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Proud to be the HOME LOANS FOR EVERY NEED!

When your clients decide to purchase a new home, | can provide expert advice and a wide selection of
0 ' loan programs with competitive rates. | will work with your clients one-on-one to meet their specific needs
and make sure they understand all of their options.

Shorecrest and Canterbury!
THOMAS/BRUCE

HERE IS A SNAPSHOT OF THE LOANS THAT ARE AVAILABLE:

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

FHA LOANS: A great choice for first time homebuyers, buyers with litfle down payment or with less-than-perfect credit.
Min. 580 FICO'"s'.

JUMBO LOANS: |deal for borrawers who require higher loan amounts; available up to $2 million. Min 480 FICO.
VETERANS ADMINISTRATION [VA] LOANS:

Perfect for active and reserve military; spouses may also
qualify. As low as 580 FICO's”.

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

80-10-10 LOANS: Commonly used to minimize the out
of pocket expenses when purchasing a home. Ideal for
borrowers who have great credit, lack capital, and wish
to avoid paying PMI (Private Mortgage Insurance).

CHEMNOA: Combines the ease of an FHA loan with a
grant or second mortgage to cover your down payment®,

LOCK AND SHOP: Lock in a low interest rate BEFORE
finding your new home.
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We are dedicated to providing fast and efficient service for all our clients. We even have a 6
month rate lock available for well qualified buyers. No one will work harder for you!

THE BILL VIANTOOTH Team

OF

NFIVI LI I

E aoth Rd, Ste D-1 America’s Commaon Sense Lender

727-316-5115

BII.L MANTOOTH

before August 1st and SAVE $50!

www.thomasbruce.com | ycasiad
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CUSTOM RENAISSANCE PORTRAITS
Own a custom Renaissance portrait of yourself and your family painted in a
way that captures your soul and your story while giving you C O N T E N T S

a faily treasure that will last a lifetime

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.

$3 MILLION:

UPGRADE THE
OFFICE WITH
FANCY FURNITURE

AND GADGETS
GIVE THE

C-SUITEA

BUY A
NICE RAISE

PRIVATE JET

Call to schedule your portrait session N | .
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
If vou're going to live, leave -*\L']rh [‘,r‘- million, to support nonprofits that rescue and rehabilitate victims of sex slavery
a ]l’."'-’dL y. \'Idkt‘ a mark on the Pl t:\ ':'j I‘:.i- e (8] 3) 50‘1~725U and forced labor. And it was only possible because of the support of our industry
partners and engaged readers. Because of you.

ALLIE ShRR.-’LND PORTRAITS LLC . .
world that can’t be errased. ool allieserranoportraits.com
Miya .:|l|'{;||'|| r:;}f’;l::__:q a
www.realproducersmag.com - 5




MEET THE

PROPERLY INSPEGIIED!

THE PEACE OF MIND HOMEB

TAM PA BAY : u"'HOMEINSPECTION S ERLV CE_,S.,

REAL PRODUCERS TEAM

=" « Residential,
Commercial, &
Insurance Inspections

» 360 Degree Photos
. « WDO Scheduling
» Drone Technology

“4 . Infrared Technology

"Properly Inspected is a wonderful group. of professwnals that perform7 a thoroug inspection on my

Don Hill Stephanie Andrea Kurjah Elizabeth McCabe Dave Danielson future home and generated. the best comprehensive report that I have seen in this industry. I am a
Area Director Shaughnessy Event Coordinator Writer Whriter mechanical engineer and I appreciate this level of detail. They are very organized and arrived in time.
Content Coordinator They absolutely provide excellent service." - GISON L

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

h First American Title™

Carol Walker Allie Serrano Krystyna Gehl Sherry Keenan Madison Thayer
Professional Photographer Professional Photographer KG Photography Professional Photographer Client Director
Thomas Bruce Studio Allie Serrano Portraits, LLC Event Photographer Best View Photography, LLC

Meet Ray
Mihara’s
Family -
His Wife
Annette
and Their

erty data at your fingertips

Daughter
Brooke
(Ray was
featured in
the June
issue)

* Local E backed by a National Underwiter Closing Cost Calculator / Net Sheets
* State-of-the-art technology { e in 7 language)

o

* Printing Saolutions = Kim Dickey, Nationally Acclaimed Sales Trainer

* Laser-focused farming

EXPERIENCE THE DIFFERENCE! www.FirstAm.com/FL

6 - July 2019 www.realproducersmag.com - 7



ADVERTISING AGENCY
Evolve & CO

(727) 490-9835
evolveandco.com

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

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

Properly Inspected
Matt Friesz

(727) 798-6480
Properlylnspected.com

PREFERRED PARTNERS

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

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

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

HOME STAGING
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

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!

