r
SWFL

REAL

CONNECTING.

CERS.

INSPIRING.

DENNY
. GRIMES

NATIONAL REAL
ESTATE TRAINER
WITH A PASSION
TO SERVE

L - —l-._“_-
‘_".__ - ——

LEADER OF THE MONTH

 STEVE HAMM&‘“
e

PARTNER SPOTLIGHT | ‘E
~TIM DUPRE -""_.,.._’, S— ,..-:—E
" CONDITIONED AIR i —

FEATURED AGENT | S — ~ L
- " X . = 2 -
JEAN HARVEY Y e

S — = = o



Luilding our strong reputation.
ONE SATISFIED CUSTOMER AT A TIME!

LONG-TIME LOCAL PRESENCE

COUPLED WITH WORLDWIDE TOP-QUALITY SERVICE.
LOCALLY OWNED & OPERATED FOR NEARLY 40 YEARS

Justwant you to know how pleased we were with your Company and your employees. They were
courteous, worked hard, were careful with everything they moved and there wasn’t a scratch on
anything. You should be very proud of the two individuals. We're very pleased with Ray the Mover.
You lived up to the recommendation we received from Vesci Realty to use your services.

- Terry K.

239-643-4100

www.RayTheMover.com

The Mover Oﬂice@RayTheMover.com
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Season is Here!

Will your buyer need coverage?

Glen
Hollingsworth

239-444-1641

glen@rosierinsurance.com

INSURANCE "

Rusk
239-444-1643

mrusk@rosierinsurance.com

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

Make sure Rosier is part of your Referral Network!
We'll assist your clients in making informed decisions to protect their new
home. Have them give us a call for a personalized insurance quote.

N

@sted Choice* rosierinsurance.com




FOUND A HOVIE HERE THAT
NEEDS ALOT OF WORK?

Our team will walk through your property with you and help you envision your
client's future palace. The right renovation can pay back big dividends.

OPPORTUNITY IS CALLING - oo L
are you going to answer? £o o0 o
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RESIDENTIAL & COMMERCIAL RENOVATIONS « NEVW HOME CONSTRUCTION & "*qj : \ L.
\We tackle any size job from small projects to major overhauls. | ASSEENN P ——
Ca” us at E 3 9_2 9 3_0 o 4 9 fOP a F R E E E STI MATE : GULFSHORE LIFE Following the strz.ttegies of Realtors Ru[fert and Karen Irby as they try to
E !"Eh-rll';'lm make their mark in the upscale market in Naples.
2 - ' e .iu = BY JUSTIN PAPROCKI
Family owned & operated * Fully licensed & insured o P g
) . =1 O N “There’s opportunity here—you just have to see it. Put a little money
Over 25 years of guara nteed workmanshi P into it—well, the Naples version of “a little money”—and this could
sell quickly.”
www.dcgswil.com ,
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Cover photo courtesy of John Paul Buchanan.

DISCLAIMER: Any articles included in this publication and/or opinions expressed herein 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.

Homes and relationships
that will withstand the test of time.

Matt@BellaMiaDev.net | (289) 213-9300: | ‘www.BellaMiaCustoémHomes:com
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PREFERRED PARTNERS

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!

AIR CONDITIONING
Conditioned Air

Tim Dupre

(239) 643-2445
www.conditionedair.com

ATTORNEYS

Woods, Weidenmiller, Michetti, &
Rudnick, LLP

(239) 325-4070
www.lawfirmnaples.com

CHARITY
Wounded Warriors of Collier County
(239) 302-1800

www.wwcollier.org

CLEANING SERVICE
J.O. Always Clean
Santiago Ospina
(239) 200-1114

CUSTOM HOME BUILDER/REMODEL
Bella Mia Development

Matthew Bailey

(239) 913-9300
www.bellamiacustomhomes.com

Dominion Contracting Group
Butch Bacon
(239) 293-0049

www.dcgswfl.com

Tri-Town Construction

Marc Devisse

(239) 895-2058
www.tri-townconstruction.com

CUSTOM HOME BUILDERS
Laram Construction

Christl Ramirez

(239) 304-0516
www.laramconstruction.com

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212
www.balancedimages.com

8 - October 2020

FLOORING

Hadinger Flooring

(239) 566-7100
www.hadingerflooring.com

GENERAL CONTRACTOR
Berkshire Bay Contractors
Edward Arasimowicz
(239) 313-1585
www.berkshirebay.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 WARRANTY

Old Republic Home Protection
Shannon Livingston

(800) 282-7131, ext. 1037
www.orhp.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) 4441414
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

Guaranteed Rate
Christin Luckman

(773) 290-0522
www.rate.com/Luckman

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500
www.maxwellmortgageloans.com

MOVING COMPANY
Ray The Mover

John Smarge

(239) 643-4100
www.raythemover.com

NEW HOME SALES
Lennar Homes
David Burnham
(239) 834-4365
www.lennarswfl.com

PAINTING SERVICES

Contractors Painting & Waterproofing
Rich Gardner

(239) 404-9829
www.contractorspaintingand

waterproofing.com

PHOTOGRAPHY- REAL ESTATE
LaCasaTour

Derick Moreno

(888) 598-8687
www.lacasatour.com

Real Tours

Michael Berio

(239) 464-7969
www.realtoursswfl.com

PHOTOGRAPHY-ARCHITECTURAL
John Paul Buchanan

(239) 249-9400
www.johnpaulbuchanan.com

PLUMBING

Sunwest Plumbing

Paul Blais

(239) 455-8353
www.swflplumbingrepairs.com

G 4
PAINTING e SOUND

POOL SERVICES
SWFL Pool Pros

Chaz Hambling

(239) 872-8186
www.swflpoolpros.com

REAL ESTATE MARKETING
Your Home Magazine

Tony Spano

(239) 235-3170
www.thebestlistingtool.com

RETIREMENT SPECIALIST/
FINANCIAL ADVISOR

Dorkan Financial Group Inc
Murat Dorkan

(443) 569-6500
www.dorkanfinancialgroup.com

INSTANTIC URB/APPEAL
HEUPS HOMES SELL

PROOFING

| WATERPROOFING * CONSULTING

PAINTING & WATERPROOFING

Insured & Guaranteed Workmanship
Collier County: C34193 Lee County: PT15-00694

Contractors Painting & Waterproofing

Residential & Commercial | Interior & Exteric
CALL TODAY FOR A FREE ESTIMATE! (239) 404-9.8;29‘ .

www.contractorspaintingandwaterproofing.com -

SOCIAL MEDIA MARKETING/
MANAGEMENT

Salt + Light Media

Kimmy Curry

(317) 752-4423

TITLE COMPANY
Artesian Title

Rick Nayar

(407) 810-0640
www.artesiantitle.com

Legacy Title

Eric Solomon
(239) 325-2709
www.Itflorida.com

VIDEOGRAPHER

Corrafilm

Coby Corradino

(786) 417-7210
www.facebook.com/corrafilm

Making
SWFL
Look Great
Since
1994l
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The Comfort People Since 1962°

MEET THE

SWFL

REAL PRODUCERS TEAM

239.643.2445
1.888.COLD.AIR

conditionedair.com
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Andrew Regenhard Ellen Buchanan Kimmy Curry Lindsey Wells
Publisher Editor Director of Marketing Writer

'ﬁ T I D AeT—————

Scotsman Guide
#2 U Top Women
E R Originators
Scotsman Guide
2 0 I 9 Top Originator for
overall production.

