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WHO’S BROKERING  
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Residential Real Estate All-Stars

Tthe residential real estate 
market in Los Angeles is a 
complex landscape to say 
the least. Whether you are 
buying or selling, having the 
right broker in your corner 
can be the difference-maker 
in terms of getting a good 
deal, landing in the right 
location for your specific 
needs, and navigating the 
process painlessly. 

In an attempt to shine 
a light on those hard-
working brokers who have 
the knowledge, skills and 
dedication to go the extra 
mile for their clients, we welcome you to 
the Los Angeles Business Journal’s first ever 
“Who’s Brokering LA” special section focusing 
on residential real estate professionals, where we 
recognize the most dynamic brokers.

Congratulations to each of the professionals 
described in these pages…and thank you for your 
contributions to the thriving LA residential real 
estate community and our local economy!
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Heidi Adams
Coldwell Banker Calabasas

Since beginning her award-winning career in Calabasas in 1987, Heidi 
Adams has maintained a flawless record of success in assisting hundreds 
of people with their real estate needs.  Well-seasoned in all types of 

transactions, from sales and leasing to relocation, she is respected by col-
leagues and clients alike as one of the most knowledgeable and dedicated 
professionals in the business. 

In addition to her vast experience with residential property and rentals, 
she has been trained and certified in such areas as relocation, short sales, 

and effective negotiation. Adams has achieved $26,470,000 in sales volume over the last twelve 
months. Her largest recent sale was for $2,205,000 locally in Calabasas, an extremely noteworthy 
property located at 22924 Blue Bird Drive, on multiple acres, encompassing multiple parcels. The 
property, known as Rosenkrantz Ranch, is rumored to be the last of the old west Calabasas Ranchos.

Ari Afshar
Compass

Ari Afshar was the first member at Compass in Beverly Hills and is a 
huge producer for the office. His high-end clientele moves him all over 
the city but mostly in affluent areas such as the Sunset Strip, Beverly 

Hills, Bel Air, Hollywood Hills, and more.  His total volume for the last 12 
months was $65 million. 

A native of Beverly Hills, Afshar has a keen sense and extensive network 
to find his clients the right deal at the right time. It’s this certain savvy and a 
refined personable quality that are used to describe Afshar’s style. In 2008 he 

co-founded his first boutique agency, Lexington Realty. After three years and hundreds of transactions 
later, Lexington Realty successfully merged with the Coldwell Banker Beverly Hills North Office in 
2011. His variety of entrepreneurial experiences have helped him create the marketing and technologi-
cally advanced powerhouse he has built today with Ari Afshar & Associates at Compass. 

The Altman Brothers
Douglas Elliman Real Estate

Josh and Matthew Altman are two of the 
best-known real estate agents on the planet. 
In the past decade, the Altman Brothers 

have changed the game of Los Angeles real 
estate. Constantly pushing the envelope, Josh 
and Matthew are responsible for selling over 2.5 
billion dollars worth of real estate, putting them 
in a category that few have accomplished in the 

history of residential real estate sales. 
With access to over one billion dollars worth of listings in the Los Angeles area alone, it is said that the 

Altman Brothers have the “Key To The City.” Specializing in high-net-worth clientele valued at over nine 
figures, the duo’s connections worldwide allow them to strategically market the most expensive unique 
properties in Los Angeles to REAL buyers. In addition, their Rolodex is the who’s who of the entertainment 
business and they are known to have more celebrity sales under their belt than anyone ever before. 

Debra Berman and Pat Kandel
RE/MAX Estate Properties
 

Debra Berman’s and Pat Kandel’s names are 
synonymous with real estate partnerships. 
They were pioneers of the real estate team 

concept starting in 1985, when the team of Ber-
man-Kandel was established. The duo had both 
been producing agents for the Jon Douglas Compa-
ny, which later was merged and became Coldwell 
Banker Co. They were often in competition for the 

same clients, so they decided to join forces and “conquer the real estate world.” They were ahead of the 
crowd, and spent many years establishing the Berman Kandel brand and teaching other agents around 
the country how their partnership worked.

Their main thrust was to have a partnership based on commitment, professionalism and service to 
their clients. Berman Kandel have established a tremendous network of other professionals who 
are ready to help their clients with loans, staging and repairs, all with the goal of making the home 
buying or selling process as effortless as possible. 

Diana Braun
Compass

W ith a total volume for the last 12 months of $79 million, with 86 sides, 
Diana Braun is a huge producer for Compass. Her highest recent on 
market sales were properties for $4.8 million and $3.2 million. Born in 

East Berlin, Braun currently resides in the Santa Monica Canyon.
Since she started working in Venice in 2002, Braun became a true 

neighborhood expert. She has a deep knowledge of the differences and 
advantages each street, block, and lot in the neighborhood. She helps her 

clients maximize the presentation of their homes to the world, and is an expert negotiator in that she 
anticipates possible negotiations and always has a plan to leverage her clients’ advantages.

Dennis Chernov
Keller Williams Realty Studio City

Dennis Chernov, CEO and Executive Lead at Keller Williams, works 
daily at fine tuning how to bring all his team members together to 
accomplish what is set to meet buyers’ and sellers’ goals.
He consistently researches avenues to better meet all his client’s needs 

in an ever-changing real estate market. He started his Real Estate endeavor 
at the age of 16, turning it into a full time career and business. Now with a 
full-time nine-person team running three separate divisions, he continues 
to be a consistent top agent in the region.

Leading a team that has achieved more than $208 million in sales over the past 12 months, 
Chernov strives for the utmost in dedication to each of his clients from start to finish. He also pushes 
his team towards consistent growth and positivity through mentoring and self-management.  He 
works at overseeing that clients represented by the Chernov team have their homes marketed exten-
sively over a wide array of platforms to enable bringing in the most value. 

Steve Clark
Compass

W ith a total transaction volume over the past 12 months of $42 million 
with 50 sides, Steve Clark is a significant presence on the residential 
real estate scene.  For Clark (and his Clarkliving team), real estate is a 

lot more than contracts and transactions. Clark realizes that his team’s job is 
to build a world to which clients want to belong. They’ve created an aesthet-
ic and a process that combats the normal real estate roadblocks typically par-
odied, and the whole team is present for each client to make sure everyone is 
happy. Clark’s team varies enough that there’s someone there for every type 

of client—which means there’s no urge for any of the Clarkliving agents to be less-than-genuine. 
From before clients even seek out a lender or figure out when they should put their houses on the 

market, Clarkliving has them covered. Clarkliving seamlessly guides clients through the behind-the-
scenes parts of the process all the way through to decorating their new homes.

