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Love at first sight, found the of your dreams

Your Trusted Mortgage Advisors At Wallick & Volk Are Here To Help

Financing the American Dream of Homeownership for over 85 Years!

EXPERIENCE MATTERS

Contact Your Local Mortgage Experts Today
(480) 783 8844 ...wvmbmesa. ...
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. Wllli(:k &\/()lk Mortgage lending since 1932
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\@ Lennar has reimagined the home-buying experience by including

evervTHING's the most desired new home features at no extra cost to you.
INCLUDED®

Inspiration at Annecy
2719 S. Catherine Drive o Gilbert, AZ 85296

Located in Gilbert near Val Vista Road and W.
Williams Field Road, Annecy is a stunning gated

community filled with luscious landscape, ponds
and docks, multiple pools, hot tubs and pool
houses, a basketball court and playgrounds.

Pricing from the low $200s to the mid $200s
Square Footage from 1,053 t0 1,465

ASK ABOUT OURNEW (JJFi) SMART HOMES!

CERTIFIED

The first builder to offer Wi-Fi Certified homes!

Residence 1 Residence 2 Residence 3

1,053 Sq. Ft. 1,347 Sq. Ft. 1,465 Sq. Ft.

2 Bedrooms 2 Bedrooms 3 Bedrooms

2 Bathrooms 2.5 Bathrooms 2.5 Bathrooms

2 Car Garage 2 Car Garage 2 Car Garage

2 Stories 2 Stories 2 Stories

Priced from the low S200s Priced from the mid $200s Priced from the mid $200s

LENNAR.COM/PHOENIX 602-285-4663

FOR REAL ESTATE PROFESSIONALS ONLY: In order to earn a broker commission fee, broker must bring client into a welcome home center and register them on the client’s first visit. No commission will be paid when agent/broker is acting as a principal/buyer. Not valid
if client has previously registered with Lennar or Lennar.com, whether individually or with a broker. Lennar’s automated homes are built according to the Wi-Fi Alliance’s program guidelines for Wi-Fi Certified Home Designs. See the Wi-Fi Alliance’s website at www.wi-fi
org for additional information regarding the Wi-Fi Certified Home Design program. The Wi-Fi Alliance also certifies home designs after review of a home floor plan which may occur after your closing. Wireless performance in homes will vary due to design changes, con-
struction changes, placement of furnishings and appliances, usage, and local conditions. Network performance will be affected by network configuration, the number of users and the type of use. Homeowners are responsible for providing their own Internet connection
and determining their own bandwidth needs, which may vary. Lennar does not guarantee that networks, equipment or services will meet all homeowner needs. Homeowners are also responsible for configuring all security features. Lennar does not warrant or represent
that any network or network device is secure or can prevent all privacy intrusions, malware, or cyber-attacks, even when correctly configured. Certain products and services are provided by third parties, and not Lennar. Lennar does not guarantee any equipment or
services provided by third parties. Additional disclosures and disclaimers relating to The Connected Home program will apply. See your purchase agreement and related disclosures for details. The WiFi Certified logo is a registered trademark of the Wi-Fi Alliance®.
Existing and proposed amenities for the community are subject to changes, substitutions and/or deletions without notice. Lennar makes no representation or guarantee that the community or any amenities will be built out as currently planned. Elevations of a home
may vary and we reserve the right to substitute and/or modify design and materials, in our sole opinion and without notice. Please see your New Home Consultant and home purchase agreement for actual features designated as an Everything’s Included feature, addi-
tional information, disclosures, and disclaimers relating to your home and its features. Bay sizes may vary from home to home and may not accommodate all vehicles. Images of the home are for illustrative purposes only, and should never be relied upon.

Features, amenities, floor plans, elevations, square footage and designs vary per plan and community and are subject to changes or substitution without notice. Lennar makes no guarantee as to the availability of homes within the price ranges set forth

above. Price subject to change without notice. Visit Lennar.com or see a Lennar New Home Consultant for further details and important legal disclaimers. This is not an offer in states where prior registration is required. Void where prohibited by law. Copy-

right © 2017 Lennar Corporation. Al rights reserved. Lennar, the Lennar logo, Everything’s Included and the Everything’s Included logo are U.S. registered service marks or service marks of Lennar Corporation and/or its subsidiaries. (23537) 12/11/17  Svomiunny
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This section has been created to give you easier access when searching for a trusted real estate affiliate. Take a minute to familiarize

i . yourself with the businesses sponsoring your magazine. These local businesses are proud to partner with you and make this maga-
Cynthia Scheiern
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Inspector's SEWER LINE

MEET THE SOUTHEAST VALLEY
REAL PRODUCERS TEAM GORNER INSPECTIONS

SAVING TIME, MONEY, & HEADACHES IN THE LONG-RUN

Running water for at least 10 minutes from every device to check Whao needs a sewer line inspection? 1 would argue that everyone

for properly working faucets and sewer lines are typical during needs a sewer line inspection based on the potential cost for

the home inspection process. But, this method is still limited and repairs that we discussed carlier. In reality, a great majority of
does not identify every possible issue, Notable things that we are newer homes won't have any issues. But, there are no guarantees.
increasingly seeing are both clients and realtors recommending Woe've addressed a few homes with issues, especially with flipped
and getting separate sewer line inspections. Also, known as or remaodeled homes. The safe ber would be to recommend a
“Etf_mping the Line” to ensure all lines are wurkjng properly. sewer line inspection on any home thart is more than 20 years old,

especially if there are mature trees in the yard. 1 would definitely
have one completed on any home more than 40 years old with or
without mature trees, We have seen inspected sewer lines on
older hames like this, and on half found issues that will need to
be addressed to prevent a future back up or other problem. On a
recent inspection, poor planning on a bathroom remodel resulted
in a sewer gas smell in the home. The nails were pounded into
the main vent pipe and detected by a sewer camera. Orther items
thar are detected with a sewer camera are cracked or broken
pipes and settled piping that may hold objects and water.

The average cost of clean up and repairs from sewage back up in
vour home runs approximately $7.00 per square foot. A 1500
square foot home can exceed well over $10,000. The average cost
for a plumber to clear the clogged line is typically abour $250.00.
Ifit’s just a simple clog from an object or tree roots. What if it is
maore than that? Maybe the sewer line collapsed, a pipe broke or
even separated our of position at a joint. These can become
major repairs and typically cost anywhere from $3000 to $6000
an average. If the piping needs to be replaced below the homes
slab, bump that price to $7000 and up depending upon the
complexity of the project,

Publisher Publisher Assistant Editor/Writer Photographer
Jenni Vega Michele Jerrell Debby Erdmann Zach Testa

Have questions? Give usa call!
480-361-8120

Moaosr falks have no idea ahout the condition of the sewer line
when purchasing a home and sometimes may not even know of

any such issues while living there. The sinks drain and the toilets We are always happy to talk to with you!
T, o flush, so it must be good, right? Maybe, maybe not. You truly
Writer Writer Guest Writer Guest Writer won't know the condition of the sewer line without having a -"i’h“ Tyler
Jacob Cabezudo Ryan Engle Jeffrey Raskin Chris Reece sewer camera inspection. These typically cost about §175.00 to L_:'"'"“”'-‘I P"'l“m’-l-r"”'l
£275.00 depending on sewer line access. In maost cases, it can be Checklist Inspections

completed during the home inspection,

nuaInrE & Building Relationships
UVNRUVIVE f‘.ﬂ One Inspection at a Time!
Home Warranty GIVE US 5% OF YOUR CONFIDENCE
SHARP CHEN | Senior Account Executive & WE WILL EARN THE OTHER 95%

sharp@choicehomewarranty.com | realtor.choicenomewarranty.com
Cell: (949) 426-5450 Claims: (888) 531-5403
Real Estate Customer Service / Sales: (888) 275-2980

(480) 361-8120 - o4

office@checklistaz.com "‘ﬁ_

1t Claim FREE*
Never pay for covered home repairs AGAIN +565 5CF vill bo walved for

any Paid Home Warranty!

