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480-720-2247 | AromaCulinaryCatering.com | Aroma@AromaCulinaryCatering.comBook Your Event Today

Let's Take That Culinary Journey
CORPORATE,  OPEN HOUSES,  SPECIAL EVENTS & WEDDING CATERING

®

FAST SERVICE | REPORTS SENT OUT SAME DAY | SUPRA LOCKBOX ACCESS

AZ LIC # 8918
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CALL OR EMAIL TO SCHEDULE AN INSPECTION
602-757-8252 | TONY.VARSITY@YAHOO.COM
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$108,000 = 12 $300,000 transactions with a 3% commission each.
Yes we do FHA, VA, DPA, Commercial, USDA, Jumbo, and Fresh Start.

$108,000
How much is your

lender relationship worth?
The traditional loan of�icer

takes leads and buys your business
by paying for advertising

while being completely passive.

• Brings Contract Ready Buyers To Your Doorstep
   Through My Consumer REALTOR® Matching Program

• Builds Your Database With You

• Maximizes Every Clients Lifetime Value

• Takes Pride In Giving Your Clients That WOW
   Experience They Deserve Not Just Closing On Time

• A Business Partner That Works With You In
   Developing Your Business Not Just Closing Loans

If you want more from your lender relationship
consider a BUSINESS PARTNER that actively

If you want a relationship with your lender worth
over $100,000 call me at 480-204-2675.

Bill Borkowski, Mortgage Advisor | NMLS - 145368
AZ Mortgage Banker License - 0013635

Mobile: 480-204-2675 | Pre-quali�ication Line: 480-788-4240
Email: BBT@Ameri�irst.us

*AmeriFirst Financial, Inc. 1550 E. McKellips Road, Suite 117, Mesa, AZ 85203. (NMLS # 145368) 1-877-276-1974. Copyright 2015. All Rights Reserved. This is not an offer to enter into an agreement. Not all customers will qualify. 
Information, rates, and programs are subject to change without prior notice. All products are subject to credit and property approval. Not all products are available in all states or for all loan amounts. Other restrictions and limitations apply.

TITLE & ESCROW

JOINT VENTURE PARTNER

Title Alliance

Lindsay Smith / Jim Campbell

(610) 637-6874

TITLE AGENCY

American Title

Laurie Marlowe

(480) 290-0948

Security Title Agency

Sue Reagan

(602) 381-1145

VIDEO SERVICES

Eric Capehart

(480) 524-0522

ROOFING

AZ Roofing Works

Austin Gardener and 

Piper Lindenmuth

(602) 283-3383

Roofstar Arizona Inc

Jeff Knudson

(480) 426-1915

STAGING

Jaeger Staging

Margareth Jaeger

(602) 883-5291

MOVERS

Camelback Moving

Chad Olsen

(602) 564-6683

PEST CONTROL

Creepy Crawly 

Pest Control Inc

Holly Parker

(602) 614-2415

Varsity Termite and 

Pest Control

Tony Kaufman

(602) 757-8252
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S 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!

MARKETING

Lister Assister

Chad O’Donnell

(602) 492-5006

MISTING SYSTEMS

Mist Air

Chris Sommers

(602) 253-6200

info@psi-mistair.com

MORTGAGE

Allied First Bank

Ken Starks

(714) 328-4475

Cardinal Financial

Matt Askland

(480) 759-1500 x1001

Finance of America

Bill Borkowski

(480) 240-7280

Guild Mortgage

Laura Edgar

(480) 861-0072

Guild Mortgage

Melissa Monjaraz

(602) 799-9570

Nova Home Loans

Greg Gale

(480) 626-2282

Prime Lending

Liz Robinson

(602) 570-3098

Wallick & Volk

Stacy Neal

(602) 451-2473

The English Inspector

Billy Wade

(602) 568-0986

HOME WARRANTY

AHG Home Warranty

Josh Guzowski

(866) 710-3700

Choice Home Warranty

Sharp Chen

(949) 426-5450

Super Home, Inc.

(844) 997-8737

HelloSuper.com

INSURANCE

Farm Bureau 

Financial Services

Nikki Schaal LUTCF, Agent

(480) 279-1874

LANDSCAPE / POOL

Keywize Pool Professionals - 

Brick Tower Design

David Wiens

(602) 368-7256

LANDSCAPING

IDT Landscaping

Stephanie Towler

(480) 829-8530

LAWYER

Arizona Credit Law Group

Rochelle Poulton

(480) 907-6088

Winsor Law Group, PLC

Mark Winsor

(480) 505-7044

BUILDER

Lennar Homes

Mike Dowell

(602) 550-6040

Mattamy Homes

Katie Smith

(480) 302-6080 x101

CARPET CLEANING

& EMERGENCY

RESTORATION

Steamy Concepts, LLC

(480) 535-0732

Steamyconcepts.com

CATERING

Aroma Culinary Catering

Michele Panza

(480) 720-2247

GARAGE DOORS

A1 Garage Door

(844) 214-2727

HEALTH INSURANCE

Insurance Rx, LLC

Karla Flores

(480) 650-0018

HOME INSPECTION

ACSI

Scott Warga

(480) 636-7400

Checklist Inspections

John Tyler

(480) 361-8120

Stratton Inspection Services LLC

Paul Stratton

(480) 215-7264
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By Jenni Vega

Can you believe we are going into our third year of 
Real Producers Southeast Valley? This magazine is 
sent to the top 500 REALTORS® in the Southeast 
Valley each month for free. Each February, our 
mailing list changes to reflect the top 500 RE-
ALTORS® of the previous year. About half of the 
agents who received Real Producers in 2018 are 
receiving it again in 2019. Our first issue was back 
in February 2017.

So, if you are receiving this for the first time, wel-
come to our community, and congrats on a great 
2018! There are over 12,000 agents in the South-
east Valley, and you are among the best of the best!

HERE ARE SOME ANSWERS TO FREQUENTLY 

ASKED QUESTIONS ABOUT REAL PRODUCERS:

What is the mission of Real Producers magazine?

The mission is simple: to create community within 
the best agents in Mesa, Chandler, Gilbert, Tempe, 
Ahwatukee, Gold Canyon, Apache Junction, San 
Tan Valley, and Queen Creek. The publication is 
a collection of personal stories that are driven to 
either inform or inspire you. Our content consists 
of stories about veteran top performers, new top 
performers, agents who have overcome obstacles 
and support charities, book reviews, teaching con-
tent, and more.

How do the events work?

These are quarterly events that bring our reader-
ship together, and are often held at model homes, 
luxury listings, and restaurants. Sometimes they 

welcome note

WELCOME TO 
YEAR THREE!

are social in nature, other times, educational with 
guest speakers. Our goal is to create an environ-
ment where you can connect with other agents at 
your level, as well as our partners who can help 
your business grow.

What does it cost to be featured?

Nothing!

Who pays for the magazine?

Our preferred partners cover the cost and are the 
reason we can feature agents for free. Our partners 
have been vetted by top producers and are the best 
of the best in their industries. Please look through 
our list of preferred partners, and reach out to them 
when needed.

Is this a national company?

Yes, Real Producers is powered by N2 Publishing, 
and, to date, there are over 60 other Real Producers 
franchises across the country. In Arizona, there is 
a Tucson edition, and we hope to introduce one or 
two more across the Valley this year.

How do we decide who is featured?

Most of the agents featured have been nominated 
by their peers. For some articles there are sales 
requirements to be featured, but not for others.

If you would like to nominate someone for a 
feature, or have any other questions about Real 
Producers, please contact me at Jenni.Vega@
RealProducersMag.com.
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UNLOCKING YOUR
BACKYARD DREAMS
Swimming Pool & Spa Construction, Remodeling, and Landscape Design

We value your customers
as much as you do.

Our commitment to their backyard is every 
bit as important as your commitment

to their home.

As the premier, East Valley pool builder/ 
remodeler, our testament to success

is that 90% of our new business
comes from referrals.

A+ RATING ON THE BETTER BUSINESS BUREAU  •  PREFERRED BUILDER AND REMODELER ON HOMEADVISOR  •  MEMBER OF ETHICS ARIZONA

Keywize Pool Professionals  •  ROC # 299423  •  keywizepools.com  •  602-368-7256  •  david@keywizepools.com

Let us help your
client transform
their new backyard!

swimming pool and
landscape designs

bricktowerdesign.com  |  480-735-4281  |  ryan@bricktowerdesign.com

Turning Your Vision into a 3D Reality

KEYWIZE POOLS
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Ken Starks 

How many years have you been a loan originator?

16 years – started in the business on July 22, 2002, with First 
Franklin Financial.

What is your career volume as a loan originator?

Over $400 million total loan volume – $280 million in purchase – 
and $120 million in refi – which translates to over 1,600 families.

What awards have you achieved as a loan originator?

I have received many awards over the years – but the best re-
ward is a happy client that is thankful for the loan and our work 
to get them there! The most notable awards I have received 
including achieve Top 200 loan volume in 2004 and 2005 when 
I closed in excess of $65 million per year and helped over 250 
families each year.

Liz Robinson 

A N D

What did you do before becoming a Loan Originator?

Up until 9/11 I was in the concert and trade-show planning indus-
tries. I got my start while at UCLA in 1988, and I worked for both 
small and niche concert promoters, as well as the world’s largest 
trade-show producer and business publisher. In 1996 I started 
handling registration and special events for sports related shows 
with over 25,000 attendees – and in 2001 I worked as a Trade 
Show Director on a show that was for commercial real estate 
owners and Wireless Telecom providers and was scheduled for 
November of 2001 in Manhattan, NY.   

What are you passionate about right now in your business?

I am so passionate about our market opportunity! Values are still 
rising, rates are still historically low – and for us at Allied First – 
we are on fire with excitement!  

