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HOME LOANS FOR EVERY NEED!

When your clients decide to purchase a new home, | can provide expert advice and a wide selection of
loan programs with competitive rates. | will work with your clients one-on-one to meet their specific needs
and make sure they understand all of their options.

HERE IS A SNAPSHOT OF THE LOANS THAT ARE AVAILABLE:

*+ CONVENTIOMNAL LOANS: Great choice for nearly every borrower. Min. 620 FICO (up to 97% LTV).

*» FHA LOAMS: A great choice for first time homebuyers, buyers with little down payment or with less-than-perfect credit.
Min. 580 FICO's'.

* JUMBO LOANS: Ideal for borrawers who require higher loan amounts; available up to $2 million. Min 680 FICO.
* VETERANS ADMINISTRATION (VA) LOANS:

Perfect for active and reserve military; spouses may also
qualify. As low as 580 FICO's?,

» USDA LOANS: Great financing choice for homes within
the Rural Development Area. Borrowers can receive up
to 100% financing®. Min. 620 FICO.

+ 80-10-10 LOANS: Commaonly used to minimize the out
of pocket expenses when purchasing a home. Ideal for
borrowers who have great credit, lack capital, and wish
to avoid paying PMI (Private Maortgage Insurance).

* CHENOA: Combines the ease of an FHA loan with a
grant or second mortgage to cover your down payment®,

+ LOCK ANMD SHOP: Lock in a low interest rate BEFORE
finding your new home.

We are dedicated to providing fast and efficient service for all our clients. We even have a 6
month rate lock available for well qualified buyers. No one will work harder for you!

BILL MANTOOTH T+HE BILL VIANTOOTH TeEAam

Branch Manager, NMLS ID# 309568 oF

Fax: 727-362-1330 r NFVILENDING

1700 M McMullen Booth Rd, Ste D-1
Claarwater, FL 3375%

hE@nfmlending.
< B - iriendng<on/manooh 727-316-5115

1. FHA 580 FICO - Credit score below 800 requires Aulomabe Linderwrniting System (ALIS) appeoval. Fixed rate loans caly. W ranscrph oplion not permatied, 2 - Purchases oaly, must have AUS approval Mo cash
ol undes GO0 3 - 100% financing, no down paymenl is required. The loan amounl may not exceed 100% of the appraised value, phas the guasanles fee may be mcluded. Loan is limited o the appraised value withoul
the paol, if applicable. To be eligibde for 8 WSDA ROHL: MFM Landing requires attanding an approved on-line training saminar pricr to (aking any application. 4 - Procseds from the Snancing can only ba used for down
payment. Clasing costs and prepaid ibams are the responsibility of the borrower and must ba paid by other FHA aligible sources. Please visit hitp.\'chenoafund orgl for mare information. Subject to Debt-

to-Income and Underariting requrements, This is not a credit decision o a commitment b lend. Ebgibility is subject to completion of an application and venScation of hame ownershep, occupancy, e,

inciome:, employment, credit, home value, collatensl and underariting requrements, Mot all programs are avatable in all areas, Offers may vary and are subject to change af any time without nobce, MLO

Bcensing information. FL LOT1437. NFM, Inc. @%/a NFM Lending. NFM, Inc is boensed by. FL #MLDATS and MLDTSS. For NFM, Inc.’s full agency and slale icensing infarmalion, please vesll ww nfmiending comBoensng.  sem
NEM, I s NMILS $2853 fwww rvisconsumieracoess.ongl. MEM, Inc. is not affiliated with, or an agent or division of, a govermental agency o a depository institution. Copyright € 2015, LERGER
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Do you know the ABCs
of our home warranty?

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

It's back-to-school
time, let me help
you with the ABCs

of home warranties

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.

from First American.

“Waypoint was incredibly responsive to my buyer’s scheduling Rea Eh out thaY to IEE rn more

needs. Inspectors were prompt, knowledgeable and profession-
al and | will definitely recommend Waypoint to future buyers.”

- Lois E. (September 2018) /;\:E: Stephanie Shaughnessy

Web: firstamrealestate.com | Phone Orders: 800.444.9030

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

MEET THE uHOMEINSPECTION S ERMVANGES

T A M P A B AY 4 e PEACE OF MIND HOMEBU)

' « Residential,

REAL PRODUCERS TEAM ﬁl‘;l:g:;:l?;siectlons%"

» 360 Degree Photos

-—-'1_—‘-

. « WDO Scheduling
» Drone Technology
"% . Infrared Technology

"Properly Inspected is a wonderful group of professzonals that | performed a thorough spection on my
future home and generated. the best comprehensive report that I have seen in this industry. I am a
mechanical engineer and I appreciate this level of detail. They are very organized and arrived in time.
They absolutely provide excellent service." - GISON L
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“[Trevor Smith] was most  “Trevor and his team were “Trevor made the entire LR
responsive to questions  knowledgeabile, tireless, and  process easy. He was LRl
and, importantly, kept very professional during the  available to answer any L] |
us informed in a timely process of guiding me to guestions or concerns | had L
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Writer Professional Photographer Professional Photographer KG Photography application process. home. | .appreclatE _ﬂ.!E tme knowledgeable answers. - - in
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Work with the lender clients trust to get the job done. Contact me today.

Trevor D, Smith Let's get started

VP of Martgage Lending O: (727) 362-6888  C: (225) 252-6693 g uara nte Bd
360 Central Ave., Srd FI. Sulte 530 Rate.com/trevarsmith L

St Petersbung, FL 33701

2

Sherry Keenan Madison Thayer Barry Lively
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(o] N INSPECTIONS

Hey, Top Producer!
Close your clients dream house and
Avoid the Deal Killers!
Choose our GOOD LOOKERS!

