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INSPECTIONS | REPAIRS  RESTORATIONS REPLACEMENTS

Rescue Roofer Is Here
For All Your Roofing Needs!

e Answer live 24/7 *Preventive Maintenance
*Up-Front Pricing Chimney Repairs
eLeak Warranties eGutter Services

Skylight Services
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trained, licensed and bonded. —— =
Serving Southern California —— Roof Inspection
— [$179 Value)
- =

Call Us Today!

. Yo 949-768-4799
RESCUE ROOFER 24HR: 1-888-346-ROOF

Your Neighborhood ON-TIME Specialists™
=
We’re There When We Say...Or You Don't Pay! “% il ;.,c?;r \1‘7
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Incredibly Low Rates | Fantastic Customer Service | A Fast. Simple Process

We value every client and search for all possibilities to find them
a home loan. no matter how difficult their situation may be.

"Ryan has been my personal lender for over 15 years. He always comes
through for me whether it is a purchase or a refinance or a primary residence
or an investment property. My loans are always complicated but he gets me
the best rate and closes on time. | can't ask for anything more!”

- Michele Harrington, COO & Broker of First Team

Partner with us to give your clients a simple, stress-free home buying experience,

WE OFFER OUR PARTNERS:
Leads | Supporting Open Houses | Catered Meals for Broker Opens

RYAN HART
Vice President, Mortgage Lending

NMLS. 251832 guaranteed

949-351-1373
www.CRARate.com/RyanHart E FFINITY

4100 Newport Place Suite 785
Newport Beach, CA 92660

™

@ ECHMAL HOUSING LENDOR NMLS ID: 251832 106 CA CA - CA-DBOZHIATR

Cararanteed Rate Affinity, LLE i 2 registend tradermark of Guaranteed Rate, Inc. used under license Guarantesd Bate Affinsty. LLC is a subsdiary of Guarantesd Rate, inc. BMLS 1D 8 15588647
(Hatiomaddie Mortgage Licensing Systerm waanwnmsconsumeracoesorg] CA - Licensed by the Departrment of Business Cremsight. Division of Conporations under the California Besidential
Maortgage Lending Act Lic #41 DEBO-GE3ZG0



PREFERRED PARTNERS

CHARITY / FUND RAISING
Goodwill Orange County
(714) 547-6308
www.OCGoodwill.org

ESCROW SERVICES
Versal Escrow
Christopher Keahey
(616) 342-3692

Versal Escrow
Sandy Vietro
(714) 267-7890

HOME INSPECTION
Amerispec

Justin Woodford
(949) 454-0508

STRAW+
CLOVER

\Y 'ﬂil r
l

714-655-9705 |
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INSURANCE BROKERS/
CONSULTANTS

NFP

Taylor Wilson

(949) 307-3916

JEWELER

South Bay Jewelry
Brian Carpenter
(949) 643-1777

MARKETING/DESIGN/WEB
New Norml

Luke Kostka

(714) 905-4033

MORTGAGE SERVICES
California Coastal Loans
Dino Katsiametis

(949) 720-1616

Cross Country Mortgage
JJ Mazzo
(877) 237-9694

Fairway Mortgage
Ryan Grant
(949) 651-6300

Guaranteed Rate Affinity
Ryan Hart
(949) 3511373

PEST & TERMITE
CONTROL

Quality First Termite & Pest
Control

Jeff Oliva

(949) 348-1730

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!

PHOTOGRAPHY
Andrew Bramasco
(714) 362-1154

Thomas Pellicer
Photography
(714) 381-7675

ROOFING

Rescue Roofer

Eric Enriquez

(949) 768-4799 x101

STAGING & HOME DESIGN
Straw & Clover Studio
Andrea McQuade

(714) 655-9705

TITLE SERVICES

Ticor Title

Mark Russell & Bill Senteno
(949) 395-8395

HOME STAGING AND STYLING STUDIO

CREATING A COMFORTABLE,
THAT WILL HELP YOU SELL YOUR HOME!

CASUAL STYLE

949-290-4055 | WWW.STRAWANDCLOVER.COM

MEET THE SOUTH ORANGE COUNTY
REAL PRODUCERS TEAM

1L

Michele Kader
Owner/Publisher

Luke Kostka
Social Media
& Video Marketing

Andrew Bramasco
Photographer

Thomas Pellicer
Event Photographer

Lauren Deavenport
Publishing Assistant

Chris Menezes Alysha Garner

Writer Account Manager

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at michele.kader@realproducersmag.com.

