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INSPECTIONS | REPAIRS  RESTORATIONS REPLACEMENTS

Rescue Roofer Is Here
For All Your Roofing Needs!

e Answer live 24/7 *Preventive Maintenance
*Up-Front Pricing Chimney Repairs
eLeak Warranties eGutter Services

Skylight Services
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trained, licensed and bonded. —— =
Serving Southern California —— Roof Inspection
— [$179 Value)
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Call Us Today!

. Yo 949-768-4799
RESCUE ROOFER 24HR: 1-888-346-ROOF

Your Neighborhood ON-TIME Specialists™
=
We’re There When We Say...Or You Don't Pay! “% il ;.,c?;r \1‘7
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SPACES

aerials

Specializing in architecture,
interiors and luxury real estate.

714.381.7675
www.THOMASPELLICER.com
@thomaspellicer



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!

CHARITY / FUND RAISING
Goodwill Orange County
(714) 547-6308

ESCROW SERVICES

Versal Escrow Services, Inc.

Christopher Keahey
(616) 342-3692

HOME INSPECTION
Amerispec

Justin Woodford
(949) 454-0508

INSURANCE BROKERS/
CONSULTANTS

NFP

Taylor Wilson

(949) 307-3916

STRAW+
CLOVER

JEWELER

South Bay Jewelry
Brian Carpenter
(949) 643-1777

MARKETING/DESIGN/WEB

New Norml
Luke Kostka
(714) 905-4033

MORTGAGE SERVICES
California Coastal Loans
Dino Katsiametis

(949) 720-1616

Cross Country Mortgage
JJ Mazzo
(877) 237-9694
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CASUAL STYLE
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CREATING A COMFORTABLE,

Fairway Mortgage
Ryan Grant
(949) 651-6300

Guaranteed Rate Affinity

Ryan Hart
(949) 351-1373

PEST & TERMITE
CONTROL

Quality First Termite
& Pest Control

Jeff Oliva

(949) 348-1730

PHOTOGRAPHY
Andrew Bramasco
(714) 362-1154

Thomas Pellicer
Photography
(714) 381-7675

ROOFING

Rescue Roofer

Eric Enriquez

(949) 768-4799 x101

STAGING & HOME DESIGN
Straw & Clover Studio
Andrea McQuade

(714) 655-9705

TITLE SERVICES
Ticor Title

Mark Russell
(949) 395-8395
Bill Senteno
(562) 972-2454

STAGING AND STYLING STUDIO

pH

THAT WILL HELP YOU SELL YOUR HOME!

714-655-9705 |
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949-290-4055

WWW.STRAWANDCLOVER.COM

MEET THE SOUTH ORANGE COUNTY
REAL PRODUCERS TEAM

ne A A .
Michele Kader Andrew Bramasco Luke Kostka Chris Menezes
Owner/Publisher Photographer Social Media Writer
(949) 280-3245 & Video Marketing

michele.kader@realproducersmag.com
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Alysha Garner Thomas Pellicer Lauren Deavenport Zachary Cohen
Account Manager Event Photographer Publishing Assistant Writer

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at michele.kader@realproducersmag.com.

- ‘SouTH BAY JEWELRY

SINCE 1969

Orange County’s

Custom Jewelry

Custom Design | Bridal
Jewelry | Watches
Estate Jewelry

YOUR IDEA OUR CRAFTSMANSHIP
; G IA (949) 643-1777 | www.SouthBayJewelryOC.com n

26705 Aliso Creek Rd, Suite D | Aliso Viejo, CA 92656
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PURPOSE,

RRIDE AND
DIGNITY.

These three words exemplify what we as

an organization are all about. They are the

foundation our mission was built on 95 years
ago-helping people who are facing barriers find and
keep jobs, which provides purpose, pride and dignity.

When an individual with a physical disability is given
his or her first chance to thrive in the workplace. When
a mother earns a paycheck to provide for her family.
When a veteran seamlessly transitions from the military
into meaningful employment.

That's purpose, pride and dignity in action. And we
are so fortunate to play a role in so many stories like
this each and every day.

nge county

®
or:
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IG: @realproducerssouthoc
FB: Real Producers South OC

9 Also, introducing the South OC Real Producers
Monthly Newsletter and Question of the Month!

These will arrive in your inbox — be on the lookout!