John Corrales
Forbes Corrales Coldwell Banker

John Corrales is more animated and focused than ever.  He started 
in real estate before the internet changed the business landscape and 
continues to evolve with vision beyond the Millennials and attention 

on Generation D.  A decade ago, he opened an office within a boutique 
firm before having an office in downtown Manhattan Beach became the 
craze.  He talked the legendary owner into letting him re-brand it and 
attract the top agents.  It paid off and the agents who work there today 

continue to thrive.  
Then, in 2011, Corrales teamed up with Lauren Forbes to carve large market share for Coldwell 

Banker, because CB wanted in. Forbes Corrales does approximately $100,000,000 in annual sales and 
is still growing.  Their approach is daring, purposeful and creative.  Outside of his excellent work in 
real estate, Corrales also coaches each of his sons’ sports teams and is on the board of two charitable 
organizations.  

Barry Dantagnan
Coldwell Banker  

As an agent for Coldwell Banker, Barry Dantagnan demonstrates the 
most sought after qualities and assets clients seek in their Realtor: trust-
worthiness, knowledge, honesty, and effective communication skills. 

This has become his business model and in his 28 years as a real estate 
agent in the Los Angeles area, these attributes have led to a very successful 
career with on-going referrals and return clients.

Dantagnan has been recognized for receiving many distinguished 
honors including the Coldwell Banker International President’s Premier 

designation representing the top 1% of agents, Society of Excellence for agents with Gross Commis-
sion Sales in excess of $1 million.  He has been the top sales producer every year since 2013 in the 
Sherman Oaks office. He has closed 51 transactions representing over 65 million in sales. He feels 
that if you operate with integrity, you keep everyone coming back.  His reputation depends on hones-
ty. Based on his enviable sales record, he bears out the old adage “honesty is the best policy.” 

Ann H. Dashiell
Douglas Elliman Real Estate

After being one of the top brokers in Houston for 22 years, Ann Dashiell moved to Beverly Hills to 
live near family. The move led to what she calls the most memorable sale of her career. Dashiell’s 
first listing in Los Angeles, The Owlwood Estate, the prestigious trophy property known as “The 

Crown Jewel of Holmby Hills” was sold in September of last year for a record setting $90,000,000; the 
third highest residential sale in the history in Los Angeles. This sale was especially significant because 
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•  140 OF THE MOST POWERFUL LUXURY AGENTS IN THE INDUSTRY  •

•  THE FOUNDING AFFILIATE OF CHRISTIE’S INTERNATIONAL REAL ESTATE  •

•  AN UNRIVALED NETWORK OF GLOBAL BUYERS  •

•  REPRESENTED THE HIGHEST SALE IN LOS ANGELES HISTORY  •

•  OVER 20 YEARS OF UNPRECEDENTED LUXURY HOME SALES  •

•  RECOGNIZED AND RESPECTED THROUGHOUT THE WORLD  •

* * *
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Owlwood was never listed for sale in The MLS, advertised or publicized; every showing came directly 
from Dashiell’s efforts. 

Her quiet approach and natural sales ability radiates trust, fairness and sincerity which is in stark 
contrast to her reputation as a tenacious, focused professional and determined negotiator. She knows 
how to close a sale with an artful finesse even under the most challenging of circumstances. 

Eric Delgado
Keller Williams Realty Encino/Sherman Oaks

Eric Delgado started his career in real estate at the age of 18. Approximate-
ly 10 years later he has been ranked the #11 agent out of 129,000 Keller 
Williams Agents worldwide (for the fourth quarter of 2016). Last year, 

Delgado sold more than 103 homes with $58 million in closed sales. So far, 
year-to-date in 2017, he has sold 73 homes with $43 million in closed sales. 

This success is because he takes a different approach to real estate, one 
that was built on personal touches, win-win deals and positive results. He uti-
lizes the latest technologies, market research and business strategies to exceed 

expectations. More importantly, he listens to each client’s needs and finds solutions that are tailored 
specifically for each person. Along with continuous leading-edge tech tools and training Eric Delgado 
has the edge to effectively market his client’s properties online, 24 hours a day, seven days a week! 

Tracy Do and Liz Johnson
Compass

T racy Do has always been a powerhouse in 
her real estate market, but now that she 
has teamed up with the also excellent Liz 

Johnson, the duo has truly become a force to be 
reckoned with on the real estate scene. With a 
total transaction volume over the last 12 months 
of $150 million and 177 sides, Do and Johnson 
show no signs of slowing down. 

Do grew up in Southern California and graduated from USC with a degree in Art History. Her 
attraction to real estate came from a desire to build a ground-up business founded on hard work, 
creativity and the highest standards of professionalism. She has established herself as a force on LA’s 
Eastside. Johnson makes her home on Mt. Washington, and since 1980 real estate has been her pas-
sion. For her, nothing equals the satisfaction of handing keys to an excited buyer, and she’s honored 
to say that 70% of her business comes from repeat clients and their referrals. 

Kennon Earl and Tom Davila 
Compass

K ennon Earl and his family have been in 
California residential real estate for over 40 
years. In fact, his own passion for the business 

developed at a young age while working at his 
father’s office. There, he learned the art of sales, 
which led to personal success buying, renovating 
and selling multiple properties. He formed RARE 
Properties in 2003, Tom Davila joined forces in 

2006, and soon, the group ranked among the top teams in Los Angeles. 
Davila’s passion for real estate began at an early age under the tutelage of his grandfather who 

taught him the true secret to success in the real estate business: honesty. As Davila built his personal 
real estate portfolio, he also gained unparalleled knowledge of construction, renovation and design. 
Ranked among the top teams in all of Los Angeles for the last five years, Earl and Davilla’s work has 
been featured on HGTV’s “Selling LA.”

Denise Fast
RE/MAX Estate Properties

Denise Fast has been passionately serving real estate buyers and sellers 
in Santa Monica, Venice, Marina del Rey and the Westside of Los 
Angeles for over 20 years. With RE/MAX Estate Services now for 

seven years, Fast is consistently awarded top producer honors and ranks 
among the top 100 agents of 120,000 internationally. Her total trans-
actions volume for the last 12 months was $14,025,500 -- with a largest 
volume transaction during that period of $8,700,000.

Her personal support staff of nine dedicated professionals makes every 
effort to guarantee buyers and sellers complete satisfaction. 

Drew Fenton
Hilton & Hyland

W ith over $2.6 billion in sales since 2007, Drew Fenton has had the 
honor and privilege of representing the most pedigreed and signif-
icant estates in Beverly Hills, Holmby Hills, and Bel Air. Fenton 

listed and sold the Playboy Mansion, the Frances Brody Estate, Doheny 
Estate and Rosewood in Bel-Air. 

Born and raised in Los Angeles, Drew at an early age came to appreciate 

fine design and period details. Specializing in significant estate properties, Fenton has listed and sold 
over 30 properties in excess of $20M. With a total transaction volume of $500,827,568 in the past 
twelve months, it is no wonder Fenton has a sales record that is unparalleled in the city.

