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February Celebrations
This month, our household is celebrating a few special
things. *Somebody* has a birthday that represents “Double
Nickels.”
Hint: It’s not me or the cat, Amigo.
Ok…ya got me. It’s Rick.
Normally I share so much about me and mention him a bit,
but this month, I want to share a little about the man with
whom I share my life.
To say that he keeps life interesting would be an
understatement.

At Impact Maryland Real Estate we live by
the philosophy that “Stories are the
Currency of our Society.” That’s why we
say, ‘We Don’t Sell Homes; We Sell
Dreams.’
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We met in person at Lakeforest Mall in Gaithersburg for our
“first date.” We had been matched up and communicated on
eHarmony, so the next step was meeting in person –in a
public place, just in case he (or I, haha) was an axe murderer.
Turns out we weren’t axe murderers, but we did have a bunch
of common interests, so we met up for another date at the
Jazz Atrium Café at the Smithsonian American History
Museum. Yes, I DROVE to DC (and had to PARK!) and met
a guy for a second date. You’ll find out more about the
significance of this momentarily.
Our third date was a New Years Eve party with the singles’
group he participated in at a church in Ellicott City. When he
picked me up at my condo for this event, I was wearing a
skirt, panty hose(ugh!!!), a cute top….and Spongebob
slippers.
I was waiting to change into my shoes for going out, but he
was quite amused and intrigued by this lady who wears
Spongebob slippers.
Continued on the Inside…

If you have friends, neighbors or family members who, like you, are a savvy homeowner who is concerned about how to maximize the value of your
investment, and you think they would appreciate IMPACT MARYLAND MONTHLY, I’d be happy to make that happen...and, have it come as a gift
from you. Here’s how it works: Simply shoot us an email (subscribe@ClientProfitSecrets.com) with your name and the name and address of the
person whom would enjoy this newsletter. I’ll include a note explaining that it is totally free because you arranged for a free subscription.
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Needless to say, by New Year’s Day, we made it
“official” that we were “going steady.” We had
plans to participate in my friends’ family board
game day, so he got to meet “my” people – my
dear friends whom I consider family.

Wait…you mean…if I had tagged along with
him, I possibly could have seen the cutie wittle
baby panda?!?!?!?!?
To him…it was another day at the job.
Also, he didn’t see Tai Shan himself. But he did
buy a stuffed baby panda for me at the Gift
Shop.

We were pretty much inseparable after that,
despite his living in DC and my living in
Damascus. And we worked almost totally
opposite hours.

After the boom of real estate and then the “bust”
in 2008/2009, we became casualties. I lost my
job at the pension fund, and a couple years later,
he lost his job at Marymount. He continued to do
as much as he could intermittently at the
Smithsonian, while trying to find full-time
employment.

He worked at Marymount University in
Arlington as an audio/visual/media classroom
tech for his full time job, nights and Saturdays,
and intermittent for the Smithsonian Institution
for a part time job, which was
usually in the mornings. His job
was always doing tech work,
like Audio Visual or Classroom
Tech Support.
I worked at a pension fund in
Rockville M-F 7:30-3:00. You
know…a typical job with
typical hours.

Celebrating at our First Annual
Client Appreciation.

Unfortunately, because of all
this, we lost our home in a
short sale. After that
experience, I was househeart-broken and convinced
that I’d never want to own a
home again.

With losing our jobs, our
house, and three of our four
parents, in such a short time frame of a couple
years was devastating. Heart-wrenching.

During the 2004-2005 real
estate boom, we bought a contemporary style
house in New Market. That spring, we invited
friends and family over for our “housewarming
picnic.” Little did they know they were also
coming to our wedding, as we had planned the
surprise with a few close confidants, including
our pastor, with whom we did the pre-marital
counseling and planning.

But we pressed on, leaning on each other for
support.
Thankfully, after a few years of us struggling
and him finding his “sweet spot” for a job, he
was offered a permanent position with the
Smithsonian Institution in 2015.

After that, we settled into an interesting life
where sometimes Rick stayed at his parents’
house so that he would be closer to the
Smithsonian for his 6am call-time.

Since then, I’ve had the opportunity to “see the
underground” at one of the WORLD’s most
prestigious museums.

