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Partners in Success!

title insurance • escrow services • 1031 exchange

remote closings • title search and abstract

nationwide real estate • closing and settlement

ownership & encumbrance • inspection and survey ordering

document preparation

 Here at Milestone, 
we’re more than just 
a title company. We 
strive to go above 

and beyond, not only 
with meeting your 
expectations, but 

also industry 
standards.

(813) 513-9848 | milestonetitlesvcs.com | info@milestonetitlesvcs.com                                                                                 14310 North Dale Mabry Hwy. Suite 200, Tampa, FL 33618
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THE PEACE OF MIND HOMEBUYERS DESERVE

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

"������������������������������������������������������������������
���������������������������
��
�������
��������������������	������
�������������������������������������������������������
���


���������������������������������������������������������������������������������������������������
���
������	����������������������������������"�����������

• Residential,
  Commercial, &
  Insurance Inspections
• 360 Degree Photos
• WDO Scheduling
• Drone Technology
• Infrared Technology

34
Yacht Tales

30
Rising 
Star:

Bobby 
Paolini 

40
Broker 

Subscriptions

08
Preferred 
Partners

20
Broker 

Feature:
Rick Blake 

06
 Tampa 

Bay REAL 
Producers 

team

14
Cover 
Story: 

Martha 
Thorn

12
 Insurance 

Corner

26
Featured 
Sponsor:
Properly 

Inspected 
Home 

Inspection 
Services

C O N T E N TS
TABLE OF 

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the 
author(s). The paid advertisements contained within the Tampa Bay Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore, 
neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating Realtors for certain stories, 
please email us at don.hill@realproducersmag.com.
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Burn Fitness Training
5023 Central Ave, St. Pete

Je  Ward/Lisa Ward
Co-Owners

727-560-2332
www.burn tnesstraining.com

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    

Contact Lindsey DeCollibus, Your Concierge Agent
LINDSEY@FLORIDABESTQUOTE.COM
813-850-2222

•  Over 40 carriers
•  Competitive rates
•  Quick quotes
•  Solutions for 4 point issues
•  Private floodInsuring all of Florida

THE MOST REFERRED, CONSUMER DRIVEN INSURANCE AGENCY

We are a concierge insurance agency for the real 
estate transaction. We understand the needs of 
your buyers & sellers and work to get everyone to 
the closing table on time. We o�er the BEST rates 
and the BEST customer service!

Tampa Bay's #1 Mover
A Company Built On Professionalism

• residential
• commercial
• packing service
• local and long distance
• licensed and insured
• workers comp

813-854-5075  •  727-532-9080  • letsgetmovingfl.com Florida Reg #IM1178
MC#775415

DOT#2270761

Family Owned and Operated since 2004Family Owned and Operated since 2004
Celebrating 

15 Years 
of  Service in 

Tampa Bay

R E A L  P R O D U C E R S  T E A M

TA M PA  B AY
M E E T  T H E

Don Hill
Area Director

Dave Danielson
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Madison Thayer
Client Director

Barry Lively
Professional Photographer

B. Lively Images

Sherry Keenan
Professional Photographer 

Best View Photography, LLC

Stephanie 
Shaughnessy

Content Coordinator

Carol Walker
Professional Photographer

Thomas Bruce Studio

Andrea Kurjah 
Event Coordinator

Allie Serrano
Professional Photographer
Allie Serrano Portraits, LLC

Elizabeth McCabe
Writer

Krystyna Gehl
KG Photography

Event Photographer
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TERMITE
INSPECTIONS

$60 WDO- mention REAL PRODUCERS

ProhealthPestControl.com
813-213-4934

SPECIAL
OFFER

Call us for free for second opinions 
and quotes for termites
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ADVERTISING AGENCY

Evolve & CO

(727) 490-9835

evolveandco.com

BOATING

Freedom Boat Club of Tampa 

Bay

(727) 600-4127

freedomboatclub.com

CLOSING/LISTING SERVICES

List 2 Close

Mandy Riedinger

(727) 262-4004

list2closemgt.com

CONTRACTOR - OUTDOOR/

INDOOR REMODEL

Tarpon Construction

(727) 641-9189

tarponcontractor.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

ProperlyInspected.com

SEC Inspection Services

(727) 786-4663

secinspection.com

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!

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

All-State

(727) 866-6311

allstateagencies.com/

helenwade

Blanchard Insurance

Andrea Kurjah

(727) 776-8113

www.BlanchardInsurance.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

Thomas Bruce Studio

(727) 577-5626

thomasbruce.com

PUBLIC RELATIONS AND 

MARKETING

ARK Public Relations, LLC

(727) 776-8113

arkpublicrelations.com

TITLE AGENCY

Celebration Title Group

Amanda Douglas

(407) 797-0548

www.

CelebrationTitleGroup.com

TITLE COMPANY

Artesian Title

Rick Nayar

(407) 810-0640

Florida Best Quote

Lindsey DeCollibus

(813) 850-2222

floridabestquote.com

Strategic Insurance 

Services

(866) 467-0123

Getstrategicins.com

MORTGAGE LENDER

Guaranteed Rate

Trevor Smith

(727) 362-6889

rate.com/trevorsmith

Homespire Mortgage

Jen Jones

(757) 459-3172

Jenjonesloans.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

VIDEOGRAPHER

Delvmore Studios

(813) 601-2248

delvmorestudios.com

Justified Films

Ryan Justice

(813) 843-3475

Justifiedfilms.net

WINDOWS & SLIDING 

GLASS DOORS

Beacon Windows

(727) 410-2193

www.beacon-windows.com

Compass Land & Title, LLC

(813) 254-3535

CompassLandandTitle.com

First American Title

Michelle Hernandez

(813) 928-2283

firstam.com

Milestone Title Services, LLC

(813) 513-9848

Milestonetitlesvcs.com

UTILITY CONCIERGE

Utility Helpers, LLC

(813) 291-3600

utilityhelpers.com
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Let US help YOU
as your preferred real estate transaction coordinator.

