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Hard work and creative marketing have
award-winning agent find opportunities to
in the most challenging markets.

The best thing about being in real estate is that it allows me the ﬂexibility to spend time with my family,” Page says. From L to R: Jett, 6; Page; Eva; Bla
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ake, 11; Blaise; and Coco.

here are many characteristics that
contribute to a successful real
estate agent: dogged tenacity,
unwavering focus, the ability to multi-task,
and a genuine love of people are certainly
among the most important. Add to that the
ability to see outside the box, and a masters
degree in marketing, and you have the true
makings of a real estate superstar. Page
Plager has all of those elements and more!
It is, however, her strong focus on
marketing that has perhaps contributed
the most to Plager’s success. Applying her
expertise to real estate has helped give her
a leg up on the competition because she
understands how important it is in today’s
challenging real estate market. “You have
to spend money to make money,” she
explains matter-of-factly, pointing out
the various tools she uses to ﬁnd buyers
for her listings. “We put a lot of effort
into customized photo tours, mailings
and target marketing with incentives
to buyers trying to move up to higher
priced neighborhoods.”
Clearly her attention to marketing is
working. Today she leads one of the most
successful real estate teams in Georgia,
taking the No. 2 spot in the Northeast
Atlanta Metro Association of Realtors®, and
was named the No. 4 RE/MAX team in the
state. Last year Plager and her team closed
on more than 200 homes, despite the slow
down in the housing market.
While Plager is certainly proud of her
accomplishments, she is clearly not resting
on her laurels. After 15 years in the real
estate business, Page says she’ll still go the
extra mile to close a deal for her clients. And
she means it.
“I’ve done everything right down to
purchasing clients’ houses myself to save
deals from falling through,” she says.
“But now I’m lucky that I know what
marketing techniques work, and I have
the right team in place, so most of our
transactions are pretty smooth.”

Ironically, real estate was never in
Page Plager’s plans. Having grown up
in the idyllic seaside community of St.
Simons, Georgia, her early focus was on
her education, and she earned her Masters
Degree in marketing from the University
of Georgia. Plager began her professional
career with State Farm back in the early ’90s
and worked for the insurance giant for ﬁve
years. It was there that she met her husband
Blaise Bugajski, and the two of them shared
a common new interest. “In our spare time
we were always scoping out real estate,” she
explains. “Finally I decided to leave State
Farm to get my real estate license and this
was back when nobody left State Farm.”
When she joined RE/MAX Center in
1995, Plager put her marketing skills to
good use almost instantly and became
a leader in creative listing tools, earning
over six ﬁgures her ﬁrst year. She began
networking and creating relationships with
large homebuilders like Winmark Homes
and Bowen Family Homes and at times
helped list their homes in newly built
subdivisions using unique incentives she
developed, including down payment and
closing costs assistance, and guaranteed sale
and lease programs.
“We have always tried to stand out and
offer options that others didn’t,” Plager
says. “Do we need to lease the house if it
won’t sell? Do we have to do some type of
creative ﬁnancing? We try to make it work
no matter what.”
Plager’s husband joined her real estate
company in 1999 and now handles the
buyer’s side for the team. He says that
Plager’s creative marketing ideas are
deﬁnitely what put her on the map when
she ﬁrst launched the company. “From
the beginning, she came up with so many
creative ideas,” he says. “She has a knack
for understanding what attracts buyers
to listings.”
Long-time client Ed Wylie agrees
Plager has what it takes to attract buyers
and has used her to list every one of his
homes since she started her business in
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1995. He believes one of her best traits is knowing
how to price a house to sell, and her ability to effectively
market it to buyers. But even more importantly,
Plager tells clients up front what to expect from the
sale. “She has a way of being brutally honest and telling
you the situation,” Wylie says. “There are no surprises
with Page.”

One of those opportunities was working with Gary
Chamblee, an investment consultant with KJS Holdings,
part of a charitable trust. KJS Holdings buys multiple
vacant homes in subdivisions that have gone bankrupt
and then hires Plager to do a market analysis, and list and
sell the homes. It’s turned into a lucrative partnership
for her team – they’ve sold more than 150 houses all

“One thing I’ve found is that even in the worst
of markets, there are great opportunities.”
over metro Atlanta for KJS Holdings in the last year

alone. Many of those were part of a grouping in
Clayton County where Plager actually worked with
and convinced Clayton County to provide buyers
with down payment assistance. “The county
loved the idea because it helped reduce vacant
housing in Clayton County, it restored the vacant
subdivisions and helped generate tax revenue,”
Chamblee explains.
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When the real estate market hit the wall a few years
ago, several large homebuilders ﬁled for bankruptcy, and
many homeowners were forced into foreclosure, but that
didn’t discourage Plager in the least. In fact it motivated
her to think outside the box. “One thing I’ve found
is that even in the worst of markets, there are great
opportunities,” she says. “Working with the builders to
get people into their communities actually led me to a
lot of other great opportunities.”