Old Republic Home Protection
Brian Brown

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

INSURANCE

Blanchard Insurance

Chris Hernandez

(770) 685-9759
www.Blanchardlnsurance.com

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

MORTGAGE LENDER
Guaranteed Rate
Trevor Smith

(727) 362-6889
rate.com/trevorsmith

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

Van Dyk Mortgage
Bryan Lovell

(813) 727-1867
www.VanDykFlorida.com

MOVERS

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

MOVING & STORAGE

Coast to Coast Moving & Storage
(813) 621-1003
CoasttoCoastMovingandStorage.com

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

PHOTOGRAPHY

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

B Lively Images
Barry Lively

(813) 477-3398
thevirtualvisit.com

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

KG Photography
(847) 946-3865
picsbykg.com

PUBLIC RELATIONS AND MARKETING
ARK Public Relations, LLC

(727) 776-8113

arkpublicrelations.com

TITLE COMPANY
Artesian Title
Rick Nayar

(407) 810-0640

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

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

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

RESIDENTIAL < CORPORATE ' INTERNATIONAL ' MILITARY @ STORAGE

True Peace Of Mind

- 19 Years Experience S
- Over 60,000 Inspections

- Licensed General Contractors “Where Al of Our Inspeclors are GO0d LOOkers'

$25 off any Full Inspection
Package when scheduled online

(Just Mention Tampa Bay Real Producers)

Inspection
h——a Scrvices

. 2
LOAST o LOASTy
\\77&:04’«9 & Storage }'

Etrust Your Life's Memories rlrmﬁ‘\rm

Why Choose SEC Inspection Services?
-You've had Deal Killers, now try the Good Lookers
- Fast and Flexible Scheduling
- Same Day Digital Reports

COAST to COAST

Moving and Storage

5035 Uceta Rd.

Tampa, FL 33619

(877) 621-1043
coasttocoastmovingandstorage.com
contact@ctcms.com

IM# 1821 | US DOT# 1973640

Call SEC Inspection Services today

727-786-4663 or Schedule Online
24/7 Right From Our Website

Call, Email or Go Online for your
f ¥ © velp FREE Estimate.
We'll Get You There...

www.secinspection.com (3]
727-786-4663 | 813-657-4663

Dan & Melissa Menikheim

8 - July 2019
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leaders

By Dave Danielson
Photo Credit: Carol
Walker/Thomas
Bruce Studio
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Frank Fage would achieve excellence
in any field. Luckily for St. Petersburg,
he’s a leading real estate agent with

Premier Sotheby’s International Realty.

The reason is simple. He gives his all,
and he dedicates himself to serving

others the right way.

When you ask Frank what he loves the
most about being a real estate agent,

you hear the passion in his answer.

“Basically it’s making people happy,” he
says. “The thing that I get the biggest
kick out of is making a difference. You’re
helping them build a whole new life.”

Building a new life is something
Frank knows firsthand. While he’s

a long-time resident of the area, he

experienced a significant change in

location to arrive 22 years ago.

From the UK. to the U.S.

It was the late ‘90s. Frank lived
southeast of London in the area
where he was raised. For 21 years,
he had practiced and perfected his
brand of customer-first quality real
estate with one of the UK’s premier
real estate companies and was
overseeing 35 offices. That’s when
he moved to the U.S. and Florida
and started with Coldwell Banker.

There were the obvious changes in climate and
countryside between his old and new homes —

as well as in the business itself.

“When I started here, I came from a culture in
the U.K. where you were employed by the com-
pany. They paid me a salary and then a com-
mission based on performance,” he remembers.
“Coming here, you work as an independent
contractor, and you're not paid a bean, and you
have to make everything yourself. So when
you're starting out, you’re starting from zero.
And you don’t get a paycheck until you start

to become effective. I'm not a cold caller, so it
took me maybe a little bit longer to get started.”

Yet there was no denying Frank’s experience,

www.realproducersmag.com - 11



skill and premier service. It was just a
matter of time — and a matter of follow-
ing the advice he gives to newer mem-

bers of the profession.

“Just stick with it. Stay true to your prin-
ciples. And always do the right thing,”

he urges. “The core of it all is customer
service and being that dedicated liaison

with the client that underpins it all.”
Digging Deep
Frank goes beyond mere transactions to

understand those he serves.

“To do your job right, it’s a lot of work.

12 - July 2019

Communication is key and identifying
and understanding the personality of the

people you're dealing with,” he explains.

While acknowledging that there are sev-
eral personality assessments out there,
Frank agrees with those that identify four
primary types. He remembers how he ap-

plied the model to one of his first clients.
“He was an accountant and had his own
company,” Frank recalls. “He was very

detailed and had a dominant personality.”

This information gave Frank what he
needed to exceed the need.

