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HOME LOANS FOR EVERY NEED!

INn business, it's all about

When your clients decide to purchase a new home, | can provide expert advice and a wide selection of
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.

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 litle 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 LOANS: 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 Maortgage Insurance).

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

Cy LOCK AMD SHOP: lock in a low interest rate BEFORE
finding your new home.

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!

What does your business portrait say about YOU?

Thomas Bruce Studio understands you are intentional and we'll

make sure your professional image is, too. e BILL MANTOOTH TeAM

OF

BILL MANTOOTH

Branch Maonager, MMLS ID# 309558 F,

THOMAS/BRUCE Carol Walker

Master Photographer
Florida Degree of Photographic Excellence,
Florida Education Degree, Florida Service Award

Owner/Portrait Artist

Book Yours Today! - (727) 577-5626 + www.thomasbruce.com

1700 N MeMullen Booth Rd, Ste D-1

America’s Common Sense Lender”

Fax: 727-362-1330 r NFVILENDING

Clearwater, FL 33759
teammantosth@nfmlending.com
‘-. www.nimlending.com/bmantocth

727-316-5115
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“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.
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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.

~ Behind the
T Scenes:

If you are interested in contributing or nominating Realtors for certain stories,
please email us at don.hill@realproducersmag.com.
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.

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

4 . April 2019 www.realproducersmag.com - 5
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LUXURIOUSLY STAGED HOMES SELL FASTER!

G Differentiate your

home from other
. homes on the
market, connect R e
with the buyers, Pranares J , "st.;ge to live"
& demand Top o N} B & — - your Airbnb
. Dollar! N - ; g - and VRBO

H — properties!
W R N 4]
CALL USTODAY FOR OUR COMPLIMENTARY STAGING CONSULTATION! B13-737-0048

showhomes

H O M E 5 TAGI NG nnr@mn

showhomes.com/tampa-bay
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Helping clients make informed decisions!

BOOK AN INSPECTION NOW!

813-345-2600

=,

Multiple ™

tors
We're proud to protect St Petersburg becouse Inspee

we know 5t. Petersburg. As your locol Allstate
ogency, we know the ins and outs of all your
insurance needs. Coll, emdil, or stop by our
office ony time so we con provide protection

| forthe things youlove * Residential Home

* Condo/Villa
* Multi Family

@ * Pre-Listing
<KEY

Alistate.

You're m pomd hanos.

Proudly serving our communitty
for over 10 veors

G PROFESSIONAL i
HOME INSPECTIONS

We Inspect A House...Top To Bottom! "= 2™

veteran§

* Manufactured

* Wind Mitigation

* Roof Certification

* Four Point Insurance

Comprehensive web report e-mailed to you with photos.
Serving Pasco, Hernando, Hillsborough, Pinellas,

Polk, Sarasofa & Manalee Counties

£ www: a-snoop.com | office@a-snoop.com

***

* OLD REPUBLIC HOME PROTECTION

* *
W

*

Proud Sponsors of
Tampa Bay Real Producers

Your #1 Home Warranty
Specialists!

Reople Helping Pople

www.orhp.com | 800.445.6999 IF' OLD REPUBLIC INSURANCE GROUP

Brian Brown
Senior Account Executive
800.282.7131 Ext. 1309
BrianB@orhp.com
www.myorhp.combrianbrown

Janelle Weeden
Account Executive
800.282.7131 Ext. 1037
JanelleW@orhp.com
www.myarhp.com/anelieweeden

www.realproducersmag.com - 7



PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These

local businesses are proud to partner with you and make this magazine possible. Please support

these businesses and thank them for supporting the REALTOR® community!

CONTRACTOR -
OUTDOOR / INDOOR
REMODEL

Tarpon Construction
(727) 641-9189
tarponcontractor.com

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

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

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
www.FAHW.com

8 - April 2019

Old Republic Home
Protection

Brian Brown

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

INSURANCE
All-State

(727) 866-6311
allstateagencies.
com/helenwade

Blanchard Insurance
Chris Hernandez
(770) 685-9759
www.Blanchard
Insurance.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
CoasttoCoast
MovingandStorage.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

Thomas Bruce Studio
(727) 577-5626
thomasbruce.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
Robin Simmons
(352) 250-4537
firstam.com

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

We perfo
inspections and specialty services
for homes and businesses.

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 | will definitely recommend Waypoint to future buyers.”

- Lois E. (September 2018)
a®@®
[ £]

Waypoint Property Inspection, LLC
(813) 486-8551
waypointwest.com G

* Material n 24 languages
* Local Experience backed by a National Underwiter
* State-of-the-art technology

* Printing Solutions

* Laser-focused farming

Don’t be hounded by
hot weather this summer!

Keep your clients’ homes cool and comfy
with big HVAC coverage

from First American Home Warranty.

Contact me today to learn what sets our
HVAC coverage apart!

