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Howdy Neighbor: 5 
Criteria to Consider 
When You Buy Property
Buying a house is one of the largest 
investments you’ll ever make, so it’s 
crucial that you make wise decisions 
when going through the process. Here 
are fi ve criteria to consider.  

Sofa Stats: How Are 
Americans Furnishing 
Their Homes?
A new ImproveNet survey explores just 
how Americans deck out their spaces, 
specifi cally focusing on furniture. To 
gather results, ImproveNet surveyed 
1,850 Americans ranging in age from 
18 to 68.  

Feel a Draft? 4 Places 
Your Home Is Probably 
Losing Heat
Keeping your home warm while 
keeping your electric bill low is the 
goal for most homeowners. If it seems 
like your home is always chilly, but your 
energy bill is high, you may be losing 
heat. Here are some of the most 
common places your home can lose 
heat.

Easy Home Accents to 
Upgrade Your Space
If you’re itching to refresh your space 
without overdoing it, home accents 
are a great way to change a room with 
minimal effort. Here are a few ideas 
to swap out when you’re considering a 
new look.

Home Seller Tips: How to 
Make Your Property Look 
Its Best Before Showings
When you’re ready to put your home 
on the market, make sure it looks 
its very best in order to outshine the 
competition.

RISMedia introduces 
its 2020 Class of Real 

Estate Newsmakers! Full 
coverage begins on 

page 40. 
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at RISMedia.
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{Publisher’s Desk}

Looking Back, Charging Ahead

2020 is a special year for us: It 
marks 40 years since I founded 
the company in 1980. 

Our 40th anniversary is the perfect time 
for refl ecting on what the company was 
founded upon—the idea of connecting real 
estate professionals. And all these years 
later, throughout the many stages of growth 

and evolution, RISMedia remains a company that’s built on 
relationships and serving the many professionals who compose 
this great industry. 

That’s why I couldn’t think of a better way to start the year—our 
40th anniversary year—than by unveiling RISMedia’s more 
than 300 2020 Real Estate Newsmakers. Their endeavors and 
achievements serve as the perfect motivation for all of us as 
we seek to reach new heights and make a difference in the 
months ahead.

The world of organized real estate is constantly changing and 
adapting to meet the needs of consumers in every market-
place. RISMedia’s Newsmakers honors those industry profes-
sionals whose activities and accomplishments are making a 
positive difference for the consumers and communities they 
serve. This third edition of Newsmakers illustrates how the 
honor is now a vibrant, celebrated distinction, proudly shared 
collectively by more than 500 members of our industry over the 
past three years. This includes our more than 30 members of 
RISMedia’s Newsmakers Hall of Fame, which celebrates individ-
uals whose career achievements deserve special recognition. 

Every day, real estate professionals make signifi cant, positive 
impacts on many, many people. We are proud to honor some of 
these leaders in this issue’s special Newsmakers section, and 
throughout the year, both online and in print. You can fi nd spot-
lights of RISMedia’s 300-plus 2020 Newsmakers beginning on 
page 40, and their full stories in our interactive, searchable on-
line Newsmakers Directory: rismedia.com/2020-newsmakers.

We also kick off our 40th anniversary celebration in this issue 
(page 132) with some history of how and why I started the 
company, and some of the great milestones and mentors along 
the way. Look for special coverage throughout the year where 
we’ll share our past, who we are today and what’s in store for 
the next 40 years!

Congratulations to RISMedia’s 2020 Real Estate Newsmakers! 
We hope you are inspired by their stories as much as we are.

John E. Featherston
CEO & Publisher

For more information, 
visit rismedia.com/acesocial 

or contact ace@rismedia.com 
or (203) 855-1234 ext. 1.

Automate Your Social Media 
RISMedia’s ACESocial (Automated 
Content Engagement) branded 
content helps you resonate on social 
media, automatically delivering your 
expertise to your followers, every day 
and with every post.

• Consumer-focused real estate and lifestyle 
posts, including articles, infographics and 
professionally produced videos

• Automated distribution to your social 
media sites (Facebook, LinkedIn, Twitter) 
and website

• Your branding (logo, headshot, URL, and 
more) on all content landing pages

• MLS listings on your landing page, 
complete with lead generation form
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{Policy Matters}

T
he National Association of 
REALTORS® (NAR) is urg-
ing its 1.4 million members 
to do everything they can 

to raise awareness about the 2020 
U.S. Census. The U.S. Census is 
mandated to take place every 10 
years, according to Article I, Section 
2 of the United States Constitution, 
and requires that all individuals liv-
ing in the 50 states, D.C., and the 
five U.S. territories be counted. This 
population count allows the federal 
government to better understand 
demographic information within 
states and localities across the 
country.   

Census data helps ensure that 
states and localities have proper 
representation in Congress. States 
use this data to draw maps for re-
districting purposes. Census data 
also ensures sufficient federal 
funding is allocated to states for 
schools, hospitals, roads, federal 
small business grants and other 
federal programs and projects. A re-
cent George Washington University 
report showed that $1.5 trillion in 
federal funds are distributed each 
year to states and localities based 
upon information derived from 
Census data. Census data is also 
extremely helpful to the housing 
industry, because the data helps 

economists, REALTORS®, business 
owners, builders, developers, gov-
ernment housing agencies, and 
other related companies to under-
stand housing trends, demands and 
needs currently and in the future. 

Beginning in March 2020, the 
Census survey will be available for 
households to complete. April 1, 
2020 is National Census Day, and 
by this date, every home in the U.S. 
will be invited to participate in the 
Census. For the first time in history, 
the Census survey can be complet-
ed online at 2020census.gov, or al-
ternatively by phone or mail.   

Privacy and data security are key 
concerns for respondents. The Cen-
sus Bureau is limited to publishing 
statistical data based upon Census 
survey responses and is prohibited 
under federal law from releasing any 
identifiable individual data, includ-
ing names, addresses, race and 
ethnicity information, or any other 
related information submitted by in-
dividuals and families. The Census 
Bureau also has key protections in 
place to ensure data security while 
working to combat misinformation 
and other scams. The Census Bu-
reau will never ask for bank account 
information or credit cards, Social 
Security numbers, or money or do-
nations of any kind. 

Last summer, NAR submitted a 
letter to the U.S. Senate Committee 
on Homeland Security & Govern-
mental Affairs explaining the many 
benefits of Census data to NAR 
and asking Congress to allocate 

full funding for the 2020 Census 
to ensure a complete count. With-
out a complete and accurate count, 
states and communities across the 
country could miss out on federal 
dollars over the next 10 years for 
key programs and projects. NAR 
has also partnered with many oth-
er associations and groups in this 
awareness effort. 

NAR began its Census awareness 
efforts by launching an NAR Census 
Awareness Campaign for 2020. 
This campaign is designed to bring 
greater awareness to the Census 
survey and to encourage NAR mem-
bers and other major stakeholders 
to participate in this year’s Census.   
NAR members are encouraged to 
ask their clients, family, friends and 
neighbors to participate. Members 
are provided with key resources, 
including articles, visual aids, so-
cial media hashtags, and more, to 
share information about the signifi-
cance of the Census. 

A complete and accurate Census 
count is essential for sustainable 
investments in states and localities 
throughout the country now and 
in the future. Please be sure to 
complete the Census survey, and 
be counted! For more information 
about the upcoming Census, includ-
ing FAQs, visit 2020census.gov. RE

Nia Duggins is NAR’s business 
issues policy representative.

Raising 
Awareness 
About the 
2020 U.S. 
Census 
This column is brought to you by the NAR 
Real Estate Services group.

by Nia Duggins
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{The NAR Power Broker Roundtable}

John Horning: We typically start the 
new year as brokers and agents with a 
business plan in our pocket, and opti-
mism that we’ll discover the strategies 
to take our business to the next level. 
So, I thought I’d start with a conversation 
about the kinds of tools and resources 
Power Brokers are putting into place: the 
tactics, technologies and new approach-
es that are proving to be especially 
beneficial. I’ll start off by mentioning a 
new intranet site my firm has recently 
rolled out  —one site, easily navigated, 
where our team can access everything 
they need. I’m eager to hear what other 
inventive leaders have to share. Robin, 
what’s working in your world?

Robin Sheakley: John, we’ve been 
putting our emphasis on anything 
that helps our agents nurture cus-
tomer relationships, from upgraded 
agent websites to workflow plat-
forms like MoxiWorks and Mox-
iEngage, the relationship manage-
ment software we rolled out last 
November. Programs like these are 
encouraging our agents to interact 
with clients in ways that make sense 
and drive business.

Chris Trapani: For us, too, it’s all 
about building the agent-customer 
relationship, so one of the things 
we’re launching this year is a listings 
enhancement program designed 
to give customers more clarity and 
more financing options. We’ve part-
nered with a lender to facilitate pro-
grams like a “buy before you sell” 
opportunity, a form of bridge loan, 
but with a little more flexibility in 
qualifying. As a community-minded 
organization, we know that options 
that give the customer a little more 
leverage will not only boost busi-
ness, but also help develop lasting 
relationships.

Gary Scott: Technology is great, 
but here’s something non-technical 
that’s gaining traction in our com-
pany. For some time, we’ve realized 
we have an aging agent population 
and they need a viable succession 
strategy. So we’ve developed a way 
to pair a retiring agent who has a 
valuable book of business with a 
competent, up-and-coming agent in 
a way that makes financial sense for 
both of them —and that also helps 
maintain all those great customer 
relationships developed over the 
years.

JH: There are several theories about 
how to do that.

GS: In our model, there are basically 
three options: The retiring agent can 
sell the business outright for a one-
time fee, or opt to receive revenue 
in retirement; or the agent can ease 
out slowly, taking the time to intro-
duce the newer agent to existing cli-
ents, opting to take referral fees. Or 
the pair can customize a timeframe 
and a financial strategy that works 
best for them. What’s important is 
that we’re providing a way for the 
retiring agent to plan ahead. 

JH: It’s that kind of innovation that 
helps both brokers and agents stay on 
top—creating the resources to solve old 
challenges, and finding the best tools for 
overcoming new ones. As brokers, how 
do we search out these resources and 
get the most agent buy-in?

RS: We have a dynamite tech team, 
led by a vice president of Innovation 
focused on finding what we need 
to help us meet our goals. When 
we introduce something, we do it 
at regional meetings first, then by 
managers in each of our offices, and 
then in one-on-ones with the tech 
team, as needed. We present “one 
face” to our agents, so to speak—
that is, everything available with 
a single intranet log-on. We call it, 
“Coffee with Simon.” Come in, in the 
morning, get your coffee, sit down, 
take a sip, log on.

CT: You know, the bottom line is that 
top producers optimize every op-
portunity to do the best job for their 
clients. Our job as brokers is to opti-
mize every opportunity to help those 
agents make more deals happen. RE

8For an expanded version of this article and other NAR Power 
Broker Roundtable topics, please visit www.rismedia.com.

Sharing Tools, Innovating Resources  
to Kick Off a Winning Year

MODERATOR: 

John P. Horning 
Executive Vice President, 
Shorewest REALTORS®, 
Milwaukee, Wis., Liaison 
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Robin Sheakley
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REALTORS®, Cincinnati, Ohio  

Chris Trapani
Co-Founder/CEO, Sereno 
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Gary Scott
President., Long & Foster Real 
Estate, Chantilly, Va.

The Power Broker Roundtable is 
brought to you by the National 
Association of REALTORS® (NAR) and 
John P. Horning, NAR’s Liaison for Large 
Firms & Industry Relations. Watch for 
this column each month, where we 
address broker issues, concerns and 
milestones.



Include an HSASM Home Warranty with seller coverage in your offers.  
It can help your buyer stand out, resolve potential issues between the offer 
acceptance and the closing, and, in turn, help keep the sale on track.                                                                                                          

© 2020 Home Security of America, Inc. All rights reserved.

Help your clients steal the show.

Contact your HSA Account Executive 
to find out more.
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Trending in Real Estate

Americans’ confi dence 
in home-buying is on 
the rise, boosted by 
low mortgage rates, 
according to Fannie 
Mae’s November Home 
Purchase Sentiment 
Index®. As a consumer 
measure, the Home 
Purchase Sentiment 
Index gauges optimism 
and perceptions, based 
on questions such as 
“Is it a good time to buy 
a home?” In November, 
the Index rose to 91.5—
nearing a record set in 
2019, and up 5.3 points 
year-over-year.

Over the last 20 years, the VA has 
backed more than 8 million loans, 70 
percent of which were provided in the 
last decade. According to a recently 
released Veterans United Home Loans 
report, the coming years could see even 
more of an uptick as changes to VA loan 
limits take effect on Jan. 1, 2020.

At the conclusion of its last meeting of 2019, the Federal Reserve kept rates 
unchanged, in the 1.5 - 1.75 percent range, and announced its economic 
projections, anticipating 1.9 percent growth in infl ation in 2020. Based on its 
projections, the Fed is likely to keep rates unchanged in the upcoming year, 
as well.

The winter blues are a good 
thing…when it comes to color. 

Pantone’s offi cial shade for 
2020 is Classic Blue, a color 
that’s meant to instill “calm, 
confi dence and connection.” 

The color is chosen based on 
trend analysis conducted by 

the company’s color experts, 
who examine both emotional 

trends and color infl uences 
in the entertainment industry, 
art, fashion, textiles and even 

popular events, like sports.
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THE REAL ROOT OF DISRUPTION
Disruption starts with unhappy cus-
tomers, not with technology. The 
truth is, many customers are dissat-
isfi ed because inexperienced, un-
skilled agents aren’t meeting their 
needs. This is the silent disruption 
happening in the industry today. 

FUTURE FEARS 
Even though the economy is solid, 
people tend to latch onto fears of 
where it’s going. An increasingly 
negative news cycle fi lled with trade 
disputes and a tense political cli-
mate are causing Americans to be-
come more anxious. This can affect 
clients’ decisions to enter the real 
estate market. 

Seek out an event with indus-
try professionals and like-minded 
agents in your area to learn skills 
and tactics to address these chal-
lenges. Here’s what an event for 
real estate agents will do to get you 
started on the right foot. 

•BUILD YOUR SKILLS. There’s 
no secret formula or quick fi x 
for success. You must consis-
tently dedicate time for real 
estate training and skill devel-
opment that’s based on an ef-
fective system. An exceptional 
real estate event should elevate 
your professionalism and your 
skills, which will help you stand 
out from the crowd in a rapidly 
changing environment.

• INCREASE YOUR LEVEL OF 
SERVICE. In this digital-fi rst en-
vironment, it’s vital to focus on 
the customer. Agents must go 
above and beyond to provide 
an exceptional client experi-
ence that tech can’t replicate. 
Seek out a real estate event 
that gives you the opportunity 
to brainstorm with top-produc-
ing agents and take home new 
strategies for providing high-
quality service.

• TRANSFORM YOU INTO A TO-
TAL PRO. To skillfully deal with 
the negative news cycles and 
market fears, agents must 
be confi dent, reassuring and 
armed with knowledge so that 
they can bring perspective 
that’s based in truth and fact. 
Become an expert in your fi eld 
by attending an event for real 
estate agents so you can help 
your clients swap their market 
fears with unshakable facts. 

If you want to discover what the 
most successful agents are doing, 
and start 2020 off on the right foot, 
consider attending an event for real 
estate agents this year. I’ll be lead-
ing the all-new Buffi ni & Company 
Master Class in 2020 for agents 
who want to network and learn from 
one another. Sign up and fi nd out 
why Master Class is the best fi t for 
your offi ce. RE

Brian Buffi ni immigrated to San Diego from Ireland 
in 1986 and became a top-performing REALTOR®. 
He then founded Buffi ni & Company to share his 
powerful lead-generation system. Buffi ni & Company 
has trained more than 3 million people in 37 countries 
and coaches more than 25,000 business pros. Today, 

Brian’s a New York Times best-
selling author and reaches over 
7 million listeners a year 
through “The Brian Buffi ni Show” 
podcast. For more, visit 
www.buffi niandcompany.com.

Start 2020 Right With an Event 
for Real Estate Agents 

by Brian Buffi ni 

T
he real estate sector is currently undergoing a time of 
unprecedented change, and there are more challenges ahead 
in 2020. This makes it critical to stay at the top of your game 
in order to stand out and succeed. When you attend an event 

for real estate agents, you set yourself up with tools and strategies for 
a great year. There are a few challenges facing the industry right now 
that the right real estate event will help you overcome. 
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If you’ve ever heard me speak, you 
know that I share that one of the 
problems with “canned” or memo-
rized listing scripts is that they 
create a wall between you and the 
people you’re in a conversation with 
because you can get so caught up in 
what you HAVE to say next that you 
aren’t listening to anything the other 
person is saying.

That’s not communication or a 
conversation. When you instead 
come from a place of service—not 
sales—your goal is not to “get the 
listing.” That will be a natural by-
product of a great conversation. 
Your goal is to listen to and learn 
about what the seller’s goals and 
commitments are, then figure out 
together how you can best help 
them achieve that goal.

Here are some additional tips  
for being more present in your  
conversations: 

• SLOW DOWN. It’s not a race to 
get all your words out.

• MAKE IT ALL ABOUT THEM. When 
you’re asking open-ended ques-
tions and really listening, people 
feel heard and seen. That’s the 
foundation for true communi-
cation. Why are you looking to 

move? What do you like best 
about this house and this neigh-
borhood? Where do you want 
to go from here? Then let them 
share. They’ll give you all the 
information you need to coach 
them to make a great decision—
but only if you’re present enough 
to hear their answers.

• SPEAK FROM YOUR HEART, NOT 
YOUR HEAD. When we come 
from a service mindset, not a 
close-for-a-signature mindset, our 
purpose allows a more powerful 
human connection. We get out of 
our heads and are better able to 
speak from the heart.

• USE STORIES, METAPHORS AND 
ANALOGIES. Part of being a great 
communicator is using stories, 
metaphors and analogies to con-
vey your tools and skills. Stories 
allow you to better convey infor-
mation in a way that’s more relat-
able, opening doors for active un-
derstanding and listening without 
memorization. 

As I’ve said before, there’s never 
been a more important time to im-
prove your communication skills. 
They’re critical to your success in a 
way that can and will be game-chang-
ing. Ready to fire up these skills and 
every skill you need to make the next 
year a breakthrough personally and 
professionally? We can help. RE

Darryl Davis has spoken to, trained and coached 
more than 100,000 real estate professionals around 
the globe. He is a best-selling author for McGraw-Hill 
Publishing, and his book, “How to Become a Power 
Agent in Real Estate,” tops Amazon’s charts for most 
sold book to real estate agents. He is the founder of 
the Next Level® real estate training system The Power 
Program®, which has proven to help agents double 

their production over their previous 
year. Davis earned the Certified 
Speaking Professional (CSP) 
designation, held by less than  
2 percent of all speakers world-
wide. To learn more, visit  
www.ThePowerProgram.com.

The Power of Presence 
Commentary by Darryl Davis, CSP

The fact is, NOT being present can cost you not only listings, but 
relationships as well. 

When you’re asking 
open-ended 

questions and 
really listening, 

people feel heard 
and seen. That’s the 
foundation for true 
communication.



London, United Kingdom — Home of LeadingRE member Strutt & Parker

Delivering the highest quality service to home buyers and sellers 
is what defines our invitation-only community. Our members are 
market leaders with distinctive personalities, deep local knowledge 
and the agility to address market-specific trends. They come together 
as Leading Real Estate Companies of the World® to leverage their 
inherent strength with global connections, industry-leading resources 
and international business opportunities.

LeadingRE.com/OurCompanies



Register now for the NAR broker event of the year.  
NAR.realtor/BrokerSummit

The REALTOR® Broker Summit is a highly anticipated 
two-day event where brokers gather to learn about 

trending topics in the industry, discover 
technologies and business strategies,  

and connect with leaders and top 
brokers from across the country.
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{REBAC Report}

Marketing is one of those tricky 
roles, especially if your goal is to 
develop a branding strategy that 
helps your brokerage stand out in 
your market. 

Here are fi ve helpful suggestions:

1. GET CLEAR ABOUT YOUR BRAND. 
What type of clients do you want to 
attract? How does your brokerage 
differ from your competitors? What 
notable advantages do you offer?

Your objective is to capture your 
points of differentiation and trans-
late them into a memorable image 
and a compelling value proposition.

For example, you may be the go-to 
brokerage for young families mov-
ing into the community. Or perhaps 
you’ve invested in cutting-edge tech-
nology and want to leverage this 
point of differentiation. 

2. PRIORITIZE CLIENT PERSPEC-
TIVES. Branding is one of those 
unique marketing skills that is part 
art, part science. One of the best 

ways to evaluate your efforts is to 
put yourself in your clients’ shoes. 

Get intimately acquainted with 
clients’ priorities, concerns and 
perspectives. What questions do 
they ask? What services do they 
value?

When you view your branding de-
cisions through the lens of a hypo-
thetical client, it’s much easier to 
see what will appeal to them—ver-
sus what appeals to you.

3. CONSIDER AGENT PERSPECTIVES, 
TOO. As a broker, clients are your top 
priority, but it’s also essential to at-
tract and retain skilled agents. For-
tunately, when you have a compelling 
brand story, you’ll kill two birds with 
one stone.

Agents will be drawn to a brand 
with local market cachet, especially 
if you offer a good fi t with their pro-
fessional priorities and values. Plus, 
if you have a clear and captivating 
message, it’s easier for your agents 
to act as brand ambassadors and 
extend your reach.

4. COVER ALL THE BASES. Branding 
touches every aspect of your busi-
ness. That includes messages con-
veyed in your marketing and adver-
tising efforts, such as your website, 
your social media campaigns, your 
logo and your signage. 

It also includes many subliminal 
messages, like the image projected 
by your offi ce or the way your agents 
use (or potentially misuse) social 
media. Aim to create alignment in 
every aspect of your branding so that 
all the pieces reinforce one another.

5. SPREAD THE WORD. Branding 
takes time and effort. It’s not enough 
to build a new website or develop a 
new logo. Constant reinforcement is 
the only way to make an impact. Po-
tential clients need to see your mes-
sages repeatedly.

Your impact will be even stronger 
if you’re able to encourage interac-
tions with buyers and sellers. That’s 
why it’s essential to include a call to 
action, offering something valuable 
whenever possible. 

AN OFFER FROM REBAC
Our most recent issue of Today’s Buy-
er’s Rep, the monthly newsletter for 
REBAC members, explores branding 
strategies in greater detail. If you’re 
not a member of REBAC, but would 
like to read this issue and share it 
with your agents, please reach out to 
us at rebac@realtors.org and ask for 
a digital copy. RE

Marc D. Gould is senior vice president of Member De-
velopment for NAR, overseeing a wide range of profes-
sional development programs for REALTORS®, including 
the Real Estate Buyer’s Agent Council (REBAC). REBAC 
is the world’s largest association of real estate profes-
sionals focusing specifi cally on representing the real 
estate buyer. With more than 30,000 active members, 
REBAC awards the Accredited Buyer’s Representative 

(ABR®) designation to REALTORS® 
who have completed the special-
ized education and documented 
experience in working with 
consumers purchasing a home.  
To learn more, visit REBAC.net.

5 Ways to Maximize Your 
Branding Efforts

by Marc D. Gould

O
ne of the most challenging aspects of running a brokerage 
is the need to develop expertise in many other fi elds 
beyond the real estate industry. 
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That’s why it’s important to keep a 
good record of where the money is 
coming from, when it came in and 
how it’s going to be utilized in all 
of your business efforts. The most 
essential thing to track, however, is 
how much is going into your bank ac-
count each year.

Here are some tips for keeping 
your accounting organized.

Hire someone. This is the simplest 
way to get peace of mind when it 
comes to your money. As an agent, 
you’re constantly busy. Don’t let 
your numbers fall through the 
cracks because you don’t have the 
time to keep everything organized—
that’s how you lose money. If you 

know it’s going to be a busy year, 
be proactive and hire an accounting 
professional.

Learn to love spreadsheets. Keep 
everything digital. Forget those pa-
per books—they can easily be mis-
placed, and you may have trouble 
reading through your scribbled notes 
at year-end. Keep several spread-
sheets that track your profits, your 
spending, your gas mileage, etc. 
These are handy when it comes to 
calculations because you can sim-
ply input some data and have them 
crunch the numbers for you.

Keep all of your receipts. These 
will be essential to claiming tax 
deductions. Any time you pay for 

client meals or buy equipment 
that’s necessary to help you run 
your business, save those receipts. 
Have a dedicated space in your 
office where you keep these, and, 
as a safe measure, scan them and 
upload them into a folder on your 
computer.

 
The most important thing is to stay 

organized. Keeping a good record of 
the funds going in and out of your 
business will ensure you don’t lose 
any money. It’s also good practice for 
determining which of your marketing 
initiatives are working, and which are 
costing you more in the long run. 
Keep an eye on your accounting so 
that you help your business grow 
each year. RE

Liz Dominguez is RISMedia’s 
senior editor. Email her your  
real estate news ideas at  
ldominguez@rismedia.com.  

The start of a new year is a great time to make a plan for keeping 
your finances in order. In real estate, accounting should be at 
the top of your priority list. As a salesperson, profits aren’t 

always what you expect. The market fluctuates, and that means one 
month could bring more profits than others.

Making Your Accounting 
Processes More Effective
by Liz Dominguez
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can be a lucrative venture…
 
But creating or expanding a team involves many challenges  
that must be tackled head-on in order to reap the rewards.

In RISMedia’s Ultimate Real Estate Team Guide, dozens of leading teams from across 
the country discuss strategies for building and running a winning team, sharing best 
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•  Navigating the legalities of forming 
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…and much, much more!
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and order your copy at a  
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When you have spent your entire career in real 
estate as I have, you learn to manage the 
inevitable ebbs and flows of the industry. 

I’ve seen trends come and go. I’ve seen markets rise 
and fall. But in the end, the longevity, integrity and 
sustained growth of this industry continues to make 
it a dynamic and rewarding career path. 

My experiences leading some of the most prominent 
real estate brands in the world have given me a unique 
perspective as I take on my new role leading the strate-
gic direction for Realogy Expansion Brands. I’ve learned 
that in order to thrive in this industry—whether you are 
the head of a franchise, own a brokerage or work as an 
agent—you need to be prepared to make tough deci-
sions to grow your business. Even the smallest choices 
matter when you work toward your goals.

As we move into a new decade, the industry is wit-
nessing a dramatic shift in terms of consumer and agent 
expectations. Clients expect more bundled services. 
Agents need better ways to maintain long-term client re-
lationships to gain referral and repeat business. Meeting 
these expectations means having the right tools in place. 
Technology is no longer a value proposition—it’s table 
stakes. Companies must recognize and respond to this 
evolution to remain viable and relevant.

This past year, ERA Real Estate’s objective was to bet-

ter support our affiliated brokers in the form of new stra-
tegic partnerships, resources and programs that help 
position the agent at the center of the homeownership 
lifecycle.

A perfect example of this is the brand’s new relation-
ship with HomeAdvisor, a digital marketplace that con-
nects homeowners with pre-screened, local service pro-
fessionals to carry out home improvement, maintenance 
and remodeling projects. Now, clients working with an 
ERA broker have access to HomeAdvisor’s network of 
top-rated and reviewed service professionals in their 
area through a self-service website and dedicated call 
center. ERA was the first real estate partner to offer this 
concierge service network-wide, giving participating bro-
kers another client touchpoint, while providing a value-
added experience for buyers and sellers. 

 Additionally, ERA Real Estate recently launched ERA 
Moves, a strategic client outreach program. This tool of-
fers ERA-affiliated, independent agents two ways to stay 
top of mind with their clients, positioning them as local 
market experts. One of its components provides appli-
cable homeowner discounts through agent-branded, au-
tomated emails. It also provides clients with a concierge 
service that reduces the stress, time and expense asso-
ciated with the moving process. ERA was the first to offer 
this service nationwide, all at zero cost to the agent and 
broker. More importantly, however, the program creates 
another way for affiliated agents to remain in contact with 

Consistency in a Time of Change  
by Sherry Chris



their clients throughout the homeownership lifecycle. 
And the best part? It also creates an additional stream 
of revenue for affiliated brokerages through referral fees.  

Now more than ever, the industry is recognizing that 
profitability is a competitive advantage. At ERA, we en-
courage our affiliated brokers to “Grow Your Way”—offer-
ing them the flexibility to choose what makes sense for 
their business goals, whether it’s through the addition 
of ancillary business, customized branding or providing 
business consulting services. And when it comes to em-
powering people to make pioneering changes to their 
business, the strength of the ERA network is formidable. 
A consistent story I hear from ERA brokers is how they 
love to inspire, support and work with their colleagues 
across the network, including sharing their listing presen-
tations, compensation strategies or blueprints for creat-
ing additional revenue through ancillary businesses. 

This is what organically happens when you have a 
brand with such an influential culture of collaboration. 

Ron Restaino, founder and owner of Restaino & As-
sociates ERA Powered, recently shared that they were 
courted by many franchisors over the years and would 
listen politely, but ultimately declined each offer because 
they all required the brokerage to swallow their brand—
their identity—and essentially give up their autonomy. All 
of that changed when he learned about the ERA Powered 
concept and realized it was the solution they had been 
looking for all along—a franchise that gives the tools, 

service and support needed, while allowing them to re-
main who they ultimately wanted to be.

ERA’s “Grow Your Way” value proposition will be instru-
mental as we look at how the brand will continue to grow 
in the next decade and beyond.  

We will continue to build upon the brand’s founding 
principle that each customer, independent sales agent 
and brokerage is unique and should be free to develop 
their business as they see fit. Companies who affiliate 
with ERA get the best of both worlds: the support, tech-
nology and leverage that comes with joining a national 
brand with nearly 50 years of success, as well as the 
ability to retain their own local brand identity.  

A new decade brings a host of exciting prospects, in-
cluding the opportunity to get closer to the consumer 
and help them manage the changes in their own lives. 
“The only thing constant is change” is an appropriate ex-
pression for all of us in this industry. At ERA, adapting to 
change is not enough. We want to create change. We’re 
excited by the opportunities that lie ahead and look for-
ward to TEAM ERA being a change-maker in 2020 and 
beyond. RE

Sherry Chris is president and CEO of ERA Real Estate. 
For more information, please visit www.era.com.

REALTORS® are members of the 
National Association of REALTORS®

A NATIONAL 
CAMPAIGN 
FOR YOU AND 
YOUR AGENTS
Leverage the success of the national ad campaign by showcasing 
who you are and the value you bring to the communities you 
serve. We built campaign materials that NAR members can utilize.

Visit ThatsWhoWeR.realtor to download the campaign style 
guide and logos, and personalize assets such as digital banners, 
print ads, social posts, and more!
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Household growth has kept housing 
demand strong for both homeowner-
ship and renting since an increasing 
share of high-income earners are 
choosing to remain renters; however, 
housing supply cannot keep up with 
the rising demand, which is leading 
to growing home prices and rent, es-
pecially for low-income earners.

KEY FINDINGS

•  There were 77.7 million owner-
occupied housing units and 43.8 
million renters in 2018. Findings 
reveal that 40.6 percent of renters 
were cost-burdened when paying 
for rent and utility bills in 2018. 

•  Sixty-two percent of homeowners 
had a mortgage in 2018, down 6.5 
percentage points from 2008. 

•  In 2018, 20.9 percent of 
homeowners with a mort-
gage were burdened, about 
8 percentage points down 
from a decade ago. 

•  Eleven percent of home-
owners without a mortgage 
payment were burdened in 
2018 compared to 12 per-
cent in 2008.

•  Nearly 40 percent of rent-
al unit residents spent  
35 percent or more of their 
monthly income on rent and 
utilities, a decrease of only 
0.2 percent from 2008. 

THE PRESSURE ON RENT IS INFLU-
ENCED BY THREE MAIN FACTORS: 

1.  Landlords are able to increase 
rent prices due to low vacancy in 
rental properties since demand 
still outnumbers supply. 

2.  High-income renters have in-
creased for eight consecutive 
years and are driving the market. 
Between 2017 and 2018, the 
number of high-income renters 
grew by 311,000, joining the 4.6 
million that have been added to 
the market since 2010. 

3.  New production of multifamily  
housing has been focused on 

meeting the demands of these 
high-income renters. In 2018, for 
example, 29 percent of new multi-
family units, mostly in the North-
west, had rents above $2,050. 
In comparison, only 9 percent 
of new apartments in 2018 had 
rents under $1,050 a month, and 
less than 4 percent had rents less 
than $850. Less than 3 percent 
of new apartments built since 
2008 have been affordable for 
median-income renters.

These findings highlight the nation’s 
persistent struggle to achieve afford-
able housing to meet the demand 
of household growth, as well as the 
desperate need to find a solution 
so that every person and family can 
have not only a personal domain, 
but perhaps a place to start their 
business and begin building long- 
term wealth. 

Starting this year, California will 
enact statewide rent control meant 
to temporarily guard renters against 
egregious rent hikes until 2030, 
limiting rent increases to under 5 
percent per year. Time will tell how 
this measure will affect renters and 
landlords, but critics note that lower-
ing costs is only part of the puzzle to 
solving the affordable housing crisis. 
Low inventory is another problem 
that needs to be addressed, as more 
housing helps to bring down costs.
RE

Desirée Patno is the CEO and president of Women in 
the Housing and Real Estate Ecosystem (NAWRB) and 
Desirée Patno Enterprises, Inc. (DPE), as well as chair-
woman of NAWRB’s Diversity & Inclusion Leadership 
Council (NDILC). With 30 years of experience in hous-
ing, Patno is a champion for women’s economic growth 

and independence. In 2017, 
Entrepreneur.com named her the 
Highest-Ranking Woman and 4th 
Overall Top Real Estate Influencer 
to Follow. For more information, 
please visit www.nawrb.com. 

Housing Costs Ease for 
Homeowners, but Rise for 
Renters Post Financial Crisis
Commentary by Desirée Patno

A decade after the housing crisis, a U.S. Census Bureau 
report shows that the housing cost burden has eased for 
homeowners, but has remained stagnant for renters since the 

peak of the recession. Recent data from the American Community 
Survey (ACS) analyzes the percentage of “burdened” households—
those that spend at least 35 percent of their monthly income on 
housing costs. 
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Workplace culture matters. A great one 

produces happy, engaged employees 

who give their best efforts, challenge 

themselves to grow, and consistently meet goals 

and delight customers. A toxic one creates 

miserable, unmotivated clock-watchers and job-

board checkers. In our booming economy, with 

its incredibly tight labor market, making sure your 

culture is closer to the first kind should be job one, 

says Deb Boelkes.

“In a strong economy, people have their pick of good 
jobs,” says Boelkes, author of “The WOW Factor Work-
place: How to Create a Best Place to Work Culture.” “If 
your culture is one of disengagement and toxicity, your 
most talented workers will be looking to leave. You’ll be 
left with mediocre and low performers who have little in-
centive to do more than the bare minimum.”

The bad news is that leaders often aren’t aware their 
culture isn’t what it should be. The good news is that 

they can change that. When leaders consistently moti-
vate and inspire employees, fill them with purpose, chal-
lenge them, and make them feel safe and supported, 
what Boelkes calls the “WOW factor” manifests, grows 
and permeates the entire culture.

Boelkes says the start of the new year is the perfect 
time to look back over 2019 and see how you did, cul-
ture-wise. Here’s a checklist to help you get started.

In 2019, did you...

Hire slow and fire fast? When your company is made up of 
talented, enthusiastic, hard-working people, employees 
won’t want to leave. That’s why you should hire only peo-
ple who will fit in with the culture you’re creating—and 
get rid of bullies and others who create a toxic culture. 
You may be reluctant to fire someone you yourself hired, 
but don’t wait until they do maximum damage. Fire him 
or her now.

Make adjustments and break things to make ‘wow’ happen? 
Adjustments are made all the time in wow-factor work-
places to make things even better than they already are. 
The adage, “If it ain’t broke, don’t fix it,” is not the way 

When Good Help Is  
Hard to Find, Culture Wins 
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“If your culture 
is one of 

disengagement 
and toxicity, your 
most talented 
workers will be 

looking to leave.”
– DEB BOELKES

Author,  
“The WOW Factor Workplace:  
How to Create a Best Place  

to Work Culture”

wow-factor workplaces become wow-factor workplaces. 
Sometimes you must break things intentionally to make 
continuous dramatic improvements.

Encourage employees to interview elsewhere? Boelkes is 
a strong believer in a piece of advice she learned early 
in her career: Always be interviewing. While this applies 
to managers seeking the best possible job candidates, 
she says it also applies to employees. Everyone should 
interview elsewhere from time to time. This is one way to 
ensure neither the employee nor the business gets com-
placent. It’s crucial for employees to know their value to 
the outside world.

“Likewise, organizations should be 
made aware if they are not keeping up 
with competitive marketplace opportu-
nities,” says Boelkes. “You certainly 
don’t want to wait until your best team 
members have accepted another po-
sition elsewhere to finally offer them 
a raise or a promotion. By then, their 
hearts and minds are out the door.”

Mentor in the moment? Mentoring 
should happen every single day, not 
just a few times a year during perfor-
mance reviews. That’s why Todd Wilcox 
recommends that leaders should have 
a smaller number of direct reports—
more like five or six instead of 15 or 
20. With a smaller group, leaders can 
talk to their mentees every single day.

Hold people to high expectations? Wow-
factor workplaces have a well-documented set of behav-
ioral standards and performance expectations. When 
someone isn’t meeting these expectations, leaders will 
collaborate with him or her to develop an improvement 
plan that spells out SMART goals: Specific, Measurable, 
Achievable, Reasonable and Time-bound. Each party is 
responsible for holding the other accountable to his or 
her end of the bargain. The underperformer must either 
get his or her act together or move on to something else.

Refuse to tolerate excuses? Some people hold themselves 
back. They may think they aren’t as good as others or as 
prepared as others to assume a leadership role. Maybe 
they haven’t had as much education or they’re from a 
low-income family or any of a whole variety of reasons. 
Don’t let this happen. Tell employees they don’t need 
to have had a model upbringing or have earned a PhD 
to live up to their potential. They can do their best work 
with what they have right now. No excuses. They’ll be 

amazed at what they can achieve with their talent and 
wherewithal alone.

Help employees connect to purpose and meaning? Britt Ber-
rett, former president of Texas Health Presbyterian Hos-
pital Dallas, explains the value of purpose in healthcare: 
“When I get exhausted, I’ll go to the lobby. I’ll watch the 
patients walk in and out. They are scared. They’re going 
to be entering a new environment. We’ll poke and prod 
them all night long. If I, as a leader, can understand my 
role in blessing their lives, if it can give me purpose and 
meaning, then I’ll be much more purposeful in my efforts. 
That’s invigorating.”

Nudge people out of their comfort zones? 
Strong leaders look for the potential in 
employees and push them out of their 
comfort zones. They show employees 
that they have faith in them. They men-
tor them along the way. When you do 
this, employees are inspired to make 
the best use of their talents and push 
past their perceived limitations.

Make them feel like they belong? Garry 
Ridge, CEO of WD-40, talks about fos-
tering belonging. He says, “People feel 
like they belong here because we are 
doing things every day to help them be 
better. We help educate them. We help 
them deal with their stresses of life. 
Just last Friday, we had a lunch-and-
learn. We had someone giving people 
a two-hour session on stress manage-

ment. We had massage therapists in here during that 
time. We want people to be feeling good about them-
selves in many ways, not just emotionally, but physically.”

Regularly go beyond the expected to delight your custom-
ers? Donald Stamets, general manager for Solage, an 
Auberge Resort in Calistoga, Calif., allows employees to 
take the lead in this area with his Expected, Requested 
and Delighted philosophy. He encourages staff to go 
above and beyond what the customer expects and try 
to delight them at every turn. For instance, if a guest 
is sick, employees can bring them tissues and chicken 
soup without asking a manager.

“You can always improve if your culture isn’t yet 
where you want it to be,” says Boelkes. “The year 2020 
is a fresh start. Commit to start moving in a positive 
direction and build a culture that will make you and ev-
eryone on your team feel lucky to work for such a great 
organization.” RE



In our 2020 Real Estate Newsmakers Online Directory, you’ll find the gallery of this year’s 
300 Newsmakers, grouped by category, beginning with our esteemed 2020 Hall of Fame 
inductees. We invite you to explore our gallery of 2020 Newsmakers, and read about their 

newsworthy accomplishments in 2019!

Read their stories at rismedia.com/2020-newsmakers

Introducing RISMedia’s 2020  
Real Estate Newsmakers - Now Live!
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Home-Building
Although homebuilders maintain 
optimism, buyer demand is stronger, 
and analysts are divided on whether 
inventory is meaningfully rising. 
For 2020, the National Association 
of REALTORS® (NAR) expects 
10.6 percent more housing starts 
(multifamily and single-family), while 
realtor.com® researchers forecast 
a 6 percent increase in single-
family starts. On the flip side, the 
Urban Land Institute projected 
single-family starts to tumble 4.7 
percent. According to Census data, 
construction in November spiked—
an encouraging indicator.

Home Prices
After a cooling-off period, home 

prices reignited in 2019, and are ex-
pected to further increase in 2020. 
How much? At most, a cohort of 
economists at the NAR Forecast 
Summit predicted a 3.6 percent rise; 
at least, realtor.com® predicted 0.8 
percent; and in the middle, both the 
ULI and Zillow settled within 2 per-
cent (2.5 percent and 2.8 percent, 
respectively). By comparison, from 
January - November 2019, the me-
dian price rose 3.18 percent, accord-
ing to data from Homesnap.

Home Sales
Despite benefiting from low mort-
gage rates, buyers continued to 
grapple with limited options, con-
tributing to muted sales in 2019—a 
challenge continuing into 2020, ex-

perts predict. As of September, NAR 
expected a 3.4 percent gain in home 
sales in 2020; in December, how-
ever, realtor.com® researchers di-
aled down to a modest 1.8 percent. 
On an annual basis, existing-home 
sales inched up 2.7 percent, accord-
ing to NAR’s November report.

Markets to Watch
Where will buyers flock in 2020? 
NAR’s and realtor.com®’s leading 
markets include:

Charleston, S.C.
Charlotte, N.C.
Colorado Springs, Colo.
Columbus, Ohio
Dallas-Fort Worth, Texas
Fort Collins, Colo.
Las Vegas, Nev.
Ogden, Utah
Raleigh-Durham-Chapel Hill and  
Winston-Salem, N.C.
Tampa-St. Petersburg, Fla.

2020 Housing Market 
Predictions: A Snapshot

With 2020 upon us, experts and forecasters have issued 
many market predictions, aligning on certain points, but 
diverging in opinion on others. Below, RISMedia’s snapshot:

By RISMedia Staff
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Realtor.com® also included Boise, 
Idaho; Chattanooga and Memphis, 
Tenn.; Columbia, S.C; McAllen-Edin-
burg-Mission, Texas; Rochester, N.Y.; 
and Tucson, Ariz., in its ranking.

Mortgage Rates
Last month, the Federal Reserve 
kept the key rate unchanged, and 
with the economy humming, ana-
lysts anticipate continued lows 
in 2020. Out of the NAR Forecast 
Summit, economists expected a 
favorable 30-year fixed mortgage in 
2020, at 3.8 percent. Realtor.com® 
researchers have a similar take: 
3.88 percent. According to Freddie 
Mac, as of Dec. 19, the average 30-
year fixed mortgage rate was 3.73 
percent.

Odds of a Recession
Throughout much of 2018 and 
2019, analysts debated the prob-
ability of a recession, either in 
2020 or 2021. The consensus at 
the NAR Forecast Summit: at best, 
no recession, and at worst, a 29 
percent chance. For its part, Zillow 
forecasted no recession whatso-
ever, thanks to Americans’ confi-
dence (equaling increased spend-
ing), a heartening labor market and 
promising wages.

The Takeaways
The economy. Homebuyers. Inven-
tory. Mortgage rates. As 2019 
came to a close, housing industry 
leaders sounded off:

“While we are seeing near-term posi-
tive market conditions with a 50-year 
low for the unemployment rate and 
increased wage growth, we are still 
underbuilding due to supply-side 
constraints like labor and land avail-
ability. Higher development costs are 
hurting affordability and dampening 
more robust construction growth.” 

– Robert Dietz, 
Chief Economist, National 

Association of Home Builders

“For the last few years, the lack of 
inventory has constrained the pace 
of home sales and increased the 
rate of home-price growth, leading 
to affordability challenges across 
the country. November’s strong 
monthly and annual gains indicate 
that potential homebuyers next year 
will have more properties to choose 
from...[and] the continued increase 
in permits indicates that the pace 
of construction should stay strong 
in early 2020.” 

– Mark Fratantoni, 
Chief Economist, 

Mortgage Bankers Association

“While the economy is in a 
sweet spot, improvements 
in housing-market sales vol-
umes will be modest heading 
into next year simply due to 
the lack of available inven-
tory. The demand is clearly 
not being met for entry-level 
millennials and trade-up Gen-
eration X homebuyers. If there 
was more inventory of unsold 
homes for buyers to choose 
from, home sales would be 
rising at a faster rate.” 

– Sam Khater, 
Chief Economist, 

Freddie Mac

“As inventories of starter homes 
continue to be a barrier for millenni-
als, we will see more non-traditional 
households, such as roommate situ-
ations or even multigenerational 
living, popping up to support the 
financial load. This trend shows no 
sign of slowing down in the coming 
year, which presents an opportunity 
for agents to appropriately guide 
these younger adults to homes that 
balance both their desire for home-

ownership and potentially elevated 
costs.” 

– David Mele, 
President, Homes.com

“If current trends hold, then slower 
means healthier and smaller means 
more affordable. Yes, we expect a 
slower market than we’ve become 
accustomed to the last few years, 
but don’t mistake this for a buyer-
friendly environment—consumers 
will continue to absorb available in-
ventory and the market will remain 
competitive in much of the country.”

– Skylar Olsen, 
Director of Economic 

Research, Zillow

“Housing remains a solid founda-
tion for the U.S. economy going into 
2020. Although economic output is 
expected to soften—influenced by 
clouds of uncertainty in the global 
outlook, business investment and 
trade—real estate fundamentals 
remain entangled in a lattice of con-
tinuing demand, tight supply and 
disciplined financial underwriting. 
Accordingly, 2020 will prove to be 
the most challenging year for buy-
ers, not because of what they can 
afford, but rather, what they can 
find.” 

– George Ratiu, 
Senior Economist, realtor.com®

“The consensus [at the Forecast 
Summit] was that mortgage rates 
may rise, but only incrementally. I 
expect to see home-price affordabil-
ity improvements, too. This year we 
witnessed housing costs grow faster 
than income, but the expectation is 
for prices to settle at a more reason-
able level in the coming year, in line 
with average hourly wage growth of 
3 percent on a year-over-year basis.” 

– Lawrence Yun, 
Chief Economist, NAR  RE
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Think about it from a consumer’s 
point of view—America today is 
more diverse than ever before. As 
a real estate offi ce, it’s imperative 
to have relentless sales profession-
als who are “like” the people and 
communities they serve. Consum-
ers today gravitate toward people 
who are “like” them, and, better yet, 
can deliver personalized, unique mo-
ments along every step of the client 
relationship. For us, we have agents 
from every corner of the globe who 
give 121 percent in order to deliver 

the extraordinary and enrich our 
company and business with a wealth 
of cultural capital, unique perspec-
tives, language skills and the abil-
ity to foster strong connections with 
many of the different ethnic cultures 
in greater Worcester County. 

In addition to diversity within our of-
fi ce, we also fi nd it important to have 
access to a wide network of real es-
tate affi liates, including loan offi cers 
and lawyers, who also understand 
the diverse communities we serve, 
many of which are from traditionally 

underrepresented backgrounds. In 
doing so, we offer a dynamic experi-
ence that represents the rich diver-
sity of Worcester. It provides us a key 
competitive advantage, particularly 
with immigrant communities. 

As an immigrant to this country 
myself, I understand the challeng-
es immigrants face when trying to 
navigate the real estate market, as 
well as the hunger they have for the 
American Dream of homeownership. 
We educate people in the commu-
nity through initiatives such as our 
free fi rst-time homebuyer classes, 
provide professional advice and key 
resources, and bridge language and 
cultural barriers to empower indi-
viduals and families to achieve their 
goals. America is a land of opportu-
nities, and we believe in helping ev-
eryone achieve theirs. 

Inviting diversity drives growth and 
a culture for success. Diversity is not 
simply a goal, but rather, an integral 
part of delivering extraordinary expe-
riences and a core growth-oriented 
imperative for real estate owners 
who act in the best interests of their 
affi liated real estate agents. RE

Juliana Danquah is broker/owner 
of CENTURY 21 XSell Realty 
in Worcester, Mass. For more 
information, please visit 
www.century21.com/careers/
learn/why-c21.

Inviting Diversity Drives 
Growth and a Culture for 
Success
Commentary by Juliana Danquah

Many real estate entrepreneurs talk about the importance 
of having a goal that includes diversity and a diverse offi ce 
mindset. Frankly, in an “open-the-house” moment, diversity 

is not a goal, but rather, a means to an end. At that end is business 
and agent growth. That’s our secret at CENTURY 21 XSell Realty: 
We’re committed on all fronts to diversity, and it’s that mindset that 
has helped us grow from one offi ce to two, 16 affi liated agents to 
now having 39, and a record amount of closed sides in 2019.

Diversity is not 
simply a goal, but 
rather, an integral 
part of delivering 

extraordinary 
experiences.
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Some of us might include a moving 
or home warranty company that we 
recommend, but what else are we 
doing? In the last few years, compa-
nies focusing on easing the moving 
process have emerged. Self-service 
platforms are available, but aren’t we 
a full-service industry? 

Then I heard about MooveGuru, 
a full-service moving concierge plat-
form. Shouldn’t a full-service real 

estate brokerage strive to provide as 
many full-service tools and services 
as possible? We think we should, 
and MooveGuru seems to under-
stand this.

MooveGuru repurposes our data 
that we already enter into dotloop. 
Our agents don’t have to re-enter any 
data. MooveGuru is a full-service so-
lution for our agents.

MooveGuru provides our transac-

tion support team with dashboards 
to manage any moving concierge-
related requests regarding the pro-
gram. MooveGuru also provides no-
tifi cations regarding program actions 
and results. MooveGuru is a full-ser-
vice solution for our brokerage.

Most importantly, MooveGuru de-
livers discounts to our customers 
just when they need them. On be-
half of our agents and branded to 
our brokerage, we’re now helping our 
customers save money during this 
very stressful period of their lives. 

People buying a new house have 
to schedule connections for all of 
their home services and utilities. 
Could the uncertainty of how to 
complete this task contribute to the 
stress of moving? What if a buyer’s 
agent and real estate brokerage 
could solve these challenges for the 
buyer? What if the full-service real 
estate brokerage not only helped the 
buyer with connections, but also, in 
many cases, handled the connec-
tions process entirely? This is what 
MooveGuru does for our brokerage. 
Our full-service real estate brokerage 
has added an additional full-service 
moving automation platform.  

Our industry is evolving, chal-
lenged by different views and pow-
ered by advancements in technology 
to provide new experiences. We’re 
no longer just a full-service real es-
tate brokerage; now, we also provide 
a full-service moving concierge pro-
gram in partnership with MooveGu-
ru. This is only the beginning. RE

Craig McClelland is vice president 
and COO of Better Homes and 
Gardens Real Estate Metro Bro-
kers. For more information, please 
visit www.mooveguru.com.

Full-Service Real Estate: 
A Move in the Right 
Direction
Commentary by Craig McClelland

As an industry, we’ve been very focused on improving the home 
search and closing processes. Over the last two decades, 
we’ve eased many challenges that buyers and sellers face 

during the home purchase or home sale process. Online search, 
company websites, electronic documents and signatures, and many 
other services have been introduced to ease the most obvious 
challenges involved in a home sale or purchase. But we’re missing 
the elephant in the room: As they wait for the closing after they 
sign the paperwork, tensions rise. Why? Sure, there’s some concern 
about closing, but the real reason is “The Move.” Moving is ranked 
as the seventh-most stressful event in life, accompanying marriage, 
divorce and chronic illness on that same list.
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They fight for causes in their com-

munities and around the globe. 

They dedicate their careers to 

creating a better real estate process. 

They work tirelessly for consumers and 

the greater good of homeownership. 

They achieve great honors, raising the 

standards of industry professionalism, 

thereby elevating all of us. They inno-

vate, inspire and lead us into the fu-

ture. They are RISMedia’s 2020 Real 

Estate Newsmakers.

In this special section, you’ll find snap-
shots of the 300 real estate profession-
als who were selected as this year’s 
Real Estate Newsmakers in the follow-
ing categories: Influencers, Trailblazers, 
Futurists, Achievers, Crusaders, Inspi-
rations, Luminaries and Trendsetters. 
Here, we highlight their newsworthy ac-
complishments in 2019 that qualified 
them for recognition as an RISMedia 
Newsmaker. To read the complete sto-
ries behind this year’s 300 Real Estate 
Newsmakers, please view our search-
able online Newsmakers Directory at 
rismedia.com/2020-newsmakers. 

“The world of organized real estate 
is constantly changing and adapting to 
meet the needs of consumers in every 
marketplace,” says RISMedia President 
& CEO John Featherston. “Every day, real 

estate professionals make significant, 
positive impacts on many, many people. 
RISMedia is proud to honor our 3rd Annu-
al Real Estate Newsmakers this month 
and throughout the year.” 

We also lead off this year’s News-
makers section with special coverage 
of our 2020 Real Estate Newsmakers 
Hall of Fame inductees, those individu-
als who have gone above and beyond 
to serve the industry, their communi-
ties, consumers and the larger cause of 
homeownership. They will now join our 
class of 17 existing Newsmakers Hall 
of Fame members.

We’ll be formally inducting our 2020 
Real Estate Newsmakers Hall of Fame, 
and honoring all our 2020 Newsmak-
ers, at RISMedia’s 3rd Annual Newsmak-
ers Reception & Dinner, held at the Na-
tional Press Club in Washington, D.C., 
on Wednesday, May 13, during the RE-
ALTORS® Legislative Meetings & Trade 
Expo. You can see highlights from last 
year’s event—including our 2019 Hall 
of Fame inductees—on page 128 in 
this section.

To all of RISMedia’s 2020 Real Estate 
Newsmakers, we extend our deepest ad-
miration and congratulations. Your sto-
ries—great and small—represent the 
heart and soul of real estate.  

—Maria Patterson 

RISMedia’s Real Estate Newsmakers is sponsored by
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2020 Hall of Fame

Paul Boomsma brings more than 25 
years of industry experience to his 
role of president and CEO of Lead-
ing Real Estate Companies of the 
World® (LeadingRE), a global com-
munity of 565 member brokerages 
in more than 70 countries spanning 
six continents.

Before assuming his current role 

in 2018, Boomsma created the high-
ly successful Luxury Portfolio Inter-
national® division for LeadingRE, pre-
viously serving as its president. He 
also headed operations and strate-
gic marketing for LeadingRE as COO.

Boomsma began his career mar-
keting luxury office towers and later 
joined a top residential firm before 

becoming national marketing direc-
tor for a major franchise. Today, he is 
a frequent industry speaker and has 
been recognized for his leadership in 
numerous industry rankings.

“I have the privilege of working on 
behalf of the world’s best real estate 
firms,” says Boomsma. “With leader-
ship from our board of directors and 
the efforts of our outstanding staff, 
we deliver a wide range of tools 
and programs designed to help our 
member brokerages thrive as market 
leaders. I take our slogan, ‘Making 
the Best Brokerages Better,’ quite 
seriously, so my focus is on ensur-
ing that the services we offer make 
a real difference for our members—
whether in learning, business devel-
opment, marketing or technology.”

In 2019, one of the initiatives 
Boomsma spearheaded was Lead-
ingRE’s series of regional broker 
forums. The company hit six cities 
in about two weeks and had the 
opportunity to meet with many of 
its brokers to discuss the industry 
landscape. According to Boomsma, 
the intimate format of these fo-
rums fostered conversations and 
connections that were especially 
meaningful.     

“As the industry evolves, the im-
portance of embracing innovation 
and responding creatively to mar-
ket demands is undeniable,” he 
explains. “Each of our member bro-
kerages began as an independent 
startup, and they carry that spirit in 
their DNA—always striving to per-
form better, integrate new tools and 
capture new opportunities.