BUYERS AND SELLERS NEED

X o ®
AMERISPEC
]NS_I{E(TI‘IUN SERVICES

' G N = -

TASK CERTIFICATION™ — for the best training and systems
THE AMERISPEC REPORT — for real confidence in writing
AVAILABILITY — when your convenience is key

ELIMINATE SURPRISES AND
EARN PEACE OF MIND

CALL TODAY TO BOOK YOUR INSPECTION!
949-454-0508 ¢ AMERISPEC.NET/WOODFORD

CONTENT CREATION & MARKETING

PHOTO/VIDEO/WEB DESIGN
WWW.NEWNORML.COM
@NEWNORMLMEDIA  714.905.4033
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TIRED OF YOUR OFFER FALLING TO THE BOTTOM?

TH IS BY OFFERING:

T OUR MONEY WHERE OUR M

o R 2 '
DEPOSIT PROTECTION UP TO

Your buyer may be able to have their
DEPOSIT PROTECTED.

1 e M,

PRICE MATCH PROTECTION

Peace of mind and assurance your buyer gets
the best possible mortgage they qualify for.

10-DAY CLOSE GUARANTEE &5 :
Strengthen your offer by designatinga ]

clearly defined timeframe for closing. xr.

* See terms and conditions below.

DON'T LOSE THE DREAM HOME TO OUR CLIENTS
WE HAVE THE PRODUCTS AND EXPERIENCE FOR EVERYONE
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Partner with us to give your clients a simple, stress-free home buying experience

Built On Trust

Incredibly Low Rates | Fantastic Customer Service | A Fast, Simple Process

We value every client and search for all possibilities to find them
a home loan, no matter how difficult their situation may be.

"With all my years of experience in the real estate business, | can honestly say that it has been a true
pleasure to work with Ryan Hart as part of my team. He encapsulates the definition of what a great
mortgage lender should be. He treats all clients with care, respect and grace. He understands what the
process is like from the consumers standpoint and has a way of making all clients feel like they are his
only clients. During the loan process, he is very attentive and with his seasoned experience he is able to

foresee and avoid possible issues during the transaction. Ryan’s knowledge and understanding of the
mortgage home buying process is second to none. | know when | refer my clients to Ryan Hart, that
they are in the best hands possible. Thank you Ryan for taking great care of my clients and for always
getting the transaction closed for us!"

- Martucci Angiano, First Team / Christie’s International Real Estate

RYAN HART
Vice President, Mortgage Lending d
NMLS: 251832 guarantee

49-351-137
949-351-1575 EFFIHITY

www.GRARate.com/RyanHart
4700 Newport Place Suite 785
Newport Beach, CA 92660

@ EQUAL HOUSING LENDOR NMLS ID: 251832, LO#: CA CA - CA-DB0O251832
G LC radems nteed Rate, In ed U e i e MLS ID #
California



»» agent spotlight

KELLY
LeClar
Staying True to Herself

By Chris Menezes
Photos by Andrew Bramasco
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any agents stress the importance

of finding a niche to focus on when

building a successful business.
While that may commonly refer to finding a
particular segment of the market to hone in
on, it can also be applied to marketing and
branding, the identifying quality of your busi-
ness compared to others. Successful branding
often includes a genuine part of who you are,
something that offers a level of authenticity.
Much of Kelly LeClair’s success in real estate
is a result of this very thing, combining her
background and who she is as a person with
how she runs her business, in other words,

her signature service.

Kelly grew up in New Jersey, about an hour
outside of New York City. She attended Ithaca
College with the goal of becoming a television




journalist. Before even graduating
with her degree in journalism, she
started her career on-air in the tiny
market of Binghamton, NY. From then
on, every few years, she moved to a
bigger city for a new reporting job,

until landing in California.

“I loved interviewing people, digging
for stories, sorting through the facts,
racing against a deadline, and ending
each day sharing what I put together

live on the air,” says Kelly.

After about 10 years as a reporter,
Kelly saw the industry changing and
knew she needed to switch paths.
The real catalyst occurred when she

became pregnant with her first child.

Although she thought about starting her own busi-
ness, she was afraid that all of her experience in the
newsroom wouldn’t translate to another industry. It
turned out, however, that hustling to get “the story”
every day was the perfect learning experience to
become a successful REALTOR®.

