
Buyer’s Guide



About District Spotlight 
Group Of Compass: 

Real estate is both a science and an art.
It takes attention to detail, local expertise, creativity, 
investment knowledge, and most importantly, empathy. 
The foundation of our team was built around these 
principles, to bring our clients a seamlessly professional 
approach towards purchasing and selling real estate.



“Amid pleasures and palaces 
though we may roam, Be it 
ever so humble, there’s no 
place like home.”



Meet 
Our Team

Top Agent of Compass
Award (2019 and 2020) Spencer Bodian

Real Estate Advisor, Principal
Licensed in Washington, D.C., 
Maryland, & Florida

c: 301.467.5150
o: 301.463.7800

spencer.bodian@compass.com

Hilary Bubes
Real Estate Advisor
Licensed in Washington, D.C
Maryland and Virginia

c: 240.506.4411

o: 202.386.6330

hilary.bubes@compass.com

Allie Fultz

Operations Manager

c: 318.210.7509
o: 202.386.6330
allie.fultz@compass.com

Paul Martinez
Real Estate Advisor
Licensed in Washington, D.C. 
Maryland, and Virginia

c: 301.792.3989

o: 202.386.6330

paul.martinez@compass.com

Emily Gordon
Real Estate Advisor
Licensed in Washington, D.C. 
Maryland, and Virginia

c: 847.414.6080

o: 202.386.6330

emily.gordon@compass.com



Born and raised in the Washington, D.C. metro area, Spencer Bodian 

brings his unrivaled local knowledge, real estate expertise, and passion 

for his hometown to Compass.

As a top producing agent, team leader, and investor, Spencer guides his 

clients with experience and insight, doing whatever it takes to ensure 

clients are making the best possible investment decisions for their lifestyle. 

He learned the ins and outs of the real estate industry through his 

previous role as a development, leasing, and marketing manager for 

Acropolis Development in New York, where he worked with both 

residential and commercial clients to broaden the company’s market 

presence. Today, Spencer leverages his creative thinking to find the best 

solutions for every client, while tapping into his extensive network to make 

the right connections and deliver optimal results.

Spencer recognizes the emotional significance of buying or selling a 

home, which is why he strives to put himself in his clients’ shoes in order to 

bring their distinct vision to life. Proof of his dedication and skill is 

evidenced by the top tier buyers and sellers he has represented, as well 

as by the numbers: In just the past 3 years, Spencer has helped over 75 

valued clients begin a new chapter in life, and closed over $45,000,000 in 

total sales volume.

Spencer is highly sought after for his extensive industry knowledge and is 

committed to helping you understand the market, protect your investment, 

and seamlessly navigate the purchase / sale process.

As a former marketing and communications professional, Hilary Bubes’ 

transition to the real estate world stemmed from her love of the D.C. area, 

and helping clients discover that as well. Hilary’s roots run deep as a third 

generation Washingtonian, and she currently resides in Logan Circle.

What sets Hilary apart is her unique ability to leverage her marketing and 

public relations expertise, and local insight to help her clients navigate 

the home buying and selling process both seamlessly and successfully.

Her extensive time developing concepts and strategies to win contracts 

for major brands such as Pfizer, Veterans Benefits Administration, and 

Swarovski pairs perfectly with real estate, which she to help clients win in 

competitive buying situations, and ensure her sellers’ listings get the most 

exposure possible.

Hilary also brings her experience working with events, social media 

campaigns, and product launches across a variety of industries to tailor 

the right marketing strategy to every property she sells. It is this creative 

background that gives her the knowledge and understanding of what it 

takes to sell a home in today’s rapidly changing market.

Over the years, Hilary has helped numerous families find their forever 

home, and transition into the next chapter in their lives, and prides herself 

on developing connections with every client she works with. She is 

passionate about understanding her clients’ distinct preferences, and 

helping them discover the same appreciation for the city that she calls 

home.

Allie Fultz joined the District Spotlight Group in 2020 as its Operations 

Manager, playing a pivotal role in the team’s marketing and management. 

Previously, Allie managed Kendra Scott’s Washington, D.C. Georgetown 

location, leading a team of 20 staff members from the grand opening of 

the store, to years of successful day-to-day management of the store’s 

business and events both on and off-site.

Allie takes great pride in her attention to detail and dedication to making 

every client’s experience with the District Spotlight Group a positive one, 

going above and beyond every single day to provide transactional white 

glove service. She is from Shreveport, Louisiana, and graduated from the 

University of Mississippi with a Bachelor’s Degree in Geological 

Engineering. In her free time, Allie enjoys keeping up with interior design 

trends, cooking, riding her Peloton, enjoying a nice cheese board paired 

with her favorite wine with her husband, Garrett, one-year-old son, 

Brooks, and Sheepadoodle Murphy

Paul's passion for real estate began at a young age, when he began 

working with his father, a contractor, and learned all about a variety of 

different home, building, and architecture styles. This intimate knowledge 

on what really goes into a well-built property has laid the foundation for 

Paul’s journey into the world of real estate.

He honed his skills working with some of the top real estate firms in the 

region, gaining extensive experience in marketing, negotiations, and client 

management.

Combining his knowledge of building with a deep understanding of local 

market trends, Paul is committed to helping his clients accomplish their 

goals, whether they are looking to buy, sell, or invest in real estate. He 

takes a personalized approach to every transaction, taking the time to 

listen to his clients' needs, offering guidance and advice throughout the 

process, and going above and beyond to ensure a smooth and successful 

closing. Paul's dedication to his clients has earned him a reputation as a 

trusted advisor in the industry, and he has been consistently recognized 

for his outstanding achievements.

