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

*Session fees apply
**Holiday session fees apply November 27-December 1

Be thankful this holiday season
& celebrate your family...

Book your family portrait session by
November 26th and receive

$100 off your order*

Gift certificates available!
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Contact Lindsey DeCollibus, Your Concierge Agent
LINDSEY@FLORIDABESTQUOTE.COM
813-850-2222

•  Over 40 carriers
•  Competitive rates
•  Quick quotes
•  Solutions for 4 point issues
•  Private floodInsuring all of Florida

THE MOST REFERRED, CONSUMER DRIVEN INSURANCE AGENCY

We are a concierge insurance agency for the real 
estate transaction. We understand the needs of 
your buyers & sellers and work to get everyone to 
the closing table on time. We o�er the BEST rates 
and the BEST customer service!

Tampa Bay's #1 Mover
A Company Built On Professionalism

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

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

DOT#2270761

Family Owned and Operated since 2004Family Owned and Operated since 2004
Celebrating 

15 Years 
of  Service in 

Tampa Bay

Krystyna Gehl
KG Photography

Event Photographer

Elizabeth McCabe
Writer

Allie Serrano
Professional Photographer
Allie Serrano Portraits, LLC

Andrea Kurjah 
Event Coordinator

Carol Walker
Professional Photographer

Thomas Bruce Studio

Stephanie 
Shaughnessy

Content Coordinator

Sherry Keenan
Professional Photographer 

Best View Photography, LLC

Barry Lively
Professional Photographer

B. Lively Images

Madison Thayer
Client Director

Dave Danielson
Writer

Don Hill
Area Director

M E E T  T H E

TA M PA  B AY
R E A L  P R O D U C E R S  T E A M



8 • November 2019 www.realproducersmag.com • 9

homespire mortgage

jen jones

(757) 459-3172

jenjonesloans.com

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

coasttocoastmovingand-

storage.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

michelle hernandez

(813) 928-2283

firstam.com

UTILITY CONCIERGE

utility helpers, llc

(813) 291-3600

utilityhelpers.com

VIDEOGRAPHER

delvmore studios

(813) 601-2248

delvmorestudios.com

justified films

ryan justice

(813) 843-3475

justifiedfilms.net

WINDOWS & SLIDING 

GLASS DOORS

beacon windows

(727) 410-2193

www.beacon-windows.com

HOME STAGING

dwell home staging

(844) 439-9355

dwellstaging.com

showhomes tampa

(813) 737-0048

showhomestampa.com

HOME WARRANTY

choice home warranty

lori lacoppola

(813) 460-5002

choicehomewarranty.com

first american home warranty

stephanie shaughnessy

(813) 344-7525

firstamrealestate.com

old republic home protection

brian brown

(800) 282-7131 x1399

www.ohrp.com

INSURANCE

all-state

(727) 866-6311

allstateagencies.com/

helenwade

blanchard insurance

andrea kurjah

(727) 776-8113

www.blanchardinsurance.com

florida best quote

lindsey decollibus

(813) 850-2222

floridabestquote.com

MORTGAGE LENDER

guaranteed rate

trevor smith

(727) 362-6889

rate.com/trevorsmith

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!

ADVERTISING AGENCY

evolve & co

(727) 490-9835

evolveandco.com

CLOSING/LISTING SERVICES

list 2 close

mandy riedinger

(727) 262-4004

list2closemgt.com

CONTRACTOR - OUTDOOR/

INDOOR REMODEL

tarpon construction

(727) 641-9189

tarponcontractor.com

FITNESS & NUTRITION

burn fitness

(727) 560-2332

burnfitnesstraining.com

HOME INSPECTION

a snoop inspection

(813) 345-2600

a-snoop.com

class act inspections

(813) 512-6918

classactinspections.com

properly inspected

matt friesz

(727) 798-6480

properlyinspected.com

sec inspection services

(727) 786-4663

secinspection.com

shelton home inspections

(727) 954-0503

sheltonhomeinspections.com

waypoint property inspection

(813) 486-8551

atampahomeinspector.com
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Doing the Math. Adding a Difference. 

By Dave Danielson

leadership 
spotlight

Some things add up. They make sense. That’s the way it was for Future Home Realty Head, Bob McDugald.

I started writing, and in about 20 min-
utes, I was done.”

In those moments, Bob envisioned Fu-
ture Home Realty.

As Bob recalls, “I started with the prem-
ise of okay, you’re a top-producing agent. 
What would it take for you to come to a 
real estate company? So I thought let’s 
train, let’s support, let’s teach and do things 
that people need — and not waste money 
on things people don’t need. And let’s do it 
for an aggressive compensation plan.”

Future Home Realty formally started 
in 2001. As Bob built his new broker-
age, he did so using a “Earn more, keep 
more” model.

“Earn more means we’re going to train 
you and support you to earn more mon-
ey, and then keep more means we’re go-
ing to allow you to keep it,” he explains.

