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Celehratmg 40 vyears

OF QUALITY SERVICE TO THE SOUTHWEST FLORIDA COMMUNITY.

DON'T JUST TAKE OUR WORD FOR IT.

We want to thank you and the staff for your service and follow-up during
last month’s move. Thanks to you and the staff it went very well
considering the short timeframes, etc. It was a pleasure meeting you and we
feel very good about how we have been handled throughout. We cannot
compliment Ray the Mover’s personnel enough. - Brian & Linda M

239-643-4100

www.RayTheMover.com

_I—he Mover Office@RayTheMover.com 3

Locally Owned & Operated

EI*=' 8 the highicost of
our 1urkicane de-l;_,,_,lbl

If you havejajstandard deductible
call'todayjtoyind out ”'Wy 2 Save m/i

Glen
Hollingsworth

239-444-1641

glen@rosierinsurance.com

INSURANCE

Mike
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




Dominion
Group

RESIDENTIAL & COMMERCIAL RENOVATIONS
NEW HOME CONSTRUCTION

~ Our professional contracting team will help your client envision their _
dream home whether it be a new home or renovation project. | g = e
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WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

Vm ™

E!;;-F'FIE 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 0 4 9 for\ a F n E E E STI MAT E ,
i

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.”




Award Winning Houzz & ASID Designer
SHERYL BLEUSTEIN, PRESIDENT

N TERI O R_

“3 Te) ySbi.com | ! #CIAL INTERIORS

. FORT LAUDERDALE | HARBOR BEACH | SOUTHWEST RANCHES | BOCA RATON
954445.0897 . LANTANA | PALM BEACHES | JUPITER ISLAND | NAPLES CAY | OLD NAPLES
ASID: #1937101 SIESTA KEY | LIDO KEY | VENICE BEACH
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Residental Roofing Roof Inspections

Commercial Roofing New Construction

Roof Maintenance Leaks & Repairs

ROMANROOFING.COM
(239) 458-7663
FAMILY OWNED & OPERATED

W angics list W)

| SUPER SERVICE |

 AWARD |

GAF
PRESIDENTS

Southwest Florida’s Most Trusted Roofer



WABM aﬂd EA RT HY YOl:J SELL IT. WE WATCH IT.-

The Difference Realtors Recognize

\«.= )

'

) Vincent
HOME WATCH, LLC S'dplllﬂ

Owner Operator

Estate Specialist « Home Wateh « Concierge & Vehicle Services

There is a difference: Professionally Trained, Insured, Bonded and Background Checked.

Vincenl is a lormer Police Othcer, Naples Resident, Husband and Father.

GIVE US A CALL TODAY

239-249-3353 | naplespremierhomewatch.com
Kl info@naplespremierhomewatch.com

'CARPET TIL
~ HARDWOOD |
" WATER PROOF

FLOORING

‘Michelle Reed has been photographing professionally for more than 20 years. She is a

nationally recognized photographer with a umqu;aand captivating style. h:;lli-:l'tella has a rare
,{\ i / A talent for capturing the true emotions of her subjects, using an honest and candid approach.
H D INGER A f amzfy name y ou can trust __Mlchelles. photographs are infused wrth the elements ﬂf real life.

A 6401 North Airport-Pulling Road » Naples, FL 54109 Michelle specializes in Portraiture, Lifestyle, Pets, Fashion, Food, Products and Special Events,
; Mon - Fri 9-5:30pm * Sat 10-5pm S L L -
239-5606-7100 * hadingerflooring.com

SWFL Real Producers - 11




PREFERRED PARTNERS

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

RP

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
Goodwin Law, P.A.
Matt Goodwin

(239) 207-3403
www.FLestatelaw.com

Woods, Weidenmiller,
Michetti, & Rudnick, LLP
(239) 325-4070
www.lawfirmnaples.com

Zampogna Flores, PLLC
Matt Flores

(239) 261-0592
www.naplesbaylaw.com

CAR DETAILING

End to End Solutions

Isaac Chauncey

(814) 397-6829
www.endtoendsolutions.net

CATERING & EVENTS
M&G Farm Stand Cafe
& Catering

Dawne Skiera

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

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

TJS Elite

Residential Cleaning

Scott Leamon

(239) 451-0785
www.tjs-eliteresidential.com

12 - August 2021

COWORKING FACILITY
Venture X

(239) 300-9601
www.venturex.com

CPA SERVICES
CCG Certified
Public Accountants
Steven Phillips
(239) 992-1973
www.ccgcpas.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

Tri-Town Construction
Marc Devisse

(239) 895-2058
www.tri-town
construction.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 & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677
www.afknaples.com

Hadinger Flooring
(239) 566-7100
www.hadingerflooring.com

Master Touch Tile & Stone
Chris Torres

(239) 443-8592
www.mastertouch
installations.com

GENERAL CONTRACTORS
Dominion Contracting Group
Butch Bacon

(239) 293-0049
www.dcgswfl.com

Innovative Design Solutions
John Huffman

(239) 595-6805
www.haplesconstruction.net

HANDYMAN

Becker Home Maintenance
Blake Becker

(239) 351-6820
www.beckerhome

maintenance.com

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

HOME WATCH &
CONCIERGE SERVICES
Home Services by Cary
Cary Cramer

(239) 841-3970
www.homeservicesby
cary.com

Naples Premier
Home Watch
Vincent Saputo
(239) 249-3353
www.haplespremier
homewatch.com

