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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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Call, Email or Go Online for your
FREE Estimate.

We'll Get You There...
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If you are interested in contributing or nominating Realtors for certain stories, 
please email us at don.hill@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the 
author(s). The paid advertisements contained within the Tampa Bay Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore, 
neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.
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WHEN: October 24th from 4-6 PM
WHERE: 612 E. Davis Blvd. Tampa, FL 33606
WHO: This is a Social Event Exclusively for Tampa Top Per-
forming Real Estate Agents and their Marketing Partners
RSVP: RSVP to tampabayevents@realproducersmag.com.

We can't wait to see you there!
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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

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

Don Hill
Area Director

Dave Danielson
Writer

Madison Thayer
Client Director

Barry Lively
Professional Photographer

B. Lively Images

Sherry Keenan
Professional Photographer 

Best View Photography, LLC

Stephanie 
Shaughnessy

Content Coordinator

Carol Walker
Professional Photographer

Thomas Bruce Studio

Andrea Kurjah 
Event Coordinator

Allie Serrano
Professional Photographer
Allie Serrano Portraits, LLC

Elizabeth McCabe
Writer

Krystyna Gehl
KG Photography

Event Photographer
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TERMITE
INSPECTIONS

$60 WDO- mention REAL PRODUCERS

ProhealthPestControl.com
813-213-4934

SPECIAL
OFFER

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
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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

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!

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

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

VIDEOGRAPHER

Delvmore Studios

(813) 601-2248

delvmorestudios.com

�

MORTGAGE LENDER

Guaranteed Rate

Trevor Smith

(727) 362-6889

rate.com/trevorsmith

Homespire Mortgage

Kris Radermacher

(757) 450-0052

Klear2KlosewithKris.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
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NATHAN 
BROWN
Breaking New Ground

By Dave Danielson

Photo Credit: Sherry 

Keenan of Best View 
Photography, LLC

rising star

NATHAN BROWN HAS BEEN BREAKING 
NEW GROUND IN DIFFERENT WAYS.

It started four years ago 
when he began a new 

career as a REALTOR® with 
Park Property Group in St. 

Petersburg.

And it continues today with the 
work he and his team do each day con-

necting clients with opportunities, in-
cluding deals between the development 
community and new home buyers.

OPPORTUNITY KNOCKS

Before entering the real estate field, 
Nathan owned an online health insur-
ance company selling a blend of life 
and health insurance products.

When the opportunity to enter 
real estate knocked on his door, 
the knock came from his friend 
and broker, Andy Park.

As he says, “We’re friends, through 
a lot of mutual friends. He also owns 
a construction company, and he 
built my house for me, then ended 
up building a house next door, so 
we became even better friends. And 
he always was poking and prodding 
to get me to come work with him in 
the industry. It’s due to Andy and 
an uncle I have in Georgia, who is 
a Century 21 Broker, that I had a 
passion to learn the industry.”
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It worked. In 2015, Nathan got his 
license and joined the Park Property 
Group. Since then, he has grown 
into a leader in representing his 
clients in development projects.

“When it comes to the development 
opportunities we represent, we’ve 
taken a big focus on finding any-
thing from one lot to vacant land 
or old homes, and building new 
homes,” Nathan says, “And we’ve 
also taken our focus from that to 
also include bigger projects.”

Nathan says his work is also includ-
ing the development of a 36-unit 
villa project, an 8-unit villa project, 
and 8- & 5-unit townhome projects, 
spread from Downtown St. Pete to 
South Tampa.

PUTTING IT ALL TOGETHER

Nathan estimates that 75 percent of 
his business comes in the new con-
struction segment.

As he says, “I enjoy the process of 
work with these opportunities, where 
I’m working with a developer, and 
it’s very strictly numbers-driven, and 
making those numbers make sense 
for them. Then, it’s satisfying to be 
part of giving them a good product at 
the end, and then turning around and 
selling it for a good number.”

Nathan works to package the pro-
cess in a way that works well for 
everyone involved.

“I specifically went after those types 
of clients, I went after the builders, 

and went after the developers to create an 
atmosphere where others including the title 
company, as well as the staging and design 
company can all take part in that,” he ex-
plains. “It also makes it easier for the develop-
er to make it more of an all-in-one package.”

