


CUSTOM RENAISSANCE PORTRAITS HOME LOANS FOR EVERY NEEDI

Own a custom Renaissance portrait of yourself and your family painted in a _ | _ _ | _
r bort t 5 l v t File oniie When your clients decide to purchase a new home, | can provide expert advice and a wide selection of
way tha Captlures your soul and your story whii€ 11" ”1 you loan programs with competitive rates. | will work with your clients one-on-one to meet their specific needs
a faily treasure that will last a lifetime and make sure they understand all of their options.

HERE IS A SNAPSHOT OF THE LOANS THAT ARE AVAILABLE:

CONVENTIONAL LOANS: Great choice for nearly every borrower. Min. 620 FICO (up to 97% LTV).

*» FHA LOAMS: A great choice for first time homebuyers, buyers with little down payment or with less-than-perfect credit.
Min. 580 FICO's'.
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* JUMBO LOANS: Ideal for borrawers who require higher loan amounts; available up to $2 million. Min 680 FICO.

* VETERANS ADMINISTRATION (VA) LOANS:
Perfect for active and reserve military; spouses may also BT ﬁ‘.
quality. As low as 580 FICO's?, i 2 )

USDA LOANS: Great financing choice for homes within
the Rural Development Area. Borrowers can receive up
to 100% financing®. Min. 620 FICO.

+ 80-10-10 LOANS: Commaonly used to minimize the out
of pocket expenses when purchasing a home. Ideal for
borrowers who have great credit, lack capital, and wish
to avoid paying PMI (Private Martgage Insurance).
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* CHENOA: Combines the ease of an FHA loan with a
grant or second mortgage to cover your down payment®,

LOCK AMD SHOP: Lock in a low interest rate BEFORE
finding your new home.

We are dedicated to providing fast and efficient service for all our clients. We even have a 6
month rate lock available for well qualified buyers. No one will work harder for you!
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BILL MANTOOTH THE BILL VIANTOOTH Team

Branch Maonager, MMLS ID# 309548 oF
Fax: 727-362-1330 NFIVI L G

1700 N MeMullen Booth Rd, Ste D-1 America’s Commaon Sense Lender
Clearwater, FL 3375% ' }

lacm wosth@nfmlending.com
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727-776-8113
Andrea@arkpublicrelations.com

n ' J m www.arkpublicrelations.com

PORTRAITURE/HEAD SHOTS | COMMERCIALS | DIGITAL DESIGN | CORPORATE EVENTS | SOCIAL MEDIA MANAGEMENT

We’re All About
Making Your
Vision a Reality. PELVMORE

STUDIOS

Delvmore Studios has been producing video solutions from their
office in Tampa, Fl since 2016. Our team is incredibly passionate about
film - from the initial creative process to the nitty gritty details. We are
a group of highly driven professionals that are ready to dedicate our
time, speciality and expertise to create amazing films.

-_
We’ve worked with compani’ge and small across the city.

Interested in having our team work with you?
Give us a call to learn more about what our team of experts can do for you.

www.delvmorestudios.com | info@delvmorestudios.com
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MEET THE

TAMPA BAY

REAL PRODUCERS TEAM

Don Hill Stephanie Andrea Kurjah Elizabeth McCabe
Area Director Shaughnessy Event Coordinator Writer
Content Coordinator
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Dave Danielson Carol Walker Allie Serrano Krystyna Gehl
Writer Professional Photographer Professional Photographer KG Photography
Thomas Bruce Studio Allie Serrano Portraits, LLC Event Photographer
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Sherry Keenan Madison Thayer Barry Lively
Professional Photographer Client Director
Best View Photography, LLC B. Lively Images

Professional Photographer
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You can sell a home
without a home warranty,
but why would you?

i1 sop ke
-,

Meobile: 813.344.7525 Wab: firstamrealestate.com

| Waypoint £

Prripir i T pro fiind, L0

We perform comprehensive
inspections and specialty services
for homes and businesses.

Same day reports, a free home assistant, and a home warranty
discount — when we inspect your property, you get more.
Period. This, combined with our Experience and Excellence, is
why so many realtors recommend Waypoint Property
Inspection to their clients.

“Waypoint was incredibly responsive to my buyer’s scheduling
needs. Inspectors were prompt, knowledgeable and profession-
al and | will definitely recommend Waypoint to future buyers.”
- Lois E. (September 2018)

Waypoint Property Inspection, LLC @ @ @
(813) 486-8551 =
£}

waypointwest.com G

TARPON CONSTRUCTION

Your client found their dream home

MINUS their dream kitchen.

We're the contractor you need in your network that
can help them transform that space and help you
close the deal.

Give us a call today!

