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Bammie Dhllon brings o wealih of life and
business expertise to her role as the top
hxury REALTCOR® in the SouthEast Walley.
Considering hersell the classic baby boomer.
shee"s had fowr or five separnie careers, &
brokeragent Masier's Degree from ASL, several PhiD
of the oty markeding courses und M) years of business
cxpericnoe. “That's one thing | really anjoy
sbout real esiate,”” Dillon oheerves. *Typically, people have had
other caregrs before entering this field. 1P diverse amd interesting,
reilly adding 1o the quality of the indusry.” Dillon’s savey and
discipline have led tog thriving bosiness,

Dallon, a REALTOR® with Keller Willinms Eagt Walley, specializes
in luxury properiles in Ahwatukee and the entire Enst Valley. s the
19E0s, she =old in Paradise Volley and Scmisdale, which was pood
preparmtion for o lexwery focus,

Dillon's partners in the business recognize and respect her
dedscation and capabilitios. “Bonnie has represented the sale

o Hatkingg of salex for five homes for s company, Fine Homes
ond Estares LLC share Giry amd Lynda Breton, “She 15 a top
professionil, displaying the highest levels of honesty, ethics,
redinbilify, support and overall knowledps of the real estate
business, She hos an extensive fist of clients locally and nanomaily.
‘Wi are prood 1o be associated with Bonnie”

Orver the yenrs, Dillon developed o small team to handle her
growing volume of business. She has boilt o strong group working
behind the scenes so that she con focus oo listing-and selling.

Ome primary member 5 ber hosband, Tom, When nod broadeasting
WFL football gemes, he works on Dalloa’s team. “He bacams a
REALTOR® three vears ago, | got so busy | needed helpand he
was happy io jump o, He lundles sl kinds of things ond keeps
i sane,”

Tom eapoys his new peafession immensely and his respect for
his wifie has grown s they have worked topether. “l really like
the contact with peaple”™ e explains. “1've always enjoyed

hielping other people gut. A real eofale iransaction is often stressfol

When it's done and they are happy, that feels good, Working
bizhind-the-scenes has been eye-opening. 1t's pread way to leam.
Bomnie i a dyname. | didn’t realize bow hard BREALTORS® work,
She does whatever it tikes and that's oecessary 1o represent your
clients well™

Dillrm hired Elise Lennon o her office manoges. Susun Frasier
serves 88 Dillon’s part-time buvers assistant and Molly McHugh
as Inspestion coordinator. The group takes cane of all follow wp
and pays great attention to the details. “They allow me to focus
om leadds and listings,” explains Dallon. “Our system works for as.
There just cofies = time where you can't keep providing superior

service without ereating o teame It's allowed me @0 boild a
swocesful business.”

Elise Lenmon vidues ber piace on the team immensaly, “Theie bas
mever been & day | haven't enjoyed consbng bt the offica. The
camaraderie and reapect between the membary of Bonnbe's 1eam is
unlike any ather group 've been o pam of. We cach Tuve defined
moles, ver ot the same tone, we willingly pitch in w0 help gach other
—wwhether asked oF not,”

“Bonnie’s konwledge of every uspect of the neal esiats industry and
her abiliey 1o ‘think ouside e box' make ler one of e savvie
REALTORS® I've ever come across,’ Leanon continaes, "1 leain
syniething new from her everyday—and not alwayvs abow real
estate, kometines hout mysell, ool [ iuly feel privileged s work
alongaide Bonnae each day”

Chents also recopgnize the fem 88 top-notch. 1 olwoys sav thai the
first cudl o person makes o Bonnde is the lbst," notes Bhonda
Fosienbarg, " Bonmie and her team are professionals i every sense
of the word, They anicipote their clienis’ needs st every singe of o
reil estabe nsaction, and communication is thelr top prioniy.
Bonnie has represented my hesband and me on both the sales sod
buying sides. Each time the process has been fawless and ruly
enjovnble. We wouldn't ever conssder another real ssade rapsacoon
witheout the Dillon Teamn™
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Diliom enjoys the national network available o her throwgh

Keller Willinms. “I've leurned great things from my colleagues
here. ['m never reinventing the wheel ™ The chemiairy between
Dillom wnad K eller Williams-bas worked well. She and her rewmn
were number ope serss the company's. SouthWest reglon in
2IHRE angl 205, She has plso obtained ber ABR and Relocation
Specinlist cerfifications, “What drives me though,” notes Dillon,
“is satisfied clicns and their positive fdedback, That’s what it's
wll shout—gpetting nesulis”

“When listing luxury properies, | beliove they muse be priced right
ind marketed in o specinl way. It°s not as simple as looking online
for the comps—a REALTOR® must really know the nunnces of o
cuastinm homse. Every hoase 86 undgue and it's fon o repressnt thioss
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kinds of properfies.” In the past six years in Ahwiatukes, Dillon has
listed, sold orviewed every house over hall & million, She has o
huge databise i her bead, “I8 mkes years o build thal expenence,
and that's what | bring w3 the fuble for my clients.

She also brings expert luxury home marketing skills, For example,
Dillon wilk spend fen thowsand doliors mockefing o 53 million
luxury home, Ameng other things, she obinns full page color
ailvermising in & number of local newspapers a5 well as
intermationsl, nativnal and stule magneines

I mddition, Dullon will do more fargeted marketing depending on
the home. Bor instance, if it's in an arport commuanity, she’ll
advertize in pablicotrms that focus o aviston: 17 10°s & horse
propeny, she knows which publications tarper that communiny.

“F really individuadize the marketing based on the howse,”

nodizs Dhllon.

