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Customer Satisfaction 
IS  OUR TOP PRIORITY!

239-643-4100
www.RayTheMover.com

Office@RayTheMover.com

HIGHEST QUALITY MOVING SERVICES
AND STORAGE SOLUTIONS

LOCALLY OWNED & OPERATED FOR NEARLY 40 YEARS

I have not found one company that has gone above and beyond as Ray the Mover. We were so 
overwhelmed and every single time they were there to help us out. They made the whole experience great 

for us.  I would recommend them with my eyes closed. If I ever need to move again, they will be the 
people I call and trust with my stuff. Do yourself a favor and let them help you out like they helped us. 
You can shop around all you want but their prices are equal or better than anyone’s prices. You have a 

customer for life with us. ~Adriel P.

DON'T JUST TAKE OUR WORD FOR IT.

The name that has been
serving SWFL for over 65 years. 

rosierinsurance.com

Will your buyer need coverage?

Hurricane 
Season is Here!

Glen
Hollingsworth

239-444-1641
glen@rosierinsurance.com

Mike
Rusk
239-444-1643
mrusk@rosierinsurance.com

Make sure Rosier is part of your Referral Network!
We'll assist your clients in making informed decisions to protect their new 

home. Have them give us a call for a personalized insurance quote.
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Matt@BellaMiaDev.net | (239) 913-9300 | www.BellaMiaCustomHomes.com

your custom dream!
Homes and relationships 

that will withstand the test of time.
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Welcome Home Center located at  
28123 Wicklow Ct, Bonita Springs, FL 34135
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AIR CONDITIONING

Conditioned Air

Tim Dupre

(239) 643-2445

www.conditionedair.com

ARCHITECTURAL 

PHOTOGRAPHY

John Paul Buchanan

(239) 249-9400

www.johnpaulbuchanan.com

ARTS ORGANIZATION

United Arts Council of 

Collier County

(239) 254-8242

www.uaccollier.com

ATTORNEYS

Woods, Weidenmiller, 

Michetti, & Rudnick, LLP

(239) 325-4070

www.lawfirmnaples.com

BUILDER

Laram Construction

Christl Ramirez

(239) 304-0516

www.laramconstruction.com

Lennar Homes

David Burnham

(239) 834-4365

www.lennarswfl.com

Tri-Town Construction

Marc Devisse

(239) 288-1470

www.tri-townconstruction.

com

CUSTOM HOME

BUILDER/REMODEL

BellaMia Development

Matthew Bailey

(239) 913-9300

www.accuratepavers.net

FLOORING

Hadinger Flooring

(239) 566-7100

www.hadingerflooring.com

HOME INSPECTION

HouseMaster Home Inspections

John Prete

(239) 480-8220

www.housemaster.com

Panther Home Inspection

Jim Scarpa

(239) 389-0996

www.pantherhomeinspection.com

HOME WATCH SERVICE

Home Services by Cary

Cary Cramer

(239) 841-3970

www.homeservicesbycary.com

INSURANCE

Ackerman Insurance

Rick Nayar

(239) 597-1096

www.ackerman-insurance.com

Responsive Insurance

Matt Nance

(239) 596-3177

www.responsiveinsurance.com

Rosier Insurance

Richard Rosier

(239) 444-1414

www.rosierinsurance.com

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 Financial

Josh Lund

(612) 802-3265

www.goldstarfinancial.com

Guaranteed Rate 

Christin Luckman

(773) 290-0522

rate.com/Luckman

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500

www.maxwellmortgageloans.

com

MOVING COMPANY

Ray The Mover

John Smarge

(239) 643-4100

www.raythemover.com

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

TITLE COMPANY

Artesian Title

Rick Nayar

(407) 810-0640

VIDEOGRAPHER

Corrafilm

Coby Corradino

(786) 417-7210

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!
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1575 Pine Ridge Rd., Suite 17 Naples, FL 34109
 www.ackerman-insurance.com

Insurance for
ALL of  Your

Clients’ Needs.

A U T O  •  B U S I N E S S  •  F L O O D
H O M E O W N E R S  •  L I F E  •  L I F E  A N N U I T Y

Get the quality customer service and
 full insurance coverage your  

clients deserve and can rely on!

(239) 597-1096 

Closings With a Concierge Touch. Learn more at artesiantitle.com
239-677-3184

Why aren’t all title
companies like us?

Good question.
We know how hard Realtors® work. You don't need more headaches 
or stress. So ask yourself, what does your title company do for you? 
With Artesian, we offer a better, faster closing experience - saving 
your customers money and creating positive results for you. 

And from our unmatched service to our Clear to Close™ program to 
our MasterKey events, Real Rebate® program and more, Artesian 
gives realtors the support and tools needed to grow your business. 

That’s the Artesian difference.

publisher’s note

in Naples

In July of 2019, not only did I embark on 
a totally new adventure, but I also moved 
across the entire United States. I liquidated 
most of my assets and drove 3,500 miles 
from Washington State to Naples, Flori-
da. It was a massive change for me, but I 
wouldn’t have it any other way. The best 
experiences I have had in the past have 
always come from change and challenge! 

The only two things that have been on 
my mind over the past year have been my 
family and creating SWFL Real Producers. 
As I have mentioned before, the biggest 
reason I moved down here was to spend 
time with family. I am so glad I came down 
when I did to enjoy as much time with my 
father as possible. He passed away about 
a month ago, and he is in a much better 
place now. We miss him dearly, but we are 
so glad he is not suffering anymore. 

My other driving force over the past year was to launch SWFL 
Real Producers. It has been such a crazy year with Real Produc-
ers, and I really want to thank each and every single one of you! 

First off, my preferred partners are the ones who make this 
whole platform come together, and we are so grateful for the sup-
port you provide to SWFL RP and to the Realtors®. Speaking of 
the Realtors, the top producing agents are truly amazing, and we 
appreciate the endless amounts of gratitude you pour back into 
my partner, the community and Real Producers! 

The past year has truly been something I will never forget. I 
have experienced a lot of change and some challenges. Overall, 
it’s been absolutely amazing to meet you and to develop strong 
working relationships, and some incredible friendships! I can’t 
wait for our launch party to see all of you and create even more 
remarkable experiences together! 