727-641-9189

tarponconstructioninc@gmail.com o

WWW.TARPONCONTRACTOR.COM

#1 CHOICE FOR REALTORS AND LENDERS

BLANCHARD
INSURANCE

Homeowners
Condos
Investments
Commercial
Flood
High Value

727-776-8113
ANDREA KURJAH

Andrea@Blanchardinsurance.com o W @ @ @

www.Blanchardinsurance.com
QFFICES: TAMPA - 5T. PETE - ORLANDO - DAYTOMNA BEACH

www.realproducersmag.com - 7



wwowmorcace  WHY GHOOSE VANDYK MORTGAGE

Bl ol HMLE = pirzy

GREAT RATES & PRODUCTS FOR EVERY BORROWER:

= Conventional Loans wianly 3-5% down including condos

= Government Loans: FHAMA

= State of Florida Bond Lendes wilth up to $15K in Down Paymeni Assistance Avallable
* Specializing In Gonoos.

= Jumibo Loans

WE ARE COMPLETELY IN-HOUSE:

= In-howuse Appralsal Managemen with local appraisers

WIDE RANGE OF PRODUCTS TO FIT EVERY BORROWER OUR SERVICE COMMITMENT:
= First Time Home Buyer Programs = FHAMNA = Mandalory introductory calls to Buyers and Agenls
= Low Down Payments = USDA = Weakly status updates

= Dowm Payment Assislance = Dpen availability lo bother as=isl ow custamens and referral parinees
= 203K Rendvalions

= ComventionaliPKI

» Conda Lending

E, Grand Rapeds, M

WE GIVE YOU MORE

* Concierge Closers Handle Your
Files from Start to Finish

* Licensed Attorneys
at Your Disposal

* |[mmediate Fund Distribution

* Free Quotes on Title
Insurance & Closings

“Peace of Mind Fridays™” promotes transparency
and keeps communication open to prove we’re
doing everything in our power to get the job done
fast, right, and in everyone’s best interest.

ARTESIAN
TITLE

= Expert loan onginatons, processors, underwriters,closers, and funding all locally

401 EAST JACKSON STREET, SUITE 2340 | TAMPA, FL 33602 | 813.995.6088 | ARTESIANTITLE.COM
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PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These

local businesses are proud to partner with you and make this magazine possible. Please support

these businesses and thank them for supporting the REALTOR® community!

ADVERTISING AGENCY
Evolve & CO

(727) 490-9835
evolveandco.com

CLOSING/LISTING SERVICES
List 2 Close

Mandy Riedinger

(727) 262-4004
list2closemgt.com

FITNESS & NUTRITION
Burn Fitness

(727) 560-2332
burnfitnesstraining.com

HOME INSPECTION
A Snoop Inspection
(813) 345-2600
A-snoop.com

Class Act Inspections
(813) 512-6918
classactinspections.com

Properly Inspected
Matt Friesz

(727) 798-6480
Properlylnspected.com

SEC Inspection Services
(727) 786-4663
secinspection.com

Shelton Home Inspections
(727) 954-0503
sheltonhomeinspections.com

Waypoint Property Inspection
(813) 486-8551
atampahomeinspector.com

HOME STAGING
Dwell Home Staging
(844) 439-9355
dwellstaging.com

Showhomes Tampa
(813) 737-0048
showhomestampa.com

HOME WARRANTY
Choice Home Warranty
Lori LaCoppola

(813) 460-5002
Choicehomewarranty.com

First American Home Warranty
Stephanie Shaughnessy

(813) 344-7525
firstamrealestate.com

Old Republic Home Protection
Brian Brown

(800) 282-7131 x1399
www.OHRP.com

INSURANCE

Blanchard Insurance

Chris Hernandez

(770) 685-9759
www.Blanchardinsurance.com

Florida Best Quote
Lindsey DeCollibus
(813) 850-2222
floridabestquote.com

MORTGAGE LENDER
Guaranteed Rate
Trevor Smith

(727) 362-6889
rate.com/trevorsmith

NFM Lending
Bill Mantooth
(727) 316-5115
BillMantooth.com

Van Dyk Mortgage
Bryan Lovell

(813) 727-1867
www.VanDykFlorida.com

MOVERS

Lets Get Moving
(727) 532-9080
LetsGetMovingFl.com

MOVING & STORAGE
Coast to Coast Moving &
Storage

(813) 621-1003
CoasttoCoastMovingand-
Storage.com

PEST CONTROL
Prohealth Pest Control
(727) 260-5531
ProHealthPestControl.com

PHOTOGRAPHY

Allie Serrano Portraits, LLC
(813) 501-7250
allieserranoportraits.com

B Lively Images
Barry Lively

(813) 477-3398
thevirtualvisit.com

Best View Photography
(727) 386-8130
bestviewphotography.com

KG Photography
(847) 946-3865
picsbykg.com

PUBLIC RELATIONS AND
MARKETING

ARK Public Relations, LLC
(727) 776-8113
arkpublicrelations.com

TITLE COMPANY
Artesian Title
Rick Nayar

(407) 810-0640

Compass Land & Title, LLC
(813) 254-3535
CompassLandandTitle.com

First American Title
Michelle Hernandez
(813) 928-2283
firstam.com

VIDEOGRAPHER
Delvmore Studios
(813) 601-2248
delvmorestudios.com

Vidmar Media Group
Thomas Scott

(727) 240-8475
Vidmarmediagroup.com

www.realproducersmag.com - 9



featured realtor

By Dave Danielson
Photo Credit: Allie Serrano of
Allie Serrano Portraits, LLC

Flying High by Staying Grounded

Achieving great things in life shouldn’t come at the

expense of compromising your values.

