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

Reservation fee required: applied in full towards your order
Must be photographed before August 1, 2019

Before they leave for college,
capture your family forever

in a portrait from

College-bound student families receive a
Complimentary Studio Session

and $100 off your order!*
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Waypoint Property Inspection, LLC
(813) 486-8551
waypointwest.com

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

POINTING YOU IN THE RIGHT DIRECTION SINCE 2005!

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

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

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

&  I N T E G R I T Y

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

727-641-9189
tarponconstructioninc@gmail.com

Your client found their dream home
MINUS their dream kitchen.

Custom Home Remodeling - Bathrooms - Kitchens - Additions

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

close the deal.

WWW.TARPONCONTRACTOR.COM

Give us a call today!
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Contact Lindsey DeCollibus, Your Concierge Agent
LINDSEY@FLORIDABESTQUOTE.COM
813-850-2222

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

O�ces located throughout the Tampa Bay Area.

We cater to your clients during their real 
estate buying/selling process! We have the 
BEST rates along with the BEST customer 
service. No one does it better than Florida 
Best Quote when it comes to getting clients 
to the closing table!
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Allie Serrano
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Allie Serrano Portraits, LLC
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Tampa Bay's #1 Mover
A Company Built On Professionalism

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

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

DOT#2270761

Family Owned and Operated since 2014Family Owned and Operated since 2014
Celebrating 

15 Years 
of  Service in 

Tampa Bay
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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

ProperlyInspected.com

HOME STAGING

Showhomes Tampa

(813) 737-0048

showhomestampa.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!

HOME WARRANTY

Choice Home Warranty

Lori LaCoppola

(813) 460-5002

Choicehomewarranty.com

First American Home 

Warranty

Stephanie Shaughnessy

(813) 344-7525

firstamrealestate.com

Old Republic Home 

Protection

Brian Brown

(800) 282-7131 x1399

www.OHRP.com

MOVING & STORAGE

Coast to Coast Moving & Storage

(813) 621-100

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

INSURANCE

Blanchard Insurance

Chris Hernandez

(770) 685-9759

www.BlanchardInsurance.com

Florida Best Quote

Lindsey DeCollibus

(813) 850-2222

floridabestquote.com

MORTGAGE LENDER

Guaranteed Rate

Trevor Smith

(727) 362-6889

rate.com/trevorsmith

NFM Lending

Bill Mantooth

(727) 316-5115

BillMantooth.com

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

Van Dyk Mortgage

Bryan Lovell

(813) 727-1867

www.VanDykFlorida.com

MOVERS

Lets Get Moving

(727) 532-9080

LetsGetMovingFl.com

First American Title

Michelle Hernandez

(813) 928-2283

firstam.com

VIDEOGRAPHER

Delvmore Studios

(813) 601-2248

delvmorestudios.com
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RAY 
M I H A R A

. 
.

By Dave Danielson

Photo Credit:  Barry Lively

cover story	

Think back to your fa-
vorite leaders in life.

Chances are they 
shared a few key attri-
butes — recognizing 
potential, building on 
strengths and motivat-
ing others.

Chances are they look a 
lot like Ray Mihara.

Ray is Broker and 
President of Mihara 

& Associates. But no 
title captures every 
quality that positively 
impacts others.

Competitive Fire on 
the Ice
Growing up, you’d find 
Ray mixing it up on the 
ice and pushing the puck 
toward the hockey goal.

Like a lot of hard-nosed 
competitors, Ray’s 
passion for the sport 

extended to college. But 
he didn’t leave it there.

“I wanted to be a profes-
sional hockey player,” 
he recalls. “Well, very 
few make it in the big 
leagues. So, I did what I 
considered to be second 
best … handling market-
ing for a professional 
hockey team.”

Ray hit the ice with the 
Buffalo Sabres. He had 

an instinct for the marketing game. 
He saw the opportunities and knew 
how to capitalize on them. After a 
year with the Sabres, he stood out.
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“My boss, Steve Donner, called me and said, ‘I have an 
opportunity. How would you like to work with Phil Es-
posito? The Tampa Bay Lightning were just awarded an 
NHL franchise,’” Ray smiles. “It took all of about three 
seconds for me to say, ‘When do we leave?’”

Ray made the move and started building from the ground up.

“It’s challenging to start an NHL hockey team. People in 
Florida didn’t know what a Zamboni was, what a blue 
line was, or anything about the sport,” Ray remembers. 
“So we were educating and selling Tampa Bay Lightning 
at the same time.”

With Ray’s work, the rough patches of ice were over-
come, and the Lightning launched successfully.

