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welcome to the

I’m honored to be addressing you 

in our very first publication here 

in Sacramento. I’ve already met 

so many of you over the last 6 

months, but it seems only fitting 

that here, in our premier issue, we 

begin with introductions.

Real Producers started as an idea in 
2015 and is spreading across the na-
tion like wildfire. We are now in over 
100 markets and as we launch here in 
Sacramento the mission remains the 
same; to connect, elevate, and inspire 
the leaders in Real Estate, highlight-
ing what makes them human and 
providing opportunities for the best of 
the best to strengthen their network 
and better their businesses.  

As for me, I come to you as a story-
teller. I have a passion for deepening 
community and relationships through 
the connecting thread we all share: 
Your stories. You are the experts in 
Real Estate, and your Preferred Part-
ners who have brought this celebra-
tory platform to you are the absolute 
best in their fields. 

publisher’s note As I have sat with each of you over 
coffee, visited your offices, seen 
family pictures, heard bits and pieces 
of the journeys that have brought you 
to where you are today, and heard 
about your plans for the years ahead, 
one thing is abundantly clear: we 
always enter people’s lives mid-story, 
and each and every one of you are so 
much more than what you do. 

This is also true of the clients you 
serve. If I am a storyteller, you all are 
story shapers. You have the immense 
privilege and responsibility of walking 
your clients through one of the most 
stressful, joyous, fearful or exciting 
seasons of their lives.  And you, with 
your expertise, professionalism, 
personalities and humanity have the 
power to help write the tone of it. 

When I met with Eric Hatch of 
Century 21 he told me he makes it his 
personal goal to provide each client 
with an experience they can’t help 
but talk about, even years down the 
road. Peggy Urieff of Coldwell Banker, 
reminds every client, in every note or 
email she sends, that, ‘It’s a good life!’ 
and if you know her, you know she 
means it! Pearl Hubred of Winder-

Sacramento Real Producers 
mere Real Estate smiled as she told me how fun it 
is to be able to promise her clients that no matter 
how long it takes, she can always guarantee this 
part of their story will have a happy ending.

In the Real Producers community, we are connect-
ing the cream of the crop. As top producers here 
in El Dorado, Sacramento and Placer Counties a 
vast majority of the volume and therefore the lives 
and families in this area, are taken care of by you. 
I have heard from you directly how seriously you 
take that responsibility, and so your Preferred 
Partners and I look forward to highlighting your ac-
complishments, and delivering recognition for your 
continued excellence in serving your clients.

Our publication will be in your mailbox every 
month, we’ll see you at exclusive events every 
quarter, and we’re always in touch on social media. 
This is your community; join in the fun and start 

sharing your stories, we can’t wait 
to know you more. 

Katie MacDiarmid

Sacramento REAL Producers
katie.macdiarmid@

realproducersmag.com

(916) 402-5662

          facebook.com/sacramentorealproducers/

          @SacRealProducers

community!

DISTRIBUTION:

This magazine is mailed free of charge to the 
top 500 agents in the greater Sacramento area, 
according to volume each year. Within this region, 
there are thousands of agents, and you, in this elite 
group, are the cream of the crop. 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.

CONTENT:

This is all about you. We’ll do personal and unique 
stories on members in the community, providing 
you with a platform to inspire others. As we grow, 
we’ll add fresh content focused entirely on you. 
It costs absolutely nothing for a REALTOR® to be 
featured. We are not a pay to play model; we write 
real stories, about real producers, and we’re always 
accepting nominations. We will consider anyone 
brought to our attention; we don’t know everyone’s 
story so we need your help to learn about them! 

OUR 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 magazine, attend 
our quarterly events, and be a part of our online 
community. We don’t just find these businesses 

QUICK FACTS ABOUT SACRAMENTO REAL PRODUCERS

off the street, nor do we work with all business-
es 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.” Our goal is to create a 
powerhouse network, not only for the best REAL-
TORS® in the area, but the best affiliates, as well, 
so we can grow stronger together.

