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

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

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

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

WHATEVER IT TAKES

239-643-4100
www.RayTheMover.com

Office@RayTheMover.com

attitude

the

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

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

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

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

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

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

Our family 
helping your 

family.
 

We assist your clients 
in making informed 
decisions to protect 

their home.

Contact us for a personalized insurance proposal

Glen
Hollingsworth

Mike
Rusk

239-444-1641
glen@rosierinsurance.com

239-444-1643
mrusk@rosierinsurance.com rosierinsurance.com
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239-405-8255
www.AccuratePavers.net

YOUR OUTDOOR VISION
L E T  A C C U R A T E  B R I N G
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Ana Trofin
Ad Strategist & 

Social Media Manager

Dave Danielson
Writer

Sheryl Moreno
Photographer

Geneva Eilertson
Reprints Manager

M E E T  T H E

S W F L
R E A L  P R O D U C E R S  T E A M

Yulia Kopylova
Photographer

Ellen Buchanan
Editor

Andrew Regenhard
Publisher

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

If you are interested in contributing or nominating REALTORS® for certain stories, 
please email us at Andrew.Regenhard@RealProducersMag.com
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AIR CONDITIONING

Conditioned Air

Tim Dupre

(239) 643-2445

www.conditionedair.com

ATTORNEYS

Woods, Weidenmiller, 

Michetti, & Rudnick, LLP

(239) 325-4070

www.lawfirmnaples.com

BUILDER

Laram Construction

Christl Ramirez

(239) 304-0516

www.laramconstruction.com

Lennar Homes

David Burnham

(239) 834-4365

www.lennarswfl.com

Tri-Town Construction

Marc Devisse

(239) 288-1470

www.tri-townconstruction.com

FLOORING

Hadinger Flooring

(239) 566-7100

www.hadingerflooring.com

HOME INSPECTION

HouseMaster 

Home Inspections

John Prete

(239) 480-8220

www.housemaster.com

Panther Home Inspection

Jim Scarpa

(239) 389-0996

www.pantherhomeinspection.

com

HOME WATCH SERVICE

Home Services by Cary

Cary Cramer

(239) 841-3970

www.homeservicesbycary.com

INSURANCE

Ackerman Insurance

Rick Nayar

(239) 597-1096

www.ackerman-insurance.com

Responsive Insurance

Matt Nance

(239) 596-3177

www.responsiveinsurance.com

Rosier Insurance

Richard Rosier

(239) 444-1414

www.rosierinsurance.com

MORTGAGE LENDER

Equitable Mortgage

Steve Calabrese

(239) 778-6548

www.stevecalabrese.com

Florida Advantage 

Mortgage

Brian Rice

(757) 450-6214

www.brianriceloans.com

Gold Star Mortgage 

Financial

Josh Lund

(612) 802-3265

www.goldstarfinancial.com

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500

www.maxwellmortgageloans.

com

MOVING COMPANY

Ray The Mover

John Smarge

(239) 643-4100

www.raythemover.com

PAVERS

Accurate Pavers

Gil Anuez

(239) 405-8255

www.accuratepavers.net

PHOTOGRAPHY - 

FAMILY / PORTRAIT

Pure Fotografica

Yulia Kopylova

(239) 317-2200

www.purefotografica.com

PHOTOGRAPHY - 

REAL ESTATE

LaCasaTour

Derick Moreno

(888) 598-8687

www.lacasatour.com

Real Tours

Michael Berio

(239) 464-7969

www.realtoursswfl.com

TITLE COMPANY

Artesian Title

Rick Nayar

(407) 810-0640

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

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These 

local businesses are proud to partner with you and make this magazine possible. Please support 

these businesses and thank them for supporting the REALTOR® community!
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ESSENTIAL?

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

Why aren’t all title
companies like us?

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

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

That’s the Artesian difference.

Office Location
1575 Pine Ridge Road

Suite 17 Naples, Florida 34109

(239) 597-1096

WHO IS

publisher’s note

Crazy times, right? I 

am writing this article 

at the end of March, 

as Collier County is 

trying to decide if we 

should lock down 

the whole county to 

“essential businesses.” 

Which brings up a 

good question, who is 

essential? But, more 

importantly, who  

is essential to  

Real Producers?

CARY CRAMER, Owner / Operator

239-841-3970 | ndcramer07@icloud.com

www.homeservicesbycary.com

I had the pleasure of working with Cary Cramer for some work I 
needed at my condo and he was so professional to work with. His 

work was excellent. He went above and beyond to make sure 
everything was just how we wanted it. He was extremely 

professional. I will be using him more in the future for work around 
the house as well as his Home Watch Program too.

-Mari H

HOMEWATCH AND HANDYMAN SERVICES
Homewatch services for travelers, part time residents, homes for sale, and 

absentee homeowners throughout the greater Naples area!

Over 30 years of experience in Facilities Management and have opened 
and managed Facilities in Retirement Communities my entire career.

Andrew Regenhard

Owner/Publisher
SWFL Real Producers
andrew.regenhard@RealProducersMag.com

es-sent-tial 

/e’sen(t)SHel

absolutely necessary; extremely important

Without a doubt, you are essential to me. Both the 
top REALTORS® and our preferred partners are 
extremely important to SWFL Real Producers.

