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BIOGRAPHY

With over a decade of experience working in real estate, Marki
Lemons has established herself as a leading expert in the
residential real estate industry. In a market experiencing near
record numbers of short sales and foreclosures, Marki has used
her dynamic, professional attitude and vast experience to become
known as Chicago’s “Queen of Foreclosures” and “Social Media
Implementation Specialist”.

By consistently offering sound industry analysis and professional
guidance, Marki’s expertise is regularly featured in The Chicago
Tribune, Chicago Agent Magazine, Chicago REALTOR® Magazine,
and has also been included on CBS News Chicago and HGTV.

Not only is Marki an exceptional agent, but she is also a dedicated
educator. In 2010 Marki was named the lllinois Real Estate
Educator of the Year. Marki began her career in education in 1993
and currently works as a speaker, instructor, and coach, teaching
social media, technology, gamification, marketing, special interest
classes and continuing education courses. In addition, Marki is
certified to teach courses for ABR, eEdge, ePro, REBAC and The
Women’s Council of REALTORS®.

Beyond her work in education and with Keller Williams, Marki
served on the Board of Directors for the Chicago Association of
FOCUSED ON REAL ESTATE  pegjtors® (2006-2008), is the Chairman for the Chicago
Association of Realtors® Education Foundation, eEdge
Ambassador with Keller Williams, Former Chairperson of the
Trainer, Author, Coach Education Work Group, Board of Directors member for the
Dearborn Real Estate Board and member of the Education Work
Group for the lllinois Association of Realtors®.

National Speaker &

ABR, ABRM, ADPR, CDEl, CRS,
CRB, €Certified, ePo, Green,
2V = ki T=o B i a0 [ o 1= d8] Marki resides in Bronzeville with her husband Stephen and their
Certified Instructor, MBA, SFR two sons Skyler and Austin. She holds a Bachelor of Science
degree in Management from Chicago State University and a
Q U E E N O F Master’s in Business Administration from Saint Xavier University.
FORECLOSURE
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National Association of REALTORS®, eEdge, ePro, CRB, Women’s Council of REALTORS®, and REBAC,
— Chicago, IL

Speaker, Trainer, Coach, and Certified Distance Education Instructor (March 2006-Present)

Provides seminars, coaching, individual and group training on: Social Media Implementation, Social
Networking, Technology, Business Management, Marketing, Foreclosures, and Short Sales.
Instrumental in the long-term strategic plans of the REALTORS® Real Estate School through active
and hands-on participation with the Strategic Planning Committee. Developed new working
mission, enhanced existing education and training programs, and developed instructor training on
social media.

Create, maintain, and execute social media courses, guides, and checklist.

Researched, developed, and designed short sale course and Accredited Distressed Property
Representative (ADPR) designation. ADPR® is currently approved for continuing education in
numerous states.

Consistently receive high student evaluation marks (4.5+ on 5.0 scale).

Marki Lemons Unlimited — Chicago, IL
Social Media Coach (2008-Present)

Advocate of social media implementation through active participation in social networking and
gamification utilizing social media tools and mobile applications. Research and design social media
courses and tutorials for small to medium businesses.

Identify and develop relationships with local, national, and international social media influencers to
maximize ability to reach audience and achieve goals. Consistently builds new relationships and
strengthen existing relationships on LinkedIn, Facebook, Twitter, YouTube, Blog Talk Radio, and
Ning.

Social media engagement platforms and monitoring tools include: Tweetdeck, Hootsuite, Social
Mentions, Google Alerts, and Klout.

Gamification tools used to become community expert by obtaining the status, of Mayor, Dutchess,
Baroness, and numerous badges on Foursquare and Yelp.

Launched Blog through Posterous, Tumblr, and Wordpress.
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TEACH AND TRAINING EXPERIENCE (CONTINUED)

KELLER WILLIAMS REALTY — Chicago, IL

eEdge Ambassador, Director of Education, Regional Certified Instructor (October 2006-March 2008
and May 2010-Present)

Oversee development and implementation of technology, social media, continuing education, and
special interest classes for lllinois real estate agents. Mentor and coach a core of 15 agents on time
social media blocking, business planning, and marketing.

m Create new monthly special interest classes and seminars on Craigslist, Google, Mobile Technology,
SEM, SEQ, and Video Development.

m Create a comprehensive social media strategy to define programs that use social media marketing
techniques to increase visibility, traffic , and consumer engagement across the Keller Williams
brand.

