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S This section has been created to give you easier access when searching for a Sacramento 

area vendor to use. Take a minute to familiarize yourself with the businesses sponsoring the 

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

possible. Please support these businesses as they are the reason the publication exists.

ATTORNEYS

ElGuindy, Meyer &  

Koegel, APC

Judith Maranski

(916) 778-3310

emklawyers.com

BLINDS/SHADES

Made in the Shade  

Blinds and More

Mandie VanBuren

(916) 300-4306

blindsofnorcal.com

HARD MONEY LENDER

Focus West Capital

Dan Stoligrosz

(916) 947-4754

focuswestcapital.com

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

calprogroup.com

Certified Home  

and Building Inspections

Jason Stockwell

(916) 223-3400

certifiedhbi.com

Twin Termite & Pest Control

Brian McComas

(916) 344-8946

twintermite.com

INSURANCE

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

iiprotect.com

 

Professional Insurance 

Associates, Inc.

Paul Hammack

(877) 495-9141

piainc.com

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

skyinsurancegroup.com

MARKETING

XSIGHT Creative Solutions

Scott Rodier

(916) 444-9100

xsightusa.com

MORTGAGE

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

afc360.com

Dan & Sherene Team - 

Fairway Mortgage

Dan McIntire

(916) 276-3324

danandshereneteam.com

Fairway Independent 

Mortgage

Michael Pankow  

& Greg Sandler

(916) 318-5626

wefundhomeloans.com

Family First Mortgage Group

AJ Jackson

(916) 835-4100

ffhomeloans.com

 

Point Equity  

Residential Lending

Nick Cunningham

(916) 302-2018

pointequity.com

The Mortgage Company

Lonnie Dickson

(916) 396-3185

themortgagecompanyca.com

WealthWise  

Mortgage Planning

Andrew Vierra

(916) 932-7160

VALoansofCalifornia.com

OVERHEAD DOORS

Overhead Door Company  

of Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

ohdsac.com

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

camachoscustom 

painting.com

REAL ESTATE 

INVESTMENTS

Belwood Investments LLC

Steven Belmont

(916) 990-3010

belwoodinvestments.com

 

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn  

Real Estate Photography

Andrea Gunn

(916) 223-8948

gunnphoto.com

REAL ESTATE 

PHOTOGRAPHY / 

VIDEOGRAPHY

Blue Hour Photography

Ryan Maupin

(916) 968-7017

bluehourphotography 

services.com

Snap a Prop

Keoua Medeiros

(408) 921-7550

snapaprop.com

STAGING

Stephanie Brubaker Home 

Staging & Consulting

Stephanie Brubaker

(916) 390-4491

stephaniebrubaker 

homestaging.com

STONE COUNTER  

& GLASS POLISHING

Pro Gear Industries

Todd Ognibene

(916) 778-0342

facebook.com/

pgistoneandglass

TITLE COMPANY

North American Title

Julie Shroyer

(916) 416-8245

nat.com/nocal

 

TRANSACTION 

COORDINATOR

Platinum TC Services

Melanie Prescott

(916) 812-7454

platinumtcservices.com

VIDEO PRODUCTION

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

DynamicCinema 

Productions.com

WEALTH MANAGEMENT

AWA Wealth Management

Derrick Andrews

(530) 889-1258

awallc.com
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publisher’s note

November is a month where we not only focus on gratitude and 
Thanksgiving overall, but one where we also have an opportunity 
to express that gratitude in the direction of our Veterans who serve 
and have served our country. This issue we wanted to shine the 
light on just a few of those in our community who are either Veter-
ans or passionate about serving alongside them in some capacity. 

It was an honor to put this issue together. To hear these inspiring 
stories and get to know these incredible humans was such a joy. 
Special thanks to our cover story, Gagan Dhiman, for sharing his 
stunning photography with us in this issue – what a gift you have 

given us all!

Full of gratitude for this community,

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

K AT I E  M AC D I A R M I D
katie.macdiarmid@realproducersmag.com

(916) 402-5662

facebook.com/sacramentorealproducers

@SacRealProducers

SAYING

“As we express our gratitude, we must  that the highest 
appreciation is not to utter words but to live by them.” - John F. Kennedy
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celebrating leaders
By Dave Danielson

Photos by Nicole Sepulveda - 
XSIGHT Creative Solutions

JAKE
DAROSA
The DaRosa Team – 
Keller Williams Realty
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Building Big-Picture Success

The team’s approach is centered around helping 
each client achieve their big-picture, long-term 
financial results through real estate.
 
