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Your Team

MARIO GRECO

FOUNDER
(773) 687-4696
mario@MGGroupChicago.com

Born and raised in Chicago, Mario Greco

came to real estate by way of engineering

and law. He graduated with honors from

both Northwestern University (with degrees

in Chemical Engineering and Environmental
Engineering) and Boston University School of
Law. He practiced law for several years at Jones
Day and Kirkland & Ellis in Chicago in their
Intellectual Property Litigation departments.
While practicing law full time, he started his
own real estate brokerage firm and sold an
average of $9M worth of real estate a year on
a part-time basis. Since then, Mario’s business
has grown significantly while partnering with
companies such as Century 21 Sussex & Reilly,
Prudential Rubloff Properties and Berkshire
Hathaway HomeServices KoenigRubloff Realty
Group, now known as Berkshire Hathaway
HomeServices Chicago.

Throughout his career, Mario has consistently
proven to be a top producer. He has been
recognized as being in the top 1% of Chicago
Realtors® every year since he started selling real
estate in 2002, and his total sales have already
amounted to nearly $2 BILLION. Mario and
The MG Group have been ranked Top 50 in the
Nation every year by The Wall Street Journal
since 2011, have been recognized as a Notable
Residential Broker of 2019 by Crain’s Chicago
Business, and awarded Best Team of 2019 by
Chicago Agent Magazine. Mario has been

Chicago’s top producer in key neighborhoods
over the years such as Lincoln Park, Lakeview,
Lincoln Square, Andersonville, Edgewater,
Wrigleyville, Irving Park and Old Irving Park,
Avondale, Sheridan Park, Buena Park, Uptown,
Ravenswood, Roscoe Village, St. Ben'’s, North
Center, and Bucktown/Wicker Park.

As the founder and leader of The MG Group at
Berkshire Hathaway HomeServices Chicago,
Mario oversees all pricing strategy, marketing
plans and buyer/seller negotiations for all Group
clients, and ensures that the Group operates
with market-leading expertise and optimum
efficiency. He is proud of The MG Group’s
widespread recognition for their unigue ability
to deliver both speed and value to their clients
throughout every real estate transaction.



HAAKON KNUTSON

DIRECTOR OF SALES
(773) 330-9749
haakon@MGGroupChicago.com

J. Haakon Knutson has been a pivotal

member of The MG Group since 2011 and has
been instrumental in the Group’s expansion
and rise to the very top of the Chicago real
estate market. He is a Chicago native with

an extensive background in real estate sales,
leasing, marketing and management. As the
son of a residential architect, Haakon came to
appreciate the tangible and personal aspects
of real estate at an early age which have served
him well throughout his professional career.
Haakon graduated from DePauw University in
Indiana and attended Loyola University School
of Law where he received his law degree.
Several years after law school he started a full-
service real estate management company for
both residential and commercial properties.

Haakon is a licensed IL attorney and is still
active in the management field, bringing a
wide breadth of real estate experience and
knowledge to the table. As aresult, heis The
MG Group’s Director of Sales and works closely
with the Group’s Sales and Marketing agents to
continually provide clients with a streamlined
and unparalleled selling/buying experience.
Haakon and his wife live in Lincoln Park and
enjoy traveling and spending time with family
and friends.
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SAM STEWART

SALES CONSULTANT
(773) 930-8101
sam@MGGroupChicago.com

Sam was born and raised in Chicago and the
near western suburbs. He joined the MG Group
in 2015 bringing over 5 years of commercial

and residential sales and leasing experience.
Working in a wide range of roles in the real
estate industry gives Sam great insight as to
how to best assist clients. Sam graduated from
Clemson University with a degree in Financial
Management with a concentration in real estate.

Sam lives with his wife and dog in Lincoln Park,
just a few blocks from the house he grew up
in. In his free time he enjoys taking advantage
of the many restaurant options the city has to
offer.
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The MG Group

Our mission is to lead every client’s real estate transaction with unparalleled
levels of expertise and efficiency. Our impressive talent, team structure,
streamlined operations, and depth of experience uniquely enable us to go

above and beyond for every client and at each step in the process.

THE MG GROUP
1800 N. Clybourn Chicago, IL 60614
www.MGGroupChicago.com

Mario F. Greco, QSC
Founder
mario@MGGroupChicago.com

Office: 773.687.4696
Cell: 773.255.6562

OFFICE STAFF
office@MGGroupChicago.com

Vivienne Frow Marisa Sanchez
Operations Manager Marketing Manager
773.572.6537 312.602.5790
vivienne@MGGroupChicago.com marisa@MGGroupChicago.com

Laura de Luna Kim Smith
New Business Manager Contracts & Closings Manager
773.572.4403 312.602.5793
laura@MGGroupChicago.com Kim@MGGroupChicago.com
Katie Spurlock Scheduling Desk
Listing Concierge & Office Coordinators
773.572.4144 773.572.6505

katie@MGGroupChicago.com scheduler@MGGroupChicago.com



SALES AGENTS
sales@MGGroupChicago.com

J. Haakon Knutson
Director of Sales
773.330.9749
haakon@MGGroupChicago.com

Alice Jordan
Senior Sales Consultant
312.925.0216
alice@MGGroupChicago.com

Anand Puthanpurayil
Sales Consultant
312.966.6223
anand@MGGroupChicago.com

Cyrus Seraj
Senior Sales Consultant
773.502.1100
cyrus@MGGroupChicago.com

Fred Merritt
Sales Consultant
773.355.0767
fred@MGGroupChicago.com

Gian Dasdelen
Sales Consultant
773.349.5427
gian@MGGroupChicago.com

Jay Elsberry
Sales Consultant
773.669.7734
jay@MGGroupChicago.com

Jesus Villanueva
Sales Consultant
312.988.0127
jesus@MGGroupChicago.com

John Dasdelen
Senior Sales Consultant
312.208.0004
john@MGGroupChicago.com
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Kim Smith
Senior Sales Consultant
773.318.6905
kKim@MGGroupChicago.com