(727) 262-4004
list2closemgt.com
mandy@list2closemgt.com

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 ¼ 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 o� work!

A U T H E N T I C
C R A F T S M A N S H I P

&  I N T E G R I T Y

T A R P O N  C O N S T R U C T I O N

727-641-9189
tarponconstructioninc@gmail.com

Your client found their dream home
MINUS their dream kitchen.

Custom Home Remodeling - Bathrooms - Kitchens - Additions

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

close the deal.

WWW.TARPONCONTRACTOR.COM

Give us a call today!
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Things You don’t know about your 

home insurance…
THAT COULD HURT YOU

insurance corner 

Being an Insurance Advisor for over 15 years has taught me a lot of 
things. One of them is that most people don’t like paying their insur-
ance. Hey, I get it. I don’t like seeing MY insurance dollars go out of 
my bank account each month. BUT it’s important. Like the air we 
breathe, it’s necessary. And when it goes well it puts people back in 
the spot they were before the claim. The idea in insurance is to make 
the client, “whole again.” Sounds nice, right?

Well most of us have had experiences where the fine print wasn’t 
quite clear when we first signed up for the policy (or anything 
else with fine print for that matter). And as the newest affiliate of 

the Real Producer’s team, I look forward to being in your “Insur-
ance Corner,” each month writing articles to educate & add value 
for YOUR clients, business & yourself. So here goes:

1. Limited Water Damage- This is probably the BIGGEST change 
I’ve seen in the industry in the last 5 years & it’s only getting 
worse. Here in Florida we see a lot of fraud, especially in-
surance fraud. The latest fraud has been surrounding water 
damage claims, which are claims that involve “accidental 
discharge of water,” like when a pipe breaks & causes a flood 
or the dishwasher overflows. As a result, many carriers have 
LIMITED the water damage coverage on homes to $10,000 on 
homes over 40 years old. In the Tampa Bay area that’s a LOT of 
homes. So make sure you look at your policy to see if you have 
a water damage limitation. IF you ARE in a home over 40 years 
old and you do have a carrier with one of these limitations, you 
have a few options. You can switch companies and pay more 
for an insurance company that will cover full water. Or some 
companies will allow you to do a certified plumbing inspection 
and then give you full water coverage.

2. Inadequate coverage for jewelry, fine arts, and other special 
items. Almost all homeowner’s policies have limitations on 
jewelry, fine arts, guns, antiques and collectibles. Depending 
on the policy, (again read the fine print of your policy, it will 
also help put you to bed if you are having trouble sleeping at 
night) you likely have up to $2,500 to $5,000 per any one item, 
ESPECIALLY in the event of theft. I recommend to our clients 
IF they have any “unique or highly valued items,”  to schedule 
them out separately on a Personal Articles Floater. These pol-
icies are usually very affordable depending on the schedule of 
items you have on the po

As always, we are dedicated to supporting the Real Producer 
community each month and if you have questions on any insur-
ance topic or would like a Personal Protection Review, call or text 
me at 727-385-5082.

To Your Protection,
Doug Levi

www.delvmorestudios.com  |  info@delvmorestudios.com

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

We’re All About
Making Your
Vision a Reality.
Delvmore Studios has been producing video solutions from their 
o	ce 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 companies both large 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.

2
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MARTHA 
By Dave Danielson

Photo Credit: Carol 

Walker/Thomas Bruce 
Photography

cover story 

But every step of the way, she looked 
for opportunities to continually learn, 
evolve and grow forward.

“Real estate was never on my radar 
when I was growing up at all. But I 
had other sales interests. I used to 
make things and put them in a wagon 
and go around the block and sell it to 
people. So the sales part has always 
been there,” she smiles.

As she came of age, Martha had 
served for a time as a teacher. She 
also worked in retail. It was the late 
1980s, and her path was about to take 
a turn toward a new opportunity.

“I owned a children’s clothing store 
called Ali’s, named after my daughter 
who was 5 at the time.  That’s when 
my friend, Bonnie Ruggles, who owned 
Beachcomber Real Estate at the time 
suggested that I use my selling talents 
in Real Estate” she remembers. “She 
encouraged me to give real estate a try. 
She took a chance on me and was a 
very important mentor in my life.”

STEP BY STEP TO SUCCESS

Martha remembers the transition into 
the business. As the woman who al-
ways looks for opportunities to learn 
remembers, new real estate agents 
didn’t have the same support as today.

“When I started at that time, there 
really wasn’t any formal training 
for teams. Therefore when I start-
ed my team, one person at a time, 
it was on my own.

Martha was part of Coldwell Banker 
when her team first evolved, due 
to the fact that Beachcomber was 
bought by Coldwell Banker.  For her, 
It’s been a rewarding relationship 
through the years.

As Martha says, “From the very 
start, I saw the reach of Coldwell 
Banker, with its national presence. 
The brand opens a lot of doors, be-

When Martha 
Thorn was 
a little girl 

growing up in 
St. Petersburg, 

she never 
knew that 

she would be 
the President 
of one of the 
state’s most 

successful real 
estate Teams 
— The Thorn 

Collection 
with Coldwell 

Banker 
Residential 
Real Estate.

GROWING 
FORWARD

THORN
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cause the company has been so success-
ful around the world for many years.”

Today, The Thorn Collection includes 
12 real estate agents plus Martha, 
along with three full-time employees.

