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This section has been created to give you easier access when searching for a Sacramento
area vendor to use. Take a minute to familiarize yourself with the businesses sponsoring the

MEET THE

publication. These local businesses are proud to partner with you and make this magazine
possible. Please support these businesses as they are the reason the publication exists.

PREFERRED PARTNERS

ATTORNEYS

ElGuindy, Meyer & Koegel,
APC

Judith Maranski

(916) 778-3310
emklawyers.com

BLINDS/SHADES

Made in the Shade Blinds
and More

Mandie VanBuren

(916) 300-4306
blindsofnorcal.com

COMMERCIAL REAL
ESTATE

Banyan Commercial

Tai Le

(760) 593-8710
banyancommercial.com

HOME INSPECTION
CalPro Inspection Group
Andrea Quyn

(800) 474-3540
calprogroup.com

Certified Home and Building
Inspections

Jason Stockwell

(916) 223-3400
certifiedhbi.com

Twin Termite & Pest Control
Brian McComas
(916) 344-8946
twintermite.com

INSURANCE

Intrinsic Insurance Services
Aurora Mullett

(916) 585-8184
iiprotect.com

4 . June 2020

Professional Insurance
Associates, Inc.

Paul Hammack

(877) 495-9141
piainc.com

Sky Insurance Brokers
Erik Sjolie

(916) 540-7000
skyinsurancegroup.com

MARKETING

XSIGHT Creative Solutions
Scott Rodier

(916) 444-9100
xsightusa.com

MORTGAGE

Dan & Sherene Team -
Fairway Mortgage

Dan Mcintire

(916) 276-3324
danandshereneteam.com

Fairway Independent
Mortgage

Michael Pankow & Greg
Sandler

(916) 318-5626
wefundhomeloans.com

Family First Mortgage Group
AJ Jackson

(916) 835-4100
ffhomeloans.com

Point Equity Residential
Lending

Nick Cunningham

(916) 302-2018
pointequity.com

The Mortgage Company
Lonnie Dickson

(916) 396-3185
themortgagecompanyca.
com

The Rodney Rose Team
Rodney Rose

(916) 223-2775
getmoneyforyou.com

STAGING
Staging & Co.
Hannah Nguyen
(916) 753-8902
stagingnco.com

Stephanie Brubaker Home
Staging & Consulting
Stephanie Brubaker

(916) 390-4491
stephaniebrubakerhome-
staging.com

STONE COUNTER & GLASS
POLISHING

Pro Gear Industries

Todd Ognibene

(916) 778-0342
facebook.com/
pgistoneandglass

SACRAMEN

REAL PRODUCERS TEAM

Katie MacDiarmid Alison Davis Rachel Lesiw
Publisher Account Executive & Media & Marketing Manager
Content Coordinator

XSIGHT Dave Danielson Stephanie Brubaker
Creative Solutions Writer Writer
Creative Marketing Services

A TUWIS DR 05 PO T E Oy HES DMENTIAL | FH NG 3 1403700

THE MORTGAGE
COMPANY WELCOMES
DAN, JOSH AND CARL!
| ..;.."‘

LOCALLY OWNED AND INDEPENDENT.

JOSH HART DAN STONE CARL VIVIANO

L ONNIE N. DICKSON | BRANCH MANAGER SR. MORTGAGE ADVISOR MORTGAGE ADVISOR MORTGAGE ADVISOR
THE MORTGAGE COMPANY | NMLS 747878 THE MORTGAGE COMPANY THE MORTGAGE COMPANY THE MORTGAGE COMPANY
C: 916-396-3185 NMLS 1949013 NMLS 891444 NMLS 922273

1839 IRON POINT DR. STE. 100 | FoLsoM, CA 95630 C:916-879-2547 C: 916-300-7207 C: 916-410-0097
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Multi-Family & , "
Commercial Real Estate '

FOR ALL OF YOUR
INSURANCE

BANYAN COMMERCIAL
g .
16 UNlTS_- SOLD gt 1;‘ 26 UNITS - SOLD
al | 1 - =5

DY publisher’s note

@I\

“LOOK FOR THE HELPERS, YOU WILL ALWAYS FIND PEOPLE WHO ARE HELPING.” -FRED ROGERS

NEEDS

Specializing in:

* Homeowners Insurance

* High Fire/High Brush
¢ Flood Insurance

» Life Insurance
As Iread all of your submissions that came in over this last month I was so moved and encouraged. If 'm honest, finding a life/ ‘

38 UNITS - SOLD
| . i... Ry,
F

el ‘

. . . . . . . - - 1% n
contributions. It’s an honor to be recording your experiences and connecting this community. - r

work balance in the midst of this new adjusted way of life has not been easy for me. I have five kids, ages seven to 15 that are * Auto Insurance

all suddenly inside my house 100% of every day, as well as a husband who is also now working from home. So while we enjoyed
our moments of blissful appreciation for the slowed schedule, it didn’t take all that long for the quarantine honeymoon to fade.
Real life in this lockdown has been a rollercoaster of highs and lows, to say the least. But there are valuable lessons to take away

from this time and so I thought it only fair to include my own reflections alongside you in this issue. Thanks to everyone for their

Bay Area | Central Valle ﬁreaterSacramento .
jiiica] /| www.skyinsurancegroup.com

(916) 540-7000

“REFUSE TO BE AVERAGE”
CA Insurance Lic: 0J15368

Tai Le, Founder
760-593-8710
tai@banyancommercial.com
www.banyancommercial.com

466 Brannan Street 2717 Cottage Way Ste. 3
San Francisco, CA 94107  Sacramento, CA 95825

to learn the difference and seek out
| get my energy from face-to-face in- voices and avenues that produce what

teraction. | love meeting new people, | have seen a capability, independence is helpful for me to consume.