#MAKETHESHARPCHOICE
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CULINARY CATERING
Corporate, Open Houses, Special Events & Wedding Caterinb-
Book Your Event Today

Our passion is our food. We strive to create amazing culinary
experiences and treasured memories.

Offering complete catering services for Phoenix, Arizona and surrounding cities.
480-720-2247 | AromaCulinaryCatering.com | Aroma@AromaCulinaryCatering.com
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WHY REAL PRODUCERS?

We launched this publication in February of 2017. Each February, the group of agents who receive this publication will change. Last year,

the publication was sent to the top 500 REALTORS® by volume in the Southeast Valley from 2016. This month, we begin celebrating the
achievement of the top 500 REALTORS® from 2017. It is a badge of honor to receive this publication!

Because this month brings so many new readers, we are again running the publication note from February of 2017. Whether you are new
to Real Producers, or whether this is your second year being in this elite group, congratulations!

We are thrilled to bring you your REAL Producers of the South-
east Valley magazine. It is our mission to inform and inspire
REALTORS® in Mesa, Gilbert, Chandler, Tempe, Gold Canyon,
Apache Junction, Queen Creek, San Tan Valley and Ahwatukee.
The publication has both a social and a business side. N2 Publish-
ing will be responsible for the layout of the magazine.

This publication is being provided free of charge to the top 500
REALTORS® in this area based on the previous year’s data. The
cost of the publication is covered by our advertising partners that
you will see in each issue. We do our best to screen our advertis-
ers to ensure that they can provide services that you may want

or need as a REALTOR® and serve you and your clients with high
professional standards. Please consider them when you or your

clients have a need for one of their services.

Each publication that you see is unique to the Southeast Valley
and will reflect who you are as a community of REALTORS®.
Here are a few highlights to look forward to in each issue:

. Feature story on one or more local top-producing REALTORS®
and their story of success

- “Real Story” which features a local top-producer and a unique
life experience they had

»  Coaching corner which is written by a top producer, trainer, or
broker on a teaching topic

. Upcoming events

+  Top 150 standings of local REALTORS®

- Travel section

. Industry Partner Spotlight

Additional monthly columns may be introduced throughout the year.

Along with the magazine, we will host various free events
throughout the year. We will communicate these events through
the magazine, social media and emails. If you would like to be

included please email us at jenni.vega@realproducersmag.com.

The events and publication are designed to increase social con-
nections within the local real estate community. It is our goal that
the events create a culture where there is no “hard selling,” but a

culture of relationship building on a more intimate level. Thank

you to all of the partners who make this movement possible and
to all the REALTORS® who have contributed in this issue and

will contribute to future issues.

Please send all feedback, content ideas, and potential stories our
way. Real Producers Southeast Valley would not exist without

you! Congratulations on your achievements in

real estate that have enabled you to receive

this publication.
Yours in Success,

Jenni and the Real Producers team

REST EASY
WHEN YOU INSPECT WITH US

« Guaranteed

* Trusted and Professional

* Educational and Informational
* Detailed and Thorough

Convenient online scheduling
here - AZPrecise.com

&

GUARANTE

N
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Written by: Jacob Cabezudo

Checklist Inspections is easily not your
“normal” inspection company. They don'’t fit
the inspection mode and operation but choose
to operate outside the box. With experienced
employees, newest technology of tools and
equipment aimed towards all types of clients,
first-time homebuyers, seasoned buyers,
investors, and commercial property, Checklist
sets the bar for inspection businesses high
above the others in the industry which

benefits the entire real estate industry.

John and his wife, Kathy, have owned and operated
Checklist Inspections since 2003, which was estab-
lished in 1998. For a while, it was a ‘lifestyle busi-
ness’ for them, as they serve the greater Maricopa
Metro area along with parts of Pinal County. That
all changed when the couple had more time on their
hands to expand their business. “When the kids
were out of school, giving us more time to focus

on our business, we decided to really see what we

could do to grow it,” John said.

Together, they had an opportunity to be part of an
exclusive Mastermind Group with an inspection
business coach. That truly offered them the tools
and knowledge to take their business to a new level.
There, they became friends and developed relation-
ships with other inspection owners from across the
US and Canada. Meeting with this group of entre-
preneurs four times a year at different locations

in the US and Canada gives them not only a break
from their business and a chance to travel to dif-
ferent businesses, but to expand on their business
scope, marketing, and growth. In 2014 they entered
a marketing and business development contest and
won, with a grand prize of $10,000.00 for their
marketing ideas and implementation. John has also
taken on the role of business development coach
within this same group to help others.

In running their business, both find it is impera-
tive to have not only a mission statement but also

mission goals and passions to bring it to frui-

tion. “Our mission goal is to be the largest and
most professional home inspection company in
the southeast valley and to have the best work
environment in the industry. We may drive our
company, but it is our employees that keep it run-
ning as smoothly as it is. We’re proud that we can
provide not just a job, but a career and a positive

work environment for our employees.

In November, John and another multi-inspection
company in Minnesota, along with their inspectors,
flew to Colorado to spend the day at the InterNACHI
House of Horrors. John states, “InterNACHI built

a house inside of a warehouse with thousands of
defects. It is an educational resource for inspectors.
We rented it out for a day to expose the inspectors to
different defects and abnormalities in the field, while
working as a team with other inspectors, giving them
insight in report writing from different perspec-
tives. It was a bonding period for us all and we’re
very much looking forward to it being a yearly event
for us. We also have ongoing weekly instruction and
training for our inspectors. Routinely having other
vendors in the industry to come for additional edu-
cational training, such as HVAC, foundation experts,
roofing companies, along with reps from tool manu-
facturers to keep us fresh in our field.” Their training
program for all new inspectors is a minimum of six
months to give the inspector the necessary educa-

tion/information in the job.

Checklist also has amenities that strengthen their
business and the real estate industry as a whole.
“We have a 2,700 square-foot office with a 55-

The number one tool or goal is to
build relationships with all you
come in contact with, including
helping others to become

successful along the way”

seat training room that’s not only used for our
company and employees, but it’s also available for
people in the real estate community to use. All
they need to do is call our office to see if the day
and time is available for them. It can be used for
meetings, events or an informal happy hour.” They
also have several full-time office staff that answers
the incoming calls, who are knowledgeable in the
inspection industry. John and Kathy feel that it

is the consistency of their customer service and
building relationships that is the greatest strength
of the company. Their staff also helps with their
marketing both in-house and in the field. “We built
the meeting room as a way to help give back to the
industry that has been good to us.”

Both John and Kathy have a feel for how agents
run their business from a marketing perspective.
“A lot of our marketing is based on how real estate
agents market and farm ... we understand what you
have to do,” John explains to REALTORS®. “We’ve
consulted a lot of vendors on how to market and
communicate to the real estate industry. The num-

ber one tool or goal is to build relationships with all

Photo by Zach Testa XX
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you come in contact with, including
helping others to become successful

along the way.”

Outside of their business, John and
Kathy have four grown children, three
grandchildren, two dogs and a cat.

On their own, the two enjoy traveling
within and outside of Arizona or sim-
ply being outside. Just last year, they
visited Boston with their Mastermind

Group and fell in love with the city.

