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The Mover

| The name that has been
'* serving SWFL for over 65 years.
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Contact us for a personalized insurance proposal
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WHATEVER

IT TAKES
attitude

RAY THE MOVER & NORTHAMERICAN VAN LINES - LONG-TIME LOCAL PRESENCE
COUPLED WITH WORLDWIDE TOP-QUALITY SERVICE.

LOCALLY OWNED FOR NEARLY 4 DECADES - WITH A TOP QUALITY WORLDWIDE REACH OF SERVICE.

* Ray the Mover has been doing business in Southwest
Florida since 1981 providing top-quality moves at
reasonable guaranteed prices.

* All wood furniture is pad wrapped in house using
heavy-duty, clean, professional grade pads

e Upholstered items are shrink-wrapped in plastic. This
plastic “cocoon” remains intact until furniture is placed in
the new home.

* Ray the Mover is proud to operate a “Drug Free Workplace”

e Each member of our professional staff has a “Whatever
it Takes” attitude and is proud of our A+ rating with the
Better Business Bureau.

* Ray the Mover does not just pack and move furniture...
we design specialized moving solutions. Each job is
handled to the individual needs of our customers and
performed in a manner to exceed their expectations.

* For each of those 39 years we have represented
NorthAmerican Van Lines, the nation’s premier
interstate van lines.

239-643-4100

Our family
TN [relping your

Sfamily-.
239-444-1641

glen@rosierinsurance.com We assist your clients

in making informed
decisions to protect

Glen

their home.

Mike \

N\
Rusk Qrgsted Choice*
239-444-1643
mrusk@rosierinsurance.com rosierinsurance.com

www.RayTheMover.com
Office@RayTheMover.com

The MwMover
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SWFL

REAL PRODUCERS TEAM

E— 2
Andrew Regenhard Ellen Buchanan Ana Trofin Dave Danielson
Publisher Editor Ad Strategist & Writer
Social Media Manager

Yulia Kopylova Sheryl Moreno Geneva Eilertson
Photographer Photographer Reprints Manager

If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at Andrew.Regenhard@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 SWFL 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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The Comforts Of Home Made Easy.

We know that your customers aren't just shopping
for a house. They're looking for a better way of
B living. Conditioned Air works closely with real estate
agents to give buyers the home comfort options
they value most. And we approach each project with
the utmost professionalism, Integrity and reliability.

For a belter way lo bring comforl o your home,
Conditioned Air puts real estate pros and the people
they serve on easy street.

Make the comfortable choice and call Conditioned Air today.

wﬂdiﬁﬂﬂed Aff 1-888-COLD-AIR » 239,643.2445

www.conditionedair.com
The Comfort People Since 1962°

3786 Mercantile Avenue = Naples 34104
Serving All Of Southwest Flonida! = Licensed CACTE19580
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SUPER SERVICE
AWARD

Slmply the BES

FINANCING THE WORLD ONE LOAN AT A TIME

2019 Performance

n $266 million.
1an $165 million.

2020 Plan

ore astronomical numbers as We Se

Lauren Maxwell
Executive Vice President | NMLS331415

239.596.0500

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTCAGE, LLC

N30 Galleria Court, Suite 100 | Maples, FL 24109 | NMLSI7T704. For professional real estate use only. Not intended
for consumers. Equal Housing Opportunity. All loans subject to underwriting approval, Certain restrictions apply,
Call for details. NMLS3029 [www.nimlsconsumeraccess.ong),

www.realproducersmag.com - 7



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!

AIR CONDITIONING
Conditioned Air

Tim Dupre

(239) 643-2445
www.conditionedair.com

ATTORNEYS

Woods, Weidenmiller,
Michetti, & Rudnick, LLP
(239) 325-4070
LawFirmNaples.com

BUILDER

Laram Construction

Christl Ramirez

(239) 304-0516
www.laramconstruction.com

Lennar Homes

David Burnham

(239) 834-4365
www.LennarSWFL.com

FLOORING

Hadinger Flooring

(239) 566-7100
www.hadingerflooring.com

c/jrﬂ.f&f .:/ S mﬁmﬁm E

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220
www.housemaster.com

Panther Home Inspection

Jim Scarpa

(239) 389-0996
www.pantherhomeinspection.
com

INSURANCE

Responsive Insurance

Matt Nance

(239) 596-3177
www.responsiveinsurance.com

Rosier Insurance

Richard Rosier

(239) 4441414
Www.rosierinsurance.com

8 - April 2020

MORTGAGE LENDER
Equitable Mortgage
Steve Calabrese

(239) 778-6548
www.stevecalabrese.com

Florida Advantage Mortgage
Brian Rice

(757) 450-6214
www.brianriceloans.com

Gold Star Mortgage

Josh Lund

(612) 802-3265
www.goldstarfinancial.com

Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500
www.maxwellmortgageloans.
com