FREE WDO
MENTION CODE

LABORAU

- all inspections including WDO
- fast scheduling 2-3 days

- same day digital report

- licensed general contractors

« luxury property experts

SE

“Where All of Our Inspeclors are GOOd LOOkers'

SECINSPECTION.COM )
Inspection

Services

7-HOME

H

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

727-560-2332 Jeff Ward/Lisa Ward

www.burnfitnesstraining.com Co-Owners

Burn Fitness Training
5023 Central Ave, St. Pete

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 offer the BEST rates
and the BEST customer service!

BEST QUOTE
INSURANCE

Over 40 carriers

LINDSEY@FLORIDABESTQUOTE.COM Competitive rates

813-850-2222

Insuring all of Florida

Quick quotes
Solutions for 4 point issues
Private flood

PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These

local businesses are proud to partner with you and make this magazine possible. Please support

these businesses and thank them for supporting the REALTOR® community!

ADVERTISING AGENCY
Evolve & CO

(727) 490-9835
evolveandco.com

CLOSING/LISTING SERVICES
List 2 Close

Mandy Riedinger

(727) 262-4004
list2closemgt.com

CONTRACTOR - OUTDOOR/
INDOOR REMODEL

Tarpon Construction

(727) 641-9189
tarponcontractor.com

FITNESS & NUTRITION
Burn Fitness

(727) 560-2332
burnfitnesstraining.com

HOME INSPECTION
A Snoop Inspection
(813) 345-2600
A-snoop.com

Class Act Inspections
(813) 512-6918
classactinspections.com

Properly Inspected
Matt Friesz

(727) 798-6480
Properlylnspected.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

HOME STAGING
Dwell Home Staging
(844) 439-9355
dwellstaging.com

Showhomes Tampa
(813) 737-0048
showhomestampa.com

HOME WARRANTY
Choice Home Warranty
Lori LaCoppola

(813) 460-5002
Choicehomewarranty.com

First American Home Warranty
Stephanie Shaughnessy

(813) 344-7525
firstamrealestate.com

Old Republic Home Protection
Brian Brown

(800) 282-7131 x1399
www.OHRP.com

INSURANCE
All-State

(727) 866-6311
allstateagencies.com/
helenwade

Blanchard Insurance

Andrea Kurjah

(727) 776-8113
www.Blanchardinsurance.com

Florida Best Quote
Lindsey DeCollibus
(813) 850-2222
floridabestquote.com

MORTGAGE LENDER
Guaranteed Rate
Trevor Smith

(727) 362-6889
rate.com/trevorsmith

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
CoasttoCoastMoving
andStorage.com

PEST CONTROL
Prohealth Pest Control
(727) 260-5531
ProHealthPestControl.com

PHOTOGRAPHY

Allie Serrano Portraits, LLC
(813) 501-7250
allieserranoportraits.com

B Lively Images
Barry Lively

(813) 477-3398
thevirtualvisit.com

Best View Photography
(727) 386-8130
bestviewphotography.com

KG Photography
(847) 946-3865
picsbykg.com

Thomas Bruce Studio
(727) 577-5626
thomasbruce.com

PUBLIC RELATIONS
AND MARKETING

ARK Public Relations, LLC
(727) 776-8113
arkpublicrelations.com

TITLE COMPANY
Artesian Title
Rick Nayar

(407) 810-0640

Compass Land & Title, LLC
(813) 254-3535
CompassLandandTitle.com

First American Title
Michelle Hernandez
(813) 928-2283
firstam.com

VIDEOGRAPHER
Delvmore Studios
(813) 601-2248
delvmorestudios.com

Vidmar Media Group
Thomas Scott

(727) 240-8475
Vidmarmediagroup.com
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By Dave Danielson
Photo Credit: Allie Serrano of Allie Serrano Portraits, LLC

“In the late 1970s, there was a terrible
snowstorm there,” Kelly recalls. “In fact, we
were snowed in up to the second story of our
house. I remember my mother vowing that

she would never let that happen again.”

By 1980, the family had moved to

Brandon, Florida.

Fast forward. As she came of age in Bran-
don, Kelly would make periodic trips back
to Michigan to visit family. On one of those
trips, she met John Parks. As time passed,

they were married and started a family.

Real Estate Origins

Living in Michigan, Kelly had entered the
real estate business in 2000 in the Jackson/
Ann Arbor, Michigan, area.

Time passed, her children grew, and she

flourished in her career — until 2008.

“When the market crashed in 2008, my
world fell apart,” Kelly remembers. “In 2008,
two of the homes I sold were under $5,000.
It was a bad time. So many people were los-

ing their jobs. And financial pressures were

pulling families apart.”

elly Parks has reached an impressive level of success in her 20 years in After struggling to dig out, Kelly and John
the real estate industry. In fact, she’s Team Leader of the Kelly Parks made a pivotal decision.
Team at MavRealty. But meeting Kelly, the thing you would probably be
most impressed by is the fact that she isn’t trying to impress you. “I couldn’t live there and do that anymore,” she
says. “My mom lives in Tampa, and I had lived
It’s not that she doesn’t care what you think. In fact, it’s just the opposite. She does there before, so we decided to move back.”
care about you. And she’s going to give you all her best — by just being herself.
Warming to the Idea Again
Maize-and-Blue from the Beginning As they settled in Tampa, the idea of working
Kelly was born in Michigan and is a diehard fan of the Michigan Wolverines. When in real estate wasn’t on Kelly’s radar. In fact,

A R i e ks - she was a little girl, her family moved to Buffalo, New York. she was purposely avoiding it.

a d e r If you automatically think of snow, when you hear of Buffalo, you aren’t alone. In “I was not going to go back into real estate.
o - fact, that’s one of the memories Kelly has of the beautifully wintry place also. Buffa- 1 was done after 12 years in the business

lo averages more than 93 inches of snow each year. X

www.realproducersmag.com - 11




there,” she emphasizes.” I didn’t think
I would ever go back into it after what

we went through.”