SOUTH BAY JEWELRY

SINCE 1969

NEW OWNERSHIP

Orange County’s
Custom Jewelry

YOUR IDEA

(949) 643-1777 | www.SouthBayJewelryOC.com
26705 Aliso Creek Rd, Suite D | Aliso Viejo, CA 92656

@) GIA
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PHOTOGRAPHY + MOTION

people

SPACES

aerials

Specializing in architecture,

714.381.7675
www.THOMASPELLICER.com
@thomaspellicer

interiors and luxury real estate.

About the Magazine

We realize that Real Producers is a
new concept here in South Orange
County, and some of you may be
wondering what it’s all about. That
is why we have created a “FAQ’s
About This Magazine” page. Here
we will answer the most com-
monly asked questions around the
country regarding our program.
My door is always open to discuss
anything regarding this communi-
ty — this publication is 100 percent

designed to be your voice!

Q: WHO RECEIVES

THIS MAGAZINE?

A:The top 500 agents in South
Orange County. We pulled the
MLS numbers (by volume) from
August 1, 2018-August 1, 2019, in
the South OC area. We cut the list
off at #500, and the distribution
was born. For this year’s list, the
minimum production level for
our group is on pace for over $7
million in 2019. The list will reset
in August 2020 for next year and

continue to update annually.

Q: WHAT IS THE PROCESS FOR
BEING FEATURED IN

THIS MAGAZINE?

A:1t’s really simple - every feature
you see has first been nominated.
You can nominate other REAL-
TORS®, affiliates, brokers, owners,
or even yourself! Office leaders can
also nominate REALTORS®. We
will consider anyone brought to our
attention, because we don’t know
everyone’s story, so we need your
help to learn about them. A nom-

_L_I
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ination currently looks like this: you email us at

michele.kader@realproducersmag.com with the
subject line, “Nomination: (Name of Nominee),”
and explain why you are nominating them to be
featured. It could be they have an amazing story
that needs to be told - perhaps they overcame
extreme obstacles, they are an exceptional leader,
have the best customer service, or they give back
to the community in a big way. The next step is
an interview with us to ensure it’s a good fit. If' it
all works out, then we put the wheels in motion
for our writer to conduct an interview and for our

photographers to schedule a photoshoot.

Q: WHAT DOES IT COST A REALTOR®/TEAM TO
BE FEATURED?
A:Zero, zilch, zippo, nada, nil. It costs

nothing, my friends,

partner you see in this publication. We
won’t even meet with a business that
has not been vetted by one of you and
“stamped for approval,” in a sense. Our
goal is to create a powerhouse net-
work, not only for the best agents in
the area, but the best affiliates, as well,

so we can grow stronger together.

Q: HOW CAN | RECOMMEND A
PREFERRED PARTNER?

A:If you have a recommendation for
a local business that works with top
REALTORS®, please let us know!
Send an email to michele.kader@

realproducersmag.com.

so nominate away!
We are not a pay-
to-play model. We
share real stories of

3N

real producers.

Q: WHO ARE

THE PREFERRED
PARTNERS?

A: Anyone listed as a
“preferred partner”
in the front of the

magazine is a part

of this community.

BUYERS AND SELLERS NEED
AMERJSPE(

IN‘&PH"I TON SERVICES

They will have an ad
in every issue of the

R iE ANMERISPEC PIFFERENCE INCLUDESs

quarterly events, and

be a part of our online TASK CERTIFICATION™ — for the best training and systems

community. We don’t
just find these busi-
nesses off the street,
nor do we work

with all businesses
that approach us.
One or many of you
have recommended

every single preferred

THE AMERISPEC REPORT — for real confidence in writing
AVAILABILITY — when your convenience is key

ELIMINATE SURPRISES AND
EARN PEACE OF MIND

CALL TODAY TO BOOK YOUR INSPECTION!
949-454-0508 ¢« AMERISPEC.NET/WOODFORD

www.realproducersmag.com - 9
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200 [0

DEVICES LOAMNED

200 azsistive technology items
Toanad snd reused to pecple
with disabilities, caregivers and
professional m the communidty.