Top REALTORS® are so important to the real 
estate market, since you, as a whole, do around 80 
percent of the total real estate volume. Teaming up 
with other knowledgeable experts helps strengthen 
relationships and leads to more deals! It is so amaz-
ing to have such an influential group of people, and 
to be able to showcase the stories, struggles, and 
successes of each of you!

Preferred partners are key to me, but are also 
strategic partners to the REALTORS®. You have 
invaluable expertise that allows REALTORS® to 
continue to expand their markets. And without 
your collaboration and investment in SWFL Real 
Producers, none of this would happen. I love learn-
ing about your special knowledge and ways that 
you work hand in hand with REALTORS®.  

I can honestly say I have no clue what stage 
COVID-19 will be at when you are reading this 
publication, but I know for a fact that America, as a 
whole, has dealt with so much worse, and we have 
always been victorious.

To all my essential partners, stay safe – and thank you!
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PROVIDING
REAL ESTATE MARKETING

www.LaCasaTour.com |  888.598.8687 |  info@LaCasaTour.com

By Andrew Regenhard

FAQFAQ
ABOUT THIS MAGAZINE

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 500 agents in SWFL MLS. We pulled 
the MLS numbers (by volume) from Jan. 1–Dec. 31, 
2019 in the SWFL area. We cut the list off at #500, 
and the distribution was born. For this year’s list, 
the minimum production level for our group is $9.5 
million in 2019. The list will reset at the end of 2020 
for next year and continue to update annually.

Q: WHAT IS THE PROCESS FOR BEING FEATURED 

IN THIS MAGAZINE?

A: It’s really simple – every feature you see has 
first been nominated. You can nominate other 
agents, affiliates, brokers, owners, or even your-
self! Office leaders can also nominate agents. We 
will consider anyone brought to our attention be-
cause we don’t know everyone’s story, so we need 
your help to learn about them. 

A nomination currently looks like this: you email us 
at andrew.regenhard@realproducersmag.com with 

We realize that Real 
Producers is a new 
concept here in SWFL, 
and some of you may be 
wondering what it’s all 

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

the subject line, “Nomination: (Name of Nominee),” and 
explain why you are nominating them to be featured. It 
could be they have an amazing story that needs to be told 
– perhaps they overcame extreme obstacles, they are an 
exceptional leader, have the best customer service, or 
they give back to the community in a big way. The next 
step is an interview with us to ensure it’s a good fit. If it 
all works out, we put the wheels in motion for our writer 
to conduct an interview and for our photographers to 
schedule a photo shoot.

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

BE FEATURED?

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

Q: WHO ARE THE PREFERRED PARTNERS?

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

Q: HOW CAN I RECOMMEND A PREFERRED PARTNER?

A: If you have a recommendation for a local business that 
works with top REALTORS®, please let us know! Send 
an email to andrew.regenhard@realproducersmag.com.
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CUSTOM HOMES   |   ROOFING   |   REMODELING   |   COMMERCIAL

CUSTOM HOMES
Affordable • Energy-Efficient

Surpasses FEMA Hurricane Standards

ROOFING
Tile • Shingle • Roof Coatings • Metal

REMODELING
Kitchens • Bathrooms

Living Areas

Call us and we will exceed your expectations!

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

www.Tri-TownConstruction.com
CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275

Serving All of Southwest Florida

Building Practices
GREEN

HOME GROWN and HERE TO STAY
Dreams Built on a Foundation of Quality

MEET THE COMMUNITY
Check out some of SWFL’s Top 500 Producing REALTORS® !

Nominate a REALTOR® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com.



16 • May 2020 SWFL Real Producers • 17@realproducers realproducersmag.com

Pure Fotografica is a professional portrait studio serving southwest Florida with elegance and class. 
Here you can preserve your legacy through timeless family photographs or create a killer headshot for your business. 

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

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

FLOOD
INSURANCE

AUTO
INSURANCE

HOME
INSURANCE

UMBRELLA 
NSURANCE

LIFE
INSURANCE

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

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

JUST SOME OF THE WAYS WE CAN HELP:

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

Matt Nance,
Owner

Judy Hentges Rich Costante Alyssa Costa

THE ONLY INSPECTION COMPANY IN SOUTHWEST
FLORIDA THAT HAS A ONE YEAR LIMITED GUARANTEE.
• Exceptional Customer Service from the first phone call!
• Comprehensive, full color reports with pictures delivered 

the same day.
• Mold/Air Quality Analysis, Radon testing, Wind Mitigation 
• 4pt Inspections

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

JOHN PRETE
OWNER/OPERATOR

• All Florida State Licensed Inspectors.
• Fully Insured, General Liability-E&O Insurance.
• Referral Liability Certificates Available.
• Ask about our Pre-Listing Inspection Program.
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About Equitable Mortgage:

■ 25 Years Strong

■ Family Owned

■ Family Operated

Your Lender For Life

STEVE CALABRESE Loan O�cer
Certified V.A. Loan Specialist

239-778-6548  |  stevec@eqfin.com

2 5  Y E A R S  S T R O N G  F A M I LY  O W N E D  A N D  O P E R A T E D

NMLS 79387/ 39843

STE VECAL ABRESE.COM

At Equitable, you’re not just another number, you’re a neighbor.