That’s a lesson that Stephanie McElroy teaches each
day through the example of how she cares for those

she works with.

In the process, as a real estate agent with Keller
Williams Realty Brandon/Suburban Tampa, she has

earned accolades and respect from her industry peers.

The Road to Real Estate
Stephanie started her work life in the corporate

world. She began in the accounting department of

Publix Super Markets when she first got out of school.

Then it was on to corporate purchasing. In time, she

met her husband, Joe.

Those early years were foundational elements in her
life that set the groundwork for her career in real
estate — a career she started when she earned her
license in 2002.

Within a few years, Stephanie and her husband started
their family. Her real estate career was important to
her. Yet, Stephanie feels a strong, unyielding bond with
her family. That priority took precedence with the
birth of her second child.

“I took a few years off, and was out of production when
my kids were little,” she recalls. “I just worked a little
bit for close family members and a couple of personal
friends. But that was really it for a few years. So I was
technically out of the business from 2008 to 2012.”

Second Chapter

After the economic downturn and the period when the
housing market crashed, the timing was right in a lot
of ways, and Stephanie formally re-entered the real
estate industry in 2012 working with corporate and

private investors.

Since then, she has steadily grown her results, based
on a solid reputation as a caring and knowledgeable

resource for her clients.

www.realproducersmag.com - 11
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We all need to

be agents who
answer our
phones, but [
think there are
some times
when you've got
to recognize the
moment that
your family
needs you.

Her success has been magnificent. In fact, in 2018,
Stephanie was involved in 90 transactions for nearly
$20 million in volume. In the process, she also earned

the North Florida Region volume award.

When you work with someone who truly cares
about you and your success, word spreads quickly.
And that’s what has happened during Stephanie’s
real estate career.

“I don’t do a lot of outside marketing, because most of
my business comes from my personal friends, family,

previous clients and personal referrals,” she says.

Success for Stephanie has rightfully come as a direct

result of the way she supports those she serves.

“I work with a sense of compassion. It’s just in my
general make-up. I have empathy for other people,”
Stephanie explains. “It’s not my money they’re spend-
ing on that new house, and I still take it very serious-
ly. It’s not my money that they’re getting when they
sell their home. But I take that seriously as well.”

In turn, Stephanie shares her clients’ trials and
tribulations.

“If my clients are going through a struggle, I have a
hard time sleeping at night,” she admits. “If they’re
sad about not getting that house, I am, too. I'm always
thinking, ‘How can we fix this for them?’ It seems

like my best ideas happen at 2 a.m.”

Strong Focus
No one is perfect. And it’s easy to get distracted. But

Stephanie does her best to focus on her role.

As Stephanie says, “My passion has stayed focused on
helping people. Sometimes in this business, personal
goals can get in the way. But it’s not about the money
for me, it’s not about possessions. It truly is about
helping someone make what could be one of the biggest
decisions they’re going to make in their lives, whether
it’s buying their first home, or selling a home that they
love. I get involved in my clients’ lives. I've made some
really great friends by getting to know my clients. In

turn, it has been very rewarding for my career.”

Like most in the industry, balance in life is tough to
achieve. But Stephanie continually keeps the goal of

achieving it squarely in sight.

“I truly try to focus on the real priorities. Earning
money is necessary and we all have bills to pay, but
you also have to recognize that it’s not just about that,

you've got to find your big why and keep it in focus.”
For Stephanie, her w4y is her family.

“It’s about relationships, and you’ve got to build those
relationships with your family as well as your clients
— to truly make yourself and your family a priority,”

she emphasizes.

That sense of priority is something she urges new
agents to instill at the outset of their career—to ensure

that healthy boundaries are in place from the beginning.

“We all need to be agents who answer our phones, but I
think there are some times when you’ve got to recognize
the moment that your family needs you. When your kids
are in the middle of telling you something that happened
at school today and your phone is ringing, you’ve just

got to just shut it off for a few minutes.”

Stephanie and Joe have been married for 18 years.
They’re the proud parents of two daughters, 14-year-
old Jordan and 13-year-old Taylor.

In their extra time, Stephanie and her family also

make a habit out of giving back and being involved.

They give of their time and talents at church, sponsor
children through Food for the Hungry, along with

being involved in United Way for years.

Keeping Faith

In her work, Stephanie’s faith in God is central.

As she says, “I believe He gives you the tools and talents
to do your part. You have to work hard and see where it
goes. If it doesn’t work out, then it wasn’t God’s plan for
you at that time. You have to keep faith in knowing that

God does have a plan for each and every one of us.”