Sometimes he would let me know he was staying
over…sometimes not, which sometimes meant
he got somewhat frantic phone calls at 1am
wondering where he was.

Literally. Underground.
Rick’s main office is in the basement of the
American History Museum.
One year, he had to work on Christmas Eve, and
we were to go to his family’s Christmas gettogether in Southern Maryland that
afternoon/evening. So instead of him trekking all
the back to Frederick to get me or me meet him
in DC (God forbid I drive to DC), I went with
him to work.

One time, he had let me know that he would be
at the Smithsonian’s National Zoo the next
day…for “some event” and would be at his
parent’s house for the night, as it was an early
call time.
The next day, I heard a national news story
that The Smithsonian National Zoo has
named the Baby Panda – Tai Shan.
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He didn’t have anything going on that day, as far
as events that he had to attend to, so there wasn’t
a set schedule. He just had to “be there.” You
know…”put in the
hours.”
We took advantage of the
opportunity to watch a
couple of our “annual
Christmas movies” Charlie Brown Christmas
and Scrooge – the
musical version of A
Christmas Carol.
In the Baird Auditorium
at the Natural History
Museum.
Alone.
Just the two of us.

beliefs and values were closely aligned with
mine – and that relationships are hugely
important!
I thought I might take
a chance and try out
real estate as a new
career, especially as
I’m getting older and
don’t know how long I
can continue in
massage.

And after Rick and I had
been through our highs
and lows of home
Daddy-to-be Ryan and his mom Colette
ownership, I figured that
(Grammy-to-be) at the Baby Shower ♥
I’d be in a great place to
help others who have
been through similar experiences – or are going
through similar experiences.

On the big screen.

Rick, of course, has been super supportive of my
journey into real estate. He’s been a gem through
this – even helping me with clients when they
need help moving stuff around to get ready for
the home to go on the market.

With big speakers!
It made me realize what a cool job he really
has.
I know not everybody can have such a cool job
to sit in a historical theatre alone with their
sweetie to watch Christmas movies, but I think
each one of us has cool jobs when we think
about it!

With it being a 10-year anniversary of that
fateful massage, I think that calls for some
celebration.
So, at the end of this month, my sweetie and I
are heading to Florida to celebrate A New Hope
of a new life. (you Star Wars fans can totally
groan, if you feel the need).

I know I do!
Matter of fact, at the end of this month, I
celebrate the 10th anniversary of the lifechanging massage I received in Florida while on
vacation after so much loss of jobs and family
members.

Sure, the journey is not always perfect and
almost always scary, but I really do love the
direction I’m headed!
I’m really working on growing my real estate
business, so as I share my life through these
newsletters, I hope you remember me if you’re
buying or selling a home in Maryland. Even if
you’re not buying or selling now, you may have
friends or family who could use my help, please
connect us. Referrals like yours are my lifeblood
– and help me put cat food in Amigo’s bowl. 😊

If it hadn’t been for that massage - that helped
me start healing from the insurmountable grief
we had both endured for those last few years – I
wouldn’t have gone to massage school, started
my own massage practice, and ultimately met
Eric Verdi, who has become my mentor, broker,
and most importantly - my friend.
I met Eric when he asked me to be a guest on his
podcast, Frederick Advice Givers, where he
interviews entrepreneurs to see how they got to
where they are – including the highs and lows. I
talked about my massage business during the
interview and then got to know Eric and how his

Until Next Month,

Stacy
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Don’t Forget to Have Fun!!!!
February Quiz Question
Q: What doll was patented by John
Barton Gurelle in 1915?
Everyone who texts, emails or calls in
the correct answer by the last day of
this month will be entered into a
drawing for a $25 gift certificate to
Amazon.

January Question & Answer
Q Salvation Army in London was

formed by?
A: William Booth
Congratulations: Chris Popple

Happy Birthday
Here are February Birthdays from our friends of Impact Maryland Monthly. If you have a birthday in February
and don’t see your name on this list, please email or call us so that we will include your birthday.

