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c u s t o m  c o n t e n t

WHO’S 
BROKERING  

LOS ANGELES
Residential Real Estate All-Stars

THE 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 
second annual “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!

075-97_WhosBrokeringLA_supp.indd   75 10/25/18   3:44 PM



76   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT       OCTOBER 29, 2018

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
Josh Altman and Matt Altman
The Altman Brothers
Douglas Elliman

S tars of Bravo’s “Million Dollar Listing LA,” 
Josh Altman and Matt Altman live and 
breathe real estate. Since joining Douglas 

Elliman in 2015, the duo has produced more 
than two billion dollars in sales volume. The 
Altman Brothers extensive sales reached  $401 

million in 2017, which include the sale of the Bradbury Estates property for $24.4 million, and Kim 
Kardashian and Kanye West’s Bel Air Crest mansion for $17.8 million. Covering the Central 
Los Angeles, Westside Cities and the San Fernando Valley regions, the Altman duo also set 
a Redondo Beach record with a $22.65 million sale. Josh and Matt Altman’s passion for real 
estate, drive, expertise and extensive client relationships attribute to their success.

Santiago Arana
The Agency

O ver the past 12 months, Santiago Arana has achieved more than 
$468 million total sales volume. Ranked sixth in the country, 
Arana has gained a reputation as one of the most distinguished 

real estate agents in Los Angeles, garnering national recognition that 
includes being named among the Top 250 Realtors in the United States 
by Real Trends as advertised in The Wall Street Journal for seven 
consecutive years. Part of a power trio that includes Billy Rose and 
Mauricio Umansky, Santiago joined The Agency in 2014 as Principal 

and Partner, specializing in high-end residential real estate and new construction in Beverly Hills, 
Bel Air, Holmby Hills, the Sunset Strip, Pacific Palisades, Brentwood, Santa Monica and Malibu. 
Spearheading the company’s new Westside offices in Brentwood and Pacific Palisades, he doubled 
his business in 2016 with his sales volume topping $305 Million. To date, Santiago has closed over 
$2 Billion worth of real estate, netting over $420 Million in sales volume in 2017 alone.

Avi Barazani
Coldwell Banker Residential Brokerage

W ith almost 30 years of experience in real estate, and as a sales 
associate with Coldwell Banker for 20 years, Avi Barazani has 
an outstanding reputation for high standards of professionalism, 

knowledge, and honesty. An expert in residential development, Barazani 
has worked with some of the most distinguished developers in prime 
areas of the San Fernando Valley. He has been involved throughout his 
career with the purchase and sale of land, multiple units, condominiums, 

and custom-built estate homes. Working out of the Studio City office, he has been the number 
one agent in Coldwell Banker Valley offices for the past three years. With 30 closed transactions 
worth over $60 million just this past year, Barazani has repeatedly attained Society of Excellence 
standing, the highest level of achievement for Coldwell Banker, and is consistently ranked in the 
top 1% of the company worldwide. His careful attention to detail, long experience, negotiating 
skills, and comprehensive market knowledge make him a valued friend and resource for his clients 
and professional colleagues.

Fred Bernstein
Westside Estate Agency

S ince graduating from UCLA, Fred Bernstein has participated in 
several record setting transactions in Bel Air and Malibu. He has 
been practicing the real estate profession for 13 years now, all of 

which with Westside Estate Agency. Bernstein has deep connections in 
the business world, and by combining them with his strong work ethic, 
he has been able to build up a set of skills which allow him to close 
high-pressure deals (with his sales exceeding $76 million in the past 
year), while insulating his clients from any stress.

Jeff Biebuyck and Dana Olmes
Dana & Jeff Luxury Estates
Compass

D ana Olmes and Jeff Biebuyck are consistent top producers, rank-
ing among the top 1% of agents in the county. As consummate 
professionals, the duo provide their clients with the highest level 

of service to reach their unique real estate goals. Last year, Biebuyck 
and Olmes’ team were exclusively invited to the “Exclusive Referral 
Group to The World’s Best Realtors.” This network allows nationally 
recognized industry legends to come together and connect like never 

before. Olmes and Biebuyck report that they are proud to be among this elite group of agents, 
who consistently remain at the top of their individual markets, as well as the collective real 
estate industry nationwide. 

 

Philip Boroda
Coldwell Banker

Philip Boroda is the consummate real estate professional. He is a broker 
associate and a consistent office leader in reputation, professionalism, and 
success. In the last twelve months he has taken and sold 62 Listings with 

an average sales price $843,000. Boroda displays consistency year over year. 
It is the rare Realtor who takes a listing each and every week, but this is not 
uncommon for Boroda. Currently he has 10 active Listings and 9 pending 
with an average List Price of $923,000. Colleagues and clients report that his 

culture of lead generation is second to none. On top of his incredible work ethic is his effort to maintain 
a big and enjoyable life. Boroda lives a life of working, learning, and playing. He enjoys life to the fullest. 
He shows his passion in all he does, often inspiring other realtors to do the same.

Boni Bryant and Joe Reichling
Bryant \ Reichling Real Estate
Compass

Boni Bryant and Joe Reichling are a 
residential real estate team that helps 
buyers and sellers in the greater Los 

Angeles area, with a focus on Los Feliz, Silver 
Lake, Hollywood Hills, West Hollywood, 
and Hancock Park. The team consists of 
trusted advisors, expert marketers, and skillful 

negotiators. Bryant and Reichling are focused on delivering the best results, and are passionate 
about simplifying the process for clients. Situations that at first may appear overwhelming quickly 
become clarified, resulting in a clear path forward, and a sense of confidence and control. Included in 
Bryant’s and Reichling’s hundreds of satisfied clients are first-time buyers, homeowners, sophisticated 
investors, and leading developers of new-construction residential projects. When clients work with 
Bryant \ Reichling, they align themselves and their assets with a genuinely respected name in real 
estate, Compass. Bryant and Reichling leverage this exclusive affiliation, along with their own 
impeccable reputation in the brokerage community and deep ties with tastemakers and influencers, 
to help clients achieve the best outcomes when buying and selling real estate.

Ernie Carswell
Douglas Elliman

Ernie Carswell’s focus is on building relationships of trust – both with 
clients,  customers and colleagues. In his experience, it’s been proven that 
at some point during every real estate transaction, trust is the necessary 

element that will decide the fate of the deal. His daily vision to look for long 
term results and to measure each deed with how it will serve the long term 
view is one of the reasons behind his success. In the last 12 months, he’s 
been responsible for more than $219.4 million in gross sales. Carswell is no 
stranger to the spotlight, either. Representing the Brady Bunch house sale 

earlier this year had unbelievable media impact nationwide. He relishes a challenge, too. A big challenge 
project he’s currently handling is in contract for five years and involving entities of international intrigue 
and reach – although the financial value may be about $20 million when completed. 

Dennis Chernov
Chernov Team

Dennis Chernov started his career within real estate at the young 
age of 16 and grew to be one of the top real estate consultants and 
loan officers. During 2008 when the recession hit, he joined Keller 

Williams Realty full time. Since then he has been the top agent in Studio 
City and runs a very successful and productive team. He treats each client 
with the integrity and dedication they deserve. The Wall Street Journal 
ranked the Chernov Team #6 in LA County, #16 in California & #60 
in the U.S, among all agents! With $223.3 million closed by transaction 

volume in 2017, Chernov’s largest sale was the recent closing of 16174 Woodvale Road in Encino, 
which sold for $8,5 million. Chernov continues to be successful through his drive, integrity and 
energy. He is making a significant impact in the Valley and beyond!

