
Ever wonder why some people find sales work so satisfying?  
We decided to find out.

OF THE SALEArtTHE

DAN WOWK
Zoom Mortgage

What do you do? As a mortgage broker, 
I represent borrowers looking for the best 
mortgage to suit their needs. While a great 
rate is the number one priority, there are 
many other factors to ensure a borrower 
pays the least in interest, fees and penalties 
over the life of their mortgage.

Why do you enjoy it? A mortgage 
is typically the largest debt a person 
has. Removing their stress by guiding 
them through the complex process and 
delivering a superior product is very 
rewarding.

What characteristics have helped you 
succeed? I’ve succeeded by exceeding my 
clients’ expectations in service, value and 
communication.

MONA, STEVEN & JACQUES LONG
JMS Treasure Chest

PHOTOGRAPHY KELLY HORKOFF

How did you get into buying and selling antiques? When Mona’s 
brother passed away he had a huge collection of antique and vintage 
goods, sports memorabilia and jerseys, and thousands of vinyls as well 
as electronics and turntables. Mona inherited the collection, so when 
we retired we opened the store with our son Steven, and carry a huge 
variety of items to serve our clients. Steven specializes in sports cards, 
comics and diecasts. 

What do you love about your business? We love learning from our 
customers’ knowledge and expertise. We still want to learn from the 
past. We have been in sales for many years and really enjoy interacting 
with and meeting with people from all over the world.

Is there a quote that inspires you? Do better today what we did well 
yesterday.

Continued on page 66
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SEE OUR DIRECTORY FOR ALL CONTACT INFORMATION.

TAMMY & AARON LAMERS (STANDING) & MIKE RUSNAK
Barton Bath + Floor

Tell us about Barton Bath + Floor: 
We are a third generation family-owned 
one-stop destination for bath, floor and 
kitchen products. We work directly with 
homeowners, tradespeople, designers and 
contractors.

Why is sales work enjoyable for you? 
Aaron: I manage a variety of positions but I 
find sales the most rewarding, whether with 
a small sale item or working with a customer 
over the course of a few months. My clients 
appreciate the knowledge and experience I 
have acquired over 30-plus years here.

VINCENT FRACASSI
Coldwell Banker Community 
Professionals, Brokerage

What does your job entail? On 
any given day, we spend countless 
hours scrubbing through new listings, 
researching properties, showing homes, 
preparing paperwork, attending listing 
and offer presentations, as well as home 
inspections and a lot of prospecting, 
networking and problem solving.

Why do you love what you do? If 
you’re willing to work hard, the sky 
really is the limit. Secondly, every day 
is different, whether working with 
first-time buyers or seasoned investors, 
showing tiny condos or multi-million 
dollar estates. The landscape is 
always changing.

What qualities have shaped your 
success? I’ve built my business on 
customer service, expertise and most 
importantly, trust. As entrepreneur 
Subroto Bagchi put it, selling “is an 
empathy-led, process-driven, and 
knowledge-intensive discipline.”  OH

What makes for a successful transaction? 
Providing our customers with enough product 
awareness to feel confident in making their 
purchase. I help them navigate potentially 
hundreds of choices, translating their vision 
into products that offer the best quality 
and value.
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