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HARD WORKING, DRIVEN, 
AND DETERMINED TO 
MAKE A DIFFERENCE 
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As an entrepreneur by 
nature with a passion 
for helping others, Julie 
Busby loves how real 
estate allows her to use 
her business acumen to 
make a direct difference 
in the lives of others 
on a daily basis. Ever 
since she was a kid, 
growing up in Houston, 
Texas, Julie wanted 
to be an entrepreneur. 
She completed most of 
her high school courses 
early, which allowed 
her to do half days at 
school, while working 
at an insurance broker-
age in the afternoon. 
At the brokerage, she 
worked closely with 
REALTORS®, and that 
sparked her initial 
fascination with the 
profession.

Julie always admired 
her father’s career. 
He was the managing 
director of internation-
al B2B advertising for 
AT&T—a job which 
moved their family to 
AT&T Headquarters in 
New Jersey, and helped 
broaden Julie’s view 
of the world. But more 
than his professional 
success, Julie admired 
her father’s ability to 
work with integrity and 
always put his family 
first, and that influenced 
how she would later run 
her own business. Julie 
recalled how when her 
grandmother became ill, 
her dad took a different 
role at AT&T that took 

him away from corporate office expo-
sure so that he could move his family 
back to Texas and take care of her.

While Julie was attending Baylor Uni-
versity, in Waco, Texas and majoring 
in marketing communications, she in-
terned with the athletic department’s 
marketing program and launched 
several successful strategies to grow 
attendance at the school’s sporting 
events. She also won a marketing 
competition for the local zoo, and 
they launched her campaign, “Putting 
a New Face on Family Fun.” These 
experiences helped to sharpen Julie’s 
marketing skills, which she still utiliz-
es in her business every day. 

While at Baylor, Julie also managed 
the school’s recruitment initiatives. 
She traveled to different cities across 
the nation to recruit high school 
students to the university. She also 
studied abroad in London, and was 
able to spend a lot of time in Italy as 
well, which not only further broad-
ened her worldview, but later inspired 
the names she chose for her two 
daughters: Siena and Sloane.

After college, Julie moved to San 
Diego, California, where she first 
worked as a recruiter and then be-
came a marketing project manager at 
a dot-com company. During this time, 
she began thinking about opening her 
own business. As she started explor-
ing various business opportunities, 
she kept circling back to real estate. 

Julie decided to approach a woman 
she knew at her church who was 
a REALTOR® and ask if she could 
intern with her while she got her 
license. Unbeknownst to Julie, this 
woman was the third highest-ranked 
broker in all of Coldwell Banker at the 
time. Julie observed as much as she 
could—how her mentor handled dif-
ficult conversations, showed a home, 
and negotiated while staying true to 
her values and ethics—and gained a 
great deal of insight that shaped how 
she would later run her own business.

Julie obtained her license in Cali-
fornia in 2003, and her business grew 
exponentially. She decided to create 
her own brand, which was successful 
for a number of years and she won 
numerous awards. After some time, 
the financial crisis occurred and it 
hit the San Diego market hard. Julie 
shifted her business and started 
focusing on short sales, and at one 
point, she remembers mostly having 
short-sale listings in San Diego. How-
ever, as short sales grew in populari-
ty, it became increasingly difficult for 
banks to keep up and close on them in 
a timely manner. 

Short-sale listings began eating up 
her marketing dollars, so Julie had 
to shift her thinking again and figure 
out how to keep her business afloat 
with money running out. She started 
studying up on pharmaceuticals and 
landed a sought-after sales position 
at one of the top pharmaceutical com-
panies in the world— AstraZeneca. 
This move ended up being one of the 
best decisions she ever made for her 
real estate business: it gave her more 
formal sales training, she learned 

different tracking systems and overall 
management systems that still help 
her today, and she was able to inter-
act with top doctors in the San Diego 
area who eventually became clients. 
Overall, she was able to financially 
support her real estate business while 
also growing her sales and marketing 
skillsets and expanding her sphere of 
influence. 