Financing the World 5 9 closed {nans for

; == more than $16IM
One Loan at a ‘Time in production.

Dave Danielson John Paul Buchanan Derick Moreno
Writer Photographer Photographer

" _:.;.

e

Sheryl Moreno Coby Corradino Geneva Eilertson
Photographer Videographer Reprints Manager

Lauren Maxwell

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC
] Dpporturity, £
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Why aren't all title

companies like us?

Good cluestion.

We know how hard Realtors® work.

mﬁRTESlAN
& TITLE

Learn more at artesiantitle.com

239-677-3184

Closings With a Concierge Touch.

nswravce for
ALL of Your
Ulien(s’ Needs.

Get the quality customer service and
full insurance coverage your
clients deserve and can rely on!

AUTO = BUSINESS = FLOOD
HOMEOWNERS = LIFE = LIFE ANNUITY

AR

1575 Pine Ridge Rd., Suite 17 Naples, FL 34109
www.ackerman-insurance.com

(239) 597-1096

f in
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Dear SWFL Real Producers,

Here we are in October. Fall is the time of harvest — and of
taking stock of the fruits of our year’s labor. This year has been
a blur... and challenging on so many levels for all of us. Person-
ally, over the last many months, I've reflected on and prioritized
what’s truly important and have tried to stay focused on what
winners do even when the chips are down. When nothing can be
taken for granted, it seems everything comes into sharp focus.
We always have a choice to feel reactive to things we have no
control over or to proactively forge ahead and through. I've had
amazingly more engaging and heartfelt times spent with my fam-
ily, friends, and work colleagues in these months. I know many
of you have seized the day and moved forward in surprisingly

powerful ways as well. Silver linings have been everywhere.

Our current real estate market is an incredible silver lining.
While the economy basically shut down, the real estate market
exploded and there is so much opportunity out there. People in
our industry have an abundance of work and so much to be en-
couraged about. The harvest basket is truly full.

I am so excited to announce that the wait is finally over, and
SWFL Real Producers’in-person events are happening! It
was a long wait! And for a platform that relies on communi-
ty in the way that ours does, it was particularly challenging
not being able to network and get together. We made the
best of it with our incredible virtual and mini masterminds
and are so grateful to everyone who connected and partic-
ipated. But we were chomping at the bit to see everyone in
person and are so pleased to announce that our amazing

mixers and networking events are underway!

o)

On October 7th, from 5 to 8 p.m., we will be hosting our Launch Party!
The event will take place at a brand-new custom home, built by
Cintron Custom Builders, at 6435 Sable Ridge Lane, in Naples.
It’s located right off Livingston and Pine Ridge Road. The house
is MASSIVE, totaling around 8,000 sq.ft. With the open floor
plan and being unfurnished, it will be perfect for socializing and
networking! We will have food, drinks, exotic cars, high-end art
pieces, and a few more surprises. Professional photographers
and videographers will be scattered throughout the venue. We
will be having a few giveaways and raffles, and all proceeds will
be going to charites/non-profits! Of course, safety is always a
concern! At the door, we will be checking each person’s tem-
perature, providing a mask if need be, and practicing appropri-
ate social distancing. If you aren’t already registered for the
Launch Party event and would like to attend, please reach out to

us at kim.curry@realproducersmag.com.

I feel such a strong sense of gratitude for all of the challenges
and opportunities of this year — and for each and every one of
you. You inspire me! I hope you’re taking
stock of all of the accomplishments and
gifts that have come your way this year

too. Onward and upward!
Very respectfully,
Andrew Regenhard
Owner/Publisher

SWFL Real Producers
andrew.regenhard@realproducersmag.com

SWFL Real Producers - 13



DREAMS BUILTON A
MEET THE COMMUNITY  pomrrertre o

CUSTOM HOMES

AFFORDABLE ¢ ENERGY EFFICIENT
SURPASSES FEMA HURRICANE STANDARDS

0

TRI-TOWN
CONSTRUCTION

Tri-Town Construction, LLC
specializes in residential and

-y commercial remodeling,

roofing, and emergency

REMODELING

WHOLE HOME & CONSTRUCTION

response services. We are committed to
providing all of Southwest Florida with
exceptional construction services while being
environmentally conscious. Call us and we
will exceed your expectations!

Locally Owned Southwest Florida Business ROOFING

TILE ® SHINGLE ¢ ROOF COATINGS » METAL

www. Tri-TownConstruction.com

(239) 895-2058 | Connect@Tri-TownConstruction.com
CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275

‘K
#5\: RMD
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COMMERCIAL

Nominate a Realtor® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com. TENANT IMPROVEMENTS ® GENERAL REMODELS
INDUSTRIAL FLEX SPACE BUILD OUTS
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CHASING DREAMS
S TEOIROGR A Pl

FINE ART PORTRAITURE AND ARCHITECTURE

We want the magic of Christmas to be alive with an experience of a professionally crafted theatrical Christmas set with
beautiful images taken of children, families or even corporate events a Norman Rockwell painting. It is our objective to
creative images that will be displayed in your home for years told through stories in our storybooks and more.

FINALLY! We bring together the most influential agents and If you haven’t RSVP’d to your exclu-
?T'Ib@ @'u‘, W&Atalgj,& @hﬂlAflﬂM @@hﬂmﬂ} *@&&MMA/ Get excited for SWFL Real Dbusiness partners in the real estate sector to net- sive invitation by now, please do so
Producers’ big launch party! work and socialize together. The best of the best to-  right away! And if you didn’t receive
Imagine your children’s excitement when they enter Santa’s workshop and find out they are going to be spending 45 gether in one room - learning, masterminding, and your invitation and would like to

minutes with the real Santa. Date/Time: just taking a break and having some fun together. come, please email us at kim.curry@

\ . . . . ! . . : OCTOBER 7, 2020 realproducersmag.com.
Among other things, the children will be sharing milk and cookies with-Santa, calling the North Pole together, doing some 5-8 PM

. e ) . . . N . \ ) Plan to join us at Cintron Custom Homes’ beautiful,
magical painting, checking the nice book and Santa’s toy list, and receiving a magical gift from Santa’s toy bag.

brand new construction listing at 6435 Sable Ridge =~ We look forward to seeing you at the