About that time, Kelly had a chance
meeting with real estate leader

Tony Baroni.

“As we talked, Tony said you really need
to go get your license again,” she smiles.
“He gave me a little bit of inspiration,
and he got me in the hands of people
who convinced me that I shouldn’t let

myself be done with the business.”

As she got back in the business, some

things were familiar. Others were new.

“Before the crash, I had been closing 50
to 70 houses a year by myself in Mich-
igan. I hadn’t done much with teams
there. With winters there, I was able to
work long crazy hours during the peak,
warm months of the year and then have
time for my family and other things
during the winter months. There was
more of a selling season there,” Kelly
recalls. “As I got started here, I knew I
would need a team, because it’s a con-

stant cycle here. There is no ‘season.”

Team Spirit

In the seven years since beginning
her real estate career anew in Flor-
ida, Kelly has enjoyed the results of
her efforts. A year and a half ago, she
joined MavRealty, where she brought

her extensive residential experience to

work and brought her team with her.

In 2018, the teamwork paid off with
a robust $53 million in volume on

220 transactions.
Kelly has built a team of true agents.

“I've restructured a little bit. Everyone
on the team is licensed so they can
answer questions, and they can attend

to client needs right away,” she says.

Her team includes Office Manager
and Transaction Coordinator, Kaylee
Schmidt, Operations Manager Angeli-

que Newmann, and her daughter Kylie
12 - September 2019

Parks-

Gillie, who
has been a
buyer’s agent a

little over a year.

“Kylie got licensed two years ago
when she graduated from college. She
has turned out to be one of our best
buyer’s agents. She has been watch-

ing me all along,” Kelly smiles.

In addition, Kelly’s team includes Mi-
chelle Strong who has specialized as
a buyer’s agent for the past six years
in Northern Pinellas County, Market-
ing Coordinator Rileigh Newmann,

and three other newer buyer’s agents.

Genuine Gratitude

‘While successful in her career, her
family success means the world to
Kelly, with her husband, John, daugh-
ter, Kylie, her son, Jakob, who is a
college football quarterback for the
University of South Dakota, and her
cherished stepdaughters, Hope and
Jessica. She also is the proud grand-

mother of five grandsons.

Kelly’s free time is filled with a love of
sports. She loved watching Kylie com-
plete on collegiate volleyball. And she
continues that passion by traveling to

watch Jakob on the gridiron.

Giving back is Kelly’s pride, as well.
She gives 30% of her commissions to
the Homes for Heroes program that
supports veterans, first responders,

police officers and teachers.

“I want to be remembered as a nice
person. I love to be loved,” she admits
with a smile. “It’s important to me
that people like me and that they have
good things to say about me. I want
people to think of me as being selfless

and giving.”

Kelly knows who she is. So do her
clients. As an authentic leader for her
industry and community, she has the
same advice for the next generation of

real estate professionals.

“For newer folks, Id say always be
real. That’s one thing people have
said with me. What you see is what
you get,” Kelly says. “Be real and
authentic. People can relate to you
when you let them into your world.
When you do, they’ll trust you and

let you into theirs.”

66

Be real and
authentic.
People

can relate
to you when
you let them
into your
world. When
you do,
they’ll trust
you and let
you into
theirs.
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By Dave Danielson
Photo Credit: B. Lively Images
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Wherever Janet Moore goes,
she creates lasting connections

that help other people with a

concierge level of care.

As a Real Estate Professional with
Premier Sotheby’s International
Realty, Janet has quickly established
herself as a Rising Star in the Tampa

area in just three years.

But her connections extend well be-

yond the borders of Florida.

BIG CITY BEGINNINGS
Janet was raised in New York City. In
the process, she was no stranger to

real estate from the start.

“My parents had Chinese restaurants

in the city. My father saved up to buy

his own home. And
then, with the income
from the restaurants,
he parlayed that into
residential property,”
she remembers. “So
we owned several
buildings in Forest Hills and Jackson

Heights for rental income.”

After high school, Janet went coast to
coast and earned her B.A. in Business
from UCLA, followed by her MBA at
the prestigious Anderson School of
Business at UCLA. While there, she
was also a cheerleader for the UCLA

Bruins basketball program.

With time, she moved back to New
York and gained a wealth of real
estate experience—first as a pro-
fessional specializing in Manhattan

sales, relocations and rentals with

Citi Habitats, followed by industry
sales roles with Argo Residential and
Better Homes and Gardens FH Realty.
From there she moved to Dallas and
worked with the Ebby Halliday bro-
kerage and started finishing among
the top 10 each month. In time, she
moved to Small World Realty, where

she earned Top Producer honors.

TAMPA FITS LIKE A GLOVE

Three years ago, Janet moved to
Tampa. In 2018, she joined Premier
Sotheby’s.