@ CalBRE# 01840641

reading eyes and expressions and
making genuine connections. Inter-
action across a screen has not been
the same for me and | can’t wait to
meet people for coffee again when
this is over.

Whether it be my children’s 101
sports teams and practices, a certain
kind of food item at the grocery
store or the ability to get my hair and
nails done, life has gone on just fine
without these things. It has been
really good for my family and me to
be reminded that these are non-es-
sential privileges.

and resilience in my kids that | don’t
normally give them credit for. I've seen
beauty and felt deep gratitude for sunny
days that I'd typically have spent entirely
inside cars and offices. I've played
games, read books, discovered trails
and had conversations that just simply
wouldn’t have fit into my regularly sched-
uled spring calendar. For these things, |
am so grateful.

Fear spreads panic and hopelessness. An-

ger spreads hatred and frustration. There is
a difference between gathering information
and being sucked into unproductive spirals
and echo chambers. It’'s been important

My favorite quote to come out of this has
been from Mr. Rogers. “When | was a boy,
and | would see scary things on the news,
my mother would say to me, ‘Look for

the helpers, you will always find people
who are helping.” So what can | do at
this time when | feel mostly helpless? |

can join in where | see good happening. |
can educate myself and find ways to help
and support those who need it most right
now. | can spread a narrative of positivity,
grace, hopefulness and gratitude. And
though the circle is much smaller, | can still
look to make the days of the people that |
am interacting with just a little bit brighter.

Keep your head up and your hearts open, Sacramento Real Producers!

There are better days ahead and we will come out of this ready to embrace them.

Practicing gratitude in the midst of the journey, y’ N

Sacramento REAL Producers i

6 - June 2020

facebook.com/sacramentorealproducers/

Iml @SacRealProducers

Here To Help &

WE PAY FOR ALL APPRAISALS
15-DAY CLOSES

FAMILY FIRST NMLS# 210062
Mortgage Group BRE# 01872296

AJ Jackson
Owner

LOW RATE AND FEE STRUCTURE
WE MAKE DIFFICULT FILES EASY

NMLS#39096

7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com
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Intrinsic Insurance Services

Lic 0130123

Office: 916.585.8184
Cell: 530.903.2362
Fax: 916-745-8434
info@iiprotect.com
Www.iiprotect.com

8 - June 2020

OuUT WITH THE OLD

lient: CalPro Inspectio
Group
Size: 1/4

Location: Standard

on-site consultation!

Intrinsic Insurance-
Where Integrity and Protection Meet

Intrinsic Insurance partners with Realtors in a unique way. We know the hard work and reputation it takes to
secure a homeowner and we Partner to help you execute on that homeowner every time they or a family
member thinks of buying! Through cobranded touches we keep your relationship alive for many years to come.
Though we can assist you with all home transactions in 8 states; we excel in escrow closings with properties in
hard to place risk areas and work directly with the Lender and Title to make sure your escrow closes on time.

INTRINSIC

INSURANCE SERVICES

Here are just a few of the products we excel in:
» Residential Homes < Luxury Homes  Secondary homes
» \lacation Rentals  Flip/Construction * Kitec Plumbing
* High Fire « Flood * Real Estate Commercial Protection
If you are looking for a Partner who stays on the leading edge of the market
instead of a transactional agent Intrinsic Insurance is the clear choice!
Serving: CA, WA, OR, 1D, CO, NV, UT, AZ

Here is what other Realtors have to say about us:

Intrinsic Insurance excels with my customers time and again. No matter what hurdle we

throw at them they always find an option and propel us to closing. They are one of the

only agents that partners from listing to close to ensure insurance is never an issue.
Maury O’Hearn~ Premier Real Estate

P» announcement

COMMON QUESTIONS ABOUT

SACRAMENTO
REAL PRODUCERS

Real Producers is a national concept currently open
in 125 markets across the country. With the launch
of Sacramento Real Producers, | wanted to take the

time to answer some pretty common questions.

What is the purpose of Real Producers magazine?

The mission of Sacramento Real Producers is simple. We
strive to inform and inspire the top-producing real estate
agents in the Sacramento market and connect them social-
ly. We do this by telling their personal stories. How they
have succeeded and failed. What drives them to achieve
year in and year out. Where do they spend their time when
they are not working, and what are they passionate about
other than real estate. We give local top-producing REAL-
TORS® a platform to tell their story in a way they have not
been able to do so before.

The secondary focus is to provide an avenue for our affiliate
partners to create and continue relationships with these top
performers, on a level that they might not be able to achieve

on their own.

Who receives this magazine?

This magazine is mailed to the top 500 producing agents in
the greater Sacramento area, according to volume each year.
This is based on the 2019 MLS, the ranking is annual and
resets every year. This year, the minimum production level
for our community was over $8 million. Just to be included
in this group is an accomplishment that testifies to your hard

work, dedication and proficiency.