While she has a competitive side and works ex-
tremely hard during the negotiation process that she
enjoys, Stephanie continually flies high with a truly

grounded sense of caring for others

“Hopefully, people remember me for being a kind and
compassionate person,” she says. “That matters to

me more than anything else.”

www.realproducersmag.com -
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\%PROPERLY INSPEGIIED,

HOME INSPECTION S ERNIEES
THE PEACE OF MIND HOMEBUYER

=" . Residential,
Commercial, & e
Insurance Inspections =

» 360 Degree Photos

'\ « WDO Scheduling
» Drone Technology
454 o Infrared Technology
"Properly Impected isa wonderful group of professzonals that performed a thorough znspectlon on my
future home and generated. the best comprehensive report that I have seen in this industry. I am a

mechanical engineer and I appreciate this level of detail. They are very organized and arrived in time.
They absolutely provide excellent service." - GISONL

\\\\t'lllmr;,

Call or Text Today (727) 798-6480
contact@properlyinspected.com | properlyinspected.com

‘\\\mllllﬂ;,
%mm\\\‘
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dwellstaging.com (844) 43-DWELL

TOP PRODUCING AGENTS NEED

AWARD-WINNING STAGING

==

Best of
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Famlly Owned and Operated since 2004

g- EEdentlal i

e commercial
* packing service

Tampa Bays+#1 Mover

A Company Built On Professionalism

Florida Reg #IM1178

813-854-5075 ® 727-532-9080 ° letsgetmovmgfl com

DOT#2270761

We cater to your clients during their real
estate buying/selling process! We have the
BEST rates along with the BEST customer
service. No one does it better than Florida
Best Quote when it comes to getting clients
to the closing table!

FLORIDA. .
BEST QUOTE

INSURANCE

 LINDSEY@FLORIDABESTQUOTE.COM

¢ Started by a Former Tampa Bay Realtor
e A Concierge Insurance Agency For
The Real Estate Transactions
¢ We Have More Carriers and Resources
Than Most Agencies

813-850-2222

Offices located throughout the Tampa Bay Area.
AGE DEFIANCE FITNESS AND NUTRITION
STOP THE AGING PROCESS IN IT’S TRACKS'

- Regain Lost Muscle and Strength -
- Eliminate Years of Accumulated Fat in Months -

- Feel and Look Younger -
ASK US HOW!

Exclusive One-on-One Personal Training, Full Nutritional Support with a
Licensed Dietitian, Motivation, Accountability, RESULTS

Burn Fitness Training 727-560-2332 Jeff Ward/Lisa Ward
5023 Central Ave, St. Pete www.burnfitnesstraining.com Co-Owners
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featured sponsor

By Dave Danielson

T

Expertise that
Expedites
the Process

Austin Hintze,
Vice President
of Client

Care & Brand

Development

Eddie Lai, Vice
President of Field
Operations

Bob Hintze,
President

Your clients rely on you and your experi-
ence to bring all of the pieces together to

move their dreams forward.

At the same time, you can count on Waypoint
Property Inspection for a proven level of
expertise to expedite the process. In fact, sine
2005, the Waypoint team has completed more

than 7,000 full-service home inspections.

Austin Hintze is Vice President of Brand
Development at Waypoint. The company
was founded by his father, Bob Hintze.

“He was basically a one-man show until
2013. That’s when my uncle actually came
on board as our second full-time inspector,”
Austin explains. “And I joined a company in
2014 in a marketing capacity, and ever since
then, we've just been adding more inspec-

tors and adding more staff to our team.”

Covering the Region. Delivering Results.

Today, Waypoint boasts a team of several
full-time inspectors, plus a marketing and
administrative staff located at the compa-

ny’s headquarters in Brandon.

The growing team is also strategically locat-
ed, with inspectors located throughout the
surrounding greater Tampa area to provide
a wide geographic area spanning seven

counties and beyond.

Waypoint offers a full range of home
inspection services, including buyer
inspections, pre-listing inspections for
sellers, insurance inspections and more.
One of those that are especially important

involves new home construction.

“There’s an assumption out there at that

if a house is brand new;, it’s not going to
have any problems,” Austin points out. “But
we've noticed the opposite to be true in our

line of work.”

Recognizing Their Important Role
No matter the age of the home, or the scope
of the property, the Waypoint team takes

pride in their part in the process.

www.realproducersmag.com - 17



“The most rewarding thing is dealing
with clients when they’re in probably
the most stressful time in their life.
‘We come in at such a crucial point

in that process,” Austin emphasizes.
“We're helping people either move
forward with the home of their
dreams, or we're helping them realize
that maybe there are some other

things to consider.”

Through their work, the Waypoint
team stays fully mindful of their pur-
pose, and the extent of their role in

any given real estate transaction.

“Unfortunately, sometimes there are
inspectors out there that aren’t as ob-
jective as they should be, and they try
to sway the client’s decision one way
or the other,” Austin says. “What we
do is we thoroughly train inspectors
that our job is to look at that home ob-
jectively, and present information and
allow the client to then talk with their
agents, and then decide if that home

is the one that they want to move
forward with. Our job is not to sway a
client one way or the other. We're just

there to provide information.”

