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PRESIDENT’S MESSAGE

If anyone had doubts about 
the power REALTORS® have, 
they needed only to walk the 
halls of the U.S. House and 
Senate office buildings on May 
16 and 17. 

That’s because nearly 200 
Illinois REALTORS® made 
targeted visits to the offices of 
each of the state’s 20 federal 
lawmakers. In most cases, 
Illinois REALTORS® met 
one-on-one with these key 
policymakers to share views on 
issues that deeply matter to our 
industry. 

It wasn’t just Illinois 
REALTORS® carrying messages 
to Capitol Hill, though. 

Hundreds of our colleagues 
from other states had the same 
mission. Together, we proved 
once again when it comes to 
getting a message delivered to 
elected officials, there are few 
trade groups more effective. 

During the NAR Midyear 
Legislative Meetings & Trade 
Expo, Illinois REALTORS® 
told lawmakers of the need to 
eliminate marriage penalties 
from the recently passed tax 
overhaul, and urged them 
to adjust deduction limits to 
account for inflation. 

REALTORS® also asked 
senators to pass a critical 
extension of the National Flood 
Insurance Program which 
expires at the end of July. 
Failure to pass this legislation 
could kill 40,000 real estate 
transactions monthly, according 
to NAR’s research.

The visits were held during 
this year's 50th anniversary of the 
federal Fair Housing Act, so it 
made sense for REALTORS® to 
build on a legacy of support for 
equal housing opportunity. Our 
members asked lawmakers to 
support legislation which would 
provide protections against 
discrimination based on gender 
identity and sexual orientation. 
While the NAR Code of Ethics 
includes these protections, they 
need to be better formalized at 
the federal level. 

Illinois REALTORS® have 
been a motivating force when it 
comes to providing protection 
for consumers and the industry 
since NAR’s inception.  

Whether it’s working 
on behalf of a client or the 
industry, our association’s 
volunteers make sure we have 
a voice when housing-related 
policy gets made. 

Matt Difanis | ABR, CIPS, GRI | 2018 President

FAIR HOUSING, FLOOD INSURANCE MESSAGES 
PUSHED AS PART OF REALTOR® D.C. VISITS

Illinois REALTOR® Zeke Morris played a prominent 
role in helping the National Association of 
REALTORS® plan its commemoration of the 
50th anniversary of the federal Fair Housing 
Act. Morris was chair of the Fair Housing Act 
Anniversary Implementation Group, and was 
honored by NAR President Elizabeth Mendenhall 
at the association’s Board of Directors' meeting 
on May 19, 2018, in Washington, D.C.
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WHAT'S ONLINE

For decades, Illinois REALTORS®' 
efforts on fair housing steadily grew as the 
association and its members adopted equal 
housing opportunity as a core foundation 
for the industry and those it serves. 

A new online timeline shows the 
association’s work through the years to 
make sure fair housing policy is prominent 

in training and advocacy.
The timeline extends from the 

signing of the historic legislation in April, 
1968 to Illinois REALTORS®’ recent 
commemoration of the Fair Housing 
Act’s anniversary with a monument 
at Bicentennial Plaza, a REALTOR®-
Community Partnership in Springfield.

TIMELINE: 50 YEARS OF FAIR HOUSING PROGRESS

HAVE A LEGAL QUESTION?
The Illinois REALTORS® Legal Hotline is the Designated 
REALTOR®/managing broker’s go-to source for legal information.
Phone: (800)952-0578 • Email: burbance@IllinoisRealtors.org
Hours: 9 a.m. – 4 p.m. Monday – Friday

LOCAL ASSOCIATION LOOK-UP
Find a directory of the local REALTOR® associations in Illinois 
and a full list of local leadership and their contact information at 
www.IllinoisRealtors.org/About/Local-Associations

GET SOCIAL WITH ILLINOIS REALTORS®

Illinois REALTORS® offers a number of way for you to connect with us on 
social media including:

https://www.facebook.com/IllinoisREALTORS

https://twitter.com/ILREALTOR

https://www.linkedin.com/company/IllinoisRealtors

https://www.instagram.com/IllinoisRealtors

https://www.youtube.com/user/IllinoisRealtor
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QUICK TAKES
MORE CONSUMERS INTERESTED IN ‘GREENER’ HOUSING
Many consumers say sustainability and energy efficiency are factors they take into consideration when shopping for a home. According to 
the National Association of REALTORS® report, “REALTORS® and Sustainability 2018,” agents and brokers said 61 percent of clients are 
interested in sustainability. Other findings include: 

A WalletHub 
survey ranked 
Illinois as the 18th 
best state overall for 
Millennials to live.

GARY CLAYTON
HONORED BY UIS

Illinois REALTORS® 
CEO Gary L. Clayton 
was recognized this 
spring as the Chapter 
Honoree for the 
University of Illinois 
Springfield (UIS) Beta 
Gamma Sigma honor 
society for his support 
of UIS and the College 
of Business and 
Management. 

In his remarks at 
the event, Clayton 
talked about the 
importance of finding a 
mentor and being one 
for others. He also 
encouraged people 
to give back and learn 
about their community 
by volunteering.

http://bit.ly/GreenerHousing

13%
said wind 
farms were 
available in 
their market

4
•	 comfortable living space

•	 proximity to frequently visited 
places

•	 windows, doors and siding

•	 utility bills and operation costs

71%
of agents and 
brokers said 
promoting energy 
efficiency in listings 
was very or 
somewhat valuable

23%
 

said tiny 
homes were 
available in 
their market

80%
 

of agents or 
brokers said 
properties with 
solar panels 
were available in 
their market

40%
of Multiple Listing 
Services have 
green data fields. 
Of those with 
a green MLS, 
37 percent use 
it to promote 
green features, 
27 percent to 
promote energy 
information and 
16 percent to 
promote green 
certifications

IMPORTANT HOME 
FEATURES FOR CLIENTS: 

18th18th
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Young adults aged 25 
to 34 are taking longer 
than previous generations 
to form households.

That could have 
a lasting impact on 
U.S. housing markets, 
according to a Freddie 
Mac analysis, “Why is 
Adulting Getting Harder? 
Young Adults and 
Household Formation.” 

Young adults may 
account for the largest 
population group at 
nearly 45 million, but 
they have been slower to 
form households as they 
encounter rising housing 
costs, a changing labor 
market and educational 
debt. If they had formed 
households at the same 
rate of young adults in 
2000, there would have 

been an additional 1.6 
million U.S. households 
in 2016, according to the 
analysis.

Freddie Mac identified 
five key factors among 
today’s young adults:
• marriage and fertility 

rates have declined
• more live in central 

cities where the cost of 
living is high

• they are more educated
• they earn more
• labor force participation 

has declined.  
This generation is 

more willing to live with 
roommates, their parents 
or rent instead of buying 
a home. The creation of 
fewer households could 
mean a shrinking demand 
for future housing, 
according to the analysis.

Young Adults
(25-34 years)

Yr 2000 
(MEANS)

Yr 2016 
(MEANS)

1.
Stage in life

Marriage Rate 54% 41%

Children Present 52% 42%

2.
Cost of living 
independently

Living in Central City 29% 34%

Median Home Price 
(2016 $)

210,000 270,000

3.
Ability to pay 
this cost

Bachelor's Degree 34% 44%

Per Capita Income 
(2016 $)

37,800 38,300

Not in Labor Force 15% 18%

http://bit.ly/RentTracksHigher

Single-family national rent 
prices had increased 2.8 
percent at the beginning of 
2018 compared to the same 
time in 2017, according to 
CoreLogic’s latest Single-Family 
Rent Index. CoreLogic’s index 
tracks rent trends nationally 
and in 20 metropolitan 
areas. Low-end rental prices 
increased 3.8 percent while 
rent on the higher end 
(125 percent or more of a 
region’s median rent) climbed 
2.4 percent, according to 
CoreLogic. Chicago saw low 
rent growth, in part CoreLogic 
estimated, because of low 
employment growth.

RENTS TRACKING 
HIGHER IN 2018

YOUNG ADULTS ARE SLOWER TO FORM HOUSEHOLDS
YOUNG ADULTS 2000 VS. 2016

http://bit.ly/AdultingGettingHarder
Source: Freddie Mac analysis "Why is Adulting Getting Harder? Young Adults and Houshold Formation."
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NUMBERSRPAC

Just $20 can make a 
difference for your 
homebuyers and 
commercial property 
owners. That $20 is a 

bargain for an insurance policy 
for your business.

$20
5¢Just         per 

           day! 

$3,000
Stopped a government proposal 
in a local community to license and 
regulate the use and operation of 
multifamily dwelling units and to 
charge a fee of $60 per unit annually, 
plus a fee whenever the unit turns over. 

The cost of a pre-sale video sewer line inspection, which would have 
been mandated for all homeowners in Illinois during the home sale  

process but instead it was stopped with help from RPAC. $500 
0

The number of dollars  
RPAC gives to candidates for  

U.S. President. 
RPAC dollars are best spent supporting 
REALTOR®-friendly candidates in LOCAL 
government offices, STATE elections and 
races for the U.S. HOUSE AND SENATE. 

     THANK YOU
Illinois REALTORS® members 

who invested in RPAC this year! 
Are you among the 30,393 of our 47,000 members who have not?  

RPAC is funded through voluntary contributions from members.

16,607

For a 50-unit property that cost to the landlord would 
be $3,000+ annually. 

$
50/50

Our REALTOR® PAC is recognized  
as one of the most bipartisan 

PACs in the country, supporting both  
Republican and Democratic candidates. 
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Real estate brokerage teams are 
clearly here to stay. Some are big. Some 
are smaller. They are different things to 
different companies.  No matter how 
many teammates, or what size the team is, 
to the extent that they contain licensees, 
they must comply with the Illinois Real 
Estate License Act (Act) and the Illinois 
Real Estate License Act Rules (Rules).  