“That said, the relationship side 
of our business cannot be underval-
ued, and I strongly believe that those 
who continue to focus on delivering a 
personalized, superior experience for 
homebuyers and sellers will come 
out on top.”

Paul Boomsma
President & CEO,
Leading Real Estate Companies of the World®
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2020 Newsmakers

Nick Shivers is president and CEO 
of the Nick Shivers Team at Keller 
Williams Portland Central, one of 
the top real estate teams in Ore-
gon and Southwest Washington. He 
is also president of My Rocket List-
ing, an iBuyer program he launched 
in the last three years. 

For 20 years, Shivers has brought 
a unique mix of real estate exper-
tise and passion to his work. His 
knowledge, energy, creativity and 
dedication allow him to help agents 
succeed.

Perhaps more importantly, Shiv-
ers is also dedicated to transform-
ing the lives of vulnerable children 
around the world through Sell a 
Home, Save a Child (SAHSAC), a 
non-profit organization he co-found-
ed. That’s why the Nick Shivers 
Team mission is “Saving Kids by 
Selling Homes.”

SAHSAC has raised $1.6 million 
to transform the futures of children 
in Haiti, Kenya, Nicaragua, Mexico 
and the United States. SAHSAC ef-
fectively helps feed, clothe, house, 
educate, protect and guide children 
in deeply impoverished areas. Shiv-
ers has partnered with clients and 
others in the industry to rescue 
thousands of children from human 

trafficking, prostitution and addic-
tion. The children were placed with 
an organization that kept them safe 
so they could pursue an education. 
Some have become professionals 
or returned to their communities to 
help others. 

SAHSAC also offers funding and 
volunteer opportunities that con-
tribute clothing, blankets and food 
to benefit women’s shelters and 
homeless shelters in Portland, Ore.

Shivers personally travels to Ni-
caragua and Haiti where children 
are endangered. “He has literally 

purchased children to remove them 
from the trafficking trade and placed 
them in an organization that makes 
them safe and gives them tools,” re-
lates a colleague. “One just opened 
a beauty parlor, one just got mar-
ried, two of them are graduating col-
lege. This is not just a fundraiser. It 
is very real.”

Shivers considers these two 
pieces of wisdom to be guiding prin-
ciples in his life: “Differentiate your-
self by making a difference” and 
“Build a tribe and thrive.”

Nick 
Shivers
President & CEO,
The Nick Shivers Team,
Keller Williams  
Portland Central
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Georgianna Findlay Finn, having lived 
in Huntington Township for more 
than 55 years, is deeply committed 
to the company she founded with her 
husband, Lawrence, and the issues 
affecting her employees and the 
Long Island area.

The Finns founded the real estate 
brokerage firm in 1971 with one 

sales associate, and have grown it to 
a dominant firm in the local market 
area. Today, Coach Real Estate Asso-
ciates (DBA: Coach REALTORS®)  is 
listed among the top 250 real estate 
companies in the U.S. with more 
than 700 sales associates and 150 
employees. The firm has 20 office 
locations, a relocation division and 

has ownership in both a mortgage 
and a title insurance company. 

As co-owner of the multi-million- 
dollar firm, Finn manages all aspects 
of the business, and as the NYS 
broker of record, she is responsible 
for all legal issues and compliance. 
Over the past 20 years, she has suc-
cessfully negotiated the purchase of 
12 real estate firms. Finn is also the 
author of several real estate sales 
training programs, articles for the 
New York Times and other national 
publications, and management train-
ing programs. She is a frequent 
guest speaker, moderator and panel-
ist at many leading industry events. 

Finn’s commitment to the commu-
nity is evidenced by her fundraising 
efforts for causes such as women’s 
breast cancer, The Ronald McDonald 
House, the Long Island Association 
for AIDS Care and Habitat for Hu-
manity. Her awards and accolades 
have been many, including: Business 
Woman of the Year by Women of 
Substance, Inc.; a 2004 Woman of 
Distinction by Distinction Magazine; 
and in 2018 Long Island Business 
News honored her with their Lifetime 
Achievement Award.

Stellar career aside, Finn is most 
proud of the passing of the company 
to her two children, Lawrence Paul 
(LP) and Whitney Meredith, who now 
share ownership and leadership in 
Coach REALTORS® and its mortgage 
and title companies. 

“This is the culmination of our 15-
year transition plan,” says Finn. “It 
is so rewarding to pass our Coach 
Company into the very capable 
hands of our second generation and 
to witness the growth of our brand 
through their leadership.” 

Georgianna  
Findlay Finn
Co-Owner/Founder,
Coach Real Estate Associates, Inc.
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The Elsea brothers, Dan and Stu-
art, serve as co-presidents of the 
Real Estate One Family of Compa-
nies, the largest real estate com-
pany in Michigan and ranked Top 
10 in the nation. The company was 
founded by the pair’s grandfather 
in 1929 in Detroit as Elsea Realty 
& Investment Co. The Real Estate 
One Family of Companies includes 
four brokerages: Real Estate One, 
Max Broock REALTORS®, Johnstone 
& Johnstone and Charles Reinhart 
Company.

“We skipped the whole CEO, 
COO, chairmen stuff,” says Dan of 
his partnership with his brother. 
Dan and Stuart currently lead more 
than 2,200 sales associates and 
300 employees across 70 offices 

throughout the state. 
Following in their grandfather’s 

and father’s footsteps, Dan and 
Stuart joined the family business 
after graduating from Michigan State 
University. Nicknamed “The Boys,” 
they started at the bottom of the 
ladder, earning and learning their way 
to the top. 

Over the past 35 years, Dan has 
worked in a number of roles within 
the family of companies from com-
mercial and residential sales to 
branch and division management. 
He stepped into his current role as 
president of Brokerage Services in 
1998. 

Stuart worked as a sales as-
sociate, branch manager and vice 
president. He became president of 

Financial Services for the family of 
companies in 1998 and oversees 
Real Estate One’s affiliated busi-
nesses, including mortgage, title 
insurance, property and casualty in-
surance, relocation, franchising and 
business development. 

As for Real Estate One’s most 
recent accomplishments, the El-
seas point to three highlights:  
1) ranking in The Detroit Free Press’ 
Top Workplaces in Michigan for the 
eighth year in a row, 2) moving the 
company’s sales team to a paper-
less transaction platform, and 3) re-
ceiving the best-ever NPS scores for 
its affiliated businesses.

The pair predicts rapid change 
ahead for the real estate business...
and they’re up for the challenge. 
“There will be more change in the 
next five years than the last 50 com-
bined,” says Dan. “So you need to 
manage your current model as a way 
of embracing change, using it as a 
transition to the next step—not in 
defense of the status quo.”

Stuart and Dan Elsea
President, Financial Services
President, Brokerage Services,
Real Estate One Family of Companies
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Iconic real estate couple Dave and 
Gail Liniger co-founded RE/MAX in 
1973. Starting with a single office 
in Denver, the Linigers changed 
the industry and built a global pow-
erhouse that now has more than 
125,000 agents spanning 110 
countries and territories.

From the beginnings of RE/MAX to 

his commitment to education to his 
leadership during the housing crisis 
of 2007 - 2012—where he pushed 
for education and housing policies 
that helped agents provide solu-
tions to distressed homeowners— 
Dave has always worked hard to el-
evate the industry and the people 
it serves. 

Dave revolutionized the real es-
tate industry when he developed 
the RE/MAX business model that 
allowed agents to keep the maxi-
mum amount of their commissions 
in exchange for sharing in office 
overhead and paying a management 
fee. “RE/MAX,” shorthand for “real 
estate maximums,” was designed 
to attract experienced, high-produc-
ing agents.

Dave spent much of 2012 recov-
ering from a life-threatening infec-
tion. He chronicled his ordeal and 
recovery in the New York Times Best 
Seller, “My Next Step: An Extraordi-
nary Journey of Healing and Hope.” 
Always committed to philanthropy, 
RE/MAX has been the official real 
estate sponsor of Children’s Miracle 
Network Hospitals since 1992.

Gail was the first employee to 
join the original RE/MAX office in 
Denver, and played a major role in 
keeping the company afloat in its 
formative years. Together, Dave and 
Gail worked tirelessly to expand the  
RE/MAX footprint and attract like-
minded entrepreneurs.

In 1983, Gail was injured in the 
near-fatal crash of a small private 
airplane. Her recovery and ongoing 
resilience have inspired those within 
RE/MAX and well beyond. In 1991, 
she became RE/MAX CEO, and 
during her tenure, the network began 
its dramatic expansion outside North 
America. 

Although away from day-to-day 
operations since 2018, Gail has 
had a constant voice in RE/MAX 
leadership and still serves as vice 
chair of the Board. Fifty years into 
his real estate career, Dave remains 
widely respected. As a visionary 
and senior statesman, he has been 
credited with advancing the real 
estate industry as much as anyone 
during the past 45 years.

Dave and Gail Liniger
Co-Founders, Vice Chairs of the Board,
RE/MAX Holdings, Inc.
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As the Chairman and Founder of 
Carlsbad, Calif.-based Buffini & 
Company, Brian Buffini spearheads 
the coaching and training compa-
ny’s efforts to develop cutting-edge 
content to help real estate agents 
succeed.

Aside from his family, Buffini con-
siders his greatest accomplishment 
to be helping clients build great busi-
nesses and fulfilled lives. According 
to Buffini, the company’s clients are 
achieving record earnings, an aver-
age of $358,486 for members in its 
One2One Coaching program, which 
is in sharp contrast to the average 
industry salary of $31,900. 

Buffini was born and raised in Dub-
lin, Ireland, and immigrated to San 
Diego in 1986, where he became 
the classic American rags-to-riches 
story. After becoming one of the na-
tion’s top REALTORS®, he founded 
Buffini & Company, which has trained 
more than 3 million business profes-
sionals in 37 countries.

He now hosts the weekly Brian 
Buffini Show podcast, which has 
reached more than 6.6 million 
downloads in 178 countries. “Each 
week, I host and feature special 
guests on the podcast where we 
share the mindset, motivation and 
methodologies for success. We’re 
helping a lot of people within the 
real estate industry and beyond.”

Buffini travels the world encour-
aging people to “live the good life.” 
He also recently became a New 
York Times, Amazon and Wall Street 
Journal bestselling author with his 
latest book, “The Emigrant Edge.”

“For over 30 years, I’ve loved ev-
ery minute of being a part of the 
real estate industry—from being an 
agent to a broker, and now, for the 

past 20-plus years, training, moti-
vating and helping people achieve 
their goals,” says Buffini. “I believe 
real estate is the most important 
element in the U.S. economy, and 
the agents in the field are the ones 
who make this entire industry go.

“Our mission at Buffini & Company 
is to impact and improve the lives of 
people, and we do that every day.”

Brian 
Buffini
CEO & Founder,
Buffini & Company
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Mark Woodroof and Marilyn Eiland 
are the managing partners of Bet-
ter Homes and Gardens Real Estate 
Gary Greene, the No. 1 Greater Hous-
ton Metropolitan area brokerage.

In March 2000, the pair became 
co-managing partners after purchas-
ing Gary Greene, and franchised 
the brokerage under the Pruden-
tial name. In June 2012, the firm 
rejoined its original brand, Better 
Homes and Gardens Real Estate.

In 2019, the company merged 
with Heritage Texas Properties, 
who will now do business as Better 
Homes and Gardens Real Estate 
Gary Greene. The firm now has 24 
offices and 1,300 affiliates, be-
coming one of the top 50 real es-
tate firms in the U.S.

“This merger begins a new, excit-
ing chapter of Better Homes and 
Gardens Real Estate Gary Greene’s 
mission to provide exceptional ser-
vice to the communities in which 
we live and call home,” says Eiland.

“We believe that aligning our-
selves through strategic mergers 
brings even greater benefits to our 
affiliated agents and our clients,” 
adds Woodroof.

Woodroof, who was named the 
2018 Most Admired CEO by the 
Houston Business Journal, has 
held a variety of prominent posi-

tions in real estate management 
since 1985. He is a former chair-
man of the Houston Association 
of REALTORS®, and is actively in-
volved in the National Association 
of REALTORS®,  where he serves as 
a director, and is a member of the 
Residential Firms Real Estate Ser-
vice Advisory Group.   

Eiland, a former director 
of the Houston Association 
of REALTORS® and the Texas 
Association of REALTORS®, 
has held various manage-
ment roles within the compa-
ny since joining as its training 
director in 1978. She served 
as president of the Texas 
CRB Council and has been 
honored as Manager of the 
Year. In 2005, she was com-
missioned a “Yellow Rose of 
Texas” for her significant con-
tributions to the community.

The pair are also active mem-
bers of The Vision Group and The 
Realty Alliance, and have worked to 
raise more than $3 million for The 
Sunshine Kids since 2001. Other 
charitable efforts include Triumph 
Over Kids Cancer, Habitat for Hu-
manity and Bay Area Turning Point.

Mark Woodroof  
& Marilyn Eiland
Managing Partners,
Better Homes and Gardens real estate  
Gary Greene
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Bob Hale has been president and 
CEO of the Houston Association of 
REALTORS® (HAR) since 1988. Un-
der his leadership, HAR has grown 
to become the largest trade asso-
ciation in Houston and the second-
largest local REALTOR® associa-
tion in the country, with more than 
40,000 members. Furthermore, 
Hale’s vision and drive have made 
HAR.com a household brand in the 
greater Houston area and the most 
frequently visited website for Hous-
ton real estate. In the top 100 mar-
kets across the country, Zillow is 
the No. 1 real estate site in 99 of 
them, with the exception of Hous-
ton due to the success of HAR.com 
with Houston-area consumers.

Building upon taking HAR.com 
statewide a few years ago and pow-
ering the real estate search for the 
local newspapers in Houston, Aus-
tin, San Antonio and other cities in 
Texas, HAR recently partnered with 
the North Texas Real Estate Infor-
mation Service (NTREIS) to provide 
the HAR.com Pro App to all 40,000 
NTREIS subscribers. That roughly 
doubles the REALTOR® user base 
and strengthens the relationship 
between the North Texas and Hous-
ton MLSs.

“In this time of significant change 
in the real estate industry, it is our 
job to provide tools and services to 
make the lives of our 40,000 mem-
bers easier,” says Hale. “Whether 

that means we partner with other 
REALTOR® associations, MLSs and 
leading vendors, or that we develop 
our own in-house technology, we 
need to keep the REALTOR® at the 
forefront of the transaction and 
make the home-buying, home-sell-
ing or leasing process as easy as 
possible for their clients.”

Hale first joined HAR in 1973 
as legal and legislative counsel. 

Throughout his career at HAR, he 
has been recognized in many ways, 
including as a Most Admired CEO 
Award honoree by the Houston 
Business Journal, as the recipient 
of RISMedia’s “On the Shoulders 
of Giants” Award, sponsored by 
RE/MAX, and with “Bob Hale Day,” 
proclaimed by Houston Mayor Bill 
White in 2008.

Bob Hale
President & CEO,
Houston Association 
of REALTORS®
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Larry Flick’s story began when he 
graduated college and started sell-
ing real estate for a small company 
on Philadelphia’s affluent Main Line. 
Soon into his career, he created 
the plan that would take his com-
pany from two offices to the region’s 

dominant broker. He grew the firm 
organically at first, and then through 
40 mergers and acquisitions to its 
current size of 64 offices and 6,000 
sales associates and employees, 
generating approximately 55,000 
home services transactions a year 

across Pennsylvania, New Jersey, 
Delaware and Maryland. Today, Flick 
is hailed as an iconic leader of one 
of the nation’s most successful real 
estate brokerage and financial ser-
vices firms.

In the early 1980s, Flick recog-
nized the need to earn more than 
one profit from the real estate 
transaction and was on the fore-
front of one-stop shopping. He 
created The Trident Group, which 
includes the Trident Mortgage Com-
pany, a leader in annual mortgage 
closings, Trident Land Transfer and 
Trident Insurance Agency.

Flick currently serves two roles: 
as chairman of Berkshire Hathaway 
HomeServices Fox & Roach, REAL-
TORS® and The Trident Group, he cre-
ates the brokerage’s vision, guides 
the CEO and executive committee, 
and approves business plans and 
budgets; and as president of Home-
Services of America’s Atlantic region, 
he coaches and helps develop CEOs 
of area HomeServices companies.

Berkshire Hathaway HomeServices 
Fox & Roach was recently named the 
No. 1 brokerage across the entire 
Berkshire Hathaway HomeServices 
network of affiliates for the fourth 
year in a row.

“I’m very proud to have contribut-
ed to the success of our sales asso-
ciates and employees, and I’m proud 
of how our company has grown over 
the years,” says Flick. 

Flick says he’s also proud of 
the efforts to serve the commu-
nity through Fox & Roach/Trident 
Charities, which Flick established in 
1995. “Fox & Roach/Trident Chari-
ties has given grants of $6 million 
since its inception, plus our sales 
associates and employees have 
volunteered thousands of hours to 
supporting organizations in their 
area on our annual Community Ser-
vice Day,” says Flick.

Lawrence  
“Larry” Flick IV
Chairman,
Berkshire Hathaway HomeServices  
Fox & Roach, REALTORS®
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In 1977, Harold Crye co-founded Cr-
ye-Leike Real Estate Services with 
Dick Leike in Memphis, Tenn. The 
company became the third largest 
real estate firm in Memphis within 
just three years of its opening. 

Crye has since expanded the 
company into a nine-state region 
throughout the mid-south, with 
more than 130 offices, 3,200 sales 
associates and 700 employees. 
He also created a unique, one-stop 
shopping real estate experience for 
consumers consisting of mortgage, 
title and escrow, home warranty, 
and homeowners insurance. 

According to Crye, although the 
firm provides the many tools agents 
need to be successful, Crye-Leike’s 
family-focused culture is a critical 
factor in agent success. “We have 
strong brand recognition, and we 
provide thousands of leads to our 
associates through our member-
ship in Leading Real Estate Com-
panies of the World® (LeadingRE) 
and through our award-winning 
website,” he explains. “National 
Association of REALTORS® (NAR) 
surveys indicate that most buyers 
prefer a company that has all the 
services needed in the transaction, 
and Crye-Leike is a one-stop shop 
for all these services. We own a 
very successful mortgage com-
pany, title company and insurance 
agency. We also have commercial 

sales and property management.”
In addition to his real estate acu-

men, Crye is active in the real estate 
industry, currently serving on the 
board of directors for LeadingRE and 
previously serving as chairman for 
The Realty Alliance. As a charitable 
member of his community, Crye has 
been actively involved with the Youth 
Villages and United Way organiza-
tions, and he currently serves on the 
board of directors for the Boy Scouts 

of America in Middle Tennessee.
Looking ahead, Crye says bal-

ancing technology will be key to 
future success. “Not only is the 
industry in transition, but technol-
ogy is quickly changing the way we 
operate,” he explains. “Therefore, 
our challenge is to transition to 
the new world while making sure 
we don’t move so fast that we lose 
great sales associates who are still 
operating a traditional model.”

Harold 
Crye
Principal & CEO,
Crye-Leike REALTORS®
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ROBYN BRUNO
Mirambell Realty
An associate broker ranked among 
the top 200 agents in the New Or-
leans area, Bruno has committed to 
giving back what she has learned 
by creating free content on her web-
site, robynbruno.com, so her clients 
have firsthand knowledge of what 
goes on in a real estate transaction.

“Even though I have been sell-
ing real estate for over 12 years, I 
feel as though it’s still just the be-
ginning,” says Bruno. “I strive to 
make the real estate transaction as 
seamless as possible for my clients 
and fellow REALTORS®.”

KATHIE FITZPATRICK
Keller Williams Yakima Valley
FitzPatrick, a real estate agent in 
Washington state’s Yakima Valley 
since 1994, is dedicated to helping 
others in her community, particular-
ly at-risk youth. 

FitzPatrick and other volunteers 
with the Young Lions Youth Ministry 
program visit adolescents in juve-
nile detention each week. Sessions 
address a variety of issues affect-

ing young people, such as abuse, 
anger and addiction. According to 
younglions.com, FitzPatrick said, “I 
believe I have a predictable formula 
for helping to turn many of these ‘at-
risk’ youth around.”

SCOTT FURMAN
RE/MAX Classic
In 2019, Broker/Owner Furman 
helped a young couple, with a  newly 
wheelchair-bound husband, find an 
accessible home. The pair were liv-
ing separately while the wife worked 
locally and searched for a house. Fur-
man listed an ADA-compliant house, 
but it was out of their price range.

Furman worked with all parties to 
arrive at an offer agreeable to every-
one. “This is why my motto, ‘Deep 
personal relationships still matter,’ 
goes a long way in this business,” 
he explains. “It’s an emotional time 
for clients on both ends, no matter 
what their story entails.”

VIVI GLORIOD
HomeSmart Realty Group
The owner and founder of Team Vivi 
at the Denver-based firm hosted a 

CANDICE PAYNE
5th Group Realty & 
Management
When temperatures in Chicago 
dropped to -20 degrees Fahren-
heit in early 2019, Payne, man-
aging broker at 5th Group Realty 
& Management, and her hus-
band paid for 20 hotel rooms for 
the homeless for one night. 

She turned to Instagram for 
help transporting people and 
received help from brokers, 
Chicago residents and people 
around the world. She was able 
to pay for 60 hotel rooms for 
four nights and three meals per 
day for each person. 

The media was captivated, but 
Payne came forward only after 
speculation that someone fa-
mous was responsible. “I think 
it’s important to know that I’m a 
regular person who just wanted 
to help. It came as a surprise 
to people that it was a working 
black woman who began this,” 
Payne told chicagorealtor.com. 

The story was featured on 
“The Ellen DeGeneres Show,” 
and Payne received $50,000 
that she hopes to use to start a 
nonprofit to provide shelter and 
resources for those in need.
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Casino Night fundraiser in 2019 
to raise money for students and 
teachers in the Denver Public 
School System.

“We chose Denver Public 
Schools as our charity to raise 
money for the students and the 
teachers,” says Gloriod. “I have 
had many clients that are educa-
tors, and I know how hard they 
work for our youth.” 

Since 2016, the firm has held 
“First Friday” events to raise mon-
ey or gather supplies for a charity 
or organization by hosting a party 
at its office.

MORGAN KING
Berkshire Hathaway HomeSer-
vices California Properties
A La Jolla, Calif.-based REALTOR®, 
King was named a 2019 top wom-
an in real estate by San Diego 
Woman magazine. King also runs 
a female entrepreneur networking 
group in San Diego, Dames Collec-
tive. She’s an active board member 
and volunteer for Alexander Ham-
ilton Scholars, which helps low-
income students; secretary of the 
board for Camp Brigadoon, a sea-
sonal campground, and a member 
of the Pacific Beach Woman’s Club.

“Supporting others to achieve 
the greatest version of themselves 
in life is one of my other passions 
beyond real estate,” says King.

RYAN KUTTER
Connect Realty
The REALTOR® and leader of the 
Kutter Real Estate Team aims to 
“nurture relationships.” 

In 2019, Kutter built a complete-
ly bilingual new-home sales team 
and worked to provide housing and 
lending options that made home-
ownership a reality for “a clien-
tele who thought homeownership 
wouldn’t be possible.”

“The qualities that make a great 
REALTOR® are the same qualities 
that make a great friend,” says 
Kutter. “I engage, listen and am 
authentic with the people around 
me. I’m prepared, and I’m a prob-
lem solver.”

GORDON LAROUSSINI
RE/MAX Commonwealth
In 2019, Laroussini considered 
handing off his role as leader of 
the firm. 

JOSH ANDERSON
The Anderson Group Real 
Estate Services
Company Owner and CEO An-
derson’s biggest accomplish-
ment in 2019 was giving back 
to the Nashville community 
through The Anderson Group’s 
own nonprofit, RE:home.  

Founded in 2015, RE:home 
provides home improvement 
services to local homeowners 
who are unable to make the 
improvements themselves. A 
portion of proceeds from every 
home sold by The Anderson 
Group Real Estate Services 
is donated to the cause. The 
group’s mission is to help trans-
form the lives of homeowners 
by improving the safety and 
health of their homes.

“The more business we do, 
the more we are able to give 
back to the community and the 
more homeowners we are able 
to help with fixing their homes,” 
says Anderson. 

Anderson got into residential 
real estate in 2006 and started 
a team in 2010. The Anderson 
Group Real Estate Services has 
sold more than 200 homes per 
year since 2015.
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In 2007, he joined the Richmond 
Senior Network and soon thereaf-
ter helped jump start the RVA Bet-
ter Aging Forum, a monthly speak-
ers platform, where professionals 
who serve seniors meet to hear 
ideas and exchange resources. 
Laroussini has led the forum since 
2015, and it now includes more 
than 70 member companies. 

“When it comes to bourbon, 
older is better,” says Laroussini. 
“I hope to be in the barrel a few 
more years and maybe make 
the real estate process just a 
little more tailored to an aging  
population.”

TONY MATTAR
HomeCo Chicago
Mattar co-founded HomeCo Chi-
cago with Haley Levine in 2019. 
Mattar also founded Upgrade U, 
the largest homebuyer event se-
ries in Chicago.

Mattar created Men of Chicago 
Real Estate in 2018 to highlight 
successful male agents in sev-
eral city brokerages and to raise 
money for charity. A dozen agents 
posed for a Men of Chicago Real 
Estate swimsuit calendar in 2018. 
The calendar raised money for 
Chicago House and Social Service 
Agency, which provides housing, 
employment, HIV prevention and 
legal services to members of the 
community impacted by HIV/AIDS 
and LGBTQ+ marginalization.

MICHELLE MCLEAN
Coldwell Banker Bain
McLean, a broker in Tacoma, 
Wash., received the Hero of the 
Year Award at Coldwell Banker’s 
2019 Gen Blue Conference, one 
of only three national awards given 
out by the network. It is bestowed 
on an individual, office or company 
that gives back and advocates for 
those in need.

The Tacoma-Pierce County As-
sociation of REALTORS® honored 
McLean with its REALTOR® Commu-
nity Service Award, given to a mem-
ber who has made significant con-
tributions to the community through 
unpaid work. McLean also received 
the City of Destiny Award, given to 
outstanding local volunteers.

CORI MCQUEEN
Coldwell Banker Sea Coast 
Advantage
After her husband died of cancer, 
McQueen, a REALTOR® in Caro-
lina Beach, N.C., has been heav-

MATTHEW FERRARA
The Learning Network LLC
For more than 30 years, Ferrara 
has inspired individuals and or-
ganizations worldwide to think, 
plan, act and grow. He plays 
roles ranging from CEO, coach, 
resident advisor, board member, 
retreat host, and more. 

He currently runs The Learning 
Network LLC and serves as the 
dean of Innovation for Leading 
Real Estate Companies of the 
World®. He is co-author and fac-
ulty leader for Realogy’s Ascend 
Executive Leadership Experi-
ence and resident philosopher 
for MoxiWorks, as well as for pri-
vate firms in North America and 
Europe.

In 2019, Ferrara expanded 
growth retreats featuring cre-
ative writing, photography and 
personal development activities, 
including a writers retreat in Flor-
ence, Italy, a happiness retreat 
in Colorado and various photog-
raphy tours in Asia, Europe and 
the U.S.

“These events have provided 
an alternate pathway to both per-
sonal and professional growth for 
clients and peers, complement-
ing their formal education with 
real-world interactive challenges 
and experiences,” says Ferrara.
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ily involved with the Steve Haydu 
St. Patrick’s Lo Tide Run, an an-
nual fundraiser event honoring 
him. Founded in 2005, it provides 
monetary assistance to local resi-
dents battling cancer and strug-
gling with financial obligations. 
McQueen also helped incorporate 
The Lo Tide Run Gala, success-
fully hosting the second annual 
event in 2019, with all proceeds 
going to the fund. 

“Real estate is not about buying 
or selling houses; it’s about serv-
ing others and building relation-
ships,” says McQueen.

JASON MITCHELL
The Jason Mitchell Group
The Jason Mitchell Group at My 
Home Group launched the VA Re-
wards Program in 2019. Active-du-
ty military members and veterans 
who buy or sell their home with 
the team get back 30 percent of 
the commissions at closing. 

For veterans selling a home, the 
company will reduce its commis-
sion by 1 percent of the listing 
price. The firm’s goal is to put $1 
million back in the pockets of Ari-
zona veterans.

“It’s very simple,” says Mitchell. 
“If you are a veteran or in active 
duty, we are going to save you 
thousands of dollars.”

GEORGIA PEREZ
MoxiWorks
Perez is vice president of Busi-
ness Development and Product 
Evangelism at MoxiWorks. She 
has helped build its customer 
base from one brokerage with 
6,500 agents to 75 brokerages 
representing more than 130,000 
agents. 

Perez is extremely proud of the 
growth that MoxiWorks experi-
enced in 2019. “But above all,” 
she says, “my biggest win of the 
year was getting to be a voice for 
WomenUp! and women empower-
ment, in general, in our industry. I 
am a steadfast supporter of every-
thing that WomenUP! encompass-
es and look forward to continuing 
this important conversation.”

STEVE SCHWAB
Casago
In 2019, Casago, a vacation rent-
al property management com-

MELANIE GAMBLE
212 Degrees Realty, LLC

Gamble, a real estate expert, en-
trepreneur, author and speaker, 
is the broker/owner of the Mary-
land-based firm. She is a John C. 
Maxwell-certified coach, teacher 
and speaker committed to help-
ing women, and she authored 
the book “Unintended Conse-
quences – The Great Recession’s 
Impact on Communities of Color” 
and co-authored “The Big Secret” 
with Jack Canfield.

In 2019, Gamble was elected 
secretary for her local board 
of REALTORS® and selected to 
serve as an at-large director for 
her state association. She also 
celebrated her 10th year of be-
ing cancer-free.

“Helping people own and 
keep their homes is not only a 
business endeavor, but also a 
personal passion and spiritual 
mission,” says Gamble. “As 
a breast cancer survivor, I am 
acutely aware of how precious 
life and time are for all of us; I 
seek to help others realize their 
dreams and make the most of 
what they are given.” 
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pany, opened offices in five new 
cities, grew by more than 1,000 
properties and reached over $1 
billion in assets managed for vaca-
tion rental homeowners. As found-
er and CEO, Schwab is particularly 
proud that Casago still has more 
than 88 of the 250 team members 
who have been with the company 
for over 10 years. 

Schwab launched the Mexico 
Children’s Foundation and walks 
over 200 miles each year to sup-
port the cause. He educates his 
workers, pays them generously 
and offers paid time off so they 
can support community causes. 

JEAN SHINE
Shine Team Realtors®, Inc.
Shine is president and leader of 
Shine Team, which has been recog-
nized since 2000 among Coldwell 
Banker’s top three teams.

Shine encourages staff to con-
tinue their education within the in-
dustry, volunteer in the community, 
lead organizations and boards, and 
always put the people they serve 
first. In 2019, the focus was on sup-
porting recruiters and high school-
graduate recruits.

“Only 29 percent of high school 
graduates qualify to enter the mili-
tary, and only 1 percent of Americans 
make the commitment to serve. 
These young people deserve our re-
spect,” says Shine.

JOSH SOLEY
Maine Realty Advisors
Soley, principal of Maine Realty Ad-
visors and owner of Axe Cap LLC, 
purchased a building in Portland to 
convert into a halfway house. The 
residence will have 16 rooms for 
men who have been registered as 
homeless for more than six months. 
The 19th-century brick building had 
previously been used as a short-term 
residential rehabilitation facility.

Soley decided to open a halfway 
house after he met Benjamin Skill-
ings, founder and president of Free-
dom House LLC, an organization 
that runs seven houses for a total 
of 90 sober men across Maine. 

MICHAEL WURZER
FInancial Business Systems 
(FBS)
In 2019, Forbes named FBS a 
Small Giant Company, a designa-
tion it gives to 25 companies per 
year that put purpose before profit 
and believe in doing “better” be-
fore getting “bigger.” FBS is the 
first firm in the real estate industry 
to be named a Small Giant. 

ANGELA  
HUCLES MANGANO
Berkshire Hathaway 
HomeServices California 
Properties
Hucles Mangano, an agent in the 
firm’s Beverly Hills office, served 
as Grand Marshal of PrideFest 
2019 in her hometown of Hamp-
ton Roads, Va.

“Growing up, I always felt very 
different being a female person 
of color, but also being LGBT, 
and not really knowing anyone I 
could relate to,” she says. “Be-
ing a part of PrideFest is some-
thing I never could have imag-
ined. I am so impressed seeing 
so many individuals today mak-
ing a difference in their commu-
nities and in people’s lives.”

Hucles Mangano is also a 
two-time Olympic Gold Medalist 
and two-time World Cup Bronze 
Medalist for the U.S. Women’s 
National Soccer Team, and a 
sports analyst for FOX Sports. 
She has been named the U.S. 
Soccer Foundation’s Humani-
tarian of the Year and inducted 
into the Virginia Sports Hall of 
Fame. She served as president 
of the Women’s Sports Founda-
tion and founded Empowerment 
Through Sport, an organization 
serving female collegiate and 
elite athletes.

56   January 2020  RISMedia’s REAL ESTATE



Michael Wurzer, founder Paul 
Wurzer’s son, became chief execu-
tive in 1997 and introduced the 
Flexmls System in 1999. Wurzer 
wanted to create a company of 
owners based on responsibility, 
keeping promises and the “Ameri-
can Dream of ownership.” FBS 
became a 100-percent employee-
owned company in 2005.

BILL ABOUMRAD
Legacy Real Estate & Associates
Aboumrad is owner of the 
Freemont, Calif.-based firm, which 
has six offices and more than 300 
agents serving Alameda County 
and Silicon Valley. Most agents 
have been with the firm for about 
16 years, which Aboumrad attri-
butes to the company’s culture.

In 2019, the company focused 
on hiring licensees right out of 
school to teach new people the 
real estate business and to re-en-
ergize veterans. Aboumrad says, “I 
look for the quality of the individu-
al. Their quality of business is less 
important to me than their quality 
as a person.”

PAUL ALLSUP
Coldwell Banker Sea Coast 
Advantage
In February 2019, Allsup, a Wilm-
ington, N.C.-based REALTOR®, 
teamed up with his colleagues 
to host a fundraiser for a fellow 
agent and her four-year-old daugh-
ter battling brain cancer. 

Allsup put the event together in 
less than two weeks and held it at 
a business he owns, the Stadium 
Batting Cages. He appeared on lo-
cal news stations, calling on the 
community to take part. Named 
the “Grand Slam for Madison,” the 
one-day event raised over $20,000 
to help his coworker’s family with 
medical and travel expenses.

BRENDA BALANDA
Marin Sunshine Realty
In 2019, Balanda, owner of the 
Point Reyes, Calif., firm, donated 
10 percent of her commissions 
to charity. She allowed clients 
to choose from a list of five lo-
cal nonprofit organizations she 
trusts. Balanda has supported lo-
cal causes since Marin Sunshine 
Realty was established in 2007.

“It seemed like the appropriate 
thing to do, a way to give to lo-
cal nonprofits,” Balanda told The 
Point Reyes Light. “I was so happy 
to be here, and I loved the com-
munity. People were volunteering, 
supporting all these things, so I 
thought, ‘Well, I’ll do it.’”

ROBERT FARIAS
22-0 Real Estate, Keller  
Williams Realty BoisE
A veteran of Operation Iraqi Free-
dom, Farias left the military with 
invisible scars, but with support, 
he adjusted to civilian life. He 
founded 22-0 Real Estate to raise 
money for local nonprofit groups 
that support suicide prevention 
among veterans.

“We have 22 active duty and 
veterans die from suicide each 
day,” Farias told kivitv.com. “Sev-
enty-five percent are not receiving 
any medical or mental health care. 
Part of our goal this year (2019) 
is to help 50 new people buy or 
sell a home. This will put us at our 
goal of donating $25,000.”

JOSHUA GARAY
JSG Realty Corporation
Last year, after the Pittsburgh syn-
agogue massacre in late 2018, 
company founder Garay pledged 
to donate a portion of new real 
estate listing commissions to the 
survivors. Garay’s grandparents 

NICOLE NICOLAY
Compass
Nicolay (right), a media-savvy 
REALTOR® in Livermore, Calif., 
co-founded a popular local group 
and movement, Love Livermore, 
in order to facilitate a greater 
sense of community and connec-
tion both online and offline. 

Over the past year, she and 
partner Robyn Annicchero (left) 
have highlighted and told the sto-
ries of more than 80 local busi-
ness owners, inspirational peo-
ple and exceptional experiences 
via the group’s Livermore Bucket 
List and Livermore Inspiration 
videos on the Love Livermore 
website and Facebook group, 
which has 10,000 members.

The partners also took part 
in fundraisers, including an art 
auction benefiting the home-
less, and their first music festival 
and fundraiser, Love Livermore 
LIVE, which raised $10,000 for 
schools and music programs. 

“Not only has Love Livermore 
helped our clients and our com-
munity, but it has helped me be-
come a better REALTOR®, a bet-
ter community advocate and a 
better me,” says Nicolay.

Nicolay and Love Livermore 
were recently nominated for the 
Good Neighbor Award. 

2020 Newsmakers

     RISMedia’s REAL ESTATE  January 2020   57

Sponsored by



INSPIRATIONS | The big-hearted and brave

survived the Holocaust and support 
Holocaust organizations and syna-
gogue philanthropy. 

“The Pittsburgh atrocity is dev-
astating for everyone,” Garay said 
in a statement. “When found-
ing my own boutique brokerage a 
dozen years ago, my priority was 
to create a business model that 
donated a portion of sales back to 
charity. It was important for me to 
build my own shop in order to set 
my priorities straight.”

DEANN GOLDEN
Berkshire Hathaway HomeSer-
vices Georgia Properties
Golden, the firm’s senior vice 
president and the 2019 president 
of the Atlanta REALTORS® As-
sociation, achieved professional 
success despite the challenge of 
losing her spouse to illness two 
years ago.

Golden helped grow the compa-
ny in 2019 by serving as a sound-
ing board for CEO Dan Forsman 
and mentoring agents, and helped 
the association surpass 10,000 
members. 

“I have worked hard this past 
year to find my own life balance 
while providing stability for my two 
amazing children,” says Golden. “I 
hope our example inspires others 
to press forward, too!”

ZULEMA MALDONADO
Berkshire Hathaway HomeSer-
vices California Properties
Maldonado is a REALTOR® who 
cares deeply about her clients. 
Last year, she assisted a first-time 
buyer, a single mother on a limited 
income, with repairing her credit 
for free and helped the client pur-
chase a home. Maldonado also 
worked to sell a military family’s 
property for top dollar while the 
husband was overseas; some of 
the proceeds helped pay for che-
motherapy for the wife’s mother.  

“I feel thrilled when my clients 
are satisfied,” says Maldonado. 
“They know I’m not just another 
REALTOR®, but a trusted friend 
who always has their best interest 
at heart.” 

JIM MCKINNIES
McKinnies Realty
Broker/Owner, army veteran and 
Bronze Star recipient, McKinnies 
created Homes for Heroes, Inc., 
a nationwide network of affiliate 
real estate, mortgage and other 
specialists committed to helping 
heroes, such as firefighters, EMS, 
law enforcement, military, health-
care professionals and teachers, 
save on a house. At press time, 
McKinnies was on track to help 

“Not only has Love Livermore helped our 
clients and our community, but it has helped 
me become a better REALTOR®, a better 
community advocate and a better me.”

- NICOLE NICOLAY,  
Compass
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BRUCE JOHNSON
RE/MAX of Wasaga Beach
For Johnson, an award-winning 
sales associate in Ontario, the 
loss of his baby daughter Alyssa 
Rae in 1998 spurred the family 
to establish a foundation in order 
to raise funds for SickKids, the 
local children’s hospital in Toron-
to that provided his daughter’s 
care. With the launch of Motor-
cycle For Miracles in 2013, the 
mission grew to include raising 
funds and awareness for all Chil-
dren’s Miracle Network Hospitals 
in North America.

Last year, Johnson and his 
teenage daughter Holly complet-
ed a Motorcycle For Miracles six-
month fundraising journey from 
the Arctic village of Tuktoyaktuk 
to Ushuaia, Argentina, the south-
ernmost town in the world. The 
third such father-daughter trip, 
which covered approximately 
26,500 kilometers, raised more 
than $350,000 for Children’s 
Miracle Network Hospitals.

Johnson, a member of the  
RE/MAX Hall of Fame and a  
RE/MAX Lifetime Achievement 
award recipient, quotes Theodore 
Roosevelt: “Nobody cares how 
much you know, until they know 
how much you care.”
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VICKIE LOBO
RE/MAX Champions
Lobo, a REALTOR® in Upland, 
Calif., made it her mission 
to be a positive influence in 
her community by helping the 
homeless. She founded Knock 
Knock Angels, a nonprofit orga-
nization that assists with get-
ting homeless military veterans 
and single parents with children 
into safe, warm environments in 
which they can thrive. 

Knock Knock Angels partners 
with other community organiza-
tions that help provide housing, 
and then provides a complete 
household full of home furnish-
ings. Knock Knock Angels has 
helped a mother coming out 
of homelessness turn things 
around for her family and pro-
vided a homeless grandmother 
who was sleeping in her car 
with a completely furnished, 
one-bedroom apartment. The 
group has also performed a 
“Christmas Miracle Makeover” 
for a homeless nurse and her 
special needs daughter, as well 
as for a disabled vet and moth-
er of three.

“It’s truly magical,” says Lobo. 
“The people we serve have 
nothing, but after an encounter 
with us, they have enough!” 

more than 150 heroes through the 
program in 2019.

Since 2009, Homes for Heroes 
has sold more than $4 billion in 
real estate to heroes and has 
helped over 32,000 heroes save 
more than $53 million.

LEVI RODGERS
RE/MAX Military City
Under the leadership of Broker/
Owner and former Green Beret and 
Purple Heart recipient Rodgers, the 
Levi Rodgers Real Estate Group 
was named one of the 15 recipients 
of the 2019 Secretary of Defense 
Employer Support Freedom Award, 
the highest U.S. government honor 
given to employers who go above 
and beyond for their National Guard 
and Reserve employees. 

“It’s important that National Guard 
and Reserve members know they 
can serve the United States and 
not have to worry about the financial 
burden that often comes along with 
that service,” says Rodgers. 

LIZ URIBE
Better Homes and Gardens 
Real Estate Wine Country 
Group
A REALTOR® with 30-plus-years of 
experience, Uribe is on the board 
of directors of The Living Room, 
a nonprofit group that welcomes 
homeless and at-risk women and 
their children into a safe and 
comfortable environment during 
the day when shelters are closed. 

Many of the women have fled 
domestic violence, suffer from 
substance abuse or mental 
illness, or have found themselves 
homeless due to foreclosure, 
loss of jobs or major medical 
problems. Uribe has raised 
money and purchased homes  
(forfeiting her commission) for 
homeless women and children, 
changing lives in her Sonoma 
County community.

KIM VINCENT
Sibcy Cline
Vincent, senior sales vice presi-
dent at Sibcy Cline, is a leader 
in the Forever Home initiative of  
Living Arrangements for the De-
velopmentally Disabled (LADD). 
This model enables adults with 
developmental disabilities to live 
inclusive lives in single-family 
homes in walkable, safe com-
munities. Vincent spearheaded a 
strategy that raised $3.6 million 
for the project. In 2019, Vincent 
found homes for 11 individuals 
who had previously lived in more 
institutional settings. 

“Find your gift and share it in 
your community,” says Vincent. 
“It has greatly enhanced my work 
experience, and, more important-
ly, my life.”

“Find your gift and 
share it in your 

community. It has 
greatly enhanced my 

work experience, and, 
more importantly,  

my life.”
- KIM VINCENT

Sibcy Cline
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SUE YANNACCONE
Coldwell Banker NRT
In 2018, Yannaccone became 
regional executive vice presi-
dent of the Eastern Seaboard 
and Midwest regions of Real-
ogy’s Coldwell Banker company-
owned offices, overseeing 239 
offices. In 2019, Yannaccone 
focused on the implementation 
of Core 4, which provides edu-
cation, coaching and support 
to help agents at all experience 
levels expand their sales and 
development skills and work 
more efficiently. 

Yannaccone has also been a 
mentor and advocate for women 
in the industry, speaking to the 
media at events about ways to 
elevate women in the real es-
tate profession. 

“There is nothing I love more 
than the sense of pride and per-
sonal satisfaction that comes 
with achieving a goal, other than 
the tremendous feeling I get 
when I can help a person, or a 
team, achieve their goals,” says 
Yannaccone. “That is what lead-
ership is about: creating an en-
vironment wherein people can 
achieve more than they thought 
possible through support, en-
couragement and challenges.” 

STEPHANIE ANTON
Luxury Portfolio International® 
As president, Anton led the re-
branding of Luxury Portfolio In-
ternational®, the luxury marketing 
division of Leading Real Estate 
Companies of the World®,  with a 
fresh identity and logo in 2019. 
The change incorporated the ini-
tials “LPI” and the slogan “Well 
Connected,” denoting the luxury 
network’s reach. With the change, 
the biannual Luxury Portfolio Maga-
zine was redesigned, as well.

“Rebranding LPI has been a 
great accomplishment, as it re-
flects our evolution as a distinctive 
brand that represents a standard 
of service for the world’s most af-
fluent consumers,” says Anton.

KEN BARIS
Jordan Baris, Inc. REALTORS®  
Real Living
In 2019, Jordan Baris affiliated with 
Real Living and rebranded as Jordan 
Baris, Inc. REALTORS® Real Living. 
Baris, president of the New Jersey-

based brokerage, calls it “the most 
aggressive and exciting decision we 
have made since the company was 
founded in 1952.”

Embracing the Real Living infra-
structure, the company has become 
a developer for the New York metro 
area, including significant portions 
of New York, New Jersey, Connecti-
cut and Pennsylvania.

“We will be growing by expand-
ing current offices and opening new 
ones, acquiring firms, partnering 
with ‘Net Branches’ and selling fran-
chises,” explains Baris. 

BRAD BJELKE
UtahRealEstate.com
As CEO of UtahRealEstate.com, 
Bjelke runs an MLS that serves al-
most 16,000 subscribers and ap-
proximately 94 percent of Utah’s 
real estate licensees.

Known for championing the rela-
tionship between the MLS and bro-
kerage community, Bjelke hosted 
the 2019 Council of Miltiple Listing 
Services (CMLS) Conference and 
drove the 2019 inaugural CMLS 
CEO Summit. He currently serves 
on committees for CMLS, RESO and 
the National Association of REAL-
TORS® (NAR), and is a member of 
CMLS’ Board of Directors and NAR’s 
MLS Executive Advisory Board. He 
is the 2020 CMLS chair and was 
instrumental in the creation and de-
velopment of MLS Aligned.

INFLUENCERS | The THOUGHT LEADERS

60   January 2020  RISMedia’s REAL ESTATE



STEVE BROWN
Crye-Leike, REALTORS®

In 2019, Brown, president of Resi-
dential Sales for Crye-Leike, REAL-
TORS®, was named chairman of 
the board for The Realty Alliance, 
a network of full-service real estate 
firms in North America. He became 
a board member in 2017 and will 
serve a two-year term as chairman.

“I’m both humbled and excited 
at the opportunity afforded me 
with this position,” says Brown. 
“I’m excited because the 65 mem-
ber firms represent the best and 
brightest of the industry. They are 
not ‘reactionary’ leaders; they are 
innovators who have created value 
for their associates and employees 
with full-service companies.”

CHRIS CARRILLO
Metro MLS
As president and CEO of Metro 
MLS and WIREdata Corporation, 
which serve 7,200 REALTORS® in 
2,100 offices across Wisconsin, 
Carrillo believes that data stan-

dards will increase efficiency and 
better serve brokers, agents and 
consumers.

In 2018, Carrillo announced a 
partnership with Matthew Consal-
vo of ARMLS in Arizona to create 
The Market, a joint venture de-
signed to white-label MLS servic-
es by sharing employee resources 
and marketing. Carrillo was a fea-
tured speaker at CMLS2019 and 
has served on RESO’s Board of 
Directors and NAR’s Technology 
and Emerging Trends workgroup.

MIKE CLEAR
Realty ONE Group
As COO, Clear is integrally in-
volved in establishing the strate-
gic direction of the company. In 
2019, Realty ONE Group opened 
its first international offices 
in Canada and hosted its larg-
est convention to date. It also 
opened a new headquarters, The 
Hub, in Laguna Niguel, Calif.

“It’s been a tremendous privi-
lege to contribute my experience 
to a real estate franchise com-
pany with such passion, per-
sistence and innovation,” says 
Clear. “Every day, I’m surrounded 
by people who love what they do 
and who invest in each other to 
make this company and the real 
estate industry better.”

2020 Newsmakers

MORGAN CAREY
Real Estate Webmasters
2019 was a significant year for 
Carey, founder and CEO of Real 
Estate Webmasters (REW).

Over the past year, the com-
pany led the way in international 
RESO standards integration, 
partnered with the Canadian 
government and others to devel-
op a multilingual MLS system, 
expanded to another continent 
and launched a brand-new CRM 
to help agents close more deals.

“At REW, we have done some 
truly incredible things, but hon-
estly, my greatest accomplish-
ment in the past year has been 
resetting my focus, going back 
to our roots and bringing rela-
tionships back to the core of our 
business,” says Carey.

The company recently launched 
a #RelationshipsMatter cam-
paign, which allowed REW to re-
connect with former customers, 
create partnerships with new 
groups and work on innovative 
projects with clients.

“There are so many companies 
that spend their time talking. We 
wanted to spend more time lis-
tening,” says Carey. “This has 
been an incredible, and some-
times humbling, experience.”
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JESSICA EDGERTON
Leading Real Estate Companies of 
the World® (LeadingRE)
As executive vice president of op-
erations and corporate counsel, 
Edgerton oversees LeadingRE’s 
technology, marketing, preferred 
vendor relationships and events, 
and provides legal guidance for the 
organization.

In 2019, Edgerton helped mem-
bers understand the current legal 
environment, producing the “Risky 
Business” series, offering alerts and 
strategies on topics ranging from 
wire fraud protection to the use of 
recording devices during the home-
sale process.

“Our goal as an organization is to 
support the continued success of 
our members. ‘Risky Business’ is 
just one example of how we inform 
and empower our community,” says 
Edgerton.

LAURA ELLIS
Baird & Warner
In 2019, Ellis, president of Residen-
tial Sales and executive vice presi-

dent of the firm, continued to be a 
strong advocate for the real estate 
industry and was named one of 
Crain’s Notable Women Over 50. 
She serves on the Illinois Real Es-
tate Administration and Disciplinary 
Board and is a Forbes.com contribu-
tor who offers her perspective on is-
sues affecting the industry.

Ellis is responsible for the day-to-
day operations of residential sales 
and serves on the Executive Com-
mittee. She previously oversaw the 
operations of all branch offices, as 
well as the creation of the Baird & 
Warner Leadership Institute.

JEFFREY FAGAN
Watson Realty Corp.
As regional vice president of Wat-
son Realty Corp., Fagan served as 
the 2019 president of the Orlando 
Regional REALTOR® Association 
(ORRA), the eighth-largest REAL-
TOR® organization in the U.S., rep-
resenting over 15,500 real estate 
professionals.

“It is humbling to be entrusted 
with the leadership of ORRA, its 
members and the homebuyers and 
sellers that rely on its REALTOR® 
members to guide them through 
their real estate transaction,” Fagan 
told watsonrealtycorp.com. “REAL-
TORS® are in the position of chang-
ing lives and communities for the 
better, and it’s a responsibility that 
should be taken very seriously.”

ERIN RUANE
Homes.com
As senior vice president of Mar-
keting and Sales at Homes.com, 
Ruane leads the sales, customer 
service and marketing teams, 
overseeing more than 230 em-
ployees. She also provides feed-
back into overall company strat-
egy and product development.

Ruane says Homes.com 
achieved several record-breaking 
sales months in 2019, thanks 
to solid planning, creative inter-
nal and external incentives and 
communication, strong execu-
tion, and, most importantly, the 
most successful cross-depart-
ment collaboration the company 
has ever had.

Under Ruane’s guidance, 
Homes.com’s core values have 
evolved to encompass a deeper 
commitment to diversity and com-
munity service, empowering em-
ployees to take accountability for 
their work and to demonstrate in-
tegrity across all company endeav-
ors. She challenges her teams to 
explore new and creative ways of 
producing smarter products and 
to measure their successes.

Ruane points to a quote from 
Thomas Edison: “Opportunity is 
missed by most people because 
it is dressed in overalls and looks 
like work.”
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SCOTT GELLER
RE/MAX Centre REALTORS®

Geller, associate broker, is the 
winner of the 2019 Philadelphia 
Inquirer Influencer of Residential 
Real Estate Award.

His career has spanned over 
three decades as a licensed bro-
ker, certified residential appraiser, 
author, instructor and expert wit-
ness. Geller was among the first 
Accredited Buyer’s Representative 
(ABR®) designees in Pennsylvania 
and was instrumental in bringing 
buyer agency to the forefront of 
the state’s residential real estate 
market.

“A referral is sending someone 
you care about to someone you re-
spect and trust,” says Geller. “My 
career has been built on repeat 
and referral business.”

JARED JAMES
Jared James Enterprises
As CEO, James is an in-demand 
speaker and one of the most fol-
lowed people in real estate on so-

cial media.
James recently launched his pod-

cast, “Today with Jared James,” and 
it was named a top 200 business 
podcast in the world. He also over-
saw the launch of a custom-built 
CRM, which is available to students 
for free as a program benefit.

“The industry is shifting greatly 
right now, and consumer behavior is 
constantly changing,” says James. 
“I work hard to remain relevant, and 
I don’t take it lightly that so many 
give me their attention.”

SHERRI JOHNSON
Sherri Johnson Coaching  
& Consulting
In 2019, CEO and Founder John-
son teamed up with Real Estate 
Express to launch a 90-Day New 
Agent Boot Camp for new real es-
tate agents.

Created by Johnson, the boot 
camp is designed to help agents 
successfully start their career. 
It includes instructional videos, 
scripts and a focus on generat-
ing leads and listing six or more 
homes in 90 days. 

“I am so excited to partner with 
the national leader in online real 
estate education and to provide 
additional programs that will help 
agents take their businesses to 
the next level,” says Johnson.

DARRYL DAVIS
Darryl Davis Seminars
As CEO, Davis, a real estate 
speaker, coach and award-win-
ning author, is on a mission to 
help sales professionals design 
lives and careers worth smiling 
about. He teaches hands-on 
listing and sales skills that help 
communicate value and make 
the mindset shift from sales to 
service.

Davis says his greatest ac-
complishment in the last year 
continues to be the tremendous 
growth of membership and the 
ability to create more outreach 
to the real estate community on 
topics that matter.

“We don’t just help people 
buy and sell real estate. We 
help them get to their next level 
in life,” says Davis. “Real es-
tate professionals change lives. 
My mission is to help them do 
so with more ease, less stress 
and a whole lot more fun.”

Davis entered the real estate 
industry at 19 and became a top-
producing salesperson. Since 
then, he has spoken to more 
than 100,000 real estate profes-
sionals around the globe.
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NANCY KLOCK COREY
Coldwell Banker Residential Real 
Estate
As regional vice president of the 
Southeast Florida region, in 2019, 
Corey brought together two ma-
jor players in Florida luxury real 
estate, The Jills and The Zeder 
Team, which combined to form The 
Jills Zeder Group. Additionally, Co-
rey was named one of the South 
Florida Business Journal’s Influen-
tial Business Women and a 2019 
Power Leader. 

“Real estate fuels the entire 
economy in our country,” says Co-
rey. “I am proud of our real estate 
professionals and all they contrib-
ute to those around them, from 
their clients to each other.”

VICTOR LUND
WAV Group
In addition to being a founding 
partner of WAV Group, Lund is a 
founder and CEO of RE Technology, 

advisor to Upstream and manager 
for the Broker Public Portal (BPP).

BPP is a collaborative venture be-
tween real estate brokerages and 
MLSs to create a national home 
search experience that connects 
consumers directly with the listing 
agent. In 2019, BPP reached 1 mil-
lion subscribers.

“What started as a dream to de-
liver an alternative to the advertis-
ing search portals has emerged as 
the industry’s biggest stick at beat-
ing back the impact of disruptors,” 
says Lund.