Lauren Forbes
Forbes Corrales Coldwell Banker

Getting to the heart of issues and finding resolutions is one of Lauren 
Forbes’ trademark styles. Her clients say she is a “jewel”, “tenacious, 
helpful, smart and creative”, “focused”, “a brilliant negotiator,” and 

that the “biggest differentiating factor between Lauren and other brokers is 
her ability to get things done.” 

Hard work and a J.D. from Loyola Law School certainly put Forbes in 
the top 1%. What also helped put Forbes in the top 1% of the top 1% are 
her consistent hard work, authenticity and integrity. Although she does 

extremely high volume, she is accessible to her clients and is normally the one who reaches out first 
making her clients feel like they are the tops 1% of the top 1%. Forbes is extremely well versed in the 
contractual elements of the transactions and has a giant network of support to make things happen 
where others fall short. Forbes is also on the boards of several charities and is committed to making a 
difference whenever and wherever she can. 

Tomer and Isidora Fridman
Compass

Breaking the $100,000,000 mark for closed 
sales in a single year, Tomer Fridman spe-
cializes in residential luxury estate properties 

and large-scale projects throughout Los Angeles, 
Israel, and Europe. His clients include an im-
pressive array of captains of industry, entertain-
ment executives and high-profile celebrities. 
They value his “one client at a time” approach, 

which provides the utmost in personal service. They also appreciate his calm demeanor, exemplary 
negotiation and communication skills, as well as his painstaking attention to detail. He has a sterling 
reputation as a consummate professional who prides himself on discretion and integrity. 

Isidora Fridman, Global Director International Markets/Luxury Estates of the Fridman Team 
and Estate Agent at Compass, specializes in estate properties throughout Los Angeles’ San Fernan-
do Valley, Conejo Valley and Westside, as well as internationally throughout Europe, Latin Amer-
ica and Israel. She works with an exclusive tier of influential clients who buy and sell residential 
estate properties and invest in commercial properties in the U.S. and abroad. 

Jeremy Ives
Compass

W idely respected by all who know him -- including clients and fellow 
agents alike, Jeremy Ives embodies integrity, loyalty, creativity and 
wisdom that can only be gained through experience. Known as the 

Beverlywood Expert, Ives is a homegrown LA native and was destined to 
have a successful real estate career; his father is a long-time LA develop-
er, and his mother is CEO of MLS/CLAW. Ives achieved a total volume 
last year of $60 million with 42 sides and a highest on market sale of $3.3 
million. He is a top producer at Compass Beverly Hills.

Prior to his real estate career, Ives was an accountant and successful securities trader. This solid 
financial background, combined with his technological savvy and well-honed marketing approach, 
allows Ives and his team to consistently outsell local competitors by more than double and has been a 
powerful force in Westside real estate for more than 12 years. As one pleased homeowner remarked, 
“Jeremy is always there, always responsive, always fighting for you.” 

Rochelle Atlas Maize
Nourmand & Associates

Rochelle Maize came into real estate after a 15-year career in wealth 
management. As Vice President of a well-known investment firm in 
Beverly Hills, she advised many high-net-worth clients, helping them 

with their investment needs. When she came to look for a new challenge, 
real estate piqued her interest. After receiving her license, she found that 
transitioning into the industry was relatively easy for her. Starting with 
just family and friends, her business quickly grew. Today, she serves as the 
Executive Director of theLuxury Estates division at Nourmand & Asso-

ciates. Her total transaction volume for the last 12 months is $97,901,838 and her largest deal is 
$13,650,000.

Recently, she represented the buyer of the largest property to trade in the last 18 months in 
Beverly Hills, which belonged to Danny DeVito and Rhea Pearlman. Her focus on luxury properties 
and estates, her strong work ethic, investment knowledge and trustworthiness make her perfect fit for 
this market. 
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BEVERLY HILLS

Libby Shapiro | Manager

office line: 310.274.4000

421 N Beverly Dr. Suite 200

BRENTWOOD

Gavin Fleminger | Manager

office line: 310.300.3333 

11999 San Vicente Blvd Ste 100

HOLLYWOOD

Howard Lorey | Manager

office line: 323.462.6262

6525 Sunset Blvd Suite G2

CONGRATULATIONS ON MAKING 
THIS EXCLUSIVE LIST.

WHO’S WHO IN
RESIDENTIAL REAL ESTATE

Myra Nourmand Michael Nourmand Rochelle Atlas Maize
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Kerry Marsico
Coldwell Banker Residential Brokerage

K erry Marsico began his career as Head of National Radio Promotion  
for several major music labels (MCA, TVT, IRS and Moonshine)  
over a twelve-year period, a profession that honed his marketing,  

advertising, negotiating, and deal making skills. As the music industry 
began to implode, Marsico bought several investment properties and  
soon discovered his passion for real estate. 

To date, Marsico has closed over 225 transactions in the greater 
Los Angeles area and has established himself as the “go-to” expert in 

the Downtown LA market. In 2015 Kerry retooled the trajectory of his business as his sphere and 
influence spread to Beverly Hills, Hancock Park, Hollywood Hills, Silver Lake, Atwater Village, 
Highland Park, Eagle Rock and other communities. A true pioneer, much of his success can be 
attributed to his extensive knowledge of Los Angeles’ rich history and architecture as well as his 
relationships with developers, city planners and architects.

Linda May
Hilton & Hyland

L inda May has spent more than three decades selling Los Angeles’  
most prestigious estates, amassing over $3 billion in career sales.  
She has consistently ranked in the top 1% of Coldwell Banker agents 

internationally. She also recently won the 2015 Will Rogers, “Real Estate 
Lifetime Achievement” award for her accomplished success in the business. 

May proudly works in the epicenter of global luxury, Beverly Hills, 
while serving the surrounding enclaves of Holmby Hills, Bel Air, Holly-
wood Hills, Brentwood, West Hollywood, Wilshire Corridor, Trousdale, 

Beverly Park and beyond to downtown Los Angeles and Malibu. May has continued to set records in 
these communities—the most recent example being the highest priced sale in Beverly Park for $46 
million and the Edie Goetz Estate for $45 in April. May continued to blaze the trail in completing 
both a $33.9 million and $24.9 million sale this summer, for a total transaction volume rounding out 
to $212,448,568 this past year. 

Michael Nourmand
Nourmand & Associates

M ichael Nourmand is the President of Nourmand & Associates Real-
tors. He is a second-generation high-end broker who focuses on selling 
estates, condos, and income properties throughout Los Angeles, and 

prides himself on being a hard-working professional and skilled negotiator. 
He understands the many facets of the real estate business because he has 
purchased, managed, and developed real estate for his own portfolio. With 
a total transaction volume last year of $92,867,063, he is an invaluable real 
estate source, who can help clients stay clear of common problems.

Nourmand is highly active in the local community. He is a past Director of the Beverly Hills 
Greater Los Angeles Association of Realtors and California Association of Realtors. He is a speaker 
at Beverly Hills High School’s Career day, so current Beverly Hills High School students can learn 
about the residential real estate industry. He is also a member of the Board for the Sunset & Vine 
Business Improvement District. 

