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PREFERRED PARTNERS

RP

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

azine. These local businesses are proud to partner with you and make this magazine possible.

Rp estate affiliate. Take a minute to familiarize yourself with the businesses sponsoring your mag-

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

CHARITY / FUND RAISING

Goodwill Orange County
Eric Smissen

(714) 547-6308
www.OCGoodwill.org

ESCROW SERVICES
Quiality Escrow
Christine Koedel
(949) 334-0656

The Escrow Source, Inc
Michelle Rahe
(949) 305-0888

Versal Escrow
Christopher Keahey
(616) 342-3692

EVENT PLANNING
Lauren Pulver Events
Lauren Pulver

(949) 444-8502

HOME INSPECTION
Amerispec

Justin Woodford
(949) 454-0508

INSURANCE BROKERS/
CONSULTANTS

NFP

Taylor Wilson

(949) 307-3916
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JEWELER

South Bay Jewelry
Brian Carpenter
(949) 643-1777

MORTGAGE SERVICES
California Coastal Loans
Dino Katsiametis

(949) 720-1616

Cross Country Mortgage
JJ Mazzo
(877) 237-9694

Fairway Mortgage
Ryan Grant
(949) 651-6300

Guaranteed Rate Affinity
Ryan Hart
(949) 351-1373

Monarch Coast Financial
Kevin Budde
(949) 422-2075

Mortgage One, Inc
Christopher Smith
(949) 292-9292

New American Funding
James McKibban
(949) 302-6620

PEST & TERMITE CONTROL

Quiality First Termite & Pest Control

Jeff Oliva
(949) 348-1730

If you are interested in contributing or nominating Realtors for certain stories,
please email us at michele.kader@realproducersmag.com.

PHOTOGRAPHY
Andrew Bramasco
(714) 362-1154

Thomas Pellicer Photography
(714) 381-7675

PRINTING SERVICES
AIM Printing

Mike Lee

(949) 443-1192

ROOFING

Rescue Roofer
Darrin Guttman
(949) 273-2100

STAGING & HOME DESIGN
Straw & Clover Studio
Andrea Dean

(714) 655-9705

TITLE SERVICES

Ticor Title

Mark Russell & Bill Senteno
(949) 395-8395

WEFG Title
Andrew Walsh
(949) 300-9101

VIDEO PRODUCTION
Bowman Group Media
Tyler Bowman
(949) 275-1386

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely
those of the author(s). The paid advertisements contained within the South Orange County Real Producers magazine are not endorsed or recommended by N2
Publishing or the publisher. Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

SANDY VIETRO

ACCOUNT EXECUTIVE

WE PRIDE OURSELVES IN
PROVIDING TO OUR CLIENTS
ON ALL OF THEIR TRANSACTIONS
A CONCIERGE LEVEL OF SERVICE

E sandy.vietro@versalescrow.com C 714.267.7890

CHRISTOPHER KEAHEY
SR. ESCROW OFFICER/MANAGER

E christopher.keahey@versalescrow.com T 949.342.3692 C 949.632.8641

NEWPORT BEACH

1200 Newport Center Drive | Suite 140 | Newport Beach | California 92660

www.versalescrow.com



Expertly
Crafted
Solutions
to Fit Your i\
s RN
Unique Needs

We know that every individual is unique.
That's why we create a plan tailored to your needs
so you don’t have to worry about what the future might bring.

F
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Personal Insurance | Commercial Insurance | Benefits

Contact us today to learn more about our proactive approach
towards securing your future.

Taylor Wilson

949-307-3916
Taylor.Wilson@nfp.com
www.NFP.com

1551 N. Tustin Ave. Suite 500
Santa Ana, CA. 92705

THE QUALITY CHOICE
FOR ALL YOUR
\ ESCROW NEEDS

Our knowledgeable escrow team is dedicated to
ensuring you the highest level of service.