. Stephanie Shaughnessy
hun'..ewarranty"

I ]
Hewre Warraniy”

Maobile: 813.344.7525 Webk: firstamrealestate.com

your fingertips
ilator / Met Sheets
guage)

onally Acclaimed Sales Trainer

EXPERIENCE THE DIFFERENCE! www.FirstAm.com/FL

www.realproducersmag.com - 9
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onnie Strickland can attest to the changing times in real
estate. She shares, “I was licensed in 1987. That was
back before cell phone or computers. I made appoint-

ments by payphones.”

When she had children, she took a break and helped her husband
start his own construction company. She continued real estate
through the worst housing recession in 2010 and the BP oil spill.
She comments, “It was a tough time, but I really wanted to help
people in our community who found themselves in a situation that

wasn’t so great.” She’s been a full-time REALTOR® ever since.

She has done remarkably well in the competitive real estate
industry. Her career volume since 2010 is 567 million dollars.
Last year, her total volume was over 105 million. Bonnie has been
listed as one of the Top 10 Influential Realtors in Tampa Bay. She
was also the proud recipient of the Top Producer award in 2017

for her volume exceeding 100 million.

What is she passionate about right now in her business? Bonnie
shares, “Our amazing city and how it’s thriving.” She loves help-
ing local people here in the community, as well as people from all

over the world, relocate here. Now with the recent acquisition of

¥

r

Strickland Property Group by Douglas Elliman, the third-largest
luxury brokerage in the nation, Bonnie is excited for this oppor-
tunity to take her business to the next level. This is a tremendous
opportunity to not only create global exposure for her clients but

also her community.

“I like showing off our magnificent city, arts, restaurants, and ev-
erything Tampa Bay has to offer,” says Bonnie. “You can sell the

perfect home, but the lifestyle is what makes it feel exceptional.”

Bonnie counts her blessings as a successful REALTOR®. She
explains, “I thank God for my family, friends, and my team every
day. I am very blessed.” Her team, which she considers her fami-
ly, is very close. They help each other and encourage each other.
She encourages them, “Go out of your way to help other agents,
even if it’s your competition, and attempt to earn their respect.

We all have a common goal - getting to the closing table.”
She sees the reward of her hard work all the time. She explains,

“It’s so rewarding to see a happy family at the closing table.”

Knowing that she made a difference makes her work fulfilling.

www.realproducersmag.com - 11




“The more successful you become,
the more resentment and unethical
treatment you will get. The best re-

venge is faith, joy, success.”

Bonnie also encourages up and

STRICKLAND * y
PROPERTY STPT.FE\_LAE\ID
GROUP R |

Wi Toae
eal ~3inlr

coming agents to go beyond the call

of duty. She says, “We’ve made beds,

planned memorial services, walked

dogs, swept leaves out of the pool,

Ci lingend) v and given boat rides to see the house

) by the water. Go over and beyond
.

]

X

your clients’ expectations.”

When Bonnie isn’t selling houses, she

likes spending time with her family.

) She is married to her husband of 33

; years. They have two children: a son

and a daughter. Their son, Tommy,
and his wife Kim live 5 minutes away.

) \‘-/ Bonnie is a proud grandmother of her

———

first grandson, who recently turned
1. She says, “It changed life for the
better. We love being grandparents.”

Their daughter, 31, resides in Denver,
Colorado. Bonnie says, “She has her
own Strickland property in Denver.

She worked with me for a while and

loved Colorado and went back there.”

She builds relationships with her clients, who often

become her friends. She says, “It creates a legacy and a

culture that will remain here long after I'm gone.”

That doesn’t mean real estate is always easy. Bonnie says,

“Real estate is a seven day a week job — morning, noon,

In her free time, Bonnie loves boating,
fishing, and spending time with her
husband at their second home in Col-
orado. She says, “We love hiking and
sitting by the fire.”

CALL and night. To serve your clients, you really have to work Bonnie also makes a difference for oth-

727-696-5708

T
g}:ﬂmmmfmh.

hard.” She is known to answer questions from clients at 9  ers in the community including the local
Children’s Hospital, the arts, education,

and various ministries. Bonnie adds,

p-m. at night.

12 - April 2019

While real estate is a very competitive industry, Bonnie
hopes to change the face of real estate. She explains, “There

is enough for everyone. We should be helping each other.”

She has some advice for the up and coming top produc-
er. Bonnie says, “Hard work and honesty is the secret
sauce.” She also believes in the power of prayer and
following the Golden Rule - treating others the way you
would like to be treated.

In addition, never burn a bridge. Bonnie jokes, “You never
know when you will have to go back over it.” She also

encourages others to practice forgiveness. She explains,

“Before we get to the closing table, I
find out what charitable organizations
that my clients are passionate about

and make a donation in their honor.”

Bonnie says, “I've been raised to give to
others and it’s a great feeling to be able
to do that.” She recalls winning the
Bingo jackpot at her church when she
was 5 years old. She jokes, “My mom
gave me a look and I put it all back in
the offering plate.” She’s been giving to

others ever since out of her generosity.

www.realproducersmag.com - 13



ulie Jones

of RE/IMAX Metro Sponsors the

Florida CraftArt Gallery Tour

She says, “I have been affiliated with them for a

couple of years.”

