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Looking for 5 star professional,
full service property management?

Marti has over 10 years experience;
call her today so she can help you.

MARTI LADD | Property Manager
Windermere Prestige Properties 
1401 N. Green Valley Parkway, Ste 200
Henderson, NV 89074
702-432-4600 O�ce
702-301-8020 Cell
martimatthewslv@hotmail.com

$300 referral fee paid to agent

Clients are referred back to
Agent when they want to sell

S.0069857 • PM.0164150

Jennifer.Wittman@HomeBridge.com
(702) 497-8298

NMLS #644336
2580 St. Rose Parkway Suite 300 Henderson, Nevada 89074

www.homebridge.com/JenniferWittman

Thinking of
refinancing?
Let Jennifer help you figure out if
it’s the right move for you.

Call today for your
consultation.
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Red Rock Home Inspections truly cares 
about  ensuring you make a  wise purchase.

Father & Son - Family owned - Veteran owned  |  Military/Veteran, First Responder & Teacher discount

Proud Member of VAREP Las Vegas Chapter  |  Home Pre-Listing Inspections

General Home Inspections  |  New Construction Inspections  |  11th Month Warranty inspections

Fully Licensed & Insured  |  100% Satisfaction Guarantee

A 90-Day Warranty, Sewer GARD, Recall Chek, & Build Fax included with every inspection

702-902-9749
r rhi lv.com 

r ick@rrhi lv.com
����

THE BIGGEST INVESTMENT
Y O U ’ R E  A B O U T  T O  U N D E R T A K E

O F  Y O U R  L I F E .

Weekend, holiday,
& next-day

appointments
available

Get expert Home Loan advice at your home, work, or on the go.

6655 W. SAHARA AVE., SUITE C-110, LAS VEGAS, NV 89146  |   WWW.JMACHOMELOANS.COM 

Purchase or Refinance, our Home Loan Specialists can help provide a 
solution fit for your unique needs. Fast and simple.

No jargon. No drama. Just results.

C A L L  U S  T O D A Y .

A V E R Y  P E N N
7 0 2 - 8 8 8 - 0 4 3 4

A V E R Y . P E N N @ J M A C H O M E L O A N S . C O M

E L V I R A  R O D R I G U E Z
7 0 2 . 3 3 5 . 0 4 9 4

E L V I R A . R O D R I G U E Z @ J M A C H O M E L O A N S . C O M  

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!

AIR CONDITIONING & HEATING

Aire Serv of Las Vegas

(702) 565-4610

aireserv.com/las-vegas

ELECTRICAL SERVICES

Fowler Electric LTD

(702) 778-4346

www.fowlerelectricnv.com

FLOORING

TLC Flooring Boutique

Ramin Rostamzadeh

(702) 248-7777

HOME INSPECTION

Red Rock Home Inspections LLC

Rick Watkins

(702) 902-9749

HOME LOANS

JMAC Home Loans

Avery Penn

(702) 888-0434

jmachomeloans.com

HOME WARRANTY

Old Republic Home Protection

(925) 963-4726

www.orhp.com

INSURANCE

Morgan Agency LLC / American 

National Insurance

Jarod Morgan

(702) 430-7764

Mlagents.americannational.com/

JarodMorgan-3518

LENDER

Evergreen Home Loans

Scott Gillespie

(702) 494-8448

MORTGAGE

Fairway Independent Mortgage Inc.

Clay Schmeisser

(702) 685-2225

Guild Mortgage Co.

Ryan Erekson

(702) 528-6235

Homebridge Financial

Jennifer Wittman

(702) 497-8298

Millenium Mortgage Group

Ken Sarna

(702) 813-3919
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Valley West Mortgage

Vatche Saatdjian

(702) 696-9900

PHOTOGRAPHY

Neon Sun Photography

Brian Mannasmith

(702) 335-5335

Wild Dog Digital Inc.

Klara Filipi

(702) 826-8708

PROPERTY MANAGEMENT

Windermere Prestige Properties

Marti Ladd

(702) 301-8020

TITLE COMPANY

Ticor Title of Nevada

Jodi Grover

(702) 283-6725

www.ticornevada.com

M E E T  T H E

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

Melony Peters 
Publishing Assistant

Joe Piotrowski 
Area Director

Eliza Piotrowski
Publisher

David Filipi
Wild Dog Digital 

Contributing Photographer

Brian Mannasmith
Neon Sun Photography 

Contributing Photographer

Elizabeth McCabe  
Contributing Writer
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702-430-7764 | mlagents.americannational.com/jarodmorgan-3518 | 375 N. Stephanie St. Building 20 Las Vegas, NV 89014

American National o�ers personalized
insurance coverage for home, auto,
business, life and much more.