The magic of Santa sessions will result in the most beautiful fine art nostalgic portraits. We will create the most beautiful | .Locat1on. I;flne in Naples.for aucm1 evening Ofil;leel, w;nel, hors launch party
timeless pieces to showcase your children’s special visit with Santa. The products that will be available for purchase will 6435 Sable Ridge Lane  d'oeuvres, music, fm_ ej‘c‘“mg ratiies an give- .
have the same nostalgic feel as the session. We will offer custom story books featuring your children and Santa, custom Naples, FL 34109 aways. Valet parking will be provided. Please bring ~ SWFL REAL PRODUCERS

wall art, and much much more. Our fine art products will bring joy to your home year round. your face masks; we will be following all current
This event is exclusively for the Top ~ guidelines on PPE and social distancing so we can
_WM . @Wm GILU/ > ﬂu, wm/ precautions usill be t 500 agents in the area and their teams, assure a safe event for everyone. Thank you in For more information or questions
along with our preferred partners. —advance to our wonderful event sponsors: Cintron about SWFL Real Producers events,
i Homes and Balanced Images! email Kim Curry at kim.curry@
John and Zahira Buchanan 1926 Trade Center Way Suite 2 | Naples, Florida 34109 8 y 4
Chasing Dreams Photography | The Wonder of Christmas in Naples 239-249-9400 | 239-249-9402 espaiiol | info@chasingdreamsmedia.com realproducersmag.com.

SWFL Real Producers - 17



O LaCasiifour com

WE LIVE AND BREATH REAL ESTATE MARKETING

High-Grade Aluminum Art,

Created For You.

Alessia Marcin
804-301-5212
www.balancedimages.com
. info@balancedimages.com

L
2T

THE ONLY TOUR PROVIDER IN SW FLORIDA
THAT PROMOTES AGENTS AND THEIR LISTINGS

Serving Southwest Florida Since 2000

Y /, - HEATERS

( . D IPMENT
SWFL o C(LllEZJANIN(lzI
P00l Pros :EEa® oxs

www.SWEFLPoolPros.com
For Same Day Service Call: —

239-872-8186
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REAL ESTATE SERVICES SCAN ME
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P> pro tips

By Steve Calabrese

The market is absolutely on fire right now. Inventory has dried
up and July sales are up 23 percent from last July, even though
April and May sales were down 40 percent from last year due
to the COVID lockdown. With working from home on the rise,
our market doesn’t look like it’s slowing down anytime soon. In
this kind of market, it’s often much more difficult to get an offer
accepted that is financing when going up against several other
financing or cash offers. How can you make your pre-approved

buyer appeal to sellers so they accept your offer?

The lender, the borrower, and the buyer’s agent know how strong
the buyer is, but the listing agent and seller are usually staring at a
computer-generated pre-approval letter from a lender who doesn’t
answer their phone. How can you make your pre-approved buyer

stand out? This is where the lender comes into play.

Ever had the lender directly call the listing agent and vouch for
how solid your pre-approved buyer is? More often than not, a
brief call from the loan officer to the listing agent, letting them
know how strong the borrower is, can make the difference be-

tween the seller selecting your offer or someone else’s.

20 - October 2020

Make Your Pre-Approved Buyer

o D | e

| s

el = e

Interest rates are at an absolute all-time low, by far. Rates are so
low that it probably makes sense, for the majority of homeowners
who bought in the past, to refinance if they haven’t already. This
is great for homeowners, who can take advantage of lower rates,
and a great opportunity for loan officers looking to refinance their

borrowers and increase their pipeline of mortgages.

Loan officers (and Realtors®) can only service so many clients
at a certain time, even if they’ve invested the time and resources

into building a team, which most have not.

It’s like shooting fish in a barrel right now; loan officers are
spending the majority of their time focusing on the “quick
money” — refinances — and dropping the ball on their purchase
mortgages, as there are simply too many clients wanting to refi-

nance than most lenders can handle.

It’s not uncommon nowadays to get a random call from a real estate
agent who I've never met before because their lender has “gone
dark” on them and all of a sudden won’t return their calls. You need
an aggressive lender, willing to pick up the phone on a moment’s
notice to vouch for your clients — a team member who is on top of it

and keeps everyone up to date on the stage of the mortgage.

(o

Many lenders are caught up in the refinances right now and
are not giving their purchase clients the service that they de-
serve. It’s not that they can’t handle more loans; it’s that they
haven’t built out their team to handle the business they have
right now. Your buyer deserves a lender who is focused on
building their business for the long haul, not distracted by the

quick money of refinances.

Bottom Line: Make sure you have a solid lender who focuses
on purchases, isn’t caught up in the refinance boom, has in-house
underwriters, and doesn’t rip your buyer off by charging higher

costs and fees than market value.

If'you need an aggressive lender to help you get offers accepted or
you’re interested in growing your business through social media,
reach out to Steve Calabrese at 239-932-3216.

Steve Calabrese transferred down to FGCU from Ohio
State in 2017. He started doing mortgages out of his
house and opened an Equitable Mortgage branch
in 2019 in Bonita Springs. He’s an avid free diver
and spearfisherman and can be found on or under

the water when not closing loans.
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OLD REPUBLIC HOME PROTECTION

You're more than a real estate agent.
You're a hero to your clients.

Save the day with
industry-leading
home warranty

coverage.

I am proud to

support you — Shannon Livingston
contact me Account Executive
anytime. B0D,282,.7131 Ext. 1037

C; 238.682.1812
ShannonLi@orhp.com
my.orhp.com/shannonlivingston
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Welcome Home Center located at 3650 Crimson/Ln, Fort M
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| MAKE DEALS HI
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EQUITABLE

AGE CORPORATION

WHY EQUITABLE MORTGAGE? Do you want a personalized, one-on-one game plan to CLOSE
MORE DEALS by leveraging social media? | grew my entire

Family Owned and Operated for 25 years business that way! Want to learn more? LET'S CHAT!

b
In-House Underwriting and Funding STEVE CALABRESE, Loan Officer ( LB
Happy Realtors — Happy Clients Certified V.A. Loan Specialist ?

239-932-3216 | stevec(@eqfin.com
StevenMCalabrese

€3 Steven Calabrese STEVECALABRESE.COM



p» featured agent

By Dave Danielson
Photos by Megan DiPiero Photography

Jean Harvey at home with daughter Lori Keeton, from North Carolina, and Lily Kate, the family’s pet Goldendoodle.

Success in life comes to those who
set themselves apart by lifting those
around them higher. Jean Harvey is

one leader who does exactly that.

As a Broker Associate with John R.
Wood Properties, Jean takes pride
in going beyond and elevating the
experience...being an encourager and
resource to help others reach their

own potential.

Growing and Learning
Jean’s remarkable impact on the world
began when she grew up as a self-pro-

claimed “small-town Mississippi girl.”

It didn’t take long for her strong
desire to help to manifest itself in the
lives of other people. Jean earned her
BA from Southern Miss, in Hatties-
burg, Mississippi, before going on

to receive her MA from Mississippi

College in Clinton, Mississippi.

After graduation, she began her rewarding

career as a teacher.

“Teaching is a career I dearly loved. It was
the perfect job for a mom,” Jean recalls. “I
married my high school sweetheart at the age
of 19, and we had two beautiful daughters:

Paige Keeton (Stewart) and Lori Keeton.”