SCOTT MACDONALD
RE/MAX Gateway
In 2019, MacDonald, broker/owner 
of RE/MAX Gateway in D.C./North-
ern Virginia, and others formed 
the RMX Franchisee Association to 
work with RE/MAX collectively. The 
not-for-profit association’s primary 
goals are to promote mentorship, 
networking and profitability.

According to RE/MAX CEO Adam 
Contos, RE/MAX became a global 
real estate leader by collaborating 
with its broker/owners, and wel-
comes the opportunity to work with 
the association.

In 2015, MacDonald climbed 
Mount Kilimanjaro; however, he 
believes that while it’s important 
to look back at past accomplish-
ments, it’s essential to look to the 
future.

LUCIANE SERIFOVIC
Luxian International Realty
Serifovic, a New York luxury real 
estate agent and former cham-
pion fitness model, recently 
founded Luxian International Re-
alty, a luxury virtual real estate 
company and the only woman-
owned business that focuses on 
serving high net-worth clients in 
the sports and entertainment in-
dustries. Luxian uses blockchain 
technology to help clients around 
the world find homes or invest-
ments and enjoy healthy and 
sustainable lifestyles. The com-
pany also offers services related 
to aviation, yachting, luxury cars 
and property management.

When Serifovic started out in 
the business, she was a young 
immigrant from Brazil who spoke 
little English. A real estate office 
manager in Manhattan decided 
to give her a chance. Over the 
next 17 years, she handled thou-
sands of high-end global real es-
tate transactions.

“One of the only things that 
is guaranteed in life is change,” 
says Serifovic. “Technology helps 
change happen faster—embrace 
it, but never forget the custom-
er’s needs and satisfaction al-
ways come before the pursuit of 
profit.”
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DAVID MELE
Homes.com
Homes.com President Mele got 
the message out in 2019 that 
Homes.com is the portal you can 
trust, providing listing data you 
can count on and keeping the fo-
cus on agents in changing times.

As some real estate search por-
tals embrace web-based iBuyer 
platforms, Mele says Homes.com 
believes agents are indispensable 
and is dedicated to tooling them with 
smarter products. 

“Real, impactful change is un-
derway, and the brokerage is left to 
figure out, ‘Who can I partner with? 
Who can I trust?’ Those things mat-
ter now more than ever,” says Mele.

LAURA MONROE
Real Estate Webmasters
As head of Industry and Partners 
at Real Estate Webmasters (REW), 
Monroe has expanded REW’s 
brand reach and partnerships 
throughout the industry in 2019, 

specifically a partnership with 
Ryan Serhant. She also became 
an NAR Reach Mentor.

Monroe is passionate about 
helping both B2B and B2C real 
estate companies articulate 
their brand vision to inspire their 
teams and customers. “Raise 
your standards and the universe 
will meet you there,” she says. “If 
we aren’t constantly settling, but 
are looking for the ways we raise 
our own standards, our industry 
will rise to meet them.”

MONICA NEUBAUER
Benchmark Realty
An award-winning REALTOR® and 
national speaker, Neubauer is the 
host for the National Association of 
REALTORS®’ (NAR) Center for REAL-
TOR® Development Podcast. The 
monthly podcast provides practi-
cal tools that help agents develop 
confidence in their work and quality 
in their advice. In 2019, Neubauer 
and her expert guests covered a va-
riety of topics, including using video 
to enhance business, working with 
first-time homebuyers, creating the 
customer experience, cultivating 
financial wellness, multi-platform 
marketing, handling divorce situa-
tions in real estate sales, working 
successfully with home inspectors, 
and the benefits of several NAR 
programs.

TODD SUMNEY
HomeSmart International
As chief industry officer, Sum-
ney builds and maintains the 
company’s brand, drives market-
ing continuity and adoption of 
HomeSmart tools and resources, 
and represents the firm through-
out the industry. 

Sumney speaks to HomeSmart 
brokers and sales associates 
about leveraging the power of 
the brand and teaches CE and 
marketing essentials at industry 
events. In 2019, Sumney helped 
numerous agents dramatically in-
crease their transactions.

“I love working in an industry 
that collaborates at a level be-
yond any and every other indus-
try,” he says. “Every day, real 
estate professionals from varied 
and competing companies come 
together to help consumers in 
achieving their real estate goals. 
Likewise, we have professionals 
from all companies teaching oth-
ers, sharing insights and helping 
each other build and grow indi-
vidual real estate businesses. 
I am proud to be a part of that 
collaborative synergy that helps 
REALTORS® from all companies 
learn, serve the consumer better 
and accomplish their personal 
goals.”
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MICHI OLSON
Leading Real Estate Companies of 
the World® (LeadingRE)
In 2019, Olson was named dean of 
Resources and Global Connections 
for Leading Real Estate Companies 
of the World®, where she is respon-
sible for overseeing LeadingRE’s net-
work of 565 independent real estate 
firms in over 70 countries.

Olson was also elected to serve 
on LeadingRE’s Advisory Council for 
the second time and named to the 
LeadingRE Hall of Fame. 

“LeadingRE’s focus on quality and 
collaborative spirit create an envi-
ronment where relationships drive 
business opportunities supported 
by global resources that allow each 
member company to thrive,” says 
Olson.

MARK PRUNER
Berkshire Hathaway HomeServices 
New England Properties
Pruner is a sales executive and 
director of the firm’s New Develop-
ment Group in Greenwich, Conn., 
focusing primarily on new residen-

tial developments. 
Pruner has worked to battle mis-

information in coverage of Green-
wich and its residents. Through 
his real estate column for the 
Greenwich Sentinel and his blog at 
GreenwichStreets.com, Pruner puts 
out accurate information about the 
town’s real estate market to help 
counteract misleading information. 

Pruner says, “High-end real es-
tate is changing, and to succeed, 
you have to take a multi-pronged 
approach, using new innovations 
while keeping the best of the tradi-
tional approach.”

ALEX RADOSEVIC
Canon Properties
Radosevic is founder and president 
of Beverly Hills-based Canon Prop-
erties, which owns and manages 
more than $3 billion of retail, hotel, 
industrial and residential proper-
ties. He’s also a real estate and 
investment advisor and a member 
of the elite Forbes Magazine Real 
Estate Advisory Council.  

Radosevic’s biggest accomplish-
ments for 2019 include launch-
ing a real estate investment fund, 
speaking about artificial intelli-
gence disruptors at a Harvard Uni-
versity conference, and completing 
the first draft of a real estate book 
for investors.

Radosevic follows the motto, 
“Life begins at the end of your com-
fort zone.”

BILL GASSETT
RE/MAX Executive Realty
Gassett, a REALTOR® with ex-
pertise in real estate technol-
ogy, marketing and social me-
dia, provides information that 
can help buyers, sellers and 
real estate agents make sound 
decisions. His website, Maxi-
mum Real Estate Exposure, 
experienced exponential growth 
in traffic in 2019, and it has 
become one of the industry’s 
most recognizable websites in 
the U.S. His work has been fea-
tured in RISMedia, the National 
Association of REALTORS®,   
Placester, RESAAS and Credit 
Sesame, among others. 

In 2018, Gassett was ranked 
the No. 1 RE/MAX agent in 
Massachusetts. He has been 
ranked as high as the No. 19 
RE/MAX agent in the U.S., was 
elected to the RE/MAX Hall 
of Fame and has received the 
RE/MAX Lifetime Achievement 
Award. 

“Real estate is a great busi-
ness that allows endless growth 
opportunities if you are willing 
to put in the time, work and en-
ergy,” says Gassett.
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Furnished Monthly Rentals Redefined

Place Your
Clients

Create Your
Listings

Have a furnished home or apartment?

List it easily on HouseStay and start 
receiving requests from high quality 
tenants looking for a month stay or longer.

Manage all bookings through a dashboard 
customized for your needs.

Need temporary housing for your client?

Easily find and book furnished homes with 
real-time availability, direct messaging, 
and transparent pricing.

Refer a tenant and earn a referral of 1% 
of the total lease consideration

Now Serving: Los Angeles, San Francisco, San Jose, Seattle, Washington D.C. 

Coming Soon: Boston, Chicago, New York City
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MATTHEW RATHBUN
Coldwell Banker Elite
As the executive vice president and 
broker for Virginia-based Coldwell 
Banker Elite, Rathbun oversees 
more than 300 agents and staff. 

Over the past year, he spoke at 
national franchise conferences, as-
sociations and brokerages, but he 
considers his biggest accomplish-
ment writing and contributing to the 
launch of both a SmartHome cer-
tification and a Social Media cer-
tification for The Residential Real 
Estate Council (RRC).

“Real estate agents aren’t tech-
nologists,” says Rathbun. “We use 
the tools available to us to en-
hance and support the consumer 
experience so that the client and 
how they wish to do business re-
mains our primary goal.”

TRACIE RICH
RE/MAX United
In 2019, Rich was named Broker/
Owner of the Year for the Greater 

Regional Alliance of REALTORS® in 
West Michigan and also received the 
Norman W. Helm Award by RE/MAX 
of Michigan for career contributions. 

“We spend a tremendous amount 
of time and resources educating our 
professional REALTORS® to be the 
best agents in the marketplace,” 
says Rich. “The amount of informa-
tion available to the consumer is 
growing by the day, and to under-
stand what is important—separat-
ing that from the noise—can be 
very confusing for a home seller or 
buyer.”

J. LENNOX SCOTT
John L. Scott Real Estate
The third-generation leader of 
an iconic firm, Scott served as a 
member of the National Associa-
tion of REALTORS®’ Strategic Think-
ers Advisory Group and the Large 
Residential Firms Advisory Group 
in 2019. He participated in conver-
sations focused on iBuyer compa-
nies, buyer-side commission and 
top-producer engagement.

“Our top item of focus last year 
was preparing our brokers so they 
are the first point of contact,” Scott 
says. “We’re doing this in part 
through our 10-step approach to 
the ‘Ultimate Client Relationship’ 
so that we can be in relationship 
with each home in our footprint.”

VINCE MALTA
National Association of 
REALTORS® (NAR)

Malta, vice president and bro-
ker of San Francisco real estate 
firm Malta & Co., Inc., is the 
2020 president of the National 
Association of REALTORS®. 

In 2019, Malta supported in-
vestment in proptech compa-
nies that provide services to 
help members better serve their 
customers. He also supported 
community development by ad-
vocating at the local, state and 
national levels. He highlighted 
the contributions of members to 
their communities and worked 
with commercial and affiliate 
members to support housing and 
business. In addition, he part-
nered with a coalition of profes-
sional organizations and groups 
to promote housing affordability 
and equality.

With more than 40 years in 
real estate, Malta has played 
countless roles, including repre-
senting NAR by testifying before 
Congress on the impact of in-
creasing conforming loan limits, 
insurance reform, housing policy, 
etc. Malta emphasizes the im-
portance of collaboration with a 
quote by Edward Everett Hale: 
“Coming together is a beginning; 
keeping together is progress; 
working together is success.”
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GLENN SHIMKUS
National Association of REALTORS®

In early 2019, Shimkus took on the 
role of vice president of Strategy 
and Innovation for NAR, identifying 
emerging technologies that may 
impact the industry in order to edu-
cate the association’s members and 
leaders. Since then, NAR has held 
its second iOi Summit and began 
publishing content from its Emerging 
Technology team.

“Having spent my entire career 
in technology and many of those 
as an innovator and entrepreneur, I 
am thrilled to be able to combine my 
passion for technology and innova-
tion with my love of the real estate 
industry,” says Shimkus.

ALEX VIDAL
RelatedISG International Realty
In 2019, Vidal finalized his partner-
ship in RelatedISG International Re-
alty and launched new initiatives to 
help agents thrive in changing times. 

He also received the REALTOR® Ad-
vocate of the Year award from the 
Miami Association of REALTORS®.

Vidal hosts a real estate show, 
TheCloserClub, where he interviews 
top real estate professionals, ath-
letes, celebrity entrepreneurs and 
politicians. The show has had more 
than 1 million views.

“The biggest risk you can take is 
never taking one,” says Vidal. “I did 
just that by continuing my show while 
no one believed in it.”

JENNIFER ALTER WARDEN
Baird & Warner
In 2019, Warden was named one 
of Crain’s Notable Women Over 50 
and was elected president of the In-
ternational Women’s Forum Chicago 
Board. As chief operating officer and 
executive vice president of Baird & 
Warner, she works closely with the 
presidents of the company’s three 
divisions to ensure they have the 
marketing and technology strategies 
and resources they need to operate 
effectively.

Warden also serves on the com-
pany’s executive committee and 
works to create an environment that 
empowers people to succeed. That 
has helped Baird & Warner consis-
tently rank as a top Chicagoland 
workplace.

PAUL WELLS
RE/MAX of Barrington
As broker/owner of the Barrington, 
Ill.-based firm, Wells is considered a 
real estate thought leader on impor-
tant industry topics, especially mul-
tiple listing services (MLSs). 

The 30-year industry veteran also 
serves on the Board of Managers 
for the Broker Public Portal (BPP). In 
2019, Wells helped BPP leadership 
reach the mark of 1 million agents 
who have access to the Homesnap 
platform, including the mobile app 
Homesnap Pro. Wells played a large 
role in helping Homesnap reach its 
new height in popularity, and his cam-
paigning included being interviewed 
on Chicago’s WGN Radio.

KENDALL BONNER
RE/MAX Capital Realty
A licensed Florida attorney, Bonner 
was among the top RE/MAX broker/
owners for 2019. She also launched 
a podcast for real estate profes-
sionals, and was a guest speaker at 
the RE/MAX R4 convention and the 
RE/MAX Broker/Owner Conference.

Bonner also collaborated with col-
leagues Teresa Rogers and Ann Carl-
son to co-author the book “So… You 
Think You Want to Be A Real Estate 
Agent?” to educate future and new 
agents, as well as homebuyers and 
sellers, about what agents do and 
the financial aspects of a real es-
tate career. 
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STEVEN PAGANO
First Hawaiian Realty
With years of banking and real 
estate experience, Pagano is the 
principal broker of First Hawaiian 
Realty in Honolulu, as well as an 
associate broker at Coldwell Bank-
er Residential in Syosset, N.Y.

In 2019, Pagano served as a 
panelist for several REO- and bro-
ker-related webinars, and he cur-
rently serves as an advisory board 
member for the Five Star FORCE, 
which focuses on assisting agents 
and making recommendations to 
the industry in the disposition of 
default assets and government-
related products. 

“Make a difference in someone’s 
life today” is his motto.  

PAUL RODMAN
The Association of Real Estate 
Photographers (AREP)
Rodman founded the fi rst trade 
group for real estate photographers 
in the U.S. and serves as its execu-
tive director. Members include ap-
proximately 2,000 employees and 
licensed subcontractors of many 
leading real estate companies. An 
additional 500 professional pho-
tographers are charter members.

AREP was formed to protect the 
work of photographers, who play a 
vital role in helping agents market 
homes effectively. One of AREP’s 
fi rst initiatives was to create a set 
of photography service agreements 
to clearly outline the license for the 
permitted use of photos and other 
forms of media. 

MCKENZIE RYAN
Compass
Ryan, an agent and Manhattan na-
tive, uses her Instagram account 
to share her in-depth knowledge of 
Manhattan and Brooklyn with pro-
spective homebuyers. In addition 
to posting photos of well-known 
landmarks, she describes hidden 
gems and shares the stories be-
hind each neighborhood’s individu-
al character.

Ryan attributes much of her 
success to social media, and be-
lieves that when searching for real 
estate, people are interested in 
much more than square footage 
and amenities. An area’s history 
and unique qualities are what build 
an emotional connection and make 
them want to call a place home. 

Build Your Brand and Generate Leads!Build Your Brand and Generate Leads!

“There is no doubt in my mind that 
ACESocial has led to more awareness, 
and generates mindshare and leads. It 
could not be easier to set up and works 
with no ongoing effort whatsoever. 
ACESocial gets an A+!”

 - Ken Baris, President,  
Jordan Baris Inc., REALTORS® Real Living

For more information, visit rismedia.com/acesocial or 
contact ace@rismedia.com or (203) 855-1234 ext. 1.
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RICK ALTIZER
Earnnest 
In mid-2019, Altizer was appointed 
CEO of Earnnest, a digital platform 
that allows for the secure depos-
it of funds directly to an escrow 
holder. Not long after joining the 
company, Altizer led Earnnest into 
a strategic partnership with Lone 
Wolf Technologies, integrating Lone 
Wolf’s transaction management so-
lutions with Earnnest’s platform to 
digitize the earnest-money deposit 
process.

Earnnest connects to more than 
12,000 financial institutions na-
tionwide. The partnership with Lone 
Wolf extends this service to 1.4 mil-
lion agents, 9,000 brokerages and 
20,000 offices across Canada and 
the U.S.

LORI ARNOLD
Coldwell Banker Apex, REALTORS® 
Arnold is broker/owner of Coldwell 
Banker Apex, REALTORS®, the larg-

est woman-owned Coldwell Banker 
in the U.S. In 2019, she was elect-
ed chairperson by members of the 
Coldwell Banker MOB (Multi-Office 
Brokers), representing the top 10 
Coldwell Banker brokers in the U.S. 
She is the first woman ever in this 
role.

“I have been blessed to have 
some amazing mentors, including 
my CB business consultant when 
I was a young broker at 30 years 
old,” Arnold notes. “His mentorship 
shaped my business, and, in turn, 
has inspired me to do the same for 
others around me.”

BRIAN BAIR 
Offerpad
As Offerpad’s founder and CEO, Bair 
spearheaded initiatives that have 
helped propel the iBuyer into nation-
al prominence and spurred success 
in 2019. Under Bair’s leadership, 
Offerpad launched in several new 
markets and tied off negotiations 
with investors to announce the 
close of Series C financing.

Additionally, Offerpad has broken 
its acquisition and disposition re-
cords while keeping customer sat-
isfaction high, with an NPS score of 
72 and CSAT of 91 percent.

Bair also announced two new 
programs slated for late 2019 and 
early 2020: Offerpad Instant Own 
and Offerpad Buyer Boost.

DERMOT BUFFINI
Buffini & Company 
Buffini is CEO of one of the 
largest coaching and training 
companies in North America. 
In 2019, Buffini & Company 
launched an agent training 
program called The Pathway to 
Mastery and released a totally 
revamped and redesigned pro-
ductivity and contact manage-
ment tool, Referral Maker CRM. 
Additionally, the company was 
voted one of San Diego’s Top 
Places to Work for the fourth 
year in a row.

Buffini says his greatest 
professional accomplishment 
over the past year was build-
ing an outstanding leadership 
team that understands clients’ 
needs, company goals and the 
importance of company culture.

“‘Bigger is not better...better 
is better,’” says Buffini. “Our 
clients are a community of the 
most professional and produc-
tive agents in the industry. They 
invest in coaching and training 
so they can be better for their 
clients, and to secure a refer-
ral, which is the ultimate gift an 
agent can receive.”
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LEON D’ANCONA
REality® Software  
at IMS Incorporated
When d’Ancona realized that only 
half a percent of agents and bro-
kers used any statistics to guide 
their decisions, he created REality® 
to change that. With d’Ancona as 
CEO, REality is recognized as one 
of North America’s leading authori-
ties on statistical real estate intel-
ligence, using statistical analysis to 
help listing and selling profession-
als understand market trends and 
identify “actionable niches” to maxi-
mize profits. Thousands of brokers 
and recruiters also use REality to 
recruit agents who will be a “perfect 
fit.” REality currently has seven lev-
els to suit the needs of individuals.

TIM DENBO
VirtualTourCafe, LLC/ 
RealEZPhotoFix
Denbo, president and CEO of Vir-
tualTourCafe, LLC and founder of 
RealEZPhotoFix (DBA), has more 

than 40 years of sales, market-
ing and photography experience. 
He’s also actively involved in local 
marketing groups and community 
events.

In 2019, RealEZPhotoFix be-
came the first U.S.-based virtual 
staging company to be recognized 
as a Berkshire Hathaway Home-
Services Preferred Vendor. 

“We are truly blessed to be a 
part of the real estate commu-
nity,” says Denbo. “It makes us 
proud to know we are helping real 
estate agents be more success-
ful, as well as our employees and 
shareholders.”

BRIAN DONNELLAN
Bright MLS, Inc.
Donnellan is president and CEO 
of Bright MLS, Inc., representing 
95,000 real estate profession-
als in the Mid-Atlantic. Donnellan 
had been COO of MRIS before 
becoming COO of Bright. He was 
appointed Bright’s interim CEO 
in early 2019 and was officially 
named president and CEO in  
September.

Over the past year, Bright an-
nounced a series of upgrades 
and also launched a first-of-its-
kind integrated advertising tool 
within the property listing entry.

“Bright MLS wants to revolu-
tionize the multiple listing ser-
vice and the real estate industry 
as a whole,” says Donnellan. 

CHAO CHENG-SHORLAND
ShelterZoom
Cheng-Shorland is CEO and co-
founder of ShelterZoom. 2019 
was a monumental year—Shelter-
Zoom launched a fully digital, to-
kenized smart contract platform, 
Mithra Contract, to revolutionize 
the way people buy, sell or rent 
property, and announced the Con-
tract of Things, a patent-pending 
invention in which all interrelated 
elements, objects, entities and 
processes associated with con-
tracts will be fully digital, intercon-
nected and interoperable.

Cheng-Shorland is renowned 
for applying blockchain technol-
ogy to create value in people’s 
lives. Prior to co-founding Shel-
terZoom with Allen Alishahi in 
2017, she led many high-value 
and complex programs, includ-
ing the $40 billion joint venture 
between ConocoPhillips and Ori-
gin Energy. She is also a mem-
ber of the Forbes Tech Council.

She says, “The best part of 
my job is seeing how technology 
can solve cumbersome, time-
consuming pain points during the 
real estate offer and acceptance 
process so agents can spend 
more of their time directly ad-
dressing client needs.”
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TERESA DURAN
John L. Scott Real Estate
As CIO, Duran is responsible for 
defining and executing John L. 
Scott’s technology innovations 
and business solutions. The com-
pany has more than 3,000 agents 
across Washington, Idaho, Oregon 
and California. 

Over the past year, Duran’s big-
gest accomplishment has been 
implementing new products and 
offerings, including a completely 
revamped John L. Scott app and 
an integration with Buyside.

“There’s so much excitement in 
the real estate industry right now, 
especially when it comes to tech-
nology,” says Duran. “Being able 
to drive significant changes at 
John L. Scott has been a highlight 
for me.”

ASHLEY FARRUGIA
ActivePipe 
Farrugia is CEO of ActivePipe, an 
Australian startup that continues 

to expand into the U.S. market with 
strong industry relationships, of-
fering email marketing automation 
with valuable customer insights to 
real estate professionals.

In 2019, ActivePipe partnered 
with Adwerx to make it easy for 
real estate agents to automate 
time-consuming data entry pro-
cesses and run targeted digital 
advertising campaigns. ActivePipe 
was also added to Leading Real 
Estate Companies of the World®’ s      
Solutions Group program of pre-
ferred business resources for its 
global network of real estate firms.

ALAN FENN
MLS Offers
Fenn is co-founder and CEO of MLS 
Offers, which provides offer sub-
mission and negotiation function-
ality to real estate professionals. 
Fenn is excited about the compa-
ny’s new white-label product serv-
ing midsize to large brokerages 
looking for a hosted offer solution 
fully branded to their brokerage 
with full access to data.

“There is a lot of talk in the in-
dustry around providing an end-to-
end transaction solution, but any 
solution that doesn’t facilitate the 
offer process is incomplete,” says 
Fenn. “I am proud that the tech we 
have built has made life easier for 
real estate professionals.”

SIMON CHEN
Realogy Franchise Group
In 2019, Chen was promoted 
from CEO of ERA Real Estate to 
take on an even larger role at par-
ent company Realogy Franchise 
Group as executive vice presi-
dent of Product and Innovation. 

“Great technology and innova-
tive products are not disruptors; 
they are enablers that maximize 
the agent-client relationship. 
This mantra of mine fits within 
my new role, where the team I 
lead is focused on the entire 
homeownership lifecycle,” says 
Chen. “I’m excited to lead the 
team at Realogy that will be put-
ting together the products and 
innovations that are going to 
make a difference.”

In his newly created position, 
Chen will work to support all Re-
alogy brands. He first joined the 
Realogy family in 2017 as ERA’s 
COO and quickly moved up to 
CEO. His out-of-the-box thinking 
played a major role in ERA’s suc-
cess story in 2019, including stra-
tegic partnerships, robust growth 
among the franchise sales team 
and community service.
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MIKE FISCHER 
Coldwell Banker
Fischer is the senior vice president 
of Marketing for Realogy’s company-
owned Coldwell Banker offices. He 
spearheaded the launch of The Stu-
dio, an in-house real estate market-
ing agency that supports 45,000 
agents affiliated with Coldwell Bank-
er’s company-owned offices in 29 
states and D.C. 

The Studio partners with agents 
to offer customized support, in-
cluding professional photography, 
videography, copywriting, website 
development, social media, adver-
tising, and more. 

Fischer says The Studio has be-
come “the largest real estate mar-
keting agency in the industry that 
is driving outstanding usage rates 
and incremental revenue for our 
agents.”

TOM GEORGE
Constellation Real Estate Group
As vice president of Business Devel-
opment for Constellation Real Es-

tate Group (CREG), George spear-
heads acquisition efforts and 
co-manages the CREG portfolio 
of companies. He says that, with 
the addition of four acquisitions 
in 2019 and two new markets—
mortgage and predictive analyt-
ics—CREG has created arguably 
the largest portfolio of software 
providers in residential real estate, 
serving more than 500,000 cus-
tomers with 400 employees.

“Our products and services were 
built exclusively for the real estate 
industry, and we will continue to 
innovate and advocate for our in-
dustry as the market evolves in un-
precedented ways,” says George. 

ISHAY GRINBERG
Rental Beast
Grinberg is founder and CEO of 
Rental Beast, a SaaS platform 
dedicated to simplifying the rental 
process. In 2019, Rental Beast 
created an agent-driven online 
rental application engine, Apply 
Now. The tool is free for agents 
and FCRA-compliant. The company 
also recently announced an MLS 
partnership to provide Apply Now 
to Midwest Real Estate Data’s 
members.

“I’m proud of how Rental Beast 
can impact agents by allowing 
them to make rentals a core part 
of their business, put money into 
their pockets immediately and 
build a pipeline of future home-
buyers,” says Grinberg.

JAMES DWIGGINS
NextHome, Inc.
Under the leadership of CEO 
Dwiggins, NextHome, Inc. was 
named the No. 4 franchise in 
the country by Franchise Busi-
ness Review, which also ranked 
the brokerage as a Top Services 
Franchise and a Top Franchise 
for Women, in 2019. NextHome 
was also named one of the fast-
est-growing U.S. private compa-
nies on the Inc. 5000 list. 

“To have NextHome place 
fourth against all other compa-
nies the first time we applied for 
this award was quite a surprise,” 
says Dwiggins. “What we’re 
most proud of is that this award 
was determined by honest feed-
back from our franchisees. 

“NextHome’s accomplishments 
are a testament to the hard work 
of our team to deliver a consum-
er-centric brand and an innovative 
technology platform that reso-
nates with agents and brokers.”

NextHome launched as a na-
tional real estate franchise in 
2015 and has since opened 
more than 350 locations in 45 
states with 3,500-plus agents.
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JORGE GUERRA
Real Estate Sales Force
Guerra is broker/owner of Real 
Estate Sales Force, as well as a 
keynote speaker on innovation. In 
2019, he was elected 2020 chair-
man of the board for the Miami As-
sociation of REALTORS®, selected 
as 2019 REALTOR® of the Year 
among 50,000 members, and nom-
inated as 2021 Global Liaison for 
the National Association of REAL-
TORS® (NAR) as part of NAR 2019 
First Vice President Charlie Op-
pler’s cabinet. He has been recog-
nized as a forward-thinking expert 
on digital marketing. 

According to Guerra, “Real estate 
is no longer about curb appeal. It’s 
about web appeal.”

RICK HAASE
United Real Estate 
Haase is president of United Real 
Estate, a division of United Real 
Estate Group. In late 2019, the 

Dallas-based company merged with 
Charles Rutenberg Realty (CRR) 
in Fort Lauderdale, Fla. The deal 
joined two innovators of the alter-
native compensation model to bet-
ter serve the South Florida market.

“Our mission is to greatly en-
hance the benefits and financial tra-
jectory of our agents’ careers,” says 
Haase. “We’ve been identifying 
best-in-class providers to approach 
with mergers and acquisitions as 
part of our strategic plan to grow 
geographically and vertically.”

CHRIS KELLY
Ebby Halliday Companies
Kelly is president and CEO of the 
Ebby Halliday Companies, a North 
Texas powerhouse including Ebby 
Halliday REALTORS®, Dave Perry-
Miller Real Estate and Williams 
Trew Real Estate. 

To boost company-wide communi-
cations, last year, the firm launched 
a video series and social media 
group. It also started work on a 
new technology platform, entered 
partnerships to enhance services 
and made several organizational 
shifts.

Kelly says, “My role is simply 
to empower our leaders and clear 
their path so they can be best posi-
tioned to drive the greatest perfor-
mance and results from the sales 
professionals, departments and 
personnel they lead.”

NICK BAILEY
RE/MAX 
In 2019, Bailey had a “coming 
home” moment when he re-
joined RE/MAX in the newly cre-
ated position of chief customer 
officer (CCO). Bailey, who had 
stepped down as president and 
CEO of Century 21 Real Estate 
earlier in the year, previously 
spent over a decade in leader-
ship roles at RE/MAX World 
Headquarters.

As CCO, Bailey oversees all 
support services provided by 
RE/MAX to its expansive net-
work of franchisees and affili-
ates, with an unwavering focus 
on the relationship with bro-
ker/owners. He says, “Coming 
home to RE/MAX to help lead 
the network and make brokers’ 
and agents’ careers more re-
warding has been pivotal, and 
I am humbled to build on the 
great foundation rooted in this 
company.

“I love brokers and agents,” 
adds Bailey. “I was one. I am 
one, and my passion for what 
they do and how they do it is 
what drives my never-ending en-
thusiasm for this business.”
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ALEX LANGE
UpstreamRE
Lange, president and CEO of Up-
streamRE, negotiated the compa-
ny’s agreement with CoreLogic as 
its new vendor in 2019. The part-
nership allowed the deployment of 
the first release within six months. 
The Upstream platform is designed 
to help brokerages manage listing 
data and firm records in one place.

Before joining Upstream, Lange 
held leadership positions at Sec-
ond Century Ventures, Market 
Leader and Art.com, as well as 
founded Roost.

Lange shares the following from 
Dan Sullivan’s “The Gap and the 
Gain”: “The way to measure your 
progress is backward against 
where you started, not against your 
ideal.”

RUDY LIRA KUSUMA
Your Home Sold Guaranteed Realty
Lira Kusuma, founder and CEO of 
Your Home Sold Guaranteed Realty, 

and leader of Team Nuvision, is 
dedicated to helping agents grow 
“Millionaire Agent Businesses.” 
In 2019, he was ranked the No. 
1 team leader in California, and 
his firm was one of the Inc. 5000 
Fastest-Growing Private Companies 
in America.

Lira Kusuma believes the human 
aspect of the business is essential 
to agents’ success, saying, “The 
real estate office of the future is 
one where each agent is equipped 
and empowered to add value to the 
consumers that the machines can-
not do.”

JAY MACKLIN
Platinum Living Realty
For Macklin, co-founder and co-
owner of Scottsdale, Ariz.-based 
Platinum Living Realty, his great-
est accomplishment of 2019 was 
celebrating the company’s one-year 
anniversary as an independent 
brokerage, having recruited 70 new 
agents over 12 months, a 60 per-
cent increase.

In addition, Platinum Living Re-
alty gave back to the community in 
2019, collecting more than 10,000 
bottles of water to help keep those 
in need hydrated during Arizona’s 
summer heat. 

One of Macklin’s mottos is “The 
size of the circle that you give 
through is always proportionate to 
the size of the circle you receive 
through.” 

TIFFANIE MAI-GANSKE
The Mai Team, RE/MAX Country 
Real Estate
As chair of the National Associa-
tion of REALTORS® (NAR) 2019 
Consumer Communications Com-
mittee, Mai-Ganske was integral to 
the creation of the widely success-
ful “That’s Who We R” campaign. 
Mai-Ganske and her team worked 
with NAR staff and their media/
advertising partner on the cam-
paign. It has three primary goals: 
demonstrate the values of a RE-
ALTOR® to consumers, distinguish 
REALTORS® from other real estate 
agents, and deliver a sense of 
pride to REALTORS® in their work 
and industry. Since its launch in 
February 2019, the campaign has 
garnered more than 1.4 billion  
impressions [at press time].

“Our campaign is producing 
results that no previous cam-
paign has realized. The heart 
of our members is showcased 
through this messaging,” says 
Mai-Ganske. The campaign is 
funded by a three-year special 
assessment approved by NAR’s 
board of directors. 

A second-generation REALTOR®,  
Mai-Ganske leads the Mai Team 
at RE/MAX Country Real Estate 
in Pocatello, Idaho.
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JERRY MODES
RE/MAX, LLC
Modes, senior vice president of in-
formation technology at RE/MAX, 
LLC, has played an integral role in 
realizing a bold vision for the com-
pany’s technology since joining the 
organization in late 2018. 

Modes worked in-depth with the 
co-founders of booj to propel the 
release of RE/MAX’s booj Platform 
in August 2019, helping ensure 
RE/MAX has a lasting impact on 
technology during this period of 
change for the industry.

“Protecting the consumer and 
demonstrating why agents mat-
ter is what makes me get up each 
day—it feeds my entrepreneurial 
spirit!” says Modes.

CREIG & CARLA NORTHROP
Northrop Realty, A Long & Foster 
Company 
Husband and wife Creig and Carla 
Northrop lead Northrop Realty, A 
Long & Foster Company, as presi-
dent and vice president, respectively.

In 2018, The Creig Northrop 
Team became Northrop Realty, A 
Long & Foster Company, and in its 
first year, the brokerage completed 
1,805 transactions valued at more 
than $800 million, cultivated 17 
new teams and opened seven of-
fices. Northrop Realty has earned 
several industry awards, including 
No. 1 Real Estate Team in the Na-
tion and No. 1 Real Estate Team in 
all of Long & Foster for 10 consecu-
tive years.

SCOTT OLSEN
ReferralExchange
Olsen is CEO of ReferralExchange. 
In 2019, the company launched Re-
ferralExchange LIVE, a service that 
helps agents make the most of their 
network by verifying and qualifying 
contacts acquired through third-
party lead generation. The company 
also expanded into Canada.

Olsen has spent the past 12 years 
building ReferralExchange alongside 
founder Ali Hamed. Through Olsen’s 
stewardship, the company has cre-
ated one of the largest independent 
networks of agents in the country, 
with more than 140,000 agents.

“What is most personally satisfy-
ing is the excellent introductions we 
give our clients to amazing agents,” 
says Olsen.

RICHARD HAGGERTY
Hudson Gateway Association of 
REALTORS®, Inc.
As CEO of Hudson Gateway As-
sociation of REALTORS®, Inc. 
(HGAR), Haggerty spearheaded 
the creation of OneKey MLS, 
the New York metro area’s first 
regional multiple listing service. 
Believing that a central listing 
service would be an invaluable 
tool for the brokerage commu-
nity, Haggerty worked with the 
Long Island Board of REAL-
TORS®, Inc. (LIBOR) on creating 
the regional MLS. In late 2019, 
HGAR and LIBOR launched the 
new OneKey MLS name and 
brand.

“Maintaining the status quo 
is a sure recipe for disaster. We 
cannot afford to simply react to 
change—we have to anticipate 
change and creatively drive 
change in a way that benefits 
the brokerage community and 
the consumer,” says Haggerty, 
who also serves as president 
of OneKey MLS. “This MLS will 
make it easier for brokers to 
access accurate data that cov-
ers the entire region, from the 
Hamptons through Manhattan 
and the boroughs into the Hud-
son Valley.”
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MARK PASQUESI
Berkshire Hathaway  
HomeServices chicago
Pasquesi is president of Brokerage 
for Berkshire Hathaway HomeSer-
vices Chicago, one of Chicago’s 
largest brokerages and among the 
top 10 within the Berkshire Ha-
thaway HomeServices network. In 
2019, Pasquesi was promoted to 
his current role, jointly leading the 
company alongside Diane Glass, 
chief operating officer, and Joe Sta-
cy, senior vice president and gen-
eral sales manager. 

“If you create an environment 
and culture where agents want to 
be, everything else falls into place,” 
says Pasquesi. “Your agents be-
come the biggest endorsers of the 
experience, and that’s what main-
tains retention and helps recruit 
new agents.”

GREG ROBERTSON
W+R Studios
Robertson, co-founder and presi-
dent of W+R Studios, led the launch 

of Homebeat, a new solution pro-
viding scheduled, automated on-
line CMAs.

“The National Association of 
REALTORS® has stats that show 
agent satisfaction close to 80 per-
cent, making it a well-known indus-
try fact that a majority of consum-
ers were happy with their agent,” 
Robertson says. “Yet only 11 per-
cent of those consumers use that 
same agent again. Why? Agents 
are not doing a good job of keep-
ing in touch with their past clients. 
With Homebeat, agents will stay 
top-of-mind with their previous cli-
ents and sphere of influence.”

GLENN SANFORD
eXp World Holdings 
Sanford founded eXp Realty, the 
first cloud-based brokerage, in 
2009. The company expanded 
into New York City’s five boroughs 
in 2019.

eXp Realty is a subsidiary of 
eXp World Holdings, Inc., and is 
unique in that it gives real estate 
professionals opportunities to 
earn stock in exchange for their 
production and contributions to 
overall company growth. eXp Re-
alty also offers agents technology 
tools, services and training.

The company has established 
marketshare in all 50 U.S. states, 
the District of Columbia and parts 
of Canada, and operates in more 
than 400 MLS market areas.

THAD WONG
@properties
Wong is co-founder and co-CEO of 
@properties, one of Illinois’ larg-
est residential brokerage firms. 
In 2019, @properties launched 
pl@tform, a proprietary end-to-
end suite of technology tools 
for brokerage CRM, transaction 
management and marketing. The 
company also entered a partner-
ship with Ansley Atlanta Real Es-
tate, opened seven new offices 
and recruited more than 300 new 
agents in the Chicago area. 

“One motto we have always 
lived by is, ‘If you’re not growing, 
you’re dying,’” says Wong. “It is 
an exciting and competitive time 
in brokerage, and this motto has 
never been more important to 
the survival and success of the 
independent real estate firm.”

Wong has received several 
awards from the real estate and 
business communities. He and 
@properties have raised more 
than $1 million through the com-
pany’s non-profit foundation,  
@gives back. In addition, Wong is 
a partner in Proper Title, Illinois’ 
second-largest independent title 
insurance brokerage, and a ven-
ture capital investor in several real 
estate technology companies. 
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DAN STEWARD
Pillar To Post Home Inspectors®

As president and CEO, Steward is al-
ways putting forth ideas to place the 
company at the cutting-edge of home 
inspections. 

Celebrating its 25th anniversary in 
2019, the company ranked as the 
No. 1 franchise opportunity in its 
category by Entrepreneur Magazine’s 
Franchise 500®. It’s the 19th year in 
a row for this honor. 

“We’re thrilled to once again be 
recognized as the leader in our cate-
gory,” says Steward, who credits the 
corporate staff, franchisees, vendors 
and experts he’s networked with as 
integral to the success of the system.

HAGAN STONE
Parks
Stone, a REALTOR® at Parks in 
Tennessee, served as 2019 chair 
of the Commitment to Excellence 
(C2EX) Committee for the National 
Association of REALTORS®.

The goal of C2EX is to increase 
professionalism across the real 
estate industry by giving members 
a pathway to reach the highest level 

of professionalism in 10 key areas. 
The program creates a personalized 
learning path based on knowledge 
REALTORS® already have and areas 
in need of growth. The program has 
more than 19,000 members and 
growing. 

Stone is also 2019 president-elect 
of Tennessee REALTORS®.

ALEKSANDRA SCEPANOVIC  
& ERIK SERRAS
Ideal Properties Group 
Scepanovic and Serras co-founded 
Ideal Properties Group in 2007. 
Scepanovic serves as managing di-
rector and Serras serves as principal 
broker. They have built the firm to a 
team of more than 250 real estate 
brokers and salespeople serving the 
five boroughs of New York City.

Over the past 12 years, the com-
pany has helped revitalize struggling 
neighborhoods. Scepanovic attri-
butes the firm’s success to several 
factors, including diversity among the 
brokers and staff, intensive training 
at all levels and transparency, as well 
as the ability to adapt and embrace 
technology. 

NED STRINGHAM
Inside Real Estate
Stringham is chairman and CEO of 
Inside Real Estate, one of the in-
dustry’s fastest-growing indepen-
dently owned real estate software 
companies.

In 2019, Inside Real Estate 
launched CORE PropertyBoost, a 
listing marketing tool available as 
an add-on to its flagship platform, 
kvCORE. CORE PropertyBoost is de-
signed to automate listing market-
ing, shorten list-to-sold timelines, 
automatically provide valuable in-
sights to home sellers on behalf of 
their agents, and further help gener-
ate leads. Inside Real Estate also 
announced private equity firm Lovell 
Minnick Partners as its new primary 
financial investor backing the com-
pany’s long-term strategy and vision.

VERL WORKMAN
Workman Success Systems
Workman is founder and CEO of 
Workman Success Systems, a 
coaching and consulting solution for 
real estate teams and high-produc-
ing agents. In 2019, Workman Suc-
cess Systems implemented more 
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than 120 brokerage team systems, 
launched the Listing Agent Mastery 
training program and grew to over 
60 professional coaches.

“People don’t leave brands or 
companies—they leave leaders,” 
says Workman. “It’s our job as 
leaders to create the culture, train-
ing and environment that allows 
agents to grow and create scale in 
this ever-changing landscape.”  

Workman has been training, 
coaching and motivating sales pro-
fessionals for over 20 years.

AUSTIN GUY
Homebloq
As CEO and co-founder of Home-
bloq, Guy is determined to develop 
best-in-class technology to help 
brokers work better with clients. 
Homebloq’s platform focuses on 
educating consumers and helping 
brokers and buyers collaborate.

“We are focused on closing the 
engagement gap that exists be-
tween brokers and their clients,” 
says Guy.

Homebloq combines lead-gener-
ating tools with an MLS-powered, 
mobile-first collaborative search 
tool to help brokers connect with 
and convert leads. It uses listing 
and agent data from other sourc-
es to attract buyers with a brand-
ed, one-agent-only way to look at 
homes.
 
NATALIA KARAYANEVA
Propy Inc.
Karayaneva is the founder and CEO 
of Propy Inc., a Silicon Valley prop-
tech company that aims to revolu-
tionize home purchasing via block-
chain technology.

In 2019, Second Century Ven-
tures, the real estate technology 
fund backed by the National Asso-
ciation of REALTORS® (NAR), made 
a strategic investment in Propy’s 
platform through its REACH Pro-

gram. Propy was one of eight 
cutting-edge companies selected 
as part of NAR’s REACH Class of 
2019, and it was also chosen as a 
finalist for NAR’s iOi Summit Pitch 
Battle, a competition for real es-
tate startups.

ROBERT LYSZCZARZ
RE/MAX SELECT
Lyszczarz, president of RE/MAX 
Select, owns 13 RE/MAX offices in 
Central/North Jersey and Florida, 
with over 325 agents. Lyszczarz 
created a proprietary lead con-
version process that is used by 
more than half of RE/MAX Select 
agents. The company reaches out 
to past customers at least four 
times per year through phone calls 
or personal visits, and uses Top 
Producer to schedule and track 
those activities.

Lyszczarz has spoken at multi-
ple RE/MAX, National Association 
of REALTORS® and realtor.com® 
conferences about his prospect-
ing systems.

ERIC WU
Opendoor
Wu, CEO and co-founder of Open-
door, is proud of how far the com-
pany has come since its launch in 
2014.

In 2019, Opendoor introduced 
Opendoor Home Loans, an-
nounced a partnership with Redfin, 
and expanded to Phoenix, Jackson-
ville, Fla., and Portland, Ore.

Wu has devoted his profes-
sional life to making the moving 
process simpler. He previously 
served as CEO of Movity.com, a 
geo-data analytics company he 
founded that was later acquired 
by Trulia; led location, social and 
consumer product development at 
Trulia; and co-founded RentAdvi-
sor.com. Wu also runs a fund that 
invests in multifamily properties.

BILL SCAVONE
Weichert Real Estate Affiliates, 
Inc.
Scavone, president and chief op-
erating officer of Weichert Real 
Estate Affiliates, Inc., has worked 
in franchise sales and manage-
ment for more than 25 years. At 
Weichert, he has led the growth 
of the company by attracting and 
signing new franchises while help-
ing existing franchise offices suc-
ceed with business strategies, 
technology, tools and programs. 

In 2019, the company rolled out 
a new business assessment tool 
to help brokers identify ways to 
control costs and focus on activi-
ties that will be most effective in 
growing their businesses. The tool 
also helps brokers set production 
goals and track their success.

“Weichert has been—and con-
tinues to be—committed to giving 
its brokers the systems, tools and 
support to help them build world-
class brokerages that are synony-
mous with exceptional real estate 
service,” Scavone says. “The roll-
out of our new assessment and 
business planning tools is the lat-
est step forward in honoring that 
commitment, and one that will pos-
itively impact their bottom lines.”
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ROSAMARIA ACUÑA
Berkshire Hathaway HomeServices 
California Properties 
Acuña has represented buyers and 
sellers as a REALTOR® for more than 
30 years and has an in-depth knowl-
edge of the San Diego market. She’s 
dedicated to supporting her commu-
nity, serving as co-captain for Neigh-
borhood Watch and lead committee 
member for the San Diego Architec-
tural Foundation. She is also a mem-
ber of MANA de San Diego, a Latina 
women’s empowerment organization, 
and served as the 2019 correspond-
ing secretary for the Sunset Cliffs 
Natural Park Council. In addition, Acu-
ña supports the San Diego Rescue 
Mission, Friends of Scott Foundation 
and Noah Homes.

BRUCE BLEIMAN
Giving Tree Realty
Bleiman, COO and broker in charge 
of Giving Tree Realty, created the 
company in 2010 on a foundation 
of giving back. All broker associ-
ates choose a charity and pledge 
to donate 24 hours per year to 
the cause. Giving Tree Realty also 

makes a donation to a broker asso-
ciate’s chosen charity for each home 
sold. Bleiman co-founded Giving 
Tree Charities with his wife, Brandy 
Gaiser. The company has donated a 
total of over $500,000 since 2010. 
Bleiman hopes to one day reach $1 
million in annual donations.

ELIZABETH CALLAWAY
Advantage Pro Realty
For Callaway, being a REALTOR® in her 
small hometown of El Dorado, Ark., 
over the past five years has been a 
blessing and a wonderful challenge.

In El Dorado, the lack of new hous-
ing has long been an issue, as the 
town hasn’t had any major new builds 
since the early 1980s. During a sales 
meeting, her team had what Callaway 
calls a “light bulb moment” to use 
empty lots near the reviving down-
town area to build a community within 
a community. The project is expected 
to break ground on Phase I in 2020. 

JED CARLSON
Adwerx 
Under Carlson’s leadership, Adwerx 
recently rolled out its Enterprise 

SAM DEBORD
Real Estate Standards 
Organization (RESO)
DeBord became CEO of RESO in 
2019, bringing 20 years of ex-
pertise in real estate brokerage, 
lending and technology consult-
ing to the 850-member organi-
zation. Since taking on the role, 
DeBord has guided RESO’s work 
to create, adopt and accelerate 
the implementation of open stan-
dards that create efficiency and 
technological progress in the real 
estate industry.

DeBord has served in a range 
of industry leadership positions, 
including as president’s liaison for 
MLS and data management with 
the National Association of REAL-
TORS® (NAR). He’s been a board 
member for NAR, Second Century 
Ventures and CRMLS, as well as 
held executive roles at various 
companies. DeBord began his ca-
reer as a management consultant 
for PricewaterhouseCoopers.

“As an agent, broker, REAL-
TOR® representative, MLS direc-
tor and CEO of RESO, it has al-
ways been an honor to influence 
the industry toward reinforcing 
and amplifying the pro-consumer 
benefits of an MLS marketplace,” 
DeBord says.
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Automated Retargeting platform, 
just two years after the launch of 
Automated Listing Advertising. This 
helped put Adwerx on the map. As 
CEO, Carlson focuses on customer 
acquisition, rapid product iteration 
and hyper growth.

“I see all the cutting-edge tools and 
products that typically only big com-
panies with big budgets can afford to 
do, and I’m kind of obsessed about 
making them accessible to people 
who have smaller budgets. I think 
Adwerx is a manifestation of that  
obsession.”

LACEY M. CONWAY
Latter & Blum, Inc./REALTORS®

In 2019, Conway led an effort in 
Louisiana to create a statewide, 
broker-owned MLS, partnering with 
associations across the state to 
provide world-class technology, 
training, support and lead genera-
tion at an affordable rate. That ef-
fort is expected to save brokers 
significant funds by eliminating the 
need to license multiple data feeds 

from each of Louisiana’s nine 
MLS markets. As president and 
principal broker of Latter & Blum, 
Conway has led the company to 
become the dominant brand in the 
Gulf Shore, generating more than 
$3 billion in sales annually.

DENEE EVANS
Council of Multiple Listing 
Services (CMLS) 
As CEO of the CMLS, Evans has 
emerged as an industry thought 
leader and champion for the pro-
gression of multiple listing services 
to better serve brokers and agents 
by meeting the needs of the con-
sumer. Evans serves on an advi-
sory board for Pearl Certification, 
the Freddie Mac Task Force for 
Affordable Housing and the Presi-
dent’s Associates Council at the 
University of Nevada, Las Vegas. 
She frequently speaks as a sub-
ject matter expert and has been 
recognized by the Las Vegas Busi-
ness Press and Denver Board of 
REALTORS® Affiliate Council.

JOAN DOCKTOR
Berkshire Hathaway 
HomeServices Fox & Roach, 
REALTORS®

As president of Berkshire Ha-
thaway HomeServices Fox & 
Roach, REALTORS®, Docktor 
has been instrumental in the 
growth and profitability of the 
company, which is the largest 
single-market brokerage in the 
U.S. servicing Pennsylvania, 
New Jersey and Delaware.

Its charitable arm, Fox & 
Roach/Trident Charities, is 
committed to addressing the 
needs of children and families 
in stressful life circumstances. 
Since its inception in 1995, the 
organization has donated more 
than $6 million to more than 
250 non-profits. 

“While I am proud of my accom-
plishments in the success and 
growth of our business, I am per-
haps even prouder of the work 
as vice president of the board 
of trustees of Fox & Roach/Tri-
dent Charities. In the past year 
alone, we donated more than 
$105,000 to Cradles to Crayons 
for filled backpacks and sup-
plies for the entire school year, 
and more than 2,200 backpacks 
filled by our very own offices and 
departments,” Docktor says.

“As an agent, broker, REALTOR® representative, MLS 

director and CEO of RESO, it has always been an honor to 

influence the industry toward reinforcing and amplifying 

the pro-consumer benefits of an MLS marketplace.”
- SAM DEBORD,  

RESO

     RISMedia’s REAL ESTATE  January 2020   83

Sponsored by



CRUSADERS | The champions of a better way

PRIYANKA JOHRI
Woodlands Eco Realty
Real estate isn’t the only passion 
in Johri’s life. In addition to being a 
REALTOR® and the broker/owner of 
Woodlands Eco Realty, she is an avid 
animal lover who owns and operates 
Pure Mutts Animal Sanctuary, a non-
profit for special-needs dogs. The 
sanctuary is on Johri’s one-acre prop-
erty, and a percentage of Woodlands 
Eco Realty’s income goes toward 
funding the cause. Furthermore, 
Johri founded a pet-friendly assisted 
living home where elderly residents 
can bring their animals and know the 
pets will be safe when they move on. 

CAROLINE PINAL
Giveback Homes
Pinal, co-founder of Giveback Homes, 
empowers real estate agents to help 
others. Since 2013, Pinal, fellow 
co-founder Blake Andrews and the 
Giveback Homes team have worked 
with several leading real estate com-
panies to fund and build more than 
200 homes in Central America and 
to support more than 80 affordable 
housing projects across the U.S. In 
addition, Giveback Homes has pro-

vided clean water for communities 
in El Salvador, Colombia and Bolivia. 
In 2019, the organization partnered 
with Zillow on a Disaster Relief Fund 
to support victims of recent natural 
disasters. 

MIKE REAGAN
RE/MAX, LLC
As senior vice president of Industry 
Relations and Global Growth and 
Development, Reagan oversees 
various aspects of RE/MAX, LLC 
and is an advocate for community 
service and human rights. In ad-
dition to heading global develop-
ment for the company, Reagan also 
leads The RE/MAX Collection, which 
serves affluent buyers and sellers, 
and RE/MAX Commercial, which 
has grown into one of the top com-
mercial brokerage networks in the 
world. Reagan manages RE/MAX’s 
relief efforts, its commitment to lo-
cal communities and inclusion- and 
diversity-focused partnerships.

JOHN SMABY
Edina Realty and National  
association of realtors®

When Smaby became the 2019 

CRYSTAL  
GARDNER-PHILLIPS
Gardner REALTORS®

Gardner REALTORS® accom-
plished a lot in 2019, includ-
ing winning several awards and 
launching a new, fully integrated 
website. Gardner-Phillips, vice 
president of the company, says 
one of her proudest accom-
plishments of the year, however, 
was a project that helped trans-
form a former drainage canal in 
the heart of a Jefferson Parish 
neighborhood of New Orleans 
into a family-friendly biking and 
walking corridor. The company 
donated 75 trees and installed 
and stocked a Little Free Library 
along the walkway. 

Gardner-Phillips is regarded as 
a real estate and marketing ex-
pert. She says, “Helping our RE-
ALTORS®, buyers and sellers cre-
ate the life they love and achieve 
their goals is a great purpose to 
wake up to every day. In the real 
estate industry, Gardner REAL-
TORS® has enjoyed more than 75 
years of success, but we haven’t 
made it this far to rest on our lau-
rels. We are constantly thinking 
of ways to be innovative while re-
maining true to our roots.” 

84   January 2020  RISMedia’s REAL ESTATE



2020 Newsmakers
president of the National Asso-
ciation of REALTORS® (NAR), he 
promised to continue the work of 
his predecessor, Elizabeth Menden-
hall, and her “Own It” message. He 
helped launch “That’s Who We R,” 
a massive media campaign showing 
how REALTORS® serve their custom-
ers and communities. 

“I’m proud to be representing the 
greatest profession there is,” says 
Smaby, a broker at Edina Realty. 
“With all the so-called disruption 
we’re seeing in the industry, our 
members are demonstrating every 
day the critical role they play in the 
buying, selling and management of 
real estate.”

FRED UNDERWOOD
National Association of REALTORS®

In his role as director of Engage-
ment, Diversity and Inclusion at 
NAR, Underwood is responsible for 
engaging with local associations 
and members to increase diversity 
and inclusion in NAR’s active mem-
bership and leadership positions. In 
2019, Underwood secured an agree-
ment with NAR to work with the Na-
tional Association of Real Estate 
Brokers and the Urban Institute to 
promote a five-part strategic frame-
work with the goal of increasing Afri-
can American homeownership. 

“Engaging members of diverse 
demographic groups will lead to 
greater inclusion of diversity in the 
leadership of an organization,” says 
Underwood. 

ANTHONY VULIN
The Collective, Realty
Vulin, the broker/owner and CEO of 
The Collective, Realty, is determined 
to narrow the gap in homeowner-
ship rates within the LGBT commu-
nity. In half the country, discrimina-
tion against members of the LGBT 
community in the home-buying pro-
cess is legal. Vulin advocates with 
federal legislators to change that. 
Vulin is president of the Pride Real 
Estate Professionals Association, a 
nonprofit dedicated to supporting 
LGBT real estate professionals in 
their career development, fostering 
goodwill between LGBT profession-
als and the greater real estate com-
munity, and advocating for equal 
opportunity in homeownership and 
property rights. 

SEAN WHALING
eCommission Financial Services, Inc.
As founder and CEO, Whaling has 
guided eCommission’s strategic 
vision and worked with the execu-
tive team to forge partnerships and 

LIZ GEHRINGER
Coldwell Banker Real Estate LLC
As chief operating officer, Geh-
ringer is a conduit for Coldwell 
Banker affiliates and the global 
brand. She oversees the com-
pany’s field service, operations, 
learning, talent attraction, inter-
national and events teams.