There are some overarching principles 
under the Act and Rules that apply to all 
teams. First, all licensed team members 
are subject to the same regulation of their 
brokerage practices as other licensees. In 
other words, the concept of designated 
or legal agency applies to licensees on 
a team. Next, no licensee can work for 
more than one sponsoring brokerage 
company at any one time. You can find 
this in Section 10-20(a) of the Act.  

Bearing these important principles in 
mind, let’s examine what teams are and 
to some extent, what they are not.

FUNCTIONAL UNIT
Teams are not (or at least should not 

be) separate entities. They are a functional 
unit or an artificial construct within a 
sponsoring brokerage company. The 
best available analogy is that the team 
might operate within a company like a 
division. As such, there is no separate 
or formal legal entity.* This allows the 
licensed team members to be sponsored 
by the same brokerage company as their 
teammates. If there is a separate entity 
operating as a team, this entity would 
need its own brokerage company license 
and its own named managing broker.  

The bottom line is that formation 
of a team changes NOTHING about 
the company, the company managing 
broker’s oversight responsibilities under 
the Act, or how the company or brokers 
are paid compensation.

*This is not to be confused with a 
licensee’s ability to form a one-owner 
entity for the purpose of receiving 
that licensee’s real estate brokerage 

compensation from the sponsoring 
brokerage company. See Section 10-
20(e) of the Act.

EMPLOYMENT ISSUES
Brokerage companies need to consider 

the unique employment issues that arise 
with teams being functional units within 
their companies. It is easy, especially in 
larger brokerages, to want to associate 
certain individuals with just the team 
and not the overall brokerage company.  
But, it is important to note that everyone 
from the team leader to the licensed 
personal assistant (LPA) working on 
team administrative functions is either an 
independent contractor or an employee of 
the sponsoring brokerage company. No 
licensed person is an employee or contractor 
of the team. In addition, the Act requires 
that the sponsoring brokerage company 
have a written independent contractor or 
employment agreement with every licensee 
it sponsors, including the LPA.  

One small exception to the general 
rule is where a licensee hires an 
unlicensed personal assistant (UPA). 
UPAs are not licensed and therefore 
not covered by the Act. A UPA could 
be an employee of the assisted licensee 
as opposed to the brokerage company. 
However, the brokerage wants to make 
sure the assisted licensee is properly 
compensating the UPA, who will almost 
certainly be an employee and subject 
to all of the common employee tax 
withholdings. IF the UPA is an employee 
of the assisted licensee, the brokerage 
company should take care not to use 
the UPA as an employee of the larger 
company. This could raise employment 
and tax concerns for the company.  

AGENCY ISSUES
The Act presumes the licensee 

working with a client to be the legal agent 
for that client, thus owing the statute’s 
“fiduciary-like” duties to the client, even 
though the brokerage relationship is with 

the sponsoring company. What are the 
rules when the parties are represented by 
brokers who are members of the same 
team?  In order to answer this question, 
there must be more information as to 
how the team operates.

One key question to ask is whether 
and how opposing parties’ confidential 
information is handled within the team. 
Is confidential information protected or 
is it not? 

If not, then any time teammates 
represent opposing parties in a transaction, 
the team members must act as disclosed 
dual agents so that they are bound 
to protect each party’s confidential 
information. The team members have 
vastly limited their role in this scenario.  
They become less counselor for the clients 
and more an administrative middle person.  

Remember that disclosed dual agency 
requires disclosure and informed written 
consent. The parties need to consent to 
the concept of dual agency by signing the 
“long form” that describes the do’s and 
don’ts of a dual agent before the agent(s) 
act as such, then confirm the consent 
no later than the time of signing the  
purchase or lease contract.

If there is a system for protecting 
opposing parties’ confidential information 
within the team, then the team could 
operate under the presumed designated 
agency theory. An example would be the 
team comprised of “big lister” and buyer 
brokers. The “big lister” might protect 
seller’s information from the buyer brokers, 
while the buyer brokers would protect their 
respective buyers’ confidential information 
from “big lister” and other buyer brokers. 
There must be methods in place to protect 
physical and electronic files containing 
clients’ confidential information.

Another question related to 
agency and marketing is whether team 
advertising materials imply “all for 
one.” If so, this cuts toward dual agency 
and limiting the role between team 
members and clients of the team.

LEGAL UPDATE
Elizabeth A. (Betsy) Urbance | General Counsel and Vice President of Legal Services

TEAMS – WHAT ARE(N’T) THEY?
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MARKETING OR 
ADVERTISING ISSUES

For more on marketing, remember the 
Act, the Rules and the REALTOR® Code 
of Ethics all apply to marketing the team. 
Marketing must be true and not misleading. 
The sponsoring brokerage company name 
must appear in a readily apparent manner. 
Simply put, the ad piece, wherever this 
appears, must include the company name 
with any franchise affiliation, and not just 
the team name. When consumers look at, 
read, view or hear the ad, they should not 
only know the team name but also the 
sponsoring company. 

The team name itself must not be 
misleading. For instance, the use of Baker 
Realty as a team name is facially deceptive 
as it does not convey the idea of a team 
or group, but a separate and free-standing 
company. If the piece contains both 
The Baker Team and ABC Realty, Inc. 
positioned somewhere, the ad would be 
compliant.  

In the unlikely event a sponsoring 
brokerage company does wish to allow 
the team to advertise in its own name, that 
sponsoring brokerage company (and NOT 
the team leader) might register the team name 
to be used in lieu of the sponsoring brokerage 
company name. This will not work in the case 
of a franchise. 

Finally, in most situations, where the 
team name and the sponsoring company 
properly appear in the materials together, 
there is no requirement to separately register 
the team name. 

with Illinois REALTORS® General Counsel Betsy Urbance 
and Associate General Counsel Jeff Baker

Call 217-529-2600 to schedule

 HOUSE
   COUNSEL

program

Illinois REALTORS® presents the

Introducing, a NEW MEMBER BENEFIT from the 
Illinois REALTORS® Legal Services Team.

The “roadshow” features in-house legal counsel Betsy Urbance and Jeff 
Baker, direct from your location where they will cover the latest license 
law issues affecting your Illinois real estate business, hot topics from the 
Legal Hotline and of course answers to your questions.

The program is 90 minutes long. In order to schedule, there must be at 
least 100 attendees expected. Call the Legal Team at 217-529-2600 to 
schedule the “roadshow” for your group.

ON ANOTHER LEGAL TOPIC:
THERE IS NO TRANSACTIONAL AGENCY IN ILLINOIS

In Illinois, licensees operate under the 
presumption of designated agency. This 
means the licensee is the legal agent and 
owes fiduciary-like statutory duties to the 
client with whom she is working. These duties 
are set forth in Section 15-15 of the Act: 
http://bit.ly/RELA_Chapter15.

Illinois licensees will act as an agent 
representing a client or they will treat that 
consumer as a customer, giving the requisite 
Notice of No Agency. Finally, they might 
serve in the limited capacity of disclosed dual 
agent. There is no specific provision in the 
Act allowing the licensee to assist opposing 
parties to a transaction as a “non-agent,” a 
“facilitator” or a “transactional agent.”  When 
treating an unrepresented party as a customer 
and giving the Notice of No Agency, the 
licensee represents the other party to the 
transaction. In this situation, the licensee 
while fulfilling agency duties to her own 
client might perform certain limited or clerical 
functions for the customer on the other side 
in order to help her assist her own client. 
These limited or clerical functions are known 
as ministerial acts.  Ministerial acts, while 
defined in the Act, are not a stand-alone form 
of non-agency. They are merely a defined term 
within the Act to describe clerical activities.

There are additional dangers in trying to 
be no one’s agent. First, consider the situation 
where the buyer and seller come to the agent 

asking the agent to “do the paperwork” on a 
transaction that has already been completely 
negotiated between the parties without any 
broker. Now, they are asking the licensee to 
put this transaction into writing.  To this point, 
no brokerage services have been performed. 
The concern here is that the broker is outside 
the protections of the common law in Illinois 
related to the unauthorized practice of law, 
where the broker could complete business 
and factual information on a purchase contract 
form that is commonly used in the community 
where this is done incidentally to acting as 
a broker in the transaction. [Chicago Bar 
Association v. Quinlan and Tyson, Inc. 34 Ill.2d 
117, 1966]. Second, there is a concern that 
where the licensee tries to contract away the 
statutory duties of the Act, when called into 
question, a court would hold the licensee to an 
even higher, or common law fiduciary duty to 
the consumer. 

The important lesson here is licensees 
will be representing one party or the other in 
a transaction as their designated agent. The 
licensee might treat the other, unrepresented 
party as a customer in order to facilitate the 
transaction for her own client. Or she might 
limit her role and act as a disclosed dual agent 
to assist a transaction. When this is the case, 
the licensee, acting as a properly disclosed 
dual agent, owes each party statutory duties, 
including the duty of confidentiality.



14    www.IllinoisRealtors.org



 ILLINOIS REALTOR®  July 2018    15

REALTOR® 
Alice Chin has built 
a successful business 
and credits her nine-
person real estate 
team with helping 
her better use her 
time, produce 
more and create a 
satisfactory work-life 
balance. 

Like many 
REALTORS®, Chin opted to create a 
real estate team rather than go it alone. 
The Alice Chin Team in Naperville 
operates as a functional unit under 
the Keller Williams Realty Infinity 
brokerage.

“I might have been able to produce 
on my own the same amount or close, 
but not without literally burning out 
because there are just so many things 
that need to get done in a day,” she said. 
“If I tried to do everyone’s position, it’s 
not possible.”

[LEGAL NOTE: Remember that 
teams are not separate legal entities 
— they are not incorporated and 
critically, they are not themselves 
licensed. Teams are similar to 
divisions within a company, in this 
case the real estate brokerage firm 
under which they operate.]