Julie continued growing her success-
ful real estate business and planned 
to always live in San Diego. However, 
plans are apparently meant to be 
broken.  About this time, she met her 
husband, Justin. Justin, a Chicago 
native, was a helicopter pilot in the 
Navy. They met through friends and 
eventually started dating. 

After retiring from the Navy due 
to medical injury, Justin decided 
to return to Chicago to be closer to 
his family and to attend the Kellogg 
School of Management at Northwest-
ern University for graduate school. 
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the ten years they’ve been together. Julie 
loves that their three-year-old daughter, 
Siena, can watch her mother run a fun 
and successful business, much like Julie 
was able to watch her father in his career. 
Siena says that when she gets older, she 
is going to work with mommy and sell 
houses. Their second daughter, Sloane, 
is only eight months old and already has 
a very laid-back personality, which Julie 
admires and hopes to adopt one day. As 
a family, they enjoy cooking together (al-
though Julie admits that Justin does most 
of the cooking), listening to music, being 
outside as much as possible, traveling, 
and entertaining friends and family often.

One thing people may not know about 
Julie is that she is an old soul. “I val-
ue old-school values, especially treat-
ing others as you wish to be treated 
(the Golden Rule). Plus, being an old 
soul, I also love old-school music. I’d 
rather listen to an oldie station than 
today’s music. Some of my favorites 
are Ottis Redding and Etta James.” 
Julie describes a time in 5th grade, 
“I wrote a paper and did a presen-
tation on Etta James, when others 
were writing on Abraham Lincoln 
and Alexander Bell.” She loves Frank 
Sinatra and music of his era and con-
stantly has music playing in the house 

all day. “We have Sonos speakers in 
every single room (including our ga-
rage!). Our daughters now love music 
too and we dance all the time.”

Julie is a woman who values balance 
in her life and works hard to achieve it 
every day.  She loves her career and all 
that it encompasses. “I am thankful for 
all the top producers in this incredible 
city,” says Julie. “I think it’s great that 
we all challenge each other, yet respect 
each other at the same time and help 
share ideas. Let’s keep growing this 
industry, supporting each other, and 
kicking butt while we are at it.”  
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Group “THIS INDUSTRY CAN 
CONSUME A LOT OF YOUR 
TIME AND I AM GRATEFUL TO 
HAVE A VERY SUPPORTIVE 
FAMILY, INCLUDING MY 
HUSBAND WHO HAS BECOME 
MR. MOM ON THE WEEKENDS.”

Not willing to give up her business 
without knowing what Justin was going 
to do after graduate school, Julie decid-
ed to stay in San Diego. They main-
tained a long-distance relationship for 
two years. Even after Justin proposed, 
Julie stayed in San Diego. 

After Julie and Justin got married and 
Justin began working in Chicago, Julie 
figured it was time to move. Believing 
that she had already reached the pin-
nacle of what the real estate industry 
could offer her business, she did not 
plan to pursue real estate in Chicago. 
She was ready for another business 

venture. So that she could find her own 
commercial space for this new venture, 
she decided to get her Illinois real estate 
license. However, after receiving her li-
cense and closing over $10 million in sales 
in her first year in Chicago, she decided 
to continue building her business. Shortly 
after, she entered the Top 1 percent of 
REALTORS® in CAR. 

Today, Julie is passionate about develop-
ing a very close team that is supportive of 
each other, both personally and profes-
sionally. “The goal is to be able to tap 
into everyone’s skillsets so that we are all 
helping each other and supporting each 

other to LIVE (AND LOVE) LIFE, while 
also helping our clients in their big 
moments. This isn’t just a profession. 
This is a calling to help others on their 
journey, and to help families at critical 
times in their lives. I don’t know any-
thing more rewarding than that! The 
future holds big life moments for my 
team and our clients,” says Julie.

“This industry can consume a lot of 
your time and I am grateful to have a 
very supportive family, including my 
husband who has become Mr. Mom on 
the weekends,” explains Julie. Julie and 
Justin have been married for seven of 


