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Tracy Ellis, one of St. Louis’ top 
real estate agents, is on the short list of 
Missouri Realtors who belong to Lux-
uryRealEstate.com, the Who’s Who in 
Luxury Real Estate. LuxuryRealEstate.
com a webby award winning honoree, 
has been voted ‘Best of the Web’ by 
Forbes magazine multiple times, praised 
by international Harold Tribune, Town 
and Country, The Wall Street Journal 
and has been ranked, ‘Best Website’ 
by Consumer Surveys. Since its debut 
in 1995, LuxuryRealEstate.com has 
remained the #1 portal for Luxury prop-
erties on the internet and has several 
times more $1,000,000 + content of any 
near-peer.     

Listing your St. Louis or St. Charles 
area luxury home with The Tracy Ellis 
Team means your listing will be connect-
ed to a network of worldwide industry 
leaders. These Realtors at the top of their 
profession are representing high-end 
home buyers who may be interested in 
your property.  The Tracy Ellis Team has 
a link on the home page of their website, 
TracyEllis.com, to LuxuryRealEstate.
com, a feature which comes as a privi-
lege of membership in the Who’s Who. 

The Tracy Ellis Team will represent 
your St. Louis or St. Charles luxury 
property in a manner that few St. Louis 
Realtors can replicate. Aerial photos? 
Yes! Regular exposure on social media? 
Yes! The Tracy Ellis magazine, Gazelle 

& Gazelle West, radio show, upcoming 
TV show on ABC 30? Yes! Exposure 
to a world-wide network of Real Estate 
industry professionals through the Who’s 
Who? Yes! A track record which demon-
strates the work ethic shared by the 
members of The Tracy Ellis Team? Yes! 
Billboard exposure in St. Louis & St. 
Charles county? Yes! Offices located in 
both St. Louis & St. Charles county? Yes! 
Trusted Real Estate Expert? Yes! Tracy is 
honored to be the Real Estate contributor 
for the sophisticated, elegant, style mag-
azine, Gazelle & Gazelle West for 2015. 
Gazelle will also be sharing The Tracy 
Ellis Team luxury properties throughout 
their publications. 

Tracy Ellis is a member of the RE/
MAX Hall of Fame her team ranked #1 
at RE/MAX Edge for the month of De-
cember, and #2 Team for Sales Volume at 
RE/MAX Edge for the year of 2014! The 
Tracy Ellis Team listed & sold almost 
$5,000,000 in real estate for the month of 
December, 2014.

Tracy realized the importance of mar-
keting her listings to the largest possible 
audience and started her radio show in 
2012. “The Tracy Ellis Show” airs every 
Sunday morning from 10-11 a.m. on FM 
NEWS TALK 97.1. Tracy is joined every 
Sunday by businesses in the community 
who offer excellent customer service at 
affordable prices. You’ll find all of the 
preferred business partners from The 

Tracy Ellis Show throughout The Tracy 
Ellis magazine.

List or purchase your luxury property 
with one of the best real estate teams in 
St. Louis & St. Charles County—The 
Tracy Ellis Team. Combined, Tracy & 
Rick Ellis have over 30 years of expe-
rience in the Real Estate. Contact The 
Tracy Ellis Team if you’re thinking 
about buying, selling or building. The 
Tracy Ellis Team represents HomeSource 
Custom Homes. Let them show you how 
to build your home for less and find the 
perfect building site! You can stop by the 
new Tracy Ellis Team office located off 
Chesterfield Airport Rd. to look at many 
building options available with Home-
Source Custom Homes.  

“When you list your home with any 
Realtor on The Tracy Ellis Team, that 
will be the only Realtor you speak with 
until after the closing”. Tracy firmly 
believes it’s the agents job to handle 
every phase of the transaction. After all, 
the listing agent should know the home 
best, not our office administrator who has 
never been to the property. 

Ellis Team offers unique options  
to market your luxury property

TracyElli s  
www.TracyEllis.com ◙ (636)299 -3702 ◙ Tracy@TracyEllis.com  

“I sold these beautiful homes.  
 Now, I’d love to sell yours!” 

“Tracy is very accessible, knowledgeable, dedicated, and professional. 
She always answers questions within seconds, day or night. During an 
intense back & forth of negotiations, she recently worked right through 
her son's graduation ceremony to get our deal put together. Now that's 
dedication! Our home was on the market for a lengthy time a while ago 
with another big name local agent. We did not receive even a single 
offer, so we finally gave up and took it off the market. After listing it with 
Tracy Ellis, she was able to negotiate a sale at very close to our asking 
price. Even after the sale, she works hard to ensure that we are  
informed and updated throughout the process. I would highly  
recommend Tracy for any of your real estate needs, she’s the best!” 

                    - Review on Zillow by seller of Thornhill Drive 

Tune in to the Tracy Ellis 
Show every Sunday from 
10:00 to 11:00 AM on FM 
News Talk 97.1, and be sure 
to check out her magazine, 
where you can find 
detailed articles about her 

own listings, real estate advice from the 
experts, home maintenance, and more! 

Wings Road - $1,700,000 Wings Road - $1,700,000 Thornhill Drive - $1,500,000 
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$1,500,000
2072 Farris Rd 
Foristell, MO 63348

Approx. 7-acre wooded lot
2600 sq ft
5600 sq ft finished walkout 

basement
4 bedrooms
2 full baths
1 3/4 bath
1 1/2 bath
3 car heated garage
50’ x 36’ barn: partially heated/

air conditioned

Office
Exercise room
Laundry room
Pool room/theater room
Temp controlled wine cellar
Steam room
Heated pool/waterfall
Hot tub
Irrigation
Well/Septic

Coming Soon

Contact Tracy Ellis for  
a showing today!
636.299.3702

www.TracyEllis.com
Tracy@TracyEllis.com
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was and incredible year for me both personally 
and professionally. My team had the best year 

yet, closing almost $18,000,000 in Real Estate, 
and we began the process of moving into our second office in Chester-
field, Missouri. I’m so happy to announce that my husband, Rick Ellis, 
finally made the difficult decision to leave his 30-year IT career to join 
my Chesterfield office full-time. Although Rick has been a licensed Re-
altor for 15 years and has worked right alongside me, it’s never an easy 
decision to walk away from a successful career. After so many years 
of doing the daily grind, Rick decided to choose to do what he really 
enjoyed—Real Estate.

There isn’t anything he enjoys more than helping buyers find the 
perfect home and get the best price. Together, Rick and I have over 30 
years of experience in Real Estate, and we know what an emotional 
experience it can be. We are available to our client’s day or night, seven 
days a week. If you’ve been thinking about making a change in your 
career, I’m looking for experienced Realtors who are ready to make 2015 
the best year yet. We offer convenient locations with offices in both St. 
Charles, and now, Chesterfield.

Bill and Joe Courtney from HomeSource Custom Homes, a father 
and son team, who have built incredible homes for over 40 years, are 
also joining me at the new Chesterfield office. My team is so proud to 
exclusively represent their company. In my opinion, they are one of 
the best custom homebuilders in our area. We are currently shooting a 
TV show together, which will air on ABC 30 in Spring of 2015. The 
show will be reality based and will inform viewers about the many steps 
involved in building a custom home. Currently, they’re building an in-
credible home for my clients who just closed on their house in December 
for $1,800,000 in Town & Country. We’ve created a great team with 
HomeSource, and we’re all excited for what 2015 will bring. 

As the New Year begins, and my team continues to grow, I feel 
so blessed to be able to network with top agents all over the world. My 
family and I were invited to Madison Hildebrand’s unbelievable home 
in Malibu, California for a special interview. It was an experience that 
none of us will soon forget. I hope you enjoy the story in the magazine, 
and I look forward to sharing Madison’s listings on my website, www.
TracyEllis.com.

Recently, I was asked by Gazelle magazine to become their Real 
Estate Contributor for 2015. They have a beautiful, sophisticated, style 
magazine and will soon have a second magazine, Gazelle West, in St. 
Charles. I plan on continuing to improve my magazine with Gazelle as 
a Style Contributor, and Sandy Harms, owner of House in Style, as an 
Interior Design Contributor. I’ve also teamed up with a terrific agent at 
Lake of the Ozarks to work on adding a new section featuring beautiful 
lake properties and activities.

Although 2014 was an incredible year for my business, the best part 
was our Son’s wedding in December. After raising four sons, Rick and I 
are so excited to have our daughter-in-law, Cristal Ellis, join our family. 
Brett and Cristal were married December 12, 2014 in Los Angeles, Cali-
fornia. We decided to have one last road trip vacation with our four boys 
on the way to the wedding. 

We had an incredible journey. We absolutely fell in love with Se-
dona, Arizona, and our visit to The Grand Canyon is something none of 
us will ever forget. Plus, it was great to see all of the places in California 
where Realtors I work with do business. Most of all, I enjoyed spending 
quality time with my family, and the boys had a blast at Disney Land. 

As a Realtor, I work a lot of 18-hour days, and as a Mom, I feel 
guilty most of the time. I tell my sons often, if you want something, you 
have to work for it. Nobody is going to give you anything in this life, 
and if they did, I wouldn’t want it. I want to earn it. I hope I’ll always 
continue to show our sons that hard work pays off, while making the 
most of every moment I have with them. Watching our son get married 
reminded me how fast the time goes by, and that I need to cherish every 
moment.   

I want to thank all of my clients, friends, business partners, lenders, 
title companies, members of my team, web designers, contributors, 
Gazelle, Go Vertical Creative, FM NEWS TALK 97.1, Laura Merchant, 
and my brokers for believing in me and always being supportive. Most 
of all, I want to thank my husband and our sons for letting me be me, and 
for all you do to support me every day. I know it can’t be easy having a 
wife and mother who is constantly coming up with new business ideas, 
but you encourage me and go right along with me. I love you all dearly, 
and I look forward to what’s to come in 2015!   

Tracy Ellis 
is giving you the EDGE you need in Real Estate!

Editorial

MADISON HILDEBRAND
Visit TracyEllis.com to listen to the exclusive 
interview with Madison Hildebrand from 
Bravo TV’s Million Dollar Listing LA  
on the Tracy Ellis Show.
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2072 Farris Rd 
Foristell, MO 63348

$1,500,000

3001 Matteson Blvd
O’Fallon, MO 63366

$1,499,900

27 Lake Forest 
St Charles 63301

$550,000

7449 Cinnamon Teal Dr
O’Fallon, MO 63368

$184,900 

719 Julia Elizabeth
Wentzville, MO 63385

$279,900 

619 Autumnwood Forest Dr 
Lake St Louis, MO 63367

$259,900 

672 Walnut Ridge 
Fenton, MO 63026

$169,900 

212 El Pescado
St. Peters, MO 63376

$144,900

720 Borgia Lane 
Florissant, MO 63031

$109,900

13 Claire Ct
Florissant, MO 63031

$85,000

Pointe CONWAY
Town and Country, MO

$1,800,000 

12898 Thornhill Ct
St. Louis, MO 63131

$1,493,000 

TRACY ELLIS TEAM           2014 YEAR IN REVIEW

SOLD!
SOLD!

SOLD!
SOLD!

We LISTED or SOLD a Home every 3 Days!
#1 Team at RE/MAX Edge for month of December

RESIDENTIAL:

ACTIVE
ACTIVE

ACTIVE

ACTIVE

ACTIVE

ACTIVE
ACTIVE

ACTIVE

1126 Wings Rd
St. Albans, MO 63073

$1,413,750

213 Camelot Dr
Weldon Spring, MO 63304

$750,000

715 Forest Wood Lane
O’Fallon, MO 63366

$445,000

981 Bentley Park Cir 
O’Fallon, MO 63368

$400,000

ACTIVE
ACTIVE

SOLD!
SOLD!



38 Newton Ct
St. Charles, MO 63303

$328,000

3002 Brook Hollow Dr 
O’Fallon, MO 63366

$325,000 

1022 Spruce Forest Dr 
Lake St. Louis 63367

$308,000

760 Obrecht Lane 
O’Fallon, MO 63366

$296,000

6916 Fieldstone Farms Dr. 
O’Fallon, MO 63368

$267,500

7 Shady Hollow Trail 
Eureka, MO 63025

$257,500

1163 Keighly Crossing 
Dardenne Prairie, MO

$254,952

725 North Carolina Ct 
St. Charles, MO 63303

$252,000

1502 Wainscott Dr 
O’Fallon, MO 63366

$250,000

1208 Cold Spring Dr 
O’Fallon, MO 63368

$244,900

1909 Crossbridge Ct 
St. Charles, MO 63303

$240,000

11 Pine Cone Ct 
Dardenne Prairie, MO

$239,900

TRACY ELLIS TEAM           2014 YEAR IN REVIEW

SOLD!
SOLD!