For 25 years, our model has been: “Great rates, great service, 
happy borrowers & happy realtors.”
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rising star

ADDING LIGHT TO LIFE

By Dave Danielson

Photography by 

LaCasaTour

It’s not difficult to see the darkness 
around us. If you look for it, you 
can easily find a lot of it, especially 
during these times.

But there’s light out there too. If you 
search, you’ll see it.

One of those adding light to life around 
her is Chloe de Maleissye-Melun.

Chloe is a real estate professional with 
Premier Sotheby’s International Real-
ty, in Naples. But that’s only part of the 
story for this month’s Rising Star.

“It’s all about community right now.”

When you first talk with Chloe, it’s 
clear that her focus is outward-facing, 
with her energy directed toward mak-
ing the world around her better.

On this particular day, amid an impending nation-
wide quarantine, Chloe strolled through a pictur-
esque park, sharing ideas for bringing everyone 
closer to each other.

“As agents, we help sellers and buyers every day. But 
during trying times like these, we can show how out 
of the box we can be — how we can help to create 
and strengthen our communities, even if we have to 
do so from within our own doors,” she smiles.

As she reflects on the sweeping changes in the 
world, her light shines ever brighter.

“During a time like this, things are obviously more 
difficult, but it can still be a positive,” Chloe points 
out. “REALTORS® are so busy running around on 
showings and meeting with inspectors. This time 
gives us a big pause. People are walking and running 
outside, and taking the time to reach out to those 
they have not connected with, because they’ve been 

so busy — making sure that they are 
doing okay during this time. Maybe 
this is a way for us to be even more of 
a community than we were before.”

Chloe’s sense of expression and bright 
positivity are lifelong gifts.

“When I was younger, I was always 
drawing or painting,” she recalls. 
“And I liked being out in the commu-
nity. I remember knocking on doors 
and helping with local fundraisers.”

Pathways and Progress

As she came of age, Chloe explored dif-
ferent paths. But whether she was serv-
ing with executive financial advisers or 
working in insurance or the restaurant 
industry, her ability and passion for 
helping others were always evident.

“All the darkness in the world cannot extinguish the light of a single candle.” 
—St. Francis of Assisi

With her trademark positivity, Chloe says that in spite of a nationwide quarantine there are opportunities for agents to bring people together 
and strengthen communities, “even if we have to do so from within our own doors.”
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Chloe says that having her own business has taught her that when you take risks in life, sometimes there are great rewards — 
and that with the work she does now, she couldn’t have asked for anything better in life.

“I never thought I’d get into real estate,” she says. “I 
was the last person in my family into the business. 
My mom, brothers, grandfather, and uncles have all 
played roles in the industry.”

She recalls the day a friend asked a pivotal question.

“He asked, ‘What would you do if I was looking for 
a house? If you get a license, I would buy a house 
with you,’” Chloe remembers. “That conversation 
made me think that this was an opportunity to try it 
… so I went for it.”

So in March 2016, Chloe got her license and contin-
ued working in a boutique wine parlor.

“At first, I thought I could refer out people who 
liked to work with me in the wine parlor, and earn 
some extra money through referrals,” she says. 
“But it didn’t pan out that way; I wanted to be more 
involved. So then I thought, the only way I can be 
successful is if I’m in it 100-percent full time.”

She jumped in with both feet, reaching out and meet-
ing with people in developments, and talking with 
brokers and builders involved with new construction.

For a moment, she considered tossing the real 
estate venture aside to begin work with Morgan 
Stanley. Then opportunity arose. She was hired as 
an agent’s assistant.

“I thought, there are times when you have to  
bet on your own success and achievements,”  
Chloe remembers.

Growth and Contribution

Soon, Chloe’s ambitions took her beyond her 
assistant’s role. She was given the opportunity to 
manage home resales in Talis Park. She began with 
overseeing a $1.7-million deal, and she never looked 
back. In a year’s time, she had listed 17 homes in 
Talis Park, totaling $30 million.

Thereafter, a new opportunity presented itself 
with Premier Sotheby’s International Realty. Chloe 
joined the organization, brought on a transaction 
coordinator, and has continued to grow.

“I have my own business, and I’m so grateful. It 
taught me that, sometimes, when you take those 
risks in life, there are top rewards,” she smiles. 
“And with the work I get to do now, I couldn’t have 
asked for anything better in life.”

Chloe’s life and career are full.

“I feel very grateful. I get to go into these beautiful homes, and I’m 
blessed to be in a community that has done a lot of new construc-
tion,” she says. “It’s nice to be surrounded by beauty, but really, 
when it comes down to it, I love what I do for people – providing a 
service and doing things for other people. In the process, I’m very 

straightforward and transparent. If 
I’m not honest, I’m not doing right for 
them. And in a business where clients 
can feel stress and anxiety, I think the 
more transparent I can be, the more 
it will help them be able to see the 
options and steps in front of them, and 
reduce their stress.”

In her free time, Chloe has a passion 
for exercise and fitness. It goes hand in 
hand with her love of people — people 
like Jake and Holly at the cycle bar, 
designer Laurie Walter in Talis Park, 
who provides outstanding staging ser-
vices, as well as Lauren Rossi, who has 
now taken on Chloe’s assistant role.

“I remember trying to hire Lauren for 
three years,” Chloe says. “She is so 
amazing, creative, quick and talented.”