®  Online advocate of #KWRI, #SFR, and #rebcchi to engage in dialogue and answer questions where
appropriate

® Recommends, builds and executes campaigns for Twitter, You Tube and other social media
channels as required.

Prudential Rubloff Properties — Chicago, IL

Certified Residential Broker/Team Founder-The ADPR Team/Buffini Certified Mentor
(March 2008-May 2010)

®  Quoted in the New York Times, Forbes, Chicago Tribune, Chicago Sun-Times, Pioneer Press, and
WBIG.

National authority on the subject matter of short sales, foreclosures, and social networking.

Implemented social media strategy by becoming a public advocate of the ADPR® in social media
spaces, engaged in dialogue and answered questions. Actively participated in group blogging,
vlogging, and conducted online seminars.

m Conducted, gathered, and analyzed market research to determine social media opportunities and
competiveness

m Received Presidents Award for dedication and commitment to real estate by giving of time,
resources, and education to Chicago REALTORS®.

Marxa LEmons
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PROFESSIONAL EXPERIENCE

Chicago City Colleges/Harold Washington College — Chicago, IL

Continuing Education Instructor, Adjunct Instructor of Business and Entrepreneurship
(September 2006-2010)

Taught Short Sale: The Result of Foreclosure, Real Estate Finance, lllinois 45 Hour Pre-License Course,
Applied Principle 2000, Broker Management, and Foreclosure Courses.

m Design course descriptions, learning objectives, course syllabi, and exams for classes administered
through the CE department.

® Presented foreclosure options to 500 attendees at Money Smart Week.

HOMES2SELL, INC — Chicago, IL

Founder, Certified Residential Broker (April 2002-October 2006)

Initiated plan to develop a Discount Real Estate Brokerage Corporation that would focus on capturing

10 percent of its immediate market share. Initiated marketing campaign that consisted of launching a

web site, benches, billboards, print media and collateral materials.

® 2006: Elected to serve on the Board of Directors for the Chicago Association of REALTORS®. The
Chicago Association of REALTORS® is the third largest Real Estate Board in the United States.

®  2004: Received Bronze Level award from Chicago Association of REALTORS® for closing over 50
transactions.

m  Developed monthly sales plan: set goals, identified account maintenance needed, targeted special
problems requiring attention, set up schedule of appointments.

® Trained agents and brokers, emphasizing buyer representation, strategic business planning, and
marketing.

Markr Levons
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FIRST PRIORITY MORTGAGE COMPANY — Chicago, IL
Sales Manager, Licensed lllinois Loan Originator (July 1999-July 2006)

Directed 12 loan officers in developing territory from ground up and expanding sales from zero to $20
million. Conceived and developed direct mail campaign that targeted 2000 upscale renters with the
ability to purchase up to $400 million in real estate.

Created school teachers’ purchase program that targeted 800 schools and 32,000 educators
through flyers and poster distribution.

Made presentation at Home Buyers’ Seminar, business meetings; hosted bowling
tournament/dinners for clients.

Commended by management and customers for ability to build trust and confidence, resulting in
repeat business and increased sales.

LEM’S BAR-B-QUE RESTAURANT - Chicago, IL
Vice President / Marketing Manager (1991-1999)

Directed operation in selling $2 million annually in Bar-B-Que products. Responsible for all aspects of
business development, marketing, quality assurance, new product development, and staff
development. Independently produced business plan and advertising samples.

Created lunch menu and added three new products that increased revenue by $175,000 in 1998.

Designed multi-media advertising via radio, newspaper, billboard, and sponsorship, which
increased sales by 31%.

Negotiated multi-year sales and service contracts through the Chicago Park District and the Office
of Special Events. Produced average daily sales of $15,000 at the Chicago Blues, Gospel, and Jazz
Fest.

Wrote and issued press releases for National Bar-B-Que Month which led to feature articles in
N’DIGO, Travel & Leisure, Chicago Sun-Times, and The Citizen.

Developed ad copy for institutional, commercial, and retail packaging of sauce and seasoning
products.
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PRESENTATIONS

m  Accredited Distressed Property Representative: presented to more than 500 REALTORS® at various
locations in lllinois, 2009.