1035 Brook Mont Dr
O’Fallon, MO 63366

$380,000

1026 Brook Mont Dr
O’Fallon, MO 63366

$359,000

1024 Brook Mont Dr
O’Fallon, MO 63366

$338,500

58 Cool Meadows Ct
O’Fallon, MO 63366

$330,000

Tracy 
Ellis

636.299.3702

Rick 
Ellis

636.699.2197

Mary Kay 
Schlimpert

636.751.4435

Jackie  
Binz 

636.358.2290

SOLD!

SOLD!
SOLD!

SOLD!
SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!
SOLD!

SOLD!

SOLD!
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934 Annabrook Park Dr
O’Fallon, MO 63366

$210,000

2334 Eagle Pines Dr 
St. Charles, MO 63303

$194,900

11 Marino Ct 
O’Fallon, MO 63368

$164,000

3104 Keelboat Crossing
St. Charles, MO 63301

$155,736

112 North Cardinal Lane
St. Charles, MO 63301

$137,000 

852 Townhouse Lane 
Hazelwood, MO 63042

$122,500 

220 Coachman Way 
O’Fallon, MO 63368

$120,000

3373 Clemens Dr
St. Charles, MO 63301

$114,000

www.TracyEllis.com
636.299.3702
Tracy@TracyEllis.com TracyEllisTeam TracyEllisReMaxtracy.ellis.144

SOLD!
SOLD!

SOLD!
SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

TRACY ELLIS TEAM           2014 YEAR IN REVIEW

4 Saint Libory Ct
O’Fallon, O 63366

$228,900

160 Valleybrook Dr 
O’Fallon, MO 63368

$222,750

1410 Noyack Dr 
O’Fallon, MO 63366

$222,500

7523 Cinnamon Teal Dr
O’Fallon, MO 63368

$219,900

639 Zumwalt Crossing 
O’Fallon, MO 63366

$236,000

13 Wing Stem Ct
Dardenne Prairie, MO

$233,000

41 Millstone Ct 
St. Charles, MO 63301

$230,000

7260 Watsons Parish Dr 
O’Fallon, MO 63368

$230,000

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!

SOLD!
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SOLD!
SOLD!

ACTIVE

ACTIVE

CONDOS/VILLAS:

MULTI-FAMILY: COMMERCIAL:RESIDENTIAL LOT: LEASE:

1251 Strassner Dr #2113
Brentwood, MO 63144

$229,900

1520 Forest Springs Dr
Ballwin, MO 63021

$174,900 

1623 Walpole #B
Chesterfield, MO 63017

$172,000

1388 Hampton Rd 
St. Charles, MO 63303

$159,900

224 Crystal Ridge Dr
O’Fallon, MO 63366

$149,900

1367 Heritage Landing #C
St. Charles, MO 63303

$120,900 

ACTIVE

SOLD!

3833 Blow St
$148,000

291 Pointe Conway Hill Ct
$600,000

Sanchos/Dardenne Prairie
64 units/$890 monthly

9927 Bauer Rd
$650,000

SOLD!
SOLD!

ACTIVE
ACTIVE

Tracy 
Ellis

636.299.3702

Rick 
Ellis

636.699.2197

Mary Kay 
Schlimpert

636.751.4435

Jackie  
Binz 

636.358.2290

TRACY ELLIS TEAM           2014 YEAR IN REVIEW

262 Perrin St
St. Louis, MO 63125

$95,650

617 Perry 
Hazelwood, MO 63042

$95,000

9410 Mackenzie
Affton, MO 63123

$95,000

4712 Oldenburg
St Louis, MO 63123

$94,900

SOLD!
SOLD!

SOLD!
SOLD!
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MEET THE  TRACY ELLIS TEAM

Tracy Ellis has accumulated over $50 million in sales in real estate and closed out 2014 with 
almost $5 million in sales for the month of December alone. Her background in marketing has 
helped her to design a custom marketing program with a unique approach that gets her luxury prop-
erties sold. Tracy has worked with a variety of high-end clients, and she is committed to maintain-
ing the utmost privacy and confidentiality for all of her clientele.   

Tracy has lived in St. Charles & St. Louis County for over 30 years and is married to Rick 
Ellis. Rick & Tracy are proud parents to 4 sons and most recently welcomed a daughter-in-law into 
their family.  

Tracy was inducted into the RE/MAX Hall of Fame and most recently ranked #1 Team at RE/
MAX Edge for the month of December, #2 Team in Sales Volume at RE/MAX Edge for the year of 
2014. Tracy is a member of LuxuryRealEstate.com and is excited that this will give more exposure 
for her listings to be marketed internationally to the luxury market. She is the publisher of Tracy 

Ellis, A Guide to Luxury Real Estate and created the magazine to offer exposure to all of her teams listings. 
Tracy knows firsthand all the time and effort it takes to buy or sell a home. When you work with Tracy, she’ll be the only person you 

speak with on her team from start to finish! It’s very important to Tracy to be hands on and make sure her clients are taken care of personally. 
For the second year in a row Tracy Ellis has been selected as a 2015 Five Star Real Estate Agent. The special section will be 

appearing in the April issue of St. Louis Magazine. Tracy has also been recognized for her success by St. Louis Post Dispatch and 
Suburban Journals. She was recently asked by sophisticated style magazine, Gazelle & Gazelle West, to contribute local real estate 
news and advice in their bi-monthly magazine.

Tracy enjoys helping small businesses grow and has them as guest on her weekly radio show on FM NEWS TALK 97.1. She also 
enjoys helping charitable causes and one of her favorite is The Crisis Nursery. Tracy and her producer, Tom Terbrock, have collected 
and donated toys to Crisis Nursery locations. Tom helps Santa out and delivers the toys to the children on Christmas morning. Tune in 
to “The Tracy Ellis Show” every Sunday at 10 a.m. on FM NEWS TALK 97.1.

Cell: 636.299.3702   |   Office: 636.720.3833   |   Fax: 636.300.3038
Tracy@TracyEllis.com

Rick Ellis has been licensed in Real Estate since 2000 and is a member of the Tracy Ellis team at 
RE/MAX Edge. Rick has worked as an IT Professional for over 30 years at the top technology 
companies in the St. Louis and St. Charles County areas. Rick is a proven leader who has 
successfully managed large teams of technology professionals and projects with proven results. 
Selling Real Estate today requires much more than sticking a sign in the yard. Rick believes that 
Merging Real Estate, technology, customer service, and organizational skills are essential in buying 
and selling Real Estate. One of Rick’s hobbies is photography and in Real Estate he is excited to 
combine his passion of photography and technology to serve the clients of the Tracy Ellis Team. 

Cell: 636.699.2197   |   Office: 636.720.3834   |   Fax: 636.300.3038
Rick@TracyEllis.com

TRACY ELLIS

RICK ELLIS



TRACY ELLIS MAGAZINE   11

MEET THE  TRACY ELLIS TEAM

JACKIE BINZ

MARY KAY  
SCHLIMPERT

KATHRYN 
SCHLIMPERT

Jackie is a full time licensed agent and works with both sellers and buyers on the Tracy Ellis Team. 
She studied sociology at the University of Central Missouri, and has over 13 years of mortgage and 
Real Estate experience. Jackie has been a licensed residential real estate agent since 2014, servicing 
St. Charles county, Lincoln county, and St. Louis county. She is an active member with her local 
Chamber of Commerce, 6 NET (a military professional network), and is very active in her home-
town community of Lake St. Louis, Missouri, where she and her husband Rob, along with their 
three children, have lived for over 7 years. 

Jackie’s husband is in the National Guard, and she is very involved with military families and 
organizations. He is an Apache helicopter pilot, who just recently returned from a deployment. Her 
three children are all enrolled in the Wentzville School district, the fastest growing school district 
in Missouri. Jackie and her family love being residents of Lake St. Louis with all the activities the 
town has to offer, like The Meadows Shopping center, the Lake St. Louis Ski Club, Camp Gator 
Summer Club, and much more. Jackie spends her free time with her family going to sporting 

events like the St. Louis Rams and Cardinals games. She is a huge supporter of college football and loves the SEC!
Jackie has worked with home buyers and sellers for many years, and she enjoys the business very much. She sees buying and 

selling your home as the biggest decision you and your family will make, not only financially, but emotionally. She prides herself in 
taking excellent care of her clients and ensuring they are top priority through the entire process. Jackie is excited to join the Tracy 
Ellis Team, as she has admired Tracy’s passion for all things Real Estate for a long time. Tracy’s ability to keep Jackie’s best interest 
in mind, while maintaining a successful business and family life for herself, and the top-notch marketing experience and exposure she 
will receive by being a part of the team are only a few reasons why she’s excited to grow her business with Tracy.

Cell: 636-358-2290   |   Office: 636-300-3030   |   Fax: 636.300.3038
Jackie@TracyEllisTeam.com

Mary Kay Schlimpert is a full 
time licensed agent, specializing 
in buyers, new construction 
and short sales for the Tracy 
Ellis Team. She graduated from 
Patricia Stevens Career College. 
She is a certified specialist in 
short sales, and foreclosures 
and has her GRI. Mary Kay has 
been a licensed residential real 
estate agent since 2004. 

Tracy is proud to add Kathryn 
Schlimpert to her team! Kathryn 
recently graduated from 
Missouri State University with 
a Bachelor of Arts in English - 
Creative Writing and a minor  
in Technical Writing.

When listing a home, the 
comments written in the MLS 
are one of the first things a 
buyer reads! In order to make 
those comments memorable, 
Tracy feels it’s important to tell 
a story about her properties.

Cell: 636.751.4435   |   Office: 636.720.3854   |   Fax: 636.300.3038
MaryKay@TracyEllisTeam.com
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y husband, Rick Ellis, and I recently had an opportu-
nity to sit down and have a talk with Madison Hildeb-
rand, original cast member of “Million Dollar Listing 
LA” on Bravo TV and President and Founding Partner 
of The Malibu Life, Inc., at his Malibu home. It’s not 

a secret that Madison was one of my favorite agents on Million Dollar 
Listing LA, but the show is only one of the countless reasons Madison 
Hildebrand is an international, top producing agent and a truly inspir-
ing person.

We met with Madison on a hazy, overcast day in Malibu, Califor-
nia. Driving up the steep two-lane highway, I was taken by the beauty 
of the place he calls home. The view of the Pacific Ocean over the top 

of the rolling canyon was breathtaking. Huge waves crashed against 
the narrow coastline, lined with beautiful rocks and boulders along the 
shore. I was a little surprised by the amount of greenery, bushes, and 
trees up at the street line, but it soon became my favorite part about the 
beach in Malibu.

 My family and I watched the ocean grow smaller and smaller as we 
ascended up the canyon. Like taking off in an airplane, we said goodbye 
to the low-ground, and hello to the fresh canyon air. To the right of the 
winding road, beautiful homes popped up across the canyon walls, all 
at different levels. I thought about how important privacy must be to the 
owners of these lovely homes tucked away in the canyon-side, and how 
honored I was to have the chance to speak with Madison Hildebrand in 

FEATURE
ARTICLE

M

At Home Interview with 

Madison 
Hildebrand

star of “Million Dollar Listing LA” on Bravo TV
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WHAT IS THE  
MALIBU LIFE?
The Malibu Life to me  
is this...

Malibu is both a com-
munity, yet a total wilder-
ness, setting the stage for 
all possibilities.  With col-
orful and worldly residents, 
the people make this small, 
but long (27 miles of coast, 
13k population) beach 
town feel like a constant 
evolution of energy.  However, the true attraction, at 
least for me, is the beauty of the landscape and the 
amount of wildlife. 

I paddle boarded with whales and dolphins, 
seen bobcats and hear coyotes nighty.  We have 
owls, hawks, skunks and all sorts of creatures, 
which is a testament to the amount of open space, 
protected parklands and nature reserves. Malibu 
is known worldwide, and often thought of as a 
glamorous & pretentious town, but it is quite the 
contrary.  It is low key, down to earth, and private - 
great schools and humble people.  It is my love, it is 
my town, it is my lifestyle. 

How do you feel about Realtors from other areas 
coming into Malibu? Do you feel it would be best 
for them to refer to a local Realtor or co-list?

