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M E E T  T H E  E A S T  VA L L E Y

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

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

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the au-
thor(s). The paid advertisements contained within the East Valley Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore, neither 
N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.
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SERVING ARIZONA'S INDIVIDUALS,
FAMILIES, & BUSINESSES

• Trusts & Estates
• Asset Protection

• Business Law & Succession Planning
• Real Estate Law

480-505-7044
WinsorLaw.com

Winsor Law Group
Prosperity Law

MARK A. WINSOR, ESQ.

MATTHEW K. PALFREYMAN, ESQ.

BRITTANY REED, ESQ.

PROSPERITY ATTORNEY

PROSPERITY ATTORNEY

PROSPERITY ATTORNEY

WHAT WE CAN
DO FOR YOU
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S 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!

MARKETING

Lister Assister

Chad O’Donnell

(602) 492-5006

MORTGAGE

Allied First Bank

Ken Starks

(714) 328-4475

Camelback Mortgage

Bill Borkowski

(480) 240-7280

Cardinal Financial

Matt Askland

(480) 759-1500 x1001

Fairway

Jeff Quincey

(602) 743-0434

Guild Mortgage

Melissa Monjaraz

(602) 799-9570

Laura Edgar

(480) 861-0072

LendSmart Mortgage

Eric Kinneman

(480) 477-8464

Nova Home Loans

Greg Gale

(480) 626-2282

Prime Lending

Liz Robinson

(602) 570-3098

Wallick & Volk

Stacy Neal

(602) 451-2473

HOME INSPECTION

ACSI

Scott Warga

(480) 636-7400

Checklist Inspections

John Tyler

(480) 361-8120

Stratton Inspection Services LLC

Paul Stratton

(480) 215-7264

HOME RENOVATION

Curbio

(844) 944-2629

curbio.com

HOME WARRANTY

AHG Home Warranty

(866) 710-3700

AHGHomeWarranty.com

Choice Home Warranty

Sharp Chen

(949) 426-5450

Old Republic Home Protection

(925) 963-4726

www.orhp.com

Super

Dilyana Lupanova

(202) 750-1618

HelloSuper.com

INSURANCE

Farm Bureau Financial Services

Nikki Schaal LUTCF, Agent

(480) 279-1874

NikkiSchaal.com

LAWYER

Winsor Law Group, PLC

Mark Winsor

(480) 505-7044

ADVERTISING

Elite Advertising Solutions

Michael Bryant

(602) 539-2450

BUILDER

Mattamy Homes

Katie Smith

(480) 302-6080 x101

CARPET CLEANING & 

EMERGENCY RESTORATION

Steamy Concepts LLC

(520) 903-1200

SteamyConcepts.com

CLOSING GIFTS

Cutco

Zack Wolf

(480) 580-7200

DIGITAL MARKETING

Kyle Allen / Real Estate Best 

Buddy

Kyle Allen

1563 E Jade Place

Chandler, AZ 85286

(480) 338-7744

www.realestatebestbuddy.com

GARAGE STORAGE

Tahoe Designs

Jack Doherty

(866) 387-1888

GLASS SERVICES

1st Glass Window Cleaners

Justin Knapp

(480) 440-2193

HEALTH INSURANCE

Insurance Experts Team

Karla Flores

(480) 650-0018

TITLE & ESCROW JOINT 

VENTURE PARTNER

Title Alliance

Lindsay Smith / Jim Campbell

(610) 637-6874

TITLE AGENCY

American Title

Laurie Marlowe

(480) 290-0948

Premier Title Agency

Marla Calley

(602) 491-9606

VIDEO SERVICES

Permanent Estate

Jason Crittenden

(480) 999-9880

ROOFING

AZ Roofing Works

Austin Gardener and Piper 

Lindenmuth

(602) 283-3383

RoofStar Arizona Inc

(480) 426-1915

www.RoofstarArizona.com

ROOFING & EXTERIORS

Xcel Roofing

(402) 345-9235

loveourroof.com

STAGING

Jaeger Staging

Margareth Jaeger

602-883-5291

MOVERS

Camelback Moving

Chad Olsen

(602) 564-6683

Gilbert Moving and Storage

(480) 825-8648

GilbertMovingandStorage.com

PEST CONTROL

Creepy Crawly Pest Control Inc

Holly Parker

(602) 614-2415

PHOTOGRAPHY

Cyndi Hardy Photography

Cyndi Hardy

(858) 598-4404

PROPERTY MANAGEMENT

TCT Property Management Services

Jennice Doty

(480) 632-4222
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602.291.1440
3507 N Central Ave #401  |  Phoenix

V I D EO G R A P H Y |  W E B  D E V E LO P M E N T

G R A P H I C  A RT S  |  D I G I TA L S I G N AG E  |  B R A N D I N G

Creating marketing heroes like you since 1999.

Your business
depends on it.

WAYS A 
COMPANY
CAN SPEND

Buy a 
private 

jet

Give the 
C-Suite a 
nice raise

Enable the 
rescue of 

thousands of 
human 

trafficking 
victims 

worldwide

Upgrade the 
office with fancy 

furniture and 
gadgets

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

TO LEARN MORE, VISIT N2GIVES.COM

John Tyler
General Manager  - Checklist Inspections
480.361.8120

Building
Relationships
One Inspection

at a Time!
GIVE US 5% OF YOUR
CONFIDENCE & WE

WILL EARN THE OTHER 95%
(480) 361-8120
office@checklistaz.com

 Inspector's
       CORNER

TR ICKS
OF THE SALE

�ough Real Estate agents are still in “sales”, the age 
of slick hair and slick shoe sales is over. And this is for 
the good. �e cause has several factors, but amount of 
knowledge the client has (thank you internet!), and 
past abuse from past predatory salespeople are the 
leading causes.

So, how do you become one that sells without being 
“selly”? �ough most of the “tricks” in sales still work, 
it is not really about the sale. Don’t sell them, help 
them. You should be a facilitator and coach.

Your clients already want to sell and buy a home. And, 
when someone feels “sold to” they can resent you. 
Instead, keep the clients focused, show options, and 
help them with there goals.

What I see in the �eld and talking to top agents is 
that they are typically good listeners to the parts that 
matter on helping them �nd a home. �ey also know 
the questions to ask to help �nd the right �t for them.

Realtors that create value are the ones used and 
referred. Be the “go to” person for not just real estate, 
but anything home related. �is is a part of being a 
trusted advisor. To do this properly, go in with each 
client with their goals and direction in mind, not 
yours. It may be di�cult to turn o� sometimes, and 
doesn’t mean don’t give your opinion, but people will 
since if you are guiding them to your goals, and not 
theirs.

Now, don’t confuse personal interactions with 
stopping to build your database. �ere is a very 
important place for door knocking, calling expired and 
FSBOs, etc. And those should have a script.
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P E S T  C O N T R O L
“Agents! We want 

to bring value to 

your team of trusted 

providers. You have 

my word that we will 

treat your clients 

like family. We go 

above and beyond 

your regular pest 

control company. 

The majority of us 

are family and have 

a direct interest in 

the values of the 

company.” – Holly 

Parker, co-owner  

of Creepy Crawly  

Pest Control.

Looking for a go-to pest 
control company with 
an expert staff, flaw-
less service, and your 
clients’ best interests at 
hand? Creepy Craw-
ly Pest Control is a 
family-owned business 
that has been chasing 
away pesky bugs in East 
Valley homes for over 
30 years. Led by Holly 
Parker and her mother, 
Dawn Ross, Creepy 
Crawly Pest Control 
lets it be known that top 

CREEPY

comes to inspections, it’s all about letting custom-
ers know exactly what they need, whether it’s home 
sealing or monthly maintenance. All termite jobs 
are not created equal. Creepy Crawly uses only top 
of the line products that will knock out the problem 
and keep it gone for 7-10 years. They also offer a 
completely green termite treatment option.

Customer satisfaction is paramount for Creepy 
Crawly Pest Control. “We play a big part in helping 
our customers feel comfortable in their own home,” 
Holly explains. “We had a customer that kept find-
ing scorpions inside after paying another company 
to seal her home. We came out and corrected the 
job, and I checked in with her monthly for about six 
months. She was so happy to be scorpion-free and 
that made it all worth it.”