Answering the Need

A growing team means an ongoing
ability to be responsive. While some
organizations find it difficult to return
phone calls promptly in what can be
an extremely time-sensitive business,
Waypoint has the staff and organiza-

tion to answer and return calls quickly.

When the need arises, Waypoint has
the capacity to be there.

“We normally don’t need that much
of a heads up to make a quick-turn
inspection work with our schedule,”
Austin says. “One caution with that,
however, is every now and then we do
have people call us and schedule an
inspection when they're on the last
day or two of their inspection period.
While that’s not normally an issue for
us to work in, the problem comes if
we find anything that may require a
specialized resource such as a roofer

to become involved.

For that reason, Austin recommends
that inspections be scheduled as early

as possible.

Leading by Example

As you look at online industry
ratings, Waypoint’s numbers are
definitely on the positive end of the
spectrum. In fact, out of hundreds
of reviews posted for them, you’ll
consistently see that they receive

top marks.

As their business continues to grow
through referrals, Waypoint also has
a lofty reputation in the industry. In
fact, the firm is a teaching organiza-

tion for others in the business.

“We’re honored to be involved in
coaching other home inspection
companies across the country. We
have a group of about 10 companies
that we’re coaching to help them
grow their business,” Austin smiles.
“It means a lot to us to be in a po-
sition where we can actually help

other companies.”

Contact Waypoint Property Inspection Today!
www.waypointwest.com
Phone: 813-486-8551
Email: Info@wapointinspection.com

18 - August 2019
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G | Fistmerican e Tampa Bay's Top Producers

TAMPA BAY TEAM trust Tampa Bay's Top Portrait Photographer
with their image - shouldn’t YOU?

813.310.5575 B13.240.4277 B813.415.9293 T27.431.2488 813.928.2283 813.393.6421
smontalto@firstam.com rpeeples@firstam.com rlantz@firstam.com akalapp@firstam.com mhernandez@firstam.com  Itingen@firstam.com
* Materials available in 24 languages * Property data at your fingertips
* Local Experience backed by a National Underwiter  » Closing Cost Calculator / Net Sheets
* State-of-the-art technology {available in 7 language)
* Printing Solutions = Kim Dickey, Nationally Acclaimed Sales Trainer
* Laser-focused farming

EXPERIENCE THE DIFFERENCE! www.FirstAm.com/FL

¥ Wy

¢ OLD REPUBLIC HOME PROTECTION

* *
W

Proud Sponsors of
Tampa Bay Real Producers o e LR

M

THOMAS .B RUC
Your #1 Home Warranty == 5 4.
S peczallsts ! = ' % | Creating Award-winning Portraiture since 1973

g2 Mhlsina Popk -— August Special: save $100 PLUS receive Carol Walker
e s . Master Photographer

v ¢ Janelle Weeden one additional dlgltal Image FREE Florida Degree of Photographic Excellence,
U N : : H - Florida Education Degree, Florida Service Award

Account Executive with your Executive/Headshot session - $99 value B e it

.orhp. B800.445.6999 f{:‘{ 1 REPUBLIC INSURANCE GROY "-'-"'r‘l"-'-'-f'\j's"f'? e :'5"3&
WWW.Or PCﬂml BT | OLD REPUBLIC INSURANCE GROUP T weeden Book Yours TOday-’ . (727) 577_5626 - www.thomasbruce.com
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P> home matters

Written by Shauna Osborne

D'e'c intrarmmy
NONIPL

Decluttering your possessions can set you free! The best way to begin is by reviewing room-specific tips for making the most

of your space while letting go of things that don’t bring you joy. Start in the heart of the home: your kitchen.

Do you have trouble finding what you’re looking for in your kitch-
en, especially if you’re in a hurry? Your Bundt pan is nowhere to
be found, but those plastic kids’ cups seem to multiply overnight!
You're not alone. The overwhelming task of decluttering this space
can be made easier by breaking down those items into categories.
Just grab a couple of boxes, set a timer to keep you focused, and
plunge in, keeping these helpful questions in mind: How often do I
use this? Do I have multiples of this item? Would I buy this again?

* Linens: Mismatched, worn out, or heavily stained dish towels,
cloths, and oven mitts can be repurposed as cleaning rags,
donated, or, as a last resort, thrown out.

* Cooking utensils: Sort through these to make sure every-
thing is in good condition (look for cracks, peeling, warping,
etc.) and assess how many of each you need, keeping in mind
how often you cook and what you use most.

* Kids’ kitchenware: Unless your children/grandchildren are 3

Experienced Realtors Only Choose

and under, much of the plasticware you’ve been keeping for them
to eat on and drink from can probably go. Bye-bye, sippy cups!

