


Season is Here!

uality Sérvice Will your buyer need coverage?
FROM ANYWHERE ...TO ANYWHERE!!

Glen

DON'T JUST TAKE OUR WORD FOR IT. [ 3 Hollingsworth
Just wanted to let you know our move went fantastic and your Ny danwlonl
team worked really hard to make us happy and make sure
everything went smooth. Those are really hard-working guys. INSURANCE Mike
Thanks for working with us and I will highly recommend.your The name that has been =P Rusk
company for anyone’s move. — John N. serving SWFL for over 65 years. 2 Ot

We'll assist your clients in making informed decisions to protect their new
www.RayTheMover.com home. Have them give us a call for a personalized insurance quote.

RA 23 9 - 64 3 - 4 1 oo Make sure Rosier is part of your Referral Network!

The MMover Office@RayTheMover.com £ N

Locally Owned & Operated Qﬁusted Choice* rosierinsurance.com
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Our professional contracting team will help your client envision their
dream home whether it be a new home or renovation project.

’;

""

-

.~

b
&

WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

AS SEENIN ™ kR o | P ————— - o = e
GULFSHORE LIFE

E!';_r;"rﬂ. Following the strategies of Realtors Rupert and Karen Irby as they try to make their Ca “ us at 2 3 9-2 9 3-0 o 4 9 for‘ a F R E E E STI I\ ,IAT E =
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mark in the upscale market in Naples. BY JUSTIN PAPROCKI

Family owned & operated ¢ Fully licensed & insured ¢ Over 25 years of guaranteed workmanship
WWW.DCGSWFL.COM

“There’s opportunity here—you just have to see it. Put a little money into it—
well, the Naples version of “a little money”—and this could sell quickly.”

P P RN
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interiorsbysbigom
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Staging

Award Winning Houzz & ASID Designer
SHERYL BLEUSTEIN, PRESIDENT

The best staging, visienary and interior designer,
Sheryl is unparalleled in the industry.....
— Patrick Dearborn

Top Naples Realtor

STAGING | RESIDENTIAL & COMMERCIAL INTERIORS

NAPLES | NAPLES CAY | FORT LAUDERDALE | BOCA RATON
[ J DELRAY BEACH | HIGHLAND BEACH | PALM BEACHES | JUPITER ISLAND



When others in
oOuUr Community

are struggling,

we need to lift
them up.

Accept the Lauren Maxwell Challenge
and let’s make a difference together!

Lauren Maxwell

Executive Vice President
NMLS331415

MaxwellMortgagelLoans.com

Collier County is near and dear to my heart.
It's been my home for more than 30 years,
and it's heartbreaking to see so many local
families experiencing financial hardship.

I've made it my mission for 2021 to pick a
family in need and donate $1,000 to them
on the last Friday of every month.

| challenge all of my partners in real estate,
title, insurance, and survey to join me in this
effort. Let’s share our good fortune with our
heighbors in Collier and Lee Counties.

Call me today to find out
how you can help!

MAXWELL

MORTGAGE TEAM

CROSSCOUNTRY MORTGAGE, LLC | 9130 Galleria Court, Suite 101 | Naples, FL 34109
For professional real estate use only. Not intended for consumers. Equal Housing
Opportunity. All loans subject to underwriting approval. Certain restrictions apply.
Call for details. NMLS3029 NMLS1770104 (www.nmlsconsumeraccess.org).
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Homes and relationships
that will withstand the test of time.

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

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

10 - April 2021
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AIR CONDITIONING
Conditioned Air

Tim Dupre

(239) 643-2445
www.conditionedair.com

ATTORNEYS
Goodwin Law, P.A.
Matt Goodwin

(239) 207-3403
www.FLestatelaw.com

Zampogna Flores, PLLC
Matt Flores

(239) 261-0592
www.naplesbaylaw.com

CATERING &

EVENT SERVICES
M&G Farm Stand Cafe
& Catering

PREFERRED PARTNERS

Dawne Skiera
(239) 434-2611
www.matthewsand
gardner.com

CLEANING SERVICE
J.O. Always Clean
Santiago Ospina
(239) 200-1M4

CUSTOM HOME
BUILDER/REMODEL
Bella Mia Development
Matthew Bailey

(239) 913-9300
www.bellamiacustom
homes.com

Dominion Contracting
Group

Butch Bacon

(239) 293-0049
www.dcgswfl.com

12 - April 2021

Tri-Town Construction
Marc Devisse

(239) 895-2058
www.tri-town
construction.com

CUSTOM HOME BUILDERS
Cintron Custom Builders
Flower Cintron

(239) 216-8106
www.cintroncustom
builders.com

Laram Construction

Christl Ramirez

(239) 304-0516
www.laramconstruction.com

DEVELOPER
The Ronto Group
(239) 649-6310
www.ronto.com

EVENT PRODUCTION
Artistic Science

Marley Ross

(239) 289-2422
www.artisticscience.com

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212
www.balancedimages.com

FLOORING

Hadinger Flooring

(239) 566-7100
www.hadingerflooring.com

FLOORING

KITCHENS BATHS

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677
www.afknaples.com

FLOORING- TILE AND
MARBLE INSTALLATION
Master Touch Tile & Stone
Chris Torres

(239) 443-8592

GENERAL CONTRACTOR
Innovative Design Solution
John Huffman

(239) 595-6805
www.naplesconstruction.net

HANDYMAN

Figueroa Complete Service
Angel Figueroa

(703) 200-4157

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220
www.housemaster.com

Panther Home Inspection
Jim Scarpa

(239) 389-0996
www.pantherhome
inspection.com

Python Home Inspection
Brett Onasch

(239) 431-5100
www.pythonhome
inspection.com

HOME WARRANTY
FPL Home
www.fplhome
warranty.com/realtor

Old Republic
Home Protection
Shannon Livingston
(239) 682-1812
www.orhp.com

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!

HOME WATCH SERVICE
Home Services by Cary
Cary Cramer

(239) 841-3970
www.homeservicesby

cary.com

INSURANCE
Ackerman Insurance
Rick Nayar

(239) 597-1096
www.ackerman
-insurance.com

Brown & Brown Insurance
Corey Walker

(850) 454-8951
www.bbswfla.com

Domain Insurance
Management

Nick Domain

(239) 898-9120
www.domaininsurance
inc.com

Farmers Insurance

Damon Brist

(239) 994-0248
www.agents.farmers.com/fl/
fort-myers/damon-brist

Responsive Insurance
Matt Nance

(239) 596-3177
www.responsive
insurance.com

Rosier Insurance

Richard Rosier

(239) 4441414
Www.rosierinsurance.com

INTERIOR DESIGNER
Interiors by SBI

Sheryl Bleustein

(954) 445-0897
www.interiorsbysbi.com

INVESTMENTS
Clarus

Jonathan Turner
(717) 979-8914
www.clarusdc.com

MAKEUP/HAIR

Niki Jane Beautique

Niki Fernandez

(239) 285-7605
www.nikijanebeautique.com

MORTGAGE LENDER
CMG Financial
Danielle Damianov
(786) 359-7976
www.lendFLA.com

Community Lending
DeAnna Adinolfo Rivera
(239) 878-0107
www.community
lendingfl.com

Equitable Mortgage
Steve Calabrese

(239) 778-6548
www.stevecalabrese.com

Gold Star

Mortgage Financial

Josh Lund

(612) 802-3265
www.goldstarfinancial.com

Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500
www.maxwellmortgage
loans.com
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Primary Residential Mortgage
Edgardo Balentine

(239) 244-5871
www.swflmortgageloans.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.contractorspainting
andwaterproofing.com

PHOTOGRAPHY /
PORTRAIT PHOTOGRAPHY
Michelle Reed Photography
(239) 404-8158
www.michellereed
photography.com

New Frame Photography
Hana Snajdrova

(239) 200-9099
www.newframe
photography.com

PHOTOGRAPHY-
REAL ESTATE
LaCasaTour

Derick Moreno
(888) 598-8687
www.lacasatour.com

Real Tours SWFL
Michael Berio

(239) 464-7969
www.realtoursswfl.com

ELUMERNG (SEURADE (TS WAY ONTO
MOURAT N EETION REPORT

No matter the time of day or night,

S

a real person is always on the line
i % to solve your plumbing problems!
Service SFIGISNE v

Sunwest
Plumbing

(239) 455-8353 « swilplumbingrepairs.com

SWEFL Real Producers - 13



Sun Services SW
Photography

Jon Kreider

(239) 285-5320
www.sunservicessw.com

PHYSICAL THERAPY

& WELLNESS

Berman Physical Therapy
Jack Berman

(239) 431-0232

PLUMBING
Gulfshore Plumbing
Contractors
Cory Garber

POOL SERVICES
SWFL Pool Pros

Chaz Hambling

(239) 872-8186
www.swflpoolpros.com

PRIVATE MORTGAGE
BANKING

Citizens Bank

Devin White

(239) 990-7118

REAL ESTATE MARKETING

Your Home Magazine
Tony Spano
(239) 235-3170

ROOFING
Roman Roofing
Norm Dopfer
(239) 458-7993

www.romanroofing.com

SOCIAL MEDIA
MARKETING/
MANAGEMENT
Salt + Light Media
Kimmy Curry
(317) 752-4423

TITLE COMPANY
Legacy Title
Eric Solomon

Seaview Title

Rick Nayar

(407) 810-0640
www.artesiantitle.com

VALET SERVICES

5 Star Valet

Joey Rock

(239) 331-7033
www.5starnaples.com

VIDEOGRAPHER
Corrafilm

Coby Corradino
(786) 417-7210
www.facebook.com/

(239) 200-1235 www.thebestlistingtool.com  (239) 325-2709 corrafilm
www.ltflorida.com

Sunwest Plumbing RETIREMENT/WEALTH

Paul Blais PRESERVATION ADVISOR  Resolutions Title

(239) 455-8353 Dorkan Financial Group Inc ~ Aaron Barnes

www.swilplumbing Murat Dorkan (239) 734-4888

repairs.com (443) 569-6500 www.resolutionstitle.com
www.dorkanfinancial

group.com
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WE'VE SEEN
A LOT, y |
so WEKNow FARMERS
A LOT. INSURANCE

DAMON BRIST

AGENCY Auto

Life
239.202.2933
CONTACT
dbrist@farmersagent.com = And more! :

Clarus specializes in acquiring Merchant Service Provider portfolios
across the US. In a world full of uncertainty, merchant processing
Home portfolios are a great opportunity for diversification and cash flow.