While the larger/national companies are struggling to compete 
with their high overhead costs that stem from their huge employ-
ee base and sexy expensive real estate – they have no choice but 
to charge their clients much higher rates and fees to their clients. 
At Allied First Bank, we have compared our rates and fees side by 
side next to our larger competitors and we win every time! Our 
Allied First Bank options are between .25 percent to 1 percent 
less in rate and between $1,000 and $2,500 less in fees.   

In addition we are also able to close very quickly! One recent 
example would be a family who contracted to buy a new home on 
Dec. 19 and needed to close by Dec. 31 to keep their agreed upon 
price with the builder. The loan required an appraisal as well – 
but we closed on the 27th, well ahead of their schedule

Also, because we generally have no lender fees, we can save 
both our buyer clients significant amounts of money as well as 
our sellers (who have to give much less in seller assistance). 
And since we are a federally chartered bank, we can easily help 
clients in all 50 states! Additionally, we have a very full loan 
product set that can help people who need stated income loans, 
bank statement loans, one-time close construction, FHA and VA 
down to 500 scores just to name a few!

What has been the most rewarding part of your business?

The people! Our clients, our real estate agents, CPA’s and attor-
ney partners that refer us business – we love the opportunity to 
help people achieve their goals – and the people are by far the 
most important part of what we do every day! Changing and im-
proving lives by simplifying the stress of a mortgage! We live by 
three principles in our business

Which common saying or phrase describes you, if any?

Some people play “Six Degrees to Kevin Bacon” and some say 
that it’s “Two Degrees to Ken Starks.” Friends are my hobby, and 
I enjoy know people!  

Tell us about your family

My wife, Amie, and I have three daughters – two who were 
adopted and have special needs – and one that came somewhat 

more traditionally! Ava, thirteen; Bailey, nine; and Cora, seven, 
are a ton of fun (as well as a ton of hairspray, dance costumes, 
unicorn paraphernalia and the occasional schoolbook, and all 
four of my girls make it all worth it!

Favorite music?

I started my career in the concert and nightclub industry while 
attending UCLA in the late ‘80s and early ‘90s. I was in the 
thick of the pre-”rave”-era nightclubs – and so I am a sucker for 
anything with a good beat! Next time you see me at a stoplight, 
I am likely to be listening to house, techno, disco, funk – some 
‘80s alternative – but very possibly something form the Choir at 
Tabernacle Square!

What are your hobbies and interests outside of the business?

I am kind of an odd duck in some ways – whereas most guys love 
sports, I really could not care less about most sports – though I’m 
always game to go hang our and have a Diet Coke! I did my under-
grad at UCLA in the Design Program and graduate work at BYU 
where I taught Fine Art Ceramics. So I love gardening, photogra-
phy, ceramics, painting, interior design – and if you really want to 
get me excited, we can always talk classic cars!

How are you different?

In my mortgage practice – in addition to helping families with 
good income and credit, First Time Home Buyers and the like of 
easier loan types – we really love helping people who are stuck 
in the loan process because of one aspect or another. We love 
a challenge! We focus heavily on self-employed entrepreneur/
business owners because we speak “CPA” and understand what 
entrepreneurs try to accomplish when they file their tax returns!

What would I do if I won $10 million dollars?

My wife and I were just talking about this! It’s an easy one. Pay 
off any debt we have left (thank you, Dave Ramsey) buy a vaca-
tion home – either in the mountains or possibly in Orange Coun-
ty, and I would start a nonprofit to help families of special needs 
kids! There is so much that comes with special needs kids that 
most are not prepared for, and many do not have the financial, 
emotional or medical resources to be able to achieve. When we 
adopted our first daughter, we found ourselves at the beginning 
of supporting her along the path of 18 surgeries of various types 
thus far, and many different specialists who help us grow up as 
happy and healthy as she can be! Our second daughter, who is 
also adopted, has brought a different set of opportunities for us 
to learn to how to anticipate the daily needs that her physical 
limitations create. We (well, my wife, really) have been very for-
tunate to have developed the medical understanding, literacy and 
contacts to be able to navigate the maze of situations. Likewise, 
we have developed a host of therapists, specialists and other 
contacts that assist along the way!    

KEN STARKS WITH ALLIED FIRST

Ken Starks Amie and Ken

Cora, Bailey and Ava Amie and Ken Starks

partner spotlight
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How many years have you been in the business?

I have been a loan officer since 2004. I started as a broker on the 
wholesale side of lending and moved to retail three years ago.

What did you do before becoming a loan officer?

Before becoming a loan officer, I was busy with my four young kids.

What are you currently excited about in your business?

My clients! I love helping people, and I love being part of one 
of the biggest events in their lives. I have always been fueled by 
connection. I love learning about my clients and their lives. It has 
been said that the shortest distance between two people is a sto-
ry. Every home-buying experience is a new story being written, 
and I love being a part of that narrative.

What is the best advice you have ever received?

“Do what people expect of you, and then some.” That was actu-
ally advice given to my husband by his favorite college football 
coach. His team won the National Championship his senior year, 
and when I asked him what was so special about that team, he 
told me that everyone followed that coach’s advice. I thought, 
‘I want to be the kind of person that is known to deliver on her 
word and give more than what was expected.’

Tell us what you are most proud of

My four children! It was my divorce in 2004 that propelled me into 
the mortgage business, primarily because I wanted a job that gave 
me the flexibility to be around for my children’s events and all of 
their comings and goings. I am proud of the four humans I raised!

Who is the most inspirational person you know?

My brother Steve. A boat hit him when he was 14 and lost one of 
his legs. He has never let his disability stop him from anything! 
He still boats all the time and is an awesome wake surfer. He also 
just completed a full Ironman. As he was crossing the finish line, 
he took off his prosthetic and held it high above his head and 
hopped across the finish line!

What unique experiences have you had in your childhood/high 

school/college years that shaped you into who you are today?

During college, I lived in the Midwest in a rural town of Muncie, IN. 
It was far from my western roots, and I was young. My first child 
was born there. It was there that I learned the power of connection 
between people. I grew up, and I learned that people are generally 
kind and supportive and that there is power in friendships.

LIZ ROBINSON WITH PRIME LENDING

What are your strengths?

I get to know my clients on a personal level. We become friends. 
I remember them on their birthdays and other special events, 
keeping in touch with them well past the transaction. I also keep 
the agent involved with them post transaction. If they ever let me 
know that they are considering another move, I make sure and 
circle their original agent back in the loop.

What has been your biggest challenge?

My biggest challenge was raising four kids on my own. When I di-
vorced, they were 15, 13, 10, and 7. I had never worked during my 
years as a parent and never finished my degree in psychology. It 
was important to me to find some type of employment that would 
allow me flexibility and an opportunity to be there for my kid’s 
events. I was fortunate enough to be introduced the mortgage in-
dustry. My career survived the downturn in 2008 and I was able 
to continue providing for my family.

Where do you hope to be in one, five, and ten years?

In one year, I will be continuing to build a successful mortgage 
business. In five years, I will be doing the same! In ten years I 
will be retired and traveling with my husband! My husband is a 
real estate agent, and when we talk about retirement, we include 
the fact that we always want to service the needs of the clients 
we have built over the years. So retirement for us will mean no 
longer building more business, but servicing the clients that we 
have grown to love.

Define success.

Success to me is turning yourself into a blessing to others by 
building your means with your God-given talents, and then using 
them to uplift and enrich others’ lives.

Tell us about your family.

I have four grown children and three granddaughters with a 
grandson on the way this April. Three of my children are mar-
ried and my oldest daughter is the leading the way as a mother 
herself. I have a wonderful husband, and we have been married 
for almost two years. It took me 13 years to find him after my di-
vorce, so I am beyond grateful for him and our partnership. I have 
two brothers and a sister, and they are some of my best friends. 
I lost my oldest sister a few years ago to the effects of alcohol 
addiction. She left three kids behind who I treat as my own.

Favorite books?

Dare to Lead and Rising Strong by Brene Brown.

How do you challenge yourself?

I read 10 pages or more of a good book every day. I am passion-
ate about personal development. I also love to listen to podcasts 
and TED talks as often as I can. I call time in my car “drive-time 
university.” I rarely listen to music because I prefer good books 
or podcasts.

Are there any charities or organizations you support?

I am a member of The Church of Jesus Christ of Latter-day 
Saints. I love serving. I have served in several teaching capacities 
in the church, and I am currently a Sunday School teacher to 16- 
to 17-year-old kids. I love them!

How do you unwind?

I love tennis. I currently play on three different leagues. It gives 
me a chance to be outside and to meet lots of different people. I 
always like to find out from my opponents where they are from 
and a little about their family life. One of the leagues I play on 
is an over-50 league. Those are the ladies you need to watch out 
for because they have more than likely been playing their whole 
lives. Never let their age deceive you. I have lost to ladies 20 
years my senior more times than I want to admit!

I also love movies. My favorite movie is Dan In Real Life. I have 
so many favorite quotes from that movie, but one that I say often 
(sometimes to no one but myself) is “Put it on my tab.”

Do you have any advice for our readers?

Never lose sight of the client! If you focus more on the individual 
and less on the commission, your business will grow.

How are you different?

I am a survivor. I have had times as a single mom of four when I 
had a quarter to my name. I have learned to focus on my bless-
ings and build on what I do have to work with. It has served me 
well in my mortgage career.

What do you want to be remembered for?

That I cared. I never want to leave any other impression than that. 
I care about my clients and I care about people. People make the 
world go around. And everyone has a story to tell. I want people to 
always feel valued and understood when they interact with me.

Liz Robinson

Liz’s wedding day 03.31.2017Liz with daughters, Hannah and Holly



18 • February 2019 www.realproducersmag.com • 19

Janine Igliane 
& Randy Dix

By Jacob Cabezudo

Randy Dix has been a REALTOR® for nearly 40 years, 28 of them 
as a top producer in Southern California. Randy is a father of six 
daughters, and he eagerly waited for his second daughter, Janine, 
to take up real estate. Soon after Janine moved to Arizona, Ran-
dy and his wife followed suit to restart the business and set the 
stage for a wildly successful family partnership.