Listing a property outside your area of exper-
tise, especially in a town like Malibu, knowledge 
and experience is everything (ie known geology 
issues, dry/wet beaches, hiring the best/local in-
spectors, etc.).  Also, since Malibu is a small com-
munity, the agents work tightly together and when 
an outsider comes in, they are not always received 
with open arms, and the local agents also know that 
the property will be harder to show since the agent 
isn’t local. The answer—yes, co-list or refer it out if 
you are not an expert int the area. Lastly, the local 
marketing and networking is key for proper proper-
ty exposure, and that is hard to learn if you are an 
outsider, which is another reason hiring a local pro 
to work with is advantageous. 

his own little slice of paradise.
We pulled through a gated entrance to Madison’s home, and I immedi-

ately noticed a round, black swing hanging from a tree as we entered the gate, 
overlooking the canyon. It was like something out of a storybook. The view was 
spectacular, and I could imagine the down-to-earth Madison, reconnecting with 
himself and his purpose, staring out across the vast canyon.

We walked up the driveway where we had a clear view of the rear of 
Madison’s home. A wall of windows stretched out in front of us, showcasing a 
beautiful master bath overlooking the canyon. In Malibu, it’s all about location. 
Madison’s home is a contemporary single-story ranch home—built along the side 
of an incredible canyon. 

 I noticed his beautiful wood flooring and his easy-elegance design aes-
thetic. With an open and welcoming floor plan, it’s tranquil, open, and full of 
light. In his backyard, he has a pool for resistance training that he keeps at very 
low temperatures to mimic the feeling of swimming against an ocean current. 
In the future, he plans on adding a garden and an exterior shower. There was 
very little room between his home, pool, and the edge of the canyon. So little, 
in fact, I was almost afraid to take a picture of the back of his house for fear of 
falling off! 

Rick and I sat down with Madison, 
while our kids made themselves busy 
playing with his rescue Doberman, 
Maya. What a sweet dog, she was so 
loving and welcoming to all of us. Be-
fore my family arrived, Madison already 
had quite a busy morning. At 8:00 AM 
he had an interview with Howard Stern, 
and just before we arrived, he was 
involved in a webinar for DocuSign, 
a company which he has just recently 
become the Global Brand Ambassador. 

Keeping his busy schedule in mind, 
I was eager to begin our conversation. 
Since we’re both in Real Estate, I want-
ed to ask Madison questions he wasn’t used to answering in a typical interview—
plus, I couldn’t wait to pick his brain about his many successes.

Madison Hildebrand is the President and Founder of The Malibu Life, Inc., 
and a founder of the Partners Trust Malibu office. With those credentials alone, 
it’s easy to assume Madison was bound to the Real Estate world from the get-go, 

but his passion for Real Estate developed over time.
As a child, Madison’s father moved constantly as the 

Vice Chair of New York Life Insurance. His family moved 
to five different states and seven cities, and no matter what 
his age, Madison loved the house hunting process. He was 
always front-row-center when it came to the negotiations, 
asking his father whether or not it was okay to sit next 
to him, as his mother was rather uncomfortable with the 
whole process. Even now, Madison’s father continues to 
move every two years, investing a lot into Real Estate.

Once he completed his sophomore year at Pepperdine, 
Madison began researching the home-market, and compil-
ing reports and budgets in order to move off campus. He 
compared the home purchasing costs versus annual renting 
costs and found that the two were almost equal in monthly 
carrying cost, all things considered.  After comparing these 
two options, it was then that Madison, unknown to him at 
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that time, began his true Real Estate career. 
 After presenting the information, demonstrating an outline of 

time, and negotiating with his parents, proving that the cost of purchas-
ing a home was better than renting one, especially given their specific 
circumstances, Madison got the approval. At first, Madison had quite 
an experience with his Real Estate agents, all of whom he fired for their 
lack of responsibility and knowledge on the job. 

 “I knew more information than they did, and I thought—I can do 
this,” said Madison. “Time is money, and if [agents] are going to waste 
your time, they’re wasting your money. I have a zero tolerance for that.”

From then on, Madison has been a part of the Real Estate game. 
He found his first home, where he lived for four years. During that time, 
the Hildebrand’s made a few upgrades and put work and money into 
the house they bought for $1,100,000. Madison was then able to sell the 
home for $2,250,000, which is when Madison had a huge realization that 
really made him excited about the Real Estate business.

“Let me do the math,’ said Madison, “I go get a career in advertis-
ing, where I make $20,000 a year and work 11 hour days. I’d commute 
to wherever—I want to live in Malibu. I’d still have to have my parents 
pay for my life.”

Madison had other sales before his college home, but the commis-
sion on that home alone would have made him more than a year’s worth 
of work in advertising. He sold 17 million his first year in Real Estate, 

and since then, Madison has sold over $250 Million during his 10 years 
in the business.

Of course, holding a key role on a Bravo TV Real Estate reality 
show doesn’t hurt to help get the money flowing. Madison was one of 
the original agents on “Million Dollar Listing LA,” where he became 
one of the most well-known faces in the business. After six seasons 
on the show, complete with a mess of success, endless drama, serious 
illnesses, and a need to do more and be more—Madison decided it was 
time to move on from television.

“I left Million Dollar Listing LA to pursue new adventures. I’m so 
grateful for the show, but you can’t do it all, and be creative, and pursue 
new ideas, while being turned on for 75 hours a week.”

For fans of Madison’s, don’t fret. He says he isn’t completely fin-
ished with television, just reality TV. Since leaving the show, Madison’s 
business has doubled, and he is looking forward to having the time to 
build relationships, which he says is next to impossible under the con-
stant watch of cameras.

With the show behind him, Madison has taken on some pretty 
amazing projects, including bringing  The Malibu Life, Inc. to Partners 
Trust to create a new branch in Malibu, California. He began his Real 
Estate business with Coldwell Banker, where he worked for almost nine 
years, but is now more focused on branding himself and growing his 
own business.

Partners Trust is an independent brokerage with around 200 
agents. Madison is now a Founding Partner of the Partners Trust 
Malibu office, where he has incorporated The Malibu Life, Inc. team. 
Now that he’s gotten comfortable with how the company operates 
and flows, he will begin the process of finding more agents to add to 
the new Malibu office. 

Partners Trust is a very forward thinking company with integrated 
systems, presentation, branding, and are practical for today’s world. 
According to Madison, “It creates a really fun, positive environment,” 
and “it’s really about being a team and being supportive as a company, 
which is really cool and different. The company is a part of me, and I am 
a part of the company.”

Real Estate is changing, and making the move from Coldwell 
Banker to an independent firm has enabled Madison to be more involved 
and have more of a say when it comes to branding himself within the 
company. However, with around 27 listings, even Madison has trouble 
keeping up with every detail of the business.

“With so much information available to buyers, it’s impossible to 
keep track,” said Madison.

 At Partner’s Trust, agents have access to powerful, intelligent peo-
ple in what is known as a “brain trust” within the company, where agents 
can go to for help in researching information about current listings and 
locations available within specific requests made by clients, which is just 
another thing that sets Partners Trust apart from the rest.

On an international level, things can become even more compli-
cated. Madison is a Partner in Leverage Global Partners, which was 
launched in 2012 by the Founders of Partners Trust. According to the 
Leverage Global Partners website, the company “empowers an interna-
tional network of prestigious independent real estate companies through 
shared intelligence, agile marketing strategies, and entrepreneurial con-
nectivity.”Partners Trust’s involvement with Leverage Global Partners 
brings them into a global market consisting of more than 140 markets 
nationally and internationally, and continuing to grow. Leverage Global 



Partners matches luxury real estate offices across the country and the 
globe to ensure clients moving anywhere in the world will be well taken 
care of. 

For instance, say Madison was contacted by a client wanting to 
move from Malibu to Florence, Italy. Madison would be able to call the 
president of a luxury agency, exclusively assigned to the area through 
Leverage Global Partners and know their client will be receiving the best 
care, from the best and most knowledgeable luxury agents in Florence. 
This gives luxury agents peace of mind when referring customers to 
other agencies.

With all Madison has on his plate, peace of mind is an important 
plus. Along with moving brokerages, he is also the DocuSign Brand 
Ambassador, sharing how his business prospers by using the technol-
ogy offered by the company. Paperless offices are becoming a part of 
the future of Real Estate, and DocuSign provides electronic signature 
technology, as well as Digital Transaction Management services, for 
electronic contracts and documents.

Madison has also started his own candle line (which smell divine, 
if you were wondering), and has written a book titled, “Activate Your 

Passion, Create Your Career.” The 
book shares his many experiences, 
along with inspirational mission 
statements, lists, and funny anec-
dotes. It is full of helpful informa-
tion for anyone and everyone look-
ing to start or grow a Real Estate 
business, or people just looking to 
learn a little business savvy from a 
brilliant businessman.

As our meeting wound to a 
close, we snapped a few pictures, 
took a final look around, and I 
found myself thinking—‘this man 
has it all.’ The mountains, the view, 
a loving, supportive family,  his 
success and outlook on life—it’s 
all what makes Madison Hildeb-
rand such an inspiring individual 
and Real Estate agent. To learn 
more about Madison Hildebrand, 

visit his website at www.TheMalibuLife.com, and check him out on Twit-
ter @MadisonMalibu. 

Tracy Ellis 
RE/MAX EDGE 
Direct: 636-299-3702 
Office: 636-720-3833 
Fax: 636-300-3038 
Email: Tracy@TracyEllis.com 
Web site: www.TracyEllis.com 
Tune into the Tracy Ellis show on FM News Talk 97.1 Sunday mornings 
at 10:00 AM
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iss Aimee B’s Te Room & Gallery is a 27-year-old staple 
of the Historic St. Charles tradition. The home where Miss 
Aimee B’s has cultivated its thriving business was built in 
1865 by Francis Martin, the father of the tea room’s name-
sake – Miss Aimme Marie Louise Becker. Aimee’s family 

was among the first families to settle along the Missouri River, which has 
developed into what we know today as St. Charles, Missouri. 

One of the many factors that make this combination restaurant, 
gallery, shopping center, and event space so special is the home’s history, 
along with the life and legacy of Miss Aimee B herself. Aimee was 
born in 1890, and lived in the home her father built until 1982, before 
she passed away just two years later at the age of 94. It is said that Miss 
Aimee was one of the first graduating classes of Lindenwood University, 
also located in St. Charles. Today, visitors can see some of Miss Aimee’s 
original photographs displayed throughout the restaurant, where later 
owners also found recipes of Miss Aimee’s, adding to the authenticity 
and historical charm of the tea room. 

Her family’s dedication to the growth and development of St. 
Charles, Missouri lead Miss Aimee to bequeath her home to the St. 
Charles County Historical Society in 1982, at which time the journey of 
Miss Aimee B’s Tea Room and Gallery begins.

Sherry Pfaender and Judy Howell, the first owners of Miss Aimee 
B’s, bought the home from the Historical Society in 1991. Before their 
purchase, the two sold local arts and crafts out of the Marten-Becker 
home, where they were later able to build their business, combining 
the Upstairs Shops and the Tea Room to preserve the treasures of Miss 
Aimee’s childhood home, and bring a bright and charming Tea Room to 
the historical area.

In January of 2014, Zack and Brie Smithey purchased Miss Aimee 
B’s, and as the third owners of the home, are committed to maintaining 
the authentic beauty and simple elegance of the era in which Miss Aimee 
B’s was built. 

According to Brie Smithey, “for the most part, everyhthing has 
stayed the same. A Few menu items have changed, but we’ve even had 
many of the original employees stick around.” With the usual quick turn-
around time in today’s restaurant business, the 27-year-long dedication 
of these employees show the importance of Miss Aimee B’s Tea Room 
and Gallery, which continues to grow and prosper.

On the main floor, guests can sit down for a morning or early after-
noon meal, enjoy a lovely tea party for girls, or host showers, rehearsal 
dinners, and even small weddings. Miss Aimee’s is not your typical restau-
rant. It is very quaint, cozy, and elegant—the perfect place to get in touch 

M

Miss Aimee B’s  
Tea Room & Gallery

FEATURE
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with your sophisticated soft side. The restaurant’s kitchens have a very 
unique setup, which makes for an interesting way to prepare their food. 

The home has two house-sized kitchens. One is located upstairs 
and is where they do all of their baking. Prepping for meals and events 
is done on the main level, where Miss Aimee B’s makes everything from 
scratch, offering a number of unique, fresh menu items. The Tea Room 
also provides a number of beautiful menus for events. They are happy 
to create special menus and combinations of foods to fit the customer’s 
event needs.