Would you like to learn miore about
Goodwill of Orange County? Come
see the good inaction by taking a
tour of one of facilities—our Corporate
campus, our Tierney Canter for Veteran
Services or our Rogers AL Severeson
Fitrness & Technology Center,

Call #14-547-6308 ext. 334
to schedule a tour today.

FOLLOW US ON
INSTAGRAM

- FACEBOOK
f

IG: @realproducerssouthoc
FB: Real Producers South OC

Fir 95 years, the Goodwill of Orange County

has transformed lives thraugh the power of OE
work, We use your donations-whether in the -
farm of a financial denation, a legacy gilt ar

a gently used item-and turn that into life-

changing programs and services.

#CREATEGOODWILL
800.4.GO0DWILL
OCGOODWILL.ORG/DOMNATE
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The Real Estate o
Professionals Most
Important Partnership!

UNPARALLELED LEVEL OF VALUE TO YOUR CLIENTS....
NOW AND FOR YEARS TO COME!

A mortgage lender should be the #1 partner for any real estate professionals
business. Our team realizes this, which is why we have created a platform that
adds more value to the real estate professional and to the consumer, than any
other lending team in the country. Our team focuses on helping the consumer
make confident and educated decisions about their real estate goals. Through
our Nationally acclaimed 5-Star Client Experience, not only do we increase
the motivation levels of your potential buyers and sellers, but we help to
create a raving fan client that will depend on us to be the most valuable

team of professionals in their lives, as it relates to real estate and finance.

Our team is proud of the fact that we are ranked the #1 Lender in Orange
County, but we’re more proud of WHY we do it and the way we do it!
Our clients love the fact that we help them get their offers accepted
because of our unique strategy and they are proud to work with a
lending team who is widely known and respected because of our
reputation and performance in the local real estate community. Let us
provide your clients with the education, analysis and experience that
they want and need and see the results that it will have on your

business! That is what sets us apart in this industry.

FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

RYAN GRANT

A& PROFESSIONAL MORTGAGE PRACTICE

949-651-6300
www.RyanGrantTeam.com
Team@RyanGrantTeam.com
100 Spectrum Center Dr #750
Irvine, CA 92618

NMLS #18767
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Michele Harrington is one badass woman. A New Jersey, hard-
charging fighter who doesn’t sugar coat things, she constantly
gives her all, never backs down, and exudes the American spirit.
She has always been very grateful for our country and has felt an
extreme amount of patriotism, even as a child, which led her to

enlisting in the Marine Corps at 19 years old.

“I always believed that the military was a great way to serve your
country and that the Marine Corps was the best of the military. So, if
I'was going to do it, I was going to do it with the best,” says Michele.

Michele spent four years in the Marine Corps as a C-130
Aircraft mechanic and deployed to Kuwait during Operation
Southern Watch. As the only woman in her squad, she felt
like she had a lot to prove. She took it upon herself to uphold
the perception of
women Marines to
her male colleagues.
She trained constant-
ly to make sure her
run times were as
good as theirs (even
though she was not
a runner and hated
it), made sure her
Physical Fitness
Tests scores were
higher than theirs,

and never fell out of a

formation run.

14 - November 2019

The Marine Corps made Michele very thick-skinned, extremely
disciplined and gave her a new appreciation for freedom and
democracy, mainly because she had no freedom in the military.
After graduating from Chapman University in 1997, she decided
to not re-enlist. As she considered her next steps, she knew she
didn’t want to work for anyone else, but didn’t have much money
to start a business. She thought, “What could I do to be my own

boss with no money?” Then it struck her—real estate.

“Real estate is the best industry in the world, besides the mil-
itary. It is the quintessential example of American Capitalism.
It doesn’t matter where you are born, what degree you have,
anyone can enter for very little money, and become extremely
successful, if they work hard,” says Michele.

Michele had saved up three months of leave to get her real estate
license and earned her first paycheck. She immediately found her
experience in the Marines—the discipline and grit it required—to
be a boon for her business. She did everything she could to get

business and saw instant success.

“It was easy success for me compared to what I did in the Marine
Corps, which was way more difficult than door knocking and cold

calling,” she says.