Both are excited about their con-
tinued growth for 2018. “We have
been planning out a lot of new areas
of growth and marketing the last
quarter of 2017, and already started
implementing the systems into the
business.” They also plan on ways to
give back to the industry. “We even
map out the goals of ways we can help
others. Knowing that your growth can
be a positive for others helps us stay

energized and focused.”

14 - February 2018

Photo by Zach Testa

you know what to expect
when the unexpected happens.”

2-10 Home Buyers Warranty (2-10 HBW)
offers the industry’s leading

that protects the home’s
major systems and appliances.

Todd Marcell

Account Executive

480.489.6062
2-10.com/tmarcell ﬁ
I

HOME BUYERS
WARRANTY.

ENROLL:

2-10.com | 800.795.9595 LONG LIVE HAPPY HOMES®

REATIVE

WE OFFER Ac 3

%
2 0 O 0 American Coostraction Specialism & lavestigatioos LLC

SATISFACTION 1 I 1 I Jite=3
GUARANTEED | I | | Az.woc | 3772 |

HOME INSPECTIONS
.Ecall( Lok OUR INSPECTIONS RISE
ABOVE THE REST

With over 10 years in business,
ACSI Home Inspections is pleased
to offer our “newest” line of
products and services. These
services offer more protection for
buyers than any other inspection
company in Arizona. Why use
anyone else? Visit our website or

call to schedule today!

480-636-7400

LR www.acsille.com

@PLATINUM

THE ESSENTIALS

-LOGO DESIGN

-BRANDING GUIDELINE ONE SHEET
-BUSINESS CARD DESIGN

-YARD SIGN DESIGN

-$1508-
$795

CREATIVE FOR HIRE

SPECIALIZING IN REAL ESTATE VIDEO SINCE 2007

CALL TODAY!

(Professional listing videos ebarting af $300/ 115 .618 .9976
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PILLARS OF
BUSINESS

A simple and easy system to organize and classify your leads

Matt Askland, RedStone Mortgage

As we move well into the New Year, many of us are
acting on our resolutions - not just in personal life, but
in business, too. We've heard from a number of our
real estate friends and partners that they’re looking
for a simple and easy way to track leads so that they

can more easily analyze business opportunities.
Because this seems to be top-of-mind with so

many industry professionals, I thought I’d share

some of the most helpful takeaways from one of

16 - February 2018

my favorite resources, The Roadmap to a Profit-
able $30 Million Real Estate Business by Reeta
Casey and Rick Ruby.

Casey and Ruby believe that the majority of leads
can be classified into seven pillars. These pillars and
the use of Casey and Ruby’s corresponding CORE
Lead Tracker will provide you with a valuable snap-
shot of incoming business and give you a clear look

at where you should spend more time prospecting.

Current Client Referrals (CCR): What better time to
ask for a referral than when you’re actually in the
process of working with a client? From the time
you are referred to someone until the time that
they receive the keys to their new home, you have
an opportunity to create the “wow experience” and
earn their referral. What does your personal “wow

experience” look like to your clients?

Past Clients (PC): This one’s pretty obvious, but
for the sake of reinforcement—past clients are
people you’ve worked with before - and who were
happy with your services - who are ready to buy
or sell another home. These folks should be a

fairly easy sell.

Past Client Referrals (PCR): Classify any leads from
your past clients in this category. As real estate
industry professionals, we love PCR leads because
they’re the absolute best compliment you can re-
ceive - a client was so thrilled with your work that
they recommended your name to their friends and
family. It’s not something to be taken lightly.

Personal Friends (PF): Also known as your “sphere
of influence.” The people in this group know you
outside of a professional setting and are likely to

use you because of your personal relationship.

Advertisements (AD): Here is where you’ll classify
all of your cold leads from the internet, a signage
call-to-action, an open house or event, a newspaper
or magazine ad, or any other kind of promotional
initiative that isn’t directly tied to relationship
marketing. These leads can be difficult to convert,
but are a good way to build name recognition within

the marketplace.

Business People (BP): Casey and Ruby believe

the BP category is the best - and most untapped -
source for potential new business. Looking outside
of the real estate industry, consider how you might
be able to leverage relationships with professionals
in other niches who may be in need of a real estate

agent to refer to their own contacts.

Builders: It doesn’t matter whether the builder is
an independent and family-run establishment or

a more widely known corporation. They may al-
ready have an on-site real estate agent, but it’s not
a bad idea to connect with them and their in-house

sales team. It could end up being a very fruitful

relationship in the future, should the builder find
himself in need of such services as contingency
management, MLS spec listing, model lease-back

programs and more.

In addition to tracking and classifying leads, it’s
important to analyze in which areas business is
strong and which categories need improvement. You
can easily do this by using the CORE Lead Tracker,
which calculates your closing percentage by com-
paring total number of leads to your successful
“deals”—meaning, any leads that converted to list-
ings or a pre-approved buyer. It’s a simple and effec-

tive tool to track your progress month over month.

Organizing your real estate leads into these seven
basic pillars will help set you up for long-term
success. By regularly tracking these funnels of
business, you'll always have a clear perspective on

where and how to prospect.

Ready to start using the CORE Lead Tracker system?
Email Matt@redstonemtg.com for a copy today.

BEFORE

Fall in love with your
home all over again.

Has your home appreciated in value? Use the equity you've
earned to make the improvements you've been dreaming of.

Get that new kitchen today. Give us a call to learn how!

Matt Askland —

Mortgage Adviser

480.759.1500 xt 1001 MORTGAGE
MAskland@RedStoneMTG.com www.MyArizonaloan.com

2017, Peoples Home Equity, Ir BA RedStone Mortgage, 3125 S. Price Rd., Suite 125, Chandler, AZ 85248. This is not

Y
acommitment to lend. All progr are subject to credit approval. LIC #: BK-0925508, NMLS ID: 63371, Matt's NMLS ID: 168130
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»» real story

By: Debby Erdmann

Ty Lusk

SERVING AT SUNSHINE ACRES WITH

TY LUSK

The Beginning of Miracles

It started with a desire to give their lives to caring for
children who are hurting, and a faith that God would
provide all they needed. Rev. James and Vera Dingman
(Uncle Jim and Aunt Vera) had spent their lives serving
those forgotten by society: the sick, the poorest of the

poor, migrant families and those in prison. They were

]

Ty and the Keller

So, in 1954, Uncle Jim and Aunt Vera opened Sun-
shine Acres Children’s Home in Mesa, Arizona, which

became the beginning of the Miracle in the Desert.

Currently, Sunshine Acres supports 70 children in

residence. Most children stay an average of three-five

Williams Crew

grandparents with no income, 11 years of mortgage pay-

ments, no electricity and a well with a broken pump.

For 17 years, Uncle Jim and Aunt Vera prayed for a place where
they could care for homeless children. Then the answer to their
prayers came in 1953, when they sold their home, and with the
help of the Mesa Optimist Club, made a down-payment on 125
acres of Arizona desert with a few run-down buildings. “That
day we both felt that we should never solicit money, a board or a
brick, and that no child would ever be turned away for financial
reasons. God impressed upon us very strongly that this was His
work. We were to take care of the children, and He would take

care of the finances,” Aunt Vera wrote.
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years. These are children whose parents are on drugs,

in prison, or facing other setbacks.

A visitor at Sunshine Acres is likely to be surprised by what he
or she sees. It's certainly not your typical foster campus. There is
a small petting farm on the property with two miniature donkeys
and two miniature horses. The children can ride the horses and
show them at county fairs, along with their goats, lambs and
steers. They also have one resident pig and two peacocks. The
children also have the option to join one of two choirs: Jellybean
choir for ages up to 10, and a choir for 10 and older. The choirs
perform at area parks. Additionally, there is a chapel on site. All

of the children are required to attend Sunday services.