SIGNS OF SUCCESS

In just his first four years in the industry, 
Nathan has earned a place among the true 
Rising Stars in the region, recording nearly 
$100 million in volume over that timeframe, 
including $20 million in 2018 volume.

“I think the most rewarding part is sitting 
at a closing with the client on the listing 
side, and watching them finalize a closing 
on a project that they made money on 
and enjoyed the process we put in place 
for the project to be successful.” Nathan 
emphasizes. “It’s knowing that you sold a 

great product, at a good price for him and 
they’re happy about it and are ready to 
tell all their friends about it.”

LIFE’S PRIORITIES

When he’s away from work, Nathan and 
his wife, Ashley, enjoy spending time 
with their 3-year-old daughter, 9-year-old 
son and 10-year-old son.

“We have a busy family. There’s the full 
schedule with kids’ sports, ballet, church 
activities and still try to play golf when 
possible,” Nathan smiles.

In addition, Park Property Group also 
takes a team approach to giving back.

As Nathan says, “Each year, we try to take 
a day off and encourage all of our 15 agents 
to join together for a Habitat for Humanity 

project day. It’s fun to do that as a team, 
and some people even invite their family 
members to come and help out, too.”

Like most high achievers in real estate, Na-
than’s commitment to achieving work/life 
balance is a daily challenge. But, as he says, 
the important thing is to keep trying.

“That’s probably my biggest struggle is 
turning off my work. It’s hard to turn it off, 
because it’s the nature of the job. So there 
are a lot of Saturdays and Sundays and eve-
nings,” he says. “The main thing I do that 
helps with that is just literally having to put 
the phone somewhere else. Your mind’s still 
going, but at least you can be without your 
phone with family time. So at dinner time, 
I don’t bring my phone to the table, and we 
also try to spend a little bit of time together 
after dinner without it, as well.”

As Nathan says, his team continually 
looks for ways to add value and stand out 
in ways that make the experience better.

“We do put electronic lockboxes on hous-
es, but we’re also there for the showings. 
We’re there for at least 95% of showings 
so we can encourage and show clients 
all the value that they are getting for our 
asking price,” Nathan explains. “A lot of 
times with new construction, these things 
are behind the walls, or are under the 
roof and not easy to see. So that’s why 
we make a point to be there to help the 
buyers see those advantages and all the 
benefits of buying new construction.”

As Nathan looks to the future, he an-
ticipates the opportunity to continue to 
break new ground and achieve continued 
success for his clients.

“
Each year, we try to take a day off and encourage 

all of our 15 agents to join together for a Habitat for 

Humanity project day. It’s fun to do that as a team.
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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!

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)

We’re seeking the most 

influential titans in real 

estate to present at THE 

BIG EVENT – the nation’s 

first invite-only gathering 

of the top 5% of real 

estate agents, coming 

September 2020.

NOMINATE A SPEAKER: 

RPSPEAKERS.COMTHE BIG EVENT
CONNECTING • ELEVATING • INSPIRING
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DON & 
SARAH 
HOWE
Invested in Giving Their Best

By Dave Danielson

Photo Credit: Carol Walker/

Thomas Bruce Studio

cover story	

In real estate, transactions 
come and go. But, for clients, 
the journey of getting there is 
meaningful, as well. Long after 
the deal is done, they remem-
ber the people who helped 
them achieve their goals.

That’s where Don and Sarah 
Howe come in.

They are REALTORS® and 
leaders of The Howe Property 
Group with Coastal Properties 
Group/Christie’s International 
Tampa Bay.

They’re also fully invested in 
their clients’ success.

When you meet Don and Sarah 
Howe, that fact comes through 
loud and clear.

GAINING EXPERIENCE
Before they joined the ranks of 
the real estate industry, Don 
and Sarah enjoyed other suc-

cessful corporate career paths.