In time, Jean divorced. In 1987, she married

Major General Alton H. Harvey.

“At the same time, I inherited my third
beautiful daughter, Connie Harvey (Engel),
who was a student in one of my classes and
ultimately introduced me to her dad,” Jean
remembers. “One of the best days of my life

was adding both of them to my life.”

Al had just retired from a distinguished

military career, where he headed the legal
services for the U.S. Army as Judge Advo-
cate General. He had returned to his home
state of Mississippi to become Dean of the

local law school.

As Jean says, “Prior to Al’s legal career, he
was a decorated soldier in the infantry. He
gave up an appointment to West Point to join
the army in the Korean War when his Na-
tional Guard unit from Mississippi was called
up. During his service, he was awarded such
commendations as a Purple Heart, the Dis-
tinguished Service Medal, the Legion of Merit

and the Bronze Star for Valor.”

Following her marriage, Jean continued to
teach in Mississippi as their three girls fin-

ished their high school careers.

Finding a New Home — and Career
After Al retired from the law school in 1991,

he and Jean moved to Southwest Florida.

They built a home on Pine Island on a lot
overlooking Sanibel Island, and Jean contin-
ued her teaching career — this time at Edison
College, now Florida SouthWestern State
College. In time, they moved to Fort Myers to
be closer to Jean’s work and to their church —

Covenant Presbyterian Church.

SWFL Real Producers - 25




Jean collects original artwork; shown in the background is a painting by one of her favorite artists, Revati Sharma Singh.

During this time, Jean’s longstanding
interest in real estate was brought to
the surface through encouragement
from Al

“In a casual conversation, Al looked
at me and said, “You know, you're not
getting any younger. If you want to
sell real estate, what are you waiting
for?’ His words were a reality check
for me,” Jean recalls. “He was encour-
aging me to follow my dreams. I will

always be grateful for those words.”

It was 2001. As Jean remembers, the
idea of a career change was a sober-
ing thought. So she reached out to a
friend from church, Sally Bond Low-
rey, who suggested that Jean get in
touch with Denny Grimes, a top real

estate producer in the area.

26 - October 2020

Jean met with Denny, who, after
hearing Jean’s interest in real estate,
turned her down. Two days later,
with encouragement from Sally, Jean

called Denny to meet again.

“Denny had said he didn’t have time
to train me. This time, I emphasized
that I would take complete
ownership of training myself —
reminding him he had nothing to
lose on taking a chance on me. He
sat there shaking his head ‘No,” and
smiling the Denny smile...and then
he hired me. I assured him I would

not disappoint him.”
Jean proved true to her word.
“What the Grimes team provided me

was a launchpad for success. Denny

ran his business like a business, and

the lessons I learned were priceless in growing my
career,” Jean says. “He also introduced me to How-
ard Britton and the Star Power Network, an awe-
some resource for agents sharing their success with

real advice on how to grow your business.”

Success soon followed. By the end of her first year,
Jean was one of Denny’s top producers and had

more than doubled her teaching income.

Sharing Her Gifts

Her positive energy and diligent service led to more
success. In the coming years, Jean would share

her talents with the Ellis Team at RE/MAX (with
Sande, Mike, and Brett Ellis). She also worked as
an independent agent before earning her broker’s
license while working under Claude Allen Realty.
In the process, she met Jack Shea, the regional vice
president of Colonial Homes, who gave Jean the
opportunity to list some of their inventory. In turn,
the relationship expanded to communities in both

Lee and Collier counties. Later, during an open house

she was hosting, Jean met Charles
Idelson from Investor’s Security Trust.
He brought Jean in and entrusted her
to work with some of the clients in his
company, thus helping her to further

grow her business.

As Jean’s career flourished, she also
pursued opening her own broker-
age. Around this time, she was
approached by the leadership of the
UBS Fort Myers Financial Center.

“They offered me the opportunity to
do a build-out with them for their new
12,000 square-foot building, of which
I would have 3,000 square feet,” she
recalls. “While it was flattering, it was
also terrifying. The opportunity/chal-
lenge was especially daunting when
the only financial backing I had was a
$10,000 CD my precious mother had
given me. I prayed about it and turned
it over to God. I assured Him I would
do my best, but I needed Him to walk
with me through all of this. I jumped
off the cliff and grew wings on the
way down. The lesson I learned was
sometimes it’s important to believe in

yourself and to take chances.”

Jean built her team, hired business
coach Brian Tracy, and continued

stepping forward.

“His training on goal setting five years
into the future was instrumental in
my success. Later, | hired a local
coach, Heather Christie, who did a
great job of coaching not only me, but

my team,” Jean remembers.

The results were powerful. With
eight full-time agents, in 2005, at the
height of the market, Jean and her
team sold $158 million in real estate
and were comfortably housed within
the new UBS building.

In 2007, Jean was recruited to join
VIP Realty in Fort Myers as one of
the managers of their Residential
Real Estate Division, where she had

approximately 80 agents and was in

a position to offer support for their
business. There, she formed a friend-

ship with Dennis Brando.

As Jean says, “At the time, Dennis
was the residential manager of the
Naples office. He influenced me then,
and he continues to do so to this day.
Dennis is now also at John R. Wood
Properties. He is an amazing RE-
ALTOR® and person and sets a high
benchmark for our industry. I am

proud to call him my friend.”

In time, Jean partnered with four
core group members to launch Keller
Williams’ new franchise in Fort
Myers. In the process, she developed
a close friendship with top producer

Denise Chambre.

“Denise was my top recruit at the
new franchise. I'm fortunate to call
her my friend,” Jean smiles. “She
inspires me. I always say I want to be

like Denise when I grow up.”

Time passed, and Jean moved to
John R. Wood Properties, where her
success continues to grow through
service to others. In 2019, Jean
recorded over $16 million in sales
volume, and she received the JRW

Emerald Division Award.

This Year

Jean is excited to be joined on her
journey at John R. Wood Properties
by Nancy Frates, who many of you
will know from her family’s journey
with their son Pete as he battled ALS.
The Frateses have significantly im-
pacted the world and made significant
progress towards a cure through such
efforts as the Ice Bucket Challenge.

“Nancy is my dear friend and profes-
sional colleague,” says Jean. “She’s a li-
censed agent in Massachusetts and will
come aboard in an unlicensed capacity
— at least for the time being. She is one
of the most amazing women I have ever
met, and I consider her to be a gift from

God to both my life and my business.”

Deep Gratitude. Strong Purpose.
When you talk with Jean, you quickly see the deep

gratitude and sense of purpose that guide her.

“Everything I have is a gift from God. I am so grate-
ful for my clients...and the opportunity to serve

them,” Jean emphasizes.
The future holds more opportunity.

“I love the journey. It just keeps getting better and
better,” Jean smiles. “I love watching — from afar
— the agents who, at some point in their journey up
the ladder of success, shared the path with me ever
so briefly. Hopefully, I, in some small way, had the
opportunity to encourage them...people like Florie
Gage, Jerry Neisman, Kathy Brady, and Jessica

Diaz, who have gone on to create great careers.”