Qutside of the newest home on property

One of the resident tortoises

Currently, there are nine homes on the property, seven for chil-
dren under eighteen and two for college students. On average,
ten live in each home with two house parents. Each home sports
a 15-passenger van. Later in 2018, Sunshine Acres hopes to soon
introduce a garden to supply produce for the dining hall. Eventu-
ally, they will start a farmer’s market on weekends for the teens

as well.

Ty Lusk of Keller Williams Phoenix was introduced to Sunshine
Acres two years ago. He was so impressed with the ministry
that he decided to participate in a Keller Williams project called
Red Day. The team rolled up their sleeves and tackled at least
ten projects on the grounds, which included landscaping, paint-
ing horse stalls and the water tower, sorting clothes and other
donated items, weeding the solar power grounds and more. They
even invited the local TV station to the event in the hopes of
getting the word out. The Red Day project was so successful that
they decided to make it a yearly event.

Recently, Max, a Sunshine Acres student who is attending college
received an incredible opportunity from country music singer Luke
Bryan’s road crew to work the soundboard at their concerts, offer-
ing him a six-figure salary. He declined the offer, citing that he first

wanted to finish college. The country crooner’s manager was so

impressed by that, that he offered him the job after graduation.

Lusk obviously carries Sunshine Acres close to his heart. “I'm blown
away by how few people know about Sunshine Acres, even though
they've been here for 60 years. They have helped thousands of kids
who had no family to care for them. It really is a miracle because
they receive no government funding. They don’t solicit funds. Most
of their funding comes from the donations that they sell in their
thrift store. I'm proud to have Sunshine Acres in our backyard.”

You can learn more about Sunshine Acres on their website:
SunshineAcres.org. They welcome donations, and you can even
volunteer at their facility. Why not bring a little sunshine into

someone’s life?

Sunshine Acres invites all REALTORS® who receive Real
Producers to attend their annual picnic on Saturday, February
24th. The picnic will be held from 11-3. Every home will be open
for viewing. There will be a variety of family games and things
to do for all ages. The choir will perform and the children will
proudly show their animals to the public. Cost is $10 for adults
and $5 for children.
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FAIRWAY \gW

The Mobile Mortgage

Feel In Control of Your Home Loan
with the FairwayNow App!

What can YOU expect from the
FairwayNow Mobile app?

Receive lightning-fast loan applications with a
customizable short loan application

Communication between your Loan Officer and
Realtor is just a click away

Quickly and securely scan loan documents with
your phone’s camera

Calculate loan scenarios with full monthly
payments

Connect to home searching
sites in-app

Easily track loan progress with
real-time push notifications

22 - February 2018

'TH E\EC/N})(?LISH'

—INSPECTOR -
Skip the heartache!

el |
Make sure the house you love, loves you back!

STRUCTURAL
INSPECTION: 10% DISCOUNT IF YOU MENTION THIS AD

MECHANICAL
INSPECTION:

1l Non-Alarmist Inspectar
Inspecting Valley Wide for 14 years

€0 f‘O”“

Residential Pest Control « Commercial Pest Control
New Construction Protection * Termite WIR Inspections

o Complete Termite Treatments ® Termite Spot Treatments ® Termite Inspections
o Termite Pre-Treatments ® Pest Control — Bugs, Insects ® Bee's ® Rodent Removal,
Rodent Proofing ® Bird, Bat Removal And Exclusion ® Complete Pest Home Sealing

N W S SN

FREE WIR ' STARTING AT $29
if treatment is required U

FREE CONSULTATION!
800-284-2392 @ 602-275-4388 ® www.hiochemexterminating.com
3831 E. llini St., Phoenix, AZ 85040 e License # 4147

Are YOU
part of the

20% of Realtors can be named
by their Clients 2 years after
the transaction. All gifts are
appreciated by Clients, but

most are eventually forgotten

and tossed.

%« 1 5
‘axilk'____._: : '.": -'II.

Ccontact your Arizona Cutco
Team today!

480-721-9759

cutcojenni@gmail.com

- -

Ei

——

Adam

y NIEOlo Sales Constultant
Office Manager _ \ Jenn ' R
Team [ceader
| ¥

1375l
VY1l H

Crratitu

J’t'




Have you ever been fined by the MLS, and
what did you learn from the experience?

P» question of the month

Rosi Joplin

Joplin Realty
On May 19, 2017, I got fined $200 for
having under the document tabs SPDS
marked public and not private. This
fine makes no sense as seller disclo-
sures are public records and I do not
understand why ARMLS fines us agent

for not marking them private.

Tammy Medigovich
DPR Realty
I have received two MLS violations. The

first was a clerical error. When the

sales data was being inputted into the
MLS, the wrong sales agent name was
selected. When the transaction closed it
showed the wrong co-broker as the sales
agent. There are very similar names in the
MLS, if you are not paying attention it can cost you.
Ivery much believe in the data integrity initiatives of the MLS. I
wish the sales agent would have contacted me directly to correct
the mistake. The oversight was a $50.00 violation fine.

The second infraction was a fair housing violation. I was market-
ing a listing located in Mesa. The mistake was noting the prox-
imity of the house to the nearby Mormon Temple in the public
comments. I have been in the business for 15 years, I know better!

I made a rookie mistake which cost me a $500.00 fine.

Karl Tunberg
Midland Real Estate Alliance
My experience on being fined by MLS

revolves around being the designated
broker for our company. Anytime
one of our agents is fined, I get a copy
of the violation, the fine, the level of
the warning or infraction and all the
details. Most of the violations revolve
around agents not paying close enough at-
tention to details and not following the rules set by MLS. MLS
values the data that we are all responsible for inputting. The
integrity of that data is the value of MLS. The Data Integrity team
at MLS clear over 20,000 potential data errors a year which is
an amazing number. I think more agents should give credit to
the amazing job our MLS does in keeping our listing service fair,

clean and accurate for all our members!
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Jean Grimes
Century 21 Arizona Foothills

Being a 12-year vet, I would have

never thought in a million years that

I would get a fine from ARMLS! Silly

me! Last month I woke up to a lovely
email from Data Integrity stating that I
was fined $200 for having a picture with

one of my signs in one of my photos, on one

of my listings. I had 10 days to pay the fine or they would shut off
my privileges to ARMLS. I immediately went to look at my listing
and unfortunately they had already removed the photo. I never
received a warning that I wasn’t in compliance, just the fine. I
called my broker and she said they usually send a warning and to
call ARMLS. I called ARMLS and found out that they only issue
one warning a year on any non-compliance. If you receive one
warning anytime during the year, your next violation will be a
fine regardless what it is. It could be two different things. You are
able to file an appeal which is $50 to process and $150 to proceed
with the hearing. At this point, not wanting to lose my privileges
I paid the fine. Needless to say, I learned my lesson to check all

listings thoroughly and make sure you'’re in compliance.