Peter Xantheas
Senior Sales Consultant
773.272.9131
peter@MGGroupChicago.com

Sam Stewart
Senior Sales Consultant
773.930.8101
sam@MGGroupChicago.com

Shani Shtern
Sales Consultant
847.691.5242
shani@MGGroupChicago.com

Alex Nettey
Senior Sales Consultant
630.267.1437
alex@MGGroupChicago.com

Michelle Maro
Sales Consultant
312.213.6916
michelle@MGGroupChicago.com

SUBURBAN SPECIALIST

Lehigh Cohen
Sales Consultant - Northern Suburbs
312.502.1100
lehigh@MGGroupChicago.com

Dave Adams
Sales Consultant - Western Suburbs
773.531.8707
dave@MGGroupChicago.com



Accolades & Press

#1 CITY BROKER IN LISTINGS SOLD IN CHICAGO
Real Data: Chicagoland & Cook County Top Producers | 2018 & 2019

CRAIN’S 2019 NOTABLE RESIDENTIAL

REAL ESTATE BROKERS
Crain’s Chicago Business | 2019

N J
e N
WHO’S WHO IN CHICAGO REAL ESTATE
Chicago Agent Magazine | 2011, 2015-2016, 2018-2019
N J
e N
BEST TEAM: THE MG GROUP
Chicago Magazine | 2019
N J
e N
FIVESTAR PROFESSIONAL REAL ESTATE AGENT
Chicago Magazine | 2013-2015, 2017-2019
N J
e N

#2 RESIDENTIAL REAL ESTATE AGENT IN ILLINOIS
Real Trends The Thousand as advertised in The Wall Street Journal | 2014 & 2017

#1 RESIDENTIAL REAL ESTATE AGENT IN ILLINOIS
Real Trends The Thousand as advertised in The Wall Street Journal | 2011 & 2013

TOP 100 TEAMS BY TRANSACTIONS & VOLUME
Real Trends The Thousand as advertised in The Wall Street Journal | 2011-Present

RANKED #1 OF CHICAGOLAND TOP 20 AGENTS
Real Data: Chicagoland & Cook County Top Producers | 2011 & 2013

TOP 5 BROKER IN RESIDENTIAL SALES

VOLUME IN CHICAGO
Real Data: Chicagoland & Cook County Top Producers | 2011-Present

100 MOST INFLUENTIAL REAL ESTATE AGENTS
Real Estate Mastermind & Real Estate Executive Magazine | 2006-Present
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Accolades & Press

TOP 25 LUXURY BROKER
Luxe Home 25

RANKED #8 IN NATIONWIDE NETWORK
Berkshire Hathaway HomeServices KoenigRubloff Realty Group | 2019

QUALITY SERVICE CERTIFIED GOLD STATUS AWARD
QSC & RatedAgent.com | 2017-2018

ANGIE’S LIST SUPER SERVICE AWARD WINNER
Angie’s List | 2017

5 CHICAGO AGENTS WHO CAN SELL YOUR HOME FAST
US News & World Report | 2016

BEST OF TRULIA TOP AGENT AWARD
Zillow / Trulia | 2014-Present

N J
e N
NEA TOP 500 REAL ESTATE MARKETERS IN THE WORLD
NEA [ 2014
N J
e N

ADVISORY BOARD MEMBER OF TOP AGENT NETWORK
Top Agent Network

40 UNDER 40
Metro Chicago Real Estate | 2008

COVER STORY: MARIO GRECO

CLIENT-FOCUSED PHILOSOPHY LEADS TO SUCCESS
Real Estate Executive Magazine | 2006

FREQUENT CONTRIBUTOR
Chicago Business | Curbed Chicago | WGN Radio | Fox News in the Morning




THE MG GROUP
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Our Network

BERKSHIRE
HATHAWAY

HomeServices

Chicago

As a part of the Berkshire Hathaway HomeServices Chicago, you can count on

us for personal service and integrity that will translate into results.

Here at Berkshire Hathaway HomeServices
Chicago, previously named Berkshire Hathaway
HomeServices KoenigRubloff Realty Group, we
pride ourselves at being on the forefront of the
real estate industry by leading in customized
approaches and technology.

Starting in 1930, the Koenig and Rubloff names
have been a part of the Chicago area real
estate landscape consistently providing high
quality representation and outstanding service
to generations of home buyers and sellers.
Utilizing a business model of strong, local
leadership backed by national resources, has
created a brokerage that precisely meets the
needs of our market. Our affiliation with the

Berkshire Hathaway HomeServices network

gives us international alliances with pre-eminent
brokerages. The Berkshire Hathaway name stands
for unguestioned financial strength and smart
business decisions.

Combined with market knowledge and hard
work, our brokers utilize an impressive array of
sophisticated technology tools to achieve your
goals. Additionally, our brokers have access to

a comprehensive suite of real estate services
including Fort Dearborn Title, Fort Dearborn
Insurance, and Wells Fargo Home Mortgage. We
look forward to serving your needs and giving
you the luxury of personalized service every step
of the way.
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Relocation

Brookfield Relocation is one of the
largest relocation service providers
with offices on 5 continents. They
offer a full suite of domestic and
international services for corporate
and government clients.

HomeServices Relocation a wholly-
owned subsidiary of HomeServices of
America, a Berkshire Hathaway affiliate
and the second largest provider of
integrated real estate services and
premier family of relocation experts,
real estate sales associates and
brokerages in the nation.

FORTDEARB®RN

TITLE

FORTDEARBGRN

INSURANCE AGENCY

Fort Dearborn Title, a division of
Berkshire Hathaway HomeServices
Realty Group, provides title services
to ensure a smooth closing.