° Spices, oils, vinegars: Pull all of these out and immedi-
ately discard any you don’t use or are expired. It’s likely you
can stick to the basics here, with the knowledge that you can
always purchase a small amount of a particular spice as needed
in the future. When you’ve finished, think of a new way to
store these items thoughtfully so they are visible and organized
(there are many cute storage options available for spices!).

* Fridge/freezer: When was the last time you wiped down and
disinfected your fridge and freezer from top to bottom? Here’s
a good opportunity to do so, as well as to check expiration
dates on everything (especially those condiments!) and reorga-
nize sensibly, with items you use most at eye level.

* Tupperware: Does everything have a mate (bottom and lid)?
If not, it should go, along with anything stained orange by that
delicious pasta dish you were saving in the fridge.

* Glasses and coffee mugs: First, eliminate any glasses or
mugs that are chipped. Next, consider who in the household

uses what and how often. Coffee/tea drinkers likely need

-

-
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Stephen E. Shelton is well known throughout the area as one of
the most detailed inspectors available. When buying a new
home, you want him on your side.
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sheltonhomeinspections.com '@
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what may make more sense in another location of your home.

This list should serve as a good jumping-off point for paring down
those kitchen objects. Keeping a sheet of paper handy to list what
items you might need to replace can also be useful. If you're feeling
especially motivated, use this decluttering process as an opportu-
nity to wipe down shelves and organize what you decide to keep.
Lastly, now that your culinary space is feeling lighter, cleaner,

and more organized, do what you can to part with these cast-offs

responsibly: Donate, re-home, and/or recycle what you can.

Work with the lender clients trust to get the job done. Contact me today.

Trevor D, Smith Let's get started

360 Central Ave., Srd FL Suite 590
St Petersbung, FL 33701

VP of Martgage Lending O (727) 362-6B80  C: (225) 252-6693
Rate.com/trevarsmith

trevorsmith@rate.com

guaranteecw
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P» rising star
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When you get to know RE/MAX
Capital Realty agent Laurie Elkes,
you soon realize that she isn’t hap-
py unless she knows she has given

her all — in all she does.

While we all do our best to reach
our potential, it’s clear that Laurie
does it with a level of focus that

doesn’t come along just every day.

It’s that kind of potential-seeking
spirit that has quickly earned Lau-
rie a spot among the region’s true
Rising Stars.

DOOR-TO-DOOR DRIVE

It’s been said that life begins at the
end of your comfort zone. If that’s
the case, Laurie began expanding
her world at a very young age as a

girl in Pennsylvania.

“I’ve been in sales my whole life.
I started at the age of 11. My dad
came home one day from work

one day and said, “We’re going to

Disney World.’ I had three broth-
ers and sisters, and spending mon-

ey was limited,” she remembers.

As the oldest child in the family,
Laurie’s independent spirit was
set in motion with the prospect of
going to Disney World.

“I decided I was going to make
little loop-de-loop potholders. And
when they were done, I literally
door knocked and sold them by the
dozens, to the point where, in 1978,
I had over $100 in my pocket,” she
smiles. “That was a lot of money
for an 11-year-old in 1978. Although
it sounds crazy, that’s where I got
myself experience got over the fear
of knocking on a door.*

The experience unlocked a new

level of belief for Laurie.
“I realized the power of being able

to make how much money you

want to make,” she recalls.

LAURIE
ELKES

AYERIE

Soon after her trip to Florida, Lau-
rie’s family decided to make the move

to the Sunshine State permanently.

As she grew, she continued to grow
her sales abilities and successes. She
sold lipstick and mascara and worked
in retail. At the same time, her father,
who was in the building industry

encourage her to work with him.

At the time, she pursued her inter-
est in the fashion world and retail.
For a while, she took a step away
from the professional world to raise
her children. In time, she went back
to work for Avon, excelled quickly
and became a leading manager in

the Tampa area.

A NEW DOOR

Economics and financial conditions
change. As her role was eliminat-
ed, Laurie took a breath and a step
back for a few months. Then she

made a pivotal phone call.



As she recalls, “Kendall Bonner is a good friend of
mine. And I called her in January 2015 and said,
‘Okay, I’ve not worked for three months. Do you
need somebody to stuff envelopes? I'm just looking

for lunch money. I don’t want to work full time.”

Kendall arranged for one of her agents to meet with
Laurie. And she was hired on the spot as a Transac-

tion Coordinator.

“Before I knew it, I was full time and did that until the
summer of 2017,” Laurie says. “Then, I decided it was

time to get my license. And I haven’t stopped since.”

She made a fast start, bringing the advantages of
working behind the scenes and in front of clients
together.

“Through this experience, I've learned how to cre-
ate processes and procedures so that every client
feels the same way, and experiences the same level

of “white glove” service.
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RAPID RISE
She achieved her goals of delivering that kind of

experience — and then some.

In her first six months as an agent, she completed
$3 million in volume. And in 2018, she doubled
that number — reaching a lofty $6 million — for
an astounding total of nearly $10 million in just
her first 18 months as a real estate agent. In

the process, she’s been recognized with a Top

Contributor award.
How did she make that kind of transition?