Let’s manage life’s risks together.
Call for your appointment today.

JAROD MORGAN
Multiline Insurance Agent
Jarod@leadersfg.com 
Ins. Lic. #168380

Over 17 years experience in the Vegas Valley

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 au-
thor(s). The paid advertisements contained within the Las Vegas Real Producer magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore, neither 
N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating Realtors for certain stories, 
please email us at eliza.piotrowski@realproducersmag.com
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Taking 
Control!

Written by Elizabeth McCabe

Photography by Wild Dog Digital

Ken Sarma, a lifelong resident of Las Vegas, 
earned his Business Administration degree from 
Creighton University, before immediately coming 
back to Las Vegas.

“I’m passionate about helping people in my home-
town,” says Ken. He’s been in the mortgage industry 
since 2003, starting Millennium Mortgage Group in 
February 2019.

Building a local business is near and 
dear to Ken’s heart. He explains, “I 
care about each one of my clients. I 
can meet with them and answer their 
questions. That’s service that clients 
don’t get at other places.”

Leading the Way in Mortgages 

A successful entrepreneur, Ken, decid-
ed that the best way to serve his cli-
ents was to open his mortgage group.

Ken says, “I just decided based on 
how the mortgage industry is evolving 
that the only way to offer my clients 
the best loan is to control everything. 
As an owner, you can control the 
interest rate and the fees forced upon 
the consumer. I can close a loan at a 
much lower interest rate and no fees.”  

Last year, Ken lost 30 units due to a 
competitor beating him with rates 
and fees. “This year, I don’t believe I 
have lost any units because of that. I 
have already closed 12 million dollars 
in production more than all of last 
year, and I’ve only been operating 
since February.”

Excelling in Customer Service 

Ken attributes his success to his low 
rates as well as his exemplary cus-
tomer service.

“We have a team of people who are 
awesome at what they do,” says 
Ken. “From start to finish, some-
one is always there to answer their 
questions. A lot of our competition 
doesn’t have that.”

He adds, “Our rates are so aggressive 
that I don’t believe anyone can offer a 
better loan and customer service.” Ken 
exceeds his clients’ expectations as ev-
ident by their rave reviews on Zillow.

Millennium Mortgage Group also 
stays on the cutting edge of technol-

ogy. Ken says, “More documents can 
be signed digitally rather than by 
a hand signature. By the end of the 
year, we are going to get to that point 
that everything will be digital from 
start to close. That will save time for 
people and make the process much 
easier for them.”

Partnering with Real Estate Agents

“I work with a ton of real estate 
agents,” says Ken. He has been with 
them through the Great Recession.

When the market crashed in 2007-
2008, a lot of real estate agents 
couldn’t close deals. Instead of fleeing 
the mortgage industry, Ken opened a 
company to negotiate short sales with 
the banks.

“We were able to negotiate 5000 
short sale approvals,” says Ken. In the 
process, he built a lot of relationships 
with real estate agents. “I helped 
them stay in the industry and still 
turn a profit,” adds Ken.

Ken is a published author of Crash 
and Burn: Rising from the Ashes Af-
ter the Real Estate Collapse. In 2014, 
he transitioned back to mortgage 
banking because that is where the 
demand shifted. He understands the 
market trends and is proactive rath-
er than reactive.

He also helps clients of real estate 
agents. Ken explains, “What 
separates me is that a lot of people 
look at a situation and say, ‘Sorry, I 
can’t help you.’ But I put a lot of time 
into mapping out a game plan. If you 
can do A, B, C, you can buy a home 
in six months. If people are serious, 
they will follow the game plan and 
make it happen.”

For more information, check out 
www.kensarnaloans.com.

premier partner

Owner of Millennium Mortgage Group
Ken SarnaMeet
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HughesHughes
JamesJames

Q & A with

of Hughes Group Keller 
Williams VIP

REALTOR® on the rise

James and his wife Becky
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Purchasing Refinance FHA loan VA loan

Debt consolidation refinance Investor loans Multi-Family

KEN SARNA
Millennium Mortgage Group, LLC
Company NMLS#1786240 
www.MMTGGROUP.com

We use customer service and common sense to help you obtain the
best loan possible based on your unique
circumstance and goals.