As Don recalls, “From an 
early age, I was drawn to the 
creative process of adver-
tising and wanted to have a 
career like Darrin Stevens, the 
character from Bewitched. I 
always thought I would go into 
advertising, but after gradu-
ating from college and inter-
viewing with some agencies in 
Cincinnati, Ohio, I accepted a 
position in radio sales in 1983 
with Cincinnati Broadcaster, 
Taft Broadcasting who owned 
95 YNF in Tampa.”

Don continued his career in 
media, rising to Senior Vice 
President at Clear Channel 
(now iHeart Media). More 
recently Howe was SVP/Gen-
eral Manager for CBS Radio’s 9 
stations in Tampa and Orlando 
until the end of 2011 when he 
retired from media. Then, in 
2012, he started working as 
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the Associate Director for Advancement 
at The Museum of Fine Arts in St. Peters-
burg where he had responsibility for de-
velopment, membership and marketing, 
bringing fresh ideas to the MFA on how 
to better connect to the community.

As Sarah reflects on her path, she says, 
“I was always very highly driven and mo-
tivated, even as a child. I always wanted 
to excel at everything that I took on.”

Sarah worked eight years for an IBM 
company in both Paris and London as 
International Marketing Director. Sarah 
took on another role in 2007 develop-
ing Salon Lofts in Tampa Bay for seven 
years as Vice President of Sales and 

Marketing. She grew that to 12 locations 
before leaving SL.

“It was about 10 years ago when Don 
and I had talked about how it would be 
great having a business together some-
day,” Sarah remembers. “We both had a 
great corporate experience to draw on, 
and our collective skill sets were a per-
fect match to build a business together.”

Don and Sarah looked at their combined 
experience and saw a path ahead together.

PUTTING PAST LESSONS TO WORK
As they transitioned into the business, 
they drew on their extensive experience 
outside of it.

As Sarah says, “We thought residential 
real estate would be a really good way 
for us to merge our skills and back-
ground together, as we’re both super 
driven and motivated, so we knew it 
would come together well.”

Sarah started in real estate in 2013 and 
Don followed closely behind in 2014. 
Together, they make a formidable team 
and have reached a high level of success 
on behalf of their clients, doubling their 
production numbers each year.

Starting out, Sarah earned Rookie of the 
Year honors from the Pinellas County 
Board of REALTORS®. Over the past 
few years, they consistently rank as the 

It means a lot to us for people 

to know that if they need 

anything, they can count on us
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number one team in St. Petersburg 
in their brokerage. And last year, 
they recorded volume in excess of 
$32 million.

It has been a great partnership all 
the way around.

“We’re having a blast,” Sarah smiles. 
“As married business partners, we 
live together, work together, play 
tennis together, and continue to 
grow our value proposition for our 
clients. We are highly competitive 
in business and in life. There is no 
letting up — even over a ‘friendly’ 
game of ping pong!”

“We’re very goal-oriented and 
build annual plans to meet our 
goals. From there, we execute 
from a bar we set very high, 
regularly measuring our progress 
and success. We work morning, 
noon and night (we wouldn’t know 
a Sunday from a Tuesday!) to 
achieve the goals of our clients 
while continuing to nurture our 
relationships,” Sarah says. “This 
is a referral business. One good 
transaction leads to another 
referral, and we feel very thank-
ful that exponentially we’ve been 
able to establish a good reputa-
tion in St. Pete.” 

Sarah points to the fact of com-
monalities that apply across 
industries.

“One thing we’ve learned from dif-
ferent industries in terms of what 
it takes to be successful comes 
down to the same approach,” she 
explains. “It’s about setting a goal, 

being driven to achieve it, and 
then being willing to execute on 
that solid plan.”

Don remembers Sarah’s first 
experience in real estate — one 
that demonstrates the level of 
commitment they feel for each of 
their clients. Sarah had picked up 
a listing from a gentleman selling 
a bungalow in the Old Northeast 
neighborhood.

Sarah got the house into contract, 
but the buyer canceled during the 
contingency period.

“That is a buyer’s right. But it dev-
astated Sarah, and she was in tears. 
And she felt so bad — not for herself, 
but for the seller.” Don says. “We 
were all rolling up our sleeves at our 
seller’s house, including Sarah’s Mom 
and Dad who were visiting at the 
time. It was all hands on deck for our 
seller getting the house show ready.”