A New Game
After two and a half years, Ray pursued another passion 
— real estate. In 1997, he joined ERA.

Ray’s instincts from hockey translated well.

As he says, “I think that’s why Mr. Esposito gave me the 
chance to be involved with his team, because he felt I 
was aggressive, and I understood the sport. I was able 
to take that and move into the real estate world, and the 
marketing programs I put in play helped get the phone 
ringing right away.”

By studying local industry leaders, and using printed 
marketing materials, the phones definitely rang. By his 
second year, he was one of the top three agents. By his 
third year, he finished at number one.

Player/Coach
While he was making goals for his clients and himself, 
soon he was mentoring others — like a player/coach.

As he says, “It was a good feeling, because I was making 
money, and I was also helping others succeed.”

For 10 seasons, Ray wore the ERA colors. Seven of those 
years, he was the top agent. In the process, through 
teamwork and leadership, Ray had created a smaller 
group of individuals there.

About that same time, Ray felt it was time to move to 
a smaller organization. In the process, the economic 
downturn hit.

It wasn’t easy, but Ray stayed on his feet and adapted to 
the new rules.

“During the crash, we had to understand the changes — 
things like short sales and foreclosures and all of that. It 

became our new world,” Ray points 
out. “And we had to understand how 
to best help clients through a very 
difficult three years. Going through 
that time really helped me understand 
that this business is a lot more about 
people than it is about homes. Having 
a chance to meet with families and 
see what they’re going through, it was 
clear to me that our business is 80 
percent about people and 20 percent 
about homes.”

A new opportunity emerged. As the 
economy rebounded, Ray’s team en-
couraged him to start a brokerage.

“I had no interest in being a broker, 
because I enjoyed being in the trench-
es,” he smiles.

With persistence from Ray’s team, 
Mihara & Associates was born in 
2012. He had a specific vision for the 
new group.

“The game plan was very different 
from traditional companies. With 
most brokers and companies, the 
agents go out, they make the sales 
and brokers get a percentage, and 
the company survives,” Ray says. 
“Mine was different. I felt my exper-
tise was on the marketing side. So I 
did the marketing, and they did most 
of the selling.”

Over time, the team has grown. What 
started as seven agents has grown to 
a roster of 65. And in the mix of it all 
is Ray.

“I’ve never given up selling,” he says. 
“Because I love being in the trench-
es. But the thing that excites me the 
most is seeing my agents do well. I 
love hearing their stories and their 
success. I also always want to be 
there. If there’s a troubled deal, my 
being in the trenches and under-
standing what they’re going through 
allows me to help.”

Winning Each Moment
Winning isn’t easy, but Ray helps new 
agents see the path.

“When you get into this business, it requires a huge 
sacrifice. And the first one to three years, you have 
to almost give up control of your life, and become 
completely dedicated to your beginning,” Ray em-
phasizes. “But if you do it, and do it up front, after 
three years, you’ll regain control. And the balance 
will come back.”

With that balance, Ray and his team give back to 
multiple causes, including the American Cancer 
Society, Children’s Home, Pediatric Cancer Founda-
tion and Humane Society of Tampa Bay.

Ray also cherishes time with his wife, Annette, and 
his 8-year-old daughter, Brooke.

“Brooke is very young, but as I look to the future, 
my dream would be for her to someday take over 
the business. While you don’t want to force kids 
into a career, maybe a nudge here or there wouldn’t 
be so bad,” he smiles.

Whether they’re exercising, enjoying Lightning sea-
son tickets or playing golf or camping, Ray, Annette 
and Brooke take time to enjoy the moment.

“Our world revolves around speed. 
But it’s good to slow down and enjoy 
the moment. Because the moment will 
come and go,” Ray recommends. “If 
you do fewer things every day, every 
week, every month and every year, and 
you actually enjoy the things you do, 
and you know what? You enjoy life.”

It’s about making an impact.

“Each night, I go to bed wanting to 
know people are better because of 
something I did or said — that I’ve 
been a good husband, a good parent, 
and that I’ve made a difference with 
my clients and my team. My success 
is knowing I had a positive impact 
on them.”

Some lead during games. Others like 
Ray Mihara live it.



14 • June 2019 www.realproducersmag.com • 15

KERIN 
CLARKIN

BREAKING NEW GROUND

By Dave Danielson

rising star

YO U  C A N  L E A R N  A  LOT  F R O M  P E O P L E 
W H O  H AV E  H A D  S U C C E S S .  B U T  AT  T H E 
E N D  O F  T H E  DAY,  YO U  H AV E  TO  F I N D 
W H AT ’ S  B E S T  F O R  YO U.

