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Title: Executive Vice President
Direct: 202-243-1620
Fax: 202-318-0367

E-Mail: Williamfx.moody@wfp.com

LICENSED IN:
District of Columbia
Maryland

Virginia

MARKET/NEIGHBORHOODS SERVED:

All Northwest DC neighborhoods including Georgetown, Kalorama, Dupont Circle, Mass Ave
Heights, Observatory Circle, Cleveland Park, North Cleveland Park, Chevy Chase, Glover Park,
Woodley Park, Spring Valley, Wesley Heights and Kent. Northern Virginia communities
including Arlington, Alexandria and McLean (specializing in waterfront properties). Suburban
Maryland communities including Chevy Chase, Bethesda, Potomac and Edgemore.

PROFESSIONAL EXPERIENCE:

After receiving his MBA, Bill joined Pitney Bowes Credit Corporation, managing the accounts of
many Fortune 500 companies. Bill began his real estate career in 1986 with Sotheby’s
International Realty in Manhattan. In 1990 Bill relocated to Washington, D.C. as the Regional
Director to establish Sotheby’s affiliation with Pardoe Real Estate. Eight years later, after
Pardoe was sold to a large franchisee conglomerate, Bill was instrumental in co-founding
Washington Fine Properties (WFP) which is now the leading carriage trade real estate firm in
the Washington metropolitan area. As a partner at WFP, he continues to serve in a sales
capacity with his sales partner, Robert Hryniewicki.

Over the past two decades Bill has earned and maintained a reputation as one of Washington’s
leading real estate professionals. In Bill’s first year in the Washington, DC market, the Greater
Capital Area Association of Realtors awarded Bill the number one position among first year
licensees and since, year-after-year, he has continued to receive their top honors. Since arriving
in Washington, Bill's sales have exceeded a billion dollars, setting a residential real estate
record. Throughout 2006 to 2009, Bill was consistently a leading agent at WFP in sales and
already in 2010, Bill and Robert have sold over $60 million. The Washington Business Journal
calls Bill Moody the “Realtor for the Rich and Famous” and Town & Country magazine
recognized Bill as the “Gatekeeper to Georgetown.” Over the past 17 years, Bill has
represented buyers and sellers of all price ranges in Maryland, Virginia and the District of
Columbia and has enjoyed representing celebrities and public figures. Bill is known for his
extensive market knowledge, expertise in contract negotiation, and safeguarding his clients’
best interests and privacy.

Bill and his business partner, Robert Hryniewicki, were recognized by THE WALL STREET
JOURNAL among the Top 100 Agents in America for 2009.
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PROPERTY SALES OVER $4 MILLION

ADDRESS NEIGHBORHOOD
2340 Kalorama Road, NW** Kalorama
2915 Audubon Terrace, NW Forest Hills

7681 Ballestrade Court
9500 Ferry Landing Court***

The Reseve, McLean, VA
Alexandria, VA

7724 Georgetown Pike
9109 Harrington Drive
6699 MacArthur Blvd*
8511 Country Club Drive
3542 Newark Street, NW

McLean, VA

Potomac, MD

Bethesda, MD
Bethesda, MD
Cleveland Park

622/624 Chain Bridge Rd*
1111 19" Street, PH2901
1155 23" Street, NW NPH3E

3905 44" Street, N
8508 Country Club Drive
2507 Massachusetts Ave, NW

McLean' Gold Coast - Waterfront
Arlington, VA - Waterview
Ritz Carlton — West End
McLean’s Gold Coast

Bethesda, MD
Kalorama

8303 E. Boulevard Drive
3108 Woodland Drive, NW
4949 Glenbrook Road, NW
2412 Tracy Place, NW

Alexandria, VA
Mass Ave Heights
Spring Valley
Kalorama

6699 MacArthur Blvd., NW Bethesda, MD

3142 P Street, NW Georgetown
1315 31 Street, NW Georgetown
3211 R Street, NW Georgetown
78 Kalorama Circle, NW Kalorama

3044 N Street, NW Georgetown
4833 Rockwood Pkwy, NW Spring Valley

7/20/2010

SALES PRICE CLOSE DATE

$8,450,000
$4,000,000
$4,170,000
$9,500,000

$7,850,000
$7,810,000
$7,550,000
$4,795,000
$7,625,000

$7,625,000
$5,229,200
$4,925,000

$4,995,000
$4,695,000
$4,100,000

$8,000,000
$8,375,000
$4,587,500
$4,100,000

$4,100,000
$4,400,000

$5,200,000
$4,000,000
$4,255,000
$4,075,000
$4,685,000

06/11/10
06/30/10
08/03/10
12/30/10

05/08/09
08/14/09
08/14/09
09/16/09
12/11/09

11/28/08
08/28/08
06/04/08

05/12/08
04/04/08
02/29/08

12/18/07
08/03/07
09/12/07
08/23/07

12/08/06
08/12/06

06/20/06
03/17/06
03/07/06
02/22/06
01/19/06



ADDRESS

2912 N Street, NW
2727 Q Street, NW
2510 Foxhall Road, NW
4701 Linnean Ave, NW

5630 Wisconsin Ave, PH 1802

3249 N Street, NW
1910 24™ Street, NW
1402 31% Street, NW

2700 16" Street, NW
1617 29" Street, NW
2750 32" Street, NW
1344 30" Street, NW

700 Chain Bridge Road

2930 44™ Street, NW
419 Chain Bridge Road

636 Chain Bridge Road
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NEIGHBORHOOD
Georgetown
Georgetown

Foxhall
Forest Hills

Bethesda, MW - Parc Somerset

Georgetown
Kalorama
Georgetown

Dupont Circle
Georgetown
Mass Ave Heights
Georgetown

McLean' Gold Coast - Waterfront

Wesley Heights
McLean' Gold Coast - Waterfront

McLean' Gold Coast - Waterfront

* Land Sale plus 10,000 sq ft house at conservative $350/sf build cost
** Represented the Seller and the Buyer in Transaction.