Today, Future Home Realty has grown 
exponentially — boasting 1,400 agents 
that completed more than 5,500 trans-
actions for a combined volume of $1.25 
billion in 2018. In turn, Bob sits on the 
Board of Directors for the National 
Association of REALTORS®, recogniz-
ing Future Home Realty as one of the 
nation’s 75 largest brokerages.

THE MISSION CONTINUES
For all of the success that Bob and his 
team have created, his original mission 
hasn’t changed.

“It’s still about giving agents a profit-
able, effective, efficient place to run 
their business.”

While his organization is large, 
Bob’s goals for success are focused 
on the individual.

“I’m a firm believer that the way peo-
ple succeed in real estate is varied. 
Some do great cold calling, some do 
great buying Zillow leads, and are 
really good at converting those leads. 
Others are better face to face. And 
the same people who are good face to 
face will crawl under a table before 
they make a cold call,” he smiles. 
“So my goal is to always help them 
discover what their passion is and 
where their comfort level is. Because 
I think everybody can succeed in that. 
They just have to learn, because if it’s 
something that you feel good about 
doing, you’re going to actually do it.”

Bob enjoys success in all phases 
of life with Janette and their two 
sons — Joseph, who is 16 and 
Samuel, who is 12.

“Janette is phenomenal. She’s the 
CFO of Future Home Realty. She has 
a CPA and MBA. She is a fantas-
tic lady, a motivator, a driver and 
accountability partner. And she’s a 
huge part of our success.”

As Bob speaks with pride about 
Joseph and Samuel, he works to pro-
vide a strong example for them.

“I want them to know that you can 
be a very successful business per-
son, and that you can still do it ethi-
cally,” he says. “I want to be thought 
of as someone who led by example, 
and conducted his business with 
integrity. For me, success is about 
fulfilling God’s will for my life.”

From math teacher to national 
real estate leader, Bob McDugald 
continues adding to the positive im-
pact he makes in the lives of those 
around him.MCDUGALD

In 1994, Bob was a math teacher. It was 
the end of another school year, and he 
had just bought a new home. Like many 
teachers, summer meant a way to make 
a little extra money before classes start-
ed up again.

Bob’s agent suggested he look into real estate.

“I jumped into it for the summer to see 
what I could do for 10 weeks,” he remem-
bers. “I never went back to teaching.”

BACK TO THE BEGINNING
Bob grew up in Southern California. 
When he was 14, his father passed away, 
and the family moved north.

As Bob remembers, “I went from surfing to 
riding a tractor. It was a life change for me. 
But I went to work and learned the value of 
an honest day’s work.”

After high school, Bob moved back to 
Southern California and played baseball in 
college. He pursued his degree in mathe-
matics and met his future wife — Janette.

The two married and, after finishing 
school, moved to Florida.

VISION BECOMES REALITY
After Bob’s transition to real estate, he en-
joyed a successful career. For several years, 
Bob worked with Keller Williams, where 
he was a high-producing, award-winning 
agent in the Tampa Bay area.

Through time, Bob’s friends encouraged 
him to start his own brokerage. After 
brushing off the idea for a while, he took a 
closer look. He grabbed some coffee and a 
spot on Clearwater beach.

“I gave myself three hours, and I said I’m 
going to see if I can make this happen,” he 
recalls. “I remember like it was yesterday. 
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www.delvmorestudios.com  |  info@delvmorestudios.com

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

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

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

Interested in having our team work with you?
Give us a call to learn more about what our team of experts can do for you.
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NICK P O S I T I V E  M O V E S
Nick Janovsky is a REALTOR® 
with Premier Sotheby’s Interna-
tional Realty who doesn’t track 
his success in terms of “transac-
tions.” For him, he much prefers 
the word “moves” — a word that 
positively reflects the path real 
people take to the next chapter 
in their lives.

It wasn’t too long ago that Nick 
made his own, positive move 
into life as a REALTOR®. 

C R U C I A L 

C O N V E R S AT I O N

When you meet Nick, you 
instantly see he was made for 
what he does. And the striking 
thing about that is Nick never 
even considered real estate. 

As Nick says, “I never wanted 
to become a REALTOR®. I had 
no desire.”

After achieving significant suc-
cess in other industries, a pivotal 
conversation piqued his interest.

“The owner of Smith & Asso-
ciates advised me that I needed 
to look at it and see what it 
really is. Once I did, I was like, 
wow … what I didn’t know at 
the time was that the skill sets 
that I already had were a perfect 
match for the industry,” Nick 
remembers. “I already had the 

contacts and the clients. All I 
had to do was learn the contract, 
because I’m incapable of selling 
my clients. I’m more about giving 
them education and advice.”

FA S T  S TA R T

From the very beginning, Nick’s 
blend of professional expertise 
and experience combined with 
his contacts to create import-
ant momentum. Through just 
four years, positive results have 
quickly followed.