EVENTS: 

Along with the magazine, we will host free events, 
exclusive to this community, where the best of the 
best get together at reputable local venues to social-
ize, mastermind, deepen our connections and better 
our businesses. We will communicate about events 
through the magazine, emails, and on social media.

CONTRIBUTION:

If you are interested in contributing, nominating 
REALTORS® to be featured, know of top-notch affili-
ate partners who you believe should be a part of our 
community, or would simply like to network; email 
or call me. I look forward to hearing from you! 

I’d like to personally thank all of our Preferred Part-
ners as well as the many REALTORS® and Managing 
Brokers who helped bring Sacramento Real Produc-
ers to life. We would not exist without you. I appreci-
ate you and look forward to seeing you soon!
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By Kelsie Qua

Photos by Rachel Lesiw - Indulge Beauty Studio

mance. He looks at the whole  
person, and whether they’ll be a 
good fit for the company. 

“We guard our culture drastically 
here and it’s something that we all 
take pride in. We always say, ‘culture 
is king,’ and that’s truly been the 
driver of our agency,” Erik explains. 
His staff takes pride in both creating 
a family atmosphere and providing 
an exceptional client experience. 
Those who interact with his compa-
ny truly take notice.  

One of the areas that sets Sky Insurance Brokers 
apart is its timeliness in assisting agents in need 
of solutions during an escrow. According to Erik, 
“We fit in that mid-range, where we’re not a small 
mom-and-pop shop anymore, but we’re not a huge 
company that is hard to maneuver and navigate.”  

“We’re able to pivot fairly quickly and move at the 
speed that the industry is moving at to make sure that 
we’re always evaluating and delivering on our promise 
to keep a client-focused agency,” Erik explains. 

While the temptation to settle may be a challenge 
in one’s work, Erik strives for constant growth and 

Erik Sjolie launched his career in insurance with 

two goals in mind: to do well by his clients, and 

to give back to the Sacramento community. 

Born and raised in Northern California with five 

brothers and sisters, Erik has developed a lifelong 

passion for serving his community. This passion, 

complemented by the entrepreneurship in Erik’s 

DNA, has cultivated the development of a company 

that is defined by its culture. 

Reflecting on his upbringing in a family of entre-
preneurs, Erik shares, “I would see the struggles 
and successes of owning businesses and what came 
with that. It was part of our family. I don’t think it’s 

any accident that a lot of my siblings own their own 
businesses, as well. It’s just the way of life for us - 
the way we think, process, and deal with things.”

While Erik has been in the insurance industry since 
2007, Sky Insurance Brokers, a full-service indepen-
dent agency, has been on the rise since 2011, with a 
commitment to delivering value and protection for 
the people they serve, while having fun doing it. 

For Erik, creating an agency that is driven by its 
culture starts with his staff, or as he warmly calls 
them, family. When looking to hire, he doesn’t just 
evaluate someone’s skill set, history, or perfor-

improvement, rather than building 
his business to a certain level only to 
reach a plateau. One way Erik ensures 
continued progress is through his 
commitment to incorporating modern 
technology and convenience into his 
business model at every opportunity.

In addition to improved business 
practices, Erik strives for expansion, 
particularly to places in need of in-
surance as a result of environmental 
hardship, such as the Chico, Paradise, 

ERIK
partner spotlight 

R E F U S E  T O  B E  A V E R A G E : HOW COMPANY CULTURE SPURS SUCCESSSjolie
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 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)

Dan McIntire
Loan Officer, NMLS# 300900

Cell: (916) 276-3324 

Sherene Gray
Loan Officer, NMLS #302159

Cell: (916) 798-8026

ShereneAndDan@FairwayMC.com
www.DanAndShereneTeam.com

 

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. Licensed
by the Department of Business Oversight under the California Residential Mortgage Lending
Act, License No 41DBO-78367. Licensed by the Department of Business Oversight under
the California Financing Law, NMLS #2289. Loans made or arranged pursuant to a
California Residential Mortgage Lending Act License.