Running the business with her mom has put Holly 
and Dawn into a rare category as a 100 percent fe-
male-owned business, and they take great pride in it. 
That, along with being family-owned, allows Holly, 
Dawn, and the entire Creepy Crawly Pest Control 
team to go above and beyond for agents and clients.

Holly’s biggest achievement is the growth of the 
highly skilled team at Creepy Crawly. “We have a 
super awesome team of the best technicians in the 
Valley,” she said. “They are a big part of where we 
are today and the growth that we are continuing 
to have.” The team is perhaps the biggest passion 
Holly has in her business, but another focus she has 
is the education aspect of her work.

“I like to teach real estate agents about scorpi-
ons and why it’s a good idea to order a scorpion 
inspection for your client. I’m also on a mission to 
help educate the industry on proper termite con-
trol. Cheaper is not better, and a quality termiti-
cide is super important.”

Holly has also founded CCPC Scorpion Sting Project, 
a 501(c)(3) that helps families who are victims of a 
scorpion sting. Creepy Crawly Pest Control also do-
nates to D.A.R.E. and the Wounded Warrior Project.

Outside the business, Holly loves to go camping 
with her husband of eight years and their two kids. 
Even if it’s just to unwind for a few days, a nice 
camping trip goes a long way.

In the next five years, Holly envisions her company 
growing to where she can take those mini-vacations 
more often. But no matter how big the business 
grows, Creepy Crawly Pest Control can always fall 
back on its family pedigree, expertise, and ability 
to educate agents and customers. If you want to 
learn more about Creepy Crawly Pest Control, visit 
creepycrawlypestcontrol.com!

CRAWLY

producers can rest assured that their clients 
will be pest-free as long as they’re on the job.

Since the business started in the 1980s, Holly 
has always been around the pest control indus-
try. She fondly remembers her dad bringing 
home bugs to show her or riding along with 
her dad on the job. Two years ago, after spend-
ing some time in the debt management indus-
try, Holly returned to her roots to rebrand and 
jumpstart the family business again.

Today, Creepy Crawly Pest Control has six 
expert field technicians with a highly skilled 

and responsive office staff. They are one of 
less than 300 companies nationwide that is 
GreenPro certified, meeting the standard 
for integrated pest management. It is also a 
QualityPro accredited company. QualityPro 
is an initiative by the National Pest Manage-
ment Association to encourage professional-
ism and recognize excellence in the industry.

Creepy Crawly’s three specialties are 
scorpion control, scorpion inspections, and 
termite treatments. With scorpion control, 
experts know the best time to fight them off 
is at night when they’re most active. When it 

”“Looking for a go-to pest control company 
with an expert staff, flawless service, and your 
clients’ best interests at hand? Creepy Crawly 
Pest Control is a family-owned business that 
has been chasing away pesky bugs in East 
Valley homes for over 30 years. 

partner spotlight
By Jacob Cabezudo

The Parker, Ross and 
Hizme Family

Eric Hizme, Holly Parker, Shawn Chase, Tim Parker and Tony Zapatka Holly Parker
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1stglasswindowcleaners@gmail.com @1stGlassWindowCleaners

JUSTIN KNAPP
Owner/Operator

Residential · Commercial
Window & Sun Screen Cleaning

Residential · Commercial
Window & Sun Screen Cleaning

(480) 440-2193
Call or text us for a quote!

(4800 53551093

Stay Classy. Stay Sharp.
Stay Top of Mind.

Zack Wolf  •  480-580-7200  •  cutcoclosinggifts.com
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JASSON DELLACROCE & RYAN DOWELL

These guys are FUN!  
What a refreshing and uncommon 

thing to see such a successful part-

nership in real estate. Jasson Della-

croce and Ryan Dowell, co-founders 

of Synergy Team AZ, have a chemis-

try unmatched by any other team in 

the East Valley.

Growing up in Arizona, Ryan learned 
how to stand out at an early age. 
When he was in 6th grade, he played 
on a club basketball team. He was 
good, but didn’t get a lot of playing 
time. To motivate him, his dad told 
him he had to stand out and play the 
game different from anyone else. From 
there, he earned more playing time 
by adapting and focusing on being 
unique, and that mindset has carried 
over into his real estate business.

Jasson grew up in an extremely 
small town in Alaska named Elfin 
Cove. The population was 40. There 
were no schools, no cars, no grocery 
stores, and no roads. They lived off 
the land, growing their own food. 
Jasson loves the humble beginning 
he had and ties it to his ability to 
communicate well with people.

Ryan and Jasson met while in the 
fitness industry working at Life Time 
Fitness. Jasson still holds the record 

Photo Credit Cyndi Hardy

SYNERGY
THE

TEAM for the most memberships sold in any given month at an existing 
club. He attributes that success to his mentor at Life Time, Shane 
Flemming, the VP of Sales for the company.   Shane told him 
to use his uncanny skill set of connecting. Rather than simply 
selling someone a membership, he would connect with them and 
find out what was important to them. Entering the real estate 
industry, Jasson used that advice and skill to build his business.

Meanwhile, Ryan flipped houses for three years before going into 
the industry full-time. As a result, he took that specialization and 
applied it to Synergy when he and Jasson partnered up.

Now, six years in, the Synergy Team has a vision of connecting 
and helping the community through real estate.  Ryan enjoys 
utilizing Airbnb and helping clients understand the value of the 
long-term investment strategy. He helps his clients see how short 
term Airbnb renters will often take better care of a home, than 
long-term renters would.

The Synergy office is something to behold. They have a design 
center for the community and clients to visit. Imagine you’re a 
home buyer and need help with the vision of what the house can 
become with a couple finishing touches. Synergy has it. Or maybe 
you’re the investor that wants to set it and forget it, having these 
two professionals lay out the process and plan for remodeling to 
flip, or hold and rent. Synergy has a turn-key process along with 
the certified vendors to handle the fix and flip or buy and hold.

Synergy is constantly looking to improve yet stay grounded in 
their vision as a team. Jasson and Ryan enjoy mentoring and 
pouring into the next generation of agents they bring onto their 
team. For agents trying to make it big in the industry, Ryan sug-
gests doing open houses four months in a row, focusing on mak-
ing contacts and gaining experience. Along the same lines, Jasson 
says to connect with clients before sharing too much information. 

Success to Jasson and Ryan is doing your very best, living to your full potential, 
and being happy while doing what you love. Ryan describes his business 

partner as someone who is as relentless as a sledgehammer, never giving up on 
anything he sets his mind to. Jasson is just as impressed with his partner’s heart. 

Ryan is someone who would give the shirt off his back to someone in need.

”
featured team

By Greg Gale and Jacob Cabezudo



18 • October 2019 www.realproducersmag.com • 19

Jasson Dellacroce and his 
lovely fiance Kristy Lynn.

Ryan Dowell with his wife Lindsay 
and only child Miles.

Until you connect and understand 
their dominant buying motives, you 
haven’t earned the right.  

Their five-year vision is to have a 
finely tuned, well-structured team 
while still working in the trenches. 
Jasson and Ryan will still be doing 
deals and helping people in order 
to stay in tune with the market and 
game of real estate. Perhaps in the 
future, Synergy will have their hand 
in land development.  

While they have an outstanding busi-
ness and big plans for the future, it’s 
not all work for these guys. Jasson’s 
getting married in March 2020, and 
Ryan has been ordained to officiate 
it. In his free time, Jasson loves to 
travel, play sand volleyball and hang 
out with his daughter who graduated 
from Berkley and is getting into law. 
Ryan is into golf and traveling. The 
next place he wants to visit is Spain.

Success to Jasson and Ryan is doing 
your very best, living to your full 
potential, and being happy while 
doing what you love. Ryan describes 
his business partner as someone who 
is as relentless as a sledgehammer, 
never giving up on anything he sets 
his mind to. Jasson is just as im-
pressed with his partner’s heart. Ryan 
is someone who would give the shirt 
off his back to someone in need.

With their top producing team, they have 

utilized their skills in creating a network, 

standing out from the crowd, and having 

the most helpful tools for their clients. 

That, along with passion to enrich the next 

generation of agents in the valley has made 

Jasson Dellacroce and Ryan Dowell the 

perfect examples of the role that topmost 

producers are playing in their industry.
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NOW IS A

With mortgage rates still trending low, we’re seeing a huge uptick 

in refinancing applications—almost 2.5 times more than this same 

time last year, according to Mortgage Bankers Association. If 

you bought your home within the last two years and have been 

considering refinancing, now is a great time and here’s why:

•	 Home loan interest rates are still at their lowest point since 2016.
•	 Buyers who took on a mortgage over the last year and a half 

are more likely to have a higher interest rate as 30-year, 
fixed-rate mortgages offered through 2018 were around 4.54%, 
according to Freddie Mac.