CALL TODAY TO SEE WHAT OPTIONS ARE
AVAILABLE TO YOU. 702-765-0868

2520 Saint Rose Parkway Suite 305 | Henderson, NV 89074
ken.sarna@mmtggroup.com | Fax:  702-946-1413

How many years have you been a 

real estate agent? What year did 

you start?

4, Started April 2016

Why did you become a real  

estate agent?

I was offered an amazing opportunity 
to be the first expansion location from 
Team Integrity Tucson. Our primar-
ily military-focused expansion team 
has helped hundreds of active-duty, 
veteran, and retirees in 8 locations 
and six states.

What was your total volume  

last year?

$12.7M

What did you do before you be-

came a real estate agent?

Helicopter Crew Chief in the USAF

What is your favorite part of being 

a real estate agent?

This profession has allowed me to 
continue serving others. I’m honored 
to guide and educate consumers on 
the home buying and selling process.

Define success.

When every agent on our Team 
achieves their goals and dreams. 
When they succeed, we succeed.

What has been a 

game-changer for you 

in your business?

We treat everyone like 
family and have amaz-
ing client appreciation 
parties (3 every year), 
and we invite ALL fami-
lies we’ve EVER helped, 
not just those in the 
current year.

What does your typi-

cal day look like?

Team call in the morn-
ing. Script practice and 
role play. Prospecting 
and follow-up calls/
texts/emails. After-
noons are spent on 
listing appointments, 
showing homes, and 
negotiating contracts.

What makes you 

different?

I do this. Every.  
Single. Day.

Where do you feel you can still im-

prove in your business the most?

Our customer service. We consistent-
ly receive great feedback and 5-Star 
reviews. As we grow, as we do more, 
our superb customer service must 
stay impeccable.  

What keeps you engaged and ex-

cited to continue doing what you 

are doing?

Handing over keys. Sitting at the clos-
ing table and seeing their excitement.

Is there any tech that you love 

using for your business?

My CRM, MOJO dialer, TicorAgent 
ONE app, FB & IG

Tell us about your family.

We are a blended family. My wife 
Becky and I have two kids each from 
previous marriages. We are now 
empty nesters!!! And we have one 
grandbaby who is awesome.

What are your hobbies and interests outside 

the business?

Spending as much time as possible at Lake Mead. 
It’s our happy place.

Are there any organizations or charities that 

you support?

KW RED Day, VAREP, That Others May  
Live Foundation.

What are your short- and long-term goals?

Grow and scale at a rate that keeps our customer 
service Top Notch. Short-Term: add 3-5 humble 
agents looking to grow and expand their personal 
business and join our Team Integrity Family. Long-
term: add 2-3 more locations and Teams within 
Las Vegas or beyond and become the consumers #1 
choice with all things Real Estate.

What is your favorite quote?

Hope is not a strategy.

How do you manage work/life balance?

Time-blocking, sticking to a schedule, making sure I 
schedule my time-off and vacations before business.

James Hughes
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When it comes to home loans, information
and education make the difference.

With over 15 years of experience,
Clay Schmeisser will offer you

clear explanations, patience,
and expert advice.

Spending the day helping all his clients with that is what Clay loves to do.
Clay is also very passionate about helping our veterans, active duty military members and 
first responders get into new homes!!! Clay is one of three certified military mortgage boot 
camp instructors for the state of Nevada, which means he gets to help educate the public and 
his real estate partners by disproving a lot of the myths that are floating around out there 
about VA loans.
With Clay’s extensive knowledge of Fannie Mae, Freddie Mac, FHA, Jumbo and VA guidelines, 
he usually knows what underwriters are going to request before we even submit an 
application to them! Because of this understanding of what is needed at the beginning of the 
mortgage process, Clay’s clients can feel confident they will be getting a top-tier home loan 
experience.
Clay fully understands that the industry has changed and continues to change daily, monthly 
and on an annual basis. As a seasoned mortgage professional, Clay works diligently to stay 
informed and educated of frequent industry changes so that he can better serve his clients 
and real estate partners!
Knowledge. Experience. Customer service. Clay uses these skills to guide his clients through 
what might, for many of them, be the largest purchase of their life. In trying to make the 
transaction as stress-free as possible, Clay wants his clients to actually enjoy purchasing a 
new home or refinancing their current home loan.

CLAY SCHMEISSER
Branch Manager
NMLS# 404275
Las Vegas, NV
Office  702.685.2225
Cell 702.777.2666
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I“I have always believed that people who fight for 
our freedom deserve to be helped if needed,” says 
REALTOR® Merri Perry.