“He had always nudged me to join him in the real estate world,” 
Janine said. Nevertheless, she took her time getting into real 

featured agents:

“Wherever you are, be there” is a piece of advice both Janine Igliane and her father Randy Dix use in 

every aspect of their lives. Whether traveling abroad, working in the office, or enjoying family at home, 

they always focus on the task at hand. It is a concept that has helped strengthen their relationship, 

increase the joy in their lives, and make their business reach amazing heights.

Randy and Janine at their annual food drive to Benefit House of 
Refuge as featured in the December 2018 issue of Costco magazine.

Janine with her husband, Rey, and kids: Elise (13), Malorie (10) and 
Chase (6)

Janine and Randy Gilbert mayor Jenn Daniel’s presents Janine with the 
2017 BREA award for number-one Realtor in Gilbert

estate. Prior to getting into the industry, Janine managed hotels, 
and her experience in that industry helped her transition and 
thrive as an agent.

However, the times in between hotel management and real estate 
were filled with hardship. “My mom had a stroke, and I was 
taking care of her physically and financially,” Janine described. 
“I had a four-month-old son and two older girls. My husband was 
working in California and commuting, being gone a week or two 

weeks at a time.” She needed to find a job with a flexible schedule 
and the ability to make good money.

“Under my dad’s guidance and teaching, I learned how to do real 
estate – what to say and what to do.” It’s for this reason that Ran-
dy is the most inspirational person in her life.

Janine joined her father six years ago, and since then “The Home 
Selling Team” as they are named, have been crushing it in the 
Gilbert market. In 2018 alone they sold 88 homes at $30 million 
in volume, and in the total of five years that they have been work-
ing together they sold 439 homes. To top it off, they have been 
named the number-one team in Gilbert.

Janine and Randy’s business is built around geographic farm-
ing, utilizing an old school technique with a modern spin. They 
farm over 16,000 homes on a monthly basis. “What’s cool about 
the way we farm,” Janine explained, “is that it’s not just about 
sending mailers and postcards. It’s about really getting involved 
in those communities, serving them and giving back, partnering 
with the local elementary schools, and doing a lot of community 
events.” Actually living in the communities that they farm helps 
Janine and Randy even further relate to their clients and connect 
with people.

The relationships that are fostered through this business are 
most rewarding to Randy. “I can give you so many examples of 
people that I met by just door knocking, and now they are close 
friends of mine” Randy said. “It’s beautiful to see the relation-
ships build from that initial meeting to inviting them to my house, 
calling and checking on each other, and them referring all of their 
friends and family to me.”

“I love it when clients post on Facebook about different things 
they do and enjoy in their home,” Janine added. “I feel like, ‘Wow, 
I got to be a small part of that.’ It’s an amazing experience to help 
them and care for them in such a big part of their life.”

Randy urges newer agents to stay patient about 
their business because those who stay in the game 
can run the game. “Throughout this long career that 
I’ve had, I have learned it’s unbelievably critical to 
continue to ‘drip’ on people” – meaning to stay in 
touch with clientele through marketing and other 
means. “To agents who want to join us or are seek-
ing advice, I let them know that we’re like police 
to the public. The public doesn’t want anything to 
do with a cop until they need one.” Agents need to 
recognize they are a valuable commodity and need 
to get into position to be utilized for those in need.

Additionally, Randy believes it is essential to 
surround yourself with likeminded individuals and 
treat real estate as a job and not a hobby. “There 
are a lot of people in the industry who ‘play’ real 
estate. It’s a hobby for them. If I have six hours to 
work, I’m going to work. I’m not going to spend four 
of those six hours working because I could be at 
home with my family. So, it’s important to not get 
sidetracked. Surround yourself with people who 
have the same objectives.”

Randy is looking to push for even more out of their 
already hyper-successful business. “There’s no 
reason why we shouldn’t double our numbers,” he 
challenged. “For 40 years, I have never stopped 
learning about real estate. It’s fluid. It’s important 
to stay in front of these changes that occur. Wheth-
er it’s a down market or up market, there is a small 
group that will stay at the top. And part of being at 
the top of the market is understanding it and where 
it’s going.”

Together, they are eager to broaden their reach and 
grow their team. Both Janine and Randy love serv-
ing as mentors for their agents into the future.

Thriving as a father/daughter team, the two are ul-
timately aimed to be remembered for being the best 
family members possible. Married for over 15 years 
and raising three wonderful kids, Janine wants 
nothing more than knowing she has made a positive 
impact on everyone she contacts. And Randy sim-
ply wants to be a good father that was always there 
for his daughters and wife.

“Do what you have to do,” Randy suggests. At 64 
years old, he finds no pleasure in door knocking, 
but he understands the great benefits that come 
from it. As agents, business doesn’t always come 
easy, but it is those who step out of their comfort 
zones and do the difficult things that rise above all.
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BUY A 
PRIVATE JET

UPGRADE THE OFFICE WITH FANCY 
FURNITURE AND GADGETS

GIVE THE C-SUITE A 
NICE RAISE

ENABLE THE RESCUE OF THOUSANDS 
OF HUMAN TRAFFICKING VICTIMS 

WORLDWIDE

WAYS A COMPANY 
CAN SPEND $3 MILLION:

N2 Publishing – the company behind every Real Producers magazine – believes in a future where 
everyone is free. This year, we donated 2% of our revenue, or $3 million, to support nonprofits that 
rescue and rehabilitate victims of sex slavery and forced labor. And it was only possible because of 

the support of our industry partners and engaged readers. Because of you.

TO LEARN MORE, VISIT N2GIVES.COM
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power couples in real estate

Power Couple: Chuck and Angela Fazio
Been Together: 17 years
Worked Together: 17 years

What advice would you give to a couple looking to go into 

business together? 

Communication is absolutely essential. Chuck and 
I have agreed that it is as equally important to com-
plement each other, as it is to be lovingly critical. 
Strive to get to know each other’s strengths, and 
seek the best in the other every day. Husbands, love 
on your wives, and wives, respect your husbands. 
Finally, love the Lord Jesus, because that really, 
really helps, too.

What is your secret to working together?  

We are absolutely best friends. We do everything 
together: run our many businesses together, drive 

to work and back together, dream together, pray 
together, and go on a lot of dates.

What has been your most difficult challenge, and how did 

you overcome it?  
Finding great staff! It took us years to assemble the 
team we have today. They are absolutely essential 
to our success, and we love them like family.

What is the most rewarding part of working together?  
Everything! We are both big thinkers, super driven, 
love to build, and love to work.

What is your favorite activity or hobby that you do together?  
Dates! We date at least four to five times a week. We 
take vacations without the kids (and we have six).   

Chuck and Angela Fazio

Power Couple: Drew and Lacey Lehman
Been Together: Six years, married for 
one and a half years
Worked Together: 11 years.

What advice would you give to a couple 

looking to go into business together? 

Have clearly defined roles, and be 
aware of each other’s strengths and 
weaknesses. Understand that it’s about 
give and take. And, make sure to set 
goals, and make sure that you are on 
the same page about those goals.

What is your secret to working together?  

We worked together before we were a 
couple, so we had a chance to figure out 
our business relationship and how to 
work cohesively with each other before 
the personal relationship ever came 
into play. We continue to work well to-
gether based on trust, respect, listening 
to each other, and the understanding 
that one person isn’t always right.

What has been your most difficult challenge, 

and how did you overcome it? 

There have been two main challenges. 
Number one is work/life balance and 
not allowing real estate to consume 
our personal/family time. It continues 
to be a challenge, but we have imple-
mented a “no phone calls past seven 
p.m.” rule to allow us uninterrupted 
time with our kids in the evenings as 
well as regular date nights with no 
phones allowed. And number two is 
letting go of control by realizing you 
have to roll with the punches in this 
business, and you can’t always con-
trol every aspect of every transaction.

What is the most rewarding part of 

working together?  

Getting to work daily alongside my 
best friend.

What is your favorite activity or hobby that 

you do together?  

Finding new restaurants to try, going 
to San Diego, spending time with our 
kids, and being outdoors (as long as 
it’s not 120 degrees).

power couples in real estate

Drew and 
Lacey Lehman
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Power Couple: Bill and Cindy Flowers
Been Together: 29 years. Bill was actually my kids’ youth group 
leader, so we met in church, served on committees, and sang in 
the choir together.
Worked Together: 26 years!

What advice would you give to a couple looking to go into business together? 

Not only do you have to love each other, you must like each other! 
Mutual respect is a huge requirement for a successful marriage 
and a successful business relationship. I have always loved that 
Bill will talk with me and give his opinion on anything I ask.

What is your secret to working together? 

Bill always makes me laugh. I can be way too intense when it 
comes to business, and that’s impossible to maintain when you live 
and work with Bill Flowers since he is always finding the humor 
in every situation. He was working his full-time job and then also 
was working with me during evenings and weekends. I finally 
convinced him to get a real estate license. Then he made the leap 
to give up his “real job” and join me full time in the real estate 
business. We did discover that it worked far better for us to have 
offices away from home as that helped to keep our home life sepa-
rate. (Of course, that is literally impossible to do in real estate!)

What has been your most difficult challenge, and how did you overcome it? 

Bill has had cancer twice, and not only was that hard for us person-
ally and financially, it was extremely difficult for our business and 
our team members. The systems we had worked so hard to estab-
lish actually carried us through the simultaneous crash of the mar-
ket in 2006 and Bill’s second round of cancer. We could not have 
survived personally or financially without those systems, but even 
more important were our amazing team members who stepped 
up and carried our business through those extremely tough times. 
Prayers and support from the entire real estate community lifted 
us up and gave us the strength to carry on!