Chloe also loves to travel. With half of her family in 
France, she always looks forward to time there.

“I also have friends in England and Monaco, so I love 
visiting there and spending time with them. I nor-
mally travel alone, but I really enjoy that. It gives you 
a sense of independence, freedom, and culture.”

Realizing Her Vision

In the early-morning hours, while many are still 
asleep, you can find Chloe in a cycling class. Being 
in class and deep in thought takes her off into a 
meditative state, she says.

“It really is a meditation for me — a daily affirma-
tion,” she explains. “It is visualizing the future. It 
really keeps me focused on my path, and I get such 
a clear vision of what is ahead. It’s amazing”

What you focus on is what you achieve.

“My father would say, ‘If you look to the ground, 
you find dirt. Wouldn’t you rather look to the sky 

and see clouds?’ And that’s the way I 
live. I’m a very optimistic person.”

Even the darkness of a worldwide virus 
is no match for this Rising Star’s glow.

“We go about our day-to-day not 
realizing what we have. Yet, today, 
I’m even more blessed because I see 
it, and I understand it. When you lose 
things, it leaves an opening for new 
things to come,” she asserts with a 
warm smile. “It’s a special time when 
we can choose to hone in on other 
skills, and think about how we can 
provide for our friends and clients. 
And I believe that we will all see a 
tremendous positive rebound when 
all of this is said and done.”

And so Chloe continues her work … 
with strength and warmth …  
adding light to life.

Chloe took a chance on having her own real estate business, and it has really 
paid off. She says she “couldn’t have asked for anything better in life.” 
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PH: 239.325.4070 

 

Woods, Weidenmiller, Michetti & Rudnick, LLP
a Florida Professional Limited Liability Partnership

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

A Modern Approach to Real Estate Closings

Michael Michetti Joshua Rudnick James “Jay” Caudill

2020 4th Annual Realtor® Assembly
June 11, 2020 – Ritz Carlton, Naples, Florida

Register today at Eventbrite.com

Brian M . Rice | Senior Loan O�cer
NMLS # 262453
O�ce (757)-450-6214
Mobile (757)450-6214
Florida #63546
Virginia #2979

1520 Royal Palms Square, Suite 160 Fort Myers, FL 33919
www.florida-advantage.com  |  www.brianriceloans.com
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partner spotlight
By Dave Danielson

Photography by LaCasaTour

J I M  S C A R P A  &

HOME INSPECTIONHOME INSPECTION
PANTHERPANTHER

L O C A L  E X P E R T I S E  A N D  E X P E R I E N C E
Knowing the landscape in any business makes a difference. 

You see it in the work you do with your clients through the 

experience you’ve gained and that you share each day.

The same holds true when it comes to selecting a 
partner that your clients can count on. And that’s 
where Panther Home Inspection comes in, with a 
solid tradition of local expertise and experience.

Jim Scarpa is the owner of Panther Home Inspec-
tion and Florida Gulf Coast Home Inspections, and 
proud to deliver the difference to area residents.

“We’re locally owned and operated,” Jim says. “I’m 
a local resident, and so is everyone on our entire 
team. I think that’s important, because it means 
that the money our clients spend is staying in the 
community we live in and serve.”

That’s just the start of the commitment Jim and his 
team feel for giving their best.

“We’re crazy about making sure our customers are 
happy,” he smiles. “We have a 4.9 Google rating, 

and we’re rated A+ from the Better Business Bu-
reau. That means a lot to me, because we are really 
delivering something special to people. A lot of our 
customers are people who are new to the area, do 
not live here full time, or are buying investment 
properties. We maintain a really strong focus on 
customer satisfaction.”

One of the keys to building and strengthening strong 
customer-service ratings is a truly localized approach.

“With our model, we have inspectors who are 
located and live in the various areas we do business 
in — from Fort Myers and Naples to Marco Island 
and beyond,” Jim explains.

CONVENIENCE AND QUALITY

The Panther Home Inspection team works to make 
the entire inspection process as smooth and seam-
less as possible for clients.

“We have our own dedicated office team, and we 
are really diligent about coordinating our home 
inspections, whether it’s the home-inspection 

Owner Jim Scarpa says Panther Home Inspection goes out of their way to make life easier for agents and customers, earning 
them a 4.9 Google rating and an A+ rating from the Better Business Bureau.
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services we provide or 
other services, such as 
termite, mold and radon 
inspections we coordi-
nate with licensed affil-
iates. That means the 
REALTOR® or buyer 
only has to pick up the 
phone once. Plus, we do 
our best to get everyone 
there at the same time 
to make the transaction 
as easy as possible.”

It’s not unusual for the 
inspection process to 
reveal work that needs 
to be done. That’s 
where Panther Home 
Inspection works to 
stay involved, delivering 
thorough, thoughtful 
follow-up service.

“One thing we offer that 
I think means a lot to 
our clients is free re-
checks,” Jim explains. 
“If our inspection un-
covers repairs that need 
to be made, we go back 
in for free to make sure 
they were done and that 
any issues are resolved. 
Our competitors typi-
cally charge $75 to $150 
for this service.”

A PERFECT FIT

Jim has always had a 
love for construction.