Have a wonderful Fourth of July!

Very respectfully yours,

Andrew Regenhard
Owner/Publisher
SWFL Real Producers
andrew.regenhard@realproducersmag.com

One Year
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BUILDING BRANDS THATBUILDING BRANDS THAT

Corrafilm is a Personal Branding and Production Company
that works closely with Real Estate Agents to

grow their audience on Social Media Platforms.
Contact us and let's get started!

COBY CORRADINO
Creative Director
786-417-7210
corrafilm@gmail.com

By Andrew Regenhard

FAQ

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 500 agents in SWFL MLS. We pulled 
the MLS numbers (by volume) from Jan. 1–Dec. 31, 
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 
agents, affiliates, brokers, owners, or even your-
self! Office leaders can also nominate agents. We 
will consider anyone brought to our attention be-
cause 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 

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 “FAQs 
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!

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 I 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.

ABOUT THIS MAGAZINE
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Locally Owned Southwest Florida Business

Dreams Built on a
Foundation of Quality

(239) 895-2058 | Connect@Tri-TownConstruction.com
Tri-TownConstruction.com 

CUSTOM HOMES
AFFORDABLE • ENERGY EFFICIENT
• SURPASSES FEMA HURRICANE STANDARDS

REMODELING
WHOLE HOME & CONSTRUCTION

ROOFING
TILE • SHINGLE • ROOF COATINGS • METAL TENANT IMPROVEMENTS •  GENERAL REMODELS

INDUSTRIAL FLEX SPACE BUILD OUTS

COMMERCIAL

Tri-Town Construction, LLC specializes in residential and commercial 
remodeling, roofing, and emergency response services. We are committed to 
providing all of Southwest Florida with exceptional construction services while 
being environmentally conscious. Call us and we will exceed your expectations!

MEET THE COMMUNITY
Check out some of SWFL’s Top 500 Real Producers!

Nominate a Realtor® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com.
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coach’s corner

COVID-19 

By Wayne Salmans

Did You Get Bitter or Did You Get Better?  

This was the choice each of us had the opportunity to 
make as the pandemic put our lives on lockdown.

Looking back from where you are standing right now, ask 
yourself, “Did I get bitter or did I get better?”

Years ago, I heard a story about a wealthy man who 
passed away and left two ledgers for his family.    

The first ledger was how he made his wealth. The second 
ledger, which he stated was the most important, was a 
journal of his thoughts.   

The first book was passing on his 
wealth; the second was passing on his 
wealth of wisdom. He laid out lessons 
he had learned, questions he asked 
himself in good and hard times. There 
were also descriptions of how he 
thought and his processes for making 
great decisions.

This wealthy man was wise enough to
know that our thoughts and experi-
ences, the way we do things and what 
we learned, were, as a part of his 
legacy, as valuable as any money he 
left behind.

This is the moment to start 

YOUR book. 

Reflect on the challenges and tri-
umphs of the last few months — 
document what you learned from this 
crisis that you never want to forget.

You’ll find that working through what 
has happened, how you responded, 
and the outcomes of your decisions, 
helps you prepare for whatever chal-
lenges come next.

History has proven that tough times 
will continue to manifest themselves. 
We know that every eight to 10 years, 

there is a significant event that will 
throw most for a loop.

The real question is, will you take a 
moment to write down the lessons or 
just hope next time is better?

The next crisis probably won’t be a 
pandemic, but there will be the next 
crisis. What did you learn from this 
one to prepare for that one?

Here are three things you can 

do to learn and get better 

through this crisis. 

First. Ask, what did I learn over the 
past several months? Think about 
each area of your life and write down 
some of your insights, musings, les-
sons learned, and thoughts on, “next 
time, I will...”

Second. Start with Money, Relation-
ships, and Health and ask yourself, 
What do you want to:   

•	 Stop doing? 
•	 Do less of?  
•	 Keep doing? 
•	 Do more of?
•	 Start doing?   

Third. Get helpful PDF worksheets at www.The-
HeroNation.com.

“There is nothing I could have done to 

prepare for this.” 

That’s been the response of most people when 
asked about the fallout from the pandemic.Yet, upon 
closer inspection, it is evident that there was a lot 
they could have done.

•	 If their health had been better…
•	 If they would have had an extra $100,000  in  

the bank…
•	 If they would have maintained closer relationships…
•	 If they would have trained their staff better…

These are all things that would have helped them 
during this time.

A crisis is a terrible thing not to learn from.  

Discover your lessons, take action, and be more 
prepared for the next storm.

“We kept our heads while everyone else was 
losing theirs, and now the world is ours.” 
—Tiffany McLaurin

For all the tools you need to thrive during turbulent 
times, download the 30-Day Momentum Toolbox at 
https://www.theheronation.com/stimulus.

What Did
You Learn

Returning to “normal” may be the greatest tragedy of 

this time.

We have all suffered in different ways and at various levels 
since the coronavirus crisis started. Yet, through all the 
changes and sacrifice, did you learn anything, or are you 
just impatiently waiting for things to get back to normal?

If someone goes back to their old familiar version of 
normal — doing the same things the same way they used 
to and thinking the same way they used to — they have 
missed what could have been the greatest good that could 
possibly come out of this crisis.

Wayne Salmans is an author, 
speaker, and business coach. 
In the past decade, he has 
coached and trained over 5,000 
entrepreneurs, was named as 30 
Under 30 by Realtor® Magazine, 

and ranked one of the top coaches 
in the world. His passion is to help 
real estate business owners build, 
grow, and scale their business, 
faster and with less bruises. 
www.TheHeroNation.com

?
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M A N  O F  A C T I O N
ADAM SHEETSADAM SHEETS

Dreams are vital. They 
make up the milestones 

that create a sense
of achievement.

When dreams combine 
with plans, they become 

powerful — and they 
become possible.

One of those who knows what it 
takes to pursue and reach his goals 
is Adam Sheets. As a Realtor® with 
RE/MAX Realty Team, Adam Sheets 
is this month’s Rising Star — and a 
true man of action.

POSITIVE PATH

From the beginning, Adam had positive 
role models to follow, in his parents.

“My parents are in real estate. They 
got into the business in 2004,” Adam 
recalls. “I was 13 at the time. I didn’t 
know anything about it. My parents 

had switched out of their normal 
9-to-5 careers and started hustling.”