So how do you know if the team 
concept might work for you and how 
can you ensure that you are successful 
if you do go that route? Four Illinois 
REALTORS® share their strategies for 
navigating the rules and rewards of real 
estate teams.

IS A TEAM 
RIGHT FOR YOU?

REALTOR® 
Tammy Mitchell 
Hines formed a 
team in 2008 when 
her business was 
growing quickly 
and it was no longer 
feasible to juggle all 
the details by herself. 
She had an unlicensed 
assistant working for her but decided 
to hire a buyer’s agent to share the 
workload.

“I had been doing 180 transactions 
a year on my own and I knew that the 
only way to have a real life and a family 
was to have a team because I could not 
do it all by myself,” says Hines who 
is now managing broker of Tammy 
Mitchell Hines & Co. with offices in 
Columbia and Fairview Heights.

Her team has grown to two listing 
agents, five buyer’s agents, a full-time 
photographer, a marketing director and 
two support staff. The division of labor 
has allowed Hines to step into the role 
of manager and trainer.

REALTOR® Kyle 
Killebrew with The 
Real Estate Group, 
started the Killebrew 
& Co. Real Estate 
Team in Springfield 
11 years ago with 
a buyer’s agent and 
now has a team of 
nine. In downstate 
communities where 
median home prices 
might average in the 

$150,000 range, successful agents must 
do more volume to get ahead.

“If you do a good job and build 
enough clients, at some point you’re 
going to need some help,” Killebrew 
said, but added that you don’t want to 
form a team too quickly. Make sure 
your business is solid and consistent 
before you expand.

Chin said she also sees teams as a way 
to build a business legacy of sorts.

“The best way to work around 
(someone getting sick or retiring) is to 
build a team of individuals who are 
working toward the same goal so that if 
something happens to the rainmaker or 
the original member of the team, it could 
still go on as a business,” she said.

STAY ON THE RIGHT SIDE OF THE 
LICENSE LAW WITH YOUR TEAM

Real estate teams may be an 
increasingly popular business model but 
remember that the Illinois Real Estate 
License Act applies and affects how 
teams can operate like a division within a 
brokerage. For an in-depth discussion of 
how the Act affects employment, agency and 
marketing involving teams, read “Teams – 
What Are(n’t) They?” on pages 12 and 13 of 
this magazine. 

You will find additional team legal 
resources and articles on the Illinois 
REALTORS® website at https://www.
IllinoisRealtors.org/Legal/Legal-A-Z/
Teams. Members are also encouraged to 
download the FREE team informational 
resource, “Teams and the Illinois Real 
Estate Brokerage Firm” at http://bit.ly/
TeamsDownload

Chin Hines

Killebrew

TEAM 
PLAYERS:
TIPS FOR MAKING THE TEAM 
CONCEPT WORK FOR YOU
By Stephanie Sievers,
Senior Editor, Illinois REALTOR® magazine
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WHAT KIND OF TEAM 
SHOULD YOU BUILD?

You’ve decided to create a team. 
Now you need to decide how you will 
structure it.

REALTORS® 
and siblings Jason 
Stratton and Sophia 
Klopas formed 
a traditional 
family team, The 
KlopasStratton 
Team under the 
Berkshire Hathaway 
HomeServices 
KoenigRubloff 
Realty Group in 
Chicago.

“The best part 
of having a business 
partner, and the fact 
that it is my sister, is 
that we’re sounding 
boards for each 
other,” Stratton said. 
“We call each other 
a minimum of five 
times a day, but I 
want to say that on a 
normal day it’s closer 
to 10 to 15 times.”

Stratton had worked as an options 
trader in finance before his sister 
encouraged him to move beyond 
personally investing in real estate and 
get a license and work as a REALTOR® 
with her as a team. Now he can’t 
imagine working in real estate with 
anyone else.

“You can’t do the volume that we 
do and deal with the personalities on a 
customer basis and not have someone 
to help you with the load mentally,” he 
said. The fact that they are family makes 
it easier to have honest conversations 
about the business and their shared 
goals, he said.

Chin and Killebrew created teams 
where they are the “rainmaker” whose 
name is the public face of the team.

That said, Killebrew says on today’s 
team everyone is striving for a common 
goal and consumers aren’t as concerned 
with working directly with the rainmaker 
as they are hiring a successful team.

Hines went a different direction 
and created a brokerage and team all 
in one, because it made more sense 
financially even if it involved more 
paperwork and licensing.

“The first thing I did was look at 
the financials—how much I paid the 
company that I was with versus what 
my expenses would be to form my own 
brokerage. I found that, although there 
were a few extra expenses, because I 
had already been paying so much of my 
marketing on my own, the difference 
was not significant,” she said.

[LEGAL NOTE: It is important 
to remember that no matter 
how a brokerage structures its 
compensation or business modeling, 
a team is always only a functional 
unit within a brokerage and not 
a separate legal entity. Also, all 
licensed team members must be 
compensated through the sponsoring 
brokerage company.] 

HOW DO YOU FIND 
THE RIGHT TEAM MEMBERS?

One of the most important things 
you can do is hire people in the right 
order, Chin says. For example, don’t 
hire a buyer’s agent before you have 
someone to help with administrative 
duties. Once you figure out what you 
want, find a person who is the right fit 
and look for people who want a career 
not a job.

“We have a pretty rigorous interview 
process to make sure that the position 
they are in is not only the best for them, 
but also the best fit for the team as 
well,” she said. “I’m a firm believer that 
if you have the right person in the right 
position, they shouldn’t really want to 
change because they are going to enjoy 
the position they are in.”

Killebrew has found success giving 
a DISC personality test to all new hires. 
Then he can compare the personality traits 
of new hires with those of other team 
members and see if they will be a good fit.

Hines admits that finding the right 
talent can be one of the toughest jobs 
for the team leader. She’s had better 
luck recruiting newer agents who want 
to be part of a team atmosphere where 
they aren’t in direct competition with 
each other.

SIMPLE STRATEGIES TO MAKE 
YOUR TEAM A SUCCESS

Besides hiring the right people, the 
next important step that can make or 
break your team is properly training 
them, Chin says.

10 TEAM 
TAKEAWAYS

1 Before you create a team, run 
the numbers to determine if it 
makes sense for your business.

2 Don’t create a team at the first 
sign of success. Make sure your 
surge in business is sustained 
and consistent before you hire 
additional help.

3 Grow your team slowly and add 
people to fill positions as they 
become needed.

4 Once you hire your team, train 
them properly for the job. You 
are responsible for their success 
or failure.

5 Create a detailed checklist of 
duties so that everyone on 
the team knows his or her 
responsibilities.

6 Step back and let team 
members do the job you 
hired them to do. Don’t 
micromanage; delegate.

7 Meet frequently as a team to 
make sure everyone is on the 
same page. Be careful about 
sharing opposing parties' 
confidential information – 
depending on how your team 
operates.

8 Deal with conflicts honestly 
and quickly so they can be 
resolved before they become 
bigger issues.

9 Hold team members 
accountable and be prepared 
to let them go if they aren’t the 
right fit.

10Finally, and most importantly, 
make sure you and your team 

are following all the regulations 
of the Illinois Real Estate License 
Act , the rules under the Act and 
the REALTOR® Code of Ethics.

Stratton

Klopas
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SPONSORED CONTENT

This summer 
is proving to 
be an ultra-
competitive 
housing market, 
presenting 
a slew of 
challenges for 
our industry. 

We’re seeing droves of 
potential buyers who are ready, 
willing and able to pull the 
trigger on a house but can’t 
because of limited inventory 
or inventory that’s out of their 
price range.

MRED is all about helping 
our customers and their 
clients, whatever side of the 
transaction they’re on. For 
example, three years ago, 
MRED joined Broker Public 
Portal (BPP), a nationwide 
synergistic effort to deliver a 
better home search experience 
for consumers that also 
adheres to the industry-defined 
Fair Display Guidelines. 
Through BPP, MRED provides 
Homesnap, the top-rated real 
estate app in the App Store.

Homesnap is proving its 
worth during this tricky time 
for hopeful home buyers. 

Consumers gain access 
to reliable and timely listing 
information with Homesnap, 
the same multiple listing 
service (MLS) information 
agents have. Homesnap allows 
consumers to be on top of the 
latest listings as they become 
available to gain an edge on 
their home buying competition. 
As an agent, furnishing your 
clients with this invaluable 
tool can only help lead to more 
closings. Not to mention it’s 
just plain fun to snap a photo 
of a house and immediately 
see its listing data, tax records, 
census data and property 
boundaries.

Homesnap has spread to 
more than 800,000 members 
across 120+ MLSs and it’s 
easy to see why. It provides 
a trustworthy platform for 
agents and consumers to 
collaborate, with easy-to-
manage in-app messaging 
that lets you seamlessly 
communicate with clients in 
the same place you access 
listing data.

Homesnap also offers 
agent-exclusive tools such as 
transaction tracking, 30-second 
CMAs, and a showings safety 
timer, all available when you 
register as a Homesnap Pro user. 
Signing up for Homesnap Pro is 
free for all MRED customers.

In 2016, MRED was the 
first MLS to launch BPP. Since 
that time, the number of 
participating MLSs has tripled 
and total membership has more 
than doubled. This is clearly a 
worthwhile endeavor that will 
have far-reaching implications. 
MRED believes so strongly in 
the BPP and Homesnap that 
we’re launching a consumer-
focused campaign to spread 
the word to the public at large. 
More than half of MRED 
customers are already using 
Homesnap and that number 
is growing every day. Be sure 
to head over to the App Store 
or Google Play to download 
Homesnap and see the magic 
for yourself.

So download, invite your 
clients, and most importantly, 
take advantage of all of 
Homesnap’s great features. It 
just might help one of your 
clients land their dream home in 
a market that could otherwise 
be a nightmare for buyers.