She ultimately got the house back 
under contract and sold,” Don recalls 
with pride in Sarah. “That’s an 
example of how with every listing 
and every buyer we work with, we 
get very emotionally attached to that 
deal, and if something goes wrong, 
we will find whatever way we can to 
make it right. We invest entirely in 
every deal we get involved with.”

“From the very get-go, Sarah and I 
help people transform their houses 
to get top dollar. Our slogan is 
‘From stale to sale,’ as we believe 
in spending money to make money, 
and for different home sellers, that 
can mean anything from painting to 

power washing to new countertops, 
etc. We are very transparent about 
what they need to do,” Don says.

GIVING THEIR ALL
The Howe’s are also totally invest-
ed in their family, including sons 
Griffin, Harry and Alex, as well as 
their parents who Don and Sarah 
credit for their ongoing support 
through their lives.

They also have a passion for 
connecting with the needs of the 
community. Between them, Don 
and Sarah are involved with a 
wide range of groups, including 
Ready for Life, The Museum of 
Fine Arts, The Stuart Society and 
others. Don is a board member 
of the James Museum of West-
ern and Wildlife Art, as well as 
the Downtown Waterfront Parks 
Foundation. Don says. “Running 
a successful business here means 
we have a responsibility to give 
back to our community, and 
we very much enjoy doing that 
through any way we can.”

Through time and all of their suc-
cesses, Don and Sarah continue to 
invest themselves fully — to give 
their best to others.

As Don says, “Sarah and I are try-
ing to make an impact on people’s 
lives. We want to make a true, 
positive difference.”

“It means a lot to us for people to 
know that if they need anything, 
they can count on us,” Sarah 
emphasizes. “Because we’re just 
always going to be there for them.”
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BROWNLEE
Ensuring Lasting Relationships

When people feel appreciated 
and taken care of over time, 
they will continue to show 
you their appreciation, as well

One of those who continues 
to create success for his cli-
ents and himself by following 
this truth is Ken Brownlee, 
head of the Brownlee Group 
with Keller Williams Realty.

Ken has a long history of 
ensuring success and build-
ing relationships. In fact, he 
literally helped people insure 
their success as a Financial 
Coach & Planner and In-

surance Agency Owner for 
nearly 13 years before making 
the move to the world of real 
estate in 2007.

A NEW PATH 

LEADS TO CHANGE

Ken’s transition to becoming 
a real estate agent happened 
as he was planning for his 
own future.

“I was working in insurance, 
and while I was doing that, 
I wanted to start building a 
retirement plan with rental 
property,” he says. “My idea 
was to have rental properties 

for the income, and I would 
also do the home mainte-
nance to keep me busy. So 
my wife and I started invest-
ing in real estate and loved 
it. It was a combination of 
two things I really like to do 
… insurance and homes.”

One property led to another, 
which led to … a discovery.

“As we were buying homes, 
and fixing them up, it just got 
so busy that I thought why 
don’t we just get a license,” 
Ken remembers. “We were 
selling 12 townhomes. And I 

By Dave Danielson

Photo Credit: Allie Serrano of 
Allie Serrano Portraits, LLC

featured agent

KEN
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brought the buyer, put everything to-
gether in the package, and brought it to 
an agent and said, ‘Would you just write 
this up for me?’”

That was Ken’s decision point.

As he says, “I decided to go get a 
license, thinking that would help my 
business grow and help the bottom line. 
I got my license, and I started working 
on the residential side in 2007.”

Ken’s business took off quickly. In fact, 
during the one-year anniversary of 
new agents who had been in his class, 
Ken had recorded more business than 
a lot of the other members of his class. 
Naturally, they asked his secret.

One isn’t a secret at all. As a true 
believer in Keller Williams and its 
training approach, Ken can personally 
vouch for the company’s status as the 
top education organization.

But there was another answer, as well.

“The bottom line is make phone calls, 
contact people and talk to them. People 
don’t know that I’m a real estate agent 
unless I tell them. A lot of people like to 
keep it a secret. They get a license and 
then sit behind a desk, and they think 
the phone’s going to ring. It just doesn’t 
happen that way.  I can also tell you 
some things not to do,” he smiles.  “Be-
cause I learned from my mistakes. 
I failed forward after trying a lot of 
different things.”  