Nick recorded $10 million his first 
year, $11 million his second, and 
$13 million his third, including $3 
million in outgoing referrals.

Nick has a voracious appetite for 
information and learning. Each 
step through his career has pre-
pared him for this, including 27 
years in Tampa Bay.

“We wear one hat as a REAL-
TOR®. But we’re really like a 
financial planner, a marketing 
executive, and a communicator. 
And so those are natural skill-
sets I can bring to the table,” he 
says. “I just approach real estate 
as here are the facts and the 
data. Let’s be transparent about 
it. Let’s make it fun.”

While some REALTORS® wish 
they would have found their real 

estate careers earlier, Nick’s 
success in the field has been 
fueled by his other experiences.

“I’ve worked in different indus-
tries, careers, and politics all 
across this region. So I’m not 
only connected to my clients, 
but also the neighborhoods,” he 
says. “Clients are sometimes 
like a blank slate. They say, ‘I 
don’t know where to go. I don’t 
know what I want. I don’t know 
what I need.’ And I say, ‘Okay. 
Well, tell me what you don’t 
want. We’ll start there. And 
then we’ll get to what you do 
want.’ It’s a fun journey.”

B U I L D I N G 

R E L AT I O N S H I P S

Nick’s focus on helping his 
clients make their moves has 
created remarkable results. He 
ranked number one this past 
spring for outgoing referrals 
for all Premier Sotheby’s Inter-
national Realty associates, and 
also ranked in all of Tampa Bay 
in outgoing referrals placed. In 
fact, he’s placed over 50 fami-
lies on an outgoing basis, and 
has been involved in closing 
moves for over 20 families re-
locating outside of Florida … in 
places ranging from Jackson-
ville and Tennessee to Penn-
sylvania, New Orleans, Boston 
and New York.

By Dave Danielson

Photo Credit: Carol Walker/
Thomas Bruce Photography

rising star

JANOVSKY
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Today, he ranks among the 
leaders in all Premier So-
theby’s International Realty 
agents in Florida and North 
Carolina.

Wherever Nick goes, he nat-
urally connects with people. 
When he does, he also lets 
them know that he also hap-
pens to be in real estate. The 
connections are made, and 
when clients contact Nick, 
he has the contacts to con-
nect them with qualified local 
agents coast to coast. But Nick 
doesn’t make a casual referral. 

“I do have a very strict process 
for how the agents are selected 
on the ground in other markets. 
I want to know their volume. I 
want to know the region, that 
specific neighborhood, I want to 
have a conversation with them 
before they ever get connected 
to my client,” Nick emphasizes. 

Nick delivers a level of care to 
help his clients’ moves to other 
areas remain positive.

“I’m the gateway. I want 
to know that agents on the 
ground understand the market 
and the speed of service,” he 
says. “I want them to have 
experience on the ground in 
that specific neighborhood to 
provide a CMA comparative 
market analysis, and three, to 
explain the nuances from state 
to state for any type of differ-
ences for the way commissions 
are governed or the type of 
contract contingencies and 
how inspection periods are en-
forced, and so on. Everything 

“I ’ D  L I K E  T O  B E 
R E M E M B E R E D 
F O R  H A V I N G 
A  P O S I T I V E 
I M P A C T  O N 
O T H E R S .
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is like a simultaneous handoff — like 
a baton pass in an Olympic relay.”

In his free time, Nick enjoys time 
spent with his 55-pound Husky, 
Oliver. He also reads a wide range 
of news accounts and updates every 
morning, including outlets such as 
Forbes, CNBC, Fox and CNN, among 
other economic and Federal financial 
sources. And on Sundays, Nick im-
merses himself in NFL football, espe-
cially his beloved Minnesota Vikings.

A R E A  A M B A S S A D O R

The Tampa Bay region has no great-
er ambassador than Nick, either. 

“I’m extremely bullish on 
Tampa Bay. Compared to 
the world, our average price 
point is a yard sale in major, 
emerging markets. And I do 
think that values are going 
to start cascading heavi-
er elsewhere than they 
already are,” Nick points 
out. “We are an incredible 
bargain, with old Tampa, 
and the downtown urban 
core of St. Pete, which is an 
absolute Renaissance. It’s 
unrivaled anywhere else. 
I’m extremely excited for 
what’s coming ahead.”

As Nick looks to the future and the 
positive moves to come, he does so 
with a selfless sense of service.

“I really like working with the people 
around me … elevating them to where 
they truly wanted to be through some 
type of knowledge, advice or support 
provided,” Nick smiles. “I like getting 
my homeowners into their first prop-
erties, and growing equity, and seeing 
their financial stability become 
incredible. I’d like to be remembered 
for having a positive impact on oth-
ers. Every move is unique. And we 
get the chance to serve our clients’ 
best results and needs.”
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Burn Fitness Training
5023 Central Ave, St. Pete

Je  Ward/Lisa Ward
Co-Owners

727-560-2332
www.burn tnesstraining.com

AGE DEFIANCE FITNESS AND NUTRITION
STOP THE AGING PROCESS IN IT’S TRACKS!