His forward motion started early.

“As I was growing up, I was very 
involved in skateboarding, video 
production, editing skateboard films 
and putting them on MySpace, and 
always had a knack for selling things,” 
he says. “It started with candy in 
elementary school — Warheads, spe-
cifically. I bought them in bulk, sold 
them for $0.25 a piece...”

PICTURING THE FUTURE

Adam came of age, graduated 
from high school, and attended 
Full Sail University.

“At the time, I thought I wanted  
to go into TV production, but after a 
year, I realized it wasn’t for me, and 
I figured out I wanted to transfer to 
UCF,” he says.

There was disappointing news.

“My advisor there told me that my credits didn’t 
transfer. So I had to go back to the drawing board. 
I was a little lost, so I decided to switch to go to 
another school, get my credits, and then go to UCF.”

At that time, he looked at his peers.

“I was a year behind them the whole time. I saw 
the kinds of jobs they were getting with their B.A. 
degrees, and I thought there is no way I can provide 
for myself getting the jobs they got,” he says. “They 
were fresh out of college and obviously had good 
entry-level jobs. But I wanted to be able to make 
more earlier. I like nice things, I like traveling. So 
I called my dad and said, ‘I’m going to move home 
and get my real estate license as something to do 
while I decide on my next steps.’ I wanted to have 
something on the back burner.”

ADAM JUMPED IN

“After I got my license, I wanted to figure out a way 
to pave my own way,” Adam recalls.

So he relied on one of his earlier skills and passions.

rising star
By Dave Danielson

Photography by LaCasaTour

Adam says he’s done 
about 50 contracts 

from the golf course.



20 • July 2020 SWFL Real Producers • 21@realproducers realproducersmag.com

I’ve discovered, the world isn’t going 
to end if you don’t answer your phone 
for four hours.”

During his young career, Adam has 
learned to take a big-picture view of 
real estate and its role in life.

“My mom was a top-gun speaker. 
Her whole speech was about the 
fact that this business can eat you 
alive, so you have to make time for 
yourself,” he says. “You have to set 
boundaries for yourself. Otherwise, 
you’re going to be going non-stop. I 
don’t want to get burned out on this 
business. I want this to be a 30- to 
40-year career. And someday, I’d like 
to be a real estate coach.”

SETTING HIS OWN PATH

Adam’s approach is definitely working 
for him. In fact, in 2020, he’s already 
sold more houses than he did in his 
first and second years in the business, 
combined. In his five years in the busi-
ness, Adam has sold more than 150 
houses. Of those, about 120 of them 
have come from his work on Facebook.

“Most of those have come out of grind-
ing on Facebook for hours every day,” 
he explains. “Whether you’re putting 
together a flyer or spending time on 
Facebook, you’re still spending time. 
And Facebook has been my prefer-
ence.” He grew The Sheets Team’s 
Facebook page from 0 followers to 
over 3,000, and their Instagram profile 
from 0 followers to over 2,000, gen-
erating leads for members of the team 
and ensuring they’re one of the go-to 
SWFL real estate social media profiles.

It’s obviously a preference that 
works for him.

Adam is a man of action —  with the 
conviction to follow his own path.

“I’m a pretty high-energy person, which 
you have to be in this business. The ups, 
the downs, the smiles you see when 
someone closes on their first home, the 
pains you see when a deal unravels … 
I’m here for it all, and I’m loving what I 
do,” he says with a smile. “There’s not 
another job you could get me to do.”

“I put my background in social media 
and video to work. I got a camcorder 
when I was 10 years old and recorded 
everything I could think of through 
high school,” he explains. “I would buy 
and sell things and make a little money 
that way. By the time I started in real 
estate, I had $1,200 to my name.”

He had his real estate license and was 
set to start. In the process, he got 
some advice from his mother.

“She said, ‘You need to get your sphere 
and your farming together, and work 
on a mailer.’ I thought, ‘Gosh, that 
seems super old school,’ and I wanted 
to figure this out on my own,” Adam 
remembers. “Looking back, I should 
have taken her advice. I decided I was 
going to hit social media, specifically 
Facebook, really hard … adding and 
messaging everyone I knew.”

Within the first week, he had his first 
home under contract. Then came 
another, and another. And then?

“The faucet shut off,” he says. “It took 
six months for me to sell my next 
house. I knew I had to put the pedal to 
the metal. And in the last quarter of 
that year, I sold another seven houses. 
I realized if I worked at it and treated it 
like a job, then the results would come.”

SIGNS OF SUCCESS

The results did come, and they hav-
en’t stopped. During his second year, 
he set a goal of reaching 25 transac-
tions. He came close — with 23.

“At that point, I knew real estate was 
my career. So I moved out and got a 
new car, as you do when you’re a new 
Realtor, right? I didn’t want to be 
‘the Sheets kid.’ I wanted to do it on 
my own and wanted people to know 
me,” Adam emphasizes. “I credit my 
parents, completely, with helping me 
get better in the business. That year 
made me realize I can make it and buy 
my own piece of real estate.”

Away from work, Adam’s world be-
gins with his wife, Zoë.

“She has been a huge support for 
me, and is very understanding about 
the late-night texts and calls and 
weekend hours that come with this 
business,” Adam says.

Adam also looks forward to time 
with his dog Brewer, his family, and 

his friends — the same group of which he’s had for 
over 15 years. He credits some of his success to the 
years of hearing, “You know you’re going to end up 
selling real estate,” from his friends.

In his free time, Adam is a big golfer.

“If you don’t find me in my office or near the pool, 
I’m on the golf course,” he smiles. “I’ve done about 
50 contracts from the golf course. It’s the one time 
where, if I’m doing that, I can turn off my phone. As 

In just five years in the business, rising star Adam Sheets has sold more than 150 houses, 
approximately 120 of which have come from his work on Facebook.
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We can coordinate with northern agencies on behalf of clients to
facilitate seamless coverage between Florida and other states as needed.

(239) 596-3177 | www.responsiveinsurance.com
2950 Immokalee Rd, Ste 4 Naples, FL 34110

RESPONSIVE
INSURANCE

why aren't we already A part of your referral network?
With so many positive reviews on Google,

HOMEOWNERS | CONDO | SECOND HOME
| FLOOD | HURRICANE | MUCH MORE!