What is the most rewarding part of working together?  

I think the joy of helping others and keeping our focus on making 
a positive difference in their lives is the most rewarding part of 
being a REALTOR®. When you add that focus on others to getting 
to work with the person you love most, it’s the best!

What is your favorite activity or hobby that you do together?  

We used to play a lot of sports together, but now we enjoying 
watching our favorite sports, especially if there is a grandchild 
playing or attending with us. Grandkids are the absolute best 
thing in our entire world!

Power Couple: Max and Arielle (Elle) Dewitt
Been Together: Four years
Worked Together: Three years

What advice would you give to a couple looking to go into business together? 

Establish some ground rules of how you want to separate work 
and family life. Like, if you are going out to dinner, maybe 
leave the phone in the car. We have even tried not taking calls 
after six p.m., just to help ensure we get some quality time to-
gether. Try to maximize your work time and your family time. 
Be in the moment.

What is your secret to working together? 

If there is a secret, I wish someone would tell us. There isn’t any-
thing easy about what we do, so we are constantly changing the 
way we run our business and home to meet our clients’ needs and 
each other’s needs. It can be hard at times, but life is hard and 
honestly nothing worth having comes easy.

What has been your most difficult challenge and how did you overcome it? 

There are a few people who just seem to be jealous of any tiny 
piece of success we earn. They have been trying to knock us 
down and make us fail for four years now. As if real estate wasn’t 
hard enough on its own, we have to constantly protect and stand 
up for ourselves against these people all along the way. It’s gotten 
to the point where we take that resistance and we turn it into 
motivation, and, trust me, it hasn’t been easy to get to that point. 
We love the challenges we have been given. They make us way 
stronger as a couple, and that strength has spilled over into the 
way we parent and run our business.  

What is the most rewarding part of working together? 

It has been so awesome to see our little business grow into 
something that we love and are proud of. We feel like our clients 
love and appreciate us, and that is what makes us happier than 
anything else. It’s so nice having your spouse truly understand 
how you feel when work situations affect your feelings. We un-
derstand each other even better when we can completely relate 
to each other’s feelings.

What is your favorite activity or hobby that you do together? 

We love to get outside with the whole family. (We sell houses, but 
we never want to be home.) We spend a lot of time in the desert 
or mountains riding dirt bikes, and we both ride cruiser motor-
cycles as well. We fish as much as possible and hunt every once 
in a while. We are always down to hike a new trail or see a new 
part of Arizona, and we especially love trying new obscure, hole-
in-the-wall restaurants. We are so blessed to able to do literally 
everything with the one we love the most.

Max 
and 

Arielle 
(Elle) 

Dewitt

Bill and 
Cindy 

Flowers
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Power Couple: Matthew and Nicole Potter
Been Together: Four-plus years
Worked Together: 10 years

What advice would you give to a couple looking to go into business together? 

Stop and make sure you have checked every box before diving in, 
as it can be stressful at times! It’s never as easy as it seems... There 
are ups and downs in any business, especially real estate. You defi-
nitely want to be able to leave business at the door when you need 
to and remember that no amount of success in the business will 
offset failures in the home. Take care of everything at home, and 
the business will get to the point it runs very smoothly.

What is your secret to working together? 

Coffee... Seriously though, it’s being able to collaborate, and 
respect each other’s input and ideas. It’s nice to have someone 
to bounce ideas off of, whether it’s in the middle of the day or 
middle of the night, and that happens routinely now with a little 
baby. The important key is to have respect, compassion, and real-
ize that your opinions might differ on ways to effectively handle 
business, which doesn’t make one or the other right. If the world 
was all vanilla ice cream, it wouldn’t be very fun.  

What has been your most difficult challenge, and how did you overcome it? 

Most difficult challenge as of late has been work/life balance due 
to our now four children, their activities, work, etc. It is easy to 
overcome when you know your partner has your back 100 per-
cent. We always make it work and our clients seem to really like 
our family dynamic. We have learned how to delegate responsi-
bilities to our amazing team members, which has furthered our 
success as well as theirs.

What is the most rewarding part of working together? 

Working with each other, as we are best friends. Friendship and 
camaraderie makes the real estate roller coaster so much more 
fun to ride. The fact that our success is equal, and we are always 
rooting for each other. There is no competition (okay, that’s a fib, 
we are competitive on everything), but it’s a healthy competition of 
doing what we need to do to help our clients realize their goals.

What is your favorite activity or hobby that you do together?  

There are several things that pique our interest. We enjoy going 
to the Phoenix Symphony, Diamondbacks and Cardinals football 
games, date nights and watching Forensic Files. We also enjoy 
traveling when we get the chance to some of our favorite places. 
We are also excited to be planning an ultimate European vacation 
... that might rival National Lampoon’s European Vacation.

Power Couple: James and Rebecca (Hidalgo) Rains
Been Together: When are we counting from? Our first 
lunch date was on Dec. 21, 2007, but we broke up 
for a week about six weeks later (which Rebecca 
still is hearing about from James 10-plus years 
later). We got married two times in 2011: June 1, 
2011, legally in our backyard in Chandler and July 
6, 2011, on a riverboat in Prague.
Worked Together: James started working with Re-
becca in 2008. He first began by installing signs 
and then he was “sucked in” to earn his real estate 
license. He officially joined the team in 2009.

What advice would you give to a couple looking to go into 

business together? 
Drive separately to the office.

What is your secret to working together? 

Driving separately to the office.

What has been your most difficult challenge, and how did 

you overcome it? 

Driving separately to the office.

What is the most rewarding part of working together? 

Driving separately to the office.

What is your favorite activity or hobby that you do together? 

Scrapbooking.

All joking aside, truly the best advice is to just have 
fun together, don’t sweat the small stuff, and joke 
around when you can. People many times comment 
on how we are like a comedy team duo because we 
laugh so much. We play off of each other’s strengths 
and help with weaknesses to perform at a higher 
level. James offers a lot of comedic relief at the of-
fice, which helps in stressful times, unless of course 
Rebecca is running late to something. Hence why 
James prefers to drive to the office on his own. He’s 
learned to pick his battles. (Happy wife = happy 
life.) Perhaps because we’ve both been married be-
fore, we appreciate how very blessed we are to be 
partners both at home and at the office. Ultimately, 
life is too short to be anything but happy. We get 
to work with our best friend every day. It really 
doesn’t get any better than that!

power couples in real estate

power couples in 
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Power Couple: Jeff Jones and Debbie Lemmon
Been Together: We started dating long distance in 2009; Debbie 
moved out here to be together in 2011. Married in 2017.
Worked Together: Married owners of AZ Home Seekers, a small 
boutique, high-touch real estate brokerage with no agents or 
assistants, just Debbie as owner agent and Jeff as designated 
broker. Established AZ Home Seekers in 2015. Jeff originally 
licensed in CA in 1998, and Debbie originally licensed in WA in 
2005. We started working in AZ together in 2012. 

What advice would you give to a couple looking to go into business together? 

Know your strengths and weaknesses, and have a clear vision of 
the roles you will play to maximize your strengths.

What is your secret to working together? 

Respecting boundaries and compromise in the work space, 
and keeping work differences of opinion at a work level and 
never personal.

What has been your most difficult challenge, and how did you overcome it? 

We are together all day, we have a home office, we go on most 
appointments together, so the hardest thing for us was turning off 
the business at night and switching gears without talking about 
business and clients. We make a point of distraction at night so 
we can focus and enjoy each other without talking shop. 

What is the most rewarding part of working together? 

Our biggest reward in this business is putting people together and 
improving their lives, being able to do it together is that much 
better when you see your spouse excelling at what they do first 
hand every day.

What is your favorite activity or hobby that you do together? 

Travel; we are so immersed in our business together we need to 
get away when possible to recharge and reset so that while we 
are here, we can be the best we can be, not only for each other 
but our clients as well.

Power Couple: Jody and Tom Kuhman
Been Together: 12 years
Worked Together: We have worked for the same bro-
ker since February 2016 but been in the business 
since 2004 (T) and 2007 (J).

What advice would you give to a couple looking to go into 

business together? 

Working together as a couple can be very reward-
ing if you have the same goals and set expectations 
of each other and your business. Have defined roles, 
but be flexible enough to provide assistance to one 
another in every phase of the business. Hold each 
other accountable, but be a positive force when 
pushing each other.

What is your secret to working together? 

Communication and respect for each other. We 
welcome and take advantage of the different 
strengths we bring to the business. We do not ex-
pect each other to have the same solutions or ideas. 
Celebrate successes together!

What has been your most difficult challenge, and how did 

you overcome it? 

It seems a little redundant, but learning how to use 
each other’s strengths and recognizing areas for 
improvement takes time and thick skin sometimes. 

power couples 
in real estate

power couples in real estate

Being open to suggestions, patience with each oth-
er, and personal determination lead us to succeed. 
We can accomplish great things using those tools. 
  
What is the most rewarding part of working together? 

Being able to create a business that works for us as 
a couple and a family. We feel extremely blessed, 
and are grateful to be our own boss and do what we 
are passionate about, together.  

What is your favorite activity or hobby that you do together?  

We both enjoy running together, exercising, and 
supporting our daughter’s extracurricular activi-
ties, which include horseback riding for our nine-
year-old and club softball for our 14-year-old.

Jody and 
Tom Kuhman

Jeff 
Jones 

and 
Debbie 

Lemmon
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Top Five Real Estate Marketing 
Trends for REALTORS® in 2019
By Carole Gurule, Onyx Communications

coaching corner

In this ever-changing digital landscape, marketing 

professionals recognize that online marketing will 

continue to be one of the most important channels for 

your overall marketing strategy moving into 2019.