MOVING COMPANY
Ray The Mover

John Smarge

(239) 643-4100
www.raythemover.com

PAVERS

Accurate Pavers

Gil Anuez

(239) 405-8255
www.accuratepavers.net

PHOTOGRAPHY -
FAMILY / PORTRAIT
Pure Fotografica

Yulia Kopylova

(239) 317-2200
www.purefotografica.com

PHOTOGRAPHY-
REAL ESTATE
LaCasaTour

Derick Moreno

(888) 598-8687
www.LaCasaTour.com

Real Tours

Michael Berio

(239) 464-7969
www.RealToursSWFL.com
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Welcome Home Center located at
Lennar.com 28123 wickiow Ct, Bonita Springs, FL 34135

P> publisher’s note

f we have already had a chance to sit down
together, you might have noticed | pronounce
my As and Os and say “bag” and “boat” very
differently. | was born and raised in Wisconsin,
and | loved growing up in the Midwest. | still
believe the midwestern values are among the
best. | grew up in Prescott, Wisconsin, right
across the Mississippi from the Twin Cities — St.
Paul and Minneapolis, Minnesota. Being right on
the river, my family went boating every weekend.
It’s our passion, and we couldn’t get enough of
it. The desire for year-round boating ultimately
brought my family down to Florida.

After high school, I went to the University of North
Dakota to get my B.S. in Aeronautics. I specialized
in fixed-wing and unmanned aircrafts. After vigor-
ous pilot training, I became a CFI (Certified Flight
Instructor) and was privileged to teach new students
at the University of North Dakota how to fly.

Not long after teaching at the University, I was
offered a military contract job that I couldn’t pass
up. I traveled around the United States for training,
but most of my work was overseas. Traveling around

the world was an eye-opening experience, to say the

BY ANDREW REGENHARD

least. It was educational. After a 14-month deploy-
ment to Afghanistan, I truly appreciated that raw
and unfiltered experience to help me understand
how fortunate we are in the United States. After
deployment, I switched to an instructor role that
was stateside in Washington, near Portland, Oregon.
If you have not visited the Pacific Northwest in the

summer, you are missing out. It’s breathtaking!

I established a life in Washington, however, my
parents were down in SWFL. My dad’s health
started declining drastically, and I knew I had to be
down here for my parents. I sold my house, packed
a U-Haul, drove 3500 miles down here, and haven’t
looked back. Being near my family is the most im-

portant thing to me.

Sometimes you know the path is not a straight line
but instead an emotional, zig-zag movement. I am
really excited about the path ahead, and I am thrilled

about all of our upcoming adventures together!

Andrew Regenhard

Owner/Publisher

SWFL Real Producers
Andrew.Regenhard@RealProducersMag.com

www.realproducersmag.com - 9



Michael Michetti Joshua Rudnick James “Jay” Caudill

4. A Modern Approach to Real Estate Closings

—

WOODS - WEIDENMILLER
MICHETTI- RUDNICK

PH: 239.325.4070
www.lawfirmnaples.com

Offices in Naples, Downtown Naples and
Bonita Springs/Estero (Near Bonefish Grill)

Woods, Weidenmiller, Michetti & Rudnick, LLP

a Florida Professional Limited Liability Partnership

The hiring of a lawyer is an important decision that should not be based solely on advertisements. Before you decide to hire an attorney be

sure to request free written information about qualifications and experience. Rule 4-7.2(d).

I 2

ABOUT THIS MAGAZINE

We realize that Real
Producers is a new
concept here in SWFL,
and some of you may be

™ wondering what it’s all
about. That is why we have created a “FAQ’s
About This Magazine” page. Here we will
answer the most commonly asked questions
around the country regarding our program.
My door is always open to discuss anything
regarding this community — this publication is
100 percent designed to be your voice!

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 500 agents in SWFL MLS. We pulled the
MLS numbers (by volume) from Jan. 1, 2019-De-
cember 2019 in the SWFL area. We cut the list off at
#500, and the distribution was born. For this year’s
list, the minimum production level for our group is
$9.5 million in 2019. The list will reset at the end of

2020 for next year and continue to update annually.

Q: WHAT IS THE PROCESS FOR BEING FEATURED
IN THIS MAGAZINE?