Irene Dazzan-Palmer
Coldwell Banker Residential Brokerage

O ver the past 12 months, Irene Dazzan-Palmer has had a total 
transaction dollar volume of approximately $150 million.  She is a 
consistent top producer in Coldwell Banker’s Malibu Colony office 

and an Estates Director for Coldwell Banker Global Luxury brand. She 
has amassed over $5 billion in career sales and a history of selling some of 
the nation’s most significant coastal homes. She has earned a prestigious 
membership in the Society of Excellence, Coldwell Banker’s highest honor 
for the top 1% real estate agents nationwide.  Dazzan-Palmer’s record 

listings and sales have been the subject of international attention over the last three decades. Known 
for her incomparable market strategy, commended for her unsurpassed negotiation skills, and valued 
for her perceptiveness of the market.  Dazzan-Palmer’s clientele includes investors, entertainment 
figures, doctors, attorneys and corporate executives – many of whom have become cherished friends – 
generating mega-million dollar sales of Malibu oceanfront and bluff estates.
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Philip Baroda 
CalRE# 00822192 

Avi Barazani 
CalRE# 01004601 

Irene Dazzan-Palmer 
CalRE# 00597226

Brent Watson 
CalRE# 01183125 

Ben Lee 
CalRE# 01808926 

Lisa Hutchins 
CalRE# 01018644 

Real estate agents affiliated with Coldwell Banker Residential Brokerage are independent contractor sales associates, not employees. ©2018 Coldwell Banker Residential Brokerage. All Rights Reserved. Coldwell Banker Residential Brokerage fully supports the 
principles of the Fair Housing Act and the Equal Opportunity Act. Owned by a subsidiary of NRT LLC. Coldwell Banker and the Coldwell Banker Logo are registered service marks owned by Coldwell Banker Real Estate LLC.  481059GLA_10/18

Coldwell Banker®

Coldwell Banker Residential Brokerage proudly recognizes the independent agents featured in the 
Los Angeles Business Journal's Who's Brokering Los Angeles Residential Real Estate Report.

ColdwellBankerHomes.com

CONGRATULATES
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Nourmand
&Associates
Four Decades. Three Offices.
Two Generations. One Respected Name.

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

NourmandRE

@NourmandRE

@NourmandRE
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office line: 310.274.4000

421 N Beverly Dr. Suite 200
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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

NourmandRE

@NourmandRE

@NourmandRE

129 N Rockingham Ave 
Brentwood Park
8 BED | 12 BATH | $13,495,000 

One of the last great compounds in Brentwood Park. This Mediterranean 
inspired Estate rests on nearly one lush acre and offers 14,000 sq ft of 
luxurious living space complete with canyon views.
Listed by Rochelle Atlas Maize & Gayle Weiss

804 N Crescent Drive
Beverly Hills
6 BED | 6.5 BATH | $10,500,000

Prime Beverly Hills flats Storybook Traditional, situated on over 20,000 
sq ft of park-like grounds. Great entertainment home with large family 
room that opens to a large grassy yard with pool and spa.
Listed by Michael Nourmand & Zach Steinberg

1263 Delresto Drive
Beverly Hills P.O.
5 BED | 6 BATH | $4,999,000

Illustrious history of being the former home of an iconic musician 
in Lower Beverly Hills Post Office. Gated and in move-in condition. 
Classic European architecture with a modern flare.
Listed by Jill Epstein & Myra Nourmand

1404 Dawnridge Drive
Beverly Hills P.O.
6 BED | 7 BATH | $8,745,000

Discreetly poised at the end of the cul-de-sac on top of a summit, 
this luxurious Contemporary-Mediterranean style Estate overlooks the 
enchanting Los Angeles skyline. Amazing wine room, sauna, & elevator.
Listed by Myra Nourmand & Pate Stevens

Dominating 
Los Angeles for 
over 40 years.
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WHO’S BROKERING LA RESIDENTIAL REAL ESTATE LIST

NOURMAND & ASSOCIATES CONGRATULATES

ROCHELLE ATLAS MAIZE

ROCHELLE ATLAS MAIZE

rochelle@rochellemaize.com

www.rochellemaize.com

dre#:01365331

direct: 310.968.8828

office: 310.274.4000

JUST LISTED  |  THE PENTHOUSE ON OCEAN SANTA MONICA  |  $15 M

JUST SOLD  |  801 N FOOTHILL RD BEVERLY HILLS  |  $18.9 M

REDUCED  |  612 N TRENTON DR BEVERLY HILLS |  $7,495,000

07-106_labj_fullpages_20181029.indd   80 10/24/18   1:21 PM



OCTOBER 29, 2018   CUSTOM CONTENT – LOS ANGELES BUSINESS JOURNAL   81   

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
Carl Gambino
Westside Estate Agency

Having established his real estate career in New York, Carl Gambino 
has successfully translated his energy and transactional style to the 
Los Angeles market, with the most transactions of any agent in the 

company over the past 12 months. Truly a top performer, Gambino’s 
sales volume has more than doubled since his arrival in Los Angeles five 
years ago, with an average of three transactions per month. In the past 
12 months he’s represented sales in excess of $52 million.

Gary Glass
Berkshire Hathaway HomeServices California Properties

As a hands-on agent who promotes a client-first mentality, Gary Glass’ 
greatest joy lies within finding treasures for his clients. For over 29 
years, Glass has ranked in the top 20 among all Berkshire Hathaway 

HomeServices agents nationwide, and has sold more than $1 billion 
in real estate. As a longtime resident of the Westside, Glass has an 
extensive understanding and knowledge of the market, in every regard. 
Complementing his extensive knowledge of the Westside real estate 

market are his stellar networking skills and negotiating techniques – key traits that set Glass apart. 
He holds himself to the finest standards of integrity, innovation, and excellence, a testament to his 
commitment to his profession.

Mark Gruskin
Westside Estate Agency

Mark Gruskin has established deep roots as one of the very top 
agents in Malibu, and has garnered the nickname “Malibu 
Mark” based on his proven track record as a top agent in 

the area and region for several years.  Gruskin’s background as 
an attorney and as a lifelong resident of Malibu ensures that his 
clients get the ultimate transactional experience, and is why he is 
consistently a top area producer with sales volume of more than $44 
million in the past 12 months.

James Harris and David Parnes
The Agency

Together, James Harris and David Parnes 
have completed more than $230 million 
of transactions in the past 12 months, 

including 630 Nimes Rd. in Bel Air (sold 
for $56 million), 900 Stradella in Bel Air 
(sold for $41 million), 200 Delfern in Bel Air 
(sold for $30 million) and 911 Tione in Bel 
Air (sold for $25.7 million).The partners’ 

“no-nonsense” approach to closing deals, coupled with their extensive network of high-net-worth 
international and domestic clients, enabled them to sell approximately $250 million for 2015 and 
2016, while 2017 was a record-breaking year with over $500 million in sales earning the partners 
The Agency’s MVP Award in 2017. Recently, among other deals, the partners represented the $30 
million sale of 438 N. Faring Road in Holmby Hills, for which they represented both buyer and 
seller. The partners also represented the third highest sale ever in Malibu for a staggering $69.9 
million. Harris and Parnes represented three of the 10 highest sales in Los Angeles in 2017. 

Juliette Hohnen
Douglas Elliman

Juliette Hohnen provides a concierge-type service for her clients.  
In an ever more competitive market, she believes that any home 
newly on the market must blow away the competition. As a house 

flipper and trained interior designer, Hohnen goes into a house, paints, 
renovates and updates, stages, and landscapes to get her clients results. 
Formerly a Journalist for MTV and magazine editor, many of the 
musicians, actors, and directors became clients. She recently listed  
Academy Award Winning Editor Anne V Coates’ Condo on the 

market. Her total sales volume for the last 12 months was $76.5 million. Some of Hohnen’s recent 
sales of note include a $27.5 million sale in Beverly Park; a $7.7 million sale on High Oak Drive 
(which she helped the buyer purchase); a $7.7 million McNell Ojai listing she helped the owner 
buy and then sell later after renovation; and a $4.15 million sale of 917 Nowita in (same client as 
the Ojai listing – she helped this client with three transactions in 2018 alone!).