T 847.853.6000
CustomerCare@FDTitle.co.

Fort Dearborn Insurance, a division
of Berkshire Hathaway HomeServices
Group, offers an extensive array of
products and services to protect you.
T 847.853.5300
CustomerCare@FDInsurance.com

Home Services Lending loan

professionals excel at listening to your
goals so they can help you select the
best financing solution to meet your

needs.
T 312.867.1465

American Home Shield ® founded the
home warranty industry in 1971 and
remains an industry leader.



THE VALUE
OF A REALTOR



What Your Realtor®

Does For You

Based on a list prepared by Belton
Jennings, CEO of the Orlando Regional
REALTORS® Association.

Surveys show that many homeowners and
homebuyers are not aware of the true value
a REALTOR?® provides during the course of a
real estate transaction. The list here is just a
baseline since the services may vary within
each brokerage and each market. Many
REALTORS® routinely provide a wide variety
of additional services that are as varied as
the nature of each transaction.

By the same token, some transactions

may not require some of these steps to

be equally successful. However, most
would agree that given the unexpected
complications that can arise, it’s far

better to know about a step and make an
intelligent, informed decision to skip it, than
to not know the possibility even existed.
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Your agent has a fiduciary responsibility to you at all times and wiill
service your specific real estate needs. You can expect expertise when
selling your home, guidance when buying your home, responsiveness,

loyalty, disclosure and accounting.

ADVISES
Agency Pricing Seller Updates Presenting
Alternatives the Offer
Market Analysis Listing Showing
Feedback

NEGOTIATES

Negotiating Purchase Post-Contract

Answering Expediting the
Agreement Negotiations

Objections Buyer’s Offer the Terms

FACILITATES

Promotion Advertising Direct Personal Inspections
to BHHS Marketing Referrals
Chicago
and Local
Real Estate
Community Internet Local and Showing Closing
Marketing Out-of-Town Your
Buyer Home
Contacts
Multiple Open Contract

Listing Service Houses Contingencies



THE REAL ESTATE
TRANSACTION



The Real Estate
Transaction

There are 160 typical actions, research steps, procedures, processes and
review stages in a successful residential real estate transaction that are
normally provided by full service real estate brokerages in return for their sales
commission. Depending on the transaction, some may take minutes, hours, or

even days to complete, while some may not be needed.

More importantly, they reflect the level of skill, knowledge and attention to
detail required in today’s real estate transaction, underscoring the importance
of having help and guidance from someone who fully understands the process

- a REALTOR®.
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THE PROCESS

\We're here to help through every step of the home selling process, but here's a simple breakdown on what to expect
through typical transactions:



The Real Estate Transaction In 160 Steps

PRE-LISTING ACTIVITIES

—

© 0N OGN NN
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17.
18.
19.

Make appointment with seller for listing presentation

Send seller an e-mail confirmation of listing appointment

Review pre-appointment questions

Research all comparable currently listed properties

Research sales activity for past 12 months from MLS and public records databases
Research “Average Days on Market” for this property of this type, price range and location
Download and review property tax information

Prepare “Comparable Market Analysis” (CMA) to establish fair market value
Obtain copy of subdivision plat/complex lay-out

Research property’s ownership & deed type

Research property’s public record information for ot size & dimensions

Research and verify legal description

Research property’s land use coding and deed restrictions

Research property’s current use and zoning

Verify legal names of owner(s) in county’s public property records

Prepare listing presentation package with above materials and email seller prior to listing
appointment

Perform exterior “Curb Appeal Assessment” of subject property
Compile and assemble formal file on property

Confirm current public schools and explain impact of schools on market value

MARKETING APPOINTMENT PRESENTATION

20. Give seller an overview of current market conditions and projections

21.

22.
23.
24.

25.
26.
27.
28.

Review agent’s and company’s credentials and accomplishments in the market
Present company’s profile and position or “niche” in the marketplace
Present CMA Results To Seller, including Comparables, Solds, Current Listings & Expireds

Offer pricing strategy based on professional judgment and interpretation of current market
conditions

Discuss Goals With Seller To Market Effectively
Explain market power and benefits of Multiple Listing Service
Explain market power of web marketing and social media

Explain the work the brokerage and agent do “behind the scenes” and agent’s availability on
weekends



The Real Estate Transaction In 160 Steps (cont.)

29.

30.

3.
32.
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Explain agent’s role in taking calls/emails to screen for qualified buyers and protect seller from
curiosity seekers

Present and discuss strategic master marketing plan
Explain different agency relationships and determine seller’s preference

Review and explain all clauses in Listing Contract & Addendum and obtain seller’s signature

ONCE PROPERTY IS UNDER LISTING AGREEMENT

33.

34.
35.
36.

37.

38.
39.
40.

41.

42.
43.
44.
45.
46.

47.

48.
49.
50.

51.
52.
53.

Take additional photos for upload into MLS and use in flyers. Discuss efficacy of panoramic
photography

Review current title information

Measure overall and heated square footage

Measure interior room sizes

Confirm lot size via owner’s copy of certified survey, if available

Note any and all unrecorded property lines, agreements, easements

Obtain house plans, if applicable and available

Review house plans and make copy

Order plat map for retention in property’s listing file

Prepare showing instructions for buyers’ agents and agree on showing time window with seller
Obtain current mortgage loan(s) information: companies and & loan account numbers

Verify current loan information with lender(s)

Check assumability of loan(s) and any special requirements

Discuss possible buyer financing alternatives and options with seller

Review current appraisal if available

Identify Home Owner Association manager if applicable

Verify Home Owner Association Fees with manager - mandatory or optional and current annual fee
Order copy of Homeowner Association bylaws, if applicable

Research electricity supplier’'s name and phone number

Calculate average utility usage from last 12 months of bills

Research and verify city sewer/septic tank system



The Real Estate Transaction In 160 Steps (cont.)