GABBY MASTROBATTISTA
Account Executive
949.285.0207 Hablo Espariol
Gabby@quality-escrow.com

CHRISTINE KOEDEL
Sr. Escrow Officer

949.334.0656

ckoedel@quality-escrow.com

-
Quality 3¢

ESCROW INC. ‘ ‘
Contact us today to see how we can help you!

www.quality-escrow.com
27405 Puerta Real #230A Mission Viejo, California  £]
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Special Event Coordl"nat'or
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200

DEVICES LOANED

200 azsistive technology items
Toanad snd reused to pecple
with disabilities, caregwers and
prafessional i the community,

Would you like to learn miore about
Goodwill of Crange County? Come
see the good inaction by taking a
tour of one of facilities—our Corporate
campus, our Tierney Canter for Veteran
Services or our Rogers AL Severeson
Fitress & Technology Center,

Call #14-547-6308 ext. 334
to schedule a tour today.

ﬂl‘__-__ ..-.'\:'z?-i_-l-ﬁu"
T Vocations! Rehabilitation Program st the

Far 95 years, the Goodwill of Orange County
has transformed lives through the power of
work, We use your donations-whether in the
farm of a financial denation, a legacy gilt ar
a gently used item-and turn that into life-
changing programs and services.

#CREATEGOODWILL
800.4.GO0DWILL
OCGOODWILL.ORG/DOMNATE
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By Lindsey Wells

@ps by Andrew Bram

“If you’re a blood donor, you’re a
hero to someone, somewhere, who

received your gracious gift of life.”

It was the early ‘90s; Jennifer Casta-
neda was in college at the University
of Wisconsin-Eau Claire, located
next-door to a blood donor lab that
was offering $20 per donation. What
began as a way for a college student
to earn extra money eventually
blossomed into a desire to help others
through the gift of blood donation.
Little did she know that one day she
would be on the receiving end of a
life-saving blood transfusion while
fighting for her own life.

Jennifer, presently an agent with
Douglas Elliman of California, is

in her 19th year in the real estate
industry, having begun in 2001 after

a prior career in sales. She owned
and co-owned two smaller real estate
companies between 2005-2014 before
realizing her desire to be a part of a

larger brokerage.

The trust that her clients place in

her is something that Jennifer holds
sacred. “The reason why somebody
buys or sells a house is that they’re
going through a different chapter in
their life. Something is changing in
their life that’s either encouraging
them or putting them in a situation
where they need to buy or sell, and
I'love that people trust me with that
chapter,” she said. “Sometimes,
buying and selling is an exciting thing,
and it’s great, but sometimes it’s not
always great, so I think it’s invaluable
that people turn to me for guidance

during those times.”

A career in real estate certainly
comes with its own unique set of
challenges. Jennifer recalled going
through the downturn of the econ-

omy in 2007, which was challenging for both her

personal and professional lives. “Suddenly, after all
those years of people doing really well and mak-
ing money, they were losing jobs and values of the
houses were going down and I was having my own
hardships because my income was affected by all of
that, too,” she said. “I had two young boys and un-
fortunately in 2011 was the demise of my marriage
with my kids’ dad. We ended up getting a divorce,
we were in debt, and here I was with our kids, and 1

really had to pick up the pace with real estate.”

Douglas Ellzman of California

e — o f
" - f— www.realproducersmag.com - 11




Although the past two decades have
thrown curveballs in her direction,
Jennifer remains focused on being
passionate about her clients. She is
grateful that they continue to turn

to her for help navigating their own
difficult life chapters. “I love making a
difference,” she said, recalling a client
who recently turned to her after the
sudden death of her father. “That was
one of those not-so-happy times, and
she wanted somebody to turn to help
her through it because it’s such an
emotional thing. To be a part of that

feels amazing.”

Jennifer has been making a differ-
ence in the lives of others since long
before her real estate career began.
After college, she moved to California

and volunteered on and off for the
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A
That’s why-leontinue to donate blood. @
Even though I'd.alreadydonated before "
that, it means even more to me now, and
I realize that it does make a difference.” L«

American Red Cross and continued
to donate blood when she was able.
During her pregnancy with her first
son, Jennifer began having mysteri-
ous complications towards the end of
her term and was admitted into the
hospital at 38 weeks. She was eventu-
ally diagnosed with HELLP syndrome
pre-eclampsia, the worst form of the
condition with a mortality rate of

about 30 percent.