“I’ve always been in-
volved in the industry in 
one way or another. My 
dad was an architectur-
al designer, and he put 
a couple of additions on 
the house,” Jim recalls. 
“I’ve always enjoyed 
learning how things go 
together. I remember 
when my dad built a 
house from scratch 

on the weekends. I learned so much 
about building and construction.”

That love of construction continued 
for Jim as he grew older and pursued 
his own career.

“Throughout my life and career, I was 
involved in building several of my own 
houses and manufacturing facilities 
all over the world,” he says. “When I 

semi-retired and came to Florida, the opportunity 
came up for me to acquire Panther Home Inspec-
tion. It really has been the perfect match for me.”

THOUGHTFUL EXPERTISE

The Panther Home Inspection team boasts five full- 
and part-time inspectors, including Jim, along with 
two office support professionals.

As Jim says, quality inspection work is important. 
But the way that it is communicated is vital, too.

With Jim’s lifelong love of construction and always wanting to learn “how things go together,” he and Panther 
Home Inspection have been a perfect match. 

“We want to make the whole process as seamless as 
possible. We’ll coordinate everything for REALTORS® 
around the home inspection process. And when we 
provide our report, we share the facts of what we 
find. We don’t cross the line and give opinions,” Jim 
emphasizes. “It’s entirely up to the buyer and Realtor® 
to decide what will be done with that information.”

Service is available when it’s needed, too.

“We go out of our way to make life easier for agents 
and customers,” he says. “People call me at night 
and on weekends sometimes. And when that hap-
pens, I call back as soon as I can. We don’t turn the 
light switch off at 5 pm. Friday afternoon until Mon-
day morning. Agents do a lot of work on weekends. 
I get all the messages that come in after hours to my 
personal cell phone, and I respond.”

One of the most rewarding parts of Jim’s work is 
about the quality of life it gives him with his family.

“I spent 35 years in the corporate world. There was a 
lot of travel and time away from home involved with 
that,” he recalls. “I had always wanted to slow down 
and semi-retire, which I was fortunate enough to be 
able to do. Now, with this role, I’m able to spend a lot 
more time with my family. It means a lot to have that 
opportunity to spend more time with them and help 
people in our community at the same time.”

In his free time, Jim has a passion for his own 
home-improvement projects, along with offshore fish-
ing with friends. He also has a passion for supporting 
community efforts, including the local Fraternal Order 
of Police organization supporting underprivileged chil-
dren, and fundraising for the Kola Phillips Memorial 
Scholarship, honoring his friend and mentor.

As Jim looks to the future, he sees more opportu-
nities to help others.

“I want to continue to grow this business,” he says. 
“This industry is generally very fragmented, so 
there’s an opportunity to continue to expand what 
we’re doing and to deliver a really high quality of 
inspection and service work to our community.”

For more information about Panther Home Inspection:

Phone: 239-389-0996

Web: www.PantherHomeInspection.com or 

www.FloridaHomeInspect.com

Email: Office@PantherHomeInspection.comAfter 35 years in the corporate world, Jim is now semi-retired and enjoys the freedom it allows him to 
spend more time with his family, on home-improvement projects, and offshore fishing with friends.
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WHERE TO FIND YOUR

By Christy Belt Grossman

Do any of these scenarios sound familiar?

•	 You’ve hit a ceiling. You can’t possibly sell any 
more homes alone.

•	 You want a life. You’re tired of working 24/7.

•	 You want to raise the service level to your clients. 
When you’re this busy, you can’t possibly re-
spond as quickly as they’d like.

•	 Your broker is on your case about getting your 
paperwork turned in, but that’s the last thing you 
have time for.

If so, that means you’re probably ready for an assis-
tant. With today’s unemployment rates at historic 
lows (and even lower locally than they are national-
ly), where in the world will you find one?

Most likely, the person you’re looking for is not 
looking for a job. They’re already working, and 
have hit some sort of ceiling. (The ceiling might be 
an income ceiling. It also could be a need for flexi-
ble hours or shorter commute; or they’re bored and 
have no room for growth.) Or they are not currently 
in the workforce. So you’ll need to be resourceful.

Here are a few places to mine for gold:

Sphere of Influence and Past Clients 

This is the number-one source for top 
teams and agents around the country. 
What better place to find your Ops 
Boss™ than with people who know 
you, know your values, and know 
your business? These are the people 
most likely to direct you to a good 
match. They might even be a good 
match themselves.

Stay-At-Home Parents

There are many stay-at-home par-
ents in our area who have incredibly 
talented backgrounds in business and 
all sorts of fields that translate well to 
real estate. At some point in time, often 
when kids hit high school, they come 
back into the workforce. This can be a 
rich source of talent. (Yes, I said stay at 
home “parents,” not “moms,” because 
my own husband was a stay-at-home 
dad by choice for 10 years.)

Mortgage, Title and Bank Employees 

My own background includes 10 
years in the mortgage business. I was 

burnt out and looking for a “regular” 
job. You might be surprised to think 
of real estate with “regular hours.” 
But for an assistant, it can be. There 
are tons of people in these industries 
that are ready for a change. Keep 
your eyes peeled for people who are 
looking for the opportunity to create 
a life. Help them do that, and they will 
be loyal forever.

As your business grows, and you need 
a Director of Operations or even a 
COO, you’ll want to widen the net 
you’re casting. There was a recent 
poll done in my BE A BOSS Facebook 
Group (which is overflowing with 
talented Ops Bosses™). The question 
was what people did before they took 
their operations job in real estate. 
Their answers might give you some 
hints as to where to look.