The gallery tour is described as the “ultimate
shopping experience with fine jewelry, clay, glass,
ornaments and more handcrafted by Florida’s most

talented fine craft artists.” Fine craft art arrives

every day, creating a one-of-a-kind experience.

Julie explains, “Any place with a focus on the arts
drives people there and enhances their quality of
life.” St. Pete has that, especially with the Art Dis-

trict on Central Avenue.

Florida CraftArt is a statewide nonprofit organiza-
tion. Their mission, according to their website, is
simple: “to grow the statewide creative economy
by engaging the community and advancing Florida’s
fine craft artists and their work.” Their primary
goal is the “fine craft artists of Florida, helping
them develop from emerging artist to profitable
professional artist.” The gallery staff here is “in-
vested in mentoring artists in product development,

marketing, pricing and business practices.

Florida CraftArt was founded in 1951 and helps

“advance, mentor and support Florida’s artists.”

This nonprofit organization enhances St. Pete by

i
making a difference €4

Written by Elizabeth McCabe

helping visitors “discover original fine craft, such
as handmade jewelry, glass, ceramics, wood and
fiber.” Visit the main gallery to see more than 250
of Florida’s finest craft artists. Throughout the 3
Re a | estate a g ent J U ‘ ie J ones Of year, check out nine cu'rated shows i'n the e.xhibition ‘_T"?"ttefﬁf _Dr..t.
gallery that feature artists. Don’t miss their annual SERVICE PARTMER

R E/ MAX M etro N as a N eart fO 1 th ©  CraftArt Festival held the weekend before Thanks-

giving. This popular event draws more than 10,000

rts. SN 15 8 Sponser Of € FIONOA g ee womta oo el Architectural Photography and Floor Plans

CraftArt Gallery Tour which is located =
We want to thank Julie Jones for supporting
o 501 Contral Avonue. e ek s ser B I |vel Ima S
information, check out their website, [ |

floridacraftart.org. 813—477—3398 E Reo |EStOte.Me
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This poignant story isn’t from some-
one’s imagination. It’s a true tale from
one of the many families Leah has
helped in real life. It’s a perfect exam-
ple of how her personal, caring style
has allowed her to impact so many lo-
cal families in her young career — and
why she has taken a rightful place as
one of the region’s true Rising Stars as
an agent with Keller Williams Luxury

International in St. Petersburg.

Strong Foundations
Growing up in Augusta, Georgia, Leah
gained a very strong foundation for

the future — because of her family.

“Until I was an adult, I didn’t realize
how many sacrifices my parents made
to raise us,” Leah remembers. “I was
fortunate to have a mom who stayed
at home with us. And my dad worked
three jobs to send us to Christian
school. They both have such a strong

work ethic.”

That work ethic was rooted within
Leah from an early age. When she
was 12, she started working as a
babysitter and continued working
through high school. Along the way,

she began working with a local wom-

appy

Watching Leah Herzwurm's brand videc
happy, young family to ;)m'd'*

roof — just like she and her family did ye
story, Leah is there step by

you see a hear

J

an who was starting a business using something
called Facebook. It was 2010.

“Within a couple years, it grew to a multi-million
dollar business. I went from babysitting to being
her right-hand person,” Leah recalls. “She realized
I was very talented with social media. And so I
started helping her.”

In time, she went on to college. In the process, she
worked two jobs, including continuing her social
media management duties. She paid for her educa-
tion through her jobs and scholarships and graduat-
ed from the University of Georgia.

Two weeks after graduation, Leah married Brant,
her high school sweetheart. The young couple fol-
lowed opportunity to Tampa. Brant began his dream
job in orthopedic sales. And Leah started managing
social media accounts at an ad agency. But some-

thing was missing for her.

“I wasn’t passionate,” Leah admits. “I was in spread-
sheets all day. I didn’t feel what I did mattered.”

That’s when Brant suggested real estate.

“I thought, “‘Who’s going to trust me to buy a
house?” We were in an apartment, so we hadn’t
bought our own house. I was 22. And I had to use
Google maps to get anywhere in Tampa, other than
to work, the grocery store and the gym,” she laughs.

Storybook Style.
Endings.

yarming story about
an elderly woman who wants to sell her home — but not to just anyone. She
ase it, fall in love with

it and raise a family

earlier. Throughout the

step, helping both partie Tﬂ?kb the dream a reality

She initially pushed off the idea. But

not for long.

“I didn’t want to ask myself what if?
So I decided to give it my all,” she
recalls. “I thought I'm going to try and
if it doesn’t work, it’s not a failure. It’s
a stepping stone to whatever life has

in store.”

At night and on weekends she stud-
ied, passed her exams and started
her real estate journey. In Septem-
ber 2016, she began her role with
Keller Williams.

Getting to Why
As Leah began, a crucial conversation

spurred her success.

“My broker talked about the big why
— the reason I got into real estate.
She explained that you need some-
thing that pushes you. I didn’t know

what mine was until then,” Leah says.

‘Within moments, Leah had her
answer — her why. It was helping

others — including her parents.

www.realproducersmag.com - 17
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“We talked about my parents and
growing up. They are my heroes.
I'm still in awe of what all they were
able to provide,” she emphasizes.
“And then, when I was in college,
my dad was diagnosed with a rare

form of cancer.”