As Michele’s success grew, so did her ambition. At 24 years old,
she started purchasing investment properties, did a lot creative
financing and was very aggressive in getting owners to sell to

her. She started with a 15-unit apartment building that was yel-

low-tagged for code violations, behind on the mortgage and in a

bad area of Long Beach, turned it around, and purchased another
50-units. At one time, she had 75-units of apartment buildings in
Long Beach. She managed them for about two years, but began to
lose interest in the venture and decided to sell them and start her

own real estate company instead.

Charging headfirst with her new company, Michele moved into a
5,000sqft office in Aliso Viejo without any agents to support it.
She built it out, began recruiting and hiring agents and did really
well. She bought an ERA franchise, and after they saw how ag-
gressive she was with the business, they helped her buy addition-
al companies. So she purchased two in San Diego—Ranch and
Sea Real Estate and Sterling Real Estate—and then expanded
her company in Orange County. She had about 400 agents and
things were looking really good. There was only one problem: she

purchased all these companies in 2007.

“2008 killed me. The market demolished me and my franchisor
sued me for a lot of money. It was scary, but I took everything
one day at a time. I had a spreadsheet of everything I owed, all
my overhead, all my salaries, all my offices, looked over where I
could cut, where I could negotiate with landlords, and just took

everything one day at a time,” says Michele.

As Michele tried to dig herself out of the debris, she sold off all of her
San Diego operations, lost all of her Orange County operations, ex-
cept for Aliso Viejo, which she was able to salvage after the landlord
cut it back for her. Starting from scratch in 2009, she built her busi-
ness back up again to a successful operation, but paid more attention
to profitability instead of size, something she did not do the first time.

Michele built her business up to about 130 agents and then sold it
in 2018 to First Team Real Estate, becoming the COO and Broker

of Record under Cameron Merage. “Cameron Merage is an in-

credible leader,” says Michele. “I never had a mentor before, but
I finally have someone who has done more than I have, who I can

look up to and emulate and that’s really exciting for me.”

Michele feels like she’s finally made it in life now. She loves her job
and loves her family. She and her husband, Dave, have three kids
from previous marriages and adopted two kids from Ethiopia to-
gether. “We have such a cool family. We have so much fun hanging
out, going on trips, paddle boarding and going out on the ocean in

our boat,” she says. “I feel like life couldn’t get any better.”

www.realproducersmag.com - 15
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NFP

Property
& Casualty
Insurance
Brokers

partner spotlight

By Chris Menezes
Photos by Andrew Bramasco

“It’s a tough business to crack. Building the right team around you is key. Also, my
father taught me very early on that honesty and integrity in both your personal

and professional life is essential,” says Taylor.

Taylor decided to open his business with NFP. As the 4th largest insurance bro-
kerage in the nation, NFP is licensed to write business in all 50 states, offering
personal insurance (home, auto, umbrella, collections, vacation homes, course
of construction, rentals, watercraft, etc.), small/large commercial insurance and

individual/group benefits.

Taylor knew that if he was going to start an insurance business, then he needed a
niche. Since he always loved real estate, when he got his license, he found the top
10 REALTORS® in Orange County selling multi-million dollar homes and began
building relationships. As Taylor continued to provide excellent service and the
best resources available to his clients and partners, his business took off.

LN J
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“All insurance agents/brokers are selling the
same thing. It’s finding the right agent that has
the best resources to provide the best cover-
age possible. Representing over 30+ of the top
carriers in the industry, there is nothing we

can’t insure,” says Taylor.

Having the right resources has also enabled
Taylor to close deals quickly. “All real estate
agents have been in that situation on a Friday at
4:30pm where they are closing escrow and the
‘home insurance’ is holding up the deal. Call me
and we’ll get that policy issued and bound before
close of business at 5pm. Nothing better than
getting that call of relief from the agent know-
ing the deal closed because of the resources we

have,” he says.
Y

Taylor prides himself in his ability to find a
solution for anything that comes his way. He
understands that clients are depending on him
to make that happen. “Solid relationships with
the carrier underwriters are key right now to

solving problems,” he says.

Taylor finds immense fulfillment out of de-
veloping relationships with his clients, and
helping them protect their most important
purchase in life. To better protect his clients,

especially within the current climate, Taylor

is putting together a detailed insurance plan

for “disasters.”