PROFESSIONAL INSURANCE
ASSOCIATES, INC.

2270 Douglas Blvd Ste 200
Roseville, Ca 95661

PAUL HAMMACK | President
916.297.7486
paul_hammack@piainc.com
www.piainc.com
License # 0467457

Family owned since 1960

Auto | Home | Life | Health | Business

We pride ourselves in �nding the ideal insurance 
“�t” by designing the most cost-e�ective protection 
plans for you and your business through our access 

to national and worldwide insurance markets.

INSURANCE

and Redding areas. He hopes to play a vital role in 
rebuilding these communities affected by wildfire, 
thus creating a positive impact in the lives of his 
clients. “We have always had a heart for protecting 
people and family. Insurance was a good fit because 
it allowed us to do that on a daily basis.”

“More than just a headcount or growth,” Erik ex-
plains, “we’re also looking for where we can make a 
bigger impact in the communities.” 

In line with this goal, Sky Insurance Brokers hired 
one of the area’s best fire experts last year to help 
them work alongside clients in finding solutions for 
hard-to-insure areas affected by wildfires. As Erik 
states, “We are committed to this market and work-
ing every day to deliver solutions that assist clients 
in finding coverage.”

An exceptional father, Erik’s driving force for 
everything he does in life is his two daughters, 
Morgan, age 11, and Avery, age 4. “They’re fan-
tastic, strong-willed individuals, so I try to set a 
good example as a male figure in their life. They’re 
definitely my ‘why.’”

Erik’s love for his daughters motivates him to give 
back to his community in more ways than one. In 
addition to insuring homes, Sky Insurance Brokers 
also sponsors families in need during the holidays. 

Outside of work, Erik enjoys camping and hiking 
with his daughters, along with trying new activities 
in the greater Sacramento area. His hobbies include 
traveling, watching and playing sports, and partici-
pating in local softball leagues. 

However, Erik enjoys what he does so much, that 
his job doesn’t really feel like work. This enthusi-
asm falls in line with Sky Insurance Broker’s motto: 
Refuse to be Average. 

“We want to have fun and enjoy what we’re doing, and 
if we’re having fun and enjoying what we’re doing on a 
daily basis in the office, that’s going to translate to our 
clients and they’re going to feel that as well.”

For Erik, success starts and ends with this cli-
ent-centered mindset, and the goal of creating 
peace of mind to help people protect what mat-
ters most in their lives. A commitment to helping 
communities in need, along with a focus on always 
keeping up with the latest technology, keeps Sky In-
surance Brokers on the cutting edge of the industry.

Sky Insurance Broker’s Team Christmas Party
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rising star

R E A L T Y  O N E  G R O U P  C O M P L E T E

By Erin Anderson 

Photos by Rachel Lesiw - 

Indulge Beauty Studio

When Justin Arnest tells the story of his career 
path, one may be surprised to learn what a civil 
engineer, a sheriff’s deputy, and a REALTOR® 
all have in common. What do these seemingly 
unrelated careers share? Justin would be the one to 
know, from his experience in all three fields.

As a result of his 12 years as a civil engineer, Justin 
gained an appreciation for neighborhoods and 
communities, while also learning the importance 
of attention to detail. Through many years working 
with codes and regulations, as well as stacks of 

design specifications, he shares, “I am 
fanatical about details.”

In a shift to his career as a sheriff’s dep-
uty, Justin built on his love and respect 
for his community, while acquiring 
negotiation skills that would serve him 
well through his transition into the field 
of real estate, two and a half years ago. 

As Justin states, “When you’re a law 
enforcement officer, everything’s a 

negotiation. You have to learn how to 
communicate with people their way. 
And everybody communicates differ-
ently. I realized when I was dealing 
with my real estate clients, everybody 
has a different communication style, 
and will respond differently. I have 
to figure out what’s the best way to 
communicate with each individual 
and adapt myself accordingly.” 

Applying the skills learned in the field 
of law enforcement to his new career 
in real estate, Justin is able to ap-
proach each client with an open mind. 
This allows him to be adaptable when 
helping clients understand complex 
home-buying and selling processes. 