A: It’s really simple - every feature you see has
first been nominated. You can nominate other
REALTORS®, affiliates, brokers, owners, or even
yourself! Office leaders can also nominate RE-
ALTORS®. We will consider anyone brought to
our attention because we don’t know everyone’s
story, so we need your help to learn about them. A
nomination currently looks like this: you email us

at andrew.regenhard@realproducersmag.com with

By Andrew Regenhard

the subject line, “Nomination: (Name of Nominee),” and
explain why you are nominating them to be featured.

It could be they have an amazing story that needs to

be told - perhaps they overcame extreme obstacles,
they are an exceptional leader, have the best customer
service, or they give back to the community in a big
way. The next step is an interview with us to ensure
it’s a good fit. If it all works out, we put the wheels in
motion for our writer to conduct an interview and for

our photographers to schedule a photo shoot.

Q: WHAT DOES IT COST A REALTOR®/TEAM TO

BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my
friends, so nominate away! We are not a pay-to-play

model. We share real stories of real producers.

Q: WHO ARE THE PREFERRED PARTNERS?

A: Anyone listed as a “preferred partner” in the front of the
magazine is a part of this community. They will have an ad
in every issue of the magazine, attend our quarterly events,
and be a part of our online community. We don’t just find
these businesses off the street, nor do we work with all
businesses that approach us. One or many of you have
recommended every single preferred partner you see in this
publication. We won’t even meet with a business that has
not been vetted by one of you and “stamped for approval,”
in a sense. Our goal is to create a powerhouse network, not
only for the best Realtors® in the area, but the best affili-

ates, as well, so we can grow stronger together.

Q: HOW CAN | RECOMMEND A PREFERRED PARTNER?
A: If you have a recommendation for a local business that
works with top REALTORS®, please let us know! Send

an email to andrew.regenhard@realproducersmag.com.

www.realproducersmag.com - 11



'-‘!A family name you can trust”
HADINGER
WZ/lnanc

. 1937

MEET THE COMMUNITY =~

Check out some of SWFL's Top 500 Producing REALTORS® !

cARPET . TILE

HARDWOOD
VVATER PROOF

FLOORING

Bring in your fabric swatch, paint chip or
throw pillow and let one of our design
professionals help you.

WE LISTEN .WE DESIGN .WE PLEASE

OVER 8000

AREA RUGS IN STOCK

6401 North Airport-Pulling Road « Naples, FL 34109
Nominate a REALTOR® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com. Mon - Fri 9-5:30pm e Sat 9-5pm  239-566-7100
hadingerflooring.com

12 - April 2020



As real estate agents with the
Southwest Florida R.E. Group team
at MVP Realty Associates, Nick and
Chris exemplify what it means to
help those they serve — by doing

whatever it takes.

Growing up, Chris and Nick watched

the example their parents set. Their

14 - April 2020

WHATEVER IT

father was in the landscaping busi-
ness and showed them what hard
work could achieve. At the same time,
they saw their mom making a differ-
ence as a teacher at a local alternative

school. The example stuck.

As Nick recalls, “I became a teacher,
and Chris landscaped with my dad

for a year.”

In time, Chris joined the ranks of ed-
ucation too. Nick worked as an educa-
tor at a juvenile detention center, and
Chris put his talents to work helping
students at a facility for those who

had been expelled from public school.

TAKES

It didn’t take long before Nick had worked his way
through the ranks to a position as an administrator.
At the same time, his wife, international volleyball
standout Brooke Sweat, saw her own career reach-

ing new heights as well.

“Brooke had to be in California to pursue her ca-
reer. I was the Dean of Discipline of one of the local
high schools. When you’re running a high school,
you can’t leave,” Nick recalls. “It was tough. I never
saw my wife. So I decided that I needed a career
where I could travel and have more flexibility and

be my own boss. That’s when I got into real estate.”

In 2015, Nick earned his license and joined
MVP Realty Associates.

rising stars

By Dave Danielson

Photography by LaCasaTour



Nick Sweat

e oo Like most entering the business, Nick experienced

a tough transition.

“I really struggled during my first year, but I had

a lot of great mentors, like Mindy Sylvester and a
couple others who showed me the ropes,” Nick re-
members. “I just hung in there year after year, and

now I can’t imagine doing anything else.”
Nick had to share his great experience with Chris.

“I asked Chris, “‘Why don’t we do real estate togeth-
er? We’re identical twins, and we know everybody
in this town.’ I said, ‘It’s crazy for us not to be in
this together,” Nick says.

Chris looked into it, got his license, and started to
ramp up while he finished his teaching career. That

was almost four years ago.

“When Chris started, he just picked it up right
away, and he earned Rookie of the Year honors with
MVP Realty Associates,” Nick points out.