Stacey Onnen

Realty One Group
As a broker, I see all the ARMLS fines
for our 2500 agents. Some of the fines
are minor, and others are a huge hit on
the agent’s pocketbook. The one fine
that I feel is the greatest importance
and hurts the most is the $500 fine for
unauthorized access of a listing. When I say
it hurts the most, I am not referring to the financial impact. I am
referring to the impact on our industry. Every time I see one of
those fines I think of our industry’s fragile reputation. This means
that someone has used their key to enter someone’s property with-
out permission. I have heard all sorts of answers that range from
the rare true miscommunication between the agents where one
texted the other, and they simply forgot to clear it with the agent
who has blatantly stated that they were driving with their clients
and the home was vacant so they didn’t see the harm in simply
entering. Agents need to realize the responsibility and implications
of their actions. Some homes have alarms and costly penalties for
a false notification to the local police. One of the best ways to avoid
this would be for every agent to adopt the ShowingTime system
for all of their listings. If your home is vacant and you do not want
to confirm each showing manually, you can set it to autoconfirm.
If all homes went through ShowingTime, each agent would have a
record of their communication and confirmation. We need to value
our privilege to enter someone’s home when they are away and

show the utmost respect for our industry and its reputation.
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“I'm the best real estate agent on the
planet.” Jennifer Schumacher insists
on introducing herself as such to
everyone; at the coffee shop, on an
airplane, or even the grocery store.
Her enthusiasm for fitness is rivaled
only by her enthusiasm for her work.
Any time Jennifer has to herself, she
spends either improving her health or
improving her knowledge of the local
market. “I’'m working out or looking for
open houses in the East Valley.” Her
daily regime is not one of exhaustion
but one of excitement and adventure.
Jennifer grew up in Bismarck, North
Dakota. From there, she went to the
University of Northern Colorado, but
all her friends knew she should be
working in real estate. Even during
her time working in the corporate
office of the Denver Athletic Club, she
thought a change might do her good.
After moving to Arizona, having no
contacts of any kind, she strapped
herself down and took her certifica-
tion. During those two years, she built

a foundation for her career inspired

by her physical training experience.
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on the rise

By: Ryan Engle

“The intimidation of the gym for some people is

similar to the intimidation of buying a house. My
job in both cases is to eliminate those intimidat-

ing factors.” She can match her personality to the
client, forming a bond to relax and educate them all
along the process. Whether they are more enthu-
siastic or more introverted, she will change her
approach to function with that person. “It’s scary
buying a house. As their agent, I need to make them

feel safe and assured.”

She found a key element to success is having the
best market-knowledge one can have. It isn’t only
about the specific house, but about the neighbor-
hood, the shopping areas, the bars, the restaurants,
and any number of other factors. Asking questions
and conversing with the clients helps an agent find
not only the right home but the right location. “I
have to create an experience that alleviates stress

from all parties.”

Every morning before she tends to her clients at
8:00 a.m., even before she hikes Camelback or
South Mountain, she spends plenty of time reading
books as wide-ranging as The Art of War to The Art
of Negotiating. “A recent favorite is Jen Sincero’s
You are a Bad Ass. Incredible!” The more person-
able she can be—the easier she is to talk to—the
more respect she will receive from others. “It isn’t
about getting the fastest or most expensive deals.
It’s about getting the right deal that’s fair for seller

and buyer.”

Even though she calls herself the best agent, she
also calls herself the most unlikely agent. While

it is common for some agents to forget about

the numbers, Jennifer claims she is the worst at

keeping track of it. “I don’t need data to show me

I am improving. My broker frowns upon that,” she

said, sarcastically. “And I know I need to do better
at keeping track, but being new to this industry I
find the more I say yes the more I learn.” As long
as she can close 33 homes (her favorite number)

she’ll be happy.

And she is happy. At only age 40, and single, Jen-
nifer’s passion for travel has taken her to over 25
countries. “My mom would always encourage me

to get out of North Dakota and travel the world. I
always imagined myself'in all the places I would
read about in my Grandmother Nan’s collection of
National Geographic magazines. I have always said
after perusing hundreds of those magazines that

I wanted to see every country before I die. Some
favorite places are La Libertad, El Salvador, Myko-
nos, Greece, Rome, Italy and Japan. “I fell in love
with Japan. The best way to describe it is highly-or-
ganized chaos. Everyone is so respectful. My most
memorable activity was driving a go-kart, wearing a
Mario costume through Shibuya Crossing, the busi-

est intersection in the world. It was Epic!”

“I meet people from all over the world who I have
helped find agents and homes. I think of myself as

a global agent. Getting a commission check just by
connecting people isn’t a bad gig. In fact, having this
ability was crucial for collecting checks my first

year as a real estate agent.”

Jennifer is living her best life. Though she is satis-
fied with where she is now, she has a goal for her
future. “I want to guide my own team and teach
new agents what I have learned.” More than that,
she wants to continue her active lifestyle. All her
injuries and scars from accidents past don’t stop
her—they make her stronger. And why would she
stop? She enjoys making the unknown, known.
That’s what makes her the best.
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1) Add tasks to your template, which will email you every time
something has to happen. It will put it on your calendar as well.

TECH CORNER

Jeffrey “Mr. Tech” Raskin

New zipForm® Changes

Before I even start on the new features that are available in zip-
Form® Plus (online version), I want to be sure that we know about e o ey e e —
some cool features that a lot of agents don’t know about in the old

version (that carried over to the new version of zipForm®).

1) Templates- Put in all of the forms you would typically use for a
buyer (agency, purchase contract, BINSR, final walk through,
MCA, etc.); fill it out with as much information as you can without

referring to a 2) zipConsult will allow you have get four people online to see
specific client or and hear them where they can see your screen, allowing you to
property, where explain the contract in real time from anywhere in the world.

future buyer.

Obviously cre- s _
bespar femplats Buyer femlain wample ( y z‘p(___.':]nﬁ'._,l_ .} ':3 Advanced Dytna
R P ate a template g

E E for your future &

Add Fernopant | Address Gook

listings as well.)

2) Now automatically apply this to new buyers, changing out the Masting Brticlpats
info that is specific to that particular transaction.

3) Share allows you to share documents directly from zipForm® to
anybody you want.

3) Use MLS connect, the 7-year-old AAR member benefit, to popu-
late a ton of information from the MLS system directly into the

<1

LS CoewddT A o Addd Mclder Wz 1o Ao Appdy e

L]
ey zipForm® documents!

oAl = So now that we have the
basics out of the way,
allowing you to write a
2-minute contract, here
are the new things you
probably didn’'t know
about.
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you can now
use it for any

4) Email to transaction allows you have other people email you
documents directly into a client’s zipForm® transaction!

Arizona’s
Leader in Service
Response Time

Transaction Detalls

5) Add non-zipForm® documents into your template or transaction.
(Mold, swimming pool, wire scam, etc.)

Home Warranties You Can Trust,
Service You Can Rely On!

Though there are a lot of other features in zipForm®, these few
tips should really allow you to ramp up your business with all of

the time you will save!

jeff@tech4re.com
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HOME WARRANTY
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TEMPLETON

By: Ryan Engle
Templeton Walker was born and raised in
Grand Canyon National Park, population

1,500 (the only national park with a K-12
school). A modest upbringing by his family

in this small town instilled in him a level-
headed, compassionate view of others. “My
parents taught me the most important thing
in life is to see the good in people.” Anyone
who grew up in this close-knit community had
to go through “Mrs. Judy’s” preschool class,
where his mom Judy taught everything from

“reading to coloring to counting to recess, etc.
She was the one-stop shop, lol.” This was a

place where everyone knew your name. Raise

your hand if the Cheers theme song just
started playing in your head.

It wasn’t an easy ride during Walker’s early adulthood years. By
age 18, off to school on a full-ride basketball scholarship, he had a
close scare with cancer. A lymphoid in his neck became infected
and grew to golf ball size. Away from home for the first time and
frightened what the doctors might find, he received additional
surprising news—he discovered he was going to be a dad. “I just
found out I was going to be a father, and I feared cancer would
steal it away.” Fortunately, it wasn’t cancerous, and he decided to
move forward on a path away from basketball to support his son,
Kingston.

His experience in retail at Nordstrom’s propelled him to excel in
business. He continues to utilize and apply the concepts he used
in retail; primarily the passion to service people. “I'd sell a pair of
shoes to a customer and then follow up with a handwritten note,
phone call, or text when something came in that I knew they
would like. I knew my clients’ needs and they’d remember me and
return, based on our experience together.” Walker—a true ser-
vant—discovered his vocation in real estate four years ago, based
on this background.