Her encouraging words and supportive spirit contin-

ue to elevate the experience for those around her.

“For those who want to succeed in this career, I say,
if I can do it, you can do it,” she humbly smiles. “It’s
okay to have doubts. Just don’t stop. Don’t let any-
thing get in your way. If you conceive it and believe

it, you can achieve it.”

HN R Woobp

Jean Harvey at her 5th Avenue office of John R. Wood
Properties, where she is a Broker Associate.
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There is no getting around it: South-
west Florida summers are long and
hot. It is during those months that
Willis Carrier, the inventor of modern
air conditioning, receives our highest
praises. As other parts of the country
get ready to settle into fall and winter,
our subtropical climate keeps our air
conditioners running more than most!
Conditioned Air, a premier HVAC
company in Southwest Florida, has
been keeping its customers comfort-
able since 1962. Built on a foundation
of honesty and integrity, this compa-
ny’s mission is to provide products
and services in an honorable way that
exceeds the expectations of each and

every one of'its clients.

Timothy Dupre, one of the compa-

ny’s partners, brings over 20 years of

Londitioned AIr
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experience to the table and is at the forefront of the
business. He began working for Conditioned Air as
an installer in 1997 and worked his way up through
several management positions over the last 23
years. In 2015, he became Conditioned Air’s Presi-
dent and Chief Operating Officer and was promoted
to President and CEO in 2018. Looking back, it was
Tim’s friend and personal mentor who encouraged

him to pursue a career in the HVAC industry.

“He said, ‘In the state of Florida, you have two op-
tions: you can either go into the medical field or the
HVAC field because those are two jobs that will al-

395

ways be in high demand,” Tim recalls. Having come
from a construction trade family, Tim naturally
leaned towards HVAC. He began working for Condi-
tioned Air and immediately fell in love with the in-
dustry, the culture of the company, and the oppor-
tunity for advancement within the business. “With
a lot of hard work and commitment to the trade, the

HVAC industry provides a great career path,” Tim

. B '
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says. “The trades are rebounding as a
solid career path for people and it is
long overdue, especially with Flori-
da’s continued growth.”

Offering full residential services and
light commercial services, Condi-
tioned Air’s service area spans the
length of Southwest Florida, including
all of Collier, Lee, Charlotte, Deso-

to, Sarasota, and Manatee counties.
They can provide new HVAC service,
maintenance, replacement, and repair
of all manufacturers, and will work on

anything under 25 tons.

Conditioned Air’s company culture
sets the business apart from others
in a big way. With the prevalence of
scams and bait-and-switch tactics
in the HVAC industry, Conditioned

In business since 1962, Conditioned Air has grown to be the largest air conditioning contracting and service firm in the area, serving Collier, Lee, Charlotte, Desoto,
Sarasota, and Manatee counties.
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~Tim Dupre, President & CEO of Conditioned
: 'i_ Air, started as an installer and has risen
A f‘ through the ranks over the course of his

= 4 20-plus-year career with the company.
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WE BUILD A RELATIONSHIP WITH THEM, WE INSTALL A SYSTEM, WE
SERVICE IT, MAINTAIN IT OVER A 10- TO 15-YEAR PERIOD, PUT IN A
NEW ONE, AND THEN START THE PROCESS ALL OVER AGAIN.

Tim Dupre shows off the 52,710-foot warehouse in Conditioned Air's new hub in Fort Myers.

Air prides itself on simply doing
what’s right for the customer. “All

of our employees are incentivized to
provide great customer service,” Tim
explains. “Conditioned Air has always
been in it for the long game. We’re not
in it for the quick dollar; we want to
build a relationship with our cus-
tomers and provide solutions to their
problems that are not only in the best
interest of their family but in the best

interest for them financially.”

Tim has been married to his high
school sweetheart, Christine, for 22
years, and the couple has a 9-year-old
daughter, Sydney. Self-proclaimed
foodies, this family loves to eat!
“Before COVID, we loved going out on
the weekends and trying local restau-
rants. We really don’t enjoy going to
chains much; we like to support small
businesses,” Tim says. They enjoy

giving back to their community in any

way they can. Just last year, Tim became involved
with Best Buddies International, an organization
that works with children with learning disabilities.
They also support the American Heart Association

and other various organizations.

For Tim, his biggest motivation is being able to
help people — not just his customers, but his
employees, too. “I love being able to help our em-
ployees strive for their dreams and expectations
just as much as I love serving our customers and
taking care of the challenges that maybe some oth-
er HVAC companies have not been able to solve,”
he says. “It’s rewarding, that sense of gratification
of being able to do things that others haven’t and
really building a lifelong relationship with our
customers...or, as I like to call it, the ‘full circle of
business.” We build a relationship with them, we
install a system, we service it, maintain it over a
10- to 15-year period, put in a new one, and then

start the process all over again.”

Visit Conditioned Air online at www.conditionedair.com
or call 1-888-COLDAIR in Southwest Florida.

Conditioned Air believes in giving back and
supporting the communities they serve. They
have been featured and recognized in many
articles and publications in Southwest Florida.

Gonditioned fir

The Comfort People Since 1962°
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TOMA-More Important Today Than Ever

What is TOMA anyway...a town in Arizona?
Actually, it’s a marketing acronym that stands
for Top Of Mind Awareness. It’s what every
brand strives for and so should you.

For those businesses that are able to achieve
TOMA, consumers think of those brands when
they are in the market for their products and
services. For example, if you were thinking of
buying a new computer, what brand do you
think of first...Apple by chance? It’s the biggest
and most valuable brand in the world. Have
you been to an Apple store? Take a number.
Something about branding and being top-of-
mind must work.

Marketing pundits figured out a long time
ago that people can’t do business with a
company they’ve never heard of. That’s
obvious. But being perceived as the best has
other advantages besides just getting the call.
For example, if a company is able to connect
with someone first and that customer likes
their product or service, they probably won’t
ever talk to anyone else. Not only will they do
business with them, they’ll pay a premium for
a name they can trust. People buy Macs and
they pay a lot more for them. And it’s not just
computers. How about Mercedes, Rolex, Gucci,
Ralph Lauren? | could go on and on, but that’s
the way it works.

Now let’s talk about real estate. Imagine if
through effective marketing you were able to
brand yourself as the number one real estate
professional in any given area. What if when

it came time to sell, or buy, or refer a friend or
relative EVERYONE thought of you? Do you
think that would give you first opportunity to
talk to each and every one of those people?

Validation of the importance of TOMA in real
estate can be found in the National Associa-
tion of REALTORS® (NAR’s) annual Profile of
Home Buyers and Sellers*. According to NAR’s
research, when it comes time to sell, 75% of
homeowners only call ONE Realtor. Another
15%, or a total of 90%, only ever call TWO. If
you are number one in homeowners’ minds
when it comes time to sell, buy, or refer, you
will have an opportunity with 90% of home
owners, while everyone else is competing for
the remaining 10%.