Jonathan Turner

Insurance underwritten by Farmers Insurance Exchange and other affiliated companies. Life Insurance is P-230.443.5433
issued by Farmers New World Life Insurance Company, 3003 77th Ave. SE, Mercer Island, WA 98040. Each QT B0
insurer has sole financial responsibility for its own insurance. Visit farmers.com for complete list of M: 717.97/9.8914
companies. Not all insurers are authorized in all states. Not all producys, coverages, and discounts are |: iﬂﬂﬂlhiri'l tur |‘1s3rLi:i‘-c|aru5dr' cam
available in all states. See agent for details. B : r i
W: clarusdc.com

14 - April 2021




MEET THE

SWFL

REAL PRODUCERS TEAM

r /{ o e T - . E i I - kl
Andrew Regenhard Ellen Buchanan Kimmy Curry Lindsey Wells
Publisher Editor Director of Marketing Writer

[

Dave Danielson Derick Moreno Sheryl Moreno Jon Kreider
Writer Photographer Photographer Photographer

Michelle Reed Hana Snajdrova Coby Corradino Geneva Eilertson
Photographer Photographer Videographer Reprints Manager

16 - April 2021

Gonditioned Qir

The Comfort People Since 1962"

239.643.2445
1.888.COLD.AIR

conditionedair.com

YOUR HOME IS MORE

'\ .
IMPORTANT

NOW THAN EVER BEFORE.
S8, When your air conditioner needs
maintenante, repair, or replaging;
Conditioned Air wantsiie Be

your first and onlycall

No High Pressure 100% Satisfaction Guarantee

PRMI

The Balentine Team

Edgardo Balentine

NMLS 1432920

Loan Officer / Manager | Primary Residential Mortgage, Inc.
English-Spanish-French

Mobile: 239.244.5871

Office: 1.239.631.1145 | Fax 1.239.323.9310

5659 Strand Ct | Naples | Florida | 34110 I'm ready to partner, are you?

PRI NMLS 3094. PRMI s an Equal Housing Lend

fer. Some products and services may not be available in all states. Credit and collateral are subject to approval. Terms and conditions apply. Programs, rates, terms, and conditions are subject to change and are subject to borrows
sional advice or services and should not be used as

Primary Residential SWFLMOrtgageLoanscom
Mortgage, Inc.
Get to know us on [Ei!

Closing a deal fast for your clients
involves teamwork. It's the result
of a successful partnership
between realtor and lender.

L

acommitment to lend. Forida Office of Financial Regulation MLDG4G.
erein. PRMI is an Equal Housing Lender.

asa substitute for professional advice. The reader accepts full responsibiliy for the use

SWFL Real Producers - 17




Why aren't all title

companies like us?

Good cluestion.

We know how hard Realtors® work.

mﬁRTESlAN
& TITLE

HOHIGAGE TEAM HORTOAGE

REAL PRODUCTES l?--n." REal PRCHA

e

MAXWELL MAXWELL @HMWEE‘: (%) MAXWELL MAXWELL

MORTGAGE TEAM

\ qp SEAL PROOUCE S‘: . 1":‘ CERS Rp REAL PROCUCERS
- > -

i'.

(%) MAXWELL '

SMOUTOALGE TEAM

P

il MAXWELL

MORTGALE TEAM

EEAL PEOOUCERS

L) MAXWELL

BORTCATE TEAM

Closings With a Concierge Touch.

Learn more at artesiantitle.com

239-677-3184

SWFL Real Producers had a great quarterly event at Ferrari of Naples on March 11, 2021.

A NOTE FROM THE

PUBLISHER

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 and

valued Partners,

It was wonderful to see so many of
you at our event at Ferrari of Naples
on March 11th! It was a great event,
and so much fun to be able to get
together again and celebrate the
crazy journey we’ve been on over
the past year. For those of you new
to SWFL’s Top 500 who made it to
the event, welcome! We're glad you
could make it out and have a chance
to see what a great time SWFL Real
Producers have together. There will

be a lot more to come!

I know this has been a challenging
environment for all of you, with low
inventory, high demand, new para-

digms ... I just want to take a moment

to let you know how impressed I am
with this community. When I have an
opportunity to get together with you, I
constantly hear how crazy the market
is and how much chaos you're all navi-
gating. You make it look easy! Seriously,
though, with everything that’s going on,
thank you for taking the time to come
out and cut loose from it all, relax a
little, and socialize with us on March

11th. We appreciate you!

A huge thank-you to Ferrari of Naples
for the awesome venue. We are
especially grateful to our amazing
platinum sponsor, Lauren Maxwell
and Maxwell Mortgage Team, and

to our gold sponsors, Conditioned

Air and Seaview Title. We couldn’t
have done it without you! Thanks also

to our media sponsors and affiliates,

Artistic Science, Salt + Light Media Group
and Corrafilm, and to our fantastic valet
service, 5 Star Valet, and our caterer, M&G
Farm Stand Cafe & Catering.

Be sure to check out the photos from

the event on pages 84-89 in this issue.

Here’s to a very successful Spring Market
for everyone and more great get-togethers

to come!

Very respectfully yours,

Andrew Regenhard
Owner/Publisher
SWFL Real Producers
239-290-0692
andrew.regenhard@

realproducersmag.com

SWFL Real Producers - 19



MASTER THE MEDIA

Are You a Real Estate
A-Lister?

By Christina Daves

Are you the agent people recognize because they’ve seen you on
TV or in the local paper? And this doesn’t mean in an advertise-
ment. You didn’t pay to be seen. You were asked to provide your
expertise about the local real estate market. That makes you an

A-lister. People love to work with the “famous” real estate agent!

How Do You Become an A-Lister?

You want to pitch newsworthy stories that are valuable to an
audience. What’s your expertise in real estate and how can you
create a story that will be appealing to an audience? During
COVID, agents were landing in the media for safety protocols
for open houses, how financing changed, the increased value of

outdoor spaces, and the exodus from city to suburbs.

Ask, what’s trending now? Then, follow the number-one rule for
pitching the media: what value can you provide their audience?
Use what’s trending and come up with a story idea that people
will want to learn about. Remember, landing in the media has
nothing to do with you, per se. It’s what you know and what

information you can provide. Then, you get to reap the benefits of

20 - April 2021

being in the media because you are seen as “famous,” as an indus-

try A-lister, and you get to share it with the world.

Take the media you land and share it everywhere. Send it out in
your newsletter. Add it to your website, including the media logo.
Pin it on Facebook and/or Twitter. Share it on Instagram and
LinkedIn. Post it on Pinterest. Wherever you are online, that’s
where your media should be. Write a personal note or email and
send it to potential sellers or buyers. SHOW them you are a real

estate A-lister because you’re the one featured in the media!

Christina Daves

PR for Anyone®

Christina Daves is the founder of PR For Anyone®.

She has trained thousands of real estate agents
in gaining visibility by using traditional and social

media together for maximum effectiveness. Agents

she has worked with have appeared in national magazines,
newspapers, radio, television, and blogs. Book your free business
strategy session with Christina at www.ChatWithChristina.com, and
learn more about her at www.ChristinaDaves.com.

DREAMS BUILT ON A
FOUNDATION OF QUALITY

CUSTOM HOMES

AFFORDABLE e ENERGY EFFICIENT
SURPASSES FEMA HURRICANE STANDARDS

TRI-TOWN
CONSTRUCTION

Tri-Town Construction, LLC
specializes in residential and
commercial remodeling,

REMODELING

WHOLE HOME & CONSTRUCTION

roofing, and emergency
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!

ROOFING

TILE © SHINGLE ¢ ROOF COATINGS » METAL

Locally Owned Southwest Florida Business

www. Tri-TownConstruction.com

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

TENANT IMPROVEMENTS e GENERAL REMODELS
INDUSTRIAL FLEX SPACE BUILD OUTS




VOTE I) = 1

BES'T euotocrarHer

Potential buyer's opinions, impressions, and decisions are based on whaot
they can actually see. Therefore, visually engaging them is of upmost
importance. Cur award Wiﬁr'l”'-lg services ensures your Ii'STII'"-g receives mone

traffic by capturing the attention of potential buyers.
CALL US TODAY

239.464.7969

SCHEDULE ONLINE
RealToursSWFL.com

PHOTOGRAPHY AERIALS 30 TOURS VIDEQS FLOORPLANS

Finding luxury insurance

shouldn't be challenging.
GUARANTEED VALUE.
NO LIMITS.

DOMAIN

INSURANCE MANAGEMENT IMC.

Asan
independent
agency, we have

options for
EVERYONE.

Giveusacalltoday
239-898-9120

domaininsuranceinc.com
nickdomain@domaininsuranceinc.com
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WARM and EARTHY
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| WATER PROOF |
FLOORING

HAD INGER “A family name you can trust”
7 6401 North Airport-Pulling Road * Naples, FL 34109
i Mon - Fri 9-5:30pm * Sat 10-5pm
2 1951 \.:zsﬁaﬁ-nm e hadingerflooring.com
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TO SPEED UP

There are 24 hours in a

day, which equates to 1,440
minutes — each one of

those minutes being very
valuable. If you are sleeping
an average of seven hours, or
420 minutes, nightly, you are
now spending 1,020 minutes
awake during the day.

24 . April 2021
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By Michael Dill

Now, there are some of us out there
who say, “There is just not enough
time in the day.” Is it that there isn’t
enough time ... or are we not spending

or prioritizing our time correctly?

If you would be so kind as to entertain
an exercise of just stopping for one
full minute by doing absolutely noth-
ing — that’s right, do nothing for one
full minute ... Don’t do anything out-

side of breathing for one full minute.

If you do this exercise, you will find

that a minute can sometimes seem like
a very long time. Now, realize that you
have 1,020 of these minutes to allocate

and prioritize what’s most important.

I have a phrase I use, “Slow down
to speed up.” What exactly does
that mean? It means exactly what it
says: Slow down to speed up. Slow
down for a minute to get clear on
your next move. Slow down for a
minute when you are in a conver-
sation with someone and really be
present to that person. Slow down
for a minute and just breathe deeply
and slowly to calm yourself to clear
your thoughts. Slowing down and
getting clear for just a minute can
be the difference between making

the right or wrong decision.

Make a conscious decision of how you
are going to invest your minutes. You
could invest in telling someone you
love how much they mean to you. You
could invest in telling a team member
the value they bring to the organi-
zation. You could invest in telling a
valued client how much you enjoy

doing business with them.