Midwest Real Estate Data
REinventing MLS

®

HOMESNAP HELPS HOUSE 
HUNTERS IN TOUGH MARKET 
By Rebecca Jensen 
President and CEO of Midwest Real Estate Data (MRED)

“You are responsible for their success 
or failure,” she said. “Most times it’s not 
up to that individual, believe it or not.”

Team leaders also have to stand 
back and let people do the jobs they 
were hired to do, Killebrew said. One 
of the initial mistakes he says he made 
was always jumping in and taking over 
instead of delegating. 

“Once you have that person, you 
have to build a checklist of the things 
you really want them to do for you and 
you’ve got to let them do it,” he said. 
“And, you’ve got to let them make some 
mistakes and there will be some and 
your client will know it because it will 
happen with them involved. It’s just part 
of the process.”

His team has created a series of 
detailed checklists that cover every 
step and scenario in the home buying 
and selling process and what each 
team member should be doing so 
that everyone knows their role and 
expectations. His team also meets three 
times a week to make sure everyone is 
on the same page.

“Having a team allows you to 
be proactive if you do it correctly,” 
Killebrew said.
 
WHAT TO DO WHEN SOMEONE 
DECIDES TO LEAVE THE TEAM

If you are providing professional 
value and hiring people for the right 
positions, your team can be successful, 
but even then it might be inevitable that 
some team members might eventually 
decide to move on to something else. 

Some REALTORS® might be 
concerned about that, but Stratton said 
he thinks that scenario is the ultimate 
compliment and a testament to the 
successful team you have created.  

“If someone goes through us, ends 
up being a multi-million-dollar agent 
and goes off on their own, I couldn’t be 
prouder,” he said. 

19%
of REALTORS®

surveyed said they belong to a real estate team.
THE MEDIAN NUMBER OF

TEAM MEMBERS WAS THREE.
Source: National Association of REALTORS® 2017 Member Profile
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Illinois REALTORS® Bicentennial 
Task Force launched the “Home Is 
Where the Heart Is” Essay Contest 
as part of Illinois Bicentennial 
celebrations. A total of 23 
high school students across 
the state were awarded a 
combined $12,000 in academic 
scholarships.

Congratulations to high school 
sophomore Hannah Young—
awarded the top scholarship of 
$1,000.

Young attends Wheaton 
Academy in West Chicago and 
wrote about the special role her 
childhood home played in her life. 
Her entry was among more than 
450 submitted.

Additionally, the 10-member 
selection committee awarded 11 
students $750 scholarships and 11 
students $250 scholarships. 

ESSAY FINALISTS: $750:
•	 Gabrielle Allen, Warrensburg-

Latham High School, Warrensburg
•	 Jade Bellairs, Woodstock High 

School, Woodstock
•	 Bailey Brooks, Forreston Junior/

Senior High School, Forreston
•	 Megan Coakley, Grant Commu-

nity High School, Fox Lake
•	 Dillon Davey, Barrington High 

School, Barrington
•	 Kennedy Green, Sacred 

Heart-Griffin, Springfield
•	 Emma Nelson, homeschool 

student, Brookport
•	 Cooper Peterson, Glenwood 

High School, Chatham
•	 Amber Tomlin, Heyworth High 

School, Heyworth
•	 Clare Turano, Willows Academy, 

Des Plaines
•	 Camilla Vazquez, William Fremd 

High School, Palatine

ESSAY FINALISTS: $250:
•	 Kolten Conklen, Sterling High 

School, Sterling
•	 Miranda Dianovsky, The Chicago 

High School for the Arts, Chicago
•	 Sydney Minssen, Prophetstown 

High School, Prophetstown
•	 Michael Murray, Joliet Catholic 

Academy, Joliet
•	 Cecilia Nam, Vernon Hills High 

School, Vernon Hills
•	 MacKenzie Orozco, Belvidere 

North High School, Belvidere
•	 Andrew Ottoson, Waterloo High 

School, Waterloo
•	 Heidie Raine, Byron High School, 

Byron
•	 Kylee Rus, Sterling High School, 

Sterling
•	 Melissa Singleton, Mahomet- 

Seymour High School, Mahomet
•	 Ashley Wagge, Manteno High 

School, Manteno

Essay Contest Winners
Kelli Jessup, Digital Content & Marketing Specialist

Illinois Bicentennial 1818-2018
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Leaving a Home
By Hannah Young, Wheaton Academy

Read the winning "Home Is Where the 
Heart Is" essay that earned Hannah 
Young the $1,000 scholarship. In it, 
Young writes about leaving her childhood 
home, the memories she had made there 
and the large maple tree in her backyard 
that was a constant through it all. 

It was a small, slightly outdated, 
yellow house with an inviting red door. 
A street lined with waving billows of 
prairie grass mingled with a bright 
burst of wildflowers. A white picket 
fence, asphalt driveway, and old 
leaning apple tree out front, painted a 
picture of simplistic lifestyle.

That’s all it was and yet – I could 
hardly bring myself to part with it.

It didn’t help that we said our 
goodbyes forever to the little house 
on West Street on my 12th birthday, 
but it would have been hard any other 
time too. I knew we were only moving 
15 minutes away, but to me it felt like 
the other side of the world. The new 
house wouldn’t have the little alcove 
where my sisters and I had whispered 
stolen secrets and shared in gleeful 
giggles. It wouldn’t have the wooden 
hallway where three young girls clad 
in tutus and fuzzy socks transformed 
into olympic figure skaters as they 
twirled and leaped in the narrow space 
attempting to keep their balance. It 
definitely wouldn’t have the small 
play area under the stairs where the 
lopsided block letters of friends and 
family were covered by masses of plush 
toys, dimly illuminated by an aging 
light bulb.

But I knew the thing I was going 
to miss the most was the maple tree in 
the backyard. It wasn’t small, but it 
wasn’t big either. It was just the perfect 
size for an introverted girl to climb up 
as high as she could then sit. Look. 
Listen. Think. I would spend hours 
up there observing the landscape and 
getting lost in my mind.

Over the years the tree became a 
comforting friend, a safe haven. My 

home. To everyone else the maple 
tree looked like a bunch of spindly 
branches stretching to the sky, but to 
me it was hundreds of open arms ready 
for an embrace. We had waved and 
danced together through the merry 
moments and it hid me in harsh ones. 
Like the path I wore into the branches, 
making the rough bark smooth, we 
had shaped each other. That tree 
helped me become who I am today. It 
saw me grow from a grumpy baby to 
a curious kid. I had watched it grow 
too, each season brought a new quarter 
of change. Green to red to yellow 
buds reaching just a bit higher to the 
heavens every time. Together, we had 
walked in and out of storms to stand 
under rainbows.

It was nearly impossible to say 
goodbye to the resolute figure that 
sheltered and guided my longing spirit. 
The last time I ever sat in the tree, I 
almost didn’t come back down.

Almost.
I sat and lingered on my favorite 

perch, hidden from the world, for 
as long as I possibly could. I knew 
that the longer I took, the harder it 
was going to be. Even then I took my 

time lowering myself to each of the 
branches on the path built into my 
muscle memory. As my feet hit the 
grass and my hands unclenched the 
lowest branch, a sense of finality came 
over me. I couldn’t bring myself to 
look back as I walked into the house 
for the last time.

Slowly, I began to find that what I 
was longing for had always been with 
me. I learned that my parents were 
there to embrace me just as often as 
the blanket of leaves. My sister was 
always ready to dance with me, like 
the branches did in the current of a 
beautiful day. Although there wasn’t a 
rough trunk with spindly arms, clothed 
in emerald silk there to finish teaching 
me life lessons, I had a better place 
with more people.

Today, my new house has a maple 
tree growing in the backyard too. It’s 
not big like my old one, but I know it 
will get there one day. And my hope 
is that someday, when the branches 
are sturdy enough, a little boy or girl 
can climb in it and find their own safe 
haven, but once they climb down and 
into the arms of those who love them, 
they will realize they are home. 

Illinois Bicentennial 1818-2018

(Left to right): Mainstreet Organization of REALTORS® (MORe) Immediate Past President Catherine 
Terpstra, scholarship recipient Hannah Young and MORe President-elect Michael Gobber.
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Illinois Bicentennial 1818-2018

Watch for dedication program and other plaza updates here www.IllinoisRealtors.org/Events/Bicentennial/Bicentennial-Plaza/

Bicentennial Plaza Dedication
Sunday, August 26, 2018

3:30 p.m. - 5:30 p.m.

The Bicentennial Plaza, a 
REALTOR® Community Partnership, will 
be officially dedicated in Springfield on 
historic Constitution Day in Illinois. The 

dedication is a Signature Event of the state's 
bicentennial celebrations.

The final stages of construction are underway 
for the Bicentennial Plaza – A REALTOR® 
Community Partnership.  The plaza is dedicated to 
President Abraham Lincoln’s vision for America as 
a country with opportunity and equality for all.

Located between Fifth and Sixth streets, just 
north of Illinois REALTORS®’ headquarters, the 
area around Bicentennial Plaza has sites linked to 
Abraham Lincoln. 

The plaza will have 16 interpretive panels 
along the walkway showcasing the people 
who lived and worked in Springfield and who 
advanced Lincoln's vision.

You can add your name to the plaza’s 
brick walkway with a personalized brick 
donation to the REEF Bicentennial Education 
Foundation, https://ezengraver.com/
REEFbicentennial. 