In 2019, Gehringer was hon-
ored to be the executive spon-
sor of Coldwell Banker’s #CB-
Women initiative, helping to 
elevate female voices within 
the network, supporting cur-
rent female broker/owners and 
championing the next genera-
tion of female leaders.

“I am committed to ensuring 
that more women at Coldwell 
Banker see a path to leadership 
and have the tools and training 
to realize their professional 
dreams,” she explains.

In her COO role, Gehringer 
says she’s also “sparking busi-
ness change at Coldwell Banker 
by bringing focus to how we 
deliver service and our brand 
to our franchisees.” She adds, 
“Helping people throughout the 
company pivot into roles hand-
crafted to their strengths, as 
well as our needs, is something 
I’m proud of.”
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growth. The company has funded 
more than $1 billion in commis-
sions and is now recognized as 
a leading provider of commission 
advance services to real estate 
professionals in the U.S.

“This is a problem worth solv-
ing,” says Whaling. “eCommission 
is focused on providing financial 
products for agents not simply to 
create less stress in their lives, 
but for increased productivity and 
profitability for both agents and 
brokerages.”

MARILYN WILSON
WAV Group
Wilson, a founding partner of WAV 
Group, recently led an effort to 
create a statewide, broker-owned 
and -managed MLS in Louisiana. 
CRMLS, the largest MLS in the 
U.S., is being contracted to provide 
its world-class support and tech-
nologies, instead of building them 
locally. This will be the first com-
plete outsource of an MLS organi-
zation across state lines. Wilson 
played a key role in the evolution of 
data policies and the adoption of 
RESO standards. 

“In the waves of change we find 
our true direction,” says Wilson.

ED WOLFF
Beth Wolff REALTORS®

Wolff, president of Beth Wolff REAL-
TORS®, understands the heartbreak 
of losing a home and belongings 
to devastating floods, and the re-
silience required to recover. Wolff’s 
home has flooded three times, most 
recently from Hurricane Harvey. He 
has become a leading expert on resi-
dential flooding and continued to ad-
vocate for flood safety and reform in 
2019. Wolff advised people thinking 
about moving to the Houston area 
to check the elevation of a property 
they are considering and whether the 
area has been impacted by a hurri-
cane in the past. 

PAUL YORKIS
Patriot Real Estate Inc.
In 2019, Yorkis was appointed as 
a member of the Housing Counsel-
ing Federal Advisory Committee by 
HUD. As president of Patriot Real 
Estate Inc., Yorkis has extensive ex-
perience in real estate sales, devel-
opment, planning, permitting, envi-
ronmental issues and wetlands. He 
has held several leadership posi-

COREY MCCLOSKEY
John R. Wood Properties
McCloskey, vice president of Edu-
cation at John R. Wood Proper-
ties, is a third-generation real es-
tate professional whose passion 
for the business is matched only 
by her passion for the environ-
ment. At only 40 years old, Mc-
Closkey has become a vital force 
not only in the real estate commu-
nity, but also in the fight for clean 
water. She recently received the 
Citizen of the Year award from 
the Naples Area Board of REAL-
TORS® (NABOR). She was also 
invited to speak to two industry 
associations in Maryland on the 
subject. 

In her primary role, McCloskey 
is one of the go-to people for 
agents regarding John R. Wood 
Properties’ extensive technical 
programs. She’s responsible for 
the training and education of the 
company’s more than 650 agents 
and staff. She’s also slated to 
be president-elect of NABOR, a 
7,000-plus-member association.

McCloskey says, “Always be-
lieve you have the power to make 
a difference in someone’s day!”
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tions with the Massachusetts Asso-
ciation of REALTORS®, the Greater 
Boston Association of REALTORS® 
and others.

“I am honored to serve as the link 
between the National Association of 
REALTORS® and the HUD Office of 
Housing Counseling to improve and 
expand housing counseling services 
across America,” says Yorkis.

GREG ZADEL
Zadel Realty
Zadel, founder and broker/owner of 
Zadel Realty, was the 2019 chair of 
the NAR MLS Committee and will be 
2020 chair of the NAR MLS Tech-
nology & Emerging Issues Advisory 
Board. He leads the industry in cre-
ating MLS policy. Zadel has held po-
sitions with the North Metro Denver 
REALTOR® Association, NAR, MLS 
TEIAB and Metrolist.

“We must continue to adapt our 
MLS policies to the marketplace in 
which geographical boundaries and 
other artificial limitations are hin-
dering brokers’ ability to help with 
their clients’ real estate needs,” 
says Zadel.

JOE CHESKO
RE/MAX Professionals
For more than 20 years, Chesko 
has served hundreds of families 
and consistently ranked among 
the Top 10 RE/MAX REALTORS® 
in Oklahoma. Chesko also created 
Children United, a group whose 
mission is to raise money to build 
a playground with equipment that 
can be used by children at all de-
velopmental stages. Chesko found 
equipment made for children with 
limited mobility, including wheel-
chair swings and handicapped-
accessible merry-go-rounds. In 
2019, Children United partnered 
with the Lawton Enhancement 
Trust Authority to host a series of 
fundraisers, including a “Dancing 
with the Stars”-style event, to help 
meet its goal.

MARIO GONZALEZ
Navy to Navy Homes 
Gonzalez is passionate about giv-
ing back to the community. A 24-
year retired Navy pilot, Gonzalez 
formed and leads Navy to Navy 
Homes in Jacksonville., Fla., a 
full-service brokerage that spe-
cializes in property management, 
sales and relocation services for 
local military families. In 2019, 
Gonzalez helped show appreciation 
to more than 200 heroes and their 
families through the Homes for He-
roes program, which helps active 
and veteran military members, first 
responders, healthcare profession-
als and teachers. Since joining the 

REI MESA
Berkshire Hathaway 
HomeServices Florida Realty
With 30-plus years of experience, 
Mesa is the president and CEO 
responsible for managing all 
aspects of Berkshire Hathaway 
HomeServices Florida Realty. 
He has won numerous industry 
awards and accolades, including 
being inducted into RISMedia’s 
2019 Real Estate Newsmakers 
Hall of Fame. Mesa is a forward-
thinking leader who’s not afraid 
to initiate change and embrace 
new technologies.

Through various committees 
and initiatives, Mesa is a strong 
advocate in Florida and through-
out the country. His firm is among 
the top 10 fundraisers for the 
Sunshine Kids among the Berk-
shire Hathaway HomeServices 
companies. 

“My passion fuels the vision 
and commitment to drive our in-
dustry forward to make decisions 
that have positive impacts on 
homeownership throughout the 
country,” says Mesa. “We want to 
continue to evaluate our process-
es to create an exceptional real 
estate experience for sales pro-
fessionals and customers alike.”

“My passion fuels the vision and commitment to 
drive our industry forward to make decisions 
that have positive impacts on homeownership 
throughout the country.”

- REI MESA  
BERKSHIRE HATHAWAY HOMESERVICES FLORIDA REALTY
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nationwide program, he has given 
back nearly $1 million to Jackson-
ville-area heroes. 

JOHN THORPE 
Better Homes and Gardens Real 
Estate
Thorpe, regional vice president of 
franchise sales at Better Homes 
and Gardens Real Estate, is proud 
to be part of Realogy Holdings 
Corp.’s long-standing support of 
the LGBTQ+ community. Realogy 
was the highest-ranked residential 
real estate company on the Hu-
man Rights Campaign’s Corporate 
Equality Index in 2019.

“I was thrilled when I was asked 
to chair the RealPride ERG,” says 
Thorpe. “I knew that as an em-
ployee of Realogy, I had a desire 
and responsibility to embark on a 
very forward presence for the LG-
BTQ+ community at Realogy and 
beyond.”

BAHAR SOOMEKH
Nourmand & Associates
Soomekh, a REALTOR® with 
Nourmand & Associates, has 
built trusted relationships 
throughout the entertain-
ment industry, has an inti-
mate knowledge of exclusive 
neighborhoods, and focuses 
on creating healthy, safe and 
sustainable homes. 

Soomekh’s son, Ezra, re-
ceived his fi rst prosthesis at 
11 months old. Soomekh and 
her husband, Clayton Frech, 
co-founded Angel City Sports 
in 2013. The group hosts the 
Angel City Games, a family-
friendly event that celebrates 
the talents and strengths of 
adaptive athletes. Partici-
pants have opportunities to 
compete and to learn new 
skills from expert coaches. 

In 2019, Angel City Games 
completed its fi fth year, with 
several new sports added, 
including archery, swimming, 
wheelchair tennis, sitting vol-
leyball and table tennis for 
athletes ages 3 to 72. 

“It’s been our life, our 
blood, our everything,” says 
Soomekh. “We’ve commit-
ted everything to helping 
the disabled community be 
able to enjoy, learn, engage 
and thrive through Angel City 
Sports.” 

KEISHA HOSEA
KASI Homes
As the housing affordability crisis continues in Los Angeles County, 
Hosea has worked to fi ght what she calls the “insidious plight of 
homelessness” in the region. In 2019 alone, the broker/owner of 
KASI Homes negotiated more than 40 leases with landlords and prop-
erty managers to house homeless individuals.

With a background in social work and a heart still set on fi ghting 
social issues, Hosea found a way to use her skills to help locate 
housing for those in need. By working with local landlords and edu-
cating them on where they can help fi ll this gap, she forged count-
less relationships. As landlords began to gain trust in the process 
and had favorable leasing experiences, they started to dedicate more 
units to the endeavor. Hosea also instructs future tenants on how 
to read their credit reports, prepare introduction letters to landlords, 
complete rental applications, pay monthly rent and navigate tenancy 
issues.
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STEVE BAIRD
Baird & Warner
Baird, president and CEO, is a 
fifth-generation leader of the fam-
ily-owned company and has dis-
tinguished himself as a powerful 
voice for the industry. 

Under his leadership, Baird & 
Warner was recognized as a Top 
20 brokerage in the country in 
RISMedia’s 2019 Power Broker 
report, having reached over $6 bil-
lion in sales volume and almost 
18,000 transactions for 2018.

In 2019, the brokerage part-
nered with Inside Real Estate to 
provide the kvCORE technology 
platform to Baird & Warner’s 2,500 
agents, helping drive growth and 
profitability.

Baird has also played a major 
role at The Realty Alliance.

MIKE BRODIE
Keller Williams
With decades of industry experi-
ence, Brodie is the regional bro-
ker/owner of Keller Williams in 

Plano, Texas. He has an interest 
in three Market Center franchises 
and seven regional franchises and 
is the operating principal in Plano 
and the Maryland/D.C. region. 

In 2019, Brodie celebrated con-
tinued growth in his businesses, 
despite economic and competitive 
shifts and disruption. 

“This is my 25th year with Keller 
Williams,” says Brodie. “I respect 
all of the competitors. We work for 
the same purpose of an organized 
marketplace, private property 
rights, ethics and respect for each 
other.”

DAN CARRILLO
HouseStay
As president of Global Mobility, 
Carrillo is responsible for devel-
oping, managing and growing the 
relocation and broker network por-
tion of the HouseStay online ser-
vice platform. 

Carrillo has held many leader-
ship roles during his 40-year in-
dustry career, including his current 
position as principal and managing 
partner of development firm North 
By Northwest Capital Inc. He was 
also a founding board member of 
the National Association of His-
panic Real Estate Professionals.

Carrillo makes a difference 
in the Los Angeles community 
through his work on the board of 
directors for Wellnest, a non-profit 
mental health provider for children 
and their families.  

GARY KELLER
Keller Williams
Keller, co-founder and chairman, 
returned to the role of CEO in 
2019 upon the departure of 
John Davis. He is focused on 
expanding Keller Williams’ (KW) 
marketshare and helping agents 
increase their productivity. 

Continuing to expand interna-
tionally while achieving technolo-
gy milestones and top franchise- 
and industry-related rankings, 
KW was named the No. 1 “Most 
Innovative Company” in real es-
tate in 2019 by Fast Company. 
2019 also saw the launch of 
Command—a smart CRM-plus 
suite of apps hosted on the 
Keller Cloud platform. Command 
is part of KW’s mission to “dis-
rupt and revolutionize real estate 
by reclaiming agents’ data and 
putting it back into their hands.”   

“Command is quickly becom-
ing the most sophisticated real 
estate operating system on the 
planet, reducing our agents’ 
technology spend and empow-
ering them with the one-to-one 
experiences today’s consumers 
expect,” says Keller.
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MERRI JO COWEN
Stellar MLS
Under the leadership of CEO Cow-
en, My Florida Regional MLS un-
derwent a major rebranding and re-
launched as Stellar MLS in 2019. 
According to Cowen, the rebrand-
ing of the organization and reimag-
ining of what a customer-focused 
MLS looks like was hugely suc-
cessful. Stellar MLS currently 
serves nearly 60,000 customers, 
including agents and brokers in 16 
REALTOR® associations through-
out Central and Southwest Florida 
and one in Puerto Rico. 

“I am passionate about the real 
estate industry, and, most es-
pecially, the MLS,” says Cowen, 
who has been working in the MLS 
space for more than 30 years.

JIM FITE
CENTURY 21 Judge Fite Company
Fite, president and CEO of CEN-
TURY 21 Judge Fite Company, was 

awarded RISMedia’s 2019 Real Es-
tate Leadership Award, sponsored 
by Buffini & Company, which rec-
ognizes an industry visionary who 
embraces innovation and exercises 
resilience.

He received the award at RISMe-
dia’s 24th Annual Power Broker Re-
ception & Dinner. 

In his acceptance speech, Fite 
said, “Thank you to the Power 
Brokers. The fact is, we are mem-
bers of an industry that trusts and 
shares with each other, and we are 
better as a result of everybody in 
this room.”

GLENN M. GARDNER
Gardner REALTORS®

With Gardner as president, Gardner 
REALTORS® has grown to 800-plus 
real estate professionals in 24 of-
fices, and recently celebrated 75-
plus years in business.

In 2019, Gardner REALTORS® 
was named the Best Residential 
Real Estate Company by New Or-
leans CityBusiness readers and 
the Top Workplace by NOLA.com/
The Times-Picayune for the fourth 
year in a row. Gardner was also 
honored by Leading Real Estate 
Companies of the World® with the 
lifetime award, Leader of the Year.  

“I love working in an industry 
where everything we do affects our 
families, our neighbors and our 
communities,” says Gardner. 

PAMELA LIEBMAN
The Corcoran Group
Liebman joined Corcoran as an 
agent in 1984, at the age of 23. 
With a string of headline-wor-
thy deals, she became a sales 
manager within months and 
then a partner in the compa-
ny. In 1995, she launched the 
Corcoran Group Marketing divi-
sion, which later merged with 
the Sunshine Marketing Group 
to become the powerhouse 
Corcoran Sunshine Marketing 
Group. 

In 2000, Liebman stepped 
up as Corcoran’s president and 
CEO. 

Liebman is responsible for 
expanding the brand’s pres-
ence both within the U.S. and 
internationally with the recent 
launch of the Corcoran fran-
chise business, which targets 
global megacities and sought-
after leisure markets around 
the world.  

A vital force in the New York 
City residential real estate in-
dustry for more than 30 years, 
Liebman was named to Crain’s 
New York Business’ 2019 “50 
Most Powerful Women in New 
York” list—which she has been 
a fixture on since its inception 
in 2007.
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LOU GONZALEZ
Realty ONE Group
As executive vice president of Global 
Sales at Realty ONE Group, Gonzalez 
has led the Realty ONE franchise ex-
pansion across the U.S. and Canada 
over the past three years. 

In 2019, he continued contribut-
ing to the growth and operations of 
the network, influencing business 
decisions that have allowed clients 
and their families to enjoy a dynamic 
lifestyle.   

“My passion has always been to 
lead with the highest levels of integ-
rity and bring a positive impact to the 
lives of everyone I touch,” says Gon-
zalez, who has served to advance 
the industry in various capacities.  

CHRIS HELLER
OJO Labs
Heller, former CEO of Keller Williams 
and most recently CEO of mello-
home, joined OJO Labs in 2019 as 
its chief real estate officer. 

OJO Labs aims to empower con-
sumers to make better decisions 
through its conversational artificial 
intelligence (AI) platform. In his new 
role, Heller is tasked with shaping 
partner strategies, creating a cohe-

sive structure between real estate 
professionals and OJO, and acceler-
ating adoption in the industry. 

“At OJO Labs, I am furthering my 
mission to empower consumers na-
tionwide to find and purchase their 
perfect home,” says Heller.

JAMES O’BRYON
RE/MAX Gold | Olson & Associates
Leading RE/MAX Gold since 1998, 
O’Bryon recently aligned with col-
league Keith Myers, broker/owner 
and president of RE/MAX Olson & 
Associates, to form the first RE/MAX 
brokerage to span the state of Cali-
fornia and the largest independently-
owned RE/MAX in the world.

RE/MAX Gold | Olson & Associ-
ates ranked No. 13 in sales volume 
in RISMedia’s 2019 Power Broker 
Report, selling more than 15,250 
homes for approximately $7.1 billion.

“I work with the best leadership 
teams in the industry to create a 
superior brokerage environment for 
our agents and their clients,” says 
O’Bryon.

PAT RILEY
Allen Tate Companies
As president and CEO of Allen Tate 

DIANE RAMIREZ
Halstead Real Estate
In 1984, Ramirez and Clark Hal-
stead co-founded Halstead Real 
Estate with the intention of cre-
ating a high-end firm leveraging 
advanced technology.

With Ramirez as chairman and 
CEO, Halstead has grown to more 
than 1,400 agents in three doz-
en offices across New York, New 
Jersey and Connecticut. 

An active member of Leading 
Real Estate Companies of the 
World® (LeadingRE) for more than 
20 years, Ramirez was elected 
chairman of the board of direc-
tors in 2019. In addition, she 
received LeadingRE’s Leadership 
Award and the Real Estate Board 
of New York’s (REBNY) Bernard 
H. Mendik Lifetime Leadership 
Award.  

“It has been a privilege to work 
alongside fellow board members, 
an esteemed group of global in-
dustry leaders, over the last two 
years in my vice chair role,” says 
Ramirez. “In my new position, 
I look forward to continued col-
laboration to advance the real es-
tate industry and strengthen the 
deep international relationships 
offered through the network.”
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Companies, Riley has overseen 
the acquisition of more than 30 
family-owned real estate compa-
nies, which has helped Allen Tate 
become No. 1 in the Carolinas in 
terms of closed transaction sides. 

Recognized as a visionary lead-
er in the industry, Riley expanded 
the Allen Tate Companies’ offer-
ings to include relocation, mort-
gage, insurance, builder and mas-
ter title services.   

“Remaining fiercely indepen-
dent is so personally important 
to me,” says Riley. “To keep that 
dream in place, I tell the world 
there is an alternative to capital 
markets.” 

ERROL SAMUELSON
Zillow Group
As chief industry development of-
ficer, Samuelson has grown Zillow 
to a new level of engagement and 
helped the company’s expansion 
into Canada over the past year. 

Before joining Zillow in 2014, 
Samuelson was an executive at 
Move, Inc. and president of real-
tor.com®. He’s also an original 
designer of T-III, which helped in-
troduce interactive mapping and 
internet networking to the MLS 
business. 

Samuelson says, “I feel that my 
accomplishments thus far are that 
of the combined effort of all the 
powerful mentors I’ve been fortu-
nate enough to have had through-
out my life.”

CHUCK SCOBLE
Better Homes Realty
In 2019, Scoble, president of Bet-
ter Homes Realty, partnered with 
Joe La Rosa, founder and CEO of La 
Rosa Realty, despite the fact that 
their firms were located in opposite 
corners of the country. 

Forming a unique alliance, they 
joined forces to provide the tools, 
technology and training agents and 
owners need to thrive in the chang-
ing landscape. 

“Our focus is always on being 
able to improve our technology plat-
form so that it remains ahead of the 
curve and is always the leading and 
most cutting-edge technology avail-
able to both agents and consum-
ers,” says Scoble.

RON SHUFFIELD
Berkshire Hathaway HomeServices 
EWM Realty  
2019 was a big year for EWM Realty 
International, as the firm—founded 
in 1964—joined the Berkshire Ha-
thaway HomeServices network, 
rebranding as Berkshire Hathaway 

ALLAN DALTON
Real Living Real Estate & HSF 
Affiliates LLC
For industry veteran Dalton, 2019 
kicked off with him being pro-
moted to CEO of Real Living Real 
Estate. HSF Affiliates LLC, opera-
tor of the Real Living Real Estate 
and Berkshire Hathaway Home-
Services brokerage franchise 
networks, officially announced 
the promotion as part of changes 
among its leadership team. 

“I’ve never been more proud, 
appreciative and determined 
as I am regarding this new, all-
important and highly prestigious 
calling,” said Dalton in the an-
nouncement. 

Dalton joined Real Living as 
chief operating officer in 2017, 
bringing with him more than 30 
years of real estate operations, 
leadership and marketing experi-
ence. He also serves as senior 
vice president of Research and 
Development for HSF Affiliates 
LLC. 

In 2019, Real Living continued 
its growth, welcoming new bro-
kerages to its network, and cel-
ebrated receiving a 98 percent 
customer satisfaction rating by 
Quality Service Certification, Inc. 
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HomeServices EWM Realty.
“As a proud member of the  

HomeServices of America family, 
we are excited to join the Berkshire 
Hathaway HomeServices network,” 
says Shuffield, president and CEO. 
“We believe the Berkshire Hathaway 
HomeServices brand is wonderfully 
suited for the luxury, resort and sec-
ond-home markets we serve.” 

EWM Realty is a key player in the 
South Florida luxury market, and 
Shuffield believes the partnership 
provides a unique opportunity for 
growth.

MATT WIDDOWS
HomeSmart International
As founder and CEO, Widdows leads 
HomeSmart’s team in developing 
cutting-edge systems and propri-
etary technology that enable franchi-
sees and agents to spend more time 

NELSON ZIDE
ERA Key Realty Services
Consistently closing 45 transac-
tions per year worth $12 - $15 
million, in 2019, Zide received an 
award for a career total of 1,000 
real estate transactions.

After obtaining his license in 
1977, Zide helped form and 
grow what became ERA Key Re-
alty Services through decades of 
mergers, acquisitions, recruiting 
and partnerships. The Massa-
chusetts-based firm merged with 
HUNT Real Estate ERA in 2018. 
Since then, Zide has remained a 
REALTOR® and played a role in 

continuing to grow the company, 
while also mentoring both new 
and seasoned agents.

A national speaker and trainer 
for more than 25 years, Zide has 
earned the designations of Certi-
fied Real Estate Brokerage Man-
ager (CRB), Certified Residential 
Specialist (CRS) and Accredited 
Buyer’s Representative (ABR®), in 
addition to designations as Grad-
uate, REALTOR® Institute (GRI), 
and inclusion in the Performance 
Management Network (PMN) and 
Sustainable Real Estate Round-
table (SRER). He is also a senior 
GRI instructor. His motto is, “No 
excuses. Only results.”

VINNIE TRACEY
Realty ONE Group Affiliates
As President of Realty ONE Group 
Affiliates, Tracey creates new and 
successful opportunities for fran-
chisees and real estate profes-
sionals. He also plays an integral 
role in opening new offices for 
the California-based franchisor, 
including the first two interna-
tional offices in Canada in 2019.

Realty ONE Group signed on 
29 new franchises in the third 
quarter of 2019, its best sales 
quarter to-date. Significant 
growth in agent count is also be-
ing attributed to conversions of 
large offices.

Tracey joined Realty ONE Group 
in 2017. His comprehensive ex-
perience includes serving as 
president of RE/MAX Internation-
al for close to 40 years. He’s a 
friend and mentor to brokers and 
agents, regardless of brokerage 
affiliation.

“It’s not enough to just do it 
better than others. You have to 
care about the people, their fami-
lies and their overall success,” 
says Tracey. “You’ll build deep, 
meaningful relationships and, in 
the end, provide them with the 
best experience possible. That’s 
what we do.”
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focusing on clients and profitability. 
In 2019, HomeSmart rolled out the 
rewrite of its proprietary RealSmart 
Broker and RealSmart Agent plat-
forms, and developed and released 
its RealSmart Agent Mobile app. 
This helped HomeSmart surpass the 
17,000-agent mark and open more 
than 35 new locations.

“I’m always looking forward to the 
future, aligning and positioning the 
leadership team so that, together, 
we can reach our growth goals,” says 
Widdows.

RICH BARTON
Zillow
In 2019, Barton, co-founder of Zillow 
Group, Inc., returned to the position 
of CEO, which he held from the com-
pany’s founding in 2005 until 2010, 
when he took on the role of executive 
chairman. 

Co-founder Lloyd Frink, who had 
been serving as CEO, stepped into 
the executive chairman position, 
while co-founder Spencer Rascoff, 
who served as CEO from 2010 un-
til Zillow Group’s IPO, remains on the 
board of directors.

“We are at an inflection point in this 
quest, and the time is right to shuffle 
leadership seats,” says Barton. “I am 
excited to be back as CEO.”

RON TARBELL
Tarbell, REALTORS®

Under CEO Tarbell’s leadership, 
Tarbell, REALTORS®’ 20 Southern 
California offices merged into four 
Berkshire Hathaway HomeServices 
franchises in 2019. Berkshire Ha-
thaway HomeServices acquired the 
Tarbell offices in Orange, Riverside 
and San Bernardino counties, as well 
as the agents who formerly worked 
at those offices and Tarbell’s escrow 
company.

Berkshire Hathaway HomeServices 
decided to acquire the Tarbell, REAL-
TORS® offices because of Tarbell’s 
distinguished record and believed the 
merger would strengthen its brand 
and add value to the brokerages.

KATE ROSSI
Coldwell Banker NRT
As regional executive vice presi-
dent of Coldwell Banker NRT’s 
Eastern region, Rossi covers the 
sales operations of New England, 
Connecticut, Atlanta, Pittsburgh, 
the Carolinas, Florida and Texas. 

The operations include more than 
17,000 independent sales asso-
ciates and nearly 300 offices. 

“My ultimate goal as a leader is 
helping our agents live exception-
al lives,” says Rossi. “This has 
been accomplished through pro-
viding excellent tools, programs 
and resources to help agents 
grow their businesses and meet 
their own personal business 
goals.” 

In 2019, Rossi spearheaded 
the introduction of Listing Con-
cierge, a comprehensive market-
ing program, across the compa-
nies and agents she oversees. 
The program marries leading-
edge technology with personal-
ized service to offer customized 
and automated property listing 
marketing.  

Rossi began her career as an 
agent in 1982 and affiliated with 
Coldwell Banker in 1984.

DAN FORSMAN
Berkshire Hathaway 
HomeServices Georgia Properties
Under Forsman’s leadership, the 
company recently rolled out and 
implemented agent coaching at 
all levels. The results are a bet-
ter customer experience, more 
engagement in the company’s 
core services and continued 
growth in agent PPP. 

As president and CEO, Fors-
man was recently recognized 
as an Industry Icon in Modern 
Luxury Interiors Atlanta maga-
zine’s 2019 Real Estate Awards. 
Forsman has won several other 
awards and honors, including 
Most Admired CEO from the At-
lanta Business Chronicle for sev-
eral years in a row and Pruden-
tial Broker of the Year in 2016.

Berkshire Hathaway Home-
Services Georgia Properties is 

a market leader in Georgia, hav-
ing generated over $4 billion in 
sales volume and 12,016 trans-
action sides in 2018. 

“Every day, in every way, we 
can get better and better,” says 
Forsman. “We work in a ‘target 
rich’ environment of opportunity. 
They are endless. It’s a mindset 
of service.”
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CLARISSA AZEVEDO
EXIT Realty Consultants
Azevedo obtained her California real 
estate license while pursuing her 
bachelor’s degree and is now proud-
ly affiliated with EXIT Realty Consul-
tants, based out of Turlock, Ceres, 
Modesto, Manteca and Fresno, Calif. 

Not only is she a successful REAL-
TOR®, but she also works to ensure 
the growth and success of daily op-
erations within the company as op-
erations manager.

“I have lived in the Central Valley 
all of my life and have come to know 
and love it more with each year that 
passes,” says Azevedo.

YORK BAUR
MoxiWorks
CEO Baur recently led the company’s 
acquisition of Imprev, combining two 
industry leaders in marketing and 
technology.

This acquisition furthers Moxi-
Works’ mission to become the pre-
mier open platform for the industry. 
MoxiWorks believes adding Imprev’s 
marketing automation to its MoxiEn-
gage sphere-based CRM, MoxiPres-
ent CMA, recruiting system, mar-

keting suite, websites, intranet and 
MoxiCloud open platform will con-
tinue efforts to help brokers, agents 
and teams.

“This unique partnership is highly 
strategic and benefits Imprev and 
MoxiWorks’ employees, and most 
importantly, our collective custom-
ers,” says Baur. “It is a win-win for 
everyone.”

JOHN BERKOWITZ
OJO Labs
Berkowitz is co-founder and CEO of 
OJO Labs, a technology company 
on a mission to empower consumer 
decision-making through its conver-
sational AI platform. In 2019, the 
company closed a $45 million Series 
C investment round, bringing its total 
funding to $71 million, and solidified 
multiple large commercial contracts. 
The company’s national expansion 
has increased to more than 40 mar-
kets and put its product in the hands 
of thousands of more consumers.

“Building meaningful business 
platforms that defy the status 
quo has long been my M.O.,” says 
Berkowitz.

DAVID MARINE
Coldwell Banker Real Estate
In 2019, Marine, Coldwell Bank-
er’s chief marketing officer, led 
Project North Star, the company’s 
first rebrand in 40 years. He 
suggested the bold approach of 
testing the new logo in real-world 
scenarios. 

In 17 years at Coldwell Banker, 
Marine has held nearly every po-
sition within the marketing team. 
Marine led the development of 
the highest-scoring advertise-
ments, according to AceMetrix,  
in the real estate industry for six 
consecutive years. He has also 
positioned the company at the 
forefront of artificial intelligence 
and machine learning. 

“When I was a kid and would 
go off to a sports tournament, 
camp, college or a new job, my 
parents always said, ‘You’re not 
just representing yourself, you’re 
representing your family in ev-
erything that you do,’” Marine 
recounts. “Now, as a marketer, 
a father and a leader, that sticks 
with me. I constantly think about 
how I’m not just representing my-
self, but so many others.”
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JOEL BLUMENFELD
Berkshire Hathaway HomeSer-
vices California Properties
Blumenfeld, a REALTOR® at Berk-
shire Hathaway HomeServices 
California Properties, is team 
leader of the high-performing Blu-
menfeld Group in the company’s 
San Diego Central office.

In 2019, Blumenfeld and his 
six-agent team were presented 
with several national and local 
sales awards for the previous 
year, highlighting their continual 
success.

“Our No. 1 skill is being able to 
rise early each day before most 
wake up, work while many are on 
vacation, and pride ourselves on 
being available to clients any time 
of any day,” Blumenfeld said in 
May 2019. 

BRYAN BROOKS
HomeSmart International
As the senior vice president of 
Franchise Sales at HomeSmart 
International, Brooks is respon-

sible for spearheading the com-
pany’s domestic and international 
franchise growth, which includes 
mergers, acquisitions, roll-ins and 
conversion opportunities.

In 2019, the HomeSmart brand 
grew by more than 35 new fran-
chises across six new states 
with two acquisitions that grew 
the company by more than 1,500 
agents.

“The growth we’ve seen in the 
last year has proven there is a 
shift in the industry, and our mod-
el and what we’re doing is work-
ing,” says Brooks.

CRISTAL CLARKE
Berkshire Hathaway HomeSer-
vices California Properties
As a REALTOR® with Berkshire 
Hathaway HomeServices Califor-
nia Properties, Clarke is a trusted 
professional covering luxury es-
tates, homes and land in Monteci-
to, Calif., one of the most affluent 
communities in the U.S.

In 2019, Clarke joined the 
ranks of the top five profession-
als among the 60,000 Berkshire 
Hathaway HomeServices agents 
nationwide. 

“I truly believe my accomplish-
ments in 2019 reflect, in some 
small way, the resilience of the 
Montecito community in light of 
its inspiring and heartwarming 
recovery from 2018’s disastrous 
wildfire and subsequent deadly 
mudflow,” she says.

JULIE KOZICH
Chase International
In her relatively short time 
as chief real estate officer of 
Chase International, Kozich has 
accomplished a lot at the Reno, 
Nev.-based luxury real estate 
firm. In her role, she oversees 
all real estate functions, includ-
ing marketing, sales, training, 
luxury, strategy, technology and 
shared services.

Within seven months of join-
ing Chase International in ear-
ly 2019, Kozich changed and 
implemented a new technology 
platform (MoxiWorks), created 
new listing presentation mate-
rials, designed the company’s 
intranet (Hub), and worked with 
the team on a new website.

“It is time for all brokerages 
to be hyper-focused on the con-
sumer by creating a wonderful 
home-buying and -selling experi-
ence and taking away as many 
pain points as possible during 
the real estate transaction,” 
says Kozich. “Chase Interna-
tional is committed to raising 
the bar in real estate for every-
one and willing to be bold and 
do what is right.”
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RYAN COON
Avail
Coon is CEO and co-founder of 
Avail, an online platform for DIY 
landlords and their tenants. The 
Chicago-based company offers 
an end-to-end solution that helps 
independent landlords scale from 
beginner to professional with 
tools, support and education to 
make renting easy.

Over the past 18 months, Avail 
has increased revenue fourfold.

“As landlords ourselves, we 
understand the struggles that 
landlords face during the rental 
process,” says Coon. “Our tremen-
dous growth is a testament to our 
dedication to providing a compre-
hensive solution that can help the 
8-plus million independent land-
lords across the nation.”

MATT CURTIS
Matt Curtis Real Estate, Inc.
Curtis’ passion for real estate 
comes largely from personal ex-

perience, stemming back to 2005 
when he began investing in real 
estate. And because he couldn’t 
find the right agent, he decided to 
become his own. 

He launched Matt Curtis Real 
Estate, Inc. in 2009, and in 2012, 
Curtis hired the first member of a 
team that has since grown by ap-
proximately 500 percent. 

In 2019, Matt Curtis Real Es-
tate received numerous awards 
and recognitions, including the 
Gold Award for Best Places to 
Work from the Huntsville/Madison 
County Chamber of Commerce.

MARC DEMETRIOU
Residential Home Funding Corp.
Demetriou is branch manager/VP 
of Mortgage Lending at Guaran-
teed Rate in Bloomingdale, N.J. In 
2019, Demetriou racked up several 
awards and honors, including being 
ranked one of the “Top Most Con-
nected Mortgage Professionals” by 
National Mortgage Magazine.

Demetriou is a trusted mortgage 
banker in New Jersey, especially 
among the accounting and legal 
community, where he is called 
upon frequently as an expert pan-
elist and speaker. He finds inspi-
ration from Henry David Thoreau: 
“Go confidently in the direction of 
your dreams! Live the life you’ve 
imagined.”

MATTHEW BEALL
Hawaii Life
As CEO of Hawaii Life, Beall 
helped organize and complete 
two major acquisitions to expand 
the Hawaiian real estate broker-
age in 2019.

The first was a large company 
in Honolulu called East Oahu Re-
alty, which brought 75 brokers 
and agents and over $200 mil-
lion of annual sales to Hawaii 
Life. The second was a company 
called Country Brokers in Hana-
lei, Kauai, which had a team of 
experienced agents and a healthy 
property management division lo-
cated in Hawaii Life’s hometown 
of Hanalei, Kauai.

“We have enjoyed incredible 
growth and success since then,” 
says Beall. “I love my Hawaii 
Life.”

In his role, Beall manages all 
aspects of the brokerage, which 
reported approximately $40 mil-
lion in annual revenue, 17 com-
mercial locations, 375 sales-
people, more than 50 full-time 
employees and additional part-
time staff. The company handles 
thousands of real estate transac-
tions totaling more than $1.7 bil-
lion in annual sales.

100   January 2020  RISMedia’s REAL ESTATE



     RISMedia’s REAL ESTATE  January 2020   101

2020 Newsmakers

LYNN FAIRFIELD
RE/MAX Suburban
Fairfield works with a wide range 
of properties and clients, includ-
ing experienced and first-time 
buyers, rehabbers, investors and 
corporate transferees. In 2019, 
she helped more than 60 clients 
buy and sell homes in the North-
ern Illinois/Southern Wisconsin 
areas and was named the manag-
ing broker for RE/MAX Suburban 
in Wisconsin.

“Real estate is not a static 
marketplace,” says Fairfield. “I 
have helped many buyers and 
sellers successfully sell and pur-
chase homes in the ever-chang-
ing, sometimes challenging sales 
market with expertise that comes 
from education, knowledge and 
experience.”

GLENN “CHIP” GARDNER
Gardner REALTORS®

Gardner is vice president of Oper-
ations and Special Initiatives for 

Gardner REALTORS®, where he’s 
responsible for day-to-day opera-
tions, including the identification, 
prioritization and execution of key 
projects.  

In 2019, the company spear-
headed some cornerstone proj-
ects, including the transformation 
of a drainage canal into a neigh-
borhood park. 

“While celebrating more than 
75 years of success, we continue 
to innovate to provide our REAL-
TORS® with best-in-class support 
services to make it easier for cli-
ents to buy and sell homes,” says 
Gardner. “We’re passionate about 
helping REALTORS® and clients 
create the life they love.”  

DIANE GLASS
Berkshire Hathaway 
HomeServices chicago
When the longtime CEO of Berk-
shire Hathaway HomeServices 
Chicago stepped down in 2019, 
the firm chose to pivot to a new 
leadership team model that’s un-
conventional for real estate broker-
ages. Under the new three-person 
executive team, Glass, COO, Mark 
Pasquesi, president of Brokerage, 
and Joe Stacy, SVP and general 
sales manager, jointly lead the firm.

In her COO role, Glass is re-
sponsible for delivering operation-
al and organizational excellence to 
maximize agent success. 

FIONA PETRIE
RE/MAX INTEGRA
Petrie, executive vice president 
and managing director of U.S. op-
erations at RE/MAX Integra, over-
sees all operations in the Mid-
west and New England regions, 
which include 500 franchises 
and 7,000 agents.

In this highly competitive in-
dustry, Petrie considers manag-
ing RE/MAX Integra’s franchise 
growth efforts a top priority and 
a key accomplishment. From 
2018 to 2019, she facilitated 
20 new office openings, 36 office 
expansions and 13 mergers and  
acquisitions.

“Ultimately, I measure my suc-
cess by the success of those 
around me,” says Petrie. “By 
valuing personal and profession-
al growth, I strive to empower oth-
ers to discover their own talents 
in the industry. As such, my most 
memorable achievements are 
those in which RE/MAX Integra 
franchises, broker/owners and 
agents have been recognized for 
their outstanding work.”

Proven by her 13-year tenure 
and award-winning results, Pet-
rie has a deep understanding 
of the ever-changing real estate 
landscape.
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“A strategic executive team in-
stead of a traditional CEO role is new 
in residential real estate,” she says.

JOHN GRAFF
Graff Real Estate, Inc.
Graff is CEO of Los Angeles-based 
Graff Real Estate, Inc., which in-
cludes real estate brands Ashby & 
Graff Real Estate, Deco Property 
Management and LicensePark.

Graff says one of his greatest 
accomplishments has been lead-
ing employment growth, rising from 
22 agents in January 2018 to 50 
agents in January 2019 and to 77 
agents in mid-May 2019, reflecting 
250 percent growth.

“When I began developing the 
brand and the niche we would fill 
in the diverse real estate industry, I 
never once dreamed we would grow 
so quickly,” says Graff. 

DANA GREEN
Dana Green Team
Green is CEO of the Dana Green 
Team, a dedicated group of REAL-

TORS®, marketing and operations 
professionals, and administrative 
support members in Lafayette, 
Calif. Green has been the top 
local REALTOR® for 10 straight 
years.

In 2019, the team exceeded its 
goals in business process refine-
ment and implementation. Pro-
cesses ranged from out-of-office 
to client relationship to data entry. 

“What I created was a business 
that brought specialists together–
doing what they do best—a team 
that’s comprised of experts in 
every step of the real estate pro-
cess,” says Green.

MICHELE HARRINGTON
First Team Real Estate
Harrington was recently promoted 
to chief operating officer of the 
Southern California firm.

“Cameron Merage, founder of 
First Team, has seen my hard 
work, perseverance through tough 
times and dedication to our in-
dustry, and named me to lead his 
company into the future,” says 
Harrington. “It is a great privi-
lege and accomplishment to take 
command of such an amazing  
organization.” 

Harrington is also an NAR federal 
political coordinator and a director 
for state and local REALTOR® as-
sociations. She recently authored 
her first book, “From Zero to Hero: 
Achieve Your Dreams Through the 
Power of Self-Discipline.”

ERIC GALLUS
Premiere Plus Realty Co.
Gallus is broker/owner and CEO 
of Premiere Plus Realty Co., one 
of the largest independent bro-
kerages in Southwest Florida 
with more than 1,400 agents 
and 300 referral agents.

Premiere Plus Realty recently 
opened two offices in a new 
county, which now has more than 
400 agents. Furthermore, the 
brokerage won three 2019 Best 
of Business Awards from Gulf-
shore Business Magazine, includ-
ing Best Residential Real Estate 
Agency, Best Family-Owned Busi-
ness and Best Small Company, 
in addition to receiving runner-up 
for Best Commercial Real Estate 
Agency. The company also re-
cently started a giving-back initia-
tive called PPR Cares.

“However,” Gallus says, “my 
greatest accomplishment has 
been working with my team to 
create a culture that values re-
lationships and has a servant-
leadership approach to working 
with agents.”

With 14 years of licensed real 
estate and broker experience, 
Gallus oversees all operations 
and future growth of the company 
while also being a lead broker. 
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BONNIE HICKS
RE/MAX MarketPlace
As a REALTOR® at RE/MAX Market-
Place in Trussville, Ala., Hicks strives 
to provide exceptional service to cli-
ents. After more than 30 years in 
real estate, she continues to be a 
top producer and win awards.

“When working for sellers, my 
goal is to sell their home for the 
highest price possible in the short-
est amount of time and the least 
amount of trouble to them,” says 
Hicks. “Once under contract, my 
assistant handles all the details to 
closing to make sure we have happy 
buyers and sellers at the closing 
table.” 

CRAIG HOGAN
Coldwell Banker Real Estate
Hogan, vice president of Luxury 
for Coldwell Banker, works closely 
with the network’s top-producing 
agents, who conducted approxi-

mately 30,500 transactions in-
volving homes priced at or above 
$1 million in 2018, more than any 
competitor. 

Hogan was named to Crain’s 
Chicago Business list of Notable 
LGBTQ Executives for his efforts 
to advance workplace equality and 
industry leadership.

“I’ve had a great run with a lot 
of wins and losses along the way,” 
says Hogan. “My time with Cold-
well Banker leading our luxury divi-
sion has been a highlight for sure.”

GLENN KELMAN
Redfin
As CEO, Kelman is optimistic about 
Redfin’s 2019 partnership with 
Opendoor, which he expects to al-
low the brokerage to reach more 
markets. Redfin currently offers 
iBuyer services with RedfinNow, 
but Kelman believes that working 
with Opendoor will help reach cus-
tomers in areas where RedfinNow 
is not available. The company 
plans to continue expanding its of-
ferings through RedfinNow.

Kelman believes that giving 
homeowners options is important. 
The new partnership has brought 
Redfin’s iBuyer services to sev-
eral markets in California, along 
with Denver, Dallas, Phoenix and 
Atlanta.

MARTY RODRIGUEZ
CENTURY 21 Marty Rodriguez
Rodriguez, broker associate/
owner of CENTURY 21 Marty 
Rodriguez, continues to lead her 
company toward success since 
first opening its doors in her 
hometown of Glendora, Calif., al-
most 25 years ago.

In 2019, CENTURY 21 Marty 
Rodriguez was honored as the 
No. 1 team in the world based on 
sales production for the fifth con-
secutive year and the top team in 
the U.S. for the 11th consecutive 
year for the entire Century 21 
system.  

Rodriguez has been selling 
residential real estate in South-
ern California as part of the Cen-
tury 21 network for more than 40 
years. She and her team have 
collectively sold over $4.4 billion 
in real estate.

“My mission is to bring happi-
ness to myself and to others by 
being the best example that I can 
be to inspire and change lives,” 
says Rodriguez. “I am a byprod-
uct of skill, hard work, persis-
tence, perseverance and a lot of 
satisfied customers.”
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KRIS KLAIR
EXIT Realty Consultants
Klair began his career in 2004 and 
bought into the EXIT Realty fran-
chise in 2006. Now, as broker/
owner of all EXIT Realty Consultants 
offices from Fresno to Tracy, Calif., 
he believes in a simple method of 
building leaders to lead and teach-
ing them everything he can. 

Klair and his team recently 
launched a new division, Success 
Property Management, servicing 
the Central Valley and surrounding 
areas.

“Our business is based upon re-
peat and referral business, as our 
organization has always been fo-
cused on impacting and improving 
the lives of others,” says Klair.

MICHAEL LANE
ShowingTime
Lane, president of ShowingTime, 
leads sales, marketing and busi-

ness development for the Chica-
go-based company. As a founding 
management team member, Lane 
has worked with many of the larg-
est MLSs and brokerages through-
out North America, helping Show-
ingTime become the technology 
provider for more than 950,000 
real estate professionals.

In the last year, Lane has over-
seen impressive growth for the 
company, including expansion 
into Canada, where more than 
50,000 additional agents across 
the country now use the com-
pany’s solutions. In July 2019, 
ShowingTime hit a new milestone: 
300 million showings managed.

TOM LAPERCH
Houlihan Lawrence
As director of the commercial 
division for Houlihan Lawrence 
in Rye Brook, N.Y., LaPerch man-
ages agents, cultivates business 
prospects and closes deals both 
locally and internationally.

In 2019, LaPerch closed his 
third international deal. Over the 
past three years, he’s worked to 
build a strong relationship with 
an international client, which con-
tinues to provide a solid stream 
of global opportunities.

“The synergy my team has 
been able to create between the 
Houlihan Lawrence residential and 

VANESSA BERGMARK
Red Oak Realty
Under the leadership of Owner 
and CEO Bergmark, the San 
Francisco Bay Area’s Red Oak 
Realty acquired fellow East Bay 
independent brokerage Marvin 
Gardens Real Estate in 2019. 

The deal added more than 
60 agents to Red Oak Realty’s 
100, making it the East Bay’s 
largest independent brokerage. 
Red Oak Realty also became 
the largest brokerage overall 
in Berkeley, Albany, El Cerrito, 
Richmond and Kensington, Ca-
lif. With six East Bay locations, 
the company expects to gener-
ate over $1.2 billion in annual 
sales volume and more than 
1,200 annual transactions.  

“If you focus on what you 
know best and you stay in the 
lane you are really committed 
to, and inspired by, you will 
thrive,” said Bergmark during 
RISMedia’s 2019 Power Broker 
Forum.

Bergmark fell in love with real 
estate when she bought her 
first home. She joined Red Oak 
Realty in 2007 and took over 
ownership of it three years later.
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commercial brokerages has been the 
launchpad to our group’s success,” 
he says. 

BRETT LYON
Lyon Stahl Investment Real Estate
Lyon is co-founder and broker/part-
ner of Lyon Stahl Investment Real 
Estate, an investment brokerage firm 
specializing in the sale and exchange 
of multifamily, redevelopment, resi-
dential and commercial real estate 
throughout Southern California. 

Last year, Lyon grew the broker-
age to more than 50 agents while 
maintaining the top marketshare 
in the South Bay and Beach cities 
based on sales volume, number of 
units sold and number of transac-
tion sides.

“I’m incredibly grateful to be in the 
position where I am able to recruit 
high-caliber agents and employees 
with my same passion for real es-
tate,” says Lyon.

CARLOS MATIAS
PropTech Solutions
Matias is founder and CEO of Prop-
Tech Solutions, the holding company 

of GryphTech and Phoenix Software. 
Matias focuses on building long-
term relationships and providing 
customers with the tools they need 
to grow and expand. Those compa-
nies together provide lead-to-close 
real estate technology to top firms 
in more than 60 countries.

Under Matias’ leadership, Phoe-
nix Software has increased its 
user base by more than 80 per-
cent in the past year.

“The real estate industry out-
side of North America has been 
like the Wild West, and we’ve 
successfully pioneered through 
that landscape for more than 20 
years,” says Matias.

TIM MILAM
Coldwell Banker Sea Coast 
Advantage
Milam is president and owner of 
Coldwell Banker Sea Coast Advan-
tage in North Carolina. The com-
pany’s motto is “Do Something 
Nice for Someone Every Week.” In 
fact, employees stepped in to help 
coworkers and other community 
members after their homes were 
damaged by a hurricane. Coldwell 
Banker Real Estate’s corporate 
office and several other Coldwell 
Banker companies joined the ef-
fort. The team has also built six 
Habitat for Humanity homes.

In 2019, the company was track-
ing toward nearly $2 billion in 
closed sales (at press time) and 
merged two Coldwell Banker com-
panies into the firm.  

VINI MOOLCHANDANI
Compass Real Estate 
“I am incredibly passionate about 
my work and the families I help,” 
says Moolchandani, a REALTOR® 
in Nashville, Tenn.

One of Moolchandani’s proud-
est moments of 2019 was seeing 
the happy faces of her clients af-
ter she sold their home that had 
been on the market with two other 
agents for more than 400 days. 
Moolchandani was able to sell the 
$900,000 property in just 21 days 
after she listed it.

Moolchandani has won the RCAR 
Platinum Award of the Year every 
year from 2014 to 2018 and the 
2017 Top Agent by Volume award. 

WARD MORRISON
Motto Mortgage
Morrison is president of Denver-
based Motto Franchising LLC, a na-
tional mortgage brokerage franchis-
ing company. In October 2019, the 
company celebrated its third anni-
versary and announced the sale of 
its 150th Motto Mortgage franchise 
since inception.
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Averaging 50 franchise sales a 
year, the brand currently has offices 
open in more than 30 states.

“One-hundred fifty franchises sold 
in only three years is an extraordi-
nary feat for a startup franchisor. 
This growth demonstrates the de-
mand and potential of our busi-
ness model,” said Morrison in a  
statement.

ANDREW NELSON
Willis Allen Real Estate
Nelson is president and owner of 

La Jolla, Calif.-based Willis Allen 
Real Estate, one of the largest in-
dependently operated real estate 
companies in Southern Califor-
nia. In his leadership role, Nelson 
oversees six strategically located 
offices and 200 agents. Over the 
past year, he says he’s been fortu-
nate to be a part of some record-
breaking sales in his community.

“After getting out of the Navy, 
I would have never guessed that 
I’d be selected partner and now 
owner of what is the best real es-
tate brokerage in the San Diego 
region,” says Nelson. 

LAUREN RAVITZ
Berkshire Hathaway HomeSer-
vices California Properties
Ravitz, a REALTOR® and luxury 
director in the Brentwood office 
of Berkshire Hathaway HomeSer-
vices California Properties, has 
been a top-producing agent since 
starting her real estate career 
at the organization in 2001. She 
ranks in the top five of all agents 
in the Brentwood office and the 
top 1 percent of agents nation-
wide in the Berkshire Hathaway 
HomeServices network.

In 2019, she proudly handled 
several off-market deals.

“It was extremely satisfying to 
close the deal with both sides 
feeling heard, valued and happy 
with the end result,” says Ravitz.

DOUG SEABOLT
Rocket Homes and  
ForSaleByOwner.com
As CEO of Rocket Homes and For-
SaleByOwner.com, Seabolt sets 
company strategies and guides 
growth. The goal is to create a plat-
form that allows a consumer to look 
for a house, obtain a mortgage and 
connect with an agent. 

“Organizations within the resi-
dential real estate space continue 
to work toward the goal of provid-
ing consumers with a better home-
buying and -selling experience, and 
as investment dollars continue to 
flow into the proptech space at un-
precedented rates, I believe that in 
the end, the consumer will be the 
ultimate beneficiary,” says Seabolt. 

CHRIS SMITH
Gardner Realtors®

Smith, who has worked with Gardner 
REALTORS® in New Orleans for more 
than 15 years, has consistently 

“As investment 
dollars continue 
to flow into the 
proptech space 
at unprecedented 
rates, I believe 
that in the end, 
the consumer will 
be the ultimate 
beneficiary.”

- DOUG SEABOLT
Rocket Homes and  

ForSaleByOwner.com
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been a multimillion-dollar top earner 
and has received several local and 
national real estate awards.

After earning his license in 2003, 
he began working full-time as a RE-
ALTOR® with Gardner.

Smith believes a home symbolizes 
a need in a person’s life that has to 
be addressed, and that the job of a 
REALTOR® is to guide clients through 
the often overwhelming home-buying 
or -selling process to effect positive 
changes in their lives.

CHRIS SUAREZ
Xperience Real Estate
Keller Williams Realty Intl.
Suarez, CEO of Xperience Real Es-
tate, has helped mega agent expan-
sion teams, including approximately 
175 members, five Keller Williams 
brokerages and KW Costa Rica, be-
come more profitable, scalable and 
sustainable. 

Suarez leads the Expansion 
Coaching program for Keller Williams 
Realty International and is a MAPS 
Coach who teaches real estate and 
mindset tactics around the world. 
He’s a former Keller Williams team 
leader and current operating partner 
of several KW Market Centers.

“We are building ‘xperiential’ lives 
through real estate for ourselves, 
our families and our communities 
across the globe,” he says.

LAURA WALKER
Walker Realty Group
Walker, broker/owner of Walker 
Realty Group, was recognized by 
Forbes Magazine as a 2019 Real 
Estate Market Leader in Delaware. 
Her clients and peers voted for 
her because of her outstanding 
customer service and client sat-
isfaction. Walker surpassed more 
than 3,000 licensed agents in Del-
aware to be chosen for the award.

Additionally, Walker volunteers 
at real estate seminars for a HUD-
approved State of Delaware coun-
seling agency for first-time home-
buyers, walking them through 
every step of the transaction and 
answering their questions to put 
them at ease. 

RANDY WALLER
W Real Estate
Waller, broker/owner of W Real 
Estate in Santa Rosa, Calif., has 

been the No. 1 REALTOR® in So-
noma, Napa and Marin Counties for 
the past three years by number of 
homes sold. Waller is ranked No. 1 
in California by number of transac-
tions. In the past two years, he has 
closed more than 200 transactions 
worth over $133 million.

After four years as a salesper-
son with RE/MAX, Waller obtained 
his broker license and founded 
W Real Estate. Since 2007, he’s 
grown the brokerage to seven loca-
tions with a strong reputation.

NEIL WALTER
ERA Brokers Consolidated
Walter is CEO of ERA Brokers Con-
solidated, a real estate brokerage 
with nine offices between Las Ve-
gas and Salt Lake City and more 
than 400 agents and staff. The 
firm uses a proprietary technology 
platform called ARTI to manage 
more than 1,600 property units 
for its clients. 

Walter also serves as CEO 
of NAI Excel, which focuses on 
commercial and investment real  
estate.

In 2019, Walter wrote a blog 
for RISMedia’s Housecall entitled 
“3 Ways to Help Investors Create 
Value Without Waiting on the Real 
Estate Market.” 

Sponsored by



     RISMedia’s REAL ESTATE  January 2020   109

2020 Newsmakers

DON WENNER
DLP Real Estate Capital
In 2019, Wenner, founder and CEO 
of DLP Real Estate Capital, led the 
firm to become the No. 5 fastest-
growing company among those that 
have made the Inc. 5000 list of 
Fastest-Growing Private Companies 
for seven consecutive years. In ad-
dition, DLP acquired Brite Homes, 
an Orlando-based home builder.

Wenner is a leader in single- and 
multi-family brokerage, investment 
management, asset management, 
property management, construction 
and private lending. He’s actively in-
volved in developing talent and forg-
ing partnerships.

Since DLP was founded in 2007, 
Wenner has closed 12,000-plus 
transactions worth over $1.6 billion.

STEPHANIE LAMARRE
Golden Gate Sotheby’s 
International Realty
Lamarre, a broker associate, was 
once again named among the top 
producers for Golden Gate Sotheby’s 
International Realty in 2019. She set 
records in two of California’s most 
desirable and high-value markets.

