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GreatStreet was formed in 2003 right here in Chicago.  Four industry veterans came together to 

create a boutique brokerage firm specializing in tenant representation and leasing.  The vision 

was to create a company with personalized service and individualized solutions.  With over 

100 years of combined experience, GreatStreet has grown with the ever changing commercial 

real estate environment and remains committed to the same goal.  With unparalleled market 

knowledge and experience, GreatStreet can deliver reliable, customized solutions.

Both GreatStreet and its vision have grown, but the goal remains unchanged.  GreatStreet 

continues to strive to develop unrivaled solutions that can adapt to our clients’ needs.  We believe 

the foundation of great decisions is great information.  We strive to ensure that our clients’ 

receive the best market intelligence available. 

-Sung by Frank Sinatra

“On State Street, that great street...
 Chicago, that’s my hometown”  



SCOPE OF WORK



With depth of experience and proprietary in-house capabilities, GreatStreet provides comprehensive 

representation to principals involved in real estate transactions, including retailers, developers, and 

property owners.

Focusing on personalized attention and superior service, GreatStreet has proven its worth repeatedly 

to major clients throughout North America. With specialized knowledge in local and national tenant 

representation second to none, GreatStreet continues to contribute to its clients’ long term success.

As master brokers, GreatStreet has exclusively represented national retailers such as PetSmart, Dick’s 

Sporting Goods, and Five Below. In this capacity, GreatStreet engages the most qualified local brokers 

in each market to ensure timely and accurate information.

Based on a client’s individual needs, GreatStreet draws upon its in-house resources and proprietary 

data to formulate customized solutions and recommendations. Clients benefit from knowing that the 

decision-making process is backed by a solid foundation of research, planning, and current data.

The team has been involved in thousands of transactions, accounting for more than 25 million square 

feet in major markets throughout the United States.



WHO WE REPRESENT



LEASING

Market Comps

Tenant Void Analysis

Comprehensive 
Contact Database

Up-to-date Active 
Retailer Hit-List

Detailed Reporting

MASTER 
BROKERAGE

Market Strategy

In-House Research 
Technology

Competition Analysis

Site Selection/
Negotiation

Deal Management

TENANT
REPRESENTATION

Single Point of Contact

Regional/National 
Coverage

Brokerage Network 
Management

Efficient LOI Process

Deal Status Tracking



TENANT REPRESENTATION

MASTER BROKERAGE

LEASING

GreatStreet’s foundation is retail tenant representation with a local focus and regional 

expertise. Real estate site selection has, and always will be a process that requires boots 

on the ground. Our information is a product of over 100 years of combined experience 

in Chicago. Our clients depend on us for the best information in the business to make 

strategic real estate decisions.

GreatStreet has worked as a Master Broker for several National retail clients for over 25 

years.  We work with the best local brokers in every market to ensure that our clients are 

receiving the best service possible.  Our clients benefit from the efficiency of a single point 

of contact and the consistency of information over a broad region.  

GreatStreet specializes in unique product leasing, re-developments and new construction 

shopping centers.  We believe in a focused approach to leasing that drives us through 

a single project until completion.  Our clients benefit from our strong relationships and 

tenacious follow through that have been the foundation of our leasing success.  



GreatStreet provides state of the 
art presentation materials that 
are created 100% in-house.  Our 
information technology is a unique 
blend of the latest software to 
provide our clients fast, detailed 
and accurate information.  We 
provide the materials necessary to 
present and make quality, informed 
decisions.  



REPORTING

GIS MAPPING

RESEARCH

Tour Packages and REC Presentations

Customized Strategy Maps

Detailed Aerials and Current Demographics

Detailed Market Analysis

Reliable and Up-To-Date Market Comps

Market Performance and Trends

Market Inventory Analysis 

Deal Status Tracking

Cloud Based Process Management



 
“The strength of the team is 
each individual member. The 
strength of each member is 
the team.”  

-Phil Jackson, Chicago Bulls coach 
from 1987-1998



OUR TEAM

-Phil Jackson, Chicago Bulls coach 
from 1987-1998



Bill Argall | Principal
With a primary focus on the tenant side, Bill represents his clients in both 
national managing and local broker capacities.  He “likes to keep GreatStreet 
at the epicenter of the information flow, knowing which retailers are coming 
into a given market, what they need, and in turn knowing where and when the 
needed space will be available.”  He specializes in multi-market strategies and 
tactical site selection.

Bill believes that the future of the retail industry lies in higher impact locations, 
stating, “commodity retail is the most vulnerable to an online strategy.”  
Therefore, Bill’s approach is to assist “brick and mortar retail to compliment the 
online channel.”  Keeping a pulse on all types of markets, industries, and trends 
allows Bill to provide his clients the benefits of both an eye on the future as well 
as his experience in the past.

Bill is one of the founding partners of GreatStreet. Prior to its forming, Bill was 
a Vice President with InterState Commercial Real Estate for 6 years and a Vice 
President at CB Commercial Real Estate Group for 9.  Bill and his wife have been 
married for over 30 years and have 2 adult children.  A Wisconsin native, it’s 
definitely Packers over Bears, regardless of his current address.