Bicentennial Plaza Set 
for August Dedication

Illinois REALTORS® Dedicates Fair Housing Monument 

On April 9, 2018, Illinois 
REALTORS® and dignitaries 
attended the unveiling of 
a fair housing monument 
in the Bicentennial Plaza 
at Illinois REALTORS®’ 
Springfield headquarters. 
The four-sided obelisk is 
designed to be an enduring 
symbol of the progress 
made in fair housing and the 
industry’s commitment to 
protecting this right.
PHOTO BY TERRY FARMER
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Murray helps REALTORS®

see their best selves
By Bill Kozar, Content Marketing Specialist

As Karel Murray closed the opening 
session of the 2018 Illinois REALTORS® 
Conference & Expo in Collinsville, she 
urged audience members not to take their 
work for granted.

“You make a difference every single 
day of your life,” said Murray.

However, the nationally known 
real estate trainer, author and business 
consultant used a more light-hearted tone 
for much of her 90-minute session with 
several hundred real estate professionals 
from across the state. Whether it was her 

story about a wardrobe malfunction in 
front of her future in-laws or a tongue-in-
cheek example of encouragement from a 
close family member, Murray used humor 
to make more serious points.

REALTORS® who feel bogged down 
by stress, can rediscover their passion 
and productivity when they focus on the 
reasons they chose the profession and 
remember the qualities that helped them 
succeed the most, she said. She reminded 
the crowd that everyone has their own set 
of obstacles to overcome.

“At the age of 45, I stopped worrying 
about what people thought of me,” she 
said. “I realized I’m just going to be me.”

Murray, who said she will retire 
later this year, has averaged 80 
appearances a year for 17 years, 
according to her website. 

Highlights from Murray's 
presentation, “Discover Your 
Wow Factor: The Great and 
Powerful ‘Ah,’ Think Forward 
and Get Remarkable:”
1. Be yourself.
2. Have a vision of what you 

want so you can achieve it.

3. Surround yourself with 
positive people who look 
at you and your ideas with 
wonder.

4. Recognize that things 
don’t go as planned.

5. Show your passion to 
move the ideas forward.

6. Structure your ideas 
around your areas of 
brilliance.

7. Resist impulsive change 
and implement relevant 
change.

8. Focus — like a camera — on 
your goals.

EIGHT TAKEAWAYS
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1HELP BUYERS FIGURE OUT 
HOW MUCH THEY’LL REALLY PAY 

A valuable bargaining tool in any market 
condition, a mortgage pre-approval becomes 
particularly important when inventory levels are 
low and interest in homes is high. Digging even 
deeper, Wheeler talks to her buyers about how 
much they really want to spend and what the 
actual payment will be. 

Sometimes, the pre-approval amounts and 
payment amounts aren’t in alignment. 

Recently, Wheeler worked with a buyer who 
was preapproved for a $300,000 mortgage. But 
that buyer only wanted to pay around $1,400 
a month. Once taxes, insurance, and other 
expenses were factored into the equation, that 
buyer could really only afford to look at homes in 
the $175,000 to $200,000 range. 

“There’s a huge disconnect,” says Wheeler. 
She overcomes these issues by talking openly 
with clients about what they really want to pay 
for housing and what they can actually afford. 
“It’s my job to educate those buyers and help 
them make the best possible decision for their 
specific situation.” 

4HELP BUYERS UNDERSTAND THAT THEY 
WON’T ALWAYS GET A SECOND CHANCE

Life doesn’t always give us second chances, and the 
summer selling season can be equally as tough. 

To help steel her clients against major 
disappointments, Wheeler talks to them about 
their most important wants and needs. She also 
talks to them about the pitfalls of making offers 
in a seller’s market, where homeowners are 
entertaining multiple offers. 

“The key is being prepared for the worst 
and being ready to pounce as soon as they find 
a home that meets all of their criteria,” says 
Wheeler, who uses tech tools such as automated 
listing updates to keep clients informed about 
changing market and sales conditions. 

“That way,” she says, “when I come across 
a property that fits their criteria for preferred 
budgets and desires, they can act quickly.” 

3 
CONSIDER LEAVING OUT  
CONCESSIONS AND CONTINGENCIES

Inspection contingencies and seller concessions 
are the norm in most real estate markets, but what 
happens when one buyer has these addendums 
in her contract, and the next buyer doesn’t? You 
guessed it — the second buyer will probably win the 
bidding war, as long as the offer is priced right. 

“If your buyer can make the purchase without 
any seller concessions, it just looks good,” says 
Wheeler, who adds that in the busy summer 
market, sellers are entertaining multiple offers but 
really just want to work with qualified buyers that 
present “clean,” unencumbered offers.*

[*LEGAL NOTE: Buyers should be referred to 
their attorneys on this question. For example, 
it is ill-advised for a buyer to buy any home 
without a whole-house inspection.] 

“I’ve had sellers reject offers that came with 
contingencies, so try to keep those to a minimum,” 
she advises. To help buyers strengthen their offers, 
Wheeler says she studies the true value of the 
properties before putting in those offers. 

“I give them the comps for the community 
for the last 60-90 days,” says Wheeler. “And make 
my buyers aware of shifts like increased values, all 
so they can make informed decisions about their 
offer and about any contingencies or asking for 
concessions from the seller.”

2STAY IN THE LOOP WITH OFF- 
AND PRE-MARKET LISTINGS 

Kevin Kelly, a broker-associate with Jameson 
Sotheby’s International Realty says having 
positive relationships with other REALTORS® 
goes a long way in helping your buyers get 
the homes they want at the right price. Off-
market or pre-market options, for instance, 
are often shared by word-of-mouth and only 
among those agents who work with and 
trust one another.*

[*LEGAL NOTE: Sellers should authorize 
this and be informed that the seller’s 
listing has not been exposed to the 
“big market.” Listing agents should also 
make sure all proper disclosures are 
being made, and any necessary waivers 
are signed if the listing won’t be going 
to the “big market”  or local or regional 
MLS immediately.] 

“We’ve seen a lot more of these deals 
close within the last three years,” says 
Kelly, who uses a private listing network to 
maintain a foothold in the off-market and 
pre-market inventory options. “I use it to 
look at properties that aren’t in the MLS, but 
that are going to be coming to market soon.” 

And, most local brokerages in Chicago 
have internal networks that their agents use 
for intra-office communications. 

“I can post to other REALTORS® within 
my brokerage saying, ‘I have a client looking 
for a property.’ Maybe one of those agents 
is two weeks away from getting a listing 
ready to go and will come back with, ‘I have 
something, but it’s not on market yet.’ This 
is a pretty typical way that deals are getting 
done right now.”

Celeste Wheeler
Broker with RE/MAX Preferred

in O’Fallon

7 WAYS TO HELP YOUR BUYERS 
COMPETE IN THE HOT SUMMER MARKET  
By Bridget McCrea

Summer means peak real estate season and with lower-than-normal inventory 
levels, buyers looking for a first-time, move-up or vacation home could find 

a particularly competitive market. That’s because the warm-weather activity 
has home sellers entertaining multiple offers and buyers finding that the best 
properties are getting scooped up quickly. 

“For 2018, we already have a lack of a ‘good’ inventory of move-in-ready 
properties,” says Celeste Wheeler, a broker with RE/MAX Preferred in O’Fallon. 
“That will probably tighten up further this summer, which means buyers will have 
to be prepared and educated on how to successfully navigate the market.”

So what can buyers do to create offers that will help them stand out? Several 
Illinois REALTORS® share their tips for helping buyers gain an advantage in a 
competitive market. 
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7TEACH BUYERS THAT A SALES 
PRICE ISN’T AN END-ALL  

In a balanced real estate market, an asking price is 
more or less a measure of what sellers expect to get for 
their properties. In a hot summer market, however, it 
becomes more of a negotiation starting point. 

This is something that Gaspar Flores, Jr., sales 
director with Su Familia Real Estate in Chicago, says he 
has to explain to buyers who just don’t understand why 
an offer that’s 5 percent under asking price probably 
won’t get a second glance. 

“Competition is fierce and sellers will take the best 
offer they are presented, even in situations where intense 
interest drives the price above listing,” Flores says.

[*LEGAL NOTE: The listing price should bear some 
rational relationship to what the home will sell for in 
the listing broker’s professional opinion. While not 
set in stone, it must be true and not misleading.]

"YOU’VE REALLY GOT TO BE ON YOUR TOES”
The day before Flores was interviewed for this article, 
he says he put a new listing in the MLS and had a 
full-price offer on it that afternoon. Right now, in fact, 
he says there are at least five or six serious buyers 
for every home that’s for sale in his market. For this 
reason, he tells agents and their clients to not only 
shop around on the weekends (i.e., at open houses), 
but to also shop during the week, where new listings 
are hitting the MLS every day. 

“You’ve really got to be on your toes,” says 
Flores. “The moment a property is listed, try to set 
an appointment, get in there and make a decision 
quickly. Unless they’re overpriced, properties just 
don’t last.” 

About the writer: Bridget McCrea is a business, real estate 
and technology writer in Miami, Fla. She can be reached 
at bridgetmc@earthlink.net.

5 

HAVE A PLAN B
If there’s one thing that Kelly repeatedly 
tells buyers these days, it’s that they need to 
have a plan "B" – or even a plan "C" – before 
making an offer. 

“Let them know that, in terms of falling 
in love with one property, there’s a possibility 
that they won’t get that property,” he says. 
“It’s always good to have another option or 
two in mind.” 

This is particularly important in a 
summer market, where well-priced properties 
are going more quickly. 

“Let them know that there’s a possibility 
that they may not get the home they want 
because other people are competing for it, 
but that a home in a different neighborhood—
or a different property type—may be a good 
plan B,” Kelly says. 

“Help them understand that they’re out 
there competing on the open market. If you 
don’t, it will quickly become a confusing and 
frustrating place for them.” 

Gaspar Flores, Jr.
Sales Director with Su Familia Real Estate

in Chicago

6 
HAVE BUYERS WRITE 
PERSONAL NOTES TO
SELLERS

As he looks around at how the 
market is shaping up for 2018, 
Kelly says the slower pace of 
home sales is a double-edged 
sword for buyers. 