I’ll give you mine first: 

Regional Ops Manager for a national 
mortgage company. Led seven offices 
in three states. (Moved to that after 
doing all roles in the mortgage biz: loan 

Ops Boss™

officer, closer, processor, underwriter.) 
Before that, was a teller for State De-
partment Federal Credit Union. Before 
that, I was an intern for two California 
congressmen on Capitol Hill (before 
Monica Lewinsky messed that up). 
Before that, I worked at a library!

Here’s a peek at some of the others:

•	 Stay-at-home mom for 14 years – 
before that, a chemist

•	 Stay-at-home mom for three years 
– before that, a third-grade teacher 
for nine years

•	 College professor (business and 
communication) for 12 years. 
Executive coach and trainer for six 
years. Operations in various indus-
tries for the past 12 years.

•	 Movie theater management for 
eight years

•	 Senior account manager and, 
before that, project manager for 
a market research company that 
worked with Fortune 100 clients

•	 Office manager for a restoration/
new residential construction com-

Welcome Home Center located at  
28123 Wicklow Ct, Bonita Springs, FL 34135

pany. Before that, I stayed home 
with my kids for eight years. Before 
that, HR Assistant at a large manu-
facturer of construction equipment.

•	 Receivables portfolio manager for 
tech company

•	 Advertising marketing events

•	 Worked in the pharmaceutical 
world for five years

•	 Stay-at-home mom for 11 years. 
Before that, I worked HR, was 
an admin for a foreign education 
center, and worked in a contract and 
finance office.

•	 Director in Child Protective Services

•	 Hotel management

•	 Ops director for a law firm

•	 Food industry — bartending, shot 
girl, cocktail waitress

•	 Apartment management

•	 Real estate paralegal for eight years

•	 Elementary school teacher for 15 years

•	 I had literally zero professional experience. I was 
a full-time nanny for my first rainmaker before 
he brought me into the RE world.

•	 Director of Ops for a YMCA swim team. Before 
that, stay-at-home mom, and before that, electri-
cal engineer for GM.

Bottom Line: There’s incredible talent all around 
you. Your future Ops Boss™ is out there. Just open 
your eyes wide so you don’t miss them!

Christy Belt Grossman is the 

CEO and owner of Ops Boss 

Coaching™ and a Director on 

the Board of the National 

Association of Real Estate 

Professionals. Christy’s passion 

for raising the bar for Ops Bosses™ 

was fueled by her past experience as COO of 

one of the nation’s first real estate teams to sell 

$1 billion. Ops Boss Coaching™ provides classes, 

a video resource center, coaching and an annual 

conference focused on real estate operations 

professionals. Free reports and resources at 

www.OpsBossCoaching.com. 

Contact: Christy@OpsBossCoaching.com
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celebrating leaders

CAINE
V A L U E S  A N D  V I C T O R I E S

By Dave Danielson

Photography by LaCasaTour

HEATHER
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WWhen you consider the victories each of us 

achieve in life, most of them come down to 

a handful of values that we live by — those 

founding principles of our existence that 

guide what we do and shape who we are.

When it comes to Heather Caine, you 
don’t need to look any further than 
the quatrefoil on the logo of her com-
pany, Caine Premier Properties, for 
clues about the keys to her success.

“Our logo has four squares, each of 
them representing a different value, in-
cluding loyalty, integrity, trust and put-
ting others before yourself,” explains 
Heather. “They’re the same values that 
the U.S. Marines succeed with.”

It’s no coincidence that Heather chose 
that set of qualities to spotlight.

“I grew up in a military family,” she 
says with pride. “My father was a he-
licopter pilot in the Marine Corps. In 
fact, he flew President Reagan aboard 
the Marine One helicopter.”

Heather says the four core principles 
aren’t just meant for customers.

“It’s the same commitment I give to my 
team members. We have 41 of us work-
ing together right now and growing, 
and we’re growing together every day. 
It’s been so phenomenal. We have such 
a great group of professionals, with 
outstanding camaraderie,” she says.

A NEW HOME

The story of Caine Premier Proper-
ties, in Southwest Florida, actually 
started 15 years ago and half a conti-
nent away, in Texas.

“When I was 21, I bought my own 
home,” Heather recalls. “Shortly after 
I got my real estate license, my busi-
ness just started to grow organically.”

Six years ago, Heather and her husband, Andrew, were living in Texas and bought a home in Naples with the 
intent to move in, renovate, and flip it; instead, they fell in love with Naples and have been here ever since.

Heather worked her way through 
deal after deal, making a difference 
based on her values. In time, she 
became a Top Producer within the 
brokerage as she and her husband, 
Andrew, invested in properties. With 

the advent of technology, Heather and Andrew 
started purchasing properties online.

“We found quite a few on sites like Auction.com,” 
she explains. “We typically did a lot of flips, then 
one day we saw a pivotal property.”

“We saw this property in Naples,
placed a bid on it and, after a lot of
negotiations, we won the bid. The 
plan was we were going to purchase 
it, move to the area, renovate the 
home, sell it, and then go back to 
Texas,” Heather recalls.

Life had other plans.