Kelly had a relatively slow start, entering real estate
in 2012. Her marketing at the time consisted of her
pushing a stroller through the neighborhood while
flyering it. Her first “big sale” came from a referral
for a $250,000 condo where she forgot to check the
“refrigerator box.” Her commission-only covered a

pedicure and dinner out with her husband.

“It wasn’t easy and it wasn’t glamorous, but there
was something in the back-and-forth of working
with people, something that gave me a rush of

adrenaline, just like going live on TV,” says Kelly.

“I loved the satisfaction of getting an
offer accepted. I loved hearing ‘thank
you’ from clients when I negotiated
more money for them. I'loved the
pressure of meeting deadlines and

following the contract.”

Kelly had built up some good momen-
tum in her business when she became
pregnant with her second child. Not
wanting to stall, she came up with an
idea to create content videos to send
out to her email list and post on social
media so that she could still be “seen,”
while adjusting to life with two kids.
She shot several segments and then
launched LeClair Real Estate reels in
September of 2014, a few days before

her daughter was born. She sent one to

two videos out every couple of weeks
to her sphere. Once she was fully back
to work, she started shooting listing
videos as well. While each year has
been a little different in the type of vid-
eos she has created, the original idea
behind them has remained the same:
to tell real estate stories that are inter-
esting so when that person is ready to

buy or sell a house, they call Kelly.

“For me, video was a natural step.
With many years in the newsroom
writing my own stories, I knew I
could explain real estate concepts and
market trends in an easy-to-under-
stand way. Today, 5 years later, many
people are trying their own version
of video and I think it’s great. For

me, video elevated my business from
amateur to professional. I think any
REALTOR® can take advantage of
video as well. You don’t have to have
the camera experience that I had in

order to present well,” says Kelly.

Last year, Kelly created an online
course for REALTORS® to learn

how to use video and grow their business. She has
laid out everything from how to get comfortable,
to shooting with a camera, to writing scripts for
listing videos. She’s posted everything on www.

kellyleclair.com to be available to everyone.

Being honest and transparent in building solid
connections with others agents is just as important
to Kelly than it is with her clients. “Cultivating pos-
itive relationships with others in the industry really
makes a huge impact on future transactions,” she
says. “Coming from a VERY competitive industry
in TV news, I know that working in an ‘us versus
them’ mentality is a waste of time and prevents

deals from getting done.”

Not only has Kelly integrated her experience behind
the camera into her business, but she has also
drawn on her role as a mother to further enhance
the service she provides. “In our culture, work-

ing mothers are expected to work like we don’t
have kids and mother like we don’t have jobs. To
overcome this, I have flipped the script in my mind
and focus on how my experiences improve my
work, from insight on functionality of a property, to
anticipating the needs of a family who is juggling a
move, to managing people and expectations during

a transaction. If you have successfully negotiated

with a child that there will be no
treats after dinner, then you aren’t
easily persuaded to let your clients
give in to an unfair repairs response,”

says Kelly.

Kelly and her husband, Colin, have
three kids—Parker (7), Hadley (5),
and Lilly (10-months). They love go-
ing to the beach together, swimming
in the pool, playing games and watch-
ing movies. Kelly and Tom are getting
back into Triathlons (after 8 years)
and plan to do the Half Ironman in
Hawaii in May. Kelly is also re-learn-
ing the piano with Parker and Hadley,
and loves to sing with them at home
in the music room, in the car, and at

Taka-O in San Clemente.

By incorporating all of her past experi-
ences, the things that make up who she
was, and is today, into her business,
Kelly has created a truly genuine ap-
proach to building a successful career
in real estate and making a positive

impact within the industry.

www.realproducersmag.com - 15




WE PRIDE OURSELVES IN
PROVIDING TO OUR CLIENTS
ON ALL OF THEIR TRANSACTIONS
A CONCIERGE LEVEL OF SERVICE

VERSAL ESCROW SERVICES, INC.

SANDY VIETRO
ACCOUNT EXECUTIVE

E sandy.vietro@versalescrow.com C 714.267.7890

CHRISTOPHER KEAHEY
SR. ESCROW OFFICER/MANAGER

E christopher.keahey@versalescrow.com T 949.342.3692 C 949.632.8641

NEWPORT BEACH
1200 Newport Center Drive | Suite 140 | Newport Beach | California 92660

www.versalescrow.com

Expertly
Crafted

Solutions
to Fit Your

We know that every individual is unique.
That's why we create a plan tailored to your needs
so you don’t have to worry about what the future might bring.