- Regain Lost Muscle and Strength -
- Eliminate Years of Accumulated Fat in Months -

- Feel and Look Younger -
ASK US HOW!

Exclusive One-on-One Personal Training, Full Nutritional Support with a
Licensed Dietitian, Motivation, Accountability, RESULTS    

Call, Email or Go Online for your
FREE Estimate.

We'll Get You There...

RESIDENTIAL \ CORPORATE \ INTERNATIONAL \ MILITARY \ STORAGE

��������������
������������������
5035 Uceta Rd.
Tampa, FL 33619

(877) 621-1043
coasttocoastmovingandstorage.com
contact@ctcms.com
IM# 1821 | US DOT# 1973640

�������
���
���������
�	�������������
���
'����	�����������

MC87113-USDOT70719

BBB Rating: A+
As of 04/11/17

SECINSPECTION.COM

HOME  INSPECTIONS
Hey, Top Producer!

Close your clients dream house and
Avoid the Deal Killers!

Choose our GOOD LOOKERS!

• all inspections including WDO
• fast scheduling 2-3 days
• same day digital report
• licensed general contractors
• luxury property experts

813-657-HOME

Free WDO
Mention Code

LABOR4U

WAYS A COMPANY 
CAN SPEND  $3 MILLION:

TO LEARN MORE, VISIT N2GIVES.COM

N2 Publishing – the company behind every Real Producers magazine – believes in 
a future where everyone is free. This year, we donated 2% of our revenue, or $3 
million, to support nonprofits that rescue and rehabilitate victims of sex slavery 
and forced labor. And it was only possible because of the support of our industry 
partners and engaged readers. Because of you.

UPGRADE THE
OFFICE WITH 
FANCY FURNITURE  
AND GADGETS

GIVE THE 
C-SUITE A
NICE RAISE

BUY A 
PRIVATE JET

ENABLE THE RESCUE 
OF THOUSANDS OF 

HUMAN TRAFFICIING 
VICTIMS WORLDWIDE



22 • November 2019 www.realproducersmag.com • 23

CHRIS & Veterans 
Alternative 

Delivers 
a Real 

Difference 

By Dave Danielson

equine therapy, music, and 
other activities that build 
camaraderie. Plus, Veterans 
Alternative also offers ser-
vices to members of Gold Star 
Families—immediate family 
members of those who have 
died during deployment.

As Brian says, his organization 
helps veterans understand their 
worth in the civilian world.

“When you leave the mili-
tary, you don’t really have the 
same type of resume as in the 
civilian world.  The resumes 
don’t really align very well,” 
he explains. “One major factor 
that veterans deal with is 
social isolation, whether it be a 
diagnosis of PTS or traumatic 
brain injury or transitional 
stress and anxiety. In fact, 
a USC study shows that 75 
percent of all veterans feel a 
sense of disconnection from 
the civilian world. And social 
isolation is what leads to 
homelessness, alcohol use and 
drug use, suicidal thoughts and 
risky behaviors.”

As Nicole says, she and Chris 
appreciate the strong holistic em-
phasis that the program offers.

“One of the things about the 
organization that we like is that 
they are very into self-improve-
ment, to yoga and meditation, 
without unneeded medication,” 
Nicole explains. “We really like 
the approach that they’re taking 
and see how it works for the 
veterans. It’s really cool.”

Simply put, Brian is proud 
of the work his team does 
with veterans.

“We save lives. We do a week-
long wellness program multi-

ple times a month for combat 
veterans and their spouses. 
We also do them for Gold Star 
Families. These week-long pro-
grams have a very high impact 
on social wellbeing,” Brian 
explains. “We do a very detailed 
program evaluation with the 
University of South Florida … 
and what’s really astounding 
is six months later, we’ve got 
a 46% reduction in PTSD, we 
have a 61% reduction in depres-
sion and 56% in anxiety. Some 
people are coming in giving up 
on themselves. But it’s amazing 
to see the work our team does.”

Chris and Nicole are such 
believers in the results Veterans 
Alternative achieves that they 
contribute 10 percent of their 
commission, or a minimum of 
$100 per transaction to the group 
… with cumulative donations 
nearing $20,000 and counting. 
Most of the agents at Lock & Key 
Realty donate, as well.

In addition to their monetary 
support, Chris and Nicole have 
attended Veterans Alternative 
events, talking with veterans, 
and seeing their success sto-
ries firsthand.
As Nicole says, “We’ve been to 
a couple events, and we talked 
with a lot of the people. They 
have such a positive mindset. 
There was one gentleman who 
is now a yoga instructor, and 
they helped him get a home 
through Habitat for Humanity. 
Had he not gone through that 
program, he may not have had 
the same mindset. He might 
have been homeless.