TEAM-BUILDING

As he gained traction, Ken picked up 
speed as he built and added to his team.

“I’m a big believer in finding others who 
have different skills and bringing them 
on. We have a wonderful team. We 

specialize in what we love to do, 
which then really doesn’t make it a 
job, because we like doing certain 
things,” he emphasizes. “My prima-
ry focus is sellers; Joe manages the 
office with Nicky, and he also works 
with the buyers’ agents, Amanda 
and Nicole. Tammy serves as a Buy-
er’s Agent and Property Manager.”

The recipe has produced mount-
ing results. In fact, last year, the 
Brownlee Group recorded over $26 
million in volume on 121 units.
About 80 percent of the team’s 
business comes from referrals.

As he says, “We do very little 
advertising for the team. If we’re 
spending any money to advertise, it 
is to get the home sold or to help a 
buyer find a home.”

REFERRING SUCCESS

Ken has advice for new real estate 
agents who want to enter into, and 
thrive, in the business.

“I just find if you’re working off 
of referrals, it means somebody 
knows you and likes you. So 
they’re going to refer you. It’s like 
Gary Keller says, you can get two 
pieces of business from 12 people 
you know in a 12-month period, or 
you can get one piece of business 
from 100 people you don’t know,” 
Ken points out. “I think it’s a 
matter of contacting past clients, 
and letting them know you’re in 
the business. If they were happy 
with you, let them know you’d like 
to help their friends the same way 
you helped them.”

In his time away from real estate, 
Ken believes in sharing financial 
planning principles that will enable 

anyone to better manage money 
and reach their goals.  He leads 
Financial Peace (developed by Dave 
Ramsey) and Quantum Leap (devel-
oped by Keller Williams for young 
adults) seminars.  Ken and his wife 
are active in their church, help sup-
port the Wounded Warriors orga-
nization events and F.R.I.E.N.D.S. 
Down Syndrome West Florida.

Whenever he can, Ken reaches out 
to help people help themselves.

As Ken says, “I just hate seeing 
people struggle and hurting, and 
you just want to help them.”

Part of that self-help he applies to 
himself. One of his favorite books 
is entitled, “Building Wealth One 
House at a Time,” by John Schaub, 
a local real estate investor.

One satisfying way Ken helps oth-
ers is through real estate.

“The thing that makes my day is 
knowing that somebody got what 
they wanted, and knowing I took 
care of it. I can’t tell you how many 
people have said, ‘Thank you’ to 
me. That means a lot, because I 
literally want to make this process 
as easy as possible. I do it every 
day, so I can fix things. I’m a prob-
lem solver or a fixer,” Ken says. “I 
define success when I look in the 
mirror, and I know I’ve done every-
thing I can. I can’t make everybody 
happy. But knowing I did every-
thing that I could do and that I did 
it to the best of my ability.”

By helping others and giving his 
all, Ken ensures relationships 
that work for everyone — today 
and tomorrow.

“
I DEFINE SUCCESS WHEN I LOOK IN THE 
MIRROR, AND I KNOW I’VE DONE EVERYTHING 
I CAN. I CAN’T MAKE EVERYBODY HAPPY.
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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

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!

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    

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
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C H O I C E 
HOME WARRANTY COVERAGE WHEN IT MATTERS MOST

By Dave Danielson

Photo Credit: Barry Lively

featured sponsor

Integrity. Service. Reliability. They are the qualities that add up to deliver the 
coverage for your clients when they need it the most.

That’s the spirit and commitment that fuels the team at 
Choice Home Warranty.

FULFILL ING THE NEED

Lori LaCoppola is Area Manager at Choice Home Warranty. With 
significant experience in the industry, even serving for 11 years as a 

licensed real estate agent, and with an eye for what 
it means to provide quality coverage for cli-
ents, Lori was proud to join the organization 
almost two years ago.