The team’s success has been remark-
able. In fact, The Thorn Collection 
routinely ranks as the top Team on 
Florida’s West Coast. The numbers 
bear out that level of success. In fact, 
in 2018, the team recorded over $98 
million in sales volume. And through 
the first three quarters of 2019, The 
Thorn Collection had already amassed 
over $134 million, in what promises to 
be the firm’s best year ever.

“We’ve been fortunate to receive a 
lot of recognition through time, but 
the awards that mean the most to me 
are the rewards I get from my inter-
nal team, by seeing their success and 

growth,” Martha explains. “That’s 
really important to me.”

CONTINUOUS IMPROVEMENT

Reflecting on her team’s learning re-
minds Martha of her early career days 
as a teacher.

“I’ve always enjoyed teaching oth-
ers,”  she recalls. “With our team, ev-
eryone is so eager to learn. It’s reward-
ing to me to be able to teach people 
negotiation skills. That’s one part of my 
leadership role I’ve really enjoyed.”

While the volume has grown, the 
approach to growth has been strategic. 
For all of the numbers, the individual 
approach of thoroughness and care 
hasn’t changed. And that begins with 
Martha’s ongoing, personal role.

As she says, “I go to all of the listing ap-
pointments. We have two offices right 

now, including one in Belleair Bluffs and 
one in Dunedin. As we grow, we want to 
continue to be careful about the way we 
grow the team.”

LIFE’S PRIORITIES

One of Martha’s proudest achievements is 
her family. She cherishes time spent with 
her fiancé, Charley Grose, and her children.

Her son, Wray Thorn, who runs a private 
equity firm in New York, is married to 
Fox News Anchor Melissa Francis. Wray 
and Melissa have three children.

Martha’s daughter, Ali Garrity, has her real 
estate license, recently won the Florida 
State Tennis 40+ Championship, and will 
play for the national title. She’s married to 
John Garrity, who is in real estate develop-
ment. Ali and John have two children.

In her free time, you’ll find Martha read-
ing a good book and pursuing her passion 

for exercise each day.

Martha and her team have also 
been very involved with local 
charities through time, including 
ARC, the annual Festival of Trees 
event, and supporting the Pediat-
ric Cancer Foundation.

“One of the great things we 
really enjoy with supporting the 
Pediatric Cancer Foundation is a 
lemonade stand we’ve done for 
the last six years. We do it here 
in the front of our office,” Martha 
says. “It’s put on by our children 
and grandchildren. We all put on 
our pink shirts and sell lemonade 
and take donations. In fact, this 
year, we raised over $42,000.”

During an average week, Mar-
tha and her team do something 
simple that means so much. They 

take time to learn — and to learn 
more about each other.

“It helps to keep us close. We 
meet once a week, start with 5 
minutes of exercise together, 
then we spend 5 minutes writing 
thank-you notes to anyone whose 
service stood out that week. We 
also read an inspirational book 
together,” she points out.

Plus, true to form, Martha has a 
system in place to ensure ongoing 
growth for her team members.

As Martha says, “We are so open 
to learning new things. And 
we make ongoing education a 
requirement. Each of our team 
members must complete two 
educational activities each year. 
In business, you have to spend 
money to make money. There’s 

“
an investment. The same holds true for our educational 
component. We all need to stay educated and attend 
events, whether we think we have time or not.”

When it comes to learning, improving and growing for-
ward, continuous learning is a primary building block.

“You’ve got to keep learning,” Martha emphasizes. “It 
helps you stay motivated.”

We are 

so open to 

LEARNING 

NEW THINGS. 

And we make 

ongoing 

education a 

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

Give Us a Call!

REALTORS:
WE GIVE YOU MORE

“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.

Concierge Closers Handle Your 
Files from Start to Finish
Licensed Attorneys
at Your Disposal
Immediate Fund Distribution
Free Quotes on Title
Insurance & Closings

Call, Email or Go Online for your
FREE Estimate.

We'll Get You There...

RESIDENTIAL \ CORPORATE \ INTERNATIONAL \ MILITARY \ STORAGE

��������������
������������������
5035 Uceta Rd.
Tampa, FL 33619

813-621-1003
coasttocoastmovingandstorage.com
contact@ctcms.com
IM# 1821 | US DOT# 1973640
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MC87113-USDOT70719

BBB Rating: A+
As of 04/11/17
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RICK
E N C O U R AG I N G  E XC E L L E N C E

By Dave Danielson

Photo Credit: B. Lively Images 

broker feature

THERE ARE ALL TYPES OF LEADERSHIP. THERE ARE THOSE WHO 

LEAD IN THEIR EFFORTS TO REACH THEIR OWN INDIVIDUAL GOALS. 

AND THEN THERE ARE THOSE LIKE RICK BLAKE WHO LEADS BY EN-

COURAGING AND ENABLING EXCELLENCE ON BEHALF OF OTHERS.

As Owner/Broker at Blake Real Estate, Rick is a leader who dedicates 
himself to supporting the success of his team members each day.

BRINGING IT HOME

Before entering real estate, Rick gained 
experience in international business.

“I studied international business, includ-
ing banking, trade and global financing. 
For almost seven years, I was on planes, 
trains and automobiles traveling. Four of 
those years were spent working abroad 
and the last three working as a National 
Sales Manager for a home décor company. 
But I just got really tired of traveling and 
wanted to plant my feet.”

After his years of traveling, Rick, a Tampa 
Bay native, returned home for the next 
chapter of his career—becoming a REAL-
TOR® in 2004.