His passion for real estate evolved from a desire to make a posi-
tive impact on other families’ lives while supporting his own
family as well. “I love making what seems ‘impossible,’ possible
for all of my clients.” Walker and his team found a niche in off-
market deals, closing 78 off-market transactions last year, as well

as helping over 100 families buy and sell homes which resulted in
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Noah, Denise, Templeton Sr, Templeton Jr,
and Kingston

over 25 million in sales, which includes the branch

Walker opened in Flagstaff this year.

In 2008, Walker met his wife, Denise. They were
just friends at first, but in 2010, three months after
they had baby Noah, Walker told her, “I may only
have $100 to my name, but I would spend it all on
you.” They married and had a second child, Temple-
ton Jr., two years ago. All three sons (including his
oldest son, Kingston) live together happily at home,
and like at work, fun is mandatory. Walker’s parents
visit from his hometown a couple times a month to
spend time with the grandkids, which allows the
happy couple to go on date nights. A perfect evening
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out consists of grabbing a cold beer at San Tan Brew-

ery, or enjoying a filet at DC Steakhouse. They also
spend every evening reading the same book together.
The last book they completed was & Love Languages
by Gary Chapman. Currently, they’re reading Smart
Couples Finish Rich by David Bach.

With the changing landscape of the industry and
the Internet, Walker wants to focus next year on
deepening his relationships. He wants to interact
personally and give the small town, servant-touch
to more families. The man who likes to know every-

one’s name wants to know yours.
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P> book review

Page one of this book launches with a
quote! “Most of us have two lives: the

lives we live and the lives we are capable
of living.” Reading that sucked the wind
right out of me. Because being the driven
human being I am, I know I could make my
minutes count more. I was skeptical of this
book when Brian Buffini first promoted it
in January of 2017. I didn’t judge it by its

cover, more so the name, /72 Week Year to
me sounded like, “12 week Abs”; it sounded like a
gimmick. But about halfway through 2017, I heard

one of the authors, Brian Moran, in an interview

Chris Reece

and the way he spoke about it made me pick it up
and read it. It was so good I took my weekly mas-
termind group through it, then I had the privilege of
taking my company through it as a book club.

The premise of the 12 Week Year is to remove an-
nualized thinking. Stop with yearly goals, and focus
on 12-week goals. Each week is a month, each day
is a week, making the hours so very valuable. The
author explains this premise: “most people have
the capacity to double or triple their income just
by consistently applying what they already know.”
Moran asks us to focus on improving our execution
by doing what we already know works, just do it
more steadily and to consistently execute the small
number of critical tasks that best support the end
goal. He goes on to explain what the critical tasks
are as well as help us define ours. The power of
the 12 Week Year is in the planning and tracking

of what you will DO. He urges the reader to keep

it simple. Just pick one thing you want to improve
on and make your plan around that one thing, then

execute on tasks that support your one thing.

My two favorite parts of this book are how the au-
thor talks about execution and accountability. His
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take on execution is that it’s defined as action; you
need to develop times and places in your schedule
that make it very easy to take action on your goal.
He takes a lot of time in the beginning of the book
helping you define your goal as he understands

that your goal is something you have to want very
bad. The goal or results you want have to connect
with you on an emotional level. You are asked to
write out things you want in the actual book. Then
he explains once you have your vision set, creating
“critical tasks” to execute on is much easier. I found
the vision setting gave me clarity creating the items

I personally needed to execute on.

Before you start developing your own personal 12
Week Year plan, Moran shares the three principles
that the plan should be built on: 1) accountability, 2)
commitment and 3) greatness in the moment. His
definition of accountability is still resonating in my

heart and mind.

“Accountability is ultimately ownership. It is a
character trait, a life stance, a willingness to own
actions and results, regardless of the circumstanc-
es. The very nature of accountability rests on the
understanding that each and every one of us has the
freedom of choice. It is this freedom of choice that
is the foundation of accountability. The ultimate
aim of accountability is to continually ask one’s self,

“what more can I do to get the result?”
This was a big pill to swallow, and it was humbling.

T highly recommend this book if you find yourself
struggling to reach results or if you're floundering
without a yearly/monthly/weekly plan. Reading
this book could only help you this year, or your next
12 weeks.
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TOP 150 STANDINGS

Teams and Individuals Closed date from Jan 1- Dec 31, 2017

# First Name Last Name Office Name Total # Total $ # First Name Last Name Office Name Total # Total $
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017

1 Brian Bair Offerpad 1012 $235,666,318 35 Beverly Berrett Berkshire Hathaway Homeservices Arizona Properties 68 $21,276,250

2 Carol A. Royse Keller Williams Realty East Valley 2145 $62,863,100 36 Michael Olberding Berkshire Hathaway Homeservices Arizona Properties 73 $21,212,577

3 Kenny Klaus Keller Williams Integrity First 2315 $59,793,738 37 Geoffrey Adams Realty One Group 68.5 $20,876,262

4 Dawn Faraci Lennar Sales Corp 145 $52,403,519 38 Timothy J Cusick Homelife Professionals 70.5 $20,725,804

5 Rebecca Rains Berkshire Hathaway Homeservices Arizona Properties 183 $51,969,542 39 Henry Wang Revelation Real Estate 58.5 $20,090,970

6 Mary Jo Santistevan Berkshire Hathaway Homeservices Arizona Properties 154 $49,925,687 40 Nate Randleman Stunning Homes Realty 76 $19,856,200

7 Carin Nguyen Keller Williams Realty Phoenix 141 $38,036,590 4 Melanie Hunsaker Orange Realty 51.5 $19,854,061

8 Catherine Renshaw Calatlantic Homes Of Arizona 94 $37,941,474 42 Ben Leeson Arizona Experience Realty, LLC 56.5 $19,479,734

9 Rachael Richards Rachael Richards Realty 108.5 $37,451,193 43 Richard Johnson Coldwell Banker Residential Brokerage 55 $19,141,200

10 Alan Levanson Berkshire Hathaway Homeservices Arizona Properties 117 $35,065,268 44 Mark Captain Keller Williams Legacy One 66.5 $19,014,000

1 Robin Rotella Keller Williams Integrity First 14.5 $31,471,350 45 Tanner Milne The Menlo Group Commercial Real Estate 29 $18,544,950

12 James Samsing Real Home Services & Solutions 140 $31,203,120 46 William Ryan RE/MAX Infinity 515 $18,355,744

13 Shanna Day Keller Williams Realty East Valley 72 $30,955,271 47 David Khalaj Pro Sports Realty 285 $18,243,050

14 Brett Tanner Keller Williams Realty Phoenix 122.5 $30,031,450 48 Sandy Thompson Revelation Real Estate 63.5 $18,122,450

15 Randy Courtney Weichert, Realtors - Courtney Valleywide 84 $29,036,986 49 Merrill Jencks Revelation Real Estate 63 $17,953,790

16 Rick Metcalfe Canam Realty Group 124 $27,983,420 50 Carlie Goulet Keller Williams Realty Phoenix 62.5 $17,837,890

K Darwin Wall Prosmart Realty 565 $26,905815 Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is

18 Benjamin Arredondo My Home Group Real Estate, LLC 775 $26,900,565 not responsible for submitting this data.

19 Karl Tunberg Midland Real Estate Alliance 61.5 $24,928,106

20 Curtis Johnson Revelation Real Estate 96.5 $24,683,844

21 Steven Allphin Realsense 132 $24,429,625 ,

22 Renee' Merritt Russ Lyon Sotheby's International Realty 41 $24,103,600 We d LOVE to be You r Rea I tor Ro Ofer

23 Alan Kittelman Realty Executives 118.5 $23,655,614

i Michal Comingham  wWest Usa Reatty o 693526037 We provide quality service and products for all your roofing needs.