With his fliers in hand, Kerin made 
his way to the malls, shopping cen-
ters and other public spaces, handing 
them out, putting them on cars — 
whatever it took. It paid off.

“My first deal ever was a $450,000 
house, because a guy was so annoyed 
that I kept putting a flier on his car. 
No one did it before.  My thinking 
was why would I do everything that 
everyone else does. I want to make 
myself different,” Kerin recalls. “In 
the process, I went from making no 
money, to then just unbelievably 
making money in real estate.”

After the economic downturn of 
2008, Kerin moved to Tampa.

“I moved down here thinking I was 
going to be here 30 days. And I’ve 
been here for nine years,” 
Kerin smiles.

After stepping away from real estate 
for a time to work in hospitality and 
dining marketing, Kerin decided to 
get back into real estate. So four 
years ago, he joined Keller Williams.

“When I started, I told the managing 
partner of our three offices that I 
would be the number one agent with-
in three to four years,” he laughs.

His prediction came true when he 
finished number one in 2018 with 
$22 million in volume.

Ask Rising Star Kerin Clarkin. As a 
Rising Star with Keller Williams Re-
alty South Shore, he’s not interested 
in following down the same, worn 
path. Instead, he has built a reputa-
tion for results by creating his own 
path — by breaking new ground.

CHANGE OF LOCATION

Growing up in Long Island, New 
York, Kerin started his path into 
real estate in 2004 with Century 21, 
where he was one of the younger 
agents. Soon, he moved to Nation-
al Home Finders that eventually 
became Coldwell Banker and worked 
with Top Agent Paul Musso that 
showed him everything there was to 
know about real estate and investing.
   
*1 Key of Advice from Kerin is to 
always shadow “Intern” for a top 
agent and learn everything they do 
and everything they don’t do!

“In New York in the early 2000s, 
there was a big club scene. There 
was no technology, no social media. 
And at the time, if you went to 
Manhattan, or to the beach in the 
summer, all the kids would hand out 
club fliers, and we’re talking about 
thousands and thousands of fliers, 
because that was the way to commu-
nicate then,” Kerin remembers. “So 
I took that mindset of why don’t I 
do the same thing in marketing with 
real estate? So I would order 5,000 
to 10,000 fliers.”

Photo Credit: Allie Serrano of Allie Serrano Portraits, LLC
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Your Local Pest Control
Trusted. Experienced. Dedicated.

$60 WDO/
Termite Inspections

Just mention Tampa Bay RP!

We use organic, all natural 
products on the interior of 
your home that are safe 
around your family and pets.

WHAT IS THE PROHEALTH 
SERVICE GUARANTEE?
If you ever have a problem, 
we’ll respond within 24 
hours with an expert 
manager or owner that will 
eliminate the problem, fast. 
We guarantee your 
satisfaction or will refund your 
money. This is the 
very best 
guarantee in 
the industry.

727-260-5531 or 813-261-8892

We Kill Pests - Not People or Pets

Call us TODAY!

TERMITE CONTROL                  ANT CONTROL                  RODENT CONTROL

Call, Email or Go Online for your
FREE Estimate.

We'll Get You There...

RESIDENTIAL \ CORPORATE \ INTERNATIONAL \ MILITARY \ STORAGE
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5035 Uceta Rd.
Tampa, FL 33619

(877) 621-1043
coasttocoastmovingandstorage.com
contact@ctcms.com
IM# 1821 | US DOT# 1973640
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BBB Rating: A+
As of 04/11/17

But for all of that success, when Kerin meets 
a new client, his focus is on their needs.

“I’ve done things for free to help people, I’ve 
paid my commission out to help families 
move because they didn’t have money,” 
Kerin emphasizes. “I do this because I enjoy 
what I do. And I like helping people. That’s 
what this is about — just helping people.”

BUILDING BALANCE AND COMMUNITY

When he’s not working, Kerin loves 
spending his time with his son and his 
parents. He also enjoys restaurants, jet 
skiing, playing poker and reading books 
about history.

No matter where you meet him, you can 
count on Kerin to be authentic and real — 
and to form genuine connections with the 
people he meets.

“There’s nothing better than going to a 
store and saying hi to somebody and kind of 
feeling like you’re in that small town. We’ve 
grown out of the small-town atmosphere 
with social media. We should go back to 
that small-town feel. I don’t cold call, or 
call up expired listings. I don’t call up for-
sale-by-owner listings, or Zillow leads. I 
don’t buy any leads. And yet I still sold over 
100 houses, because it’s all about getting to 
know people on a personal basis.”

Kerin has built success for his clients and for 
himself his way.