®  Mastering Social Networking in 30-Minutes a Day: presented at the Chicago Association of
REALTORS®, Chicago, lllinois, 2009.

m Certified Specialist of Short Sales: presented to 210 REALTORS® at the Indiana Association of
REALTORS® Winter Conference — Indianapolis, Indiana, 2009.

®  Mastering Social Networking in 30 Minutes per Day: presented to 40 Rubloff REALTORS®, Chicago,
Illinois, 2009.

What My Son Told Me to Do: presented to 250 Toastmasters Members at the Fall District

The Spirit of an Entrepreneur: presented to 100 Chicago Public Schools Culinary Students, Chicago,
Illinois, 2008.

m The Business of Short Sales and Foreclosures”: presented to 100 REALTORS® at the Cedar Rapids
Annual Meeting, Cedar Rapids, lowa, 2008.

m Today’s Real Estate Market”: presented to 50 Investors at the Annual Invest with Passion Brunch,
Chicago, lllinois, 2007.

®  Your Code of Professionalism: presented to 100 REALTORS® at the International Forum, Chicago,
IL, 2007.

® Plan Your Business: presented to 30 Keller Williams Agents, Chicago, IL, 2006.

PROFESSIONAL PUBLICATIONS

Lemons, M. (2009). Get’em on the Same Page. lllinois REALTOR® Magazine.
Lemons, M. (2009). Don’t Sell Yourself Short. Real Estate Business Magazine
Lemons, M. (2009). Market Yourself for Success with Distressed Properties. www.wcr.org.

Lemons, M. (2008). Time isn’t of the Essence in the World of Foreclosures and Short Sales. Chicago
REALTORS® Magazine.

Lemons, M. (2008). Who or What Can We Blame? Chicago REALTORS® Magazine.

Lemons, M. (2008). Locating Comparable Properties for Appraisals Becomes Hard Due to Increasing
Multifamily Foreclosures. Multi-Housing News.
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BPO-Certified Instructor — 2011

HAFA-Certified Instructor — 2010

ePro-Certified Instructor — 2010

GREEN-Certified Instructor — 2009

Short Sale and Foreclosure Resource Certification (SFR)-Certified Instructor — 2009
Certified Mentor, Buffini and Company — 2009

eCertified — 2009

Accredited Distressed Property Representative (ADPR) — 2008

Certified Distance Education Instructor (CDEI) — 2008

Certified Negotiation Expert (CNE) — 2008

Quality Service Certified (QSC) — 2008

Keller Williams Realty Certified Regional Instructor — 2007

Indiana Approved Continuing Education Instructor — 2007

Indiana Licensed Real Estate Broker — 2007

Certified lllinois Broker Management Instructor — 2007

Certified Residential Specialist (CRS) — 2006

lllinois Licensed Continuing Education Instructor — 2006

Certified Residential Broker (CRB) — 2006

lllinois Licensed Real Estate Instructor — 2006

lllinois Licensed Loan Originator — 2005

Accredited Buyer’s Representative Manager (ABRM) — 2004

Accredited Buyer’s Representative (ABR) — 2004

Certified Residential Mortgage Specialist (CRMS) — 2002

lllinois Licensed Real Estate Broker — 2002

Women’s Self-Employment Project, Entrepreneurial Training Program — 1999
Bachelor of Science, Hospitality Management, Chicago State University, Chicago, IL — 1993
Master of Business Administration, Saint Xavier University, Chicago, IL — 1996
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PROFESSIONAL AFFILIATIONS

® Chicago Association of REALTORS® — Chairman, Chicago Association of REALTORS® Education
Foundation (CAREF); Board of Directors (2006-2008); Chairperson, Education Work Group; and Co-
Chairperson, Equal Opportunity/Cultural Diversity Working Group

m lllinois Association of REALTORS® — Chairperson, Equal Opportunity/Cultural Diversity Working
Group, Education Working Group

m Dearborn Real Estate Board — Board of Directors(2007-2008)

m National Association of REALTORS® —2010 and 2011 Planning Committee, Member
®  Association of lllinois Real Estate Educators — 2010 Real Estate Educator of the Year
®  The Real Estate Educators Association — Member

®  MJM Speakers Circle — VP Public Relations, Competent Communicator, Humorous Speech Winner:
Club, Area, Division, and District