“I started bleeding internally and had
to have an emergency C-section, and
the doctor said I almost didn’t make it
because when they cut me open, my
liver had torn, and my organs were
starting to malfunction,” Jennifer
said. She spent four days in ICU

and another three in regular care.
When asked how bad her condition

was on a scale from 1-10, the doctor
said Jennifer was at a solid 9. In the
end, four pints of donated blood was
required to get her back to a stable
condition. “That’s why I continue to
donate blood. Even though I'd already
donated before that, it means even
more to me now, and I realize that it

does make a difference.”

To date, Jennifer has donated almost
three gallons of blood, enough to save

more than 66 lives.

When she isn’t working or volun-
teering, Jennifer enjoys time spent
with her sons, Dominic, 12, and
Cody, 10. The trio enjoys movie

nights out or at home.

Home Loans Built on Trust

Does your current Lender provide you tools to help grow your business?
If your lender relationship is not reciprocal, we need to talk.

We value every client
and search for all possibilities
to find them a home loan,
no matter how difficult
their situation may be.

11 I am a realtor that
worked with Ryan and
Ryan helped my buyers
get their dream home.
Ryan made the process
as easy as possible with
his excellent communi-
cation skills and knowil-
edge of the process. |
would recommend Ryan
to anyone looking to
obtain financing to
purchase their next him.
-Jason B.

RYAN HART

Vice President, Mortgage Lending
NMLS: 251832

949-351-1373
www.GRARate.com/RyanHart
4700 Newport Place Suite 785
Newport Beach, CA 92660

guaranteed

EFFIHITY

@ EQUAL HOUSING LENDOR NMLS ID: 251832, LO#: CA CA - CA-DB0O251832

Guaranteed Rate Affinity. LLC is a registered trademark of Guaranteed Rate, Inc.. used under license. Guaranteed Rate Affinity, LLC is a subsidiary of Guaranteed Rate, Inc. NMLS ID #
1598647 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the Department of Business Oversight, Division of Corporations under the California
Residential Mortgage Lending Act Lic #41DBO-68350



P> business spotlight

Written by Zachary Cohen
Photos by Andrew Bramasco

‘Dino
Katsiametis

California Coastal Loans

Dino Katsiametis has been in the
mortgage business for over two
decades; yet, he earned his chops
in sales in an entirely different

industry.

“Right out of college, I was in the
retail clothing business,” Dino
begins. “I used to buy and sell used
Levi’s and wholesale them to Japan
and Europe. It was awesome. It
was such a killer life I had in my
early 20s. I got a chance to meet all
sorts of people.”

It was during this time that Dino
also learned the art of negotiation.

“We were on the street with peo-
ple from all parts of the world. I

was a young 23-year-old kid, and
these guys are dealing in all cash.

It was quite an experience.”

Dino expanded his business to re-
tail stores within the United States
with great success. But then, in
the late ‘90s, the Japanese econo-
my took a turn for the worse — or
perhaps better said, a dive.

“And just like that, my wholesale
business completely changed,”
Dino recalls. “We were selling used
jeans for $25, $26, $27 per pair,
and all of a sudden couldn’t sell
them for more than $15.”

Dino looked at his business

realistically and decided that it was time for
a change. He always had a passion for real

estate, so he chose to work towards
getting licensed.

“At the very last minute, I had a friend say,
‘You should consider the lending business. You
can do a lot more volume, and you’re not re-

stricted to your area. You can do loans all over

the United States.””

Dino looked into it and ultimately decided to
launch his career in the mortgage industry.

“And I never looked back,” he smiles.

The Heart of Service

It’s been 21 years since Dino began with
California Coastal Loans. By 2004, he was a
part-owner. While he took a hiatus from the
company from 2011-2016, he returned in 2016
to once again lead California Coastal Loans.

“In 2016, I realized the broker model was
back,” Dino says. “I love that model because
it allows me the chance to really shop for my
clients and not be tied to one bank. I’'m truly
able to do what’s’best for my clients.”

