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L 1o A back mw standing, Cary Slerling, Margaret Gacey, Malisss Kojan, Kris Mardirossian, flyssa Garey,
K. Muarie Lim, Kelli Grode, Jodi Dirk. Liz Cooke, Hesther Bergdahl, Shelly Smith. Peter Gragnani.

Lo A fromt ress sitting, Opel Barnes, Dan Usbach, Asthony Margoleas, RBick Lombands, Mary Kay Shaefer .
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A.M. Realty Flies High to Find Homes...
for Buyers Only

ML Realty knoers homy challenging it is to fnd

2 home in Los Anpgebes. With local inveniorics
COMmpany at thelr lowest in 20 vears, the agents af
profile California's leading exclusive buyer's agency,
AM, Realty rely on inmovation, technokagy and
education o hunt ow the most el propenies for thelr dienis
Ths |p,.'._1-|_'gwmlq_'n| reqal estate firm recenthy sireiched o extreme
heights iterallyy wo fnd the most desieable loa for a family in

Pacifle Palisades

“Thee cliemt hacl already identificd the strect whene they wiantcd
to build a Bome — dn the Chautasgua bluffs — wihere they
knew the lots were 10 percent larger than neighboring
strects,” mecalils Anthony Margulcas, owner of & M. Bealty, “But
they also knewr that the backyands of the homes i tis
particular area varied considerably in size and usable area

Marguless spearheaded the research effom as he looked into
the tax records and plat map of the entine streer. Alhoagh the
|1l:|r IEap clearly showed which bots were the largest, it did noe
revicall lopography — whether the bols were Mal o whether
there was enough usahle hackyard space for a swimming pool
Uince he narrowed down the scarch 1o 20 potential properties,
Marguleas came up with o unigque sofution: aerial phorographs
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It cost a little uncer $1.060 to nndermake

thee perial survey and obtain all of the pholographs we needed,”
savs Marpuleas, who has individually sold more than S10H)
million in prosporiies and is roganded as one of the wp bavers
agenis i the natkon. “Once | sat down with my clients to
revicew the photos an CI we oould instaniy see the
differences in each bat, There were six lods that matched sheir
criterii. Im the end, Manguices found and negotiated the

|'.::-r.|1 ot koot fosr his clienes to build their nesw home

You need to know the marker very wiell, and know sl you
roally want Anthony did all of the legwork. He came up with
all of the creative and pro-active approaches o make sure thal
wi gol whit we wanicd. He is good ot godng out and gercing
resilt for his clients” note the couple

That 15 exacthy what Marguleas set out e do in 1995 wwhen he
lsnded A M. Bealne Tired of watching buvers' interests being
overinoked by real estate brokers who were primariby dovoded
i perring the seller the st price or even working both sides
of the transaction, he set owt o start a2 resl estaie business
devared o buyers anly that did oo have *a conlfict of interese”

Mow can a real estate company effectively negotiate the
highest price for the seller and then furn around 1o negotisie
thie boweest peice for the buyver?” a5ks Margodess, “A M. Really
works on one slde of the teansaction, which makes uws twice @s

A client pulling up hivmes an the computer outside the & M, Realty office,
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ciflective. It has been
proven that wsing an
cxclusive Daver's apent
ran save the boyer up
o [ive percent off the
asking price, and s
a week in the bavimge
process,”

Marguleas cites
Nimerous sudscs b
back wp his
wwvard-wrinning approach
i CUSHOMET Service,
which has alrendy
caught the atiention

of ABC Mews, HG TV
il the Los Angeles
limes. For example

i 1999 the Oklavorma
supreme Coort foand
et “a buyer who relics
on the seller's agent or
oy il AFency does
not receive the same
degree of legal
prrodectiod as tal
affrerded by an agem
ACEnE solely odn
beehalf of the huyer

Cither wellknown puhlications such as L1, MNews, Moncy
magiEine and tee Wall Steect Jounmal have printed simdla
findlings. Despite the public’s increasing awareness of this
discrepancy in the real esiile market, Marguless estimates
firms like AM. Realry "make up bess than | percent of all real
CRALE AREnCcies in the Sae”

He hopes o change all of that, o the st cightecn months, the
firm has grown from one office emploving seven people o 22
poople in two offices (Pacific Falisades and Tolecl Lake). Yoled
Best Noew Busimicss e 19987 by the Pacific Palisades Chambser
ol Comimeros, e Compainy oW Soes 48 muuy a5 200 homes
e ot and g2erves more than 175 client: from Maliba o
Manhattan Beech and Calabasas o Hollywood Fiills. The fimm's
grovwth has pushed Marguleas o hire a2 PR consiloant 1o spread
thee o absoir his conipady, which has abready resalied in
Marguleas being interviewed for a new program on the “Fine
Living™ channed, part of the HG TV network

“All ol this grosvth has Been accomplizhed whithoor kg lisdngs”
Marmsleas savs pronsdly. Mor onby has A0, Realiv made a namse for
itscH in the mobust neal estte industey over the B few vesirs, bub
it has also carmed the distinction of being one af the most
technologically acdvanced real estate fimns in Los Angeles

“Al agenits are given a oomputer with a Mt <ereen nonibor @
their dissk” savs Margulcas. “We also set up a compiiter
munitor catside the Pacific Palisades office, which alloas
CUSIOmErs 10 3ocess [he muluple listing service 24 hoars a days