16 - April 2020

The teamwork Nick and Chris enjoy is remarkable.

“It is so much fun doing this with Chris,” Nick smiles. “We’ve
never argued or fought about money one time. It’s not about the
money. And it never will be. We’re about making a difference and

building the best life we can for our families and our community.”

With a spirit of cooperation and hard work, the two continued
to build their business rapidly, with an approach that Nick calls,
“being qualitatively distinct.”

“Our thing is you do whatever it takes to get the deal done. We
may have an older client who forgot to clean their things out of
their home. When that happens, we find a junk removal com-
pany, and we get there to help move things out,” Nick explains.
“We want to do whatever it takes to make sure our clients are
satisfied.”

As part of MVP Realty Associates, Nick and Chris joined forces
with the Southwest Florida R.E. Group team.

“While Chris and I were doing pretty well by ourselves, and we
were growing, you still can only do so much at that size. We got to
know Scott Greenwood and Alex Riddle,” Nick recalls. “I thought,

Chris Sweat

what if we joined up with them? How big could we
grow this thing? So we did. We just wanted to be

part of something bigger than ourselves. Now, we

want to help grow this team to 100 agents.”

The move has opened many doors for Nick and
Chris. One of the rewarding parts is that Chris’
wife, Alyssa, has joined the Southwest Florida R.E.

Group team as Business Operations Manager.

“She has been a tremendous asset to our team,”
Nick says. “She really excels in what she does
because she’s very organized, very detail-oriented,
and she has a take-charge approach that has had a

fantastic impact on our growth.”

Away from work, Chris and Nick cherish time
spent with their wives and taking in their favorite
Naples activities, including sand volleyball, fishing,
spearfishing, and enjoying what Nick calls the most

beautiful beaches in the world.

They also take pride in giving back to area orga-
nizations such as Habitat for Humanity, as well as

adopting families at Christmas time.

As Nick and Chris look to the future, they take com-
fort in doing what they love with who they want to
be doing it with.

“We’re best friends. Every morning, we have
breakfast, we pray about the houses and about the
deals. We talk about what we have going on that
day, what clients are coming in. We talk about 15

times a day. It’s a lot of fun.”

And that’s key. Because, while Chris and Nick do
whatever it takes to serve their clients, they also

keep their focus on the big picture.

“I would love for people to say, ‘They put other
people before themselves, including their team
members and their clients. It’s not about us. It’s got
to be much bigger than us. I don’t think success is
doing 1,000 deals a year,” Nick says. “Would that
be cool? Sure, but you would live and breathe it.
For me, success is being able to run a solid business
where we can support our families. I love being
able to travel around the world, watch my wife play
volleyball, and still be able to run my business back
home ... and being able to do it with my brother.

That combination makes a true world a difference.”

www.realproducersmag.com -
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STEVE CALABRESE Loan Officer
Certified V.A. Loan Specialist
239-/78-6548 Estevec@equ com

About Equitable Mortgage: 25 YEARS STRONG FAMILY OWNED AND OPERATED

m 25 Years Strong - STEVECALABRESE.COM
m Family Owned

m Family Operated

At Equitable, you’re not just another number, you’re a neighbor. Q U I -I- A B I_ E
For 25 years, our model has been: “Great rates, great service,
happy borrowers & happy realtors.” MORTGAGE CORPORATION NMLS 79387/ 39843



- “partner spotlight

By Dave Danielson
Photography by LaCasaTour
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Mike Rusk, Alicia Rosier Stevens, Bob Rosier, and Glen Hollingsworth.

A HISTORY OF HELPING

When you entrust your future to someone, it means a lot to know

you’re working with an experienced and knowledgeable team—a team

that is equipped to get the job done for you and your family.

That’s what you can expect from Rosier Insur-
ance—an iconic name that has been serving South-
west Florida with an impressive history of helping

that stretches over 68 years.

Thorough and Time-Tested

It all started in 1951, when Buddy Rosier entered
the insurance industry. He retired in 1975, but his
legacy of excellence has continued through time
with his son, Bob, who serves today as President,
and his granddaughter, Alicia Rosier Stevens, who

is Agency Manager.

Today, the 21-member team serves the region from

two offices in Bonita Springs and Sanibel.

As Bob explains, “Rosier Insurance continues with
the same founding principles that allowed it to gain

the trust of area residents through the decades.”

20 - April 2020

“When we work with people, we’re sensitive to the
need to put coverage in place efficiently. And we
balance that with doing things right,” Bob says. “We
do our due diligence, and we take pride in helping

clients get the right coverage they can rely upon.”