Chris agrees.

“Five years ago, that gentleman 
was suicidal. But he has made 
a complete 180-degree turn in 

his life,” he says.

Growing for Good
As you might guess, the need 
for veterans’ services far out-
weighs the capacity to deliver 
needed services. In fact, Brian 
says there’s a waiting list of 
six to nine months for veter-
ans who would like to be part 
of the program at Veterans 
Alternative.

As Nicole points out, “There is 
a huge opportunity out there 
to help. If you know somebody 
struggling and then if you want 
to get involved and donate 
your time and money, there’s 
definitely an opportunity.”

“We know there are REAL-
TORS® who are veterans and 
teams who have veterans 
among their ranks. We en-
courage you to duplicate what 
we’re doing, because every 
little bit helps,” Chris empha-
sizes. “From my perspective, 
serving is one of the biggest 
sacrifices you can make, 
whether it’s as a first respond-
er here locally or overseas. 
Anything we can do by volun-
teering our time or resources 
makes a difference for these 
people who sacrifice so much.”

At the end of the day, Chris, 
Nicole, and their team mem-
bers feel good about support-
ing Veterans Alternative and 
the incredible work the organi-
zation does. They see the need 
… and they feel the drive to 
deliver a difference.

“The only thing that frustrates 
me is just not being able to do 
more,” he says. “That’s actually 
one of the reasons that keeps us 
motivated to grow the company 
so that we can give more.”

“The only 
thing that 
frustrates 
me is  just 
not being 

able to 
do more. 

That ’s 
actually 

one of  the 
reasons 

that 
keeps us 

motivated 
to grow the 

company 
so that we 
can give 

more.

making a difference

NICOLE  
DUFALA 

Military veterans have dedi-
cated themselves to a higher 
cause … and they’ve made 
significant sacrifices on behalf 
of the nation.

But what happens when their 
service is over

Many face a wide range of chal-
lenging issues as they transition 
back into civilian life.

One organization doing its part 
to ease this transition is Vet-
erans Alternative, a non-profit 
that has delivered a wide range 
of much-needed services since 
its founding in March 2015.

Leading by Example
Chris Dufala served in the 
U.S. Navy during the first Gulf 
War, when he was stationed 
aboard an aircraft carrier 
enforcing the 24-hour no-fly 
zone over Iraq. His return 
home and transition have 
been exemplary, building a 
successful real estate team 
with his wife, Nicole.

Together, along with their 
team members at Lock & 
Key Realty, the Dufalas are 
important parts in supporting 
Veterans Alternative.

Chris remembers how he and Ni-
cole got involved with the group.

“I reached out to a friend of 
mine that was in the VA. He 
was a social worker for the VA 
at the time. And I said we want 
to align with a veterans char-
ity,” Chris recalls. “He knew 
us and knew what lit us up. He 
connected us with Brian An-
derson, who’s the Founder and 
CEO of Veterans Alternative.”

For them, the mission of 
supporting veterans comes 
naturally.

As Chris says, “Nicole’s father 
is a retired military veteran of 
20-plus years. Sara is one of 
our assistants. She’s a veter-
an also. My father served in 
Vietnam, and both grandfathers 
served in World War II, so 

we have pretty thick military 
bloodlines. So it just sort of res-
onated with us foundationally.”

Life-Saving Work
Veterans Alternative focuses 
on working with people on key 
concepts, including post-trau-
matic growth and camaraderie. 
As part of the program, par-

ticipants get daily sessions of 
Accelerated Resolution Thera-
py and Integrative Restoration 
… with the effect of helping 
veterans overcome personal 
challenges of post-traumatic 
stress and transitional anxiety.

Other services include of-
ferings such as gently yoga, 
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Let US help YOU
as your preferred real estate transaction coordinator.

(727) 262-4004
list2closemgt.com
mandy@list2closemgt.com

The average contract process takes 12-20 hours.

If you close 2-4 contracts per month,
that's 24-80 hours per month spent

on contracts alone.

If you could get just ¼ of that time back,
that’s at least 1-3 business days

each month

That time could be spent networking,
generating new business, or even

taking time o� work!

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

Give Us a Call!

REALTORS:
WE GIVE YOU MORE

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

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

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

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

POINTING YOU IN THE RIGHT DIRECTION SINCE 2005!

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

“Waypoint was incredibly responsive to my buyer’s scheduling 
needs. Inspectors were prompt, knowledgeable and profession-
al and I will definitely recommend Waypoint to future buyers.”
- Lois E. (September 2018)
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FLORIDA 
BEST QUOTE 
I N S U R A N C E
COVERAGE THAT ENSURES INTEGRITY

By Dave Danielson

When she started Florida Best 
Quote Insurance, Founder and 
Owner Jeanette Lawrenson saw 
that it would fulfill a vital need in 
the market — ensuring fairness 
and integrity for consumers.