“I truly, truly love what I do, and I just never stop,”
she smiles. “I love showing houses. I have a joy for

it. And I have a process and passion for it.”

Laurie is indeed a big believer in processes and
checklists are one of her favorite things. When asked
for advice for others just starting in the industry, it’s

this sense of organization she would recommend.

“I would say to people that it’s very important to
know your systems and processes before you start. I
don’t believe in faking it until you make it. You can’t
wing it in this business. If you do, you’re not going to
be able to give everybody the same service,” she em-
phasizes. Also, make sure you're going with a broker
that offers training, I’ve been with the same broker
since I've got my license. I constantly feel valued,
and I know they always have my back, and I always

have an opportunity to learn and grow with them.”

MAKING STRIDES

Laurie has definitely given her all to learning as
much as she could, as quickly as possible. Her next
goal? Expanding her comfort zone again and becom-
ing more adept at the listing side of the business,

since her start has been primarily as a buyer’s agent.

In the meantime, she gives her all to her family,

including her husband of 25 years, her 23-year-

old son who is a U.S. Army paratrooper, and her
25-year-old daughter who gave Laurie her first
grandchild last year.

Laurie feels a deep sense of gratitude and responsi-

bility for what she does.

As she explains, “We have an opportunity to change
people’s lives through our work. This business
has allowed us to change our lives. But not to take

advantage of it ... to respect it.”

Giving her all isn’t an option for Laurie Elkes. For

her, it’s a way of life.

“I always want to be able to lay my head down at
night and know that I always do the best job I can.
no matter what it is, no matter what the experience
is, whether it’s real estate, or whether it’s family or

whether it’s something in life.”
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The average contract process takes 12-20 hours.

If you close 2-4 contracts per month,
that's 24-80 hours per month spent
on contracts alone.

If you could get just ¥ of that time back,
that’s at least 1-3 business days
each month

That time could be spent networking,
generating new business, or even
taking time off work!

Let US help YOU

as your preferred real estate transaction coordinator.
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(727) 262-4004

list2closemgt.com
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By Dave Danielson
By Barry Lively of B.
Lively Images

Real estate deals are the
successful result of a long
line of steps and decisions

taken over time.

The same can be said about

successful real estate careers.

As Broker Associate at RE/
MAX Metro Tampa Bay,
Derrick Silvers has achieved
an impressive level of

sustained excellence.

On the surface, it’s easy to think that

those who reach his level have had
some shortcut or magic formula. But
Derrick is a great example of how
sustained success requires sustained
effort. Through time, he has made
decisions and moves that have helped
him and his team refine their brand of

results for those they serve.

GETTING STARTED
Derrick’s real estate journey actually
started with his family.

“My parents actually are in their
20th year of being realtors. My mom
was in real estate in Ohio, when we
moved down here in the late 70s,”

Derrick recalls.

For a time, Derrick’s mother got out
of real estate and worked for the
school system. About 15 years ago,
she re-entered the business. Der-
rick’s father joined her 10 years ago,
after working in the car business for

30 years.

His parents enjoyed success and natu-
rally thought Derrick would, as well.

“They kept pushing me to get my

real estate license,” Derrick smiles.
“For me, schooling was never fun. I
spent my whole adolescent life trying

to learn nothing. And I've spent my

whole adult life trying to learn every-
thing. And so I took on the challenge
and went to real estate school, passed

and earned my license in 2013.”

The family appeal was contagious.
Not long afterward, Derrick’s father-
in-law moved from New Jersey, de-
cided to get his license, and strongly
encouraged Derrick’s wife, Bianca, to
do the same. She did.

The next step was deciding where

to start. Derrick and Bianca took his
parents’ advice and began with Keller
Williams, where they grew with the

firm’s legendary training system.

Soon, it was time for their next step.
They went out on their own and expe-
rienced the challenges of establishing

and growing their own business.

“That first year was tough. The
second year, we started to gain some
traction and started getting some
referral clients. We also started doing
more marketing and investing some of
the money that we were making back
into advertising and Zillow was one of

the big ones for us at that point.”

STREAMLINING THE APPROACH
The third year saw a breakthrough
level of results, as they recorded $8

million in volume.

That level of achievement didn’t hap-
pen automatically. It took long hours
poring over contracts and servicing

the business they were bringing in.

“I would go into a listing, and she’d
go show buyers and come home and
I would do the listing at eight o’clock
at night, and then I would have to
write up offers up until midnight,”

Derrick remembers.

He reached a moment of clarity.

“At that point, I said, “‘We’ve got do
one of two things here, either get out
of this industry or build a team,” he
explains. “So I told my parents, “‘We
would love to team up with you. Come
in, and bring your people, I'm going

to form a team.’ It’s one thing I never
saw my parents do. They worked

by themselves and did all their own
paperwork. And I saw them working a
lot and doing what I was doing while
getting burned out. But I realized I
couldn’t have it that way. I've got to
do it differently.”