“That’s something we definitely take a lot of pride 
in doing. We help people manage wealth through 
real estate. Our mission is delivering the dream of 
homeownership, and that’s super important to us. 
It’s about what real estate can help people accom-
plish in their lives,” Jake says. “Investing, owning, 
and creating that wealth through real estate is still 
one of the best investments out there, if not the 
best. One study shows that the average net worth 
of real estate owners is $250,000, and just $5,000 
for renters. That’s a big delta and we want to do our 
best to help our clients increase their net worth.”
 
Signs of Success

The results have been rewarding for The  
DaRosa Team.
 
Last year, in 2019, the team helped 81 families, repre-
senting over $34 million in sales volume. This year, 
The DaRosa Team is on pace to help 100 area families 
while amassing nearly $50 million in sales volume.
 
Passion for the Profession

The joy they feel for their work goes much deeper 
than the numbers.
 

As Jake says, “One of my favorite things is helping others 
succeed in our business. It means a lot to work with 
partners on our team, introduce them to our systems 
and models, and see them win. It’s my favorite thing – to 
watch them take all of it and help their clients at a high 
level while changing the trajectory in their life through 
real estate. Whether they’re buying or selling a home. It’s 
rewarding to be part of helping them move on to their next 
destination in life.”
 
Spirit of Contribution

The DaRosa Team also has a passion for giving back to the 
community, including efforts like the Santa Shopping Spree 
that will mark its fifth annual event this holiday season. 
 
Jake and his team also conduct a community give-back, 
where they pick local charities to help people. 
 
Other work giving back in the community includes the Fol-
som Food Bank and local women’s shelters.
 
Plus, members of the team also spend time working with local 
at-risk children, whether it’s taking time to come to school and 
have lunch with a child or play basketball with them.
 
Legacy of Leadership

As Jake says, “I really believe that if you give more than you 
receive, life will work out well for you. That’s a big driving 
force for what we do. Our community gives us a lot of oppor-
tunity through the process of working with them. In return, 
we want to help them out and give back, as well.”
 
At the end of the day, Jake experiences the greatest rewards 
through his day-to-day work. 
 
It’s the same spirit of gratitude and giving that you see at 
work each day with the entire team.
 
“My goal in life is making an impact on people. I want to 
make a difference in someone’s world,” he smiles. “And 
my goal is having as many opportunities in life to do that 
as possible.”
 
One thing is clear. Those who have a chance to work with 
The DaRosa Team know they have a powerful resource on 
their side…people who take pride in serving their clients. 
 
Each day, Jake and the members of The DaRosa Team are 
definitely winning together – with their clients and with the 
community where they work and live.

Winning Together

Those who lead the way to greatness 
don’t achieve their goals all at once. 
 
They reach their destiny step by step, 
milestone by milestone…as a team.
 
That’s the path that the members of 
The DaRosa Team with Keller Wil-
liams Realty take each day.
 
Day in and day out, they’re winning to-
gether, while making a positive impact 
for their clients and their community.
 
Better Together

Jake DaRosa leads The DaRosa 
Team…a dynamic group that includes 
agent partners, three administrative 
staff members, and a Transaction 
Coordinator – Mark Green, Michael 
Brown, Kristina Gold, Nicki Rowland, 
Ryan Radford and Corey McKinney are just a few of the partners on the team. 

 
“We’ve got a fantastic group of super hard-working individuals that 

are hyper-focused on helping their clients win and achieve 
their financial goals,” Jake emphasizes. “We have 

a great time together and do a lot of events 
together…we’ve created a family within 

our team, all of whom I’d invite 
to Thanksgiving dinner.”

 

I really 

believe 

that if 

you GIVE 

MORE 

than you 

receive, 

life will 

work out 

well for 

you. 

“

“
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Socially Distanced 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.

SKY INSURANCE
BROKERS

“REFUSE TO BE AVERAGE”

www.skyinsurancegroup.com

CA Insurance Lic: 0J15368

FOR ALL OF YOUR 
INSURANCE 

NEEDS

Specializing in:
 • Homeowners Insurance
• High Fire/High Brush

• Flood Insurance
• Life Insurance
• Auto Insurance

(916) 540-7000

Overhead Door Company  
of Sacramento , Inc. 

(916) 421-3747 
 

“Don’t Be Fooled By Our Competitors. Look For The Ribbon!” 

 

$20.00 off 

www.OHDSAC.com 
Any Service/Installation Only. Valid           
at time of Service/Installation Only.                               