Pramier

“I knew detail would be vital for him. So
I over delivered on everything with a lot
of information,” Frank says. “He lapped
it up, and we sold the house and received
a glowing testimonial. It’s easy in a way,
because you know what they expect. And

if you over deliver, you can’t go wrong.”
That kind of experience excites Frank.

“I have a true passion to be the best I

can. And what drives me is seeing hap-

Py, smiling faces at the closing,” he says.

One recent example involved a St. Peters-
burg home that had been on the market

for 18 months with no offers. So
Frank and his wife Laura — a
professional event planner and

interior designer — joined forces.

The home was situated on the
beach and listed at $2.5 million.
The seller didn’t want a long
agreement, so Frank got to work,
staged the house for the first
time (since it hadn’t been staged

before) and moved ahead.

“The home was just a few doors
down from the Don CeSar —

The Pink Palace — right on the
beach,” he says. “We wanted to
set up a broker opening, but there
were parking restrictions, you
couldn’t park on the street, and
there was only room for about

four cars on the property.”
Laura had a plan.

“We invited 20 to 25 of the really
top REALTORS® to a VIP break-
fast at the Pink Palace,” Frank
says. “By having the breakfast at

the hotel, the parking issue was

overcome. After the breakfast, we
walked everyone down the beach
to the house. It was a very good
networking event and the REAL-
TORS® enjoyed the experience so
much they posted their experience
all over social media. The property
sold within 45 days.”

More in Store

Frank and Laura team up in other
ways, too. The two enjoy enter-
taining with friends and family,
music, traveling, gardening and
home remodeling. In fact, the
couple just completed renovating
a home that Frank says hadn’t
been touched for 50 years. In
addition, they support causes that
are close to their hearts, including
St. Jude’s Hospital and Habitat
for Humanity. Delete They also
love spending time with children,

including Frank’s two sons.
In addition, Frank and Laura
opened a new store in December

2017 in St. Petersburg called Patina.

As Frank says, “It’s Laura’s

brainchild. It’s a home décor and
accessory lifestyle store, and we
have furniture, sleepwear, jewelry
and kitchenware. And there’s an area
of the store called Boystown, because
it’s more male-oriented, with things
like brass compasses, magnifying
glasses, and other knick-knacks. It’s
quite incredible to see people’s reac-
tion to it they say they haven’t seen
anything quite like it.”

Frank predicts a very full and active future.

“I don’t think we’ll ever retire. We're

not those people,” Frank smiles

In the meantime, Frank continues to
excel as a top-producing real estate
agent by helping his clients exceed

their expectations.

“When I work with someone, I want
them to say this is the best experience
they’ve ever had and that they’re de-
lighted. That’s really what I strive for.
On my headstone I'd like it to simply
say, ‘You did it right.”

For Frank, there’s just no other way.

www.realproducersmag.com - 13



“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.

401 EAST JACKSON STREET, SUITE 2340 | TAMPA, FL 33602 | 813.995.6088 | ARTESIANTITLE.COM 4 1 Y

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

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

STUDIOS

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

-
D >

) -
We’ve worked with companie’ge and small across the city.

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

www.delvmorestudios.com | info@delvmorestudios.com

14 - July 2019

Clients across St. Petersburg,
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“[Trevor Smith] was most  “Trevor and his team were “Trevor made the entire iR |l
responsive to questions  knowledgeabile, tireless, and  process easy. He was o i
and, importantly, kept very professional during the available to answer any W5 Ii
us informed in a timely process of guiding me to guestions or concerns | had W 1
manner throughout the  obtain the loan for my first and was confident in his : ik
application process.” home. | appreciate the time knowledgeable answers. = i |
—wallace G. and patience explaining and  Trevor also followed up to . i
guiding me through my first  assure | understood each Lyl
experience buying a home." step of the process.”
—Diana V. —JaneenW.
BEST 95% TOP 10
@ Sifpoross e Py, B

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

Trevor D, Smith Let's get started

VP of Martgage Lending O: (727) 362-6888  C: (225) 252-6693 g uaran te Bd
360 Central Ave., Srd FI. Sulbe 590 Rate.com/trevorsmith "-‘;
5t Petersburg, FL 33701 - ;

trevorsmith@rate.com

Eimmuun MMILS IC: 33207 FL- LO3&0T9 = NS ID 2611, (Matiomside Morlgape Licending System wawnmls consesersooeis.org) = L - Lick MLDI 102
1] Source: LS. News and World Repans list of Best Mangage Lenders 3018, 2) 99% Customer Satishacion: Data Sovice: Guarantesd Rate®s Oient Sesislaction Surveys (veragid J007- 1019) ¥) Scence Netions| Rinking by volume
peodided by waw. insidemorigagefisance.oom,

First American Home rranty rs

HVAC coverage benefits

* 14 SEER % |
B * No dollar limit on Y g ml "

refrigerant replacement We perform comprehensive

® Repair and replace inspections and specialty services
for homes and businesses.