With all of the advancements in video, live streaming, predictive 
analytics, messenger bots, etc., social media marketing continues 
to be one of the most prominent tools when it comes to market-
ing your business online. However, several things have changed 
in the past year. Social media algorithms have transformed. Face-
book announced the decline in organic reach for business/brand 
pages. Instagram began deleting “fake accounts” and removing 
likes and comments from those who were using third-party apps 
and bots to inauthentically engage with their followers. Brands 
are being asked to produce more genuine and engaging content 
now more than ever.

So, what does all of this mean for REALTORS®? We’ve put to-
gether a list of the top five real estate marketing trends we see as 
being key for real estate agents in 2019.

1) Virtual Open Houses

With everything becoming digitalized, virtual open houses pro-
vide massive exposure and should be at the top of your to-do list 
in 2019. One advantage of virtual open houses is that only serious 
buyers will inquire about viewing the property in person. Video 
marketing is key, whether it is a professional video or quick seg-
ment from your phone.

2) Automated Marketing

Make your life easier with programs that automate tasks like 
emails, social media posts, text messages, and website chatbots. 
Time block an hour each week to set up content and you are 
done! For more information, take a look at the 7 Marketing Auto-
mation Tools That Could Change Your Small Business by Forbes.
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3) Content Creation

The Internet is chock-full of the same information. 2019 is your 
time to shine! We recommend updating your professional website 
to include more personal information. Your bio is a great place to 
differentiate yourself by sharing personal interests, hobbies and 
passions. Also be sure to include your listings, client testimoni-
als, social media channels, videos, and a blog section.

The blog should consist of topics that are customized to your 
specific area or niche. Think about what clients typically ask you 
and then fulfill their needs through your blog with helpful tips, 
articles, and links. For example, create content about the schools 
in the area, transportation, or what amenities the neighborhood 
offers (best coffee shops, patios, happy hour, dog parks, etc.).

4) Refreshed Email Marketing

Take a look at your 2018 email marketing campaigns and note what 
performed well and what did not. Did certain subject lines produce 
exceptional open rates? Did a particular format get more clicks than 
others? Once you establish those points, adjust your current email 
marketing strategy to reach your audience more effectively.

Ensure your campaigns are mobile friendly and that you are 
personalizing your email content based on data from website 

visits, purchase history, and email preferences. Finally, remem-
ber that the quality of your email marketing campaigns always 
trump quantity.

5) Authentic Social Media

Customers do business with people they know, like, and trust. 
Clients are interested in getting to know who you are as a profes-
sional and as a person. It’s not only about promoting the proper-
ties you want to sell, but it’s also about educating them on who 
you are and showcasing your personality.

By being genuine and engaging in your posts, you will create the 
right audience following. Post encouraging reviews from custom-
ers to demonstrate that you have experience working with real 
people who made successful purchases. When using stories to 
promote an open house or new listing, show your face, use your 
voice to describe the space, and look professional.

I hope you found this information helpful. By turning these 
trends into action, I am sure your real estate business with thrive 
in 2019. If you have further questions, or need assistance with 
developing your marketing strategy, please email us at hello@
onyx-communications.com. Good luck in the new year!
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A N D  T H E  V I S T A  T E A M
By Jacob Cabezudo

Lindsay Mozena

30,000 feet above the Earth, an airplane pilot’s journey ahead 

is uncertain as only fog can be seen. All the pilot can do is use 

their skills and have faith that they can land the plane. Similar 

to the plight of the real estate agent, the path to success is 

neither easy nor clear, and adversity always rears its head. 

Lindsay Mozena has faced obstacles throughout her career, 

but is navigating her way as she rises to the top.

on the rise:

The Vista Team  |  Photo credit: Margareth Jaeger

In her childhood, she was raised in 
the tiny town of New Harper in up-
state New York, briefly lived in Nash-
ville, TN, and finally attended high 
school and college in Dubuque, IA.

A highly competitive athlete, Lindsay 
earned a full-ride scholarship to the 
University of Dubuque for swimming. 
However, her dream of great achieve-
ments in athletics was derailed by an 
injury she sustained in a car accident.

It was not long before she found an-
other hobby she loved: flying. Lindsay 
took up flight school and instantly fell 
in love with the idea of it. “There’s 
something about being in the sky that 
is just very freeing,” she described. 
But once again, a shoulder surgery 
kept her out of flight school long 
enough to not be able to finish.

Through it all, Lindsay stayed a firm 
believer that “you are put on the path 
that you’re meant to be on.”

Finding her “why” was essential for 
Lindsay in figuring out what she was 
going to do next. And her “why,” 
which stating it out loud still makes 
her emotional, is: “to be a beacon and 
a lighthouse for others so they can 
find their way through the dark.”

After graduating from college, Lindsay 
first entered the real estate world in 
2005. But with her biology degree 
just sitting there, the self-proclaimed 
“science geek” wanted to make use of 
it. She worked in environmental health 
for Maricopa County for several years, 
incidentally avoiding the market crash.

“My passion was always real estate,” 
she said as she described her rea-
soning to come back to real estate in 
2014. “I had two little boys at home, 
and I was working a lot. So, I made 
the decision, ‘You know what, I want 
to do what I love.’”

And Lindsay is very skilled at what she 
loves. Part of her success comes from 

Lindsay with husband Vincent

Lindsay with her kids, Breckin (10) and Kiptyn (7)
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her exemplary customer service. “One 
question I ask frequently is: ‘Do you 
prefer shopping at Walmart or Neiman 
Marcus?’ There’s a big difference in 
quality and customer service. And I 
can pride myself on saying that I will 
provide the Neiman Marcus quality 
every single time.” Without failure or 
faltering, Lindsay is there, attentive, 
on time, and prepared for her clients, 
thus making the process run smooth. 
As a result, referrals flow in.

For Lindsay, there isn’t a greater 
feeling in the world than providing 
someone or a family with a new home. 
“There’s magic when you’re out look-
ing at homes and you see that spark in 
their eye when they find the one.”

Her passion and the joy she receives 
from working with clients extends to 
her collaboration and leadership she 
has over her team. Lindsay started 
her team, Vista at Realty One Group, 
last year. You couldn’t find a more 
vibrant and cohesive group than the 
Vista team. Lindsay has selected seven 
individuals whose values and why 
align with her own, creating an energy 

and cohesion that is hard to find today. 
The Vista Team consists of the listing 
agents Shelly Law, Tanner Riordan, 
and Jessica Oberg and the buyers 
agents are Alex Chang, Rob Taffe, and 
Chris Glaser and transaction coordina-
tor Bridget Clark. What is interesting 
about this group is they truly like and 
care about each other, in spending just 
a short time with them you’ll see that 
their smiles are genuine, their laughter 
contagious, and they all desire to help 
the team reach their goal to close 150 
homes in 2019 with the highest quality 
service. They’ve been known to clean 
homes, help clients move, help clients 
pack, and do whatever it takes to make 
this a seamless and smooth process for 
the client.

 “I love working through others,” 
Lindsay said. “I am very much an 
‘interpreneur.’ I have the drive to help 
myself, but I always have to be part 
of something larger than myself.” The 
term “interpreneur” is a significantly 
more team-oriented version of the 
word “entrepreneur.” “‘Entrepreneur’ 
is when you’re working for yourself 
and you’re building your own busi-

ness. I love to do that, but I also love to help others 
grow their businesses.”

Her leadership role can easily be compared to her 
experience manning an aircraft when she was in 
flight school. “You have to operate at a really high 
level and have a high attention to detail. But you also 
have to be fearless. You need to know which oppor-
tunities to take but also judge what’s not good for the 
team. Just like with a pilot, you have to be able to 
walk outside and read weather patterns. Am I going 
to be able to land today and navigate through the 
fog?” As an agent and as a pilot, one must be ready to 
handle disasters quickly with a cool head and realize 
that you’re on the path you’re meant to be on.

With her outstandingly optimistic, positive, and 
selfless nature, Lindsay has even coached other 
top producers, brokers, and her teammates to find 
their “why.” The book Finding Your Why by Simon 
Sinek was instrumental in Lindsay finding hers and 
helping others do the same.

When going through obstacles and tough times, 
Lindsay employs a lesson she learned at a young 
age. “I had two choices,” she said. “I could’ve either 
taken a path of victim or taken a path of warrior. I 
was either going to let the situation or circumstanc-
es define who I was or let it fuel who I wanted to be. 
I chose to let it fuel who I wanted to be.”
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question of the month

What was your greatest accomplishment 

of 2018? (Part 2)

DONNA LEEDS, WEST USA REALTY

To quote Art Buchwald, “The best things in life 
aren’t things.” With that, the best thing for me is 
my continued success in my career, my personal 
and professional relationships, and my family. 
That best thing for me in 2018 is that all this 
continues into 2019.

JANINE IGLIANE, KELLER WILLIAMS REALTY 

EAST VALLEY

The best thing that happened in 2018 has to do 
with my husband. He has wanted to be a firefight-
er for a very long time and pursued a career in 
firefighting for over 10 years with no avail. He was 
very close a few times and finally decided to put 
himself through the fire academy. He graduated 
as “Recruit of the Class.” From then on he made 
pursuing a firefighter position almost a full-
time job. He did lots of ride-alongs, was always 
talking to other firefighters for advice, went to 
affinity groups, was a reserve firefighter for two 
departments, and more. He was relentless. He 
finally made his dream come true and accepted a 
full-time firefighter position. I’m so proud of him 
for pursuing his passion, for never giving up, and 
for facing rejection and not letting that stop him. 
Every time he goes to work now, I’m so happy for 
him because I know he is doing something that he 
loves! He is such an inspiration to me!

JENNIFER SCHUMACHER, CENTURY 21 ARIZO-

NA FOOTHILLS

Meeting the love of my life and blowing my real 
estate goals out of the water!