TM 

“The Largest Selection of Garage Doors in Northern California Since 1953” 

Sales * Installation * Service 
Residential * Commercial * Garage Doors * Operators 
Free Estimates * Installed & Serviced by Professionals 

We service all 
BRANDS  

6756 Franklin Blvd. 
Sacramento, CA 95823 
 

Showroom Hours: Mon-Fri 8AM-5PM   Sat: 9AM-12PM                                                     LIC #355325

SERVICES WE OFFER:
- HOME INSPECTION

- TERMITE INSPECTIONS

- TERMITE TREATMENTS 
   & REPAIRS

- PEST CONTROL

- SEWER CAMERA   
   INSPECTIONS

- MOLD TESTING

- SOLAR INSPECTIONS

- POOL/SPA INSPECTIONS

- COMMERCIAL
   INSPECTIONS

SACRAMENTO AREA - 3565 TAYLOR RD, STE D | LOOMIS, CA 95650
BAY AREA - 80 GILMAN RD, STE 2A | CAMPBELL, CA 95008

(800) 474-3540  |  WWW.CALPROGROUP.COM

With one call, you can 
schedule ALL of your 

real estate inspection & 
pest control needs.

Derrick Andrews is a registered representatives with, and securities o�ered through LPL Financial, Member FINRA/SIPC. 
Investment advice o�ered through Strategic Wealth Advisors Group, registered investment advisor. Strategic Wealth 

Advisors Group and AWA Wealth Management, LLC are separate entities from LPL Financial.

Tell us your story, let us help plan your dream life.

Derrick S. Andrews, CFP®, CEP®
President/Financial Advisor
CA Insurance Lic #0757915

 
200 Auburn Folsom Rd, Ste 200

Auburn, CA 95603
530-889-1258
Derrick@awallc.com

www.awallc.com

At AWA Wealth Management, you have an opportunity waiting to be 
discovered. Our full-service wealth management strategies provide you with 
an extensive look at your entire �nancial situation to help design your dream 

lifestyle and legacy. We look beyond investments to make sure you are 
prepared �nancially in all aspects of your life. Find out how our clients bene�t 
from the custom strategies our team of experienced professionals design to 

preserve and manage their wealth.
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ANDREW 
VIERRA: 

partner spotlight

Your Resource for the Power of VA Home Loans

By Dave Danielson

Photos by Rachel Lesiw, Indulge Beauty Studio

ANDREW 
VIERRA: 

WealthWise Mortgage Planning

Sometimes, the most amazing surprises can hide in plain sight. 

 

Someone who knows all about that is Andrew Vierra, and his team at WealthWise 

Mortgage Planning.

 

Each day, they put the power of VA Home Loans to work in the lives of U.S. military veterans 

who, in many cases, never knew the significant benefits the program could bring them…

that is, before they met Andrew and the team.

 

As Branch Manager at WealthWise Mortgage Planning, Andrew takes immense pride 

in making that difference as a VA Home Loan Specialist. In fact, 85 to 90 percent of 

loans Andrew originates are VA Home Loans.
 

It means a lot 

working with 

veterans, and 

showing them how 

much money they 

can save by using 

their VA Home 

Loan benefit.

“
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“It means a lot working with veterans, and showing 
them how much money they can save by using their 
VA Home Loan benefit,” Andrew explains.
 
AN UNDERUSED ADVANTAGE

While the impact is significant, knowledge about the 
valuable punch the program delivers lags far behind.
 
“Less than 10 percent of the U.S. population serves 
in the military. And of that number less than 10 per-
cent of those who are eligible ever use their benefit,” 
Andrew says. “Many people never even ask about the 
benefit because of something incorrect they’ve heard 
from the real estate industry, their lender or even 
from the military itself. But once we show them their 
options, they’re absolutely thrilled.”
 
The lack of VA knowledge can be widespread.
 
According to Andrew, “The VA home loan has 
changed for the better over the years, making it much 
easier on the seller and buyer. Flexible guidelines 
mean a veteran could qualify for almost 25 percent 
more home under VA as compared to qualifying under 
other financing. And starting in 2020, county loan lim-
its were removed for veterans with full entitlement, 
meaning they can buy as much home as they want 
without a down payment. Sadly, most in the industry 
aren’t aware of the changes, so they discourage de-
serving service-members away from the loan.”
 
“A lot of times, people think they can’t use it, 
because, in many cases, they’ve been told it’s not 
available for them,” Andrew points out. “A case in 

TEAM EFFORT

Andrew is quick to point out that 
delivering the power of the VA Home 
Loan program is a team effort.
 
“Clients thank me a lot, but the first 
thing I always say is I can’t do it 
without our amazing team, including 
Cindy Turner, who is our Production 
Supervisor and works with borrow-
ers on the intricacies of their loan 
and manages the loan pipeline, and 
Kim Ball, our Transaction Coordi-
nator, who works with borrowers 
to get their paperwork together for 
underwriting, and Jennifer Eyles, 
our Production Assistant, who works 
behind the scenes on marketing and 
accounting. We have a small office, 
but we do a lot of loans. We have 
people here who really care about 
serving our clients, whether they’re 
veterans or the general public. In the 
process, everyone works so hard to 
make it easy for our clients.”
 
As Andrew says, communication is 
the answer for dispelling the myths 
and unlocking the power.
 