“Ultimately, what I love about brokering is

that it offers us every option that exists. And

it always helps keep the banks honest because
they know I can go somewhere else if they don’t
do a good job or give me good rates. To me, it’s a
fantastic way to go. I can always shop.”

Dino is all about executing for his clients. He
does so with a heart of service, putting ethics

and morals above all else.

“Unfortunately, a lot of our in-

dustry — especially the lending
industry — comes with the stigma
of being unethical, slick talkers.

I strive with all my passion to be
everything but that,” Dino says.

“I have a big sign that hangs up
in my office when you walk in:
#WhoCanWeServeToday. That is
how we live our business. We do
our very best to serve our clients
and always do what is right.”

For Dino, doing a good job is a
given; doing a great job is what he

strives for.

Another huge game-changer for
Dino and California Coastal Loans
has been their approach to the
homebuying process. He under-



stands that the process is often stressful, and
believes it doesn’t have to be that way.

“When people buy houses, they are all stressed
out. We have really strived to show our clients that
when you buy a house,

it’s not a time to be stressed. It’s a time to celebrate
and enjoy. We make great effort to celebrate them
and let them enjoy the experience to enjoy buying

the house.”

One way that Dino accomplish-
es this is by giving his clients
permission to feel excited
about buying a home by send-
ing them gifts.

“We set the tone for a celebra-
tion of buying a house,” Dino
says. “We deliver these blue
boxes with our hashtag on it
from before closing all the way

until over a year after closing.”

Every box includes a note that is co-branded from

Dino and the real estate agent.

“The first box includes two glass flutes, three
bottles of champagne, and a note from California
Coastal and the real estate agent, inviting them to

get excited about the home buying process,” Dino
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explains. “After that, we have a whole

nest of other things. If we see some-
one gets a dog, we send a dog gift to
the dog. If we see one of their kids
had a birthday, we’ll send a small

blue box with $10 in loose quarters,

so it jingles and a note that says, ‘Tell

your parents you want to go to Chuck

E. Cheese and tell them you have
your own money.” If we notice our
clients are having a
baby, two months
before, we order a
custom blanket or
baby gift.”

“We strive hard to
have the most amaz-
ing customer service
you can imagine,”
Dino smiles.

Leading with
Values
Above all else, Dino considers Califor-
nia Coastal Loans a Christian compa-
ny. That doesn’t mean that everyone
in the office attends church; what it

means is that they lead with values.

“On our website, the homepage, we

66

| have a big sign
that hangs up in
my office when
you walk in --
#WhoCan

WeServeToday.
That is how

we live our
business. We do
our very best to
serve our clients
and always do
what is right.

have our core values; integrity, grat-
itude, community, relationships, and

service,” Dino says.

At home, Dino and his wife, Lindsey,
have four children, ages 5, 7, 12 and
14. Outside of work and family time,
he can be found on the water relaxing

or giving back to the community.

“All loan officers here have agreed

that when they close a deal, they will
give as much as they can towards our
charity. Whatever they give, I match.
We give to several different charities.
In 2019, we donated $40,000 to vari-

ous charities.”

The charities that Dino and his team
support help children, widows, and
military members and veterans. In
2020, they are hoping to double the

amount they donate to charity.

In all aspects of his life, Dino leads
with a heart of service. In all aspects,
he strives to achieve the highest good.

“On my business cards, I have a verse,”
Dino says. “Do to others as you would
have them do to you, Luke 6:31.”

Weve got all of your printing needs covered!

First Class Business Services

Premium Quality, Full-Color Real Estate Marketing Products

Business Cards | Real Estate Flyers | Brochures
Postcards | EDDM Mailing | Bulk Mailing

Realtor Signs | Door Hangers | and morelll

If you need help with mailing services, including obtaining bulk mail postage rates,
we can help you with that tool
Welll even help you get a mailing list, filtered to find your desired prospects.