“Real estate came to mind, because as I 
thought about wanting to have a career 
to plant my feet, it seemed like the most 
local type of business that existed. It was a 
great period for investing, and so I thought 
I would start out by investing in real 
estate,” Rick says. “I got my real estate 
license with the intent to purchase my 
own properties, and in going through the 
licensing process, my eyes were opened to 
the entire REALTOR® profession. Soon af-
ter, I figured out that my real passion was 
in helping and protecting the interest of 
others with some of their largest financial 
and life decisions.

The more he saw, the more he liked. With 
time, the economic downturn hit. While it 
was a challenging time, it served as a type 
of proving ground.

“That was a trying few years, but some of 
my best sales years were during that down 
market. It taught me a lot, and then, once 
the market rebounded, I got refocused on 
opening a company that would be more cus-
tomer oriented and fix what had become an 

BLAKE
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er it’s real estate, personal or family or 
outside interests,” Rick explains. “I love if 
someone is trying to get from X amount to 
Y amount, and they ask if I have any ideas 
on that. That kind of conversation makes 
me salivate.”

His first passion in the business was hav-
ing personal relationships with individual 
clients and coming alongside them to help 
them achieve their goals.

“I loved the negotiation part of it, because 
the two most important things for agents 
to focus on are negotiation and commu-
nication. I love the negotiation part of it 
and getting my customers the best deal. 
As a broker, I’m actually able to do that at 
a much higher volume. So now, instead of 
just working with a handful of clients each 
month … working one on one and helping 
them achieve their goals, I’m able to do 
that hundreds of times a month by helping 
my individual agents and supporting them 
as they serve our clients. Going from 
sales to a brokerage has positioned me 
to do what I love, more often in the same 
amount of time. That’s why I do it.”

HOW DO YOU PROVIDE WORLD CLASS 

CUSTOMER SERVICE

“I believe the two most important skill sets 
an agent should strive to improve on daily 
is communication and negotiation. A lot of 
our daily trainings provided at Blake Real 
Estate revolve around these two topics. If 
you’re a good communicator and a good 
negotiator, the world is at your fingertips. 
We negotiate our way through each and 
every day without realizing it, wheth-
er it’s getting our toddlers to eat their 
vegetables, what to do on the weekend, 
or a teen’s curfew, the list goes on and on. 
From a real estate perspective, typically 
our clients’ #1 goal is to either make as 
much money as possible on the sale, or 
save as much money as possible on the 
purchase … so being a strong negotiator 
for them to get what them what they want; 
that should be your #1 focus.”

“The other skillset to sharpen daily is 
your communication. Confrontation arises 
when expectations differ so you need to 
be able to communicate clearly to your 

client so that you can continuously set their 
expectations. If every time you meet or 
talk with your client, you make it a point to 
clearly communicate the next steps in the 
transaction, as well as the potential vari-
ables that can take place, the good ones and 
the bad ones, then you’ll be able to manage 
their expectations during the process. And 
guess what, it’s a heck of a lot easier to 
MEET their expectations if you are the one 
SETTING those expectations. I’m constantly 
pushing Blake agents to provide world-class 
customer service, and that’s what great ser-

vice is all about, meeting and exceeding 
the expectations of the customer. If you 
practice to be a strong communicator, 
you’ll find your customer service ratings 
and your referrals start to soar!”

HOW TO BECOME A TOP PRODUCER

When asked for any parting advice, 
Rick says, “TAKE ACTION! Whenever 
you learn something new, implement it 
immediately. The difference between 
producers and non-producers is one 
thing — Producers take action.”

antiquated brokerage model at 
the big box companies.”

With time, Rick opened his 
first brick and mortar location 
for Blake Real Estate in 2013 
in Safety Harbor. At the time, 
the team included three agents 
besides Rick. Today, there are 
more than 50 agents and mul-
tiple offices servicing Central 
Florida and beyond.

MAKING A DIFFERENCE

Rick has a passion for the path 
the brokerage has taken.

“If you look closely at big-box 
companies, they tend to have 
an order of importance of 
where their focus is … and it’s 
the brokers, then the agents 
and then the customers,” he 
explains. “We focus first and 
foremost on our customers, 
then the agents and then the 
brokerage. Traditional broker-

ages are set up to basically act 
as facilitators and mediators 
on a transaction. With us, we 
prefer more of a single agency 
relationship, where we’re cre-
ating a fiduciary relationship 
with our customers. And that’s 
what positions us to be able to 
work in their best interest.”

Rick definitely prefers an 
agent-centric approach.

“Without giving up any of the 
tools or infrastructure that 
they need to succeed in their 
business, we’re still able to 
offer 100 percent commission 
programs. And we actually 
offer a guarantee when they’re 
using our systems and the 
infrastructure that we provide 
to them of $25,000,” Rick ex-
plains. “If they’re coming from 
another brokerage, we guar-
antee they’ll make $25,000 
more income than they made 

at their previous brokerage. 
For us, it’s putting your money 
where your mouth is, and we 
also incentivize them to take 
as much education as possible, 
so we’ll actually pay the agents 
for different designations they 
get with the National Associa-
tion of Realtors.”

As a broker, Rick sees his role 
in a very specific light.

“My job is to help them achieve 
whatever their goals are, 
whether they’re personal or 
financial. So the first thing we 
do is do a goal setting session, 
and find out what they want 
to see out of their career,” he 
emphasizes. “Because if you’re 
not telling your career what to 
do, then it’s not going to know. 
We put together a map and a 
plan. And then most impor-
tantly, we make sure they 
implement it.”

In his free time, Rick enjoys 
spending time with his family, 
including his wife and his two 
children. Favorite pastimes 
include wakeboarding, snow-
boarding and kids’ activities.

They also enjoy giving 
back through their charity, 
Paddle for Kids that raises 
awareness for newborn baby 
screening programs.

SERVANT LEADERSHIP

When he’s not giving back, 
Rick is paying forward by 
pouring himself into serving 
those he leads.