18 - April 2019

I didn’t care how many

doors got slammed in my

face or how many times I

was told ‘no’ before I got to

‘ves. I was determined to
do this for them.

As her father’s treatment plan began, her mom
flew in an airplane for the first time to accompany
her father for care in Houston at MD Anderson

Cancer Center.

“That made me realize they had been married 42

years and had never gone on a big trip together.

And they had always had a dream to

go to Alaska,” she remembers.

With every closing, Leah put aside
money. After a year and a half, she
surprised her parents with a week-
long trip to Alaska.

“Being able to do that for them really
pushed me,” Leah explains. “I didn’t
care how many doors got slammed in
my face or how many times I was told
‘no’ before I got to ‘yes.” I was deter-

mined to do this for them.”

That motivation created uncommon re-
sults. During her first 12 months, Leah
completed 24 transactions. In 2017, she
earned Rookie of the Year honors in her
office with $4.5 million in volume. That
number grew to $12 million on 37 units
in 2018, and a spot as a Top Five Agent
in the Keller Williams office.

Those lofty numbers came from a place

of helping — and no sale was too small.

Real Results

So far about 70 families have bene-
fited from Leah’s brand of hard work
and caring. Recently, she invited
them to a “Thanks A Brunch” client

appreciation event she hosted at one

of the city’s nicest venues. She stood to
welcome and thank them, and looked

into the faces of those families.

“I started crying,” she remembers. “It
means so much to see those families
who trusted me and all the relation-
ships. They’re part of my family. It’s so

much more than a job to me.”

For the future, Leah plans to build her
own team and continue mentoring other
agents. In the meantime, by giving of her-

self, Leah receives priceless rewards.

“For me, success is working hard to en-
rich your life and that of others around

you,” she explains.




celebrating leaders

JEFF

BORHAM

s head of his own team with
Keller Williams Realty, Jeff
Borham has a lot to be proud
of. In fact, through the last
few years, he and his team
have become one of the fastest-grow-
ing real estate teams around. Yet,
each day, Jeff takes time to reflect on

improvement — day by day.

“For me, it’s always about being
better the next day than I was the day
before,” he smiles. “When you look
in the mirror, can you say I rocked it
today? If you can, then that’s success.
Because that means you put your en-
ergy in, you got stuff done and you’re

moving forward.”

FIRST STEPS
A Palm Harbor native, Jeff’s journey
started when he returned from the

University of South Florida.

From the start, he seemed to have a

natural inclination toward real estate.

He bought his first house, remod-
eled it, sold it and made a profit.
From there, he moved to Tuscany at
Innisbrook in Palm Harbor where he
bought a condo.

“When I was buying that condo, the
sales manager liked me, so I was
offered a part-time position to show
model homes on Sundays,” Jeff
remembers. “I was waiting tables at
Longhorn here in Palm Harbor. So I
said, ‘Sure I can do that on Sundays.’ I
did, and suddenly I was outselling the

other tour guides.”

Soon, they brought him on as a
full-time sales assistant. Within six
months, Jeff had sold 77 condos. His

real estate career had started.

In 2007 and 2008, Jeff moved into
new home sales and a large condo

conversion in Orlando.

“We were selling lots of condos in
2008 until the real estate market and
stock market really crashed in Octo-
ber 2008. At that point, the bottom
just fell out,” Jeff recalls.

Following that, Jeff moved home and
took time to help his grandparents.

His grandmother was very sick.

In July 2009, Jeff’s grandmother
passed away and he returned to real

estate, joining a commercial broker-

age in Tampa Bay, led by a real estate

attorney and commercial broker.

As Jeff says, “I worked side by side
with her for two and a half years,
learning the commercial side of the
business, and also how to do the
residential side of the business the

lawyer way.”

REINVENTING RESULTS

In 2012, after gaining experience
selling properties to a wide range of
clients, Jeff moved to Keller Williams.
While he had already built success,
Jeff soon learned he would need to

take his efforts to a new level.

“I came to Keller Williams in Janu-
ary 2012, and I sold $2 million, and
honestly I didn’t think I needed to

go to the training sessions, nor did I
think I needed to be mentored,” he re-
members. “And then I looked around
and saw people out-producing me,

so I asked myself, ‘What am I doing

wrong here?””

At that point, an important mentor

entered Jeff’s world.
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GIVING BACK
TO THE
COMMUNITY
IS ALSO AN
IMPORTANT
ASPECT OF
WHAT JEFF
DOES. IN FACT,
HE AND HIS
TEAM MAKE
ONGOING
EFFORTS TO
SUPPORT THE
LOCAL MEALS
ON WHEELS
ORGANIZATION,
AS WELL AS
FOSTERING
HOPE, A
NON-PROFIT
GROUP THAT
SUPPORTS

TO FOSTER
CHILDREN AND
FAMILIES IN
THE REGION.
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“Howard Weinstein came along and started coach-

ing me,” Jeff explains. “I started my new journey,
and I went to every Keller Williams training in
2013 and 2014.”