“With members of the military, in many 
cases, they don’t think to ask. For mem-
bers of the military, I would say you 
need to advocate for yourself,” Andrew 

point was when a veteran was working with one of 
the big banks trying to refinance. The banker told 
the veteran they couldn’t use the VA Home Loan 
program. But we were able to work with the client 
and saved her $1,700 a month.”
 
VA Home Loans can save veterans thousands  
of dollars.
 
“Sometimes, inexperienced loan officers or mem-
bers of the real estate industry will steer people to-
ward FHA financing, because they don’t understand 
what’s available through the VA,” Andrew says. 
“It can make a big difference. For example, with a 
$300,000 loan, if a veteran uses an FHA loan, in 
just the first three years of their loan, they would 
pay nearly $17,000 more out of pocket than if they 
had worked through the VA program.”
 

says. “At the same time, it’s about both sides of the equa-
tion. As a REALTOR®, one thing you can do is ask your 
clients if they’ve had previous military experience. If they 
say, ‘yes,’ then you can ask, ‘Did you know you can use 
your VA Home Loan benefit to buy this house?’ If they 
say, ‘No, I don’t think I can use that,’ 90 percent of the 
time, they’re wrong…and they can actually use their 
VA Home Loan benefit…and save thousands of dollars 
over the life of their loan as a result.”
 

LIFE’S HIGHLIGHTS

Away from work, Andrew enjoys time with his 
family, including his wife, Robin, and his 
two sons—Jonathan Satterfield and Matt 
Satterfield. They also have a miniature 
Australian Shepherd and two cats, in-
cluding one that came with the house. 
 
In his spare time, Andrew is a member 
of the Rotary Club of Folsom, Active 
20 to 30 Club Past President, the 
Folsom Chamber of Commerce, and 
a frustrated licensed pilot who hopes 
to someday get back to flying.
 
As Andrew considers the future, his 
hopes involve more of what he loves 
doing—and that is, being a resource for 
you and your clients.
 
“If I won the lottery, I would just do what I’m 
doing now. Just bigger. Every day, what I try 
to do is put a loan together and give advice to 
people about what I think is in their best inter-
ests. We try to educate people on their options. 
Maybe it’s not a VA loan, maybe it is. Either way, 
I try to be a helper and a connector…a conduit for 
information for people so they can make informed 
choices,” he says with a smile. “My signature on my 
email is ‘Always In Your Best Interest’…and that’s 
what I try to look out for each day.”
 
FOR MORE INFORMATION ABOUT 

WEALTHWISE MORTGAGE PLANNING: 

CONTACT: WWWVALOANSOFCALIFORNIA.COM

PHONE: 916-932-7160

EMAIL: ANDREW@WEALTHWISEMORTGAGE.COM

If I won the 

lottery, I would 

just do what I’m 

doing now.

“
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916-318-LOAN
www.WeFundHomeLoans.com

 

 
 

 

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

39.1 Billion
Funded and 

151,272 Families 
Served in 2019

be
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tgage company to work for

2018

by Mortgage Executive 
Magazine 2018

Copyright©2020 Fairway Independent Mortgage Corporation. NMLS#2289. 4750 S. Biltmore Lane, Madison, WI 53718, 1-866-912-4800. All rights reserved. This is not 
an offer to enter into an agreement. Not all customers will qualify. Information, rates and programs are subject to change without notice. All products are subject to 
credit and property approval. Other restrictions and limitations may apply. Equal Housing Lender. AZ License #BK-0904162. 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. Licensed NV Mortgage Lender.

Hate war,
but love the
American
soldier.
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Meet Mike Snell of Big Block Realty North. He may be very early 
on in his Real Estate career but he’s already making big waves. 
Mike’s energy and positivity are contagious. He is passionate 
about growing as an agent, serving his clients and community and 
being a great father. He also served our country for 12 years and 

we asked him to share a little of 
his experience with us below.

What years did you serve? What 
branch of service?
I served 12 years Active Duty in the 
U.S. Air Force, June 2006 to May 
2018.

In a time when there are no drafts, 
can you share why you chose to 
serve your country by enlisting?
I was slightly interested in the 
Air Force ever since my Fresh-
man year of High School at C.K. 
McClatchy in Sacramento, CA. 
Military recruiters would come 
talk about opportunities in their 
branch of service on career day 
and The Air Force recruiter 

always had the best displays, so they would stand out to me 
the most. After my sophomore year of high school was over, 
my mom sent me to live with my dad, who is currently retired 
from 30 years Active Duty Marine Corps, and was stationed in 
Yuma, AZ, at the time. I joined the Air Force one month after 
graduating from Cibola High School in Yuma, AZ. After com-
ing from a bigger city and moving to Yuma, my only goal was 
to find the fastest way out of there and become independent. 
I wanted to make a bold step to change my life’s direction 
from a past full of teenage mischief without needing to ask my 
parents for money to start that journey. My dad is the one who 

highly suggested the Air Force. He 
knew that structure and environ-
ment would be the best fit to set me 
up for the success I’m experiencing 
to date, and he was right.