Upstairs, Miss Aimee’s is full of shops, appropriately referred to as 
the Upstairs Shops, where local arts and crafts are sold.

“We support local in almost everything we do,” says Smithey. 
In one of the rooms upstairs, the owners are working on opening a 

small bakery/juice and smoothies shop, where they plan on selling home-
made protein bars, muffins, and freshly made fruit-based beverages.

Miss Aimee B’s quaint, elegant setting is the perfect place to host 
events from baby showers to weddings. In October of 2014, Rick & 
Tracy Ellis hosted a bridal shower for their soon to be daughter-in-law 

Cristal. They can testify to the wonderful service and atmosphere Miss 
Aimee B’s provides for any event. Brett and Cristal Ellis were married 
December 12, 2014 in Los Angeles, California.

The outside area of Miss Aimee’s is a beautiful venue for a wed-
ding, up to 150 guests. Inside, the Tea Room can host up to 20 people for 
small, family weddings, and up to 50 people for showers, meetings, and 
rehearsal dinners. Miss Aimee B’s also hosts birthday tea parties, where 
they provide actual china and real linens to make the girls feel like little 
princesses.

 “We just love to share our hospitality when it comes to showers and 
other events,” says Smithey. “Our customers tell us they feel like its home.”

To get in touch with Miss Aimee B’s and schedule your event, 
contact Brie at 636-946-4202, or by e-mail at  

MissAimeeB@gmail.com. Visit their website for menus and  
more information at MissAimeeB.com.  

Miss Aimee B’s  
Tea Room & Gallery
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ick & Tracy Ellis are proud to exclusively represent Home-
Source Custom Homes, a unique company that specializes 
in helping clients design and build custom homes from start 
to finish. HomeSource, a multi-generational, family-owned 
company was founded by Bill Courtney almost 40 years 

ago. Today, Bill Courtney works with his son Joe, as they attempt to 
grow the business with Joe’s children, and further their local presence 
through social and multimedia outlets. 

HomeSource Custom Homes is not your average custom home builder. 
Even before building begins, HomeSource can be involved in the process.

“People think they have to have a lot before they can design a house,” 
says Joe Courtney, “but you don’t even have to have a blueprint.”

The company assists home builders in locating a lot, securing a loan, 
as well as designing and building the home—they can do it all. Working 
with Rick & Tracy helps HomeSource find the perfect lot and home design 
to fit the clients’ needs, and their network of companies and vendors makes 
them a great resource for the HomeSource customer. “We appreciate the 
partnership with Rick & Tracy Ellis and their expertise in the real estate 
market,” says Bill Courtney. We’ve enjoyed our partnership and we have 
benefited from their unique marketing approach.  Tracy always tells us, 
“She’s going to get the secret out about HomeSource Custom Homes”.   

HomeSource and other custom home building companies differ 
in the process in which they work. HomeSource will even build the 
exterior of the home and let the client finish the interior if they choose. 
Their Structural Insulated Panel System (SIPS), which provides amazing 
energy saving benefits to home owners with an average of a $0.07 saving 
per square foot a month on energy bills, is becoming very well-known in 
the area. HomeSource also provides a Custom Timber Frame, which can 
be used as a hybrid option with SIPS. Timber frames are both structural, 
and decorative. Most interestingly, however, the company also builds all 
log homes, and even has one built on their office site, located in Arnold, 
Missouri off of HWY 55 at 3787 West Outer Road. They also have an of-
fice with Tracy Ellis at 699 Trade Center Blvd, Chesterfield, MO 63005.

After constructing the exterior, clients of HomeSource Custom 
Homes are able to choose any company to work on the interior. This 

means, there are no limitations on home upgrades, and customers are 
free to use family members who are contractors, or even work on the 
inside of their home themselves. Another option of course, would be a 
turnkey home, where HomeSource builds the exterior and finishes the 
interior to the clients’ specifications.  

HomeSource has worked with countless contractors over its 40 years 
in business, and is happy to provide their clients with different options from 
various companies for kitchens, flooring, painting, etc. HomeSource knows 
what companies will give their clients the best results and get the job right the 
first time.  When building a custom home, buyers do not like to be delayed. 

The company has other intricacies within their process that makes 
building a home even simpler. HomeSource recognizes when a couple 
comes to them to build a home, women make 90% of the decisions, but 
women can also be very intimidated by the process, according to Court-
ney. For this reason, they are a Woman Centric Matters Home TM Builder. 

“We actually care about how the customer lives and how we can 
design the best home for them,” says Courtney. 

With a simple test, HomeSource can apply Women-Centric research 
to a client’s design plans, to base designs aspects around who the client 
is, and how she lives life in her home.

“We provide our customers with a whole world of opportunity to 
finish their homes exactly how they want them,” says Courtney, including 
a Building Custom for Less program. They work with all budgets, and 
currently have homes built as far as a 200 mile radius from their home of-
fice. Their attention to detail and the customer’s needs insures their clients 
will choose HomeSource  to create the home of their dreams. To contact 
HomeSource Custom Homes, visit their website at HomeSourceCustom-
Homes.com, or by phone at 636-296-0110. You can also contact Rick & 
Tracy Ellis to set up an appointment to discuss your requirements to help 
make your dream home a reality. You can reach them direct at 636-299-
3702 or visit their web site at www.tracyellis.com.

HomeSource Custom Homes and Tracy Ellis are currently working 
with Wise Media to produce a show for ABC 30, where their potential 
clients will be able to learn the unique ins and outs of building a custom 
home with HomeSource. 

R

NEWS & EVENTS

New Show Coming on ABC 30  
with Tracy Ellis & HomeSource Custom Homes
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Wise Media is a full-service digital marketing company that 
provides services in marketing, web design, social media, search engine 
optimization, branding, and more. One of their core services is video/
television production. They provide filming, sound, production, and mar-
keting services for original television productions. They are known for 
their incredible 17,000 square foot facility, complete with editing suites, 
and a 3,600 square foot sound stage—one of the largest in the Midwest.

Wise Media works with large Fortune 500 companies, as well as 
small mom-and-pop organizations. Their services are incredibly afford-
able, as they work to get the show produced by sponsors and advertisers. 

“Most people don’t know how affordable and easy it is to get a 
show of your own out there,” says Dan Jansen.

For those who don’t know what to expect when building a custom 
home, the show will provide information about the process of building 
a custom home with HomeSource Custom Homes, how the company 
works, and who everyone is within the company. Wise Media is working 
to make sure the show is engaging, by adding in some reality TV flavor. 
Since Tracy Ellis also has her own radio show, we’ve also shot some 
scenes in her studio while taping her show. Shawn Vinson, with Vinson 
Mortgage, will also be appearing on the T.V.  show. Vinson Mortgage 
will educate buyers on their options for home loans when building a 
custom home. We will also include testimonies from real customers who 
have had varying experiences with HomeSource and Tracy Ellis. 

“Were looking to do more than your typical local real estate show,” 
says Jansen. “We want people to take something away from the show, 
and keep watching episode after episode.”

By tuning into the show, viewers can feel more comfortable with 
HomeSource Custom Homes, and find out whether or not designing a 

custom home is the right choice for them. The show will air in the Spring 
of 2015 at 9 AM on ABC 30.

To contact Wise Media, visit their website at www.WiseMediaSTL.
com, or contact Dan Jansen at 636-305-1070.  

• • • • • • • • • • • • • • • • • • • • • • • • • • • •
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Vinson Mortgage Group 
Preferred Realtors

ecently Rick and Tracy were chosen as Preferred 
Realtors by Vinson Mortgage. The commercials are 
currently airing on local television. You can also view 
them at www.tracyellis.com/media.  R

NEWS & EVENTS

Tracy Ellis has been in real estate for over 15 years and started doing radio 
shows several years ago when the real estate market became more challeng-
ing. Tracy wanted to be able to promote her listings to the largest possible 
audience and educate consumers on buying & selling homes in the St. 
Louis & St. Charles County area. She has had the pleasure of representing 
many local businesses in their real estate transactions and noticed in the 
recent economy what a struggle it has been for small businesses in our area 
and wanted to do something to make a difference.

The  
Tracy Ellis 
Show

Sundays 
10am - 11am
Educating Consumers  
about Real Estate 
& promoting Small 
Business

Tom Terbrock, the producer 
of The Tracy Ellis Show.

WHAT IS HOME STAGING?

THE HOME STAGING 
DIFFERENCE

CONTACT US TODAY!

Home staging is all about helping property owners 
present their homes for sale in the best condition 
possible. You can show potential buyers everything a 
house has to offer by depersonalizing and 
de-cluttering. Along with intelligent merchandising, 
these methods will transform your home in just a 
matter of days.

Make selling your home less stressful through Final 
Stage Home Staging consultation in St. Louis, 
Missouri. Our most important desire is to satisfy our 
clients who are struggling to sell their properties. 
Contact us to learn about staging your home for sale.

Consultation courtesy of Final Stage Home Staging. LLC  
will be available when you list with Tracy.

www.finalstagehomestaging.com
cabalch@att.net   |   314-945-1932

Owners: Chris & Angela Balch
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The Tracy Ellis Team is excited to announce...

 a second office!

RE/MAX EDGE
699 Trade Center Blvd.
Chesterfield, MO 63005

RE/MAX EDGE
1114 Wolfrum Rd.
Weldon Spring, MO 63304

We are expanding to better serve  
the needs of our clients.  
Come visit us at our two new locations:

Chesterfield Office
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eclaimed Wood has become one 
the hottest trends in home deco-
rating. The idea of repurposing 
everyday material that is readily 
available at little to no cost ap-

peals to the masses. The naturally distressed 
texture and tone can bring a vintage or rustic 
look to any décor whether contemporary or 
traditional.  Nothing beats the authentic patina 
and rich warm tones of reclaimed wood.  In 
addition reclaimed wood is eco-friendly which 
is popular trend among today’s consumer. 

What is reclaimed wood?  It is wood 
that has been saved and is being reused and 
re-purposed. It known for its durability and its 
uniqueness no two pieces are alike.  Like vin-
tage clothing, furniture from reclaimed wood 
tells a story about the past. It always contains 
charming imperfections that are smoothed over 
but never erased. Most wood comes from old 
barns, buildings ( architectural salvage),warehouse and the very common 
shipping pallet. It is possible to find extraordinary pieces on a riverbank 
or even on a hike through the woods. 

When opening my Home Décor store “House in Style “I wanted 
to incorporate this fuss worthy trend in my store. Not only did I want to 
create a Elegant rustic atmosphere I also to demonstrate to my clients 
easy “DYI”projects that can easily be replicated in their own homes. The 
largest feat was wood flooring. Over several weeks we collected shipping 
pallets from local retailers with permission and a nominal fee. After days 
of carefully disassembling the pallets we were ready to go. Our goal 
was to create a floating floor that boasted Charming Lodge feeling! We 
constructed large square frames that incased multiple sized wood planks. 
The final result was a large 
reclaimed wooden tile. The 
32”x32” tile where then 
laid in a vertical pattern 
to completely cover the 
existing floor. The reclaimed 
wood floors are defiantly 
one of House in Style’s 
main attractions. Another 
example for re-purposed 
wood we wanted to include 
in our décor was a Vintage 
style replicated Barn doors. 
We came across some cedar 
siding that be removed from 
an old home in a Historical 
Area of St.Louis. We were 
able to find reproduction 

hardware on ebay along with old Mexican Clavos 
(nail heads) and handles. The entire project took 
less than an hour with a final cost of around 
$250.00. The doors give the look of a scenic 
Midwest farm. Love them…..

There are unlimited possibilities and uses 
for reclaimed wood. My Top Ten favorite ideas 
are: Tables, Headboards, Doors, Flooring, 
Shelving ,Picture frames, Wall Coverings, 
benches, Lighting and fireplace Mantels. I hope 
this article gives you inspiration to create some 
reclaimed wood décor of your own. 