Tracy Do
Compass

Tracy Do has established herself as a residential real estate force on 
Los Angeles’ east side, known for presenting beautiful properties 
and negotiating the very best terms for her clients. Do understands 

quality in design and architecture, which is reflected in her own home, 
a Mid-Century Modern circa 1957, where she lives with her husband, 
daughter and their two beloved shelter kitties. Years ago, Do recognized 
the emerging potential of the “Eastside” communities including Los Feliz, 
Silver Lake, Echo Park and the surrounding neighborhoods. Putting in 

long hours, and proving her dedication to the needs of every single client, Do has built a team of 
24 agents and a sterling reputation. She works at a lower average price point than many of LA’s top 
producers, yet Do is ranked #25 in LA County (per the Los Angeles Business Journal) and #116 in 
the U.S. Her volume in the past 12 months is just over $232.8 million.

Richard Ehrlich
Westside Estate Agency

Celebrating two decades in the business, Richard Ehrlich has 
segued from his early “hungry” days to become one of the 
foremost agents for a celebrity and entertainment industry 

clientele. Ehrlich’s unwavering dedication and hard work have 
earned him the reputation of delivering exceptional representation. 
With a sales volume of exceeding $80 million in the last 12 months, 
it’s clear Ehrlich is as tenacious as he had been in his “hungry” days.

Jill Epstein
Nourmand & Associates

Jill Epstein has been a successful high-end real estate agent in the 
Los Angeles market for over 30 years. 2018 has been an especially 
fruitful year, with Epstein closing close to $60 million in sales, 

including representing the buyer on 703 N. Palm Drive in Beverly 
Hills, which was purchased for $13,575,000 in July. Epstein was born 
and raised in the Los Angeles area and has expert knowledge of the 
many distinct neighborhoods that make up this great city. She has 

helped clients buy and sell real estates from Malibu to Hancock Park and everything in between, 
with an emphasis on Beverly Hills and Century City. Epstein has also found great success selling 
properties off-market so even the most discreet buyers feel comfortable leaving their homes in 
her hands. Since joining Nourmand & Associates, Epstein has been a consistent top producer 
and has sold over half a billion dollars throughout her illustrious career.

Drew Fenton
Hilton & Hyland

With over $2.6 billion in sales since 2007, Drew Fenton has had 
the honor and privilege of representing the most pedigreed 
and significant 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, Fenton at an early age came to appreciate fine design and 
period details. Specializing in significant estate properties, he has listed 
and sold over 30 properties in excess of $20 million. It is no wonder 

Fenton has such a legendary  sales record.

Josh Flagg
Josh Flagg Enterprises

Josh Flagg is one of America’s most successful and sought after luxury 
real estate agents, having completed more than two billion dollars in 
residential real estate sales in the past 13 years. His record sales and 

unrelenting work ethic have lead to him being recently recognized by 
The Wall Street Journal as one of the top-ranked agents in California 
and nationally by sales volume and as a top 25 real estate agent by The 
Hollywood Reporter. Flagg has been the agent for many of Hollywood’s 
biggest names, including Merv Griffin, Adam Levine, Steve Aoki, 

Shonda Rhymes, and Chicago’s Robert Lamm, to name a few. He has also for many years represented 
distinguished families including the Debartolos, the Bloomingdales, the Gettys, and many more. 
In 2012, Flagg earned the distinction of being named a Forbes’ 30 under 30. He lives with his 
husband Bobby Boyd in Beverly Hills.
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Adi Livyatan
Rodeo Realty

Aluxury home specialist, Adi Livyatan is a top producing real estate 
professional and is the Number One agent in Rodeo Realty’s 
Sherman Oaks office. Recognized by “Who’s Who in Luxury Real 

Estate,” she is one of the country’s top realtors. Livyatan has been 
a consistent award-winning associate for several years, winning the 
President’s Circle Elite award for a number of years, and is one of a very 
select group who won the Chairman’s Award for her production in 2015, 
2016 and 2017. Livyatan was also featured in Real Trends top 250.  She 

specializes in new construction in the San Fernando Valley and surrounding communities. Known 
for her integrity, honesty, and knowledge, she is committed to providing the highest level of 
service to all of her clients.

Jay Luchs  and Steven Schaefer
Newmark Residential

Jay Luchs may be widely known as a 
leading commercial real estate broker, but 
what many may not be aware of is that 

he is also fast becoming just as prominent 
in luxury residential real estate. In 2015, 
Luchs partnered with Steven Schaefer 
and co-founded Newmark Residential at 
Newmark Knight Frank. Both born and 

raised in Maryland, Luchs and Schaefer set a simple mission in place: to serve Luchs’ existing 
client base and provide unmatched strategic planning and negotiation services for residential 
sale and lease transactions. In just the past 12 months, the duo has been responsible for selling 
over $140 million in residential; most recently a $24 million contemporary estate in Malibu 
and a $ 26.5 million traditional estate in Beverly Hills.

Chad Lund
Douglas Elliman

Chad Lund of Douglas Elliman is a leading realtor who in the 
past 12 months has achieved more than  $66.37 million. Lund’s 
colleagues and clients have shared that it is his unparalleled work 

ethic, in-depth market knowledge, persistence, consistency, good 
nature, and negotiation skills that have blended together to make 
him the success that he is. Lund specializes in the Westwood and 
Century City markets. 

Rochelle Maize
Nourmand & Associates

Known as Los Angeles’ real estate maven, Rochelle Atlas Maize is 
synonymous with the gold standard of luxury real estate. As the 
Executive Director of the Luxury Estates Division at Nourmand 

& Associates, she has earned an enviable position as one of Los 
Angeles’ most successful and sought-after real estate agents -- even in 
Southern California’s ultra-competitive market. With a client roster 
that includes award-winning actors, entertainment industry executives, 

renowned artists, foreign investors and other high-net-worth individuals, Rochelle has multiple 
jaw-dropping accomplishments to her credit, thanks to her creativity, financial acumen and 
work ethic. With more than $500 million in sales over the last three years, Maize has put a new 
spin on the luxury real estate game, focusing on the core areas of Bel Air, Holmby Hills, Beverly 
Hills, Hollywood Hills, Brentwood and select beach communities. Maize is frequently chosen to 
represent the most unique properties in Los Angeles.

Linda May
Hilton & Hyland

Over the last three decades, Linda May has become the go-
to, luxury real estate broker in Los Angeles’ most prestigious 
neighborhoods. Her specialty is marketing residential listings 

with a rich architectural and historical pedigree, as well as hotspot 
development opportunities. Last year was May’s most successful year 
to date and 2018 is shaping up to have a similar, if not better outlook.  
May’s most recent notable, as well as, personal record breaking 
sale, was the Brad Grey Estate in Holmby Hills, which resulted in 

a significant double-ended sale in under two months. With a total sales volume of over $320 
million in the last 12 months, May only continues to soar in luxury real estate through her 
knowledge of the market, her expansive network of contacts and her experience as a foremost, 
acknowledged and successful real estate broker on the Westside.

Lisa Hutchins
Coldwell Banker Residential Brokerage

lisa Hutchins has in the last 12 months completed over $90 million in 
residential real estate transactions. She has, in fact, concluded several 
sales of over $7 million. Hutchins’ attention to detail and her devotion 

to real estate and her clients are legendary. Her family history includes her 
unbelievable real estate mother, Lucy McBain; her great grandfather C.E. 
Toberman – “Mr. Hollywood,” who built the Hollywood Roosevelt Hotel, 
Chinese, Egyptian and El Capitan Theatres; and her great great uncle who 
was Mayor James Toberman of Los Angeles.