TY LUSK, KELLER WILLIAMS INTEGRITY FIRST

My 2018 business highlight was accepting the Di-
rector of Sales position with the 2018 Team of the 
Year, The Klaus Team. I’m leading our sales growth 
and am part of a dynamic leadership group, helping 
us expand client services and experience.

LISA FUNK, REVELATION REAL ESTATE

The best thing that happened to me in 2018 from 
a business perspective is that I had my best year 
ever in residential resale while successfully 
growing our team to 12 agents!

MALANI TILLOTSON, THE REAL ESTATE FIRM

For me as a 19-year veteran REALTOR®, I think 
one of the best things this industry offers is the 
opportunity to learn from other REALTORS® with 
masterminds and different panel discussions and a 
magazine like Real Producers. No matter how long 
you’re in the business, there is always something 
new and exciting that we can learn from each 
other to help grow our business. Sometimes it’s the 
reality that amidst so much great technology, we 
still have to remember our clients want a personal 
relationship with their REALTOR®.

CHUCK MALONE, JK REALTY

2018 was a banner year for me personally 
because I have successfully completed my 44th 
year as a full-time licensed real estate broker, 
right here in the East Valley. My enthusiasm for 
this wonderful business has never been greater.

I was honored to be the number-one agent for 
JK Realty during the month of September 2018, 

out of 250 agents. In spite of the low housing 
inventory, 2018 will be one of my best years. 90 
percent of my business comes from referrals. I 
had my first book published this year, with three 
more in the works.  

I am also celebrating 53 years of marriage 
this month.

ANDREA FEYEN, BERKSHIRE HATHAWAY 

HOMESERVICES

Well, that’s a tough one because my family and 
me have been blessed in so many ways. But my 
answer would be achieving my highest numbers 
yet in real estate, being asked to be part of the 
dream team for ICAN (which is a local nonprofit 
I support), and just having a happy and healthy 
family. My kids are growing up, and I am enjoy-
ing every minute with them. I am grateful to have 
such a flexible job that I love!

BRYCE HENDERSON, FOUR PEAKS BROKER-

AGE COMPANY

The best thing that has happened in 2018 was to 
grow our brokerage by adding a few new agents 
and move into a new office space!

JASON CRITTENDEN, REALTY ONE GROUP

Best thing that has happened in 2018 is that 
kindness has become currency, gratitude 
has become revered, and that generosity has 
become contagious.

PHIL SHAVER, GO SOLD REALTY

Having to change my business model to go along 
with the changing real estate market.

T.J. KELLY, SHEA PREFERRED REALTY GROUP

I am so blessed to have a supportive family, 
amazing friendships, God, and a career that I 
love. Being a full time REALTOR®, wife and 
mother can be a juggling act at times. But at the 
end of the day, the best things in life are free. 
That statement really resonated with me this 
year. You can’t put a price tag on your family or 
time spent with a loved one.

MAUREEN WATERS, REMAX FOOTHILLS

The best and most interesting thing that hap-
pened to me in 2018 was that I sold two houses 
using FaceTime. I drove around and showed 
them the area, neighborhood, and homes. Both 
sets of buyers were thrilled with their home 
choice. One of the buyers used Google satellite 
and could see my car driving the areas while I 
was FaceTiming them. Technology!

ELIZABETH ROLFE, HOMESMART ELITE GROUP

The tax law reforms making all the stars align so to 
speak, and point to Arizona as one of the very best, 
if not the best place, to live and invest in real estate 
in the USA! It’s really great for all of us!

CINDY FLOWERS, KELLER WILLIAMS 

INTEGRITY FIRST

I believe the best thing that has happened in 
2018 is that our market has become more bal-
anced and more stable. It’s been quite a while 
since we have had a “normal” real estate market, 
and I am excited about 2019!
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author Bob Burg and John David Mann

I found this book left behind on a table while managing at Star-
bucks years ago. Something about the name grabbed me. I read it 
back then and have once each year since becoming a REALTOR®. 
I don’t think I got as much out of it in all the previous years as I did 
this last December. I had a long flight and read it in one sitting.

The premise of the book is about “The Five Laws of 

Stratospheric Success.”

The Law of Value – Your true worth is determined by how much 

more you give in value than you take in payment.

The Law of Compensation – Your income is determined by how 

many people you serve and how well you serve them.

The Law of Influence – Your influence is determined by how abun-

dantly you place other people’s interests first.

The Law of Authenticity – The most valuable gift you have to offer 

is yourself.

The Law of Receptivity – The key to effective giving is to stay 

open to receiving.

Early on Joe is introduced to a guide or a mentor named Pindar. 
Pindar has lived by these laws for years and spends the rest of 

The

the book introducing Joe to different characters who have ap-
plied each of these laws to their own lives and found success.

When I first read The Go-Giver, I remember thinking the first few 
pages give away the “Five Laws” and the whole point of the book. 
I wondered, “Why do I have to read the rest of the book? Why 
not just go out and put those laws to work?” Well, as I continued 
to read about each law and how it corresponded to each of the 
different characters’ lives, I found myself replacing the char-
acters with myself. I placed myself in each position and asked 
myself what I would do in the same situations. I don’t find myself 
doing that with all books, but this one came very naturally. I 
became Joe in a lot of sections. I also became three or four other 
characters in the same chapters along with Joe.

My business is better because I met the Go-Giver, Joe, and Pin-
dar, all those years ago. I have a feeling more people will benefit 
because I met Joe and Pindar again in December.

I filled a small journal full of new notes and ideas after I finished 
the book on my six-hour flight. And since that trip, I’ve come back 
to my notes in my planning for this new year. I’m so glad I grabbed 
this powerful little parable about Joe and Pindar. I feel like they are 
my own mentors that I can continuously reach out to for guidance. 
The brilliant authors, David Mann and Bob Burg, have written se-
quels, four other books I believe. I am currently going through the 
second installment, Go-Givers Sell More. Look for a review soon!

By Chris Reece

book review

Go-Giver,
The Go-Giver is written in story form and is about a guy named Joe. Joe is in sales, 

behind on his goals, dreams, and his all-around life. Insert eye roll and the uninspired 

moan of “ugh, another one of these stories,” right? But that doesn’t happen, at least 

to me it didn’t. The tale picks up and goes, with no last names and no real character 

development, right into the heart of becoming a go-giver! In all of its 120 pages, it is 

power packed with terrific info that all salespeople could surely learn from.

24 HOUR EMERGENCY PEST CONTROL
NO CONTRACTS  •  FREE ESTIMATES

Creepy Crawly Pest Control Inc.
7650 S McClintock Dr #103-410  |  Tempe, AZ 85284

CreepyCrawlyPestControl.com  |  Facebook @ ccpestcontrol 

480-969-2926

Residential - Commercial
Industrial - Termite

Don't love the creepy crawlies in your home?

Don't love 

Est. 1981  |  LIC 5281
Termite Inspections & Treatments

SWEETHEART SPECIAL
Order your termite inspection

and receive $50 OFF treatment price!
Just mention Real Producers. Offer valid when booked through February 2019.
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FEBRUARY

schedule details
New Member Orientation 

Event Date: February 4
Event Time: 11 a.m.-12:30 p.m. 

Event Description: Course Type – 
Non-Accredited, Instructor Liz Hill

Location – SEVRAR

Commercial RE Networking Qualified 
Opportunity Zones

Event Date: February 5
Event Time: 7-9 a.m. 

Event Description:  Course Type – 
Non-Accredited 

Location – SEVRAR

Be a Social Media Influencer
Event Date: February 5
Event Time: 9-10 a.m. 

Event Description:  Course Type – 
Self-Improvement. Instructor 

Aaron Lacey
Location – SEVRAR

After Hrs Networking REALTOR®
Event Date: February 6

Event Time: 5-7 p.m.
Event Description: Affiliate Event 

Location – SEVRAR

RSPS: Resort and Second Homes
Event Date: February 8

Event Time: 9 a.m.-4 p.m. 
Event Description: Course Type – 
General Education 6.00 Credits, 

Instructor Holly Mabery 
Location – SEVRAR

A Different But Legal Path to 
Home Ownership

Event Date: February 11
Event Time: 9 a.m.-12 p.m. 

Event Description: Course Type – 
Legal Issues, 3.00 Credits, Instructor 

Ben Gottlieb 
Location – SEVRAR

MRP
Event Date: February 11

Event Time: 9 a.m.-5 p.m. 
Event Description: Course Type – 
General Education, 7.00 Credits, 

Instructor Jimmy Vercellino 
Location – SEVRAR

VA, FHA, and Reverse Mortgages 
for Purchase

Event Date: February 11
Event Time: 1-4 p.m. 

Event Description: Course Type – 
General Education, 3.00 Credits, 

Instruction Ryan Halldorson 
Location – SEVRAR

Past Presidents Luncheon 
Event Date: February 12

Event Time: 11:30 a.m.-2:30 p.m. 
Event Description: Location – 

SEVRAR, Event Type – Banquet 
Location – SEVRAR

Just the Facts
Event Date: February 13

Event Time: 9 a.m.-12 p.m. 
Event Description: Course Type – 

Legal Issues, 3.00 Credits, Instructor 
Dana Booth 

Location – SEVRAR

What Did That Say?
Event Date: February 13

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Contract Law, 3.00 Credits, Instructor 
Keri Means

Location – SEVRAR

Relational Selling
Event Date: February 14

Event Time: 9-11 a.m. 
Event Description: Course Type – 

Non-Accredited, Instructor 
Mark Poisson

Location – SEVRAR

Fair Housing Equal Treatment
Event Date: February 15

Event Time: 9 a.m.-12 p.m. 
Event Description: Course Type – Fair 

Housing, 3.00 Credits, Instructor 
Jim Zirbes

Location – SEVRAR

Contract Writing Essentials
Event Date: February 15

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Contract Law, 3.00 Credits, Instructor 
Jim Zirbes 

Location – SEVRAR

Leigh Brown All-Day Experience
Event Date: February 20
Event Time: 9 a.m.-3 p.m. 