Myra Nourmand
Nourmand & Associates

M yra Nourmand specializes in marketing and selling luxury properties 
from Beverly Hills to Malibu. With a total transaction volume of 
$42,045,000 last year, Nourmand is a role model for success-oriented 

women. Known as the First Lady of Real Estate she is a high-end produc-
er, having successfully listed and sold properties ranging from $1 million 
to $30 million. The vast majority of her clients are in the entertainment 
industry and she has earned the trust and respect from some of the most 
high profile clients. Her level of expertise in the luxury home market comes 

from the ability to match her client’s needs with her knowledge of inventory.
Nourmand is a real estate specialist with a reputation for excellence in listing, marketing and  

selling high-end properties. She is also an active supporter of Dream Street Foundation, Jewish  
National Fund, West Hollywood Food Coalition, and most recently Aleinu.

Dana Olmes and Jeffery Biebuyck 
Compass

Dana Olmes and Jeff Biebuyck are luxury 
homes specialists at Compass with a par-
ticular expertise in representing residential 

real estate properties throughout the West San 
Fernando Valley, Conejo Valley, Malibu and 
Greater Los Angeles area. They are consistent 
top producers, ranking among the top 1% of real 
estate agents nationwide. As consummate profes-

sionals, Dana and Jeff provide their clients with the highest level of service to reach their unique real 
estate goals. The duo’s closed volume for the past 12 months is $75 million. 

Their exceptional integrity, negotiating skills, and effective marketing strategies are a few of the 
many reasons that their established business is generated by past clients and referrals – a true testimonial 
to their successful real estate careers. Their clientele is comprised of a wide mix of influential people in-
cluding corporate executives, attorneys, well-known celebrities and entertainment industry executives. 

Tami Halton Pardee
Halton Pardee and Partners

T ami Halton Pardee is Owner and Principal Broker, Halton Pardee and 
Partners, which performed 343 real-estate transactions in 2016 alone 
and is on pace to do a similar amount in 2017. A high proportion of 

sales are in Silicon Beach/West L.A. These included several high profile, 
high-value transactions. For example, Halton Pardee and Partners sold 
2416 McKinley Avenue for $14,600,000 in 2017, a record price in Venice. 
A new a new listing at 595 East Channel Road, Los Angeles (Pacific Pali-
sades) is $18,500,000.

Since Tami Halton Pardee formed the brokerage in 2005, she has broken barriers and cracked the 
industry’s glass ceiling, ranking as the #1 agent in Los Angeles the last several years. The firm is also distin-
guishes itself by rejecting traditional, commission-only brokers compensation. Instead it hires well-salaried 
executives and buyers’ agents as independent contractors. This motivating approach is one measurable 
source of the company’s dramatic success, and of its satisfaction among agents, sellers and buyers.

Rory Posin
RE/MAX Estate Properties

Rory Posin is a Los Angeles native, born and raised in Cheviot Hills. 
Posin attended local elementary and high schools and is intimately 
familiar with all aspects of Westside living, from the school system 

to traffic patterns (commuting times), and everything in between. The 
Westside continues to be Posin’s home and the focus of his business. As 
an award winning sales professional, Posin has ranked in the Top 1% of all 
agents worldwide for 20 consecutive years. His dedication and expertise in 
the Westside real estate market has earned him multiple awards, including 

the #1 Agent Nationwide and selection into the Re/Max Hall of Fame. 
His total transactions volume for the last 12 months was $63,807,000, with a largest volume prop-

erty achievement in tat same tome period being $5,500,000. Posin provides professional real estate 
representation that is exceptionally informed, targeted, reliable and of superior quality. 

Gayle Probst
RE/MAX Estate Properties

South Bay specialist at RE/MAX Estate Properties, Gayle Probst is a 
consummate professional who always puts her clients’ best interests 
first. She is widely considered to be one of the most honest, respected 

and upbeat real estate agents in Palos Verdes. During negotiations, she is 
known for protecting her clients and solving problems to ensure “all parties 
are getting a fair deal.” She’s known for going above and beyond to make 
sure clients feel satisfied when escrow closes and is known for stating that 
“at the end of the day, if they are happy, I am happy!”

Probst’s total transactions volume for the last 12 months was $32,786,875, with her largest vol-
ume property being $6,920,000.

Sam Real
Nest Seekers

Sam Real has sold more than $170 million dollars collectively (his 
transaction volume was $65 million in the last 12 months alone) and is 
recognized as one of the premier residential agents in Los Angeles. As 

the top grossing agent at Nest Seekers International, Real consistently de-
livers first class, white-gloved service.  His ability to analyze market trends 
and current values is distinguished among clients and colleagues alike. 

Real is experienced in assessing the benefits and drawbacks of various 
property alternatives towards meeting his clients’ investment criteria. The 

personal attention he gives to each and every client has given him an exceptional reputation within 
the real estate industry. Though Real’s primary focus is in the areas of Bel Air, Beverly Hills and 
Hollywood Hills, he is also involved with deals across the country with national and international 
investors. He has listed properties throughout Los Angeles and Internationally in countries as varied 
as France, Greece and Mexico.

Ash Rizk
Coldwell Banker Residential Brokerage

A sh Rizk, a sales associate affiliated with the Arcadia office of Coldwell 
Banker Residential Brokerage, was named to the Society of Excellence 
in 2016, Coldwell Banker NRT’s highest award. No stranger to success, 

Rizk was named to the Society of Excellence for the past four years and has 
received the International President’s Premier Award and President’s Elite 
Award for ranking in the top one percent of real estate agents internationally. 

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
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ColdwellBankerHomes.com

07-72_labj20170918_fullpages.indd   41 9/14/2017   3:43:16 PM



42   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT       SEPTEMBER 18, 2017

Rizk believes that having the ability to walk into a property and balance the energy, rearrange 
and restage is incredibly crucial. He knows that sellers appreciate his attention to detail and commit-
ment in presenting their properties at optimal levels, and buyers value his experience and technical 
expertise to locate the perfect residence and negotiate a price that is a win-win for both parties. 

Marty Rodriguez
Century 21

W ith 463 total units sold in 2016 and a total transaction sales volume 
for 2016 of $230,810,439, Marty Rodriguez has a simple business 
philosophy: to bring happiness to herself and to others by being the 

best example that she can be; to inspire and change lives; and, to bring out 
the best in the people whose lives she touches. For Rodriguez, a 39-year 
veteran of the real estate industry, these words are more than just a motto – 
they literally define the way she lives and works. 

With 21 years of record-breaking accomplishments under her belt, Ro-
driguez opened the doors to Century 21 Marty Rodriguez in 1996. Over the years the office has grown 
to include 20 agents and a support staff of 14 and she and her team continue to set sales records. Her 
tenacity and tireless devotion to the work that she loves, balanced with a genuine concern to the 
needs of her clients makes Rodriguez the logical choice for representing real estate needs.