“Ever since I moved here, I feel that
I’ve made the perfect move and the
perfect fit like a glove,” she says with
a smile. “I’ve really enjoyed my time
with Premier Sotheby’s in the Hyde

Park area.”

www.realproducersmag.com - 15




Janet’s exuberant nature and outgoing
personality have combined with her
meticulous approach to helping clients.
In turn, she has built a far-reaching rep-

utation and a wealth of connections.

“I'm a big networker, and I like to be
a connector between my real estate
friends in other states and countries.
I work a lot of international business,
and as part of that, I bring investors

here,” she explains.
Janet is licensed in two states.
“After I got married, I went from New

York City, to Charlotte, to Virginia,

Dallas, and here,” she smiles.

16 - September 2019

It means a lot to

me to be part of an

organization that helps

to educate minorities and

help them see that they

can truly become

homeowners.

TEAM GROWTH

Today, Janet is building on her success. In addition
to a team of 12 in Dallas, she’s building a team in
Tampa. But that’s just part of the story of Janet’s
connections that she puts to good use on behalf of

clients everywhere.

As Janet explains, “I’'m also joining a team in San
Francisco just to help my Chinese investors. I have
friends around the world, and what I'm trying to
do is to help them provide Chinese translations by

being part of their team.”

Janet has her sights set on helping more and more
clients. And it’s a story of success she is definitely
building on. As her numbers demonstrate, she helps

many people reach their dreams.

Last year in Tampa, Janet recorded
$8 million volume, with a 2019 goal
of $22 million. In fact, she ranked
second in volume in her office during

the first quarter of the year.

24/7 CARE
Janet’s concierge level of care doesn’t
happen on her terms. She takes pride

in providing a tireless level of service.

“If I'm awake, my phone is attached to
me,” she smiles. “I need to be there to
answer the calls. Because if they don’t
get a hold of you right then, they may
think you don’t care. I want them to
feel like I'm there 24/7 That’s what
makes me stand out.”

AN m—wl:"

Janet has an assistant that she can
forward calls to at times. But whenever
she can, Janet is there on the front line,

meeting the need.

“It’s about making sure that people are
treated right, and that they have a knowl-
edgeable agent who gives them the value
they need, and to build that relationship.
I'm not chasing after that check. It’s
about the relationship, and really caring

for that client.”

Part of her client concierge care involves
her in-depth work with clients who are
part of the U.S. EB-5 Visa program.

“EB-5 is the Visa that foreigners can
purchase to get a Resident Card here

in the U.S. They put some money down
for a big project that an EB-5-related
company is offering. Then after they get
approved for that and put enough money
down for that project, they come to the
U.S. and buy a residential home,” Janet
explains. “I meet with clients, send them
listings, and I work with them to set up
schools for their children, help them buy
a car, and be their friend here.”

LASTING CONNECTIONS

When she’s not working, Janet enjoys
time with her husband, who is a culi-
nary consultant. He develops menus for
companies, coordinates kitchen designs,
and provides a resource for those opening

their own eatery or franchise businesses.

Janet gives back in several ways, includ-
ing by supporting the American Cancer
Society, including the Wine, Women and
Shoes event, as well as the annual Cattle
Baron’s Ball. In addition, Janet serves as
Board Secretary for the Asian Real Estate
Association of America.

“It means a lot to me to be part of an or-
ganization that helps to educate minori-
ties and help them see that they can truly

become homeowners,” she emphasizes.

From the moment she makes an initial
connection, to the closing, Janet puts all
of herself'into taking care of her clients

— just like a concierge.
As Janet says, “I can sleep well at night
knowing that I've gone all out to make sure

everything is done for them.”
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OUR CLIENTS

“Working with Evolve&Co has elevated our brand. Through their strategical partnership building, creativity, and
press pitching, the revenue speaks for itself.” - Sea Dog Brewing

“We contracted Evolve&Co to design a timeless, iconic logo for State Theatre, a historic music venue, and they
absolutely nailed it!” - State Theatre

475 Central Ave Suite M7, St. Petersburg, FL 33701

evolveandco.com | 727.490.9835

Hire a home
inspector
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Call for a free quote
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CIdHH Act Inspections
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Kris Gehl, Owner / Photographer
B47-946-3865

www. picsbykg.com
kErystyna@picsbykg.com
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By Jon Cheplak

The biggest obstacle we have today with the con-
sumer is they are expecting you to answer their
questions with some kind of sales pitch. They are
on guard before you even engage with them. This
is why they love the internet; the control they
have over the interaction and the buffer it provides
them. We are in the world of scripted answers and
sales dialogues. Everyone is competing to have the
most clever answer. It’s everywhere as we are all
competing for eyeballs and engagement. We have
put the consumer in a diluted space of information
overload slowing our personal sales experience or
putting a cap on it, when a simple shift in language
patterns could get the attention of the consumer

and have them choose you over everyone else.

EMOTIONAL DECISIONS ARE MADE BY
SELF DISCOVERY

People buy with their hearts not their heads which
means we are playing in an emotional space. Itis
an emotional decision and these decisions are made
by “self-discovery” using an internal decisioning
process instead of relying on external decisioning;
the overused process of convincing and selling

creating a feeling of regret, questioning, and buyers
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remorse. When someone makes a de-
cision internally they will tell others,

defend it, and champion it.

BE A STEWARD OF THE
MARKETING PROCESS

To differentiate in today’s informa-
tion overload age we must step away
from the masses and their contin-
ual “talking at” the consumer and
become the person asking the right
questions....”talking with the con-
sumer” and being a steward of the
marketing process. Most marketing
advice provided to sales people and
businesses today is ineffective. The
days of “selling” the consumer into
a decision are antiquated. We must
move to crossover - the discovery
of the consumers greatest need and
our delivery of that through a pro-

cess of questions.