54.
55.
56.

57.

58.
59.
60.

61.

62.
63.
64.
65.
66.

67.

68.
69.
70.

71
72.

Natural Gas: Research/verify availability and supplier's name and phone number

Verify security system, current term of service and whether owned or leased

Verify if seller has transferable Termite Bond

Ascertain need for lead-based paint disclosure

Prepare detailed list of property amenities and assess market impact

Prepare detailed list of property’s “Inclusions & Conveyances with Sale”

Compile list of completed repairs and maintenance items

Send “Vacancy Checklist” to seller if property is vacant

Explain pros and cons of Home Owner Warranty to seller

Assist sellers with completion and submission of Home Owner Warranty Application (if applicable)
When received, place Home Owner Warranty in property file for conveyance at time of sale
Have extra key made for lockbox (if applicable)

Verify if property has rental units involved. And if so:
* Make copies of all leases for retention in listing file
» Verify all rents & deposits
* Inform tenants of listing and discuss how showings will be handled
Arrange for installation of sign (if applicable)
Assist seller with completion of Seller’s Disclosure form
“New Listing Checklist” Completed
Review results of Curb Appeal Assessment with seller and provide suggestions to improve salability

Review results of staging assessment and suggest changes to shorten time on market

Load listing into transaction management software program

ENTERING PROPERTY IN MULTIPLE LISTING SERVICE
DATABASE

73.
74.
75.
76.
77.

Prepare MLS listing sheet -- Agents is responsible for “quality control” and accuracy of listing data
Enter property data from Profile Sheet into MLS Listing Database

Proofread MLS database listing for accuracy - including proper placement in mapping function
Add property to company’s Active Listings list

Provide seller with signed copies of Listing Agreement and MLS Profile Sheet Data Form within 48
hours



The Real Estate Transaction In 160 Steps (cont.)
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MARKETING THE LISTING

78.
79.
80.

8l.

82.

83.
84.
85.
86.

87.

88.
89.
90.

91

92.
93.
94.
95.
96.

97.

98.
99.

Create print and Internet ads with seller’s input

Coordinate showings with owners, tenants, and other Realtors®. Return all calls - weekends included
Prepare mailing and contact list for direct mail marketing

Order “Just Listed” labels & reports

Review comparable MLS listings regularly to ensure property remains competitive in price, terms,
conditions and availability

Prepare property marketing brochure for seller’s review

Arrange for printing or copying of supply of marketing brochures or fliers

Email marketing brochures to all city agents

Upload listing to company and agent Internet site

Mail out targeted “Just Listed” notice to all neighborhood residents

Advise Network Referral Program of listing

Provide marketing data to buyers coming through international relocation networks
Provide marketing data to buyers coming from referral network

Provide “Special Feature” cards for marketing, if applicable

Submit ads to company’s participating Internet real estate sites

Price changes conveyed promptly to all Internet groups

Reprint/supply brochures promptly as needed

Loan information reviewed and updated in MLS as required

Feedback e-mails sent to buyers’ agents after showings

Review weekly Market Study

Discuss feedback from showing agents with seller to determine if changes will accelerate the sale

Place regular update calls to seller to discuss marketing & pricing

100.Promptly enter price changes in MLS listing database

THE OFFER AND CONTRACT

101.

Receive and review all Offer to Purchase contracts submitted by buyers or buyers’ agents

102. Evaluate offer(s) and prepare a “net sheet” on each for the owner for comparison purposes

103.Counsel seller on offers. Explain merits and weakness of each component of each offer

104.Contact buyers’ agents to review buyer’s qualifications and discuss offer

105.Email Seller’s Disclosure to buyer’s agent or buyer upon request and prior to offer if possible



The Real Estate Transaction In 160 Steps (cont.)

106.Confirm buyer is pre-approved by calling Loan Officer

107. Obtain pre-approval letter for buyer from Loan Officer

108.Negotiate all offers on seller’s behalf, setting time limit for loan approval and closing date
109.Prepare and convey any counteroffers, acceptance or amendments to buyer’s agent

110. Email copies of contract and all addendums to closing attorney

M. When Offer to Purchase Contract is accepted and signed by seller, deliver to buyer’s agent
M2. Record and promptly deposit buyer’s earnest money in escrow account.

113. Disseminate “Under-Contract Showing Restrictions” as seller requests

14. Deliver copies of fully signed Offer to Purchase contract to seller

15. Email copies of Offer to Purchase contract to Selling Agent

116. Email copies of Offer to Purchase contract to lender

17. Provide copies of signed Offer to Purchase contract for office file

118. Advise seller in handling additional offers to purchase submitted between contract and closing
119. Change status in MLS to “Sale Pending”

120. Update transaction management program to show “Sale Pending”

121. Assist buyer with obtaining financing, if applicable and follow-up as necessary

122. Coordinate with lender on Discount Points being locked in with dates

123. Deliver unrecorded property information to buyer

124. Verify termite inspection ordered (if applicable)

125. Verify mold inspection ordered (if required)

TRACKING THE LOAN PROCESS

126. Follow Loan Processing Through To The Underwriter

127. Add lender and other vendors to MLS transaction management system so agents, buyer and seller
can track progress of sale

128. Contact lender weekly to ensure processing is on track

129. Relay final approval of buyer’s loan application to seller
HOME INSPECTION

130. Coordinate buyer’s professional home inspection with seller

131. Review home inspector’s report
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The Real Estate Transaction In 160 Steps (cont.)