® Unknown pre-existing
conditions

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.

® Unlimited service calls

® No size limit on covered
residential AC units

Sea sample contract for coverage details.,

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

Waypoint Property Inspection, LLC (i-" E\"..E @ @
et s (813) 486-8551 s
Mobile: 813.344.7525 Woeb: firstamrealestate.com waypointwest.com G O

t "homewarranty

" SO + s I
to B0-800 1o get in tou
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‘When you need pest control
services, you need someone who
employs the latest techniques
and strategies, prices their ser-
vices fairly and cares for a prop-
erty like they would their own.

All of those things describe
ProHealth Pest Control, based
in Clearwater. In the process,
Melissa and Dan Menikheim
and their teamwork each day
to uphold their reputation as a
trusted, experienced and dedi-

cated partner.

16 - July 2019

LOCAL LEADERS

ProHealth Pest Control was established in
2011 in tandem with the other business that
Melissa and Dan own and operate — SEC

Inspection Services.

As Melissa says, “The emergence of Pro-
Health Pest Control really came out of a
need. During our inspection process with
SEC, we had been teaming up with another
organization that provided termite services.
As time went on, it made sense for us to de-
velop and offer that side of the business, as
well,” she recalls. “The value in that is that

our clients can do it all with one call to us.”

PROHEALTH
PEST CONTROL

TRUSTED. EXPERIENCED. DEDICATED.

Since then, it has built a strong
reputation as a local leader offer-

ing a wide range of services.

“We cover the full range of termite
inspection services. Sometimes it’s
required, depending on the type

of loan. Even if it’s not required,
it’s highly recommended to have it
done,” Melissa explains. “Beyond
that, we also offer second opin-
ions, along with preventive pest
control and rodent treatments,
and additional types of treatments,

such as ants or roach eradication.”

With Florida’s termite-friendly climate, ProHealth

Pest Control is more than equal to the task of dealing

with its destructive force.

“In this area, we deal a lot with either the actual
termite that eats the wood, or the fungus or wood rot
that attracts termites,” Melissa points out. “Either
way, one of the things we do that is important is the
fact that we use organic solutions. We use a range of
food-grade organic solutions. And that can be espe-
cially critical for people who have allergies to some

of the other products that are used on the market.”

SERVING WITH INTEGRITY
Melissa and Dan don’t take shortcuts in terms of

service or the value they deliver.

“The other day, a homeowner called us for a second
option. Another company had come out, told the
homeowner that he had a major subterranean infes-
tation issue beneath the house and that it would cost
$4,000 to take care of,” she recalls. “We took a look,
and didn’t see any issues. But they did want a preven-

tive plan that we were able to offer them.”

With ProHealth Pest Control, you have an ally on

your side who is there for you and your clients.

“We’re a resource and educational option for our real
estate partners. One of the additional services we
provide is giving free evaluations, whether it’s the

first or second opinion,” Melissa says.

Flexibility is a big part of the ProHealth Pest Control

difference. If a property needs a comprehensive prop-

» featured sponsor

By Dave Danielson

erty inspection, the SEC
Inspection Services team
becomes involved. Or, if a
general home inspection
has already been sched-
uled with another party,
ProHealth Pest Control

is happy to provide just the

termite portion. Either way, the

termite inspection is just $60.

As Melissa says, ProHealth Pest Control is staffed with a pro-

fessional team that’s available to meet the need.

“We typically offer one- or two-day turnaround service. And in
some cases, we can even handle same-day requests,” she says.
“Either way, our team is available to answer the call and get

things taken care of in rush situations.”

As Melissa says, the team defines success through their results.
“We’re here to work with people in whatever way works best
for them,” she smiles. “If we can keep them bug-free, that’s
what it’s all about. We want to put their minds at ease and let

them know they’ll be bug-free. We guarantee it.”

CONTACT PROHEALTH PEST CONTROL TODAY!
www.ProHealthPestControl.com

Prohealth ™€
Pest Contro#

www.realproducersmag.com - 17
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Proud Sponsors of
Tampa Bay Real Producers IO conte ekl P

800.282 7131 Ext. 1389
BrianB@orhp.com
www.myorhp.combrianbrown

Your #1 Home Warranty
Specialists!

*}‘ E ﬁ : Janelle Weeden
Account Executive

800.282.7131 Ext. 1037

JanelleW@orhp.com

www.orhp.com I 800.445.6999 -_':'i;-’:ll': OLD REPUBLIC INSURANCE GROUP www.myarhp.com/anelieweeden
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REAL ESTATE PHOTOGRAPHY AND BUSINESS PORTRAITL
SHERRY KEENAN - BEST VIEW PHOTOGRAPHY LLC - WWW.BESTVIEWPHOTOGRAP
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By Dave Danielson
Photo Credit: Carol Walker/
Thomas Bruce Studio

In the churn of life and business,
there are demands, deadlines and
last-minute requests that can come
at all hours. In turn, it’s easy to con-

fuse activity with progress.