What is the process for being featured in the magazine?
It’s really simple — you can nominate other REALTORS®
(or yourselves!). We will consider anyone brought to our
attention; 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 katie.macdiarmid@realproduc-
ersmag.com with the subject “Nomination: (Name of Nomi-
nee).” Please explain why you are nominating them to be fea-
tured. It could be that 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,
then we put the wheels in motion for our writer to conduct an
interview and write an article, and for our photographers to

schedule a photoshoot.

What does it cost to be featured?
Zero, zilch, zip, nada, nil. It costs absolutely nothing! We are
not a pay-to-play model whatsoever. We write real stories

about real producers, so nominate away, friends!

Who are the preferred partners?

Anyone listed as a “preferred partner” in the front of the
magazine is a part of this community and a top professional in
their industry. They will have an ad in every issue of the mag-
azine, 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 part-
ner 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.” Our goal is to create a powerhouse network,
not only for the best REALTORS® in the area, but the best

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

How can | refer a preferred partner?
If you know and want to recommend a local business that
works with top REALTORS®, please email us to let us know

at katie.macdiarmid@realproducersmag.com.

Still have questions? Don’t hesitate to reach out!
Katie MacDiarmid
Sacramento REAL Producers
katie.macdiarmid@realproducersmag.com

(916) 402-566

n facebook.com/sacramentorealproducers/

IEI @SacRealProducers
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partner spotlight

By Dave Danielson
Photos by Rachel Lesiw -
Indulge Beauty Studio

When you and your clients need an
extra level of legal expertise, it means
alot to know you have a partner that’s

truly on your side.

That’s the dynamic at work with the
team at ElGuindy, Meyer & Koegel, APC
... experienced and trusted advocates

that are there when you need them.

The Start of Something Special
One of those who knows that feeling
better than anyone is Ryan Meyer. As
a Partner with the firm, he experiences
the rewards of building the firm with
his long-time colleagues and friends.

“Joe ElGuindy, Benjamin Koegel, and
I all worked for the same law firm for
quite a few years. Then in 2015, we start-
ed our own firm and added lawyers in

additional practice areas,” Ryan recalls.

Today, ElGuindy, Meyer and Koegel,
APC, has seven lawyers.

Depth and Breadth
In addition to his legal exper-
tise, Ryan is also a licensed
REALTOR® and Broker, which
allows him to add a special lev-

el of understanding of real estate

NDY, MEYER & KOEG

“-A,

transactions, as well as relating to the
unique needs of REALTORS®.

As Ryan says, the practice has ma-

tured over time.

“We are able to offer a level of coop-
eration and ability to work together
that you don’t always find at larger
firms,” Ryan says. “We work on cas-
es together. What that means is that
clients get the benefit of getting your
primary contact, plus everyone else
who brings their expertise and looks

at your file over time.”

ElGuindy, Meyer and Koegel, APC,
brings a powerful balance to the
work it does with clients. The firm
is large enough to bring a diverse set
of specialties and perspectives, yet
not too big to deliver the benefits of

true, collaborative work.

“We have a wide range of practice
areas within the firm. My part-

ners work in other areas, such as
employment law or wills and trusts
and estate planning. So clients may
come to us with one issue. But when
we run into an overlapping issue,

we don’t have to go outside of the

\RC"

firm to find others to address those
issues and instead can internalize
that evaluation and advice to the
client,” he says. “We have a pretty
broad base, including civil litigation
and transactional work, real estate,
business, development, employment,
estate planning, wills and trusts,
construction and civil matters. And
we have gotten more diverse over
the last several years, based on the
lawyers that we bring into the firm.”

Seeing a Way Forward

Sometimes, clients expect the worst
when it comes to legal matters. In
fact, they sometimes have a hard
time seeing a way forward. But
that’s where the team at ElGuindy,
Meyer and Koegel, APC, comes
alongside them and gives them a

special level of support.

“We take a lot of pride in being able
to demystify what looks complex

or impossible on the transactional
side. Sometimes clients say, ‘I don’t
know how to get this done. I really
wish I could achieve my goal,” Ryan
explains. “But we’re there to show
them how it is achievable. It’s not an

insurmountable cost or amount of




time. From our experience,
we can talk with clients and
give them a sense of what’s
ahead. That helps people feel
like they can do this ... that

this is a workable scenario.”

The people who find their
way to talk with the team at
ElGuindy, Meyer & Koegel,
APC, are so glad they did ...

and for a variety of reasons.

“I think sometimes, people
think they only need a law-
yer if they are sued,” Ryan
says. “I'm the most proud of
the relationships we build

... how we may work with
clients on a lawsuit, and
then build a bond that goes

into the future.”

As Ryan continues, “Going
to a lawyer doesn’t need to
be a big deal. You can and
should consult with counsel
probably more often than
most people do. If we are
involved at the outset, we
can help identify problem
areas or help people avoid
conflicts or disputes or
liability that may occur

downstream.”

Cost is not a barrier.

“Most clients spend less

if they involve us upfront,
as opposed to if they get
sued down the road,” Ryan
points out. “We don’t have
an established minimum for

our work in terms of charges

12 < June 2020

The EMK Team conducting business via Zoom

to the client. We have a good
number of people who have
come to us for relatively sim-
ple cases that take a couple
hours of work. And when
that happens, that’s what
they pay for. We take the
view that we are here to help
and charge fees in a way that
makes sense. And, hopeful-
ly, you will come back to us

again for other questions.”