As predominately a broker representing national retailers, Don says that his 
presentation materials tell a story.  “Many of the executives evaluating a site have 

never seen it.  Our materials must allow them to fully understand all the pieces.  
If I’ve done my job, there shouldn’t be a lot of questions.  I want my clients to be 

able to raise the trophy.  My satisfaction comes in knowing I was the background 
support that allowed them to do that.”

Though there is a shift in retail to greater online purchasing, Don maintains “people 
still like the shopping experience.  They like to feel, touch, see, and smell.”  He 

also acknowledges that a broker’s job has evolved with all the resources available 
online.  “Evaluation of the data is often now more important than the data itself,” he 
asserts, and with the strategic evaluations Don provides, his clients are assured that 

they are able to take advantage of the best opportunities available.

Don is a founding partner of GreatStreet.  To hone his trade, Don functioned as a 
Vice President for CB Commercial Real Estate, as well as Koll/Bradford Joint Venture.  

From there he launched InterState Commercial Real Estate.  Don married his U of I 
sweetheart over 30 years ago.  They raised their 3 mostly-grown daughters in the 

town where Don grew up.  The house is still full of dogs.  

Don Lyon | Principal



While he focuses primarily on tenant rep, Matt has a well-rounded 
background in all facets of commercial real estate.  He is dedicated to 
addressing the multi-faceted needs of his clients.  If that means brokering the 
purchase of numerous acres of land, meeting with local council members, 
contacting real estate owners, accommodating outlot listings, facilitating 
the disposition of excess property, or …., he knows what’s involved and has 
the patience, negotiation skills, people skills, connections, and experience 
to follow through. “In the end, I find great satisfaction in contributing to the 
process of a successful store for my clients; there’s nothing better.” Integrity 
is what drives Matt.  “Reputation is everything,” he maintains. Clients see the 
resulting commitment in his flexibility, accessibility, availability, as well as 
his knowledge of markets and the industry.  Matt asserts, “In the future the 
specialized demands of brokerage will only increase.  You don’t just put up a 
sign anymore.” 

Matt is a founding member of GreatStreet.  Prior, he had established Matthew 
J Moran & Associates, Inc. in 1979 to pursue his real estate business.  During 
his time at MJM & Associates, Matt polished his skills in how to execute deals, 
both large and small, as well as establish relationships, which he proudly 
maintains.  Matt and his wife of 30 plus years have 2 adult children.  The slopes 
of Colorado and hills in Napa Valley frequently call Matt’s name.

Matt Moran | Principal



Jon Reese | Principal
Nicknamed “Coach” many years back because of his enthusiasm in mentoring 

the next generation of brokers and functioning as a team, Jon follows through 
with the philosophy as a tenant rep.  “I think it’s important to really listen to 

my clients and execute according to their plans.  It’s their playbook and I have 
to use it to implement their strategy and get their deal to the finish line.”  Jon 

likes the “fight of the deal,” the hard work, the pace, the fun of being able to 
get to know and interact with people, the details, and the satisfaction that he 
has triumphed in the challenge.  Even so, he emphasizes “it needs to be done 

with honesty and integrity.”

Jon acknowledges that there is constant fluidity in the retail industry that will 
continue for some time.  Nevertheless, “you can never replace the dirt.  People 

have to see a retailer’s store; without them, consumers will lose sight of who 
the retailer is.  It’s about balancing what the landscape is bringing.” 

Jon is a founding member of GreatStreet.  He is licensed in Illinois and Indiana.  
Prior to establishing GreatStreet, Jon was a principal with Matthew J. Moran 

& Associates, Inc. starting in 1988.  Jon and his wife of 30+ years have 2 adult 
children.  



Tim has been with GreatStreet since 2004 specializing in retail tenant 
representation, master brokerage and leasing.  Over the course of 14 years, Tim has 
represented numerous national retailers in their local expansion in Chicago and 
Central Illinois.  As a Master Broker, he has been representing clients on a regional 
level orchestrating store growth over eight states in the Midwest.  Currently, Tim 
is working with Dick’s Sporting Goods, PetSmart, Mattress Firm, Five Below, and 
more.  In addition to tenant representation, Tim has also worked with many local 
and national development companies on site acquisitions and developments.  
Throughout his career, he has leased over three million square feet of retail space 
in multi-tenant buildings, power centers and unique redevelopment projects.  
Tim handled all aspects of leasing for the redevelopment of Randhurst Village, 
Chicago’s first enclosed mall. This project by Casto Lifestyle Properties/JP Morgan 
Chase transformed the mall into a mixed use development with entertainment, 
restaurants, hotel and traditional retailers.

After graduating from Colorado State University, Tim moved to Chicago and started 
his career with GreatStreet.  He currently lives in Glenview with his wife and four 
children.

Tim Miller | Principal



Steve Pilafas | Vice President
Steve Pilafas joined GreatStreet in 2011 and quickly began representing 

both tenants and landlords. Some of Steve’s national tenants include Five 
Below, Mattress Firm, Goodwill Industries, Office Depot/Max, 5.11 Tactical, 

Rockler Woodworking, Heartland Dental, and Batteries Plus Bulbs. 