•	 Black Knight estimates that roughly 10 million borrowers could 
save at least 0.75 percentage points by refinancing

SHORTER LOAN TERM

If your current interest rate is around 4.5% or higher, there is 
a strong possibility that refinancing could help you lower your 
monthly expenses and shave five years off of your current loan 
term and keep your monthly payment the same. (See graphic 
below. Savings based on a $250,000 loan amount.) For those 
considering refinance as an option, be sure to speak with your 
mortgage adviser about loan-origination fees as those fees could 
potentially outweigh the savings.

CASH-OUT REFINANCE

Have you been dreaming of a new kitchen or adding square foot-
age to your home, but worried that a new cash-out mortgage pay-
ment will kill your monthly budget? With today’s rates, not only 
can you borrow for less, but your new payment is likely to be less 
than your existing one simply because of the lower interest rate.

Ideally, when it comes to cash-out refinancing, we recommend put-
ting that cash toward something that improves your home’s overall 
value versus spending it on new living room furniture, clothing, or 
a Caribbean vacation. Other great options are to pay down high-in-
terest credit card debt or put the extra cash toward your family’s 
emergency fund in the event of an unforeseen hardship.

Whether you’re looking to lower your monthly living expenses, 
shave time off of your mortgage or do a cash-out refinance for 
home improvements, we wouldn’t recommend waiting. Speak 
to your mortgage adviser today and find out if refinancing is the 
right option for you.

coaching corner
By Jenni Vega with data received from 
lending partner, Cardinal Financial

MORTGAGE
YOUR

REFINANCE
GREAT TIME TO
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HEATHER Heather taught elementary and middle school for a 
decade before moving to Arizona from California 15 
years ago. In order to continue her teaching career, 
she would have to go back to school because her 
credentials didn’t transfer over state lines. “My 
husband suggested I try something different,” she 
recalled. “He suggested real estate. I didn’t think 
much of it at the time, but I thought it might be a job 
with more flexibility. I didn’t want to put our kids in 
daycare. So, I really needed something different.”

For her first five years in the industry, she had 
a great experience working at Keller Williams. 
When the market shifted, Heather opened her own 

brokerage, Ravenswood Realty. With her husband 
being a licensed REALTOR® as well, they started 
the brokerage to help their family when times were 
tough economically. Ravenswood Realty celebrated 
its 10th anniversary in September this year.

“I am still a competing broker. I’m out there  
working with buyers and sellers, and we have 
a property management division as well. In the 
real estate world, we stay busy. We work a lot of 
hours, and I slowly felt like my personal life was 
just really out of balance … I just kept putting my-
self last. I found myself not having enough balance 
and feeling like I was not enough.”

Work-life balance is always a key focus in the life of a REALTOR®. For a long time, Heather 
Werner, designated broker at Ravenswood Realty, had all her energy put into the successful 

brokerage she had built, the clients and agents she helped, and her loved ones. But 
Heather realized she hadn’t put any time into herself, and how she felt physically and 

emotionally reflected it. For the past year, she has had enough, and now, through sheer 
determination, Heather is continuing to vastly improve her health and self-esteem, while 

maintaining her career and providing for her family.

WERNER

At Heather’s daughter Micayla’s 
graduation from ASU in Dec. 2017. Chris, 

Heather, Micayla, and Rick.

Photo credit Cyndi Hardy

By Jacob Cabezudo

real story
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Heather admits she has never been a petite person. 
She wears size 12 women’s shoes and can palm a bas-
ketball, but she came to a point in her career where 
she knew she could be much healthier. She had given 
her business, her clients, family, and others all her 
time until she had none left to take care of herself.

It was last summer when Heather took the first step 
to health. She attended a Brian Buffini course with 
other top-producers, seeking to get back to basics 
in her business. At a point in his course, Buffini ex-
plained the “Five Wheels of Successful Goalsetting”: 
Spiritual, Family, Financial, Career, and Personal.

“He really challenged us to take a deeper look at 
where we were,” Heather said of her experience. For 
the ‘personal’ wheel, Heather’s focus was her physical 
and emotional health. “He asks you which category 
you are in. ‘Are you in survival mode? Are you stable? 
Are you successful? Or are you in a significant state to 
where you are able to impact other people?’

“So, as I looked at the spiritual, family, business, 
financial and personal wheels, I had to be honest 
with myself. I could see that I was stable or success-
ful in four of the categories. But, when it came to my 
personal, I didn’t even know if I was surviving.”

In previous attempts to lose weight, Heather had 
tried it all—from Jenny Craig to Weight Watch-
ers and everything in-between. Realizing there is 
no magic pill or perfect formula, Heather started 
working with a nutritionist on August 24th, 2018.

“That was my ‘Day One’ of the rest of my life.” 
Taking it day by day, Heather pursued a weight 
and lifestyle to where she could feel good about 
herself once again. She took up a diet, prescribed 
by her newfound nutritionist, that eliminated 
inflammatory foods and drinks. She only drinks 
water (lots of water!) or green tea. The diet also 
allows her to eat an unlimited amount of green 
vegetables and a variety of other healthy options 
including lean meats. Often, Heather eats a salad, 
sautés or bakes vegetables, or makes a veggie om-

elet (no cheese) for her meals. She avoids dairy, 
corn products, sugar and white potatoes along 
with other inflammatory foods.

At first, she had a number on the scale that she was 
aspiring towards, but Heather’s mindset shifted as 
she gained confidence and improved her personal 
life. “It was a good goal, but the number is not the 
important thing anymore. It’s not about the number. 
It’s how you feel and what’s going on inside.” With 
many of her family members battling autoimmune 
diseases, dementia, and even having a family and 
personal history of cancer, Heather now pays even 
more attention to what she consumes.

To this day, Heather can’t say enough about how 
much better she feels. She started her journey 
morbidly obese, fearing future disease, and feeling 
down about herself. Every day, she improves. She’s 
fighting disease instead of fearing it. She has a lot 
more energy. And most of all, Heather feels better 
about herself and has found her balance, all because 
of her dedication to her family and the future.

“When you’ve made up your mind that you’re ready, 
and you are determined to do it, you’ll understand 
that it’s not so much about today. It’s about your 
future. So, you stick with it.”

Heather with her sisters, Andrea Gillispie and Wendy Graves, 
and Mom Linda Beal.

“
”

To this day, Heather can’t say 

enough about how much better 

she feels. She started her journey 

morbidly obese, fearing future 

disease, and feeling down about 

herself. Every day, she improves. 

She’s fighting disease instead 

of fearing it. She has a lot more 

energy. And most of all, Heather 

feels better about herself and has 

found her balance, all because of 

her dedication to her family 

and the future.

Photo credit Cyndi Hardy
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$108,000 = 12 $300,000 transactions with a 3% commission each.
Yes we do FHA, VA, DPA, Commercial, USDA, Jumbo, and Fresh Start.

$108,000
How much is your

lender relationship worth?
The traditional loan of�icer

takes leads and buys your business
by paying for advertising

while being completely passive.

• Brings Contract Ready Buyers To Your Doorstep
   Through My Consumer REALTOR® Matching Program

• Builds Your Database With You

• Maximizes Every Clients Lifetime Value

• Takes Pride In Giving Your Clients That WOW
   Experience They Deserve Not Just Closing On Time

• A Business Partner That Works With You In
   Developing Your Business Not Just Closing Loans

If you want more from your lender relationship
consider a BUSINESS PARTNER that actively

If you want a relationship with your lender worth
over $100,000 call me at 480-204-2675.

Bill Borkowski, Mortgage Advisor | NMLS - 1638303
AZ Mortgage Brokers License # 0943323

Mobile: 480-204-2675 | Pre-quali�ication Line: 480-788-4240
Email: BillB@CamelbackMortgage.com

*Camelback Mortgage 7600 N 16th St. Suite 218, Phoenix, AZ 85020. (NMLS # 145368) 1-877-276-1974. Copyright 2015. All Rights Reserved. This is not an offer to enter into an agreement. Not all customers will qualify. Information, rates, 
and programs are subject to change without prior notice. All products are subject to credit and property approval. Not all products are available in all states or for all loan amounts. Other restrictions and limitations apply.