Sally Forster Jones
Compass

Sally Forster Jones’ professional progression over the past 35+ years 
has resulted in her becoming one of the top real estate brokers in 
Southern California and beyond. In 2015, Jones and her team were 

ranked the #9 team nationally of all brokers in all companies by WSJ 
Real Trends for total sales volume. Jones has closed approximately $600 
million in total sales over the past two years and she is constantly setting 
the bar for Los Angeles real estate. She has closed approximately $4 
billion in total sales over her entire career. Jones draws on years of real 

estate experience and a genuine passion for the business. Her extensive industry knowledge ranges 
from residential sales, luxury and architecturally significant properties, new developments, and 
commercial transactions. 

Eli Karon
Douglas Elliman

With a total transaction volume for the past 12 months of more 
than $39.27 million, the key quality that have led to Eli Karon’s 
success in a competitive and saturated real estate market has been 

caring deeply about each client and transaction. Karon’s clients work 
with him because they trust he always has their best interests in mind, 
which he considers 100% of the time. Karon strives to see more homes 
than any other agent as he believes there’s no substitute for knowledge. 
He also makes sure he works alongside a great team, from business 

partners to team coordinators to marketing and listing coordinators. Perhaps his most unique deal 
was a “home swap,” where his clients were selling a $2.1 million home and buying a $4 million 
home. The seller of the $4 million home was buying the clients’ $2.1 million home. Essentially 
they traded places, so coordinating the move-outs was unique and tricky but Karon managed all 
the moving parts and resulted in a win-win for everyone involved. 

Janice Lee
Berkshire Hathaway HomeServices California Properties

Working out of her Pasadena office, Janice Lee is one of the most 
successful and respected real estate professionals in the San 
Gabriel Valley. Among her many accolades, she is most proud to 

have received the Berkshire Hathaway HomeServices 25-Year Legend 
Award, presented to only six agents among the company’s entire 
international agent network. Lee draws on the seasoned portfolio of 
skills and experience she has gained throughout her three-decades-plus 
career. Born in Taipei, Taiwan, raised in San Francisco, and fluent in 

Chinese and English, Lee truly understands both cultures. This experience gives her a unique and 
powerful edge when communicating and negotiating on behalf of her clients. Lee is ranked in the 
top one-half of one percent among all Berkshire Hathaway HomeServices agents nationwide. She 
also has played key roles with the San Marino School Foundation and in raising more than $2 
million for schools in San Marino. Her latest project is serving as board member for Pacific Clinics, 
the largest nonprofit behavioral healthcare organization in Southern California. 

Ben Lee
Coldwell Banker Residential Brokerage

Born and raised in West Los Angeles, Coldwell Banker’s Ben Lee 
is currently ranked number one in the top producing CB office in 
the world: Beverly Hills North.  With over $140 million in sales in 

2018 to date, what sets Lee apart is his warm, outgoing personality and 
uncanny knack for connecting clients with their ideal properties. Lee’s 
varied career path leading up to real estate has given him a rare depth 
of knowledge that has contributed to his success.  After graduation from 
Wesleyan University, Lee worked in the music industry where he learned 

the value of creativity and the intricacies involving the wants and needs of artists and executives 
alike.  Loyola Law School followed and his time spent as a real estate lawyer gave Lee the expertise 
to analyze contracts as well as handle complicated negotiations on behalf of his clients. Bringing 
these experiences to his real estate practice, coupled with a love of connecting with people from 
all walks of life, has made him a consummate professional.
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JAY LUCHS
VICE CHAIRMAN
NEWMARK KNIGHT FRANK

T 310 407 6585
jay.luchs@ngkf.com
CA RE License #01260345
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We are so proud 
to congratulate our 
agents on this amazing 
accomplishment.
Who's Brokering LA 2018

Boni Bryant & Joe Reichling

Courtney + Kurt Real Estate

Jeff Biebuyck + Dana Olmes

Sally Forster Jones

Stephanie Younger

Tracy Do

compass.com
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Stephanie Younger
—
310.499.2020
hello@stephanieyounger.com
DRE 01365696

7456 Henefer Avenue
5 Bed 4.5 Bath 3,600 Sq Ft | $2,794,000

Architectural Urban Farmhouse

8590 Hollywood Boulevard
Offered at $7,950,000

Architectural Tour-de-Force by Jeff Lewis

“Real estate is an emotional journey. 

We appreciate being able to support 

our clients every step of the process. 

That's what makes practicing real 

estate so fulfilling for our team and 

life-changing for our clients."

Boni Bryant & 
Joe Reichling
—
323.854.1780
boni.bryant@compass.com
DRE 01245334 | 01427385

“With a partnership spanning 12 years, and having 

brokered over $500M in sales - we provide our 

clients a sophisticated, concierge experience. Our 

team consists of trusted advisors, expert marketers, 

and skillful negotiators, focused on delivering the 

best results, and passionate about simplifying 

the process for Buyers and Sellers.”
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W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
George Ouzounian
The Oz Group

George Ouzounian, CEO and Founder of The Oz Group at Keller 
Williams Encino/Sherman Oaks now leads one of the most 
successful teams in Los Angeles. His uninterrupted experience of 

over 10 years in real estate, finance and development enable him to give 
clients valued information regarding purchase, refinance, and sales of 
property. His goal is to provide clients with a personalized and unique 
approach to their real estate needs and to exceed their expectations and 
goals. He strives to build relationships that are for a lifetime, not one 

transaction. He is a true believer in the American dream and loves to help families achieve their 
goals through homeownership. Ouzounian achieved over $39 million in volume over 12 months 
with 43 sides. He closed his largest sale this year, a Mount Olympus home for $7.4 million that 
was listed with multiple agents for over four years. He is known for outstanding client service, 24/7 
availability, high tech marketing techniques, personal touches, negotiating expert and placing 
clients’ interests before his own.

Katie Pardee
Halton Pardee + Partners, Inc.

Katie Pardee has assisted a diverse clientele totaling over $313 million 
in purchases since 2009. Her unique and varied skill set has been 
instrumental in helping people find their dream home and creating 

long-lasting, trusting relationships. Her sales volume in the last 12 
months for residential property is more than $91.35 million with over 
39 transactions. The energy from the beach community is what Pardee 
thrives on and she appreciates everything it has to offer. She has said, “I 
can’t imagine being anywhere but here. I love my job and am so proud 

of all that we do. We’re all family here and a crazy bunch. Every day is a blast and there is always 
something new to experience and share!” Her journey working at Halton Pardee has come full 
circle this year as she is newly married to a prior client of hers.

Tami Pardee
Halton Pardee + Partners, Inc.

Tami Halton Pardee’s expertise in Southern California real estate, 
entrepreneurship and philanthropy is as good as it gets. As Founder 
and CEO of Halton Pardee + Partners, she  has built a concierge 

real estate company that has sold over $3.6 billion worth of residential 
and commercial properties. Her sales volume in the last 12 months is 
more than $414.18 million, with over 412 transactions. Realizing the 
importance of giving back, Pardee founded the Life Change Warriors 
program, which recently surpassed $1.3 million in community donations. 

Other recognitions include Los Angeles Business Journal’s “Top 50 Women-Owned Businesses,” 
“Los Angeles’ 500 Most Influential People,” and Good Housekeeping’s “Awesome Women Award.”