“My passion comes from help-
ing our agents achieve their 
goals. The reason why I transi-
tioned from sales to becoming 
a broker was specifically be-
cause my passion comes from 
helping others achieve their 
goals, regardless of wheth-

“TAKE ACTION! 

Whenever 

you learn 

something new, 

implement it 

immediately. 
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Experienced Realtors Choose
Experienced Inspectors
We've been inspecting homes for over 30 years...

Shelton Home Inspections, Inc. provides Full and 
Limited Home Inspections, Termite Inspections and all the 
necessary Insurance Inspections including 4-Point Inspections, 
Roof Certification Inspections, and Wind Mitigation.

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.

727-954-0503
sheltonhomeinspections.com

Lori LaCoppola
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wonderful
holiday season.
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PROPERLY INSPECTED 

HOME INSPECTION SERVICES
The House Hasn’t Been Inspected Until It’s Been Properly Inspected.

By Dave Danielson

featured sponsor 

No matter what the floorplan, the age or the construction 
techniques used, every home — and every potential home-
buyer deserves a thorough, fairly priced inspection.

That’s where Properly Inspected Home Inspection Services 
comes in — delivering the peace of mind that area home-
buyers deserve. Currently Properly Inspected consists 
of two inspectors (Matt and Dave) and Matthew’s office 
manager (Sara) who handles the phones, calendaring, and 
various other office duties.

Constructing a Solid Future

Matthew Friesz is the Owner of Properly Inspected Home 
Inspection Services. His story began years ago when his 
love of music led to an awakening of faith and a career pro-
viding outstanding service to the real estate industry.

“I was a professional musician for 12 years. Living the life 
of a “rock star” just about killed me, then one night back 
in November of 1997 I had a meeting with God. I turned to 
the church and then four years after that became a pastor. I 
had to supplement my income, so I went into construction 
working with a contractor from the church.”

After years honing his abilities in construction, Matthews’ 
next steps came to him.

As he says, “It was about seven years ago when I remember 
noticing the property inspectors that came to the job sites. 
I was physically beat up from roofing, laying tile, etc. … 
and It hit me. That’s what I wanted to do. So I opened up 
Properly Inspected Home Inspection Services six years ago 
in 2013, and the rest is history.”

It’s no coincidence that his company has the word “Proper-
ly” in it, because Matthew is driven by delivering superior 
value and care with each inspection he completes.

“My background as a pastor comes into play when I’m out 
in the field. The presentation is just as important as the 
inspection,” he says. “When I’m talking with clients, I’m 

very even-keeled. I try to speak to the customer in layman’s 
terms and not alarm them in any way.”

In the process, Matthew employs the latest technology and 
techniques to achieve accurate, complete results, includ-
ing 360-degree photos of all of the interior rooms of the 
property, infrared scanning, drone services, and the most 
current gas leak detection methods. In addition, Properly 
Inspected Home Inspection Services provides next-day 
turnaround time for report completion.

Signs of Success

One of the biggest sources of pride for Matthew is his list 
of Realtor teams who trusts his company as a preferred 
vendor. Many of the leading real estate brokerages in the 
region call on Properly Inspected to provide home inspec-
tion services. In fact, just to name a few several have been 
featured in previous Top Realtor magazine showcases, 
including the Rutherford Team, the Tony Baroni Team, the 
Lock & Key Team, the Boram Group, Jodi Avery’s presti-
gious A-List, and many more.

Matthew is an ASHI (Ameri-
can Society of Home Inspec-
tors) certified home inspector. 
In addition, he is Secretary of 
the Board of Directors for the 
SunCoast Chapter of ASHI in 
Pinellas County.

One of the aspects he enjoys 
the most about giving back 
to the industry he enjoys is 
the people and the additional 
learning that takes place.

“I love the relationships 
I’m able to build with other 
inspectors. Being on the board 
for ASHI, I’ve run into a lot 
of inspectors that I’ve gotten 
to know. And I think it’s very 
important to have that network 
of other inspectors, in case we 
run into something out of the 
ordinary,” he points out. “We’re 
always learning and seeing 
something new out in the field.”

A Labor of Love

For Matthew, his work is defi-
nitely a labor of love.

As he says, “I love helping 

people out, and having a pas-
toral background, I innately 
have a love for people. I really 
enjoy the process of letting 
clients know about their po-
tential purchases.”

He also enjoys the education 
that comes through each in-
spection, since no two houses 
are exactly the same.

“I’ve always been fascinated 
with the way things are con-
structed. There are so many 
different styles and types and 
building materials. It’s inter-
esting looking at techniques 
used over time compared with 
new construction, and how 
things are done differently.

And for those who think 
inspections are only for older 
homes, Matthew has advice 
based on firsthand experience.

“We’ve inspected a lot of hous-
es, both old and new. And when 
it comes to new homes, there 
hasn’t been a house where we 
haven’t found some form of de-

ficiencies,” he emphasizes. “We always 
recommend getting an inspection.”

Real success for Matthew re-
volves around his family.

“Years ago, being a rock star musi-
cian, I used to chase after fortune 
and fame,” he says. “And then after 
becoming a pastor and falling in love 
with God, it really put a new focus 
on the most important aspects of life, 
including my wife of 21 years, my 
18-year-old daughter, and my 16-year-
old son. These are the people I want to 
be famous to.”

When he’s not working, Matthew 
enjoys the musical gifts of his talented 
children, along with boating, fishing, 
golf and travel.

Properly Inspected is a compa-
ny built on integrity, trust, and 
sincerely caring about the people 
they help and serve.

Contact Properly Inspected for More 

Information Today!