One minute. 1,440 of them in a day,
1,020 of them, on average, awake.
Each one minute invested correctly
and intentionally could reap you

rewarding and fulfilling results.

Just in case you're one of the

challenged ones when it comes to

managing your time, I have added a

few pointers to keep you on track.

1. Utilize a pre-written calendar (De-
fault Diary), where you block out
days and times for specific tasks.
Minimize unplanned activity. Every
day should be planned in 30-min-
ute blocks, from beginning to end
of the day. Use different colors for
different tasks. Remember to also
schedule “YOU” time!

2.Do not react every time you get a
text, call, or email. Schedule time
on your calendar for returning
calls, texts, and emails. Position
your prospects and clients accord-

ingly on what times those will be.

3. Make a list of the next day’s tasks
at the end of each and every day.
This “to-do” list should be the last
activity of the day.

4. Take that list and break into A, B, and
C priorities. Plan accordingly, based

on the importance of those priorities.

5. Practice the W.I.N. formula:
“What’s Important Now?”

6. Utilize the 4 “Ds”: Do it, Delegate
it, Defer it, or Dump it!

One minute. 1,440 of them in a day,
1,020 of them, on average, awake.
Choose wisely how you are going to
invest your minutes and it could just

be the best investment you ever make.

coaching corner €4

Coach Michael Dill is an award-
winning, certified business coach,
speaker, and trainer. He brings

more than 40 years of business

and entrepreneurial experience

in leadership, team training, and
mentoring practice. Michael’s passion
is to both encourage and challenge
business owners and entrepreneurs
to become their best selves, both
personally and professionally, to obtain
all they want in their business and life.
BusinessCoachMichaelDill.com



SPORATION Don't gamble with LO's that are sidetracked

EQ l TABLE Loans approved in 12 days

by the refinance boom

\d

Over 70% of our closings Q__\r%p_UrchaJS’es
v ' % ‘»._‘x-..\':;,' gl i v

By

£ e

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

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

In-House Underwriting and Funding STEVE CALABRESE, Loan Officer

Happy Realtors — Happy Clients Certified V.A. Loan Specialist
239-778-6548 | stevec(@eqfin.com
StevenMCalabrese

B3 Steven Calabrese STEVECALABRESE.COM s @
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1. Set expectations!

The real estate market in Southwest
Florida has never been busier. The
steady increase in the number of
transactions being closed in this
region has put incredible stress on
REALTORS®, as well as closing
attorneys, title underwriters, survey-
ors, lenders, property management
companies, home inspectors, and any
other vendor associated with a real

estate closing.

So how do we ensure a smooth
closing? In reality, it is impossible to
guarantee anything, but using these
five tips may result in a closing that
crosses the finish line with the least

amount of drama.

28 - April 2021

I would type these two words 100
times if [ was not on a word limit.
It is incredibly important to set ex-
pectation levels with your custom-
ers concerning all matters related
to the closing: closing date, wiring
funds, fees, inspections, etc. If your
customers have reasonable and
accurate expectations as to what
will transpire during the closing
process, the chances of them being
disappointed by something greatly
decreases. And, after all, a happy

customer is a repeat customer.

2.Help the Closing Attorney.
Don’t just drop off a contract and a

check and say “see ya at closing!”

3.

When you provide the contract to
the closing attorney, give that office
as much information as possible,
including all the contact informa-
tion for all parties that you know
are involved (attorneys, lenders,
clients, etc). This will save time and

increase efficiency.

Make a Timeline.

There is no easier way to cause
problems for yourself than missing

a deadline. So make a timeline of
important events contained in the
contract. If you provide the custom-
er with a timeline at the beginning of
a transaction you make it impossible
for them to say, “You never told me I
needed to do that by then.”

4. Pick appropriate dates.
This goes hand in hand with Tip
number 1. Use reasonable dates
within the parameters of the
contract and the current market
conditions. For example, providing
a contract to a closing attorney on
May 1, 2021, that is set to close in
seven days is probably a bad idea.
You need to analyze what needs to
be done to accomplish financing,
inspections, association approval,
and third-party searches, surveys,
appraisals, etc., in order to close

the transaction.

5.Know the Contract and Communi-
cate with Your Customer.
It is really important to com-

municate with the customer to

Twin ViIluS f}om Ih}ei :

Low
.ﬁhﬂﬂmslzoo S T

know what they want and what
they need. This sounds obvious,
but you would be shocked by the
number of Realtors who never
discuss whether a customer needs
financing and ultimately present
a cash offer, only to learn that the
customer cannot come up with
funds...or who never discuss in-
spections with the customer, only
to learn they have an allergy to
mold but have them sign a stan-
dard contract. Communication is

key to a smooth transaction.

Top-Secret Bonus Tip

Most Realtors don’t realize that the
number of closings increases on
the 15th and on the last day of each

month. So here is a top-secret tip...

pick a different day. Try to push a
closing to a day you know will not
be the closing attorney’s busiest day.
Heck, it can’t hurt!

Attorney Michael
Michettiis a
partner and
founder of
the real estate

department at the
law firm of Woods,
Weidenmiller, Michetti & Rudnick, LLP.
Michael has been practicing real estate
law in Southwest Florida since 2003 and
focuses on residential and commercial
real estate transactions, as well as bank
representation. Michael also serves
as General Counsel to Bonita Springs-
Estero REALTORS®, Inc.

Located iy the
cart of Fory Myers

et
geen Colonjq| Blvd

| MAKE DEALS HARIRIE|N

b Call/Text: 239.834.4365 | Email: David. Burnhum@Lennurcom
ISl sl come Home Center located at 3650 Crimson Ln, Fort Myers FL133916;

SWEFL Real Producers - 29
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REAL ESTATE PHOTOGRAPHY

* OLD REPUBLIC HOME PROTECTION
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L

Providing solutions.
L Not excuses.

Complete your winning
team with ORHP!

Shannon Livingston
Account Execulive

BOD. 282711 Ext. 1037

C: 238,682, 1812
ShannonLif@orhp.com
my.orhg.com/shannonlivingston

Contact me today
to fearn more
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Serving Naples, Marco Island, Bonita Springs, Fort Myers,
Estero, Cape Coral and all of Southwest Florida.

sunservicessw.com | 239-285-5320

Jon@SunServicesSW.com

Your reputation is your most valuable asset and clients rely on
you to guide them through a complicated and stressful process.

Refer them to a

~ Master Home Inspector
. whose training and
! PYT H o N professionalism will
give them confidence

HOME INSPECTION

in you through the
Brett Onasch, Owner - Certified Master Home Inspector end of the transaction
License #HI8303 | NACHI ID#16021822, CMI, CPI
and beyond.

To make an appointment please call (239) 431-5100

or visit our website pythonhomeinspection.com

Yhere Ot Meets Suassior!

FLOOR INSTALLATIONS ©¢ BATHROOM REMODELS
DUST-FREE FLOOR REMOVALS ®¢ ACCENT WALLS

PAVE-RS & COPINGS ® POOL RENOVATIONS

g |
T "L_ e :-' 5 "i— | r.?j
- .
e ".-—.-.1.—.-.—:.-. ............ - ,-‘-,-,-.-,-.»,-_r.e}}::_-_'- ...... r, r.r.r.:ru.-:.-u.-.—.uu'.-r:--.m-u EERFITIETES Itt:ll n HE il.%gﬁil EETVAERNAY L"'k___ ~
" # 1 - -L‘h""&;
3 i s =..'|r_:___1_
a o “u E ==
= e =
— = A
A — e

LICENSED & ]NSURED

Pl > ;WWW ﬁASTERTOUCHlNSTALLATIONS CO

P/ASSléN | CR.g;, gmAnsh

P | ELEGA

-



Tiffany McQuaid opened her brokerage, McQuaid & Company Real Estate Services, in May 2013.

P> leader of the month

By Lindsey Wells | Photos by Jon Kreider

The Incredible Power of a Dynamic Team

“Choose a job you love, and you will
never have to work a day in your life.”
We’ve all heard that quote, but not

everyone is lucky enough to live it.

like, ‘Oh, I don’t want to go back.” Our

trips became longer and longer, and

we finally pulled the trigger in 2001 to

be here full-time.”

and combine my real estate passion
with what I know very, very well,

which is marketing and promotions.”

-

e For Tiffany McQuaid, real estate isn’t Tiffany knew that she would have her

merely her job; it’s her passion — one It was after the move to Naples in own brokerage one day, as soon as

she has had for many, many years. 2001 when Tiffany realized a career she got her real estate license. She

. TIFFANY#S
“I =

MCQUAID

An Ohio native, Tiffany ran a suc-
cessful marketing promotion and
special event management business
there for many years before trading in
The Buckeye State for The Sunshine
State. Her family acquired a home in
Florida in 1997. “We were just back
and forth (between Ohio and Florida)
at that time, a few weeks here and

there,” Tiffany says. “Then, it started

becoming harder to go back home.

Whenever my time was up, it was

shift was in order. She has always
possessed a love for design, architec-
ture, and decorating. Before making
real estate her career, she went to
open houses for the fun of it. For
Tiffany, real estate allows her to
utilize all of her gifts at once. “It gave
me this incredible opportunity to take
all my little dabbles and pull them
together to make what I believe to be
one great thing that our customers
can be proud of,” she says. “I was able

to take all of those things that I love

intended to be the Queen of Quail
Creek. “That’s the community where
Ilive, Quail Creek Estates,” she says.
From square one, Tiffany began
farming, documenting, and figuring
out what worked and what didn’t. “I
used to get up and walk my commu-
nity every morning. I would walk it
with my headset on, listening to Zig
Ziglar, who was a big sales coach and
trainer back then. I would memorize
the front elevation of all the homes

in the community and the names on
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From left to right: Sonia Nadotti, Nicole Hogue, Adam Brown, Tiffany McQuaid, Nicholas

Jankowski, Jane Johnson, Carlos Mendez.

the mailboxes because I wanted to be
ready when that day happened when
I finally got a call to list a property. I

took great pride in that.”