“
”

When you’ve made up your mind that you’re ready, and you are 

determined to do it, you’ll understand that it’s not so much about 

today. It’s about your future. So, you stick with it.

Heather at the beach.
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From poverty to car sales to real estate, Matt Chick is a leader on the rise. He built a championship team, leading 
though example by transitioning his skills of leadership from the car game to the real estate world. In the span of 
less than two years Matt has crushed it by completing 62 transactions with over $14.9 million in sales. In 2018 he 
was awarded the President’s Circle and also the Leaps and Bounds award within his brokerage of Revelation Real 
Estate. And to top it off he is leading a team of 19 agents for the first time this year.

Brittney and Matt Matt, Brittney, Braden, Maddox and Braylin winning family game day.

Photo Credit: Margareth Jaeger
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As iron sharpens iron, personal experiences shape 
each of our futures and paves the way for our 
personal legacy, in that Matt’s motivation is to 
grow those around him and provide for his family. 
“I want my family to never understand what it’s 
like to live in poverty. I grew up in a home where 
we sometimes had no power, hot water, or even 
food. We would have to boil water on the stove in 
order to take a hot bath. There were days when I 
would come home, and my parents would tell me to 
go to a friend’s house for dinner because we didn’t 
have any food. My greatest achievement has been 
changing my family’s history and giving my children 
options for their futures.

“When I was an adolescent, I was just doing life the 
wrong way; making bad choices and looking for the 
quickest way to make a buck. As an adult, I focused 
on helping people and began generating more reve-
nue than I thought I ever would.”

Before he launched his career as an agent, Matt 
built a top-performing team in the auto industry 
which propelled him into the responsibility of gen-
eral manager overseeing four dealerships.

“When my third child was about to be born, I was 
working from 8:00 am to 8:00 pm, 9:00 pm, or 
10:00 pm six days a week. Even though I thrived in 
that environment closing deals and working with a 
team of high-energy salespeople, I knew I needed to 
honor my wife and family, so I changed my career. I 
had invested in real estate ever since I was 22 years 
old, so it was my natural next step.

Obviously, selling cars is a lot different than selling 
houses, but my sales skills transferred over nicely. 
I’m no longer closing my clients on buying the 
house or selling the house, but I don’t have to show 
them 15 or 20 houses before they decide to buy. 
I’m also able to use my skill set in negotiating with 
other agents, and it’s so powerful. I’ve been training 
in sales for seven or eight years, and I still train to 
this day. From 8:30 am to 9:00 am I lead an optional 
group role-play time in our office. I highly recom-
mend people show up for it because we are profes-
sional salespeople and we need to practice.

Something that gets me jazzed is pouring into 
other people. There are 19 agents on the team 
that my partner and I lead, and it is my goal to 
turn them into $100,000-a-year agents. If I can 
help them learn skills sets and get them to where 
they want to be in order to change their family’s 

lives, that’s pretty amazing. I love the fact that my 
income is directly related to other people on my 
team because that means I have to pour into other 
people as much as I possibly can in order to get 
them to perform to the best of their ability. And if 
they perform, then my life is blessed.

I get to show everybody my numbers and say, ‘Lis-
ten, if I can do it, you can do it. I’m not the smartest 
man in the world. I barely graduated from high 
school. You can go do this if you just put your mind 
to it and take enough action.’ So that’s probably the 
most rewarding part of what I do. I’d like for our 
team to close $30 million in sales this year and for 
60% of my team to get awards for production next 
year during Revelation’s award ceremony. My per-
sonal goal is to close 60 units this year. Down the 
road, maybe in year four or so, I’d love to close 100 
units a year in personal production.”
 
Even though Matt’s past has demonstrated his 
innate ability to create something amazing out of 
nothing, he admits there is a higher power over his 
life. “The best advice I ever received came from 
my pastor, who said, ‘Put God before everything 
and know that He has it figured out.’ If we are true 
believers then we will say, ‘God’s got this,’ and 
truly mean it. I think we put so much pressure on 
ourselves to perform, but the truth is we don’t have 
to worry about it all.”

“Whatever my purpose in life is, I want to make 
sure I fulfill that for Him.” Matt Chick is on his way 
to fulfilling not only his purpose on the planet as 
a provider for his family, but also influencing his 
team’s destinies as well.

”

“ I love the fact that my income is directly 

related to other people on my team 

because that means I have to pour into 

other people as much as I possibly can 

in order to get them to perform to the 

best of their ability. And if they perform, 

then my life is blessed.
W e d d i n g s  |  P o r t r a i t s  |  C O M M E R C I A L  |  F i n e  A r t
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book review
By Chris Reece

Guilty Confession: My wife bought 
this book, she’s an interior designer 
and found out about it on a podcast. 
As many impulsive people do, she 
hopped on Amazon purchased the 
book and low and behold it was at 
our house in a day or so. Being the 
book snob of our family I’m typically 
ordering the books these days. When 
the package came I opened it and 
thought to myself, I didn’t order this 
and oh great, another book about hab-
its, ugh… My man-pride swelled for a 
moment. I have read at least 5 books 
in the past 3 years on the “habit” sub-
ject. Most of them start off very good, 
but very quickly begin to bore the 
reader with statistics and scientific 
studies, it’s like they think I am going 
to fact check them or something!

I was smack dab in the middle of an-
other book I planned to complete for 
this month’s review, and simply didn’t 
want to read another book about hab-
its, but my wife wears the yoga pants 
so remembering my place I dove right 
into James Clear’s Atomic Habits!

James launches the book with a 
personal story about a tragic event 
that happened in high school and how 
it led him to his writing career. To 
my disbelief there wasn’t one stat or 
quote from a scientist in the introduc-
tion. Chapter one dissects the title 
Atomic Habits with a true story about 
Great Britain’s Olympic cyclist team 

and how they were terrible for decades, then had a 
coach break down every single item that goes into 
Olympic Cycling and attempt to improve each part 
by 1%. In other words make very small simplistic 
improvements to the fundamentals of cycling. Sure 
enough over time they became some of the best 
cyclists in the world.

The rest of this book is truly incredible. Clear 
spends the remainder of the book breaking down 
how The Habit Loop works. 1- Cue, 2- Craving, 3- 
Reward, 4- Response. There is a chapter on each 
cue with personal and practical application on how 
to improve with each section.

Some of my favorite quotes:
“It is so easy to overestimate the importance of one 
defining moment and under estimate the value of 
making small improvements on a daily basis. Too 
often, we convince ourselves that massive suc-
cess requires massive action. Whether it is losing 
weight, building a business, writing a book, winning 
a championship, or achieving any other goal, we put 
pressure on ourselves to make some earth-shatter-
ing improvement that everyone will talk about.

...Habits are the compound interest of self-improve-
ment. The same way that money multiplies through 
compound interest, the effects of your habits multi-
ply as you repeat them.”

Clear quotes Voltaire, “The best is the enemy of 
the good.” I refer to this as the difference between 
being in motion and taking action. The two ideas 
sound similar, but they’re not the same. When 
you’re in motion, you’re planning and strategizing 
and learning. Those are all good things, but they 
don’t produce a result.

Action, on the other hand is the 
type of behavior that will deliver an 
outcome. If I outline twenty ideas for 
articles I want to write, that’s motion. 
If I actually sit down and write an 
article, that’s action. If I search for a 
better diet plan and read a few books 
on the topic, that’s motion. If I actual-
ly eat a healthy meal, that’s action...

...Motion makes you feel like you’re 
getting things done. When prepara-
tion becomes a form of procrastina-
tion, you need to change something. 
You don’t want to merely be planning. 
You want to be practicing.

If you want to master a habit, the key 
is to start with repetition, not per-
fection. You don’t need to map out 
every feature of a new habit. You just 
need to practice it… you just need to 
get your reps in.”

James Clear did an amazing job giving 
me hope on forming new habits. After 
each chapter I found myself tweak-
ing very small practices, leaving my 
phone downstairs each night to avoid 
email & social media first thing in the 
morning. Clearing my desk as I am 
leaving so it is a workable space when 
I come back to it. In other words, I 
am learning to action on improving 
myself one little bit at a time. The 
possibilities are endless with this 
book I hope you enjoy it as I did.