AWARDS & ACHIEVEMENTS

m  Chicago Association of REALTORS® Outstanding Sales Achievement Award — 2005
m Chicago Association of REALTORS® Outstanding Sales Achievement Award — 2006
m  Keller Williams-Bronze Award — 2007

®  NAHREP-Short Sale Panelist — 2008

m Presidents Award-Chicago Association of REALTORS® — 2009

®  Fine Homes Specialist-Certificate of Designation — 2009

m Certified Career Development Specialist — Prudential Real Estate , 2010

m REALTOR® Magazine Feature Article — July/August 2010

®  Educator of the Year — lllinois, 2010

Markr Levons
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Marki Lemons Unlimited provides classes, coaching, and seminars to
individuals, groups, associations, banks, government entities and

municipalities that are grounded in reality and theory. Marki Lemons

practices real estate daily, enabling her to paint a realistic picture in the

ONS classroom that enhances the participants' ability to learn visually and

verbally. As a fifth generation entrepreneur, Marki Lemons takes a business

approach to her classes, and is always seeking new and creative ways to
increase the REALTORS’® bottom line through education. As a testament to
this philosophy, Marki has nine real estate licenses and fourteen
designations and certifications, which allows her the opportunity to apply
her business sense to all areas of real estate.

FOCUSED ON REAL ESTATE

The Accredited Distressed Property Representative (ADPR®) designation
focuses on training REALTORS®, attorneys, investors, and homeowners to
be proficient in conducting short sale transactions. This designation
educates and supports those who have decided to integrate the emergent
niche market of short sales and foreclosures into their business. It is
awarded to those who successfully complete the required education
courses. The designation is comprised of four — 3 hour classes. Currently,
the designation is approved for 6 hours of CE in multiple states.

Lead by Marki Lemons, the ADPR® Team at Keller Williams Chicago
Consulting Group specializes in affordable and luxury distressed property
sales in Chicago and its surrounding suburbs. The ADPR® Referral Network
is comprised of REALTORS® who have ranked among the top 10% or
REALTORS® in Chicago in addition to holding the top designations,
certifications, and awards bestowed among the best REALTORS® in the
country. The team includes a marketing specialist, listing and buyer agents,
and an executive assistant.

Referral Network

Keller Williams Chicago Consultant Group is a licensed branch school of the
Illinois Association of REALTORS®. Through the branch school courses are
offered in pre-license, broker, broker management, continuing education,
designations and certification. In addition to meeting the needs of state
® licensing and continuing education Keller Williams agents are offered
additional courses grounded in the “Millionaire Real Estate Agent” mindset.

Markr Levons

Phone: 773-CE-MARKI | Fax: 888-350-9221 | Email: info@markilemons.com UNLIMITED

FOCUSED ON REAL ESTATE



http://www.markilemons.com/
mailto:info@markilemons.com

r,

TESTIMONIALS

What People Are Saying?

“I had the pleasure of taking an excellent three- hour SHORT SALE COURSE at our recent IAR convention at
Keystone Crossing. Marki Lemons was the instructor and she is interested in making a presentation to our
board to teach a class in our MIBOR CE CURRICULUM, particularly SHORT SALES and FORECLOSURES. As |
do short sales on daily basis, | found that this was by far one of the best short sale CE classes that | have
taken. Marki Lemons comprehensively presented the materials in a concise, succinct and use- friendly
format, and she stayed on point, covering all goals of the class overview.” — TR

“Thank you very much for your course presentation today at the Naperville MORE. | really liked your
straight- forwardness and depth of information, which is needed in today’s real estate market.” — BL

“I can’t tell you how much our members enjoyed your class. The response was fantastic, and we would love
to have you join us again.” — 1AR

“I thought your class was terrific! | have done four short sales, and | still learned a lot even though | wasn’t
sosure | would.” — DP

“Your presentation was perhaps the most professional real estate training that | have experienced. It was
content- rich, and well- organized and presented.” — GR

“It was wonderful to be educated by a bright and talented individual who knows her stuff!! My team of four
was present, and we all enjoyed your presentation. Thanks so much. Now comes the tough work, which is
us following the instructions. We will succeed!”— Anonymous