Bill Ruane
RE/MAX Estate Properties

Being raised in the South Bay gave Bill Ruane a love and dedication to the community and its 
people. His passion for real estate began early in life and has led to a complete commitment and de-
votion to serving people, not only as homeowners but also as investors.  He wholeheartedly believes 

in building wealth with a well-planned portfolio of commercial and multi-unit properties. His honest 
approach and reputation for maximum client care have earned him the respect and loyalty of hundreds 
of clients. As part of his professional business planning, he chose to ally himself with RE/MAX. 

Ruane’s sales numbers also tell the story well.  In the last 12 months alone, he has achieved a total 
transactions volume of $117,816,676. 

Jane Sager
RE/MAX Estate Properties

As her countless satisfied clients will attest, Jane Sager has made  
exceptional service an art form. As one of the South Bay area’s  
leading real estate professionals for more than 20 years, she has built her 

reputation on providing expert guidance with a distinctly personalized touch. 
Sager builds lasting relationships with her clients, and provides keen 

market insight and creative solutions throughout the process. Attentive to 
every detail throughout the sales process, Sager brings a creative approach 
to finding just the right solutions to real estate challenges. She thrives on 

sharing her coastal lifestyle with others and provides in-depth market knowledge to help clients make 
informed decisions. Whether the client is buying their dream home on the waterfront or looking to 
sell a current property, she puts their needs first, doing all that it takes to make the real estate experi-
ence as smooth and successful as possible. For Sager, real estate success truly is an art form.

Allison Schwarz
Compass

W ith over 15 years of combined experience as an attorney and a 
top-producing real estate broker, Allison Schwarz has extensive 
experience negotiating complex transactions. She previously worked 

as an entertainment and intellectual property attorney, practicing with 
several boutique law firms in Los Angeles as well as with The Walt Disney 
Company. Her depth of negotiating expertise truly sets her apart from her 
competitors, enabling her to become a top listing and selling broker in Los 
Angeles while earning the distinction of International President’s Circle 

and ranking among the top 1% of all agents worldwide. 
Schwarz is a founding member of Compass Beverly Hills. She specializes in the Beverly Grove 

area. She achieved $42 million in volume over 12 months with 52 sides. Her highest sale in the last 
year was $3.6 million. Clients appreciate her knowledge of the market, her comprehensive hands-on 
marketing approach, and her ability to effectively advocate on their behalf. 

Courtney Smith and Kurt Wisner
Compass

C ourtney Smith’s and Kurt Wisner’s Courtney 
+ Kurt REAL ESTATE is consistently one 
of the Eastside’s top real estate teams — rep-

resenting the creative and diverse Northeast LA 
neighborhoods of Silverlake, Echo Park, Atwater 
Village, Los Feliz, Mt. Washington, Highland Park, 
Eagle Rock, Glassell Park and Montecito Heights. 
Over the years, the duo has assembled an incredible 

team of specialists who thrive on providing exemplary customer service with a can-do spirit. Their strong 

business ethics, strategic thinking and 70+ combined years of experience create a unique team.
Smith and Wisner achieved a remarkable total transaction volume of $142 million over the last 

12 months alone, with 181 sides. 

Richard Stanley
Coldwell Banker Residential Brokerage

R ichard Stanley is a veteran real estate agent specializing in the Los 
Feliz, Hollywood Hills, Silver Lake and Echo Park areas. After earning 
his real estate license in 1987, he marketed architectural and historic 

properties with a boutique brokerage.  He then joined the Jon Douglas 
Company at its Los Feliz office. Coldwell Banker absorbed the Jon Douglas 
Company in the mid-1990s. Despite the name change, Stanley has been 
with the same office for over 25 years.

His first love in real estate is his neighborhood’s rich legacy of first-rate
residential and historic architecture. Over the years, Stanley has represented residential and com-
mercial properties by historic architects such as Richard Neutra, Rudolf Schindler, Gregory Ain, 
Wallace Neff, Harwell Hamilton Harris, Elmer Gray, Sumner Spaulding and Lester Scherer, as well 
as contemporary architects such as Wes Jones and Tony Unruh. Stanley has been the top-producing 
residential agent in his office at least 15 years.

Mary Lu Tuthill
Coldwell Banker Global Luxury

D efined by her passion, high energy, incurable optimism and positive 
outlook, Mary Lu Tuthill excels in the Westside LA luxury market.  
Raised in Kansas, Tuthill has a refreshing, Midwestern work ethic.  Her 

intelligence, integrity, and forthrightness are apparent. 
Since Tuthill’s first career was as an IBM Systems Engineer, she has a 

uniquely analytical mind, as the consummate problem-solver. Consistently 
achieving the highest prices for sellers, and persistently negotiating most 
favorable terms for buyers, she is often touted as the strongest negotiator in 

the business. Her global understanding of the market gives her a unique credibility and legitimacy.  
Selling homes from $2 million and up, she is a broker’s broker, appreciated by clients and admired by 
her peers; she is always at the top of her game, positioned for the next challenge.   

Stephanie Vitacco
Keller Williams Realty Encino/Sherman Oaks

Stephanie Vitacco has consistently been in the Top 10 of Keller Wil-
liams’ approximately 90,000+ agents in the nation. 

But it is Vitacco’s performance that measures her success. A hard 
worker, she pays attention to the smallest details. In the 25+ years she has 
been a realtor, she has excelled and earned some of the highest awards 
available in the industry. Working seven days a week, her clients find her 
extremely accessible. She attributes her success to hard work, attention to 
detail, and making her clients’ sale or purchase as successful and trouble 

free as possible. No transaction is too big or small, either. She has sold homes from $300,000 to 
$5,000,000. In the last 12 months alone, her volume was $149,762,605, across 184 transactions, 
including a $15 million sale in Malibu.

Branden and Rayni Williams
Hilton & Hyland

Involved in more than $3 billion in real estate transactions during their careers, Branden and Rayni 
Williams have had the luxury of listing one of the most expensive listings in the nation at $250 – 
the “Billionaire” mansion by Bruce Makowsky. Excelling in marketing, branding and networking, 

Williams & Williams are known for consistently providing world-class real estate experiences. 
Together, Branden and Rayni combine a comprehensive knowledge of Los Angeles with an artistic 

and stylish lens to the real estate process. In the past year alone, they have amassed $448,565,328 in 
total transaction volume. This year alone they have been a part of four transactions over $25,000,000 
including the $40,000,000 Gilcrest gem and are on track to make 2017 a record-breaking year.

 
Stephanie Younger
Compass

The highest producing agent at Compass and the number 1 real  
estate agent in the South Bay, most of Stephanie Younger’s deals  
are in Westchester and her volume of transactions is remarkable – 

sometimes 10 deals per week! Last year she did 147 sides and a volume of 
$172 million. 