Personal Insurance | Commercial Insurance | Benefits

Contact us today to learn more about our proactive approach
towards securing your future.

ONFP

Taylor Wilson

949-307-3916
Taylor.Wilson@nfp.com
www.NFP.com

1551 N. Tustin Ave. Suite 500
Santa Ana, CA. 92705
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Max Lindenberger

“My top clients at Zillow took me
under their wing, I helped them build
their business, then I got my license.
Ilearned real estate backwards from
every other person. I am just starting
to farm. I worked internet leads form
the beginning. I am good at selling
homes to people I've never met - it’s
like online dating. It’s a funny dynam-

ic, but it was my skill.”

Chris recognized early on that if he
treated real estate like a traditional,
full-time job, he’d already be at an
advantage compared to the average
agent. One deal turned into two, which
turned into more, and in his first year,
Chris closed 12 transactions.

“They weren’t big, but it was re-
warding,” he recalls. “I realized I
had the skills. The path of success
was that I watched what other pro-
ducers did, and I knew I had to do
what everyone else wasn’t willing
20 - December 2019

to do: grind, make the calls, and
follow-through.”

From the Beginning: Max

“Before I graduated college, I was in
the industry,” Max begins. Max’s fa-
ther worked for a general contractor,
and during his time in contracting,
Max learned to understand every-
thing from blueprints to development
to construction. “I initially started in
the engineering department, where I
got an understanding of what it took
to build something.”

After college, Max worked in sales in
the action sports industry, and then
in swimming. It was during this time
that he met Chris through their mutu-

al interest in motocross.

“Chris had approached me and said,
“You’re easy to talk to, you get along
with people, and have been in sales.
This could be a good fit for you.”

Max decided to put his faith in Chris and get his
real estate license. He thought he’d start part-time
but quickly recognized the opportunity present and

dove into real estate fully.

“I've built relationships my whole life,” Max says.
“I shadowed Chris for a bit to understand how
contracts work, how to work with buyers as well
as sellers, and we’ve put it all together. It’s been a
lot of building, grinding, crazy ups and downs, and
we’ve adapted and adjusted to things.”

As he looks ahead to his second year in real
estate, Max has added investors and developers
to his list of clients and has begun searching for
small commercial deals. With a past background
in construction, this development in his business

is second nature.

Following Their Own Paths to Success
After a year of being in business together, Chris and
Max have decided to dissolve their partnership - at

least on paper.

“We made a decision at the beginning that after a
year we would look at numbers and reevaluate if it

made sense. We prepared for this,” Chris explains.

The duo discovered that they not only approach the
business with different perspectives, but they have
different interests going forward. Each has begun
to develop their own niche, and as a result, they’ve

decided to go their separate ways.

“Once we started doing it, we both learned a lot about
ourselves and liked different aspects of the business,”
Chris explains. “We both know we can find successes

in the avenues that we were most drawn to.”

“Business aside, we are friends,” Max chimes in.
“That’s very important to me. If something hap-
pened to either of us, we’d be friends. Our bond
and friendship are so strong. We hang out on the
weekends. That’s what made this partnership so

fantastic. We’re not closing the door.”

While Chris and Max may work at different broker-
ages, they’ll still be sharing information back and
forth and doing deals together.

“It’s a friendship and partnership that will never
really go away, just on paper,” Max says. “We’ll
always be partners and friends, and we want to see

each other grow.”

“And it’ll be fun to compete against him,” Chris adds

with a smile.