He is also the listing broker for several opportunities in the greater 
Chicagoland area. Current leasing projects include the redevelopment of 
Macy’s Furniture’s, subleasing for Meijer, and outlot leasing for The Home 

Depot. Past leasing projects include the redevelopment of Randhurst 
Village in Mount Prospect and the redevelopment of 

Dunes Plaza in Michigan City.
 

Steve is a licensed Real Estate Broker in multiple states, as well as a member 
of the International Council of Shopping Centers and X Team International.

Sullivan Stadler | Associate Broker
Sullivan “Sully” Stadler joined GreatStreet in 2017 shortly after graduating 
from Indiana University where he played Division I baseball. Since joining 

GreatStreet, Sully has been involved with transactions for the following 
clients: Five Below, Office Depot, Mattress Firm, 5.11 Tactical and Batteries 
Plus Bulbs. Additionally, he is assisting on all product leasing assignments 

throughout the Chicagoland area. He focuses on building relationships 
through honesty, integrity and hard work, which he has learned 

throughout his competitive baseball career.  

Sully graduated with a Bachelor of Arts degree from Indiana University, 
where he was part of the Big Ten Championship and College World 

Series team in 2013 and the Big Ten Championship team in 2014. He also 
completed his Master’s Degree at Xavier University in Cincinnati. 

Sully is a licensed Real Estate Broker in the State of Illinois and an active 
member of the International Council of Shopping Centers 

and X Team International.



Jaclyn Zizzo | Account Manager

Alyssa Williams | Account ManagerRachel Pederson | Office Manager
Rachel has been an integral part of the day to day management and 
financial affairs since GreatStreet started in 2003. Rachel oversees 
all human resources management and is the point of contact for all 
corporate and executive administration. Most notably, she assists in the 
development and implementation of new and innovative softwares, 
systems and programs currently practiced at GreatStreet.  

Rachel received her Bachelor of International Business and Finance 
degree from the American University in Washington DC. While juggling 
it all, Rachel is a proud mother of two and enjoys gardening, quilting and 
rabidly following all things soccer.  

Jaclyn plays an essential role in the management of GreatStreet’s clients 
deal process.  Within GreatStreet’s twenty state master brokerage 
region, Jaclyn coordinates all site submittals as well as the execution 
and delivery of all real estate committee presentations. Managing the 
deal status and process of each deal, she works closely with clients and 
local brokers to coordinate all requirements needed for deal completion. 
Jaclyn also works with Alyssa to collaborate on GIS mapping and 
marketing materials. In addition, Jaclyn holds her Illinois Real Estate 
Brokerage License allowing for her to be involved in every aspect of the 
transaction. 

Jaclyn received her Bachelor of Business Management degree from 
Concordia University in Wisconsin where she simultaneously worked for 
a residential brokerage and law firm.



Jaclyn Zizzo | Account Manager

Alyssa enjoys the continued learning involved in her position.  
She adeptly manages client and broker needs, assisting with the 

progression of each deal and generating client specific materials. 
Paying close attention to requirements, Alyssa accurately illustrates the 

evolving retail landscape for various national markets. In addition to 
creating innovative designs, Alyssa produces all real estate committee 
presentation materials for GreatStreet’s clients. She also works closely 

with Jaclyn on day-to-day transaction processes. 

Alyssa received her Bachelor of Communications from Illinois State 
University.  She obtained practical experience interning for a marketing 

company, handling its social media output. 

Alyssa Williams | Account Manager

The retail industry is changing.  Our clients have a brokerage firm that can and will change with it, one 
that is fluid, insightful, connected, stable, and secure.  

GreatStreet’s approach of balancing experience and youth was specifically designed as much to 
provide our clients with long term success as it was our own.  With that same vision, we are always 

looking for ways to improve our methods, find new avenues of delivering information, enhance 
collaboration between parties, and fine tune our mentality in line with the pulse of the market.  

Additionally, GreatStreet continues to be willing to make investments in technology and staff that will 
ultimately better our product for the good of our clients.

Our guiding principles at GreatStreet of integrity and reliability will never change.  And yet, as today’s 
buzz words become the firm realities of tomorrow, GreatStreet plans to continue offering enhanced 

products and services that are second to none, leading the way to success for our clients. 



Bill Argall  |  847.472.5005  |  bill@greatstreetrealty.com

Don Lyon  |  847.472.5006  |  don@greatstreetrealty.com

Matt Moran  |  847.472.5000  |  matt@greatstreetrealty.com

Jon Reese  |  847.472.5011  |  jon@greatstreetrealty.com

Tim Miller  |  847.472.5012  |  tim@greatstreetrealty.com

Steve Pilafas  |  847.472.5008  |  steve@greatstreetrealty.com

Sullivan Stadler  |  847.472.5013  |  sully@greatstreetrealty.com

CONTACT US

1701 Golf Road, Suite 3-203 Rolling Meadows, IL 60008 | 847.981.8090 | www.greatstreetrealty.com