132. Enter completion into transaction management tracking software program
133. Explain seller’s responsibilities with respect to loan limits and interpret any clauses in the contract
134 Ensure seller’'s compliance with Home Inspection Clause requirements

135. Recommend or assist seller with identifying and negotiating with trustworthy contractors to
perform any required repairs

136. Negotiate payment and oversee completion of all required repairs on seller’s behalf, if needed

THE APPRAISAL

137. Schedule Appraisal

138. Provide comparable sales used in market pricing to Appraiser
139. Follow-Up On Appraisal

140.Enter completion into transaction management program

141. Assist seller in questioning appraisal report if it seems too low

CLOSING PREPARATIONS AND DUTIES

142. Contract Is Signed By All Parties

143. Coordinate closing process with buyer’s agent and lender

144, Update closing forms & files

145. Ensure all parties have all forms and information needed to close the sale

146. Work with buyer’'s agent in scheduling and conducting buyer’s Final Walk-Thru prior to closing
147. Research all tax, HOA, utility and other applicable prorations

148.Request final closing figures from closing agent (attorney or title company)

149. Provide “Home Owners Warranty” for availability at closing (if applicable)
150.Forward closing documents to absentee seller as requested

151. Review documents with closing agent (attorney)

152. Provide earnest money deposit check from escrow account to closing agent

153. Coordinate this closing with seller’'s next purchase and resolve any timing problems
154.Have a "no surprises” closing so that seller receives a net proceeds check at closing

155. Refer sellers to one of the best agents at their destination, if applicable



The Real Estate Transaction In 160 Steps (cont.)

156. Change MLS status to Sold. Enter sale date, price, selling broker and agent’s ID numbers, etc.

157. Close out listing in MLS transaction management system

FOLLOW UP AFTER CLOSING

158. Answer questions about filing claims with Home Owner Warranty company if requested
159. Attempt to clarify and resolve any conflicts about repairs if buyer is not satisfied

160.Respond to any follow-up calls and provide any additional information required from office files



MARKETING PLAN
& COMMISSION



A Comprehensive
Marketing Plan

Berkshire Hathaway HomeServices Chicago offers the best and most

comprehensive marketing package of any brokerage in Chicago.

* Listing in the Multiple Listing Service of lllinois

* Individual feature newsprint advertisements
including quarter, half or full-page spreads

* Individual spot advertisements in other selected
newsprint and special marketing media
(e.g., Chicago Magazine)

» Chicago Social, Crain’s Chicago Business, Wall
Street Journal, New York Times, etc.)

* Professional, four-color marketing and sales
brochures (print and digital) highlighting the
listing and containing information about floor
plans, pricing, amenities and finishes

COMMISSION STRUCTURE

Targeted flyers, postcards and mailers

Inclusion of your home on the Top Agent Network
website which markets to the top 10% of agents in
Chicago (if applicable)

Periodic Brokers’ open houses

Inclusion of your listing on BHHSchicago.com,
BerkshireHathaway.com, MGGroupChicago.com,
ChicagoTribune.com, Realtor.com, Zillow.com,
Homes.com and countless others

Hyperlinking of Matterport 3D tours, virtual tours,
photo tours, and floorplans to all of the above
websites

* 90-day listing agreement set to expire at the end of the month within which the 90th day falls

e Commission is 5% (total) with a buyer represented by an agent not part of The MG Group
e Commission reduced to 4% (total) if an agent from The MG Group is the buyer’s agent
« Commission is 2.5% (total) for an unrepresented buyer

* Cancel without cost
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WHERE BUYERS COME FROM
40%
Internet
11%
Yard Sign
*
35%
6%
Working With A A
Real Estate Agents Friend, Neighbor
or Relative

5%

Home Builder

2%
Print Media

Less than 1%

Home Book

or Magazine 2%
Directly from Seller/
Knew the Sellers

* Source: The National Association of Realtors™ Profile of Home Buyers and Sellers.



Aggressive
EXxposure

Comprehensive marketing

exposure means your
listing Is well-advertised:




T

MG GROUP

HOME. MADE

Berkshirehathawayhs.com

Enhanced Listings
Real estate Sites

.
T
.
.

Hundreds
of Online Placements

Ad Words
National TV

Search

Online Ads

BHHSCHICAGO.COM

Branded Print Ads

Social Media

e
.-
=
=

_




Online
Advertising

SOME OF THE WEBSITES WE ADVERTISE ON

PROPERTY
WEBSITES

* Zillow.com

* Realtor.com

* ChicagoTribune.com
e Trulia.com

+ MRED

« BHHSChicago.com

* MGGroupChicago.com
* Redfin.com

¢ DailyHerald.com

* Homes.com

* Homeseekers.com

* ReloHomeSearch.com
* Google Base

* Yahoo! Real Estate

» Oodle.com

* HomeGain

* Real Estate Advisor

* YouTube

* WallStreetJournal.com
* Propbot.com

* Roost.com

* ListingBook.com

¢ Chicago Sun-Times

* Enormo.com (international)
* HotPads.com

* Facebook.com

* Backpage.com

ZipRealty.com

Homescape.com
Homefinder.com
Home-listings.org
DuPontRegistry.com
ReelDigs.com

FrontDoor.com by HGTV

DotHomes.com
iList.com
NewHomelistings.com
CribChatter.com
Realestate.msn.com
Realtytrac.com
AJCHomeFinder.com
ATT.net
BobVila.com
Houselocator.com
LivingChoices.com
OLX.com
Properazzi.com
RealEstateBook.com
Condo.com
OpenHouses.com
Pad4Pad.com
Postlets.com
RealRentals.com
Domu.com

Craig’s List

LUXURY SITES

* NYTimes Great Homes

¢ UnigueGlobalEstates.com

* NCI Home Design Magazines
* Fine Homes International

¢ LuxuryRealEstate.com

* Lux-Residence.com

* NYTimes.com

NEWS/BLOG
SITES

* RealTown.com

¢ Medill Reports

¢ ChicagoMag.com

» Deal Estate Blog

¢ ModernistDwellings.com

e CityCribs

*« Edgeio.com

* LiveDeal.com

¢ Propertyline.com
(commercial)

