


make a change, decided to go with Jason rather than one of the large
companies because she wanted a small operation. “I'sat down with him
and it was just amazing all that he had accomplished and his visions for
the company. Even though he owns the company, he wants everybody
in the company to succeed. He’s always saying, ‘I want to make you
amillionaire.” Jason probably has more vision and more drive to suc-
ceed than probably any other person I've ever met. His mind works
differently than most people. He's constantly looking for the next big
deal.” Jason works unbelievable hours, rarely taking time off, butif an
employee needs to take time, he not only doesn’t make them feel guilty,
he encourages it. “He doesn’t want you to burn yourself out.”

[t was inevitable the state of the market would enter into the conver-
sation. The market was probably in a state of flux as we spoke. One of
the problems, Jason noted, was in dealing with people’s expectations,
Most people are impatient and can’t understand why their house isn’t
being sold immediately. Jason tries to explain that it isn’t always the
market in general that makes a difference. “The market can be good in
certain price points, and bad in others.” His advantage, of course, is that
he knows the market. He will give the people all the facts, focusing on
the market conditions in their specific area. He will assess their house
at a reasonable sale price. When Irelated that my favorite consumer
comment is when people say, “but my neighbor sold his house in two
days for such-and-such dollars, and my house is even nicer,” Jason saicd
itisn’t that he’s unsympathetic to owner’s pride, but as the professional,
he has to be realistic. It’s his responsibility to get the job done. Then,
almost as an afterthought to my comment: “I've never met anybody
who didn’t want to get top dollar for their property.”

Sometimes, in talking with someone as young as Jason, you can’t
help focusing on just how young they are. With Jason, it was never
an issue; age becomes totally irrelevant, you just get caught up in his

enthusiasm. “We try to be 100% honest and realistic with people, and

From DePaul’s freshman dorms to Chicago real estate, Jason and Boh Lattas work together on many transactions per year.

if we lose out on a listing, so be it. There will be other listings. I don’t
want to have listings just for the sake of having a lot of listings.” Jason
mentioned the amount of listings he believed he has right now, butit’s
pointless to mention the exact number. From the writing of this to
the reading, it will have changed, I'm sure — a lot. He just can’t see
the point of taking a listing with unrealistic expectations. Accepting
what he considers unrealistic listings would just take time away from
the clients with whom he is already working. If a prospective client
goes elsewhere where they are promised a higher price, Jason feels if
that anticipated price fails to materialize, he would rather the people
come back then with more realistic expectations and the house has a
better chance of selling.

Everyone seems to be complaining about the market today, so why
are they so busy? Jason spends an inordinate amount of time study-
ing the market. He retains mountains of information in his head. He
candidly admits to having a really huge base of people that trust him,
“They know I'won’t look out for my own interest before their interest.”
It becomes a win-win situation. The more he does for a client, the
more it is apt to come back to him. He is well aware his attitude about
listings this way can cost him opportunities. Still, he’s adamant they
are doing the right thing in their approach. He stresses how important
knowledge is. “Doing the volume that we do, we know what the places
are really worth and what they’re really selling for, if you want to sell
in this market.” He believes in being very up front, even if sometimes
it means telling people they might want to consider renting their place
for another six months. In other words, take the place off the market
and wait for the next market cycle. Let’s face it. Selling real estate
is for the purpose of making money. Jason maintains he never looks
at it as just a way to get a commission out of a person. Even so, in all
honesty, he admits it can hurt to lose a client because they will go to
someone who will tell them what they want to hear.
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Still, it can’t be hurting the company all
that much. Doing the right thing must pay br()ker'
off. Jason confesses to personally doing in !
excess of §40 million in sales this year. Not
bad for a boutique broker.