What’s with the Antler craze? Over the last 
few years Antlers and Animal Heads have reached 
a status well beyond the typical man cave. Antlers 
can be used in home design to create an eclectic 
feel . The sculptural shape of antlers adds texture 
and interest and their neutral color makes it easy 
to incorporate into any space.    They go hand 
in hand with the reclaimed wood trend. While 

Antlers are always present during the Winter Holidays they can be worked 
into any décor anytime of the year.  It seems the trend is moving away 
from real antlers and taxidermy mounts into faux versions made from Res-
in, Carved Wood, Paper Mache, Glass and Metals. These versions are less 
costly and much more versatile. As a Designer I love to use antlers and 
animal heads. I often group different breeds like moose, gazelle & mule 
deer on a wall along with pictures to create a beautiful wall collage. I often 
incorporate antlers into my tablescapes for a down home rustic feel. I find 
the a single antler looks great across a stack of books on a mantel or mixed 
into a rich colorful floral arrangement. Whether you are re-purposing your 
Husbands prize trophy or you come across a great find at your favorite 
retailer antlers can add interest to any home.  

FEATURE
ARTICLE

House In Style

House in Style Owner and Interior Decorator 
Sandra Garrett Harms has been a Designer in the 
St.Louis area for over 16 years. Enjoying a referral 
based business she has developed many friend-
ships and clients that return time & time again. 

Sandra’s philosophy is that Home Décor is 
much like fashion it is always changing and evolving. We see new 
trends each and every season. In fashion as well as Interior Design 
it is  that “Classic Little black Dress” or that timeless piece of 
furniture that can be accessorized, dressed up or down and used 
for any occasion.   

108 Holloway Rd. Ballwin Mo 63011
636 230-7800  |  Houseinstylestl.com

R
by Sandra Garrett, Home Decor Contributor
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racy was recently featured in Gazelle Magazine as the 
local Real Estate Contributor. 

What advice would you give sellers on letting go of  
their home?  

You must detach from your home mentally and emotionally when 
you are selling your home, because it will make it much easier on 
you when it is time to negotiate a contract. You have to look at this 
like a business transaction, it’s an investment, and it’s no longer your 
home. Always take the advice from your Realtor, they have your best 
interest in mind. In most cases, when my clients move in to their next 
home, they aren’t even thinking about the one they just left.
 
What should people look for in a Realtor?
When you’re looking for a Realtor to get your home sold, you 
should always interview at least 2 or 3 real estate agents. When 
you need your roof replaced, you usually get 2 or 3 estimates, same 
goes for selling your home. Definitely discuss their experience and 
the areas they service. I think one of the MOST important things to 
discuss is how they are going to market your home? Who will be 
taking the photographs? Will you be working directly with that agent 
or a member of their team? How does their web site look? Will you 
have TV, radio or publication exposure? Are they a full time agent? 
Do they market your home on Social Media? Ask for referrals 
from previous clients or contact them directly. You should also find 
an agent with a wide network of professionals at their disposal, 
it will make selling your home much easier. This is your largest 
investment, do your homework!
 
Are people still getting into bidding wars on homes?
In many instances yes! Pricing is everything, I’ve actually turned 
down listings that I felt weren’t going to sell near the price the 
home owner wanted. It’s not going to do many any good to have an 
unhappy client, so I’d rather just walk away from the listing. After 
almost 20 years in real estate, I’ve went in to so many homes that I can 
tell the value almost as soon as I walk through the door. Sometimes 
it’s not always pricing, it’s how a home is displayed. Rick & I recently 
were called to home in Camelot, that had previously been listed with 3 
or 4 agents. I knew as soon as I walked through the door why it hadn’t 
sold. The house was already beautiful, but sometimes there is just too 
much stuff. I was able to get my client to follow my advice. Within 30 
days it was under contract for our full list price of $750,000 after being 
on the market for over a year prior. In a similar situation,  I was called 
to interview for a listing  that had been on the market with another 
agent for over a year. The seller had too much personal attachment to 

her things and wasn’t willing to listen to my advice. I walked away 
from listing that home, because I knew it had nothing to do with the 
price, and it’s still on the market today. Many times it doesn’t cost 
money to help your home show better, just some sweat equity. We are 
all visual people and in today’s market buyers know what they want and 
are willing to pay for it.

What is the sweat equity you’re referring to?
There are many things that go into having your home “show ready”, but 
some of the most important is de-clutter. I tell all of my clients, “You’re 
moving, pack”! If you don’t use it, lose it! Every thing on the floor 
is square footage, remove the pots and decorative items and PLEASE 
get rid of the artificial plants. Limit the amount of personal photos and 
neutralize your paint; colors are everything. Buyers do not want to buy 
a new home and start painting right away, moving is exhausting enough. 
Regardless if it’s Spring or not, clean like it is! I always notice when 
I go into a home and see dust accumulated on the air return vents, that 
screams the home owner doesn’t maintain the home. Anyone that list 
with me, should get their note pad ready, but it’s all easy things in most 
cases. The goal is to get the home sold, not for me to tell you what you 
want to hear just to get the listing.
 
What is the #1 tip you’d give buyers?
This will always stay the same, Location, Location, Location! You can 
always change the house, you can never change the location! Make sure 
it’s in a good school district and near major highways.  People are busy 
working for a living and they don’t want to spend anymore time away 
from their families. 

What about people building a home?
Again, Location! They also need to remember, it won’t be 
easy to someday change the exterior or floor plan. ALWAYS pick 
the best lot you can afford and sacrifice flooring and granite to have 
the things you can’t change! You have to look at your home as an 
investment; don’t pick the cheapest elevation on a standard lot in 
order to have all of the upgrades on the interior that nobody can 
see from the street. If you do that now, you’ll regret it when you’re 
ready to sell! Some buyers  think they don’t need an agent when their 
building, they do! We do this everyday, we know what’s going to get 
you the best return and in most cases there is no cost to the buyer. 
The commission is paid by the builder in almost all cases. You should 
always have someone representing your best interest.  

BUYING
& SELLING

T

Questions and Answers
with Tracy Ellis
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Annabelle Earrings 
accessoryconcierge.com
$28

MICHAEL Michael Kors Guiliana 
Mid Ankle Strap zappos.com 
$140

Piperlime Collection Allover 
Lace Dress piperlime.gap.com 
$69

 

Rebecca Minkoff Quilted Affair 
Mini Shoulder Bag cusp.com 
$195 

Eden’s Picks
By Eden Whitson

The New Year brings with it hot colors for stylists to 
obsess about. Marsala is the hot shade for 2015. You may 
have already seen variations of this rich, gorgeous hue, 
but now it’s sure to make a bold move into men’s and 
women’s clothing, jewelry, and accessories. Whether it is 
worn on its own or paired with a variety of other shades, 
it is this year’s go-to color.

For more of Eden’s style tips,
visit her blog at show-mestyle.com.
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OneSource™ 
Solutions  
makes moving 
as easy as 1, 2, 3!

Select Provider Submit Order Confirmation

We know all too well how much time it 
takes to move into your new home. The 
last thing you need is one more set of time 
consuming calls that leave you overwhelmed. 
That is where we come in.

Our experienced and well-trained consultants 
take the stress out of moving to your new 
home. In just one phone call, we will 
coordinate the majority of your new home 
service connections, such as Phone, 
TV, Internet, Home Security, Gas, Water, 
Electric, and many others.

OneSource™ Solutions was founded with the 
vision of providing a convenient and informative 

way for homeowners to select and activate their 
new home services. John Leach currently serves 

as the President of OneSource™ Solutions, which 
now operates nation-wide.

To get started with our FREE service,  
call us at 1.877.274.8632  
or visit www.osconnects.com

OneSource Ad.indd   1 4/15/14   2:50 PM
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Great Rates for Your Big Dreams
Jumbo Home Loans

The jumbo home loan market in 2014 – 
which refers to mortgages that exceed 
$417,000 – had the highest total dollar 
volume in closed transactions since 2007.  
The main drivers of this growth were low 
rates, �exible down payment options and 
pent up demand.  The �nancial crisis and 
ensuing recession that began in 2008 
saw many lenders exiting the jumbo 
market or pricing their product at 
uncompetitive rates in order to stymie 
demand.  First State Bank of St. Charles, 
one of the top 200 healthiest banks in the 
U.S. according to DepositAccounts.com, 
was able to continue providing �exible 
down payment options and programs, 
emerging as a leader in the jumbo 
�nancing market.

A common question I am asked regard-
ing jumbo loans is, “How much do I have 
to invest in the transaction?”  First State 
Bank o�ers a combined loan to value up 
to 95% on purchase prices up to 
$700,000 with no private mortgage 
insurance on primary residences.  For up 
to $1,500,000, we o�er jumbo loan 
products up to 80% loan to value.  In fact, 
we can lend up to a purchase price or 
value of $3,000,000, an exclusive lending 
arena, at a 75% loan to value.  

First State Bank �rmly believes clients 
that have reached this level of success 

and achievement make the best lending 
partners and in turn, we reward their 
success by requiring a lower cash invest-
ment on their real estate.  

Another topic I am often asked about is 
interest rates.  Most mortgage experts, 
including me, predict that jumbo rates 
will likely stay low in 2015 compared to 
non-jumbo loans.  However, the lowest 
rates will be on adjustable rate jumbo 
loans, while �xed rates are expected to 
rise quarter to quarter as the economy 
continues to slowly improve.  If you are 
on an adjustable jumbo rate now and 
know you will be staying in the home 
long term, now is the time to re�nance to 
a low �xed rate loan.  

My predictions for 2015 are a thriving 
purchase and re�nance market.  The 
people that are the most decisive and act 
now will take the most wins o� the table 
and reap the best terms and rates in our 
history.  Others will still engage later in 
the year but as demand continues to rise 
in an improving economy, the bene�ts of 
those who act later may diminish.  First 
State Bank remains committed to o�er-
ing multiple options at competitive rates 

in the jumbo market.  It would be my 
pleasure to meet with you to 
discuss your jumbo financing plan.  

Mindy Primm
Sr. Residential Mortgage Lender
NMLS# 493716
Office   (636) 940-5668
Cell       (314) 477-5526
mprimm@fsbfinancial.com

A Division of First State Bank of St. Charles, NMLS # 416668

Repeat winner of the 5 Star 
Mortgage Professional Award

Regular guest on the Tracy 
Ellis Show on 97.1 FM

First State Bank named one of 
the top 200 Healthiest Banks 
in the U.S.

First State Bank voted #1 
lender 6 years in a row in St. 
Charles County

All loans subject to approval. Maximum loan amounts apply. Loan limits vary by county, and rates depend on where your property is located. 
Programs, rates, terms and conditions are subject to change without notice. Certain restrictions, terms and conditions may apply. 
Contact your First State Bank Mortgage Residential Lender for more details or to see if you qualify.  
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HIGHLIGHTS FROM TOP AGENTS

David Kurz
Location: 
South Florida

Contact:
310.818.5788 
thepartnerstrust.com 
Madison@themalibulife.com

Contact:
786.299.2532
TheKurzTeam.elliman.com
David.Kurz@elliman.com

Madison Hildebrand
Location: 
Malibu, California

Featured Listing:

Contemporary Mediterranean North Ranch Estate
2170 Upper Ranch
Westlake Village, CA 91362

Quietly located at the end of a cul-de-sac sits this exceptional 
privately gated North Ranch Estate on approximately 1.4 manicured 
acres with an expansive front entry yard surrounded by mature trees 
& total privacy. This custom built Contemporary Mediterranean home 
consists of 4 bedrooms & 3.5 bathrooms, as well as an over-sized fam-
ily room with saloon style bar, game area, & a large built-in entertain-
ment system. The openness of the floor plan & the natural flow boasts 
a grand foyer entry, formal dining room, spacious kitchen, & an office. 
The fabulous master suite has two large walk-in closets & a luxurious 
master bath with dual headed shower, spa tub, & pool side view. The 
home & surrounding outside living spaces are an entertainer’s para-
dise with spectacular flagstone patios, built-in BBQ area, & fire pit. 
The large pool, jacuzzi, & surrounding grassy yard has the feeling of a 
resort, including a pool bath with outdoor shower. Minutes from North 
Ranch Country Club - easy to show!

The Kurz Team led by David 
Adam Kurz PA is a Real Estate team 
that has established itself as a top real 

estate team in South Florida. The Kurz Team is licensed and associ-
ated with Douglas Elliman Real Estate. The Kurz Team is based out 
of  the Douglas Elliman Brickell office. We serve all of South Florida 
but specialize from Downtown/Brickell/Miami Beach to Palmetto 
Bay and Cutler Bay. Our team is large enough to serve sellers and 
buyers from the Florida Keys all the way up to Palm Beach County. 
With a client base and agent base spanning from South Florida up to 
New York City, we are the best team to help with your home selling 
or buying needs. We have a strong unique approach to marketing 
homes for sale. We don’t just add our homes to the Multiple Listing 
Service and hope someone will bite.