Website: www.properlyinspected.com
Phone: 727-798-6480
Email: Contact@Properlyinspected.com
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Waypoint Property Inspection, LLC
(813) 486-8551
waypointwest.com

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

POINTING YOU IN THE RIGHT DIRECTION SINCE 2005!

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 I will definitely recommend Waypoint to future buyers.”
- Lois E. (September 2018)

www.thomasbruce.com  |  727.577.5626
7925 4th St. N. St. Petersburg, FL 33702

*Session fees apply
**Holiday session fees apply December 22nd thru January 6th

This holiday season
celebrate your family...

Book your family portrait session 
by December 21st and receive $100 

off your order*

Gift certificates available!



30 • December 2019 www.realproducersmag.com • 31

By Dave Danielson

Photo Credit: Carol 

Walker/Thomas 
Bruce Studio

rising star

The topics shared during 
a conversation with Bobby 
Paolini provide tangible 
ideas and techniques to 
increase effectiveness in 
real estate.

Bobby has captured many of 
those insights, and he shares 
in his new book entitled 
Good T.A.L.K. Great Sales.

They’re the same insights 
Bobby uses himself as a 
REALTOR® with Berkshire 
Hathaway HomeServices … 
methods that have helped 
him earn a spot as one of 
the region’s true Rising 
Stars in just five years in 
the industry.

Growth through Change
Before he wrote his book to 
share sales and communica-
tions ideas with readers, Bobby 
gained valuable experience and 
expertise in another industry.

Starting in 2003, he began his 
career in the indoor tanning 
industry, establishing his 
reputation in Pinellas County, 
and for the next 14 years, he 
built a successful business 
until the tanning industry lost 
much of its once-vibrant color 
approaching 2017.

As Bobby says, “I had just 
been in the indoor tanning 
industry for 13 years. In 
the process, I just created a 

reputation by meeting a lot of 
people from being in the busi-
ness. But then the industry 
stopped evolving. We weren’t 
growing. We had three stores, 
but didn’t have the resources 
to open up anymore.”

As he surveyed options for the 
next chapter of his career, Bob-
by had an interest in flipping 
houses, so he attended a course 
on the topic — and ended the 
experience immediately feeling 
like he had been taken for 
$2,000 with no real traction.

At the same time, Bobby’s 
parents both passed away with 
a short time of each other. 
Bobby was just 26 years old 

PAOLINI

G O O D  T. A . L . K .  G R E AT  SA L ES .

BOBBY
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and married. He also had two 
younger siblings, who were 12 
and 15 at the time.

With Bobby’s parents gone, he 
and his wife adopted Bobby’s 
younger siblings. It was defi-
nitely a challenging time. But 
through the process, Bobby 
still knew he had an interest in 
pursuing real estate.

“That’s what catapulted me 
to actually become a REAL-
TOR®,” he recalls.

So he joined Keller Williams, 
earned his license and began his 
journey — receiving the firm’s 
2015 Rookie of the Year Award.

“It was a slow start. The first 

six months, I only had two 
closings. And then during the 
second six months, I had 20 
closings,” he says. “I’m not 
sure exactly what the key was, 
but there were tons of open 
houses and front-loading, with 
a lot of seed planting. And 
then, at some point, it pays off, 
and you get your harvest.”

Bobby’s results grew, and after 
two and a half years, he moved 
to become part of the Berk-
shire Hathaway HomeServices 
team in 2017.

During his first days in real 
estate, Bobby came to an 
important conclusion about his 
approach to the business.

“We grow better through 
struggles and through trying 
to get out of an uncomfortable 
situation or environment. I just 
opened myself up to anything 
and everything that would work 
without having to sell … be-
cause I do not like to sell. I just 
don’t see myself as a salesper-
son,” he explains. For me, you 
want to try to find the need.”

In turn, he’s left his business 
cards behind.

“It’s about the client. I find out 
what their biggest pain point 
is, or what their biggest goal is. 
And I give them clarity to our 
process and our ability to do it 
… our understanding of their 
need, and exactly how it’s going 

to happen — even to the nearest 
thousand dollars,” Bobby points 
out. “We give them clarity in the 
whole process. I’ve just adopted 
the philosophy of getting to know 
people on a deep level, and finding 
out what’s important to them.”

Sharing and Supporting Others
As he wrote Good T.A.L.K. Great 
Sales, Bobby developed it for 
real estate professionals and 
other 1099-type contractors who 
are paid based on their sales or 
services they provide. The book fo-
cuses on communication and pro-
fessional business relationships, 
along with some sales techniques.

The word “T.A.L.K.” in the title is 
an acronym. “T” stands for Truth 
and Tonality … being honest in 

business dealings and negotia-
tions, “A” stands for Attention, 
“L” stands for Listening, and “K” 
stands for “Kindness.”

In addition, the book takes a 
deeper look at work/life balance, 
the benefits of focus within var-
ious situations each day, and the 
importance of establishing and 
following healthy daily habits.

One of the keys that Bobby em-
phasizes is consistency each day.

As Bobby says, “It’s how you 
start the day. That’s the biggest 
thing. I think if agents are con-
sistent with the way they start 
their day, every single day, they 
can double their business. It 
sounds funny, but it’s true.”

Away from work, Bobby 
looks forward to time with 
his wife and their three chil-
dren, their three Pomerani-
an dogs and three turtles.

Bobby’s faith is central to 
his life, as well. In fact, he’s 
even considered becoming 
a pastor at some point. He 
gives back by funding Prayer 
Partners to help people find 
the Lord, faith and peace. 
In addition, Bobby also 
supports other youth and 
business initiatives and a 
local Christian youth school.

This same sense of faith 
and doing what’s right 
guides his daily work with 
those he serves.