That’s because he says the 
drop is mainly due to unavailability 
of housing stock — a trend that’s 
playing out in many U.S. markets. 
This makes matching the right 
buyer with the right house difficult, 
but not impossible. 

Standing out from the 
competition can be tough, but 
there are ways for a buyer to stand 
out. Kelly says he has advised 
potential buyers to include a 
personal note to the sellers.

It really works, says Kelly. In 
April he had a listing that was shown 
eight times within just a few days of 
hitting the market. One interested 
buyer wrote a note and asked Kelly 
to pass it along to the homeowner, 
whose family had owned the home 
across multiple generations. The 
note included details about the 
buyer, his high level of interest 
in the property, and other details 
that simply can’t be conveyed via a 
traditional purchase offer. 

“My client really took to the 
buyer because he obviously had so 
much emotional attachment to the 
home,” says Kelly. “That strategy 
helped him win the bidding war.” 

Kevin Kelly
Broker-Associate with Jameson Sotheby’s 

International Realty in Chicago
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In March, an Illinois REALTORS® 
delegration traveled to Cannes, France, 
to attend MIPIM, one of the largest 
international real estate conferences in 
the world.

Ten REALTORS® with an interest in 
international real estate applied for and 
received stipends through the Illinois 
REALTORS® Global Business Council 
to cover some of their travel costs. Three 
REALTORS® who attended MIPIM for 
the first time share their thoughts about 
the experience.

BETTY MILAM
Broker with Berkshire Hathaway HomeServices 
KoenigRubloff Realty Group
Illinois REALTORS® Consulate General Liaison to Ecuador
NAR President’s Liaison to Honduras

I was honored to be a part of 
the delegation representing Illinois 
REALTORS® at this year’s MIPIM 
conference.

With more than 360 speakers, 100 
conference and panel discussions, and 
3,100 exhibiting companies, MIPIM is 
the premier event for any organization 
involved in global real estate.

This year’s event drew more than 
27,000 attendees, including 5,000 
investors and more than 3,800 CEOs 
and C-level professionals, representing 
more than 100 countries from around 
the world.

The National Association of 
REALTORS® (NAR) and Illinois 
REALTORS® understand the importance 
of MIPIM as a strategic stage to market 
U.S. real estate opportunities to foreign 
investors and developers. For several years 
now, the two organizations have organized 
a strong presence at this fabulous event. 

In addition to promoting greater 
awareness of global investment 
opportunities in Illinois, our attendance 
at MIPIM allowed us to identify and 
build new relationships for future 
business opportunities. 

As a participant, I met with groups 
representing investors, developers and 
company executives from places such as 
Dubai, Abu Dhabi, France, Germany, 
Japan, England, Brazil and China – just 
to name a few of the groups looking for 
investment opportunities.

From the discussions and 
presentations concerning global real 
estate opportunities, it was clear that 
market stability makes the U.S. a top 
location for foreign investors. 

In the end, the Illinois REALTORS® 
who traveled to MIPIM saw their 
commitment pay off with an entirely new 
clientele list for both commercial and 
residential opportunities. 

Personally, I look forward to 
attending MIPIM next year to continue 
my networking, increase my knowledge 
about the different global markets and, 
most important, identify new business 
opportunities.

ANDY VELKME 
Senior Commercial Broker with 
Caton Commercial Real Estate Group 
Illinois REALTORS® Consulate General Liaison to Latvia 
NAR President’s Liaison to Latvia

After hearing rave reviews from 
colleagues who had attended MIPIM 
in previous years, I had very high 
expectations before I embarked on 
the overseas journey to Cannes. What 
surprised me most was that MIPIM 
thoroughly exceeded my expectations 
and solidified my belief in my decision 
to build a career focused on global 
commercial real estate.

As one of 10 Illinois REALTORS® to 

receive a stipend to attend the conference, 
I was excited to share the advantages of 
expanding business and investment in the 
state of Illinois. I knew that awareness of 
several key differentiators was essential 
to attracting interest in Illinois globally.  

From an investment standpoint, the 
attractive capitalization rates of Illinois 
compared to the coasts was paramount. 
Illinois’ talented workforce, the low cost 
of doing business and the state’s central 
location—combined with ease of access 
by air, train, truck and water—makes 
business expansion into Illinois a very 
logical and defendable choice.

As the 2018 Chair of NICAR’s 
Commercial Global Business Network, 
Illinois REALTORS® Consulate General 
Liaison to the Republic of Latvia and the 
NAR President’s Liaison to the Republic 
of Latvia, I had other reasons to attend 
an international conference in Europe. 

One of my clients, Medici Living 
Group, is based in Germany and 
undergoing worldwide expansion. 

My business relationship with the 
company led to one of those moments 
that characterize what MIPIM is all about. 

At one meeting I explained to a 
delegation from Toronto, Canada, that I 
was a first-generation Latvian with dual 
U.S.-Latvian citizenship, representing 
Illinois and a German clientele and 

COMMERCIAL CORNER
REALTORS® FORGE INTERNATIONAL CONNECTIONS AT MIPIM  
By Alex Ruggieri

Illinois REALTOR® Betty Milam tries out 360-degree virtual reality goggles showing video of the Chicago 
skyline. The video was used to promote Illinois as a global real estate investment site at MIPIM. 

ALL PHOTOS BY MATT DIFANIS
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was interested in discussing business 
opportunities in Canada.

In retrospect, a Latvian American, 
discussing his German client’s concept 
with a major Canadian city while in 
France may not have been as common 
of an occurrence as it seemed at MIPIM 
that day in Cannes. 

And that is the takeaway: from the 
global business perspective anything is 
possible while at MIPIM.

VICKY SILVANO 
Broker with Century 21 SGR 
Illinois REALTORS® Consulate General Liaison to the 
Philippines  
NAR’s 2018 Global Real Estate Committee Liaison

Coming in as a first-time attendee, 
I didn’t know how big the MIPIM 
conference is. 

Exhibitors from some participating 
cities and countries have huge tents, 
and there were five floors of exhibits 
showcasing a wide range of developments 
from the private and government sectors. 

Illinois REALTORS®' contingent was 
a mix of first-timers and repeat attendees. 
To prepare us for MIPIM, there had 
been a briefing with Intersect Illinois, 
the state's public-private economic 
development partnership. We left that 
meeting well prepared to answer the 

question, “Why Invest in Illinois?” 
The state’s transportation network, 

logistics, manufacturing base, educational 
institutions and capitalization rates are 
among some of the reasons Illinois offers 
a variety of investment opportunities that 
other states can’t.

I met with the cities and states in the 
NAR pavilion to take advantage of the 
referral network within the industry.   

I also saw familiar faces from FIABCI, 
both from the U.S. and other countries 
as well. I attended some educational 
sessions focused on growing economies 
in Africa, Eastern Europe and India. 

My experience reinforced this: the 

world is small, business opportunities 
abound and people from other countries 
have the same wants and needs. MIPIM 
provided an experience to forge new 
relationships to grow into future business.  

About the writer: REALTOR® Alex 
Ruggieri, CCIM, CIPS, CRE, SEC, is a 
senior investment advisor with SVN-
Ramshaw Real Estate in Champaign. He 
is a member of the Illinois REALTORS® 
Global Business Council and the 
Commercial/Industrial/Investment 
Committee. He is a member of NAR’s 
Commercial Committee. He can be 
reached at alex.ruggieri@svn.com.

An Illinois REALTOR® delegation attended MIPIM in Cannes, France. 

Illinois REALTOR® Andy Velkme during a meeting at MIPIM.  The international real 
estate event draws investors and exhibitors from around the world. 

Illinois REALTORS® Nancy Suvarnamani (left) and Vicky Silvano.
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Disclosure: Contributions to RPAC are not deductible for federal income tax purposes. Contributions are voluntary and are used for political purposes. The amounts indicated are merely guidelines 
and you may contribute more or less than the suggested amounts. The National Association of REALTORS® and its state and local associations will not favor or disadvantage any member 
because of the amount contributed or decision not to contribute. You may refuse to contribute without reprisal. Up to thirty percent (30%) may be sent to National RPAC to support federal 
candidates and is charged against your limits under 2 U.S.C. 441a. A copy of our report filed with the State Board of Elections is (or will be) available on the Board’s official websitewww.elections.
il.gov or for purchase from the State Board of Elections, Springfield, Illinois. Except as may be required by state or federal law, the Illinois REALTORS® PAC (Illinois RPAC) is not required to 
refund political contributions. However, a refund request made by a contributor within 30 days of the date of his or her RPAC contribution is received will be considered on a case-by-case basis.

RPAC supports candidates for public office who support the real estate industry and protect private property rights. 
INVEST TODAY! www.RPACNow.com

Illinois REALTORS® thanks our “Pacesetter” members who pledged or invested 
at the $1,000+ level to the REALTORS® Political Action Committee as of March 15, 2018.
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ELECTORAL SUCCESS IN THE MARCH PRIMARY

Mike Scobey | Director of Local Advocacy and Global Programs

The March 20 Illinois Primary 
presented more opportunities to 
showcase REALTOR® advocacy for 
Illinois voters. 

In addition to Independent 
Expenditure support to five state 
legislative candidates, Illinois 
REALTORS® successfully engaged in 
four local referenda: three opposing 
Home Rule establishment in Rockford, 
Homewood and Merrionette Park and 
one supporting a non-Home Rule sales 
tax increase in Flossmoor.

Our advocacy included direct mail 
and online ads to targeted voters. In 
addition, this campaign was the first 
time the REALTORS® produced and 
ran broadcast television ads on a local 
referendum. The Rockford media market 
necessitated it. You can view one of our 
ads here: http://bit.ly/HomeRule_Video

The success in blocking Home Rule 
in Rockford was noteworthy because 
the Home Rule proponents deployed 
many of the same voter persuasion tools 

as Illinois REALTORS®: mail, digital 
ads and cable and broadcast TV ads.  