It’s difficult to maintain a sense of
healthy balance. Chris and Nicole
Dufala are the broker/owners of Lock
& Key Realty, and they are a prime
example of how business success and

balance can go hand in hand.

Opening New Doors

Before entering the real estate busi-
ness several years ago, Chris and Ni-
cole had other working careers and
experiences that laid the groundwork

for their success.

“Before I got into real estate, I
worked at a manufacturing plant, and
I decided that’s not what I wanted for

the rest of my life,” Nicole explains.

Chris came from the corporate side.

“I worked at the same manufacturing
plant with Nicole. And I also had worked
for a publicly traded company as an IT

manager,” Chris recalls.

Nicole remembers the steps she took to

make her career change 18 years ago.

“I was ready for a change, something to
be proud of, so I made a phone call to the
local real estate school to see what this
whole Real Estate thing was about,” she
remembers. “I was accidentally forward-
ed to the Appraisal instructor, Steve
Vehemier. After a 15-minute conversation
I fell in love with the idea of real estate.”
With a one-year-old and a job I had to
have, Chris and I worked full-time and

I went to school on the weekend. A few
years later, after starting an Apprais-

al firm with the market shifting, I was

forced into real estate sales.”

Even before joining forces in real estate,
Chris and Nicole had already had the

opportunity to work together.

www.realproducersmag.com - 21




YOU JUST WORK
ETHICALLY AND PUT
YOUR CLIENTS NEEDS
FIRST AND STAY
PROFESSIONAL. I BELIEVE
KARMA WILL COME AND
FIND YOU. EVENTUALLY,
THE UNIVERSE WINS

22 - July 2019

“When I opened my appraisal firm, Chris had an
established IT business. We ran our businesses
out of an adjoining office space and would share
many of the same resources. We had one assis-
tant who handled both businesses, and since Chris
worked mostly with mortgage brokers, much of

our marketing was shared, as well.”

A Brokerage is Born

On January 1 of this year, Chris and Nicole offi-
cially launched Lock & Key Realty, and the success
they’ve experienced so far has been impressive. In
fact, in 2018, they amassed $30 million in volume
on 142 closed transactions and are on pace to
close $50 million in volume and 200 transactions
in 2019.

As Chris and Nicole look to the future, they plan

on pursuing their own, balanced brand of growth.

As Chris explains, “I don’t think we want massive
amounts of agents on our Team Brokerage. We’d
like to keep it small and maximize what each agent

is doing to help them reach their potential. Seeing

Lo

that growth on their part is what really lights me up.”

Nicole agrees and is eager for other developments on the horizon.

“We really enjoy growing the team and growing people on our
team,” she emphasizes. “The most recent project that Chris and
I are excited about is that we have started getting into devel-
opment work. In fact, we’re developing a luxury waterfront RV

Resort, which is super exciting.”
As Nicole says, the path she and Chris are on isn’t a job.

“We look at this as a lifestyle and not just a job, or even as a
career for that matter. We love what we do, and looking at new
things, learning new projects, and in growing people,” she smiles.
“We live it. We breathe it. And every day is so very different.”

Chris sees the rewards of their work, too — a blend of many

positive aspects.

“I’'m opportunity minded. And I encourage our agents to look at it
that way, especially if you're working with an investor. You have
to understand their objectives,” Chris says. “You have a house,

but it could be more. It could be a vacation rental, or it could be

M
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torn down and turned into a multi-family unit. There are so many

different ways to look at things. It allows us to use our creativity.
And we're really good at troubleshooting and problem-solving.”

Protecting Priorities
As they build success, Chris and Nicole also take essential steps

to ensure they’re maintaining a lifestyle they want.

“I think a big part of it is knowing how to set boundaries,” she
points out. “When you have something scheduled with your kid,
it’s an appointment. So when somebody asks you to come over at
six o’clock at night, and you have a baseball game, your response

395

should be ‘T'm sorry, I have an appointment.

As Chris points out, boundaries are something most people un-

derstand and respect.

“And if you’re involved with someone who doesn’t respect your

boundaries, you don’t have to work with them,” he says.

For Chris and Nicole, they set boundaries to preserve that sense
of balance that gives them time with their three growing children
and other active pursuits. In fact, Nicole has been a frequent

marathoner and triathlete, and Chris is on track to do his first
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Triathlon this fall. They also enjoy
family trips and time to enjoy the

journey together through life.

“One of my mentors explains it by
saying you have to ‘retire’ along the
way. You can’t wait until you’re too
old to enjoy the important things,”
Chris says.

Positive Perspective

Another important aspect is under-

standing the inevitable balance be-
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tween deals that go as planned,

and those that disappear.