Despite Merri’s busy schedule as a full-time real es-
tate agent, she always finds a way to help Veterans 
and finds it very rewarding. She carves out time in 
between showing homes and on evenings and week-
ends to make a difference for others.

“My passion for helping Veterans comes from my 
Dad being in the military,” explains Merri, who has 
been a Real Estate Agent for 30 years. She adds, 
“My fiancé is also an FMF Corpsman in the Navy 
for 25+ years and still serving.”

Serving on the Board of VAREP

Merri is proud to be a Veteran advocate, sitting 
on the board of the Veterans Association of Real 
Estate Professionals (VAREP). This trusted REAL-
TOR® loves to help others, making it possible for 
Veterans to achieve homeownership, especially 
when they might not have known they were eligible. 
Being able to negotiate a deal without any money 
down or closing costs makes Veterans’ dreams of 
owning a home come true.

“We also have the resources to be able to connect 
Veterans to the right person to assist with their 
VA benefits,” explains Merri. “VAREP also holds 
military housing certification classes monthly to 
educate the real estate community about VA loans 
to help with getting their offers accepted. There 
have been times where the agent on the other end 
is uneducated and would not normally accept a VA 
offer. After we contact them and explain the offer, 
that Veteran may now have a chance at getting that 
home.” VAREP also lobbies in Washington D.C. 
every year to advocate for Veterans.

VAREP has worked very hard to get the question 
added to the 1003 (mortgage application), “Have 
you ever served?” Merri says, “This is bringing 
to light the VA loan and their VA benefits because 
some people do not know they even have benefits. If 
they answer ‘yes,’ the loan officer would then know 
to offer them the option.” VAREP was also involved 
working with lawmakers on the Blue Water Navy 
Bill, which once implemented next year, Veterans 
will also be able to use their VA benefits to finance 
an unlimited loan amount.
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Seeing Change Locally 

Serving through VAREP enables Merri 
to see the results of the funds raised. 
She can see how people’s lives are im-
pacted by the positive change locally.

“With some organizations, you don’t 
know where the money goes, and you 
never get to meet any of the people 
whom you have helped.  With VAREP 
we actually get to meet the Veterans 
and families whom we have been able 
to help,” says Merri.

 “The more people we help, the 
better,” Merri smiles. VAREP has 
been able to provide mortgage-free 
homes.  She and others have also 
repaired homes and landscaping for 
other Veterans. “We are getting ready 
to donate a car, and we are going to 
provide another mortgage-free home 
in November,” adds Merri.

This past Christmas, VAREP part-
nered with Veterans Village to provide 
Christmas for the women and chil-

dren’s section of Veterans’ Village. This 
group is comprised of women who are 
Veterans themselves or the surviving 
spouse of a Veteran who has served. 
Merri says, “We provided Christmas 
and Christmas dinner for 22 Veteran 
families and their children.”

Help for Veterans continues through-
out the year. Last May, VAREP provid-
ed a mortgage-free home to an Afghan 
Army Veteran who is a recipient of the 
Bronze Star and Purple Heart. 

“We are always doing charity events 
and donating our time throughout the 
year,” says Merri.

Get Involved 

To get involved in helping Veterans, 
check out VAREP.net, and see their 
calendar of events. Or contact Merri 
directly at Merri@merriperryteam.com.

“We can never have too many vol-
unteers. There is always something 
someone can do,” says Merri.

making a difference
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Navy Vet, MMA Fighter, REALTOR®

What Can’t He Do?!

Written by Elizabeth McCabe

Photography by Wild Dog Digital

“My military background has really 
helped me with my organizational 
skills,” says REALTOR® Chris Rubeis 
with Realty One Group.

Chris served in the Navy from 1993-
1997 and was deployed to the Middle 
East. Upon conclusion of his service, 
he was a Petty Officer third class. 
Chris was awarded the National 
Defense Service Medal and Southwest 
Asia Service Medal with a bronze star.

“The military was a good experience 
for me,” says Chris. His years of ser-
vice were transformative in helping 
him become who he is today. They 
instilled in him the qualities of honor, 
courage, and commitment.

When he got out of the service, 
Chris was a boxer and did MMA 

fights in Mexico and San Diego. 
He then met his wife at Ralph’s 
grocery store while they were both 
on a break. He knew the moment 
that he saw her that she was the 
one. When they didn’t have enough 
money to purchase property in San 
Diego, Chris looked at Las Vegas in 
Southern Highlands. He became a 
homeowner in 2003.