The results showed. In 2013, Jeff’s production
climbed to $5.5 million — then to $8.5 million in
2014. That was just the start. He started building
his team with Amanda Doll on the operations side,
along with his brother Bill Borham and real estate
agent Matt Bennett. In the process, volume spiked
to $21 million in 2015.

The climb has continued — with over $46.5 million
on 181 units in 2018.

Jeff’s pride goes beyond numbers.

“We want to make sure that we’re providing oppor-
tunity for everyone,” he explains. ”You may want to
invest in real estate, or you may need to net more
money, or you may have the dream of home owner-
ship. Whatever your opportunity in real estate is,

we’re going to work to provide it.”

ENJOYING THE JOURNEY
As Jeff points out, reaching success with a sense of

balance is vital.

“When you’re humming along in real estate, you've
got to put your energy there and make your money,”
he emphasizes. “And then it’s important to take a
break. Put your phone on the charger during dinner
and have that family time. Then, when they go to
bed if you need to work more, get your phone out,
and do what you need to do. Give yourself time to

recharge so you don’t burn out.”

With that in mind, Jeff looks forward to time with
his wife, Somer, and their two children Ryder and
Raelyn. He also enjoys financial news, following the
stock market and college football.

MAKING AN IMPACT

Jeff enjoys coaching and mentoring and has been
very involved in leading training sessions for agents
throughout the market center. Jeff has been very
involved with Business Network International,
serving as the group’s area Vice President and
President. As Jeff thinks back on his own success,
he has advice for those who are building their own

success story.

“One of the main things is to stay focused on what
your lead generation method is,” he says. “If you're
going to build a database, build a database. If you're
going to prospect, prospect. Just really dial in on

how you’re going to get your business.”

Giving back to the community is also an important
aspect of what Jeff does. In fact, he and his team
make ongoing efforts to support the local Meals on
Wheels organization, as well as Fostering Hope, a
non-profit group that supports foster children and

families in the region.

As Jeff and his team continue their work and focus-
ing on continual improvement, results and recogni-

tion keep coming, as well.

In addition to earning a spot as the market center’s
number one team, they’ve earned a spot among the
list of groups included in the Wall Street Journal
Top 1,000 listing, along with the distinction of being
a state of Florida Top 100 team.

As Jeff looks to the future, he takes time to reflect
on being the best he can be — day by day.

“I think it’s about working to be better. Looking at
everything we’re doing, how do we make it one step
better than we were before? How do I show up be-
ing one step better? I always want to be the leader 1

need to be.”




By Dave Danielson
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BRINGING OUT THE BEST

P> broker profile

Growing up in California, Kendall Bonner
had no way of knowing her future would
take her to where she is today — across
the nation to become the broker/owner of
RE/MAX Capital Realty.

But each step along the way, she’s built a
strong reputation for bringing out the best
around her.

PURSUING HER PATH

Looking back, real estate wasn’t Kendall’s dream career at first.

“In high school, I always wanted to be a teacher. My mom
was a doctor, and she said, ‘Teachers don’t make any money,’
and she said, ‘J.D., M.D., Ph.D. Pick one.’ My mom was an
M.D., and I knew I didn’t want to be a doctor, because I know
what that life looked like,” Kendall says.

As she moved ahead with her education, Kendall looked
ahead at the possibilities. She decided on law school. At the

age of 24, Kendall earned her juris doctorate degree from
Loyola Law School in Los Angeles, which is also where she
had met her husband, Bill.

“We got married on Saturday, graduated from law school on
Sunday and on Tuesday, we were in a car driving to Florida,”

she smiles.

It was 2003, and the thought of pursuing her Ph.D. crossed
her mind, but Bill convinced her that working as a lawyer
would be a good path to take — especially since they needed
to pay off student loans.

So Kendall dove into life as an attorney, practicing criminal

defense, workers compensation defense, and more.

In 2007, Bill started his own law firm and Kendall joined him

for several years.

NEW OPPORTUNITIES
By 2011, Bill and Kendall had started a family with two chil-
dren. Kendall had an interesting thought.
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Kendall takes pride in building
her team with a powerful blend of
collaboration, growth, community,

inspiration and aspiration.
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“I decided to get my real estate
license. I said I'll just do it for fun. I'll
do it part-time. I'm a lawyer. I'll do
four deals a year, and I'll just work
with the million dollar clients,” she
laughs. “Like every person who gets

into real estate, I was a bit naive.”

Kendall received a recruiting letter
from Century 21 Shaw Realty Group.
She kept the letter for two years before
approaching them. They hired her.

“I went to every training I could for
30 days, and realized it’s a full-time
job,” she laughs. “I talked to Bill and
said I didn’t want to take any more
bankruptcy clients, and that I'd be

going into real estate full time.”

Within 30 days, she had her first

two listings.

A BROKER IS BORN

Time as a real estate agent went fast.
A couple of years passed, and Kendall
had even started her own title compa-

ny. Soon, she received a new offer.