As Alicia says, “It’s about taking time to educate

clients about what they’re purchasing.”

“Most people don’t understand insurance. It’s kind
of like a foreign language that we get to interpret for
them,” she emphasizes. “We make sure that people
really understand what it is that they’re purchasing
and how it’s actually going to cover them. The whole
hope, obviously, with insurance is that they never
have to use it, but when they do, they want to make
sure that everything is covered. So we get to know
our clients and what they need to make sure that

we’re covering them the way that they should be.”

The experienced team at Rosier Insurance carries on the legacy of excellence of Buddy Rosier, who founded the company in 1951.

-

Alicia Rosier Stevens, Agency Manager.

Standing Strong

Rosier Insurance has a history of
helping through good times and bad
... like when Hurricane Irma moved

through in 2017.

“Helping our clients is the biggest
thing. When Irma hit in 2017, we
basically talked with every single one
of our customers within 30 days,”
Alicia recalls. “As stressful as it was
for everybody, we were able to say, ‘It’s
going to be okay.’ Yes, it’s going to take
time. And yes, we must wait for the
power to come on. But at the end of the
day, we’re there to help our customers.
That was an unfortunate event, but it
really is our time to shine during those

events and help our clients.”

The relationship Rosier Insurance
enjoys with its referring partners in
the real estate industry represents
a priceless bond. “Our business is
referral-based, so it is something

we’re very proud of when we receive

referrals from the same people over
time,” Alicia explains. “That’s what

we work for, and we like to think it

speaks to the way we take care of

folks over time.”

The Quality Behind the Story
Rosier Insurance enjoys longstand-
ing bonds with its referral partners

and its clients.

As Bob points out, “The relationship
we enjoy with our clients is some-
thing we feel very fortunate about.
The families we serve remain with
us through the years, and that says
something about the quality of what

our customers experience.”

A big part of creating and main-
taining those strong relationships
through time is due to the individual-
ized level of service delivered by the
deep-rooted experience of the agents

at Rosier Insurance.
[N N ]

www.realproducersmag.com - 21



“Our agents are extremely good at what they do. And it means a lot
that we have such low staff turnover. In fact, some have been with
us for over 30 years. Two examples include Mike Rusk and Glen
Hollingsworth,” Bob says. “They are both seasoned professionals.
In fact, I don’t know of any others out there on the personal lines
side of the business that do a better job than what they do.”

Overcoming Obstacles
A measure of quality is the ability to find solutions when things
don’t go as planned.

One example is the current trend of some major insurance com-
panies who have pulled back a bit from insuring properties in

coastal areas in the wake of storms over the past several years.

During those times, it helps to have the problem-solving skills

and experience of Rosier Insurance.

As Bob says, “We’re very well positioned with the markets we

have to meet our clients’ ongoing needs.”
Alicia agrees.

“Sometimes, we have a conversation with a Realtor® who says
that their client is having difficulty getting coverage. But we are
there to make an extra phone call and talk with our carriers. We
always try to make sure that we’re going above and beyond for
clients to make sure that they have the best coverage for them.
‘We have what we feel is a really good group of carriers and bro-

kers that we’re able to work with to fulfill our clients’ needs.”

The sense of trust and that relationship built on mutual respect
has been carefully honed through the decades ... in a way that
honors every referral.

“When a Realtor® refers a client to us, they know we’re going to
be here. If one of our clients likes working with a specific agent,
and that agent is away from the office, our clients know that they
can count on our team of people to step up and assist them, and

give them that same level of care they’ve become accustomed to.”

That history of helping, at Rosier Insurance, has endured and
thrived through time because of a deep sense of commitment to
doing things the right way. As Alicia says with a smile, “We’re
here for the folks we serve—before the storm, during the storm,

and after the storm. We’re not going anywhere.”

For more information about Rosier Insurance:
Website: www.RosierInsurance.com
Phone: 239-444-1414

Email: Info@RosierInsurance.com

== :
=== (Josier
___%SJHANCE
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Brian M . Rice | Senior Loan Officer

NMLS # 262453
Office (757)-450

o»
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FLORIDA ADVANTAGE
MORTGAGE

1520 Royal Palms Square, Suite 160 Fort Myers, FL 33919
www.florida-advantage.com | www.brianriceloans.com

Bob Rosier, President

Agents Mike Rusk (left) and Glen Hollingsworth (right).

HouseMaster.

Home Inspections, Done Right. Guaranteed.™

THE ONLY INSPECTION COMPANY IN SOUTHWEST
FLORIDA THAT HAS A ONE YEAR LIMITED GUARANTEE.