CHAPTER 7: HOME SELLING AND REAL ESTATE PROFESSIONALS
Exhibit 7-3: Number of Agents Contacted Before Selecting One to Assist With Sale of Home

75%

15%

8%
;
—

One Two Three Four Five +

* Source: NAR’s 2019 Profile of Home Buyers and Sellers

And if you had first opportunity to talk to
sellers, buyers, and referrals, and they all saw
you as the best person to get the job done,

what percentage could you capture..15%? 25%?

50%? More?

MARKETING FOR

REAL ESTATE
PROFESSIONALS

Is that attainable? Yes and here’s how. Unless
you are McDonalds you probably don’t have
the budget to market to everyone in your
county or even your zip code. Fortunately you
don’t have to. All you have to do is select a
group of nice homes and out-market everyone
else there. In advertising it’s called target
marketing. In real estate it’s called farming.

That’s why savvy real estate professionals
concentrate their marketing in specific farm
areas. TOMA is better achieved by targeting
a select group of homes and marketing to
them consistently, as opposed to marketing
to a lot of homes occasionally. Put another
way, you’ll be more effective reaching one
thousand homeowners ten times than ten
thousand homeowners once.

By concentrating your marketing dollars in a
select farm of one thousand or more homes
and becoming the real estate professional
owners think of first when it comes time to sell,
buy, or refer a friend or relative, you will grow
your business and your GCI year after year.

TOMA Over time your name
gets branded as the #1 Realtor
in people’s minds.

ASSUMPTION Through consistency
and superior marketing, people assume
you are the most successful.

RECOGNITION  People see your
marketing and realize that you are
areal estate professional servicing

their area.
UNAWARE To begin with, no
one in your farm knows you.

by Tony Spano, a real estate marketer who works

with REALTORS® to grow their businesses.

YUWSUR YOUR}iQMf;

Your Home Magazine, Inc., is a direct-mail

marketing company that produces home and
garden magazines for real estate professionals
to dominate their farm areas.

Unmatched by all the post cards, newsletters,
and market reports other agents send, a custom
magazine brands you as the most successful real
estate professional in your farm area.

By consistently sending homeowners a beautiful
magazine that they enjoy receiving, and actually
read and keep, your brand is elevated head-and-
shoulders above the competition.

In addition to being upscale and exclusive, your
magazine has plenty of space to co-market with
companies you currently recommend. By offsetting
a large portion of your cost, having your own full-
color magazine can be less out-of-pocket expense
than others are paying for post cards.

If you farm an area now, or plan to, having
your own custom magazine is the perfect way to
elevate your name, your brand, and your income.

YOUR HOME

MAGAZINE

For more information go to
www.TheBestListingTool.com
orcall 239.235.3170.
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Since moving to Naples and obtaining his real estate license in 2010, Steve Hamro purchased and sold four RE/MAX offices before creating his own firm,

Hamro & Associates, in 2015.

“As with the butterfly, adversity is necessary to build character in
people.” —Joseph B. Wirthlin

Adversity. We’ve all faced it at some point in our lives, and most
of' us know that it’s what you do in the face of misfortune that can
make or break you. Steve Hamro is the epitome of overcoming
such adversities to achieve true success in life, adversities that he

was dealt from the moment he was born.

His family lived in a single-wide mobile home in one of the most

impoverished areas of the United States, where Steve lived the

majority of his life before moving to Naples in January 2010.
Despite the unfortunate hand he was dealt, he always strived to
focus on the important things in life. “The best way to summarize
it is that I knew the most basic equation in life was that there is a
point A and a point B,” Steve said. “Birth and Death. Everything

in between was Life — and it would be whatever I made it.”

Steve’s parents divorced when he was eight, leaving his mother
to raise him and his younger brother. “Everything she did, she
did for us, to provide for us,” Steve says. His mother served four
years in the United States Air Force, giving her the tools needed
to instill in her children the value of hard work and determina-
tion. “For me, I always wanted to do the best I could, help others
to be the best they can be, and try to raise people up above some

of the challenges and issues we are sometimes born into.”
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The values instilled in him from a
young age are evident in everything
Steve Hamro has accomplished thus
far. Just one example of his determi-
nation was, at just 20 years old, when
he ran for a school board against a
two-term incumbent who had also
served in other public offices. Against
all the odds, on election night he
pulled off the upset and beat two
opponents with 51 percent of the vote,
becoming the youngest person to be
elected to a school board in the histo-
ry of the Commonwealth of Virginia.
Since moving to Naples in 2010, Steve

has purchased and sold investment

40 - October 2020

properties, managed a real estate bro-
kerage and consulting firm, and was
the CEO of a private capital invest-
ment company. He also consulted on
one of the largest and most successful
agricultural bankruptcy liquidations
in the United States. He purchased
and sold four RE/MAX offices before
creating his own firm, Hamro & Asso-
ciates (H&A), in 2015.

A former banker, high school educa-
tor, and coach, Steve earned his real
estate license in September 2010. He
opened his own firm with the goal in

mind to be able to serve clients with

Steve and his wife Isabel with their 2-year-old daughter Ella.

a team of professionals who possessed nothing
less than the highest of integrity and character.
Today, two of Southwest Florida’s top-producing
Realtors®, Denisse Viera and Jhorjana Portilla,
call H&A home. “There are over 20,000 peo-

ple with a real estate license in Collier County.
Over 7,000 of them attempt to practice actively.
There is a reason that the top 5 percent of agents
produce well over 50 percent of the total volume,”
Steve says. “It isn’t by accident. It wasn’t done

by ‘faking it till you make it.” It was done through
hard work, integrity, and education — the class-
room kind and the kind that life and the street
sometimes dish out to us. It’s easy to talk about a
mission, a vision, and values. Demonstrating them

through actions is all that matters.”

H&A offers both traditional real estate services and real estate
investment consulting. The firm also performs Broker Price
Opinions (BPOs), property inspections, and listing services for

asset companies, banks, and mortgage services.

With the little free time he has, Steve enjoys boating, golfing,

attending sporting events, and traveling. He has been married to
his wife, Isabel, for just under four years, and the couple has a
two-year-old daughter, Ella.

For Steve, one of his major goals in life is to let people know that
they can make it if they put their mind to it. “They can do it. It
doesn’t matter where you were born, how you were born, how
much you were born with, or how others treat you,” he says.

“There is a place in this world for those willing to work hard.”
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rising star
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Adnan Dedic, shown here in his BMW i8, has a passion for exotic cars.

“I ended up sticking with real estate,
and it’s been a blessing that I stayed
with it,” says Adnan Dedic, a top-pro-
ducing agent with John R. Wood Real
Estate. Adnan, who was a star high
school basketball player, had dreams
of continuing with the sport after
high school when a devastating injury

forced him to adjust his sails. An

entrepreneur at heart, Adnan graduated from Flor-
ida Gulf Coast University with a degree in health
science before realizing four years ago that real
estate was his calling. He hit the ground running,
selling $5 million in his first year and dramatically

increasing that number in the following years.