Lamarre and Mary Lou Castel-
lanos co-represented the buyers 
of a prestigious estate in Pacific 
Heights in San Francisco. The man-
sion, which was reminiscent of the 
Spanish-Italian Renaissance era, 
sold for a reported $27 million. 

Lamarre focuses on represent-
ing buyers and sellers of Marin 
luxury properties. She has con-
sistently ranked among the Top 3 
Marin agents at Golden Gate.

LINDSAY SMITH 
Title Alliance, Ltd.
Smith took on the role of chief 
strategy officer for Title Alliance, 
Ltd. in 2019. She focuses on 
growth, communication and strate-
gic development to strengthen the 
family of companies. Title Alliance 
is rapidly expanding and opening 
offices in new territories.

Smith has launched a series of 
company-wide events focused on 
goal-setting, personal growth and 
motivation. Her motto is that ev-
ery employee, partner and client 
should feel like a VIP.

“Surround yourself with people 
who reflect who you want to be 
and how you want to feel,” says 
Smith. “Energies are contagious.”

LARRY YOUNG
Berkshire Hathaway HomeServices 
California Properties’ Luxury 
Division
In 2019, Young was once again 
awarded the Chairman’s Circle 
Diamond Award because his 2018 
sales volume was among the top 
0.5 percent of almost 50,000 
Berkshire Hathaway HomeServices 
agents in the U.S. and abroad. For 
closed production within the net-
work, he ranked No. 42 nationally. 
Young ranked No. 10 in his region 
and No. 1 in the Beverly Hills office.

Young has been selling real es-
tate in Los Angeles for 31 years and 
is a director of Berkshire Hathaway 
HomeServices California Proper-
ties’ Luxury Division.

RISMedia’s 2020 Real Estate Newsmakers were chosen 
based on nominations received through an online nomi-
nation process on RISMedia.com, and by nominations 
from RISMedia’s in-house editorial team and other in-
dustry sources. Nominations for RISMedia’s Real Estate 
Newsmakers are collected on an ongoing basis through-
out the year. There is no fee to nominate a Newsmaker 
or be recognized/featured as a Newsmaker. 

Due to deadline and production criteria, Newsmak-
ers featured in the January 2020 issue of RISMedia’s 
Real Estate magazine may not represent the complete 
class of 2020 Newsmakers or the most up-to-date in-
formation. To see the complete class of 2020 News-
makers, please visit rismedia.com/2020-newsmakers. 
Check back for ongoing updates to this list.

All 2020 Real Estate Newsmakers will be invited to at-
tend RISMedia’s Real Estate Newsmakers Reception & 
Dinner at the National Press Club in Washington, D.C., on 
May 13, 2020, during which time RISMedia will induct its 
3rd Annual Real Estate Newsmakers Hall of Fame mem-
bers. Hall of Fame inductees may or may not be currently 
featured in the January 2020 issue of RISMedia’s Real 
Estate magazine or online at RISMedia.com. For informa-
tion on attending or sponsoring the event, please email 
Senior Director of Client Services and Events Deb Ryan at 
dryan@rismedia.com. 

For inquiries regarding nominating a future RISMedia 
Newsmaker, please email editorial@rismedia.com. Online 
nominations for the 2021 Real Estate Newsmakers will 
begin this spring. 

About RISMedia’s Real Estate Newsmakers



ZANE BURNETT
Willis Allen Real Estate 
Burnett recently joined Willis Allen 
Real Estate, a leading luxury real es-
tate brokerage in the San Diego area, 
as chief digital officer. He’ll drive digi-
tal growth and strategy, translating 
business needs into technical vision 
and solutions. 

Burnett previously served as vice 
president of Digital Innovation and 
Technology for Alain Pinel REAL-
TORS® and vice president of Market-
ing for Fillmore Real Estate.

“I have been fortunate enough to 
have been mentored by great lead-
ers and innovators of the tech space, 
which has allowed me to grow busi-
nesses exponentially,” says Burnett.

ROSS CLARK
The Clark Group, Berkshire  
Hathaway HomeServices  
California Properties
Clark, team leader of The Clark 
Group at Berkshire Hathaway Ho-
meServices California Properties, 

is very active on social media and 
considers it important to interact 
with clients and his following.

Clark recently secured a social 
media influencer for an open house 
and tour that ultimately led to the 
sale of a luxurious property in La 
Jolla, Calif. The influencer shared 
posts on Instagram to publicize 
the event with her followers and to 
gain attention for the listing, Clark 
and the brand. Coverage was also 
included in a newsletter distributed 
among Clark’s network.

KELLEY DUNN-FELIZ
Long & Foster Real Estate, Inc.
With a master’s degree in theater 
and speech, and a background in 
professional film and television, 
Dunn-Feliz has used her powerful 
marketing and presentation skills 
to become a successful REALTOR® 
and sell homes. She implements a 
“Coming Soon” strategy 21 days 
before the first open house, which 
includes a “sneak-peek breakfast” 
on the big day. Dunn-Feliz optimizes 
video, specific details of the home 
and community shots on all social 
media.

“More than 97 percent of today’s 
buyers start their search on the 
internet, so we give our clients’ 
homes an advantage with fantas-
tic photography and videography,” 
says Dunn-Feliz.

TRENDSETTERS | The creative thinkers
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JEFFREY GOODMAN
Halstead Manhattan, LLC
When he’s not helping clients 
buy or sell property, Goodman, 
a licensed agent and fourth-
generation New Yorker, uses 
his media background to show-
case the state he loves and to 
explore other topics that he’s 
passionate about, such as civil 
rights.

In 2019, Goodman built on 
the success of his award-win-
ning walking tour series, “Redis-
covering New York,” by launching 
a live radio show and podcast 
of the same name. Like his 
tour series, the show is mostly 
about New York and its amaz-
ing neighborhoods: their history, 
their vibe and what makes them 
special. The show has grown to 
almost 5,000 unique monthly 
listeners and thousands of 
downloads.

Before entering real estate in 
2007, Goodman spent decades 
working in the advertising and 
media industries, including the 
LGBT media market between 
1986 and 1995. Last year, he 
used his “Rediscovering New 
York” show to help commemo-
rate the 50th anniversary of the 
Stonewall Riots.



KIMBERLY HASTIE
Halstead Real Estate
Hastie, a salesperson at Halstead 
Real Estate, has successfully used 
videos featuring musical performanc-
es to sell homes. Halstead’s Concert 
Series videos are shot in collabora-
tion with the JHM Jams video chan-
nel and uploaded to Instagram and 
Facebook. 

Hastie’s assistant at Halstead, 
John Hong, a graduate of The Juil-
liard School in Manhattan, suggest-
ed using music in videos to attract 
potential homebuyers. In the videos, 
a performer, generally a current stu-
dent or recent graduate of Juilliard, 
performs in a client’s home. This 
format holds viewers’ attention 1.5 
times longer than standard promo-
tional videos. 

ABBY LEE
RE/MAX, LLC
As senior vice president of Market-
ing and Communications, Lee spear-

headed RE/MAX’s 2019  roll-out of 
a new tool for agents that creates 
customized video content in less 
than a minute. The video can then 
be immediately shared via email 
or uploaded to social media. Lee 
also tackled the enormous task 
of communicating the release of  
RE/MAX’s booj technology platform 
both internally and externally. 

“Constantly ideating and creat-
ing innovative tools to activate our 
vast network so that agents can fo-
cus on what they do best—helping 
homeowners and sellers achieve 
their dreams—is incredibly fulfill-
ing,” says Lee.

SHOVKAT “SHOKA” MAMEDOV
RE/MAX 100
In October 2019, Mamedov 
launched RE/MAX’s first Manhat-
tan office. RE/MAX 100, located at 
1412 Broadway in Times Square, 
brings RE/MAX’s global brand 
name to this competitive new mar-
ket. As broker/owner, Mamedov is 
building a rapidly growing team to 
serve the area.

“Our Manhattan office is in an 
ideal location to bring the RE/MAX 
brand to this thriving commercial 
and luxury residential market,” she 
says. “We have already received 
a tremendous response from bro-
kers, agents and clients, especially 
those looking to invest in Manhat-
tan’s active hospitality market.”

2020 Newsmakers

VICTORIA GILLESPIE
National Association of 
REALTORS® 

As chief marketing and commu-
nications officer, Gillespie leads 
the marketing, communications 
and events of the nation’s largest 
trade association. A cornerstone 
of her work was the creation and 
2019 launch of “That’s Who We 
R,” a national, multi-platform ad 
campaign that garnered more 
than 1.4 billion impressions in 
its first six months. 

Gillespie’s strategic leadership 
has helped drive brand aware-
ness to enhance NAR’s relation-
ship with consumers. She has 
developed multiple award-win-
ning campaigns, secured strate-
gic partnerships to generate rev-
enue growth and overseen large 
industry events.

“We have to lean forward and 
embrace change,” says Gillespie. 
“We must be able to clearly ar-
ticulate our value stream and 
demonstrate to consumers how 
we are different from technology 
disruptors. We must continue 
prioritizing education and profes-
sionalism in order to continue to 
differentiate ourselves. The more 
we help REALTORS® and brokers 
define their unique value propo-
sition, the stronger our industry 
will be.”
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SEAN MCPEAK &  
KATIE THURBER
McPeak Thurber Team at Halstead 
Real Estate
As co-founders of the McPeak 
Thurber Team at Halstead Real 
Estate in New York City, these 
partners implement unique social 
media strategies and brand col-
laborations to yield effective sales 
results.

Recent examples of this include 
enlisting the Instagram-famous 
Boston Terrier, RudeBoy, to star in 
their listing photos. The team also 
hosted a dinner with eight social 
media influencers at an $8 million 
townhouse listing on the Upper 
West Side, garnering almost 5 mil-
lion unique views.

“Innovative social marketing ini-
tiatives are only as good as the re-
sults they yield,” says McPeak.

SEVIN MURDOCK
Progressive Property Group LLC
A broker associate in Colorado 
Springs, Colo., Murdock has set 

a higher standard for the industry 
and community. At only 20 years 
old, she has completed more trans-
actions than many rookies twice 
her age. 

In just two years, Murdock creat-
ed a successful nationwide social 
media campaign. She was Miss 
Colorado Springs and ran for Miss 
Colorado while working full-time. 
She also sat on the committee 
for a local non-profit organization. 
With strong family ties to Colorado 
Springs, Murdock understands the 
region’s unique lifestyle. 

REY POST
Sotheby’s International Realty 
Santa Fe
In 2009, Post created the “All 
Things Real Estate” radio show, 
website and blog, simply as a 
unique marketing tool to further his 
personal real estate interests as 
an associate broker at the Santa 
Fe, N.M., office of Sotheby’s Inter-
national Realty. 

Fast-forward a decade later, and 
the venture has grown into a full-
fledged business, with the radio 
show serving as a destination for 
consumers to obtain current real 
estate, community and economic 
information. The program, which 
Post hosts with other profession-
als, officially marked its 10-year an-
niversary on June 2, 2019. 
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OLIVIA MERRILL
Team Denver Homes
Merrill, a media-savvy senior 
broker associate at Team Den-
ver Homes, has a track record 
of success and a flair for style. 
She joined the company at the 
end of 2017, reaching more 
than $8 million in sales within 
her first year. She was named 
the No. 1 Agent on Social Media 
in Denver in 2018 and received 
the Five-Star Agent Award in 
both 2018 and 2019. 

Over the past year, Merrill 
successfully launched a fash-
ion and lifestyle brand, The 
Denver Look, which enables 
her to service her clients with 
a broader reach. She has more 
than 20,000 followers across 
all social media channels and 
utilizes her following to promote 
her clients’ homes and her busi-
ness. Additionally, she partners 
with local businesses to create 
events highlighting the commu-
nity and real estate.

Merrill says, “I am responsible 
for setting an example for the ju-
nior associates by inspiring and 
motivating them to crush their 
goals, as I have mine!”

 



CHRISTINE RAE
CSP International
Considered a pioneer, Rae has in-
fluenced the staging and real es-
tate industries from the beginning 
of her career. She is the founder, 
president and CEO of CSP Interna-
tional, a provider of home staging 
training and certification.

In 2019, CSP International 
launched the upgraded CSP Elite 
program, which educates agents, 
measures their knowledge and of-
fers recognition they can use to pro-
mote their expertise in marketing. 

Rae is the author of “Home Stag-
ing for Dummies” and “SOLD,” as 
well as editor of Staging Standard 
Magazine. Her vision was instru-
mental to starting the Real Estate 
Staging Association.

VINCE ROCCO
Halstead Real Estate
Rocco, an associate broker at Hal-
stead Real Estate, hosts a weekly 
radio show and podcast called 

“Good Morning New York, Real 
Estate With Vince Rocco.” He in-
terviews guests that include sell-
ers, buyers, real estate agents 
(generally from other compa-
nies), attorneys, mortgage bro-
kers, stagers and designers. The 
participants delve into everything 
related to real estate to help lis-
teners see the big picture and to 
provide consumers with the infor-
mation they need to successfully 
buy or sell a house. Since the 
show is available online, people 
listen in from around the world.

DAVID SERLE
RE/MAX Services
Serle, broker/owner of RE/MAX 
Services in Boca Raton, Fla., 
started “Breakfast With the Bro-
ker” about two years ago. The 
Facebook Live show airs Tuesday 
mornings and is designed to bring 
together agents, brokers and af-
filiates to promote collaboration 
and professionalism. 

Serle interviews a wide range 
of top producers who want to 
give back, including Instagram in-
fluencers, individual agents and 
CEOs, to promote the idea that 
real estate professionals are 
stronger together. In 2019, Serle 
was proud to note an increase in 
positive industry feedback for the 
show. 

2020 Newsmakers

GIUSEPPE “JP” 
PICCININI
JP and Associates REALTORS® 
(JPAR)
Piccinini is the founder of JPAR 
and CEO of Vesuvius Holdings 
LLC, the parent company of JPAR, 
JPAR Franchising, LendGenie and 
other holdings.

In 2019, JPAR successfully ex-
panded into 10 new states and 
markets across the U.S., and it 
is now among the fastest-growing 
100-percent commission broker-
ages in the country. Founded in 
2011, the company has grown 
from three agents to a national 
real estate firm operating in 12 
states with more than 2,000 
agents who closed nearly $4 bil-
lion in sales in 2019.

Piccinini describes his role as 
that of “visionary, prophet and 
industry disruptor.” His goal is 
to operate in all 50 states by 
2023. “Paralysis by analysis 
is a real disease I hope I never 
catch,” says Piccinini. “Blood and 
guts as we charge across all 50 
states.” 

In addition to being a success-
ful agent, Piccinini is an entrepre-
neur, author and philanthropist.
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ERIC SWARTHOUT
Thoroughbred Title Services 
Swarthout has served as company 
president since 2014, and his pen-
chant for doing things differently has 
made Thoroughbred Title Services the 
largest title insurance agency in West-
chester, N.Y., for two years in a row. 

The company’s competitive busi-
ness model and commitment to 
clients have allowed it to grow mar-
ketshare and overall business. 
Swarthout is committed to innovation 
and developed a unique, full-service 
title agency offering discounted pre-
miums in New York State. Thorough-
bred Title Services has saved more 
than 13,000 homebuyers almost $6 
million in closing costs. 

KELLI COLLARD
Nu Vision Realty
Collard, managing associate broker 
of Michigan-based Nu Vision Realty, 
has worked in real estate for more 
than 20 years. For 10 years, she was 
a licensed real estate appraiser and 
also specialized in new-construction 
sales. Collard has worked to impact 
countless sellers with Nu Vision Re-
alty’s full-service real estate listing 
program. She says her role is to help 
sellers save money. 

Collard also provides one-of-a-kind 
marketing strategies to optimize the 
number of people who will see the 
seller’s home, getting the seller top 
dollar in a short amount of time.

DELROY GILL
LIV Sotheby’s International Realty
As a REALTOR®, Gill helps clients in 
the Denver area buy and sell homes 
in top neighborhoods. Born and raised 

TRENDSETTERS | The creative thinkers

JUDY WEBER  
& JAN COPELAND
Livy Brynn LLC
Twins Weber and Copeland, 
co-founders, are dedicated to 
helping women succeed in real 
estate. In 2019, they hosted 
the first annual “She’s UN-
STOPPABLE Live” conference 
for women to learn, grow, net-
work and have fun. 

They created LivyGirl.com, a 
real estate coaching and train-
ing company. They also run a 
Facebook group called “Girls’ 
Guide to OUTRAGEOUS Real 
Estate Success,” a free learn-
ing platform for women in the 
industry, and encourage women 
to empower each other using 
the hashtag #weARErealestate.

Weber and Copeland are col-
laborating on two books. One is 
called “Girls’ Guide to OUTRA-
GEOUS Real Estate Success: 
Running a Profitable, Fun Biz 
YOUR Way.” The other contains 
interviews with dozens of influ-
encers, agents and brokers dis-
cussing women’s perspectives 
on entrepreneurship.

“Jan and I have always had a 
heart for women, and our pas-
sion is to empower them and 
enable them to take their busi-
nesses and their lives as far as 
they want to go,” says Weber.

JOHN MAZUR
Homesnap
Mazur has decades of experience 
starting and scaling businesses 
within the technology space. As 
the former CEO of ReachLocal 
Europe, Mazur expanded the 
business from just one employee 
to more than 500, generating 
$100 million in revenue. Now the 
CEO of Homesnap, Mazur helps 
lead the public-facing brand of 
the Broker Public Portal. 

Homesnap operates a home 
search portal that provides real-
time data from multiple listing 
services (MLSs) to millions of 
consumers every month. The 
company works with over 200 
MLSs to provide Homesnap Pro, 
a mobile app that offers produc-
tivity tools, marketing services 
and client management prod-
ucts for agents and brokers.

In 2019, the Homesnap plat-
form became available to over 1 
million agents. 

“This incredible milestone 
is a testament to the success 
we’ve achieved in building prod-
ucts that agents and brokers 
need and use, and that MLSs 
are proud to provide,” says Ma-
zur.  “We’re excited to continue 
enhancing and improving Home-
snap in the coming years.”
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in London, Gill excels at handling com-
plex transactions and international 
relocations, and has a background in 
real estate marketing, lead genera-
tion tools and website sales.

At the 2019 Global Networking 
Event, Gill helped lead a session 
called “Social Media: Driving Leads, 
Driving Business” and discussed 
ways to use social media effectively 
and stay relevant. Gill is also the co-
founder of the grassroots collective 
Denver Gents, whose mission is to 
create an impact through fashion.

TRINETTE LINDSEY
Dreamspots Leasing-Sales 
Lindsey, a broker at Dreamspots Leas-
ing-Sales in Chicago, is using her love 
of music to connect with prospective 
clients. In 2019, she made a series 
of promotional videos, including a rap 
video in which she refers to herself 
as “your girl T-Lindsey” and shares 
important information about the pro-
cess of buying or selling a house. 

“I wanted to make it sound cool 
so people will listen, but still giv-
ing knowledge to potential clients,” 
Lindsey told Chicago Business. 

Lindsey is also founder and 
owner of Pandemic Realty LLC, 
which specializes in revitalizing 
disadvantaged and underserved 
neighborhoods.

PAUL TIPPETS
HomeGate Real Estate
Tippets, founder and CEO, has made 
technology and innovation central 
to his research and development in 
creating and building the company’s 
model. HomeGate Real Estate is 
a plug-and-play virtual cloud-based 
company, and Tippets provides bro-
kers with the opportunity to use its 
proprietary system to own and oper-
ate their own territory locations with-
out incurring any operating or over-
head expenses. His goal is to create 
a new trend in the industry.

Since launching in 2017, Home-
Gate has grown to seven locations in 
five states, and the firm continues to 
expand.

2020 Newsmakers
AYO HAYNES
Haynes Velasquez Team, 
Halstead Real Estate
Nicknamed “The Resourceful 
Broker,” Haynes uses her profes-
sional network to link clients to 
resources and contacts that help 
them achieve their real estate 
goals. She also relies on her MBA 
degree in marketing to come up 
with creative solutions.

An associate broker and lead 
agent of the Haynes Velasquez 
Team, Haynes partnered with a 
Steinway piano reseller to en-
hance a listing’s living room with 
a gorgeous on-loan piano. The 
team and reseller co-hosted a 
musical soiree, which effectively 
drove extra traffic to the apart-
ment and elevated the team’s 
brand. Haynes also got Juilliard-
trained musicians to provide a 
musical soundtrack for the prop-
erty video. 

“For me, the easiest way of 
coming up with innovative market-
ing ideas is to start from a place 
of wanting to help people; of 
wanting to share their talent, en-
ergy and gifts with others,” says 
Haynes.  “When you have a genu-
ine desire to connect people, the 
ideas flow and out-of-the-box mar-
keting solutions follow.”

RANDY RECTOR
HomeSmart Evergreen Realty
In 2019, Rector, CEO and owner 
of the HomeSmart Evergreen 
Realty franchise, partnered with 
Realty ONE Group to operate its 
seven Orange County and Inland 
Empire, Calif., offices. All the of-
fices will remain in the Realty 

ONE Group family, and Rector 
will continue to simultaneously 
operate his existing HomeSmart 
offices. 

Rector suggests his creative 
business choices are an exam-
ple of the type of entrepreneurial 
thinking today’s market requires. 
Although unorthodox in the fran-
chising business, he saw an op-
portunity to grow and provide 
more opportunities for agents 
and consumers.

“This was an exciting opportuni-
ty for me to invest in a brand that 
continually generates innovative 
ideas, systems and processes,” 
said Rector in a statement. “Our 
Realty ONE Group professionals 
can expect the same great ex-
perience from their offices, and 
more, as the company continues 
to push boundaries and create 
new opportunities for them to be 
successful in their business.”
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ALEX ALLISON
D. Alexander
Allison and Dustin Abney co-found-
ed D. Alexander, an “alternative-
stay” hospitality brand, to pro-
vide unforgettable experiences to 
guests and maximize returns for 
investors. In 2019, D. Alexander 
launched a new brand focused on 
short-term vacation rentals.

D. Alexander owns and manag-
es several single-family vacation 
homes that are operated like bou-
tique hotels to deliver consistent, 
tech-enabled experiences. Allison 
is also co-founder and managing 
partner of D. Alexander Capital, 
a single-family real estate invest-
ment fund. He previously co-found-
ed and helped grow Dotloop, which 
was acquired by Zillow Group in 
2015 for $120 million. 

ROB BARBER
ATTOM Data Solutions
Barber has been driving the future 

of real estate technology for more 
than 25 years. Most recently, Bar-
ber has been driving the growth of 
ATTOM Data Solutions, formerly 
known as RealtyTrac, as CEO, striv-
ing to complete several strategic 
initiatives to offer new data-deliv-
ery solutions and bring more com-
prehensive real estate data to the 
marketplace.

In 2019, Barber spearheaded 
the company’s acquisition by pri-
vate equity firm Lovell Minnick 
Partners, further strengthening 
ATTOM’s position as a premier 
one-stop shop for high-quality real 
estate data. 

AARON BATES
The Aaron Bates Real Estate Team,
CENTury 21 American Homes
In 2019, the Aaron Bates Real Es-
tate Team in Syosset, N.Y., received 
its first Centurion Team Award. 
However, Bates considers helping 
a pair of first-time buyers achieve 
the dream of homeownership as an 
even bigger accomplishment.

“The team had to get creative 
and fight for our clients even when 
they wanted to give up,” Bates ex-
plains. “It was seven months in the 
making, but they were able to buy 
their first home together. The best 
part is they walked into $100,000 
in equity from the start.”

GAYLN ZIEGLER
Keller Offers
As director of operations at 
Keller Offers, an iBuying service 
launched by Keller Williams in 
2019, Ziegler offers consumers 
an innovative iBuying experience 
by enabling them to work directly 
with a Keller Williams agent who 
serves as a fiduciary. 

Keller Offers entered a part-
nership with Offerpad, allowing 
it to scale to several Offerpad 
markets. The companies later 
announced an iBuying program 
for consumers in Birmingham, 
Ala., with the partnership pivot-
ing to support the mid-tier U.S. 
market in early 2020.

“We feel very passionately 
that the consumer needs an 
advocate in their corner with all 
the changes going on in the in-
dustry right now,” Ziegler says. 
“Currently, with many instant-of-
fers programs, consumers don’t 
have the assurance that some-
one is looking out for their best 
interests. With Keller Offers, we 
will offer the convenience and 
simplicity that’s inherent with in-
stant offers and a fiduciary with-
in the process—that’s a game 
changer.”
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KARRI CALLAHAN
RE/MAX Holdings Inc.
With a background in accounting 
and auditing, Callahan plays a criti-
cal role in strategic initiatives for 
RE/MAX Holdings and its affiliated 
companies as chief financial officer.

Dedicated to maintaining a com-
petitive edge, Callahan recently 
oversaw RE/MAX’s acquisition of 
web design and technology compa-
ny booj, which is now releasing prod-
ucts exclusive to RE/MAX agents. 

On the acquisition, Callahan says, 
“It’s an exciting time for RE/MAX as 
we are executing on multiple initia-
tives that will create competitive 
advantages for our network.”  

AJ CANARIA
Inside Real Estate
With professionalism and an artis-
tic eye for what makes the perfect 
picture, Canaria is the creative 
director and executive brand am-
bassador at Inside Real Estate. 

He formerly served as creative di-
rector for PlanOmatic, a national 
real estate photography and floor 
plans provider.

“I am one of real estate’s sto-
rytellers and connectors,” says 
Canaria. “One of my storytelling 
mediums is photography.”

Canaria is recognized for pho-
tographing a host of real estate 
events across the country with 
groups like Leading Real Estate 
Companies of the World®, RISMe-
dia, Tom Ferry, and brokerage and 
technology partners. 

ERIC CHESIN
Realogy 
A futurist by definition with a 
background in disruptive innova-
tion, Chesin, head of strategy, 
led the inception, design, devel-
opment and launch of Realogy’s 
revolutionary TurnKey program in 
collaboration with Amazon.

Launched in July 2019, TurnKey 
allows participating homebuyers 
to be rewarded with up to $5,000 
in Amazon products when they 
close on a home with select Re-
ology agents. Currently live in 15 
major U.S. cities (at press time), 
TurnKey is a singular example of 
Chesin’s forward-looking contribu-
tion to the industry. Chesin joined 
Realogy in 2017 and created the 
Strategy Office. 

ADAM CONTOS
RE/MAX Holdings, Inc.
With more than 15 years in real 
estate leadership, CEO Contos 
recently brought his company to 
a new level with the acquisition 
of web design and technology 
company booj.

One of the single largest in-
vestments RE/MAX has ever 
made, the acquisition positioned 
the company to remain in control 
of its technological future. Rath-
er than adapting one of booj’s 
existing systems for RE/MAX 
affiliates, Contos directed booj 
to build a RE/MAX solution from 
the ground up and incorporated 
feedback from thousands of fu-
ture RE/MAX users.

In August 2019, RE/MAX 
launched the highly antici-
pated booj platform. Designed 
to elevate the experiences of 
homebuyers and sellers, booj 
combines CRM, deal and lead 
management, websites, and 
more into a single solution.

“There’s a lot going on at  
RE/MAX; it’s an exciting time for 
the brand,” says Contos.

Contos came to RE/MAX in 
2003 and took on several exec-
utive roles before becoming CEO 
in 2018.
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JON COILE
HomeServices of America
Coile was recently appointed vice 
president of MLS and industry re-
lations for HomeServices of Amer-
ica, a role created to build relation-
ships between brokerages, MLSs 
and REALTOR® associations.

Coile is also the proud chairman 
of Bright MLS. Formed when nine 
REALTOR® association-owned MLS 
services merged in 2017, Bright 
MLS now represents 95,000 real 
estate professionals in the Mid-
Atlantic U.S. In 2019, Bright MLS 
integrated a social media market-
ing tool right into the listing add/
edit module and paved the way to 
launch a cutting-edge alternative 
front end.

TIM DAIN
MARIS
A creative executive who cut his 
leadership teeth in the U.S. Ma-
rine Corps, Dain oversees the 

booming St. Louis-based MARIS, 
a regional multiple listing service 
with 14 REALTOR® associations 
and 13,500 members.

With Dain as CEO and president, 
MARIS has successfully converted 
its culture, infrastructure, staff 
and products toward a service-
based organization.  

“I feel that MARIS has blazed a 
trail toward what an MLS should 
become,” says Dain, who has left 
his mark on industry initiatives 
with the Broker Public Portal, Ad-
vanced Multi-List Platform and 
MLSGrid.

JAY FARNER
Quicken Loans
Under CEO Farner’s leadership, 
Quicken Loans closed $40 billion 
in mortgages in the third quarter of 
2019—the highest quarterly vol-
ume in the company’s 34-year his-
tory. The company also achieved 
a record-high mortgage volume of 
$15 billion in September 2019. 

Before the end of 2019, Quicken 
Loans had already surpassed its to-
tal 2018 mortgage volume of $83 
billion and its highest-ever mort-
gage volume of $96 billion in 2016.

“The fact that we provide homebuy-
ers a simple, tech-driven mortgage 
experience that gives them trans-
parency into the mortgage process 
drives our success,” says Farner.

MARK BIRSCHBACH
National Association of 
REALTORS® (NAR)
Birschbach is the senior vice 
president of Strategic Business, 
Innovation & Technology. Prior 
to joining NAR, he excelled as a 
technology entrepreneur, serving 
as president and COO of two real 
estate tech startups, and as an 
investment banking executive 
at Citi. Over the past 20 years 
in real estate, Birschbach has 
continued to drive innovation. In 
2013, he joined Second Century 
Ventures, NAR’s strategic invest-
ment arm, as a founding member 
of the REACH accelerator team.  

In 2019, Birschbach and his 
team expanded the REACH tech-
nology accelerator program, add-
ing a new program in commercial 
real estate and its first accelera-
tor in an international market. He 
also helped launch a Strategy 
and Innovation Group, including 
its Emerging Technology busi-
ness, NAR’s Strategic Think Tank 
and the iOi Summit. 

“These new efforts have posi-
tioned NAR to take advantage of 
early-stage and global opportuni-
ties that will drive the real estate 
industry into the future,” says 
Birschbach.

FUTURISTS | The Forward Thinkers
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MIKE FELLER
ActivePipe
As chief revenue officer and a 
member of the senior leadership 
team with ActivePipe, Feller spear-
headed the Australia-based com-
pany’s entrance into the U.S. mar-
ket, forging U.S. partnerships and 
solidifying the position of the mar-
keting automation platform within 
the industry.

Prior to joining ActivePipe, Feller 
held executive roles at several 
startups in a variety of industries, 
including consumer products and 
technology.

In addition to the company’s 
U.S. market entrance, Feller is 
proud of the terrific core team he 
and ActivePipe have been able to 
assemble.

VENKATESH “VEN” GANAPATHY
MoveEasy
With a heightened focus on the 
customer experience, MoveEasy 
recently transitioned from a mov-
ing concierge platform to a turn-

key, full-service brokerage support 
system that is easy to customize 
and navigate and includes a live 
concierge team.

Ganapathy, co-founder and CEO, 
says his core focus with MoveEasy 
is innovation and strategic devel-
opment, and the company’s recent 
shift expertly incorporated both of 
these elements.

“With our shift, we became the 
infrastructure that brokerages 
could use to manage all their post-
transaction relationships, thus 
truly being able to help the home-
owner well after the transaction,” 
explains Ganapathy.

MIKE GOLDEN
@properties
Golden is co-founder and co-CEO 
of @properties, one of the larg-
est residential brokerage firms in 
Chicago. Golden and his business 
partner, Co-CEO Thad Wong, have 
built a company with more than 
2,700 licensed agents generating 
$10 billion in annual sales.

In 2019, the company formally 
launched pl@tform, a proprietary 
end-to-end brokerage technology 
solution that includes marketing, 
CRM and transaction-management 
tools. @properties also expand-
ed its reach beyond the Midwest 
through a new partnership with 
Ansley Atlanta Real Estate, one of 
the fastest-growing independent 
brokerage firms in the Atlanta met-
ro area.

RYAN SCHNEIDER
Realogy Holdings Corp.
Led by President and CEO Schnei-
der, Realogy recently launched a 
spate of new products and part-
nerships designed to help the 
company win more listings, drive 
agent productivity, and grow and 
retain its agent base.

In the third quarter of 2019, 
Realogy executed three product 
launches with RealSure, RealVi-
talize and Exclusive Look. Build-
ing on the July launch of TurnKey, 
Realogy’s collaboration with Ama-
zon, the company also expanded 
lead generation opportunities 
with the Realogy Military Re-
wards program and announced a 
partnership with AARP that’s set 
to launch in early 2020.

Reology’s other notable prod-
ucts and agreements of 2019 in-
cluded Listing Concierge, Social 
Ad Engine, AgentX, The Learning 
Platform, Desk and a partnership 
with AI-focused OJO Labs.

“We believe the things we’re 
doing on the product side and the 
technology side, combined with 
our strength as a company finan-
cially, will create a winning formu-
la as the industry goes through 
consolidation and growth,” says 
Schneider.
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RORY GOLOD
Compass
As regional president of Compass’ 
New York region, Golod oversees 
strategy and operations for more 
than 2,000 agents, 24 offices and 
200 employees. Golod has led the 
company’s expansion across the 
region, including into Westchester, 
which recorded about $288 mil-
lion in sales volume in the first six 
months of 2019. 

Regarding the company’s tech-
nological achievements, Golod told 
Westchester Magazine, “It’s not 
technology for the sake of technolo-
gy. We’ve built tools that help agents 
save time, grow their businesses 
and improve their quality of life.”

Golod previously served as chief 
of staff to Compass Founder and 
CEO Robert Reffkin.

RYAN GORMAN
NRT LLC
As president and CEO of NRT LLC, 

Gorman is responsible for the day-
to-day operations and sales of 
the company-owned brokerage op-
erations doing business under the 
Coldwell Banker brand.

Under Gorman, the company re-
cently experienced a full reinven-
tion in how it serves agents, alter-
ing its technology approach and 
introducing high-touch boutique 
marketing services and automat-
ed platforms with the goal to help 
agents become more nimble, com-
petitive and productive.

“The collaboration—from agents 
and our entire team—needed to 
make these products come to frui-
tion is inspiring,” says Gorman. 

HOWARD W. “HOBY” HANNA IV
Howard Hanna Real Estate 
Services
A third-generation member of the 
Hanna real estate family, Hanna is 
the company president and man-
ages the business and operational 
efforts in more than 300 offices 
across 10 states. 

With a focus on the future, Han-
na spearheads efforts to devise 
and implement programs consid-
ered crucial to the success of How-
ard Hanna’s agents, including the 
recent introduction of Find It First, 
a real estate search differentiator 
program. His leadership has also 
been instrumental in the firm’s 
recent expansion, including a part-

RIKKI ROGERS
Curbio
As vice president of marketing 
for the tech-enabled startup that 
renovates homes before they’re 
listed, Rogers helped Curbio 
triple the number of markets in 
which the company operates in 
less than nine months. With a 
compelling pitch by Rogers, Cur-
bio also won the grand prize in 
a battle against other startups at 
the 2019 National Association of 
REALTORS® (NAR) iOi Summit. 

“Curbio is changing the way 
REALTORS® approach selling 
homes,” said Rogers in a state-
ment. “Our platform accelerates 
renovation completion by more 
than 60 percent, increases net 
proceeds for sellers and gives 
real estate agents back their 
valuable time.”

Curbio’s “renovate now, pay at 
settlement” model allows sell-
ers to flip their own home and 
cash in on their investment. Rog-
ers made a strategic decision 
to exclusively market to agents 
and require sellers to have an 
agent in order to work with Cur-
bio, as the company aims to 
be a resource for agents, not a  
competitor.
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nership with the Allen Tate Compa-
ny, which added 40 offices across 
North and South Carolina.

CHRIS HARAN
Midwest Real Estate Data (MRED)
A Chicagoland-area MLS with more 
than 45,000 members, MRED re-
cently implemented the first two 
modules of Computer Vision in 
partnership with restb.AI under 
Chief Technology Officer Haran’s 
execution. This new innovation al-
lows MRED users to upload home 
photos that will be read by artificial 
intelligence (AI) to identify features, 
which will then be automatically 
added into listing input fields so 
agents no longer have to type fields 
manually.

Haran says, “AI will give us many 
different paths toward efficiency 
and accuracy, increasing the value 
of MLS data.”

ALISSA HARPER
Inside Real Estate
Harper has a track record of cre-

ating and scaling brokerage busi-
ness lines at companies like Real-
tyGenerator, Market Leader, Trulia 
and Zillow Group. She led sales 
and marketing at Buyside, driving 
triple-digit growth over two years 
before joining Inside Real Estate 
as senior vice president of strate-
gic growth in May 2019. 

In her new role, Harper leads 
strategic growth as Inside Real 
Estate doubles-down on providing 
extensive support to large broker-
ages and brands.

According to Harper, the com-
pany’s “powerful technology, ex-
ecutional expertise and resources 
to fuel ongoing success are un-
matched in this space.”

TY HILDEBRAND
Realty ONE Group Willamette 
Valley
Using his prior experience in on-
line sales and marketing, Principal 
Broker Hildebrand and Co-Owner 
Greg Eide quickly grew their flag-
ship office in Salem, Ore., into a 
second office in Newport, Ore., 
adding 25 real estate profession-
als in a short amount of time.

“The difference we offer at Re-
alty ONE Group is really something 
you have to see for yourself,” says 
Hildebrand. “We focus on creat-
ing a productive but fun office en-
vironment, collaboration among 
our family of agents, coaching and 
mentoring, and so much more.”

LARRY FLICK V
Berkshire Hathaway 
HomeServices Fox & Roach, 
REALTORS® 
With more than 25 years of expe-
rience, Flick has long been invest-
ing in the future of real estate. As 
CEO of Fox & Roach, he currently 
leads more than 5,100 sales 
associates and 800 employees 
across 65 sales offices in Penn-
sylvania, New Jersey, Delaware 
and Maryland. Flick also works 
to provide his team with the best 
technology resources available.

“Technology cannot replace 
the relationships our agents 
build with their clients, but it can 
help them foster stronger rela-
tionships and operate their busi-
ness more effectively,” he says.

Flick and his team recently 
rolled out the Agent Center for 
Excellence (ACE), a new state-of-
the-art technology platform that 
integrates several best-in-class 
marketing technologies into one 
flexible portal.

On his successful career, Flick 
points to a mix of hard work and 
luck, saying, “Luck occurs when 
preparation meets opportunity. I 
find the harder I work, the luckier 
I get.”
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KUBA JEWGIENIEW
Realty ONE Group
Jewgieniew, founder and CEO, says 
Realty ONE Group is one of the 
most disruptive franchisors in the 
industry with a business model 
meant to put the real estate profes-
sional first. 

Jewgieniew sets the company’s 
strategic direction and is involved 
in daily operations, including brand-
ing and marketing, office “coolture” 
and design, franchise sales, and re-
cruiting and retention.

“It’s an honor and a privilege to 
serve as a catalyst of change in the 
real estate industry,” he says.

In 2019, Realty ONE Group cel-
ebrated its 14th anniversary and 
opened its first international offices 
in Canada.

JOE LA ROSA
La Rosa Realty
In 2019, La Rosa, founder and CEO 
of Florida-based La Rosa Realty, en-
tered a partnership with Chuck Sco-

ble, president of California-based 
Better Homes Realty.

Although their firms were based 
in opposite corners of the U.S., 
the two leaders formed a unique 
alliance. Rather than merging, the 
companies joined forces to provide 
the tools, technology and training 
their agents need to thrive in the 
changing landscape. 

“Our goal is to become the 
brands of choice for agents and to 
be the leaders in the agent-centric, 
consumer-first era of real estate,” 
says La Rosa.

ANTHONY LAMACCHIA
Lamacchia Realty
As a broker/owner and CEO serv-
ing Massachusetts and New 
Hampshire, Lamacchia is focused 
on explosive growth and ready to 
take his training-focused, agent 
support-centric model beyond 
New England’s borders. His com-
pany started 2019 with five of-
fices and 180 agents and was 
on track to reach 300 agents by 
2020. 

Lamacchia Realty uses technol-
ogy, such as a custom-built CRM 
on the Salesforce platform, to 
make its agents’ job easier, and 
the firm’s REAL Training program 
has been a cornerstone of its suc-
cess. The firm also provides cash 
offers on sellers’ homes through 
its Offer Now Program.

MIKE MIEDLER
Century 21 Real Estate LLC
In January 2019, Miedler was 
promoted from chief growth offi-
cer to the company’s new presi-
dent and CEO. A 20-plus-year vet-
eran with the Century 21 brand, 
Miedler is charged with leading 
the brand and the organization’s 
approximately 10,000 indepen-
dently-owned and -operated of-
fices and more than 131,000 
independent sales professionals 
in 82 countries and territories 
worldwide. 

Miedler understands the im-
portant role the international 
markets play in expanding the 
brand and the system’s growth 
opportunities. He also recog-
nizes that buying and selling a 
house can be the most complex 
transaction a person ever makes, 
which is why he’s so passionate 
about helping Century 21’s sales 
professionals defy mediocrity ev-
ery day.

“Delivering an extraordinary ex-
perience is all about trying to set 
a positive tone and projecting the 
passion you have for the custom-
er’s ultimate success early in the 
relationship,” says Miedler. “Suc-
cess comes down to two factors: 
taking care of and valuing the 
customer.”
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MYRON LO
ReferralExchange
As chief strategy officer for one of 
the real estate industry’s leading 
referral networks, Lo is respon-
sible for business development, 
new products, new verticals and 
guidance of the company’s overall 
direction. 

Slowly changing the “this is how 
we’ve always done it” mentality, Lo 
is helping bring large, established 
organizations into the world of 
centrally managed agent referral 
networks.

In 2019, Lo’s greatest accom-
plishments included the launch 
and expansion of ReferralEx-
change’s mortgage and title ver-
ticals, as well as the successful 
expansion into the Canadian real 
estate market.

VY LUU
Real Estate Webmasters (REW)
Real estate has suffered from a 
lack of data standards. To com-
bat this, Luu, general manager at 

REW, is capitalizing on her expe-
rience in data-heavy industries to 
revolutionize real estate. 

Recently, Luu and her team 
made a multimillion-dollar invest-
ment in a new data solution with 
the potential to remodel the in-
dustry globally; over the past two 
years, the company has migrated 
its data infrastructure and part-
nered with international consulting 
firm Slalom to continue address-
ing data-related issues.

“We’re bringing an international, 
multilingual MLS system to the 
world based on RESO standards,” 
says Luu. 

KATHRYN REDICAN
Berkshire Hathaway HomeServices 
New England, New York & West-
chester Properties
As vice president of operations, 
Redican oversees key departments, 
drives business development and 
technology implementation, and of-
fers personal guidance to workers.

In 2019, Redican worked to im-
prove the company’s marketing auto-
mation and follow-up, building an ac-
tionable email for listings that links 
directly to multiple vendors, and hav-
ing mortgage reps follow up on open 
house attendees in real-time.

“The seamless sharing of infor-
mation across our vendors and plat-
forms to convert prospects into buy-
ers is a place where we made huge 
strides—an initiative that I take pride 
in spearheading,” she says.

SCOTT DURKIN
Douglas Elliman Real Estate
As president and chief operating 
officer, Durkin is a driving force 
behind the brokerage’s rank-
ing as one of the largest inde-
pendent residential real estate 
firms in the U.S. He oversees the 
company’s national expansion ef-
forts, marketing, recruitment and 
technology ventures.

In 2019, Durkin played an 
instrumental role in the bro-
kerage’s expansion into Texas 
and Florida’s West Coast. The 
company also launched Elliman 
Studio, a customer relationship 
management tool and marketing 
platform. The brokerage, which 
has an alliance with London-
based Knight Frank Residential, 
also hosted several events to 
bring together agents and learn 
about global markets.

Although technology is impor-
tant, Durkin notes, “You cannot 
do real estate without a solid 
network of people who know you 
and trust you—that is the base-
line of our business. Ultimately, 
you need both the strong hu-
man touch and advanced tech-
nology to be successful in the 
21st-century real estate arena.”
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KACIE RICKER
The Product Studio
As national vice president of The 
Product Studio for Realogy’s com-
pany-owned Coldwell Banker NRT of-
fices, Ricker oversees the develop-
ment of new applications to support 
affiliated sales associates.

In 2019, Ricker’s team launched 
Listing Concierge, a marketing pro-
gram that offers leading-edge tech-
nology and personalized service to 
provide customized and automated 
property listing marketing.

“Just as the business needs of 
agents vary greatly, so, too, do their 
needs for technology services and 
solutions,” says Ricker. “Our strat-
egy allows agents to work the way 
they want to work.”

Ricker has 20-plus years of market-
ing and communications experience.

DAVID ACOSTA & SARA 
RODRIGUEZ
NAHREP
The National Association of Hispanic 
Real Estate Professionals (NAHREP) 

elected Acosta as 2019 national 
president and Rodriguez as 2019 
national president-elect. 

Acosta, a broker associate who 
leads Keller Williams Realty, David 
Acosta Real Estate Group in Los An-
geles, has repeatedly been named 
one of NAHREP’s Top 250 Latino 
Agents. He also served on NAHREP’s 
board of directors and as founding 
president of the El Paso, Texas, 
chapter.

Rodriguez, CEO/owner of Titan 
Title, LLC, and partner at Mendez 
Rodriguez, PLC, previously served on 
NAHREP’s corporate board of gover-
nors and as president of its Metro 
D.C. chapter.

SCOTT SMITH
Constellation Real Estate Group
Smith is a bit of an acquisition 
addict, having recently helped his 
team acquire more than a dozen 
real estate software brands and 
expanding Constellation Real Es-
tate Group’s portfolio to include 
15 leading real estate technology 
brands in the past year alone.

As president and general manag-
er, Smith also focuses on investing 
in and building a high-performing 
team across all business units.

On accessibility, Smith says, 
“The value of technology is infinite; 
the importance of making it acces-
sible to the real estate industry in 
a way that allows users to grow 
their businesses is immensely  
rewarding.”

JIM SPEER
OneKey
Speer was instrumental in forming 
OneKey, the New York Metro area’s 
first regional MLS, and serves as 
CEO. The Hudson Gateway Associa-
tion of REALTORS® (HGAR) and Long 
Island Board of REALTORS® (LIBOR) 
collaborated to create the MLS and 
announced the OneKey brand in Oc-
tober 2019. 

“The new name is the product of 
the tremendous effort and collabo-
ration that has been fostered be-
tween our REALTOR® leadership and 
the staff of HGAR and LIBOR,” says 
Speer. “We are the one regional MLS 
that covers more territory with more 
listings, providing subscribers more 
ways to achieve success.” 

JOE STACY
Berkshire Hathaway  
HomeServices Chicago
With more than 30 years of ex-
pertise in residential real estate 
sales and management, Stacy 
is hyper-focused on building his 
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firm’s robust training and coaching 
platforms in order to help agents 
expand their personal book of 
business.  

“We excel at allowing agents to 
focus on what they do best: work 
with their clients to achieve their 
real estate goals,” says Stacy, the 
company’s senior vice president 
and general sales manager. “Busi-
ness planning and coaching pro-
grams provide a proven framework 
of accountability, tracking and 
measuring that leads to long-term 
success.”

KASEY STEWART
National Association of  
REALTORS® (NAR)
After holding several leadership 
positions at NAR over the past 
decade, Stewart, the current di-
rector of member development, is 
responsible for growing the asso-
ciation’s education programs, in-
cluding Commitment to Excellence 
(C2EX).

Under Stewart’s leadership, 
C2EX exceeded all participation 
goals in 2019 to quickly become 
one of NAR’s fastest-growing pro-
grams, with more than 27,000 
REALTORS® actively participating. 
The tool allows REALTORS® to as-
sess their expertise so they can 
demonstrate their professionalism 
and commitment to adhering to 

the highest business standards.
“It truly takes a village to launch 

and grow a program of this magni-
tude,” says Stewart.

HOWARD TAGER
Ylopo
As CEO, Tager leverages the latest 
technologies with his “next gen-
eration” performance marketing 
and technology firm Ylopo, whose 
name alone (the last five letters of 
Monopoly spelled backwards) sym-
bolizes its leaders’ goal to turn the 
game of real estate on its head. 

“Our core mission at Ylopo is 
to empower real estate agents to 
win and win big with the most ad-
vanced digital marketing technolo-
gies,” Tager says. 

In less than a year, Tager helped 
more than double the size of Ylo-
po, increasing the team to over 
100 people worldwide. 

ALLEN ALISHAHI
ShelterZoom Corp.
After 30 years in sales and lend-
ing, Alishahi became the co-found-
er and president of ShelterZoom 
Corp. Since its founding in 2017, 
the company has established a 
market-leading position in block-
chain technology and received 
multiple global awards. 

In 2019, ShelterZoom launched 
a fully digital, tokenized smart 

contract platform called Mithra 
Contract to revolutionize the way 
people buy, sell or rent property.

“In a certain way, I consider my-
self a late bloomer,” says Alishahi. 
“It’s an extraordinary experience 
to launch a tech startup after 30 
years of being a dealmaker.”

CHRIS FEIL
The Feil Group
Formed by Feil, a top REALTOR®, 
The Feil Group takes an innovative 
approach to marketing, strategic 
pricing and networking that has 
helped the team achieve numer-
ous record-breaking sales. 

The group has been the No. 1 
producing team in Berkshire Ha-
thaway HomeServices California 
Properties’ Pacific Palisades of-
fice for the past two years. It also 
ranks among the top 10 Berkshire 
Hathaway HomeServices Califor-
nia Properties agent teams in Los 
Angeles and among the top 1 per-
cent of Berkshire Hathaway pro-
ducers nationwide.

The Feil Group has built a repu-
tation for its members’ relentless 
work ethic and dedication.

TIM FESSENDEN
Propertybase
According to Fessenden, presi-
dent of Propertybase, the secret 
to thriving in today’s competitive 
real estate arena is a heightened 
focus on data and analytics.

In 2019, Fessenden and his 
team launched a new real es-
tate platform with native tools for 
buyer and seller lead generation, 
award-winning IDX websites, list-
ing management, CRM, digital and 
print marketing, intranet, and com-
pliance-driven transaction man-
agement features. The goal? To 
eliminate silos between CRM and 
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transaction management and to 
provide automation and visibility 
that can make it easier for brokers 
to close deals.

GREG MACRES
NRT LLC (Coldwell Banker) 
As regional executive vice presi-
dent of Coldwell Banker/NRT’s 
Western region, Macres oversees 
the sales operations in nearly 200 
Coldwell Banker offi ces in Califor-
nia, Arizona, Colorado, Utah and 
Hawaii. 

In 2019, Macres and his team 
were focused on streamlining and 
launching products and tools to 
help agents instrumentally grow 
their business. For example, they 
rolled out Listing Concierge, a full-
service suite of tools for listing 
marketing, and a Wealth Builder 
series, which helps agents grow 
their personal wealth. Many of 
these core products were concep-
tualized in the Western region and 
rolled out nationally.

STEVE UPSHAW
Cinch Home Services
As CEO, Upshaw oversaw the 2019 
company-wide rebrand of Cross 
Country Home Services and HMS 
Home Warranty to Cinch Home 
Services. Cinch provides its part-
ners with online tools, marketing 
and sales support, 24/7 customer 
support and affordable coverage 
that make it easy to add a war-
ranty to a home sale. 

Upshaw notes, “Recent years 
have seen major changes in our 
space, with ease-of-use, full vis-
ibility and control becoming even 
more important to our nearly 1 
million customers and the national 
partners who depend on us.”

 TEAM
ULTIMATE  
   Real Estate

Guide

A real estate team  
can be a lucrative venture…
 
But creating or expanding a team involves many challenges  
that must be tackled head-on in order to reap the rewards.

In RISMedia’s Ultimate Real Estate Team Guide, dozens of leading 
teams from across the country discuss strategies for building and 
running a winning team, sharing best practices on:

•  Navigating the legalities of forming 
a business entity

• Tackling financial challenges

• Hiring, motivating and delegating

• Creating work-life balance

• Determining marketing ROI

• Choosing the right technology

• Creating a profitable social media plan

•  Successfully generating and  
converting leads

…and much, much more!
Visit rismedia.com/shop  
and order your copy at a  

special reduced rate today!
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In celebration of RISMedia’s 
2020 Real Estate 
Newsmakers, more than 

300 are expected to convene 
at RISMedia’s Newsmakers 
Reception & Dinner, to be held 
Wed., May 13, 2020, during 
the REALTORS® Legislative 
Meetings & Trade Expo in 
Washington, D.C.

Within the halls of the historic 
National Press Club—“The Place 
Where News Happens”—RISMe-
dia will honor this year’s more than 

300 Real Estate Newsmakers. 
The Newsmakers are comprised 
of Achievers, Crusaders, Futurists, 
Influencers, Inspirations, Luminar-
ies, Trailblazers and Trendsetters, 
each of which will be spotlighted 
on stage.

During the event, RISMedia will 
also induct the 13 new members 
of the 2020 Newsmakers Hall of 
Fame. 

“Newsmakers is now a vibrant, 
celebrated distinction, proudly 
shared by more than 500 industry 
leaders over the past three years, 
now including 30 members of the 

RISMedia Newsmakers Hall of 
Fame, which celebrates individu-
als whose career achievements 
deserve special recognition,” 
says John Featherston, president 
and CEO of RISMedia.

During RISMedia’s 2019 News-
makers Reception & Dinner, held 
last May at the National Press 
Club, more than 230 Newsmak-
ers were recognized, as well as 
10 Hall of Fame inductees. 

As each member of the 2019 
Hall of Fame was inducted during 
the event, he or she shared the 
following thoughts:

2020 Newsmakers Honored,  
Hall of Fame Inducted This May  

at the National Press Club

More Than 300 
Expected at  
RISMedia’s 

Newsmakers  
Reception & Dinner  

Photos by AJ Canaria/PlanOmatic
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Gino Blefari, CEO, HomeServices of 
America

“This award here really could be ‘the 
shoulders of giants.’ On behalf of all 
those giants and RISMedia, thank 
you very much.”

William E. Brown, Founder, 
Investment Properties; Co-
Founder, Springhill Real Estate 
Partners; Past President, National 
Association of REALTORS® (NAR)

“NAR is there to help our members 
make money in terms of controlling 
their finances as it relates to their in-
vestments, and fighting for our mem-
bers on the Hill. Thank you all for this 
evening.”

Carl Carter, Jr., REALTOR®,  RE/MAX 
Elite; Founder/Executive Director, 
Beverly Carter Foundation

“This is the highest honor of my life. 
This isn’t about me; this is an ac-
knowledgement from an industry 
powerhouse, and the news source 
that we trust, that safety is a real 
concern and a conversation worth 
having, and that people that have 
been victimized like my precious 
mom didn’t die in vain.”

David Charron, President, MRIS 
Investors, Inc.

“As leaders, I believe that we have a 
collective responsibility to shepherd 
those that are inexperienced but 
have the right attitude, the smarts 
and the will. I hope we pay it forward 
in that way today, tomorrow, and in 
the years to come.”

Todd Hetherington, CEO, CENTURY 
21 New Millennium

“Normally Mary Lynn hates to get in 
front of the podium, and because of 
that, in the last 20 years, I’ve been 
the one that’s been getting the li-
on’s share of the limelight. I’m very 
pleased tonight that my business 
partner is the one that’s getting the 
limelight. Thank you.”
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Rei Mesa, President/CEO,  
Berkshire Hathaway HomeServices 
Florida Realty

“I am honored and humbled by 
this recognition. I am a very, very 
grateful individual that I get to do 
this, and get to do what I love with 
people I love to do it with.”

Mike Ryan, Senior Advisor,  
RE/MAX, LLC

“Newsmakers this year, and future 
Newsmakers, I hope we have some 
open-mindedness about what’s hap-
pening today and cut through the 
noise. The best headlines are ahead 
for us today.”

Michael Saunders, Founder/CEO, 
Michael Saunders & Company

“Forty-three years ago, I never be-
lieved that my journey would lead me 
to this stage and in front of you. I am 
proud, I am humbled, and I am very, 
very thankful.”