Featured Listing:
37 Cinnamon Bark Lane - Ocean Reef Club, Key Largo, Florida

Featuring CASSIA Villas in Ocean Reef Club!! 17 unique 
pre-construction homes in the most exclusive and illustrious commu-
nity in Miami/ Florida Keys.

This gorgeous 6 bedroom home is well suited to its site on pictur-
esque Cinnamon Bark Lane. Framing the fairways of The Hammocks 
golf course, this grand residence offers an idyllic combination of priva-
cy and seclusion. The unique floor plan wraps around the pool, and of-
fers private guest quarters for family and friends. Ocean Reef features 
amenities that surpass all imaginable expectations. 175-slip marina, 
two championship golf courses, spas, fitness center, private airport, 
world class tennis center and more!
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GARAGE 
DOOR 

REPAIR

ELECTRIC 
OPENER 
REPAIR

www.ancodoors.com  |  636.343.9167
A FAMILY RUN BUSINESS SINCE 1969  |  SERVING ALL OF ST. LOUIS, SAINT CHARLES & JEFFERSON COUNTIES

At ANCO, we care about safety. 
Follow these tips for basic door maintenance:
1)  Visually inspect the garage door each month. 

Look at springs, cables, rollers and pulleys for 
signs of wear. Do not attempt to remove, adjust or 
repair these parts or anything attached to them. A 
trained door repairman must make adjustments to 
these parts, which are under high tension.

2)  Test the garage door opener’s reversing 
mechanism monthly by placing a 2" x 4" board 
or a roll of paper towels in the door’s path. If the 
door does not reverse after contacting the object, 
call a qualified garage door professional for repair. 
If the opener has not been replaced since 1993, 
seriously consider a new one with auto-reverse as 
a standard feature.

A couple heating and cooling tips:
1)  The filter is very important to the operation of your furnace and the air quality of your home.  

Depending on the type of furnace you have, filters should be replaced every couple of months.  
They’re pretty cheap and can be picked up at most home improvement stores, or on the Internet.

2)  Carbon monoxide is a byproduct of combustion and it’s very dangerous in large quantities. Regardless of 
whether your furnace is brand new or on its last legs, you should have a CO detector to make sure this 
odorless gas isn’t leaking into the air you breathe. Always visually inspect the vent or flu for leaks or cracks.

Specializing in:
• garage door repairs
• garage door openers
• sales 
• installation

Your garage door experts for 
the greater St. Louis area.

Call ANCO for  
your heating and 

cooling needs.
636.343.9167
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BUYING
& SELLING

Saint Louis on Average Has Some of the Most Affordable Homes in the Nation
aint Louis is one of the best buyer’s market in the nation. 
With a four-bedroom home with two baths costing on 
average $227,787. This may appear like a lot; however, it 
is quite a bit lower than the national average of $327,000. 
Additionally, home prices are anticipated to rise 3.2% in the 

next twelve months. Low prices and expected appreciation, makes this 
an ideal time to buy a home.

If you are in the market for a luxury home, St. Louis has some the 
highest home values in Missouri. More specifically, the top five average 
prices for a home in Missouri are all in the Saint Louis Metro Area. Chester-
field leads the pack by having an average four bedroom, two bath home for 
$352,107. Wildwood, Dardenne Prairie, Lake Saint Louis, and Eureka com-
plete the top five. Comparatively, the most affordable city in Missouri is 
Moberly, with an average home value of the same size being $122,183.

When investing in a home, it provides comfort knowing that homes 
in the area you are buying are likely to maintain their value. With that 
being said, there is not a safer place in Missouri to invest than the 

aforementioned cities. Tracy Ellis and her team have a vast amount of 
experience helping buyers locate homes in these cities. Thereby Tracy 
and her team can find the right home at the right price for you. Please 
contact us at 636-299-3702 if you are interested in finding a home in the 
St. Louis or St. Charles County.

The Tracy Ellis Team can help you find the home of your dreams. 
You may contact us by phone, on the internet, or swing by our office. 
We work tirelessly to find the home of your dreams and also apply our 
expertise of buying and selling homes to make the process of buying a 
home effortless. Our team of top St. Louis and St. Charles real estate 
professionals are dedicated to finding strategies for homebuyers to enter 
the market. The Tracy Ellis team, a top St. Louis luxury realtor, under-
stands what it takes to work with buyers in the luxury home market. 
We make it our business to stay on top of the latest developments in 
the St. Louis  and St. Charles luxury home markets. If you would like 
more information on buying a new house please contact The Tracy Ellis 
Team. Contact us today!  

Stability In The Housing Market Indicates Natural Growth
he Tracy Ellis Team passionately 
stays up-to-date on the latest 
trending topics in St. Louis and 
St. Charles real estate. Success 
comes from identifying and 

developing a focus or niche in the local real 
estate market that allows you to distinguish 
yourself from the competition. Currently, 
there are more homes on the market, which 
consequently lead to list prices decreasing. So 
even though home values continue to rise, the 
gradual increase is indicative of a natural growth rather than a cautionary 
exponential rise. Economist Stan Humphries believes this slower growth 
is symptomatic of normal market conditions. For this reason, another 
housing bubble is unlikely.

Generally, a home is an individual’s highest capital asset. The Tracy 
Ellis Real estate team appreciates and utilizes the nuances that make a 
specific community’s housing market and pricing strategy unique. With 
a steady increase in home values in a more stable environment, equates 
to now, being the best time for potential home buyers. With 18.6 percent 

more homes being on the market than one 
year ago, the Tracy Ellis team can help you 
identify the right home for you!

The Tracy Ellis Team can help you find 
the home of your dreams. You may contact 
us by phone, on the internet, or swing by our 
office. We work tirelessly to find the home 
of your dreams and also apply our expertise 
of buying and selling homes to make the 
process of buying a home effortless. Our 
team of top St. Louis and St. Charles real 

estate professionals are dedicated to finding strategies for homebuyers 
to enter the market. The Tracy Ellis team, a top St. Louis luxury realtor, 
understands what it takes to work with buyers in the luxury home mar-
ket. We make it our business to stay on top of the latest developments 
in the St. Louis  and St. Charles luxury home markets. If you would like 
more information on buying a new house please contact The Tracy Ellis 
Team. Contact us today!  

S

T

Blog with Tracy
Follow Tracy’s Blog at TracyEllis.com
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udy Elliott and Colleen Laughlin of Gattermeir Davidson 
Real Estate, bring a wealth of knowledge and expertise 
about buying and selling Real Estate in the Lake of 
the Ozarks. Together, Judy and Colleen have over 60 
years of Real Estate experience, which includes buying, 

selling, and developing homes and condos in the Lake of the Ozarks. 
The atmosphere and accessibility varies across the Lake area. Judy 
and Colleen understand an elderly couple may not be looking for the 
same experience in the Ozarks as a young bachelor. Judy and Colleen 
know differences between locations in the area inside and out and are 
eager to help their clients receive up-to-date information and ensure 
their homeowners will find the right home and location for their 
lifestyle.

With their combined expertise in Ozarks Real Estate, Judy and 
Colleen are efficient in the administration aspects of buying and selling 
a home. They strive to make the entire process of buying and selling a 
home smooth for everyone involved. After so many years in the busi-
ness, Judy and Colleen have values in Real Estate that set them apart 
from the rest.

Finding Your Next Lake Home 
Homeowners need someone who knows the Lake of the Ozarks 

inside and out. Judy and Colleen work with their clients to find the 
right homes at the right prices, including all of the neighborhood ame-
nities that matter, not to mention—essential criteria homeowners have 
for their ideal home.

Selling a Lake Home
When it’s time to move, homeowners need someone who knows the 

market, will advertise the home, show to prospective buyers, negotiate 
the purchase contract, arrange financing, oversee inspections, handle all 

the necessary paperwork, and supervise the closing. Judy and Colleen 
can take care of everything throughout the entire process, and will never 
leave their clients to fend for themselves during negotiations.

Consulting on Lake Home Selling Tactics
Oftentimes buyers don’t visualize living in a home the way the 

current owner does. Judy and Colleen can make any home attractive 
to its ideal audience, which helps their sellers receive top dollar for 
their homes.  Things like staging the home, making repairs or minor 
improvements, or simply painting the walls, can be the difference be-
tween a home that rests on the market and one that’s sold fast. 

1010 Lighthouse Pointe, Lake of the Ozarks, MO
This fabulous condo is two levels, has perfect viewing of the 

offshore boat races at the lake. This can be a full package turn-key 
price for everything which includes a 2007 38ft. Sea Ray Boat 
with lift, 3 boat slips (two - 40’ and one 32’), 2 personal watercraft 
slips with lifts, furniture, and garage for $650,000

LAKE OF
THE OZARKS

Judy Elliott Knows

Lake of the Ozarks
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Judy Elliott has been a resident of the Lake of the Ozarks area, business owner, and developer since 
1970. Judy is married to Bruce Elliott, and has one daughter, a son-in-law, and two granddaugh-
ters. She has a Bachelor of Science and a Bachelor of Science in Education in Health and Physical 

Education and Recreation and is a teacher and founder of the Elementary PE and Intramural Programs. Judy is also a former School of the Osage 
Board Member and Trustee of the Villages of Four Seasons. 

She is the Co-Owner of various Lake Area restaurants, and is the original founder and board member of the Lake Area YMCA. Judy is 
the instructor, owner, and operator of the Lake of the Ozarks Water Ski Show, and a benefactor of many Lake Area organizations. She is an 
expert in the area market values and knows the opportunities with specialization in residential Real Estate. 

Colleen Laughlin has been a Lake Area resident since 1986. She has a son, daughter-in-law, and two wonderful grandsons. Colleen has been 
a Realtor-Broker since 1975, and a Lake Area appraiser for 26 years. Her expertise is in Real Estate values in the Lake of the Ozarks, making 
her an invaluable asset when valuing Lake Area property. She has excellent communication skills with buyers, sellers, loan officers, inspec-
tors, surveyors, and vendors, providing exceptional customer service and support for her each of her clients.  

We had just started our search when we first met Judy. On our way home, my husband Dean said to me that he thought Judy had to be the best 
Realtor at the Lake because of her knowledge of the area, being an active member of the community, and the valuable information she shared 
with us. We both felt extremely fortunate to have chosen her.      Mr. & Mrs. Dean Weeks

Colleen was a pleasure to work with. She went above and beyond our expectations with our condo sale and our lake home purchase. I will glad-
ly recommend Gattermeir Davidson and Colleen to anyone who may be looking to sell or purchase.  Mr. & Mrs. Steve Lohmann

Judy and Coleen were available anytime, day or night, to answer a call or e-mail. They followed up every conversation or question we had. 
They were there to guide us through this complicated process, as we had not purchased a home for 21 years. The two of them always made us 
feel we were the only customers they had to deal with at the time. Judy and Colleen treated us like old friends and were very accommodating, 
helpful, and knowledgeable. I could not imagine using any other company for buying or selling a property at the lake!

Mr. & Mrs. Donald Duncan

2265 Bagnell Dam Blvd., Ste B  | PO Box 1449  | Lake Ozark, MO 65049 A Division of First State Bank, NMLS # 416668

Michael Lasson
Sr. Residential Mortgage Lender
NMLS# 493712
Office   (573) 746-7211
mlasson@fsbfinancial.com

Apply online at www.yourlakeloan.com!

OPENING DOORS TO YOUR 

SECOND HOME!
•  Award Winning Team
•  Conventional & Jumbo Loans
•  Condominium Loans
•  Flexible Terms & Competitive Rates
•  Fast & Easy Pre-Approval Process

Bagnell Dam Association of REALTORS

A�liate of the Year 2014







Krantz Insurance Group is your 
hometown insurance agency.

nsurance group

When choosing an insurance agency,  
you want a company you can trust.  

We are an independent insurance agency.  
We do not work for an insurance company;  

we work for you! Our expertise is based on well-trained 
experienced staff that can tailor a comprehensive 

insurance program for your specific needs. 

Contact us today:
2820 Bagnell Dam Blvd, Suite B5

Lake Ozark, MO 65049

573.964.6860
krantzinsurance.com

Find us on Facebook 
and LinkedIn!



Open Everyday at 11 am

Business 54 & Community Bridge, Lake Ozark, MO 65049
Make your reservations at www.JBHooks.com

573-365-3255

JOIN US FOR EXTENDED

IN THE BAR
Mon.-Fri. 3-8 pm

ALL DAY on Sunday

Live Music with Michael V 
on Tue. & Fri.