What is a favorite memory/experience 
from your time of deployment?
Visiting the Emirates was an unfor-
gettable experience. Everything from 
its history, the Emirati Palace in Abu 
Dhabi, and Dubai’s picture-perfect 
metropolis of a city flooded with high-
end Real Estate and luxuries leaves 

you mesmerized and inspired.

How did your time of service impact or 
equip you for your career as an agent?
My military experience groomed me 
for Real Estate. I was challenged 
daily with tasks and constant training, 
but also worked closely with many 
different people and personalities in 
high-stress environments for extensive 

hours at times. As a Real Estate agent, my hazardous environ-
ment is no longer overseas on deployment. It’s now in my home-
town. The Sacramento Real Estate market is riddled with low 
inventory attributed to a statewide housing market shortage. 
I’m constantly on the hunt and going to battle amongst multi-
ple agents trying get offers accepted for buyers and investors. 
Anyone who has ever tried buying a home in these conditions 
can relate to the level of stress that comes with the process. 
As a Veteran and Real Estate agent, my business provides our 
clients with the same peace of mind and security throughout the 
buying process. In my opinion, it’s a direct reflection of what my 
Active Duty service meant to our country.

Mike 
Snell

rising star

Big Block Realty North

ARE YOU LOOKING FOR A SERVICE THAT CAN
HELP YOU FROM CONTRACT TO CLOSE?

Platinum TC Services has been in the real estate industry for nearly 20 years. 
Our #1 goal is to provide superior service for new and existing clients and get them paid on time!

For more details please contact Marketing@PlatinumTCServices.com
or visit bit.ly/FinishStrongContest to join the contest!

JOIN THE "FINISH STRONG CONTEST”
Through the end of 2020 I invite you to participate in my “Finish 
Strong” contest! I am always looking for ways to support and 
encourage my agents to succeed and the “Finish Strong” contest 
will give you an extra incentive to do just that.

Melanie Prescott
Cell: 916.812.7454

Melanie@PlatinumTCServices.com

www.PlatinumTCServices.com

CalBRE#01937537

Dan Stoligrosz  |  FOCUS WEST CAPITAL
916.947.4754

www.focuswestcapital.com
Dan@focuswestcapital.com

FIRST TRUST DEED
INVESTMENTS

- Earn 8-9% on 1 year 
loans for FIX & FLIP 
Properties

- Individuals , LLC , 
Corporation and 
IRAs

- $100,000 to 1 
million

PRIVATE 
FINANCING 
FOR FIX & FLIP 
PROPERTIES 

- No Prepayment 
Penalties

- Interest Rates 
from 8-9% 

- Low Cost and 
Fast Funding

STEPHANIE  BRUBAKER
Home Staging & Consulting

Getting you more offers, faster.

Serving the South Placer & Sacramento Areas
WWW.STEPHANIEBRUBAKERHOMESTAGING.COM
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REGINA BURNLEY
Sales Executive

916.871.8148
rburnley@nat.com

MINNETTE THOMPSON
Sales Executive

530.556.9341
mcthompson@nat.com

DAVID WOODS
Sales Executive

916.799.7272
dwoods@nat.com

NICK FRANK
Sales Executive

530.828.1796
 nfrank@nat.com

JENNIFER AZEVEDO
Sales Executive

916.214.3439
jazevedo@nat.com

KELLI ZANTER
Escrow Operations Manager 

kjzanter@nat.com

JULIE SHROYER
Division Sales Manager 

jshroyer@nat.com

®

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

CALL (916) 990-3010 FOR MORE INFO
OR EMAIL AT SUPPORT@THEBIGCO.ORG

BUILD YOUR TEAM
WITH ACCESS TO

AN INSTITUTIONAL
BUYER

LEARN HOW TO
EARN 2 COMMISSIONS

+
1/2 THE PROFITS
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REALTY ONE GROUP COMPLETE

Zach Ryan is no stereotype. He might actually be allergic to 
them. “I’m committed to breaking the mold of what a REALTOR® 
has traditionally been expected to look like, sound like, and act 
like.” Over the course of our conversation, it becomes clear that 
Zach has methodically crafted a lifestyle that values authenticity 
and individuality over convention and image, and out of which an 
exciting new brand of real estate professionals is emerging.
 