To fully appreciate the work ethic and values he

possesses, one must first become aware of the

circumstances that brought Adnan
Dedic and his family to America. Al-
most 30 years ago, Adnan’s parents
and family found themselves fleeing
war-torn Bosnia in search of a safer,
more stable place to live. They
emigrated from Bosnia to Germany,
where Adnan was born, though they
never planned to make Germany
their permanent place of residence.
“I was kind of their getaway out of
Europe,” Adnan says, “and it was
either going to be Australia or Amer-
ica.” America, marketed to Europe as

“the Land of Opportunity,” was the
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first country that accepted Adnan, a
German citizen. Because of this, his
family took a shot in the dark and
immigrated to upstate New York,
where they lived in a refugee home
for about a year and worked multiple

jobs to make ends meet.

One day, while in the grocery store,
Adnan’s mother picked up a pam-
phlet advertising Sarasota, Florida,
and immediately fell in love with the
area before even seeing it in person.
Right away, she and Adnan’s aunt
scraped together money for a flight
to Sarasota and found an affordable
condo. “While they were down there,
they called my dad and uncle and
said, ‘Pack your stuff, we’re going,’
and we literally hopped in a van, came
to Sarasota, and that’s how life began

down in Florida,” Adnan recalls.

Both an entrepreneur and innovator,
Adnan’s technological expertise has
certainly been a plus in his real estate
career. He once pitched an idea for an
app to a group of investors, includ-
ing Shark Tank’s Kevin Harrington,
which earned him the title of Young
Entrepreneur of the Year at the
Buzzprize Expo in Sarasota. “I think a
lot of my success in real estate comes
from my experience in the technology
industry and the different technol-
ogy I can utilize for my buyers and
sellers,” Adnan says. “That’s kind of
how I was able to separate myself and

become a top agent right away.”

What keeps Adnan’s spark for real
estate alive? Simply put, the people.
He says, “You just never know what’s
going to come out of it. The number
one thing is meeting the different
types of people and personalities.
You want to be true to who you are,
but at the same time, you want to
adjust to the different personalities
you meet. Real estate is the biggest
transaction of someone’s life. From
the moment the sellers sell their

home, or the buyers get the key, the

joy on their faces is just amazing.”
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In his down time, Adnan takes advan-
tage of all of the outdoor activities
Florida offers, like boating and fishing.
He also enjoys working out and play-
ing basketball. But one of his biggest
passions will also be innovating. “I
have a booklet of ideas of things that
could be invented, and I'll stay up until
1:00 or 2:00 in the morning working on
ideas,” he says. “I'm actually working
on a startup right now that has been
in the works for the past 10 months

and will be my first startup/invention

that actually came to life.” His other passion is exotic

cars; he owns one of his own, a BMW i8.

When all is said and done, Adnan hopes to be remem-
bered by his peers as someone who was loving, caring,
and always tried to think outside of the box. “There
are two things I live by: ‘If someone else did it, why
can’t I?” If someone invented Facebook, why can’t Iin-
vent Facebook?” Adnan says. “And the second thing is
to just take every day step-by-step; don’t try to think
about the past, don’t try to think about the future, just

take it one day at a time and give it 100 percent.”
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DENNY
" GRIME

National Real Estate Trainer

P> cover story

By Lindsey Wells

with a Passion to Serve

It was 1983; Denny Grimes was fresh out of col-
lege when, as he says, “the Lord” led him to real
estate. “I am a person of faith. However, people
laugh when I tell them this story,” Denny says.
“There was a gentleman, a friend of my in-laws, by
the name of Jack Lord, who was a part-time real
estate agent in Tampa. One day, he said, ‘I’'m going
to list this property over here, and I'm going to
make X amount of money.” At that time, I had al-
ready finished college, and I had no idea you could
make money selling real estate. The next day, I
checked it out, got my license, and that was the

beginning of it. The Lord led me to real estate.”

While it was “the Lord” who first piqued
his interest in real estate 37 years ago, the
inner workings of the industry came quite
naturally to Denny. Denny Grimes is not

a man who likes to play it safe. He would
never take a job with a guaranteed salary;
he wants to bet on himself. “Real estate

is that type of profession,” he says. “Yes,
there’s the joke that when you move to
Florida, you automatically get a real estate
license, and there’s a lot of competition out
there. However, it’s a no-ceiling career, and
that’s what I like about it.”

Photo by John Paul Buchanan
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“It’s funny that I would meet somebody like that. You
can’t get any further apart in the country.” In school,
Denny says it was his dream to become a fighter pilot,
then a commercial pilot, though he was never able to go
down that road. He did, however, earn his pilot’s license
35 years ago and, later, his Instrument Rating, and en-

joys flying single-engine aircraft.

Another hobby of Denny’s is running; he has completed
nine marathons, 100 to 150 half-marathons, and has an
entire wall full of medals to show for it. Interestingly
enough, he didn’t start running until he was about 55 years
old, when a friend of his asked Denny to run in a marathon
to raise money for cancer, as his friend’s mother had been
diagnosed. The story became even more interesting when
amedical issue concerning his heart stopped Denny in his

tracks at an airport following the race.

Denny and Kristan’s “shotgun wedding” at a gun range in Alaska, officiated by
Kristan’s lifelong friend Sarah Palin.

Denny proudly displays his collection of medals won in marathons and half-marathons that he ran. (Photo by John Paul Buchanan) ERATION 3
IN HONOR OF

C AaRON Val

Having graduated from the University of South Florida with
an MBA in marketing, Denny used that training to build his
business from the ground up. Today, he owns Denny Grimes &
Team, with Keller Williams Realty. Denny and his team’s sales
are approaching $1 billion in residential sales, with an annual
production as high as $150 million.

Just as important as his customers are Denny’s fellow real estate

professionals. His passion is mentoring other agents. “In my first or

second year of real estate, I heard a sales trainer speak, by the name
of Tommy Hopkins. He’s a national speaker out of California. I knew

then that’s what I wanted to do,” Denny said.

Not only does he speak to and mentor the agents on his own
team, but Denny also travels the country to speak to agents na-
tionwide. He is the annual keynote speaker for The News-Press

Market Watch, one of the largest real estate programs in the

country that attracts between 1,000 to 2,000 attendees each year.
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He also has a regular TV segment on a local CBS affiliate
called, “Real Estate Matters.”

How exactly has Denny achieved such a successful career in
this industry? One word: integrity. “I worked hard,” he says.
“And in 37 years, I’ve never had an ethics charge. I always
do my best to make sure that I do the right thing. I never
fight about money; I always do what’s right.”