* Exceptional Customer Service from the first phone call!

e Comprehensive, full color reports with pictures delivered
the same day.

* Mold/Air Quality Analysis, Radon testing, Wind Mitigation

¢ 4pt Inspections

¢ All Florida State Licensed Inspectors.

¢ Fully Insured, General Liability-E&O Insurance.
* Referral Liability Certificates Available.

¢ Ask about our Pre-Listing Inspection Program.

Home Inspections. Done Right.Guaranteed.
239-430-8220 - www.naples.housemaster.com
4151 Corporate Square Naples, Florida 34104
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P» celebrating leaders

By Dave Danielson

JOSH MARZUCCO

SEEKING TO SERVE

Think about the real leaders you’ve
known in your life.

What are some of the qualities that
make them who they are? What are
some of the tendencies that they

demonstrate that help others?

One trait that you’ll probably find in
common among them is the willing-

ness to serve.

A perfect example of that quality is
Josh Marzucco, Broker and Owner
of Marzucco Real Estate. No matter
what his day brings, he is always
looking for the next opportunity to
help ... he has a tireless drive that

keeps him seeking to serve.

Continuing a Family Tradition

For those who know Josh and his
family, the example he lives as a
leader is no surprise. He grew up with

prime role models in his parents.

“My mom and dad are really great
people,” he smiles. “My dad is a tough,
former army guy, but he would do any-
thing in his power to help other people.

And my mom has been the same way.”

Family is at the center of who Josh is.
And some of his best experience, that
has prepared him for success as a real
estate broker, has come from the times

shared working in the family business.

“I own a sports bar with my dad that
we’ve had for over 12 years now,”
Josh explains. “Along with owning
the bar, my dad was buying houses.
He has also done a lot of renovating,

flipping, and building houses.”
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The Marzucco Real Estate Team
(From left: Ashley Janey, Anne Olinger, Rick Ha

Taking a New Path
That experience with properties opened the door

for Josh to enter real estate.

“As we were working on the properties, my dad
suggested that I get my license. It just seemed like a
natural thing, where we could do that side of things

ourselves,” Josh remembers.

In 2015, Josh earned his license and took his first

steps in a new business.

“Not only did I use it to help our own business, but it
really seemed to take off for me. I was born and raised
in Naples, and my family’s been here forever. Every-
one knows our last name, either through the bar or

one of my extended family members’ businesses.”

Elevating His Efforts

One thing led to another, and Josh took another step.

“I kept getting busier and busier, and about two
and a half years ago, I thought I could start my own
brokerage,” he recalls. “I did it. And now we have

just under 60 agents.”

While he works hard and tirelessly,
Josh also brings a genuine sense of
gratitude to everything he does.

“I was very blessed with my transi-
tion into the business ... blessed and
very lucky is the best way to put it,”
he emphasizes. “I think that by being
in the bar, and just being around
people and talking with people con-
stantly, I was able to become better at

sales organically.”

Paying Forward and Giving Back
Another blessing Josh is thankful for
are the people who helped him break
into real estate when he decided to

make the transition a few years ago.

“April Keating, with MVP Realty, was
my mentor. I shadowed her, and she re-
ally helped me get going,” he says. “Real
estate classes help you get what you
need to get the license, but they don’t
really teach that much about real estate

day to day, how to do the business, and

how to treat it like a business. April is
the one who taught me that.”

It’s a lesson Josh likes to carry on.

“That’s a passion for me. I love
teaching and mentoring other agents
— helping other people the way that
April helped me,” Josh explains.
“There are some tips I like to help
others learn. One of the things I
thrive on is going to the listing ap-
pointments with the agents. I really
thrive on that pressure — to be
pounded with questions and to be put

on the spot in those situations.”

Each day starts before sunrise. Josh is
out of bed at 4:45 a.m. After 45 minutes
of cardio, fueled by one of his favorite
podcasts, he gets his day started.

Josh is a single dad, and his girls are
at the core of his being. He enjoys tak-
ing 9-year-old Caydence and 12-year-
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old Cassidy to school. At the end of
the day, he’s there to pick them up.
He also thrives on being there to en-
joy their activities, including soccer,

tennis and more.

Josh and his daughters are members
of St. Agnes Church; and Josh enjoys
having the opportunity to give back
through his membership in Knights
of Columbus and the group’s mission
to make a far-reaching difference in

the community.

“Success, for me, is having a happy,
healthy family. You can work, work,
work, and you can make all the money
in the world, but it doesn’t matter if you
don’t have time to be with your family.
I'm blessed with my family, and I try to
spend as much time as I can with them,
including my brother and sister, my

nieces and nephews, and my parents.”