Diane M. Ramirez, Chairman/CEO, Halstead

“To be among the people who are being acknowledged at all levels is truly 
an honor. This has been a great journey that I hope to continue doing for 
many, many years into the future.”
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Mary Lynn Stone, President,  
CENTURY 21 New Millennium

“Growing and building a company 
that gives opportunities to people 
and individuals to build careers 
where they are able to help fami-
lies find a home that they could 
live and love each other in is a 
very, very honorable and rewarding  
profession.”

The 2019 Newsmakers Recep-
tion & Dinner was presented by 
Master Sponsors American Home 
Shield, HSA Home Warranty, Real 
Estate Webmasters and Realty 
ONE Group; Host Sponsors Better 
Homes and Gardens Real Estate, 
HMS Home Warranty, PlanOmatic, 
Quicken Loans, Realtors Property 
Resource®, Sherri Johnson Coach-
ing & Consulting and Updater; and 
Event Sponsors Adwerx, DocuSign, 
Local Logic, Pillar To Post Home In-
spectors and RE/MAX LLC.

For information on attending or sponsoring  
RISMedia’s 2020 Newsmakers Reception &  
Dinner, please contact Deb Ryan,  
dryan@rismedia.com.

RISMedia’s 2018 inaugural Newsmakers Hall of Fame: Top (L to R): John Featherston, President and CEO, RISMedia; 
Ron Peltier, Executive Chairman, HomeServices of America; Elizabeth Mendenhall, 2018 President, NAR, CEO, RE/MAX 
Boone Realty; Joseph Rand, Chief Creative Officer, Better Homes and Gardens Real Estate Rand Realty; Bob Goldberg, 
CEO, NAR; Darryl MacPherson, EVP, RISMedia; Bottom (L to R): Helen Hanna Casey, CEO, Howard Hanna Real Estate 
Services; Matt Widdows, CEO/Founder, HomeSmart International; Teresa Palacios Smith, VP of Diversity & Inclusion, 
HSF Affiliates (Credit: PlanOmatic)

Standing with Darryl MacPherson, EVP of RISMedia, far left, and John Featherston, President and CEO of RISMedia, 
far right, is RISMedia’s 2019 Newsmakers Hall of Fame Class, from L-R, first row: Gino Blefari, CEO of HomeServices 
of America; Mary Lynn Stone, president and co-owner of NM Management, Inc., CENTURY 21 New Millennium; Carl 
Carter, Jr., REALTOR® with RE/MAX Elite, and founder of the Beverly Carter Foundation; David Charron, president of 
MRIS Investors, Inc. From L-R, middle row: William E. Brown, founder of Investment Properties and past president of 
the National Association of REALTORS®; Rei Mesa, president and CEO of Berkshire Hathaway HomeServices Florida 
Realty. From L-R, third row: Michael Saunders, founder and CEO of Michael Saunders & Company; Todd Hetherington, 
CEO and co-owner of NM Management, Inc., CENTURY 21 New Millennium; Mike Ryan, senior advisor to RE/MAX LLC, 
executive officers and the board of directors; Diane M. Ramirez, chairman and CEO of Halstead Real Estate. (Credit: AJ 
Canaria of PlanOmatic)



Celebrating 40 Years  
RISMedia’s John Featherston Reflects

by Suzanne De Vita

Editor’s Note: In 2020, RISMedia is 
commemorating our 40th year, and 

celebrating our incredible milestone 
with photos, stories and more, in  

Real Estate magazine and on  
RISMedia.com. We extend our grati-

tude to our partners for their steadfast 
support, and to you, our readers, for 
allowing us to continue delivering on 

our mission. As our Executive Vice 
President Darryl MacPherson (DMAC)

often says…“Onward!”
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Scenes from my desk during 
the company’s early days.

Me, hard at work during the formative years.
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In commemoration of RISMedia’s 
40th year, our founder, John Feath-
erston, gave us a glimpse into the 
beginnings of the business, what’s 
changed over the years, and what 
he’s learned.

Why don’t we begin where it start-
ed…how did you get involved in 
real estate, and how did you launch 
the National Relocation & Real 
Estate magazine (today, known as 
RISMedia’s Real Estate magazine)?
JOHN FEATHERSTON: My first man-
agerial position was as a district 
supervisor for PHH Home Equity 
handling the company’s real estate 
activities in Southern California, Ari-
zona, Nevada and Hawaii. The com-
pany was growing rapidly, and we 
were in need of a more robust net-
work of real estate brokerage com-
panies and appraisers to handle the 
needs of our clients.

In those formative years, I saw 
the value of identifying and connect-
ing real estate professionals, main-
ly brokerage owners of multi-office 
firms. At the time, there weren’t 
many. Then there was the growing 

desire to connect these firms with 
third-party sources of new busi-
ness. In this case, it started with 
corporate relocation and refer-
rals; however, I believed the value 
would be much greater connecting 
local and regional real estate lead-
ers with both third-party sources of 
new business and other real estate  
professionals.

At first, a directory was the “con-
nector”—then, in 1982 - 1983, we 
started with a limited magazine sec-
tion of our annual directory, which 
ultimately evolved into our maga-
zine in 1985.

What were your biggest challenges 
early on?
JF: The idea of starting a business in 
1980, when mortgage interest rates 
were 18.5 percent and the prime in-
terest rate was 15.5 percent…who 
in their right mind would have said, 
“Gee, I think now is a great time to 
start a business whose very exis-
tence would be predicated on sell-
ing and closing more homes!”

In the early days, we were con-
stantly challenged with questions 
from prospective clients like, “Who 
are you?” and “I have never heard of 
a business like yours—why should 
I spend any money with you?” We 
were young and new, and had no 
history to point them towards. We 
also lived in a different world. In the 
early 1980s, there were no comput-
ers, no cellphones, no email, no in-
ternet—you had relationships and 
personal testimonials, and those 
things either opened doors for you 
to present your ideas and plans, or, 
they didn’t!

We spent thousands of hours 
writing letters on typewriters, mak-
ing phone calls and sending out 
bulk mailings, all to build our name 
and open doors to decision-makers 
for opportunities to tell our story.

DMAC and I sharing a laugh on stage at our 24th 
annual Power Broker event, November 2019.

Throwing it back to 1999!

Photo by AJ Canaria of PlanOmatic
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Of course, we also had the same 
challenges every startup had: lack 
of money and skillsets. No one was 
more determined than we were to 
succeed. I couldn’t wait for success 
to reach us—so, I went ahead with-
out it!

What are key moments in  
RISMedia’s story?
JF: Pivotal moments in our history 
include:

•  Launching our first printed direc-
tory in 1981

•  Launching our freestanding mag-
azine and having our first trade 
booth at the National Associa-
tion of REALTORS® convention in 
1985—a tradition that today es-
tablishes us as the longest con-
tinuous service exhibitor at the 
convention

•  Establishing our own meetings/
events in 1987

•  Hiring DMAC away from an exist-
ing client in 1992

•  Establishing our own internet ser-
vice company in 1994, which we 
later sold 

•  Hiring a new breed of highly 
skilled and dedicated profes-
sionals starting in 2000, who’ve 
been the blueprint going forward, 
pushing us to improve our culture 
and our team (Beth, Christy, Ma-
ria, Kara, Kelli, “Big D” Dwyer...)

•  Formally changing the name of 
our magazine to “RISMedia’s 
Real Estate” from “National Re-
location & Real Estate” in 2005

Who were your mentors over the 
years?
JF: We’ve been fortunate to have 
had many mentors over the years. 
From 1980 to the early 1990s, their 

advice focused on structure, finance 
and general business. From the 
mid-’90s to today, there has been 
a constant flow of younger advi-
sors more in-tune with change and 
technology, which have become the 
driving forces of our business as 
far as positioning our content and  
influence.

My first mentors, however—and 
the most important—were my mom 
and dad. They always believed in 
what I initially outlined to them in 
the summer of 1980, and encour-
aged me to follow my dream. My dad 
was a successful and brilliant busi-
nessman, but, more importantly, an 
honest person and terrific father. 
Mom was equally brilliant—she was 
named the “Small Business Person 
of the Year,” 10 years after my dad 
passed away, by the Norwalk Cham-
ber of Commerce in recognition for 
her many travel books sold through-
out the world.

Of non-family mentors…the list 
is long! Dick Schlott, an iconic real 
estate broker, is a mentor I’ve had 
for more than 35 years. In the early 
days, I frequently visited SCORE, 
the Service Corps of Retired Execu-

tives, and sought advice from many 
retired leaders. These were my ini-
tial mentors, and without them, this 
company would not have survived.

A lot’s come and gone in the indus-
try since 1980, especially consider-
ing the evolution of technology. How 
did the company pivot?
JF: After surviving the early years, 
we realized we needed to quickly 
jump on the “new technology” band-
wagon and produce all of our maga-
zine pages in-house, rather than em-
ploying typesetters, which had been 
around since 1439 when Gutenberg 
invented the printing press. We had 
to migrate to using a new-fangled 
machine named after a fruit—an 
Apple—to stay alive and compete. 
We were among the first to realize 
that to succeed and survive, we had 
to learn how to use desktop publish-
ing systems. The Macintosh 1984, 
128 RAM, was the technology that 

Holding down the fort at our trade show booth, a 
tradition that began in 1985 - making us the longest 
continuous service exhibitor at the National Association 
of REALTORS® convention.
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propelled us forward!
Since then, technology and its 

adoption at RISMedia has never 
stopped, and drives the backbone 
of our business every day.

What about the “hard times”? How 
did the company navigate those?
JF: During the Savings and Loan 
Crisis in the late 1980s and early 
1990s, a third of our revenue sourc-
es went out of business in one year. 
That gave us a precursor to what 
would happen twice more in the 
years to come: the internet bubble 
of the late 1990s and the Great 
Recession and housing collapse 
of 2006 - 2010. That taught us to 
be nimble, agile, and to never, ever 
put all our hopes and dreams in 
one basket. Standing together as a 
team during the darkest days of the 
recession, we had countless discus-
sions with industry leaders and bro-
kerage owners, sharing with them 
confidence and hope that the hous-
ing market will rebound and, togeth-

er, we will find a path 
back to success. That’ll 
always rank among the 
most challenging of 
times, and will also be 
known in our history as 
the catalyst for changes 
in how we operated.

As an advocate for the 
industry, what are you 
most proud of?
JF: You have to believe 
in what you do, or you will ultimately 
fail. We believe homeownership is 
part of the American Dream, and 
helps ordinary people become bet-
ter citizens in many ways—not the 
least of which is allowing them to 
build wealth, while having the pride 
of owning the very home they live 
in. That is core to what RISMedia 
stands for: opportunity. We’re proud 
of our position. We need to continue 
to protect homeownership, because 
it helps ensure and protect all of our 
freedoms.

As you reflect on 40 years, what are 
your parting thoughts?
JF: Real estate has given me a 
second home and purpose, and al-
lowed an average but driven person 
like me to have a meaningful career, 
surrounded by a great partner and 
so many wonderful friends to work 
with, both within the company and 
around the nation. It was Mark 
Twain who said, “Find a job you en-
joy doing and you will never have 
to work a day in your life.” Well, Mr. 
Twain was right! RE

All smiles as we hit the links while 
attending one of RISMedia’s early 
events.

An early rendition of the magazine 
from the spring of 1986.
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{Strategies}

Increase Business and Stay 
Ahead of the Competition 
With a Personalized 
Communication Strategy     
EMAIL MARKETING SOLUTION ACTIVEPIPE 
CONTINUES TO RAISE THE BAR  

by Keith Loria

Wish Properties Inc., a local Sherman Oaks, Calif.-

based real estate offi ce with global connections, 

fi rst opened for business in 2012 as Wish Sotheby’s 

International Realty.  Today, the fi rm is made up of four offi ces 

that span the San Fernando Valley—from Calabasas to Encino 

to Sherman Oaks to Toluca Lake—with 120-plus agents.

This past summer, the fi rm began using ActivePipe—an 
email marketing solution—in order to increase business 
and stay ahead of the competition. 

“ActivePipe has by far been the best tool we have add-
ed to our business in a long time, and we are just getting 
started with it,” says Liz Hotz-Gonzalez, director of opera-
tions for the fi rm. “The major pro for our agents is that 
it’s extremely user-friendly and very easy to use, which 
helps more agents stay interested.”

For clients, the appeasing part is that they get a beau-
tiful email that’s interactive.

“So, if they like something they see, it automatically 
gives them the opportunity to click on the email and go 
directly to the website and see more,” says Hotz-Gonza-
lez, who would strongly recommend ActivePipe to others.

David Doblan, an agent with the fi rm who had utilized 
Mailchimp in the past, was excited to learn that the com-
pany partnered with ActivePipe. 

“I am now able to keep in touch with my clients and 
see what they’re opening and clicking on so that I can 
send them a more personable email to follow up with my 
ActivePipe campaign,” says Doblan, who appreciates the 
clean, user-friendly interface. “My clients and potential 
clients appreciate being top of mind.” 

Hotz-Gonzalez notes that implementation was easy, as 
the team at ActivePipe was very helpful and offered a 
ton of training and hand-holding to get everyone up and 
running. 

Answering everything he needed to know, Doblan re-
members the initial webinar, which taught him about the 
system. 

But the training doesn’t end there. 
“One of our offi ce gurus teaches a weekly class to 

provide the ones still learning new tips and tricks,” adds 
Hotz-Gonzalez. 

“I would recommend others use ActivePipe to have 
one more tool in their pockets to ‘touch on’ their clients,” 
says Doblan. “It’s a great tool to use for drips, open 
houses, new listings and general email blasts.” 

Hotz-Gonzalez says the whole team at ActivePipe has 
been “awesome to work with, from implementation to 
design, all the way up to general customer service and 
tech support. If there are any issues, the fi rm has a di-
rect account liaison contact to email and/or call with any 
support issues. 

“They have a very quick tech support team that re-
sponds right away via email to work on any issues,” says 
Hotz-Gonzalez. “I don’t think there has ever been a prob-
lem that was unable to be resolved within 24 hours. In 
my opinion, that is excellent service.”

For more information, please visit https://activepipe.com.

“ActivePipe has by far been 
the best tool we have added 
to our business in a long 
time, and we are just getting 
started with it.”

– LIZ HOTZ-GONZALEZ
Director of Operations, Wish Sotheby’s International Realty
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Supporting Agents and 
Better Serving Clients      
ADWERX A CRITICAL COMPONENT OF 
BROKERAGE’S VALUE PACKAGE 

by Keith Loria

A 20-year veteran of the real estate industry, David 

Mussari, managing partner and broker with Berkshire 

Hathaway HomeServices Professional Realty, which 

consists of more than 600 agents throughout Ohio, and also 

serving Northern Kentucky and Parkersburg, W. Va., knows 

what it takes to be successful in the business.

“Investing in state-of-the-art technology and marketing 
services that support our agents and better serve our 
clients is what we do as a brokerage,” says Mussari.

While the fi rm has been working with Adwerx—a lead-
ing provider of localized digital advertising—for the last 
three years, switching to the Adwerx Enterprise platform 
just six short months ago has helped the company 
achieve even greater success.  

Before starting with Adwerx, the fi rm’s efforts to con-
sistently target-market its listings were insignifi cant and 
sporadic at best, which made it diffi cult to get the right 
message in front of clients. 

“By going to Adwerx, we can now classify our marketing 
and offer one week of property ads at minimum. This has 
changed the game for us as we can now be very specifi c 
and know that we’re delivering on that,” says Mussari, 
who was immediately drawn to the automated process.  

“Clients are always looking for us to fi nd creative 

and effective ways to market their properties,” he says. 
“The targeted, automated marketing services provided 
through Adwerx are a fantastic tool in meeting likely buy-
ers where they are and keeping our brand top of mind. 
The examples are numerous, and since our clients are 
automatically added to the campaign, we’re constantly 
receiving feedback that they ‘keep seeing their ad’ on 
the internet.” 

Additionally, the fi rm’s Adwerx program includes their 
agents’ websites and provides retargeting ads for any 
visitors to those sites. 

“The Adwerx program is unique in that it provides great 
value to our clients who are trying to sell their homes, as 
well as our agents who are promoting their businesses,” 
says Mussari.  

Getting started with Adwerx was simple, beginning with 
a very smooth rollout to launch the brokerage-wide pro-
gram. And if there’s ever a problem, or someone needs 
assistance, a member of the Adwerx team is on it right 
away. 

“Whenever we have had any issues, they respond im-
mediately and solve the problem,” says Mussari. “I give 
them an A+ for responsiveness.”

Mussari adds that anytime you automate anything for 
the real estate agent, you’re doing yourself and the agent 
a great service. Automated service models allow busy 
agents to embrace new technology. This has led to a 
100-percent adoption of Adwerx at the fi rm, in addition to 
helping with recruiting measures. 

“I was just at a recruiting meeting where I talked 
about Adwerx, the effectiveness of it, and how it can help 
simplify an agent’s world,” says Mussari. “It’s part of a 
broader story about our value package as a brokerage, 
but it’s a critical part of that.” 

For more information, please visit www.adwerx.com.

“The targeted, automated 
marketing services provided 
through Adwerx are a 
fantastic tool in meeting 
likely buyers where they are 
and keeping our brand top 
of mind.”

– DAVID MUSSARI
Managing Partner and Broker with Berkshire Hathaway HomeSer-
vices Professional Realty
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Connecting With Quality 
Leads      
HOMES.COM’S LOCAL CONNECT SETS TEXAS 
REAL ESTATE PROFESSIONAL UP FOR CONTINUED 
SUCCESS  

by John Voket

Born and raised the son of a REALTOR® in Houston, 

Texas, Cristian Juarez—a REALTOR® with The Mollineaux 

Agency in Virginia Beach, Va.—has spent the past eight 

years serving in the Navy while working toward the eventual 

opening of his own real estate offi ce.

Serving as a Machinist Mate 1st Class, Juarez is building 
his real estate career by assisting fellow servicemem-
bers, including those who have sought out his expertise 
and empathy through Homes.com.

Juarez has the Homes.com Local Connect product, 
which recently connected him with a fellow vet looking 
for a home in the half-a-million-dollar range.

“We’re working on fi nding her a nice multifamily. She 
used to be a service member, as well, and she came to 
me from a Homes.com lead,” says Juarez, who goes on 
to explain that the service connection with past and ac-
tive military members who fi nd him through Homes.com 
helps his clients feel more comfortable right off the bat.

“A lot of military people are displaced from their fami-
lies, so when you meet somebody who is fellow ser-
vice—or prior service—it’s a small connection that helps 

build trust,” says Juarez.  
Armed with a familiarity of what it takes to 

build a successful real estate career from 
what he observed growing up, Juarez commit-
ted to getting his license and running with it. 
This also meant being smart when investing 
in leads. 

Within six months of getting his license, 
Juarez was a Homes.com Local Connect 
client. And his fi rst completed sale from a 
Homes.com lead came from a fellow service  
member who was still on deployment.

“When he got back, we started looking right 
away and found him and his then fi ancé just 
what they wanted,” says Juarez. 

But giving credit where credit is due, Juarez 
praises his Homes.com rep for watching his 
back when it comes to new opportunities 
opening up in the Norfolk/Virginia Beach area.

Juarez plans to invest in more zip code ad-
vertising with Homes.com. “We recently sat down be-
cause I’ll be building my zip codes here early this year,” 
explains Juarez, who can’t say enough about the fact that 
his rep noticed that he wasn’t necessarily taking advan-
tage of some of the buyer engagement tools his existing 
account offers.

“I didn’t know about the newsletter feature that allows 
me to keep in contact with all my clients, so my rep set it 
up for me,” says Juarez. “It goes out automatically every 
month, and the clients love it.” 

According to Juarez, Homes.com is a great alternative 
for any REALTOR® who is looking to get maximum ROI. 
“It’s very reasonably priced for everything you get in lead 
generation, plus the support and service my Homes.com 
rep provides,” says Juarez.  

“With Homes.com, there’s no pressure,” concludes 
Juarez. “That’s perfect, and I have no complaints.”

For more information, please visit https://marketing.homes.com/.

“It’s very reasonably priced 
for everything you get in 
lead generation, plus the 
support and service my 
Homes.com rep provides.”

– CRISTIAN JUAREZ
REALTOR®,  The Mollineaux Agency
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Supporting Clients Like 
They’re Family     
HOW AN HSASM HOME WARRANTY CAN FOSTER 
LONG-LASTING RELATIONSHIPS  

by Zoe Eisenberg

When it comes to real estate, broker Katie Weil Nasser 

with The Weil Team - Coldwell Banker McMahan, is 

all about family. Raised by a REALTOR®, the Louis-

ville, Ky., native has been working full-time in real estate for 

seven years, and her team is currently comprised of herself, her 

mother, her husband and daughter. 

”We love that our family helps to make dreams happen 
for other families,” says Nasser. “Whether moving up, 
downsizing or relocating with work, we are helping people 
with the next important step in their life.”

And, when it comes to providing superior service, much 
of this comes down to what you can add outside of the 
traditional sales support structure. For Nasser, educat-
ing her clients on the benefi ts of a home warranty is key. 

“The home warranty is great for both our buyers and 
sellers,” says Nasser. For buyers, Nasser explains that 
the home warranty provides a level of comfort in knowing 
that they have a system of support should something 
go wrong with a covered home-system component or ap-
pliance. For sellers, the comfort comes from knowing 
they have coverage during the listing period if a repair is 
needed, as well as the comfort in knowing that they’re 
passing coverage on to the buyer for the fi rst year.

Of course, not every 
home warranty is built the 
same. For the past seven 
years, Nasser and her team 
have been working with HSA 
Home Warranty. In business 

for over 35 years, HSA provides comprehensive home 
warranty plans, offering a blend of protection and conve-
nience to buyers and sellers.  

“HSA provides the level of service needed to meet our 
clients’ needs,” says Nasser. 

To provide excellent service, Nasser and her team 
work closely with their local account executive, Kristen 
Moore. “Kristen has always been there whenever we 
have needed her,” explains Nasser, whether it’s a ques-
tion that needs immediate answering, or assistance with 
expediting services. “The fact that Kristen is willing to 
give us her cell number and business cards to pass on 
to our clients directly speaks to her customer service.”

HSA provides coverage on both mechanical system 
components and many appliances, negating the time-
consuming task of having to track down a reputable 
service provider. Instead, Nasser’s clients with an HSA 
home warranty simply contact HSA, who will handle the 
claim and dispatch a qualifi ed professional to take care 
of the issue. The newly added HSA services, such as the 
rekey service—the option to have new keys created for 
locks in your new home—have proven to be great added 
service options for Nasser’s clients. 

“Being able to rekey up to six exterior doors is an ex-
cellent service at a great price when moving into a new 
home,” says Nasser. It’s details like these that help 
Nasser and her family-run team build lifelong relation-
ships with their clients. 

“Without a doubt, the availability of Kristen and her 
support team makes a world of difference.”

For more information, please visit www.onlinehsa.com. 



Empowering Agents in a 
Competitive Market      
ZILLOW’S PREMIER AGENT SETS REAL ESTATE 
PROFESSIONALS AHEAD OF THE COMPETITION 

by Paige Tepping

As the competition continues to heat up in real estate 

markets across the board, empowering real estate pro-

fessionals and providing them with the support they 

need to generate their own business is more critical than ever 

before. 

“Whether it’s an individual agent or brokerage, getting 
onboard with Zillow is the way of the future,” says Teresa 
Stephenson, president and managing partner of Plati-
num Properties in New York, N.Y.

The 30-person fi rm, which focuses on sales and leas-
ing, was approached by Zillow nearly three years ago 
when launching Premier Agent on StreetEasy.

“After listening to our sales rep—and the promises he 
was making—I remember telling my partner that if they 
followed through on only half of what they were promis-
ing, it sounded like a good deal,” says Stephenson, who 
has been nothing short of impressed with everything Pre-
mier Agent has offered the fi rm and its agents over the 
years. 

Since partnering with Zillow, the fi rm has benefi tted 
in numerous ways. But, according to Stephenson, the 
biggest benefi t comes from having to expand the fi rm’s 
sales team to take advantage of all the leads pouring in.

“We’ve focused our attention on a specifi c kind of train-
ing that teaches our agents how to handle cold leads to 
ensure that they’re all receiving excellent service,” says 
Stephenson. “This takes a strong focus on follow-up, so 
we’re fully committed to this part of the process now.”

With 15 agents currently utilizing the program, there’s 
no doubt that Premier Agent has been a boon when it 
comes to setting the fi rm apart from the competition.

“On the buy side, Premier Agent helps position our 
real estate professionals as experts in the area in which 
they’re working,” explains Stephenson, “as the program 
enables them to become hyper-focused in their target 
areas.”

On the fl ip side of the coin, when working with sellers, 
the program provides real estate professionals the op-
portunity to speak to the volume of leads that can be 
generated in a hyper-focused area. 

“No matter the market, Premier Agent helps us em-
power agents,” adds Stephenson.

But the benefi ts don’t end there.
In fact, working with the team at Zillow has been a pos-

itive experience for everyone involved from the get-go.
Not only has Zillow been a fantastic resource for Plati-

num Properties in terms of lead generation, but also, 
they’re not afraid of change—and they’re constantly look-
ing for the next big thing. 

“Zillow isn’t afraid to move and change at breakneck 
speed, and that’s the only way to stay ahead of the com-
petition,” says Stephenson. 

“They’re very responsive and eager to continue to en-
gage more and more with the brokerage community so 
that, at the end of the day, they’re providing the best ser-
vice possible,” concludes Stephenson. RE

For more information, please visit www.zillow.com.
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That’s all very important, but, in 
my experience, there’s something 
else you need to do to truly be at 
your best. It involves changing your 
mindset.

Let me start by asking: Do you 
have repeat clients? Do you get re-
ferrals from your clients regularly? 
Do you have more business than 
you can handle? Do you have rav-
ing fans?

If the answers are yes, congratu-
lations! Your clients perceive that 
you care more about them and their 
goals than you do about yourself. 
That is key to developing a thriving 
business. I fi nd this to be especial-
ly true in real estate, but it is im-
portant in all of our relationships. 
When others perceive that you care 
about them, they are attracted to 
you. When others perceive that 
your motivations are selfi sh, they 
move away from you.

I recently had a seller tell me 
that she chose a “top agent” in 
the area, but still wound up disap-
pointed. The agent is smart, ag-
gressive and effi cient. She sold the 
home quickly for a realistic price. 
In the end, however, the seller felt 
that her agent did not really care 
about her needs. The emotional 
toll that the sale caused was not 
addressed—all the agent cared 
about was completing the sale.

Now, maybe this was not truly 
the case; however, this is how the 
seller remembers the experience 
and, as we know, perception is re-
ality. The hard feelings caused by 
this perceived lack of emotional at-
tention has led the seller to speak 
poorly about the agent. There’s no 
way that she’ll recommend this 
agent or select her for future trans-
actions. The agent didn’t display 
the qualities of a special, effective 
kind of leader: a servant leader.

I have always strived to be a ser-
vant leader. Servant leaders dem-
onstrate empathy, listening, stew-
ardship and a commitment to the 
personal growth of others. In my 
view, you can be smart, hardwork-
ing and well-read, but if you don’t 
convey warmth to those around 
you, you will struggle as a leader.

As real estate sales associates, 
we must be servant leaders in our 
community and within our sphere 
of infl uence. When clients feel that 
you have all of their wants and 
needs at heart, they will follow you 
and continue to do business with 
you. Importantly, they will also refer 
other clients to you.

In the end, you must work hard, 
know the market and be an expert. 
However, you must also be sure 
that you are showing your clients 
that you are a servant leader—that 
you truly care about their wants and 
needs. If you do this, I am positive 
that you will receive everything you 
desire in this business. RE

Joan Docktor is the president of Berkshire Hathaway 
HomeServices Fox & Roach, REALTORS® and The 
Trident Group. You can follow her on Facebook, 

LinkedIn, Twitter and Instagram—
@joandocktor. She also publishes 
a blog on business and personal 
topics at JoansJots.com. To learn 
more about the company, visit 
www.foxroach.com.  

The Importance of The Importance of 
Servant LeadershipServant Leadership

Are you feeling pressure to learn new technology, close 
transactions more quickly or be in the top tier of your offi ce? If 
so, you must be working hard to prospect as much as possible, 

close as many transactions as you can, and do it over and over again.

Commentary by Joan Docktor

“Servant leaders 
demonstrate empathy, 
listening, stewardship 
and a commitment to 
the personal growth 

of others.”
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Power Broker Gala Honors Leaders, 
Features ‘Shark Tank’ Star 

More than 600 brokerage executives 
and industry leaders came together 
for RISMedia’s 24th Annual Power 

Broker Reception & Dinner at the REALTORS® 
Conference & Expo, in celebration of the elite 
Power Brokers ranked in RISMedia’s 2019 Power 
Broker Report.

During the exclusive event, held at the Fairmont San 
Francisco, attendees heard from DAYMOND JOHN, 
founder and CEO of FUBU and star of ABC’s “Shark 
Tank,” as well as JIM IMHOFF, chairman of First We-
ber, and JOHN P. HORNING, executive vice president 
of Shorewest, REALTORS®, the National Association 
of REALTORS® (NAR) 2019 and 2020 Liaisons for 
Large Firms & Industry Relations, respectively.

“I’d like to thank everyone who has been sup-
portive of RISMedia and what our mission is in the 
industry, which is to support all the things you do 
to make homeownership a reality for many millions 
of people across the country,” said JOHN FEATHER-
STON, president and CEO of RISMedia, to kick off 
the evening.

By Suzanne De Vita and Liz Dominguez

Photos by AJ Canaria/PlanOmatic

RISMedia’s John Featherson (left) & Darryl MacPherson (right) with Carl Carter, Jr. 
(center) of The Beverly Carter Foundation 

L to R: Featherston; Lisa Rice, AHS; Cory Jo Vasquez, Realty ONE Group; MacPherson
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Additionally during the event, Featherston and RISMe-
dia Executive Vice President DARRYL MACPHERSON 
presented RE/MAX Elite’s CARL CARTER, JR. with a do-
nation to the Beverly Carter Foundation, established in 
honor of Carter’s mother, late REALTOR® Beverly Carter, 
and dedicated to REALTOR® safety. Inspired by Carter’s 
story and RISMedia’s donation, following the presenta-
tion, Realty ONE Group made an on-the-spot donation of 
$11,111 to the organization, as well.

“I have to start by acknowledging that I’m nowhere 
near the greatness of any of you sitting in these seats 
or my mom. It just goes to show the kindness within our 
industry and how we love each other and how we rally,” 
said Carter. 

RISMedia also presented fi ve awards during the 
event. AMERICAN HOME SHIELD was awarded 
RISMEDIA’S COMMUNITY CHAMPION AWARD, recogniz-
ing those who have demonstrated extraordinary leader-
ship in their commitments toward volunteerism, chari-
table efforts and public advocacy, and who embody the 
spirit of service, giving back and improving the quality of 
life in the communities they serve. The award, spon-
sored by Realty ONE Group, was presented by CORY JO 
VASQUEZ, chief marketing offi cer for Realty ONE Group.

“We really believe in bringing the good and being 
involved in the community, and we’ve kept this at our 
core. We are so very honored and humbled for this 
important and incredible award,” said Lisa Rice, divi-
sional vice president of Real Estate Sales at American 
Home Shield, who accepted the award on behalf of the 
company.

JASON MITCHELL, president of The Jason Mitchell 
Group, was awarded RISMedia’s NATIONAL HOME-
OWNERSHIP AWARD, recognizing a member of the real 
estate community who continuously demonstrates 
extraordinary contributions toward increasing homeown-
ership and building better communities. The award is 
sponsored by Quicken Loans, and was presented 
by MUNT ALHUSSAIN, director, External Affairs for 
Quicken Loans.

“I really want to thank Quicken Loans for everything 
you’ve done for me as a human and for my company,” 
said Mitchell. “I try to live my life by making sure that I 
put other people fi rst. I really believe that if you do that, 
great things will happen.”

CHUCK OCHSNER, broker/owner of RE/MAX Alliance 
and RE/MAX Equity Group, was awarded RISMedia’s 
‘ON THE SHOULDERS OF GIANTS’ AWARD, recognizing 
those individuals whose efforts, works, deeds and char-
acter exemplify superior achievements in and for the 

L to R: Featherston; Jason Mitchell, The Jason Mitchell Group; 
Munt Alhussain, Quicken Loans

L to R: Featherston; Adam Contos, RE/MAX; Karen Levine, RE/MAX 
Alliance; MacPherson

L to R: Featherston; Jim Fite, CENTURY 21 Judge Fite Company; 
Dermot Buffi ni, Buffi ni & Company

L to R: David Mele, Homes.com; Dan Elsea, Real Estate One; 
Featherston
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Dottie Herman, Douglas Elliman

real estate industry, yet whose efforts often go unnoticed. The 
award is sponsored by RE/MAX and was presented by ADAM 
CONTOS, CEO of RE/MAX Holdings.

“I feel very fortunate to have the opportunity to accept this 
award on behalf of my friend, Chuck. He’s not only my broker/
owner, but also my dear friend,” said Karen Levine, broker 
associate, RE/MAX Alliance, who accepted the award on 
Ochsner’s behalf.

JIM FITE, president and CEO of CENTURY 21 Judge Fite 
Company, was awarded RISMEDIA’S REAL ESTATE LEADERSHIP 
AWARD, recognizing an industry visionary who embraces inno-
vation and exercises resilience to blaze new paths to success 
for real estate professionals and consumers alike. The award 
is sponsored by Buffi ni & Company, and was presented by DER-
MOT BUFFINI, CEO of Buffi ni & Company.

“We are members of an industry that trusts and shares with 
each other, and we are better as a result of everybody in this 
room,” said Fite. “Thank you for the opportunity to be here to-
night with you and for the incredible award that I will take home 
with great pleasure.”

DAN ELSEA, president, Brokerage Services, and STUART 
ELSEA, president, Financial Services for the Real Estate One 
Family of Companies, were awarded RISMEDIA’S TECH TITAN 
AWARD, recognizing brokerage leaders who have demonstrated 
an exceptional ability to adapt and integrate new and innova-
tive tools and services within their organization to improve 
and enhance the overall consumer experience. The award is 
sponsored by Homes.com, and was presented by DAVID MELE, 
president of Homes.com.

“Thank you to RISMedia, Dave Mele and Homes.com. The 
baseline, not just for our business, but for any commerce, is 
that we can always have someone in a garage coming up with 
a new idea that’s faster, more innovative and more interesting 
than the last. And I’ve learned great ideas from all of you, so 
keep them coming,” said Dan Elsea.

L to R: John P. Horning, Shorewest REALTORS®, NAR; 
Featherston; Jim Imhoff, First Weber, NAR
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Mike Reagan, RE/MAX, with Featherston

Dan Elsea, Real Estate One

Marilyn Wilson, WAV Group and Lacey Conway, Latter & Blum
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Helen Hanna Casey (center), Howard Hanna 
Real Estate Services

The Realty ONE Group team with RISMedia’s Anne Kraft

Carter, Jr., RE/MAX Elite,
 Beverly Carter Foundation

Contos, RE/MAX
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Vasquez, Realty ONE Group

Alhussain, Quicken Loans

Keynote Speaker Daymond John
L to R: Kelli McKenna, RISMedia; Kara Stripay, RISMedia; Jordan 
Joseph, Quicken Loans; Maria Patterson, RISMedia
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Nelson Zide, ERA Key Realty

Daymond John with Leading Real Estate Companies of the World®’s 
Robin LaSure

Caption

Pat and Eileen Shea, Lyon Real Estate
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MacPherson & Dermot Buffi ni, Buffi ni & Company

Jessica Edgerton, Leading Real Estate Companies of the World®

Platinum Sponsors 
Buffi ni & Company

Homes.com
Quicken Loans®

Realty ONE Group
RE/MAX

Master Sponsors
American Home Shield

Berkshire Hathaway HomeServices
ERA Real Estate

HSA Home Warranty
The National Association of REALTORS®

Real Estate Webmasters

Host Sponsors
Inside Real Estate

The Institute for Luxury Home Marketing
Leading Real Estate Companies of the World®

Pillar To Post Home Inspectors®
Real Estate Express

realtor.com®
Realtors Property Resource®

Event Sponsors
ActivePipe

Adwerx
Buyside

CINC (Commissions Inc)
Cinch Home Services

CoreLogic
David Knox Productions

Deluxe Branded Marketing
Earnnest

Howard Hanna Real Estate Services
Local Logic

Lone Wolf Technologies
MoxiWorks

REACH
PlanOmatic

Propertybase
Sherri Johnson Coaching & Consulting

Workman Success Systems
Zillow Group

For information on RISMedia’s 2020 events, 
please visit rismedia.com.

 

Thank You to Our Sponsors
RISMedia’s 2019 Power Broker Reception

& Dinner was brought to you by:
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Real Estate magazine: You’ve always 
had an interest in coaching, 
mentoring and training. 
Why? 
Mark Pessin: There are 
a few experiences that 
truly piqued my interest 
in coaching, mentoring 
and training. The fi rst was 
in 2009 when I myself was be-
ing coached. Not only did this open 
my eyes as to what coaching can 
do for an agent’s success, it also 
changed the trajectory of my career 
at that point. Attending a Tony Rob-
bins event in 2014 further opened 
my eyes as to what one can do to 
help others get out of their way and 
achieve great success. That being 
said, it wasn’t until I stepped into a 
management role that I truly realized 
how much I enjoyed it.  

RE: Why is it so important to stay 
on top of the changes in these 
areas?
MP: It’s been proven time and again 
that those who are dedicated to con-
tinuously growing and adapting their 
skills are the ones that succeed at 
the highest level. It’s always been 
important to me that coaching and 
mentoring be present and acces-
sible to the agents in the various 
offi ces I’ve managed over the years. 
As a manager, you have the unique 
opportunity to coach your agents so 
that they don’t have to go out and 

hire a professional coach.  

RE: What is the biggest 
bene� t associated with 
staying up to date with 
continuing education? 

MP: The real estate indus-
try is constantly evolving, so 
agents have to be adaptable 

to change. Those that don’t develop 
new skills and remain stuck in their 
old habits won’t be able to succeed 
as the market shifts.   

RE: As far as coaching and training 
are concerned, how can real estate 
professionals most bene� t from 
dedicating time to these areas? 
MP: Agents benefi t by investing time 
in their growth. If we aren’t growing, 
we’re dying, so it’s critical that real 

estate professionals allocate time 
to work on themselves and their 
business, not just in their business. 
Coaching and training provide real 
estate professionals the chance to 
step back a bit and recognize that 
they’re so busy being busy that they 
aren’t really growing. 

RE: What are you currently focused 
on in your role? 
MP: Helping our brokers, owners and 
managers attract and recruit more 
agents to our model. I’m also fo-
cused on developing our new learn-
ing management system, ONE Uni-
versity (ONE.U), so that it becomes 
a resource for our entire network, 
as well as consumers. While ONE.U 
currently provides coaching, training 
and education to the entire network, 
we’re working on turning it into a full 
coaching ecosystem.     

RE: What trends do you see in these 
areas moving forward?  
MP: We’ve shifted into a skill-based 
market; therefore, agents that have 
the best skills and the best train-
ing are the ones who will succeed 
in the years ahead. When it comes 
to coaching and mentoring, it’s es-
sential that agents are provided 
with strong skill-based training that 
wasn’t necessarily needed in years 
past when the opportunities within 
the market were greater. 

RE: When it comes to education, 
coaching and training, what is your 
best advice for real estate profes-
sionals as we make our way through 
2020? 
MP: Invest in your own success. And 
I don’t mean a fi nancial investment 
as much as I mean a time invest-
ment. If you want to achieve suc-
cess, dedicate some time to learn a 
new skill or improve upon something 
you’re already doing. RE

For more information, please visit 
www.realtyonegroup.com. 

Invest in Your Own Success: 
An Inside Look Into the 
Importance of Coaching, 
Mentoring and Training
By Paige Tepping

RISMedia’s Real Estate magazine recently had the opportunity 
to chat with Mark Pessin, Realty ONE Group’s vice president 
of Learning and Support, about his role as head of coaching 

and education for the entire organization. In this exclusive interview, 
Pessin provides a closer look into how Realty ONE Group is setting 
its agents up for continued success.   

Pessin





     RISMedia’s REAL ESTATE  January 2020   153

The results of poor integration can 
lead to low adoption, a questionable 
ROI and data that needs to be manu-
ally manipulated, taking up valuable 
man-hours that should be spent 
growing your business, not maintain-
ing it.

While hubs for technology current-
ly exist in the marketplace, they are 
often limited by outdated architec-
ture, limited partnerships and a lack 
of understanding of individual needs 
and preferences.

Enter REW Nexus.
We were excited to learn about 

this newest innovation from real es-
tate technology leader Real Estate 
Webmasters (REW).

REW Nexus will offer a host of 
promising features that solve the  

interconnectivity woes that many 
large brokerage and enterprise firms 
face.

Built on an all-new architecture, 
using a progressive, data-driven API 
structure, REW Nexus allows real es-
tate businesses to curate their tech 
stack with one integrated solution.

“REW Nexus is about choice,” 
says Morgan Carey, REW CEO. “You 
pick the CRM that your agents know, 
pair it with a front-end that you like, 
add in the lead generation tools that 
work, the transaction management 
software you’re trained on, the CMA 
software that lands you listings, and 
the recruitment tools that bring you 
the best agents.”

This open communication data 
flow brings in two-way, supported 
partnerships, putting the power of 
choice back in the hands of the end 
users.

Carey and his team at REW have 
been working on building innovative 
solutions for large brokerage and 
enterprise firms, getting input from 
some of the biggest players in the 
industry today.

“We have taken the time to build 
true relationships with industry 
stakeholders,” says Carey. “It is 
through getting to understand and 
know their biggest challenges that 
REW Nexus was born.”

The timing of this solution couldn’t 
come sooner. In a survey conducted 
by the National Association of RE-
ALTORS®, 48 percent of real estate 
firms listed technology as the big-
gest challenge they will face over the 

next two years. Having an all-in-one, 
integrated, open communication sys-
tem was at the top of their wish lists.

REW Nexus takes an impressive 
market-driven approach, opening up 
many new opportunities for real es-
tate firms.

Recently, REW announced an inte-
gration partnership with Lone Wolf 
Technologies, the industry’s leader in 
back-office transaction management 
software, that brings an influential 
set of tech tools into the fold.

REW currently has more than 30 
existing integrations, including Zil-
low, Google and BombBomb. REW is 
carefully initiating meaningful part-
nerships that allow brokerage and 
enterprise firms to integrate the top 
tools, as well as their favorites.

“REW Nexus is a gamechanger for 
many firms in the industry,” shares 
Carey. “Our goal is, and always has 
been, to help our clients succeed. 
Helping them increase productiv-
ity, reduce friction, deliver effectively 
and efficiently on their promises to 
their customers, all while increasing 
their ROI, is what REW Nexus will do 
for them.” RE

To learn more, visit www.rew.com. 

REW Nexus:  
The Central and Most 
Important Place for Your Tech

Cutting-edge integration solution coming for 
brokerage and enterprise firms in 2020

by Liz Dominguez

Getting your hands on 
the latest in technology 
is easy, but as many 

brokerages know, integrating 
that technology into your firm is 
a lot harder.

• Largest custom front-end 
development and marketing 
firm in the real estate industry

• Building the world’s first 
multilingual MLS system

• Over 75,000 paid users

• 125 in-house developers and 
support staff

• Website: www.rew.com

• Elevator pitch: At REW, your 
only limitations are your budget 
and imagination. We can make 
anything you dream a reality.
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Our online traffic has jumped nearly 
30 percent. Our rating as a Top 100 
mobile app and a Top 10 app for real 
estate continues. 

Our commitment to our dual pro-
consumer/pro-agent philosophy of 
“your listing, your lead” has fueled 
our success. We remain the only na-
tional search portal that follows Fair 
Display Guidelines.

We’ve delivered more than 2 mil-
lion “free” leads to agents. Perhaps 
most importantly, the BPP with  
Homesnap is on a trajectory to dou-
ble that number every year.

Now is the time for every MLS 
and brokerage in America to work 
with the Broker Public Portal. What’s 
coming next in 2020 will be a game 
changer for consumers and real es-
tate brokers.

THE OPENTABLE STRATEGY
BPP skeptics said, “You can’t build a 
portal that can compete with Zillow.” 

If they meant we weren’t spending 
$100 million - $200 million a year to 
drive traffic, they were right.

But to understand our approach, 
take a look at what OpenTable did. 
They first got all the restaurants on 
board. Then they created and per-
fected their technology over a long 
time. Their consumer growth was or-
ganic, largely built by their partners, 
the restaurants. OpenTable now has 
more consumers booking restaurant 
reservations than any other platform 
in the world.

We’re getting the MLSs and bro-
kerages on board. We’re building 
out the broker side, following all the 
rules, delivering the technology, shar-
ing the data and building the relation-
ships. This infrastructure allows us 
to scale.

IT’S A MARATHON, NOT A SPRINT
Today, even the busiest portals are 
seeing significant changes. Zillow 
used to be the place to search for 
homes, but there are so many other 
places that consumers now look for 
homes. Brokerage websites are a 
part of that, so is Homesnap, and so 
are Google and Facebook.

It’s why Homesnap is building 
breakthrough opportunities with 
Google and Facebook. Our Facebook 
Marketplace test, where we share 
rentals, is driving incredible traffic. 
Some participating MLSs have seen 
a boost in lead flow of 400 percent.

Facebook Marketplace will be a 
game changer in 2020. For brokers 
and MLSs that are supportive of the 
BPP, there are opportunities for im-
mense amounts of traffic and leads. 
Think about this: Zillow’s annual traf-
fic is 7 billion visits. Facebook gets 
that in five days.

We tell our partners, “Here are the 
rules that you have to follow,” pro-
tecting our broker and MLS stake-
holders. Guess what? The biggest 
players are following them. That’s 
why this is a huge path for us to con-
tinue to grow next year and beyond.

A LOOK AHEAD WITH BIG  
IMPROVEMENTS
2020 will be awesome. MLSs, bro-
kers and agents are going to see 
the biggest update we’ve ever done 
for Homesnap Pro. We’ve spent 
more than a year developing a host 
of new features, from predictive 
analytics to tools that make agents 
smarter, more productive and in-
crease their GCI.

Deep integration with MLS tech-
nology partners like Black Knight 
and CoreLogic means more ways 
for agents and brokerages to utilize 
Homesnap and increase the value 
MLSs provide every day.

Honestly, for $1 a month per 
agent, where else can you get a mo-
bile platform for your agents, listings 
on a national portal, a revenue share 
back to your MLS and free leads for 
agents? If you work for an MLS and 
brokerage that do not support the 
BPP, why are you waiting? Contact 
me. We need to talk. RE

John Mazur is CEO of Homesnap 
and has decades of experience 
starting and scaling businesses 
in the technology space. For more 
information, please visit  
www.brokerpublicportal.com. 

Broker Public Portal With 
Homesnap: A Look Back and 
What’s Ahead in 2020  
Commentary by John Mazur

Last year was an extraordinary year for the Broker Public Portal 
(BPP) with Homesnap. We’re now working with over 200 MLSs 
serving more than 1 million agents. We have almost 90 percent 

of the country’s listings from 48 states.
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1. BE PROACTIVE INSTEAD OF RE-
ACTIVE. One of the reasons many 
real estate agents struggle with 
motivation is because they’re wait-
ing for things to happen rather than 
making things happen. A reactive 
mindset means that you’re con-
stantly being blown around by the 
winds of change. Instead, make 
a plan and develop steps to ac-
complish your goals. Give yourself 
daily, weekly, monthly and even an-
nual tasks so that you can stay on 
track and measure your progress. 

2. DEVELOP MULTIPLE INCOME 
STREAMS. If all of your eggs are in 
one basket, a single setback can 
have a major impact on your financial 
and professional life. By developing 
a variety of income streams, you can 
ensure that a disruption in one part 
of your business is offset by an in-
crease in another part. Develop re-
ferral partners in other markets, con-
nect with developers and investors or 
earn a new certification. Any of these 
can pay dividends if the market shifts. 

3. EMPHASIZE SELF-CARE. You 
can’t perform at your best if you 
don’t feel your best. When you’re 
struggling professionally, it’s easy 
to let worry translate into junk food 
binges, skipping your morning work-

out, or other unhealthy behaviors. 
When you take care of your body, 
it will repay you with the health, 
strength and clarity you need to 
deal with challenges. Eat right, exer-
cise and explore mindfulness tech-
niques to aid in stress reduction. 

4. PRACTICE POSITIVE SELF-TALK. 
You may have heard the saying, 
“You can’t afford the luxury of a 
negative thought.” That’s because 
“woe-is-me” thinking can send you 
into a spiral of anxiety, paralyzing 
your efforts to make changes and 
work toward goals. Head off nega-
tive thinking by practicing affirma-
tions, either aloud or in writing, and 
by reframing negative thinking with 
more positive constructions.

For example, switch out “should” 
language for “can” language. Trade 
“I should spend some time on pros-
pecting calls” for “I can make a dif-
ference in my business by spend-
ing time prospecting each day.” 
This more positive way of thinking 
can turn obligations into opportuni-
ties and increase your motivation. 

5. CONTROL THE INFLUENCES 
AROUND YOU. It can be tempting to 
commiserate with others when you’re 
frustrated, sharing your worries and 
concerns about your business or the 

state of the market. You may spend 
time reading negative reporting in 
the business pages or scanning so-
cial media for others who share your 
concerns. However, this type of be-
havior reinforces anxiety and keeps 
you feeling helpless.

If you find yourself immersed in 
negativity, it’s time to change the in-
put you’re getting by spending more 
time with people who are positive. 
Take a class or join an investment 
group to find people who are fo-
cused on learning something new 
and creating opportunities. You’ll 
find that more positive influences 
will lead to more positive attitudes 
and behaviors.

Every new year offers you a choice 
in how you’re going to move for-
ward and build the business of your 
dreams. While there will always be 
things you can’t control, the one 
thing you can control is your re-
sponse. Take care of yourself, stay 
positive and surround yourself with 
people who share your growth mind-
set to stay on track and accomplish 
your goals. RE

Yazir Phelps is the president of Colibri Real Estate, the 
national leader in online learning for pre-licensing,  
continuing education and professional development. 
Colibri Real Estate’s portfolio of brands includes Real 
Estate Express, McKissock Learning, Superior School  
of Real Estate, Allied Schools and The Institute for 
Luxury Home Marketing. Phelps has over 18 years 

of experience in marketing at 
Fortune 500 organizations, and 
over five years of experience 
working directly with real estate 
professionals. Learn more at 
realestateexpress.com.

How Real Estate Agents 
Can Stay Motivated All 
Year Long
Commentary by Yazir Phelps

January is the time when everyone is setting New Year’s 
resolutions for their professional and personal lives, but 
all too often, those goals and aspirations are abandoned by 

February. So, how can you keep those New Year’s resolutions and 
stay motivated? Here are five ways that real estate agents can stay 
motivated all year long, even when times get tough.
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If you’ve been in business for even 
as little as three or four years, your 
skillset may need to be tuned up.    
There are most likely multiple areas 
where we can all use a little im-
provement—but what if there were 
three specific areas for you to con-
sider? The challenge is to decide 
where you want to up your game. 
Will it be “reskilling,” “upskilling,” or 
a completely different competency: 
“new-skilling?”

Veteran agents will struggle more 
with letting go of what has “always 
worked in the past” to fine-tune and 
embrace changing the way they’ve 
always done things. But while we’ve 
settled into the scripts, dialogues 
and technology of yesterday, things 
keep changing. Consumers are 
getting trained every day for more 
seamless, electronic and friction-
less experiences for buying anything 
from toothpaste to cars and even 
real estate. 

In a brilliant 27-minute YouTube 
video, VC specialist Alex Rampell 
demonstrates how the consumer is 

being trained to expect less stress-
ful experiences. Rampell uses the 
present real estate transaction pro-
cess as an example of an experience 
that is quite in need of a makeover 
(https://bit.ly/33jo1qw). In order to 
keep up with how the consumer de-
fines service, it will take more than 
regular industry training to advance 
the skillset of an entire industry for 
this rapidly changing world.

Top agents understand that as 
technology “trains” consumers, we 
are tasked with upping our service 
model in response. Here are a few 
suggestions to kick up your game 
in 2020.

UPSKILL OR RESKILL?
In the real estate world, upskilling 
means transitioning your present 
skillset to higher expertise within 
a specific segment of real estate. 
Sellers now have multiple options 
to sell their home without an agent, 
unless you can offer them a more di-
rect and less stressful experience. 
If you’ve used the same listing pre-

sentation, it’s time to up your game 
with fresher, cutting-edge differen-
tiation to engage a seller with sim-
pler and more effective outcomes. 
Research new platforms and report-
ing that focus on hyperlocal trends 
and traffic that may not be available 
using an online service that is more 
general in its offerings. 

RESKILLING WITH BUYERS
If you have dealt primarily with buy-
ers, up your skills by focusing on 
areas like negotiation training and 
communication competencies to 
deal with different behavioral styles 
as a way to reskill what you have 
always done. Engaging buyers with 
new and different technology plat-
forms provides clear differentiation 
in helping them through the transac-
tion process. 

NEW SKILLS
New skills offer an avenue to pro-
vide expert information by providing 
services that have previously been 
scarce or non-existent. An agent in 
Texas organized easier access to 
rental information for transferees 
moving to his city. He found a spe-
cific niche, made it a simpler and 
less stressful experience, and is 
now the new, hot resource for those 
transferees that turned from renters 
to buyers.

There may be multiple avenues to 
consider how you will benefit from re-
skilling, upskilling or learning a new 
and different skill to serve clients 
that sets you apart from the crowd. 
The goal is to gain results in a specif-
ic, service-oriented way that makes 
you the master of your marketplace. 
RE

Terri Murphy is a communication engagement special-
ist, author, speaker, consultant and master coach with 

Workman Success. She is the author 
of five books, a TED Talk speaker 
and co-radio host on KWAMthe-
Voice.com. For more information, 
please visit TerriMurphy.com or 
email Terri@TerriMurphy.com.

‘Upskill’ and ‘Reskill’ Your 
Services to Earn More in 2020

by Terri Murphy

It’s the beginning of a new chapter—another year, a brand-new on-
ramp to endless possibilities for your career. But are you ready  
to take your business to the next level?
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WHAT IS A HOME INSPECTION?
The home inspection plays a sig-
nificant role in the home-buying 
process. A home inspection is a 
professional consulting service that 
determines the present condition of 
the home’s major systems based on 
a visual inspection of accessible fea-
tures. The home inspection report 
should cover the current condition of 
the home’s roof, structure, exterior, 
electrical system, heating and air 
conditioning system, plumbing sys-
tem, insulation, interior, mechanical 
and natural ventilation systems. This 
could be your client’s largest invest-
ment; therefore, they’ll want to learn 
as much as possible about their 
newly constructed or existing house. 
A home inspection may identify the 

need for repairs or even builder over-
sights, as well as the need for main-
tenance to keep the house in good 
shape. After the inspection, your 
client should know more about the 
house, which will allow them to make 
decisions with confidence.
 
LET’S LOOK AT THE TIMELINE. 
After the offer is accepted, your cli-
ent is under contract. Scheduling the 
home inspection as quickly as pos-
sible is key. Following this, there’s  
time for the “inspection obligation.” 
This is when your client should ask 
the seller to remediate any sig-
nificant items that come from the 
inspection. Reviewing and digest-
ing the inspection report should be 
taken care of in a timely manner, as 

getting repair estimate reports could 
take additional time. The inspection 
report may recommend further eval-
uation of a system by a professional 
tradesman, which will then need to 
be scheduled. This is an important 
time in your client’s life, so it’s best 
not to have anything rushed, which 
could cause added stress. This is 
why it’s critical to make sure the 
home inspection is scheduled as 
soon as possible. 

WHAT ARE MY CLIENT’S OPTIONS?
Give your clients recommendations 
for a home inspector. It’s best to 
know if your recommended home 
inspector is licensed and has errors 
and omissions insurance, which can 
protect the buyer if the inspector is 
negligent. Locate a sample inspec-
tion report so that your clients know 
what to expect from their home  
inspection. 

Call home inspectors in the area 
and ask for availability (or schedule 
online). Remember, time is of the 
essence, so ask when your clients 
should expect to receive the report. 
Also, have your clients ask your rec-
ommended home inspector for quali-
fications. In other words, what makes 
the inspector suitable for the task? 
These initial questions can include: 
How long have you been inspecting 
homes? Are you a full-time or part-
time inspector? How many homes do 
you inspect each year? Are you expe-
rienced with this type of home? Do 
you offer any ancillary services? Do 
you provide repair estimate reports?