Tiffany was a partner at another
firm before opening her own bro-
kerage, McQuaid & Company Real
Estate Services, on May 1, 2013. The

brokerage is now up to 29 agents and

seven staff members, all of whom
Tiffany considers family. She says she
plans to start recruiting and grow-
ing her company even more in the
coming months. One person who has
been instrumental in the evolution

of Tiffany’s business is business-
woman and Shark Tank star, Barbara
Corcoran. In McQuaid & Company’s

early years, Tiffany would read every

very, very well,

which is marketing

and promotions.

real estate book she could get her
hands on, including Barbara’s book,
Use What You've Got & Other Business
Lessons [ Learned from My Mom. “1
ordered the book and read it cover to
cover in a day. I just couldn’t believe
that her mind, the way she mar-
keted, and the things she did for her
brokerage were so very, very similar
to how my mind works,” she says.
Barbara sold her New York-based real
estate brokerage in the early 2000s.
After reading the book, Tiffany did
something she had never done before:
she reached out to Barbara via email
and got a response right away. They
communicated for many years, and
Tiffany eventually traveled to New
York City to meet Barbara. They are
still friends today. “I've called her

my fairy godmother ever since. She’s

been an amazing mentor for me.”
And today, Tiffany is a mentor for

others. Her “why” and “how” for

what she does in her business, she
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ARE YOUR CLIENTS READY TO BUY BUT NEED
HELP UNDERSTANDING ALL THE DOWN

NT OPTIONS AVAILABLE TO THEM?

,j:l‘t"_-l.-‘-u. -

nna was very responsive

o questions and was on top
of things. | felt like | didn't
have to follow up, as | knew
she will get the job done.

ol

says, lies with her amazing team, or, —..>.{‘.:.",n.-’: '-':..E BEII'IQ a Realtor that is so

as she calls them, her hand-selected imp ortant. Th OI"II( s, Dean
family. The team, several of whom - : a - L %, = e ol !

have worked with Tiffany for over = I 4 -.__ o iy 4 z 3 : e = e 8 e vy 'FOI' G“ Yyou dO!

ten years, consists of Adam Brown, : : ' : : ! ' = & 1 ' 4 :

Nicholas Jankowski, Nicole Hogue,

Jane Johnson, Sonia Nodotti, and
Carlos Mendez. “Great things in busi-
ness are never done or achieved by one

person, but by the incredible power of

a dynamic team,” Tiffany says. 2 ; g ' 5 r 3 I I. Lo 1 : o .

In a business where it’s hard to flip Y R : "'l L : ] o 4 - - . LE N Dl N G
the off switch, Tiffany appreciates her : . 1 Tl'ﬁﬂl'r g & o i o Powered by Hamilton Home Loans
down time in the evening hours when B ] -

she goes home to relax with her sweet

little miniature dachshund, Penny. “I

being able to sit outside and enjoy my Great thlngs N bUS|neSS are never done Y = 0 239-8/8-010/

home because I'm never there,” she ] . @ d @ Ty| d ) H

says, laughing. On the weekends, she or aChleved by one person, but by the 1 eannatzcommunitylendingti.com
enjoys frequenting farmer’s markets = A D I N O L F O R IV E RA

. 4 , o . 8191 College Pkwy., Suite 203
and going on nature walks and to the Talelg=Yello]l= power of a dynamic team. BRANCH MANAGER | NMLS# 327112 0 Fort /\/\yers FL 33019
beach to clear her head and wind down. !
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GET THE -_ 7.F | ZAMPOGNA FLORES

PLUMBING

DONE RIGHT —
THE FIRST TIME!

B 2o Ovner TRUSTED PRACTICAL SMART
GulfShorePlumbing@comcast.net adVICQ SO/UZLIOHS Sffafegles

LICENSE NUMBER: CFC1429056
N
GULF, [ SHORE ORIl

RS e . 00-'235
PLUMBING CONTRACTORS, LLC

% Brown & Brown * Home 7N
INSURANCE - - Auto _ A7\
SOUTHWEST FLORIDA Introdu mm; home C =

= Watercraft

warranty plans to help
keep life running.

Home wamranty plans™ offered by FPL Home* have a one-hour
limited service guarantee, so your clients could have their

*  Liability homes up and running faster than they can do their next load
of laundry. See terms and conditions for details.

*  Aviation
+  Collections

_ = Jewelry

* Business

* Licensed in
all 50 States

m Find Your Solution Today

Since joining Brown & Brown in 2014, Corey has
been recognized as a top personal risk advisor for
his ability to help families leverage their total
insurance spend to maximize cost efficiencies via
top tier insurers who focus on serving families with
assets valued in excess of $1,000,000.

Zampogna | Flores is a full-service real estate law firm serving all of Southwest Florida.
Our tearn is committed to assisting buyers and sellers with the purchase and sale of residential
and commercial real property. We work sice-by-side with our clients from confract 1o close.

Curey Walker CPRIA, AINS Brown & Brown of Southwest Florida

MATTHEW P. FLORES, ESQ.
matt@naplesbaylaw.com | 239-261-0592

1333 Third Avenue S, Suite 505, Naples, Florida 34102 | naplesbaylaw.com

’*;k Advisoe 1421 Pine Ridge Rd, Suite 200
: Mapies, FL 34108
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THE RONTO GROUP
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Photo by John Paul Bu

Statistics show that the average
lifespan of a company has steadily
decreased since the 1960s. Business
leaders are tasked with continuously
reinventing themselves and their
product to stay above average when
compared to similar companies. For
The Ronto Group, however, such has
not been the case. This Naples-based
development and construction firm
was founded in 1967 and has since
blazed an impressive trail in the
industry, winning countless awards
for the development of numerous
communities and single-family homes

across Southwest Florida.

The Ronto Group was founded by

A. Jack Solomon in Toronto, Canada,
and expanded into the United States
in Florida in the mid-‘70s and into
the burgeoning Southwest Florida
market in the mid-‘80s. Their first

venture there was Hideaway Beach,

1

»» partner spotlight

By Lindsey Wells

an exclusive residential community
at the northern end of Marco Island,
which was a huge success. Solomon’s
son, Anthony Solomon, took owner-
ship of the company 12 years ago and
has continued his father’s legacy in

the industry.

The Ronto Group has completed over
10,000 high-rise units, 2,000 sin-
gle-family homes, several shopping
plazas, and a hotel. “We are almost
exclusively residential now, although
sometimes we have some commercial
stuff associated with the residential,”
Mr. Solomon says. The company is
engaged in large-scale land devel-
opment, such as gated communities
ranging from 700 to 2,000 units
apiece. The Ronto Group does every-
thing from installing the roadway and
sewer and water systems to building
the communities’ clubhouses and golf

courses. They also do a lot of mid-rise

Now under construction, The Ronto Group’s Omega Bonita Bay will be the most luxurious tower ever built in Southwest Florida.

and high-rise buildings, some of
which include Naples Square, Eleven
Eleven Central, Omega, and Seaglass
at Bonita Bay, and they sell residential

home sites to single-family builders.

The Ronto Group’s newest and most
exciting upcoming development is set
to be built on Lido Key in Sarasota.
“We’ll be bringing that to market in the
coming years. It’s spectacular beach-

front property,” Mr. Solomon adds.

Something that certainly sets this
company apart from others is the
positive way in which its leaders
work with its partners and employees
within the company. “We have a lot of
employees that have been with us 20,
30 years. I think we’re unique in that
we’re a small core group that does a
lot of very large projects. Everybody
in the company is empowered in

their own area rather than being
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The Ronto Group does everything from installing the
roadway and sewer and water systems to building the
communities’ clubhouses and golf courses.

The Ronto Group’s Naples Square has become one of the most desirable addresses in Downtown Naples.
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Twelve years ago, Anthony Solomon took ownership of The Ronto Group, a company started by his father, A. Jack Solomon, in Toronto in 1967.

(Photo by John Paul Buchanan)

micromanaged,” Mr. Solomon says.
Additionally, The Ronto Group is
extremely selective in the projects it
takes on. “We’re not driven by growth
goals. If we like it, we do it. If we
don’t find anything we like, we don’t
try to force it just to do something.
We don’t have the time to waste on
things that we don’t absolutely love or
think will matter.”

The company places the utmost
importance on its repeat customers
who move with them from project to
project, which stands as a testament
to their commitment to quality and
their buyers. “You don’t see that unless
people are happy with the product and
happy with the quality,” Mr. Solomon
says. “People are taking a big risk
when they’re buying a home from you,
especially a mid-rise or high-rise they
can’t see, feel, and touch. You're telling
them the dream and they have to
believe that you can deliver that, and

we do our best to do so.”

The Ronto Group takes great pride

in being able to provide a safe and
sound place to live for families in The
Sunshine State. “When you build a
building or community, you can drive
through it and realize that there are
1,000 homes there, and, depending on
the community, anywhere from 2,000
to 4,000 people living there. You’ve
given them homes, you see the kids
running and playing. Or, you drive

by a condominium building and you
realize you're giving all these people
shelter and they’re enjoying their
lives,” Mr. Solomon said. “You’re able
to figure something out that others
couldn’t. There’s a sense of pride in
seeing a finished product that I think
is very gratifying.”

The group’s desire to help oth-

ers doesn’t stop at developing and
constructing. The Ronto Group
donates to and supports numerous
foundations and organizations, some

of which include the Make-A-Wish

Foundation, the Holocaust Museum,
and the Jewish National Fund.
Anthony’s wife, Ashley, is involved

in the Guardian Ad Litem program

as an advocate for children who have
experienced abuse, abandonment, and
neglect. Their goal is to help children
find their way to a safe, loving, and

permanent home.

Anthony and Ashley, both originally
from Toronto, will celebrate 20 years
of marriage this year. They have two
children, Aidan, 16, and Margot, 12.
Though the couple stays busy with
the kids’ extracurriculars, they like
to go out for dinner and enjoy a nice

glass of wine when time allows.

To learn more about
The Ronto Group,
call (239) 649-6310 or

RONTO

visit them online at

www.ronto.com.

GROUP |

SWFL Real Producers - 43



THIS IS MORE THAN A KEY.
symbol of what drives us, literally:
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YOUR LOCAL HANDYMAN
AND HOMEWATCH

JUST A CALL AWAY!

Give us a call today
for a FREE estimate.

/) Figueroa

! Complete Service

}‘q (703) 200-4157

fcservices80@gmail.com
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BRING YOUR
WEBSITE TO LIFE!
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HOME PROJECTS
MADE EASY!
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Your business should be
bringing in more leads but your
website is holding you back!

www.digitaln2.com
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We Handle The Catering,
So You Can Handle The Deal

Premium Real Estate Catering
For Open Houses, Broker Opens
& Corporate Events

CAFE # CATERING

239-434-2611
mgcatering@comcast.net
matthewsandgardner.com

Cafe | Catering | Delivery

1250 Tamiami Trail N Suite #1171 Naples, FL 34102
(1/4 mie south of Coastland Mall, next to Enstein Bagels)
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REACHING YOUR WILDEST DREAMS BEGINS WITH A PLAN ... AND IT TAKES ROOT WITH ACTION. THAT’'S
A REALITY BLAZE ZDRAVEV BRINGS TO LIFE EVERY DAY. AS A BROKER ASSOCIATE WITH JOHN R. WOOD
PROPERTIES, BLAZE IS LIVING PROOF THAT WHERE THERE’S WILLPOWER, THERE'S A WAY FORWARD.