“My real estate agent and I got along 
very well. He suggested that I think 
about real estate. He brought me in 
under his wing, and I got my license,” 
says Chris. “Fifteen years later, I’m 
still in real estate.”

He gives back to others through 
Homes for Heroes as well as other 
charity organizations and gave about 
$25,000 last year to these worthy 

Rubeis
wild card of the month

Chris 

My faith and 
my family 
are what 
drives me 
most in life,” 
says Chris. 
“My family is 
awesome. 

The Rubeis Family
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(702) 625-2065 | NEONSUNPHOTOGRAPHY@GMAIL.COM | VEGASREALESTATEPHOTOS.COM | NEONSUNPHOTOGRAPHY.COM

real estate • commercial • architectural • drone • portrait

A full service photography company dedicated to providing 

THE BEST PHOTOGRAPHY SERVICES
IN THE LAS VEGAS VALLEY

or wherever you may need us.

CALL US TODAY TO FIND OUT HOW WE CAN DRIVE BUYERS TO YOUR LISTING

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

programs that benefit his fellow veterans, law en-
forcement, firefighters, EMTs, and teachers.

Excelling In Real Estate

An award-winning real estate agent, Chris excels 
in sales. Last year, he earned the Unstoppable 
Award, given to those with 5 million dollars in 
sales or 15+ units sold. Chris averages between 
20-30 transactions each year, always ranking in 
the top 1% of his brokerage.

What is Chris’ favorite part of being a real estate 
agent? “I like to negotiate,” he smiles. “That’s some-
thing I really enjoy. I like people, and it gives me the 
chance to interact with them, whether it’s a buyer 
or seller.”

Overcoming the Odds

Chris has been able to stay successful in the tu-
multuous market in real estate through the highs 
and lows. He explains, “2005-2012 was difficult for 
agents. I represented banks and helped them get rid 
of their toxic assets in terms of bank-owned proper-

ty. It was a way to think outside the 
box and make money.”

Overcoming the odds is nothing new 
to Chris. He struggled with dyslexia 
as a child but wasn’t diagnosed until 
his teens. He learned to read and 
write at the age of 13. But this obsta-
cle never defined him; it helped him 
become the overcomer that he is to-
day with his drive and determination. 
“I see my clients through to the end – 
no matter what it is,” says Chris.

Fueled by Family and Faith

“My faith and my family are what 
drives me most in life,” says Chris. 
“My family is awesome. My wife 
Jamie is a photographer. She teach-
es photography at one of the largest 
online photography communities and 
owns a photography company. Her 
job enables her to stay at home with 
our kids, and to me, that is priceless.”

Together Chris and Jamie have three 
biological sons who attend Amer-
ican Preparatory Academy where 
they are honor roll students. Chris 
also has a biological daughter, 23, 
who is getting ready to graduate 
from Washington State University, 
although his wife Jamie considers 
her as a daughter and has been there 
for her since day one.

As a family, everyone loves to go 
camping. “We are outdoors people,” 
says Chris. “When we have the op-
portunity to get off the radar, we go 
out into the woods to fish, hunt, and 
recharge our batteries.” Recharging 
helps Chris perform his best and be 
there for his clients.

We are honored to feature Chris  
Rubeis in this month’s issue. For more 
information, check out his website,  
www.rubeisre.us.

Chris Rubeis
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Written by Elizabeth McCabe

Photos by Neon Sun Photography

The Marine Corps Prepared Him for Real Estate 

“From 1993-1999, I was a sergeant in 
the Marine Corp. It meant the world to 
me. I learned so much at a young age, 
including a lot of characteristics – such 
as integrity – that followed me into 
business,” says William “Billy” Alt, 
REALTOR® with NextHome Integrity.

He ran a marketing company before 
becoming a REALTOR® 15 years ago. He is passion-
ate about giving back to veterans in the community, 
whether that is helping veterans secure their first 
house or educating other real estate agents on the 
benefits of the VA home loan.

A man of principle, Billy 
will work as hard as 
he needs to in order to 
help his clients. He has 
achieved the 40 under 
40 Hall of Fame and has 
over 1100 transactions 
to date. Billy also earned 
the Excellence Award at 
his company NextHome, 
which is given to those 
who give back. All of 
this wouldn’t be possible 
without his team. Billy 
says, “I have an amazing 
team who does such an 
amazing job; it allows 
me to do more in the 
community.”