Ryan also emphasizes that cli-
ents who start a relationship
now reap the benefits for any

issues that may arise later.

As Ryan says, “It takes a
little bit to get people set up.
For example, when we’ve
gone through that process
and get to know a REAL-
TOR®, we know the types of
deals they do. In turn, that
speeds up the feedback we'’re
able to provide to the ulti-
mate client. It’s similar to the
same type of relationships
that REALTORS® have with
other professionals in the
industry, including partners
like home inspectors, title

companies, and others.”

As Ryan thinks about the
future, he looks forward

to continuing to be part of
the solution for people ... to

deliver a true team solution.

“When a client comes in
for a meeting, I'm involved
if their needs involve real

estate. By the same token,

if their needs involve

employment or franchise

law, one of our other team
members are asked to sit in,”

Ryan emphasizes. “We also

spend time talking about
potential issues. Not only =

is that good for clients, F % ;
. o Y RYAN MEYER,
but it also makes for et Partner

a very enjoyable work . ‘

BENJAMIN
KOEGEL, Partner

environment.”

As Ryan says, “We are a
truly cohesive group at work
and away from work. That’s
important for all of us to be
able to work with people we
really enjoy being around.

That’s part of our culture,

and our family feel.”

Ryan says it’s reward-

ing to see clients feeling
secure in the knowledge
that their issues are going to

be taken care of.

“I've had countless people
say, ‘I'm so glad I came in,
and I feel that something

is off my shoulders. I

DAVID PRICE,
Of Counsel

thought this was insur-
mountable, and now I
know it can be han-
dled,” Ryan says with a
smile. “And that’s what

we’re here to do ... helping

clients have confidence in the
group and feeling glad that

they came in.”

ELGUINDY
MEYER s

www.emklawyers.com
Phone: 916-778-3310

WWW.EMKLAWYERS.COM

Family owned since 1960

1}:'

D00] =

Professional Insurance Associates

Auto | Home | Life | Health | Business
INSURANCE

We pride ourselves in finding the ideal insurance
fit” by designing the most cost-effective protection
plans for you and your business through our access

to national and worldwide insurance markets.

ﬁ E ! . Ly "ih‘

PROFESSIONAL INSURANCE
ASSOCIATES, INC.

PAUL HAMMACK | President
916.297.7486
paul_hammack@piainc.com

www.piainc.com
License # 0467457

2270 Douglas Blvd Ste 200
Roseville, Ca 95661

These are
OUR kids.

of Placer County

HelpAFosterChild.com/Placer

m Sponsored by Nick Cunningham & the PointEquilty.com amily
NMLS 1D 1404205
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Zoom calls have become an important way to continue connecting during Shelter-in-Place.

P> special feature

By Stephanie Brubaker

MARKING A MOMENT IN

HIS TORY

Sunect Agarwal Katie MacDiarmid | a8
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It sounds like a promising episode title
from the 1990s cultural juggernaut sitcom,
Friends. Ross, Rachel, Monica, Chandler,
Joey, and Phoebe are quarantined inside
their New York City apartment in full hair

and make-up, climbing the walls while

exchanging witty banter.

But it’s 2020. And it’s no fictional premise.

On a chilly Thursday evening on March
19, the governor issued a mandatory
STAY-AT-HOME order. There was no
instruction manual or end-date provided,
and we quickly discovered that riding the
line between annoying the pants off one
another and being adorably hilarious is

difficult without a team of writers.

Oh, what most of us would give to have

r:-‘_'. o
' ]

someone yell, “Cut! That’s a wrap. Thanks,
everyone.” That little black and white
clapperboard would slap shut and we’d
meet some friends for drinks on the way
home from work. Maybe hit the gym
or catch a late movie showing. If some
government official would only announce
that COVID-19 is just a social experiment
for a new documentary, or even that we
have been globally Pranked. Alas, here we
are. While it sounds fun, bringing a camera
crew into your homes to record what it’s
like to live during the unprecedented mod-
ern pandemic not only defies the shelter-
in-place ordinance but also various privacy
laws. However, some of you were willing
to write in and share what living, working,
parenting, and playing in self-quarantine is
like. To pull back the curtain and say, this

is how we're really doing.

One of the first things we learned about
you is that you are wonderfully resource-
ful folks; you are engaged professionals,
charitable-giving organizers, community
advocates, overnight homeschool teach-
ers, devoted animal caretakers, garage
and pantry re-organizers, and skilled pan-
cake flippers. You call to check in on your
clients and your neighbors. And while no
one is recording you sitting there on the
phone, walking an anxious client through
an inspection in your pajama pants, and
offering you a million dollars per episode
to film your hilarious-yet-relatable new
life, we see you. And like never before, we

want you to see each other.

Sacramento REAL Producers -
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Anthony Alfano & family.

Suneet Agarwal hanging out
outside on his driveway.

Kevin Mehta having fun with his daughter.

AND ACCEPT THE CHALLENGE

NE WHERE YOU LOOK QUARANTINE IN THE

Featuring: Suneet Agarwal of Big Block Realty, Anthony Alfano of
The Alfano Group, Kevin Mehta of RE/MAX Gold, and Jamie Pierroz

of Realty ONE Group.