CRAFTING THE DREAM
When considering the interests of the average 11-year-old, real 
estate investing probably doesn’t come to mind, but young Zach’s 
curious and entrepreneurial spirit was already blossoming. “I 
already knew I wanted to be a business owner of some kind.” 
After college, his business degree and financial acuity landed 
him a great job as a tax auditor. It also included traveling two to 

three weeks out of each month. Being frequently away from home 
wouldn’t support his other dream—being a present husband and 
father–so it wasn’t a long-term fit. When he got married, Zach 
and his wife sold their previous homes to purchase one together, 
and later he earned his real estate license.  
 
His search for a brokerage with a fresh and modern approach 
led him to Realty ONE Group Complete, where he set the goal of 
achieving 5 million in transactions during his first calendar year. The 
conclusion of that first year brought Zach to a surprising realization, 
“I met my goal. I was successful. And I wasn’t having any fun.”
 
BREAKING IT DOWN
So what does one do with the knowledge that they are excellent 
at something, yet don’t want to go work in the morning? If you’re 

profile

THE RYAN REAL ESTATE GROUP

By Stephanie Brubaker  |  Photos by Rachel Lesiw - Indulge Beauty Studio
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Zach, you hire a business coach, start asking hard questions, 
and proceed through a deconstruction process. Setting aside 
everything he thought he was “supposed to be” as a real estate 
agent, Zach then began to reconstruct it around who he actually 
was and what was most important to him. One of the founda-
tional principles of this process was accepting something con-
trary to what many of us were taught—that we should get a job 
and then build our lives around it. “I realized I had an opportu-
nity to craft a life, and then build my job around it.” 
 
One of the first things Zach did was quit 
holding open houses. “The weekend is 
my time to be with family, go to church, 
and work on our property. I started 
dressing for work the way I normally 
dressed. I put away the khakis and stiff 
collared shirts.” He also researched 
building a personal brand and using 
social media effectively. “I decided that 
authenticity is my brand. I don’t wear 
expensive suits or lease a fancy car to 
create the illusion that I am something I 
am not. I wear a simple logo tee.”
 
BUILDING ANEW
Having done the hard work of defining his core values, Zach doubled 
down on them. “Allowing myself to be authentically me was like a 
magnet drawing others in. I saw an opportunity to help others break 
their molds, whether they were real estate related or not. I decided 
to be an open book for whoever was interested.”
 
Fast forward to launching The Ryan Real Estate Group, a team 
of agents within Realty ONE Group Complete. The team works 
out of an industrial mixed-use building affectionately referred 

to as Freedom HQ. It’s an open floor plan warehouse with a 
giant flag, a full kitchen, shower, laundry room, and a gym 
complete with a basketball hoop. “Quality of work experience is 
part of the quality of life, and I am passionate about helping our 
agents not only provide exceptional client service but also build 
sustainable careers.” 
 
It’s not only the agents that benefit from this holistic approach. The 
client experience is unmatched. “Most buyers are still intimidated 

by the process, and they are grateful 
when we lay out the bigger picture for 
them. We help them understand there 
is more to financing and budgeting 
than the list price of a house, and guide 
them to a responsible decision. My 
accounting background really helps me 
coach them through it.” Sometimes that 
means talking a buyer out of purchasing 
a home. When buyers get tired, Zach 
reminds them of what they were after in 
the first place. “I’m here to understand 
what’s important to my clients and keep 
them on the path toward their goals.”   

 
EMPOWERING OTHERS
The Ryan Real Estate Group is deeply committed to innovation and 
authenticity, but also to service. Their “Serve Our Heroes” program 
is customized to provide support to military and first responder 
families. “We are incredibly grateful for those that serve and protect 
our community,” Zach states. Working with excellent lenders with 
strong VA loan track records gives them confidence in trusting them 
with their clients. In addition, The Ryan Real Estate Group honors 
the client by giving back a large portion of their commission toward 
the closing costs.

 
Zach also hopes to make an impact on his industry 
by showing proof of concept—evidence that this new 
approach also works in the numbers column. “We’re 
putting together training manuals and systemizing our-
selves so that we can help agents modernize, automate, 
and achieve consistency. We want to grow and show 
that we can have authenticity and raise the standard of 
what a REALTOR® can and should be.” 
 
At the end of the day, Zach goes home to his wife and 
daughter, where he also enjoys classic cars, off-road 
trucks, and smoking meat. He loves 
the beautiful life he has built 
his real estate career around. 
And whenever possible, he 
asks the question, “What’s the 
mold you’re ready to break 
and how can I help?”
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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

“We rise by
lifting others.” 
– Robert Ingersoll

Locally owned and independent.  

Lonnie N. Dickson | Branch Manager
The Mortgage Company | NMLS 747878

C: 916-396-3185 
1839 Iron Point Dr. Ste. 100 | Folsom, CA 95630

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

       @andreagunnrealestatephotog • www.gunnphoto.com
916-223-8948 • andreagunnphoto@gmail.com

“Beautiful job, and done quickly. Andrea is very 
professional and I will definitely use her again.”