“Believe me, from actual loss experience, you
want your agent to help facilitate a claim with
restoration and adjusters. I have all the resourc-
es and contacts to ensure that clients’ claims ex-
periences are top-notch,” he says. “The 2017 and
2018 wildfires have crippled the homeowner’s
insurance market all over Southern California.
Having solid relationships with our insurance
carriers is a key factor right now. A lot of com-
panies have just shut down and are not writing
new business in ‘high’ brush areas. It’s a major
concern. We are constantly looking for different

ways to write business.”

When Taylor isn’t working, he enjoys spend-
ing time with his wife, Tamra, and daughters,
Irelynn and Preslie. He is very involved with the
girls’ sports, which takes up most his time after
hours. However, he still makes sneaking in a

date night with Tamra a priority as well.

“Every day is a new day and I am blessed to have

the opportunities that I do,” he says.

For more information on NFP Property
& Casualty Insurance Brokers, visit
www.nfp.com, or call 949-307-3916.

%
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WE PRIDE OURSELVES IN
PROVIDING TO OUR CLIENTS
ON ALL OF THEIR TRANSACTIONS
A CONCIERGE LEVEL OF SERVICE

SANDY VIETRO
ACCOUNT EXECUTIVE

E sandy.vietro@versalescrow.com C 714.267.7890

CHRISTOPHER KEAHEY
SR. ESCROW OFFICER/MANAGER

E christopher.keahey@versalescrow.com T 949.342.3692 C 949.632.8641

NEWPORT BEACH
1200 Newport Center Drive | Suite 140 | Newport Beach | California 92660

www.versalescrow.com



top producer

By Chris Menezes
Photos by Andrew Bramasco

ROSENHAIN

RUSSELL

HAAKENSON
COMPASS REAL ESTATE

WE'RE NOT A TEAM, WE'RE A
COLLABORATION

honda Russell, Kelli Haakenson, Ash-

ley Rosenhain, and Tracy Weintraub

are not a typical real estate “team.” In
fact, they are not a team at all. Rather, they re-
late themselves to more of a “Girl Gang.” While
there is no hazing involved in this gang, there is

a great deal of collaboration, support, and fun.

“We collaborate in regards to business,
helping each other out on showings, open
houses, inspections, etc., as we are all
mothers, wives, daughters, caregivers and
grandmas. Family time is important to us, and
by collaborating, we can achieve a greater

balance,” says Rhonda.

“We support each other, we engage in cohesive
marketing, we give each other advice, and we
have fun, all the while focusing on our own
individual real estate businesses and providing
extra value for our clients,” says Kelli. “We love

our girl gang!”

20 - November 2019

While the “Girl Gang” (which also includes
Tracy Weintraub, see Making a Difference
article) officially formed this past January,
they have known each other for quite some
time. Rhonda, Kelli and Tracy all previously
worked together at Surterre Properties within
The LaMott Group for several years and
enjoyed the camaraderie and the collaboration
that went on. Ashley worked at Surterre
Properties as well, but was not on the team.
As each of them grew busier with their
respective businesses, they all began to leave
Surterre at separate times, only to find each

other again at Compass.

Once at Compass, Tracy and Rhonda reached
out to Ashley, as they had heard she was doing
well and also liked the idea of not forming a
team, but rather collaborating with like-minded
agents. Ashley didn’t hesitate. “Compass has

a motto of collaborating without ego and I felt
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We support each
other, we engage in cohesive
marketing, we give each
other advice, and we have
fun, all the while focusing
on our own individual real
estate businesses and
providing extra value for our
clients,” says Kelli.

“We love our girl gang!

these ladies would be a perfect fit with keeping that
spirit alive,” says Ashley.

While Ashley has only been in the business for two
years, she has doubled her production each year.
She grew up working on a horse ranch in Southern
California, learning the value of a hard days work
and a strong work ethic from a young age. She got
her first job at 14 years old, and put herself through
UCLA waiting tables.

Before getting into real estate, Ashley was a stay-
at-home mom, competed as an equestrian, was
involved in many philanthropic organizations, and
also managed the design and build of several homes
and personal real estate investments. “I honestly
love helping people find a place to call home, love
design and build, seeing the potential of spaces and

being a real estate matchmaker,” she says.