25 Terry Young Revelation Real Estate 75.5 $23,463,140

26 Scott Dempsey Redfin Corporation 58 $22,740,900

27 Jason Zhang Gold Trust Realty 66 $22,711,778

28 Justin Cook RE/MAX Solutions 66 $22,524,693

29 Damian Godoy Argo Real Estate Professionals 103 $22197,448

30 Jason Crittenden Realty One Group 78 $22167,201 _ "

A Bonny L. Holland Keller Williams Realty Sonoran Living 36.5 $21,954,029 A‘;E::‘JOFIT‘:;};?VO R;;S it

32 Janine Igliane Keller Williams Realty East Valley 66 $21,882,347 ucm..anmws

33 Diane Bearse Realty Executives 62 $21,491,700 .

st Rebeces Sorn Rediety o $21309.800 Let us provide you a FREE Estimate! Call Us TODAY! AZRoofin gWor ks.com
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TOP 150 STANDINGS

Teams and Individuals Closed date from Jan 1- Dec 31, 2017

# First Name Last Name Office Name Total # Total $
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017

51 Gina Mcmullen Redfin Corporation 51.5 $17,676,909
52 Michaelann Haffner RE/MAX Infinity 54 $17,566,500
53 Lacey Washburn Realty One Group 58 $17,522,992
54 Mike Mendoza Keller Williams Realty Sonoran Living 425 $17,518,800
55 Gus Palmisano Keller Williams Integrity First 63 $17,402,261
56 Annette Holmes Rachael Richards Realty 55 $17,252,799
57 Byron Applegate Pivotal Real Estate Solutions, LLC 55.5 $17,202,656
58 Cynthia Dewine Century 21 Arizona Foothills 54 $17138,977
59 Michael Kent RE/MAX Alliance Group 62.5 $17,028,796
60 Lisa Miguel West Usa Realty 445 $16,873,575
61 Russell Mills Gentry Real Estate Group 65 $16,668,700
62 Bill Olmstead Keller Williams Realty East Valley 54 $16,590,600
63 Brock O'Neal West Usa Realty 42 $16,371,800
64 Becky Kolb Keller Williams Integrity First 45 $16,242,445
65 Zachary Cates Revelation Real Estate 39 $16,171,600
66 Amy N Nelson Keller Williams Realty East Valley 55.5 $16,133,521
67 Jennifer Felker RE/MAX Infinity 31 $16,108,800
68 Matthew Coates Revelation Real Estate 56.5 $16,077,755
69 James Watson Keller Williams Realty Sonoran Living 52 $16,036,006
70 Jesse Herfel Keller Williams Integrity First 65 $15,958,996
7 Kimberly Healy-Franzetti West Usa Realty 46 $15,932,773
72 Richard Ashby Ashby Realty Group, LLC 43 $15,315,920
73 Tina Sloat RE/MAX Infinity 54 $15,274,634
74 Katherine Walsh Keller Williams Realty East Valley 55 $15,213,055
75 Stephanie Sandoval Homesmart Lifestyles 58 $15,145,725
76 Kraig Klaus Keller Williams Integrity First 53.5 $14,751,558
77 Angela Larson Keller Williams Realty Phoenix 74 $14,739,996
78 Kirk Erickson Schreiner Realty 46 $14,739,274
79 Dawn Matesi United Brokers Group 36 $14,727,910
80 James Sanson Keller Williams Realty Phoenix 74.5 $14,703,400
81 Aimee Lunt RE/MAX Solutions 45 $14,683,365
82 Jody Poling Hyres International, LLC 22 $14,412,900
83 Trent Windsor S. J. Fowler Real Estate, Inc. 455 $14,367,620
84 Steve Trang Stunning Homes Realty 67.5 $14,356,250
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# First Name Last Name Office Name Total # Total $
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017

85 Layne Peterson Realsense 66 $14,343,848
86 Christy Rios Keller Williams Integrity First 39.5 $14,258,410
87 Daniel Callahan RE/MAX Classic 64 $14,136,300
88 Randy Duncan Realty Executives 52 $14,045,749
89 Janine Long Lockman & Long Real Estate 44 $14,028,783
90 Stephany Bullington Revelation Real Estate 42 $13,998,400
91 Darlin Gutteridge RE/MAX Renaissance Realty 40 $13,899,319
92 Pamm Seago-Peterlin Century 21 Seago 45 $13,852,488
93 Pam Eagan Realty Executives 255 $13,849,700
94 Sergio Santizo Keller Williams Realty East Valley 46.5 $13,830,790
95 Michael Smith Homesmart 335 $13,600,672
96 Randy Dix Keller Williams Realty East Valley 415 $13,489,150
97 Daniel Mullins Altus Realty LLC 42.5 $13,379,400
98 Alyson Titcomb RE/MAX Alliance Group 49 $13,356,648
99 Suzanne M Rabold West Usa Realty 20.5 $13,327,750
100 Bret Johnson Realty Executives 43 $13,323,500

Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is
not responsible for submitting this data.

BEFORE

e

¥

Fall in love with your
home all over again.

Has your home appreciated in value? Use the equity you've
earned to make the improvements you’ve been dreaming of.

Get that new kitchen today. Give us a call to learn how!

Matt Askland

Mortgage Adviser

/:\

480.759.1500 xt 1001

MAskland@RedStoneMTG.com

MORTGAGE
www.MyArizonaloan.com

i

@ © 2017, Peoples Home Equity, Inc. DBA RedStone Mortgage, 3125 S. Price Rd., Suite 125, Chandler, 8. This is not

acommitment to lend. All programs are subject to credit approval. LIC #: BK-0925508, NMLS ID: Matt’s NMLS ID: 168130

www.realproducersmag.com - 39
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TOP 150 STANDINGS

Teams and Individuals Closed date from Jan 1- Dec 31, 2017

# First Name Last Name Office Name Total # Total $
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017
101 Elizabeth Rolfe Homesmart 235 $13,277,000
102 Marci Burgoyne Crown Key Real Estate 44 $13,174,200
103 Sr. Helmstadter Helmstad Realty 36 $13,160,650
104 Rob Hale Elite Results Realty 50.5 $13,111,978
105 James Carlisto RE/MAX Alliance Group 52 $13,098,892
106  Adam Prather RE/MAX Solutions 385 $13,046,110
107 Steven Drew RE/MAX Renaissance Realty 60 $13,021,828
108 Josh Whittemore Prosmart Realty 61 $13,018,462
109 Michelle Biagi Bauer Realty Executives 45 $13,007,148
10 William Nager Stunning Homes Realty 425 $12,962,900
m David Courtright Coldwell Banker Residential Brokerage 39.5 $12,870,277
12 Mark Carvalho Carvalho Real Estate 44 $12,831,750
13 Maureen Waters RE/MAX Foothills 42 $12,769,405
14 Kandi Andresen Rachael Richards Realty 43 $12,703,385
15 Gina Donnelly Prosmart Realty 39.5 $12,680,340
16 Hani Aldulaimi Keller Williams Realty East Valley 215 $12,666,500
17 Kathy Camamo Amazing AZ Homes 40.5 $12,621,725
18 Kelly Jensen Homesmart 43 $12,535,252

T TyeteNNy TITLE & ESCROW SERVICES
o AROUND THE CORNER

" Tempe
T Mesa ]

L) Tempe : SE Valley
= 4 Branch @) Sy Branch { ]