- Gaea Sullivan, DoorTru Real Estate$3$3
MILLIONMILLION

Did you know there are more victims held against their will today 
than ever before? That’s why N2 Publishing, the company behind this 
magazine, is financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses seen 
within these pages are helping us break these chains, too. Learn 

more about our cause by visiting n2gives.com.

DONATED THIS 
YEAR TO HELP 

BREAK THE 
CHAINS OF 

MODERN-DAY 
SLAVERY.
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GAGAN
DHIMAN

ARROW REALTY

cover story
By Stephanie Brubaker

Photos and Cover Photo by Mark Tuzman & Gagan Dhiman

Field of Focus

On the underside of Gagan Dhiman’s forearm, 
centered between his wrist and elbow, is a 
series of three circular tattoos. I noticed them 
when he reached out to shake my hand at our 
first meeting in a coffee shop. As intriguing as 
this was, I held off asking about them. My focus 
was to interview a veteran and highly regarded 
REALTOR®, which was a lot of ground to cover 
in a limited word count. Even if I did inquire 
about the designs, I doubted it would make the 
final cut. Oh, how mistaken I was. I was looking 
at the roadmap of Gagan’s story. “These tattoos 
are camera apertures (the opening in a camera 
lens that controls how much light passes 
through it). Each represents my perspective 

during a particular time in my life.” Gagan 
kindly explained what each aperture is used 
for as he walked me through his deeply 
personal, cross-cultural, war- and loss-rav-
aged, true-love, faith-finding journey.  

All that and he sells houses, too.

Aperture 1.2

Gagan picks up a paper straw 
wrapper that’s been twisted up into 
the width of a toothpick. “If I’m 
looking through Aperture 1.2, this 
wrapper will be the only thing in 

crisp focus. Everything else in 
the frame—the table, the cups, 

the chairs—is blurry. I can 
only focus on one thing. 

This one represents how 
I began my life.”

The one thing Gagan 
was sure about 
during his child-
hood in India was 
that he wanted to 

be a soldier. “I had 
this recurring dream of 

being dressed in armor on 
top of a horse.” Growing 

up in a culture that strong-
ly encouraged kids to become 

doctors and lawyers, Gagan’s dream 
fell a bit outside the norm. Yet he felt a call 
to protect the vulnerable—to provide the 
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security he often went without during a difficult 
and sometimes painful childhood. “If we’d stayed 
in India, I believe I would have joined the mili-
tary right after graduation.” But at the age of 16, 
Gagan’s family immigrated to the US, settling in 
the Sacramento Region. “At first, I hated it here.” 
he shared. The 9/11 attacks had just happened 
and Gagan experienced a measure of racism; at 
one point he was even jumped. “But eventually, 
I made friends, met a beautiful girl, and found a 
church.” He began a journey of faith that widened 
his dreams of service to include mission fields. 
After graduating from high school, an opportunity 
arose to join friends in missions work in Mexico. 
Gagan jumped at the chance, but the season was 
brief. Just seven months later his mother was 
diagnosed with terminal leukemia. Knowing her 
time was short, Gagan returned home. As he sat 
beside her, long overdue conversations were had. 
“We finally talked about our past, things we’d 
never discussed before. Forgiveness was offered 
and received.” And when Gagan finally said his 
goodbye to his mom, he did so with the comfort of 
knowing they’d forged a better relationship.

Aperture 5.6

“Now, if I switch to Aperture 5.6 and point the 
camera at the straw wrapper, the field of focus 
is wider. The wrapper is still clear, but so are 
the other items on the tabletop—the drink, the 
bag, the laptop charger. I can focus on more than 
one thing at a time. This represents my hope for 
something more.” 

At 22, Gagan was back home and searching for 
his next opportunity. While working towards 
citizenship, he investigated banking, took real 
estate courses, and looked into becoming a bro-
ker. One day while confirming he was registered 
for the draft, Gagan was approached by an Army 
recruiter. The conversation re-awakened his 
childhood dream of serving his country as a sol-
dier. “I didn’t have specific expectations. I just 
knew that I felt called to serve and there was 
an open door.” And after talking it through with 
Kayleigh, his girlfriend of four years, Gagan flew 
to Fort Jackson, Florida, for basic training.

Recruiters are notorious for giving sales pitches 
that don’t match reality, and Gagan’s experience 
was no different. But he did take one piece of the 
recruiter’s advice to heart. “He said to be a ghost, 
which meant, don’t be seen. Put your head down 

You’re never disqualified.

Don’t be a ghost.

Dare to be noticed.

and do your job and don’t do or say anything to call atten-
tion to yourself.” In hindsight, this was terrible counsel. 
But the suggestion was consistent with Gagan’s role in 
his family, so he embraced the familiar. It would take 
several miserable weeks of trying to stay small and unno-
ticeable before he would be ready to ignore that advice.