“I got a call soliciting me to open a
franchise for RE/MAX. I wasn’t sure
it was real, so I didn’t answer,” she
says. “Then they called again, and I
realized it was a legitimate sales call.
I had always said I didn’t want to be a

broker, but I was curious.”

Kendall did her research and then was
invited to the company’s R4 meeting.
In the process, she met company

founder Dave Liniger.

“During that meeting, I got to know
what the company was about and
what it aspired to be,” she remem-
bers. “I purchased the franchise in
2014. I felt confident in how to run a
business because of the experience
that I had gained at the law firm.

My husband and I sold the firm, and
within the first three months, we had
10 agents.”

As the team grew, so did the results.

In 2017, they were named Florida

RE/MAX brokerage of the year. And baby. Children need attention,” she “You get passionate about the things that mat-

in 2018, RE/MAX Capital Realty says. “They are at their most vulner- ter to you. I love coaching and helping people
amassed an astounding 540 transac- able state at a young age... and the achieve their passion and dreams. That makes
tions, representing $150 million with same with your business if you want to  me happy,” she smiles. “I don’t see myself as a
an expanded team of 54 agents. Inthe  protect it and get it to the next level.” broker only. I see myself as a business leader,
process, the brokerage was named to but I'm an example to help others be their own
the Real Trends 500 for 2018. For all that Kendall has achieved, she business leaders. That’s my favorite part ... I have
finds true fulfillment in bringing out a great team and staff. They make me look good,
MANUFACTURING RESULTS the best in those around her. because they’re so awesome.”

That kind of growth and success

doesn’t just happen organically. . i IR
Kendall does the recruiting ground- { . _ R 5 o

work that builds the tea — that

manufactures results.

“I went out, made calls, met people
and asked them to sit down with me,”
she emphasizes. “I didn’t have a repu-

tation as a broker at that time. I didn’t

have systems like I do today. I had to

build it all. It was a good time.”

Kendall takes pride in building her
team with a powerful blend of collab-
oration, growth, community, inspira-

tion and aspiration.

As Kendall points out, “I’d love to
keep growing. And that can come in
many forms. I always want to make
sure that our agents are doing as

much or more of what they aspire to

do. That could be in terms of price
point, compensation or helping them

maximize what they’re doing.”

Kendall and Bill also work to bring
out the best in their community
through a number of groups, including
Children’s Miracle Network and Mot-
to Mortgage Mission Against Hunger.

“We collect donations to help families
and children who don’t have food. It’s
sad and scary with all the resources
this country has, it’s sad. It means a lot

to be able to contribute toward that.”

LEARNING FROM A LEADER
Kendall has advice and an important
reminder about achieving a work/life

balance in the business.

“When you start a business or create a

high-level aspiration, it becomes your
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BUY A UPGRADE THE
PRIVATE JET OFFICE WITH
FANCY FURNITURE
AND GADGETS

For N2 Publishing, the company that brings you this publica-
tion, how to spend $3 million is a no-brainer. Since 2016, we’ve
donated 2% of our revenue to deserving nonprofits that, through
unparalleled expertise and dedication, both prevent the slavery
of men, women, and children and rescue current victims of sex
trafficking and forced labor around the globe. Our latest giving
amount, gifted to our nonprofit partners in December of 2018, is
$3 million.

This brings N2’s lifetime giving amount to
more than $8 million.

While it could be tempting to spend that money elsewhere, being
part of the fight against human trafficking is some of the most
important work we could ever do. At the heart of N2 Publish-
ing is a passion for enabling people — our team members who
help us give and the human trafficking victims who receive - to

live better, more fulfilling lives. N2’s giving program, known as

$3 MILLION

7)

GIVE THE ENABLE THE RESCUE

C-SUITE A OF THOUSANDS OF
NICE RAISE HUMAN TRAFFICKING
VICTIMS WORLDWIDE

N2GIVES, allows us to do this on a global scale. Because of N2’s
financial support, worthy organizations around the world are
able to rescue thousands of trafficking victims, giving them hope
for a new future and reminding them their lives have value and

tremendous worth.

We owe a giant thank you to our readers, advertisers, and team
members who made this gift possible. Like most businesses, we
owe any success to the people we work with and, in our case,
much of that “success” is found in the difference we make in the
lives of trafficking victims. That would not be possible without
the loyalty of readers, the support of advertising partners, and

the hard work of our team members.

Visit us online to learn more about the company behind this
publication (n2pub.com) and how our corporate giving program
brings hope to the hopeless (n2gives.com).
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By Dave Danielson
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“AMANDA

ALL-AROUND ACTION
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»» behind the scenes

In 2015, Jeff Borham had reached an
impressive level of success as a team
leader in Tampa Bay as part of Keller
Williams Realty. Now he was interviewing
a new team candidate, looking for a way
to take that success to the next level. He

found it in Amanda Doll.

Today, Amanda is Vice President of Op-
erations & Growth with Team Borham.
In just four years, she has been a driving
force in the team’s success behind the
scenes through a committed brand of all-

around action.

CRUCIAL CONVERSATION

Amanda remembers that first meeting.