Regardless of the many opinions on
how this health crisis is being man-
aged, one thing is agreed upon - the
housing market is the backbone of
our economy. It is both a measuring
tool for the present and a predictor
of what’s to come. And you doubled
down; actively seeking ways to keep
this vital industry alive and moving
forward while still cooperating with

the public health recommendations.

“When the going gets tough, the
tough get going. We will learn
more about ourselves and be
stronger during these challenging
times. This will propel us even fur-
ther when ‘normal’ life resumes.”
—Kevin

Instead of pulling back and discon-
necting until the viral storm has

passed, you reached out.

“My days are spent supporting
agents that choose to keep working
in this economy. The support and
motivation are more important than
ever right now.”

-Suneet

You acknowledged this new reality,
and all the mixed feelings that come
with it, and used it as fuel to refine
your role in your family, your busi-

ness, and your community.

“We are stricken with fear and cha-
os in these uncharted waters. But
with real estate designated as an
essential service, we must act upon
the greater good of the community,
come together, and safely service

the needs of our clients. We are not

competitors but rather all on the
same team in different capacities.
Maybe we can learn from this ter-
rible pandemic; how to work with
each other, how to communicate
more professionally, and redefine
the real estate profession as a
whole. Amongst all the tragedy,
there is an opportunity!”
—-Anthony

Not only did you accept the chal-
lenge, but you're also finding the
positives in these unique circum-
stances—at times contributing

some silver linings of your own.

“This unprecedented nation-wide
shut down has forced a slow
down in all of our busy lives. Our
kids are home full-time, we are
working from home full-time, and
we have time to reflect, grow,

and lean in—to come out better
on the other side. Our family is
devastated by businesses clos-
ing, employees being let go, and
people fighting illness, but we are
choosing to see the good. Finally
having time to spend together.
Deepening our faith, working on
our relationships, and our physi-
cal and mental health. We are still
working with buyers and sellers,
but also fine-tuning our systems,
database, and business plan. We
are trying to stay active and bring
nothing but positive value to our
spheres (and peers) right now.
The devastation that COVID-19
has brought is widespread, but we
choose joy every day and strive to
better ourselves.”

~Jamie

THE ONE WHERE YOUR FATHER’S WORDS RING TRUE

Featuring: Kiana Rodrigues of Olani Properties.

Some of you have a voice in your head, for better be paralyzed by fear. The following quote has been my
or worse, that sparks your memory in significant mantra my whole adult life and was also taught to me
times. It takes you back; maybe with a phrase your by my father who has gone through several market ups,
mother used when you were growing up, a song downs, and even some market plummets. ‘Every morning
lyric, a scripture passage, or a quote from your in Africa, a gazelle wakes up. It knows it must run faster
favorite book. And sometimes it’s exactly what you  than the fastest lion, or it will be killed. Every morning a
need, precisely when you needed it. lion wakes up. It knows it must outrun the fastest gazelle,

or it will starve to death. It doesn’t matter whether you’re

“As a fourth-generation real estate professional, my the lion or the gazelle—when the sun comes up, you'd
father taught me that in trying times, there are two better be running.’ Get up every day. Run. It doesn’t mat-
types of agents out there: those that will roll up their ter who you are, just get up and run.”
sleeves and hit the ground running and those that will ~ ~Kiana

o000
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Featuring: Heather McKay of Realty ONE Group, Erik Sjolie of Sky Insurance Brokers, and Parmis Pourarian of Parmis Properties.

Erik Sjolie working at home with his daughters.

It hasn’t turned out quite as you

Raising children has never
been described as easy, even
under ideal circumstances, yet
many of you found yourselves
thrown into the deep end of
parenting when you woke up
on March 20. If there is such a
thing as sitcom gold, this has
the makings of a hit. You take
your imperfect hero, turn his
or her life upside down, and
throw some precocious kids in
the mix. And then, according to
the storytelling structure, you
make it worse. Such as, I don’t
know, maybe locking them all
in the house for an indefinite

amount of time.

“This has forced me to blend
family and work like never
before. Gone are the times of
blocking my days for maximum
efficiency. I had to learn to
adapt on the fly with my kids.
Many days I am working on my
business while creating Play-
Doh Disney scenes with my
daughter at the same time. It is
both extraordinary and hysteri-

cal at the same time.”
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expected. Balancing work and
family, along with every other
aspect of your life, within the

four corners of your property

has had some surprises.

“I thought my life was a circus
pre-COVID-19, but that was just
the opening act! I am now expe-
riencing the main event and it’s a
wild show. Having three kids, un-
der the age of eight, at home who
will not be returning this school
year has been a huge adjustment
for my business. I thought that
since I'd been promoted (not by
choice) to a homeschool teacher,
my work would have to
take a back seat. So
Ithought, but I was
wrong! I've had to

get creative while the
kids are schooling from
home, but I can still show
houses, there is internet or
amovie for the kids in the car,
maybe a sweet treat bribe here or
there but it can still be done. The
kids have even helped me create
sweet Welcome to Your New

Home cards for my buyers. I can’t

"""

Heather McKay and her family on their porch during quarantine.

help my sellers move out or be
there for inspections or signings,
but FaceTime does the trick. I
have been sending Door Dash
E-Cards to my sellers, giving
them a night off from cooking.”