¢ ActiveRain.com (real estate
blog)

e Twitter.com

¢ Digg.com

¢ YoChicago.com

e Urbanturf.com

¢ CurbedChicago.com

* Pinterest
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Our Exclusive Tools

T

MG GROUP

ssssssss

#6000 Verizon ¥ 10:18

Searches
{0 Find Closest Homes

[ Find Closest Rentals
{t4] Advanced Search
Other Stutf
Calt Broker
_~ Saved Favorites
\\~ Sendthis App
M Feedback and Help

Coverage Area

BERKSHIRE HATHAWAY
CHICAGO EDGE REPORT

Keeping track of what'’s happening with
your listing online is easy with the Berkshire
Hathaway HomeServices Chicago Edge
Report. This convenient summary of traffic
on the top sites is automatically sent to you
each week.



KRGConnection

Promote Your Exempt &

Pre-Market Listings Realty Group

Get the benefit of the KoenigRu
network of agents. Promote yo
and Exempt listings via KRGCol

It's easy to share your property.
complete the KRGConnection fi

bloff
r Pre-Market
nection.

Just
rm and

submit it to your MLS input coofdinator.

Available exclusively for KoenigRubloff agents.

PRE-MARKETING
NETWORK
BHHS CONNECTION

BHHS Connection gives you easy
access to a company-wide database of
pre-MLS or exempt properties.
Exclusively for Berkshire Hathaway
HomeServies agents, the online search
works on your desktop, laptop, tablet or
smartphone.

DAILY ALL-COMPANY
HOT SHEETS

m

MG GROUP

HOME. MADE



Print Advertising

TYPES OF PLACEMENTS

* Paid ad via Berkshire Hathaway HomeServices
* Paid ad via The MG Group
» Editorial Content

LOCAL PUBLICATIONS

*» Weekly Sunday Chicago Tribune

e Chicago Tribune Supplemental Ads
* Chicago Agent Magazine

* Crain’s Chicago Business

* Chicago Social

LUXURY PUBLICATIONS

«  Wall Street Journal

» Distinctive Homes and Condominiums
e Chicago Tribune Ultimate Address
« Who's Who in Luxury Real Estate
e Town & Country

¢ Departures

« DuPont Registry

* Unigue Homes

e Architectural Digest

« Robb Report

* Michigan Avenue Magazine



PUBLICATION | CHICAGO SOCIAL m
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aith Casd TPRTOEN]  LindsLinmb BTN LidiLineakn 37080

ONE MAGNIFICENT LIFE | KOEMIGRUBLOFF.COM




PUBLICATION | CHICAGO TRIBUNE

PUBLICATION | CHICAGO SOCIAL

CHICAGD, ILLINOIS

4HI2EGOANWDOMAYG KOHUgHIDIGILCom
CHICAGD, ILLINOIS

SUSAN O"CONNOR 312.893 B144
1088000

CHICAGQ. ILLINGIS

WWZINLEAVATSL KOBNIGHIBIHTLDM
GHICAGE, ILLINOIS

IVONA KUTERMANKIEWICZ 312 475 4589
#10B6,600
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EDITORIAL FEATURE | CRAIN’S BEFORE IT HITS THE MARKET o

CRAIN'S CHICAGO BUSINESS

You may not reproduce, display on a website, distribute, sell or republish this article or data, or the information
contained therein, without prior written consent. This printout and/or PDF is for personal usage only and not for

any promotional usage. © Crain Communications Inc.
June 20, 2018 07:00 AM

On Lake Shore Drive, all the views
DENNIS RODKIN [1 4

A pair of design consultants gutted a condo in the old American Furniture Mart and made a minimalist space
that lets the views dominate. It's for sale for just under $1.25 million.

Click on the photo above for a tour.

Two stories below the blue spire of the old American Furniture Mart on Lake Shore Drive, Michael
and Anne McMillan created a condo that lets the four-sided views of Lake Michigan, high-rises and
Navy Pier get all the attention. The condo is surrounded by maximum views, so "we went with
minimalism inside," said Michael McMillan, who, with his wife, is a design consultant. A dozen
years ago, after gutting the 2,350-square-foot full-floor condo, they turned the space into a two-
bedroom home with one large living space that can be divided with sliding glass panels, a taut
kitchen with a stainless steel island, and white walls and ceilings that showcase original
architectural details like hefty ceiling braces. Now planning a move to the far northwest suburbs to
be near their grandchildren, the McMillans are putting their 28th-floor condo on the market at a
lower price than they paid for it. The condo goes on the market June 25 at just under $1.25 million
and represented by Mario Greco of Berkshire Hathaway HomeServices KoenigRubloff Realty
Group.
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HELPFUL
RESOURCES



Preferred Partners

ATTORNEYS

James Zazakis
773.348.1635
james@zazakis.com

Matthew Rich
773.360.1032
mrich@myreallaw.com

Kim Freeland
312.560.0320
kim@kimberlyfreeland.com

HOME INSPECTORS

Chuck Ryan

Precision Property Inspections
773.447.5598
ryancharle@gmail.com

Pete Arndt

House Hold Inspection Team
773.388.9000
info@weinspect.com

MORTGAGE LENDERS

Matt Tierney

Guaranteed Rate
773.290.0365
matt@guaranteedrate.com

Michael Giganti
HomeServices Lending
312.475.4193
michaelgiganti@
homeserviceslending.com