I  STA RT 
T RY I N G  TO 

F I N D  T H E 
B I G G EST 

P R O B L E M  O R 
T H E  B I G G EST 

G OA L ,  A N D 
I  WO R K  TO 
P U T  T H E M 

AT  E AS E , 
E L I M I NAT I N G 

A N Y  F E A R S , 
WO R R I ES 

A N D  ST R ES S .

“I really put myself in the 
client’s shoes, and I help 
them. I start trying to find 
the biggest problem or the 
biggest goal, and I work to 
put them at ease, eliminat-
ing any fears, worries and 
stress,” he says. “My whole 
strategy to sell a house 
is limiting the inconve-
niencing parts of it. It’s 
important in this business 
to pick up the phone and 
not negotiate by texting, 
be honest, listen more than 
you talk, and leave yourself 
out of the equation.”

Good T.A.L.K. Great Sales. 
Excellent advice from this 
month’s Rising Star 
— Bobby Paolini.

“
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Our members 
have unlimited 
access to more 
than 430 boats at 
28 locations in and 
around Greater 
Tampa Bay, 
Florida. Plus, 
members have 
limited access to 
boats at more than 
200 locations 
across the US, 
Canada and 
France.

1.855.FREEDOM
freedomboatclub.com/tampabay/

Affordable & Hassle Free
No Cleaning
No Repairs
No Worries

Join NOW and get $1,000 OFF
Plus, an additional $500 Military,

1st Responder, or Health Care Professional Discount

Boating for the NEXT GenerationBoating for the NEXT Generation

 
T A L E S

H E R E ’ S  T O  A  F LO R I D A  C H R I S T M A S  C E L E B R AT I O N !

Growing up in New Jersey, we often went to Florida for our Christmas vacation.

 We’d leave RIGHT after school and drive through the night until we made it to Florida. So 

we fled the cold to celebrate Christmas which has evergreens, the North Pole, snow, Santa, 

reindeer, sleds as backdrops. And who added all of those props anyway?

It was the Macy’s Marketing Department! Why else do you think 
Santa makes his grand entrance into the season at the Macy’s 
Thanksgiving Day Parade?” Prior to those happy band of mar-
keting brothers getting their hands on the holiday, Santa’s roots 
seem to have begun with St. Nicholas in 280 AD in Turkey. His 
generosity and stories of protecting children were legendary, 
and soon became a movement capturing Europe’s imagination.

What’s a family to do? Why not start a new tradition in your 
family and call it a “Florida Christmas?“ I mean, you know that 
we’re the place Santa goes to rest once he has completed his 
busy night, right? We have boat parades with dazzling light 
displays to enjoy (and it’s warm outside!), there are family gath-
erings to organize, pretty towns and their displays to visit and 
maybe a few new Christmas Carols to write…

“I’m dreaming of a white Christmas, with every Christmas 
card I write.

May your sands be sugar and white, and may all your Christ-
mases be white”

Or maybe we could introduce “Sandy Claws” into the celebra-
tion?  And maybe the sleigh becomes a boat? And the reindeer, 
dolphins? I know there are powerful forces wanting to keep 
Christmas as it is, but I’m just saying ;>)…

I remember my Mom getting rid of the Christmas tree when she 
and Dad moved to Florida back in the 70’s. In its place she had 
a piece of driftwood with Sand Dollars and red ribbons hang-
ing from the branches. “How could she,” I remember thinking. 
“Breaking with tradition!”

WELL, JUST IN CASE YOU’RE LIKE MY MOM, HERE’S A 
LIST OF THINGS YOU SHOULD CHECK OUT:

1.     Boat Parades: St Petersburg, Tampa, Apollo Beach, 
Clearwater, Safety Harbor, St. Pete Beach, Gulfport, 
Madeira Beach just to name a few. A google search 
here will give you the details.

2.     Polar Express in Mount Dora is a must see. It’s a 
theatrical presentation recreating the movie and 
gives all on board to interact with characters from 
the movie.

3.     There are Winter Festivals galore. Start in down-
town St. Petersburg which comes alive in the 
Christmas season.

4.     Night of Lights up in Jacksonville is worth the 
drive. You can catch a ride on the trolley and enjoy 
their dazzling displays.

5.     When the family gets together, head out to the 
beach with all the kids and build a big sand mound 

and salt it with quarters – lots of them and turn the 
kids loose. They will always remember the fun and 
it might become a new family.

How’s that for a start? Can you add to my list?   
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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.

NOMINATE A SPEAKER: 

RPSPEAKERS.COMTHE BIG EVENT
CONNECTING • ELEVATING • INSPIRING

There are lessons to be gleaned from 
both our failures and our achieve-
ments. Nowhere is this truer than 
in the economic arena. A thorough 
financial checkup during this intro-
spective time of year will help you 
establish a clear fiscal plan for 2020 
and beyond!

Begin at the end. Take an honest look 
at where you’ve ended up financially 
this year. Perhaps you had a particu-
lar financial goal in mind – paying off 
a credit card, boosting your credit 
score, or putting more toward retire-
ment. If you didn’t quite get there, 
ask yourself how far you did get and 
what prevented you from hitting your 
target. Was it unrealistic? Maybe you 
had a major life event that waylaid 
you (e.g., divorce, new baby, job 

change, etc.). Consider, too, whether 
you anticipate any such events in the 
coming year, so you can adjust your 
2020 goals accordingly.

Once you’ve done some reflecting on 
whether your financial goals were 
met and what you should do dif-
ferently next year, dive into some 
forward-looking practices to help you 
get a clearer picture of your current 
financial health. Start with your bud-

get. Is the budget you established for 
yourself at the year’s beginning still 
adequate? Did you consistently go 
over or under in any areas? Adjust as 
needed for 2020. And, if you’ve stuck 
to your budget, you hopefully have a 
surplus, which can be thrown at debt 
or filtered into your savings and/or 
emergency fund.