Tempe Branch

4500 S. Lakeshore Drive, Suite 570
Tempe, AZ 85282

Phone:(480) 413-0000

SE Valley Branch

1630 S. Stapley Drive, Suite 116
Mesa, AZ 85204

Phone:(480) 820-2255

Ahwatukee Branch

4505 E. Chandler Blvd., Suite 160
Phoenix, AZ 85048

Phone:(480) 705-0010

Chandler Branch
4925 S. Alma School Road, Suite 2
Chandler, AZ 85248

Phone:(480) 895-9924

Wonder Rift Gilbert L5

Hirk AHWATUKEE (m3)
& Phosna-Miga

. ’ Ahwatukee Gileway
e gy Branch Airport
AGE Chandler Lh

Chandler &
GilaRiver Branch

. Memorial
MU Airport Ot Cira
- D i
1] =

With the strongest financial backing in the Nation, Strength and Stability for over a Century — With several offices in the Southeast Valley,
we've got you and your customers covered! we are prepared to serve you with all of your title and escrow needs.
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# First Name Last Name Office Name Total # Total $§
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017
19 Lorraine Ryall Kor Properties 3 $12,493,300
120 Hilary Sutter My Home Group Real Estate, LLC 36.5 $12,478,250
121 Heather Openshaw Keller Williams Integrity First 43.5 $12,349,312
122 Sabrina Song Keller Williams Realty Phoenix 50.5 $12,270,900
123 Scott Heywood Homesmart 22 $12,212,064
124 Cindy Flowers Keller Williams Intgrty Fir 485 $12,156,550
125 Robert Cushing Jk Realty 20.5 $12,119,100
126 Heather Werner Ravenswood Realty 445 $12,022,837
127 Barbara A Shadoan RE/MAX Classic 56 $12,013,700
128 Susan Reginato West Usa Realty 37 $11,987,650
129 Josh Randall Keller Williams Realty East Valley 45 $11,947,800
130 Paul Whittle American Allstar Realty 55 $11,899,790
131 Cory Whyte RE/MAX Infinity 30 $11,879,900
132 Nick Bastian Realty Executives 46 $11,803,525
133 Sean Warren Stunning Homes Realty 43 $11,802,300
134 Michael Mccabe My Home Group Real Estate, LLC 41 $11,789,999

Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is
not responsible for submitting this data.

_ The Gale Team EEO(FW’?J%
PN DV A°HOME oricinators

in America 2011 - 2016

ASK ABOUT OUR OFFER FOR

« Variety of Jumbo Loans .
» Physician/Professional Loans $ 5 005

« leteran & First Responder Loans | CLOSING COSTS

Contact Our Team to Get Pre-Qualified Today!

480.626. 2282 . ThEGEﬂETEam .com - TheGaleTeam-mnmahumelaans com

o s bee peeeried o e ol s ppilcation. Loas snoint st be 4 menamy,
g rl bt wecenomed for ik, Aeblition s peewnt aed
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TOP 150 STANDINGS

Teams and Individuals Closed date from Jan 1- Dec 31, 2017

Oﬁr

Borrowers | ] Wh

# First Name Last Name Office Name Total # Total $ L'DUE usl Here s y P
01/01/2017 - 12/31/2017 01/01/2017 - 12/31/2017 =
135 Brenton Fernandez Keller Williams Realty East Valley 30 $11,788,723
136 Phillip Shaver Go Sold Realty 39 $11,723,180 ' '
L ]
137 Jill Mcfadden US Preferred Realty 325 $11,708,400 HQPPH' vafmtm S’ Dc%'-
138 Scott Cook RE/MAX Solutions 44 $11,699,250 Since Caliber Home Loans, Inc. opened for business, we've dedicated ourselves to providing Arizona homebuyers with
139 Lori Blank Lori Blank & Associates, LLC 355 $11,657150 lending solutions they love!
140 Jody Sayler Just Selling Az 45 $11,576,600 IN THE PAST YEAR, CALIBER HAS:
141 Edward Surchik Realty Executives M $11,564,900
142 William May Breinholt May Realty & Investments 435 $11,562,200 Helped A J Enabled over Hel
143 Roger Marble Marble Real Estate 31 $11,508,610 h fﬁml PRy ﬁ;tm'hﬁ Shiat b=h VA
uy a home : g to keep their homes families buy a home

144 Steve Hueter Prime 220 Realty 445 $11,454,390 - 31 J
145 Bryce Henderson Four Peaks Brokerage Company 39 $11,430,800
146 Templeton Walker Stunning Homes Realty 42 $11,391,200
147 Mary Almaguer Apache Gold Realty, LLC 64 $11,391,000
148 Jeremy Wilson Century 21 Arizona Foothills 35 $11,333,178

We accomplished this by offering This included assistance with Caliber worked closely with Caliber launched national VA initiatives
149  Sanjog Gopal Oz Realty 56.5 $11,294,600 a variety of mortgage cptions and payments, credit reporting borrawers to stay in their in 2016, In July 2017 were named

choices - from Jjumbae loans up to suppression, and late fee homes by providing foreclosure a Military Friendiy® Brand, and in
150  David Arustamian Russ Lyon Sotheby's International Realty ~ 28 $11,291,375 %2.5 million, to loans for first-time assistance. prevention options. September 2017 we celebrated closing

buyers featuring low down payments, our 10,000 VA loan,
Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is
not responsible for submitting this data. Contact us tﬂda}\‘ to diS’CuES yﬂur I'IEEdE

Camelback Moving
2330 N. 31st Ave.
Phoenix, AZ 85009

Matt Maret Ken Starks Liz Decker

P ° S ° O M T' Branch Manager | NMLS # 275125 Loan Consultant | NMLS # 173595 Loan Consultant | NMLS # 228371
reserving anlty ne Move at a lime 480-865-3328 T14-328-4475 602-570-3098

matt.maret@caliberhomeloans.com  KenStarks@caliberhomeloans.com Liz.Decker@caliberhomeloans.com

] : ] www.caliberhomeloans.com/mmaret  www.caliberhomeloans.com/kstarks  www.caliberhomeloans.com/|decker
® Premium Moving Service at Reasonable Rates

e Short & long Term Storage Programs

(Flexible Solutions for Customers Caught In Between Closings

e Transparency with a Commitment to Quality o &l el e e

HOME LOANS

5 Star Reviews

2121 West Chandler Blvd. Suite 215, Chandler, AZ 85244

*Current as of Novernber 2017 _

Catiber Home Loans, Inc, 1525 5. Beltline Rd, Coppell, TX 75019 NMLS 10 #5622 lwwwonmiscorsumaracoess.ong) 1-800-401-6387. Copyright © 2018, All Reghts Reserved, This is not an affer
to enter into an agreement Not all custamers will qualify. Infarmation, rates, and programs are subject 1o change without preor rotice. All products ane subject to credit and property
approval, Not all products are available in all states or for all dodlar amounts. Other restrictions and limitatons apply. Aricona Morgage Banker Licensa No. 0923637 §1B582_AZ

CamelbackMoving.com | 602-564-6683 | US DOT #1635834
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The Original & Premier Full Service Listing Assistance Provider

: Lister Assister

Giving Time Back to Busy Agents Since 2008

Save Time & Sell More with Lister Assister
SERVICES OFFERED:
* Wide Angle Photography
* Next Day Availability
* Sign & Post Service
* MLS Data Entry
* 3D Matterport with Doll House Floorplan
* Aerial/Drone Photography & Video
* Virtual Staging

ValuableTime

Back to Busy Agents.

S —1

10% Discount on 3D Matterport Orders
for the Month of February

*Must Mention Real Producers Ad for Discount

Call 602-492-5006
Info@ListerAssister.com

ListerAssister.com