Jason doesn’t intend to be in the showing side of real estate sales
forever. Real estate sales are but one chapter of his life. “You know,
you give up your nights and your weekends. I don’t consider myself
justa Realtor, I'm a businessman.” Thad many conversations with Jason
before we actually met, which is unusual. Ina way, it worked out better
because I felt 1 got a better sense of the man. I hate to keep using the
“U”word, but he really is unique. His mind works differently. He looks
at a transaction from all angles. I definitely see him going onward and
upward., Still, real estate will always be part of his life in some way.

Asked if he planned to keep Quest, he emphatically replied, “I'm not
selling it.” Needless to say, he’s had many offers. He is constantly being
approached by people who want to acquire the company or franchise
them, and offering all kinds of incentives. Jason makes if very clear he has
no interest in that. He also stresses he has no intention of growing into
ahuge !)1'0keragc firm. That was a little more surprising. Well, maybe
not so surprising. They’re so busy now, selling what they have, and with
all the other ancillary investments, developments and that sort of thing,
building up a huge brokerage just isn’t in the picture. As a matter of
fact, space has already become a problem; the office is “bursting at the
seams.” Jason gives new meaning to the words home office. He puts in
so much time working that he lives upstairs, above Quest.

A go(}d portion of Jason’s business is working with developers.

Jason at a Wrigleyville Penthouse he is completely finishing off from
vanilla box condition.
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‘m an agent; I'm a
I'm an investor.

— Jason Vondrachek

He has recently become associated with Joe
Mirro. “Ilike his aggressiveness. He's very in-
telligent, understands the market and knows
what a real good broker needs to do in this
kind of environment. He's a real great guy.”
Joe not only likes having Jason handle his developments, he hopes to
someday do adeal with him. “When Ireferred to Jason as a workaholic,
a word I swore I wouldn’t use, he agreed with me. That’s probably
why I like him so much. He never stops, and I never stop. He was in
my office recently, complaining that he had to take a few days off. I
keep saying he’s aggressive. He is. But it’s a nice aggressive. When he
comes in, he lights up a room.”

Writing about Jason Vondrachek is like trying to condense War and
Peace into the Reader’s Digest. He refers to himself as a “deal junkie.”
He almost never takes a day off or a vacation, although he dreams
about taking a month off next year to travel out of the country. Note:
I could have deleted that last sentence, but I'm going to amend it; it
helps give a picture of Jason. The plan had been to spend a month out
of the country, but the new developments he’s now associated with
have altered those plans. Well, 1 guess you could say it’s still a dream.
“I had a bet with a number of my [riends that I could make it to all
seven continents by the age of 30, which Iost. T couldn’t find the time
to make it to Antarctica.” (Jason celebrated his 31st birthday as we
spoke). OK, I exaggerated. He really does manage to find some time
for leisure activities aside from his grueling schedule. He plays golf. He
ran two marathons, He plays in assorted softball and football leagues,
He's a self-proclaimed “huge foodie.” (He certainly doesn’t show it.)
He’s involved in fantasy sports, basketball and football in particular,
which for Jason is a way of staying in touch with college friends who
are now spread across the country.

Jason says, “I'm an agent, I'm a broker, I'm an investor. There are no
smoke and mirrors with my business. We're hustlers. We show proper-
ties; we're buyers, we're sellers.” Jason appears very casual and laid-back
— but it does not mask that sharp mind and acute business sense of
his. Ifhe seems overly confident at times, don’t be misled. He has every
right to that confidence; he recognizes his abilities and he produces.
He’s only 31, and yes, he’s hip, but he’s a thorough professional.

The term entrepreneur has become so commonplace it has almost
lost its impact. Jason has been referred to constantly as an entrepre-
neur. | (]isagree. Literally taken from a French word that means “to
undertake,” the Merriam-Webster Dictionary defines an entrepreneur
as “one who organizes, manages and assumes the risks of a business
or enterprise.” Already at his age, Jason Vondrachek is simply much
more than that.

Boutiques may be small, but as everyone knows, they are specialty

shops

emphasis on special. B

Contact Information

For more information on Quest Realty Group, call
(312) 850-2620 or visit www.QuestChicago.com