Event Description: Course Type – 
Non-Accredited, Instructor 

Leigh Brown 
Location – SEVRAR

Substance Over Ego
Event Date: February 20

Event Time: 9-11 a.m. 
Event Description: Course Type – 

Self-Improvement, Instructor 
Leigh Brown

Location – SEVRAR

Agency and Real Estate Ethics
Event Date: February 20

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Agency Law 3.00 Credits, Instructor 
Andy Israel

Location – SEVRAR

Major Investor’s Reception 
Event Date: February 20

Event Time: 6-9 p.m. 
Event Description: Fundraiser 

Location – SEVRAR

GRI: Agency
Event Date: February 21

Event Time: 9 a.m.-4 p.m. 
Event Description: Course Type – 

Agency Law, 6.00 Credits, Instructor 
Marge Lindsay 

Location – SEVRAR

Fair Housing Law
Event Date: February 22

Event Time: 9 a.m.-12 p.m. 
Event Description: Course Type – Fair 

Housing, 3.00 Credits, Instructor 
Andy Israel

Location – SEVRAR

New Member Orientation
Event Date: February 22
Event Time: 9-10:30 a.m. 

Event Description: Course Type – 
Non-Accredited, Instructor 

Derek Anglin
Location – SEVRAR  

Agency and Real Estate Ethics
Event Date: February 22

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Agency Law, 3.00 Credits, Instructor 
Andy Israel

Location – SEVRAR

Agency Law and NAR Code of Ethics
Event Date: February 26

Event Time: 9 a.m.-12 p.m. 
Event Description: Course Type – 

Agency Law, 3.00 Credits, Instructor 
Ed Ricketts

Location – SEVRAR 

Grounds for Discipline!
Event Date: February 26

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Commission Standards, 3.00 Credits, 
Instructor Ed Ricketts
Location – SEVRAR

CE Savings or Dumping RE – 
Foreclosure, Receiverships

Event Date: February 27
Event Time: 9 a.m.-12 p.m.

Event Description: Course Type – Le-
gal Issues, 3 hours, Instructor Mark A. 

Winsor with Winsor Law Group
Location: West USA Realty – Cor-
porate Office, 2355 W. Utopia Rd., 

Phoenix, AZ 85027
Cost: Free

The Contract Matters!!
Event Date: February 27

Event Time: 9 a.m.-12 p.m. 
Event Description: Course Type – 

Contract Law, 3.00 Credits, Instructor 
Mandy Neat

Location – SEVRAR 

Your Value Matters!!
Event Date: February 27

Event Time: 1-4 p.m. 
Event Description: Course Type – 

Agency Law, 3.00 Credits, Instructor 
Mandy Neat

Location – SEVRAR

New Member Orientation
Event Date: February 27
Event Time: 2-3:30 p.m. 

Event Description: Course Type – 
Non-Accredited, Instructor 

Torey Gannon
Location – SEVRAR
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Just the Facts
9 a.m.-12 p.m.

What Did That Say?
1-4 p.m.

After Hrs Networking 
REALTOR® 

5-7 p.m.

Leigh Brown All-Day 
Experience 9 a.m.-3 p.m.

Substance Over Ego 9-11 a.m.

Agency and Real Estate Ethics  
1-4 p.m.

Major Investor’s Reception  
6-9 p.m.

CE Savings or Dumping RE – 
Foreclosure, Receiverships 

9 a.m.-12 p.m.
The Contract Matters!! 

9 a.m.-12 p.m. 
Your Value Matters! 1-4 p.m. 
New Member Orientation  

2-3:30 p.m.

Relational Selling
9-11 a.m. 

GRI: Agency 
9 a.m.-4 p.m.

Fair Housing Equal Treatment 
9 a.m.-12 p.m.

Contract Writing Essentials 
1-4 p.m.

RSPS: Resort and Sec-
ond Homes

9 a.m.-4 p.m.

Fair Housing Law 
9 a.m.-12 p.m.

New Member Orientation 
9-10:30 a.m.

Agency and Real Estate Ethics 
1-4 p.m.
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Silicon Valley Style
Home Warranty. Reinvented.Home Warranty. Reinvented.

hellosuper.com/realestate

844-55-SUPER

The Right Choice Movers
P a c k i n g   •   L o c a l  &  L o n g  D i s t a n c e  M o v i n g   •   S p e c i a lt y  I t e m  M o v i n g

480-229-5561  •  darrellroots14@gmail.com
9330 W McDowell Rd.  •  Phoenix, AZ

Call or email for your flat rate deal!

Roots Crew Movers

"I really recommend these guys for 
anyone who is planning on moving. These 

guys are awesome, efficient, and the 
price is right. They will definitely go out 

of their way to help out."  ~Amy S. 
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Teams and Individuals  Closed date from Jan. 1 - Dec. 31, 2018

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

1 Derek Dickson Offerpad 907 $229,795,619

2 Brian Bair Offerpad 362 $89,220,992

3 Carol A. Royse Keller Williams Realty East Valley 255 $78,712,844

4 Rebecca Rains Berkshire Hathaway Homeservices Arizona Properties 189 $55,972,575

5 Mindy Jones Nevarez KW Integrity First Realty 146 $50,897,053

6 Dawn Faraci Lennar Sales Corp 139 $49,605,652

7 Kenny Klaus Keller Williams Integrity First 163.5 $44,697,575

8 Brian Cunningham List 3k, LLC 137 $44,543,554

9 Karl Tunberg Midland Real Estate Alliance 95 $37,241,482

10 Rachael Richards Rachael Richards Realty 96.5 $36,876,332

11 Rick Metcalfe Canam Realty Group 140 $35,568,901

12 Randy Courtney Weichert, Realtors - Courtney Valleywide 74 $32,218,399

13 Robin Rotella Keller Williams Integrity First 98 $29,408,825

14 Jason Crittenden Realty One Group 90.5 $28,396,000

15 Bonny L. Holland Keller Williams Realty Sonoran Living 43.5 $26,982,350

16 Bob and Sandy Thompson Revelation Real Estate 67 $26,633,240

17 Benjamin Arredondo My Home Group Real Estate 76 $26,415,282

18 Terry Young Revelation Real Estate 72 $26,037,237

19 Jonas Funston Venture Rei, LLC 89.5 $25,866,250

20 David Arustamian Russ Lyon Sotheby's International Realty 51.5 $25,203,650

21 Tanner Milne The Menlo Group Commercial Real Estate 32 $24,991,617

22 Jason Zhang Gold Trust Realty 66 $23,873,110

23 Darwin Wall Prosmart Realty 46 $23,623,488

24 Michaelann Haffner RE/MAX Infinity 65 $23,485,114

25 Renee' Merritt Russ Lyon Sotheby's International Realty 40 $23,267,267

26 Mary Jo Santistevan Berkshire Hathaway Homeservices Arizona Properties 60 $23,056,563

27 Annette Holmes Rachael Richards Realty 62.5 $22,999,270

28 Jonnea Bennett Gehan Homes 69 $22,940,840

29 Mike Mendoza Keller Williams Realty Sonoran Living 58 $22,765,570

30 Henry Wang Revelation Real Estate 59 $22,756,411

31 Beverly Berrett Berkshire Hathaway Homeservices Arizona Properties 72 $22,489,000

32 Alan Kittelman Realty Executives 108 $21,996,569

33 Gina Mcmullen Redfin Corporation 55.5 $21,983,964

34 Zachary Cates Revelation Real Estate 52 $21,952,570

TOP 150 STANDINGS

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

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

35 Damian Godoy Argo Real Estate Professionals 88.5 $21,880,720

36 Shawn Camacho United Brokers Group 64 $21,642,046

37 Kathy Camamo Amazing AZ Homes 68 $21,604,766

38 Donna Mortensen Redefy 59 $21,453,115

39 Van D. Welborn Redfin Corporation 45.5 $21,444,378

40 Geoffrey Adams Realty One Group 61.5 $21,408,342

41 Jennifer Felker RE/MAX Infinity 45 $21,286,253

42 Rebecca Dorn Redefy 63.5 $21,189,194

43 James Watson Keller Williams Realty Sonoran Living 51 $21,105,525

44 Lisa Miguel West Usa Realty 42 $21,040,425

45 Stephen Helmstadter Helmstad Realty 47 $20,654,782

46 Scott Dempsey Redfin Corporation 49 $20,626,390

47 Lacey Lehman Realty One Group 73 $20,533,390

48 Michael D'Elena North & Co 54.5 $20,339,473

49 Timothy J Cusick Homelife Professionals 52.5 $20,328,655

50 Brock O'Neal West Usa Realty 43.5 $20,323,861
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Teams and Individuals  Closed date from Jan. 1 - Dec. 31, 2018