Kurt Rappaport
Westside Estate Agency

With three decades of experience, Kurt Rappaport, the co-founder 
of Westside Estate Agency, is one of the predominant agents in 
the United States. Having sold the most expensive homes in Los 

Angeles and with a client list that reads as a veritable ‘Who’s Who” 
of business, entertainment and technology, Rappaport has established 
himself as a “go to guy” in the ultra-luxury arena. In the past 12 months, 
Rappaport’s sales volume has topped one billion dollars.

Billy Rose
The Agency

Billy Rose has completed approximately $165 million of transactions 
in the past 12 months including some marquee sales such as 720 
Elm (listed at $16.5 million), 8046 Okean Terrace (listed at $5.695 

million) and 17085 Rancho (listed at $8.75 million). Rose has been 
representing high net-worth and celebrity clients for more than 25 
years; first, as an entertainment and real estate lawyer, then as a motion 
picture agent, and now as a broker. As a result, Rose understands what 
it takes to render quality representation (under, at times, high-pressured 

circumstances) with the utmost of confidentiality and professionalism. The transition from 
lawyer/agent to realtor was natural for Rose in another way. By the time he obtained his broker’s 
license, Rose had already developed, designed and sold a number of “spec” homes. A native of Los 
Angeles, on any given day, Rose can be found traversing the city from Point Dume to Downtown 
LA in search of properties for clients. 

Tyrone McKillen
Hilton & Hyland

Tyrone McKillen is the director of new developments at Hilton 
and Hyland and ranked in the Top 10 agents in Los Angeles 
consistently breaking records year over year specializing in 

development opportunities and new construction. McKillen’s 
extensive knowledge in development through collaborations with top 
architects and designers around the world has put him at the forefront 
of the development curve allowing him to represent some of the most 
exciting and sophisticated new products in the marketplace. In the last 

12 months alone, McKillen’s sales volume has totaled $325 million, including the high-profile 
Bel-Air sale of $88 million and the Devlin Drive sale of $31.5 million.

Marc Noah
Sotheby’s International Realty

In just a short period of time, Marc Noah has found success in 
real estate by remaining true to his integrity. He’s known among 
clients and colleagues alike for his professionalism, sincerity and 

dedication to delivering a superior level of customer service. Noah’s 
accomplishments have pushed him to become a top ranking agent 
within our rankings, climbing year-over-year. Noah’s total transaction 
volume in past 12 months was approximately $102.58 million, with 
some the highlights being his largest deals – a $20 million deal, a $16 

million deal and quite a few other deals of more than $10 million, including many off-market. 

Michael Nourmand
Nourmand & Associates

Michael Nourmand is a second generation high-end real estate 
broker in Los Angeles and president of the luxury boutique 
brokerage, Nourmand & Associates. His father, Saeed Nourmand, 

founded Nourmand & Associates over 40 years ago and it remains one 
of the last family-owned boutique brokerages in southern California. Not 
only does Nourmand oversee the business operations of the agency, he 
is also a successful realtor, having sold almost $80 million in the past 12 
months alone. He represents high-net worth clients including many in 

the entertainment industry as well as prominent businesspeople. One of his notable sales this year 
includes representing the buyer for singer Adam Levine’s home in Holmby Hills, which sold for 
$18 million. Nourmand is a local product of Beverly Hills, where he was born, raised, and attended 
school. He went on to graduate magna cum laude from USC with a degree in international 
business. A true local, he brings a unique expertise to his clients of the ever-changing Los Angeles 
real estate market.

Myra Nourmand
Nourmand & Associates

As one of the only owners/principals of a boutique residential luxury 
real estate brokerage in the country, Myra Nourmand clearly exists 
in a league of her own. With over $1 billion in sales throughout her 

storied career, Nourmand not only has staying power in a constantly 
changing industry, she is also a very successful agent in her own right. 
Having represented clients in the entertainment industry, from actors to 
producers to singers, Nourmand has a rolodex of high-profile clients that 
she has helped buy and sell homes for in neighborhoods such as Beverly 

Hills, Brentwood, Holmby Hills, Pacific Palisades, and Malibu. Nourmand also represents a 
number of high net-worth clients with the most discerning taste that she regularly helps find truly 
unique properties for. Her talent for maintaining life-long relationships with her clients as well as 
her unparalleled ability to find perfectly matched properties has led to her long and fruitful career. 

David Offer
Berkshire Hatahaway HomeServices California Properties

For over 26 years, David Offer has proudly built his real estate career 
– one satisfied client at a time. Offer’s unrelenting work ethic, his 
thorough knowledge of the marketplace, and his integrity have 

earned him an impeccable reputation in the industry. Not surprisingly, 
nearly 95 percent of his business comes from repeat clients, or referrals 
from satisfied clients. His clients especially value his wise counsel 
concerning any situation that may arise in buying or selling a home, 
and the up-to-date information he is able to provide them. Offer, who is 

based at the Brentwood Office, is the number one producing agent among all Berkshire Hathaway 
HomeServices agents nationwide, an honor he has maintained since 2012. Having completed 
over 910 transactions totaling in excess of just under $3 billion, and armed with a master’s degree 
in architecture from Southern California Institute of Architecture, Offer is uniquely qualified to 
provide the finest representation in the industry.
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CON
GRAT
ULATI
ONS
TO JOSH & MATT ALTMAN, 
JULIETTE HOHNEN, 
ERNIE CARSWELL, 
ELI KARON 
AND CHAD LUND 
LISTED AS 

WE RECOGNIZE ALL OF OUR 
EXCEPTIONAL AGENTS
FOR THEIR STELLAR ACHIEVEMENTS.

T O P  B R O K E R S 
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elliman.com/california
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W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
Stephen Shapiro
Westside Estate Agency

Throughout the industry, Stephen Shapiro is known as a pacesetter 
and innovator in the marketing and representation of ultra-luxury 
high-end properties and high-net worth buyers. His creativity and 

constant pushing of the envelope are the reasons he is year-after-year 
at the forefront of the Los Angeles real estate scene. With consistent 
record setting sales in his more than 40 years in the business, proven by 
sales volume in excess of $375 million over the last 12 months, Shapiro 
has developed a balance of incorporating technology with a true client 

centric hands-on approach, resulting in the superior representation of some of the world’s most 
important and influential people.

Marc and Rory Shevin
Berkshire Hathaway HomeServices 
California Properties

With over 50 years of combined real 
estate experience in the marketing and 
sales of residential real estate and land 

for development, Marc and Rory Shevin are 
widely known throughout the region to be the 
area experts. Specializing in luxury residential 
estates, with a focus on Calabasas and Hidden 

Hills, the Shevins hold the record for the highest sale price achieved in Hidden Hills, both in 2018 
as well as in the history of Hidden Hills. Over the past 10 years, they also have been involved in 
every real estate transaction in Hidden Hills over $10 million. Marc and Rory Shevin consistently 
rank in the Top 10 teams among all Berkshire Hathaway HomeServices agents nationwide. They 
currently are the number one team for Berkshire Hathaway HomeServices California Properties, 
with 2018 year-to-date sales of more than $190 million. In the course of their business, Marc and 
Rory Shevin represent local families, sports and entertainment industry personalities, business 
managers, developers, investors, lenders, and many others. 

Courtney Smith and Kurt Wisner
The Courtney + Kurt Real Estate Team
Compass

Over the years, Courtney Smith and Kurt 
Wisner have assembled an incredible 
team of specialists – the “Courtney + 

Kurt Real Estate Team,” who “put the plus” 
in everything they do. In partnering with 
Compass, the Courtney + Kurt team is able to 
offer clients unparalleled support along with 

the latest in cutting-edge technology. Their strong business ethics and strategic thinking, coupled 
with the group’s nearly 150 years of combined real estate experience, create a unique sales team. 
Their clients appreciate their enthusiasm, integrity and personal approach.