After buying and selling a few homes 
of his own alongside his wife, Justin 
began to consider pursuing his inter-
est in real estate. Although a career 
transition often comes with challeng-
es, Justin was resourceful and clever 
in his leap into the industry. Combin-
ing his love for community, negoti-
ation tactics, and a detail-oriented 
approach, Justin has been excelling as 
a rising star in the industry, earning 
himself a Rookie of the Year award 
and a spot in the National Top 1%.

To create his own success, Justin has 
applied a dogged approach to all of 
the work that he does. He attributes 
his early career success to “A relent-
less pursuit of my clients’ goals.” 

However, his focus is not just on 
his own success, but also that of his 
clients. He states, “I’m going to do 
whatever I can do for my clients to 
succeed. It’s about finding ways to 
get them to their goals. If that means 
freshening up the landscape, timing 
the market, holding open houses… 
whatever has to be done to get that 
listing sold at the price or time they 
need, that’s what I’ll do.”

Justin’s hard work and creative im-
plementation of the skills he obtained 
in his previous careers have played a 
large role in his success. Additionally, 
he notes that he had all the tools 
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7806 Uplands Way
Citrus Heights, CA 95610

916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

Here To Help You
W E  PA Y  F O R  A L L  A P P R A I S A L S   |   L O W  R A T E  A N D  F E E  S T R U C T U R E

1 5 - D A Y  C L O S E S   |   W E  M A K E  D I F F I C U LT  F I L E S  E A S Y

Here are just a few of the products we excel in:
• Residential Homes • Luxury Homes • Secondary homes
• Vacation 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, ID, CO, NV, UT, AZ

Intrinsic Insurance Services 
Lic 0L50125
Office: 916.585.8184 
Cell: 530.903.2362
Fax: 916-745-8434
info@iiprotect.com
www.iiprotect.com

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. 

Here is what other Realtors have to say about us:

Aurora Mullett with Intrinsic Insurance is a top notch insurance agent with her 
clients best interests at heart. She is at the forefront of the Insurance issues 
Plaguing CA and is a great resource if you ever just have questions.
 Andrea Dodson~ KW

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

he needed to succeed provided 
by Realty One Group Com-
plete’s broker, Greg McClure, 
as well as his mentors, Karry 
Azarabadi and Sheila Reynoso. 
With a community-oriented 
focus on achievement, Jus-
tin’s definition of success is, 
“Having a core group of people 
that know you, love you, and 
support you. And being able to 
do the same for them.”

Justin and his wife of 20 years, 
Lilia, who moved to the United 
States from Riga, Latvia when 
she was 17, share a love for 
community and their home 
state of California. With his 
work as a REALTOR® and Lil-
ia’s career in education, the two 
spend as much time as possible 
supporting their community.

Regarding his hometown, Jus-
tin states, “I love that Placer 
County is well-run and has a 

family-centric, value system. A 
lot of neighborhoods in Sacra-
mento are very family-focused 
with good-natured people 
enjoying life, growing their 
families, and working hard. 
The Sacramento region has a 
robust and healthy economy.” 

It’s not just the people that form 
Justin’s passion for his region, 
but also the natural beauty and 
outdoor lifestyle of California 
that he enjoys. “We’ve got some 
amazing geography. We’ve got 
National Parks, the coast, San 
Francisco, and Lake Tahoe is 
just an hour away.” 

All of these outdoor play-
grounds provide Justin and his 
wife yearlong opportunities to 
“maximize all that California 
has to offer,” including snow-
boarding, mountain biking, 
hiking, and boating. The two 
also like to expand their trav-

els to the rest of the country 
and around the world, having 
visited 47 states and over 20 
countries, with many more to 
check off their list. 

Justin approaches all that 
he does in life with determi-
nation and passion, whether 
that’s starting his new career 
in real estate, reaching his 
clients’ goals, or climbing Half 
Dome. With two and a half top 
producing years under his belt, 

Justin offers this advice for 
others taking the leap into real 
estate, “There are 100 ways 
to be successful at real estate. 
Pick half a dozen and go all in.” 