“Choice Home Warranty has been around 
12 years. And we’re the second-largest 

consumer home warranty company in the 
country. In fact, we cover every state except 

California, Oklahoma and Washington state.”

Lori says one of the big advantages that Choice Home Warran-
ty offers is the fact that it is right-sized to deliver the correct 

and best level of service.

As she says, “We’re large enough to handle our claims for our clients, 
and yet we’re small enough to still really care for our customers and to 

come through for them when they need us.”

That commitment begins on the individual level, with each person on the team.

“I always try to put myself in the customer’s situation and make sure I’m treat-
ing everyone honestly and fairly. You have to have emotion in what you do, or 
you shouldn’t be doing it,” Lori emphasizes. “Our clients call us when they’re 
upset. We’re not the fun part of the transaction. But one thing we really try to 
do is educate those we work with. We want to make sure that we set the right 
expectation about how a home warranty works and what it covers.”
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“
VALUE AND PROTECTION

As Lori explains, a home warranty 
provides real value.
“A home warranty isn’t always the 
quickest answer, but it is the most 
cost-effective, and that’s obviously 
important for those who want to be 
able to protect themselves against 
costly loss for their covered home 
systems,” she says. “When we look 
at the process of placing a claim, 
we always remind people not to go 
out and get their own technician 
and then call us to file a claim. We 
have a process in place to make 
sure every claim and every cus-
tomer is taken care of with the best 
possible service.”

Lori enjoys being a resource for 
her real estate partners and work-
ing with their clients.

As Lori points out, “I’m here to 
take that burden off the agents 
and onto myself. I go through the 
ins and outs of the home warranty 
with clients, so we can be in com-
munication and set expectations 
properly. I explain the claims pro-
cess and how it all works, includ-
ing what’s covered and what’s not.

Making the difference when it 
matters most is a key part of 
the commitment Lori feels for 
homeowners.

“We know that for most people, 
this is their largest purchase, 
and many of them are first-time 
homeowners. The last thing they 
need is something going wrong,” 
she says. “For me, it’s exciting 
when the process works exactly 
the way it’s supposed to, and we 
can take that stress off the home-
owner. And I always tell the real 
estate agents I work with that 
we’re on your side, also, and it’s 
our role to do whatever we can to 
make sure everyone stays happy.”

ELEVATED SERVICE

Things don’t always go as 
planned. But when they don’t, 
service is equally as important.

For me, it’s about having 
that reputation that agents 
know I have their back. An 
agent can call me, and they’ll 
know I’ll jump in and do my 
best to make sure things go 
as smoothly as possible,” 
she smiles. “When you have 
that, everything else falls 
into place. I want people to 
know I truly cared for their 
customer and that I worked 
with integrity and fairness.

As Lori explains, “When all the 
processes go the way they should, 
everybody remains happy, and 
that’s important to me. If it doesn’t 
go perfectly, I step in to make sure 
people are being treated fairly, and 
if something is denied, I really take 
care to explain why that’s the case.”

While home warranties aren’t 
usually a fun thing to think about, 
they are extremely valuable 
when there’s a need.

“Home warranties are another 
facet of the transaction that 
can be very positive,” she says. 
“If possible, a home warranty 
should be part of every trans-
action, because what it’s doing 

is taking the liability off the 
transaction and putting it in 
our hands. That’s what we’re 
here to do — to relieve the li-
ability and stress off everyone 
else in the process.”

When she’s away from work, 
Lori enjoys spending time 
with her friends and family, 
but especially her 16-year-old 
daughter, Soleil Willow. They 
enjoy cooking together and 
trying new restaurants. Lori 
also loves travel — especially 
on cruises, South Florida or 
anywhere tropical.

Lori defines success around 
being there for others.

“For me, it’s about 
having that reputation that 
agents know I have their 
back. An agent can call me, 
and they’ll know I’ll jump in 
and do my best to make sure 
things go as smoothly as 
possible,” she smiles. “When 
you have that, everything 
else falls into place. I want 
people to know I truly cared 
for their customer and that I 
worked with integrity 
and fairness.”