Lastly, have your clients look at the 
inspection company’s online reputa-
tion to see what others are saying 
so that your client receives a great 
inspection in a timely manner. RE

Buddy Stark is director of Opera-
tions at HomeTeam Inspection 
Service. For more information, 
please visit www.hometeam.com.

Scheduling the Home 
Inspection: Why Time Is of 
the Essence 
Commentary by Buddy Stark

Your clients found their dream home, and they’re ready to make 
an offer—excellent job! When an offer is officially accepted, 
your client is under contract. This is the perfect time to 

schedule a home inspection.
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By not having desk phones—and 
having agents use their cellphones 
as their only number—we make it 
easier for clients since they know 
exactly which number to call to get 
in touch with their agent. It saves all 
the back and forth we used to have, 
and, in some cases, can prevent li-
ability issues because a client can’t 
claim that they left a message in 
one place when they had been told 
to use another phone number. 

Also, it saves a small amount in 
overhead costs while helping us 
demonstrate to our clients our big-
gest differentiator as real estate pro-
fessionals: that we are real live hu-
man beings who are available to help 
with any aspect of the transaction. 

It’s this crucial differentiator that 
brokerages can use to stay relevant 

as the industry undergoes change. 
For example, one way agents have 
proven their value to clients is by 
being local experts in the neighbor-
hood—both in terms of property 
trends, as well as local recreational 
activities. Many outside the industry 
think that we’re no longer needed 
for the latter since someone can 
find the same information by search-
ing online and reading reviews. I’m 
not convinced that has completely 
replaced human recommendations; 
however, the way brokerages can 
stay ahead of this game is by open-
ing up their physical space in small 
but helpful ways to provide more 
community benefits. Is your office 
near where the best fireworks are 
each Fourth of July or another main 
neighborhood event? Send an email 

to current and former clients saying 
they can park in your parking lot that 
evening free of charge, and provide 
first dibs to those who reply quickly. 
This adds some variety to your stan-
dard drip marketing campaign, but 
still achieves the same effect of 
keeping your brokerage name pop-
ping up again in their inbox. 

The other way to highlight our local 
neighborhood knowledge is through 
social media. Have your agents take 
pictures of the different neighbor-
hoods where they work, showcas-
ing some of the unique and lovable 
aspects of what it’s like to live on 
certain streets (and always use the 
name of the neighborhood as a 
hashtag so people searching for that 
neighborhood will find it when they’re 
looking online). Maybe it’s the beau-
tiful fall foliage or the house that 
always goes all out with the holiday 
decorations. Or perhaps it’s a hid-
den picnic spot away from the traffic. 
By continually having your brokerage 
name show up across social media, 
it not only keeps your presence on 
people’s minds, but also sets you 
over and above the regular online 
searches for local restaurants or 
activities since you’re posting in real-
time and adding expert knowledge 
about the area. 

There’s no doubt that brokerages 
are going to undergo as much change 
as the rest of the industry, but the 
way to stay ahead of the curve is to 
adapt the physical space we own to 
meet existing needs. Whether it’s 
making our agents more accessible 
by taking away desk phones or bring-
ing clients into the fold by offering up 
our surplus space to the community, 
we can maintain our presence by le-
veraging the resources we already 
have. RE

Allen Alishahi is president of  
ShelterZoom. For more 
information, please visit  
www.shelterzoom.com.

How Brokerages Can Stay 
Relevant Over the Next 
Decade—and Beyond
Commentary by Allen Alishahi

If someone had told me 10 years ago that a brokerage without 
desk phones was a good move, I would have thought they had no 
idea what they were talking about. Now, as we enter 2020, I can 

see why brokerages are going in this direction. 



8Do something you love. It may 
seem counterintuitive, but stopping 
your work to do something you adore 
can actually make you more produc-
tive. Take 15 minutes to play with 
your pets or kids, or do a crossword 
puzzle. Grab coffee with a friend. 
Take an afternoon off to see a movie 
or go to an art exhibit. 

8Get outside. Fresh air (and, if 
you’re interested, exercise) can im-
prove your mood and your focus. 

Take a break from work to go for a 
stroll or a hike with your family.

8Meditate. Those with a meditation 
practice have long touted its benefits 
on focus and overall productivity, so 
if you find mediation appealing, it 
may be time to start. If you’re not 
interested in meditating, you can 
still glean some of its benefits by 
taking five minutes to focus on deep 
breathing exercises. 

8Be creative. You don’t have to be 
artistically gifted to reap the benefits 
of creativity. Allowing yourself space 
to try something creative can im-
prove your mood, overall wellbeing, 
problem-solving abilities and ability 
to focus. Of course, not all creativity 
has to be time-consuming or strenu-
ous, like writing a novel. 

8Stretch. Taking a five- to 10-min-
ute stretch break during the day can 
reground you, make room for height-
ened focus, improve circulation, and 
build flexibility and strength. You’ll 
return to your work with a clear mind, 
and a looser body. RE

Zoe Eisenberg is RISMedia’s senior content editor. 
Email her your real estate news ideas at 
zoe@rismedia.com.

How to Clear Your Mind 
to Be More Productive
by Zoe Eisenberg 

Highly productive individuals often have habits that contribute 
to their productivity, and many of them point to a clear mind, 
which allows them to heighten their focus. If you’re interested 

in getting more done during the day, consider the following habits.



1-800-724-6000
rismediacontentsolutions.com

Your Brand,Our Content
MORE LEADS

In today’s real estate market, success depends on being closely engaged with your prospects 
and clients whenever and wherever they prefer.

Our Content Solutions makes it easy for you to stay top-of-mind and highly relevant by providing 
world-class editorial news, home-buying tips and compelling lifestyle information automatically 

delivered through your marketing and communication channels.

Whether you’re driving interest via your website, blogs, social media, email or newsletters, we 
provide the content you need to build trust, develop relationships and grow your business.
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Occasionally, someone will stray 
from the thought of us needing to 
prepare for the looming threat of 
externally-driven disruption by de-
claring a need for self-disruption. 
Unfortunately, there never seems to 
be any ideas or strategies for how 
this act would be accomplished.

Yet, the need for listing agent dis-
ruption is routinely in evidence.

For example, just today (at press 
time), we were at an event where we 
heard a very impressive REALTOR® 
from Cape Cod say, “The buyer de-
termines the price of what a home 
sells for,” and the person on the pan-
el with her from Utah said the key 
to success in real estate is to be a 
listing agent.

To us, these two industry-wide 
declarations are crying out for list-
ing agent disruption. When referring 
to a fellow real estate professional 
or oneself as a listing agent, it sug-
gests the following:

A. I am a listing agent versus a 
marketing agent; therefore, my job 
is done as I have the listing. Con-
sequently, I have no infl uence over 
the end result. Accordingly, the 
buyer or the market will determine 
the price…yet I want to determine 
the fee.

A listing agent defi nition stulti-
fi es reaching the understanding 
that the buyer, the buyer’s agent, 
the seller, the seller’s agent, the 
appraiser and the lender all con-
tribute to the determination of the 
fi nal price.

B. Myopically proclaiming listing 
agent status means that I’ll train 
myself to make listing presenta-
tions versus marketing proposals.

This behavior is a byproduct of 
being a listing agent even though, 
presumably, every homeowner on 
Earth would prefer a marketing 
proposal.

C. This is also why so-called dis-
count companies will pointedly de-
clare that they will “list” a home 
for a certain fee—instead of mar-
keting a home for that fee—as the 
minimalism surrounding merely 
listing a home keeps the bar low, 
which invites limited-value compa-
nies into the arena. Why wouldn’t 
any home seller want to pay less 
to get their home listed?

D. When one identifi es as a list-
ing agent, this compels us to think 
that homes do not sell due to 
price, as this is all a listing agent, 
by defi nition, is capable of accom-
plishing—setting the price. 

However, if one announces to 
themselves that they are a market-
ing agent, then homes do not sell 
due to price…because price is just 
one part of marketing!

When listing agents surmise that 
homes do not sell due to price, it 
essentially has our entire industry 
stepping on our own proverbial air 
hose and collectively reducing the 
professional signifi cance of an entire 
industry.

For if the only reason a home does 
not sell is because of price, then the 
only reason a home does sell is be-
cause of price, thereby relegating the 
value of the listing agent to that of 
an overpaid and feckless appraiser.

We could share numerous other 
examples of the counterproductive 
consequences connected to the 
value-killing title of listing agent (as 
opposed to marketing agent), but 
hopefully you get our emphatically 
stated premise.

We need to disrupt the words, 
and, in many cases, the self-fulfi lling 
behavior of the words we have long 
worshiped: listing agent.

You see, our industry does not 
possess an image problem…

We are prodigiously photoshopped.

We are resplendently dressed.

We invented both personal promo-
tion and self-reviews.

And the streets within our local 
communities are brimming with our 
BMWs.

Instead, we need to recast our 
value, and it begins with disrupting 
“listing agents.” Listing agents, no. 
Marketing agents…yes. And it’s not 
about semantics—it’s about value.  
RE

Chris Stuart (top) is CEO of HSF 
Affi liates and president of Berk-
shire Hathaway HomeServices. 
Allan Dalton (bottom) is CEO 
of Real Living Real Estate and 
senior vice president, Research & 
Development of HSF Affi liates. For 
more information, please 
visit www.realliving.com and 
www.bhhs.com.

Let’s Disrupt Listing Agents
Commentary by Chris Stuart and Allan Dalton

The subject of real estate disruption has been a staple of most, 
if not all, industry education and “brainstorming” gatherings 
for years.
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{Broker Best Practices}

Discretion, Expertise 
and Professionalism    by John Voket

Emily Moreland
Broker/Owner
Moreland Properties, a member of Leading Real 
Estate Companies of the World®
Austin, Texas 
www.moreland.com

Region served: Greater Austin and 
Central Texas
Years in real estate: 33
Number of offi ces: 3
Number of agents: 80
Most effective way to motivate 
agents: Cultivate their love of real 
estate and offer best practices to 
connect with future business while 
remaining true to their company’s 
core values and purpose.
No. 1 tip for getting buyers and 
sellers to work together: Remind 
both parties that they want the 
same outcome and offer middle 
ground on smaller items that can 
help soften a transaction.
Best time management tip: Wake 
up and do the things you want to 
put off fi rst, then keep your eyes 
on the horizon by working on items 
that will propel you to where you 
want to land. 

You’ve been affi liated with Lead-
ing Real Estate Companies of the 
World® (LeadingRE) for nearly two 
decades. What fi rst attracted you to 

the network? 
As a new agent with JB Goodwin 
REALTORS® in 1977, I experienced 
the referral network fi rst-hand. At 
that time, it was called RELO. J.B. 
Goodwin made sure we understood 
how important a referral could be 
for our business, and I worked hard 
to become a member and earn my 
place with such a great group of 
broker/owners. LeadingRE brings 
together a network of the best 
brokers in the industry to exchange 
referrals and share best practices. 
Their leadership and resources are 
the best in the industry, and the 
network’s longevity is a testament 
to the organization’s worth.
 
What are some of the biggest ben-
efi ts associated with being part of 
the LeadingRE network? 
The ability to refer one of our 
valued clients to a similar broker-
age in another city is a true value. 
Clients appreciate our level of 
service, and LeadingRE expands 
that for us globally. When making 
large purchasing decisions for our 
company, we look to LeadingRE’s 
vetted business partners in order 
to choose wisely.
 
How do you retain prospects within 
the luxury home marketplace? 
Word of mouth and personal refer-

rals are the lifeblood of how our 
sellers and buyers continue to trust 
our fi rm. We’ve built a reputation 
for discretion, expertise and profes-
sionalism, which is important for 
every segment of clientele. Our 
focus on client relationships and 
continuing personalized service 
well after the transaction is over is 
paramount to business retention, 
as well as growth.
 
In what ways do you keep Moreland 
Properties top of mind? 
Technology is important, and we 
take great strides to tell our brand 
story as much as possible. That 
said, social media, digital and even 
traditional print and broadcast 
marketing will never take the place 
of face-to-face interactions. Our 
agents’ personalities and exper-
tise are what keep us top of mind. 
The way we introduce ourselves to 
buyers and sellers has evolved with 
the advent of new media, and it’s 
exciting to implement innovative 
strategies. I’m fortunate to have 
LeadingRE as a trusted group to 
keep us more informed where new 
tech is concerned.

For more information, please visit www.leadingre.com.

“We’ve built a reputation for discretion, 
expertise and professionalism, which is 

important for every segment of clientele.”

- EMILY MORELAND 
Broker/Owner

Moreland Properties
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Staying Ahead  
of the Competition   
by Lesley Grand 

Joseph Madaio
Co-Owner/Broker 
Sal Carola 
Co-Owner/Broker
Robert Coppolino
Co-Owner/Broker
RE/MAX Elite
Brooklyn and Staten Island, N.Y.
www.remaxeliteny.com

Region served: New York metropolitan area
Years in real estate: Joseph: 35; Sal: 16; Robert: 16
Number of offices: 4
Number of agents: 100 

You are three equal partners in your RE/MAX broker-
age. How is your work divided?
Joseph Madaio: We break it down three ways: Sal 
handles recruiting and marketing, Rob handles training 
and technology, and I’m in charge of everything else.  

How does having three equal owners work to your 
advantage?
Rob Coppolino: Honestly, it’s nice to have three dif-
ferent views and three different perspectives. We get 
along really well, but in the end, our philosophy is that 
it’s all about working for and helping our agents. And 

with the three of us always available, there’s always 
someone to help the agents. 

How do the three of you communicate with one an-
other to make your brokerage seamless?
JM: We’re constantly in touch with one another, wheth-
er it’s on a daily basis, or as often as an hourly basis. 
We phone each other, email, text or whatever is most 
expedient to make sure we get any question answered 
and every problem addressed. 

Why RE/MAX? And, by extension, which of the brand’s 
systems do you find most beneficial?
Sal Carola: That’s easy. It’s the RE/MAX reputation. 
RE/MAX has world-wide influence and is likely the 
most recognized brand in the world. The balloon is 
known by so many people, and the agents that work 
for RE/MAX have been around for a long time. They’re 
mature, competent agents and brokers who know the 
ropes.
RC: I agree with everything Sal said, but I’d also like to 
add that when Sal and I joined RE/MAX, it was one of 
the only companies that had our names, the broker’s 
names, on the signs rather than featuring the company 
name. That’s huge when it comes to being able to 
market yourself.  
JM: We’re dealing with agents who aren’t part-timers, 
who aren’t learning the business. When you see our 
brand, you know you’re dealing with a solid performing 
agent. Someone you can expect to get the job done 
and done very well.

How do you stay out in front of the competition?
JM: It’s easy when you have all of the top agents in 
the area working with you. We’re naturally out in front.   

What is your best advice for hiring and retaining 
agents?
JM: We have an open door policy. We have regular 
meetings, and we recognize agents for jobs well done. 
We also recognize top producers of the month by pro-
moting their achievements over social media. Addition-
ally, we’re firm believers in writing hand written cards. 
Our cards are always personal, and that personal 
touch goes a long way with agents and brokers. 
RC: We care. We will always be there for our agents. 
We love this company, and we love our agents. And 
that’s something you can’t fake. 

  
For more information, please visit www.remax.com.
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Treat Your Leads 
Like Gold 
by Zoe Eisenberg

Michael LaRocque
Broker/Owner
LaRocque & Co., REALTORS®
Cocoa, Fla.
www.larocquerealty.com

Region served: East Coast of Central Florida
Years in real estate: 20
Number of offi ces: 1 brick and mortar, 2 virtual
Number of agents: 37
Favorite thing about working in real estate: Working 
with our life-long customers and my team.

When it comes to online leads, where are the majority 
of your leads coming from? 
One hundred percent of my paid online leads are 
from realtor.com®. I don’t pay any other providers and 
haven’t for years. In the past, I tried all of them, but 
I eventually chose realtor.com® because their leads 
have proven to be the most viable.

You’ve been using realtor.com® for seven years. How 
has that relationship progressed over time? 
We’ve seen amazing growth and expansion, ranging 
from the number of agents under our roof, to the num-
ber of sides closed and areas serviced. We now have 
agents available to serve our customers in three coun-
ties on the East Coast of Central Florida. The close 
collaboration with realtor.com® has been instrumental 
in this growth trajectory.

Have you found that one transaction can turn to many 
over time? 
Yes, it’s commonplace, and part of our long-range 
planning. We acquire a lead originally sourced from 
realtor.com®, transact on the immediate business at 
hand, then turn our attention toward converting that 

lead into a “customer for life.” We want their repeat 
business and referrals. We have many examples of 
this, but perhaps the best is a lead that was delivered 
to us with an original inquiry value of $50,000 or 
thereabouts. My agent successfully closed the fi rst 
transaction, but over time, this lead purchased, sold 
and rented many more units with us. Fast forward to 
today, and the sum total of business has fallen into 
the $1.5 million production value over time. The take-
away? Treat all your leads like the gold they are.

Let’s talk about branding. How is your company working 
to brand itself? 
We recently reinvented our website and are now utiliz-
ing more social media to establish name recognition. 
We like to acquire our leads from realtor.com®, then 
keep them on our website and stay relevant to them 
on social media. Branding is even more important, as 
the public seems to have a shortening memory.

How does your company branding come into play in 
terms of drawing in new customers? 
Realtor.com®’ s Local ExpertSM is an important feature 
for this, as it’s a continuous effort to stay “top of 
mind” with the public. In an environment of “always-
on” intel and immediate availability of information, 
you must stay out in front of your market to expand 
your brand.

How do you use your branding with your sellers? 
Reporting functions available to us from both 
realtor.com® and our website allow us to exhibit to 
our sellers that our marketing efforts are the surefi re 
way to get their property sold in a timely fashion and 
at top dollar. It’s a combination of some tried-and-true 
techniques in conjunction with the latest technologies 
and social media utilization that gets it done.

For more information, please visit realtor.com/sales.

“In an environment of 
‘always-on’ intel and 

immediate availability of 
information, you must stay 
out in front of your market 

to expand your brand.”
- MICHAEL LaROCQUE 

Broker/Owner
LaRocque & Co., REALTORS®



Treating Agents as Family    by Lesley Grand 

Juan Navia 
Broker/Owner 
Realty ONE Group Evolution 
Miami, Fla. 
www.realtyonegroup.com/realestateagent/juan-
navia-11093354

Region served: South Florida
Years in real estate: 15 
Number of offices: 2
Number of agents: 250
Best advice for time management: 
Use a daily activity tracker. Stick  
to it, and don’t leave the office 
without it.   
Can’t live without tech tool: My 
iPhone. I love the camera, and I 
shoot videos with it all the time.  

Realty ONE Group credits you with 
running two very successful branch 
offices. What is your management 
philosophy? 
Give great customer service. I reply 
really quickly to text messages and 
emails. That really is my best prac-
tice. I’m always there for my agents, 
and I’m there when they need me. 
As you can imagine, they really 
appreciate that. Agents always tell 
me that they’ll never leave me. My 
retention rate is great. Most of the 
time, if I lose an agent, it’s because 
they get out of the business. That 
also becomes the best recruiting 
tool. My agents talk about my great 
service, as well as how I train them 
and am there for them.  

What are the top three reasons you 
joined Realty ONE Group? 
I was an independent broker for 
about 12 years, and my technology 
was getting stale. Being part of Re-
alty ONE Group, I now have excellent 
technology I can give my agents. 
The second reason is brand rec-
ognition. Clients demand excellent 
brand recognition nationally, and 
Realty ONE Group is a great brand. 
Lastly, I love the culture within the 
company. Interacting with brokers in 
the Realty ONE Group network and 
helping one another makes us all 
stronger. 

If you had to point to the one thing 
agents love you for, what would it 
be? 
I’m not a competing broker. My 
entire focus is to help my agents, 
who are also my clients, and I am 
always there for them. I work really 
hard. Also, the work environment in 
my office is really friendly. We have 
amazing energy here.  

How do you stay out in front of the 
competition? 
Social media. I create a lot of 
videos. Right now (at press time), 
I’m building a YouTube channel with 
training videos. I also offer some-
thing that’s crucial in Miami: I give 
my training and expertise in Span-
ish, as well as English. So, while 
there’s a great deal of competition 
in Miami, I’m the one catering to the 
Spanish community.   

How have you created an office with 
a good working environment? I’ve 
created a really healthy environment 
in the office. My agents have to feel 
like they’re family and part of the 
team, so I treat them as family. I’m 
a nice person. I never scream or 
yell. Sometimes I have what could 
only be called “character-building 
days,” but I make sure my agents 
love to come to work and that the 
energy is positive.

For more information, please visit www.realtyonegroup.com



(385) 282-7112

MARK EATON
CSP, NBA All-Star

VERL WORKMAN
WSS CEO, Founder

Gain clarity.
 Take action. Build leverage.

January 22-24 
Orlando, Florida

Leverage20.com/clarity

GET
YOUR

TICKETS
NOW!



     RISMedia’s REAL ESTATE  January 2020   167

{Power Teams}

Vision vs. 
Clear Vision      

by Verl Workman

 Welcome to 2020! At Workman 

Success, our theme for the 

year is clarity. To some, clarity means 

looking back at your past successes 

or failures to better understand them 

(after all, hindsight is 20/20). To oth-

ers, it means knowing what you want 

for the future. To us, it’s a combina-

tion of both. 

Many brokers and teams set goals 
based on past performance. Others 
set crazy, wild goals just because it 
pushes them, but they don’t have a 
plan to get there. Having a vision is 
very different than having and cre-
ating a clear vision. 

When my eyesight started to get 
a little fuzzy, I absolutely hated not 
being able to read the small text on 
my phone, see the fi ne print on the 
side of a package or work on my 
laptop, so I started buying reading 
glasses. I kept a pair in ev-
ery drawer, by each TV, and 
in my travel bag. It got so 
bad that at one point, I 
must have had 20 or more 
pairs of reading glasses. 
My need for clarity was great, 
but I did not go to the eye doctor. 
I felt it was a temporary situation 
and that if I ate a few more carrots, 
I might see better.

When my wife fi nally started hid-
ing my reading glasses, I went to 
the eye doctor. He put temporary 
lenses in the eye-testing device, 
and all of a sudden, I had clarity. 
When I got my prescription lenses, 
I could fi nally see in the distance, 

distinguish the leaves on the 
trees and read the small text on 
my phone without squinting. This 
one simple tool changed the way I 
viewed the world and gave me crys-
tal-clear 20/20 vision. While I had 
vision before, with glasses, I now 
had a clear vision.  

We gain clarity in our mission, 
our vision and our goals when we 
put a magnifying glass on our cur-

rent situation to determine 
what we’re doing well, what 
areas need improvement, 
and where we need to grow. 
When you’re willing to be 

vulnerable and admit that 
you can’t see clearly on your 

own, you open yourself up for a pre-
scription for success. A good coach 
can look at your business from a 
different perspective and help you 
see where you can and should im-
prove. The areas we focus on to 
make sure we know where to start 
are as follows:

1. Operational Excellence. We use 
a tool called the AMP Scorecard to 

score each of our systems. If you’d 
like a copy, send an email to RIS@
workmansuccess.com and I’d be 
happy to share this tool with you. 

2. Roles and Responsibilities. Each 
position needs more than a job de-
scription. They need a clear defi ni-
tion of their function on the team and 
how they will measure a win at the 
end of each day.

3. Goals. Every team member needs 
specifi c, clearly defi ned goals and 
objectives that can be measured and 
broken down into daily activities.

4. Four Pillars of Income. You need 
to specify four areas of your busi-
ness that can each generate 100 
percent of your income goal.

Verl Workman is the founder and CEO of Workman 
Success Systems (385-282-7112), an international 
speaking, consulting and coaching company that 
specializes in performance coaching and building 
successful power agents and teams. Contact him 
at Verl@WorkmanSuccessSystems.com. 



168   January 2020  RISMedia’s REAL ESTATE

{Power Teams}

Seeing  
Things Clearly   

by Cleve Gaddis

Agents are often confused about 

what to focus on to earn their de-

sired level of income. Their default fo-

cus is on closings, and while this seems 

to make sense, it’s actually not the right 

place to focus. It clouds your vision be-

cause you measure results after they’ve 

happened. What can you do about 

January’s results in February? Nothing 

whatsoever.

To achieve your desired re-
sults, you need to gain clar-
ity by focusing not on the 
results themselves, but 
instead, on the activities 
required to produce the re-
sults. Here are three things that we 
believe a successful agent should 
focus on:

1. Lead Flow. You must generate 
a minimum of 25 leads per month 
to close 24 deals per year. These 
leads can come from all sources. 
On average, you should be con-
verting more than 5 percent of the 

leads you generate. You might even 
find it necessary to generate closer 
to 35 leads to close two deals a 
month. We keep up with our lead 
flow using a lead tracker, where we 
put 100 percent of leads on the 
first contact.

2. Lead Management. This doesn’t 
have to be complicated. We use a 
three-category system we call the 
ABCs of lead management. An “A” 
prospect is someone who is ready 
to buy or sell immediately and with 
whom you have an appointment. 
The appointment is the key here. 
If you don’t have an appointment 
with them, they aren’t an A. Always 
set the next appointment to show 
homes or move the process for-

ward when you’re on your cur-
rent appointment. This new 
way of thinking has been 
a game changer for us. If 
someone is ready to buy or 

sell in the next 90 days, we 
categorize them as a “B.” You 

must follow up with a B prospect 
twice a month, during the weeks 
of the 1st and the 15th. A prospect 
who is planning to purchase or sell 
in more than 90 days is a “C.” We 
follow up with all C prospects once 
per month, during the week of the 
8th. Regardless of which CRM sys-
tem you use, and how the system 

categorizes prospects, use what 
I’ve outlined here, and you’ll con-
vert more leads to clients.

3. Face-to-Face Appointments. 
You should strive for two face-to-
face appointments with new buyer 
or seller prospects each week. It 
doesn’t matter whether these pros-
pects are ready to move forward 
now or won’t be ready for a year. As 
long as you keep meeting new pros-
pects face-to-face, you’ll keep your 
pipeline full. These face-to-face 
meetings come in various forms, 
like showing a buyer prospect a 
home, meeting a prospect for a 
sit-down at your office, visiting the 
home of a seller prospect, or meet-
ing up at Starbucks to discuss the 
home-selling or -buying process. 
You’ll never have to worry about the 
number of closings you’ll have if you 
focus instead on these important 
initial face-to-face meetings. We 
keep track of our face-to-face buyer 
and seller appointments using our 
Daily Success Habits Tracker.

There’s lots more to focus on to 
be successful in real estate, but if 
you start with the three basic ac-
tivities outlined above, you’ll be well 
on your way to having clarity on the 
activities required to produce the 
results you desire. 

If you’d like a copy of our lead 
tracker, the ABCs of lead manage-
ment, or the Daily Success Habits 
Tracker, email me at Cleve@Work-
manSuccessSystems.com.

Cleve Gaddis is a master coach with Workman 
Success Systems and a team leader with Gaddis 
Partners, RE/MAX Center in Atlanta. He learned 
sales the hard way, selling vacuum cleaners 
door-to-door and now puts those skills to use 
in helping his team close $60 million annually. 
He loves to share his systems and strategies 
to help others succeed. He hosts the Call Cleve 
Atlanta Real Estate Show, heard weekly on 
NewsTalk 1160 WCFO. Contact him at Cleve@
WorkmanSuccessSystems.com.
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{Power Teams}

Elevate  
Your Giving   

by Jim Knowlton

O ne of the biggest challenges in 

real estate coaching is get-

ting client engagement. When 

agents struggle, their first re-

quest is for a tougher coach 

with a higher level of account-

ability; however, no coach, no mat-

ter how strong, can make anyone do 

anything they don’t want to do. To help 

inspire clients to push harder, we of-

ten shift our accountability focus from 

money to a “big why.”

A “big why” is something in your 
life that will engage you to take ac-
tion when you don’t want to. Some 
of my favorites over the years in-
clude helping sick family members 
in other countries get to the U.S. 

for treatment not available in their 
home country, helping children go 
to college debt-free through a 529 
plan, retiring well before 65, and 
paying off old debt. One of the most 
powerful big whys is supporting pro-
grams you believe in and giving to 

charities.
Elevating your giving can 

be a strong motivator to 
change your daily money-
making habits and increase 
your success in your busi-

ness. Start by using a stra-
tegic plan, or Agile. Identify the 

amount you want to give first in the 
short term (in one, three and six 
months) and then in the long term 
(in one, three and five years). Build 
a “bucket” and put the amount of 
money needed to meet each timed 
goal into the account with each 
closing check (use your business 
plan or income goal spreadsheet 
for projected closing numbers). 
Starting with a small number (such 
as $50 per month) and growing to 
a larger number (maybe $2,000 a 

year) can help you establish a habit 
that gives you motivation and joy as 
you save and give.

Many of our coaching clients have 
set and exceeded large charitable 
goals that drive their team’s core 
values and daily money-making ac-
tivities. Use your giving as part of 
your recruiting or sales value propo-
sition to set yourself apart from oth-
ers. No matter what this changes in 
your business—or how—there’s no 
downside to setting and elevating 
your giving.

Nearly three decades of real estate 
experience—including 15 years of coaching 
with Verl Workman—have made Jim Knowlton 
one of the top agents in the country and one 
of the most popular coaches on the Workman 
Success Systems team. In addition to serving 
as director of Coaching for Workman Success 
Systems, Knowlton also owned and managed 
several real estate franchises, earned 
numerous awards for his performance, and 
continues to lead a Keller Williams Mega Agent 
team in New Hampshire today. Contact him at 
Jim@WorkmanSuccessSystems.com.
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{Power Teams}

Leading a Team 
Is Like Raising 
Children   

by Paul Wheeler

When I coach and talk to agents 

around the country about grow-

ing a real estate team to give them 

more stability, security and balance, 

the most common response I hear is, “I 

don’t want to manage people.” What if 

we looked at it differently? What if we 

looked at it like parenting?

As parents, our job is to guide our 
children to grow into happy, healthy, 
productive adults and help 
them become the best ver-
sions of themselves they 
can possibly be. We start 
with a foundation of incred-
ible love and support. Then 
we share best practices and 
give them the tools to succeed, 
starting with teaching them how 
to walk, use the toilet, brush their 
teeth, pick up after themselves, say 
please and thank you, etc. 

As parents/leaders, we also hold 
our children accountable to our 
family standards and core values 

and teach them that accountability 
is done for them, not to them—it is 
a gift. Over the years, the children 
learn to hold themselves account-
able to great daily activities and 
choices. Throughout the process, 
we inspect what we expect. We con-
tinue to nurture them and teach 
them how to be successful with 
a total focus on what is best for 
them. We don’t manage them; we 
lead them, develop them and teach 
them to be leaders. We would never 
even consider giving up on them. 
We might have to go back over the 
basics on a regular basis, but we 
never give up on them. As a parent, 
I can tell you that with a focus like 
that, raising kids is pure joy no mat-
ter their age. 

What if we built our teams 
like this? As team lead-
ers, our main responsibil-
ity is people development. 
We want to help our team 

members grow as leaders. 
We start with a foundation of 

incredible love and support, and 
serve them to help them reach their 
goals. From there, we share best 
practices such as time-blocking, 
correct daily activities, prospect-
ing, business planning, tracking 
and role-playing. We coach, train 
and mentor them on a daily basis 

with a total focus on what is best 
for them based on what they want 
to accomplish. We lead them out of 
their comfort zones. We give them 
the tools and systems necessary 
to help them succeed, then we give 
them the gift of accountability to 
the highest standards of daily ac-
tivities, service to our clients and 
production so they can reach their 
goals. Throughout the process, we 
continue to nurture them and teach 
them how to be successful.

Do you think this approach would 
be more joyful and productive? Do 
you think you would get a different 
result? I believe you will.

If you would like to have a sim-
ple plan for building a team, email 
Paulw@WorkmanSuccessSystems.
com or call (918) 665-8559.

Workman Success Systems’ team coach Paul 
Wheeler started Accent REALTORS® as a 
licensed agent and broker in 1992. Leading 
the Accent Team with energy, experience and a 
vision for the future, as well as a better business 
model in the real estate industry, Wheeler and 
his team strive to continually improve their 
processes with a focus on learning and staying 
on top of market trends. His passion for real 
estate is only surpassed by his commitment to 
community service and his family. Contact him 
at Paulw@WorkmanSuccessSystems.com.
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The average cost to a broker whose 
recruiter hired the wrong person, 
according to seasoned recruiters, 
is more than $8,700. So, investing 
time in learning about potential can-
didates for your team is a must.

For starters, recruiters need to 
have a clear understanding as to 
what the average agent’s perfor-
mance level is. Very few do.  

In a random sample* of the last 
12 month’s performance, we show 
53.75 percent of all participants do 
four ends or less, and 53.45 percent 
of all participants sold 1.5 million 
dollars or less. 

By understanding the complete 
performance of your proposed can-
didate, it’s entirely possible to know 
more about the candidate than the 
candidate knows about themself.

By studying the achievements, 
here are six conclusions you can 
draw:

1With 45 combined ends, Till Eu-
lenspiegel is in the top 1.49 per-

cent of all agents in his MLS.

2Nine out of 28 listing ends were 
“double ends,” which is 32 per-

cent. The average double end in his 
MLS is 13.7 percent.

3Days on market were not his 
strength. With a benchmark of 

42 days, Till racked up an average 
70.8 days.

4The average sold-to-ask ratio for 
this MLS was 97.28 percent. 

Till’s was 97.60. That means Till got 
$791.54 more than average every 
time one of his listings sold.

5 Till’s average sale is consider-
ably below the norm. On inves-

tigation, it turns out that he special-
ized in condos.

6Most revealing about Till’s un-
usual performance is that not 

one of his listings sold at 100 per-
cent of the last asking price.

The mark of a top recruiter is the 
ability to make a recruiting call that 
sets your conversation apart from 
all the calls received in any given 
month. (Did you really think you were 
the only broker calling them?)

If the agent is good, they aren’t go-
ing to be in the office, so getting a 
return call requires an amazing mes-
sage based on what you know about 
your recruit. Leave a message that 
goes like this: “Hey, Till. Do you real-

ize that you’re in the top 1.4 percent 
of all agents in your city? Give me a 
call back and I’ll tell you more about 
your outstanding performance.”

To those of you who like to write 
recruiting letters or emails because 
making those phone calls is too 
much of a bother, remember that 
smart agents keep those letters or 
emails in their listing portfolios. 

When confronted with a seller who 
wants to list with So&So Realty, they 
then whip out their listing presenta-
tion (it is indexed alphabetically), 
turn to your letter and say, “Yes 
So&So Realty is a nice company; I 
have friends who work there. So&So 
actually asked me to come work for 
them, but I decided to stay with my 
office because they’re more progres-
sive, and my chances of making 
money where I am are better.” 

That, dear reader, is a very compel-
ling argument. There’s nothing better 
than a voicemail from you extolling 
the virtues of the prospect. Properly 
done, you will get callbacks 63 per-
cent of the time. One of the tricks 
that seasoned recruiters use is “the 
red phone.” A private line that shows 
the number of the caller, it makes 
the conversation to follow more 
meaningful and personal. RE

*Based on the 12-month performance of 734,250 
randomly chosen agents in the U.S.

Leon Y. d’Ancona is CEO of REal-
ity®. For more information, please 
visit www.realestatestatistics.com.

The Fine Art of Recruiting 
the Right Agents: Part Two
Commentary by Leon Y. d’Ancona, B.T.L., M.T.L., RRESI

If you’re still looking for staff that can “fog up a mirror and has a 
credit card” (and not necessarily in that order), please turn the 
page. The next article is likely to make you more informed.

Listing Office Units Value Share# Share$ Av. DOM Av. Sale Av.S/A @100%

Till Eulenspiegel Listing 28 6,926,000 62.22% 61.10% 70.8 247,357 97.60 0

Till Eulenspiegel Selling 17 4,410,000 37.78% 38.90% 79.9 259,412 96.71 0

Total 45 11,336,000

Double ends included 9 2,419,000 32.14% 34.93% 70.1 268,778 97.06 0

Database benchmark average double ends:              13.70%        14.84%       42.0             414,413
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“Lacking confidence” is something 
I hear from our coaching members, 
who also admit that they lack a strat-
egy before making the call. You can 
be an expired listing rock star with 
these proven methods, which will not 
only increase your listing inventory, 
but also your personal income and 
that of your team members. 

1. SEARCH BACK SIX MONTHS OR 
12 MONTHS. Don’t just search 
what has expired within the last 
couple days or weeks. Go back 
months, and see if these people 
are still interested in making a 
move, and explain that your mar-
keting system and plan will help 
get them where they want to go. 

Many sellers were down on the 
market and decided to take their 
home off the market altogether, 
so a new conversation from you 
will be welcomed. You can offer 
new market data and a much 
more effective marketing strate-
gy that’ll help them achieve their 
real estate goals.

2. SPECIALIZE IN HOMES THAT 
DIDN’T SELL. Successful work 
with expireds means that you 
like helping sellers whose home 
didn’t sell previously. Take the 
approach that you specialize in 
homes that didn’t sell the first 
time on the market. Offer your 
staging expertise and help them 
better prepare the home, both 
from how it looks to a better pric-
ing strategy. Either way, you’ve 
successfully sold homes that 
didn’t sell the first time on the 
market, making you an expert.

3. ADD VALUE AND SOLUTIONS. 
The best agents add value to the 
conversation and offer solutions 
geared toward solving the prob-
lem. When you ask questions 
and solve their problem with your 
value-driven system of service, 
you attract clients who want to 
hire you because they see value 
in your expert services. You can 
enthusiastically help them get 
their home sold a week or six 
months later at the highest fair 
market value. You have to com-

municate a good value proposi-
tion and differentiate your ser-
vices better than anyone else. 
When you do this, they’ll meet 
with you and ultimately hire you 
to sell their home.

4. TIE DOWN THE APPOINTMENT. 
During the call, you need to have 
good scripts that are value-add-
ed. If you’re able to communicate 
your value, you’ll secure a meet-
ing with them. You or a team 
member may even have pre-
approved buyers that the home 
might work for. Once you have 
the appointment, you can con-
tinue to talk to them about how 
to get their home sold. If you’re 
struggling with the script, I would 
highly suggest coaching in order 
to learn how to communicate ef-
fectively to close more leads into 
appointments. Work with your 
manager or team leader, read or 
watch training webinars or hire a 
coach for more accelerated re-
sults. Learning new script strate-
gies will increase your conversion 
rate and lead to more success.

Remember: The expired listing seller 
needs your help. Once you master 
the dialogue, develop a strategy 
for how to solve their problem and 
communicate the value you bring to 
them, you’ll get yourself an appoint-
ment, and, better yet, get hired to 
sell their home. RE

Sherri Johnson is CEO and founder of Sherri 
Johnson Coaching & Consulting. With 20 years of 
experience in real estate, Johnson offers coaching, 
consulting and keynotes, and is a national speaker 
for the Homes.com Secrets of Top Selling Agents 

tour and the Official Real Estate 
Coach for McKissock Learning 
and Real Estate Express. Sign 
up for a free 30-minute coach-
ing strategy session or visit 
www.sherrijohnson.com  
for more information.

The Secret to Converting 
Expireds Into Income
by Sherri Johnson

Let’s be honest: If you had the secret strategy to calling expired 
listings that would generate an appointment every time, you 
would call them every day, right?



     RISMedia’s REAL ESTATE  January 2020   177

{Ask the Experts}

 Dan Steward 
President & CEO
Pillar To Post Home Inspectors®
www.pillartopost.com

Q: Now that the holidays 
are over, we all 

face the daunting task of 
undoing all of our fabulous 
decorations. Any tips for 
homeowners? 

A: Here are a few tips for 
taking down and safely 

storing your holiday decor. 

-Make it a family project. Every-
one has a task that’s age-appro-
priate. One person is in charge of 
taking down ornaments, one the 
lights, etc. Start from the base of 
the tree and work your way up to 
prevent knocking ornaments off.

-Try to work at or below shoul-
der height.

-Practice safety with ladders. 
If you need to use a ladder, make 
sure its base is on a balanced sur-
face and someone is holding it. 

-Broken ornaments are danger-
ous. If possible, remove broken 
ornaments while wearing cotton 
gloves, as the splintering can be 
very fi ne. Throw them into a box, 

not a garbage bag, as the broken 
shards can cut through a bag. 
Don’t let small children take these 
ornaments off the tree.

-Use several medium-sized 
boxes so they aren’t too heavy 
to move. If possible, use a 
segmented cardboard box to store 
ornaments. If you don’t have 
these inserts, try wrapping each 
ornament in newspaper or bubble 
wrap.

-If you have a real tree, place 
a large sheet at the base of 
the tree. Use a turkey baster 
to remove excess water in the 
stand, lay the tree on its side and 
remove the stand. Then carry or 
drag the tree to the curb and roll 
it off the sheet.

-Needles need to be cleaned 
up thoroughly. Dangerous for 
children and pets, sweep fl oors, 
dump debris into the sheet the 
tree is wrapped in—or sweep ev-
erything into a dustpan and empty 
it into a garbage receptacle. 
You can also use a 
vacuum cleaner, care-
fully checking that 
there are no orna-
ment hooks or other 
items lying around 
that could break the 
vacuum. 

-Lights should be 
tested per bulb, and dead 
bulbs discarded.

-Store lights separately, with 
each strand in its own bag or 
small box along with extra bulbs 
and fuses.

-If you have wreaths that need 
to be stored, invest in special 
wreath boxes, which can be 
found at the store or online for a 
reasonable price. Mark each box 
to keep them organized, or take a 
picture of the item stored inside 
and tape it to the box.

-Although the box your artifi cial 
tree came in may seem like 
the perfect one to repack it in 
for storage, this isn’t the best 
idea for preservation. Over time, 
cardboard boxes begin to deterio-
rate, making them more prone to 
insect infestation. Try a tree bag 
or box to protect your tree. 

-Decorations such as candles 
can be stored in old socks. 
Don’t use plastic wrap, as it can 
stick to them. Store candles away 
from heat sources so that they 
don’t melt. 

-Label everything to make life 
easier next year. You can either 
number each box and keep a 
list of that inventory somewhere 

handy, or write on the 
box a list of each item 
inside. 

-Most of us don’t 
have an extra room 
or closet to turn into a 
makeshift wrapping 
paper and ribbon stor-
age center. If you have 

minimal space, purchase a con-
tainer that you can slide under the 
bed, and use it to store wrapping 
paper on the original roll if you 
can. If not, bits and pieces folded 
neatly are fi ne. RE

Q   A
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ABR®
(800) 648-6224 • www.rebac.net • Chicago, Ill.
•  Marc Gould, Executive Director
Brokers are busy with many competing priorities. They should 
feel comfortable with their salespeople who have earned the 
ABR® designation when working with buyer-clients. Real estate 
professionals can hone their skills in representing the needs of 
homebuyers in real estate transactions and earn the coveted 
Accredited Buyer’s Representative (ABR®) designation, giving 
agents knowledge and confidence to navigate the market.

AMERICAN HOME SHIELD®
(800) 735-4663 • www.ahs.com/realestate
American Home Shield® founded the home warranty industry 
more than 45 years ago and remains the industry leader with 
more than 1.8 million customers who depend on us every day. 
Not only do we offer home warranty plans that help protect 
against unexpected covered breakdowns of home systems, but 
we also offer services that buyers can take advantage of day one 
of their contract. Current additional services offered include rekey-
ing, TV mounting and pre-season HVAC tune-ups. We’re also le-
veraging our network of more than 15,000 licensed and qualified 
contractors to test even more services, such as electronics protec-
tion plan, pest control coverage, house cleaning services, garage 
door tune-ups, electrician services, and more. Discover the shield 
difference and contact your local AHS® Account Executive today 
by visiting ahs.com/find-rep.    

BERKSHIRE HATHAWAY HOMESERVICES
(800) 666-6634 • www.berkshirehathawayhs.com
Berkshire Hathaway HomeServices is a brand-new real estate 
brokerage network built for a new era in residential real estate. 
The network, among the few organizations entrusted to use the 
world-renowned Berkshire Hathaway name, brings to the market a 
definitive mark of trust, integrity, stability and longevity. The brand, 
grounded in the financial strength, efficiency and tradition of its 
HomeServices of America parent company, will change the face of 
residential real estate.

BUFFINI & COMPANY
(800) 945-3485 • www.buffiniandcompany.com
Headquartered in Carlsbad, Calif., Buffini & Company is the larg-
est real estate coaching and training company in North America. 
Founded by real estate expert and master motivator Brian Buffini, the 
company provides a unique and highly effective lead-generation sys-
tem and comprehensive business coaching and training programs, 
which have helped entrepreneurs in 37 countries improve their busi-
ness, increase net profit and enhance their quality of life.

CENTURY 21 REAL ESTATE LLC
(877) 221-2765 • www.century21.com • Madison, N.J.
•  Michael Miedler, President & CEO
Century 21 Real Estate LLC is a leading global residential franchise 
real estate sales organization, with over 9,400 independently-owned 
and -operated franchised brokerages and more than 127,000 in-
dependent real estate professionals in 80 countries and territories 
worldwide. The Century 21® System capitalizes on brand market-
ing, promotions and sponsorships, and fundraising efforts with 
Easterseals to build brand awareness and preference. Technology 

initiatives include both English- and Spanish-language consumer 
websites, www.century21.com and www.century21.com/espanol, a 
recently redesigned intranet site, www.21Online.com, and the Cen-
tury 21 Learning System®, a web-based learning platform. Century 
21 Real Estate LLC is a subsidiary of Realogy Holdings Corp.

CERTIFIED NEW HOME SPECIALISTTM

(800) 428-1122 • www.sellnewhomes.com
SellNewHomes.com is the online headquarters for Certified New 
Home Specialist™ and Residential Construction Certified™ train-
ing, sales systems and marketing tools, created by Dennis Walsh 
& Associates, Inc. Based in Newport Beach, Calif., the company 
is owned and operated by nationally recognized new-home, real 
estate and construction experts Dennis and Teresa Walsh. The 
Walshes have established Certified New Home Specialist™ as the 
No. 1 brand of training and support products for new-home sales 
success. To learn more, email contactus@sellnewhomes.com.

CINC (COMMISSIONS INC)
(855) 246-2717 • www.commissionsinc.com • Marietta, Ga.
•  Matt Hart, Director of Sales
CINC is the premier lead acquisition and conversion marketing 
platform designed for top-producing teams, agents and brokers. 
Their solution includes a consumer website that integrates with 
local MLS data, a complete customer relationship platform for 
nurturing leads, and a trio of three mobile apps supporting all as-
pects of the home-sale process. Each month, CINC generates over 
290,000 new homebuyer and seller leads for its clients.

COLE REALTY RESOURCE
(888) 231-0732 • www.colerealtyresource.com • Omaha, Neb.
Cole Realty Resource helps thousands of agents and brokers find 
success. Agents can connect with neighborhoods to stay top of 
mind and promote open houses or Just Listed/Sold properties, 
while brokers use this tool to recruit, retain and cheerlead new 
agents, allowing for confident prospecting. All of this is achieved 
through a combination of innovative technology, industry knowl-
edge of end-user practices and comprehensive data providers. 

CREATE FOR THE HUMAN
(914) 909-6701 • www.createforthehuman.com
•  John Lim
Create for the Human is a groundbreaking philosophy from John 
Lim, CEO of Life In Mobile and an innovator in real estate tech-
nology, that helps real estate and real estate-related companies 
humanize their digital marketing. Through education about the 
implementation of four main principles, Create for the Human 
offers companies the opportunity to exponentially increase their 
marketing success and bottom line by reaching behind their con-
sumers’ devices and screens to capture and truly engage buyers, 
sellers, brokers and agents.

CRS DATA
www.crsdata.com
Since 1989, CRS Data has provided you with a wealth of tax data. 
Our new, customized MLS Tax Suite integrates seamlessly into 
your MLS system and gives REALTORS® current tax data, detailed 
maps and robust features on all browsers and mobile devices. 
Find listings and FSBOs quickly, evaluate them effectively and give 
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clients professional presentations. We’re proud to provide a per-
sonal customer service experience to support our intuitive MLS 
Tax Suite. Learn more by visiting www.crsdata.com.

DARRYL DAVIS SEMINARS
(800) 395-3905 • www.ThePowerProgram.com
Headquartered in Long Island, N.Y., Darryl Davis Seminars was 
founded by real estate expert, coach and international speaker 
Darryl Davis, CSP. For more than 30 years, Davis has been helping 
agents double their production by learning the listing and sale 
skills of real estate. These money-making skillsets are vital when 
agents are working with buyers and sellers to move their career to 
their Next Level™. His fast-growing membership platform, www.
ThePowerProgram.com, helps real estate sales professionals de-
sign lives and careers worth smiling about. He is the best-selling 
author of three books with McGraw-Hill Publishers, one of which, 
“How to Become a Power Agent in Real Estate,” is the No. 1 book 
sold to REALTORS® on Amazon.

THE ENTRUST GROUP
(800) 392-9653 • www.TheEntrustGroup.com
The Entrust Group (“Entrust”) has been the industry leader in ac-
count administration services and education of Real Estate IRAs 
for 35 years. Entrust offers real estate brokers and agents a cost-
effective, individualized approach to retirement savings using a 
self-directed IRA account with the AgentIRA Program. As part of 
this program, Entrust works with real estate professionals by as-
sisting their clients with the purchase of real estate investments 
with retirement funds. The AgentIRA Program provides real estate 
brokers a strategy to attract, develop and retain high-quality tal-
ent. Learn more at www.theentrustgroup.com/agentira. 

ERA FRANCHISE SYSTEMS, LLC
(800) 869-1260 • www.era.com • Madison, N.J.
•  Simon Chen, President & CEO
Since 1971, ERA Franchise Systems, LLC, a global residential real es-
tate leader, has set new standards in customer service, technology 
and training for the real estate industry. Top- notch offerings from 
ERA Real Estate include the Sellers Security® Plan, a comprehensive 
home protection plan, and ERA.com, its award- winning consumer 
website. The ERA network includes approximately 2,300 indepen-
dently-owned and -operated offices with over 40,000 brokers and 
independent sales associates throughout the United States and 31 
other countries and territories. ERA Franchise Systems, Inc. is a sub-
sidiary of Realogy Holdings Corp. 

FCA US LLC
(888) 898-1115  www.nar.realtor/fca
FCA US LLC is a North American automaker based in Auburn Hills, 
Mich. It designs, manufactures and sells or distributes vehicles un-
der the Chrysler, Dodge, Jeep®, Ram, FIAT® and Alfa Romeo brands, 
as well as the SRT performance designation. The company also dis-
tributes Mopar and Alfa Romeo parts and accessories. FCA US LLC 
offers extra benefits to membership of the National Association of 
REALTORS®.

HOMES.COM 
(866) 697-3308 • http://marketing.homes.com/
Homes.com offers brand advertising, lead generation, online repu-
tation and marketing solutions to connect you with over 12.5 mil-
lion consumers monthly. With a high average visit time, consum-
ers visiting Homes.com are more engaged and more likely to buy 
when compared to visitors of other national real estate websites. 
Connect with these motivated homebuyers and sellers with the 
most powerful suite of tools for your real estate business—and con-
vert more leads to closed transactions. 

HOMESMART INTERNATIONAL 
(800) 865-9025 • www.homesmartfranchise.com
Founded in 2000, HomeSmart International is one of the fastest-
growing real estate companies in the nation with nearly 170 offic-
es in 28 states and over 16,000 agents. HomeSmart International 
offers franchisees, brokers and agents efficiency and innovation, 
coupled with the systems and technologies necessary to succeed 
in today’s evolving real estate industry.  

HOMETEAM INSPECTION SERVICE
(844) HOMETEAM • www.hometeam.com
You can depend on HomeTeam for a faster, more efficient home 
inspection every time. Unique to home inspection companies, 
HomeTeam brings a team of inspectors on-site. Each team member 
focuses on his or her area of expertise, which keeps us efficient and 
saves you time. Fast, Trusted and Accurate—that’s the HomeTeam 
promise. We invite you to experience the difference the team ap-
proach makes. For more information, give us a call at 844.HOM-
ETEAM or visit us online at hometeam.com.

HSASM HOME WARRANTY 
(800) 367-1448 • www.onlinehsa.com • Madison, Wis.
HSASM Home Warranty has provided outstanding products and ser-
vice to real estate professionals and homeowners for more than 35 
years. The home warranty helps sellers and buyers protect their 
budget from the cost of repairing or replacing the covered home 
system components and appliances in their home. HSASM also of-
fers additional services to help buyers maintain their homes, in-
cluding rekeying and pre-season HVAC tune-ups. With HSA Home 
Warranty, your clients get reliable budget protection backed by 
exceptional service, and you get a provider who works hard to bet-
ter serve you. Contact your local HSA Account Executive today by 
visiting onlinehsa.com. 

LEADING REAL ESTATE COMPANIES OF THE WORLD®
(312) 424-0400 • www.LeadingRE.com
Leading Real Estate Companies of the World® is a selective global 
community of the highest-quality independent real estate com-
panies. We exist to make our members better by connecting 
them to opportunities and people around the globe, supporting 
them with a global referral network, professional development 
programs, and unique events. For more information on our more 
than 565 firms that span over 70 countries with 130,000 sales 
professionals, visit LeadingRE.com.
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MOTTO FRANCHISING, LLC® 
(866) 668-8649 • www.mottomortgage.com • Denver, Colo.
Created in 2016 as the second member of the RE/MAX Holdings, 
Inc. family of brands, Motto Franchising, LLC® powers the grow-
ing network of independently-owned Motto Mortgage brokerag-
es with a franchised business model structured primarily for real 
estate brokers interested in expanding into mortgage origination 
via an affiliated business. Motto Mortgage offices have access to 
loan products from top wholesalers and strong regulatory compli-
ance support. The result is a different kind of business, created to 
innovate and disrupt the industry. 

MOXIWORKS
(206) 673-4591 • www.moxiworks.com
MoxiWorks is a comprehensive open platform system for large 
residential real estate brokerages that serves over 72 brokerages 
and 120,000 agents nationwide. MoxiWorks’ integrated tools are 
centered on sphere methodology that increases agents’ repeat 
and referral business by 54 percent, while lowering overall tech-
nology, training and support costs for the brokerage. The open 
platform known as the MoxiCloud has tools from more than 50 
partners that plug and play to create unique brokerage solutions. 
MoxiWorks also powers the LeadingRE Cloud. Find more informa-
tion at moxiworks.com.

NATIONAL ASSOCIATION OF REALTORS® 
(800) 874-6500 • www.NAR.realtor • Chicago, Ill.
• Bob Goldberg, CEO
• Victoria Gillespie, Chief Marketing and Communications Officer
• Katie Johnson, General Counsel, Chief Member Experience Officer
• Mark Birschbach, SVP, Strategic Business Innovation and Technology
• Marc Gould, SVP, Member Development
The term REALTOR® identifies a real estate professional who is a 
member of the National Association of REALTORS® and subscribes 
to its strict Code of Ethics and Standards of Practice. NAR mem-
bers have access to the REALTOR Benefits® Program, NAR’s official 
member benefits resource, providing savings and special offers on 
products and services just for REALTORS®. Program partners are 
industry leaders who understand the unique needs of real estate 
professionals. Visit NAR.realtor/RealtorBenefits. NAR is also proud 
to offer the .realtor™ and .realestate top-level domains to members 
to help them create a robust digital presence that supports their 
identity as a REALTOR®, and everything they do for their business. 
Visit get.realtor. NAR offers a number of designations, certifications 
and opportunities for continuing education that support member 
development. Visit OnlineLearning.realtor. NAR empowers REAL-
TORS® to evaluate, enhance and showcase their highest level of 
professionalism with the Commitment to Excellence program. Visit 
C2EX.realtor. The REALTOR® Store features publications, webinars 
and research reports, including the top-selling 2018 NAR Profile of 
Home Buyers & Sellers. Visit Store.realtor. Additionally, NAR’s ven-
ture capital arm, Second Century Ventures, has invested in compa-
nies that push forward innovation in the real estate industry, while 
benefitting NAR members. Visit secondcenturyventures.com.