Q49-443-1192

www.aimmailcenters.com

SOUTH BAY JEWELRY

SINCE 1969

Orange County’s
Custom Jewelry

Custom Design | Bridal
Jewelry | Watches
Estate Jewelry

YOUR IDEA OUR CRAFTSMANSHIP
_ G IA (949) 643-1777 | www.SouthBayJewelryOC.com n

26705 Aliso Creek Rd, Suite D | Aliso Viejo, CA 92656
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PHOTOGRAPHY + MOTION
people

SPACES

aerials

Specializing in architecture,
interiors and luxury real estate.

714.381.7675
www.THOMASPELLICER.com
@thomaspellicer

LEND

"Friendly fast professional

high service and quality.

Great team with full trust!” THE
ZILLOW 5 STAR REVIEW YOUR MORTGAGE MCKIBBAN

FROM ALl A. YOUR TERMS GROUP
MORTGAGE LOANS MORTGAGE LOANS

RANKED #1 SOCAL DIVISION
NEW AMERICAN FUNDING

THEMCKIBBANGROUP.COM

JAMES MCKIBBAN

BERANCH MAMNAGER
MMLS# 491647
Cell/Text: 949 302-4620 1o
: ; ; jé Licensed by the Daportment of Bysiness e
James.McKibban@nafinc.com [ o . ﬁﬁ?;ﬁ‘?ﬁ.ﬂaﬁ”iﬁ?ﬁ* @-i

oy
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How a roofer helps top producing realtors
differentiate themselves from the rest.

[ Your Meighborhood OM-TIME Specialiste« |
We're There When We Say...Or You Don't Pay!

949.768.4799

www.realproducersmag.com - 19
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zEscrowSource

Orange County’s Finest Escrow Agency

Your
m— Escrow®
— Solution
 —

|

We offer the highest standards of escrow
services through our seasoned professionals.
No job is too big or too small.

Nick Rahe
949-230-7126

Our escrow officers are available 24/7 to
provide you with top class service.

tericenn ~ Over 300 years of industry experience!
949-412 7797

Contact one of the top escrow companies in Orange County today!
949-305-0888 | theescrowsource.net

27611 La Paz Rd Suite D, Laguna Niguel, CA 92677



P> agent spotlight

Written by Lindsey Wells
Photos by Andrew Bramasco
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FIVE YEARS AGO, A SINGLE SHORT SALE
WAS THE BEGINNING OF A PARTNERSHIP
AND FRIENDSHIP THAT BRINGS WITH IT
OVER THREE DECADES OF FULL-TIME REAL
ESTATE EXPERIENCE TO THE TABLE.

RE/MAX
PREMIER REALTY ' E

RE/MAX Premier agents Kinney Yong and Senka
Plese have taken on the Orange County real estate
market with enthusiasm. Kinney with his vast
experience in the industry and marketing knowl-
edge and Senka with her organizational skills and

nurturing aura.

Kinney experienced his first taste of real estate
early in life as he witnessed his civil engineer father
buy and fix up homes suffering geotechnical dis-
tress. “It’s always been interesting seeing proper-
ties and helping people get into homes, or move into
their next home,” he said. After graduating from
college with a business degree, Kinney worked in a
hospital accounting department for a few years be-
fore joining his family’s geotechnical and environ-
mental engineering company. It shut down after 12
years, and he decided to pursue a full-time career in
real estate in 2005.

That decision has undoubtedly proven to be a
positive one; for Kinney, there truly is never a dull
moment. “I enjoy meeting new people and seeing
properties. Sometimes it’s a surprise who you end

up talking to or who you end up working with,” he

E =Y

said. “You meet a lot of interesting people and learn

about their backgrounds and their experiences.”

Presently, Kinney is focused on building his brand
through specific online target marketing and de-
signs and implements the local and international
marketing plans for his team. Recently, they have
been targeting local, national and international
markets. “The freedom and ability to target video
ads to where the buyers might be interested in that
kind of property is exciting,” he said.

Senka, on the other hand, jumped feet first into real
estate right as the market was crashing in 2007,
first doing loan modifications before being recruited
to RE/MAX by an agent to work in short sales. She
eventually ventured off on her own as an agent,

but her absolute passion for helping people has
remained the same since the day she started. Her

clients aren’t just clients; they’re friends.