Alex Margulis

Perl Mortgage

312.651.5352
amargulis@perimortgage.com

INSURANCE

Marc Jacobson

Marc Jacobson & Associates
847.498.7181
marc.jacobson@prudential.com

Byron Simpson

HomeServices Insurance
847.853.6621
byrons@homeservices-ins.com

RENTAL PROPERTY
MANAGEMENT

Mike Kravitz
312.485.9868
kebiz@aol.com

Nicholas Apostal

OWL Management
773.516.0661
napostal@owlmanagement.com

Brett Huelat

CL3 Property Management
773.227.2388
bhuelat@cl3pm.com

CONTRACTORS

Moses llle

CD Construction
847.980.9857
moses.cdconstruction@gmail.
com

Michael Valente

MV Construction & Development
773.301.9125
michael@mvconstruction.net
mvconstruction.net

Tom Patton

The Fix it People
312.898.9300
fixitpeople.com

Ron Graham

Northshore Homeworks
847.409.5507
rongraham1956@yahoo.com

HARDWOOD FLOORS

Ambrose Flooring
773.668.2129

WINDOWS

Metro Heating
773.736.1400
hvacjedi.com

ROOFERS

Bryan Langguth

Matthews Roofing
773.276.4100
bryan@matthewsroofing.com
matthewsroofing.com

m
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MASONRY

Marcin Zubrycki

BrickWork Experts
773.216.5132
brickworkexperts@gmail.com

Star Tuckpointing
773.286.3560 startuckpointing@
gmail.com

HOME STAGING

Katy Anastos

Glam House

630.430.5418
glamhousestaging@gmail.com
glamhousestaging.com

Brad Pierce

Haven Home Staging

and Redesign, Inc. 773.531.4469
bpierce@havenhomestager.com
havenhomestager.com

Mona Winningham
Mod Creative Group 312.618.2893
mona@modcreativegroup.com

HVAC
Fabian and Sons

773.671.8460
fabian.son.heating@mac.com

Walter Arzet

Arzet Heating and Cooling
312.719.6721
arzethvac@gmail.com

PLUMBING

John Baethke
Baethke and Sons 773.570.9759
jbaethke@baethkeplumbing.com

First National Plumbing
773.775.7777
info@firstnationalplumbing.com

MOVERS

Golan’s Moving & Storage
800.439.8515
golansmoving.com

MADE



Moving Day Survival Kit

The following items should be set aside in a couple of boxes that you can

make readily available once you arrive at your new home.

CLEANING SUPPLIES
¢ Detergent

* Kitchen cleanser

* Dish soap

« Paper towers and sponges
+ Dish clothes and towels

* All purpose cleanser

* Glass cleaner

« Broom and dust pan

* Vacuum

* Step stool or ladder

KITCHEN SUPPLIES
* Trash bags

» Plastic wrap/tin foil
» Paper plates/plastic silverware

* Small saucepan

FOOD

+ Instant coffee, tea, pop
« Milk

* Fresh fruit

¢ Cheese spread

» Crackers

e Dry cereal

e Your favorite snacks

BATHROOM SUPPLIES
* Toilet paper

* Kleenex

* Bath and hand towels

« Soap

« Toothpaste/toothbrushes

e Aspirin

*« Bandages

e Razors

CHILDREN

» Coloring books/crayons
» Blankets/pillows

« Favorite toys

» Books/puzzles

* Videos

* Hand-held computer games

MISCELLANEOUS
* Tool kit

* Light bulbs

¢ Old newspapers

« WD-40

« String/rope

e Pencils and paper

» List of local fast food restaurants
« Other:




REFERENCES &
MATERIALS



Exclusively Listed by The MG Group

. MG GROUP
homes.mggroupchicago.com/4440nDover3S
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ABOUT & AROUND SHERIDAN PARK

Sheridan Park/Uptown has always been a community where people from diverse backgrounds
come together. Community leaders are transforming that diversity into positive energy for the
neighborhood bounded by Montrose Avenue, Foster Avenue, Clark Street and Lake Michigan.
Sheridan Park/Uptown is close to the lakefront so residents and visitors can enjoy the many
recreational activities that are available including Montrose Beach, Dog Park and Beach,
Montrose Harbor, The Montrose Point Bird Sanctuary and the Sydney R. Marovitz Golf Course.
The CTA's Red Line serves the area with stops at Berwyn, Argyle, Lawrence, Wilson and
Sheridan. Sheridan, Broadway and Lake Shore Drive express buses travel downtown. The
Metra commuter train stops at Lawrence and Ravenswood.

Entertainment options include the Black Ensemble Theater, Pegasus Players Theatre, Aragon
Ballroom, The Riviera Theater, and The Green Mill Cocktail Lounge, which is legendary for its
late- night jazz sets.
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BERKSHIRE
HATHAWAY

HomeServices

Chicago

© BHH Affiliates, LLC. An independently operated subsidiary of HomeServices of America, Inc, a Berkshire
Hathaway affiliate, and a franchisee of BHH Affiliates, LLC. Berkshire Hathaway HomeServices and the Berkshire
Hathaway HomeServices symbol are registered service marks of HomeServices of America, Inc. ® Equal Housing
Opportunity. Plans, materials and specifications are based on availability and subject to change without notice.
Architectural, structural, mechanical, electrical and other assemblies may be revised, as deemed necessary by the
developer, architect or as may be required by law. Floor plans are approximate and are for marketing purposes only.
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NEXT STEPS



PHOTO CHECKLIST

OUTSIDE:
Front/rear yard is neat, the grass mowed and the leaves swept away (where applicable).

KITCHEN:
Island and countertops clear to emphasize counter space.
Clean countertops of small appliances and clutter. (Small appliances can make counter space
disappear.)
Refrigerator clear of sports schedules, school lunch menus and magnets. (They can distract buyers and
make the room seem cluttered.)
Remove kitchen garbage can.
Empty the sink, put the soap, dishes and sponges away.

BATHROOMS:
Shower/bath items should be placed under the sink for the photoshoot.
Clear counters of electric toothbrushes, pill bottles, soaps, etc.
Toilet lids down.