“One thing I say to agents is,
‘Don’t grip too tight on to ev-
ery deal. Some get to the finish
line. And some don’t. And
that’s okay,” he says. “You just
work ethically and put your
clients’ needs first and stay
professional. I believe karma
will come and find you. Even-

tually, the universe wins.”

Leading by example, Chris and Nicole
have created an environment that
respects and fosters balance for those

on their team.

“We’re a bit of a non-traditional team.
We give our people a lot of freedom.
We’re not very rigid on what time they
have to be in the office or what they’re
doing. And I feel like they appreciate
that and that works for them. The big-
gest award that we have is to serve our

clients and see our people succeed.”
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P team leaders

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

ACHIEVING THE BEST WITH
THREE PRIORITIES

One of the keys to turning dreams into real-

ity is focus.

For Jared and Amber Rutherford, that focus
has always been front and center in their
minds. They focus on three key priorities that

drive their actions—and their achievements.

“For us, it is faith, family and business in

that order,” Amber says.

As Team Leaders of The Rutherford Group
with Keller Williams Tampa Properties, Jar-
ed and Amber are making a lasting impact
that’s fueled by their priorities and a passion

for helping others.

FINDING THEIR PATH
Their desire to work on behalf of others isn’t
anew development. Rather, it’s been a life-

long pursuit spent in the service of others.

For example, prior to life as a real estate
agent, and currently, Jared serves Hillsbor-

ough County Fire Rescue as a firefighter.

“I started with the fire department in 2001.
And after a couple years, I started working
as a mortgage broker,” Jared recalls. “In
the process, I realized that I really like the
real estate side of it, so I got my real estate
license in 2005.”

In the meantime, Jared continued fight-

ing fires and exploring real estate.

“I was working on a few deals a year in
the early days and then back in 2013, I
was talking with Amber and we discussed
how I always felt something was missing

that wasn’t being fulfilled in my career.”

Amber remembers discussing a range

of options.

“Jared is very entrepreneurial, and

he is a visionary. He really wanted

to start a business — a company he
had control over,” Amber recalls. “We
talked about restaurants, and all kinds
of different startups. And we just kept

coming back to real estate.”

PRAYER AND FAITH

The path was becoming clear.

“I remember Amber asking what I was
passionate about and her saying, “You
seem really, really happy whenever
you're involved in a real estate trans-
action and meeting people and building
those relationships,” he recalls. “So we
decided I would interview all the bro-
kerages in the area. And then we found
Keller Williams.”
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Jared had a thought. Maybe this was some-
thing he and Amber could do together. So

she came with him.

“As soon as we got to Keller Williams, we
felt like it was home. It was very family
oriented, and they had models and systems

to help you run a business.”

Amber asked for guidance.

“I asked God for a sign. And one of the first
things that the team leader talked about
was faith, family and business in that or-

der,” she smiles. - “It was an easy decision.”

Amber and Jared went to work and the

results were revealed.

“We didn’t do any sales our first four
months. Our first closing was in January,
and by the end of the year we had hit 25

transactions,” Amber says.

At the time, Amber had continued her part-time
work in education consulting, public speaking and
she had written a book. Her career was going to

the next level. But she says a leap of faith felt right.

“Opportunities were starting to open up, but we
had a belief that this was the right move. And so

we just stepped out in faith,” Amber remembers.

BEING BOLD

Jared and Amber kept growing. And one of the
key catalysts that the Rutherfords point to is the
BOLD coaching and conditioning program from
Keller Williams.

“I really think that BOLD is what helped us a lot
during that first year achieve those first 25 trans-
actions,” Jared emphasizes. “It helped push us out
of our comfort zone to the point where we got into

the habit of lead generation.”

Jared and Amber picked up where they left off

during their second full year. In fact, they more

www.realproducersmag.com -
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IT"S ABOUT SURROUNDING
YOURSELF WITH THE RIGHT PEOPLE.
IF YOU WANT THAT ONE IN A
THOUSAND TO HELP YOU GROW

than doubled their business with 54 transac-
tions. At the same time, they tripled their vol-
ume. And their climb has continued skyward
past 100 transactions. In just the first few
years of working in the real estate industry,
Jared and Amber have achieved an impres-

sive cumulative total of nearly $100 million.

Reaching success with their team is extreme-
ly fulfilling for the Rutherfords.

“It’s about surrounding yourself with the right
people. If you want that one in a thousand

to help you grow, you need to interview that
many people,” Jared explains. “And I think
success is learning from your failures and fail-
ing forward and moving forward ... learning
not to repeat those things that didn’t work.”

FULFILLING LIFE

Jared and Amber make the most of their time
with their children. And they take on a vari-
ety of active pursuits, including taking part in

marathons and soccer.