HAPPY HOUR

1/2 Price Appetizers
Buy 1 Get 1 Features

Krantz Insurance Group is your 
hometown insurance agency.
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you want a company you can trust.  

We are an independent insurance agency.  
We do not work for an insurance company;  

we work for you! Our expertise is based on well-trained 
experienced staff that can tailor a comprehensive 

insurance program for your specific needs. 

Contact us today:
2820 Bagnell Dam Blvd, Suite B5

Lake Ozark, MO 65049

573.964.6860
krantzinsurance.com

Find us on Facebook 
and LinkedIn!



REACH YOUR 
TARGET MARKET.

Online marketing is essential to being found by 
potential customers on search engines.

GOOD THINGS HAPPEN WHEN YOU GO VERTICAL.

Not sure where your business fits in on search engines and social 
networks? Or maybe you just don’t have the time? Go Vertical Creative 

can help! Contact us for an internet marketing consultation today.

GOVERTICALCREATIVE.COM

636.244.5550

INFO@GOVERTICALCREATIVE.COM

GoVerticalCreative

GoVert_Creative

WEB DESIGN + DEVELOPMENT  |  INTERNET MARKETING  |  GRAPHIC DESIGN  |  PRINT + SIGNS

GOVERT AD.indd   1 8/6/14   12:47 PM

When developing marketing materials for your business or services,  it 
is best to opt for professional design and marketing strategy. Trying to save 
money by using online free or cheap graphics isn’t a good way to sell your 
product or service. Low quality design downgrades the perceived value 
of the marketing piece and its sales effectiveness. It could even have a 
negative impact on how people feel about the products and services 
you’re trying to sell. On the other hand, high quality marketing will drive 
business and show consumers that you have a quality product or service 
that you believe in. Often, the business of advertising can be overwhelming 

journey for small business owners. For this reason, full-service advertising 
agencies can function as the roadmap to your success.

Go Vertical Creative is a full-service creative agency based in St. Louis, 
Missouri that offers a range of services to handle every facet of marketing 
and advertising, leaving business owners to concentrate on running and 
growing their company. The primary role of Go Vertical Creative is to create an 
innovative advertising and marketing plan specific to your business, product, 

and brand. We specialize in revenue driven Website Design and Internet Marking, 
including Search Enginge Optimization (SEO), Pay Per Click Lead Generation (PPC), Social 

Media Management, and Email marking.
 To provide a creative and compelling campaign intended to engage the attention of potential 

customers and persuade them to buy your product or service, our team of professional designers, web 
developers, writers, and marketing experts supply all of the tools your business needs. Go Vertical focuses 

on branding your company by incorporating effective marketing strategies to allow your business to prosper, 
even in the most competitive markets.

Our goal is to take care off all of your companies marketing needs both on and offline. Since printing is a 
specialized industry, our company will handle this function through a printing partner. Graphic design, copywriting, and 

printing are vital elements of the overall ad program, as poorly written, designed, 
and printed advertising can hinder the effectiveness of the campaign and may reflect 
poorly on the business.

From professional web design, publishing, and webpage updates, our 
agency can handle all of the details. We don’t prosper as a company if our 
clients don’t, and that is why our staff is trained, experienced, and enthusiastic 

about our mission to produce visually compelling and 
competitive marketing pieces for your company, both in 
digital and in print.

Branding and Design - Graphic Design is a vital part 
of developing your brand. This is where we truly stand 
out from our competition. Our top-notch designers 
develop and implement the brand strategy for your 
product or service. In addition we will plan and execute 
brand marketing and advertising programs to raise 
awareness and value. We provide design services for all 
types of print and marketing collateral.

Professional Website Design 
and Development – Having 
a strong website is essential in 
today’s digital world. A great web 
design with appropriate functionality 
will create a crucial and lasting 
impression for potential clients and 
customers.

Small Business SEO Services – 
Having a professional and attractive 
website is one thing, but driving traffic 
to that website is a whole other feat. 
Search engine optimization, or SEO is an 
ongoing process that requires persistent 
content marketing and ongoing updates 
to your website.
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BW 1 Color 2 Color Metalic

• Affordable and we only charge after 
we get results.

• Specialize in Mortgage Credit and 
we work with all area lenders.

• Efficient. Most of our clients  
are credit-worthy for a loan in  
an average of 90 days.

• We only utilize legal and ethical 
methods to restore credit.

Call today for a free credit analysis  
at 855-893-7273. 
www.freedomcreditsolutions.us.

Everything with Freedom is strictly 
confidential and all private information 
is completely secure.

DON’T LET LOW CREDIT SCORES KEEP YOU FROM BUYING YOUR DREAM HOME!

520 545
720

CR-15-7601
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BUYING
& SELLING

t takes knowledge, strategy and finesse

Selling a million dollar-home in an expensive devel-
opment or on acreage of its own is not the same as selling a 
fixer upper or a median or average-priced home. 

It takes a totally different strategy.
In real estate, as in life, it’s always best to make a great first impres-

sion. Marketing and pricing of your home (in any price range) is critical 
from the start. If your house sits on the market for more than a few 
months, it begins to develop a reputation….and not a good one.

When buyers and their agents find a listing that’s been on the 
market for a long time, they usually throw out lowball offers. And I 
can’t blame them. It’s a fair assumption that if another buyer hasn’t been 
willing to buy it at the current price, why should they? This creates a 
vicious cycle.

It’s even worse for sellers of luxury listings, because instead of 
resorting to a price cut of $5,000 or $10,000, they often need to trim the 
listing price by $50,000 or even $100,000. The higher the original price, 
the greater the reduction needs to be to stay competitive.

Affluent buyers buy for completely different reasons than typical 
homebuyers.

The higher you move up the home price ladder, the more important 
intangibles become. In other words, luxury homes are more about art 
than science. On a typical $100,000 home, the numbers drive the entire 
process. The buyer closely monitors the potential monthly mortgage 
amount, the utilities, the interest rate and closing costs. They are very 
much concerned with the “science” of the deal. They are restricted by the 
numbers….their budget is the main driver of the process. This is not true 
of luxury buyers.

Of course, affluent homebuyers still pay attention to the numbers. 
They won’t allow themselves to get “ripped off.” But instead of being 
limited by a strict budget, affluent buyers generally make their buying 

decisions based on a completely different set of factors. They think in 
terms of $25,000 to $50,000 increments the same way an “average” 
buyer thinks of $5,000 increments. 

You can’t entice them with $10,000-off discounts. They are much 
more concerned about finding the perfect home than they are a home 
with the perfect price.

Luxury real estate has little to do with price. If an affluent buyer re-
ally wants a particular luxury home, they will pay almost anything for it. 

Affluent buyers won’t “overpay,” but they will pay more. Buy-
ers of luxury homes (anything above $400,000) have a more nuanced 
understanding of “value.” Affluent buyers think of value not in terms of 
the cheapest price, but in return on investment. And when it comes to 
buying luxury homes, the “return” they are looking for is not necessarily 
financial. It is emotional. They want to feel good about their home. They 
want to be proud of it.

Not that the average American doesn’t experience these desires. 
They just don’t always factor them into the home-buying decisions (or 
maybe can’t afford to).

Selling high-end homes is not about finding buyers. Here are a 
few tips on how to find THE buyer:

 S High-end photography is a must. You must hire a professional 
photographer who uses a wide-angle lens. Yes, it could cost a 
lot of money. But if you are working with an agent that doesn’t 
invest a few hundred bucks into professional photos on a listing 
that may generate a potential commission of $25,000, you should 
probably find a new agent. 

 S In the property description, make sure your agent does NOT just 
describe the features of the home, but tells a story about the ben-
efits of owning it, why the characteristics are desirable, and how 
the buyer’s life will improve once they purchase the home. 

I

Buying & Selling 
   Luxury Homes3001 Matteson Blvd, 

O’Fallon, MO 63366



 S Create targeted buzz so everyone is talking about your house. 
What should a real estate agent do to make that happen? 
1. Hopefully, he or she doesn’t just “hang out” for two hours on 

a Sunday, hoping potential buyers show up. Turn a luxu-
ry-home open house into a premiere social event that gets 
people talking, like a “Charity Cocktail Party” with live music 
and food that also raises funds for a worthy cause. The more 
people that attend your “open house,” the better. Word-of-
mouth is the goal.

2. Creative direct mail drums up interest. It creates buzz, and 
can tell a story about why the owners are selling, what a 
great opportunity it is, or why the home is unique. Don’t 
focus on boring things like price, number of bedrooms and 
so on. The goal is to create an exciting mailer that piques 
people’s interest, even if they aren’t currently looking for 
a new home. You want them to tell their friends at coffee 
about that “interesting letter” they received in the mail. 

3. Online marketing with beautiful photos, even aerial photos 
and video posted of your home, reaches people far and wide. 
Include a professionally written description of the property, 
and a way for interested buyers to contact your agent to find 
out more information. There is a certain amount of pres-
tige with the aerial images and video, and prestige is very 
important when it comes to high-end homes. 

4. International marketing is very important on a luxury listing. 
In the luxury price range, buyers don’t always come from the 
local market. It’s important to have a realtor that has a great 
network of realtors around the United States and abroad.

If you’re listing your home with a realtor, make sure he or she has a 
web site that is current and up to date. Most buyers start looking online 
months before they reach out to an agent.  

1126 Wings Rd
St. Albans, MO 63073

Tracy Ellis is a real estate agent with RE/MAX EDGE, with offices in 
Chesterfield and Weldon Spring, Missouri. She hosts the Tracy Ellis Show 
at 10 a.m., Sunday mornings on 97.1 FM News Talk, and is the publisher 
of the Tracy Ellis, A Guide to Luxury Real Estate magazine. For more 
information, visit www.TracyEllis.com, or call (636) 299-3702.
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fter almost 20 years in the Real Estate industry, I have seen 
many trends come and go. These are a few that I think will 
be popular for 2015!

Open Floor Plans
Perfect for entertaining and gathering with the family, open floor 

plans provide a spacious living area and make a home feel larger, while 
maintaining an open and inviting atmosphere. By removing doors and 
widening passageways throughout the main level, home owners can 
create an environment of togetherness within the family that cannot be 
achieved as easily with divided rooms.

Multiple Master Suites
Home owners today might choose to have multiple master suites 

for a number of reasons, such as aging parents, or a child’s return to the 
nest. Whatever the reason, owning a home with two master suites, each 
with their own attached bathroom, makes for easy transitions through the 
stages of family life. It can also make guest accommodation quick and 
easy.

Custom Closets and 
Organization

Home storage takes on a 
new look in today’s housing 
market with built in cabinetry 
in walk-in pantries, custom 
designed his/her walk-in 
closets, and specialty storage 
spaces under bench seating. 
As floor plans become more 
open, convenient storage 
options are a must.  New 
construction companies are 
promoting the inclusion of 
mudrooms, where items can 
be stored and organized at 
an entrance through the back of the home. Mudrooms are a great way to 
eliminate clutter as your family comes and goes. 

Popular Paint Colors
Sherwin-Williams has named Coral Reef their 2015 Color of the 

Year. According to Jackie Jordan, Sherwin-Williams director of color 
marketing, “Coral Reef embodies a cheerful approach to design that 

we’re seeing for the coming year.” If coral isn’t your style, there are 
many color trends emerging for 2015. Benjamin Moore advises using a 
monochromatic color plan of the same color, like Gulliford Green (HC-
116) their Color of the Year, in different shades and layers. Sherwin-Wil-
liams has also introduced several color schemes—Chrysalis, Voyage, 
and Buoyant—as a “forecast” for color trends in 2015, which are sure to 
please any of your color needs.

Flooring
Porcelain floors are a popular choice in flooring this year. Cast away 

your ideas of traditional porcelain tiling. Today, porcelain comes in a 
variety of colors, textures, and sizes, perfect for cultivating any design 
style you choose. According to HomeAdvisor.com, porcelain flooring 
is a tougher, more-durable form of tile. It’s great for rooms with high 
traffic, and is stain resistant. 

Popular Countertops
Though granite has been the go-to countertop for home owners 

in recent years, according to Realtor Magazine, quartzite is on the rise 
as a must-have in 2015. Quartzite is a naturally occurring stone and is 
impossible to damage, giving it a leg-up on quartz, which is manmade. 
Quartzite is similar in appearance to marble, a very luxurious countertop 
choice, but quartzite doesn’t stain as easily.