“When I started, everyone told me what I 
was doing was wrong and stupid,” he re-
members. “They would say, ‘You should be 
cold calling, you should be doing this. You’re 
wasting your time doing all this nonsense.’ 
But I believe that if you’re a real estate 
agent, it’s not about just selling and buying 
homes. It’s about community. You should 
know everything about your community.”

From food truck festivals to the Biggest Eas-
ter Egg Hunt, Kerin is 100% part, and always 
helping his community with family events.

With that spirit, Kerin owns FunTampa.com 
to boost the sense of community and small 
businesses that exist in spite of 
corporate expansion.

“It’s one of my favorite things I do right now,” he 
says. “With FunTampa.com, I go around, and I 
do interviews and create VIP videos for people 
that own their own local businesses, and I don’t 
charge them a single dollar.”

Kerin also has advice for those just entering 
the business when it comes to building their 
network of business for the future.

“I don’t care if you are friends with 90% of 

the people in your community. And I 
don’t care if you have 50 relatives who 
live in that community, your business 
should be based upon everyone who 
doesn’t know you,” Kerin explains. 
“Because if you base them on the peo-
ple who just know you, you’re going to 
fail. It’s not about popularity. It’s about 
helping your clients.”

PRIORITIZING HIS PATH

For Kerin, he’s learned to set priorities 
and make time for the parts of his life 
that deserve attention and time, too.

As he says, “If you’re working for 
money to be successful, if you’re not 
spending it, then what’s the point? 
If you’re working to make sure your 
kids have a good life … well, your 
kids will have a better life if you 
hang out with them.”

At the end of the day, Kerin is a Rising 
Star who breaks new ground. But it’s 
not just the results that matter. It’s his 
approach — his journey.

As Kerin smiles, “When people think 
about me, I would want them to say 
I actually did good for the communi-
ty — that I did everything I could to 
support and make people happy.”

“IT’S ONE OF MY FAVORITE THINGS I DO RIGHT NOW,” HE SAYS. “WITH FUNTAMPA.

COM, I GO AROUND, AND I DO INTERVIEWS AND CREATE VIP VIDEOS FOR PEOPLE THAT 

OWN THEIR OWN LOCAL BUSINESSES, AND I DON’T CHARGE THEM A SINGLE DOLLAR.”“
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H I T T I N G  A L L  T H E  R I G H T  N O T E S

Photo Credit: Sherry Keenan 
of Best View Photography, LLC

team leader

singer and performer — attending 
theatre school, auditioning and 
recording music. In time, she got 
married. And as time passed, the 
young couple moved to Florida for new 
opportunities.

In 2006, Katie saw a description for a new 
opportunity with KB Home. They needed a Senior 
Design Consultant.

“It just intrigued me to be able to present these options 
and help them pick what they wanted for their homes. 
And it was almost like being on stage … selling yourself 
and the product,” she says. “I love beautiful homes, design 

Early Stages
Before Katie became a team lead-
er with Coastal Properties Group: 
Affiliate of Christie’s International 
Real Estate, being in the limelight was 
nothing new for her.

“I grew up in Michigan, and was 
always performing in front of people. 
I started singing the National Anthem 
professionally when I was six years 
old,” Katie recalls.

When she was 18, she moved to New 
York City and continued life as a 

Thousands of people rise to their feet. Hats are removed. Hands 
cover hearts. Silence envelopes the moment.

As the red, white and blue colors flutter in the evening breeze, the 
crackling roll of a snare drum echoes. Katie Ducharme takes a 
deep breath. And with a full voice and patriotic heart, she sings 
the National Anthem, expressing her nation’s hope and pride. 

Katie has been here before. In fact, time after 
time, her voice is sought after wherever the 
flag is raised and saluted. 

The reason? She hits all the right notes. And she 
cares — just like she does for her clients who 
applaud her efforts as their real estate agent.
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the home. But you have to have a good, 
positive attitude and give out good vibes 
and be kind and, no matter how your life 
is going, you have to always be great to the 
clients and sell that house,” Katie smiles.

As she looked to build her business, a 
friend suggested that she gain aware-
ness through her following as a singer by 
advertising on a billboard near one of the 
stadiums. She did.

As she says, “I’ve had my billboard for the 
last four years, and it’s probably one of the 
best things I’ve ever done.”

Katie builds her business through 
relationships.

“I think how close I get to my clients. One 
of my clients was in the hospital the other 
day, and she had nobody to pick her up, 
so I took her home,” she says. “I just, I 
genuinely care about people’s wellbeing. I 
love my clients.”

Her impact is reflected in her results. 
During her first year, she sold $9 million 
in volume, earning Rookie of the Year 
honors in 2014. She has kept building. In 
fact, in 2018, she recorded $28 million in 
volume on 97 transactions.