They also have a passion for giving back

and supporting organizations like March of
Dimes, as well as being active, engaged mem-
bers of Wellspring Community Church.

As Jared and Amber continue to build their
team and future, they think about the impor-

tance of priorities for the industry as a whole.

As Amber says, “A lot of great people leave
this industry because they have a difficult time
keeping their priorities in order. For us, it is

truly faith, family and business and that order.”

They are up-front with their clients about

their priorities.

“I always say, ‘Our beliefs are faith, family

and business in that order. So Mr. Seller, our
hours of operation are Monday through Friday
from 8:30 a.m. to 5:30 p.m. In the evening, I'm
probably going to be on a ball field with the
kids. So if you call me, I'll return your call first
thing in the morning. Saturdays are by ap-
pointment only. And Sundays are reserved for
faith, family and friends,” Amber says. The
team has created a great coverage schedule,
so everyone rotates their nights, weekend and

vacation time.

Their focus came through experience.

“We learned this lesson the hard way,” Amber
explains. “Our first couple years in business,

we never turned it off.”

With a focus on their clients and life’s priori-

ties, Jared and Amber are achieving their best.

“It’s how we operate our business,” she smiles.
“And we’ve found that 99 percent of the time,

it’s okay for our clients, too.”
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MINUS their dream kitchen.
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with a blank stare,” she recalls. “I
don’t think it ever occurred to them

that I would join the military.”

Kristen kept her commitment.

“Joining the Marine Corps was
one of the best decisions of my

life,” she emphasizes.

It soon to other steps in life. She
met her husband, Cody, in the
service while they were stationed
in Virginia, then they both were
assigned to Japan. While in Korea,
they became engaged. And within

six months, they were married.

While she was in the service, Kris-
ten served on a variety of human-
itarian relief missions and joint
tours in the Pacific, After five years
in the service, Kristen was honor-
ably discharged in October 2015.

“At the time, Cody re-enlisted in
the service, and we got orders to go

to Tampa,” she says.

OVERCOMING HURDLES
Like many who leave the service, it
took a while for Kristen to re-accli-

mate into civilian life.
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“The impact of getting out of the
Marine Corps was more than

what I expected it was going to be.

I'was so integrated into being a
Marine. It was my identity. And I
didn’t realize that until it was done,”
Kristen explains. “I went into a
really deep depression and felt like
I couldn’t relate to anybody. I was

out of my comfort zone.”

The passage of time and a real
estate deal helped Kristen take her

next steps.

“We had an awful experience with
our agent at the time. The agent
actually tried to bring another
client along with me as we looked
at properties. We did end up
purchasing a home. But the point
was, I thought I could do this bet-
ter,” she points out. “So I literally
Googled “Best brokerage near me”
and looked at the sales and that’s
how I joined Keller Williams.”

REVEALING RESULTS
Kristen hit the ground running

and had a tremendous first year.

“I say my first deal came from

God,” she smiles. After just a few days
as an agent, Kristen and Cody ate din-
ner in a restaurant. Her phone rang. It
was a number Kristen didn’t recog-
nize. Cody asked if she was going to
answer since it could be a client. She
didn’t think it was possible after just

starting, but she answered anyway.

“Sure enough, it was a new client.
That’s why I say it was from God.
Because I truly don’t know where they
came from. But they knew who I was,”

she says.

She worked with the buyers, got them
their house, and she was on her way.
And her first two years have created

impressive results for her clients.

As she says, “At the end of each year, I
always pray and get a word from God
related to my next year. In fact, part
of my drive for the following year is

based on what my words are.”

One of her words for 2018 was “har-
vest.” Soon she and Cody saw a house
on seven acres that caught their eye.
Eventually, they were pre-approved,
bought the property that they call
Harvest Ranch. She remembers the

first time they saw it.

“I stood on the land, and

I could feel this peace,
just peace after every-
thing we’ve gone through
— the ups and downs in
our life and being in the
military, and just the high
stress and high tempo that
comes with the military.
As I stood there, I could

breathe,” Kristen smiles.

Kristen is driven by the
love and close personal
connection she feels with

her clients.

“I get to pray with them
and be there for them,”
Kristen says. “And they
trust me. All of that is so

rewarding.”

CONTINUOUS
GROWTH

Kristen pushes to be her
best each day.

“I measure my success
against myself,” Kristen
says. “There are so many
amazing agents, and I want
to be surrounded by them —

to push myself even harder.”

While she gives her all,
Kristen feels a deep sense
of gratitude that goes be-
yond herself.

“It’s not normal for me

to be where I'm at. I've
doubled my business every
single year. Going on my
third year, I know where
our company has grown to
isn’t average or normal,”
she says. “I give that credit
to God.”

With a spirit of faith and
service, it’s clear Kristen
is just at the start of her

rising star.
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could feel this

peace, just
peace alter
everything
we've gone
through




making a difference

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

PARDON OUR DUST,
NEW SHELTER .
COMING SQON!