When he's not working with clients, Paul enjoys exploring the outdoors, 

spending time with his family, and can even be found playing drums at 

local and national music venues. He is an active member of the 

community and volunteers his time and resources to local charities and 

founded his own non-profit Drum-Cycle.

Offering 8+ years of experience in the field, including real estate law and 

property management, Emily provides an advocacy for her clients that 

cannot be beat. Through involvement in professional associations and 

networks, Emily continues to grow her knowledge and network of 

resources on a regular basis. Having lived in various areas of DC as well 

as Northern Virginia, Emily has first hand knowledge of the different 

benefits our great DMV has to offer. Both personally with her own home 

and through her work, Emily has come across some great contacts along 

the way and loves introducing trustworthy contractors, mortgage lenders, 

and insurance experts to her clients.

Emily currently lives in Alexandria with her husband and son Fitz and is 

active in the community. Some of Emily's affiliations include the Northern 

Virginia Association of Realtors Grievance Committee (2019) , NVAR 

Young Professionals Network (2018-2019), Greater Capital Area 

Association of Realtors Young Professionals Network (2020), Chair of the 

City of Alexandria Community Criminal Justice Board (2017-2019) and 

Space of Her Own Mentor. Emily is a graduate of the NVAR Leadership 

Institute Class of 2018 and holds a law degree from American University 

Washington College of Law. When not working, Emily enjoys doing 

anything outside and exploring new restaurants.



Our Success in DC,
Maryland, and Virginia

#1

1,762+16.1K+

18 Days 101.3%

Market share in 
Metro DMV*

Number of DMV Agents*Number of buyers or 
sellers helped in 2022*




In 2022, Compass sold homes 
faster with an average of 18 
days on market compared to 

the market average of 22 
days.*

Compass sells homes for more 
money. In 2022, our listings sold 

for an average 101.3% of the 
original asking price, compared to 

the market average of 98.7%.*

$11.5B
Volume closed in 2022*

*Source: Brokermetrics®, based on MLS data from BrightMLS, 1/1/2022-12/31/2022.
DMV Region includes Washington, DC, Montgomery, Prince Georges, and Anne 

Arundel Counties in Maryland, Arlington, Loudoun County, Fairfax, Alexandria, Fairfax City, and Falls Church City in Virginia.



Everyone gets a first impression...
Compass gets billions.

250M+ 1.4M+ 150B+
Annual website
and social media
impressions*

Annual unique 
international users
on compass.com**

2022 PR
Impressions***

Our digital 
footprint
attracts potential
buyers to
your listing.

Our website drives 
international buyers 
to homes like yours 
through curated 
presentation and 
artificial intelligence.

Our in-house media 
team works with top 
publications to share 
compelling narratives 
about your home with 
your target buyer.

Digital
Reach

International
Reach

Media
Reach

*Sourced via Sprout Social and Google Analytics, 1.1.2020–12.31.2020. 
**Sourced via Google Analytics, 1.1.2020–12.31.2020. 

***Sourced via Meltwater, 1.1.2021–12.31.2021.

https://www.compass.com/










What Might You See
In A Competitive Market?
When you select a property, we’ll discuss the 
best way to move forward, but generally 
speaking below are things you might see.

Strong Financing
In a competitive market, you’ll sometimes see 
higher down payments and at times, all cash 
offers.

Using a Reputable Lender
In a competitive market, listing agents often urge 
their sellers to work with reputable lenders that 
they’ve worked with before because it directly 
correlates to their confidence in a deal wgoing 
smoothly. A lender’s ability to move quickly and 
meet deadlines is crucial.

Putting Down a Competitive Earnest Money 
Deposit
We’ll discuss the best strategy for your specific 
situation but in our market one typically puts 
down 3-5%. In competitive situations, buyers 
often will put down more than 5%.

Offer Above List Price & Escalation Clauses
You’ll usually see one or both of these in a 
competitive offer situation. We’ll discuss what 
makes the most sense for you.

Offer Deadlines
An offer deadline means the sellers intend to 
review all offers at a specific time, and make a 
decision shortly after.

Accommodating the Sellers Closing Timeline
Accommodating the seller’s closing timeline may 
entail a quicker close, rent back, or longer more 
drawn out closing period.

Removing Contingencies
Buyers will often waive contingencies in 
competitive situations in order to increase the 
strength of their offer.

If you’re writing an offer on a HOA or 
Condominium or Cooperative, the Document 
Resale Review Period cannot be waived, but all 
other contingencies can.
If you’re not comfortable waiving the home 
inspection contingency but want to be as 
competitive as possible, we can discuss 
conducting a pre-offer inspection.

Letters to Sellers
When you’re touring the home, take mental note 
of things that might stand out in a letter – 
adding a personal touch to an offer can go a 
long ways.



Important Questions
for Your Lender

1. How much time do you generally need from 
contract ratification to getting the keys to your 
new home at settlement?

2. Based on how much money I’d like to put 
down, what kind of interest rate would I get?

3. What is the breakdown of closing costs?

4. Do I qualify for any tax incentives? i.e., 
homestead, mortgage interest deduction, transfer 
and recordation tax discounts, tax abatement.


5. What is Private Mortgage Insurance (PMI), and 
how does it work? Do I have any options with 
PMI?


6. Do I qualify for any assistance programs?