“Four years ago, I joined Jeff. At the
time it was him and his brother on the
team and Jeff said, ‘I want to blow this

29

up,” she smiles.

She joined the team and that level of

success has come to pass.

“In 2014, Jeff was doing all the listings
and his brother was working with all the
buyers. That year, they finished with 35
transactions, representing $8.5 million,”
Amanda says. “I joined in March 2015,
and that year it was pretty much the
three of us until the end of the summer

when we brought on a part-time agent.”

During 2015, the team completed an
astounding 85 transactions with $21
million. To say it was a busy time would

be an understatement.

“My first 180 days, I got very familiar
with what I had to do, and then I worked
on the efficiency,” Amanda explains.
“The first year was like running a mara-
thon while drinking out of a firehose and
juggling. It was a time of long days, long

hours and a lot of learning.”

The team grew, along with its suc-

cess. And last year, the team com-
pleted 181 transactions representing
$46.5 million.

WHATEVER IT TAKES

Amanda drew on her past corporate
experience, and set to work right
away doing anything — and every-
thing — she could along the way to

support the team.

“I transitioned through every one
of the roles,” Amanda remembers.
“I did everything at first. I was the
Executive Assistant. I was a listings
coordinator, I was a transaction
manager, the scheduler, the phone

answerer, the event planner, and

the errand runner. As we’ve grown,
I was able to leverage myself out of
particular roles and get the right

people in place which pushed me to

grown fast in my leadership.”

Today, the team has about 20 mem-
bers, including four operations team

members who report to Amanda.

GROWING WITHIN

One of Amanda’s primary roles
involves recruiting. One question
she always asks a candidate is what

motivates them.
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ONE OF THE GREAT THINGS
WE DO IN OUR ORGANIZATION ... IS
WE PRIDE OURSELVES ON PROMOTING
FROM WITHIN. I WOULD RATHER
PROMOTE SOMEONE UP WHOI'VE
WORKED WITH AND KNOW, THAN TO
LOOK ON THE OUTSIDE

o000 . .
“For some people, it may be money or time,” she says.

“For me, 'm motivated by the opportunity and knowl-
edge. The training and culture that Keller Williams offers
are great. Our team is just a product of that, and that’s

what has kept me here.”

As Amanda has grown and achieved new levels of success
herself, she takes great pride and gets a sense of fulfill-
ment from seeing the organization grow and mature. As
she says, even though she takes pride in her role, she

never wants to be indispensable or irreplaceable.

“I'm proud to know this organization would run without
me. I come from a corporate background, with proce-
dures, guidelines and systems that are there for a rea-
son — so that people could come in and pick it up,” she

explains. “If you're running an organization and you’re the

reason that it’s running, God forbid something happens to you
tomorrow, because the whole thing could go under. You just can’t

sustain that as you grow.”

With that in mind, the team has put a strong emphasis on having

aroad map in place through processes and systems.

As Amanda says, “It’s about putting those things into place and
making sure they’re documented, making sure everyone knows
them, and anyone could come in and do them if something hap-

pened to someone tomorrow.”

Growing the team isn’t just a matter of adding new people. It’s
also essential to sustain a sense of growth for the people already

on the team.

“One of the great things we do in our organization ... is we pride
ourselves on promoting from within. I would rather promote
someone up who I've worked with and know, than to look on the
outside,” Amanda points out. “So in doing that, a lot of the people
who are in the organization are cross-trained, so if someone goes
on vacation, someone else can fill their shoes. If someone is out
sick or has an emergency, we can fill their shoes, and that gives
us an opportunity to get an idea for each role. At the same time, it

provides that coverage, and it’s an even deeper comradery.”

While some may feel threatened by bringing in superior talent,

Team Borham embraces it.

“My goal is always to hire someone for the job who can do it
much better than I could ever be,” she emphasizes. “That’s how

we approach things here.”

LEADERSHIP BY EXAMPLE
While Amanda and the team members have each made import-
ant, ongoing contributions to build the organization, she credits

one person in particular — Jeff Borham himself.

“When I interviewed in 2014, Jeff said he needed someone to

run this side of the business, so I held him to it. If I would have
gotten into it and he wasn’t willing to let go, or he was microman-
aging, I would have gotten out of business with him a long time
ago,” Amanda recalls. “This is a 50-50 relationship. Jeff had to
be willing to continue to grow himself as this organization grew.
He pours into people daily and he leads by example. I'm very
fortunate to be in business with Jeff, and we are blessed as an

organization to have him.”

With commitment, teamwork and a spirit of all-around action,

Amanda is energized for the future.

“I wake up every day with such excitement to get
out the door and do what I’m passionate about,” she

smiles. “If you have that, the rest of it falls into place.”
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P> featured sponsor

By Dave Danielson

COMPASS

JAND & IHILE

Delivering WOW Experiences and Results

If you ask people what their experience i =F I

RELENTLESS EXCELLENCE
Since its start 15 years ago, Com-
pass Land & Title has developed
a reputation for results. In fact,

Phil challenges his team members

b

7
\
&
\

to experience world-class service
for themselves — to understand
what receiving true excellence
feels like. So he invited his team
to stay at a Ritz-Carlton, with the
company picking up the tab.