It all started with an experi-
ence Jeanette had with her own 

insurance plan. At the time, she had 
been successful Beallair REALTOR®, 
as well as a licensed mortgage broker 
for several years.

Applying Her Experience

“I’ve always been motivated by 
helping people. In 2007, I saw the 
real estate bubble and the changes 

that were coming in the economy,” 
Jeanette recalls. “That year, I went 
to a short sale seminar. The idea 
of working with people in that way 
made me feel ill. So I came home and 
told my husband I didn’t want to be 
involved with that.”

While Jeanette took some time off at 

the end of 2007 to contemplate her next 
career move, she had noticed some chang-
es in her insurance.

“I had no idea I was paying so much in 
homeowners insurance through escrow. My 
premium had crept up and up, and I started 
shopping. In the process, I found an agency 
that returned a quote for $1,800 instead of 
the $5,500 I had been paying,” she remem-
bers. “In that moment, I thought wow if I 
didn’t know about this, I bet none of my 
friends and family did either.”

She got new coverage for a lower price. 
The thing was, the new pricing came at a 
dangerous price all its own.

During a talk with one of her friends who 
was knowledgeable about insurance, Jea-
nette discovered that the new agent had 
slashed and removed coverage levels to get 
to the lower price when she was under the 
impression she had comparable coverage.

“I already hated insurance. No one had 
explained it to me,” Jeanette says. “That’s 
when I decided to take classes, get li-
censed, help people who don’t look beyond 
price, and come out to be a different kind 
of insurance agency.”

Resourceful Support

Florida Best Quote Insurance was created in 
2008. As Jeanette thought about how to best 
reach those who could benefit from her new 
agency, she thought about the point when 
many people begin or change their coverage.

As Jeanette says, “It just made sense to 
me that the real estate transaction was the 
point where many people begin or change 
their coverage. So I started marketing to 
these people to be part of the transaction 
process and do it properly … where we 
explain the discount and coverage specifics 
to them, including things like wind mitiga-
tion discounts.”

The approach still works. Today, Flor-
ida Best Quote Insurance is the state’s 
most-referred insurance agency. And 
about 80 percent of that business comes 
from the real estate industry. In the pro-
cess, the Largo-headquartered agency has 

grown to nearly 40 staff members in 12 
Florida counties in just 10 years.

“We are problem solvers. I have the 
passion of getting to the closing table. I 
know what the lender/ mortgage compa-
ny, title company, and clients need from 
my past experience,” she says

Full-Service Protection

The care Jeanette and her team take to 
protect their clients’ interests makes a 
real bottom-line difference. It also has 
attracted the attention of many of the 
nation’s largest insurers.

“As our success has grown, we’ve steadi-
ly added more and more A-rated carriers 
to the options we can offer to clients. 
In fact, we have more carriers than 95 
percent of other independent insurance 
agencies,” Jeanette emphasizes. “In turn, 
we’ve been the fastest-growing agency in 
Central Florida since we started.”

Florida Best Quote Insurance offers a 
full range of insurance product lines. 
In the process, Jeanette takes a lot of 
satisfaction from the home and flood 
insurance options her team offers.

“We were working on a deal for some-
one who was purchasing a home in 
a flood zone. The area is coded for a 
very expensive rate. We’ve been selling 
private market flood insurance for a long 
time, because FEMA was pricing itself 
out of the market with its high pricing. 
With this particular deal, the client was 
receiving quotes of over $10,000 a year. 
We were able to get comprehensive 
coverage in place for them for $5,100. It 
feels good being that resource.”

Teaming Up for Success

Jeanette is quick to give praise to her 
team that she runs with her husband, 
John, and business partner Glenn Galish.

“We have such great support staff. We’re 
family-run and oriented. And we have a 
very strong focus on customer service.”

One of those that Jeanette is quick to 
recognize is Lindsey DeCollibus.

As Jeanette says, “Lindsey was one 
of the first agents to join our agency. 
She graduated Magna Cum Laude 
from the University of Miami, has 
become our Senior Partner in the 
agency. She’s an amazing insurance 
advisor and a real asset and part-
ner for all her REALTORS® and 
lenders.”

In fact, the Florida Best Quote Insur-
ance team follows up with custom-
ers to review their policies, checks 
for rate hikes after storms and 
contacts clients to handle renewals

When she’s not working, Jeanette 
and John enjoy time at the beach or 
boating. They also own and operate 
the Jewel Café in Belleair Bluffs, 
even hosting industry lunch & learn 
sessions. The café is decorated to 
honor Jeanette’s father, who was 
one of the original engineers at 
NASA. In fact, the diner features 
many items from his NASA col-
lection that he gathered through 
decades of work at the space agency.