BY JAMES CLEAR

Atomic
Habits

ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN  •  BALTIMORE  •  BOULDER

CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE  •  COLORADO SPRINGS 

COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE  •  GRAND RAPIDS

HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  •  LINCOLN

LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  NEW ORLEANS

NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  •  OMAHA

ORLANDO  •  PHILADELPHIA  •  PHOENIX  •  PITTSBURGH  •  PORTLAND  •  RALEIGH  •  SALEM  •  SAN DIEGO  

SEATTLE  •  SILICON VALLEY  •  SPOKANE  •  ST. LOUIS  •  TAMPA BAY  •  TEMECULA  •  TRI-CITIES  •  TRIAD  

TUCSON  •  TWIN CITIES  •  VIRGINIA BEACH  •  WASHINGTON D.C  •  WAYNE COUNTY  •  WEST VALLEY

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN

BALTIMORE  •  BOULDER  •  CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE

COLORADO SPRINGS  •  COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  

LINCOLN  •  LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  

NEW ORLEANS  •  NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  
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JENNIE HALLOCK, REALTY ONE GROUP

The Halal Guys, they have such amazing food 
and it’s a super simple menu! Gyro platters that 
are authentic, not mass-produced!
 
Pete’s Fish & Chips in Mesa, it’s such a comfort 
food place and always good!
 
Baci’s Italian Bistro in Queen Creek. This is the 
best Italian food and it is the only place I’m willing 
to try new foods at because I know it will be good!

REBECCA BENNETT, SHADOW HAWK REALTY

The Uprooted Kitchen - Yummy vegan and  
vegetarian dishes.

Caldwell County BBQ - Delish BBQ.

The Hidden House - Great spot for happy hour!

MARILEE ROBERGE, WESTUSA REALTY

Rigatoni’s in Tempe. Family-owned, fantastic 
price point, best house salad and dressing!
 
Rosa’s Mexican Food in Mesa. Best salsa and best 
non-chain Mexican food.
 
Best BBQ is Little Miss BBQ by the airport. 
Family-owned, best brisket, and jalapeño cheese 
grits—amazing BBQ sauces.

TARA JONES, HOMESMART

Sushi Creek, Queen Creek - I have been going there 
for over 10 years.  Food is always good, reasonably 
priced. GREAT happy hour.  My weekly go-to place.
 
San Tan Cafe, Queen Creek - Most amazing 
breakfast place. Also have weekly fish fry’s and 
dinners.  Great food all the time.
 
Lola’s Empanadas, San Tan Valley - Empanadas 
with all sorts of fillings like spinach, ricotta, or 
green chili chicken. Usually about 10 or more 
to choose from. Great drinks (margaritas are 
delicious) and hot plates like plantains.  Dessert 
empanadas are to die for.

CHRISTOPHER HOLTON,  

KELLER WILLIAMS REALTY

If you are a Ramen fan, then Clevor Koi in Down-
town Gilbert is your spot.
 
Second would be the Gordon Biersh Brewery 
Restaurant in San Tan mall.  Pretty much every-
thing on the menu is good, but I recommend the 
Cajun pasta or the Marzen burger paired with 
the Maren beer.
 
Third is OHSO Downtown Gilbert. No reserva-
tions is the only bad thing I can say about this 
place. Try the chicken and waffles!

What are your 3 favorite 

East Valley restaurants?

question of the month

DAVE ROSENFELD,  REMAX ALLIANCE GROUP

The Coffee Shop at Agritopia for breakfast and 
coffee meetings.  Farm to table and locally owned.

Poke Hale at Gilbert and Germann is a favorite 
lunch hangout.  Again, fresh ingredients, locally 
owned and wonderful people. 30-minute vaca-
tion to Hawaii!

Postino in the Heritage District of Gilbert is 
one of my favorite dinner places.  Fresh, locally 
sourced, GREAT wine selection, staff is amazing, 
music is fantastic. 

CHRISSY EDWARDS, EXP REALTY 

In no particular order ... Espos Mexican Food, 
Poke Hale and Osaka.

DAWN ENGRAM,  

KEYS TO YOUR DREAMS REALTY

Zinc Bistro (French Bistro in Scottsdale) - The 
food is delicious! Everything I’ve ordered from 
there was nothing short of amazing. I suggest 
reserving a table out on their garden patio, the 
ambiance is perfect for a romantic dinner.

House of Tricks (American in Tempe) - The 
menu is somewhat limited, but for a good 
reason—they have perfected everything on the 
menu. Drinks are amazing and service is great. 
They have an outdoor bar and on a chilly night a 
table outside by the fireplace is perfect.

Mastro’s City Hall (steak and seafood in Scotts-
dale) - A must, if you have never dined here. In 
my opinion it is one of Scottsdale’s best and most 
popular restaurants.  The food is consistently 
great, the atmosphere can get loud and busy and 
can be very crowded, but worth going. Drinks 
are great. Some nights they have live music 
which is always nice.

RICHARD BAIRD, REVELATION REAL ESTATE

OHSO - Good beers, friendly staff, relaxed 
atmosphere and good food. Pretty much my local 
watering hole and close to my house.

Caldwell Country BBQ - This is a new spot for 
me but when I want BBQ in the EV this is where 
I go. EL General Paton is my sandwich of choice, 
stacked high with pulled pork and sausage. I get 
the mac n cheese and slaw. Fatty brisket is some 
of the best I have ever had!

Rino D’s Pizza & Wings- This is our favorite 
pizza place, but they only have one little table 
so plan on picking up or having it delivered. I 
love getting the Rino D Special and I add garlic, 
bacon and jalapenos. 

AMANDA CINQ-MARS,  

TAYLOR STREET REALTY SERVICES

Barrio Queen - Downtown Gilbert. Their elote is 
THE BOMB and service is always fantastic even 
during busy hours.

Caldwell County BBQ - Hidden GEM in Gilbert. 
Backyard style home-cooked food. The best 
brisket I’ve ever had in my life. They have home-
made BBQ sauces that are to die for. 

Las Palmas Cantina - Chandler’s little secret spot! 
This place has really good Mexican food and the 
best made drinks hands down in Chandler. 

DARLIN GUTTERIDGE,  

RE/MAX RENAISSANCE REALTY

San Tan Brewing in downtown Chandler – I love 
the food and the vibe of downtown Chandler 
area.  It’s a great place to take visitors since they 
can walk around and explore other places after 
dinner.   They have such a good variety of choices.    

Baci Italian Bistro – I just discovered this  
place in Queen Creek.  It was a recommenda-
tion from a friend.  It’s a hidden gem – the  
food was outstanding!  

There are so many other great places to choose 
from, it just depends what you’re in the mood for. 
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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

their favorite Arizona sports teams such as the 
Arizona Cardinals, Arizona Diamondbacks, Arizona 
Rattlers, Phoenix Suns, Phoenix Mercury, and the 
Arizona State Sun Devils. We also provide our mem-
bers with the additional benefits of discounted tick-
ets to attend the Crayola Experience in Chandler and 
discounted movie tickets to any Harkins Theatre. 
Our members also can take advantage of receiving a 
discount off any of their rentals at the Avion Center. 

Currently, SEVRAR is gearing up for its annual Gen-
eral Membership Meeting. The meeting allows us 
to take a deep dive into what SEVRAR can provide 
for our members. The General Membership Meeting 
will also double as a chance for SEVRAR to show 
appreciation to all of our 2019 volunteers. It is essen-
tial for us as an association to show gratitude toward 
these fantastic individuals because each of them has 
played a vital role in bettering SEVRAR as a whole.  

Lastly, I am happy to report that the merging 
process between SEVRAR and WeMAR has been 
a rewarding experience. Staff members from 
both associations have been hard at work, creat-
ing a partnership among one another so they can 
learn and grow as one. There is immense synergy 
between both associations. It is wonderful to see 
such talented individuals coming together as one 
to maintain our core mission: Provide services that 
lead to member prosperity.  

Be sure to visit www.SEVRAR.com to stay updated 

on what’s happening at SEVRAR.

The fall season is upon us. Throughout the Valley, 

residents are saying farewell to 100 degree 

temperatures and welcoming a more cooling 

season. At SEVRAR, we are proud to be embracing 

membership engagement opportunities, enhancing 

our professional development curriculum and 

benefit providers, and embarking on a new 

journey through our merging efforts with the West 

Maricopa Association of REALTORS® (WeMAR). 