Judy HentgesRich Costante Alyssa CostaMatt Nance,
Owner

For a timely and complete response to your
questions, concerns and requests, give us a call!

John Paul Buchanan
johnpaul@johnpaulbuchanan.com

(239) 249-9400

JOHN PAUL BUCHANAN IS A NAPLES, FLORIDA BASED, FULL-SERVICE 
ARCHITECTURE PHOTOGRAPHER AND CINEMATOGRAPHER

specializing in creating for a variety of uses, including retail, commercial, marketing, design, and 
advertising. He personally shoots and edits each photo and video with meticulous detail to ensure that 

your project looks nothing short of perfect. I am committed to encapsulating the beauty, design and feeling 
of every project, no matter how big or small.

 

PH: 239.325.4070  |
 

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  

Big Firm Quality, Small Town Service.

Michael Michetti Joshua Rudnick James “Jay” Caudill

2020 4th Annual Realtor® Assembly

Register today at Eventbrite.com
November 18, 2020 – Ritz Carlton, Naples, Florida



24 • July 2020 SWFL Real Producers • 25@realproducers realproducersmag.com

M A K I N G  A  M A R K

STEVE CALABRESE
and Equitable Mortgage

When you look for a partner to come 

alongside you and help you serve your 

clients, you want someone whose qualities 

go beyond what’s expected. One who fits 

this description perfectly is Steve Calabrese, 

a loan officer with Equitable Mortgage.

As those who work with Steve will attest, he and 
his team are making a mark as people who make a 
truly genuine difference.

“We are a medium-sized, family-owned-and-oper-
ated mortgage company with the power to serve,” 
Steve says. “My dad, Bruce, started the business 
25 years ago. We have very low rates and excellent 
service. Our loan officers bring outstanding rela-
tionship-building to their work with 10 to 15 years 
of experience, each, at the same company.”

U N I Q U E  A D V A N TA G E S

Steve brings a rare level of positive energy 
that he channels into helping his Realtor® 
partners build their business — while he 
strengthens client relationships.

“From the start, I wanted to deliver 
a unique level of value to Realtors®,” 
Steve says.

As a result, it’s not uncommon to 
see Steve on a range of social media 
channels. But you aren’t likely to 
hear him talking a lot about mort-
gage loans on his channel.

He says, “You’ve probably heard it 
before: ‘I’m a local lender, answer 
my phone 24/7, have low rates, close 
on time, have a wide array of loan 
products, and provide excellent com-
munication.’ That’s my job … that’s 
the bare-minimum job description 
of a loan officer. If your lender isn’t 
doing all of the above, you need a new 
lender. But how am I different?”

“I moved to SWFL three years ago 
without knowing a soul. I passed my 
Mortgage Loan Originator exam a few 
weeks prior and knew zero about the 

lending industry,” Steve explains. “I 
had no training; I literally knew noth-
ing. I transferred from Ohio State to 
FGCU and started doing loans out of 
my house and in between classes.”

“In February of 2019, I had a paint-
balling accident. I got shot in the back 
of the head at point-blank range with 
a paintball gun. I completely lost my 
ability to talk and was in the hospital 
for a week. I was terrified I’d never be 
normal again. I literally turned into 
a vegetable. I dropped out of FGCU a 
few weeks later, got my act together 
and closed $11 million of loans in 
2019,” Steve says. “I broke into the 
SWFL market in such a short period 
of time using social media and by 
working 20-hour days. I literally built 
my business from social media.”

M A R K E T I N G

“I truly believe we are living through 
the greatest era in the history of hu-

partner spotlight
By Dave Danielson

Photography by LaCasaTour
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as a likely homebuyer, so you get targeted with real 
estate ads. One night, you’re looking at cat memes 
on Facebook, you see a real estate ad to buy a home, 
you put your info into my landing page, then the 
next day you get a call from a Realtor who tries to 
sell you a home,” Steve says.

“They have no personal connection to you, they have 
no idea who you are, they have 27 friends that are 
agents. They aren’t wanting to buy for six months 
and you think you have a right to sell them a home 
all of a sudden? That’s what the majority of Realtors 
and lenders are doing for ‘social media’ these days. 
They’re trying to sell homes to people they have no 
relationship with, yet they have a community and 
database of hundreds of true friends that would refer 
them out, but simply don’t remember to, because 
they talk to them twice a year.”

With a passion for helping others tell their story, 
Steve teaches social media marketing classes.

“The numbers are pretty clear,” he points out. “About 
90 percent of the time, people are spending their online 
time looking at social media. And when they’re online, 
they are there to learn and be educated … not sold.”

Steve’s efforts are paying off for himself and his clients. 
In fact, in 2019, he recorded over $11 million in volume 
and knows how to turn social media into done deals.

“I’ve closed loans with people not in person or by 
phone,” he smiles. “But I’ve done some where the 
only communications with the person were exclu-
sively through Facebook Messenger.”

manity to be alive. You can make a post online, some-
one across the world that has no connection to you 
can see it, and it can change their life. And you can 
do it without spending a dime. The average person 
spends two hours a day on social media. Sure, older 
methods of marketing still work to get the consum-
ers attention: mailers, emails, billboards, signs … but 
the attention nowadays is on social media,” Steve 
emphasizes. “It costs me nothing to post on the big 
social media platforms (Facebook and Instagram), 
and if I spend a few strategic dollars using custom 
audiences and targeting, I can keep my videos on 
every Realtor’s social media feed in SWFL.”

Steve points out that, as a lender, he wants to stay 
in front of two groups of people, including his past 
database and his referral partners.

“If you’re a Realtor in SWFL, you’ve probably seen 
my sponsored ads on your Facebook or Insta-
gram feeds. Over time, Realtors and clients see 
my content over and over, and it seems like I’m 
everywhere,” he says. “It’s Marketing 101. There 
are about three Realtors in SWFL actually doing it, 
and there are no other lenders doing it. If I were a 
Realtor, I’d stop chasing after the low-converting, 
online leads that have no connection to you, and I’d 

spend my marketing dollars on mak-
ing relationships … and that involves 
getting in front of the camera and 
doing posts.”