“One thing that made me feel very
good was when one of my clients said,
“Your willpower is something I really
admire,” Blaze says. “Everybody has
a bad day now and then. But the thing
that is important is that you push
through it and get out and do it.”

Land of Dreams
For the past 10 years, Blaze has

made his dreams come true in the
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United States. “I came here as a
legal immigrant in 2011 with just
$20 in my pocket,” Blaze remem-
bers. “I was born and raised in a

small town in Macedonia.”

From a young age, Blaze’s path was
solidified with a strong work ethic.
“I remember even when I was 8 or

9 years old, my dad would wake me

up, and I would help him with his

work,” he recalls. “My father was
an entrepreneur. He had a couple
businesses that are still running
33 years later. It was always in my
blood to serve people, work with

them, and make them happy.”

Drive to Achieve
As Blaze came of age, he continued
his drive for achievement. “By high

school, I was working to raise money




Joun R.Woob

PROPERTIES

66

The chance to
help people is very
special, and I was

X dreaming of a market

like this.

A legal immigrant from Macedonia, Blaze Zdravev signed on with John R. Wood Properties and had his first listing in two weeks.

for high school presentations and
seminars, going to business owners to
negotiate sponsorships. In college, 1
worked three jobs and paid for my col-
lege. I even ran a small printing busi-
ness out of my room. In the process, 1

knew I was very good with people.”

Blaze graduated from college in
Macedonia with a degree in crimi-
nal justice. In the meantime, he had
opened his own coffee shop. In time,
he sold that business and moved to
the U.S. with Emilia, the lady who
was his girlfriend and who would

become his wife.

When Blaze and Emilia moved to
Naples, he started working as a bar-
tender. He also worked as a restau-
rant manager. As he did, he came in
contact with many people. Blaze was
looking ahead to his next steps. “My
dad had planted the seeds to invest
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in real estate,” he says. “When I was
bartending, I was meeting a lot of suc-
cessful people and some of them were
in real estate. I thought this is some-

thing I could see myself doing too.”

Moving Forward

Blaze had no fear. He moved forward
with real estate while he maintained
his part-time bartending role for a
time. “My wife and I had come here,
but we didn’t know anyone,” he says.
“Yet we built everything together.”

It took a bit to get going, but once he

did, there has been no slowing down.

“Most of the brokerage firms I
talked with didn’t want to hire me
because of my accent at the time,”
he remembers. “But John R. Wood
hired me and I had my first listing
in two weeks. I started cold-calling
multi-million dollar for-sale-by-

owner listings.”

Signs of Success

During his first two years in the
business, Blaze continued bartend-
ing. At the same time, he closed over
$20 million in sales volume. That has
continued in a big way. In 2020, Blaze
had his best year yet. But that was
just the start. In fact, in the first two
months of 2021, he had already sur-
passed his sales volume for the entire
year of 2020.

“The chance to help people is very
special, and I was dreaming of a
market like this,” Blaze explains.
“Now, there are multiple buyers on

a property, so when you work with a
buyer and you’re able to win the deal,
it feels good ... like you have proven
yourself. It’s the same feeling when

I work with a listing and I'm work-
ing with a client to successfully field

multiple offers.”

Blaze Zdravev surrounded by a bevy of his clients (his wife, Emilia Miteva, directly to the right).

Fulfilling Life

Away from work, Blaze beams when
he talks about his family, including
Emilia and their 6-year-old daughter,
Bella. “Emilia used to work at the Ritz
Carlton and at a real estate law firm,
and joined me in real estate two years
ago. We're high school sweethearts
and very good friends. We really know
everything about each other,” he says
with a smile. “I think we are a perfect
couple, and I definitely couldn’t do
what I do without her.”

Family is at the heart of life for Blaze.
“There are favorite moments that I
experience every day with my daugh-
ter, whether it’s cooking breakfast for
her in the morning, or taking her to
school, or picking her up from school
at the end of the day,” he says. “She is
my fuel every day.”

In his free time, Blaze has a love for
going places with Emilia and Bella.
“We’re big believers in experience
over everything else. We love driving.
We get in the car and go,” Blaze says.
He also enjoys working out and stay-
ing active with pursuits like tennis,

rope jumping, and running on the

beach, and has a passion for cooking,

golf, good wine, and cars.

Speaking His Clients’ Language
English is the fifth language for

Blaze — right behind Macedonian,
Serbian, Bulgarian, and Croatian. But
at the end of the day, Blaze definitely
speaks the language of those he comes
in contact with, including his team
members. “I'm expanding my team. I
like to bring new people on. As I say,
you can always make a salesperson.
The main thing is hiring for attitude ...

finding those who love and understand
people,” Blaze emphasizes. “In fact, I'd
say I'm not in the business of selling
houses. I'm in the business of under-

standing and helping my clients.”

There are no shortcuts in life. But there
is opportunity. It’s a truth Blaze under-
stands and uses to his advantage in
service to others. “I'm a machine, going
24/7.1just don’t stop. It takes time,” he
admits. “No one can do everything in
24 hours. But if you do the right things
over time, anything is doable.”

Blaze’s client’s 1966 Ford Mustang GT350 convertible won Best Classic Car at the
17th Annual Cars on 5th show this year.
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Michelle Reed Photography

DEDICATED TO SERVING
YOUR CLIENTS' NEEDS

Michelle Reed has been photographing professionally for more than 20 years. She is a
nationally recognized photographer with a unique and captivating style. Michelle has a rare
talent for capturing the true emotions of her subjects, using an honest and candid approach.
Michelle's photographs are infused with the elements of real life.

Michelle specializes in Portraiture, Lifestyle, Pets, Fashion, Food, Products and Special Events. \ i
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P» rising star

By Dave Danielson

Evan

orreale

A Love of Freedom

There’s no greater reward than seeing the direct
results from hard work. Pursuing excellence comes
with ease to Evan Correale, a real estate agent
with Compass Florida. Every morning, he wakes
up and chooses to be more creative, more innova-
tive, and more involved than the rest. The freedom
that accompanies being a REALTOR® is a driving
force for Evan to make an impact on the lives of his

clients each day.

“The most rewarding part of what I do is about liv-
ing out a real sense of freedom,” Evan says. “After
graduating from college, I was still looking for a job
that fit what I wanted, and I knew a corporate job
wasn’t it. I like freedom — the freedom to work the
way you want and to treat your clients the way they
should be treated.”

Following a Feeling

Evan delved into real estate after graduating from
FGCU, even though he did not have family ties to
the industry. “I was naive, but being naive worked
to my benefit,” Evan smiles. “As I got my start, I
hung my license with a smaller, boutique brokerage.

In fact, it was just the broker and me.”

‘When Evan entered the business, he felt like he
found his niche. “I got my license in 2015, and
something just clicked for me. I started selling,”

Evan says. “I got my own leads and didn’t really
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Four-year-old Goldendoodle Charlie often accompanies Evan Correale to work and job sites.
(Photo by Rachel Correale)

have a lot of mentoring. It was like
jumping in the deep end. I was on my

own. But, I started making sales.”

Intentional Results

That early success led to more
business — intentionally. “As I
made my first few sales, I took my
commissions and put all the money
back into marketing,” he says. “I just
kept following that model ... I stayed
focused on growth and not so much

the celebration.”

Building Volume

Evan’s efforts and determination

make a difference for clients through-
out the region. Averaging 70 deals per
year, Evan has been able to expand his
small business. Today, Evan has added
Danielle Allen, who serves as his
Coordinator. “The whole reason I got
into real estate was for freedom. Yet,
it is obviously very time-consuming.
In order to keep up with the growth, I
brought Danielle on. She does a great
job and takes care of the full range of
back-end details so that I can focus on
being out in the field,” he says.

Family Foundations

Away from work, Evan is grounded

Photo by Rachel Correale

The most
rewarding part
of what | do is

about living out
a real sense
of freedom.




and inspired by his family, including
his wife Rachel, parents Benn and
Robin, and step-mother Debbi.

Outside of family, Evan’s favor-

ite companion is his 4-year-old
Goldendoodle Charlie. Charlie’s favor-
ite part of real estate? Accompanying
Evan to work and job sites, always

greeting clients with a smile.

You are likely to find Evan and
Charlie out running in the afternoon,
Charlie’s second-favorite pastime.
Working out is essential to Evan’s
daily routine. He starts each morning
with a heart-racing workout and ends
the day with tennis or golf. Other
stress relievers include cooking,
shooting, and boating.

Even with a wide range of hobbies,
Evan’s main focus and favorite pur-
suit revolves around the Southwest
Florida community. “That’s some-
thing I try to do as much as possible

— supporting other small businesses

in town that aren’t part of some large,
mainstream corporation,” Evan says.
“In fact, I'm looking to invest in a

local small business.”

Positive Spark

Those who know Evan see his opti-
mism. It serves as a positive spark for
clients as he navigates them through
the homeownership process. Evan

shares this approach with others that

are considering a career in real estate.

“With this business, I believe it is
essential that you allow becoming
successful to absolutely overtake
your life. You need to have this
mindset with every breath you take,
every thought you have ... not how to
get there necessarily, but having the
feeling of success itself,” Evan empha-
sizes strongly. “It should be that way
365 days a year, including holidays. If
you make it a 24/7 commitment, you
will get there. Not just in real estate,
but in life. If you are obsessed with it,

then you will make it happen.”

Those who have the chance to work
with Evan can attest to the difference
his approach makes. They understand
how his love for the freedom his
career in real estate affords him con-

tinues to drive both of them towards

achieving their real estate dreams.

(Photo by Rachel Correale)

In business just five years, Rising Star Evan Correale averages 70 listings per year. (Photo by LaCasaTour)
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JALANCED IMAGES

Created For You.

414-708-4729
www.balancedimages.com
info@balancedimages.com
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Remember these key
points to Sell a clean
- and MOVE in ready home

- Windows - Built in cupboards and cabinets - Walls
- Floors and carpets - Introduce a fresh scent

- Contact us:
Santiago Ospina - (239) 200 - 1114 - ospina_santiago@outlook.com
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P» partner spotlight

GOODWIN LAW, PA

JUDGMENT. COUNSEL.