Kerry Ann Sullivan
Halton Pardee + Partners, Inc.

Kerry Ann Sullivan’s charisma and passion for life is apparent the 
moment you meet her. An east coast transplant, she was lured to the 
sunny Venice Beach lifestyle and met her future mentor, Tami Pardee 

at a cycling class. Fast-forward six years later, and Sullivan is now one 
of Halton Pardee’s top producers. In the past 12 months, Sullivan’s sales 
volume has been more than $102.58 million with over 46 transactions. 
Her passion for community and history made real estate a natural 
progression. She likes to say that “every house tells a story.” And so her 

lifelong love of looking at houses became her dream job.

Mauricio Umansky
The Agency

Founder and CEO of The Agency, Mauricio Umansky set out to 
create an industry-disrupting brokerage that would redefine the 
business of real estate. Since its inception in 2011, The Agency 

has done that and much more, ranking among the Inc. 5000 list of the 
fastest-growing private companies in the country for three consecutive 
years. The firm has expanded to more than 450 agents in 24 offices 
worldwide. Umansky holds the distinction of selling the most homes 
in the country priced above $20 million. He has represented some of 

the world’s most noteworthy properties, including the Playboy Mansion, the first house in L.A. to 
sell above the $100 million mark, Walt Disney Estate, and residences owned by Michael Jackson, 
Michael Jordan and Prince.  Umansky and The Agency also represent some of the world’s top 
developers and resort brands, including One&Only, Six Senses and Ritz-Carlton. 

Brent Watson
Coldwell Banker Residential Brokerage

Brent Watson is a real estate professional whose career has spanned 
more than 22 years of success in every economic climate. His clients 
include business leaders, artists and media executives whose sale and 

purchase needs range from beachfront properties in Malibu, estates in 
Beverly Hills, to penthouse lofts downtown - and everything in between. 
With impressive knowledge and a unique level of dedication, he has 
developed an array of services that provide his clients with tremendous 
results. His advertising campaigns, known for their creativity, are 

based on solid marketing concepts that reach intended audiences clearly and directly and elicit 
emotional response and action. Acknowledged as a consistent top producer, Watson’s outstanding 
results have earned him the loyalty, respect and referrals of his clients, whether they are seasoned 
investors or first-time buyers. A skilled communicator and astute listener who is committed to his 
clients’ goals, Watson is a solid, powerful negotiator who “will not leave what’s yours on the table.”

Branden and Rayni Williams
Hilton & Hyland

Arecord breaking team year after year, 
Branden and Rayni Williams hold over 
$4 billion in career sales. The dynamic 

duo hold the record for the most expensive 
house ever sold in Los Angeles (for $110 
million). They hold the highest priced sales 
in Bel-Air, Beverly Hills, Malibu, the Sunset 
Strip and Los Feliz. They also actively list two 

of the most notable estates in the nation, each over $180 million. Possessing the unlearnable skill 
of being an LA native, Branden has the explicit knowledge and street smarts to connect dots and 
close the uncloseable, often putting deals together before they hit the market. His partner Rayni 
has the finesse and grace that complete the ultimate yin and yang powerhouse. Her expertise in 
negotiation and telling it like it is has made her one of the most influential female businesswomen 
in the nation. Together, the duo bring a style, flair, and, most importantly, an air of humility rarely 
seen in real estate. 

Jonah Wilson
Hilton & Hyland

A born and raised Angeleno with deep family roots in the 
entertainment business, Jonah Wilson has consistently operated 
in the upper reaches of LA’s luxury market for the last 30 years.  

Wilson’s clients share his appreciation for highly special properties, 
and most importantly, discretion throughout the process. A 
testament to Wilson’s personal approach is his total absence on social 
media or self promotion. Over 90% of his clients are either repeat 
clients or personal referrals. In the last 12 months alone, Wilson’s 

total sales volume has surpassed $300 million.

Rhett Winchell
Kennedy Wilson

Rhett Winchell is a real estate broker with 35 years of professional 
experience at global real estate investment company Kennedy 
Wilson. As President of the Real Estate Sales & Marketing group, 

Winchell leads a team of top agents in the industry. As a pioneer, 
Winchell has developed a proven accelerated marketing program 
that simplifies and streamlines the sale process while maximizing 
the sales price.  Winchell’s clients include the highest echelon 
of real estate industry executives including financial institutions, 

governments, developers and investors. With over 50,000 properties sold worldwide, 
Winchell’s expertise extends to a wide range of property types including single family, new 
home developments, five-star resorts, bank owned (REO), government owned (FDIC), multi-
family and commercial income, probate and trust, tax sales, and bulk offerings. Winchell’s 
unique and varied abilities to manage complex real estate transactions has resulted in sales of 
over $10 billion in commercial and residential real estate. 

Stephanie Younger
Compass

A Los Angeles native and a top real estate agent in the area, 
Stephanie Younger has brought a world of experience and vision 
to her clients throughout her long and successful real estate 

career. 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. An alumna of Loyola Marymount University 
and long-time Westchester resident, Younger is loyal to the Westside 

with a commitment to serving the people and communities she knows and loves, especially 
Westchester, Playa del Rey, Marina del Rey, Playa Vista and the surrounding areas. 
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2727 BENEDICT CANYON, BEVERLY HILLS 

$68,000,000 | 11 BR, 17 BA 

Off the famed Benedict Canyon, moments from 

Rodeo Drive and The Beverly Hills Hotel, lies one 

of the most incredible and secluded compounds 

in all of Beverly Hills. Behind these amazing gates, 

is over approximately 14 acres of pure magic that 

has been accumulated over many years to create 

the ultimate 5 parcel paradise. Escape from the 

day-to-day in this tranquil wonderland. 

14 Acre Dream 
Compound 
in Beverly Hills 

9255 DOHENY DRIVE PH1 & PH2, WEST HOLLYWOOD 

$48,888,888 

Live on top of the world. For the fi rst time ever 

on the market, you can purchase the entire top 

fl oor at the exclusive Sierra Towers, a full service, 

full amenity high rise building. A unique and rare 

offering, this white boxed approx. 11,000 square 

foot double penthouse is one massive raw space 

for you to create your masterpiece. Offering 

360 degree views throughout Los Angeles, from 

Hollywood Hills to DTLA to the ocean.

The Mansion 
in the Sky 

JOSH & MATT ALTMAN
Realtors® 

O 310.819.3250
Josh@TheAltmanBrothers.com
TheAltmanBrothers.Elliman.com

DRE# 01764587 / 01874316

150 EL CAMINO DRIVE, BEVERLY HILLS, CA 90212. 310.595.3888 © 2018 DOUGLAS ELLIMAN REAL ESTATE. ALL MATERIAL PRESENTED HEREIN IS INTENDED FOR INFORMATION PURPOSES ONLY. WHILE, THIS INFORMATION IS BELIEVED TO BE CORRECT, IT IS REPRESENTED SUBJECT TO ERRORS, 
OMISSIONS, CHANGES OR WITHDRAWAL WITHOUT NOTICE. ALL PROPERTY INFORMATION, INCLUDING, BUT NOT LIMITED TO SQUARE FOOTAGE, ROOM COUNT, NUMBER OF BEDROOMS AND THE SCHOOL DISTRICT IN PROPERTY LISTINGS SHOULD BE VERIFIED BY YOUR OWN ATTORNEY, ARCHITECT 
OR ZONING EXPERT. IF YOUR PROPERTY IS CURRENTLY LISTED WITH ANOTHER REAL ESTATE BROKER, PLEASE DISREGARD THIS OFFER. IT IS NOT OUR INTENTION TO SOLICIT THE OFFERINGS OF OTHER REAL ESTATE BROKERS. WE COOPERATE WITH THEM FULLY. EQUAL HOUSING OPPORTUNITY. 