In August, our RAPAC Committee hosted its inaugu-
ral Le Cirque Magnifique event—a gala that centered 
on providing support to the protection of our real es-
tate industry. More than 80 attendees came together 
to enjoy a festive evening that focused on circus-style 
entertainment such as palm readers, magicians, and 
decadent food. The event also provided a live and 
silent auction, where SEVRAR members had the op-
portunity to bid on a multitude of items. I am happy 
to report that the event was able to garner more than 
$23,000 in support of RAPAC. Special thanks go out 
to all those who attended the event, and our astound-
ing RAPAC Committee members. Their commitment 
to the prosperity and protection of our industry is 
truly marvelous. It is astonishing to see our volun-
teers take such pride and passion toward ensuring a 
better tomorrow for Arizona REALTORS®.

Our Membership Department is continuing their 
work toward fostering additional affinity provid-
ers so our members can reap the benefits of being 
a SEVRAR member. Our members now have the 
chance to purchase discounted tickets to root for 

By Pam Frestedt CEO of Sevrar

pamela’s monthly update

Brings Immense Prosperity to SEVRAR

FALL SEASON
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Creepy Crawly Pest Control Inc.
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480-969-2926
Expires:  October 31st  2019

$50 OFF
Termite Treatment

We can help keep your home
free of pests the rest of the year.

480-969-2926

Creepy Crawly things
i n  yo u r  h o m e  a r e  n e v e r  g o o d . . .

24 HOUR EMERGENCY PEST CONTROL
NO CONTRACTS  •  FREE ESTIMATES

R e s i d e n t i a l  -  C o m m e r c i a l  -  I n d u s t r i a l  -  T e r m i t e

i n  yo u r  h o m e  a r e  n e v e r  g o o d . . .

e xc e p t  o n  H a l l o w e e n .H a l l o w e e n .

CIPS Designation Courses 2 of 5
Event Date: October 28

Event Time: 9:00 am - 5:00 pm
Event Description: Non-Accredited  

Instructor: Mark Kitabayashi
Location: SEVRAR

Fair Housing 202
Event Date: October 30

Event Time: 9:00 am - 12:00 pm
Event Description:  Fair Housing    

3.00 Credits
Instructor: Brian White

Location: SEVRAR

HOAs and All That Jazz
Event Date: October 30

Event Time: 1:00 pm - 4:00 pm
Event Description: Real Estate Legal Issues   

3.00 Credits
Instructor: Ben Gottlieb

Location: SEVRAR

Career Canines FH & ADA
Event Date: October 23

Event Time: 9:00 am - 12:00 pm
Event Description: Fair Housing     

3.00 Credits
Instructor: Marlene Olsen

Location: SEVRAR

Disclosure Issues
Event Date: October 23

Event Time: 1:00 pm - 4:00 pm
Event Description: Disclosure     

3.00 Credits
Instructor: Patrick MacQueen

Location: SEVRAR

Selling a Home
Event Date: October 24

Event Time: 9:00 am - 11:00 am
Event Description: Non-Accredited

Instructor: Mark Poisson
Location: SEVRAR

Com Economic Dev. Summit
Event Date: October 10

Event Time: 10:00 am - 12:00 pm
Event Description:  Self-Improvement

Instructor: Panel
Location: SEVRAR

Affiliate Certification
Event Date: October 11

Event Time: 8:00 am - 8:50 am
Event Description:  Non-Accredited

Location: SEVRAR

Transaction Desk®
Event Date: October 14

Event Time: 9:00 am - 11:00 am
Event Description:  Non-Accredited

Instructor: Tiffany Jones
Location: SEVRAR

HomeSmart Class
Event Date: October 15

Event Time: 11:00 am - 2:00 pm
Event Description: Accredited     

3.00 Credits
Location: SEVRAR

Agent Guide to Septic
Event Date: October 16

Event Time: 9:00 am - 12:00 pm
Event Description: Contract Law     

3.00 Credits
Instructor: Doug Adcox

Location: SEVRAR

Agency Law & Ethics
Event Date: October 16

Event Time: 1:00 pm - 4:00 pm
Event Description:  Agency Law    

3.00 Credits  
Instructor: Marlene Olsen   

Location: SEVRAR

GRI: Effective Strategies
Event Date: October 4

Event Time: 9:00 am - 4:00 pm
Event Description: General Education   6.00 Credits

Instructor: David Compton
Location: SEVRAR

Transaction Desk®
Event Date: October 4

Event Time: 1:00 pm - 3:00 pm
Event Description:  Non-Accredited

Instructor: Tiffany Jones
Location: SEVRAR

Seniors Real Estate Specialist
Event Date: October 7

Event Time: 9:00 am - 4:00 pm
Event Description:  Multiple Categories   12.00 

Credits
Instructor: Laura Kovacs

Location: SEVRAR

New Member Orientation
Event Date: October 9

Event Time: 2:00 pm - 3:30 pm
Event Description: Non-Accredited

Instructor: Martha Fuller
Location: SEVRAR

GRI: Risk Management
Event Date: October 10

Event Time: 9:00 am - 5:00 pm
Event Description: Accredited    14.00 Credits

Instructor: David Compton
Location: SEVRAR

Listing Consultation
Event Date: October 10

Event Time: 9:00 am - 11:00 am
Event Description: Non-Accredited

Instructor: Mark Poisson
Location: SEVRAR

calendar details

OCTOBER



40 • October 2019 www.realproducersmag.com • 41

O
C

T
O

B
E

R
ca

le
nd

ar
 o

f e
ve

nt
s

0130

06

13

20

27

08

15

22

29

31

07

14

21

28

S U N D A Y M O N D A Y T U E S D A Y

Transaction Desk® 
9:00 am - 11:00 am

Seniors Real Estate Specialist 
9:00 am - 4:00 pm

CIPS Designation  
Courses 2 of 5 

9:00 am - 5:00 pm

HomeSmart Class 
11:00 am - 2:00 pm

02
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0201

2524

31

W E D N E S D A Y T H U R S D A Y

GRI: Effective Strategies 
9:00 am–4:00 pm

Transaction Desk® 
1:00 pm - 3:00 pm

F R I D A Y S A T U R D A Y

Agent Guide to Septic 
9:00 am - 12:00 pm

Agency Law & Ethics 
1:00 pm - 4:00 pm

New Member Orientation 
2:00 pm - 3:30 pm

Career Canines FH & ADA 
9:00 am - 12:00 pm

Disclosure Issues 
1:00 pm - 4:00 pm

Fair Housing 202 
9:00 am - 12:00 pm

HOAs and All That Jazz 
1:00 pm - 4:00 pm

GRI: Risk Management 
9:00 am - 5:00 pm

Listing Consultation 
9:00 am - 11:00 am

Com Economic Dev. Summit 
10:00 am - 12:00 pm

Selling a Home 
9:00 am - 11:00 am

Affiliate Certification 
8:00 am - 8:50 am
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Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data.