Here is the form and structure that

engages the consumer, gets them

into your funnel, and moves them
through a discovery and choice
process that feels good vs. one that

feels manipulative.

The persona of the consumer drives
the story. You have to ask the right
questions to discover this.

The story drives the progress.

The progress drives the dialogue.
The person laser-focused on the con-
sumer and implements this process
is seen and experienced as the most
competent and relevant one to deliver
on the consumers’ needs or solve
their problem.

Sales is in direct proportion to how
much value you give the consumer
based on their specific persona, not

how well you sell them.
THE 95/5 RULE OF MARKETING
Are you relevant or irrelevant?

The single most important step in
marketing is first, understanding and
knowing your audience. Inits simplest
breakdown, at any given time only 5%
of your audience is in the consideration
phase. A time in their journey where a
conversation or reference to buying or
selling is relevant and something they
would engage in. 95% of your audience
is indifferent...and yet we continue to
run the “One Size Fits All” Marketing

Message at them in Mass...

Only to turn someone who was
indifferent to annoyed, creating the
condition where agents are having

to exhaust massive human resources
and effort along with endless market-

ing dollars to find a customer.

If we know that 95% of our audience
where there is the biggest opportu-
nity by pure numbers is indifferent,
we need to simply focus our messag-
ing to “Meet Them Where They Are
At”. Instead of the typical, outdated
carpet bombing marketing message

of, “Are you ready to buy real estate?”

Think about this, everyone wants to

buy, no one wants to be sold and the last thing anyone wants is

a sales rap run at them when buying or selling is nowhere on

their radar.

Remember the 3 most important
subjects to the consumer, Me, Myself
and 1.

Let the masses burn through their
lists and complain about bad leads
while you accommodate the space
and time the consumer is in with
messaging that connects to create
psychological and emotional bonds.
A message that connects with them
in their communities, their daily
lives, and interests so that when they

decide to buy or sell...

You have made deposits in the busi-
ness relationship equity account, built
trust and their next natural step is to

choose you.

Take a look at your current sales,

marketing, prospecting, and lead nurturing process. How does

it compare and align to the principles I have shared with you

today?

Remember this, to win you need to
simply BE DIFFERENT, NOT BETTER.

Jon Cheplak brings over 31 years
of practical, applied real es-

tate experience as a successful
agent and an executive that led a
multi-office, tri-state real estate
company. He has spent the last

17 years as a speaker, coach, and
strategic leadership consultant
to Top Agents,Teams and Brokers
focused on operating a highly suc-
cessful real estate business. Jon is
the CEO and Creator of a human
resource management software
for real estate companies, a video
editing, hosting, and marketing
software, and an author in nu-
merous publications. Jon is also
the author of a self-improvement

book, “Interrupt The Pattern.”

#1 CHOICE FOR REALTORS AND LENDERS
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Outlook of
Opportunity

As Matthieu explains, “Every problem is an
opportunity. You just have to figure out what that

opportunity is.”

Deep Real Estate Roots

Today, Matthieu and his father, Geert, head Benoot
Realty. Matthieu definitely has a big-picture spirit
of resilience when it comes to real estate. That may

be because he literally grew up in the business.

“I'm the fifth generation in my family in real estate,
so I really haven’t ever known anything else besides

that,” he smiles.

Benoot and his family moved to the U.S. from
Belgium. Growing up, he had outstanding examples
to learn from. And he only needed to look at the

generations before him for guidance.

“I remember hearing my grandfather and father
talking about real estate. That was usually the pri-
mary topic of conversation,” Matthieu recalls. “My

father still does a lot of work in real estate overseas.”

Land of Opportunity
While Matthieu’s family had a long tradition of suc-
cess in Belgium, they couldn’t pass up the opportu-

nity to move to the U.S.

“There were two big reasons why we moved to
Florida,” he explains. “One was the weather. And
the other was the fact that the opportunity in the
USA for success is much greater. So my father, my
mother, Catherine, and my younger brother, Clem-

ent, decided to move here.”

Growing up, Matthieu had studied at a

French-speaking boarding school.

“We moved here from Belgium when I was 15. And
when we moved here, I didn’t know any English. It

was a really tough adjustment at first.”

One of the challenges that turned into an oppor-
tunity right away was Matthieu’s exposure to the

business early on.

“When we moved here, my dad had me help manage
his rentals from the time I was 15 here in Florida. I
definitely made my share of mistakes, but I started

learning right away.”

Paving His Path

In 2011, Matthieu earned his license. While the times
were definitely turbulent economically in the wake
of the financial crisis, they didn’t deter Matthieu.

“When the market was down, we went overseas to
find people that wanted to invest in property in the
USA. The response was great!”

While the underlying principles of the business
are the same, there are some striking contrasts

between real estate in Europe and the U.S.

“Here in the U.S., we have inspection periods and
due diligence, and when the deal is agreed to, it’s not
really done yet,” Matthieu acknowledges. “In Europe,
once the deal is made, there is no backing out. It is
just cut and dry. Here in the U.S., you have air essen-
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EVERY PROBLEM IS AN OPPORTUNITY. YOU JUST
HAVE TO FIGURE OUT WHAT THAT OPPORTUNITY IS.
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tially until after the inspection period
and then things can still fall apart.”

Matthieu tracks the changes in the
business brought on by technology.

“The real estate business is changing.