PILLAR TO POST HOME INSPECTORS
(800) 294-5591 • www.pillartopost.com • Tampa, Fla.
· Stephanie Bowling, Director of Marketing (416) 620-3572
Founded in 1994, Pillar To Post is the No. 1 home inspection 
brand in North America with over 550 franchisees located in 49 
states and nine Canadian provinces. The Pillar To Post difference 
includes a printed on-site report allowing for faster closings, each 
inspector carrying $1 million in E&O insurance to cover both the 
agent and the broker, and convenient scheduling options to meet 
every client’s needs. 

QUICKEN LOANS
(866) 718-9842 • AgentRelations@QuickenLoans.com
For more than 30 years, Quicken Loans has been celebrated for 
providing an amazing mortgage experience. In fact, J.D. Power 
ranked Quicken Loans highest in client satisfaction for mortgage 
origination the last nine years. Along with being the largest mort-
gage lender, Quicken Loans leads the industry in technology with 
Rocket Mortgage, the first-ever completely online mortgage experi-
ence. Whether applying for a mortgage online or with a mortgage 
banker, Quicken Loans is committed to client experience. 

REAL LIVING REAL ESTATE
(866) 373-6228 • www.realliving.com
Real Living Real Estate is a full-service real estate brokerage net-
work with a comprehensive and integrated suite of resources for 
franchisees and their sales professionals, as well as the consumers 
who work with them. The Real Living brand has been recognized 
by Entrepreneur magazine. Real Living Real Estate is a network 
brand of HSF Affiliates LLC, majority owned by HomeServices of 
America, Inc., a Berkshire Hathaway affiliate. 

REALITY® SOFTWARE
(877) 785-4321 • www.REstats.com
Established in 1987, with offices in California, Miami and New 
York State, we are North America’s oldest and most experienced 
creators and masters of real estate statistics. We emphasize sim-
plicity. REality® gives brokers and agents cutting-edge informa-
tion that gets deals done. We provide unique technology that 
helps multi-offices realize how to better position their marketing 
presence, often saving over hundreds of thousands in expansion 
plans. We stress the visual in our programs, making them easy to 
use. Words do not describe the amazing results. Twelve minutes 
with our legendary CEO or his executive staff will truly amaze you.

REALOGY HOLDINGS CORP. 
(973) 407-2162 • www.realogy.com • Madison, N.J.
• Trey Sarten, VP, External Communications
Realogy Holdings Corp. (NYSE: RLGY) is a global leader in residen-
tial real estate franchising with company-owned real estate broker-
age operations doing business under its franchise systems, as well 
as relocation and title services. Realogy’s brands and business units 
include Better Homes and Gardens® Real Estate, CENTURY 21®, 
Climb Real Estate®, Coldwell Banker®, Coldwell Banker Commer-
cial®, The Corcoran Group®, ERA®, Sotheby’s International Realty®, 
ZipRealty®, NRT LLC, Cartus, Title Resource Group and ZapLabs 
LLC. Collectively, Realogy’s franchise system members operate over 
16,300 offices with approximately 300,000 independent sales as-
sociates doing business in 113 countries and territories worldwide.
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ENGAGE WITH REALTOR.COM®
(800) 878-4166 • www.realtor.com
Realtor.com® is real estate’s most accurate site, with listings pulled 
directly from over 850 MLSs and most listings updated every 15 
minutes. Homes for sale on realtor.com® only display the real list-
ing price established between seller and broker, not inaccurate 
machine-generated estimates. Visit realtor.com®.

REALTORS PROPERTY RESOURCE®
(888) 914-7771 • http://blog.narrpr.com • Chicago, Ill.
•  Marty Frame, President  •  Jeff Young, COO
Realtors Property Resource® (RPR) is a national, parcel-centric da-
tabase that is a free, exclusive benefit for REALTOR® members of 
the National Association of REALTORS®. The database provides 
REALTORS® with all available information about every parcel of 
residential and commercial property in the United States, giving 
brokers and agents valuable tools and features to make them better 
informed in order to increase their efficiency in the marketplace.

REALTY EXECUTIVES INTERNATIONAL
(800) 252-3366 • www.RealtyExecutives.com • Scottsdale, Ariz.
Established in 1965, Realty Executives International is one of the 
largest and most established real estate franchise systems in the 
world, with over 8,000 agents and 500 offices globally. The com-
pany offers disruptive, flexible pricing models for unrivaled mobile 
technology, business tools, training and service, while providing 
protected territories to qualified franchisees. The privately-held 
company has been ranked as a leader in the real estate industry 
by publications like Entrepreneur, Success and Inc. magazines. 

REALTY ONE GROUP
(949) 346-9549 • www.RealtyONEGroup.com
•  Lou Gonzalez, President, Realty ONE Group Affiliates
Known as the UNbrokerage, Realty ONE Group is the fifth-largest 
real estate brokerage and one of the fastest-growing real estate 
franchisors in the nation. With over 11,000 real estate profession-
als across the country, Realty ONE Group empowers real estate 
professionals with business tools, technology, coaching and 24/7 
support that aligns with the brand’s core belief in being pro-agent 
with a YOU-First Focus. Realty ONE Group is committed to creat-
ing a dynamic “coolture” that focuses on helping their profession-
als achieve greater success, faster, and continues opening doors 
for their clients, real estate professionals and franchise owners 
every day. 

RE/MAX, LLC
(303) 770-5531 • www.remax.com • Denver, Colo.
RE/MAX was founded in 1973 by original disruptors Dave and Gail 
Liniger, who changed the real estate industry forever. Headquar-
tered in Denver, Colo., RE/MAX is now a global franchise network 
with over 125,000 sales associates in more than 110 countries 
and territories. The consumer website remax.com is consistently 
ranked among the most visited real estate websites, and LeadStreet 
provides referrals to RE/MAX sales associates with no fees from  
RE/MAX. To learn how RE/MAX can take your career to the next 
level, visit www.joinremax.com.

RISMEDIA’S TOP 5 IN REAL ESTATE NETWORK®
(203) 853-2167 • www.Top5inRealEstate.com
RISMedia’s Top 5 in Real Estate® is a membership network of lead-
ing real estate professionals who wish to “raise the bar.” Top 5 
in Real Estate is a network of select real estate professionals from 
throughout the U.S. and Canada who have met the Top 5 in Real 
Estate’s stringent series of various career qualifications and who are 
committed to the future development of their professional skills 
and services to the consumers and the communities they serve.

TOP PRODUCER® CRM 
(800) 821-3657 • www.TopProducer.com
Top Producer® CRM is the super fast, super easy real estate market-
ing system that makes it a breeze to build your loyal client base. 
Keep your sales pipeline running smoothly, follow up automatically, 
and manage your business in minutes with Top Producer® CRM. 

WORKMAN SUCCESS SYSTEMS
(385) 282-7112 • www.workmansuccesssytems.com • Salt Lake City, Utah
Workman Success Systems delivers comprehensive team solu-
tions to agents, brokers and companies, private and group coach-
ing solutions for every level of business, and proven seven-figure 
income-earning systems. Workman Success Systems Founder, 
Master Coach and Speaker Verl Workman delivers the necessary 
performance skills, the latest and most effective tools, and proven 
dialogues and systems that work. To hire Verl to speak at your next 
event, visit www.workmansuccess.com/speaking. Sign up for a free 
coaching consult by going to www.workmansuccess.com/consult.

XPRESSDOCS
(866) 977-3627 • www.xpressdocs.com • Fort Worth, Texas
As a trusted direct marketing provider for real estate professionals, 
Xpressdocs produces high-quality marketing materials efficiently 
and economically—from print and digital to mailing services and 
a custom technology platform, Xpressdocs has you covered. Our 
unique marketing platform helps clients maintain control over 
branding, the quality of the materials used and messaging, all while 
providing a self-serve online website to customize and order mar-
keting materials and execute campaigns at the local level.

ZILLOW GROUP
www.zillow.com
Zillow Group houses a portfolio of the largest real estate- and home-
related brands on the web and mobile. The company’s brands focus 
on all stages of the home lifecycle: renting, buying, selling, financ-
ing and home improvement. Zillow Group is committed to empow-
ering consumers with unparalleled data, inspiration and knowledge 
around homes, and connecting them with the right professionals to 
help, and helping real estate agents, lenders and rental profession-
als maximize business opportunities and connect with consumers.

ZIPLOGIX
(866) 693-6767 • www.zipLogix.com 
With more than 20 years of experience developing real estate-
focused software solutions and used by more real estate profes-
sionals than any other program, zipLogix has been established 
as the industry standard. This experience delivers a completely 
integrated real estate solution system that’s led by zipForm® Plus, 
the exclusive and official forms software of the National Associa-
tion of REALTORS®. 
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ASCENT REAL ESTATE, INC.
(619) 325-4100 • www.ascentrealestate.net
Owned and operated in San Diego since 2005, Ascent Real Es-
tate embodies an enviable combination of entrepreneurial energy, 
comprehensive industry experience, and local market knowledge. 
This mix lets Ascent “out national” its local competition, thanks 
to its exceptional professional team and world-class infrastructure, 
and “out local” the national competition, thanks to its laser-like 
focus on the specific markets in which it operates. Our highly pro-
ductive sales team of approximately 140 agents has elevated As-
cent as a leader in marketshare in the Metro San Diego area. Our 
agents receive ongoing training and education, and they go above 
and beyond to deliver the diligent and ethical standard of care we 
are committed to providing. And, as an exclusive San Diego affili-
ate of Leading Real Estate Companies of the World®, Ascent Real 
Estate is a hyper-local brokerage with a global reach.

BERKSHIRE HATHAWAY HOMESERVICES AMBASSADOR  
REAL ESTATE
(402) 493-4663 • (800) 477-7653 
www.BHHSamb.com • agents@BHHSamb.com
Berkshire Hathaway HomeServices Ambassador Real Estate is 
dedicated to providing progressive, quality real estate services 
in Nebraska’s metropolitan Omaha and Lincoln surrounding ar-
eas. We service all types of markets: single-family residential, new 
construction, condos, corporate relocation, third-party reloca-
tion, acreages and commercial real estate. With approximately 
400 licensed agents, we have an agent to meet your needs re-
gardless of the style, price or age of the property you are looking 
for. We understand that trust is earned and that good, profes-
sional service is an essential part of that.

BERKSHIRE HATHAWAY HOMESERVICES C. DAN JOYNER, 
REALTORS®
(800) 476-6650 · www.cdanjoyner.com
Locally-owned and -operated, Berkshire Hathaway HomeServices 
C. Dan Joyner, REALTORS® has been serving communities in Up-
state South Carolina since 1964. With more than 400 agents on 
board and 10 offices serving the Greenville, Spartanburg and 
Anderson areas, we are ready to assist with any commercial and 
residential real estate need. In addition to residential and commer-
cial sales, we also offer corporate services, relocation and property 
management. With a passion for fostering long-term relationships 
with our customers and clients while upholding the highest level 
of professionalism, it’s easy to see why we’ve been the No. 1 real 
estate company in the Upstate for more than 20 years.

BERKSHIRE HATHAWAY HOMESERVICES FLORIDA REALTY
(954) 693-0100 • (800) 386-1554
www.BHHSFloridaRealty.com • Sunrise, Fla.
•  Rei Mesa, CRS, CRB, President & CEO
Berkshire Hathaway HomeServices Florida Realty serves 21 coun-
ties throughout Florida with more than 40 locations and approxi-
mately 1,800 sales professionals. The full-service brokerage com-
pany, founded in 1999, is part of HomeServices of America, the na-
tion’s premier provider of homeownership services.  The company 
is a franchise member of the Berkshire Hathaway HomeServices’ 
network, one of the few organizations entrusted to use the world-
renowned Berkshire Hathaway name. The company offers residen-
tial and commercial services as well as seasonal rentals, property 

management, REO & Foreclosures, corporate relocations, referral 
services, title, home warranty plans, and personal concierge ser-
vices. Berkshire Hathaway HomeServices Florida Realty ranks in the 
Top 10 in the network and is the overall No. 1 fundraiser for The 
Sunshine Kids Foundation in Florida, having generated more than 
$3.6 million. Visit www.BHHSFloridaRealty.com.  

BERKSHIRE HATHAWAY HOMESERVICES FOX & ROACH, 
REALTORS®
(610) 889-7705 • www.foxroach.com
Now the nation’s second-largest provider of total home services, 
Berkshire Hathaway HomeServices Fox & Roach, REALTORS® has 
4,000 sales associates in 65 sales offices throughout the Tri-State 
area. Through its affiliate, the Trident Group, the company pro-
vides one-stop shopping and facilitated services to its clients, 
including mortgage financing and title, property and casualty 
insurance. For more information, go to www.foxroach.com.  

BERKSHIRE HATHAWAY HOMESERVICES GEORGIA PROPERTIES
(770) 992-4100 • www.BHHSGeorgia.com
Berkshire Hathaway HomeServices Georgia Properties has 22 loca-
tions and 1,100 agents, and is an independently-operated subsid-
iary of HomeServices of America, Inc., a Berkshire Hathaway affiliate, 
and a franchisee of BHH Affiliates, LLC. Under the leadership of CEO 
Dan Forsman, the company is known for innovation and delivering 
exceptional value to associates and their clients. Berkshire Hatha-
way HomeServices Georgia Properties was ranked No. 1 in homes 
sold, buyers represented and overall transactions in 2014, 2013, 
2012, 2011 and 2010 for the greater Metro Atlanta area.  

BERKSHIRE HATHAWAY HOMESERVICES NEVADA PROPERTIES
(800) 735-4488 • www.BHHSNV.com
With more than 260,000 homes sold and 35 years in the indus-
try, Berkshire Hathaway HomeServices Nevada Properties is the 
leader in Las Vegas real estate. Consistently rated among the top 
brokers in the nation, our agents successfully help families find 
their dream homes. With six area offices, Berkshire Hathaway Ho-
meServices Nevada Properties is a full-service brokerage focused 
on quality service and the development of its agents. Call today 
to see how we can help increase your business.

BERKSHIRE HATHAWAY HOMESERVICES SELECT PROPERTIES
(314) 835-6000 • www.bhhsselectstl.com
Since 2002, Berkshire Hathaway HomeServices Select Properties has 
helped keep the St. Louis real estate market local. With 11 offices in 
the metro area, Berkshire Hathaway HomeServices Select ranks as 
the No. 1 locally-owned real estate firm in St. Louis. Berkshire Hatha-
way HomeServices Select prides itself on providing the highest-qual-
ity real estate brokerage services to its clients and customers and in 
being recognized in the community for high standards and ethics.

CALCAGNI REAL ESTATE
(203) 272-1821 • www.calcagni.com • www.land-consulting.com
Calcagni Associates is the premier independently-owned and 
-operated real estate company servicing Central Connecticut for 
over four decades. We understand the benefits of providing ser-
vice that goes beyond what is expected and pride ourselves on 
establishing lifelong relationships with our clients. In addition to 
residential real estate, we also specialize in land consulting and 
new construction, and have divisions that handle bank-owned 
properties and commercial real estate. 
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CENTURY 21 AWARD 
(800) 293-1657 • www.century21award.com
CENTURY 21 Award is the premier Southern California-based, 
full-service real estate company serving San Diego, Orange, San 
Bernardino, and Riverside counties from 15 distinctive office loca-
tions. Our 1,000 professional agents and staff are fully equipped 
to assist you with all of your real estate needs. Our services in-
clude residential, commercial, relocation, property management 
and bank-owned properties. 

CENTURY 21 NEW MILLENNIUM
(800) 727-6888 • www.c21nm.com
CENTURY 21 New Millennium is a full-service real estate brokerage 
in the greater Washington, D.C. area. The company, which spe-
cializes in residential and luxury properties, joined the CENTURY 
21® System in 1998 and has established a sound and successful 
organization providing traditional residential and commercial ser-
vices, on-site mortgage, title, and property management, and ac-
cess to a vast network of relocation and other real estate service 
providers worldwide. It has earned the status of No. 1 CENTURY 
21 Firm in the World for the past three years. With 20 locations 
and approximately 900 real estate professionals, New Millennium 
is consistently included in REALTOR® Magazine’s Top 100 Com-
panies List for all real estate firms nationwide regardless of brand. 
It is also a past winner of the prestigious Cartus Masters Cup, the 
Network’s highest honor. The Cartus Broker Network is the largest 
relocation network in the world and includes more than 775 hand-
selected brokerages in the United States.

COACH REALTORS® 
(800) 321-7356 x139 • www.coachrealtors.com
·  LP Finn, Operating Officer, LP@coachrealtors.com 
Coach REALTORS® is a Long Island-based, full-service real estate 
company with 18 office locations and over 600 sales associates 
serving Nassau and Suffolk counties, N.Y. Coach REALTORS® is 
an exclusive affiliate of Christie’s Great Estates, a division of the 
famed auction house, and a member of Leading Real Estate Com-
panies of the World®, and has been recognized by Who’s Who in 
Luxury Real Estate for over 14 years.

COLDWELL BANKER D’ANN HARPER, REALTORS® 
(210) 483-7002 • www.cbharper.com
Coldwell Banker D’Ann Harper, REALTORS® is the largest full-service 
real estate company serving the entire greater San Antonio metro-
politan area, New Braunfels, Boerne, Bandera, Kerrville, Fredericks-
burg and Hill Country markets, representing buyers and sellers in all 
phases of their transactions. Since opening in 1986, the company 
has become a trusted name in the real estate industry. With eight 
offices, over 350 sales associates and over 100 support staff, the 
company’s extensively trained representatives have knowledge and 
expertise to service all aspects of the real estate business. Core ser-
vices include global relocation, property management and rentals, 
commercial sales and leasing and mortgage financing. 

COLDWELL BANKER KAPPEL GATEWAY REALTY 
(844) 861-5631 • www.KappelGateway.com
Coldwell Banker Kappel Gateway Realty was created through the 
merger of Kappel & Kappel Realty, Inc. and Solano Gateway Realty, 
Inc. Both firms, founded in 1972, are the market leaders in Solano 
County, combining more than $600 million in sales dollar volume 
and welcoming more than 240 agents in seven offices, with branch 
offices in Vacaville, Fairfield, Dixon and Green Valley. Eighty-five 
percent of our business is derived from returning and referred cli-
ents, a true testament to our clients’ high level of satisfaction with 
our services and our trusted real estate professionals.  

DIANE TURTON, REALTORS®
(877) 388-7866 • www.dianeturton.com
Founded in 1985, the Diane Turton, REALTORS® name has earned 
renowned recognition as the premier real estate company in the 
markets that they serve. With 18 strategic locations on the New 
Jersey shoreline, the Diane Turton brand is the recognized leader in 
providing complete residential and commercial real estate owner-
ship services and support. Diane Turton, REALTORS® caters to all 
real estate requirements, including title, insurance, relocation and 
referral services. The company is staffed with nearly 375 sales as-
sociates along with a full-time management/support team.

FILLMORE REAL ESTATE
(800) 528-6673 • www.fillmore.com
Fillmore Real Estate is the New York metro area’s largest indepen-
dently-owned real estate broker. Specializing in Brooklyn, Staten 
Island, Bronx and parts of Westchester, Fillmore has residential, 
commercial and rental divisions. For more information, visit us at 
www.fillmore.com or call us at (800) 528-6673.

FIRST TEAM® REAL ESTATE
(888) 236-1943 • www.FirstTeam.com
First Team® Real Estate is the No. 1 privately-held real estate com-
pany in Southern California with 2,000 agents and employees 
across 60 locations. First Team wins marketshare in any economic 
climate through innovation and proprietary marketing tools, and 
by successfully targeting the luxury market with First Team Es-
tates®. Contact First Team today to find out how we have helped 
thousands of families realize their dream of homeownership—
and how we can help you find yours. 

GARDNER, REALTORS®
(800) 566-7801 • www.GardnerRealtors.com
Since 1943, GARDNER, REALTORS® continues our tradition of 
excellence as the leading full-service real estate company in the 
Southeast Louisiana and Southern Mississippi Region. The GARD-
NER Real Estate Family includes over 800 real estate profession-
als in 24 neighborhood offices that serve over 100 communities. 
Our professional services include residential and commercial sales 
and leasing, relocation and corporate services, asset management/
REO and property management, plus the convenience and added 
value of one-stop shopping for mortgage, title and home warranty 
services. We are proud to be homegrown, locally-owned and inter-
nationally known. Also, we love to give back to the communities 
we serve through GARDNER LOVE, which is the philanthropic arm 
of GARDNER, REALTORS® and The Gertrude Gardner Foundation.

GLORIA NILSON & CO. REAL ESTATE 
(732) 450-2300 • www.glorianilson.com
Gloria Nilson & Co. Real Estate, a Berkshire Hathaway affiliate, 
has been a revered real estate company for over 40 years. We 
are known for our representation and commitment to provid-
ing clients with the highest level customer service. With our ex-
clusive Christie’s International Real Estate affiliation and Leading 
Real Estate Companies of the World® membership, we have a 
unique combination of worldwide expertise and regional con-
nections. Our clients expect a world-class experience provided 
by skilled, knowledgeable agents, and we deliver consistently 
on that expectation. 

J. ROCKCLIFF REALTORS®
(925) 251-2501 • www.rockcliff.com • www.rockliffcares.com
J. Rockcliff REALTORS®, located east of San Francisco, is the East 
Bay’s premier real estate company. Recently named No. 1 in 
residential sales (in the East Bay) by the San Francisco Business 
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Times, J. Rockcliff specializes in service. With leading-edge tech-
nology, state-of-the-art marketing across multiple mediums, the 
most experienced management team in the Bay Area and dedi-
cated, ethical and professional agents, our goal is to provide a 
client experience that is second to none. With almost 600 agents 
and nine offices, J. Rockcliff REALTORS® is the fastest-growing real 
estate company in the East Bay.  

JORDAN BARIS, INC., REALTORS® REAL LIVING
(800) 4-JBARIS • (973) 736-1600 • www.JordanBaris.com 
info@jordanbaris.com
Founded in 1952, Jordan Baris Inc., REALTORS® Real Living is among 
the most respected full-service real estate brokerages in Northern 
New Jersey. With a team of close to 150 associates, the firm oper-
ates offices in West Orange and South Orange, with teams focused 
on Essex, Morris, Union and Hudson counties. Jordan Baris, Inc., 
REALTORS® Real Living offers real estate brokerage to buyers and 
sellers of residential and commercial properties, developers, tenants 
and landlords; title services through JB Title Agency, LLC; and global 
relocation services through its membership with the Leading Real 
Estate Companies of the World®.  

KINLIN GROVER REAL ESTATE
(508) 420-1130 • www.kinlingrover.com
Kinlin Grover has 16 real estate offices covering Cape Cod from 
the bridges to Provincetown, specializing in the marketing and 
sale of waterfront, village, commercial properties and fine homes. 
From the very beginning, the Kinlin Grover mission has remained 
constant: “to help our clients make the best real estate decisions 
and to uphold the highest standards of ethics and professional-
ism.” In addition, Kinlin Grover Vacation Rentals is the largest real 
estate firm on Cape Cod with over 600 privately-owned Cape 
Cod vacation rental homes. We value every client and pledge to 
deliver unsurpassed service as trusted advisors, expert facilitators 
and skilled negotiators.

LONG & FOSTER REAL ESTATE, INC.
(866) 677-6937 ∙ www.LongandFoster.com 
Long & Foster Real Estate, the nation’s No. 1 independent brand 
by sales volume, is part of The Long & Foster Companies, a sub-
sidiary of HomeServices of America, a Berkshire Hathaway affili-
ate. HomeServices is the nation’s second-largest real estate bro-
kerage and one of the largest providers of integrated real estate 
services. Long & Foster Real Estate is the exclusive affiliate for 
Christie’s International Real Estate throughout select parts of the 
Mid-Atlantic and Northeast, and it is a founding affiliate of Lead-
ing Real Estate Companies of the World®, a prestigious global 
network of real estate professionals that includes the Luxury 
Portfolio International division. Long & Foster Real Estate has 
over 220 offices, stretching from Raleigh, N.C., to Fair Haven, 
N.J., and from Martinsburg, W. Va., to the Atlantic Ocean, and 
it represents more than 11,000 agents in seven Mid-Atlantic and 
Northeast states, plus the District of Columbia. The company, 
which has a productive commercial business in addition to its 
residential side, sold more than $31.1 billion worth of homes and 
helped people buy and sell homes nearly 85,000 times in 2017. 
Visit www.LongandFoster.com for more information. 

LUSK & ASSOCIATES SOTHEBY’S INTERNATIONAL REALTY
(717) 291-9101 • www.LuskandAssociates.com
When you work with Lusk & Associates Sotheby’s International 
Realty, you can count on specialists who can answer your ques-
tions, apply in-depth knowledge of current market conditions, 
and access extensive resources that can expedite the sale of 
your home. 

MCCOLLY REAL ESTATE
(800) 348-2100 x206 • www.mccolly.com
Since 1974, McCOLLY Real Estate has found your place to call 
home, from the shores of Lake Michigan in Northwest Indiana 
to Lake Street Beach in Chicago. McCOLLY is a proud LeadingRE 
member with bilingual agents in 14-plus languages among 450-
plus REALTORS® in 18 offices. McCOLLY Companies is the One 
Source for All Purpose Real Estate with its ancillary companies 
of McColly Insurance, Community Title, McCOLLY Auctions, 
McCOLLY Bennett Commercial, McCOLLY New Homes Division 
and Luxury Home Portfolio™.

PAGE TAFT
(203) 453-6511 • www.pagetaft.com
Since opening its Guilford office in 1980, Page Taft has expanded 
its presence with offices in the historic towns of Madison and  
Essex, Conn. Page Taft agents foster long-term relationships with 
clients based on a strong foundation of trust and an unsurpassed 
commitment to excellence. These unique strengths set us apart 
from our competitors and make us your most valuable resource 
in fulfilling your real estate needs.

PATTERSON-SCHWARTZ REAL ESTATE
(877) 456-4663 • www.pattersonschwartz.com  
pattersonschwartz@psre.com
Patterson-Schwartz Real Estate is Delaware’s largest independent 
REALTOR® with over 50 years of service to the Delaware real es-
tate market and surrounding communities in nearby Pennsylva-
nia and Maryland. With nine offices and 415 sales associates, we 
are committed to excellence, integrity and quality service. We of-
fer a full range of services, including residential home sales, pur-
chase and rental, relocation services and property management. 

RANDALL, REALTORS®
(401) 364-3388 • www.randallrealtors.com
Randall, REALTORS® has been a consistent leader in the market-
ing of Southern New England properties for more than 28 years. 
Specializing in waterfront properties and second homes, our 
agents boast a 98.5 percent client satisfaction rating. Through 
our extensive marketing network, we offer tremendous exposure 
for our property listings and continue to deliver successful sales 
and representation for our clients. In addition, Randall, REAL-
TORS®’ Vacation Rental Department offers a large selection of 
vacation rental properties serving the Southern Rhode Island 
shoreline and Eastern Connecticut.

RE/MAX 440 AND RE/MAX CENTRAL
(215) 453-7653 • www.pahomesforsale.com 
•  Tom Skiffington, Broker/Owner, tom@tomskiffington.com
RE/MAX 440 and RE/MAX Central is a first-class, professional real 
estate company. Our goal is to provide the most prompt, courte-
ous and professional services to all our customers and clients. We 
are the leading RE/MAX in Pennsylvania and Delaware with the 
highest sales volume and transactions. RE/MAX 440/Central has 
10 different offices in Bucks, Montgomery and Lehigh counties.

RE/MAX GATEWAY 
(703) 652-5760 • www.gateway2realestate.com 
The real estate market is ever changing. It takes constant evalu-
ation, review of recent trends to forecast a potential future and 
education of agents through mastermind groups and real estate 
information exchanges. These are areas in which we excel at  
RE/MAX Gateway. Contact us today if you are looking to advance 
your career in real estate through a multitude of educational ex-
periences and resources, or if you need real estate advice in order 
to make informed decisions when buying and selling houses.
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CALIFORNIA
Ascent Real Estate, Inc.
410 Kalmia St., San Diego, CA 92101
Contact: Gina Lancelot • Tel: (619) 325-4100
Email: info@ascentrealestate.net • URL: www.ascentrealestate.net
Coverage Areas: San Diego
Offices: 9 • Associates: 180

CENTURY 21 Award - Orange County
22342 Avenida Empresa, Ste. 110, Rancho Santa Margarita, CA 92688
Contact: Joshua Tucker, Director of Relocation Services
Tel: (760) 217-2491 (Toll Free) • Fax: (619) 374-2706
Email: jtucker@century21award.com
Coverage Areas: Orange County
Offices: 15 • Associates: 1,200

CENTURY 21 Award - San Diego, Riverside
7676 Hazard Center Dr., Ste. 300, San Diego, CA 92108
Contact: Joshua Tucker, Director of Relocation Services
Tel: (760) 217-2491 (Toll Free) • Fax: (619) 374-2706
Email: jtucker@century21award.com
Coverage Areas: San Diego, Southern Riverside
Offices: 15 • Associates: 1,200

Coldwell Banker Kappel Gateway Realty
750 Mason St., Ste. 101, Vacaville, CA 95688
Contact: Rachel Guerin
Tel: (707) 427-5344 or (844) 861-5631 • Fax: (707) 446-9830
Email: info@kappelgateway.com • URL: www.KappelGateway.com
Coverage Areas: Vacaville, Benicia, Davis, Dixon, Fairfield, Napa, Rio Vista, Suisun 
City Vallejo and Winters, Calif.
Offices: 7 • Associates: 240

First Team® Real Estate
108 Pacifica Ave., Ste. 300, Irvine, CA 92618
Contact: Gayle D. Glew CRP, CRB, Director, Relocation and Corporate Services
Tel: (855) 858-8028 (Toll Free)
Email: gayleglew@firstteam.com • URL: www.firstteam.com
Coverage Areas: Southern California counties of Orange, Riverside, Los Angeles, 
San Bernardino and San Diego
Offices: 36 • Associates: 1,865

J. Rockcliff REALTORS®
Headquarters Office: 4115 Blackhawk Plaza Circle, Ste. 201, Danville, CA, 94506
Contact: Robin Dickson, CRS, GRI, Executive Vice President
Tel: (925) 251-2501 (O), (925) 324-1323 (C), 877-JRCKCLF (572-2523) (TF)
Email: rdickson@rockcliff.com • URL(s): www.rockcliff.com • www.rockliffcares.com
Coverage Areas: Alameda County: Alameda, Albany, Berkeley, Castro Valley, Dublin 
Emeryville, Fremont, Hayward, Livermore, Newark, Oakland, Piedmont, Pleasanton, 
San Leandro, Sunol, Union City; Contra Costa County: Alamo, Antioch, Bethel 
Island, Brentwood, Byron, Canyon, Clayton, Concord, Crockett, Danville, Diablo, 
Discovery Bay, El Cerrito, El Sobrante, Hercules, Lafayette, Martinez, Moraga, 
Oakley, Orinda, Pinole, Pittsburg, Pleasant Hill Port Costa, Richmond, Rodeo, San 
Pablo, San Ramon, Walnut Creek; San Joaquin County: Country Club, Lathrop, 
Lodi, Manteca, Mountain House, Stockton, Tracy, Silicon Valley/San Jose area

CONNECTICUT
Calcagni Real Estate
330 South Main St., Cheshire, CT 06410
Contact: Antonio Liguori, Broker of Record
Tel: (203) 272-1821 ext. 302
URL: www.calcagni.com
Coverage Areas: New Haven County, Central Connecticut
Offices: 4 • Associates: 140

Page Taft
89 Whitfield St., Guilford, CT 06437
Contact: Karen Stephens, Executive VP • Tel: (203) 453-6511
Email: kstephens@pagetaft.com • URL: www.pagetaft.com
Coverage Areas: Connecticut
Offices: 3 • Associates: 60

Randall, REALTORS®
4009 Old Post Rd., Charleston, RI 02813
Contact: Jean Fournier, Dir. of Relocation & Referral Services
Tel: (401) 486-9677
Email: jfournier@randallrealtors.com • URL: www.randallrealtors.com
Coverage Areas: Connecticut and Rhode Island 
Offices: 9 • Associates: 175

DELAWARE
Berkshire Hathaway HomeServices Fox & Roach, REALTORS®
1 International Plaza, Ste. 100, Philadelphia, PA 19113
Contact: Linda Zanzinger, Vice President, Relocation/REO Services 
Tel: (610) 595-3149
Email: Linda.Zanzinger@foxroach.com • URL: www.foxroach.com
Coverage Areas: Greater Philadelphia Region, Greater Allentown and Easton 
Region, Southeast Pa., Southern and Central N.J., Northern Del.
Offices: 65 • Associates: 4,000

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

Patterson-Schwartz Real Estate
7234 Lancaster Pike, Ste. 220B, Hockessin, DE 19707
Contact: Brian Pomije, Relocation Manager
Tel: (302) 234-3600 (Office) • (302) 234-5207 (Direct) • (800) 443-2295 (Toll Free)
Email: bpomije@psre.com • URL: pattersonschwartz.com
Coverage Areas: Delaware (New Castle, Kent and Sussex counties), Pennsylvania 
(Chester and Delaware counties), Maryland (Cecil, Kent and Harford counties)
Offices: 9 • Associates: 415

FLORIDA
Berkshire Hathaway HomeServices Florida Realty
1580 Sawgrass Corporate Pkwy., Ste. 400, Sunrise, FL 33323
Contact: Rei Mesa, CRS, CRB, President & CEO 
Tel: (954) 693-0100 or (800) 386-1554 • Fax: (954) 236-6962
Email: ReiMesa@BHHSFloridaRealty.com
Relocation Contact: Sharon Sapp, Vice President, Relocation, Referrals & REOs
Email: sharonsapp@BHHSFloridaRealty.com • URL: www.BHHSFloridaRealty.com
Coverage Areas: 21 counties throughout Florida, including Southeast Florida, 
Southwest Florida and Orlando area
Offering mortgage, title, insurance, home service plans and 1031 exchange services
Offices: 40 • Associates: 1,750

GEORGIA
Berkshire Hathaway HomeServices Georgia Properties
863 Holcomb Bridge Rd., Roswell, GA 30076
Contact: Kathy Connelly, SVP Corporate Services • Tel: (678) 352-3321
Email: Kathy.Connelly@BHHSGeorgia.com • URL: www.BHHSGeorgia.com
Coverage Areas: Metro Atlanta and North Georgia
Offices: 22 • Associates: 1,100 

YOUR BROKER-TO-BROKER SOURCE FOR REFERRALS FROM REAL ESTATE’S 
LEADING RESIDENTIAL BROKERAGE COMPANIES
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ILLINOIS
McCOLLY Real Estate
800 Deer Creek Dr., Schererville, IN 46375
Contact: Deborah Horton, CRP, RCC, Director of Referral/Relocation Services
Tel: (800) 348-2100 ext. 206
Email: dhorton@mccolly.com • URL: www.mccolly.com
Coverage Areas: Alsip, Aroma Park, Beecher, Blue Island, Bourbonnais, Bradley, 
Burbank, Burnham, Calumet City, Channahon, Chicago, Chicago Ridge, Clearing, 
Country Club Hills, Crest Hill, Crestwood, Crete, Evergreen Park, Flossmoor, Frankfort, 
Glenwood, Grant Park, Harvey, Hazel Crest, Hegewisch, Hickory Hills, Homewood, 
Kankakee, Lansing, Lemont, Lockport, Lynwood, Manteno, Matteson, Mokena, 
Momence, Monee, Morgan Park, Mount Greenwood, New Lenox, Oak Lawn, Orland 
Hills, Orland Park, Palos Heights, Palos Hills, Palos Park, Park Forest, Peotone, 
Richton Park, Riverdale, Roseland, Steger, Tinley Park, University Park, Worth
Offices: 18 • Associates: 450+

INDIANA
McCOLLY Real Estate
800 Deer Creek Dr., Schererville, IN 46375
Contact: Deborah Horton, CRP, RCC, Director of Referral/Relocation Services
Tel: (800) 348-2100 ext. 206
Email: dhorton@mccolly.com • URL: www.mccolly.com
Coverage Areas: Beverly Shores, Cedar Lake, Chesterton, Crown Point, DeMotte, 
Dyer, Dune Acres, East Chicago, Gary, Griffith, Hammond, Hebron, Highland, 
Hobart, Kouts, La Porte, Lake Station, Lake Village, Lakes of Four Seasons, Long 
Beach, Lowell, Merrillville, Michiana Shores, Michigan City, Miller Beach, Morocco, 
Munster, Ogden Dunes, Otis, Portage, Porter, Rensselaer, Roselawn, Schererville, 
Schneider, St. John, Sumava Resorts, Thayer, Valparaiso, Westville, Wheatfield, 
Whiting, Winfield
Offices: 18 • Associates: 450+

LOUISIANA
GARDNER, REALTORS®
3332 N. Woodlawn Ave., Metairie, LA 70006
Contact: Nancy Harmann, Director of Relocation & Corporate Services
Tel: (504) 200-5080 • (504) 402-9567 (Cell) • (800) 256-5677 (Toll Free)
Email: NHarmann@GardnerRealtors.com • URL: www.GardnerRealtors.com
Coverage Areas: Southeast Louisiana, including Greater New Orleans and Greater 
Baton Rouge, and Southern Mississippi, including the MS Gulf Coast 
Offering a full range of services including Residential, Commercial, Leasing, New 
Homes, REO, and Loss Mitigation; plus individual and corporate Relocation, Prop-
erty Management and National/International Referral Network services
Offices: 24 • Associates: 800

MARYLAND
CENTURY 21 New Millennium
5990 Kingstowne Towne Center, Alexandria, VA 22315
Contact: Todd Hetherington, CEO • Tel: (800) 382-1101 • Fax: (703) 822-0136
Relocation Contact: Jeff Hetherington, Director of Relocation
Email: move@c21nm.com • URL: www.c21nm.com
Coverage Areas: Northern Virginia, Washington, D.C., and the Southern Maryland 
markets. Our areas of expertise range from Fortune 500 executives to specialized 
training in military and government relocation.
Offices: 16 • Associates: 700+

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

Patterson-Schwartz Real Estate
7234 Lancaster Pike, Ste. 220B, Hockessin, DE 19707
Contact: Brian Pomije, Relocation Manager
Tel: (302) 234-3600 (Office) • (302) 234-5207 (Direct) • (800) 443-2295 (Toll Free)
Email: bpomije@psre.com • URL: pattersonschwartz.com
Coverage Areas: Delaware (New Castle, Kent and Sussex counties), Pennsylvania 
(Chester and Delaware counties), Maryland (Cecil, Kent and Harford counties)
Offices: 9 • Associates: 415

RE/MAX Gateway 
4090B Lafayette Center Dr., Chantilly, VA 20151
Contact: Scott MacDonald, President
Tel: (703) 652-5760 • (703) 727-6900 (Cell)
Email: scottmacdonald@remax.net • URL: www.gateway2realestate.com 
Coverage Areas: Virginia, Washington, D.C., Maryland
Offices: 6 • Associates: 170

MASSACHUSETTS
Kinlin Grover Real Estate
4 Wianno Ave., Osterville, MA 02655
Contact: Lucy Cundiff, Director of Agent Services
Tel: (508) 420-1130 
Email: lcundiff@kinlingrover.com • URL: www.kinlingrover.com
Coverage Areas: Southeastern Massachusetts
Offices: 16 • Associates: 275

MISSISSIPPI
GARDNER, REALTORS®
3332 N. Woodlawn Ave., Metairie, LA 70006
Contact: Nancy Harmann, Director of Relocation & Corporate Services
Tel: (504) 200-5080 • (504) 402-9567 (Cell) • (800) 256-5677 (Toll Free)
Email: NHarmann@GardnerRealtors.com • URL: www.GardnerRealtors.com
Coverage Areas: Southeast Louisiana, including Greater New Orleans and Greater 
Baton Rouge, and Southern Mississippi, including the MS Gulf Coast 
Offering a full range of services including Residential, Commercial, Leasing, New 
Homes, REO, and Loss Mitigation; plus individual and corporate Relocation, Prop-
erty Management and National/International Referral Network services
Offices: 24 • Associates: 800

MISSOURI
Berkshire Hathaway HomeServices Select Properties
1650 Des Peres Rd., Ste. 205, Saint Louis, MO 63131
Contact: Angie Ignatowski, Relocation Director
Tel: (314) 835-6000 • (314) 835-6050 (Direct)
Email: aignatowski@bhhsselectstl.com • URL: www.bhhsselectstl.com
Coverage Areas: St. Louis City, St. Louis County, St. Charles County, Jefferson 
County, Lincoln County
Offices: 11 • Associates: Over 500

NEBRASKA
Berkshire Hathaway HomeServices Ambassador Real Estate
13340 California St., Omaha, NE 68154
Contact: Katie Adams, CRP, GMS, VP Corp. Relocation & Business Development
Tel: (800) 477-7653 or (402) 547-5137 
Email: Katie.adams@BHHSamb.com • URL: www.BHHSamb.com
Coverage Areas: Omaha and Lincoln Metropolitan Area, including Omaha, 
Bellevue, Ralston, LaVista, Papillion, Gretna, Elkhorn, Fremont, Lincoln, Council 
Bluffs and surrounding communities
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NEVADA
Berkshire Hathaway HomeServices Nevada Properties
3185 St. Rose Pkwy., Ste. 100, Henderson, NV 89052
Contact: Eileen Mitchell, Dir. of Relocation & Referral Services
Tel: (800) 735-4488
Email: relo@BHHSNV.com • URL: www.BHHSNV.com
Coverage Areas: Las Vegas, North Las Vegas, Henderson, Summerlin and Pahrump
Offices: 6 • Associates: 1,050

NEW JERSEY
Berkshire Hathaway HomeServices Fox & Roach, REALTORS®
1 International Plaza, Ste. 100, Philadelphia, PA 19113
Contact: Linda Zanzinger, VP, Relocation/REO Services 
Tel: (610) 595-3149
Email: Linda.Zanzinger@foxroach.com • URL: www.foxroach.com
Coverage Areas: Greater Philadelphia Region, Greater Allentown and Easton 
Region, Southeast Pa., Southern and Central N.J., Northern Del.
Offices: 65 • Associates: 4,000

Diane Turton, REALTORS®
511 Forman Ave., Point Pleasant Beach, NJ 08742
Contact: Dawn Fetherston, Director of Relocation & Corporate Services
Tel: (877) 388-7866 • Email: info@dianeturton.com • URL: www.dianeturton.com
Coverage Areas: Monmouth County, Ocean County and Middlesex County (N.J.)
Member Organizations: Leading Real Estate Companies of the World®, Luxury 
Portfolio, Luxury Real Estate
Offices: 18 · Associates: 375

Gloria Nilson & Co. Real Estate
826 Alexander Rd., Princeton, NJ 08540
Contact: Mark Williams, Relocation Director
Tel: (888) 467-MOVE (Relocation Line) • (609) 750-7655 (Direct)
Email: mwilliams@glorianilson.com • URL: www.glorianilson.com
Coverage Areas: Mercer, Middlesex, Monmouth, Morris, Ocean and Somerset 
counties, N.J.; Bucks County, Pa.
Offices: 23 • Associates: 700+

Jordan Baris, Inc., REALTORS® Real Living
50 Mt. Pleasant Ave., West Orange, NJ 07052
Contact: Carol Abdo, Relocation Director 
Tel: (973) 736-1600 (Office) • (800) 4-JBARIS (Toll Free) 
Fax: (973) 736-5159
Email: relocation@jordanbaris.com • URL: www.jordanbaris.com
Coverage Areas: Essex, Union, Hudson and Morris counties. Specifically West Or-
ange, South Orange, Maplewood, Livingston, East Hanover, Roseland, Short Hills, 
Montclair, Bloomfield, Belleville, Newark, East Orange, Orange, Irvington, Jersey 
City, North Bergen, Union, Vauxhall, Parsippany-Troy Hills  
Offices: 2 • Associates: 150

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

NEW YORK
Coach REALTORS®
66 Gilbert St., Northport, NY 11768
Contact: Jose Matos, Inbound Referral Coordinator
Tel: (800) 321-7356 ext. 138
Email: jmatos@coachrealtors.com 

URL: www.coachrealtors.com/buying-and-sellin/relocation.cfm
The Coach REALTORS® Relocation Department understands the complexities 
and challenges of employee transfers and is very responsive to the many needs 
of relocating families. Coach’s relocation division is supported by three full-time 
referral coordinators: Jose Matos, Kathy Brandofino and Roseanne Tourto. These 
three professionals draw upon more than 50 years of combined relocation experi-
ence in order to make the client transition a comfortable one.
Offices: 19 • Associates: 650+

Fillmore Real Estate
2990 Avenue U, Brooklyn, NY 11229
Contact: John Reinhardt, President/CEO • Tel: (800) 528-6673
Email: JohnReinhardt@Fillmore.com • URL: www.fillmore.com
Coverage Areas: Brooklyn, Staten Island, Bronx and parts of Westchester
Offices: 16 • Associates: 400

NORTH CAROLINA
Coldwell Banker Advantage
7610 Six Forks Rd., Ste. 100, Raleigh, NC 27615
Contact: Benina Drake, CRP, SVP Relocation & Referral Services
Tel: (800) 274-5345 • (919) 846-3330 (Direct)
Email: BDrake@AdvantageCB.com • URL: AdvantageCB.com
Coverage Areas: Apex, Cary, Clayton, Creedmoor, Chapel Hill, Durham, Falls Lake, 
Fayetteville, Ft. Bragg area, Henderson, Holly Springs, Knightdale, Lake Gaston, 
Lillington, McGee’s Crossroads, Pinehurst, Pittsboro, Pope Air Force Base area, 
Raleigh, Southern Pines, Wake Forest and Zebulon
Offices: 17 • Associates: 325

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

PENNSYLVANIA
Berkshire Hathaway HomeServices Fox & Roach, REALTORS®
1 International Plaza, Ste. 100, Philadelphia, PA 19113
Contact: Linda Zanzinger, Vice President, Relocation/REO Services, 
Tel: (610) 595-3149
Email: Linda.Zanzinger@foxroach.com • URL: www.foxroach.com
Coverage Areas: Greater Philadelphia Region, Greater Allentown and Easton 
Region, Southeast Pa., Southern and Central N.J., Northern Del.
Offices: 65 • Associates: 4,000

Gloria Nilson & Co. Real Estate
826 Alexander Rd., Princeton, NJ 08540
Contact: Mark Williams, Relocation Director
Tel: (888) 467-MOVE (Relocation Line) • (609) 750-7655 (Direct)
Email: mwilliams@glorianilson.com • URL: www.glorianilson.com
Coverage Areas: Mercer, Middlesex, Monmouth, Morris, Ocean and Somerset 
counties, N.J.; Bucks County, Pa.
Offices: 23 • Associates: 700+

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+
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Lusk & Associates Sotheby’s International Realty 
100 Foxshire Dr., Lancaster, PA 17601
Tel: (717) 291-9101 • Fax: (717) 393-2336
Contact: Sandy Zercher
Email: sandra.zercher@sothebysrealty.com • URL: www.LuskandAssociates.com
Coverage Areas: Lancaster County, Pennsylvania; Susquehanna Valley, Pennsylva-
nia; South Central Pennsylvania
Offices: 1 • Associates: 40

Patterson-Schwartz Real Estate
7234 Lancaster Pike, Ste. 220B, Hockessin, DE 19707
Contact: Brian Pomije, Relocation Manager
Tel: (302) 234-3600 (Office) • (302) 234-5207 (Direct) • (800) 443-2295 (Toll Free)
Email: bpomije@psre.com • URL: pattersonschwartz.com
Coverage Areas: Delaware (New Castle, Kent and Sussex counties), Pennsylvania 
(Chester and Delaware counties), Maryland (Cecil, Kent and Harford counties)
Offices: 9 • Associates: 415

RE/MAX 440 and RE/MAX Central
701 West Market St., Perkasie, PA 18944
Contact: Tom Skiffington, Broker/Owner • Tel: (215) 453-7653 or (215) 643-3200
Email: tom@tomskiffington.com
URLs: www.pahomesforsale.com • www.lehighvalleyrealestate.com
Coverage Areas: Pennsylvania counties: Bucks, Berks, Delaware, Chester,  
Montgomery, Lehigh, North Hampton, and New Jersey
Offices: 10 • Associates: 170

RHODE ISLAND
Randall, REALTORS®  
4009 Old Post Rd., Charleston, RI 02813
Contact: Jean Fournier, Dir. of Relocation & Referral Services
Tel: (401) 486-9677
Email: jfournier@randallrealtors.com • URL: www.randallrealtors.com
Coverage Areas: Connecticut and Rhode Island 
Offices: 9 • Associates: 175

SOUTH CAROLINA
Berkshire Hathaway HomeServices C. Dan Joyner, REALTORS®
745 N. Pleasantburg Dr., Greenville, SC 29607
Contacts: Nichole Moore, Director of Relocation, (864) 678-5362,  
nmoore@cdanjoyner.com,
Jo Anne Conner, Destination & Broker-to-Broker Mgr., (864) 678-5227,  
jconner@cdanjoyner.com,
URL: www.cdanjoyner.com
Brookfield GRS, SIRVA, AIReS Relocation, Graebel, MI Group
Coverage Areas: Greenville, Greer, Taylors, Duncan, Spartanburg, Mauldin,  
Simpsonville, Fountain Inn, Powdersville, Easley, Piedmont, Anderson
Offices: 10 • Associates: 400+

TEXAS
Coldwell Banker D’Ann Harper, REALTORS®
18756 Stone Oak Pkwy., Ste. 301, San Antonio, TX 78258
Contact: Pam Poitevent, Sr. VP Relocation Services
Tel: (800) 521-1408 (Toll Free) • (210) 483-7035 (Direct)
Email: ppoitevent@cbharper.com • URL: www.cbharper.com
Coverage Areas: San Antonio metropolitan area including New Braunfels, San Mar-
cos, Seguin, Spring Branch, Bulverde, Canyon Lake, Schertz, Universal City, Boerne, 
Bandera, Kerrville and surrounding areas
Offices: 8 • Associates: 350+

VIRGINIA
CENTURY 21 New Millennium
5990 Kingstowne Towne Center, Alexandria, VA 22315
Contact: Todd Hetherington, CEO • Tel: (800) 382-1101 • Fax: (703) 822-0136
Relocation Contact: Jeff Hetherington, Director of Relocation
Email: move@c21nm.com • URL: www.c21nm.com
Providers of world class real estate services in the Northern Virginia, Washington, 
D.C., and the Southern Maryland markets. Our areas of expertise range from For-
tune 500 executives to specialized training in military and government relocation.
Offices: 16 • Associates: 700+
Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

RE/MAX Gateway 
4090B Lafayette Center Dr., Chantilly, VA  20151
Contact: Scott MacDonald, President
Tel: (703) 652-5760 • (703) 727-6900 (Cell)
Email: scottmacdonald@remax.net • URL: www.gateway2realestate.com 
Coverage Areas: Virginia, Washington, D.C., Maryland
Offices: 6 • Associates: 170

WASHINGTON, D.C.
CENTURY 21 New Millennium
5990 Kingstowne Towne Center, Alexandria, VA 22315
Contact: Todd Hetherington, CEO • Tel: (800) 382-1101 • Fax: (703) 822-0136
Relocation Contact: Jeff Hetherington, Director of Relocation
Email: move@c21nm.com • URL: www.c21nm.com
Providers of world class real estate services in the Northern Virginia, Washington, 
D.C., and the Southern Maryland markets. Our areas of expertise range from For-
tune 500 executives to specialized training in military and government relocation.
Offices: 16 • Associates: 700+

Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+

RE/MAX Gateway 
4090B Lafayette Center Dr., Chantilly, VA  20151
Contact: Scott MacDonald, President
Tel: (703) 652-5760 • (703) 727-6900 (Cell)
Email: scottmacdonald@remax.net • URL: www.gateway2realestate.com 
Coverage Areas: Virginia, Washington, D.C., Maryland
Offices: 6 • Associates: 170

WEST VIRGINIA
Long & Foster Real Estate, Inc.
Headquarters Office: 14501 George Carter Way, Chantilly, VA 20151
Contact: Vicki Hamp, SVP of Corporate Real Estate Services
Tel: (800) 335-0356
Email: Vicki.Hamp@LongandFoster.com • URL: www.LongandFoster.com
Coverage Areas: Delaware, Maryland, New Jersey, North Carolina, Pennsylvania, 
Virginia, Washington, D.C., and West Virginia
Offices: 220+ • Associates 11,000+
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“ACESocial allows us to provide a 
valuable, time-saving social media solution 
to all our sales professionals. Offering 
company-branded, professional posts 
through ACESocial adds value not only to 
our customers, but also to our REALTORS®!”

 - Rei L. Mesa, President & CEO,  
Berkshire Hathaway HomeServices Florida Realty

For more information, visit rismedia.com/acesocial or 
contact ace@rismedia.com or (203) 855-1234 ext. 1.
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{re: Real Estate}

“We wanted it to be something everyone can have 
their hands on,” says Mitchell, of Berkshire Hathaway 
HomeServices Towne Realty and 2020 Consumer 
Communications Chair for the National Association 
of REALTORS® (NAR). “It takes literally seconds to be 
posted. It just makes it so easy for them to embrace 
‘That’s Who We R.’”

The app, which recently rolled out to all REALTORS®, 
is the latest addition to the “That’s Who We R” cam-
paign, launched by NAR to reintroduce to the public how 
REALTORS® benefit consumers, the economy and com-
munities as advocates for property owners, engaged 
community members and trusted advisors with in-depth 
knowledge of the industry.

The consumer ad campaign has existed for two de-
cades, but “That’s Who We R” launched in February 
2019. It aims to reinforce for the public that a REAL-
TOR® is a member of NAR and subscribes to its Code 
of Ethics. It is the most successful consumer ad cam-
paign to-date for the REALTOR® community.

Funded through a $35 annual assessment for mem-
bers, the comprehensive campaign featured, for the 
first time in 2019, customizable print, video and digital 
assets to help REALTORS® build their brand and their 
businesses. The campaign leans into the “R” member-
ship mark, focusing on how REALTORS® go above and 
beyond in their efforts for their clients, their neighbors 
and their communities. In 2020, the campaign will 
go further and ask consumers to “Look for the R” to 
know that they’re working with a trusted, reliable profes-
sional. This is another compelling reason why members 
should showcase their REALTOR® status with a promi-
nent membership mark.

The “That’s Who We R” campaign reached more than 
2 billion consumer impressions in 2019. Surveys show 
it positively moved the needle on perceptions of REAL-
TORS®, with 80 percent of consumers stating that the 
campaign made them more likely to use a REALTOR® in 
the future. A central point of the campaign included ads 
that were featured during cable sitcoms like “Seinfeld” 
and ”The Big Bang Theory,” early morning cable news 
programming on CNN, Fox and MSNBC, and radio and 
streaming audio stations like Pandora and Spotify. 

“I think it has put us on the map in a very different 

way,” says Mitchell, who adds that in addition to the 
print and digital assets, the REALTOR® Team Store® 
added “That’s Who We R” merchandise to its inventory. 

Now, with the addition of the app and its customiz-
able features, “it (the campaign) has the right legs to 
get everyone excited,” says Mitchell.

With the app, NAR partnered with the content cre-
ation app Photofy to create a custom version of the app 
that is already pre-loaded with “That’s Who We R” social 
media assets. As part of the new offering, REALTORS® 
are able to select their preferred campaign materials 
and personalize them with their name, photo, contact 
information or company logo.

Going into a new year, Mitchell says the app is the 
perfect tool to help members. With the campaign’s new 
ads encouraging people to “Look for the R,” now mem-
bers can easily show it.

We created campaign videos and animations that 
can be instantly shared, and also numerous customiz-
able campaign graphics “so agents can select, per-
sonalize and post it quickly,” he explains. “They should 
also be good for local and state associations. It’s 
something everyone in the REALTOR® family can have 
their hands on. It has consistency to build upon and 
last many years.” RE 

Jay Mitchell, a REALTOR® from the Virginia 
Beach area, sees a recently launched app as 
a game changer for how REALTORS® commu-

nicate who they are.

With New Campaign,  
REALTORS® Have a New Tool to Share Who They R  
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AGENTS.

Join one of the fastest-growing 
real estate networks in the U.S. 

and see what the Berkshire 
Hathaway HomeServices name 

can do for your career.

JoinBerkshireHathawayHS.com