Leading by Giving
That family spirit extends to Josh’s

team members as well.

“I'm going non-stop from 5 a.m. to
midnight each day. Along the way,

I answer my phone or text back, no
matter what. You can always get a hold
of me with questions,” he says. “I try
to be as responsive as possible for my
team members and clients. I want to be
here to help in any way I can. I think
that’s one thing I'm really proud to be

able to offer when I recruit agents.”

Not everything goes as planned in life
and business. But when situations
need a helping hand, Josh steps for-

ward to help.

“Ilove what I do. And in those mo-
ments, I want that pressure. I thrive
on it,” he says with a smile. “I feel

a lot of loyalty to people. I try to go
above and beyond. It’s important to
me that I stick to my word. If I say I'm
going to do something, I don’t stop

until I do it for them.”

For Josh Marzucco, that’s the way of
life — the spirit of seeking to serve
that makes a difference for others.
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Josh with daughters, Caydence (left) and Cassidy (right), and his dog Lucca.

66

IFEEL A LOT OF LOYALTY

TO PEOPLE.I TRY TO GO
ABOVE AND BEYOND. IT’S
IMPORTANT TO ME THAT

I STICK TO MY WORD. IF

I SAY I'M GOING TO DO
SOMETHING, I DON’T STOP
UNTILIDO IT FOR THEM. ”
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We Get Homes REALTQOURS

irs to review properties without ever setting foot on them. Without

bu
you there to sell, your visuals must do it for you. Our services give you Special First Time
Client Pricing, call us at:

239.464.7969

Join our Referral Incentive

the edae you neead,

Program, learn more at:

RealToursSWFL.com

PHOTOGRAPHY AERIALS VIDEOS 3D TOURS FLOORPLAMS

//\ Experienced, Professional,

PANTH ER HOME Licensed and Insured Inspectors

Locally Owned & Operated

INSPECTION  Fully Insured - Liability and E&O

General Home Inspection ®* Wind Mitigation ¢ 4 Point
Pool * WDO/Termite * AQ/Mold * Radon
Other Specialized Inspections

Proudly serving Southwest Florida for over 10 years!

239-389-0996

www.pantherhomeinspection.com
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PURE FOTOGRAFICA
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Pure Fotografica is a professional portrait studio serving southwest Florida with elegance and class.

Here you can preserve your legacy through timeless family photographs or create a killer headshot for your business.

Pure Fotografica will exceed your expectations and show the world the real and authentic you."”

Responsive Insurance knows that in Southwest
Florida there are as many unique insurance needs as
we have neighbors who live here!

Protect all of your personal possessions with a personal insurance plan
from Responsive Insurance. We understand how much you cherish
your property, possessions, and family, and we want to help you relax
knowing you are covered.

JUST SOME OF THE WAYS WE CAN HELP:

QIOIOIC

AUTO HOME UMBRELLA FLOOD LIFE
INSURANCE INSURANCE NSURANCE INSURANCE INSURANCE

We can coordinate with northern agencies on behalf
of clients to facilitate seamless coverage between
FL and other states as needed.

(239) 596-3177
2950 Immokalee Rd Ste 4
Naples, FL 34110

Matt Nance, Judy Hentges Rich Costante Alyssa Costa
Owner
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The McCartys moved to Florida to enjoy
the blue skies, daily sunshine, and year-
round tropical temperatures

Tony Robbins is one of the world’s motivational
masters who has helped millions of people tap
into their potential.

As he is often heard to say, “Success leaves clues.”

With that in mind, those wanting to build a
long-term successful career in real estate can
pick up an endless string of clues from Mike
and Wendy McCarty.

Mike got his start in the business 32 years ago and
Wendy joined him 12 years later. As husband and
wife, leaders of The McCarty Group, and
REALTORS® with Keller Williams Realty, Mike
and Wendy set themselves apart each day with

a warm, genuine blend of skill, experience, per-

sistence, and down-to-earth excellence.

As a boy growing up in Michigan, one of the possi-
ble careers that was definitely within view was in
real estate. But it wasn’t necessarily a view Mike

was sure he wanted to see through.

“When I was 10 years old, my mother
became a real estate broker,” Mike
recalls. “I grew up in the industry, and
when I was a kid, I doubted that I'd
ever get into the business. It’s all I re-
member hearing my parents talk about
when I was young. My focus was in
different directions, and I thought my
mom’s job was simply drinking coffee

and talking on the phone.”

By his junior year in college, Mike’s

mother recruited him.