Speaking of emergency funds, you 
should have at least six months’ 
worth of expenses saved up in the 
event of an emergency, such as job 
loss or a health crisis. If you don’t, 
try to start putting away a little each 
month toward this goal. It’s also a 
good time to double-check that you’re 
maxing out your 401(k) contributions. 
If that’s not within your reach right 
now, strive to contribute at least as 
much as your employer will match.

Other areas to assess include credit 

card interest rates, stocks, and insur-

ance policies. Many people don’t 
know you can call your credit card 
company to negotiate a better interest 
rate, especially if you’ve been faithful-
ly paying down your debt over the last 
12 months. You might also use this 
time to study your stock portfolio; 
will you shift toward riskier or safer 
investments in 2020? Finally, review 
your insurance policies to ensure 
your coverages are still relevant. You 
may also qualify for new discounts 
and/or need to add major purchases 
made over the last year to your policy.

During this festive time of year, sit-
ting down to examine your finances 
may sound like the ultimate killjoy. 
But as you turn your thoughts toward 
resolutions for your physical, mental, 
and spiritual health, don’t neglect 
your financial health!

The end of a year brings many opportunities to reflect: on our 
objectives, our blunders, our accomplishments. Think back to the goals 
you set for yourself at the beginning of 2019. Did you get where you 
wanted to go? If not, why? If so, congratulations, and what’s next? 

END-OF-YEAR
FINANCIAL CHECKUP

financial fitness
By Shauna Osborne
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While we look forward to these festive times all 
year long, they can be incompatible with the health-
ier eating and exercise habits we have established 
throughout the year. Coupled with the extra stress 
the season brings, the period between November 
and New Year’s can deliver a big hit to our overall 
well-being. Here are six tips for making healthier 
choices this holiday season!

Modify your favorite dishes: You don’t have to give 
up the decadent casseroles and delicious desserts 
we often associate with holiday meals! Just modify 
those recipes with healthier alternatives, such as 
baking instead of frying meats, cutting the amount 
of sugar added, and substituting oils, yogurt, or 
applesauce for butter in certain recipes. If you’re 
unsure how to go about adjusting a recipe, Google 
always has the answer!

Practice moderation: As the old saying goes, “Ev-
erything in moderation.” Avoiding foods you love 
and that bring you comfort during this season will 
only make you want them more (and might lead to 
binge-eating later on!). Indulge, but moderately. 
Exercise portion control by using a smaller plate 
or reducing the number of dishes you serve. Or, 
choose one meal out of the day to really go all out, 
and make nutrient-dense and healthy choices for 
the other meals. Go easy on the sauces and gravies, 
which can be high in fat and sodium.

Eat slowly and hydrate: We all know how intoxicating the scent 
of holiday cooking can be; with our mouths watering, we can 
barely wait to sit down and start shoveling! But studies have 
shown eating deliberately is the most effective way to avoid over-
eating. Slowing down gives our brains time to register when we 
are full, thus preventing the associated discomfort of overindul-
gence. Remember to hydrate, too, which also slows down eating 
and aids in digestion. 

Enjoy an after-dinner stroll: Walking immediately after a meal 
offers several health benefits, beyond just the exercise you’re get-
ting. A quiet walk gives you the opportunity to decompress after 
a gathering; moving your body also aids in digestion. You might 
choose to make it a social event, inviting a family member or 
friend along to catch up while you stroll together!

Get enough sleep: Though holiday festivities and visiting family 
can mean later bedtimes, try to stick to your normal sleep sched-
ule as much as possible. Irregular sleep schedules can be linked 
to everything from weight gain (yikes!) to daytime fatigue and 
sleepiness. Maintaining your bedtime and wake-time routines will 
increase your quality of sleep both now and after the holidays.

Spend some time alone: Even the most extroverted folks need to 
take time for themselves during the holiday season. With people 
in and out of our homes, the constant stream of events to attend, 
and blaring jolly music everywhere you turn, holiday joy can 
quickly overwhelm. Step away for a few minutes, at least, every 
day for better mental health. 

By Shauna Osborne

Tips for Making

H O L I DAY  C H O I C E S6
December is here again! Perhaps you’ve done an admirable job at keeping your long-ago 

New Year’s resolution to eat better, lose weight, or reduce your cholesterol; perhaps you 

totally abandoned that lost cause in February; or perhaps you’re somewhere in the middle. 

Whatever the case, with the holidays comes lots of family, fun, and, especially, food! 

HEALTHIER

healthy living
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Broker Office

SUBSCRIPTIONS
When Real Producers magazines are within reach, clients not 

only recognize your appreciation for high-quality content but your 

association with top-producing industry partners.

MONTHLY SUBSCRIPTION COST BREAK DOWN:

5 COPIES

10 COPIES

15 COPIES

20 COPIES

$50

$97.50

$142.50

$180

per
month

per
month

per
month

per
month

For all questions, please reach out to Don Hill at 

don.hill@realproducersmag.com

T A M P A  B A Y

I N F O R M I N G  A N D  I N S P I R I N G  R E A L  E S T A T E  A G E N T S
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“ I  a m a re a l t o r  a n d a s  s o o n a s  I  s t a r t e d u s i n g  F l a s h Ho u s e s  WOW !  I  
s t a r t e d s e l l i n g  a l o t  fa s t e r.  Th e  H DR p h ot o s  a n d v i d e o  w a l k  t h ro u g h 

m a d e  i t  s o  e a s y ! ”  -Karen

Me n t i o n Re a l P ro d u c e r s  Ma g a z i n e  f o r  % 10  d i s c o u n t