ANDREW BRAMASCO

Photographer

ARGHITECTURE | INTERIOR DESIGN | LUXURY Eﬁf’fﬁﬁﬁ"‘

114.362.1154
www.andrewbromasco.com
(@ andiewbromasco



business spotlight
By Chris Menezes
Photos by Andrew Bramasco ill Senteno and Mark Russell are exploring allows our team to be contrarians in taking our business and its
uncharted territory in the Title Industry services to a level not explored previously.”

with The Russell Senteno Team. By blending

their experience from outside industries to synthe-  As an experienced executive and vice president of sales, with
size information, create new ideas, and add more a demonstrated history of working in marketing and advertis-
sales opportunities for their clients, they help build  ing, Bill is skilled in negotiations, business planning, advertis-
their clients’ companies through data marketing, ing, sales, and retail. After building a successful, independent
data targeting and selling more homes. escrow company, Bill was excited to join the Ticor Orange

County family to utilize the support of the only Fortune 500

“We are the ‘fresh set of eyes’ for the real estate Title Insurance Company in the country. Specifically, Bill uses
and title insurance industry,” says Bill. “Nothing property/financial data to help his clients grow their real estate
has changed in this industry for decades, which and mortgage businesses. soe
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We are the
‘fresh set of
eyes’ for the
real estate
and title
insurance

industry

Mark is a seasoned professional in the
Title Insurance and Escrow industry
with over 29 years experience. He
has been a top producer and manag-
er for several nationally recognized
companies and has specialized in the
facilitation of multi-state real estate
transactions. Having founded several
industry-related companies on his
own prior to joining Ticor, Russell has
a depth of knowledge regarding lend-
er services that few title professionals
can match. In addition to serving as
the managing partner of The Russell
Senteno Team with Bill, Russell is the
vice president of the National Lender

Division for Ticor Title.

Bill and Mark pride their team on its
integrity and dedication to helping their
clients’ businesses grow. Having both
lived in Orange County for decades,
they have an extensive, local network

that is able to meet virtually any need.
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Always willing to make a connection

or an introduction, they find creating
long-lasting relationships to be by far
the most fulfilling aspect of their work.
They often find themselves out with cli-
ents and their families, golfing, playing
tennis, fishing, and having beach days.

“Not only do our clients love the real
estate industry as much as we do, but
they also love the California coastal
lifestyle. Loving and living life with our

clients doesn’t get any better,” says Bill.

Mark resides in southern California
with his wife of 29 years, Rhon-

da, and their Jack Russell Terrier,
Willie. They have two grown sons
and enjoy traveling together, whether
it’s spending time on the golf course
in La Quinta or fishing and camping
in Mammoth or Aspen. Russell also
loves to surf and is an active member
at E1 Niguel Country Club.

Bill is happily married and loves
spending time with his family, camp-
ing in their RV, playing golf at Coto
De Caza Golf Club, having beach
days at San Onofre, and having
large family dinners together. He
also enjoys coaching his children’s
sports teams and getting away to the
eastern Sierras for some camping
and fishing.

The Russell Senteno Team likes to
view success in the same way as the
late UCLA coach John Wooden, as he
says, “Success is measured by one’s
own happiness.” Bill adds, “Of course,
helping our clients sell more homes

helps too.”

For more information on The Russell
Senteno Team, visit mrussell.com,
billsentenoticortitle.com, or call
Mark at 949-395-8395, or Bill at
562-972-2454.

The Real Estate | B

Professionals Most
Important Partnership!

UNPARALLELED LEVEL OF VALUE TO YOUR CLIENTS....
NOW AND FOR YEARS TO COME!

A mortgage lender should be the #1 partner for any real estate professionals
business. Our team realizes this, which is why we have created a platform that
adds more value to the real estate professional and to the consumer, than any
other lending team in the country. Our team focuses on helping the consumer
make confident and educated decisions about their real estate goals. Through
our Nationally acclaimed 5-Star Client Experience, not only do we increase
the motivation levels of your potential buyers and sellers, but we help to
create a raving fan client that will depend on us to be the most valuable

team of professionals in their lives, as it relates to real estate and finance.

Our team is proud of the fact that we are ranked the #1 Lender in Orange
County, but we’re more proud of WHY we do it and the way we do it!
Our clients love the fact that we help them get their offers accepted
because of our unique strategy and they are proud to work with a
lending team who is widely known and respected because of our
reputation and performance in the local real estate community. Let us
provide your clients with the education, analysis and experience that
they want and need and see the results that it will have on your

business! That is what sets us apart in this industry.

FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

=
e

RYAN GRANT | ounse cout

A& PROFESSIONAL MORTGAGE PRACTICE ﬁ'

949-651-6300
www.RyanGrantTeam.com
Team@RyanGrantTeam.com
100 Spectrum Center Dr #750
Irvine, CA 92618

NMLS #18767
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ANGIANO:

With a Heart to Serve

“I always start my day by asking
God to put people in my path
that I can help make a difference
in their lives, and that they can
make a difference in mine,” says
Martucci Angiano with First
Team Real Estate.