Denny’s wife of almost five years, Kristan Cole, is also a
longtime real estate agent. Having grown up in Alaska, one
of Kristan’s best friends was Sarah Palin, who officiated
their wedding — at a gun range! Their professions aren’t
the only thing that Denny and Kristan have in common.
They both earned MBAs in college and are both pilots, two
things that they pursued separately before even meeting
each other. “We had parallel careers, and we just had so

much in common with what we were doing,” Denny says.
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Denny Grimes and his wife Kristan attend the “Operation 300” Gala in Naples,

in honor of fallen Navy SEAL Aaron Vaughn. (Photo by Scofield Productions)

Denny at the Gateway office of Keller Williams Realty, where Denny
Grimes & Team have an annual production of approximately $150 million.
(Photo by John Paul Buchanan)
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“The paramedics had to cart me out of DFW and
took me to Baylor University Hospital in Dallas,”

he remembers. “I'm pretty fit, but the doctors said
it was a heart rhythm that most people die from.

As I'look back on it, me wanting to run to help raise
money for my friend’s mom probably helped make
my heart strong enough to survive that episode. It’s
interesting how life works. I started running to help

someone else and running saved me.”
Both professionally and personally, there seems to

be a recurring theme in Denny Grimes’ life: it’s all

about serving people.
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In 37 years, I’ve never had an

ethics charge. I always do my
best to make sure that I do the
right thing. I never fight about

money; I always do what’s right.
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« Comprehensive Same [::::r-,ar Repnrtlng ~

* Termite, Radon, Mold)a Pt, Wind Mitigation \

» Phones Answered Evenings & Weekends .
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5 STAR REVIEWS

ONLINE
i

HouseMaster;

PHONE: 239-430-8220
WWW.NAPLES.HOUSEMASTER.COM

One Marketing Agency. ALL YOUR NEEDS

Our work is seen on SWFL Real Producers. :
Full service digital marketing, event and production company. |

[ LIGHT

DICITAL MARKETING + EVENTS + PRODUCTION

Contact us by email at kim@saltandlightmediagroup.com
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ey e No matter the time of day or night,
unwest a real person is always on the line
/8 Al Semce to solve your plumbing problems!

bing DfamCIeam_ng Gas

Sunwest
- Plumbing

L.:gl_n (239) 455-8353 * swilplumbingrepairs.com

Peace Of Mind ﬁ
for your clients 'h
while they're away. e

Services by Cary LLC

-

L

_ IDYMAN SERVICES
Serving the Greater Naples Area
CARY CRAMER, Owner/Operator

30+ Years of Experience in Facilities Management
239-841-3970 | ndcramer07@icloud.com | www.homeservicesbycary.com
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AS AN INDIVIDUAL INVESTOR, YOU NEED A
ol FINANCIAL PLANNER YOU TRUST AND
e S WHO KNOWS WHAT YOU DON'T KNOW

DORKAN FINANCIAL GROUP, INC.

We're not selling a product; we're selling a service and we are one of the most thorough and most transparent financial
consulting firms out there. With access to every licensed carrier in the state, we'll show you what's available and how it can
impact your portfolio so you can get an unbiased, independent opinion to help create better financial outcomes. Navigate the
intricacies of financial planning, wealth management, and fee-based portfolio management, with one of our 85 Certified
Financial Planners who will also be sure you're taking into account tax mitigation, long-term care planning, and increasing
cash flow over time.

We have the knowledge and tools to help you make smart decisions with your money. Give us a call today and put us to work
for your financial future!

We frequently post useful information, and we

wouldn't want you to miss any developments in
FO”OW US OI] m n the area of personal finance.

October Is the start of enrollment for Medicare
o = and health insurance plans. Contact us today and
we'll walk you through a step-by-step process

dorkanfinancia[group_com that will help make you feel confident in

your decisions.
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piece on magazine-grade paper with T -
your full article and you on the cover. D E LLATOR ?‘i L }h, |

FEALIZING & WIEI1ION

WHY DO | NEED THOSE?

These reprints are a professional -

marketing tool that can help brand ——— .

you, your team and/or your business. — l
* Use on listing appointments -
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*+ 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

WHO CAN BUY THESE?
WHAT IF | CHANGED COMPANIES OR NEED SOMETHING The REALTOR® that was featured, the broker, our
CORRECTED ON MY ARTICLE?

No worries! We can make any changes needed. We

partner, or family. Anyone who wants to promote you.

send you a proof, you approve, and then they are HOW DO | ORDER?
sent to you via FedEx. Email andrew.regenhard@realproducersmag.com

or give us a call at 239-290-0692.
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NO VETERAN IS LEFT
BEHIND.. .40 ot

We're here to help assist with the needs of Veterans and their families, with

the focus on education, housing, and mental health. Through our work and "
efforts, the community will rally around our Veterans by providing and

coordinating resources to meet the unique needs of Veterans.

To learn more, visit our website

WWCollier.org

WOUNDED
WARRIORS

o4 COLLIER COUNTY

WA R R l o R A copy of the official registration (ch 4673) and financial information may be obtained _

from the division of consumer services by calling toll-free 1-800-435-7352 within the _—
HvM E S state or by visiting https://www.fdacs.gov/ConsumerServices. Registration does

af COLLIER couxTy notimply endorsement, approval or recommendation by the state.

YOU GET WAY MORE THAN JUST AN INSPECTION...

General Home Inspection « Wind Mitigation « 4-Point Inspection
Pool | WDO/Termite « AQ/Mold Radon | & More!

With over 12 years in the home inspection profession, Panther promises fo provide you
with an easy to read inspection report within 24-hours of the inspection.

/\l
¢ PANTHER
¢y INSPEC

9)389-0¢

www.pantherho

Panther Home Inspection is rated 4.9 out of
5.0 based on 345 reviews.

. f" ;
~ office@pantherhomeinspection.com e Fully Insured - Liabilify & E&0 - ﬂm’l
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guaranteed Rate

THEHOUSING MARKETIS

SIZZLING

WE SET THE " ©2LD STANDARD
FOR CONCIERGE LENDING.

By working with Christin and Guaranteed Rate, you'll '
also be giving back: When your loan closes, Christin
will donate the cost of one week of clinical trials to

CONSTRUCTION INC.

Eric & Christl Ramirez

Fully licensed and insured
certified general contractor

CLOSING COST COUPON

$1,000°

It’s time you felt lucky! Contact me to get started.

Christin Luckman guaranteed (B0 239'304'0516 G WWWLARAMCUNSTRUCT'UNGOM

SVP of Mortgage Lending

FAMILY OWNED & OPERATED
VISIT OUR MODEL HOME AT 85 Tt i . S
OTH AVE NW NAPLES, FL 34120 R N T

B 0:(773) 28 | C: (312) 771

Rate.com/Luckman | Lu .COMm I
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COMPETE WITH CASH OFFERS
B

20+ YEARS OF RESIDENFIAL
LENDING

LOANS UPTO $3.5 MILLION
WITH AMAZING RATES

J (]Sh L““d | Branch Manager | NMLS #387408

G ld St Gold Star Mortgage Financial Group | NMLS #3446
| 0 ar P: 239-478-5783

Mortgage Financial Group ' . ) nd@goldstarfinancial.com