*** Property Under Contract

7/20/2010

PROPERTY SALES OVER $4 MILLION

SALES PRICE CLOSE DATE

$5,500,000 10/07/05
$4,280,000 10/07/05
$5,600,000 02/01/05
$4,308,333 01/17/05
$4,300,000 01/08/03
$4,850,000 12/18/02
$4,300,000 06/20/02
$4,950,000 01/10/02
$7,000,000 12/16/01
$6,300,000 09/14/01
$4,700,000 05/11/01
$4,275,000 01/08/01
$15,500,000 11/01/99
$4,043,000 10/04/99
$7,625,000 01/26/99
$5,888,888 05/20/97
























Right now there 15 a lack of good inventory,

which keeps demand high for the special offerings.
We are also in the nation’s capital, which has a
constant movement of purchasers into our market.
The sub-prime debt debacle has primarily affected
buyers without liquidity, and these are less often

our buyers.

WL: People generally associate Washington
Fine Properties with the very high end of the
market, but not as much with the
mid-range, or lower range. Is this

fair?

TOM ANDERSON: Not really. While
we are known for the high end, over
50 percent of our sales are under
$1 million. “Fine properties” are
not defined by price; they exist in
all price ranges, from small homes
to magnificent estates. What defines a “fine
property” in the market are the unique quahties
that it offers compared to other similar listings
i the same price range. Our focus 15 on
offering these fine properties, while providing
the highest degree of service to our sellers and

purchasers that they each deserve.

WL: What's the most important advice you
would give someone who wants to sell their

property today?

BILL MOODY: Right now pricing should be
key to all buyers, and for sellers, an agent’s
strength and credibility should be foremost
in their minds. The market has changed today,
and a seller has to be careful. Select the best
brokerage firm who can provide you with the
most powerful marketing platform and the
strongest agent to effectively take your property
into the market, and guide you on price. Be
careful not to listen to hollow promises from
agents who tell you what you want to hear...
Remember, they will be representing you in
the marketplace, and their strength or weakness
will be the difference between a successtul or

disappointing sale.

WL: A number of other real estate firms in this
market have grown and consolidated significantly

over the past few years, while WFP has stayed small

and catered to the “carriage trade”What impacted

your decision to remain a boutique firm?

MARC SCHAPPELL: To have the intimacy of

a “carriage trade” firm, where knowledge
sharing is paramount, you must impose “limits
to growth.” Our model is underpinned by the
most experienced, high performing agents in
the markets we serve, and 1t’s a delicate balance,

but we have no J.\'PII’HIIO]] Or mnterest n [II(!\'iilg

“WHAT DEFINES A

‘fine property’ are the unique qualities it
ofters compared to other similar listings

in the same price range.”

towards the volume driven or franchise driven
models that are so prevalent today. That’s more
about “corporate growth” than 1t’s about client

satisfaction.

WL: As a carriage trade firm, how do you

match the natonal and international reach of

the larger franchise firms?

TOM ANDERSON: We are members of the most
established international networks, and we
personally know the finest local firms in all the
luxury markets worldwide. We once belonged
to a single network, but with the advent of so
many more powerful networks, publications,
and websites, we felt we owed it to our clients
to join a handful of the best networks, and not

limit our reach with just one.

WL: A number of the area’s most successful
realtors are all members of Washington Fine
Properties. As the founders of the firm, how do
you maintain collegiality and competitiveness
among vour colleagues, many of whom have

been in real estate for their entire careers?

DANA LANDRY: Our agents are the key to the
success of our firm. They're terrific. But as
good as any one agent may be, they all benefit
from the power they have as a group. I like to

reinforce the importance of teamwork and

the leverage it gives each agent with their
buyers and sellers. One of the key factors that
differentiates WFP from other firms is that we
run our company hke a business. We have fewer,
more experienced agents, and all of our people
are required to attend weekly sales meetings and
property tours. This strengthens the firm with
teamwork and camaraderie, creating a powerful
network. Agents share information regarding
their new listings, purchasers’ desires in the
market, market trends and success
stories. This keeps all of our agents
“ahead of the market” and working for
our clients in a common direction as a
team. It’s like having 80 agents on your
listing team, and our clients appreciate
the feeling of having an entire team
behind their listing. National statistics
show that 17 percent of all listings are
sold by the firm with which they are
listed; because of our team approach, WFP sells

over 40 percent of its hstings in-house.

WL: The four of you are a partnership of
equals, which is an accomplishment in itself.
What have been some of the keys to making

this work over the long term?

MARC SCHAPPELL: From

four of us were blessed with complementary,

the outser, the

not competing, talents. Bill brings to the
partnership an “agent’s perspective” because
that is what he does everyday. He is not
involved 1in the day to day running of the
business. | focus on the strategic issues,
corporate dv\-'t‘lupnu'm and recruitng. Dana
is our principal broker, and runs the company
operationally. Tom works with all of our
agents on agent development opportunities,
keeps our marketing on-point, and runs our
Fine Properues International Program. We
each know what we are responsible for, and

respectfully hold each other accountable.

WL: What was the highest sale your company

achieved this past year?

TOM ANDERSON: The sale of a magnificent
home in Georgetown that sold north of $25

million. To honor the owner’s privacy, 1 can't

\'i!)' maore.