Teamwork In Tune
Katie credits her team, including Alicia 
and Whitney… along with her father who 
stepped in as business demands sped up.

“My dad sold his business in Michigan, 
and he was retiring, and he was down here 
on the beach, and so I said, ‘Dad, I know 
you can do this. Can you get your license? 

You help me, and I’ll cut you in on deals,’” 
Katie says. “He got his license a few years 
ago, and he’s a broker associate with 
Coastal. And that’s how my team started.”

The central part of Katie’s team in life is 
her husband and their two boys. Together, 
they enjoy travel, dining and, of course, 
singing. She also enjoys giving back to lo-
cal organizations, including the Children’s 
Dream Fund and the VFW.

While she has a passion for performing, 
Katie has a passion for performing a valu-
able service for her clients.

“I’m a good listener, and I’m very patient 
with my clients.  I think it’s important to re-
ally be genuine in your process and be genu-
ine with your clients. People can see through 
it if you’re not. I truly care about people.”

At the conclusion, Katie Ducharme’s voice, 
bold brass horns and thundering drums 
reach the crescendo. 

As the anthem ends and melts into thunder-
ous applause, she has reached a special place 
in the hearts of those who have heard her. 

For less than two fleeting minutes, she has 
left an impact. Because, just as she has for 
her clients, when it mattered the most, 
Katie once again hit all the right notes.

THE PEACE OF MIND HOMEBUYERS DESERVE

Call or Text Today (727) 798-6480
contact@properlyinspected.com  |  properlyinspected.com
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• Residential,
  Commercial, &
  Insurance Inspections
• 360 Degree Photos
• WDO Scheduling
• Drone Technology
• Infrared Technology

and colors. And I feel like I’ve always had a 
little bit of a knack for that.”

Katie’s expressive side drew her to KB Home.

“I was a design studio consultant with 
them for two and a half years,” she remem-
bers. “I was in sales and design and presen-
tations, and I just loved it so much. That 
was my first taste in, in real estate until the 
market crashed.”

As the market stabilized, she joined UDR 
in 2010 as a Sales and Leasing Agent.

“The market kind of picked up a little bit, but 
it wasn’t good enough where I felt I could get 
my real estate license. But I was doing rent-
als, so that was great. Again, I was on stage 
every day doing tours of properties and in the 
community and I loved it.”

New Venues
By 2014, it was time for a new chapter.

“As the market picked back up, I said it’s 
time to get my license,” she emphasizes. 
“And I had my eye on Coastal Properties 
Group. The office was brand new. It was 
just getting built here and Dunedin, So I 
said that’s where I want to work.”

At the same time, Katie continued singing 
and building a following with performances 
of the National Anthem for a wide range of 
Florida events. Her performance at Coastal 
Properties Group was strong, too. In fact, 
after six months, she recorded over $2 mil-
lion volume, and she started her own team.

“When I got my license, again, it was 
about performing and selling yourself and 
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www.delvmorestudios.com  |  info@delvmorestudios.com

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

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

We’ve worked with companies both large and small across the city.

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

A  P O S I T I V E  P A R T N E R

By Dave Danielson

featured sponsor

There are obviously a lot of interlocking 
pieces that work together to help ensure 
that real estate transactions go as smoothly 
as possible. Each organization and provider 
along the way is a partner in the process.

That’s why Melissa and Dan Me-
nikheim, who lead SEC Inspection 
Services, view their role in the process 
as a critical component is supporting 
the work that’s been done.

THE RIGHT SERVICE

Since 1999, SEC Inspection Services has 
served thousands of area residents from 
their headquarters in Clearwater.

“We provide a wide range of inspection 
services,” Melissa explains. “Those 

include residential and commercial 
inspections, insurance inspections 
and other services that support 
buyers and sellers in the process.”

In addition, SEC Inspection Services 
conducts mold inspections.

As Melissa points out, “Mold inspec-
tion capabilities require more, be-
cause you need to have a license that 
is above a typical home inspection.”

While SEC Inspection Services has 
been in existence for 20 years, it 
boasts a record of experience that 
dates back even further than that.

“Dan was working in the construction 

industry before we got into the inspec-
tion business,” Melissa recalls. “He knew 
that inspections were starting to become 
more popular. Having a construction 
background, he saw it as an opportunity 
to use his knowledge. Inspections had 
never been mandatory at that point.”

But not too long after that, insurance 
companies started requiring four-point 
inspections for homes that are 30 years 
old or older.