So they hired an administrative team
member and a marketer. Soon, Der-

rick’s parents were bringing leads in.

That was two years ago. Last year, a
new licensed assistant, Mandy, joined

the team.

“We figured out a way to streamline
business where Mandy is out meeting
with a lot of the clients, and then I'm
in the back, making sure everything’s
running correctly. And that’s what Bi-
anca does, as well. Bianca is more of
a buyer’s specialist, and 'm more of a
listing specialist. And Mandy works

in both areas with us.”

DEFINING THE “WHY”
Success has continued to mount. Each
of the last two years, the team has

recorded about $21 million in volume.
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For us, it’s about making
people the number one
thing. It’s about putting
people first, communicating
with them and setting the

right expectations
g p

Today, Derrick and Bianca are at RE/MAX Metro Tam-

pa Bay. Through time, though, they moved, working at a
range of firms. Each step along the way was a chance to
learn. And each stop has played its part in adding to the

success story.

That success is based in no small measure on the “why.”
“Anybody can make money. But my big “why” was time,”
Derrick emphasizes. “My favorite part of being a realtor
is having time with my family. I was in the car business
before this, and when you’re working for someone else,
you're at their mercy ... I can still work 50 to 60 hours a
week and still have time for my family, and that’s really

been the greatest asset for real estate for us.”

Derrick enjoys time with Bianca and his 13-year-old son.
An accomplished, ranked tennis player in earlier days,
Derrick has found a new passion on the court — Pickle
Ball. In fact, he plays in tournaments and plans on compet-

ing in the sport’s U.S. Open tournament this year.

Giving back is also important to Derrick, as well. Just like
in his work with clients, Derrick’s approach to helping

people is personal, as well.

As he says, “We really like to help people who maybe
aren’t doing so well. That’s something that means a lot to

us to be able to do.”

The passion for what he does fuels Derrick’s drive to serve

his clients ... and refining results for everyone involved.

“For us, it’s about making people the number one thing. It’s
about putting people first, communicating with them and
setting the right expectations,” Derrick says. “That’s one of
the things that’s carried over for us — making sure people

understand and know that we care for their wellbeing.”
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»» making a difference

Written by Elizabeth McCabe

MARIAN
YON
MAGUIRE

Gives Back

TO THE

Leukemia
.Lymphoma
Society

55 MAN B WOMAN
© | OF THE YEAR 2017

For more information on the Leukemia and Lymphoma

Society, check out their website, www.lls.org.

“I’'m a cancer survivor,” says Realtor Marian Yon
Maguire of the YES-Homes Group. “I’'m seven
years out from having a bone marrow transplant
(thanks to her brother who served as her do-
nor).” She had Multiple Myeloma, a cancer that

has not yet been cured.

She adds, “My mother died from the same
cancer. I do believe the amazing thing about
any blood-based cancer and lymphoma is that it
doesn’t matter who you are, what your lifestyle

is, or whether you are a male or female.”

Marian was determined to make a difference,
and she had that opportunity by running for the
‘Woman of the Year for the Leukemia and Lym-
phoma Society in 2017.

“It was very challenging but very amazing,” com-
ments Marian. The Man or Woman of the Year
involves a 10-week fundraising period where
people put out a plea for donations. The Leu-
kemia and Lymphoma Society handpicks their
candidates - usually 10 women and 10 men - to

champion their cause.

“I got to meet really great people in our commu-
nity in the Greater Tampa Bay Area,” says Mari-
an. “The year I ran, one of the groups (led by an
ex-pro football player) raised over $100,000.”
‘While she didn’t win the Woman of the Year, she

made an impact through her funds raised.

In addition to being a supporter for the Leuke-
mia and Lymphoma Society, Marian has given
speeches at the American Cancer Society for
the Hope Lodge. It’s a place near and dear to her
heart. Marian explains, “I spent the summer of
2012 at the Hope Lodge over by Moffitt.”

She continues, “The strides that they have made
against cancer is amazing. What we have in our
backyard at Moflitt, what I call the International
House of Cancer, recruits doctors from all over
the world.”

Marian adds, “When you are a cancer survivor,
I doubt that any cancer survivor doesn’t ask
God, ‘What is my true purpose? If 'm alive what
am I supposed to do?”” For her, it’s an evolving
answer, but she is determined to give people
hope through her battle.

Marian concludes, “Cancer doesn’t define who
you are. It’s just a moment in your life. You can

never forget that you are spared.”
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CONNECTING « ELEVATING ¢ INSPIRING

We're seeking the most influential titans in real estate to present
at THE BIG EVENT - the nation’s first invite-only gathering of
the top 5% of real estate agents, coming September 2020.
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“Working with Evolve&Co has elevated our brand. Through their strategical partnership building, creativity, and
press pitching, the revenue speaks for itself.” - Sea Dog Brewing

“We contracted Evolve&Co to design a timeless, iconic logo for State Theatre, a historic music venue, and they

absolutely nailed it!" - State Theatre
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