Kelli was born and raised in Loma Linda, CA.

Her father was the Chairman of the Board of

Oral Surgery for Loma Linda University Dental
School, where Kelli received her degree in Science.

However, the second she graduated, she moved

24 - November 2019

to Newport Beach and has been in Orange County ever
since. Before becoming a REALTOR®, she did a little bit
of everything. She was an Account Executive for FedEx,
program manager for the “Show Your Card and Save” ben-
efit at the auto club, sold commercial print, was a surgical
endodontic dental assistant, and worked at a vegetarian

drive-thru.

Kelli became a REALTOR® in 2011 to help pay for her son,
Matt’s, college education. She was newly married at the
time and didn’t want to burden her husband with half of
her child’s tuition to UCSD. After he graduated and got a
job, she decided to keep moving forward with real estate.
“Each year I become better, learn more, gain more experi-
ence and appreciate this career choice very much. Being a
REALTOR® is a vehicle to serve others, and a wonderful

career. I'll probably work until I'm 70,” she says.

Rhonda has always been involved in real estate in one way
or another, even as a child. She grew up in El Segundo
with a single mom, who managed apartment buildings for
a living. It was just Rhonda and her mom, handling a lot of
the maintenance for the apartments. “I learned early on
how to do things that many adults still don’t know how to
do, like light a water heater and set a toilet on a wax ring.
T also collected rents, gave out eviction notices, did all that
stuff at the age of 10,” she says.

Rhonda went straight into working for a real estate
investment firm as an adult. When she moved to Orange
County, she became an assistant to Jerry LaMott for a
few years before being licensed in 1997. “He was a great
mentor. I guess you could say I learned from the best. I
have always strived to follow the principles that he
instilled in me, having a strong work ethic, integrity, and

above all, honesty,” she says.

As Rhonda, Kelli, and Ashley continue to support and
collaborate with each other, they hope that their Girl Gang
can influence the way agents work together, to perhaps
ease the stringency of staunch competition pervading
many in the industry, and come together to not only better

serve clients, but to have even more fun while doing so.

“I think I can speak for all of us in that we want to provide
the best possible service for our clients and grow our
business, while enjoying the process and supporting each

other,” says Kelli.

‘What more could a REALTOR® ask for?

ONVERT

CONTENT CREATION & MARKETING

PHOTO/VIDEO/WEB DESIGN
WWW.NEWNORML.COM
@NEWNORMLMEDIA  714.905.4033



\DREW BRAMASCO

Photographer

Expertly
Crafted
Solutions
to Fit Your

‘\-——._____-_-_-_

We know that every individual is unique.
That's why we create a plan tailored to your needs
so you don’t have to worry about what the future might bring.

Personal Insurance | Commercial Insurance | Benefits

Contact us today to learn more about our proactive approach
towards securing your future.

ONFP

Taylor Wilson

949-307-3916
Taylor.Wilson@nfp.com
www.NFP.com

1551 N. Tustin Ave. Suite 500
Santa Ana, CA. 92705

ARGHITECTURE | INTERIOR DESIGN | LUXURY REALSESTATE:

714 .362.1154
www.ondrewbromasco.com
(@ andiewbromasco
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N TRAUB

COMPASS'REAL ESTATE®

LIGHTING THE WAY
FOR FAMILIES AT
THE NEW LEONARD
CANCER INSTITUTE
WRITTEN

28 - November 2019

Tracy Weintraub has a long history with Mission Hospital, in
both volunteering care and receiving it. Before becoming an emp-
ty nester, entering the real estate industry, and collaborating with
Kelli Haakenson, Rhonda Russell, and Ashley Rosenhain, she
was a fulltime volunteer. Starting with Mission Hospital’s Spiritu-
al Care Center, and moving into a licensed health care counselor
position at the local senior center, Tracy helped many seniors

with both their spiritual needs and their Medicare issues.

What initially drew Tracy to volunteering at Mission Hospital
was fear. “I felt that the hospital was the scariest place you
could ever be. And many people who are there don’t have
relatives there to help see them through. I wanted to be there
for people in a non-medical way, and I loved Mission Hospi-
tal’s philosophy of taking care of every patient in all areas of
health, not just physical,” says Tracy.