The final result in the Rockford 
Home Rule campaign after a hard-
fought campaign: 53 percent NO and 47 
percent YES.

Home Rule governance has usually 
involved the following policies that are 
burdensome to real estate transactions: 
point-of-sale inspections, landlord 
licensure/fees, sprinkler requirement and 
real estate transfer taxes and fees.    

In the November General Election, 
there will likely be more Home Rule 
referenda. Evanston and Mundelein 
are currently considering putting a real 
estate transfer tax referendum on the 
Nov. 6 ballot. If these measures make 
it on the ballot, Illinois REALTORS® 
will strongly oppose them. 

Rent Control: In some 
neighborhoods of Chicago, advocates 
of rent control are making their case 
to voters. Illinois law prevents any rent 

control measure from being adopted 
at the local level. The Rent Control 
Preemption Act was passed by the state 
legislature in 1997, with the support of 
Illinois REALTORS®. 

In 2017 and again this year, there 
have been legislative attempts to repeal 
this act. Illinois REALTORS® strongly 
opposes any repeal attempt because 
rent control is bad public policy and is 
widely discredited by many, if not most, 
economists and many housing advocates. 

Simply put: Rent control is 
counterproductive to producing 
more affordable housing and is very 
complicated to administer.   

Illinois REALTORS® routinely 
ask that municipalities “look in 
the mirror” in regard to producing 
more affordable housing. By 
reviewing building and zoning codes, 
municipalities might be able to address 
potential barriers to the production of 
affordable rental housing.  

Other measures we advocate for 
include cost off-sets and incentives to 
produce affordable housing. These can 
include: density bonuses, expedited 
approval process for the development 
of affordable units and waivers of 
development fees. 

Another policy option is creating a 
residential Tax Increment Finance (TIF) 
district to do both residential and non-
residential development.     

Illinois REALTORS® is preparing 
to embark on a grassroots education 
and mobilization campaign on this 
issue. This would be targeted to 
rental property owners, including 
homeowners. Educating property 
owners and legislators on the 
disinvestment that rent control would 
likely produce will be key to an 
effective campaign. 
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AT THE CAPITOL
Julie Sullivan | Senior Director of Legislative & Political Affairs

This year’s Capitol Conference 
and “REALTOR® Lobby Day” drew 
a record crowd of nearly 700 Illinois 
REALTORS® who traveled to Springfield 
to meet with state lawmakers and lobby 
on the regulatory and legislative issues 
important to the real estate industry and 

homeownership.
Issues on the association’s 2018 

legislative agenda included opposition 
to bills attempting to repeal the Rent 
Control Preemption Act, which would 
mandate rent control boards in every 
Illinois county; opposition to legislation 

seeking to expand Home Rule; opposition 
to a bill sealing court records relating to 
evictions; support of a bill requiring a 
warrant to inspect private property; and 
support of multiple bills that called for 
consolidating local governments, a move 
that could reduce property tax burdens.

Illinois Treasurer Michael Frerichs with YPN Chair Jayme 
Ahlden.

With record crowds, this year’s legislative 
briefing was held at the Bank of Springfield 

Center. PHOTO BY TERRY FARMER

House Republican Leader Jim Durkin, R-Western Springs, 
(left) meets with Illinois REALTORS® including (l to r) Doug 
Carpenter, Mike Drews and Tim Ryan, chair of the Public 
Policy Member Involvement Group. PHOTO BY TERRY FARMER

(l to r) Illinois REALTORS® Director of Housing, Global 
Business & Diversity Sharon Gorrell and REALTORS® 
Frank Williams, Nancy Suvarnamani and Gaspar Flores, Sr.

Above Left: Illinois Senate President John Cullerton, 
D-Chicago, (center) meets with Illinois REALTORS®.

Above Right: (l to r) Tracey Williams, Beth Wanless, Naja 
Morris, Maurice Hampton, Vicky Silvano, Moses Hall, Frank 
Williams and Jakeeva Lee. PHOTO BY MATT DIFANIS

Below: Illinois REALTORS® Senior Vice President, 
Governmental Affairs Greg St. Aubin gets Capitol 
Conference attendees fired up during the legislative briefing. 
PHOTO BY TERRY FARMER

CAPITOL CONFERENCE 2018
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Chicago REALTORS® meet with House Speaker Michael Madigan, D-Chicago.

Illinois REALTORS® staff, leadership and members meet with House Majority Leader Barbara Flynn Curie, D-Chicago.

Capital Area and Bloomington-Normal Area REALTORS® meet with Senate Republican Leader Bill Brady, 
R-Bloomington (center, seated). PHOTO BY TERRY FARMER

Greg St. Aubin, Gov. Bruce Rauner and Illinois 
REALTORS® President Matt Difanis.

REALTORS® Jana Herdova (left) and Delmy Economos.

Illinois REALTORS® get ready to go to their Capitol visits.

(l to r) Hugh Rider, Matt Silver and Beth Wanless take a 
selfie during the REALTOR® group photo shoot at the 
Lincoln statue outside the Capitol.

See more Capitol Conference highlights and hear what attendees had to say about the 
experience by watching a video recap at http://bit.ly/CapConVideo2018
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State Legislative 
Contacts play 
key roles in state 
advocacy team 
By Bill Kozar, Content Marketing Specialist

Tenggren

Neaves

Ware

Experienced state senators and state 
representatives look to Illinois REALTORS® for 
trusted, non-partisan opinions regarding real estate 
issues and property rights say three State Legislative 
Contacts (SLC).

That respect has been earned because the 
association provides consistent messages in 
support of more than 47,000 Illinois REALTORS® 
members and their clients. 

Illinois REALTORS® Ed Neaves, Christopher 
Tenggren and Sarah Ware say the SLC program 
builds on National Association of REALTORS® 
(NAR) advocacy and reinforces positions of the 
Illinois REALTORS® Government Affairs Team, 
association leadership and executive staff. The 
SLCs are matched to state legislators from the 
same home districts.

“The SLC program gives 
us visibility and leverage,” 
says Neaves, SLC for state 
Sen. Jason Barickman, 53rd 
District. “Instead of being 
a doormat association that 
simply takes what is given 
to them, we are part of 
the process up front.  We 
have a seat at the table and 
legislators at least listen 
to us. 

“They realize REALTORS® are a powerful 
influencer in the process,” says Neaves, who is 
Illinois REALTORS® treasurer and the managing 
broker of Berkshire Hathaway HomeServices Snyder 
Real Estate in Bloomington. “We have boots on the 
ground at every corner of every neighborhood. We 
represent all economic segments of the state. That 
gives us credibility as an organization that cares 
about the communities we serve.” 

Since SLCs are assigned to either one of 59 
state senators or one of 118 state representatives, 
they can readily discuss how specific issues are 
affecting constituents. Communication between 

Illinois REALTORS® leaders and SLCs remains 
organized and clear, says Tenggren, SLC for state 
Sen. Karen McConnaughay, 
33rd District. 

“As a result of our 
consistent work across the 
state, I’d wager that most, 
if not all of the longer-
tenured members of the 
Illinois General Assembly 
trust and respect us for 
our professional and 
bipartisan manner of 
doing business,” says 
Tenggren, of RE/MAX All 
Pro in St. Charles.

Tenggren and 
Neaves have been with the SLC program for more 
than six years and are members of the RPAC Hall 
of Fame. They see the importance of RPAC to 
the association’s support of candidates who are 
committed to private property rights and sound 
business practices.   

“Some groups are strong in Springfield 
because they represent a lot of people,” says 
Neil Malone, director of grassroots and political 
programs. “Some are strong because they have 
influential people. Others are strong because 
they have a lot of money or resources. We have all 
those things.

“Some of us refer to our SLCs as ‘force 
multipliers’ because they reinforce the messages 
of our state lobbyists, our local government affairs 
directors and our members,” Malone said. “And 
they do it one-on-one with state legislators.”

SEEING CONNECTIONS BETWEEN  
LOCAL, STATE AND NATIONAL POLICY

When the SLC program was created, 
association leaders sought to duplicate the trust 
and respect fostered through NAR’s Federal Political 
Coordinator (FPC) program.  When Neaves began 

as FPC for U.S. Rep. Adam Kinzinger, he discovered 
how important communication with an elected 
official really was. Also, he encountered situations 
when elected officials had to tackle complex issues 
in short periods of time.

“I was involved in a local fight against 
implementing an ordinance to require residential 
sprinklers in new construction,” Neaves said. 
“The town of Normal had already passed the code 
adoption and Bloomington was considering it too. 
We met with each city council member one-on-one 
for 90 minutes educating them about the issue. 
During that time, I realized many elected officials 
were being forced to make decisions without 
enough information.”

FINDING MORE VALUE IN MEMBERSHIP
Ware, the principal and managing broker for 

Ware Realty Group, with 
two offices in Chicago, 
has developed a better 
appreciation for the 
association’s value to 
members.

“Too often we only 
look to the association 
for continuing education 
credit and multiple 
listing service access,” 
said Ware, the SLC 
for state Rep. Juliana 
Stratton, 5th District.

“But advocacy is a large portion of our 
business, and considering the political climate on 
local, state and national levels in the past seven 
to 10 years, more consumers are engaged and in 
tune with what is happening. In addition, advocacy 
helps your business, which translates to your 
bottom line.” 

Find the complete list of State Legislative 
Contacts at http://bit.ly/SLC_List
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REALTORS® ARE WORKING TO MAKE ILLINOIS 
A BETTER PLACE FOR HOMEOWNERS AND BUSINESS

Gideon Blustein | Member Outreach Manager and Local Governmental Affairs Director

In a recent survey of Illinois 
REALTORS® membership, 62 percent 
rated the “condition of the Illinois state 
economy and the overall economic 
environment” as the business or real 
estate issue that worries them most.