“I think having kids at home,
building my business, and suc-
cessfully closing transactions
during this uncertain time has
been humbling, and it makes
me more relatable than ever.
We are all humans trying to
navigate through this. I look
forward to the future, but I will
always remember this time
when my kids were home
and my circus was in
full swing. I think
I will appreciate
everything a little
bit more!”
Heather
McKay
And some of you
have discovered
what many parents who work
from home already knew—it
takes work and discipline and
can, at times, dissolve into cha-

os. But it has its perks.

——

“This is obviously a very
different lifestyle and we
all had to adapt quickly to
homeschooling, working
from home, lots of noise,
paranoia, distractions,
juggling, etc. However, if
we stop and notice, many
positives are coming out of
this new lifestyle. We now
embrace, enjoy, and do
many more outside family
events such as picnics,
biking, hiking, and walk-
ing. We are more involved
in the details of our kids’
academics. We spend more
time doing arts and crafts,
dance, sing, and play as a
family. My husband and

I have date night movie
nights after kids go to bed.
We don’t stress about run-
ning late, getting dressed,
rushing out the door, or
the phone ringing off the
hook. We all get to sleep
in. We have learned that
people can adapt to change
and are stronger than we

give ourselves credit for.”

Despite sheltering-in-place, and every
other new obstacle between you, your
clients, and the rest of the world, you are
reaching out. Points of connection that
were once built into our routines have
become the result of planning and inten-

tion. Making them all the more valuable.

“Always show your family, friends,
clients, and colleagues how much you
appreciate and value them. Recently,
I’'ve experienced how moved people have
been simply by a phone call. In these
unprecedented times, a call checking-in
on people in my life and asking how they
are doing amid Coronavirus has gone a
long way. We all value real connection.”
-Paul

Amid these new, intentional
routines are opportunities for

encouragement and support.

“I have talked to more neigh-

bors this week than ever — mid- BEIiiis

day, stress-free, walking their
dogs or getting their families
outside. We are also supporting
small businesses. I started a curbside
to-go local Facebook group for the com-
munity to share menus and find tempo-

rary solutions from our small business

¥
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Paul Brown: Those That Quarantine Together Stay Together!

NE WHERE YOU STAY IN BUT STAY CONNECTED

Featuring: Paul Brown of Keller Williams, Taylor Hirst of Navigate Realty, and Parmis Pourarian of Parmis Properties.

Pourarian

owners — we have over 3,000 members
now and daily collaborative activity.”
~Taylor

Your participation and leadership appear
to be contagious. You are spreading the
word, sharing resources, problem-solving,

and collaborating for maximum impact.

“All the love and support our com-
munity is showing is overwhelming!
People helping people is so powerful
and beautiful. Last week, we delivered
100 healthy, delicious meals to the
ER department of Kaiser Roseville
and plan to do the same next week for
Sutter Roseville. This is due to the
love and generosity of our community’s
donations for our local healthcare
heroes. We are so apprecia-
tive and proud of all their
hard work and dedication
to keeping us safe. It’s nice
to see them get the love and
recognition they deserve.”
—Parmis

What is abundantly clear
in all of this is that you é

are the heroes of your 3.

¥

own stories. While
COVID-19 is a uni-

versal crisis, you are using your unique
gifting and skills to make your corner
of the industry, and the world, a little
better. You aren’t settling for survival
but discovering ways to thrive, even in
the small things. And you're doing it all
without a script, a director, or an agent

telling you how talented you are.

We raise our glasses to you for every
work call you had to make from your car
in the garage because it was too loud in
the house. We salute you for the extra
patience and grace you’ve extended to
confused and anxious clients. And we
tip our hats to you for the late-night
YouTube sessions freshening up your
third-grade math skills.

Most of all, we thank you for forging
ahead in hope.

And we leave you with this feel-good
P

bonus episode.
T
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Taylor Hirst & her daughters
on baby goat watch.
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THE ONE WITH AN UTTERLY CHARMING DAY IN THE LIFE

Featuring: Taylor Hirst of Navigate Realty

“The only thing we have control over is our mindset
and the memories being created. Right now, our littles
understand this simply and profoundly as ‘germs’
keeping us all home together—away from school,
shopping, and family. They now understand how
something so small can have such a huge impact on
our lives, and those all around us. I can’t help but trust
this will be an important understanding when we get
to the bigger lessons in the future.”

“Our girls are two and four years old. Our ‘homes-
chooling’ looks like this: counting activities by collect-
ing acorns and leaves from the yard, cooking together
in the kitchen, collecting eggs daily and identifying
their colors. For problem-solving, we are building a
barn for our expecting mama goats. Art comes from
using the extra plywood as our canvas - writing out
the alphabet, our names, and drawing our 7armi-

{y (farm-family) all over the place. The girls sing to the

goats and chickens and we are exploring the property

20 - June 2020

we moved to a year ago. For sports, we brought faux grass
in the house and are playing a modified version of mini-golf.
Our fort building is getting more creative and we even have
a king mattress in the living room for a semi-permanent
‘sleepover.” Our next 7armily project is to start the garden
we ordered seed packets for long ago and just didn’t make
time for. Unless, of course, we spend the rest of our shelter-
in-place time snuggling baby goats. The coolest thing is that
we are more intentional about everything. We are doing our
part by staying home, taking care of those near us by safely
delivering our beautiful rainbow eggs and toddler giggles
with those that need a little cheer.”