Tracy spent about four years com-
forting patients through Mission’s
Spiritual Care Center before finding
herself on the other side of care. Well,
not her, at first, but her husband,
Marc. When Marc was diagnosed
with colon cancer at the age of 38,
Tracy had spent enough time at Mis-
sion to know which oncologist they
needed to get in front of—Dr. Lloyd S.
Nagasawa. However, at the time, his

practice was full.

However, that didn’t stop Tracy from
calling every day until she was able
to secure a consultation for Marc.
“Dr. Nagasawa knew where the
latest trials were being conducted,
always answered my questions on
new research, and even referred me
to cancer conferences I could attend.
He truly went above and beyond,”

says Tracy.

After enduring the most aggressive

treatments of chemotherapy that

he could stand, Marc was cancer-free. Tracy and
Marc’s daughter, Zoe, was 10-years-old at the time,
so they decided to do gene testing on Marc to see if
Zoe could be at risk later in life. Although it came
back negative, when Zoe turned 21, they called to
see if she should have a colonoscopy, just in case,
and they said yes. Sure enough, they found can-
cer. Dr. Nagasawa saw the Weintraub’s all the way

through this scary time as well.

Then, just a few years ago, Tracy herself was
diagnosed with breast cancer. Tracy credits Dr.
Nagasaw with saving her husband’s life, her
daughter’s life, and her own. “There are no words
to express the heartfelt gratitude and admiration
my family and I have for Dr. Nagasawa. He will
continue to be in my daily prayers for the rest of

my life,” says Tracy.

Today, the Weintraub’s are working alongside
medical director, Dr. Nagasawa in the battle against
cancer by helping with the creation of the new Judi
and Bill Leonard Institute for Cancer Prevention,
Treatment and Wellness at Mission Hospital, the
first comprehensive cancer institute in South Or-

ange County, which just opened.

Supported by Medical Director,

Dr. Nagasawa, The Leonard Cancer
Institute offers a myriad of multi-
disciplinary cancer treatments,
personalized to individual

patient’s specific tumor, cancer
type and genetics, based on the
latest research and evidence. The

comprehensive cancer center
will bring together specialists,
clinical research, and cutting-edge
technology to compassionately care
for the body, mind and spirit of

patients and family members.

“We still need more donations, so

if you would like to donate, come to

our event in honor of Dr. Nagasawa

on November 11th at the new cancer

institute,” says Tracy.

Donations to the cancer institute can
also be made at:
https://www.providence.org/donate/
mission-hospital-foundation/fundraising-
priorities/give-to-cancer-institute.
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DEPOSIT PRDTECTIDN UPTO

Your buyer may be able to have their
DEPOSIT PROTECTED.

PRICE MATCH PROTECTION  &750
Peace of mind and assurance your buyer gets
the best possible mortgage they qualify for.

10-DAY CLOSE GUARANTEE

Strengthen your offer by designating a
clearly defined timeframe for closing.

* See terms and conditions below.

DON'T LOSE THE DREAM HOME TO OUR CLIENTS
WE HAVE THE PRODUCTS AND EXPERIENCE FOR EVERYONE
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949.7201616
Dino@CAcoastalloans.com

26381 Crown Valley Pkwy. #230 | Mission Viejo, CA 926911 NMLS#264396 | BRE#01244052

15 day close
of escrow and
NO loan
contingencies.

/\
_l_.

California
COASTAL LOANS




PRSRT STD
US POSTAGE PAID
DALLAS, TX
PERMIT NO. 3649

$132npoid vy Ayuno) abuelQ yinos~ yd

Next Level Solutions For The

Mortgage And Real Estate Industry...

(@) TICOR TITLE"

CARING IS OUR
COMPETITIVE EDGE

“From the beginning, Mark and Bill have

provided industry leading service, ideas and
value to The Agency Orange County. They
are a trusted Title partner for us here, and
a valuable resource for any team.”

TICOR TITLE

1500 QUAIL STREET 3RD FLOOR
NEWPORT BEACH, CA 92660

MARK: 949.395.8395
BILL: 562.972.2454

MARK.RUSSELL@TICORTITLE.COM
BILL.SENTENO@TICORTITLE.COM

-Andrew McDonald and Mauricio Umansky
The Agency