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 - 08/31/2019

Total Volume Sales

01/01/2019 - 08/31/2019

35 Bonny L. Holland Keller Williams Realty Sonoran Living 21.5 $16,515,175

36 Bill Olmstead Keller Williams Realty East Valley 45.5 $16,488,650

37 Bob & Sandy Thompson Revelation Real Estate 51 $16,402,000

38 Russell Mills Gentry Real Estate 48 $16,383,695

39 Angela Larson Keller Williams Realty Phoenix 63 $16,304,655

40 Jonas Funston Venture Rei, LLC 44 $16,033,095

41 Damian Godoy Argo Real Estate Professionals 62 $15,920,150

42 Terry Young Revelation Real Estate 41.5 $15,657,680

43 Shivani Dallas Keller Williams Integrity First 43.5 $15,089,362

44 Rebecca Dorn Redefy 41 $14,808,925

45 Scott Cook RE/MAX Solutions 41.5 $14,722,012

46 Henry Wang Revelation Real Estate 39 $14,619,350

47 Katie Shook Redfin Corporation 44.5 $14,588,250

48 Gina Mcmullen Redfin Corporation 40.5 $14,468,200

49 Bob Lisk Network Realty 22 $14,434,237

50 Mike Mendoza Keller Williams Realty Sonoran Living 32 $14,408,212

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 - 08/31/2019

Total Volume Sales

01/01/2019 - 08/31/2019

1 Derek Dickson Offerpad 877.5 $221,141,998

2 Carol A. Royse Keller Williams Realty East Valley 204.5 $69,664,978

3 Patrick Mcclain Homesmart 228 $51,832,899

4 Rick Metcalfe Canam Realty Group 183 $50,444,632

5 Brian Cunningham List 3k, LLC 117 $44,592,684

6 Catherine Renshaw Lennar Sales Corp 99.5 $39,306,444

7 Kenny Klaus Keller Williams Integrity First 144.5 $38,732,385

8 Karl Tunberg Midland Real Estate Alliance 57 $31,034,268

9 Donna Mortensen Redefy 79 $30,657,650

10 Shanna Day Keller Williams Realty East Valley 57 $30,594,654

11 Mindy Jones Nevarez Keller Williams Integrity First 27 $29,737,736

12 Spencer Lindahl Main Street Renewal, LLC 113 $26,039,694

13 Mary Jo Santistevan Berkshire Hathaway Homeservices Arizona Properties 62 $25,745,150

14 Renee' Merritt Russ Lyon Sotheby's International Realty 25 $23,450,888

15 Rebecca Rains Berkshire Hathaway Homeservices Arizona Properties 69 $23,299,879

16 Kristine Smith Kb Home Sales 83 $22,915,657

17 Shannon Gillette Launch Real Estate 48 $22,083,269

18 Jason Crittenden Realty One Group 61 $22,032,350

19 Randy Courtney Weichert, Realtors - Courtney Valleywide 57.5 $21,329,851

20 Benjamin Arredondo My Home Group Real Estate 66 $20,414,320

21 Zachary Cates Revelation Real Estate 40 $20,391,900

22 Justin Cook RE/MAX Solutions 53 $19,995,718

23 Rachael Richards Rachael Richards Realty 59.5 $19,916,975

24 Annette Holmes Rachael Richards Realty 52 $19,437,815

25 Darwin Wall Realty One Group 30.5 $18,956,950

26 Lacey Lehman Realty One Group 63.5 $18,913,051

27 Van D. Welborn Redfin Corporation 32 $18,452,800

28 Tyler Blair My Home Group Real Estate 65 $18,073,900

29 Rebekah Liperote Redfin Corporation 50.5 $17,535,400

30 Shawn Camacho United Brokers Group 60.5 $17,499,300

31 Gus Palmisano Keller Williams Integrity First 39.5 $17,458,300

32 David Arustamian Russ Lyon Sotheby's International Realty 38.5 $17,404,298

33 Becky Kolb Keller Williams Integrity First 46.5 $17,124,800

34 Robin Rotella Keller Williams Integrity First 56.5 $16,582,500

Teams and Individuals  Closing Dates From January 1–August 31, 2019

TOP 200 STANDINGS
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# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

85 Bryce Henderson Four Peaks Brokerage Company 37 $11,863,965

86 Jody Poling Hyres International, LLC 18 $11,768,692

87 Lorraine Ryall Kor Properties 23 $11,540,800

88 Mark Captain Keller Williams Legacy One 33.5 $11,340,675

89 Tara Hayden Redfin Corporation 30 $11,339,775

90 Heather Taylor Prosmart Realty 22.5 $11,328,100

91 Roger Marble Marble Real Estate 31 $11,257,247

92 Cindy Flowers Keller Williams Integrity First 40.5 $11,130,450

93 Michael D'Elena North & Co 27.5 $11,097,824

94 Michaelann Haffner Michaelann Homes 30 $11,053,800

95 Paul Whittle American Allstar Realty 39 $11,040,588

96 Trevor Bradley Stunning Homes Realty 33 $10,994,718

97 Eleazar Medrano Homesmart 36 $10,868,585

98 Curtis Johnson Exp Realty 33.5 $10,788,215

99 Douglas Hopkins Realty Executives 34 $10,768,049

100 Jody Sayler Just Selling Az 36 $10,673,450

Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data.

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

51 Kelly Jensen Kj Elite Realty 46 $14,303,170

52 Shawn Rogers West Usa Realty 50 $14,209,940

53 Scott Dempsey Redfin Corporation 34.5 $14,174,900

54 Dean Thornton Redfin Corporation 42 $14,047,849

55 Kraig Klaus Keller Williams Integrity First 45.5 $14,026,225

56 Kelly Khalil Redfin Corporation 36 $13,916,790

57 Geoffrey Adams Realty One Group 49 $13,730,346

58 Janine Igliane Keller Williams Realty East Valley 36.5 $13,691,175

59 Stacia Ehlen RE/MAX Alliance Group 31 $13,679,599

60 Heather Mahmood-Corley Redfin Corporation 34 $13,672,572

61 Michael Kent RE/MAX Fine Properties 51 $13,524,950

62 Kelly Money Redfin Corporation 39 $13,404,604

63 Alan Kittelman Realty Executives 67 $13,338,900

64 Michael Cunningham West Usa Realty 33 $13,200,597

65 Heather Openshaw Keller Williams Integrity First 37 $13,181,034

66 Timothy J Cusick Homelife Professionals 34.5 $13,180,258

67 Brett Tanner Keller Williams Realty Phoenix 51 $12,829,550

68 Kirk Erickson Schreiner Realty 34 $12,821,250

69 James Sanson Keller Williams Realty Phoenix 55 $12,810,425

70 Jennifer Felker Infinity & Associates Real Estate 25 $12,739,500

71 Amy N Nelson Keller Williams Realty East Valley 39.5 $12,654,887

72 Kelly Pedraza West Usa Realty 4 $12,599,000

73 Kimberly Healy-Franzetti West Usa Realty 19 $12,582,057

74 Charlotte Young Revelation Real Estate 32 $12,497,080

75 Jason Laflesch Results Realty 28 $12,449,900

76 Kathy Camamo Amazing AZ Homes 42 $12,442,156

77 William Nager Stunning Homes Realty 38.5 $12,391,305

78 Jason Zhang Gold Trust Realty 28.5 $12,388,000

79 Ben Leeson Arizona Experience Realty, LLC 31.5 $12,288,736

80 James Watson Keller Williams Realty Sonoran Living 36 $12,120,189

81 Denver Lane Balboa Realty, LLC 32.5 $11,945,422

82 Mike Santistevan Berkshire Hathaway Homeservices Arizona Properties 29.5 $11,893,109

83 Brock O'Neal West Usa Realty 32 $11,880,900

84 John Karadsheh Kor Properties 22 $11,866,072

TOP 200 STANDINGS
Teams and Individuals  Closing Dates From January 1–August 31, 2019
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Call 602-492-5006 | Info@ListerAssister.com | ListerAssister.com

Save Time & Sell More with

The Original & Premier
Listing Services Provider

SERVICES OFFERED

• Wide Angle Photography
• Next Day Availability
• Sign & Post Service
• MLS Data Entry
• Virtual Staging

• 3D Matterport with 

  
Doll House Floorplan

• Aerial/Drone 

  
Photography & Video

• And More!

$25 Off All Prime Package Orders Placed in October 
(Coupon Code:  RPSW1019) Cannot be combined with any other discount.

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

119 Ben Swanson RE/MAX Precision 42 $9,947,400

120 Amy Laidlaw Realty Executives 34.5 $9,934,025

121 Josh Randall Keller Williams Realty East Valley 27 $9,928,540

122 Cynthia Dewine Russ Lyon Sotheby's International Realty 23 $9,892,654

123 Sophia Willets Grace Cre 19 $9,838,910

124 Julie Schilling Elite Real Estate Pros 44 $9,807,817

125 Patrick Smith Nexthome Alliance 30.5 $9,735,339

126 Carlie Goulet Keller Williams Realty Phoenix 26 $9,734,870

127 Debi Gotlieb Key Results Realty LLC 26 $9,722,400

128 Diane Bearse Realty Executives 21 $9,702,728

129 Natascha Ovando-Karadsheh Kor Properties 17 $9,638,072

130 Kristina Sabo United Brokers Group 28 $9,632,300

131 Nick Bastian Realty Executives 30 $9,632,000

132 Templeton Walker Stunning Homes Realty 32.5 $9,618,774

133 Don Juvan Gentry Real Estate 47 $9,598,976

134 Steve Helmstadter Helmstad Realty 20 $9,553,650

135 Kamberly Stoltz Dpr Realty LLC 22 $9,539,240

136 Michael Velasco My Home Group Real Estate 27.5 $9,511,088

137 John Payne United Countryreal Estate-Arizona Property & Auction 5 $9,430,600

138 Pamm Seago-Peterlin Century 21 Seago 28.5 $9,387,950

139 Michael Barron Infinity & Associates Real Estate 27.5 $9,383,860

140 Julie Gallego Redfin Corporation 27 $9,343,143

141 Scott Morgan Revelation Real Estate 32.5 $9,340,012

142 Stephany Bullington Revelation Real Estate 27 $9,319,750

143 Lori Blank Lori Blank & Associates, LLC 23 $9,313,450

144 Allen Willis Ensign Properties Corp 38 $9,293,595

145 Christopher Dudley The Daniel Montez Real Estate Group 28 $9,247,100

146 Marc Slavin Realty One Group 24.5 $9,185,600

147 Christy Rios Keller Williams Integrity First 23 $9,183,390

148 Peg Bauer Cactus Mountain Properties, LLC 37 $9,181,050

149 Randy Duncan Realty Executives 30 $9,180,280

150 Blake Clark Homesmart Lifestyles 28.5 $9,169,150

Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data.