It’s clear to see that Justin has 
gone all-in with his career as 
a REALTOR®. His relentless 
pursuit of his goals, as well as 
the goals of his clients, will 
take this Rising Star far in 
his beloved Sacramento real 
estate community.

”
“

There are 100 ways 

to be successful at 

real estate. Pick half a 

dozen and go all in.
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leaders in real estate

P O R T F O L I O  R E A L  E S T A T E

By Megan Taylor-DiCenzo 

Photos by Rachel Lesiw - Indulge Beauty Studio

Samantha Tov and Judy Cuong have 
been business partners for over a de-
cade. “We’re the yin and yang of each 
other,” they laugh. “We sell properties 
and mentor agents as a team. Judy’s 
really good at commercial leases, 
restaurants, and multi-units. She’s a 
numbers person, and I help oversee 
the agents and office with training and 
daily activities,” Samantha notes.
   
They’re similar in a lot of ways too. 
“We’re both family-oriented with kids, 
siblings and husbands. As women 

JUDY CUONG
SAMANTHA TOV 

entrepreneurs it’s a challenge to balance work, 
family and business but we have done it and become 
successful and hopefully that inspires others to know 
they can do the same,” Samantha states. “We comple-
ment each other. We’ve built a family-sister bond. If 
something happens, we’re here for one another. That’s 
what makes our team—and our company—work.”

Decorated with numerous awards, including  
the Women’s Council of REALTORS® Califor-
nia Humanitarian Award, SAR Outstanding Life 
Master’s Club, and Realtor of the Year, they’re not 
only top producing agents, but the co-founders of 
Portfolio Real Estate as well.

Samantha and Judy were already 
successful team leaders in real estate 
when the opportunity arose last year 
to partner with Side to start their 
own boutique business. This was the 
beginning of Portfolio Real Estate. 
Owning their own company has 
provided them with creative control, 
future security, and incentives they 
wouldn’t have otherwise. 

With about 20 years of experience 
in the industry, they’re now pas-
sionate about taking on and training 
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NEEDS
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(916) 540-7000

Tai Le
760-593-8710 
tai@banyancommercial.com
www.banyancommercial.com
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580 4th Street
San Francisco, CA 94107
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CalBRE# 01840641

new agents who’ve sought them out, 
mainly through word of mouth and 
social media.
 
Portfolio has about 20 agents current-
ly, 15 of them active, and most of them 
multilingual. Once an agent joins their 
team, Samantha and Judy train them 
from the start to be professional, 
ethical agents and to earn the respect 
of the people in the community. They 
believe in leading by example because 
they understand that name and rep-
utation is one’s livelihood in the real 
estate industry. “We train them not 
to burn bridges with their colleagues 
or within a transaction. We help them 
problem-solve and educate them on 
the right way to handle things,” Sa-
mantha explains.

It’s important to Samantha and Judy 
that the Portfolio team functions like 
a family. “We’re like brothers and 
sisters,” they share. “Some people 
like to be closed off. They don’t want 
to share anything, and that may be 

where they fail. They’re not willing to help one 
another. We want to help each of our agents fulfill 
their own destiny.”

A quick conversation with their team members 
was filled with praise for these two strong women 
leaders. When asked to describe them, the balance 
of their personalities came center stage once again. 
“Samantha’s like a tiger mom and Judy’s more 
reserved,” they joke, “but they’re both amazing, 
supportive and knowledgeable. No problem is too 
small. When you need them, they’re there.”

Not only do they help agents to create their life’s 
portfolio, as their company name suggests, but 
Samantha and Judy are serious about giving back. 
“Each of us has a different story.  We’ve all gone 
through something,” Judy shares. “We came to the 
United States, and the United States has given us 
everything we have. Giving back is a must.”  