9255 DOHENY DRIVE PH1 & PH2, WEST HOLLYWOOD

$48,888,888 

Live on top of the world. For the fi rst time ever 

on the market, you can purchase the entire top 

fl oor at the exclusive Sierra Towers, a full service, 

full amenity high rise building. A unique and rare 

offering, this white boxed approx. 11,000 square 

foot double penthouse is one massive raw space 

for you to create your masterpiece. Offering 

360 degree views throughout Los Angeles, from 

Hollywood Hills to DTLA to the ocean.

The Mansion 
in the Sky 

el l iman.com/cal i fornia
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As technology continues to transform and 
modernize the real estate industry, members  
 of the National Association of Realtors, 

are focused on adapting to and remaining at 
the forefront of this change. Last month, NAR 
kicked-off the inaugural Innovation, Opportunity 
& Investment Summit in San Francisco, where 
realtors joined real estate technology companies 
and the investment community to discuss 
evolutions in real estate technology and strategies 
for realtors to keep up with these trends.

“During the iOi Summit, realtors collaborated 
with leading technology firms to identify realtor-
friendly technology tools and resources. The 
summit is a part of an ongoing process of creating 
a dynamic, competitive real estate market that 
will help NAR advance our members-first mission 
for years to come,” said NAR CEO Bob Goldberg

Following the iOi Summit, NAR developed 
a survey focused on realtors day-to-day use 
of technology and analyzed ways technology 
continues to change how realtors and real 
estate businesses operate. According to the 
2018 REALTOR Technology Survey, realtors 
have spent countless hours and millions of 
dollars advancing real estate technologies and 
keeping up with the latest trends in order to 
further their business. 

“The iOi Summit and the Realtor 
Technology Survey are both initiatives that help 
us better understand realtors’ use of technology, 
embrace change and identify the business 
technology tools of the future. Both are part of 
my vision as CEO, advocating for technologies 
that are realtor-centric and ensure a competitive 
market for consumers throughout the real estate 

transaction,” said Goldberg.
According to the survey, realtors continue to 

find the most value in current technology tools 
that increase efficiency and enhance remote work 
capabilities. The three most valuable technology 
tools realtors used in their businesses, excluding 
email and cell phones, were local MLS websites/
apps (64 percent), lockbox/smart key devices (39 
percent), and social media platforms (28 percent). 

As the real estate market becomes more 
dynamic and competitive with advances 
like smart technology, realtors are becoming 
more familiar with smart home and Internet 
connected devices.

Realtors always stay in touch with the latest 
trends buyers want in their homes. The survey 
found that realtors are most familiar with security 
devices (19 percent), home-connected wearable 
devices (12 percent), and home comfort devices 
(12 percent).

While the majority of agents are satisfied 
with the technology tools provided by their 
broker, they do want some additional tools. 
When asked what additional technology tools 
Realtors would like to see their broker provide 
in the future, respondents most wanted to see 
predictive analytics (36 percent), CRM tools (35 
percent), and transaction management software 
(25 percent).

According to the survey, 41 percent of 
realtors were somewhat satisfied with MLS-
provided technology and nearly 29 percent were 
extremely satisfied with their MLS’s technology 
offerings. Only two percent of respondents do 
not use any of the technology tools or services 
that their MLS offers.

The tech tools that have given respondents 
or their agents the highest number of quality 
business leads in the last year were social media 
(47 percent), their MLS site (32 percent), their 
brokerage’s website (29 percent), and listing 
aggregator sites (29 percent).

The 2018 Realtor Technology Survey was based 
on data collected in March 2018. The survey was 
e-mailed to NAR members, including realtor brokers, 
managers and agents, and generated 2,525 usable 
responses. The survey is available at
nar.realtor/reports/realtor-technology-survey.

T he are becoming more common in the real 
estate industry as an increasing number 
of realtors, members of the National 

Association of Realtors, consider themselves 
a member of a real estate team, according to a 
new survey by NAR.

NAR’s 2018 Teams Survey found that 26 
percent of respondents were members of a real 
estate team while 73 percent were not a member 
of a real estate team.

The definition of a real estate team varies 
and some states describe it as two or more 
real estate salespeople or licensees who work 
together to provide real estate services, or who 
hold themselves out to the public as a member 
of a team. Real estate teams are an appealing 
option as they help sales productivity by letting 
individual team members thrive with their own 
strengths and skill sets.

“The transformation of the real estate 
landscape continues to change the way 
realtors do business. Over the last few years, 
realtors have continued to embrace changing 
technology and business tactics that are 
modernizing the industry. Real estate teams 
are an increasingly popular business model in 
response to consumer demand for a wide range 
of specialties from their realtor as they expect 
constant support throughout the real estate 
transaction,” said NAR CEO Bob Goldberg.

The median year that real estate teams were 

established was in 2014 and realtors typically 
joined their current real estate team in 2016, 
according to the report. Nearly 30 percent of 
realtors had two people on their real estate team, 
with a median number of four team members.

Among respondents that are not currently 
on a real estate team, 16 percent have previously 
been on a team, while 84 percent have never 
been a member of a real estate team. For realtors 
that are not currently on a real estate team, nine 
percent have strongly considered the prospect 
and 30 percent have briefly considered joining 
or starting a real estate team.

The survey asked realtors to choose from 
a list of activities to explain their primary 
functions on a team. The most common 

answer was agent (88 percent), followed by 
broker (50 percent), marketing (47 percent), 
administrative (47 percent) and transaction 
coordinator (34 percent).

“This growing trend not only helps our 
members share workloads and responsibilities, 
but also allow realtors to benefit from the 
experience of fellow professionals. The 
synergies of a well-functioning team are 
often an incentive to relinquish some of the 
independence of a solo practitioner and offer 
many attractive features for both licensees and 
their customers,” said NAR President Elizabeth 
Mendenhall, a sixth-generation realtor from 
Columbia, Missouri and CEO of RE/MAX 
Boone Realty.

The most common compensation 
arrangements within a real estate team were 
fixed commission split (38 percent), graduated 
commission split (22 percent), and 100 percent 
commission split (13 percent).

As real estate teams become a fixture of 
the contemporary real estate environment, 
it is important to understand that real estate 
teams will attract the attention of real estate 
regulators. In recent years, 24 states have 
statutes or formal regulations in place that 
address real estate teams. “These regulations 
may continue to be relatively minimal, 
limited largely to advertising rules. Yet, as 
teams continue to develop and as the practice 
continues to evolve, it is possible that more 
extensive regulations will also develop and 
evolve,” Mendenhall said.

In July 2018, NAR invited a random 
sample of 50,436 active realtors to complete 
the Real Estate Teams survey. A total of 3,483 
useable responses were received for an overall 
response rate of 6.9 percent. At the 95 percent 
confidence level, the margin of error is plus-or-
minus 1.66 percent.

The National Association of Realtors is America’s 
largest trade association, representing 1.3 million 
members involved in all aspects of the residential 
and commercial real estate industries. Learn more 
at nar.realtor

Number of Real Estate Teams is Growing,
NAR Survey Finds

Realtors View Technology as Increasingly Valuable
for Business, Competition

075-97_WhosBrokeringLA_supp.indd   94 10/25/18   3:46 PM



OCTOBER 29, 2018  CUSTOM CONTENT - LOS ANGELES BUSINESS JOURNAL   95   

Call us to get your house PARDEE started!

Are you ready to  
PARDEE?

#1 Sales Team in California  |  #50 Women-Owned Business in Los Angeles
310.907.6517   hello@haltonpardee.com DRE #01858429
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By BRET SPARKS 

Here are some specific tips that will help you 
prepare your home for potential buyers to 
see it in the best possible light.