Younger’s results-driven approach, integrity and honesty have earned 
her top- producer status, as well as the hard-earned respect of her clients 
and colleagues. From her professional background in sales, event planning, 

hospitality, and the arts, she honed exceptional negotiation skills, an eye for detail and style, and an 
unwavering commitment to customer satisfaction. She is loyal to the Westside with a commitment 
to serving the people and communities she knows and loves. 

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
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K eeping up with technology, maintaining 
sufficient inventory, competition from 
nontraditional participants and profitability 

are among the biggest challenges for real estate 
firms,  according to the National Association of 
Realtors 2017 survey titled 2017 Profile of Real 
Estate Firms.

Conversely, for a third year in a row, the 
survey found the vast majority of firms have an 
optimistic outlook for the future of the industry’s 
growth. Although expectations have slightly 
decreased from last year’s survey, firms remain 
confident and expect profitability from all real 
estate activities to increase or stay the same over 
the next year.

“Real estate firms continue to have a very 
positive outlook on the state of the industry. 
As the survey found, 90 percent of real estate 
firms expect net income to increase or remain 
the same over the next year,” says NAR pres-
ident William E. Brown, a second-generation 
realtor from Alamo, California and founder of 
Investment Properties. “But for the second year 
in a row, low inventory and high prices have 
led to a slight decrease in real estate firms’ sales 
volume.”

The report is based on a survey of firm exec-
utives who are members of the National Asso-
ciation of Realtors and provides insight into the 
business characteristics and activity of firms, 
benefits and education provided to agents and 
outlook for the future.

Real estate firms are sensing strengthened 
competition this year, as 50 percent of firms 

expect competition to increase in the next year 
from non-traditional market participants, up 
from 43 percent in 2016. Half of firms expect 
competition during the same period to increase 
from virtual firms (up from 47 percent in 2016), 
while only 15 percent expect competition will 
increase from traditional brick-and-mortar firms.

“There is no doubt that the real estate 
industry is rapidly changing, and with it comes 
growing competition,” said NAR CEO Bob 
Goldberg. “To stay ahead of this evolution and 
succeed in a more competitive market, NAR is 
establishing a new Strategic Business and Tech-
nology group to focus on business and technolo-
gy solutions that ensure the role of the realtor is 
essential to the consumer.”

According to the survey, 60 percent of com-
mercial firms expect profitability from all real 
estate activities to increase in the next year, 
compared to 64 percent in 2016. Residential 
real estate firms are more optimistic compared 
to commercial firms; 62 percent of firms expect 
profitability to improve, compared to 65 percent 
in 2016.

The typical residential real estate firm’s bro-
kerage sales volume was $6.2 million in 2016 
(down from $6.3 in 2015), while the typical 
commercial real estate firm’s brokerage sales 
volume was $4.0 million in 2016 (down from 
$4.5 in 2015).

The survey found that the size of the firm 
has an impact on sales volume. Firms with only 
one office, typically with 2 full-time licensed 
agents, had a median brokerage sales volume of 

$4.3 million in 2016, compared to $4.5 million 
in 2015. Large firms, those with four or more 
offices and typically with 81 full-time licensed 
agents, had a median brokerage sales volume 

of $235.0 million in 2016, compared to $203.8 
million in 2015.

The survey states that 43 percent of firms 
reported they are actively recruiting sales agents 
in 2017, down from 47 percent in 2016. This 
is more common among residential firms (49 
percent) than commercial firms (29 percent) 
and more common among firms with four offices 
or more (84 percent) than firms with one office 
(36 percent).

Real estate firms typically had 30 percent of 

their customer inquiries from past client referrals, 
another 30 percent from repeat business from past 
clients, 20 percent from their website or social 
media, and 1 percent through open houses.

Firms also predicted the effect different 
generations of homebuyers would have on 
the industry. Fifty-two percent of firms are 
concerned with Gen Y/millennials’ ability to 
buy a home, 34 percent of firms are concerned 
with millennials’ view of homeownership, and 
32 percent of firms are concerned about the 
recruitment of millennial and Gen X real estate 
professionals.

The survey also asked about professional vol-
unteer work and supporting the local communi-
ty. Eight out of 10 firms encourage their agents 
to volunteer in the local community (similar 
to 2016): 43 percent at the local association of 
realtors, 25 percent at the state association of 
realtors and 18 percent with NAR. According 
to the study, residential firms (82 percent) are 
more likely to encourage agents to volunteer 
compared to commercial firms (79 percent).

The NAR 2017 Profile of Real Estate Firms 
was based on an online survey sent in July 2017 
to a national sample of 165,598 executives at 
real estate firms. This generated 6,073 useable 
responses with a response rate of 3.7 percent.

The National Association of Realtors, “The Voice 
for Real Estate,” is America’s largest trade associa-
tion, representing 1.2 million members involved  
in all aspects of the residential and commercial  
real estate industries.

Technology, Inventory and Competition  
Among Firms’ Top Challenges

Real estate firms 
continue to have a very 
positive outlook on the 
state of the industry. As 
the survey found, 90 
percent of real estate 

firms expect net income 
to increase or remain 

the same over the  
next year.

Five Tips for Buyers in a Tight Housing Market

When inventory is low, home prices tend 
to go up. Attempting to purchase a 
house in this type of market can make 

the already complex process of buying a home 
even more overwhelming. To help buyers suc-
cessfully get through the buying process in a 
tight inventory market with as little stress and 
difficulty as possible, the National Association 
of Realtors has these five suggestions: 

1. Determine and stick to a budget. Before 
beginning the house hunting process, prospec-
tive homebuyers should receive preapproval 
from one or more lenders to verify the amount 
of money they are qualified to borrow. Then, 
after taking into account additional costs of 
ownership such as taxes, utilities and insur-
ance, buyers should determine a final budget 
they can comfortably afford. When listings 
are scarce, bidding wars can drive up prices, 
so buyers must be prepared to walk away if the 
asking price surpasses their budget.

2. Identify desired neighborhoods and home 
wants versus needs. When housing inventory is 
tight, buyers may need to compromise on what 
they believe they want from a home. Certain 
wants, such as stainless appliances or hard-
wood floors, can be added later. However, if a 
buyer wants to be in a specific school district 
or have a decent sized backyard, those cannot 
be addressed later and must be taken into 
account during the house hunting process.

3. Be ready to make a decision quickly. In a 

seller’s market, homes rarely stay on the market 
long, so when a house that is in their budget 
and checks off all of their needs come along, 
buyers should not hesitate. Buyers should be 
ready to submit an offer quickly, or they may 
risk missing out on the home altogether.