R E V E A L I N G  Y O U

“I’d look up these Real Producers 
agents and realize that they don’t have 
a Facebook or Instagram account, so 
I couldn’t send them a DM (Direct 
Message) and ask them to coffee. I’d 
have to look up their phone number,” 
Steve explains. “The issue isn’t that 
the real estate agents aren’t doing 
social media. Overall, most agents 
see that that’s where the attention is 
nowadays, but according to NAR, less 
than 1 percent of closed deals actu-
ally come from social media. It’s that 
most of us are doing it completely the 
wrong way,” Steve explains.

“People are on social media to be en-
tertained. The idea of keeping personal 
and business accounts separate is ab-
solutely absurd. You get three likes and 
no engagement on your picture of your 

new listing because it’s boring. You have 
no personal connection to it. People 
want to see your face, they want to see 
that you’re a real person, and a separate 
business account is wasting your time.”

“The biggest excuse that I hear is, ‘I 
didn’t grow up with this social media 
stuff, I don’t know how to do it.’ My 
response is, ‘You didn’t grow up 
driving a car, but you figured it out.’ 
Rather than spending two hours a day 
consuming social media content, use 
it to learn the platforms,” Steve points 
out. “If you’ve been following soci-
ety, you know that this social media 
stuff works, and you can learn it. The 
reason that you don’t post content is 
because you have insecurity about 
being in front of your iPhone camera.

I get it. To this day, consistently re-
cording and posting video content is 
my biggest struggle in my business. I 
know it will absolutely, 100 percent, 
move my business forward, but 
my ego really struggles to produce 

content. It’s really all mental. Stop 
caring and start posting.”

The power of video is really about the 
power of you.

“At first, it was strange for me, too, 
being in front of the camera. But you 
have to let your ego go and put your-
self out there, and let people see who 
you are as a person,” he says.

That’s the advice Steve lives by on 
social media. He works closely with 
Realtors, sometimes interviewing 
them on his social media, and sup-
ports their efforts to get started with 
telling their own stories.

“This is really about making a personal 
connection. And that starts by sharing 
who you are away from business. In 
many ways, that kind of sharing is just 
as powerful, if not more so, as talking 
about your business. For example, if 
you see my channels online, you’ll learn 
about me and my personal interests … 
and … ‘by the way, I do mortgages.’”

M A R K E T I N G   T H AT  M A K E S 

A   D I F F E R E N C E

“Put yourself in a homebuyer’s shoes 
for a minute. You’re thinking about 
buying a home in the next six months. 
Facebook’s algorithm identifies you 

F U L L  M O T I O N

Away from work, Steve’s energetic 
appetite for life is in full motion.

“I moved to Florida a few years 
ago, and I’ve never been bored one 
single day. Whether it’s boating and 
exploring the shoreline and inland 
waterways, fishing, or doing anything 
outdoors … really, I love the area. And 
one of my biggest passions is spear-
fishing,” Steve emphasizes. “I moved 
here to fish. I moved in with some 
guys from the FGCU spearfishing club 
and realized that free diving and ex-
ploring under the water is a lot cooler 
than out of the water. It’s the toughest 
sport I’ve ever done. You have one 
breath to make it to the bottom of the 
ocean, shoot a fish and get it to the 
surface without it getting eaten by a 
shark. It sounds dangerous, but the 
buddy system really limits the num-
ber of things that can go wrong.”

With a strong drive to help others, 
Steve’s natural leadership abilities 
continually come to the surface, as well. 
Throughout the past several years, he 
has taken on club leadership roles.

“I think it’s just a reflection of how I 
commit myself to the things I become 
involved with,” he says.

As a young boy growing up, Steve 
learned the power of expanding his 
comfort zone.

Steve Calabrese moved here three years ago, passed his Mortgage Loan 
Originator exam, and joined Equitable Mortgage – a medium-sized family 

business in Ohio founded by his father 25 years ago.
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“I think it’s something that most of us can relate 
to, in one way or another. For me, I came out of my 
shell during school. I joined the wrestling team, and 
put myself in uncomfortable situations, and devel-
oped a personality that people remember. In turn, I 
think I’m different. But I think that’s a positive. We 
should all be our own people. Because there’s so 
much power in who we are.”

Steve Calabrese and Equitable Mortgage are mak-
ing a mark — and a powerful impact on the world 
around them.

“Looking back,” he says, “I never should have been 
allowed to move 1,200 miles away from my company 
and start doing mortgages with no experience. I really 
struggled getting deals closed, but I’m truly thankful 
that I learned the industry this way. My dad and mom 
and company completely supported me along the way, 
and if I could go back, I wouldn’t change a thing.”

For more information about Equitable Mortgage, 

call Steve at 239-778-6548, visit him online at 

www.stevecalabrese.com, or email him at 

stevec@eqfin.com.
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STEVE CALABRESE, Loan O�cer
Certified V.A. Loan Specialist

239-932-3216  |  stevec@eqfin.com

STE VECAL ABRESE.COM NMLS 79387/ 39843

For Life
Your

Lender
WHY EQUITABLE MORTGAGE?

Family Owned and Operated for 25 years

In-House Underwriting and Funding

Happy realtors – Happy Clients

Do you want a personalized, one-on-one game plan to CLOSE

MORE DEALS by leveraging social media? LET'S CHAT!

stevenmcalabrese

Steven Calabrese
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Denise Chambre

investment corner
By Dave Danielson

Photography by LaCasaTour

When you keep your sights set on what’s important, your mind, 

energy, and life have a way of working toward that goal.

That’s the way it is for Denise Chambre, a goal-oriented, top pro-
ducer/broker associate with Keller Williams Realty Fort Myers 
and The Islands.

Throughout time, she has understood what it means to picture the 
possibilities and set goals for success.

“I’m fortunate that I come from an entrepreneurial family, where 
everyone was goal-oriented on creating wealth — mostly through 
second home properties and rental properties,” Denise says. “So 
I was exposed to investment from a young age. So I’ve always 
loved property.”

Pursuing Her Passion

It was a love she took wherever she went.

“When I would go on vacation, I would go to open houses in the 
areas I was visiting,” she smiles. “I’ve always loved looking to 
evaluate the investment opportunities.”