Anthony Marguleas, Broker and Owner of A6, Eealty,

LAl
The company's award winning Wehsite, ELE}"_:_:".'.__'. E.__f_?
www homehuversonhoconm, is one al

thie only real estate sives with accoess w every propermy for sale
in LA, Coamnty
oy advertise teer own properiecs. Consumers can also

divrnloud the most cument real extate contracts from thise sie

a unigue benefit to huyers since most firms

Chrr ultimate goal is to empower consumers and give them
dCoess po every home an the marker,” Marguleas savs of his
clients who get sutomatic emadl notfications of new propertics
including foreclosures and for sale-byv-owner propemics

Oy efuthee company s founded oa the guestion, 1S i in g
baest interest of the client® 1f the ansvoer is “yes, then we Enow
wi are prowiding them with the best possible service!

As Manmibeas umees each of his agents o il every hoane
pamrchase like they were buyving it for themselves, cosoners seem
pleased with the ourcome. About 70 percent of A M. Healiv's
business comes from referrsils of past clients, like Josh Besnick

Because of my mecent experience with Anthony, | have
recommendod his servioes [o over a doien of my coworkers
andd friends;” says Besndck. “Anthony sucoessfully negotiaped
tetms ol the purchase which excecded our expeclations. He
expertly guided us throush all the complexites of the
paperaork, and eliminated all other hassles assoctated with the
purchase of o ome, Anthony's attention o deiail, thorough
rescaich aectlvods, experiise and mos impostantly, hoaesty i
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Imbeirity, wre most
HILPIPCESIVE
cpaalities.”

Other clicnts like
Jay anad Heth
Piggeot lave alss
experinoel
smmilar resaidls al
A& M. Heabty
Although they
Wt CRpeCUng
the home baving
proscess i he
Squile igplexsdnt”
thesir agene at
AN, Realoy, Dan
Urhach, “seemed
o piall @ few
rabhilts ot af

s b

W Ane &0 (Eappy
witly our new

b

e el v
fook Torward 1
hawing Man over to sec somc additions” wrote the couple
in @ recent cmail

Bevond the exrensive benefits offered to buvers, AM. Realty

readily amms #s agents with an ey of advantages. For example,

the avermpe mookie agend ar the Arm is given approsemately 100
el estine beads Iroan the comgrainy. While 3 new agent ar a
nypical firm may close one or two homes a year, new agents at
AN Realty close an average of nine 1 020 nmes i i fies
veur Thanks to AM. Healiy's grean customier service and client
referrals, AN agents pemerilly mke 50 percent mose than a
renl espute wgpent o o treditional finm

“It ds oy geal that ench and every one of our agents be
nauncially successhul and in purm, give back 10 e Comemunity;
alds Marguleas, *[ also sant (0 make sure that theyre pasiting
ey avway lof relirciment il savings, We idre oae of

thie omly real estwie companles that offers a retirement plan
o tur agents,”

Exbucation also plays an important mobe for agenis at A M Realey
Slnce the market s changing so drastically, Marguleas makes
sure that his agents attemd at least one anmsal Stave and
Mational Assoaciaibon of Bealiors convention. In addition, he
lniredd i ekl esEle basiness coach that mects vwith cach of the
apents every two weeks [or an hour o hellp support them in
thesir read estate and personal goaks

It ks very importint to be educated on the most curment resl
estiate contraces, as well as changes in real estaie laws,” he says
T iry oo give the agents imcentives ancd subsadice them to mke
additlomal real estare classes above and beyond obdalning their
real esale Hoemnse”

et even withoot stellar educational opponunities, retinement
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From left to right, Anthony Marguleas, fodi Dirk and Dan Urbach with thelr eleciric car

plins, and higher come potentlal, the
agenis at &M, Bealty may atill be the
bappiest i the business. IF they are ot taking cliemts

ol in one of the company's three Brght yelbos,
cavironmentally-fisemdly ebectric cars, they can be found at one
of the company’s regular social activities ke beach trips amd
B lingg, excursions o Kecp the wiork atmospiene fun and
enieriaining. They also contribute a percentage of thicir profits
gy thee Lili Chaire Foundation, whsch ads children with geinctic
abnormalitkes, as well as the local schiools

| truly believe that as much as we grive B as moch zs we
ot says Atangulcas, wiho curcently sesides in Pacilic Palisdcs
with hiz wife wmid fouar children, “The more we 1|-|,-1|'| CHIr
buyers, the more we help our agents and the mose we

|I*.'||'I CHET COMIITINENIRY

Wheether I's wiving back to thebr commundey, renting a
hclicopter with o photograpiers 1o locate a hidden log or
being equipped with the ltes in computer technobogy, AM
Kealty trics to " think ougside the box™ for is exclusive
buyer-clents, This motto §s precisely what drove Marguleas
1oy estalbdish the company nine vears ago and it is wiat
contimees to drive this growing Los Angeles firm today,

‘It's our passion (0 represent the huyver's best interest that
ahrives s adds the entreprencur. “And e uishakcabbe
beliel in the right of the purchazer to be welkinformied,” %

For more information on A.M. Realty,
please call (310} 573-4245 ex. 100 or
log onto their award winning
website www.homebuyersonly.com.
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