“We fell in love with Naples,” Heather 
shares. “During our first two years 
here, we worked on the house, and I 
explored the market and focused on 
our girls and cultivated friendships. 
After those two years, I decided to 
get my broker license here. In the 
meantime, my husband and I have 
purchased more properties.”

That was six years ago. Today, she 
and Andrew cherish time with their 
two children, including their 11-year-
old daughter, Makayla, and their 
8-year-old daughter, Reagan.

The Caine family stays extremely 
active in their time away from real es-
tate. When not taking part in and sup-
porting the girls and their competitive 
sports teams, you’ll likely find them 
playing golf or tennis, or boating.

“One of the big reasons we moved 
here was because we wanted to be 
able to be outdoors all year and never 
be bored. And we are always finding 
plenty to do,” Heather laughs.

SPREADING SUCCESS

Heather is a natural at finding ways to 
give back as well. She launched a “Let’s 
Get Moving” initiative three years ago 
— a powerful initiative that partners 
charities with fitness centers to en-
courage movement, fitness, and com-
munity support. She explained that 
Naples has been voted the happiest, 
healthiest city in America a few years 
in a row, and she feels her brokerage 
is the happiest, healthiest brokerage in 

SWFL. In fact, over $16,000 has been raised to help. 
Heather is also the  co-chair of YogaCan — an orga-
nization that supports cancer patients with funds for 
rent, groceries, and utility bills through a partner-
ship with the Cancer Alliance of Naples.

Caine Premier Properties also makes its presence 
known on TV; the brokerage has been featured in 
nine episodes on HGTV. In addition, Heather has 
a segment on Fox 4 called “Homes with Heather” 
that airs Friday mornings, from  8 a.m. to 9 a.m., 
that discusses real estate in SWFL along with 
“Let’s Get Moving” initiatives.

A central part of Heather’s success is her drive — a 
quality that has always fueled her.

“When I was a child, my mother could never get 
me to slow down or stop,” she remembers. “As I got 
older, I worked in property management. In fact, 
I managed a 365-unit property. I got my rent free, 
and it put me through college.”

After school, Heather continued growing in real 
estate. She helped open up a series of executive suite 

Heather Caine with her husband, Andrew, daughters, Makayla and Reagan, and Rosie, their Miniature Australian Labradoodle.
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units, and also worked with a con-
struction and home warranty company 
to learn how homes are built, structur-
ally, and how they run, mechanically. 

“I’ve always had a burning desire 
to learn more,” she says. “I’m also a 
huge believer in building communi-
ties. And I know that positive energy 
can cultivate so many things.”

IN THIS TOGETHER

It’s that spirit of community that 
also drives the success of Caine 
Premier Properties.

“Everyone feels like a family member 
here. When every agent joins our 
brokerage, they are paired with an 
ambassador who helps them,” says 
Heather. “And to support our team and 
make our processes as streamlined as 
possible, we have a director of mar-
keting, a director of operations and a 
director of technology. In that way, we 
can offer a wide range of tools while 
still being a smaller brokerage.”

As Heather considers her future, 
she remembers the words from her 
father that have helped to shape her 
and her desire to support others and 
make a difference.

“My father has always said, ‘If you 
support your troops, your troops will 
support you.’ And that’s the same kind 
of team approach we work to maintain 
through everything we do,” she says. 

“Success, for me, is seeing others succeed. I learned at 
a young age that I can only do so much. So the mean-
ing of success is helping others learn and succeed. I 
think of duplication — teaching and training others so 
they can also realize the benefits of what we do.”

At the end of the day, the victories in Heather’s 
world have been powered by her values.

As Heather says, “Kindness always wins.”

LAUNCH

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

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

S W F L

For more information or questions about SWFL Real Producers events, email 
Andrew Regenhard at andrew.regenhard@realproducersmag.com.

PARTY
Date/Time: To Be Announced as soon as 

stay-at-home orders have been lifted

The Seaside Bar and Grill

24850 Old 41 Rd., Ste. 12
Bonita Springs, FL 34135

upcoming events

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

Be on the lookout for your exclusive invitation coming to your 
inbox soon. We look forward to seeing you at the launch party!

SWFL Real Producers

Connecting. Elevating. Inspiring.
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cover story

Passion for the Profession

By Dave Danielson

Photography by LaCasaTour 

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

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

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

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

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

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

CHRIS
LECCA

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

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

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

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

And that’s exactly what he did.

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

REWARDING RESULTS
The rewarding feeling Chris gets continues 
to build.
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Real estate is really just 
part of my life, and part 
of who I am... For me, a 
day without my clients 
feels incomplete.

“I really enjoy working with 
people to buy or sell their 
homes, and to be the one 
to work behind the scenes 
to facilitate a smooth, easy 
deal for my clients. As a 
REALTOR®, there are so 
many things we do behind 
the scenes that our cus-
tomers are unaware of. 
I want to do whatever it 
takes to help them reach 
their goals,” Chris empha-
sizes. “To get to that goal, 
you end up spending a lot 
of time with your clients 
and building relationships 
with them. I’ve made some 
lifelong friends along the 
way and that really makes 
everything worthwhile.”

The passion Chris feels for 
this business and his clients 
has created impressive re-
sults all the way around.