“It’s a precious time. I have fewer work stresses penetrating
my bubble, even though I am working from home 100% - it
feels freer. If I take a call, and an agent hears a goat ‘bah’ in
the background, we laugh and it calms the nerves. We are re-
lating more on a human level, and coming together to support
each other, our clients, and our industry as a whole.”

~Taylor
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mlo@stagingnco.com
916.778.0086

EXPERIENCED AND TRUSTED ADVOCATES

FLGuinDY, MEYER & KOEGEL
We are a civil litigation and transactional law firm serving clients throughout California

GENERAL BUSINESS EMPLOYMENT REAL ESTATE CONSTRUCTION PRACTICE

LITIGATION
CONTRACT DISPUTES
DEVELOPMENT DISPUTES
UTILITY DEVELOPMENT
PRODUCTS LIABILITY

WAGE & HOUR
HR COMPLIANCE ISSUES
EMPLOYMENT CONTRACTS
LABOR BOARD CLAIMS
EMPLOYMENT LITIGATION

ENVIRONMENTAL LIABILITY
LAND USE ISSUES
PREMISES LIABILITY CLAIMS
AGENT-BROKER LIABILITY

CONTRACTOR DEFENSE
CONSTRUCTION DEFECTS
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS

The Firm is premised upon a single goal - to provide our clients
with extraordinary and personalized service through dedicated and
experienced attorneys who are not only well-versed in the law, but

also know that practicality and efficiency are important in any

transaction or litigated matter. We seek to avoid the common
pitfalls that befall clients stuck in the maze of large,
corporate-minded law firms who do not respect nor understand
their clients’ unique needs or expectations.

ELGUINDY
MEYER=
KOEGELarc

www.emklawyers.com
(916) 778-3310
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CENTURY 21 CORNERSTONE REALTY

EMPOWERING POSSIBILITIES

Those who pursue and achieve their own goals provide
an important example for others to follow. But that’s just
the start.

Those who teach others how to do the same things for
themselves give a gift that lasts a lifetime.

One of those who fit this description to a tee is Eric Hatch.

As a REALTOR® and Broker Associate with Century 21
Cornerstone, Eric is a leader who takes pride in empow-

ering possibilities for others.

ENTREPRENEURIAL SPARK
For those who know Eric and have experienced his :
energetic approach to life, it’s no surprise that he has

had an entrepreneurial spark since his start in life.




CENTURY 21 &

Cornerstone Realty

“From the start, it seemed like
I'was always operating my own
business. When I was a boy grow-
ing up, it began with things like
selling candy,” Eric recalls. “That
entrepreneurial drive stayed with
me. I had my own print brokerage

for a time, as well.”

A NEW PATH FORWARD

In 1989, Eric married Shan-
non, his high school sweet-
heart. As they started looking
for their own home, Eric had

pivotal discussions.

“A friend of ours had been a
REALTOR® with Century 21.
She had told me for years
that I should get into it,”

Eric remembers.

26 - June 2020

Enjoying his current role,
Eric put any thoughts about a
career in real estate on hold.
However, Eric did earn his
license and used it during the
purchase of a home he and
Shannon bought in 1995.

For many, entering real estate
can be a difficult transition to
make, even when it happens in
the best of economic times. Eric
didn’t have that advantage.

“When I entered the business
in 1995, we were in a bit of a
real estate recession. It took
an average of six and seven
months to sell a house,” Eric
recalls. “It wasn’t easy. But

we’ve stuck with it, and ev-

ery year, we’ve been able to

grow our results.”

SETTING THE BAR

Through time, Eric’s results
mounted. In fact, each year, they
doubled. His success story has
continued through time. Since
his third or fourth year in the
business, Eric has consistently
been a Top Producer. And in
2019, Eric finished the year with

an astounding 91 sides.

In the process, Eric has earned
the Quality Service Award, as
well as recognition as a Top
Agent, with results that have
placed him as high as number
four in units sold in the Cali-

fornia Century 21 system, and

number 28 nationally in GCI.

Eric earned his broker’s license
about 15 years ago. As he says,
one of his biggest sources of
pride is “the Century 21 Select
Group company and the agents

that make us a family.”

“We have a fantastic group
here who take what they do
very seriously,” Eric says. “Our
job in what we do is to be real
problem-solvers and negotia-
tors and to move through the
process and have happy clients

when we get done.”

BALANCED APPROACH
Away from work, Eric and

Shannon have a life that

revolves around their love of
family, including their five chil-

dren and five grandchildren.

In their free time, Eric and Shan-
non enjoy traveling. One of their

favorite destinations is Maui.

They also have a drive for
being involved in their com-
munity. Eric serves as Bishop
for his congregation. He and
Shannon also support the local
food bank, area schools, and

the Kare Krisis nursery.
Eric’s spirit for giving back
also extends to the real es-

tate industry.

“One of my favorite things

that I do is coaching

others in our business,”
he says. “I have 20 to 30
people that I do training

sessions with remotely.”

That approach is some-
thing Eric encourages new

agents to seek out.

“I think when you’re getting
your start in this industry, it’s
very important to treat this
as a business,” he emphasiz-
es. “At the same time, I think
another important thing is

to find a mentor, stick with
them, and learn everything

you can from them.”