ALL ROOMS:
Photos - Remove all pictures of people and substitute with landscape or art.
Books, etc. - Remove all books, diplomas, etc. that disclose potential political views, religion,
occupation, alma mater, etc.
Counters - Only the bare necessities should be on counters.
Windows - Clear off all ledges.
Make sure all the light bulbs are working properly (EVERYWHERE including ALL CLOSETS). Ideally,
environmental bulbs are replaced with full wattage ones.
ltems not included in the sale of the home should be out of view. (This naturally includes cash, jewelry
and valuables.)
Open window blinds and drapes to reveal the view unless advised otherwise.
Turn all inside lights on. (This helps make the room feel clean and large.)
As much as possible, clear floors of stuff (mats, rugs, dog beds, toy tables, etc).
Make the beds, place clothes in the hamper and shoes in a closet.
Conceal garbage containers.
Remove pet food bowls, toys and conceal pets.
Conceal cords. (They can indicate a lack of outlets.)
Remove baskets of slip-on shoe cover.
In addition to the above suggestions, please remove all hand towels from counters or stoves and have
counters cleared of all toiletries and appliances. Plungers, litter boxes, and kids' toys should be
completely hidden from view.



MOVING CHECKLIST

Utilities:
Before you move in: o _
Arrange for utilities to be shut off in your
Obtain price estimates from professional ,
current location
movers
Obtain any refunds or deposits
Purchase all materials needed for _ , ,
Arrange for connections in new location
packing (various size boxes, bubble
and transfer accounts
wrap, packing tape, packing peanuts,

and newspaper) Insurance:

Notify insurance of your move: auto, life,
Measure your furniture:
health, fire
Decide where each piece of furniture

will be placed in your new home and _
Banking:
create floor plans . .
Arrange for a checking account in new

_ community and transfer accounts
Inventory your possessions:

Take inventory of everything that is _
Medical:

being placed into boxes

Ask for referrals and transfer
Decide what you will take with you vs. o

prescriptions
what you will sell or donate _ _

Obtain medical records
Have a Garage Sale o .

Have prescriptions filed

School:
Address change notification: _ .
Obtain copies of school records
Post Office: What address should they
forward to?
Pets:
Credit cards and other accounts
Arrange for transportation to new home
Magazine subscriptions (NOTE: May take , , ,
Change information on tags, licenses,
several weeks so plan ahead) ¢
etc.
Friends and Family



Cabinet painting before & after

3906 N. Kenneth

Before After

2253 N. Greenview

Before After



Staging & Remodeling

2107 N. Magnolia #1B
Tour @ homes.mggroupchicago.com/Renovate2107nMagnolialB

Before After

Before After
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°i‘aBudget

Staging is a very important, and cost effective, part of the home
selling process. Staging your home to show off its qualities can
only add to your final selling price. On average, people receive

$2 in increased sale price for every
$1 they put into staging a home.

When staging your home
for sale there are

to take into consideration as
you work your way through

each room of your home. C LO S E TS
..





















Single Family Home Listing Information Sheet

I. Personal Information

Name(s) of Seller(s):

Property Address:

Current Mailing Address:

Home Phone:

Business Phone:

Cell Phone:

Email Address:

Il. Showing Information/Instructions

Does the property have a security system?
Please provide code and any specific instructions, if yes.

Are there any bad times for showings?

Best person(s) to contact to schedule showings (please include name/number/email)?

If there are tenants, please provide all contact and lease information (lease price, lease expiration, etc).

We will assume a showing time is acceptable if we give you at least 24 hours’ notice without having to wait
for you to “approve” the showing. In other words, you don’t have to say “yes” to a showing but will say “NO”

if the time doesn’t work. IS THIS OK?

Are signs allowed? If yes, where is the best place to install a sign?

Ill. Pet Information

Do you have pets?
If yes, please provide names and any specific handling instructions.

IV. Property Information

When was the building last tuckpointed/sealed?
How old is the roof?

How old are the windows?

How old is the furnace?

How old is the water heater?

How old is the A/C?



e Utilities — Please provide your People’s Gas account number and ComEd account number. We will enter them
into the MLS to show average utility costs. No one will see the account number, just the average utility bill
amounts over an annual basis.

e People’s Gas Account Number:
e ComkEd Account Number:

e Property PIN#:
Property Tax Amount: $

e Where is parking located? If no parking, what/where is the nearest rental parking option?
e Do you have additional storage? If yes, where is storage located?
e Describe any improvements or upgrades made and provide details, so we have the information for showings.

e Have you had any work/repairs done for water infiltration of any kind in basement, through windows, roof or
otherwise? If yes, please describe in detail in the next section.

o Describe ANY REPAIRS made to the property INCLUDING:
O What was the issue that was fixed (i.e., water intrusion through the ceiling, in basement, windows,
etc)?
0 What was done to repair the issue (i.e., new roof, foundation cracks sealed, lintels replaced, etc)?

0 When was the issue discovered (i.e., MARCH 2013) AND when was it fixed (i.e., APRIL 2013) (provide a
YEAR at least but MONTH and YEAR is best)?

0 Was a warranty provided for the work?

0 Is the warranty transferable to the new buyer?

0 Did you make an insurance claim for any of the issues above? If so, for which one(s)?

O Please provide us a PDF of any receipts/invoices or insurance claims related to the diagnosis and

repair of the issue.
***NOTE: If you reasonably believe to have resolved the issue, it does not necessarily need to be disclosed on the
official disclosure paperwork included herein but having all of the above information will help us answer any
questions during showing and/or during attorney review or inspection once we’re under contract

e Isthere any personal property you wish to EXCLUDE from the sale (e.g. light fixtures, appliances, furniture, etc.)?

e Any other information we should know about the property?
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