CONTACT CHOICE HOME 

WARRANTY TODAY!

www.CHWPro.com

Phone: 813-460-5002

Email: llacoppola@chwpro.com    
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B R A N D O N 
R I M E S A N  M V P  D R I V E N 

T O  S C O R E  F O R  O T H E R S

By Dave Danielson

Photo Credit: Allie Serrano of Allie Serrano Portraits, 
LLC (for professional photos)

A S  A  Q U A R T E R B A C K  O N  T H E  F O O T B A L L 

F I E L D ,  B R A N D O N  R I M E S  G O T  T H E 

B A L L  O N  E V E R Y  P L A Y .  W H E T H E R 

H A N D I N G  T H E  B A L L  T O  S O M E O N E 

E L S E ,  T H R O W I N G  I T  D O W N F I E L D  T O  A 

T E A M M A T E ,  O R  K E E P I N G  I T  H I M S E L F , 

T H E  G A I N S  B R A N D O N  R E A L I Z E D  W E R E 

A L W A Y S  O N  B E H A L F  O F  O T H E R S .

Brandon’s same winning ways continue today. As a real estate agent, radio 
and TV host, author and speaker, he sets the stage for others to shine.

W I N N I N G  W AY S

Brandon grew up in LaBelle, Florida. Winning became a habit early and often.

When he was 10 years old, he was quarterback on his Pop Warner team that 
went undefeated and played in the first-ever Pop Warner Super Bowl

As Brandon says, “Dads who coach are normally tougher on their kids, and 
the kids are better for it. And that’s the way it was for me. He taught us how 
to win and be tough.”
 
Sometimes, children who achieve sports success at a high level at a young age 
lose their passion for the game.

Not Brandon.

making a difference
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As a high school senior, his team again 
finished their season undefeated and 
played in the Florida state championship 
game. Brandon was named team MVP.

Moving on to college, Brandon became 
part of the inaugural football team 
at the University of South Florida. 
Although he had played quarterback at 
a high level, Brandon’s coaches had a 
different role in mind for Brandon.

“They moved me to play as a defensive 
back and punt returner,” he recalls.

Being a quarterback isn’t something 
Brandon just did. It’s part of his DNA. So 
with collegiate playing eligibility remain-
ing, he transferred to another school — 
and a familiar position in the offensive 
backfield — at quarterback for Ferrum 
College in Virginia.

Again, Brandon had a powerful impact. 
As a junior, he led his team to an un-
defeated mark through seven games. 
Then injury struck. Brandon rolled his 
ankle, and the team lost three in a row, 
ending his playing career. Once again, 
Brandon was named team MVP.

A N  M V P  S H A R I N G  V A L U E

By now, you see the clear pattern. Bran-
don gives his all to whatever he has a 
passion for. In turn, he masters what he 
does, he contributes at a high level, and he 
is recognized as an MVP.

But the MVP award is more than a desig-
nation or some dusty trophy. It is the sym-
bol of someone who is truly valuable as a 
resource who helps others around them 
win. And that describes Brandon to a tee.

“Through the years, I’ve been in the 
underdog role. At 5’8”, I feel like I was 
always underrated a bit,” he says. “But I 
bring that effort of achievement to every-
thing I do. No one is going to outwork me.”

Like other high-performing athletes, the 
playing days on the field ended for Brandon. 
But his competitive fire and knack for mak-
ing winning plays continued in another field.

It wasn’t long after college before Brandon 
talked with friends who were excelling in the 
world of mortgage lending. They recruited 
Brandon, he joined the team, and for seven 
years built a successful career helping others 
achieve their homeownership dreams.

One of Brandon’s passions delivers results 
for a wider audience — literally. You’ll 
find Brandon spreading his helpful advice 
far and wide as an author, and as radio 
and TV host of “The Real Estate QB 
Show,” and “The Consumer QB Show.” In 
the Tampa area, you can hear him each 
day during the 5 p.m. drive-time slot 
on iHeartRadio AM 1380 The Biz “The 
Wall Street Business Network” and FM 
99.9, and again on Sundays at 7 a.m. on 
FM 102.5 The Bone. His popular show is 
also syndicated via AmazonTV, AppleTV, 
Roku and 85 other outlets worldwide!