“In a lot of ways, your relationship with your cli-
ents is very professional, but it’s also very intimate
in that you get to know what people’s goals are,

what their aspirations are, and you get to know

www.realproducersmag.com -
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about their family, so I do keep in touch with a lot
of my clients,” Senka said. For example, she gifted
many of her past clients a bottle of champagne
this year to ring in 2020, a gesture that was very

well-received by all.

“I love the fact that I get to be an important part

of whatever goals my clients are achieving,” she
added. “I'm quite honest about my goal, and my goal
is always to do the best job for my client. I stick to
that, and I think my loyalty to them brings me loyal-
ty back, and I love that.”

Senka considers her partnership with Kinney a
privilege. “He’s awesome to work with. He’s been in
the business a lot longer than I have, so I get a lot
from working with someone as talented as he is,”
she said. Kinney shares the same sentiments. “She
balances out my strong points to make the entire
process of listing, showing, and closing a much
more enjoyable endeavor for our clients,” he said of

his partner.

For the past five years, Kinney has been supporting
the Children’s Miracle Network (CMN) of hospitals
as a RE/MAX miracle maker and in November 2019
was recognized by CMN for being a top fundrais-
ing agent. The importance of this cause to Kinney
stems from personal experience. “My nephew was
once in the hospital and in pretty critical condition,
so the CHOC Children’s in Orange County was the
only hospital able to treat in that condition,” he
said. “I just appreciate the doctors and the nurses at
the hospital, and they treat all children regardless
of their ability to pay.”

Senka has her own causes that she supports, who,
like Kinney’s, were spurred by personal experience.
Almost six years ago, her husband, Joe, passed
away from colon cancer, so her church and cancer
research are both very important to her. “When
Ilook back, I do so with gratitude,” Senka said. “I
was surrounded by so much love, hope, and sup-
port! It may be part of the reason I am so passion-
ate about being there for my clients. When people

need you, you need to be there for them.”

In their downtime, Kinney and Senka enjoy time
spent with their families. Kinney and his wife,
Mindy, have been married since 1989 and have two
children, while Senka and her late husband, Joe,

have three children.
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HE’S AWESOME TO WORK WITH. HE’S BEEN IN THE
BUSINESS A LOT LONGER THAN | HAVE, SO | GET A LOT
FROM WORKING WITH SOMEONE AS TALENTED AS HE
I1S,” SHE SAID. KINNEY SHARES THE SAME SENTIMENTS.
“SHE BALANCES OUT MY STRONG POINTS TO MAKE
THE ENTIRE PROCESS OF LISTING, SHOWING, AND
CLOSING A MUCH MORE ENJOYABLE ENDEAVOR FOR
OUR CLIENTS,” HE SAID OF HIS PARTNER.

The Real Estate | -
Professionals Most |
Important Partnership!

UNPARALLELED LEVEL OF VALUE TO YOUR CLIENTS....
NOW AND FOR YEARS TO COME!

A mortgage lender should be the #1 partner for any real estate professionals
business. Our team realizes this, which is why we have created a platform that

adds more value to the real estate professional and to the consumer, than any

other lending team in the country. Our team focuses on helping the consumer

make confident and educated decisions about their real estate goals. Through

our Nationally acclaimed 5-Star Client Experience, not only do we increase

the motivation levels of your potential buyers and sellers, but we help to

create a raving fan client that will depend on us to be the most valuable

team of professionals in their lives, as it relates to real estate and finance.

Our team is proud of the fact that we are ranked the #1 Lender in Orange
County, but we’re more proud of WHY we do it and the way we do it!
Our clients love the fact that we help them get their offers accepted

because of our unique strategy and they are proud to work with a

lending team who is widely known and respected because of our

reputation and performance in the local real estate community. Let us

provide your clients with the education, analysis and experience that

they want and need and see the results that it will have on your

business! That is what sets us apart in this industry.

FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

RYAN GRANT

A& PROFESSIONAL MORTGAGE PRACTICE
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949-651-6300
www.RyanGrantTeam.com
Team@RyanGrantTeam.com
100 Spectrum Center Dr #750
Irvine, CA 92618

NMLS #18767



Contact Me Today!

— | 949-422-2075
4 Monarch Coast KBudde@monarchcoastfinancial.com
KEVIN BUDDE Financial

CA DRE 00831552
NMLS 325450

#5L.. MORE THAN ONE
"\ KIND OF BORROVIER,

MORE THAN ONE
KIND OF LOAN.

When it comes to qualifying
borrowers, look no further than
Monarch Coast Financial to
offer unique lending solutions.

We provide a variety of loan
products from A-Z helping more
buyers with their real estate
financing needs.

B

FULL
DOCUMENTATION

ALTERNATIVE
DOCUMENTATION

INVESTOR
FINANCING

PRIVATE
MONEY

Conforming &
High Balance

Bank Statements Only Property Cash Flow

Qualifying

Bridge Loan
Financing

No Tax Returns

No Limit on Stated Income

Number of Properties

FHA & VA

Asset Depletion

Jumbo & Super Jumbo Stated Assets

Multi-Unit Financing

Asset-Only
Qualification

High Loan to Value Loans

Interest-Only Options No Qualifying

www.moharchcoastfinancial.com
20151 SW Birch St., Ste. 230, Newport Beach, CA

P> launch party platinum sponsor

A SPECIAL WORD FROM OUR
LAUNCH PARTY PLATINUM SPONSOR

[7+Y]

Monarch Coast
Financial

At Monarch Coast Financial, we
love REALTORS®. I mean we
really love REALTORS®! When
you work with as many great
real estate professionals as

we do, you learn how hard top
producers work for their clients.
And the challenges REALTORS®
face every day. So, when South
Orange County Real Producers
came to us and asked if we were
interested in sponsoring their
official Launch Party Event, we
jumped at the opportunity. What
a great way to honor and give
back to the South Orange Coun-
ty area REALTOR® community.

Our goal with every mortgage
loan we originate at Monarch
Coast Financial is to make our
referral partner shine. We know
how important your relationship
is with your client and therefore
we will bend over backward to
make sure they get a competi-
tive interest rate, that they close
on time, and that they receive

best-in-class service.

To every real estate agent who
has made it into the exclusive
Real Producers Top 500 club,
congratulations. And, if there’s
anything we can do at Monarch
Coast Financial to help you better
serve your clients, please give us a
call. We look forward to meeting
and getting to know all of you at
the upcoming Real Producers
South Orange County events.

to reach Kevin, call (949) 422-2075 or
email kbudde
@monarchcoastfinancial.com.
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P> launch party recap

Photos by Thomas Pellicer
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“I love coming to
the Real Producers
events — they are
amazing!”

—Cesi Pagano

“It's an amazing event! The best
part is you get to know all of
the amazing agents who are
top producers here in Orange
County.” —Helena Noonan
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AT, o 'Efjffﬁf%@ “This is an opportunity for
us to become one. To unite
and support our industry.” —

Martucci Angiano

it B

“I love the Real Producers
community because it gives me
new ideas, new people to reach
out to and new vendors to work
with.” —Ashley Rosenhain
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Apr|I 28,2020 | 4-7pm

Invitations to follow via email, be sure to RSVP!

Questions contact Michele.kader@realproducersmag.com

Christopher Smith,
Branch Manager

MORTGAGEONE

Qualify for MORE HOME
with our LOW-RATES

We are committed to the highest levels of
integrity so that we can be your "Lender for Life”.
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THE SMITH GROUP

Family Owned & Local Direct Lender | NMLS#: 898812

ates and exceptional service.
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Photo ® Video ® Aerial ® Zillow Walkthru ® 3D Tour ® Virtual Staging ® VWebsites
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BOWMAN GROUP MEDIA

fOV
[EADING THE GAME SINCE 2006

We offer everything you would ever need to market your home.
Pick up the phone and give us a ring... We would love to hear form you!