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

51 Darlin Gutteridge RE/MAX Renaissance Realty 58.5 $20,273,976

52 Stephany Bullington Revelation Real Estate 65.5 $20,180,506

53 Jason Witte Realty One Group 70 $19,785,798

54 Russell Mills Gentry Real Estate 65 $19,713,154

55 Jody Poling Hyres International, LLC 24 $19,562,800

56 Becky Kolb Keller Williams Integrity First 51 $19,473,024

57 Shivani Dallas Keller Williams Integrity First 55 $19,290,889

58 Brett Tanner Keller Williams Realty Phoenix 81 $19,177,053

59 Justin Cook RE/MAX Solutions 66 $19,156,602

60 Michael Olberding Berkshire Hathaway Homeservices Arizona Properties 55 $19,111,129

61 Kristine Smith Kb Home Sales 65.5 $19,062,437

62 William Nager Stunning Homes Realty 52.5 $18,869,350

63 Maureen Waters RE/MAX Foothills 51.5 $18,620,964

64 Michael Cunningham West Usa Realty 53 $18,532,775

65 James Samsing Real Home Services & Solutions 88 $18,480,821

66 Nate Randleman Revelation Real Estate 60.5 $18,424,350

67 Carlie Goulet Keller Williams Realty Phoenix 52 $18,398,955

68 Shanna Day Keller Williams Realty East Valley 50 $18,396,668

69 Michael Kent RE/MAX Infinity 64.5 $18,337,288

70 Gus Palmisano Keller Williams Integrity First 58 $18,040,800

71 Bill Olmstead Keller Williams Realty East Valley 60.5 $18,018,150

72 Scott Simas Housso Realty 48.5 $17,977,325

73 Kraig Klaus Keller Williams Integrity First 62.5 $17,920,125

74 Tyler Blair Keller Williams Realty East Valley 71.5 $17,881,414

75 Jesse Herfel Keller Williams Integrity First 55 $17,798,349

76 Curtis Johnson Exp Realty 61.5 $17,649,514

77 Ben Leeson Arizona Experience Realty, LLC 47.5 $17,630,846

78 Kelly Money Redfin Corporation 48 $17,598,366

79 Richard Johnson Coldwell Banker Residential Brokerage 45 $17,517,750

80 Byron Applegate Pivotal Real Estate Solutions, LLC 57 $17,070,757

81 Merrill Jencks Exp Realty 59 $17,066,780

82 Kandi Andresen Rachael Richards Realty 45 $17,001,600

83 Tina Sloat Tina Marie Realty 52.5 $16,988,375

84 Mark Captain Keller Williams Legacy One 52 $16,981,700

TOP 150 STANDINGS

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

85 Dean Thornton Redfin Corporation 47 $16,494,712

86 Katie Shook Redfin Corporation 51.5 $16,047,156

87 Templeton Walker Stunning Homes Realty 51.5 $15,998,125

88 Kiran Vedantam Kirans And Associates Realty LLC 36.5 $15,996,390

89 Rob Hale Elite Results Realty 54 $15,970,500

90 Jody Sayler Just Selling Az 56.5 $15,642,850

91 Shannon Gillette Launch Real Estate 50 $15,520,000

92 Shawn Rogers West Usa Realty 56.5 $15,461,448

93 Jill Mcfadden Delex Realty 37 $15,408,175

94 Sanjog Gopal Oz Realty 65.5 $15,287,400

95 Hilary Sutter My Home Group Real Estate 42.5 $15,108,711

96 Katherine Walsh Keller Williams Legacy One 49 $15,101,400

97 Kirk Erickson Schreiner Realty 42.5 $15,022,550

98 Angela Larson Keller Williams Realty Phoenix 71 $15,017,000

99 Steve Hueter Exp Realty 49 $14,934,250

100 Alyson Titcomb RE/MAX Alliance Group 43 $14,812,000

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



52 • February 2019 www.realproducersmag.com • 53

Always FREE Estimates! Call Us Today!

WE’VE GOT YOU COVERED

Let Us be Your Realtor Roofer AZRoofingWorks.com

Teams and Individuals  Closed date from Jan. 1 - Dec. 31, 2018

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

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

101 Bob Lisk Network Realty 24.5 $14,801,596

102 Cindy Flowers Keller Williams Integrity First 53 $14,787,285

103 Mark Gunning West Usa Realty 41.5 $14,688,520

104 Trent Windsor S. J. Fowler Real Estate, Inc. 30 $14,612,600

105 Amy N Nelson Keller Williams Realty East Valley 38.5 $14,593,200

106 Catherine Renshaw Lennar Sales Corp 35 $14,569,413

107 Janine Igliane Keller Williams Realty East Valley 39.5 $14,496,950

108 Pamm Seago-Peterlin Century 21 Seago 38 $14,441,700

109 Azita Sajjadi Coldwell Banker Residential Brokerage 39 $14,411,750

110 Rachel Krill Revelation Real Estate 59.5 $14,394,895

111 Paul Whittle American Allstar Realty 64 $14,365,201

112 Spencer Lindahl Main Street Renewal, LLC 68 $14,355,400

113 Cynthia Dewine Century 21 Arizona Foothills 41 $14,339,750

114 Kyle Bates Keller Williams Realty East Valley 49.5 $14,264,774

115 Diane Bearse Realty Executives 33 $14,190,102

116 Charlotte Young Revelation Real Estate 38 $14,010,250

117 Thomas M Speaks Revelation Real Estate 44 $13,946,915

118 Wade Crandell RE/MAX Alliance Group 50 $13,936,000

TOP 150 STANDINGS

# First Name Last Name Office Name Total #   

01/01/2018 -12/31/2018

Total $   

01/01/2018 -12/31/2018

119 Elizabeth Rolfe Homesmart 32 $13,844,100

120 Eleazar Medrano Homesmart 54 $13,804,450

121 Bryce Henderson Four Peaks Brokerage Company 42 $13,758,664

122 Gordon Hageman My Home Group Real Estate 38 $13,754,123

123 Gina Donnelly Prosmart Realty 30.5 $13,747,850

124 Christy Rios Keller Williams Integrity First 35 $13,709,622

125 Mark Brower Mark Brower Properties, LLC 43.5 $13,627,775

126 Sean Warren Revelation Real Estate 45 $13,551,900

127 Christa Cooper CC Real Estate Company 27 $13,484,400

128 Scott Cook RE/MAX Solutions 41.5 $13,455,500

129 Randy Duncan Realty Executives 53 $13,431,802

130 Jason Laflesch Results Realty 32 $13,365,450

131 Adam Prather RE/MAX Solutions 40.5 $13,254,400

132 Heather Openshaw Keller Williams Integrity First 41 $13,191,945

133 Richard Ashby Ashby Realty Group, LLC 46 $13,174,287

134 Jennifer Schumacher Century 21 Arizona Foothills 34 $13,096,790

135 William Ryan RE/MAX Infinity 30 $13,071,638

136 Cristen Corupe Keller Williams Realty Phoenix 37 $12,968,400

137 Danny Kallay Homelife Professionals 27.5 $12,911,749

138 Michael Silver RE/MAX Alliance Group 38 $12,872,000

139 Kelly Jensen Homesmart 45 $12,868,362

140 Eric Dixon On Q Property Management 29 $12,808,025

141 Aaron Carlson Weichert, Realtors-Home Pro Realty 40 $12,798,410

142 Joshua Asanovich Keller Williams Realty Phoenix 49 $12,786,084

143 Michael Smith Phoenix Native Properties, LLC 22 $12,688,800

144 Stephanie Sandoval Homesmart Lifestyles 45.5 $12,648,988

145 Kenneth Johnson Homesmart 52.5 $12,482,240

146 Julie Gallego Redfin Corporation 31.5 $12,456,047

147 Daniel Porter RE/MAX Solutions 29 $12,437,694

148 David Courtright Coldwell Banker Residential Brokerage 31 $12,390,999

149 Gina Mckinley RE/MAX Fine Properties 42.5 $12,384,690

150 Ivy Coppo Realty Executives 12 $12,329,390



54 • February 2019 www.realproducersmag.com • 55

“We'll tell you the Truth about your Roof” 

928 E Javelina Ave Mesa, AZ 85204480-426-1915 www.roofstararizona.com

We help our Real 
Estate® Agents meet 
deadlines and close 

sales! Quotes for 
home sale 

transactions are our 
priority.

Whether you are in 
need of a roof 

inspection for your 
buyer or a BINSR 
response for your 

seller, we have you 
covered.

Call us today! 
(480) 426-1915

Not intended for consumer distribution. All loans subject to credit approval. Rates and fees subject to
change. ©2018 PrimeLending, a PlainsCapital Company. (NMLS: 13649) Equal Housing Lender.
PrimeLending, a PlainsCapital Company (NMLS: 13649) AZ Lic. no. 0907334. v120717

Turn Any Property
Into A Sold Property
Give your clients more options with
PrimeLending
As your local renovation loan resource, you can feel 
confident I'll hustle just as hard as you do for your 
clients while finding the perfect solution for their 
situation. Let me help turn your house hunters into 
homeowners and your showings into sales!

1120 S. Dobson Road #230, Chandler, AZ 85286

You Sell, We Close
Call Today 602-570-3098
Liz Robinson
Loan Originator  |  NMLS: 228371
www.LizRobinson.com

Ken Starks
Mortgage Department
  •  Team Manager
     NMLS #173595

Allied First Bank, sb
NMLS 203463 | Cert. # 55130

714-328-4475 kstarks@alliedfirst.com
TheStarksTeam.com

Do your clients need loans
that can include:

For real estate professionals only and not a commitment to lend.

Then Call Ken @ Allied First!

•  Excellent Rates…MUCH lower than
   our competitors!
•  Loans for Entrepreneurs -- Stated Income
   & Bank Statements
•  No Junk Underwriting Fees / Points
•  Scores Down to 500
•  Closing in as Little As 8 Days

Preserving Sanity One Move at a Time

• Premium Moving Service at Reasonable Rates 
• Short & Long Term Storage Programs 
    (Flexible Solutions for Customers Caught In Between Closings) 
• Transparency with a Commitment to Quality

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

602-564-6683CamelbackMoving.com US DOT #1635834

We have 355 
5 Star Reviews

VIPpromotions!

Sweetheart Special

(Available Exclusively toReal Producer Real Estate Agents & Your Clients)



Save Time & Sell More with ListerAssister

SERVICES OFFERED:

The Original & Premier Full Service Listing Assistance Provider

Call 602-492-5006
Info@ListerAssister.com

ListerAssister.com

•

 

Wide Angle Photography
•

 

Next Day Availability
•

 

Sign & Post Service
•

 

MLS Data Entry
•

 

3D Matterport with Doll House Floorplan
•

 

Aerial/Drone Photography & Video
•

 

Virtual Staging
• And More!
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