Gagan chose a new approach. “Anytime they asked for 
volunteers for a task, mine was the first hand in the air.” 
He sought out detail duty to increase practice-time, earn-
ing the HAWKEYE award for exceptional marksman-
ship. Gagan’s initiative and consistency were also noticed 
when they awarded him SOLDIER OF THE CYCLE 
at graduation. “Ghosting was the wrong choice 
for me. I needed to give myself the chance 
to be the soldier I always wanted to be. So I 
positioned myself close to the best—to learn 
as much as I could from them.”

Gagan’s next opportunity to be a non-ghost 
came shortly after arriving in Maryland for 
the next cycle of training. His performance 
during basic training had caught the eye of his 
new superior and he was approached about 
taking on the infamously stressful 
role of Student First Sergeant. 
“At first I wasn’t sure—it was 
tricky to be in leadership 
over fellow trainees, some 
of which outranked me.” 
But they pressed him on 
the issue—asking why 
Gagan wanted to become 
a soldier in the first place. 
He answered truthfully, 
thinking it would instantly 
disqualify him. “I believed 
that God wanted me to do 
it.”  When his superior re-
turned with, “I believe God wants 
you to do this,” Gagan sensed a 
door of opportunity opening once 
again. He trusted he would find a 
way to accomplish his training and 
serve as Student First Sergeant 
at the same time.

As his confidence grew, Gagan 
felt ready to add one more 
thing into his realm of focus. 
While home on break, he took 
Kayleigh aside and suggested 
they toss wedding planning 
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out the window and elope. To his pleasant surprise, she was on 
board. On a June afternoon, Gagan and Kayleigh drove up to 
Tahoe to quietly and happily become husband and wife. 

Less than a year later, Gagan was deployed to Afghanistan as 
a HUMVEE mechanic in an aviation unit and a photographer 
for his battalion. He packed his first real camera, a gift from 
Kayleigh. At the end of each day, he projected the images for his 
unit-mates to enjoy. “Afghanistan has the most beautiful sunrises, 
but I tried to capture it all.” And he did, from landing helicopters 
to dozing soldiers to training exercises. It was the latter that 
caught the attention of the nearby Australian Special Forces, who 
requested Gagan photograph for their unit as well. “I never ex-
pected to get to photograph full-time, but the right people noticed 
at the right time, and the door just opened.” Gagan photo-docu-
mented his entire deployment, and his exceptional work has been 
repeatedly requested and used in official Army capacities.

Aperture 11

“Aperture 11 is where everything in the frame comes into focus—the 
big and the small, the foreground and background. This represents 
my faith. It is through this lens that I see everything most clearly.”

Back home with Kayleigh and two young children, Gagan com-
pleted his active duty career and served two additional years in 
the Army Reserve. In late 2015, his father-in-law, Hayden But-
terfield, founder of Arrow Realty, invited Gagan to move back to 
Roseville and join the team. “Although I’d taken the classes for 
my license, real estate wasn’t the main draw for me. I wanted 

to position myself to learn from Hayden, both as a father figure 
and a career mentor.” Gagan learned his lesson in the Army—
find the greats and stick to them like glue. “Hayden is a success-
ful husband, father, and real estate professional who regularly 
serves his community. I wasn’t only interested in becoming an 
exceptional agent, but an exceptional man, and I was blessed to 
marry into a family who has invested in me and introduced me 
to grace and consistent love.”

Whether Gagan is on active duty, photographing a couple’s 
special day, or writing a buyer’s offer, his philosophy is the same. 
“I strive to meet people on a human level rather than a business 
transaction level. My purpose is still to serve those around me 
to the best of my ability. And as efficient and professional as our 
office is during the day, it becomes much more after 5 pm.” Arrow 
opens its doors to host support groups, community meetings, and 
Bible studies; investing in others on a very human level. 

Nearly five years after joining the Arrow team, Gagan is experi-
encing success as a REALTOR®, a sought-after wedding photog-
rapher, and is excited about welcoming their fourth child. “My 
story is about something beautiful being made out of something 
broken. I once believed that my brokenness disqualified me from 
being recognized, let alone being able to serve and protect others. 
But it wasn’t true. That’s what I want others to know.”

You’re never disqualified.
Don’t be a ghost.
Dare to be noticed.



Matt impressed us with his professionalism and with his creativity. Matt has a 
calm demeanor and is well organized. The finished product has always 

exceeded our expectations. We would recommend Matt without hesitation. 
- Paragary-Miller Team 
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LIFESTYLE COMMERCIALS

MATTHEW WALTER
VIDEOGRAPHER / PHOTOGRAPHER 
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