Denise bought her first property when she was 22. I’d always 
wanted homeownership and understood that wealth is created 
through the ownership of property,” she explains.

She worked for a Fortune 500 company in engineering for five 
years after graduating from college. Then, after she earned her 
MBA, she wanted to live overseas.

“I always wanted to experience Asia. So after my MBA, I moved 
to Hong Kong,” she remembers. “I was there in the 1990s as Hong 
Kong was going through a brain drain. That was the time when 
they were transitioning, in 1997, from British to Chinese rule.”

In Hong Kong, Denise built her own management consulting 
company, employing a team of 10 local consultants who handled 
projects throughout the Asia Pacific region.

All the while, Denise kept picturing the possibilities — literally.

“On my desk in Hong Kong, I kept a picture of Fort Myers Beach. 
I always loved the area, and my goal was owning property here 
and moving here eventually,” she smiles.

It was a vision she made happen when she and her husband 
moved here in 1998.

PICTURE THE 
P O S S I B I L I T I E S

Thanks to their mother’s example of becoming a property owner 
by age 22, sons James (20), Joshua (18), and Jack (16) all have their 
sights set on owning their first properties.
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“While I was in Hong Kong, I bought 
my first rental property on the Beach. 
Then, I bought a second property. 
Over the years, my husband and I 
have acquired other rental properties 
that we have built up into a successful 
rental business,” Denise says.

Heartfelt Value

That personal passion has also shaped 
a large part of Denise’s career and the 
heartfelt value she brings to others.

“It really has defined a lot of the work 
I do in real estate. I work with all 
types of investors. I also teach how to 
invest in property as a way to create 
wealth,” Denise says.

Denise is a trainer in the investment 
arena for Keller Williams and con-
ducts sessions and training at offices 
throughout the organization.

Denise with husband 
Richard, sons James, 
Joshua, and Jack, 
and the family’s 
chocolate Lab Rocco.

Denise Chambre kept a picture of Fort Myers Beach on her desk while she worked in Hong Kong and dreamed 
of living in the area one day – a dream realized when she and husband Richard Rowe moved here in 1998.

That’s a far better return than most 
other market options.

“Another way to look at is, let’s say you 
can find a money market that’s yielding 
5 percent, but to get that, you have to 
put in $100,000 upfront,” she explains. 
“And more people have $25,000 to 
invest than have $100,000 to invest. 
That’s the power of leverage.”

Another way to earn involves equity.

“If you have a mortgage, over time, 
you pay off that debt. At that same 
time, usually, the market is going up, 
so the property value is going up, and 
the debt you owe is going down. So 
the difference is the equity that you’re 
building up,” Denise says.

There’s also rental income.

“When we rent out an investment 
property, we use the rent to pay off 
the debt. So we’re hoping there’s 
some money left for cash flow,” she 
says. “As the years go on, we’re 
getting higher rent, but the debt pay-

ments stay the same. As a result, our cash flow is 
going up. We can then use that cash flow for other 
properties. Or we can use the equity we’ve built 
up in our property and borrow against that to buy 
more property to leverage what you own. The end 
result is getting mailbox money 
with rent coming in every month 
while you’re sleeping … and 
whether or not you’re working in 
another business.”

Life’s Loves and Goals

At the heart of Denise’s world is 
her family, including her hus-
band, Richard Rowe, and their 
three sons:  20-year-old James, a 
student at Florida Gulf Coast Uni-
versity, 18-year-old Joshua, who 
studies criminology and computer 
science at Florida Southern Col-
lege, and 16-year-old Jack, who is 
a top high school student at Bishop 
Verot. And all her children have 
their sights set on owning their 
first properties!

Originally from Massachusetts, 
Denise shared her love of Fort 
Myers with her family.

“I really enjoy teaching people about 
what we call ‘mailbox money’ and 
creating wealth from property. For 
us Realtors®, in particular, we’re 
all 1099 employees. We don’t have 
pensions,” she says. “At some point, 
we’re going to want to stop selling 
real estate and retire. Since we 
don’t have a pension, we need other 
ways to generate income. The key 
to wealth is having multiple income 
streams, such as through ownership 
and investment in property.”

The Impact is Real

“The value in owning property is 
clear. In fact, the research shows that, 
on average, the net worth of first-time 
homeowners is $200,000, while the 
net worth for those who rent is about 
$10,000,” she points out. “The reason 
for the difference is you’re able to 
leverage your money.”

“We’ve been very fortunate that most 
of my family relocated here, including 
my brother and sister and parents. 
They’re all here,” she says. “In turn, 
all of our kids have grown up togeth-
er. We are blessed.”

In her free time, Denise enjoys walks 
along the beach with Richard and their 
chocolate Labrador dog, Rocco, who 
has become well known to those in the 
area as the neighborhood mascot.

During those walks, Denise likely re-
calls that desk in Hong Kong … and that 
photo that kept her focus on the future.

“You have to have that big ‘why’ 
that keeps you going every day,” she 
smiles. “I’ve always believed that 
you’ve got to position yourself as if 
you’re already living the dream, and 
that moves you closer to it.”

That’s the spirit that helps Denise 
picture the possibilities for herself 
— and which has enabled the great 
success she has achieved for herself, 
her family, and her clients.

She says start your strategy at 
home, then work out from there.

“Before you buy any investment 
property, you need to own your 
home first. Rather than paying 
the landlord’s mortgage, pay your 
own. Then, after that, property 
investment is a great place to build 
wealth,” she says.

Denise shares an example.

“Let’s say you want to buy an 
investment property for $100,000. 
You’ll probably need to put 25 
percent down. And a year later, 
if the property appreciates by 
$5,000, you’ve made $5,000 off 
of $25,000 because that’s what 
you put in. You made $5,000 off of 
$25,000, which is a 20-percent re-
turn on the money you invested.”
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Joe Pavich Jr.
R E P U T A T I O N  F O R  R E S U L T S

cover story
By Dave Danielson

Photography by Pure Fotografica

The act of achieving your goal isn’t something that 

just automatically happens. It takes dedication, 

perseverance, and hard work.

One of those who has a reputation for results is Joe 
Pavich Jr. It’s something he has created and honed 
through the years — ever since making his start in 
the business in 2001.