INTEGRITY.

™ ;

That’s why it means so much when you are able to join
forces with a partner like Goodwin Law, P.A. — a firm
that focuses its efforts around building firmly grounded
long-term relationships with clients and referral part-

ners by being available, responsive, and diligent.

Matt Goodwin is the
Principal Attorney at
Goodwin Law, P.A,, a firm
with offices in Naples, Fort
Myers, Tampa, and Palm

Beach Gardens.

DEDICATED EXPERTISE
Matt Goodwin is the Principal Attorney at Goodwin Law,

P.A., a firm equipped to meet a wide variety of needs with its
dedicated, professional team of employees and independent
contractors located throughout Florida.

“We work with our real estate partners and clients

in a focused segment of the market providing service
solutions in the areas of residential and commercial real
estate transactions (including title and escrow services
and representation of buyers and sellers), probate

administration, and estate planning,” Matt says.
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Goodwin Law, P.A. serves residents throughout the state
from offices in Naples, Fort Myers, Palm Beach Gardens, and

the firm’s newest office in Tampa.

COMMUNITY SPIRIT
Matt was born and raised in South Florida. Through time, he
moved to various locations around the country for school or

work, including New York and Michigan.

In 2015, Matt and his wife, Dr. Nancy Goodwin, moved with
their oldest son Justin to Naples. As they arrived in the area,
Matt immediately engaged with the community he has come to
love. “From the start, I got to know people as much as I could.
I cold-called lawyers, started meeting with referral partners,

and got involved in organizations in the community.”

Among those have been the Naples Area Board of
REALTORS®, as an active member of the Legal Resources
Committee. “We work together to revise the contracts for the
local area, give classes, and do things to keep real estate trans-

actions together and educate the real estate community.”

In 2016, Matt participated in Leadership Collier’s Growing
Associates in Naples (GAIN) class offered through the

Greater Naples Chamber of Commerce.

RELIABLE RESOURCE

Matt is a resource that the real estate community trusts

to be there for their clients — and with their questions. “I He likes to stay active, too. CrossFit is something Matt
think that’s one of the things that I enjoy the most: talking started several months ago. “I’'m really enjoying that. I do

with people. If you have a question, it’s okay to call me, and it three to five days a week,” he says.

I'll do my best to support your needs,” he emphasizes.
Giving back is also an important part of his life. One

FAMILY TIME of his favorite forms of support is the Immokalee

Away from work, Matt’s world is centered around family, Foundation and its outreach efforts in that area. In addi-
including his wife and their children, 9-year-old Justin and tion, Matt enjoys time giving back to the industry that
4-year-old Jaden. In their free time, Matt and Nancy enjoy has given so much to him.

time with their boys and support them in their active

schedules that include soccer and jiu jitsu. As Goodwin Law grows, Matt emphasizes the bonds he and
his team build. “What we do isn’t about a transaction,” he
Matt likes to cook, and has an emerging love of amateur explains. “It’s a professional working relationship. We’re here
race car driving. “In 2020 I bought a Lotus Evora GT, to be responsive to requests and to be available when things
which is hand-built in England to be a racing machine. I'm come up. The agents I work with know and respect that.”
enjoying the opportunity to try different tracks, but this is

definitely an amateur endeavor for me,” Matt says. For more information about Goodwin Law, P.A., call

(239) 207-3403 or visit them online at www.FLestatelaw.com.
Matt also has a musical chord that runs through his

life. In fact, he plays the drums (Latin percussion) and

recently started teaching himself to play the piano.
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GOODWIN LAWY, P.A.

Judgment. Counsel. Integrity.
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By Lindsey Wells | Photos

Michelle Reed

Tom Grifferty, Co-Founder of The Grifferty Group.

Carmen Girifferty, Co-Founder of The Grifferty Group.

BLAZING A PATH TO THE TOP

When Tom and Carmen Grifferty founded The
Grifferty Group in 2014, they never dreamed their
business would reach the level of success that it
has in just seven short years. New to Florida at
that time, the then-retired couple got licensed
and had every intention of making real estate a
part-time gig; maybe they’d sell a couple of homes
a year within their community. Tom and Carmen
quickly realized that would not be the case. They
were blazing an impressive path to top producer
status when they met Kim Basa, an experienced
real estate agent who would become The Grifferty
Group’s third partner and equal owner in 2017.
Since then, this award-winning trio has remained
steadfast in its commitment to not only its clients

but their community.

Tom and Carmen both grew up in Canada. After
high school, Carmen attended and graduated from
college and was Vice President of Operations for

a Canadian insurance firm. Tom’s path after high
school led him to be an air traffic controller, which
he did for 13 years before founding Canada’s first
title insurance company, First Canadian Title. He
was their CEO until his retirement in 2013 when

the couple moved to Naples.

As it turned out, neither Tom nor Carmen was

any good at retirement. “I felt like I needed to do
something else, so I told Tom that I was going to get
my real estate license,” Carmen says. After a short
while, Tom decided to do the course with his wife
to keep her company. After getting their licenses,
they interviewed with several firms and ultimately
found that their values aligned perfectly with
John R. Wood Properties. A couple of years later,
Carmen ran into Kim at an open house, and they
immediately hit it off. “When I went home, I told
Tom that I had met this woman who I absolutely
loved and felt that she had the same values as us,”

Carmen says. “He met her, and the rest is history.”

Originally from North Carolina, Kim Basa grad-
uated from college with a bachelor’s degree in
journalism with an emphasis in advertising. She
worked in advertising before spending a few years
at home following the birth of her first daughter.
She became licensed in real estate in 1996, after
returning to the workforce, and spent 22 years

as an independent agent. Then, she met Tom and

Carmen and joined the team as their business oo
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I[F THERE IS ONE THING THESE FIVE HAVE IN COMMON, I'T°S THEIR
PASSION FOR CONTINUING TO LEARN EVERYTHING THEY CAN ABOUT
THE BUSINESS WHILE PROVIDING ONLY TOP-NOTCH CUSTOMER
SERVICE TO THEIR CLIENTS.

Matt Wood, Tom and Carmen’s son-in-law,
joined the team in 2019.

Kim Basa become a full partner with Tom and
Carmen Grifferty in 2017.

John Burdick joined The Grifferty Group this year.

partner. “Meeting my partners, Tom
and Carmen Grifferty, was a stroke

of good fortune,” Kim says. “It is
indescribable how much better it is to
run a real estate business with part-
ners, especially those with the same
attitude about life and work. We do
for each other without having to ask;

it’s amazing.”

The Grifferty Group is currently

in the process of becoming Quail
West Realty to better reflect the
team, which has grown to include
two other agents, Matt Wood (Tom
and Carmen’s son-in-law) and John
Burdick. Matt and his wife moved to
Naples from Las Vegas in 2019, after
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the birth of their son. He started
his real estate career in 2019 with
Keller Williams Realty and soon
moved over to The Grifferty Group.
“Unless you start selling real estate
right out of college, this is a career
change,” Matt says. He was a golf
professional for 15 years before real
estate. “When we decided to leave
Las Vegas, there was no guarantee of
what the future held. We just went
with our gut, and this has been the

best decision I have ever made.”

John Burdick graduated from college
with a degree in economics in 2018,
and worked at a startup in Chicago

as an account manager before joining

The Grifferty Group this year. “When
Tom, Carmen, and Kim presented

the possibility of working for them, I
knew there would be no better trio to
learn from,” he says. “Their combined
experience and knowledge of the mar-
ket and beyond made my transition

into real estate a no-brainer.”

If there is one thing these five have

in common, it’s their passion for
continuing to learn everything they
can about the business while provid-
ing only top-notch customer service
to their clients. “I had a mentor early
in my advertising career who told
me, ‘You don’t know what you haven’t
learned,” and I took that to heart,”
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The Grifferty Group is in the process of rebranding to Quail West Realty (from left to right: Matt Wood, Carmen Grifferty, Tom Grifferty, Kim Basa, John Burdick).

Kim says. In addition, the group is

involved in the community through its

philanthropic efforts. The Grifferty
Group allocates a certain amount
in its budget each year to support
various charities. Integrity is also a

huge part of this team’s culture. Tom
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says, “Don’t ever do anything that you group, they are also focused on build-

would not be proud about doing. If ing the Quail West Realty brand so

you don’t have impeccable integrity, they can hand the reins over to their -~ -
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so you can feel your best when
closing a deal for your clients.
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Call 239-431-0232 « bermanpt.com
501 Goodlette Road North, Building C Unit 100, Naples, FL 34102

Need better closing services?

Choose Legacy Title on your next transaction and
experience a smooth and successful closing
v

every time.

NNOVATIVE

DESIGN SOLUTIONS
DESIGN | BUILD | REMODEL

VISIT OUR WEBSITE OR GIVE US A CALL TODAY
239.204.4175 | www.NaplesConstruction.net

LICENSE #: CGC1527432, CGCI1527499, CGCO60167

Full Service On Every Transaction - Exceeding Expectations Since 2008!

23160 Fashion Drive, Ste. 227 . Estero, FL 33928

Eric L. Solomon, President 239-325-2709 - team@Itflorida.com - www.Itflorida.com
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P> health & wellness

By Robin F. DeMattia

Blue Zones Projec

Brings Well-Being to HOA Communities

What began as a New York Times best-
seller by National Geographic Fellow
Dan Buettner has evolved into a global
movement that’s inspiring people to
live longer, more active lives. From
Sardinia, Italy, to Okinawa, Japan, to
Loma Linda, California, people are
living vibrant, active lives well into
their hundreds. Buettner calls these
areas Blue Zones and they’re the
inspiration behind his book, 7%e Blue
Zones: Lessons for Living Longer from
the People Whove Lived the Longest.
Buettner’s research, along with a
global longevity study, has led to the
Blue Zones Project — a program that
helps people live longer, healthier, and
happier lives.
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Brought to Southwest Florida by
NCH Healthcare System, in collab-
oration with Sharecare, Inc., Blue
Zones Project is a community-wide
well-being improvement initiative
to help make healthy choices easier
for everyone in Southwest Florida.
When the entire community partici-
pates — from worksites and schools
to restaurants and grocery stores

— small changes contribute to huge
benefits: lowered health care costs,
improved productivity, and a higher
quality of life.

It’s no wonder more than 70 local
homeowners associations (HOAs) are

partnering with Blue Zones Project.