4. Bid competitively and limit contingencies. It 
is tempting to submit a low offer as a starting 
bid, but in a seller’s market buyers need to 
put forward their highest offer from the very 
beginning or they are likely to lose out on the 
home. It is also important to remember that in 
multiple bidding situations it is not always the 
highest offer that is most attractive to the sell-
er but the one with the fewest contingencies. 
Removing restrictions related to the sale of a 
current home and being flexible with things 
like the move-in date can make a bid stand 
out to a seller.                               

5. Work with a realtor. All real estate is local, 
so it is important to work with an agent who 
is a realtor, a member of the National Asso-
ciation of Realtors, and who is familiar with 
the areas and neighborhoods the homebuyers 
are considering. Realtors are the most trusted 
resource for real estate information and have 
unparalleled knowledge of their communities; 
they can give buyers the competitive advan-
tage needed in a tight market.  

For more information on buying a home  
in a seller’s market, visit nar.realtor, NAR’s com-
prehensive website for homeowners.
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F ueled by a substantial increase in sales dol-
lar volume from Canadian buyers, foreign 
investment in U.S. residential real estate 

skyrocketed to a new high, as transactions grew 
in each of the top five countries where buyers 
originated.

This is according to an annual survey of 
residential purchases from international buyers 
released today by the National Association of 
Realtors, which also revealed that nearly half 
of all foreign sales were in three states: Florida, 
California and Texas.

NAR’s 2017 Profile of International Activ-
ity in U.S. Residential Real Estate, found that 
between April 2016 and March 2017, foreign 
buyers and recent immigrants purchased $153.0 
billion of residential property, which is a 49 
percent jump from 2016 ($102.6 billion) and 
surpasses 2015 ($103.9 billion) as the new sur-
vey high. Overall, 284,455 U.S. properties were 
bought by foreign buyers (up 32 percent from 
2016), and purchases accounted for 10 percent 
of the dollar volume of existing-home sales (8 
percent in 2016).

“The political and economic uncertainty 
both here and abroad did not deter foreigners 
from exponentially ramping up their purchases 
of U.S. property over the past year,” said Law-
rence Yun, NAR chief economist. “While the 
strengthening of the U.S. dollar in relation 
to other currencies and steadfast home-price 
growth made buying a home more expensive 
in many areas, foreigners increasingly acted on 
their beliefs that the U.S. is a safe and secure 
place to live, work and invest.”

Although China maintained its top position 
in sales dollar volume for the fourth straight 
year, the significant rise in foreign investment 
in the survey came from a massive hike in 
activity from Canadian buyers. After dipping in 
the 2016 survey to $8.9 billion in sales ($11.2 
billion in 2015), transactions from Canadians 
this year totaled $19.0 billion – a new high for 
Canada.

Yun attributes this notable rise in activity to 
Canadians opting to buy property in U.S. mar-
kets that are expensive but still more affordable 
than in their native land. While much of the 
U.S. continues to see fast price growth, home 
price gains in many cities in Canada have been 
steeper, especially in Vancouver and Toronto.

“Inventory shortages continue to drive up 
U.S. home values, but prices in five countries, 
including Canada, experienced even quicker 
appreciation,” said Yun. “Some of the acceler-
ation in foreign purchases over the past year 
appears to come from the combination of more 
affordable property choices in the U.S. and for-
eigners deciding to buy now knowing that any 
further weakening of their local currency against 
the dollar will make buying more expensive in 
the future.”

Foreign buyers typically paid $302,290, 
which was a 9.0 percent increase from the medi-
an sales price in the 2016 survey ($277,380) and 
above the sales price of all existing homes sold 
during the same period ($235,792). Approxi-
mately10 percent of foreign buyers paid over $1 
million, and 44 percent of transactions were all-
cash purchases (50 percent in 2016).

Buyers from China exceeded all countries 
by dollar volume of sales at $31.7 billion, which 
was up from last year’s survey ($27.3 billion) and 

topped 2015 ($28.6 billion) as the new survey 
high. Chinese buyers also purchased the most 
housing units for the third consecutive year 
(40,572; up from 29,195 in 2016).

Rounding out the top five, the sales dollar 
volume from buyers in Canada ($19.0 billion), 
the United Kingdom ($9.5 billion), Mexico 
($9.3 billion) and India ($7.8 billion) all 
increased from their levels one year ago.

This year’s survey once again revealed that 
foreign buying activity is mostly confined to 
three states, as Florida (22 percent), California 
(12 percent) and Texas (12 percent) maintained 
their position as the top destinations for 
foreigners, followed by New Jersey and Arizona 
(each at 4 percent). Florida was the most 
popular state for Canadian buyers, Chinese 
buyers mostly chose California, and Texas was 
the preferred state for Mexican buyers.

Sales to resident foreigners and non-residents 
have reached new peak.

The upswing in foreign investment came 
from both recent immigrants and non-resident 
foreign buyers3 as each increased substantially 
to new highs. Sales to foreigners residing in the 
U.S. reached $78.1 billion (up 32 percent from 
2016) and non-resident foreign sales spiked to 
$74.9 billion (up 72 percent from 2016).

“Although non-resident foreign purchases 
climbed over the past year, it appears much of 
the activity occurred during the second half of 
2016,” said Yun. “Realtors in some markets are 
reporting that the effect of tighter regulations on 
capital outflows in China and weaker currencies 

in Canada and the U.K. have somewhat cooled 
non-resident foreign buyer interest in early 2017.”

Looking ahead, Yun believes the gradually 
expanding U.S. and global economies should 
keep foreign buyer demand at a robust level. 
However, it remains to be seen if both the 
shortage of homes for sale and economic and 
political headwinds end up curbing sales activity 
to foreigners.

“Stricter foreign government regulations and 
the current uncertainty on policy surrounding 
U.S. immigration and international trade policy 
could very well lead to a slowdown in foreign 
investment,” said Yun.

NAR’s 2017 Profile of International Activity 
in U.S. Residential Real Estate, conducted 
April 10 through May 1, surveyed a sample of 

realtors to measure the share of U.S. residential 
real estate sales to international clients, and to 
provide a profile of the origin, destination, and 
buying preferences of international clients, as 
well as the challenges and opportunities faced 
by realtors in serving foreign clients. The survey 
presents information about transactions with 
international clients during the 12-month period 
between April 2016 and March 2017. A total of 
5,998 realtors responded to the 2017 survey.

The 2017 Profile of International Activity in U.S. 
Residential Real Estate can be ordered by calling 
800-874-6500, or online at nar.realtor/prodser.
nsf/Research. The report is free to NAR members 
and accredited media and costs $149.95 for non-
members.