Stephanie Barnas
Lisa Giacco
Ricardo Smith
Kyersten Brenneman
Becky Wells
Robie McClellan
Kim Joseph
Ashley Orsini
Gary Delbrook
Jerris Joseph
Bailey Murray
Eliza Folgelson
Candy Reaver
Lisa Titus
Mason Diener

Feb 1st
Feb 4th
Feb 4th
Feb 5th
Feb 5th
Feb 5th
Feb 5th
Feb 6th
Feb 6th
Feb 6th
Feb 9th
Feb 9th
Feb 10th
Feb 11th
Feb 11th

Owen Hornung
Walter Bonadies
Susan Caulfield
Adam Willem
Cookie Verdi
Jerry Delauder
Lisa Doody
Nichole Willem
Andy French
Alexis Wingard
Renee Myers
Michelle Hornung
Taverlee Laskauskas
Sophie Donnellan
Tanner Mills
Dorthy Schrider

Feb 11th
Feb 12th
Feb 13th
Feb 13th
Feb 13th
Feb 13th
Feb 13th
Feb 13th
Feb 13th
Feb 14th
Feb 14th
Feb 15th
Feb 16th
Feb 16th
Feb 16th
Feb 17th

Valerie Wilson
Holly Young
Jesse Callahan
Paul Poliachik
Lily VanSant
Emily Hansroth
Allie Doody
Em Goldsmith
Kathie Bush
Noah Orndorff
Jim Chandler
Joe Parker
Reese Klinefelter
Bibi Dabney
Bob McCracken
Fenny Tan

Be Sure to Wish these Friends a HAPPY BIRTHDAY if you see them.
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Feb 19th
Feb 20th
Feb 20th
Feb 21st
Feb 21st
Feb 22nd
Feb 23rd
Feb 23rd
Feb 24th
Feb 24th
Feb 25th
Feb 25th
Feb 25th
Feb 26th
Feb 28th
Feb 28th

‘Stories From The Street’
Stories from the Street is a series monthly articles using real life examples, told in ‘story’ format to give you
knowledge of what actually happens behind the scenes of a Real Estate Transaction.

Strategic Planning, Eliminates Indecision
When you start a new project. A
new endeavor. A new direction.
There are 2 ways to execute your
mission.

With our clients, specifically
our sellers, we have a
Commander’s Intent, a doctrine,
a Documented Approach that is
outlined in our book, ‘The
Psychological Approach to Sell
Real Estate.’ This is the
doctrine by which we guide our
client.

The first is that you don’t have a
clear vision of the outcome you
want to produce. You have a
general idea or maybe a vague
purpose of what you wanna
accomplish, but NO definite
desired outcome. And therefore
you muddle along trying one
thing, then trying another and since there isn’t a ‘North
Star’ you become lost in the wilderness.

The book outlines the Mission
and Purpose of your home
sale and how to get those
results.
Rule of 3. Contract Principle. Scientific Staging are all
part of the Strategic Plan to get your home sold for
maximum profits. Think of our Approach as the
‘Commander’s Intent’ as we know the North Star, the
goal of the mission.

Then there is the opposite when you have 20/20 focus
on the end goal, the desired outcome. And every
decision that you make is with that end goal in mind!
A land mind pops up and you know what the next step
is going to be because you have to continue in the
direction towards your goal.

We sit down with our client and we formulate the
desired result. Then we put the Commander’s Intent in
place to get that result. We then go out to our team,
our Interior Stylists/Stagers, our contractors, our finish
crew, our cleaner, Annie – our photographer, our
marketing agency and we give them the desired results.

If you don’t know the goal, the mission, then you
lose sight of your direction.
In the book ‘The 16 Word Sales Letter’ by Evaldo
Albuquerque it gives lessons in each chapter about
accomplishing desired outcome by your audience.

Then within that ‘North Star Result’ our team has
the flexibility that they see fit to make necessary
changes to get said result.

This is the first time I’ve heard about “Commanders
Intent.” Before the 1980s military plans were robust
with EVERY detail imaginable planned out. However
once engaged in battle and the plans went awry then
the units lost focus because they had to go off script.
There were hundreds of failed missions which forced
the military to adapt.

Need to paint cabinets because Designer said so…
DONE. Need to update fixtures… DONE… Need to
shore up deck – contractor comes in and then says we
have to do X, instead of Y. DONE
When you have a trusted team in the field who know
the desired results, then you give them the leeway to
execute their part of the mission to get the result.

“The Military invented a concept called
Commander’s Intent (CI). It appears on top of
every order specifying the desired end state of the
operation (the goal).