“I don't know when | have actually enjoyed a CE course more! Great info and you present in such a to-the-
point style. Thank you for taking the time to share your information with us in Indianapolis this week.” — NS

“I highly recommend Marki Lemons. | attended several real estate classes that were taught by Marki
Lemons. As a "rookie" real estate agent, | found her teachings to be invaluable in my first six months in this
exciting, yet challenging profession. | found her teaching style to be quite engaging. She draws on her vast
experience to provide colorful anecdotes to help make otherwise mundane material exciting.” — MK

“Thank you for everything; you are a great/fantastic teacher, wonderful mentor and great person. | learned
a lot from the class and am really fired up about exploring the area of real estate. The one thing that you
did was expose us/open us up to the many opportunities that exists in this area that | was not aware of...”
-GT

“Hi! | had the pleasure of attending your Short Sale Seminar @ the 2008 Indianapolis Fall Conference.
You're awesome...I could have spent the whole day listening to you. | have learned so much! | am sure that |
am not alone, and please know | appreciate you taking the time to share!” — SP

Mark Lemons
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AS SEEN ON...

Marki Lemons has been featured on and in various media outlets, such as:
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SAMPLE PUBLISHED ARTICLE

Coaching

Marki D). Lemons, CRB

Don’t Sell Yourself Short
Working the hand you have been dealt

The growing world of foreclosures and short sales
doesn’t give you a second chance to gamble with
yoruar real estate license or your real estate business.
In some markets, distressed properties (short sales
and real estate owned, or REOQ) outpace traditional
sales and will contimae to grow through 2012,
January 2009 started a new trend in which Opticn
ARM and Alt-A mortgages began to reset and
default at a rate that will cutpace the subprime
mortgage market.

Ilove being a REALTOR® becanse it affords me
the opportunity to learn something new every day.
Becausa of my love for this profession, Thave foand
it necessary to stay abreast of changes, statistics and
‘trends in the distressed real estate market to ensare
that I can contime to enjoy the benefits that belng
1 REALTOR® offers me. As the (salf-professed)
‘Cueen of Foreclosures, my business is comprised of
short-sale listings and buyers seeking short sales and
REC properties. My quest for knowledge has led to
4 game plan that keeps my phone ringing but, more
importantly, keeps me in compliance with state kv,
the Matlonal Assockation of REALTORS® Code of
Bthics, and my local MLS rules and regulations.

In working the hand that you hawe been dealt, it

15 necessary to stay informed of new forms and
changes to wour lecal MLS. Since introducing short
sales imto my business back in 2004, T now have up
to 17 additional forms I'use in my business to stay
in compliance and grow my distressed real estate
‘business. ¥ou can find these forms in the CRB web
site’s Knowledge Center.

The forms that you use will be contingent upon the

‘mortgage theory in the state where you practice real
estate. The three mortgage thearies are lien, title and
imtermediate theory. The mortgage theary of your

& Zepafc: 2000
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state determines who the owner of the property is
priorto foreclosure. 't also gives the galdelines for
the duration of the forecloswre process,

Each form has a parpose, but T use the forms that
mylocal and state assoclations have approved
‘because thess forms have been reviewed by
attorneys and are in alignment with all of the rules
and regulations.

Rider to the Listing Agreement

Before you conduct a short-gale transaction, it

1s important to review yoar local assocition

forms and contracts. My local association has
implemented riders to help with the short-sale
transaction. The flrst rideris used at the time of
listing the property. This would explain to the
‘homeowner that the property will be marketed as a
shart sale, that the rules and regulations of the MLS
do apply to short-sale transactions, that the sale of
the praperty 1s subject to Len holder'(s) approval
‘to accept less than what Is owed on the loan andy
or lien. The seller must comey to the lender thelr
current financial information, and the commission
may be modified based on the lenders approval
‘which could change the cooperating commission
‘belng offered.

“As Is” Addendum

In a shori-sale transaction, the seller Is showing
they do not have the monetary ability to meet thelr
monthly fimancial abligations. All short sales sheuld
e sold In “as 15" condition becase the sdler doesnt
have the financial means to make modiflcations
and repairs to the property. Using the “as is™ rider
doesnt eliminate the need to use all federal and
state disclosures. Buyers who are purchasing a
property in “as is™ condition are stll entitled to have

waanri.com

| love bein
a BREALTOF
because it
affords me the
opportunity to
learn something
new every day

ahome Inspection. The home inspaction findings
can Jead to aprice reduction.