At the end of the day, Jeanette takes 
great pride in what she always has 
as part of her business—giving con-
sumers insurance options based on 
quality, value and integrity.

“We’re their partner, and we’re here 
to help the transaction along. It’s 
about the rewards of knowing we’re 
helping people and that we’re truly 
being a value-add for them.”

featured sponsor

For more information, contact

Lindsey DeCollibus at 

Florida Best Quote Insurance Today!

www.FloridaBestQuote.com

PHONE: 813-850-2222

EMAIL: Lindsey@FloridaBestQuote.com
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Experienced Realtors Choose
Experienced Inspectors
We've been inspecting homes for over 30 years...

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

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

727-954-0503
sheltonhomeinspections.com

Lori LaCoppola

������������
�����������
����������

����������

���
���
����	�������

We are thankful
to our agents.
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HOLLY
A Voice of Support with

MILITARY HOME BASE

By Dave Danielson

Photo Credit: Allie 

Serrano of Allie Serrano 
Portraits, LLC

As Holly Vega grew up, 

her mother worked as 

a telephone operator — that 

friendly, informative voice that 

used to help callers connect 

with people and the things they 

needed on the other end of the 

line. Callers knew they could rely 

on operators like Holly’s mom 

for what they needed.

Today, the technology has 
changed. But in a world of voice-
mail and pre-recorded messages, 
callers to Military Home Base 
know they can rely on Holly, who 
serves as the Business Develop-
ment Manager and Relocation 
Concierge to connect them with 
what they need.

Supporting Her Friend’s Vision

Holly remembers the time when 
her friend, Iris Green, had an 
idea for a way to serve those 
who have served.

As Holly recalls, “Iris told me 
about the business idea she had 
always wanted to do. Her hus-
band had orders to be stationed 
in Kansas for school. Normally, 
as a spouse, we go with our mili-
tary spouses. She was interested 
in creating the organization, so I 
said, ‘Why not now?’”

Iris followed through on her vision, 
and Military Home Base was born. 
In the process, she asked Holly to 
be part of the new organization.

“It has been so nice to see her 
dreams come to fruition. She 
mentioned her concept to me 

in April 2018, and by September, we 
officially started.”

Holly says her role with Military Home 
Base is meaningful in many ways.

“It’s been a learning experience with 
real estate. I never knew anything 
about it other than we had purchased 
a couple of homes,” Holly explains. 
“I’ve had a chance to learn a lot. It’s 
been very educational. Plus, I belong 
to something in addition to being a 
mother. I love being a mom, and that’s 
my full-time job. But working here 
means being able to help so many 
people. It’s a blessing.”

Exceeding the Need

Whether they’re active military, veter-
ans or their family members, people who 
need information and ideas on their next 
steps find the friendly voice of Holly.

“They can call any time, and we help 
them find military-friendly companies, 
or if they’re looking for a house, a loan 
or information in a different area,” she 
says. “People really like our customer 

service. I actually care, and they know 
they can call and get a friend.”

Part of Holly’s service excellence comes 
from her ability to put herself in the place 
of those she serves. In fact, with a hus-
band who is very active in the military and 
who travels a lot, she is in their place.

“My husband is always going and mov-
ing. My son was sick at eight months and 
started having seizures, so I stayed home 
with him. So my career stepped back,” 
Holly says. “I love being a mother. It’s my 
pride. And that’s one of the things that 
means so much to me about being here. 
I’m able to work part-time here and be 
a full-time mom. It’s a dream job for a 
military spouse. And working with Iris, 
we support each other. We’re a team. I 
am blessed and enriched here.”

Making the Connection

Iris, the team at Military Home Base and 
those on the other end of the line aren’t 
the only ones who recognize the heartfelt 
difference that Holly makes. Within the last 
year, she was named the 2019 Armed Forces 
Insurance Marine Corps Spouse of the year 

and then went on to win 2019 Armed 
Forces Insurance  Military Spouse of the 
Year (and overall international title) by 
the Armed Forces Insurance Company.

In addition to her day-to-day work, 
Holly also has created her own pro-
gram called Military Hearts Matter, 
bringing awareness and support to 
heart issues and strokes for service 
members and their families.

Holly and Iris have created an expand-
ing audience for Military Home Base. 
In the last quarter alone, 2.3 million 
people have been reached through the 
informative series of live video inter-
views and podcasts they share online.

No matter where she is, Holly Vega 
lends her voice to serve those who 
serve the nation and connects with 
her military network.

“My mother was an operator for 
several years,” Holly smiles. “While 
our society has moved in a different 
direction, people still love hearing that 
voice. You want to talk to a person.”

behind the 
scenes

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

&  I N T E G R I T Y

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

727-641-9189
tarponconstructioninc@gmail.com

Your client found their dream home
MINUS their dream kitchen.

Custom Home Remodeling - Bathrooms - Kitchens - Additions

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

close the deal.