And we're adjusting within our bro-
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kerage to keep up with evolving technology, as well
as changes in the business itself,” he points out.
“Real estate is becoming more and more automat-
ed. These are things that will change major parts
of the business. But again, that means there is an
opportunity. And with that comes success. I think
success is being able to move in and out with the

waves — to be able to deal with it.”

Complementing Each Other
Besides Matthieu and Geert, Benoot

Realty has six other agents.

“We’re not a brokerage with hundreds
of agents. When we have an agent who
wants to come join us, I sit down and

talk with them. If I feel they could be a

fit, we bring the new agent and have them meet with the
rest of the team. If there’s one of our agents who votes
no, we don’t bring them on. We are very selective. As a
result, we select team members who complement each
other. So we don’t have internal competition. We all
have something different and special that we bring, and

we help each other. I take real pride in my agents.”

‘When he’s not working, you'll likely find Matthieu
enjoying time with his family either on or in the water
spearfishing or paddle boarding. “Pretty much, anything
with water and the beach,” Matthieu laughs.

Matthieu and his girlfriend also enjoy giving back with

an organization called Purple Dot Yoga Project.
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M showhomes

WAaANT To SELL
Your HoOME

FASTER?

CALL TODAY FOR OUR FREE
STAGING CONSULTATION

(813) 747-0048

SHOWHOMESTAMPA . COM

RESIDENTIAL

COAST to COAST
Moving and Storage

5035 Uceta Rd.
Tampa, FL 33619

(877) 621-1043
coasttocoastmovingandstorage.com
contact@ctcms.com

IM# 1821 | US DOT# 1973640

Call, Email or Go Online for your

FREE Estimate.
We'll Get You There...

f 8O verr

CORPORATE

“It’s a nonprofit that helps women and children who have been
domestically abused. We help them find housing and set them up
with food and clothing and the basic necessities. And then the
organization also has people who work with them and talk with
them through yoga.”

Sharing His Vision

Whether giving back in the community, working with clients, or
supporting the members of his team, Matthieu’s efforts assist
people who have a need — people who, with his help, gain a new
perspective and who see and realize new opportunities in the
midst of challenge.

“For me, real estate isn’t a job, it’s a lifestyle.”

STAGED HOMES
SELL UP TO

o
B0% FASTER &
FOR UP TO

6X MORE

A AL ol .

INTERNATIONAL  MILITARY «  STORAGE

! heaton

We move you
MC87113-USDOT70719
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* OLD REPUBLIC HOME PROTECTION

* *
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Proud Sponsors of
Tampa Bay Real Producers

Your #1 Home Warranty
Specialists!

Paple Helping Prople

www.orhp.com ] 800.445.6999

; OLD REFUBLIC INSURANCE GROUFP

Brian Brown
Senior Account Executive
800.282.7131 Ext. 1309
BrianB@orhp.com
www.myorhp.combrianbrown

Janelle Weeden
Account Executive
800.282.7131 Ext. 1037
JanelleW@orhp.com
www.myarhp.com/anelieweeden

(Goowmoncc: - WHY CHOOSE VANDYK MORTGAGE

Ebl 1y HMLE #3085

GREAT RATES & PRODUCTS FOR EVERY BORROWER:

= Goanventional Loans wionly 3-5% down including condos

= Governmant Loans: FHAMA

= State of Florida Bond Lendes wilth up to $15K in Down Paymeni Assistance Avallable
* Specializing In Gondos

= Jumba Loans

WIDE RANGE OF PRODUCTS TO FIT EVERY BORROWER

= First Time Home Buyer Programs = FHAMNVA

= Low Down Payments = USDA

« Down Payment Assigance = Comnde Lening
= 203K Renovalions

= ConmvenlionaliPMI

WE ARE COMPLETELY IN-HOUSE:

= Expert loan onginatons, processors, underwriters,closers, and funding all locally
= In-howuse Appralsal Managemen with local appraisers

OUR SERVICE COMMITMENT:

* Mandalory intreductary calls to Buyers and Agenls

= Weakly status updales
= Dpen availability lo bother as=isl ow custamens and referral parinees

vanDyk Mongege | Comp NMLS3035 | 2440 Camalol CL. SE, Grand Rapids, Mi 40548 | (888) 482-6305 | www. vandykmorigage.cam | nmisconaumaras cass. om
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Experienced Realtors Choose
Experienced Inspectors

We've been inspecting homes for over 30 years...

Shelton Home Inspections, Ine. 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.

iiShelton
Home Inspections, Inc. @

727-954-0503 @

sheltonhomeinspections.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 ¥ 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 off work!

Let US help YOU

as your preferred real estate transaction coordinator.

LIST(2)CLOSE

M A N A G E M

(727) 262-4004

list2closemgt.com
mandy@list2closemgt.com

Your client found their dream home

MINUS their dream kitchen.

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

Give us a call today!

727-641-9189

tarponconstructioninc@gmail.com O
WWW.TARPONCONTRACTOR.COM

Hands

We're proud to protect St Petersburg becouse
we know St Petersburg. As your locol Alistate
agency, we know the ins ond outs of ol your
insurance needs. Coll, emdil, or stop by our
office ony time so we con provige protaction

far the things youlove

@

Alistate.

You're m pomd hands

Proudly servng our communtty
for over 10 yeors

FALTRSD
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By Dave Danielson
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You want the experience you create for your listing

clients to be picture perfect.

That’s where Kris Gehl and KG Photography enter
the picture — with a focus on professionalism and

helping you and your clients reach desired results.