In both 2018 and 2019, 
Chris finished as the num-
ber one REALTOR® in his 
600-person office, based on 
sales volume. In 2019, Chris 
was recognized as “Naples’ 
Best REALTOR®” by Naples 
Daily News readers. In 
the process, last year, he 
completed a staggering 93 
transactions, representing 
over $56 million in sales 
volume — and he did it as 
an individual agent.

While the numbers are 
heady, Chris likes to always 
keep perspective.

“For me, success is about 
being well-rounded in all 
aspects of life, including 
business, social life, family 

life and health,” Chris says. “I’m definitely not perfect. There are 
some weeks where I feel like I’m all work and no play, and there 
are others where it may be the other way around. I just try to do 
my best to maintain that balance in all areas of life.”

SIGNS OF SUCCESS
In his free time, you’re likely to find Chris on his boat with his 
friends — enjoying time on the water under the sun. But even the 
name of Chris’ boat, Contingent-Seas, evidences how blurred the 
line is between his career and the rest of his life. 

As Chris thinks about his journey and the passion he has for 
what he does, he has advice for newer agents jumping into the 
business today.

“There are many trials and errors in this business,” he admits. 
“I think one of the big things new agents can remember is to do 
what you say you’re going to do, and don’t be afraid to do more 
than what’s expected from you.”

Attention to detail matters.

“In any given deal, 99 percent of what you do can go flaw-
lessly, but if even one percent goes wrong, that might be the 
only thing that your clients remember and talk about. People 
remember how you make them feel,” Chris emphasizes. “That 
might mean paying out of your pocket to have a house cleaned, 
or it may mean dropping off a favorite bottle of wine as a clos-
ing gift. I think a big part of success is figuring out those little 
things that make a difference for your clients.”

Undoubtedly, Chris’ clients feel his all-in spirit, his honest, 
straightforward energy, and his tireless drive to serve.

As Chris says, “Real estate is my life. It’s not just a job. It’s 
who I am.”

That passion for the profession continues to create results — 
day in and day out — for those around him.

Chris’ pet Chihuahuas, Chi Chi and Rico, enjoy rides in the golf cart.
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DEAR BORN

A L L - I N  F O R  N A P L E S
Living a big life begins with having a big heart. And 

no one personifies that better than Patrick Dearborn.

Ever since his family and he moved here over 16 
years ago, Patrick’s generous nature and leadership 
have been directed fully back into the area. As a 
REALTOR® and member of the Board of Direc-
tors of John R. Wood Properties, Patrick quickly 
demonstrates that he is all-in for Naples.

Falling in Love with a New Home

Patrick truly has a servant’s heart. In fact, he’s a 
veteran of the U.S. Army and the 82nd Airborne. 
After his days in the service, he returned home to 
Annapolis, Maryland, where his wife, Lisa, and he 
started a family.

In time, they looked for a new, warmer home. Flori-
da was definitely on the radar.

“We took many trips all over Florida as we were 
deciding where to move,” Patrick recalls. “The third 
of our five trips was to Naples, and we absolutely 
fell in love with it. We knew then that there wasn’t 

going to be any competition. In fact, I still have a 
picture of my wife, my son, and I. We’re sitting in 
downtown at 5th Avenue in Naples at Christmas. 
We all turned to each other and said, ‘This is it.’”

Real Estate Results

Patrick had bought and sold several homes at a 
young age and always was intrigued by the process, 
so he decided to dive into real estate. He got his 
license in 2004 and started a successful journey 
that has included a staggering total of almost $1 
billion in total transactions, with an average of $40 
million to $50 million a year through hurricanes, 
recessions, and market ups and downs.

Grateful Giving

The passion Patrick has for Naples is complete, 
including real estate, the community itself, and the 
organizations that combine to make the area an 
even better place to live for all. In fact, Patrick is 
extremely involved in a wide range of non-profits 
and groups that support veterans, children, and 
women in the area.

REPRINTS!

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

WHY DO I NEED THOSE?

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

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

holiday greetings
•	 Brokers, use as recruiting tools  

for capturing new talent 
•	 Use when farming your  

favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED ON MY ARTICLE?

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

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

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

PRINT
ME MORE!

ERIC AND CHRISTL
RAMIREZ

239-304-0516

Phone

www.laramconstruction.com

Website

85 10TH AVE NW,
NAPLES FL 34120

Model Home

 Family owned and 
operated business 

 Fully licensed and 
insured certified 
general contractor.

 Custom home 
builder in 
Southwest Florida

Photography By: 
Pure Fotografica

A L L - I N  F O R  N A P L E S

RISING STAR: 

Greg Sofranko

PARTNER SPOTLIGHT: 

Maxwell Mortgage

M A R C H  2 0 2 0

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

WHO CAN BUY THESE?

The REALTOR® that was featured, the broker, our 
partner, or family. Anyone who wants to promote you.

HOW DO I ORDER?

Email Geneva@RealProducersMag.com, or give us  
a call at 612-940-4257.



Josh Lund | Branch Manager | NMLS #387408

Gold Star Mortgage Financial Group | NMLS #3446

Call or Text: 239-478-5783
E: JLund@goldstar�nancial.com

One Source. Countless Solutions. One Client at a Time.

· Close 50% more transactions this year
  by just calling me
· Licensed all over the USA
· Programs that agents didn’t know existed
· Proprietary lead systems that no one else 
  has or knows about