EXTERIOR TOUCH-UPS 
An important factor in the economy’s 

growth in 2017 was the strength of the 
construction sector. Total hard construction 
expenditures for the four building types included 
in the report totaled $98.6 billion – a $15.6 
billion (18.9 percent) increase from 2016.

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 working. Provide an unobstructed 
view of your home from the street by not park-
ing 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 wel-
coming 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 exterior siding.

Roof. Remove debris such as tree branch-
es 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 visi-
ble items, such as an outdoor grill or barbecue.

INTERIOR TOUCH-UPS 
Experience shows that creating a house 

warming feeling inside your home increases 
its desirability. View your home with a critical 
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 desirability 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 atmosphere. 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, mirrors, 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.

Buying and moving into a new home is 
already a complicated process, but moving 
with children adds an entirely different 

set of requirements and stresses. The National 
Association of Realtors’ 2018 Moving with Kids 
report explores the unique needs of homebuyers 
and sellers with children under 18.

“Buying a house is rarely just a financial 
transaction, especially when children are 
involved,” said NAR President Elizabeth 
Mendenhall, a sixth-generation realtor from 
Columbia, Missouri and CEO of RE/MAX 
Boone Realty. “Parents are choosing the 
home they will raise their kids in, the schools 
their sons and daughters will attend and the 
neighborhood where they will play and make 
friends. Realtors help buyers navigate every 
emotional and financial factor to ensure families 
find their dream home.”

When choosing a home, buyers with 
children tend to purchase larger homes than 
their child-free counterparts. The average 
buyer with children under 18 purchases a 
2,100-square-foot home with 4 bedrooms and 
2 bathrooms, while the average buyer with no 
children chooses a 1,750-square-foot home with 
3 bedrooms and 2 bathrooms. Both groups prefer 
a single-family, detached house.

Unsurprisingly, schools play a critical factor 

in the purchasing decisions of buyers with 
children. Fifty percent of buyers with children 
say the quality of a neighborhood’s school 
district is important, compared to 11 percent 
of buyers without children. Convenience 
and proximity to schools is also a crucial 
consideration to buyers with children, with 45 
percent saying it is important factor. Just six 
percent of buyers without children agreed.

More than a quarter of all buyers with 
children, 27 percent, said childcare expenses 
delayed the process of buying a home. Those 
expenses also have an impact on the buying 
process, forcing buyers with children to make 
compromises on the house they purchase. 
Thirty percent of these buyers compromised on 
the size of their home, 29 percent compromised 
on the price of the home and 22 percent on the 

condition of the home.
Buyers with and without children equally 

relied on the help of an agent during the 
home buying process, with 87 percent of all 
buyers purchasing their home through a real 
estate agent.

When it comes to selling a home, 24 percent 
of those with children choose to sell because 
their house is too small. Only 8 percent of 
people without children at home sold their 
house for the same reason. This is further 
demonstrated when sellers were asked what 
they want most from their agent. Sellers with 
children want their agents to sell their home 
within a specific timeframe (22 percent), more 
so than sellers without children (20 percent). 
However, sellers both with and without children 
expect their agents to provide a broad range of 

services and manage most aspects of their home 
sale, 80 and 79 percent respectively.

For sellers with children, urgent is the 
word that most often describes their selling 
situation: 26 percent of sellers with children 
qualified their need to sell as ‘very urgently’ 
and needed to sell their home as quickly as 
possible. Compare that to only 14 percent of 
sellers without children.

Realtors Help Families Navigate Back-to-School 
Home Shopping

Residential Real Estate Preparation Tips

‘Parents are choosing the home they will 
raise their kids in, the schools their sons and 
daughters will attend and the neighborhood 

where they will play and make friends.’

‘To be a seller you 
have to look at your 
home like a buyer.’

075-97_WhosBrokeringLA_supp.indd   96 10/25/18   3:46 PM



OCTOBER 29, 2018   CUSTOM CONTENT – LOS ANGELES BUSINESS JOURNAL   97   

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

By STEVE AMOS 

Buying a new home is an exciting time for 
anyone.  It’s also very easy to get caught up 
in that excitement and forget some of the 

things you really shouldn’t do when you are 
navigating through the home buying process.  
A few of the major no-no’s are listed below.

NO MAJOR PURCHASE OF ANY KIND 
When you get a raise or accumulate some 

savings, you may find yourself confronted by 
an innate instinct of modern civilized men 
and women.  

The desire to spend money. 
It begins simply, by going out to restaurants, 

then accelerates to purchasing clothing, 
electronic gadgets, and since North Americans 
have a special fondness for the automobile, you 
may even buy a “brand new car.”

If you’re married or ambitious, a few months 
later your thoughts eventually turn toward 
buying your own home.  Or a move-up home, if 
you are already a homeowner.  

Next, you contact a loan officer to get 
prequalified for a mortgage loan.  You state 
your desired price and how much you can 
put down.  You provide your income and 
may even supply pay stubs and W2 forms.  
The loan officer methodically crunches the 
numbers (by telephone, in person, or even 
over the internet).  

“If only you didn’t have this car payment...” 
Apply this thinking to any major purchase that 

would create debt of any kind. This includes 
furniture, appliances, electronic equipment, 
jewelry, vacations, expensive weddings… 
…and automobiles, of course.

DON’T MOVE MONEY AROUND 
When a lender reviews your loan package for 

approval, one of the things they are concerned 
about is the source of funds for your down 
payment and closing costs. Most likely, you will 
be asked to provide statements for the last two or 
three months on any of your liquid assets. This 
includes checking accounts, savings accounts, 
money market funds, certificates of deposit, 
stock statements, mutual funds, and even your 
company 401K and retirement accounts.

If you have been moving money between 
accounts during that time, there may be large 
deposits and withdrawals in some of them.

The mortgage underwriter (the person who 
actually approves your loan) will probably 
require a complete paper trail of all the 
withdrawals and deposits. You may be required 
to produce cancelled checks, deposit receipts, 
and other seemingly inconsequential data, 
which could get quite tedious.

Perhaps you become exasperated at your 
lender, but they are only doing their job 
correctly. To ensure quality control and 
eliminate potential fraud, it is a requirement 
on most loans to completely document the 
source of all funds. Moving your money 

around, even if you are consolidating your 
funds to make it “easier,” could make it more 
difficult for the lender to properly document.

So leave your money where it is until you 
talk to a loan officer.

Oh…don’t change banks, either.

DON’T CHANGE YOUR JOB 
For most people, changing employers will 

not really affect your ability to qualify for a 
mortgage loan, especially if you are going to be 
earning more money.  For some homebuyers, 
however, the effects of changing jobs can be 
disastrous to your loan application.

Steve Amos is a freelance writer.

Things Not to Do Before Purchasing a Home

F O L L O W  U S  O N  S O C I A L  M E D I A

@acseventsla
#giantsofscience

RESEARCH BREAKTHROUGH: 
GENETIC TESTING FOR BRCA1 & BRCA2 GENES

The American Cancer Society has funded 13 researchers 

investigating BRCA1 and BRCA2 genes, which when mutated, 

can lead to an increased risk of hereditary breast and ovarian 

cancers.  This research has helped provide a better understanding of 

the mechanics of, and link between, mutations of these genes 

and has led to genetic testing that has prevented and saved 

countless lives. Thank you to the

Make a donation at 
www.giantsofscience.org 
by November 16th and be entered to win 

a month (ten sessions) of  in-home 
personal training generously 

donated by “Culture of Fitness”.  
Restrictions may apply. 

for being the proud media sponsor 
of the 3rd Annual Giants of Science 

Research Awards Gala.
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