Ofﬁce Manager Veanne Davis, has worked with Page for over 6 years. “Everything runs smoothly in our ofﬁce because of Veanne,” boast Page.
She makes sure our whole operation runs like a well-oiled machine! Of course, it doesn’t hurt that all of our clients love her as well!”
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Chamblee actually met Plager
several years ago when he and his
wife hired her to sell their own
house in Suwanee that had been
on the market for two years without
a single offer. He’d seen one of
Page’s billboards advertising that
she’d buy her client’s house if she
couldn’t sell it. “I was skeptical but
the contract was very valid, and
within 90 days she sold our house
within 2 percent of the asking
price,” Chamblee says. “She’s an
expert at what she does.”
Being an expert in today’s real
estate market is critical, especially
when you’re trying to sell a home
that could be valued at half what
the homeowner paid for it just
ﬁve years ago. In fact, Plager says
discussing a home’s depreciation The Page Plager Team (from L to R): Page, ofﬁce manager Veanne Davis, buyer specialist Blaise
with the owner’s is the toughest Bugajski, and buyers agent Dawn Hummel. “All our team members have their own individual
part of her job these days. “It’s strengths that they bring to the table,” Page explains about their success. “We all work together
really well, and have a lot of fun doing it!”
shocking for some people,” she
Hard work and knowledge of the market are certainly
says. “It used to be about how much money they were
keys
to her success as well. At any given time, Plager and
going to make. A lot of times now it’s about how much
they’re going to lose.” That’s when Plager’s marketing her team typically have an inventory of between 50 to
expertise becomes so invaluable to her clients. She’s 100 listings for sale all over metro Atlanta, with prices that
spent countless hours researching what days are the can range anywhere from $69,900 up to $1 million, many
best days to send e-blasts, what types of ads work of which are part of the bulk buys from KJS Holdings.
and what ads don’t. But Bugajski says it’s often her The team sells on average more than 200 homes a year.
“unmatched patience” that helps her deal with And despite the slow market, home sales so far this year
difﬁcult situations such as assisting homeowners in for Plager and her team have been great. “The tax credit
understanding how the current market has impacted that expired in April created a huge boom for us,” she
says. “It’s starting to level out, and buyers are in the
the price value of their home.
eanne Davis, Plager’s right hand woman and market. I think they realize that the bottom is here and
ofﬁce manager at RE/MAX Center couldn’t it’s now or never.”
She says she believes ﬁnancing terms will also begin
agree more. “She has a very positive attitude and
you never see her get negative about anything,” Davis to relax in the near term, which will allow more potential
says. “She’s a very warm, outgoing person, and people homeowners the opportunity to buy again, and that banks
will also likely shorten the time people who’ve suffered
love her.”
Plager’s positive attitude and successful relationships a short sale or foreclosure have to wait before they can
have been keys to her success, as was the case with qualify to buy their next home.
Happily, life isn’t all work and no play for Plager and
Gary Chamblee and Ed Wylie. Both men consider
Plager a true professional to work with, and have also her husband. The couple has two sons, Blake, 11, and
Jett, 6, and the boys are involved in just about every
recommended her to numerous clients.
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“Our clients love working with Blaise,” Page boasts of her husband, a former pro basketball player who now plays with a
powerful home-court advantage with an ABR (Accredited Buyers Representative) designation, as well as CDPE (Certiﬁed
Distressed Property Expert), and SFR (Short Sale and Foreclosure certiﬁcation). “On top of all that, he has a great sense of humor!
He makes the whole buying process fun!”

sport imaginable, including basketball, baseball, soccer
and lacrosse. The couple also travels to the beach and
mountains as often as they can, but Plager admits most

do, you’re going to be a success no matter what,” Plager

of their free time revolves around their sons’ sporting

best possible price, that brings me a lot of satisfaction.”

events and games. “The boys are my other full-time
job,” she says.
Running a full-time business and having a family
is demanding, but the ﬂexibility and rewarding

“If you focus on helping people and you love what you
says. “If I can sell my clients’ homes quickly, and for the
Sarah Gleim is an Atlanta-based freelance writer who specializes
in lifestyle, home and garden, and food writing. She is a regular
contributor to Jezebel, Atlanta Homes & Lifestyles, and AirTran GO!
among others.

relationships the real estate industry have given her –
and the fact that she gets to work with her husband – are
returns she wouldn’t give up for anything. “I love what
we do,” Plager says. “This was our hobby when we were
younger and now it’s a dream come true for us.”
Davis, who has worked with Plager for more than six
years, believes Page’s success hinges on both hard work
and creativity. “She works 24/7. She’ll tell me she’s going
on vacation, but she’s still working, and a lot of her clients
like that. And she knows how to market properties. She’ll
come up with something totally out of the ordinary that
nobody has ever done and run with it.”
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770-639-7653
www.pageplager.com