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

101 Carol Gruber Revelation Real Estate 40 $10,659,785

102 Gregory Hagopian RE/MAX Solutions 29 $10,637,700

103 Frank Bennett Jr Frank Bennett Realty 44 $10,631,500

104 Rachel Krill Revelation Real Estate 38 $10,457,590

105 Adam Coe Revelation Real Estate 31.5 $10,370,200

106 Timothy Ehlen RE/MAX Alliance Group 29 $10,369,974

107 David Larsen West Usa Realty 28 $10,356,445

108 Ron Hollingsworth Revelation Real Estate 45.5 $10,334,088

109 Thomas M Speaks Revelation Real Estate 30 $10,328,873

110 Kyle Bates My Home Group Real Estate 36 $10,303,410

111 Max Dewitt Realty One Group 36 $10,247,595

112 Gordon Hageman My Home Group Real Estate 31 $10,232,520

113 Frank Gerola Venture Rei, LLC 29 $10,218,950

114 Tanner Milne The Menlo Group Commercial Real Estate 15 $10,017,602

115 Jill Dames Realty One Group 29.5 $9,996,400

116 Christopher Cline Realty One Group 30 $9,991,895

117 Rob Hale Elite Results Realty 37.5 $9,968,730

118 Eric Williams Realty Executives 13 $9,968,459

TOP 200 STANDINGS
Teams and Individuals  Closing Dates From January 1–August 31, 2019
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# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

185 Robert Reece United Brokers Group 25.5 $8,043,811

186 Darlin Gutteridge RE/MAX Renaissance Realty 23 $8,034,690

187 William May Breinholt May Realty & Investments 16 $8,030,300

188 Brian Flatley Ii Keller Williams Realty Sonoran Living 25 $7,984,300

189 John Evenson Revelation Real Estate 29 $7,966,000

190 Beverly Berrett Berkshire Hathaway Homeservices Arizona Properties 19.5 $7,950,858

191 Diane Olson Glass House International 27.5 $7,890,270

192 Kandi Andresen Rachael Richards Realty 24 $7,889,200

193 Rory Bullington Revelation Real Estate 21 $7,887,410

194 Michael Hernandez Revelation Real Estate 27.5 $7,865,990

195 Daniel Callahan RE/MAX Classic 34.5 $7,807,725

196 Robert Petersen Petersen Realty 35.5 $7,790,300

197 Christine Holwell Revelation Real Estate 24 $7,764,300

198 Stephanie Sandoval Homesmart Lifestyles 24.5 $7,745,868

199 Chun Crouse RE/MAX Renaissance Realty 23 $7,744,000

200 Benjamin Graham Revelation Real Estate 24 $7,725,100

Disclaimer: Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data.

# First Name Last Name Office Name Total Unit Sales 

01/01/2019 -  08/31/2019

Total Volume Sales

01/01/2019 -  08/31/2019

151 Richard Johnson Coldwell Banker Residential Brokerage 23 $9,146,500

152 Kaushik Sirkar Call Realty, Inc. 23 $9,143,413

153 Jill Mcfadden Delex Realty 21 $9,072,900

154 Christa Cooper CC Real Estate Company 16 $9,025,500

155 Jasson Dellacroce My Home Group Real Estate 30.5 $8,972,440

156 Matthew Potter Stunning Homes Realty 31.5 $8,911,195

157 Rich Giddings Omninuvo Realty 30.5 $8,814,985

158 Danny Perkinson Perkinson Properties LLC 22.5 $8,809,860

159 Layne Peterson Housso Realty 35 $8,791,650

160 Richard Ashby Ashby Realty Group, LLC 22 $8,790,620

161 Julia Gessner Revelation Real Estate 26.5 $8,748,076

162 Michelle Mazzola Berkshire Hathaway Homeservices Arizona Properties 22 $8,739,900

163 Katherine Walsh Keller Williams Realty East Valley 28 $8,719,105

164 Nate Randleman Infinity & Associates Real Estate 33 $8,702,100

165 Dawn Carroll Lori Blank & Associates, LLC 23.5 $8,662,750

166 Deanna Calkins Revelation Real Estate 19 $8,633,150

167 Matthew Kochis Keller Williams Realty East Valley 24 $8,541,290

168 Nathan Knight Prosmart Realty 32 $8,523,900

169 Elmon Krupnik Stunning Homes Realty 30 $8,506,320

170 Gina Mckinley RE/MAX Fine Properties 30.5 $8,463,150

171 Marci Burgoyne Crown Key Real Estate 26 $8,416,242

172 Steven Bernasconi Keller Williams Integrity First 27 $8,348,705

173 Jaime Blikre My Home Group Real Estate 27.5 $8,318,994

174 Tyler Whitmore O48 Realty 27 $8,307,343

175 Bryan Gremillion Better Choice Homes, LLC 31 $8,303,000

176 Brooke Bogart Keller Williams Realty East Valley 28 $8,297,076

177 John Fabirkiewicz Marketplace Homes 23.5 $8,293,820

178 Sanjog Gopal Oz Realty 41 $8,285,100

179 Brook Miller RE/MAX Solutions 23.5 $8,279,450

180 Barbara Schultz Coldwell Banker Residential Brokerage 33.5 $8,259,400

181 Maureen Waters RE/MAX Foothills 24 $8,208,538

182 Peter Kamboukos Exp Realty 24.5 $8,122,336

183 Steven Drew Southwest Mountain Realty, LLC 33.5 $8,074,922

184 Daniel Birk Realty Executives 16 $8,062,650

TOP 200 STANDINGS
Teams and Individuals  Closing Dates From January 1–August 31, 2019
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Turn Any Property
Into A Sold Property
Give your clients more options with
PrimeLending
As your local renovation loan resource, you can feel 
confident I'll hustle just as hard as you do for your 
clients while finding the perfect solution for their 
situation. Let me help turn your house hunters into 
homeowners and your showings into sales!

1120 S. Dobson Road #230, Chandler, AZ 85286

You Sell, We Close
Call Today 602-570-3098
Liz Robinson
Loan Originator  |  NMLS: 228371
www.LizRobinson.com

Ken Starks
Mortgage Department Team Manager
NMLS #173595

Allied First Bank, sb
NMLS 203463 | Cert. # 55130

480-400-LOAN (5626)
kstarks@alliedfirst.com  •  TheStarksTeam.com/ev
For real estate professionals only and not a commitment to lend.

Call Ken today to
make sure your clients get
the mortgage they deserve.

Your clients should get the
mortgage rate they deserve.

5 Reasons to Choose Premier Title Agency

OUR ESCROW OFFICERS ARE THE BEST
IN THE BUSINESS.

WE PARTNER WITH THE NATION’S TOP
UNDERWRITERS.

WE MAKE DECISIONS AT THE LOCAL LEVEL.

WE CONDUCT TITLE SEARCHES LOCALLY.

CUSTOMER SATISFACTION IS OUR LIFEBLOOD.

Come experience the PTA difference today!
2065 S Cooper Rd. Suite 1 | Chandler AZ 85286
3530 S Val Vista Dr. Suite 108 | Gilbert AZ 85297

Phone: (602) 491-9660  |  pta.now.com
@premiertitleagency



SPECIALIZING IN CINEMATIC ULTRA-HD VIDEO

FOR LISTINGS, BIOPICS, & TESTIMONIALS

P: (602) 999-9880
W: VIMEO.COM/PERMANENTESTATE
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