“Generally, it’s a requirement that the 
inspection is completed before insur-
ance can be issued,” Melissa says. “The 
four-point inspection looks at electric, 
plumbing, heating & air and roofing. If 
someone is buying a home, we can do the 

four-point inspection with the general, 
detailed inspection. Or if someone is 
in their home and it becomes 30 years 
old, then they need to obtain this four-
point inspection.”

RESOURCE FOR RESULTS

Melissa and Dan take pride in 
being a resource.

“We really enjoy helping people make 
an informed decision about the home 
they’re going to purchase so they have 
the knowledge they need,” Melissa 
explains. “Things can look great from 
the outside, but then there might be 
bigger issues that were hidden. Or, 
if everything is perfect the way they 
want it, we can help them understand 
that what they’re getting.”

SEC Inspection Services promotes true 
partnership in their day-to-day duties.

“What that means is we treat your cli-
ents like you treat them. We give them 
back to you the same way you brought 
them to us,” Melissa adds. “We are 
friendly, and we are a resource with a 
vested interest in everyone winning. If 
the client wants that home, we want to 
help them, and be part of the solution.”

Melissa and Dan are very involved 
in their community. In fact, Melissa 
serves as part of the Pinellas Realtor 
Organization (PRO).

“It helps us stay connected with the 
real estate industry and community 
so we can better refer and support the 
people we work with… and so we can 
refer people back to agents. We have a 
huge network of people who may have 
a plumbing issue or an electrical issue. 

In those cases, we can help and say we highly 
recommend these people, so we can know 
the industry professionals so they can get 
involved if needed.”

As Melissa says, real estate agents have a 
tough job. And SEC Inspection Services is 
there to make that job as easy as possible.

“Sometimes, agents don’t understand all of the 
elements that come into play during an inspec-
tion. They have to understand why a four-point 
inspection isn’t passing and when they should 
get a wind mitigation inspection and what the 
process is if mold is found,” Melissa explains. 
“That’s why we do educational events, and 
we’re always available for people if they want 
to meet for one-on-one training and education. 
And we definitely encourage that, because the 
more they know, the easier their job is.”

Contact SEC Inspection Services Today!

www.SECInspection.com

SEC
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Made for This

By Dave Danielson

Photo Credit: Allie Serrano of 
Allie Serrano Portraits, LLC

featured agent

It’s clear Christopher Williams 
would be a leader at whatever 
he chose in life. It’s also clear 
he was made to be a real estate 
professional.

And the word “professional” is 
key. It describes the preference, 
approach and mindset Christopher 
brings to his work with People’s 
Choice Realty Services (PCRS).

Early Advantage
Christopher has been part of 
PCRS for 17 years — since it was 
founded. How’s that possible 
you may ask? It’s because he 
literally grew up in the business. 
His father, C.B. Williams, is the 
broker. In addition, his mother, 
Ramona Williams, works with 
ProspectsPLUS.

“We were founded in 2002. 
I started stuffing mail, and I 
worked summers and week-
ends. I also did some shad-
owing and learning the inner 
workings of the business,” he 
explains. “While the industry is 
vastly different now, it gave me 
a foundation for what it was, 
and I was familiar with what it 
would take to succeed.”

If the job needed to be done at 
PCRS while Christopher was 
growing up, there’s a pretty 
good chance that he contrib-
uted, including tasks like file 
maintenance, receptionist 
duties, admin work, and more. 
In fact, he even got involved in 
recruiting activities.

“I was 15 years old. And I was calling to 
recruit agents to work here,” Christopher 
remembers. “It just created good hab-
its. There were some things that, in the 
moment, you don’t realize how beneficial 
they’re going to be to you in the long term 
... it gave me an underlying confidence.”

Christopher took that confidence with him 
to college at the University of Florida.

“All I had really known was real estate at 
that point in time, and I knew I wanted to 
do something business-driven,” he recalls.

He graduated cum laude with a degree in 
finance, then earned his Master of Science 
degree in Finance from the University of 
South Florida in 2015.

In the meantime, Christopher had earned his 
real estate license in 2013 — working by day 
and pursuing his master’s degree at night.

Coming Home
Christopher had plenty of options in his 
field of study, but he chose to stay with 
real estate.
 
“A lot of people choose real estate as a 
later path in life where it’s not their first 
career, but I bucked that trend. By the 
time I had finished graduate school, I had 
a pretty healthy-sized business, but I was 
an individual agent.”

Soon, Christopher saw rapidly increasing 
results that stretched through his first 
three years as a professional.

CHRISTOPHER 
WILLIAMS 
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“By the end of the second year, 
we were doing 50 transactions a 
year and probably 65 to 70 after 
that. At that point in 2016, I 
thought you know, this thing has 
legs,” he smiles.