As Owner of KG Photography, Kris has been in the
industry for 10 years, with a reputation for reliabil-

ity and quality.

Pursuing Her Passion
Kris first got her profes-
sional start in corporate

America. After serving

as an office manager in a

large corporate finance
company, her job was eliminated when the econom-
ic downturn hit in the late 2000s.

About the same time, she got married. To com-
pound the issue with the financial times, her
wedding photographer lost about half of the photos
from her big day.

It would have been easy to spend a long time having
a bad reaction to the events of the time. But that
isn’t what Kris did.

As Kris thought about her next steps, she was struck

by the passion she always had for photography.
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“It has always been something I
loved. So I thought I'm just going to
jump into it,” she recalls. “So I start-
ed off with taking pictures of families
and small weddings and other things
like that.”

That was 2009. It wasn’t long before
the real estate industry came knock-

ing on her door.

“Shortly after I started, I was referred
to a model subdivision that was being
built, and they asked me to come and
take pictures of the neighborhood,”
Kris remembers. “And that’s kind of
how I started really getting into the

real estate part of it.”
That was just the start.

“On top of that, through one of my
networking groups, I met a REAL-
TOR®, and soon I was taking pictures
at Coldwell Banker. So I really got to
know the business. I was really be-

coming an industry photographer.”

With an eye for detail and a knack
for creativity, Kris quickly realized
she enjoyed providing helpful tips to
clients to help them more effectively
34 - September 2019

“Now that MLS has finally approved

virtual staging, this provides another

“It’s an hour-long consul-
tation where I basically

great option. It really allows for a full ~ walkthrough with a checklist
picture of what the house would look  with ideas of what they can

like with different types of furniture, do with furniture, pictures

prepare their homes with decorating

and presentation tips.

Delivering the Latest with a

Personal Touch

Through the past 10 years, Kris has
steadily grown her business success.
Last year, she had a large opportunity

with a vacation rental company.

As Kris explains, “I found out about
the opportunity through one of my
real estate agent partners, and the
company hired me to photograph 140
of their vacation rentals. That was a
huge thing for me.”

Kris takes pride in offering a blend
between her personal service, metic-
ulous eye for detail, and value-added
technology to get a better picture of a

home’s potential.

One of the tools she offers clients is

Matterport photography.

“Matterport is a 360-degree virtual
photography system that I use that
really provides an actual walkthrough
of the property — plus, it also gives
you a dollhouse floor plan of the

house,” she explains. “It lets clients

wall colors and more,” she says. and the space,” Kris says.
“Our goal is to really em-
Proactive Planning and Service

While photography and imaging tech-

phasize and showcase the
property in its best light to
nology has come a long way, Kris says  maximize its potential.”
that clients can naturally still have

questions about whether a propertyis ~ When she’s not working,

ready to be photographed and shown.  Kris enjoys a variety of

So, with that in mind, for a relatively activities. But her heart

One of my big things is |

low fee, she offers her “House Ready belongs to her three-year-old nephew, who she

for Pictures” review. want them to know that

visits in the Chicago area whenever she can.

they’re working with an honest
Kris is a certified stager and decorator, which gives and trustworthy person. When |
her a different perspective on making each property say I’'m going to be there, | will
picture perfect. As Kris helps clients capture prop-

erties in their best light, she feels thankful.

be there ... and they will know
that they’ll get their pictures

either the same day or within 24
“I have a lot of gratitude for what I do, and I am v .
hours,” she emphasizes. “l want
very thankful for every opportunity that I get. With
. them to know they can count
every shoot that I do, I always send good Juju to the i1 P .
house,” she smiles. “When I'm there, I like making on me. say I'm going to do

people feel at ease. Many people are upset because something, I do it. | really want to

they have to leave the house. It can be a difficult be remembered for that.

time. So I try to put them into a better mood.”

Contact KG Photography Today!
www.PicsByKG.com

Phone: 847-946-3865

Email: Krystyna@PicsByKG.com

Looking to the future, Kris takes pride in the results

she has helped her real estate partners and their clients

achieve ... with an ongoing focus on professionalism.

see what the actual floor plan of a house is, and that
just gives people such a great perspective on what
the property has to offer ... even down to all of those

little nooks and crannies.”

As Kris says, the technology augments the staging
process, which can be so valuable for those viewing

prospective homes to buy.
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727-776-8113
Andrea@arkpublicrelations.com
www.arkpublicrelations.com

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

We’re All About
Making Your
Vision a Reality. PELVMORE

STUDIOS

Delvmore Studios has been producing video solutions from their
office 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 ate amazing films.

We’ve worked with companie e 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.

www.delvmorestudios.com | info@delvmorestudios.com
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BOOK AN INSPECTION NOW!
813-345-2600

” PROFESSIONAL
HOME INSPECTIONS

- * Residential Home =« Manufactured
K_rlls.Rad_e_rmachgr Y. » Condo/Villa » Wind Mitigation

* Multi Family * Roof Certification
* Pre-Listing * Four Point Insurance

Let'’s tall about the right home loan
for vour unigue situation.