Samantha’s family came to America in 1979. “We 
were refugees from the genocide war in Cambodia,” 
she recalls. “Two social workers helped my parents 
find jobs. We went to the church to get a Christmas 
basket. Out of the goodness of people’s hearts, they 
gave to us. It’s our time to give back to the commu-
nity. Both Judy and I try to be grateful role models. 

We’re also setting good examples for 
our kids because they are our legacy.”

Among other things, Samantha and 
Judy participate in a Christmas adop-
tion in South Sacramento, delivering, 
as Samantha puts it, “Christmas 
miracles.” She says, “We deliver food, 
presents, and trees. In the past 10 
years, we’ve given to 130 families. 
There are a lot of tears shed.”  

This generous spirit, combined with 
their willingness to work together, 
is Samantha and Judy’s secret to 
success. According to Samantha, 
“Success is not what one accom-
plishes. It’s being able to help others 
and earning their respect. Success is 
being able to pay it forward in helping 
others achieve their success.” In this, 
too, Samantha and Judy have found 
the yin and yang, a beautiful balance 
of success to add to their portfolio.
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Nick Sadek was climbing into an attic to give 
a home inspector a hand as we spoke over the 
phone. That’s just the sort of hands-on approach 
that makes Nick’s business practices stand out, 
and sets the bar for service to another level. For 
the past 32 years, he has worked hard to master 
his trade, and his efforts have paid off. 

Nick is now setting industry standards in support-
ing both his clients and the agents he leads at his 
firm, Nick Sadek Sotheby’s International Realty.

“It’s an opportunity to get to know new friends,” he 
shares. For Nick, making these life-long connections 
is one of the most rewarding aspects of his work.

Before transitioning into the field of real estate, 
Nick owned a chain of miniature photography 
development labs. Real estate was familiar terri-
tory for Nick, whose father was a developer, and 
in 1988, he began working for Great Western Real 
Estate. By the late 1990s, he was ready to grow his 
business, and make a name for himself. 

Through determined networking, Nick was able 
to secure a luxury property listing, and seized this 
unique opportunity to promote an entire sector 

of the industry. In carving out a niche for himself, 
Nick changed the course of his career towards spe-
cialization in luxury home properties. 

Despite the rapid growth of Sotheby’s International 
Realty, Nick has maintained a boutique-style brand 
based on white-glove service for clients. In the high-
stakes world of luxury listings, clients are kept in the 
loop of promoting and negotiating the sale of their 
properties, with particular attention to the buyers’ 
specific needs while searching for a new home. 

These sweeping properties include every type of 
listing, from waterfront access homes to properties 
with guest houses, pools, wine cellars, fire pits, and 
sprawling landscapes. At one point, while Nick was 
marketing a property, a celebrity selling a neighbor-
ing house decided to use his services as well. 

This celebrity listing helped put Nick on the map. 
“Everything builds on each other and it creates 
momentum,” Nick explains.

While Nick began with just two real estate agents 
on his team, he now has over 100 agents working 
with him. Despite his firm’s size, he strives to main-
tain the intimate feel of a boutique firm. He man-

ages this through the 
personal connections 
he makes with buyers, 
sellers, and co-workers. 

Nick has been creative 
in how he promotes his 
properties and services 
to buyers, potential 
sellers, and others in the 
industry. Before drone 
photography was a com-
mon place feature on 
real estate listings, Nick 
was hiring aerial pho-
tographers in planes to 
capture grand views of 
the large estates he was 
selling. This creativity 
has paid off in a big way. 
The firm’s total volume 
last year was four hun-
dred million, and Nick’s 
career volume overall is 
seven hundred million. 

Mentoring others is an-
other important aspect 
of his work. In his advice 
to upcoming real estate 
agents, Nick offers, “It’s 
all about mastering your 
game. Create a niche 
and a name for yourself, 
set goals, and surround 
yourself with successful 
people in your industry.”

Nick is always looking 
towards the future. “It’s 
always nice to improve 
your situation, so I’d 
like to grow the busi-
ness,” he states. But he 
is quick to add that he 
does not mean simply 
growing in numbers; 
he wants to improve 
further on the quality 
of work that they do, 
without losing sight of 
Nick Sadek Sotheby’s 
core values. 