Passionate about 

Homeownership

Originally from New 
York, Billy recalls that 
“homeownership was a 
big deal” when he was 
growing up.

“When I was able to ac-
complish it, I will never 

forget the feeling of getting the keys to 
my own house. I want to make sure that 
my clients feel the same way,” he says.

A risk-taker, Billy packed up his  
things from New York 16 years ago, 
two years after 9/11. “The cost of living 

there wasn’t making 
sense to me,” he explains. 
“I saved up my money 
and winged it, moving  
to Las Vegas.” This leap 
of faith was the right 
move for him as he se-
cured his future with his 
drive and determination.

Making A Difference 

Billy currently serves as President 
of the Board of Directors for the 

high roller

Southern Nevada Chapter of Re-
building Together. This non-profit 
organization helps with critical 
repairs for low-income homeowners, 
such as veterans, the disabled, and 
the elderly.

“I am also a past President and cur-
rent member of the Veterans Asso-
ciation of Real Estate Professionals 
(VAREP),” says Billy. This founda-
tion was established in 2011 and 
helps veterans, and active military 
with homeownership provides finan-
cial-literacy education and promotes 
awareness of the VA home loan as 
well as economic opportunities.

“I’m passionate about educating 
REALTORS® about the VA loan,” says 
Billy, “as well as active military and 
veterans to use the benefits that they 
have earned. I’m willing to educate 
anybody. It’s not about competition 
but helping veterans.” Half of Billy’s 
clients are veterans.

Active Interests

When Billy isn’t selling homes and 
helping veterans, he is a dedicated 
family man. His spouse is Megan, and 
they are blessed with two children: 
Alexa (4) and Olivia (8).

As a family, the Alt family loves to 
travel. “I enjoy weekend getaways 
with the kids,” says Billy. He also 
likes hiking and coaching their soccer 
games. In his downtime, he likes 
taking advantage of what Las Vegas 
has to offer.

Billy concludes, “I want to be remem-
bered for giving back to my local com-
munity and for being a good dad.”

For more information on this month’s 
High Roller, check out his company’s 
website, nexthomeintegrity.com.

MEET RISK TAKER

WILLIAM 
“BILLY” ALT
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HEROES
Never in the field of human conflict was 

so much owed by so many to so few. 

Josh Burns, 
Military Police Corps Army National 
Guard, Served Active
REALTOR® for 4 years
“I love having a direct influence on the 
economy as a whole!”

Jimmy Vega, 
Navy (Fleet Marine Force Corpsman), 
Served 25 years ~ Still in Reserves
REALTOR® for 4 Years
“My favorite part about being a REALTOR® 
is helping veterans obtain the American 
dream of home ownership.”

Victoria Watkins, 
Air Force, Served 6 years active ~ 2 
years inactive
REALTOR® for 4 Years
“My favorite thing about being a 
REALTOR® is when I help people 
achieve their dreams of owning their 
own home. I’m eager to serve, not sell.”

John Paul Cruz David, 
Marines, Served 4 Years
REALTOR® for 3 Years
“My favorite part is meeting strangers 
and connecting them with other 
strangers; resulting in a successful real 
estate transaction!”

Falisha Rexford, 
Air Force,  Served Active
REALTOR® for 5 years
“It’s all about the relationships! This 
is my passion! I love getting to know 
people from all over the world while 
creating income for my family.”

REAL 

-- Winston Churchil
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CARPET • TILE / STONE • LAMINATE • AREA RUGS
Biggest selection of name brand luxury vinyl planks

Visit our showrooms at our two locations to pick out your new flooring today!
HACIENDA LOCATION

4505 W. Hacienda, Ste A • Las Vegas, NV 89118
(702) 248-7777

Showroom
Mon-Fri 8am-6pm • Sat 8am-5:30pm

BLUE DIAMOND LOCATION

7955 Blue Diamond Rd, Ste 101 • Las Vegas, NV 89178
(702) 248-7777

Showroom
Mon-Sat 10am-5pm • Sun By appointment only

www.tlcflooringlv.com Licensed, bonded, insured #80490, #80491

When it comes to flooring styles
and selections, we have it all.

We are ready to install tomorrow!



“The Most Resourceful People in town” 

WITH 7 LOCATIONS ACROSS THE VALLEY

Phone: (702) 932-0777
Fax: (702) 921-6855
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8363 W. Sunset Rd Ste. 100 
Las Vegas, NV 89113 www.TicorNevada.com