Again, the key word for Christo-
pher is “professional.”

“I always took the approach that 
this was a business, I didn’t treat it 
as a job, a hobby, a passion or any-
thing like that. Because it was truly 
business at the scale I was running 
into at that point. So I took a very 
analytical approach, just kind of 
who I am the way my brain works, 
set out a bunch of systems. And it 
just kept growing.”

Evolving and Improving
A year ago, Christopher started 
building his team of seven.

“I had kind of reached personal 
production limits,” he explains. “So 
far, so good. It’s helping me expand 
my reach. I can get to a wider num-
ber of people, and we can provide 
a supreme service while growing 
a brand and a technique of selling 
houses that we think is unique.”

The results are impressive. In 
2018, Christopher recorded $27.5 
million in personal volume. In 
2017, his volume placed him among 
the GTAR Top 100. In 2018, his 
GTAR put him among the Top 50.
 Christopher places more impor-
tance on providing the right fit for 
his clients.

“When we sit down with some-
body, especially on the listing side, 
I say, ‘I want to make sure that our 
goals are aligned with you.’ I’m 
not going to always be your best 
fit, and I’m doing you a disservice 
in the event that I try to just push 
hard as I can,” he says.

for nearly two decades. But I wanted 
to make sure as I met with more and 
more clients, I was giving them more 
knowledge.”
 
It’s the same kind of approach 
Christopher shares with new mem-
bers of the industry.

“For those starting out, I would say, 
know your craft. Once you’re in front of 
clients, what sets you apart is not only 
service ... it’s market knowledge and 
local knowledge. So learn your areas, 
learn your contracts, make clients feel 
secure, like you are the professional,” 
Christopher points out. “I use the term 
real estate professional, not realtor. Be-
cause I think there’s a certain connota-
tion to realtor and real estate agent. We 
want clients to know they’re working 
with somebody who’s got their best 
interest in mind. But more importantly, 
has the experience and knowledge to 
handle the ups and downs.”

Christopher Williams may have had a 
head start on his real estate journey 
and the success he creates for others. 
But he had something much more 
important — hard work, a drive to be 
better and professionalism.

A changing real estate industry re-
quires an evolving approach.

“I look at general macro ideas from 
people all over the country and I read 
as many industry related articles as 
possible” Christopher emphasizes. “It 
would be naive to think that what I’m 
implementing here is hands-down the 
best. That would be doing a disservice 
to the people we end up serving so I 
am always looking for new ideas from 
fellow professionals.”

Giving Back and Paying Forward
In his free time, Christopher enjoys 
exercise, going to restaurants and 
reading. He and his team also give 
back through a number of local or-
ganizations, including Young Profes-
sionals Network, and ongoing support 
of St. Jude’s Children’s Hospital.

While he grew up around the busi-
ness, Christopher’s success wasn’t 
automatic. It was the product of 
focused, hard work.

“I spent months poring over con-
tracts and addendums. I used to drive 
neighborhoods and take notes and 
all of that,” he says. “I’ve been here “A lot of 

people 
choose real 
estate as a 

later path in 
life where it’s 
not their first 
career, but I 

bucked 
that trend.
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401 EAST JACKSON STREET, SUITE 2340 | TAMPA, FL 33602 | 813.995.6088 | ARTESIANTITLE.COM

Give Us a Call!

REALTORS:
WE GIVE YOU MORE

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

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

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

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

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

Stephen E. Shelton is well known throughout the area as one of 
the most detailed inspectors available. When buying a new 
home, you want him on your side.

727-954-0503
sheltonhomeinspections.com
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JODI AVERY
AN A-LIST LEADER IN GIVING BACK

By any measure, Jodi Avery is an 
A-List real estate leader. As an in-
dividual agent with Keller Williams 
in Tampa, she’s ranked among the 
top 1 percent of all local realtors for 
several years.

Just as importantly, Jodi is an A-List 
leader when it comes to giving back 
and helping others. In fact, she literal-
ly created the list.

By Dave Danielson

Photo Credit: Carol Walker/
Thomas Bruce Studio

making a difference

Attitude of Achievement

As the youngest of four children, Jodi developed an 
early, clear vision of life.

“I’m extremely athletic and overly competitive. 
And I was a state-ranked tennis player. That was 
my passion growing up. I used to travel around the 
country doing that,” Jodi remembers.

As a single mother of four children, homeschooling 
has been her top priority since the very beginning.  
In turn, they became fluent in four languages, studied 

opera, and became classical pianists. 
They also modeled and appeared in 
more than 350 commercials.