757.450.0052

55;5‘;‘ We Inspect A House...Top To Bottom! 'i"fgﬁ?;

Comprehensive web report e-mailed to you with photos.
Serving Pasco, Hernando, Hillsborough, Pinellas,
Polk, Sarasota & Manatee Counties

£ www: a-snoop.com | office@a-snoop.com

' | First American Title™
|

TAMPA BAY TEAM

* Materials available in 24 languages * Property data at your fjng:—:rtipE
* Local Experience backed by a National Underwiter  » Closing Cost Calculator / Net Sheets
* State-of-the-art technology ilable in 7 language)

* Printing Solutions = Kim Dickey, Nationally Acclaimed Sales Trainer

* Laser-focused farming

EXPERIENCE THE DIFFERENCE! www.FirstAm.com/FL
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* Concierge Closers Handle Your
Files from Start to Finish

* Licensed Attorneys
at Your Disposal

* |[mmediate Fund Distribution

* Free Quotes on Title
Insurance & Closings

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

ARTESIAN
TITLE

SHERRY KEENAN - BEST "u"IEW PHOTOGRAPHY LLC - WWW. EESTVEEWPHDTDGRAPHY CDM
SHERRY}@BESWIEWFHGTDGRAPHY. COM - 727.386.8130
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REALTORS:

WE GIVE YOU MORE

SAFETY
P TACTICS

By Christian Bear

FOR SHOWINGS

REAL ESTATE AGENTS ARE PRIME TARGETS FOR CRIMES OF OPPORTUNITIES
EVERY DAY: They meet strangers in unknown locations. | believe the real estate industry
has not addressed the violent murders such as Ashley Oakland and Beverly Carter
because they do not know how to respond, and agents have not demanded a safer
workplace. The industry needs to step up now and bring awareness and tactics training
to agents before more lives are taken. In 2013 alone, 63 real estate professionals were
killed on the job, with 25 being homicides. We do not know the true number of real estate
agent crimes due to the poor reporting procedures set in place currently. In a recent study,
approximately 40 percent of real estate agents said they were in a situation where they
feared for their safety. It alarms me that over 50 percent in the study said their brokerage
did not have any safety measures or training in place.

Three Showing Tactic Tips:

1. Always start outside the home.
We should never enter a unknown
structure without first making sure
there is no forced entry, unsecured
doors or windows, or anything that
is out of the ordinary. Highly trained
Law Enforcement Officers never
enter a structure without back-up
under these circumstances; why

should you?

2. Setting up your escape.

I train agents to set up multiple
escapes within 60 seconds of breach-
ing the front door. This is one of the
most crucial elements of survival. In
an intense situation, your body will
go into fight or flight. If you are not
trained in hand-to-hand combat or
have not been in many physical alter-
cations, the body’s first response will
be flight - get away from the person
trying to hurt you. Tunnel vision will
occur and your fine motor skills will

be limited, and even trying to unlock

a door could be impossible. If the exit you entered
from is blocked or not possible to reach, and you
are looking for a new escape, it is too late. Here is a

simple plan to set up three escape exits:

1:  Front door. Leave the front door open after
entering the home. If there are no pets, there is

no reason to shut this door.

2: Patio doors. Proceed directly to the patio doors,
and open them all the way. If with a client, make a
simple statement about how great the patio, pool

or yard is.

3:  Garage doors. Move to the interior garage door,
opening it and the main exterior door. Most
homes these day have an automatic garage door

opener, and it only takes a push of a button.

You have now created for yourself three exits in

different locations in the home for escape.

3. Plus one rule.

Most people do not want to be caught in the
middle of a crime. Simple statements could keep
a criminal from acting if they believe their plan

could be compromised.

| teach real estate agents around
the nation how to become SWAT
(Showing With Awareness and
Tactics) agents with practical
day-to-day techniques that can

be applied to any situation with

or without clients present. | am
determined to eliminate the crimes
of innocent men and women who
are just doing their job to help
strangers live the American Dream.

Examples: “I am sorry, but there is
another showing scheduled while we
are here; they might be popping in at

any minute.”

“My partner is showing a client right
down the street and might stop by to

meet you.”

Criminals do not like to be surprised
- they like to do the surprising.

Fear of the unknown in a criminal’s
mind could deter them from proceeding

with their intentions of hurting you.
Stay vigilant.

Bio: Christian Bear is a real estate
agent with over $300 million in
career sales. Before real estate, he
spent 13 years as a Law Enforcement
Officer, including 10 years as an FDLE
Instructor, four years of U.S. Marshal
Special Operations, and over 1,000
violent criminal apprehensions and
interviews over his career.
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REAL PRODUCERS.

INFORMING AND INSPIRING REAL ESTATE AGENTS

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 Y $50 per

10 COPIES Y $97.50 Der

15 COPIES PP $1425° honth
20 COPIES PP $180 o

For all questions, please reach out to Don Hill at

don.hill@realproducersmag.com

Iit's the perfect time to celebrate

Y/

TH:;L;AS BRUCE

Creating Award-winning Portraiture since 1973

Carol Walker

Book your family beach portrait session by , Master Photographer

. Florida Degree of Photographic Excellence,

Septem ber 30th and receive $100 off your order! Florida Education Degree, Florida Service Award

Owner/Portrait Artist

Call us today to book one of our most popular sessions!
(727) 577-5626 - www.thomasbruce.com




Portraits That Will Help You Shine
Beyond Your Lifetime

When is the last time last time you got your family portrait done? Let’s celebrate
those you love with a family hairloom painting that will capture your story of love.

THEBIGEVENT

CONNECTING « ELEVATING ¢ INSPIRING

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.COM

m REAL PRC)DU(:ERS® If you're going to live, leave a TS _:."-!_-;; -~ Allie Serrano Portraits, LLC

legacy. Make a mark on the P . —— T U allie@allieserranoportraits.com
W nrid that can’t be errased. A i %, LA allieserranoportraits.com

Maya Angelon | s (813) 501-7250
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