That’s what makes us different at Impact. We don’t
have a cookie cutter answer for every client. We
customize based on an in-depth analysis with our
clients and then we give our team leeway to execute to
get those results within the MISSION.

Instead of a play-by-play instruction manual the CI
provides the desired direction. It gives everyone on the
team the flexibility they need to react to unpredictable
events… when understood by everyone it guides each
decision and action on the ground.”
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Creating Memories
Will you be a part of
something Special?

Thanks to Ryan Fletcher, the
founder of ImpactClub® for
coming up with the idea of
ImpactClub®, it is truly
AMAZING event with an
unmeasurable impact for
local charities in the
ImpactClub® communities.

I’m giving you an
opportunity to have a
massive impact locally
without much invested, a
$30,000+ Impact. How?
By becoming an
ImpactClub® Frederick
member.

But I, Eric Verdi co-founder
of the Frederick chapter,
want to thank the 12
amazing team members and
community leaders that have
stepped up to offer their
time, effort, and services to making each and EVERY
ImpactClub® event memorable.

Every Quarter we host a
wedding. Invite 250 of my
friends. Provide food and
drinks. There is entertainment. And there are sure to be
a few tears at the wedding. Some people say they look
forward to the night out and plan their month around the
wedding.

Without the support of EVERYONE we would ‘die on
the vine’, but just like a wedding you need the priest, you
need the location, you need the wedding planner, you
need the photographer, you need the bartender, you need
the florist… Each person plays their role and every role is
imperative to create a MEMORABLE Event.

This is a memorable event.
Just kidding, this is the ImpactClub® and although
everything, except the wedding part, is true.
I never realized when we said, “Count on me!” that
ImpactClub® would have such a profound effect on
EVERYONE involved. Every member. Every local
charity – winner or not. The scene at ImpactClub® is
unlike any other that we’ve EVER seen.

Next week we host our 13th event.
I, personally, want to invite you to come as my guest to
check out what ImpactClub®Frederick is all about.
Come hear the stories. Come meet the awesome
members. Come have a drink or 2 on me. Our event is
Tuesday February 18th at Idiom Brewery in downtown
Frederick on Carroll Creek. And our event kicks off at
6p. – if you want to sign up prior, head over to
www.impactclubfrederick.com
Hope to see you there so you can check out how this
small little club has donated over $310,000 LOCALLY
here in Frederick by just hosting an event each quarter for
an hour.
And instead of SPENDING $30,000 on a wedding, over
300 INCREDBILE, CARING, GIVING philanthropist
will DONATE $30,000 to one deserving local charity.
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Social Media Stories
I share quite a bit on Social Media platforms, especially on Facebook. I know some of you may not be on
Social Media, so here are a few of my Social Media Stories that got some interest, likes, and comments.
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IMPACT MARYLAND MONTHLY
with Stacy Allgood-Smith
3295 Prices Distillery Rd.
Ijamsville, Md. 21754
240-815-0890

For Inquires AND Referrals contact:
StacyAllgoodSmith.Impact@gmail.com
Or Call/Text to 240-446-2210

Testimonials from recent ‘IMPACT Maryland Monthly’ Members
We LOVE our clients and work tirelessly to get Superior Results when you hire us. We realize that your home is your most important
investment we treat the entire experience knowing that it is YOUR family and YOUR life that we are involved. We don’t take this
responsibility lightly. The following review is of one of our Partners and is taken off our Facebook Page. If we have worked with you,
we’d love your feedback. www.facebook.com/impactmarylandrealestate

- We challenged Impact with a beautiful, but unique, property to sell. We specifically chose to work with Eric because he has grown
up and still lives in the area, giving him a strong knowledge base for marketing homes in our area. Eric was detail oriented and very
driven to produce a quality home to market and implemented a wide range of networking tactics. – Christy N.

This newsletter is intended for entertainment purposes only. Copyright 2020 Impact Maryland Monthly. This information is solely advisory, and should not be
substituted for medical, legal, financial or tax advice. Any and all decisions and actions must be done through the advice and counsel of a qualified physician,
attorney, financial advisor and/or CPA. We cannot be held responsible for actions you may take without proper medical, financial, legal or tax advice.
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