This response was nearly three times 
greater than the next highest concern: 
access to mortgage financing.  

As I read the survey results this 62 
percent number really got my attention. 
This concern is consistent with what 
the Outreach Team hears when we 
visit REALTOR® offices statewide. 
It is a concern that your association 
shares and we have some excellent tools 
our members can use to address this 
concern. 

One of my favorite questions to ask 
REALTORS® when I visit an office is, 
“what are your pain points?” I’ve been 
presenting at offices for three years and 
regardless of the geography, company or 
size, I regularly hear concerns about the 
Illinois economy.

Sometimes the response has to 
do with property taxes, sometimes it 
is about corruption or the seeming 
instability of government in Illinois, but 

often it is more personal. REALTORS® 
share their dismay that so many of their 
clients are leaving the state. Is Illinois 
slowly lurching toward insignificance 
as our population declines? What does 
this mean for the housing market, our 
industry and our individual businesses? 

REALTORS® in Illinois are in a 
unique position to work on improving 
Illinois at the local and state level. Your 
47,000 member strong organization has 
the data, lobbying power and grassroots 
strength to address what a majority of 
our surveyed members listed as their top 
concern. 

Our Illinois REALTORS® Market 
Stats can be used to educate clients and 
elected officials about economic trends, 
in Illinois. National data sources such 
as RPR can be accessed to help educate 
consumers and elected officials about 
local market economic conditions and 
compare to other areas. We’ve created 
a property tax guide and companion 
educational video you can share with 
consumers. 

In Springfield, your legislative team 
is fighting to rein in property tax 
increases, give residents more 
power to consolidate excessive 
local government and have 
more say in how their local 
tax dollars are spent. Your 
local government affairs 
directors are shining a light 
on every local government to 
make sure they’re encouraging 
homeownership in Illinois instead of 
making it more difficult to buy and 
sell property. We also utilize RPAC to 
help elect REALTOR® friendly elected 
officials who will encourage investment 
in Illinois. 

These tools are only effective 
however, if REALTORS® use them. 
Here is my challenge: what will you say 
next time a client says they’re concerned 
about the Illinois economy? Will you 
shrug and say, “yeah, but what can we 
do?” or will you be able to confidently 
tell your client: REALTORS® in Illinois 
are working to make it better by fighting 
for homeowners at the state and local 
level. 

Join a committee. Use these tools. 
Host the Illinois REALTORS® Outreach 
Team at an office meeting to help spread 
the word about how we can all work 
together to address our top concerns. 

OUTREACH

62%
of Illinois REALTORS® membership, 
rated the “condition of the Illinois state 
economy and the overall economic 
environment” as the business or real 
estate issue that worries them most
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MARKET WATCH
LOW INVENTORY, HIGHER PRICES 
CONSTRAIN ILLINOIS HOME SALES IN 2018

Nearly three years of consistent year-over-year inventory 
declines has had an impact on the Illinois market, driving 
home prices higher and tempering home sales. The moderation 
is also being felt in year-to-date home sales, which so far in 
2018 are lagging previous years.  

What’s ahead? The second quarter forecast from the Regional 
Economics Applications Laboratory (REAL) at the University of 
Illinois projects slower home sales statewide and in the majority 
of the regional metropolitan areas. Median prices, however, are 
expected to experience positive growth during the same time. 

Find the second quarter forecast at bit.ly/Q2_Forecasts2018. The third quarter forecast will be available Aug. 8. 
Find the latest monthly and quarterly REAL housing forecasts at www.IllinoisRealtors.org/MarketStats.

“Looking across various national statistics on sales of 
new or existing homes, permits for new construction, 
and financing terms, two figures that stand out 
are rapidly rising home prices and low inventories 
of existing homes for sale. Months-supply, which 
combines inventory levels and sales, is currently 
at 3.8 months, lower than the levels of the 1990s, 
before the housing boom and bust. Until inventories 
increase faster than sales, or the economy slows 
significantly, home prices are likely to continue 
rising. Compared to the price gains of the last boom 
in the early 2000s, things are calmer today.”
— David M. Blitzer, managing director and chairman 
of the Index Committee at S&P Dow Jones Indices. 

“There is reason for optimism ahead though. We are 
starting to see new listings grow in recent months; 
the inventory shortage isn’t over, it took us years to 
get into an inventory rut, so it’s going to take us years 
to get out of it, but we do see signs of a turnaround.”

— Danielle Hale, chief economist for realtor.com

“Overall fundamentals remain solid, driven by a 
growing economy and steady job creation, which 
will sustain home sales in 2018 slightly above last 
year’s pace. The worsening housing shortage means 
home prices are primed to rise further this year too, 
hindering affordability conditions for homebuyers in 
markets across the country.” 

— Lawrence Yun, chief economist for NAR

“While this spring’s sudden rise in mortgage rates 
is taking up a good chunk of the conversation, it’s 
the stubbornly low inventory levels in much of the 
country that are preventing sales from really taking 
off like they should be. The underlying demand for 
buying a home is holding up, and will continue to 
do so, as long as the economy is generating solid job 
and income growth. Most markets simply need a lot 
more new and existing supply to cool price growth 
and give buyers enough choices.”

— Sam Khater, 
chief economist for Freddie Mac.

“Overall delinquency rates fell in the U.S. over 
the past year, driven by a long run of stringent 
underwriting, higher employment and wages. 
At the same time, our CoreLogic U.S. Home 
Price Index (HPI) showed a 6.4 percent increase 
in home-price appreciation for the 12 months, 
which ended in February 2018. These factors bode 
well for the fortunes of both homeowners and 
mortgage servicers.”

— Frank Martell, 
president and CEO of CoreLogic

“Tight housing inventory, employment gains and 
demographic tailwinds should continue to boost 
demand for newly-built single-family homes. With 
these fundamentals in place, the housing market 
should improve at a steady, gradual pace in the 
months ahead.” 

—Robert Dietz, 
chief economist for the 

National Association of Home Builders

WHAT OTHER ECONOMISTS ARE SAYING ABOUT THE MARKET:

Source: University of Illinois REAL, Illinois REALTORS® - Second Quarter 2018 Forecast Source: University of Illinois REAL, Illinois REALTORS® - Second Quarter 2018 Forecast
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FOLLOW US: 

REALTOR® COMMUNITY

SABRINA CONTI NAMED 
TO ‘30 UNDER 30’
Congratulations to Elk Grove Village 
REALTOR® Sabrina Conti on being named to 
REALTOR® Magazine’s “30 Under 30” Class 
of 2018. Conti, 29, is an associate broker for 
Berkshire Hathaway HomeServices American 
Heritage Real Estate in Elk Grove Village. 
The May/June issue of REALTOR® Magazine 
featured full profiles of the 30 winners from 
around the country.

ILLINOIS REALTORS® HONORED FOR VOLUNTEER WORK
For the fourth consecutive year, the association was named to the Springfield Good 
as Gold Business Honor Roll for programs and practices that encourage employees 
to volunteer, organize and support service efforts as well as support nonprofit and 
charitable organizations through individual and corporate donations. 

SUE MILLER CHOSEN AS 2019 TREASURER NOMINEE
Sue Miller, managing 
broker of Coldwell 
Banker The Real Estate 
Group in McHenry 
has been named 
the 2019 treasurer 
nominee for Illinois 
REALTORS®. Miller 
is active in all levels 
of the REALTOR® 
organization. She was 
honored as the state’s 

Illinois REALTOR® of 
Year in 2017 and is one 
of a select few who has 
been honored with the 
Illinois REALTORS® 
Distinguished Service 
Award. An Illinois 
REALTORS® Board of 
Directors vote will be 
held to formally place 
Miller on the leadership 
ladder later this year. 

  

2019 Treasurer nominee Sue Miller 
with Jim Kinney, chair of the Illinois 
REALTOR® Nominating Committee 
and 2015 State President.

Hundreds of Illinois REALTORS® attended the association's Conference & Expo in Collinsville 
in May. The two-day event featured sessions with Karel Murray, Mark Allen, Kiki Wanshura, 
Kim Daugherty, Katie Lance, Lynn Madison and more.

http://bit.ly/NAR_30Under30
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U.S. Sen. Dick Durbin, D-Ill., greets Illinois REALTORS® Federal Political Coordinator Matt Farrell.  Also pictured: 
Chicago Association of REALTORS® President Rebecca Thomson. PHOTO BY MATT DIFANIS

Illinois REALTOR® Zeke Morris speaks at a reception 
commemorating the federal Fair Housing Act’s 50th 
anniversary at the National Museum of African 
American History and Culture.

National Association of REALTORS® leadership at 
the meetings.

Illinois REALTORS® Treasurer Ed Neaves, third from 
right, and a delegation of REALTORS® from the 
Bloomington area with NAR President’s Cup.

Federal Political Coordinator John C. Kmiecik and 
REALTORS® meet with U.S. Rep. Daniel Lipinski, 
D-Chicago.

REALTORS® talk with U.S. Rep. Bobby Rush, D-Chicago.
PHOTO BY MATT DIFANIS

Federal Political Coordinator Kinga Korpacz 
and REALTORS® meet with U.S. Rep. Raja 
Krishnamoorthi, D-Schaumburg.

(left to right) Sonia Anaya, Frank Williams,  Angelle 
Difanis, Illinois REALTORS® President Matt Difanis 
and Nancy Suvarnamani.

Federal Political Coordinator Pat McCarthy and REALTORS® meet with U.S. Rep. Darin LaHood, R-Illinois.

Illinois REALTOR® Vicky Turner, right, 
shares a REALTOR® heart pin with NAR 
President Elizabeth Mendenhall.

NAR LEGISLATIVE MEETINGS & TRADE EXPO IN WASHINGTON, D.C.