WWW.TARPONCONTRACTOR.COM

Give us a call today!

save the date

TAMPA BAY REAL PRODUCERS 
IS EXCITED TO PARTNER 

WITH GUARANTEED RATE FOR THE

GR Palooza Events this Fall!!

FRI NOV 8 6-9 PM

MUSEUM OF FINE ARTS CONSERVATORY
255 BEACH DR NE

ST. PETERSBURG, FL 33701

1 UNFORGETTABLE NIGHT
OPEN BAR

FREE MUNCHIES
FEST SWAG

We want to show you our love & appreciation for being the best in 
the biz! Come experience our vibe at the Museum of Fine Arts St. 

Petersburg for a night of live jams and fun times to celebrate YOU!
Featuring The Band: #NoFilter

GR  PALOOZA
LOVE · PEACE · SOUL
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SERVING THOSE WHO SERVE

By Dave Danielson

Photo Credit: Allie 

Serrano of Allie 
Serrano Portraits, LLC

Those who serve the inter-
ests of the red, white and 
blue make a lot of sacrific-
es. In many cases, those 
sacrifices still occur once 
men and women leave the 
military and transition back 
to civilian life.

Beyond the cultural differenc-
es between military life and 
the civilian world, and beyond 
even the changes in geogra-
phy for those who are sta-
tioned overseas or away from 
their homes, U.S. military 
veterans often face difficulties 
securing civilian jobs that 
measure up to the responsi-
bility and pay they had during 
their military service.

They also face unique needs 
and opportunities through the 
nation’s VA program when it 
comes to securing housing.

So who is there to serve 
those who serve?

One of those providing the 
answer is Iris Green, REAL-
TOR® and CEO of Military 
Home Base.

Experienced Resource
Iris and her husband have 
been married 20 years. They 
know the challenges faced by 
active-duty and former mil-
itary members firsthand. In 
fact, her husband retired after 
20 years of service in 2017.

As Iris says, “We moved 12 
times in 18 years. We moved 
here in 2011, and I started 
working for a major lender 
as a VA loan processor, and 
realized it was not for me.”

So she started with Keller 
Williams Realty in Bran-
don as a Receptionist, then 

GREEN

moved to a role in Agency Ser-
vices as a Training Coordinator.

In November 2012, Iris official-
ly began her life as a real estate 
agent. Her start was remarkable. 
In 2013, she was Rookie of the 
Year, recording $6 million in writ-
ten sales volume.

In 2014, as she hit stride as an 
agent, her husband received new 
orders stationing him in Fort 
Leavenworth, Kansas, followed by a 
scheduled deployment in the Middle 
East — his sixth deployment.

Rather than facing another fam-
ily separation, Iris went with her 
husband and continued her business 
remotely for a year.

“I had an agent who was my legs on 
the ground. She did all my showings 
and was the face of the transaction. I 
handled the negotiations and everything 
from behind the scenes,” she explains. 
“We slipped a little bit — doing between 
$4 million and $5 million that year, 
but that was fine. I thought I was going 
to lose my business. After a year, we 
came back. And I picked back up.”

Iris says, “Military spouses face 
unique challenges with regards to em-
ployment. Spouses don’t usually have 
careers that we can take with us from 
duty station to duty station. We have 
to start over every single time. Some-
times it’s minimum wage, sometimes 
we’re over-qualified, and sometimes 
they won’t hire us because they 
don’t think we’ll be there long.”

Establishing Military Home Base 
Soon, Iris and her husband both 
found themselves working in real 
estate. As her business continued 
to grow with Keller Williams, she 
decided to take a new direction to 
more directly work with members 
of the military and veterans to 
give them a more focused level of 
care and service. 
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Broker Office

SUBSCRIPTIONS
When Real Producers magazines are within reach, clients not 

only recognize your appreciation for high-quality content but your 

association with top-producing industry partners.

MONTHLY SUBSCRIPTION COST BREAK DOWN:

5 COPIES

10 COPIES

15 COPIES

20 COPIES

$50

$97.50

$142.50

$180

per
month

per
month

per
month

per
month

For all questions, please reach out to Don Hill at 

don.hill@realproducersmag.com

T A M P A  B A Y

I N F O R M I N G  A N D  I N S P I R I N G  R E A L  E S T A T E  A G E N T S
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THE PEACE OF MIND HOMEBUYERS DESERVE

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

“ I  a m a re a l t o r  a n d a s  s o o n a s  I  s t a r t e d u s i n g  F l a s h Ho u s e s  WOW !  I  
s t a r t e d s e l l i n g  a l o t  fa s t e r.  Th e  H DR p h ot o s  a n d v i d e o  w a l k  t h ro u g h 

m a d e  i t  s o  e a s y ! ”  -Karen

Me n t i o n Re a l P ro d u c e r s  Ma g a z i n e  f o r  % 10  d i s c o u n t