Short Sale Rider 1o the Sales Contract

once you have secured a ready, willing and able
buyer, it makes life 2 1ot easier if the buyer and
seller are on the same page. A short-sale rider to
the purchase and sale contract should address the
Lsaue of time, For lenders, time is not of the essence
and shart-gale approvals ate averaging thres to four
manths. There isa provisien for a “lender approval
deadline.” I recommend that this approval be dated
according to the sverage time it takes for short-sale
approval where you practice real estate,

The rideralso states that deadlines can begln at
the time of execution of the contract or once the
lien helder approves the offer. Due to the condition
of some short-sale properties, it is recommended
to b all deadlines to begin at exscution of

the comtract becaus it {5 easier and Less time-
consuming to ask for a price reduction up from
instead ofwaiting until after you have a lender’s
approval.

Educating yourself and ather REALTORS® will
allow you the opportunity to play a fair hand. 1t is
essentlal that everyone understand the rules and
regulations as we enter the lang haul of distressed
real estate transactons,

Miarki D, Lemons, CRE, iz broker associaie for
Rublcff Residential Properties in Chicage. In addition,
she is co-foumder of www foretrmining. com and
Jounder of the ADPR professional designation.

For Manngers, Brcher and Oweers

Join the Conversation!
Webinars & e-Roundtables for
CRBE members

“Effective Wﬂs to Help Your
Dffice Go Green”
Tuesday,

3 - 4p.m. [COT)

“g-Roundtable: Secrets to
Success”
Tuesday, October 20, 2009
3 - 4p.m. (COT)

“FREE Web Sites for
Recrulting New &
Experienced Agenis”

Tuesday, November 3, 2009
4 - 5p.m. (CST)

“g-Roundtable: How to

Create a Virtual Real Estate

World for Your Staff & Team”
Tuesday, November 24, 2009

4-5p.m. (CST)

Visit www.CRE.com and click on
the "Education” tab at the fop of
‘the Home Page for more information
and o register.

Marxi /emons
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FOR IMMEDIATE RELEASE

Short Sales: Preserving Property Values in a Deteriorating Market

CHICAGQO, IL, October 2010 — In light of the steady increase in foreclosures across the US, short sales
are proving to be a viable solution to slow down the national decline in property values. A short sale,
which is the process of selling the property for less than what is owed to the bank before the
foreclosure judgment, also reduces the number of vacant bank-owned properties on the market.
However, many are unaware of the short sale process. To combat the huge learning curve for
transacting short sales, Marki Lemons, Professional Speaker, is reaching out to consumers and
REALTORS® alike, offering information on how to successfully conduct short sales.

“Short sales help preserve community values by not allowing a property to become bank-owned. In
some communities bank-owned properties are selling for ten cents on the dollar,” Mrs. Lemons,
Chairman of the Chicago Association of REALTORS® Education Foundation said this week. “Local MLS
can now provide data on the resale value of traditional, short sale, and bank-owned properties. The
numbers prove that a property will retain more value if it is sold as a short sale versus being sold as a
bank-owned property. In addition, every house occupied keeps people employed at companies like
ComEd, People’s Energy and Comcast, to name a few.”

For REALTORS®, fostering a strong knowledge of the foreclosure and short sale market is an effective
way to not only help buyers and sellers, but also to preserve community property values. Buyers are in
search of a good deal, and sellers are desperate to know their options when facing foreclosure and if
they will be able to purchase a home in the future. Many people can benefit from Marki Lemons’
valuable expertise in this broad and confusing area.

About Marki Lemons:

Marki Lemons, MBA, Chicago's "Foreclosure Queen," has worked in real estate for over a decade,
establishing herself as a leading expert in the residential real estate industry. A passionate advocate of
education, she is a trainer for numerous real estate associations. She is also Chairman of the C.A.R.
Education Foundation and the Chairperson for the Education Subcommittee. Marki Lemons is regularly
featured in The Chicago Tribune, Chicago Agent Magazine, Chicago REALTOR Magazine, and has
appeared on CBS and HGTV.

For more information, please visit http://www.markilemons.com. To arrange an interview or speaking
engagement with Marki Lemons, please contact Marki Lemons at 773-454-0274.
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