The Intemet also serves as o Dillon marketing platform, "My
priperthes are on every webidte tirgeled al the lusury markes"
W get over len thousand hits a week on soime of our propertes.
Ehe provides singing for the home as well, free of churge; She
uses professional inlerior désigners belore every phobi shoot,
She also uiilizes professionil photographers o creale the photos
o wirtond bour

“1 enjoy the challenge of the loxury home marker,” Billon
continoes. “0n the bayver side. it takes a ot of effort to match the

right person i the right property. The search for just the right thing
really excries me, I's fots of fun.”

Mot critfcal o business growth however is Dillon"s work ethic.
“On average, | work twelve hours a-day. 1 go see every listing

ace | upderstond whot's on the market. Tt provides o compurison
fair iy listings. 1 ko read as mwuch a5 T cun. 1 Took ot all Kinds of
business pablications—ihe real estate updates provided by different
contpanies, things from the National Association of REALTORS®.

Susia Jordan, o fellow REALTOR® ot Kiéller Willisms, has greal
respect for Dhllon, “Honnie and | are colleagues and partners.

She is one of the most loyal, honest, ond dedicated women | know.
Slhe prides heesell on customer service. and truly works hard o
huild everlasting relationships. She is always there for mnyone in
need, even when it Is not convenient for her. Bonnic loves her
family and friends very much and deserves o be recognized for
her contribation 1o society. We need more women like ber in

this woeld!”

“F learn from my colleagues every doy." states Dillon. *“There ase
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greal peopde in this bossess across all the different companies.
It's importsnt i treal each other well and leam From each othes
Wi must realize that we are all wosking very hasd and remeimber
that miost people wre working 247."

Im fed, dhiet i Diilom's biggest peece ol advice for a new
REALTCOR®, “Make sure you wand to work really hard, Masy think
1"y easy money—i"s ook 10 the poughest business 1've ever had,
Mlso, make sure you hove enough money o start ool Like ey
business, il s important w0 heve éndugh sian ep copital o get it off
the grownck [1 will tnke sl least o year to make s profil. It's ol an
ey job and not epsy ey,

Billon has also built srong partner relabonships over the past six
veurs: ' Jerry Chase at Titke Gosranty Agency helps me and my
clients 5o often. He is such a people person, so good sith them
And he's also- detail-onented. He's good ot explaining whai's going
on. That's the iotul pockage! | also work with greot lenders, | liks
e pive customers four tix five lending opéons.”

Jerry Clase describes Dillon as one of the finest real esiic
professhimals in the Valley, "She b5 commined to providing her
chients with the highest levels of dedication, service, expertise,
experience, compasadon and Integriy and expects nothing liss lrom
the individunds on ber reaem, Bonnde will always bave my utmiost
respect and endorsensent, |wiould certainly nol besitate o refer her
ik individheils whe expect ihe b, becaise with Booibe, ihid i ibe
lesist you would geit®

Amidst the business success and colleague accolndes, Billon s
savvy enoagh to remember that people are at the center of her
profession. “We must keep the clients al the forefront, not their
hiokes; nod the market. Infegrity und honeste—ihese have 10 come
first. There's Iots of money invobved 10 this business aned Yo msist
aland up for what's right. We abse'must [oees oo getfing resulis—
that's what people wint. All the fincy brochores and awords won't
do this for you.*

“Bomnie represented me on the sale of my home in Ahwaiukee.”
shares Kathy Quinn. “$he snd her entire staff muke vou feel &s
though you are her only clients. She puys attention o detal and
knows how to show and prepare a home for sale. Her marketing
technique worked extremely well for me

“But, more importantly, Bonnie cired about me. the person,”

Cuilnn eontinues, “We were i of state and worried about
traveling for three days with a skittish cat, Bonnic and her husbrand,
whes i et lover, came 10 e house s we wens loading e cie 1o
leave. Within five minutes, the cat was in the camicr and in the cor.




Bonnpe even meommended a homeopathic remsedy 1o keep the cal
at ense. She is the best!”

Dhillon: credies her hushand, Tom, for keepng ber groanded, “He 15
my rock. He provides balance for me, always resdy with o joke or a
back rub”™ An avid pilos. he Miex his alrplane ou of Chandber ansd
ofien gives rides for charine. He's also Sania Claus For their client’s
children and grandchildren o Chrstmas, going o each home. s
always o big hit, Lag year he was the Santn for the Poothills
Festval of Lights,” shares Bonmie, “It wos greal io-sce him in his
Santa st on o Hardey”™

“WWe like o mavel,” Dillon continues, “We take o few mujor iops &
wiar, aocmnse or inlemationnl inp. [ akse like 10 read and [ eajoy all
of the arts, Someday | will take up painting agnin.”

For the mesment thouph, Dillon is very focused oo ber business,
She concentriies on being fMexible and willing to change as the
markel moves. She lkely will expand the esm. *You most
recognize when you need o boing someons on board 1o keep
providing good service. | want to hire a fulltime buyer's agent in
the next year. [t's o buyers market nght now—hizyers are taking
thetr trime apd we need o sped thet Hme wath them”

For Eallon, the most watis{ying nwunenis of the job occiur when
people find the perfiect bowse for them and whien the zeller closes
A iraneaction thet went well with ko stress, T Lke seetng the

Left ta right: Molly McHugh, Elise Lennon, 4
Tom Dilfon, Bonnie Dillon and Susan Frazier =t

satiafactbon on both sides. Then we all o ot and celebmie as &
leim, S many people forget boodo that, We are also blessed with
many clients who take the tme io thank us for our service. We all
enpy reading their cards and lethers

If chent feedback = any indicator, Dillon ond ber team will be the
premicre luxury propenty specialisis inthe SouthEast Valley for
YOArs b0 come, W

Keller Williams Realty East Valley
2077 East Warner Road #110
Tempe, AZ 85284

(480) 776-5301

bonniedillion@cox.net
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