Things completely changed when Jodi 
transitioned through a trying time.

 “My life completely changed. So I had 
to pull them out of every single event, 
no more modeling, no more nothing. 
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They all went to public school, and I 
started in real estate,” Jodi recalls.

Within her first month, Jodi finished 
among the top five agents in her office.

“I just didn’t know what everyone 
else was doing. And that’s what set 
me apart. I knew how I wanted to 
be treated. And that’s how I treated 
people,” Jodi explains.

The treatment she gives is special.

“When we show houses, we have 
coolers, and on top is a little shelf. 
And on the shelf, we have granola 
bars, chocolates and some fun stuff. 
Inside are drinks and food. And then 
we have a pen, a flashlight and my 
A-List book,” she points out.

The A-List is Born

As Jodi started meeting with clients, 
her sessions were filled with ques-
tions and a need for resources.

“They would say, ‘Hey, we need a 
home inspector, we need a roofer, and 
so on. And I kept writing the same 
names,” Jodi recalls. “I’m all about 
time management. So having to write 
the same thing out over and over isn’t 

efficient. So I said I need to put the names of home 
inspectors, termite people and others on one page.”

Soon, other needs came up — and other names.

“They would say, ‘Hey, we need a plumber, we need 
a roofer, we need an electrician, and so the list 
grew organically,” she laughs.

The list evolved into a few sheets. And then it be-
came a small book.

“It just kept growing. It’s kind of one of those little 
tiny things that you think, ‘Oh that doesn’t make 
a big difference.’ But it does,” Jodi points out. “So 
that’s how it all started.”

As you might guess, Jodi’s A-List Book continues to 
evolve. And getting into it is a coveted honor.

As Jodi talks with new clients, she gives them a copy 
of the book and explains, “If you need any work done, 
here’s a great reference. The people in this book have 
been highly vetted. Every year, it changes, people 
come off, people come on, and it doesn’t cost any mon-
ey to be in here. I put them in, and take them out.”

When a lady moved to Tampa from New Jersey, Jodi 
gave her the A-List Book. That’s when the creator 
really saw the power of what she had put together.

“Three or four days later, I stopped by to say hello. 
And as I pulled up into her driveway, her lawn guy 
was my lawn guy. Then the guy cleaning her pool 
was my pool guy. And inside, the cleaning lady 
was my cleaner. In her house, she had 11 service 
providers all from the book,” Jodi marvels. “So for 
her, these people are great. And then everyone in 
the book knows each other. So then everyone refers 
each other. It was a cool thing to see.”

Jodi’s A-List Book has gained traction, attention 
and use. In fact, she prints 50,000 books to share 
throughout the region. She continually adds new 
categories, with everything from best restaurants, 
best burgers, best date nights and more.

With numbers like that, it’s easy to see why many 
have wanted to be included in Jodi’s creation. In 
fact, she conducts interviews, reviews “applicants,” 
and she has even had those who have offered to 
help her establish guidelines for inclusion in some 
areas such as restaurants.

But, as the name, “Jodi’s A-List Book” 
suggests, it’s her ranking.

“It’s a matter of me personally, and 
what I like in each category,” she says.

Spirit of Contribution

In addition to helping people find 
resources, Jodi has also made a huge 
difference when it comes to helping 
people save and share older items 
with those in need.

“When people are selling and 
moving, they become desperate at 
the end. And I noticed that a lot of 
people just started dumping and 
throwing things away,” Jodi says. 
“I’m so involved in the community 
and charities and different things. So 
when I saw someone throw a couch 
away or beds away, I thought there 
are too many kids sleeping on the 
floor or on a mattress. And I said you 
know, we just need to donate it.”

Jodi has coordinated donations online 
and helped to connect items with 
where they’re needed most. In fact, 
she met with more than 100 nonprof-
its to identify a list of needs that, ever 
since, the community continues to 
take steps to meet.

The difference Jodi makes is marked 
by contribution, involvement and 
awards, including the Dove Award for 
those who go above and beyond in all 
areas of life.

Driving it all is a simple list of 
key priorities.

“My whole business is about faith 
first, and family and then community,” 
Jodi says. “It’s about going above and 
beyond and helping others.”

In the A-List of those who give back, 
one thing is certain. You’ll find Jodi 
Avery’s name at the top.

Photo Supplied

“My whole 
business is about 

faith first, and 
family and then 

community,” Jodi 
says. “It’s about 

going above 
and beyond and 
helping others.

”
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Broker Office

SUBSCRIPTIONS
When Real Producers magazines are within reach, clients not 

only recognize your appreciation for high-quality content but your 

association with top-producing industry partners.
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