People who live in HOA communities
are perfectly situated to benefit from
the Blue Zones Project’s Power 9¢
principles, shared by the longest-lived
people in the world: they likely have
walking paths, there are probably vol-
unteer opportunities, and there might
even be a restaurant where they can
have “Wine at 5” and enjoy a “Plant

Slant” dinner.

“An HOA is one of the places where
we can get many people engaged
with Blue Zones Project,” says
Chante Pemberton, Faith-Based
Organization and HOA Lead for
Blue Zones Project Southwest

Florida. “I love that I get to represent

something that helps people raise their well-being
and helps improve the overall well-being of the

Southwest Florida community.”

HOASs can become part of Blue Zones Project

by completing a checklist of items they already
do and easily adding some other elements, such
as installing bicycle racks, organizing a walking
group, or planting a community garden. “The list
of best practices is very simple but meaningful,”
Pemberton says.

Natalie Lewis serves on the Blue Zones Project
engagement committee at Vanderbilt Country Club
and took part when her community first became
involved 10 years ago. “Health was a big issue

for us,” she says. “We thought with our beauti-

ful gym and very active people here, we could do
something. The Blue Zones Project team gave us a
fireside chat, and residents pledged to participate.
Management was behind it, which made it easy. I
truly believe in Blue Zones Project. It has allowed
me to socialize with people I probably would not
have met,” Lewis says.

Erika Rohde, president of the HOA in Delasol,
says she, too, has always been a fan. “If you are
socially engaged with other people, you'll live a
better life,” she says. When the board realized that
many neighbors didn’t know each other and the
community needed more activities, they reached
out to Pemberton at Blue Zones Project. “Once we
engaged with Chante, we took off like a wildfire.”

Almost 70 percent of Delasol residents signed the
Power 9 pledge, a series of action steps to increase
well-being. “Once we joined Blue Zones Project,
we saw a huge change in our community,” says
Rohde. “We saw a much more positive outlook.
People want to live longer and happier lives.” The
board organized walking “moais” (groups of five to
eight people who meet weekly to walk together and
socialize), yoga and bone-builders classes, pickle-
ball leagues, men’s and ladies’ social groups, and
food and clothing drives for charity.

“Blue Zones Project has really taken off and

changed our community,” Rohde affirms. She even

attributes the community’s increased real estate
sales to its positive social environment, which
makes the community more attractive to potential

buyers.

Barb Swendiman, who lives in VillageWalk of
Bonita Springs, created a fun challenge with 23
activities to get neighbors involved, and gave
prizes as rewards for participating. “It was simple
stuff to do,” she says, “like go for a walk with a
friend at least once a week, try a Blue Zones rec-
ipe, take the age test, or give someone an unex-
pected gift — easy things you could do that are

good for your well-being.”

Barbara Mariano lives in the latest Blue Zones
Project community, Del Webb Naples in Ave Maria,
and says it’s a perfect fit. “The community is very
active. People are walking, biking, swimming, and
playing pickleball and tennis and golf. We’re a very,
very active community. Blue Zones is the life we

live out here.”

To optimize well-being in your HOA community,
and to partner with Blue Zones Project, contact
Chante.Pemberton@sharecare.com or visit
www.southwestflorida.bluezonesproject.com.

Blue Zones Project members at Twin Eagles organized an
Moai® walking group around the golf course at their ribbon-
cutting celebration.

O BLUE ZONES PROJECT®
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By Christy Belt Grossman
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Elizabeth Gilbert is a seasoned Ops Boss®. She’s been in real estate for 14 years,

leads Ron Henderson & Associates in Kansas City as their COO, and loves

coaching less experienced assistants for us at Ops Boss® Coaching. Here’s what

she shared with me recently about why assistants feel overwhelmed and what

76 - April 2021

to do about it. (It applies to agents too!)

“Let’s just agree on one thing. The rea-
son you feel overwhelmed is because
you think you are overwhelmed. Ever
hear the saying, ‘What you focus on

expands’? Well, it’s true.”

Do you find yourself thinking

thoughts like these?

* I’'m so busy. I don’t know how I'm
going to get everything done today.

* Aw, crap. Why do these agents
keep bringing me more work? Can’t
they see how busy I am?

* I'm never going to get to everything
today. I'm so overwhelmed.

+ Can’t a girl get a break? I just need
time to finish this stuff!

* Le sigh. I don’t have time for this.

What happens when you think these
thoughts? You feel bad, unhappy,
angry, anxious, or overwhelmed. And
when you feel these negative feelings,
you start taking negative actions, like
avoiding work, procrastinating, rumi-

nating about how awful it all is.

Now, your results suffer. You actually
don’t get to everything you wanted to.
Your relationships with your rain-
maker and teammates start to sour.
You’re known as “difficult to work
with.” If it goes far enough, the clients
notice and instead of working with
you like they are supposed to, they go
back to their agent for what they need
and your agent starts to think about

letting you go.

This could end very badly. So let’s

reverse-engineer all of this.

What’s the result you want? To be

a kick-ass executive assistant who
gets things done with a good attitude
so that clients and teammates enjoy
working with you (an Ops Boss®!).

What actions would you have to take
to get that result? Accept new work
with a smile and thank the person who
asks you to do it. Time-block your day
so your most important action items
get accomplished. Take breaks to

refresh your spirit and your mind.

What feelings would you have to feel
to take those actions? Inspired, moti-

vated, and determined.

What thoughts would you have to

think to generate those feelings?

* Tam a capable, kick-ass
executive assistant.

* I do it now.

* What else do you have for me?
Bring it!

* T’ll put that task in my schedule so
I make sure it gets done.

* I run my day; it doesn’t run me.

* T only have to focus on one thing

at a time.

As an Ops Boss®, you should be
good at creating and following
systems.Following a time-blocked
schedule is a system.

But what about the people who come
along and try to wreck your system?
How do_you deal with that? The work

keeps coming in, and I can’t handle it.

You can deal with interruptions a

couple of different ways:

1. You can build interruption time
into your time block. Say you
are working through your listing
checklist for putting a listing in
MLS. Normally, this activity takes
about 45 minutes. So book an hour
into your schedule instead. Now,
when your rainmaker hands you a
new listing agreement he got signed
last night, you can take a moment

to write down any verbal instruc-

tions he’s telling you, block time in
your schedule to process that new
listing, and then get back to your
listing checklist. BOOM - interrup-

tion accounted for!

2.You can deflect interruptions by
creating a separate block for them.
Let’s say you schedule “office hours”
for your team. Every day, from 11:30
to noon, and again from 2:30 to 3:00,
you are available to your team for
their questions, new work assign-
ments, or just general BS-ing. So as
you’re working through your listing
checklist and your rainmaker comes
to you with a new listing, you can
tell him, “I'm on a deadline. Can you
bring it to me at 11:30 or would you
rather [email, Slack, GroupMe, text]
the instructions to me?” BOOM -

interruption deflected!

Once you start thinking like a capa-
ble, smart, kick-ass Ops Boss®, you
will actually become a kick-ass Ops
Boss® who gets things done with

a good attitude so that clients and

teammates enjoy working with you.

Christy Belt
Grossman is the
CEO and Owner
of Ops Boss®
Coaching, and
a Director on the
Board of NARESP
(National Association of Real Estate
Professionals). Prior to that, Christy was
the COO of one of the nation’s first
real estate teams to sell $1 billion. Ops
Boss® Coaching provides classes, a
video resource center, group coaching
(coached by Elizabeth Gilbert), elite 1:1
coaching, and an annual conference
focused on real estate operations
professionals. For more information:
www.OpsBossCoaching.com.
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ABOUT

Real Producers is celebrating
our first anniversary in SWFL this
month. If you just made the 2021
Top 500 producers in SWFL list
and are new to our publication,

you may be wondering what it’s
all about. “FAQs About This Magazine” answers the most
commonly asked questions around the country regarding the
Real Producers platform. My door is always open to discuss
anything regarding this community — this publication is 100
percent designed to be your voice and to connect, elevate
the industry, and inspire!

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 500 agents in SWFL. We pulled the
MLS numbers (by volume) from January 1, 2020,
to December 31, 2020, in the SWFL area, cut the
list off at number 500, and our new 2021 Top 500
distribution list was born. This magazine is free
exclusively to the top 500 agents in the area each
year. This year, the minimum production level for
our group was $12.9 million in 2020, based on data
reported to MLS.

Q: WHAT IS THE PROCESS FOR BEING FEATURED
IN THIS MAGAZINE?

A: It’s really simple - every feature you see has
first been nominated. You can nominate other
REALTORS®, affiliates, brokers, owners, or

even yourself! Office leaders can also nominate
REALTORS®. We will consider anyone brought to
our attention, because we don’t know everyone’s

story, so we need your help to learn about them.
A nomination currently looks like this: You email us
at andrew.regenhard@realproducersmag.com with

the subject line, “Nomination: (Name of Nominee),”
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THIS MAGAZINE

By Andrew Regenhard

and explain why you are nominating them to be fea-
tured. It could be they have an amazing story that needs
to be told — perhaps they overcame extreme obstacles,
they are an exceptional leader, have the best customer
service, or they give back to the community in a big way.
The next step is an interview with us to ensure it’s a
good fit. If it all works out, we put the wheels in motion
for our writer to conduct an interview and for our pho-

tographers to schedule a photoshoot.

Q: WHAT DOES IT COST A REALTOR®/TEAM

TO BE FEATURED?

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

model. We share real stories of Real Producers.

Q: WHO ARE THE PREFERRED PARTNERS?

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

ates, as well, so we can grow stronger together.

Q: HOW CAN | RECOMMEND

A PREFERRED PARTNER?

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

We'll take care of
the checklist.

™

\
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Hiring Home Services by Cary can be one of the best
investments you make and give you the peace of mind you need.

HOMEWATCH AND
HANDYMAN SERVICES

Owner/Operator
ndcramerO7@icloud.com

www.homeservicesbycary.com « 239-841-3970
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Aren't Actuarials like Playing Craps?

Actually, yes. But in a good way.

First, what is an actuary? An actuary is a business
professional who deals with the measurement and
management of risk and uncertainty.

One classic example of applied actuarial science is
your neighborhood casino. Do they know when you
are going to throw a seven, or know when you are
going to throw craps? No, but they don’t have to.
What they do know is that after 1,000 throws, craps
and snake-eyes are going to come up more often than
seven or eleven. Casinos aren’t built on winners.