Tyler Bowman, OWNER/PHOTOGRAPHER | 949.275.1386
www.BowmanGroupMedia.com | Tyler@BowmanGroupMedia.com



P> top producer

Written by Lindsey Wells
Photos by Andrew Bramasco
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It's about
exceeding

my clients’
expectations.
We go above
and beyond for
our clients and

the consistent
referrals we
get afiirm
our clients’
gratitude for
our dedication
to them and
our craft.



If the secret to happiness is helping others, that
might explain why real estate is not just a job to
Amy; it’s a passion. “Helping people own a home
and giving them that pride of homeownership is
gratifying,” she said. “It’s also about educating
people about their options. Many do not know
that they can purchase a home, so that’s kind of a
fun part when people say, ‘My mortgage would be

what? I already pay that in rent!””

While guiding her clients through the process of

buying and selling real estate is of utmost impor-

tance, another thing Amy is passionate about is

mentoring fellow real estate agents on how to go
about this business ethically, morally and with
integrity. Her team is made up of dynamic partners

who share the same ethics and standards.
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Amy’s accomplishments in the industry can cer-
tainly be attributed to the stellar reputation she

has built with her past clients. Perhaps those same
accomplishments can also be attributed partly to
her Realtor mother, whom Amy grew up watching
navigate the waters of the industry. However, a
vital piece of the puzzle, and arguably the most im-
portant one, was her determination to be successful
because she had two young girls depending on her
to succeed. Simply put, failure wasn’t an option for

Amy Sims.

“I was a single mother. I had the determination to
build something for my children so that they could
have everything they deserved,” Amy said. “I had
to make it happen, and those two little girls were

definitely my drive.”

The Amy Sims Team: Stephanie
Banner, Jay Hopping, Skye Sims, Amy
Sims, Roy Fenn and Autumn Cenzia

Her two girls have blossomed into successful

young women themselves, one of which, Skye
Sims, has followed in her mother’s footsteps to
become a Realtor and currently works on the
Amy Sims Team alongside Amy as a buyer’s
agent. Amy’s other daughter, Stirling Sims,
lives in Arizona and is set to graduate from ASU
with a 4.1 GPA this year.

In her downtime, Amy can be found volunteering
with several organizations including Hope for
Paws, an animal rescue. She herself has rescued
and fostered animals and holds a special place

in her heart for our four-legged friends. Amy
also continues to battle the ever-growing issue

of homelessness and often collects clothing and
purses full of toiletries to donate to homeless
women. Another organization she enjoys work-
ing with is the Boys & Girls Club and has sup-
ported a young girl, Alexandra, for the past three
years with regular outings and mentorship.

At the end of the day for Amy, it’s all about what
she can do for others, and she will continue to
help her clients on their path to the American
dream of homeownership. “It’s about exceed-
ing my clients’ expectations. We go above and
beyond for our clients and the consistent refer-
rals we get affirm our clients’ gratitude for our
dedication to them and our craft.”
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CREATING A
COMFORTABLE,
CASUAL STYLE
THAT WILL HELP
YOU SELL

YOUR HOME!

Home
Staging §

AND
STYLING
STUDIO

714-655-9705 G
949-290-4055

WWW.STRAWANDCLOVER.COM

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers
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BUYERS AND SELLERS NEED

MERJSPE(
y INSPECTION ¢ SFRV](_‘P S

THE AMERISPEC DIFFERENGE INCLUDES:

TASK CERTIFICATION™ — for the best training and systems
THE AMERISPEC REPORT — for real confidence in writing
AVAILABILITY — when your convenience is key

ELIMINATE SURPRISES AND
EARN PEACE OF MIND

CALL TODAY TO BOOK YOUR INSPECTION!
949-454-0508 ¢ AMERISPEC.NET/WOODFORD

Y @0

N xy¥

Is your lender in the Top 1%
in all of California?

#WhoCanWeServeToday

949.720.1616

'+ Dino@CAcoastalloans.com

26381 Crown Valley Pkwy. #230 | Mission Viejo, CA 92691
NMLS#264396 | BRE#01244052

9

*

California
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