Cabinetry
Traditional white-washed kitchens are coming back into style in 

2015, but this time around, home owners are using various shades of 
white, like Honeymilk (Valspar) and Linen White (Benjamin Moore), to 
enhance their kitchen spaces. Black shades are also a popular unifier in a 
kitchen design theme for the new year. 

Appliances
In 2015, we’re seeing double. When it comes to appliances, home 

owners are looking for two of everything. Two refrigerators, two 
dishwashers, two ovens – two, two, two. With double the appliances, 
kitchens are more equipped for hosting large parties as well as making 
the process of cooking and cleaning up after every day mealtime much 
smoother. Home owners are also very keen on matching their appliances 
and cabinet colors. Custom-built paneling provides a seamless kitchen 
from appliances to cabinets in many luxury homes.

Coffee Stations
We’re seeing many luxury kitchens equipped with built-in coffee 

stations. That’s right coffee lovers, not just an area to store your cof-

FEATURE
ARTICLE

A
2015Tracy’s Trends
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fee-making materials, an actual coffee machine built right in to the wall! 
At about counter height, a built in coffee station makes your favorite 
part of the morning an integral part of your kitchen, minimizing counter 
space clutter.

Lighting
Bronze fixtures are popular now in lighting, but be on the lookout 

for copper and other warm metal fixtures. Industrial metals have been 
mainstream for some time now, as seen with the use of hanging pot racks 
over kitchen islands. Now, we can see that same look translating to light 
fixtures. Apart from lighting design, 2015 might see a growing trend in 
strategically placed lighting in drawers and cabinets, as well as shower 
lights. Utilizing lighting trends such as these in your home could help 
alleviate some of life’s small stresses in your new year.

Technology
In 2015, our houses are getting smarter. Different features of the 

home—appliances, heating, cooling, lighting, electronics, security sys-
tems—are now able to communicate with each other. With that, each of 
these systems can also be controlled by remote from almost any location. 

There are a number of ways to update your home to modern 
technology, including the installation of charging stations, 
which can be placed in a number of locations throughout the 
home. With the variety of devices most of us own today, cre-
ating a charging station helps hide all those cables and wires 
that a lot of us now have throughout our home.

Safety
Considering the safety of your home and family never 

goes out of style. In 2015, walk-in safes or safe rooms will be 
a popular trend. These rooms are made of concrete and rebar, 
forming walls and a ceiling that range from 12-24 inches 
thick. Safe rooms provide protection from home invasions, 
storms, fires, and are perfect for storing valuables. 

Home Theatres
Home theatres have been a trend for quite some time 

in this region, and they are one trend we can be sure won’t disappear 
anytime soon, but home owners are rethinking the way they create their 
theatres. Just like with the desire for double appliances—two is also bet-
ter than one when it comes to televisions. In 2015, there is no reason to 
limit your entertainment choices. With multi-screens, home owners can 
catch up on their favorite television shows, while also keeping up with 
social media, side-by-side. If you want to keep with the traditional movie 
theatre vibe, using a projector and a large screen is the best way to go. A 
popular choice in televisions this year will be the 4K Ultra HD TVs, they 
offer four times the resolution of traditional HD televisions.

Outdoor Living
Home owners are really 

vamping up the way they 
use their outdoor spaces for 
living and entertainment. 
Outdoor kitchens, fire pits, 
outdoor TV’s, and projector 
screens for outdoor movies 
make great spaces for parties 
and family time. We might 
even see a rise of poolside 
television sets in the luxury 
home market. Between 
sunrooms with built-in BBQs 
and private dog run and wash 
areas, there are so many ways 
to expand your living space beyond the walls of your home in 2015.  

Custom cabinetry and dual refrigerators

Coffee Station



REACH YOUR 
TARGET MARKET.

Online marketing is essential to being found by 
potential customers on search engines.
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Integrity Title Solutions is a 
fully licensed Commercial and 
residential title, escrow and 
disbursing provider.

•  11 locations, licensed in both  
Missouri and Kansas

• Onsite corporate counsel

•  Mobile Closings available at the 
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www.IntegrityTitleSolutions.com  |  314-209-8100

ITS Ad Full Page.indd   1 4/17/14   4:16 PM

REACH YOUR 
TARGET MARKET.

Online marketing is essential to being found by 
potential customers on search engines.

GOOD THINGS HAPPEN WHEN YOU GO VERTICAL.

Not sure where your business fits in on search engines and social 
networks? Or maybe you just don’t have the time? Go Vertical Creative 

can help! Contact us for an internet marketing consultation today.

GOVERTICALCREATIVE.COM

636.244.5550

INFO@GOVERTICALCREATIVE.COM

GoVerticalCreative

GoVert_Creative

WEB DESIGN + DEVELOPMENT  |  INTERNET MARKETING  |  GRAPHIC DESIGN  |  PRINT + SIGNS

GOVERT AD.indd   1 8/6/14   12:47 PM



April’s on Main offers in-home consultation, custom 
window fashions, hand painted furniture and a painter 
(faux, murals, furniture etc). 

We also feature 4500 square feet of:
• silk florals
• jewelry
• lighting
• clocks
• lanterns 

• artwork
• candles
• tabletop accessories 
• childrens section
• pet gifts 

• monogrammed 
glasses & purses. 

• boutique clothing
I have been in this industry for over 22 years. I am 37 years old. My partner Paul Moxley and my Mother Kathleen Feldewerth were my biggest fans when I thought about going out on my own. Hundreds of hours in the evenings and every day off was spent painting, receiving merchandise, displaying and designing.

- April Feldewerth

222 North Main Street
St. Charles, MO 63301

636.395.7605
www.aprilsonmain.com
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The Tracy Ellis Team ranked #1  for the 
month of December and #2 Team for sales 
volume in 2014 at RE/MAX Edge!
The team is also a recipient of the St. Charles County  
Association of Realtors Diamond Award of Excellence.

#1
#2



For a permanent fix to all your leaves and sticks,
call for . . . 

TheGutterCoverCompany

636-928-2828                  
www.theguttercovercompany.com

Owners of The Gutter Cover, 
Staci & Jim Maneage

Guests on 
“The Tracy Ellis Show”

Work with award-winning  
product and quality service!

Even installs over your 
existing gutters.

OUR COMPANY VALUES

l Value TO Our Customers  
- Keeps gutters clear and free flowing
- Protection of your home
- Keeps you safe and off ladders
-  Allows more quality time to spend with  

your family
- Investment in your home

l We Value OUR Customers  
-  We listen to your needs and make sure to 

address those needs
-  We never use high pressure to make a sell nor 

misrepresent our product
-  We provide integrity pricing. There are no 

opportunities for up charging and price 
gouging.

l Service of the product  
-  Installs like a roofers flashing with screws 

NOT  nails for extra security against wind. 
We also do not use any glues or adhesives  strips 
on the owners roofs. Our products installation 
does not void customers roof  warranty

-  Only product on the market that adds extra 
support to the gutter  and goes on under  
first shingle 

-  Heavy gauge .027 like your existing gutter so  
need need for ridges for stability 

-  Nothing screws into the front of gutter  that de-
bri can get caught on like many other products 

-  Works on extremely steep pitched roofs as well as 
on flat, metal, tile, slate and cedar shake  roofs. 

-  We have a Lifetime Performance  
Warranty (lifetime of the home)  
that is transferable at NO CHARGE.   

l Reputation of OUR business  
-  Our integrity is of very high value to us. We 

believe that our track record in awards and 
recognitions displays that. 

-  We believe in building relationships and trust 
with our customers 

-  During  stressful times dealing with insurance 
claims from storm damage Staci, the co  owner, 
walks through the process with the homeowner 
gathering the needed  information to help the 
insurance adjusters have what they need. 

-  We  KNOW our customers have brought us to 
where we are today and will be who take us  to 
where we are heading and we don’t take that 
for granted one minute.

-  We maintain an A+ rating with the Better 
Business Bureau. We won the Better Business 
Bureau Torch Award in 2009 as well as  
the Angie’s LIst Super Service Award  
from 2006-2013.

Manufactured 
here in 

Missouri

TheGutterCoverCompany Updated ad.indd   1 7/17/14   11:51 AM



The Tracy Ellis Team 
is proud to represent 

HomeSource 
Custom Homes

Features:
 P Free design services
 P Will build to ANY stage of completion
 P Build new and we’ll buy yours*
 P Building homes for 38 years
 P Family owned

WE BUILD THE EXTERIOR,
YOU BUILD THE INTERIOR.

Please stop by to see our fully furnished 
Custom Home and Log Home Displays!

3787 West Outer Road
Arnold, MO 63010
(636) 296-0100
nfo@homesourcecustomhomes.com

* Contact Tracy Ellis for more information about the  
programs offered by HomeSource.
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www.theguttercovercompany.com

Owners of The Gutter Cover, 
Staci & Jim Maneage

Guests on 
“The Tracy Ellis Show”

Work with award-winning  
product and quality service!

Even installs over your 
existing gutters.

OUR COMPANY VALUES

l Value TO Our Customers  
- Keeps gutters clear and free flowing
- Protection of your home
- Keeps you safe and off ladders
-  Allows more quality time to spend with  

your family
- Investment in your home

l We Value OUR Customers  
-  We listen to your needs and make sure to 

address those needs
-  We never use high pressure to make a sell nor 

misrepresent our product
-  We provide integrity pricing. There are no 

opportunities for up charging and price 
gouging.

l Service of the product  
-  Installs like a roofers flashing with screws 

NOT  nails for extra security against wind. 
We also do not use any glues or adhesives  strips 
on the owners roofs. Our products installation 
does not void customers roof  warranty

-  Only product on the market that adds extra 
support to the gutter  and goes on under  
first shingle 

-  Heavy gauge .027 like your existing gutter so  
need need for ridges for stability 

-  Nothing screws into the front of gutter  that de-
bri can get caught on like many other products 

-  Works on extremely steep pitched roofs as well as 
on flat, metal, tile, slate and cedar shake  roofs. 

-  We have a Lifetime Performance  
Warranty (lifetime of the home)  
that is transferable at NO CHARGE.   

l Reputation of OUR business  
-  Our integrity is of very high value to us. We 

believe that our track record in awards and 
recognitions displays that. 

-  We believe in building relationships and trust 
with our customers 

-  During  stressful times dealing with insurance 
claims from storm damage Staci, the co  owner, 
walks through the process with the homeowner 
gathering the needed  information to help the 
insurance adjusters have what they need. 

-  We  KNOW our customers have brought us to 
where we are today and will be who take us  to 
where we are heading and we don’t take that 
for granted one minute.

-  We maintain an A+ rating with the Better 
Business Bureau. We won the Better Business 
Bureau Torch Award in 2009 as well as  
the Angie’s LIst Super Service Award  
from 2006-2013.

Manufactured 
here in 

Missouri
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Wings Road
SOLD: $1,413,750

Pointe Conway
SOLD: $1,800,000

Thornhill Drive 
Listed: $1,500,000  SOLD: $1,493,000

www.TracyEllis.com
cell: 636.299.3702
office: 636-720-3833
Tracy@TracyEllis.com

“I sold these beautiful homes.
	 	 Now,	I’d	love	to	sell	yours!”

“Tracy is very accessible, knowledgeable, dedicated, and 
professional. She always answers questions within seconds, 
day or night. During an intense back & forth of negotiations, 
she recently worked right through her son’s graduation 
ceremony to get our deal put together. Now that’s dedication! 
Our home was on the market for a lengthy time a while ago 
with another big name local agent. We did not receive even a 
single offer, so we finally gave up and took it off the market. 
After listing it with Tracy Ellis, she was able to negotiate a 
sale at very close to our asking price. Even after the sale, 
she works hard to ensure that we are informed and updated 
throughout the process. I would highly recommend Tracy for 
any of your real estate needs, she’s the best!”

- Review on Zillow by seller of Thornhill Drive

I’m	currently	looking	for	my	next	luxury	property	
to	feature	on	the	spring	cover	in	April!	Call	me	
now	if	you’re	thinking	of	making	a	move!
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Tune in to the Tracy Ellis 
Show every Sunday from 
10:00 to 11:00 AM on FM 
News Talk 97.1, and be sure 
to check out her magazine, 
where you can find 
detailed articles about her 

own listings, real estate advice from the 
experts, home maintenance, and more! 

Wings Road - $1,700,000 Wings Road - $1,700,000 Thornhill Drive - $1,500,000 

* This home featured  
on the cover sold 
shortly after this  
issue was printed!
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