Foreign U.S. Home Sales Dollar Volume Surges  
49 Percent to Record $153 Billion
Foreign sales rise in top five 
countries; three states account for 
nearly half of all purchases

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S

Some of the acceleration in foreign purchases 
over the past year appears to come from the 

combination of more affordable property choices 
in the U.S. and foreigners deciding to buy now 

knowing that any further weakening of their local 
currency against the dollar will make buying more 

expensive in the future.
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T HE California Real Estate Inspection Associ-
ation (CREIA) wants both home owners and 
home buyers to make sure they are on “top” 

of the roofing conditions of their homes. 
A noticeably worn out roof is an easy call 

to make, but a roof that is only starting to age 
is a more subtle defect that a professional home 
inspector can uncover. Because the resurfacing of 
a roof can costs thousands of dollars, eliminating 
problems before they start is smart. For a potential 
home buyer, a roof needing to be resurfaced in the 
foreseeable future may be a negotiable item to a 
sales transaction. 

Tar and gravel roofs, also known as built-up 
roofs, are among the most common of all roof 
types. They are installed on countless homes 
and on the majority of commercial buildings. 
The most frequent concern with built-up gravel 
roofing is the need for periodic maintenance 
to retain gravel coverage on all surfaces. Sun 
exposure to bare spots can lead to deterioration 
and shortened longevity of the roof membrane.

Another common roof problem is ponding 
-- standing water that results from inadequate 
pitch of the roof. This can be due to substandard 
framing at the time of construction or sagging of 
the roof structure. Ponding can also result from 
blocked roof drains; so it is important to keep the 
roof free of debris and foreign objects. 

A detailed roof evaluation is a standard part 
of every competent home inspection. Home 
inspectors typically inspect a roof by walking on 
the surface, as this is the best way to observe and 
evaluate all pertinent conditions. There are some 
conditions that could keep an inspector off the 
roof (barring these circumstances, a competent 
inspector should include a walk on the roof):

• The surface is too steep for safe footing 
• The surface is too high for access with a 

normal length ladder 
•The roofing is so deteriorated that foot traffic 

would cause further damage 
• Surface conditions such as snow, ice, 

moisture, or moss make the roof too slippery 
• The roofing consists of tiles that might 

break under foot pressure 
• The sellers have ordered the inspector to 

stay off the roof 
This real estate bulletin has been brought 

to you by the California Real Estate Inspection 
Association. Since 1976, CREIA, a non-profit 
voluntary membership organization has been 
providing education, training, and support 
services to the real estate inspection industry 
and to the public. Inspectors must adhere to 
CREIA’s Code of Ethics and follow the Standards 
of Practice developed by the association. These 
Standards of Practice have been recognized by 
the State of California, and are considered the 
source for Home Inspector Standard of Care by 
the real estate and legal communities. 

CREIA requires its members to successfully 
pass a written test of property systems and 
complete 30 hours of education each year. 
Members can accumulate credits through various 
sources of education including monthly chapter 
meetings, conferences, and other approved 
activities. CREIA keeps records to ensure that 
members are complying with the requirements. 
Educational topics cover a variety of technical 
subjects including updates and advances that 
affect property inspection and the business of real 
estate inspection.

For more information, visit CREIA.org. 

“Staying on 
Top” of Roof 
Inspections

By BRET SPARKS

HErE are some specific tips that will help 
you prepare your home for potential buy-
ers to see it in the best possible light.

EXTERIOR TOUCH-UPS
Your home’s exterior is the first thing 

a potential buyer sees, when visiting your 
home. The following tips will help you 
increase your home’s curbside appeal and 
create a strong first impression to potential 
home buyers. 

FENCE 
Replace missing slats, stakes and posts. 

Repair broken hinges and paint or stain the 
fence if necessary.

YARD 
Mow, trim and fertilize the lawn. Weed 

flower beds and replace dead plants and trees. 

DRIVEWAY, GARAGE, CARPORT 
Clean up grease or oil spots on concrete 

surfaces. Make sure the garage door opens 
freely and the automatic door opener is work-
ing. Provide an unobstructed view of your 
home from the street by not parking cars, 
boats or other vehicles in the driveway. 

FRONT ENTRY
Polish door handles and door knockers. 

Replace worn or broken items, such as an 
unsightly mailbox or rusty doorbell. Be sure 
porch lights are working and add welcoming 
features such as a new door mat and flowering 
plants.

SIDING AND TRIM 
Consider painting the highlight features 

of your home, such as trim work, shutters, 
gutters, down spouts and railings. If necessary, 

add a fresh coat of exterior paint to the exte-
rior siding. 

ROOF
Remove debris such as tree branches and 

leaves. Straighten the TV antenna. Make 
any necessary repairs to worn shingles or 
cracked surfaces.

PATIO, DECK
Flowering plants and outdoor furniture 

add appeal. Remove any unnecessary items 
such as gardening equipment. Tidy any 
visible items, such as an outdoor grill or bar-
becue. 

INTERIOR TOUCH-UPS
Experience shows that creating a house 

warming feeling inside your home increases 
its desirability. View your home with a criti-
cal eye. Clean, complete minor repairs, and 
add finishing touches. 

DOORS AND WINDOWS
Consider adding a fresh coat of paint to 

your front door. Polish brass fixtures and be 
sure door locks work properly. Oil hinges to 
both doors and windows. Keep stairways tidy 
and secure handrail. Repair or replace bent or 
damaged screens and window glass. Cut back 
outdoor plants that restrict natural light. 
Keep windows clean and tidy with draperies 
firmly affixed and in proper working order.

FLOORS AND CARPETS
Repair or replace missing or damaged tile, 

hardwood, vinyl and baseboards. Steam-clean 
or shampoo carpets. Secure loose carpeting 
and replace damaged areas. Be conscious of 
odors caused by dampness, high-traffic areas 
or pets.

CLOSETS AND STORAGE AREAS

Ample storage space increases the desir-
ability of the home. Keep closets tidy. Discard 
any unnecessary items and consider storing 
those you do not use frequently.

BEDROOMS AND LIVING AREAS
Keep living areas clean and inviting. 

Arrange furniture to allow a spacious atmo-
sphere. Make beds, arrange couch cushions, 
dust shelves, vacuum carpets and touch-up 
walls with paint or spackling as necessary. 
Wallpaper should be clean and adhere 
smoothly to the walls. Finishing touches such 
as flowers or candles add to the home’s house 
warming appeal.

KITCHENS AND BATHROOMS
Clear counters, drawers and cabinets of 

unnecessary items. Clean soap dishes, mir-
rors, faucets and appliances (inside and out). 
Store cleaning supplies and hang freshly 
washed towels. Be conscious of odors caused 
by dampness, hampers, garbage and various 
foods.

COUNTERS AND CABINETS
Store infrequently used counter-top items 

to allow a spacious look in the kitchen and 
bathroom. Keep drawers and cabinets tidy 
and organized.

GARAGE OR WORKSHOP
Items should be neatly stored in shelving 

or wall units. Allow appropriate space for 
the home buyer to visualize their vehicle or 
workbench. Consider moving excess or over-
sized items to mini-storage. 

Remember, to be a seller you have to look 
at your home like a buyer. 

Bret Sparks is a freelance writer based in North 
Hollywood.

Residential Real Estate Prep Tips
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