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David is the type of person whom believes in the 5 values he, along with his wife and partner, Polly
Parker, have grown a successful South Florida real estate practice on; Professionalism,
Communication, Aim To Please, Following Up and Passing It On.

In August, 2005, after 2 % years of preparation, he left Houston’s Restaurant, giving notice on the
evening he was offered a promotion to General Manager, a departure from a successful 25 year
restaurant career, including employment with Mark’s Las Olas as a General Manager. David is a
graduate in business management, having attended both Florida International University and the
University of Florida. After that, he went on a hiatus from the service industry to establish a 5 year
sales career with the Sun Life Group, where he became the Regions #1 Sales Rookie of the Year in each
of his first 2 years and then, in just his 3" year, earned Salesperson of the Year Award, an
unprecedented victory. In the years directly following he experienced a divorce and returned to the
restaurant business, remaining in South Florida to raise his son Joseph. In 1994 he met Polly, whom
began her real estate career a few years later.

After joining forces in 2005, this unique team of a transplant from the Midwest and a Greek lady from
Athens earned recognition in the RE/MAX Hall of Fame (Sales volume in the Top 2% Nationwide, annual
sales exceeding $13M) as well as the 100% Service, Platinum and Chairman’s Clubs. Together they are
each Certified Distressed Property Experts, Members of the Council of Residential Specialists, Graduates of
the Realtor Institute and David is an ePRO as well, certified in technology marketing. They have been
active with the Children’s Miracle Network, Toy’s for Tot’s and the Dunn’s Run for Special Needs Children.
David has been published in the South Florida Real Estate Guide and currently author’s 5 blogs on their
flagship website, PollysProperties.com. Time for play includes Martial Arts, Yoga, Meditation, Reading and
Cooking.

Looking forward, the Parkers continue to expand their knowledge base and as a result, the level of service
they are able to deliver to their clients. When you speak with this dynamic realtor team, you immediately
feel the energy level and enthusiasm they bring to the table. Words like “cutting edge”, “in touch” and
“the pulse of the market” are often heard as they describe their approach to selling real estate. “We
have taken the challenges of this market, learned from them and survived to deliver the most value

possible to the people we help —and that’s what people really need today”.

We're ready and look forward to sharing with others at GKIC.