“At the same time, each

person working in the business
should put their own personal
twist and their own personality
into what they do. As I always
say to agents, be yourself.

You don’t need to duplicate a
system. The tools are there. But
just find what you like and what

”

really works the best for you.”

RISING ABOVE

Ups and downs are all part
of the journey through life
and the business. But, as Eric
reminds, there’s still so much

in our control.

“I think it’s important for all
of us to remember not to let
any market we’re in dictate

our success,” Eric explains.
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MEMORIES

I'M
A MAN OF MY
WORD

“There’s plenty of business out there. You just have
to find it. When something unexpected happens,
and things aren’t working the way you expected,

just pivot, adjust, and work your plan.”

For all of his numbers and tangible results, Eric’s
true definition of success happens on a much more
human level.

“For me, it’s having a balanced life centered around
faith, family and work ... and what other people think
of me,” he says. “I know it’s not possible to please
everybody all the time, but the legacy I want to leave
behind is the memories that I give to those around me,
and I want them to know that 'm a man of my word
and that I approached everything I did with integrity.”

As he works his own plan, Eric also helps others put
their own dreams into action. Whether he’s talking
with a client, mentoring an agent, or giving back to
his community, Eric Hatch is making a lasting differ-

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

Enable the
rescue of
thousands of
human
trafficking
victims
worldwide

TO LEARN MORE, VISIT N2GIVES.COM

O Lertified

Home and Building Inspections

Sacramento, Placer and El Dorado Counties
Premier Home and Pest Inspection Company

InspectionsidonelnightathelfirstitimeYandithe]
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"flhnlw Shine & Gloss "‘flhlrhuﬂﬂu Daepth '(‘Ill Surface

STUNNING HOMES.

Give your listing the WOW factor. Buyers NOTICE it. Clients APPRECIATE it!
GET TOP DOLLAR.

Go above & beyond for your client] Small Investment. MAXIMUM returni
QUICKER SALES.

Impress your client with that dazzling home that sold in RECORD time!
TREAT YOUR BUYERS.

As o buyers agent this Iz g perfect house worming gift & THANK YOU!

' Remove Deposits ¥ Restore Glass Clarity V"mmm
LETS BUILD'A SUCCESSFUL RELATIONSHIP!

) ®PGISTONEANDGLASS  FX3 PROGEARINDUSTRIES @GMAIL.COM

STEPHANIE BRUBAKER

Home Staging & Consulting

Getting you more offers, faster.

o

b i

Serving the South Placer & Sacramento Areas

WWW.STEPHANIEBRUBAKERHOMESTAGING.COM

Sacramento REAL Producers - 29



Our pathway to homeownership was a tough one. We had credit issues, down
payment issues, and almost any issue you can think of when buying a house.

Things were delayed so much that the seller nearly backed out and | don't

blame him. Rodney helped us to battle the credit problems, found credits
and ways to help with the down payment, and dealt with me when | was
frustrated and a pain. Thank you Rodney so very much. - Brittany V.

Rodney has successfully cured many
previously diagnosed terminal,
un-fundable loans. Whether your loan
profile is healthy or needs a cure,
make the right choice. Call Rodney
and “Close with Rose.”

ﬂ -.*

"

ROdney Rose ® Rehab Construction Loans Apply here:

P r liese THE Loan Officer nmLs #1396861 ® FHA, VA*, CONV, JUMBO LOANS
@ WdFAIRWAY RODNEYROSE Cell:  (916) 2232775 ® lipe Doun Poymen

INDEPENDENT MORTGAGE CORPORATION MORTGAGE TEAM Fax: (866) 722-1248 ® Direct Lender with all Services

NMLS #2289 NS SRRt Email.  Rodney.Rose@fairwaymc.com e

Copyright©2020 Fairway Independent Mortgage Corporation. NMLS#2289. 4750 S. Biltmore Lane, Madison, WI 53718, 1-866-912-4800. Other restrictions and limitations may apply. All rights reserved. *VA loans subject to individual VA Entitlement amounts and eligibility, qualifying factors such as
income and credit guidelines, and property limits. Fairway is not affiliated with any government agencies. These materials are not from VA, HUD or FHA, and were not approved by VA, HUD or FHA, or any other government agency. **Eligibility subject to program stipulations, qualifying factors,
applicable income and debt-to-income (DTI) restrictions, and property limits. Fairway is not affiliated with any government agencies. These materials are not from HUD or FHA and were not approved by HUD or a government agency. Licensed by the Department of Business Oversight under the
California Residential Mortgage Lending Act, License No 41DB0O-78367. Licensed by the Department of Business Oversight under the California Finance Lenders Law, NMLS #2289. Loans made or arranged pursuant to a California Residential Mortgage Lending Act License.



Lending with Excellence

“Dan and Sherene are the lending dream team!
I've never worked with any lender that communi-
cates better than they do! They make buying a
home fun with their senses of humor and they
take the stress out of the process with stellar
efficiency!”

Monica H. (Realtor)

7] FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

DAN & SHERENE TEAM

Dan Mcintire Sherene Gray
Loan Officer, NMLs# 300900 Loan Officer, NMLS #302159
Cell: (916) 276-3324 Cell: (916) 798-8026

ShereneAndDan@FairwayMC.com
www.DanAndShereneTeam.com
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