Each gesture of kindness and giving

makes a difference. Each gift cre-
ates a positive ripple that expands

and touches others.

That’s why the difference that Sean
Ready and the members of the
Ready Group at Keller Williams are
making is so special. It is intention-
al. And it is ongoing.

On Purpose Every Time

Each closing provides a new oppor-
tunity to give back. That’s because
the Ready Group contributes $100

from each closing to a local charity.

“With each closing, we bring a

charity sheet for clients. It’s a
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pledge that explains our intention
to contribute $30,000 and 1,000
hours each year,” Sean explains.
“We ask clients to help us by
choosing the charity they’d like

to contribute to. They can also
choose to write in their own chari-

ty, as well.”

Sean and his team have selected four

primary local charities to support.

The first is the Humane Society of
Tampa Bay, supporting the center’s
efforts to care for the local animal

population.

As Sean says, “We go there and
volunteer as a team for two hours
on the third Friday of every month,”

Sean says.

The second charity is Meals on
Wheels of Tampa Bay, as the team
helps deliver nutritious meals to

area residents.

“Every Tuesday two of our team
members take two routes,” Sean
says. “It’s a chance for us to pitch
in and drop off meals. And as our
team continues to grow, we’d like to
grow in our ability to take on more

routes.”

The third of the Ready Group’s
primary charities is Golfers vs.

Brain Cancer.

“This one has a personal appeal

to me. Brain cancer claimed my
uncle’s life when I was growing up,”
Sean points out. “It’s an awesome
organization, and they do some
great things financially and aware-
ness-wise to battle brain cancer in

the Tampa Bay area.”

And the fourth primary charity
supported by the Ready Group is
the First Tee of Tampa Bay.

“The First Tee is a national orga-
nization, and we’re so proud to be
part of the good work that the local
Tampa Bay branch is doing. They
help underprivileged children get
out and learn values of life through
the game of golf,” Sean emphasizes.
“In general, these are values such
as patience, kindness, and respect
that are exemplified through the
game of golf. Plus, taking part in
the sport helps get kids out of their
normal routing to enjoy a healthy

activity with their peers.”

When Sean was growing up, real

estate wasn’t part of his plan.

“I had no intentions of being any-
where close to the industry. But
when I graduated and moved to
Florida in 20015, my roommate was
with Keller Williams and encour-
aged me to join the team,” Sean re-
members. “I had been involved with
team sports throughout my years
growing up, so I really liked the
team environment. It just seemed
like a natural. And Keller Williams
at the time that had such an active

team environment approach.”

After a time, Sean moved to RE/
MAX for three years. While he
gained good experience there, as
well, he took another look at Keller
Williams and came back in 2010.
In the process, he dove in and took
advantage of the firm’s extensive

training offerings.

By 2011, Sean started building his
own team, and the Ready Group

was born.
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Sean takes great pride in the real estate results that
his team accomplishes on behalf of clients each day.

And there has been a lot of it.

In fact, in 2018 alone, the Ready Group served the
real estate needs of 124 families, representing a

combined volume of over $28 million.

The Ready Group boasts 10 members. In addition
to Sean, the team has four agents, two inside sales
specialists, and three team members focusing on

operations.

Sean remembers how his team first started giving

back in this way.

“In 2017, my wife was in the title business before
joining us here. She had sought out local organiza-
tions that were near and dear to her. As part of this,
she was doing work with Meals on Wheels and had
partnered with them,” he recalls. “So she brought
us in for an orientation for us to learn more about
the important work the organization does. That
really stuck with us. Their biggest need was deliv-
ering meals. So we thought we could do that. And

realized we could do it one day every week.”

In the past couple of years, the team rounded out its

four priority charities.

Beyond the valuable financial support provided for
each charity, Sean sees that the activity itself has

had a vital impact.

“I think it has really reshaped the culture of our
team,” Sean says. “We’re here to help people with
their real estate goals, and, as a by-product, we’re
able to go beyond. After all, what’s the point of
reaching our goals if we can’t help others in our

community, as well?”

From time to time, the team invites representatives

from each of the organizations to come and talk.

As Sean says, “It reminds us of what we’re working
for. It strengthens the bond between all of us as a

team and between the community and us.”

Accentuate the Positive
As Sean looks to the future, he anticipates more

team growth — and an even larger impact.
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“The best part about growing our team is we can
help more families. In turn, we will be able to
donate more to these worthy causes,” Sean says.

“This is a huge driver for why we do what we do.”

For Sean, he and his team take pride in delivering a

true, intentional impact.

“We want to leave things better than we found

them,” he smiles. “We’re intentional about leaving
a philanthropic mark. We want to know that, If we
ceased to exist, there would be a noticeable differ-

ence from a community service standpoint.”
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