First Impressions of the Business

Today, Joe is Broker Associate with Realty World 
J. Pavich Real Estate. As a son of Realtors®, it may 
have been a foregone conclusion that Joe would pur-
sue a future in the business himself. But it wasn’t.

“As a kid growing up, I remember going with my 
parents on the weekends. They loved looking at 
open houses. We didn’t have the devices that we 
have now to occupy ourselves. I would bring a 

notepad and a couple of small things 
to keep myself busy during the hours 
that Mom and Dad spent looking at 
homes,” Joe recalls. “At the time, 
as a young boy, I thought I’d be a 
Major League Baseball player. I never 
thought I would be doing this.”

Times — and attitudes — can change.

“I got a job out of college working at 
Enterprise Rent-A-Car,” Joe remem-
bers. “With an opportunity like that, 
you’re working a lot and learning 
so much … it gives you the ability to 
manage your direction, working with 
accounting, budgeting, profit, and the 
ability to run your own business. It 
was cool. I liked that a lot. I like having 

employees, selling products to people, 
and customers who were mine who 
didn’t want to work with anyone else 
because I made them feel special.”

Service Excellence

That was a feeling he tried to always 
replicate … and his clients clearly felt 
his commitment. A client returned a 
vehicle with a gas tank that wasn’t com-
pletely full? No problem. A car came 
back a little late? Again, no penalty.

“I wasn’t out to punish customers. It 
just didn’t make sense,” Joe says. “I 
always told employees that we want 
to be sure to take care of people and 
make them feel special.”

The Pavich family (from left: Juliana, Joey, Joe, Jacob, and Jenn).
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In time, Joe found himself thinking about real estate. 
Then, he decided to make the move, and told his boss.

“I went to my boss and told them about going into 
real estate. He was shocked that I was leaving 
Enterprise. He thought it was a bad idea and said I 
could always come back,” Joe says.

His course was set, though.

“I got in the business and started working it hard. 
I did what a lot of people don’t do. A lot of peo-
ple want to hit a grand slam and have immediate 
success,” he says. “But you have to work at it and 
put your time in. I never left the house without a 
business card, and collected names and numbers 
and did open houses every weekend.”

Hard work created results — with three sales 
during his first month.

“It was an exciting feeling,” Joe shares. “And I want-
ed to keep getting out there and making it happen.”

Hitting Stride

That feeling grew and has never stopped.

“I always put a percentage back into the business, 
and started seeing results and getting referrals and 
getting people to call me directly,” he smiles. “At first, 
people would call my dad, and he would hand them 
off to me, and I didn’t want that. It didn’t take long, 
and I had my own business separate from my dad’s.”

Through time, Joe has built his own team, today 
consisting of three full-time assistants, including 
Theresa, Stacey, and Julie. The results have been 
stunning. In fact, in 2019, Joe personally sold more 
than 100 homes, and hit over $850 million in his 
career in real estate.

In 2019, Joe Pavich Jr. 
personally sold more than 100 

homes and exceeded $850 
million in total career volume.

Joe ‘s priorities begin 
with his wife, Jenn, 
and their children.

JP
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SERVICES

“We have an awesome team, and we’re truly like 
family,” Joe says. “We’ve built great systems that are 
in place to streamline intake. I have 50 listings, and 
sometimes a seller wonders if I’m too busy. But the 
way we’re organized, I could manage much more.”

Family First

While he’s driven to achieve excellence, Joe  
prizes life’s priorities — beginning with his fam-
ily, including his wife Jenn, and their children: 
10-year-old son Joey, 8-year-old daughter Juliana, 
and 5-year-old son Jacob.

“It’s important to me to be home every night for 
dinner. My business doesn’t run my life. I want to 
be there for the baseball tournaments and other 
activities,” he emphasizes. “It’s possible for us, in 
this business, to be with our family and yet not 
really be with them. So if I need to take a call, I try 
to step away. I want to be there not only physically, 
but really focused on them.”

It’s one of the things about real estate he loves the most.

“It allows me to be 100 percent at my career and 110 
percent as a dad and husband … and do those things 
fully,” Joe smiles. “I’m the same guy off the clock as 
I am on the clock.”

In his free time, Joe enjoys golf, fishing, boating 
with the family, and spending time at the beach.

Genuine Gratitude

When you meet Joe, you immediately understand 
that this is a man of integrity, caring, and  
determined drive.

“Honesty, integrity, and trust are the things I teach my 
kids as well,” Joe says. “I’ve always felt like I’ve looked 
out for people. I never thought about the money or 
thought I have to make this or that sale today. It’s 
about taking care of them, and the money will come.”

With a genuine sense of gratitude, it’s easy to see 
how Joe has built his reputation for results.

“I absolutely love what I do and can’t imagine 
doing anything else,” he says with a smile. “I’ve got 
an amazing family with my wife and three kids. I 
wouldn’t trade my life for anything.”

Joe loves the freedom a career in real estate provides and 
says, “I’m the same guy off the clock as I am on the clock.”
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office@pantherhomeinspection.com

PANTHER HOME
INSPECTION

(239)389-0996

With over 12 years in the home inspection profession, Panther promises to provide 
you with an easy to read inspection report within 24-hours of the inspection. Our 

professionally trained, licensed, and insured staff will be available to provide your 
client with the information needed to make an informed, fact-based decision.

General Home Inspection | Wind Mitigation | 4-Point Inspection | Pool | WDO/Termite | AQ/Mold | Radon | & More!

Fully Insured - Liability & E&O

www.pantherhomeinspection.com

LOOKING FOR A DRAMA-FREE,
PROFESSIONAL HOME INSPECTION?

30+ Years of Experience in Facilities Management
CARY CRAMER, Owner/Operator

239-841-3970 | ndcramer07@icloud.com

HOMEWATCH AND HANDYMAN SERVICES
WHILE YOUR CLIENTS ARE AWAY

 Absolutely would 
recommend Cary to anyone 

looking for home services. Cary 
was very professional and 

honest about the job he did in 
my condo and my client’s new 
investment property. He takes 

pride in being ethical and 
caring, great prices. I will 

definitely be using Cary for my 
next home service need!f

House Maintenance/Repairs

Home Watch Services

Serving the Greater Naples Area

www.homeservicesbycary.com

“

”~Liliana B.