Compass Land & Title is a locally

owned company with a passion

for giving back, as well. This re-
lentless pursuit of excellence has

created real results.

For all of his organization’s

success, the thing that means the

is like working with Compass Land &
Title, you’ll hear expressions like “wow,”
“unmatched professionalism” and “super

customer service.”

Those words are music to Phil Yost’s ears.

That’s the result he was after when he
started Compass Land & Title in 2004.
For Phil, he wanted to create an experi-

ence unlike any other.

At the time, he was a restaurant owner
in Seaside. As he worked on a new deal

with a real estate investor, he remem-
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bers working with a title
company. In the process, he
felt the service was delivered
in an almost begrudging way.

He saw an opportunity.

“I was doing a ton of real
estate transactions personally.
I’'ve owned a lot of different
businesses and I've always
been customer service orient-
ed, so the hospitality aspect of
things has been second nature
for me,” he remembers. “I
thought if I open a title compa-
ny, and use what I know about
customer service and the
hospitality business, we could

make a real difference.”

most to Phil is what each title

deal represents.

“I love fixing problems,” Phil
explains. “When we get our

title search, we get a real estate
contract, and then we order a
title search from the underwriter.
The underwriter sends it back,
and there’s a schedule within the
title commitment and lists all the
things we need to accomplish to
convey free and clear title... so
we’re tasked with unraveling this
and getting it closed.”

Phil smiles at the results he and
his team help create in part-
nership with real estate agents
throughout the region.

“At the end of the day, this is
people’s biggest purchase of
their life. It’s a really satisfying
feeling at the closing table, and
you see people who are so happy
to be in their new house, or
people who are downsizing and
happy to sell it,” he emphasizes.
“It just really feels good to fix

problems for people.”
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Experien_ced Realtors Only Choose
Experienced Inspectors

Shelton Home Inspections, Ine. 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.

iiShelton
Home Inspections, Inc. @

727-954-0503 L,
sheltonhomeinspections.com '@'
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Make the right choice,
Choice Home Warranty.

Agents, sellers, and
buyers can all be
protected against

costly breakdowns . i ‘E:.]
before, during, and LA

2! after the sale of the |
& home. '

Homes with home
warranties are
selling at higher
prices and fast

, than homes

= without a home

« Wwarranty.
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Your client found their dream home

MINUS their dream kitchen.

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

Give us a call today!

727-641-9189

tarponconstructioninc@gmail.com 0

WWW.TARPONCONTRACTOR.COM
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Package when scheduled online

(Just Mention Tampa Bay Real Producers)

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

Call SEC Inspection Services today
727-786-4663 or Schedule Online

24/7 Right From Our Website

www.secinspection.com (7]

727-786-4663 | 813-657-4663 LT L L LA

RESIDENTIAL A CORPORATE ' INTERNATIONAL ' MILITARY @ STORAGE

coasttocoastmovingandstorage.com

contact@ctcms.com
IM# 1821 | US DOT# 1973640

f 8O verr

You

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

MC87113-USDOT70719



TOP‘GENTS COULD B
ABOUT YOUR COMPANY RIC

Spread your unique message to hundreds of local Realtors each mon
REALPRODUCERSMAG.COM

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! f,
FLORIDA

e Started by a Former Tampa Bay Realtor

. A Conclerge Insurance Agency For BEST QU OTE

The Real Estate Transactions =<

¢ We Have More Carriers and Resources
Than Most Agencies FA ‘w ? C E

Contact Lindsey DeCollibus, Your Concierge Agent
LINDSEY@FLORIDABESTQUOTE.COM

813-850-2222

Offices located throughout the Tampa Bay Area.

COMMERCIAL
&RESIDENTIAL

INSPECTIONS
* Sewer scope ¢ Mold Inspections

* Leak detection < Radon testing
¢ Termite e Well water testing

'N
Class Act Inspections

www.ClassActInspections.com

(813)512-6918

a;—w‘ -l-= [ 4T
R i e
'htt.ﬂlﬁ 7& 313 P g
ALLIE SERRANO PORTRAITS LLC

LIVE FOREVER WITH A RENAISSANCE PORTRAIT

= -'551..#1‘:‘ @Lﬁnﬁg‘ &

LIVE FOREVER WITH A
PAINTED RENAISSANCE PORTRAIT

PORTRAITS CAPTURED WITH A CAMERA - TURNED INTO A
PAINTING - THAT TELL YOUR STORY AND LEGACY

Do you want a painting of you and your family but don’t have time to wait? Our
Painted Renassaince Portrait is the perfect solution. We capture your portrait with
a camera and transpose it onto a canvas, then we turn it into a painting as we add
brush strokes by hand. The final result is a masterpiece showcasing that which you
cherish the most. Let's capture YOUR legacy with a painted portrait.

Call us at (813) 501-7250

allieserranoportraits.com
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MODERN BUSINESS,
WITH SERVIGE FROM A BYGONE ERA.

Q\)
COMPASS

LAND & TITLE
CompassLandandTitle.com