It’s that genuine focus on wanting
to help people that has contrib-
uted to Martucci’s success in real
estate since 1993. Only authentic
relationships, built on honesty, in-
tegrity, and a sincere drive to make
a difference, can sustain a business
for that long. Well, that, and an un-

wavering work ethic that is at once

determined to succeed, and content

with whatever happens.

Martucci’s worldview was largely shaped early on in
life, growing up in northern California. Her parents
were devout Christians, who raised Martucci to be
very involved in church. Having a talent and passion
for music, Martucci played guitar on her youth group’s
worship team, which is something she hopes to get
back into today. Her first introduction to real estate
was surrounded with excitement after seeing her
father and uncle’s enthusiasm for buying and selling

investment properties.

As she got older, Martucci’s love for people translat-
ed into a love for travel. Having traveled all over the
world, living in Paris for a time, she learned to speak
several languages and developed a deep appreciation
for diverse cultures. Her knowledge of people and de-
sire to serve others cultivated a practical understand-

ing of business when entering the professional world.




No matter where | am, the opportunity

to give a Bible away always presents
itself. It’s priceless. 7?

Martucci was highly successful in the loan and
financial business before co-founding BODEGA
Chocolates in the early 1990s. Considered the
“chocolates to the stars,” BODEGA Chocolates
received many coveted confectionary awards both

domestically and internationally.
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After her tenure with BODEGA Chocolates, Martucci decided to
re-enter the real estate industry as a REALTOR®, to work more close-
ly with people and become an integral part of their journey in finding
a place to call home. Over the years, she has developed and retained a
book of business with deep relationships in the ultra high-end, coastal

real estate market, while also spanning the economic spectrum.

Martucci has a deep gratitude for real estate. It has not only
given her the opportunity to meet and serve a variety of people,
but it has further shaped her as a person. Perhaps the biggest life
lesson that she has learned through the years is how to handle
rejection with grace and kindness, to continue persevering, and

to never give up.

“I am passionate about serving people,” says Martucci. “Helping
them with their real estate needs often leads to helping them

with various other needs outside of real estate, which I love.”

Outside of real estate, Martucci supports several charitable or-
ganizations, including several churches, and more recently, The
Shea Center. Part of her giving back ministry is to help “change
the landscape of Bible engagement in the community.” She pur-
chases cases of the Illustrated Action Bible, and Children’s Illus-

trated Bibles, and gives them away whenever she
can. “No matter where I am, the opportunity to give
a Bible away always presents itself. It’s priceless,”

she says.

In her free time, Martucci loves spending time with
her family, skiing in Deer Valley, Utah, traveling to
watch the Red Sox play in Seattle, Angel Stadium
or Fenway, and playing Pickleball.

“Success for me is accepting God’s will in every as-
pect of my life,” says Martucci, “living to give with
a positive attitude, accepting blessings in a humble
state of gratitude, sharing hugs and smiles, and

making a difference in someone’s day.”
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SOUTH OC REAL PRODUCERS

s California
COASTAL LOANS

SAVE THE DAT

11 11 i
When: Wednesday, January 22nd @ 4pm-7pm
Where: Union Market, Kaleidoscope Mission

L]

Gather at Dry Society for food and drinks!
Network with the cream of the crop in South OC! This exclusive event is for the top 4% of Realtors® in the area.

Keep an eye out for email invitations next month! Contact Michele Kader at
michele kader@realproducersmag.com if you are currently not receiving our emails!
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Next Level Solutions For The

Mortgage And Real Estate Industry...

(@) TICOR TITLE"

CARING IS OUR
COMPETITIVE EDGE

“From the beginning, Mark and Bill have

provided industry leading service, ideas and
value to The Agency Orange County. They
are a trusted Title partner for us here, and
a valuable resource for any team.”

TICOR TITLE

1500 QUAIL STREET 3RD FLOOR
NEWPORT BEACH, CA 92660

MARK: 949.395.8395
BILL: 562.972.2454

MARK.RUSSELL@TICORTITLE.COM
BILL.SENTENO@TICORTITLE.COM

-Andrew McDonald and Mauricio Umansky
The Agency