Another example of businesses based on actuarial sci-
ence is insurance companies. Do they know when you
are going to have an accident? No, but they know giv-
en a group of clients, a certain percentage will have an
accident this year. Same premise with life insurance.
Do they know when you're going to die? No, but they

know out of 1,000 people, a certain number are going
to die each year, and they set their rates accordingly.
Now, let’s look at real estate. Do you know when
someone is going to decide their home is too big or
too small? Or when they get transferred and need

to sell to move? Or when they decide to live on the
beach rather than on a golf course? Unless you have a
crystal ball, probably not. Fortunately, you don’t have
to. It’s really just a matter of applying actuarial think-
ing to your real estate business.

This starts by farming, and here’s why: NAR says
homes sell on average every ten years*. Be careful, be-
cause that doesn’t mean you should only target people
whove been in their home 10 years or longer. What if
one home is lived in 20 years before it is sold, and two
have sold that have only been lived in five years each?
That’s a 10-year average, but I'm sure you can see the
problem here... playing the averages, you would miss
two listings.

MARKETING FOR

REAL ESTATE
PROFESSIONALS

Now, let’s apply actuarial science. Take a farm of 1,000
homes. Using NAR’s number, if homes sell on average
every 10 years (actually, whenever I ask that question
in Florida, I'm told five to seven years), that means
that farm will have 100 homes go on the market

in any given year. No one knows which ones, but

you don’t have to. You just need to be the real estate
professional they think of first, and let them call you
once they make that decision. Creating a top-of-mind
brand to 1,000 people is very doable.

Will you get them all? NO! A certain percentage will
have a friend or relative in the business; or they were
happy with an agent they used in the past; or some-
one got lucky and got a tip. But, let’s look at another
NAR stat* — 90 percent of home sellers that list only
call two Realtors®. Seventy-five percent only call one.
So if you've properly marketed yourself, and you are
perceived as the best agent in homeowners’ minds,
you’re going to get your share.

And farming an area not only gets you more listings
calls, more listings mean more buyers, more referrals,
and a shot at the coveted, double-sided commission.

So when you map out a marketing strategy for your
business, you don’t have to guess who is going to sell
and when someone is going to sell. Play the odds by
aggressively marketing to a fixed number of homes
and, over time, watch your brand and your business
grow.

*NARS’ Profile of Buyers and Sellers 2019.

By Tony Spano, a real estate marketer who works

with REALTORS® 10 grow their businesses.

YOUR HOME

JESR N DELANTY
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Dominate
Your
Farm

Dominating a farm is a proven way to steadily
get more listings, more buyers, more referrals

and the more double-sided commissions.

To dominate a farm, consistantly market

yourself as the community’s #1 agent.

Welcome to YOUR HOME Magazine®

Georgeous Custom Magazines for Realtors®
Check us out at www.TheBestListingTool.com

If you like what you see, request a sample and

we’ll mail you a copy

EXCLUSIVE | UPSCALE | AFFORDABLE

YOUR HOME

MAGAZINE

239.235.3170 | info@YHMagazine.com
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Are you creating

CONTRACTOR

PAINTING & WATERPROOF

WE SOAR

| ABOVE THE REST

TO HELP YOU SELL HOMES FAST4 &

Does your broker guarantee against market downturn for the
'-!—approximate 1% management fee you pay?
_ Are you payi!ng life insurance premiums that don’t protect you
- :ﬂm & B> — “for long-term care?
. — MEF"F*_ |
Call today for a FREE estimate! (239) 404-9829 *; S R

www.contractorspaintingandwaterproofing.com ©
Insured & Guaranteed Workmanship  Collier County: C34193 Lee County: PT15-00694

D

If'you've answered no to any of these, STOP!

=

‘Learn the latest techniques and see if you qualify for the
guestions above and more.

- .

NEW FRAME

PORTRAIT ARCHITECTURAL

WWW. newframephoto graphy.com

HANA SNAJDROVA

239.200.9099 ‘.f | ‘Q Trusted Consultant

DORKAN FINANCIAL GROUP, INC. DorkanFinancialGroup.com
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went for $1,100, with proceeds to benefit the
Lawrence Centers for Behavioral Health.

An amazing time was had by all at SWZFL Real
Producers’first in-person event of 2021 on March
11th! Ferrari of Naples was an awesome venue for us
to get together and cut loose a little after a very chal-
lenging past year. It was great to see all the movers
and shakers and best of the best in the SWFL real
estate community once again. Check out all the great
photos from this special event on the next several
pages. Thank you to those who came out ... and for
those who couldn’t make it, we missed you and hope

you will join us at our next event!

Thank you, Ferrari of Naples, for hosting us. We

had a great time at your exciting showroom! A huge

MAXWELL 4

MORTGAGE TEAM  |mew|

OFFICIAL F
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Our Live Auction for Black & White Palm Trees
(23.5” x 16”), sponsored by Balanced Images,

Ferrari of Naples

@'

David

thank-you to our Platinum Sponsor,
Lauren Maxwell of the Maxwell
Mortgage Team at CrossCountry
Mortgage, and to our two Gold
Sponsors, Conditioned Air and
Seaview Title. We appreciate you!
Thanks also to Balanced Images for
providing the exquisite print for our
live auction that netted $1,100 to
benefit the David Lawrence Centers
for Behavioral Health. And finally, a
big thank-you to our media sponsors,
Artistic Science, Salt + Light Media
Group and Corrafilm, as well as to our

ERRARI DEALER

Wew  corrafilm  JX

Elvn_.'cwrn:: ;i_"'-- L

I-;' WA NWELL {i' FANWELL

SWEFL Real Producers Publisher, Andrew
Regenhard, with Platinum Event Sponsor,
Lauren Maxwell, of the Maxwell Mortgage
Team at CrossCountry Mortgage.

valet service provider, 5 Star Valet,

EI"'-""W:-".':
[ lala bt
RP
(G AL
i
b} FATWELL

and our wonderful caterer, M&G Farm
Stand Cafe and Catering. We couldn’t

have done it without you!

SWFL Top 500 agents, be on the look-

out for your exclusive invitations to our

upcoming events! See you next time!

For more information on all
SWEFL Real Producers events, email
kim.curry@realproducersmag.com.
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alour com

WE LIVE AND BREATH REAL ESTATE MARKETING

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

SCAN ME SCAN ME
REAL ESTATE SERVICES
1] TO GROW YOUR BUSINESS CIAE]
% /IDEC | JKETIN %
www.LaCasaTour.com | 888.598.8687 | info@LaCasaTour.com

i/ Q Relationships,
‘One ‘Home at a ‘Time!

C l N ] RO N BUILDING LUXURY CUSTOM HOMES
_USTC S UITLDER S

A THROUCHOUT SOUTHWEST FLORIDA

; H-*,i,lif" ‘%.i WWW.CINTRONCUSTOMBUILDERS.COM

I8 & §
" +

& Sl cviush cuLoon
. 239-216-8106 OR

CONTACT US THROUGH EMAIL AT
FLOWER@CINTRONCUSTOMBUILDERS.COM

LICENSE# CGC1529353

DON'T LET YOUR CLIENTS CHANCE
THEIR BIGGEST INVESTMENT.

SCHEDULE A HOME
INSPECTION TODAY!§

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 pro
you with an easy to read inspection report within 24-hours ¢ )

Panther Home Inspection is rated ;
4.9 out of 5.0 based on 345 reviews.
" -
. |
. . 7 ¥

PANTHER HOME
INSPECTION
(239)389-0996 | www.pantherhomeinspection.com | ofﬁce@pan’rherhomeinspecﬁon.com —

Fully Insured - Liability & E€O E&*
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GO THE EXTRA MILE

Corrafilm is a Personal Branding and Productidn Company"'

that works closely with Real Estate Agents to
grow thejr audience on Social Media Platforms.
rf -t

COBY CORRADINO
Creative Director
786-417-7210
corrafiim@gmail.com

r

Home Inspections. Done Righ
Guaranteed |

E BUYER o S

. Cumnrehenslve Same [::av',ar Repnrtmg ~_ o

» Termite, Radon, Moid4 Pt, Wind Mitigation -\
™

* Phones Answered Evenings & Weekends =
. _l:l\nh,ir Cumpanv With A 1 Year Limited
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magazines that you were featured in?

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

SWEFL

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

ME MORE!

Want a copy of your article or full

REPRINTS! \ —

What the heck is a reprint? JE |-\ | |-\ | 'Y'

A reprint is a four- or eight-
MOORHEAD

——— ENERGY AND EXCELLENCE —— -

page bound, printed piece
on magazine-grade paper
with your full article — and
you on the cover. . MARCH 2021

WHY DO | NEED THOSE?

These reprints are a profes-

sional marketing tool that

can help brand you, your

team and/or your business.

* Use on listing appointments

* Send out to friends and family

* Send to clients with your holiday greetings

* Brokers, use as recruiting tools for capturing
new talent

* Use when farming your favorite neighborhood

WHAT IF | CHANGED COMPANIES OR NEED SOMETHING
CORRECTED ON MY ARTICLE?

No worries! We can make any changes needed. We

send you a proof, you approve, and then they are

sent to you via FedEx.

WHO CAN BUY THESE?
)
The REALTOR® that was featured, the broker, our v A foot =
q
partner, or family. Anyone who wants to promote you. ‘ ‘ v) // Dugers a %W

MAKING CONNECTIONS.

DELIVERING RE L
\ T !

HOW DO | ORDER?
Email andrew.regenhard@realproducersmag.com
or give us a call at 239-290-0692.
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Let me help you and
their Home Fina

your clients with
ncing Needs!

Specializing in the following Loan Programs:

Conventional | FHA |

VA | Jumbo Loans

Looking for classes to help you improve your business?
Check out www.realestatesecretsunlocked.com for upcoming classes!

Danielle Damianov
Producing Sales Manager

C: (786) 359-7976
Danielled@cmgfi.com
www.lendfla.com

CMG Financial
24301 Walden Center Drive
M 3rd Floor

& Bonita Springs, FL 34134

NMLS ID: 883539
Licensedin FL, CA& MA

Licensed in Florida, California & Massachusetts - State License Numb

FINANCIAL

ers: CA - CA-DBO883539, FL - LO33886, MA - MLO883539

CONSTRUCTION INC.

Eric & Christl Ramirez

Fully licensed and insured
certified general contractor

FAMILY OWNED & OPERATED

VISIT OUR MODEL HOME AT 85 e BE 3
OTH AVE NW NAPLES, FL 34120

239-304-0516 © W.LARAMCUNSTRUIUN.GOM

FOR CUSTOM HOMEBUILDING!
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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