“Mom said, “You have a talent for this.
I will train you.” She predicted what

I would make financially in my first
year in the business, and I was blown
away when she was right; I even
earned Rookie of the Year honors,” he
says with a smile. “I had the very best
training for the first 10 years of my
real estate career, which I attribute to

working with her.”

Eventually, Mike and Wendy decided
to leave the beauty of Michigan for the

sunny prospects of Southwest Florida.

“Right after 9/11, we thought about
what we wanted to change in our lives
for a better future for our family, and
we decided that we really wanted our
son to go to school in Florida. That’s

a big part of why we came here when
we did,” Wendy remembers. “At the
time, Mike had built a strong busi-
ness in Michigan, and his customers
thought he was crazy to move. But I

said you can do it.”

Around that time, Wendy and Mike en-
joyed a special date night. They attend-
ed a concert with the husband/wife
country power couple Faith Hill and
Tim McGraw. In the warm, intertwin-
ing harmonies they heard that night,

another idea crossed Wendy’s mind.
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As Wendy recalls, “I said to Mike,
they are working together, and it’s
definitely going very well for them.
Why can’t we do that, too?”

Mike and Wendy set about getting
their Florida real estate licenses,
moved to Marco Island, and started
to transform their Florida vacation
house into a family home. Soon, on
a sunny day in their backyard, their
new plan for real estate success was

questioned head-on.

As Mike remembers, “It was our first
week living here full-time. We owned
a vacation home. I met our pool guy
one day and let him know we’d be
here year-round from then on. He
asked if we were working. I told him
about our real estate plans, and he
said, ‘Good luck, because unless you

have a lion’s share of the market,
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you'll never break in here.” I walked
inside, white as a sheet, and told
Wendy what the man had to say. And
she yelled, ‘Really, are you going to
listen to that?””

Of course, they didn’t listen to the
naysayers and succeeded, by all mea-
sures, in spite of them — with some of
their early sales being fueled by fellow
Michigan natives who followed the
McCartys south to the Sunshine State.

In the years since then, Wendy and
Mike have built their joint venture into
a remarkable set of results. They con-
sistently produce in the top one percent
of Keller Williams agents, and in 2019,
finished the year with $80 million in

volume, number 2 in market share.

With sincerity and humility, they are
quick to heap praise on their team

members at The McCarty Group.

“We surround ourselves with only the
best buyer’s agents and administrative

staff,” Wendy smiles.

And Mike adds, “It means a lot to me
that we have a close group, with lon-
gevity and loyalty. Our staff has been
with us for 15 years.”

Their son, Ryan, is a great source of
pride for Mike and Wendy, as well.
As planned, Ryan attended school on
Marco Island, graduated from high
school in Naples, and now attends the
University of Colorado Boulder, as he

pursues his degree in business.

The McCartys enjoy free time filled
with a variety of active pursuits,
including diving, deep-sea fishing,
spearfishing, tennis, fitness classes, bi-
cycling, and entertaining their custom-

ers and friends. As Wendy says, “We

moved here to enjoy the blue skies, daily sunshine,
and year-round tropical temperatures, so this is the

perfect place to work hard and play hard!”

They also have enjoyed taking part in a national
real estate training, coaching, and mentoring orga-
nization for the past 20 years that has put them in
touch with many of the most successful agents in
North America. And the McCartys are big believers
in the work of Anthony Robbins.

“Training is our success,” Mike says. “We just fin-
ished a six-day, 100-hour, full-immersion experi-

ence with Anthony.”

As Wendy says, “We have followed him for a
long time. He definitely gives us a lot of jet fuel to
do what we do.”

And what they do is make a lasting difference in the
lives of the people they get to know and work with.

“One of the things that drives us is the success of

the sale,” Mike emphasizes. “We’re motivated by

;ﬁ:.?lnli

the sense of completion with sellers
and buyers. It’s a great feeling seeing
the enthusiasm of a new buyer or a
seller ... being able to contribute to the
success of their plans and have it go as
stress-free as possible. We want it to
be a calm, professional experience as

we guide them through the process.”

Wendy agrees, saying, “For us, what
we do is about integrity. We take it
very personally. And the experience
of working with the people we serve is
remarkable. We learn something from
everyone we work with. Our goal is to
be their lifelong agent and, in the end,
we are blessed with referrals from our

customers and many new friends.”

In the process, Mike and Wendy help
others achieve their dreams with a
genuine brand of service ... excellence

by example.
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Family owned and
operated business

Fully licensed and
insured certified
general contractor.

Custom home
huilder in
Southwest Florida
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by just calling me .
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Josh Lund | Branch Manager | NMLS #387408
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