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

LAUNCH
PARTY

Date/Time: 

To be announced soon. Anticipating end of July or August.  

Location:

The Seaside Bar and Grill
24850 Old 41 Road

Bonita Springs, FL 34135

Get excited for SWFL Real Producers’ big, upcoming launch party!

This event is exclusively for the Top 500 agents in the area and 
their teams, along with our preferred partners.

We bring together the most influential agents and business 
partners in the real estate sector every quarter to network and 
socialize together. The best of the best together in one room —  
learning, masterminding, and just taking a break and having some 
fun together. Plan to join us at the brand new Seaside Bar and 
Grill in Bonita Springs for an evening of cocktails, hors d’oeuvres, 
and raffles every half hour.

Be on the lookout for our texts and your exclusive invitation by 
email soon. We look forward to seeing you at the launch party! For more information or questions about SWFL Real Producers events, email 

Andrew Regenhard at andrew.regenhard@realproducersmag.com.

SWFL REAL PRODUCERS

Connecting. Elevating. Inspiring.

S W F L

upcoming events



44 • July 2020 SWFL Real Producers • 45@realproducers realproducersmag.com

BRIAN M. RICE
Senior Loan O�cer

NMLS # 262453

OFFICE 757.450.6214
MOBILE 757.450.6214

Florida #63546
Virginia #2979

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

WE PUT YOUR CLIENTS FIRST...
WITH CUSTOM HOME FINANCING SOLUTIONS TO FIT THEIR SPECIFIC NEEDS.

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."
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cover story

Passion for the Profession

By Dave Danielson

Photography by LaCasaTour 

Then there are those like Chris Lecca. For Chris, who 
is a REALTOR® with Downing-Frye Realty, there 
doesn’t seem to be a line at all. His is a true passion for 
the profession.

“Real estate is really just part of my life, and part of 
who I am,” Chris says. “If I get a call from someone who 
wants to go look at a house right away, it doesn’t feel like 
anything out of the ordinary. To me, it feels like a very 
natural part of what I want to be doing. For me, a day 
without my clients feels incomplete.”

LIFELONG LOVE
Some find their path in real estate after exploring other 
directions in life. But it seems like real estate was the 
only direction Chris had been heading his whole life, even 
as a boy growing up in Massachusetts. A big part of Chris’ 
success story began with his examples at home — his 
mom, Diane, and his dad, Jim.

“I grew up around real estate,” he recalls. “My parents 
owned and maintained over 100 rental properties in and 
around Massachusetts when I was younger, and they 
always tried to involve me in what they were doing.

“My parents always pushed me to do my best, and I’ve al-
ways believed that mom and dad know best, so I tended to 
follow their suggestions. I didn’t always like to hear what 

Chris Lecca has had a stellar rise to number one, top producing  agent in his office at Downing-Frye Realty, and ranks in the top 1 percent of 
over 6000 Realtors® in Naples.

CHRIS
LECCA

Every REALTOR® has their 
own unique approach to real 
estate. There are no right 
ways to achieve and maintain 
balance. And, when it comes 
to this business, one size 
definitely does not fit all. 
However, for many, the line 
between work and personal 
life is defined and clear-cut.

they were saying, but taking their advice always 
helped me,” Chris recalls. “Along the way, they 
gave me options. They would give me their 
opinion, and then let me choose another path if I 
wanted. But since I always emulated my parents, 
following in their footsteps by getting involved in 
real estate had been a dream of mine ever since I 
was 12 years old.”

As Chris got older, the dream took on more energy.

“When I was 15, my parents retired early and we 
moved to the Naples area,” Chris remembers. 
“When we arrived, I realized all of the possibil-
ities in real estate that existed here. The idea of 
becoming an agent really caught my eye. I began 
to look forward to the time when I would turn 
18 — not for the typical reasons of any teenager, 
but so that I could get my real estate license.”

And that’s exactly what he did.

“As soon as I graduated from high school, I obtained 
my license. That was 11 years ago,” he smiles.

REWARDING RESULTS
The rewarding feeling Chris gets continues 
to build.

CELEBRATING LEADERS 

Heather Caine

RISING STAR

Chloe de Maleissye-Melun

PARTNER SPOTLIGHT

Panther Home Inspection

M A Y  2 0 2 0

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

S W F L

CHRIS LECCA
Passion for the Profession

REPRINTS!         

What the heck is a reprint? A reprint 
is a four- or eight-page, maga-
zine-quality-grade paper with your 
full article and photos, and you on the 

cover of the publication.
                       
WHY DO I NEED THOSE?                     

These reprints are a professional 
marketing tool that can help brand 
you, your team and/or your business.

•	 Use on listing appointments
•	 Send out to friends and family 
•	 Send to clients with your  

holiday greetings
•	 Brokers, use as recruiting tools  

for capturing new talent 
•	 Use when farming your  

favorite neighborhood  

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED ON MY ARTICLE?

No worries! We can make any changes needed. We 
send you a proof, you approve, and then they are 
sent to you via FedEx.
                       

Were you, your broker, or the team 
featured in an issue of Real Producers? 

Want a copy of your article or full 
magazines that you were featured in?

PRINT
ME MORE!

WHO CAN BUY THESE?                     

The Realtor® that was featured, the broker, our part-
ner, or family. Anyone who wants to promote you.
                       
HOW DO I ORDER?               

Email andrew.regenhard@realproducersmag.com, 
or give us a call at 239-290-0692.
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239-304-0516

YOUR #1 REFERRAL FOR CUSTOM HOMEBUILDING!

www.laramconstruction.com

Eric & Christl Ramirez
Fully licensed and insured
certified general contractor

Family Owned & Operated
VISIT OUR MODEL HOME AT 85 
0TH AVE NW NAPLES, FL 34120



Josh Lund | Branch Manager | NMLS #387408

Gold Star Mortgage Financial Group | NMLS #3446

239-478-5783 | JLund@goldstarfinancial.com

www.goldstarfinancial.com/JoshLund       

    Close 50% more transactions
    a year

    Numerous partnerships
    with �nancial systems in the
    United States

    Lender for Life

    20 Years Experience

Take Your
Business to 
the NEXT
LEVEL!