Nick defines success 

as “Loving what you 

do and how you do it, 

and truly knowing that 

you did your best to 

accomplish your goals.
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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.

www.emklawyers.com 
(916) 778-3310

EXPERIENCED AND TRUSTED ADVOCATES 
ELGUINDY, MEYER & KOEGEL 

We are a civil litigation and transactional law firm serving clients throughout California

GENERAL BUSINESS 
LITIGATION 

CONTRACT DISPUTES 
DEVELOPMENT DISPUTES 

UTILITY DEVELOPMENT 
PRODUCTS LIABILITY 

EMPLOYMENT
WAGE & HOUR

HR COMPLIANCE ISSUES 
EMPLOYMENT CONTRACTS 

LABOR BOARD CLAIMS 
EMPLOYMENT LITIGATION 

CONSTRUCTION PRACTICE 
CONTRACTOR DEFENSE

CONSTRUCTION DEFECTS 
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS 

REAL ESTATE
ENVIRONMENTAL LIABILITY 

LAND USE ISSUES
PREMISES LIABILITY CLAIMS

AGENT-BROKER LIABILITY

One of these core values is promoting and opening 
doors for the right agents, or “great human beings,” 
as he puts it; people with a strong work ethic who 
are creative and take full advantage of the resourc-
es his firm provides to do their best work. 

Successful real estate agents, Nick states, “treat 
it as a business.” In addition to hard work, being 
energetic and excited about the industry is clearly 
something that Nick models for agents at his firm. 
He defines success as “Loving what you do and how 
you do it, and truly knowing that you did your best 
to accomplish your goals.” 

While Nick is passionate about growing his 
business, he is also committed to life at home. He 
married his wife, Dina Sadek, 23 years ago, and 
together they have two children: Danya, who will 
soon be graduating from university as a mechanical 
engineer, and Adam, who is interested in studying 
computer engineering. 

“It’s always good to have a passion for something,” 
he says, clearly proud of his children’s endeavours. 
Their family is rounded out by Gucci, their nine-
pound Yorkie terrier.

When asked how his career in real estate fits in 
with his personal goals, Nick says he couldn’t 
imagine doing anything else. However, 32 years 
ago, he had little idea how far his dedication and 
forward-thinking would take him in this industry.

As Nick mentions, “It’s like life. You feel like you get 
to an intersection and do you go right? Do you go 
left? So far, hopefully, I’ve made the right decisions.” 

As a REALTOR®, Nick has made a name for himself 
and his brand through client-oriented service, sin-
cere support for the growth of his agents and stra-
tegic, creative marketing. As this month’s featured 
REAL Producer, Nick Sadek is setting the bar for 
industry standards with his story of success.

WAYS A COMPANY 
CAN SPEND  $3 MILLION:

TO LEARN MORE, VISIT N2GIVES.COM

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

UPGRADE THE
OFFICE WITH 
FANCY FURNITURE  
AND GADGETS

GIVE THE 
C-SUITE A
NICE RAISE

BUY A 
PRIVATE JET

ENABLE THE RESCUE 
OF THOUSANDS OF 

HUMAN TRAFFICKING 
VICTIMS WORLDWIDE
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Congratulations 
to all Sacramento area Top Producing Real 

Estate Agents for your commitment 
to professionalism.

Your devotion to providing the highest levels 
of customer satisfaction and selfless service 
to our community, sets an excellent example 

for each of us to emulate.

Next to Excellence 
is the Appreciation of It

Thank you…
Looking forward to supporting you in 2020!

Michael Pankow
Senior Vice President

916-296-7765
NMLS 220611

1512 Eureka Road Suite 110
Roseville, CA 95661

Greg Sandler
Senior Vice President

916-727-6444
NMLS 933107

5701 Lonetree Blvd Suite 205
Rocklin, CA 95765

www.WeFundHomeLoans.com
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151,272 Families 
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