Brandon uses his day-to-day work and his 
media presence to be a genuine resource 
and supporter of others, including his 
work with the Children’s Cancer Center 
and interviewing guests such as former 
NFL player, and “Walter Payton Man of 
the Year” Warrick Dunn and spreading 
the word about his charitable work.

“As I got started, I thought about ways I could 
differentiate myself from other agents and 
help others,” he says. “And I’ve found it’s a 
lot like being a quarterback, where you need 
to look ahead, set up the next segment, and 
pivot from one topic and guest to another.”

Brandon brings his work as an agent to his 
audience each day.

“The number one takeaway of doing the 
show is innovation. That’s what I feel 
strongly about,” he emphasizes. “As part 
of my daily show, I feature multiple real 
estate listings. I think my highest duty for 
my sellers is to get the maximum expo-
sure, which leads to maximum profits and 
a shorter marketing period.”

D R I V I N G  A H E A D

People recognize Brandon in the super-
market and tell him they’ve heard his 
show. It’s gratifying to the man who wants 
to reach and support more people.

“I love being that consumer advocate. It’s 
something I feel a strong moral respon-
sibility for. There’s a lot of clickbait out 
there, with people are trying to sell you 
something,” Brandon says. “Everything 
I do is geared toward consumers to give 
them what they need to make an informed 
decision — not commission-based advice.”

Working together, Brandon and Lindsay in-
corporate a variety of elements that set them 
apart. Lindsay spent 12 years as the owner of 

a sales firm, building up to $40 million in annu-
al production. She brings her expertise and 
experience to the Platinum MVP TEAM, as 
well. In fact, in the past six months, the team 
has grown with 11 new people!

Lindsay has trained with five master heal-
ers across the nation for the past six years, 
along with energy healing and Feng Shui. 
She brings this healthy focus to the Plati-
num MVP TEAM and her clients.

As Lindsay says, “Adding this aspect in for 
our clients on the real estate side gives us 
an edge, because people are becoming more 
aware of energy and they’re looking for ways 
to decrease stress from their lives and create 
good energy in their space.

That goes for their team members, as well.

“Coaching meditation and doing healing also 
helps our team,” she says. “And I incorporate in 
coaching sessions how our agents can achieve 
that work/life balance, which also helps them 
stay fresh and on top of their game.”

Together, Brandon and Lindsay are clearly 
making a difference each day in the lives of 
those around them.

Brandon made the transition to become a real 
estate agent. That was about a decade ago.

With time, Brandon studied, learned, worked 
hard and excelled. He continued developing 
himself in all ways, including becoming an 
Anthony Robbins Business Mastery graduate. 
He created and built his own team four years 
ago with his wife, Lindsay. Appropriately, it’s 
named Platinum MVP Realty. Last year, the 
team joined the Keller Williams organization.

Family time is Brandon’s priority, and he enjoys 
a strong, close bond with Lindsay, who has made 
her own mark as an accomplished entrepreneur, 
business owner and, as of a year ago, a rock-
star real estate agent on the team. When he’s 
not working, Brandon is busy enjoying time and 
mentoring his 13-year-old daughter, Braelyn.

Today, Brandon, Lindsay and the team are defi-
nitely on a winning streak. The Platinum MVP 
team at Keller Williams is on pace to finish 2019 
with $30 million in volume.

“It’s exciting to see the way our team is grow-
ing and adding more momentum as time goes 
on,” Brandon smiles.

S H A R I N G  T H E  S I G N A L S

I T ’ S  E X C I T I N G  T O  S E E  T H E  W AY 

O U R  T E A M  I S  G R O W I N G  A N D 

A D D I N G  M O R E  M O M E N T U M 

A S  T I M E  G O E S  O N“
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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
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Lori LaCoppola
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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!
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Call us today to book one of our most popular sessions! 
(727) 577-5626  •  www.thomasbruce.com

Carol Walker
Master Photographer

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

Owner/Portrait Artist

Book your family beach portrait session by
October 30th and receive $100 off your order!

Creating Award-winning Portraiture since 1973

The sea oats are in bloom....
it's the perfect time to celebrate
your family's Florida lifestyle.

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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