Spectrum Concierge
(239) 777-6173
www.spectrumconcierge.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 Merchant Services
Jonathan Turner

(717) 979-8914
www.clarusdc.com

MAKEUP/HAIR

Niki Jane Beautique

Niki Fernandez

(239) 285-7605
www.nikijanebeautique.com

MARKETING AGENCY
Kinley Inc

Tori Kinley

(239) 877-6574
www.kinleyincmarketing.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

CrossCountry Mortgage
Kirk Taylor

(312) 919-0373
LuckyTaylorLoans.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.maxwell
mortgageloans.com

Moore Lending Group
Brittany Moore

(954) 866-7189
moorelendinggroup.com

Primary Residential
Mortgage

Edgardo Balentine

(239) 244-5871
www.swflmortgageloans.com

MOVING COMPANY
Callahan Brothers

Moving & Storage

William Joyce

(203) 528-5930
www.callahanbrothers.com

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

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

Sun Services

SW Photography

Jon Kreider

(239) 285-5320
www.sunservicessw.com

SWEFL Real Producers -
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PREFERRED PARTNERS
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PLUMBING
Gulfshore Plumbing
Contractors

Cory Garber

(239) 200-1235

Pro-Tec Plumbing
Brandon Hume
(239) 261-1000
www.ptpnaples.com

Sunwest Plumbing
Paul Blais

(239) 455-8353
www.swflplumbing
repairs.com

POOL SERVICES
SWFL Pool Pros

Chaz Hambling

(239) 872-8186
www.swflpoolpros.com

PROMOTIONAL
PRODUCTS
SwagWorld

Rob Paul

(410) 409-8000
www.swagworld.com

REAL ESTATE MARKETING
Your Home Magazine

Tony Spano

(239) 235-3170
www.thebestlistingtool.com

RETIREMENT/WEALTH
PRESERVATION ADVISOR
Dorkan Financial Group Inc
Murat Dorkan

(443) 569-6500
www.dorkanfinancial

group.com

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663
www.romanroofing.com

TITLE COMPANY
Legacy Title

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

Resolutions Title

Aaron Barnes

(239) 734-4888
www.resolutionstitle.com

Seaview Title

Rick Nayar

(239) 449-4466
www.seaviewtitle.com

VALET SERVICES

5 Star Valet

Joey Rock

(239) 770-1991
www.5starnaples.com

VIDEOGRAPHER
Corrafilm

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

GIFTS KEEP YOU AT THE TOP
OF CLIENTS MINDS YEAR-ROUND

It's important to stay top of mind now more than ever. Kick-off
the holiday season right by implementing SWAG info your
pbusiness and build relationships through thoughtful gift-giving!

Contact us for a copy of "The Gift Book”

MNAPLES, FLORIDA « 877-260-0002 » RPAULESWAGWORLD.COM » SWAGWORLD.COM

14 - August 2021

Sultan of Swag

We'll provide the foundation.

q

CROSSCOUNTRY

MORTGAGE™

Contact me to learn how | can assist you and your clients!

Kirk Taylor
Loan Officer NMLS312131

(312) 919-0373

kirk.taylor@myccmortgage.com | Luckytaylorioans.com



MEET THE

SWFL

REAL PRODUCERS TEAM

Andrew Regenhard Kalynd Parrish Ellen Buchanan Tori Kinley
Publisher Publisher’s Assistant Editor Marketing Director

-
Geneva Eilertson Zachary Cohen Lindsey Wells
Reprints Manager Writer Writer

Dave Danielson Sheryl Moreno Jon Kreider
Writer Photographer Photographer

Michelle Reed Hana Snajdrova Coby Corradino
Photographer Photographer Videographer

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

16 - August 2021

YOUR

COMFORT
COMES FIRST

When you call Conditioned Air,
your comfort becomes our

main priority. We put customer
relationships first and our team is
committed to earning your frus

and exceeding your expectations.

. @ DITI EDAIR.COM
239.643.2445 - 1.888.COLD.AIR

R —— Lic CACH 219, CPC1459449

ACCRIDITED

[k

#]

Woman Loan Originator
in the state of Florida for 2020
by Scotsman Guide.

Financing the World g u 8

: . A closed loans in 2020 for more
O”{’] Loan at a Time than $256 million in production.

MAXWELL

MORTGAGE TEAM

MaxwellMortgagelLoans.com
CROSSCOUNTRY MORTGAGE, LLC
a1 aller

SWFL Real Producers - 17



SWEFL

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

Home Inspections. Done Right

ANDREW REGENHARD
239-290-0692

FOR IMMEDIATE RELEASE

Comprehensive Same Day Reporting ~~_
Termite, Radon, Mold, 4 Pt, Wind Mltlgatmn ~—

R
Phones Answered Evenings & Weekends

andrew.regenhard@realproducersmag.com

Tori Kinley Joins the SWFL Real Producers Team

[NAPLES, FL, July 1, 2021] SWZFL Real
Producers is thrilled to announce that Tori
Kinley, President of Kinley Inc. Marketing
Services & Consulting, will be taking over
their Marketing Director position. Tori
specializes in marketing strategy, consulting,
social media marketing, web design, print
marketing, personal and business branding,
and market research. According to Tori,
“Kinley Inc. is composed of a team of experts
who focus on constantly researching not

only trends, social media algorithm updates,
and design techniques, but also psychology and
neuroscience techniques for body language, persuasion,

influence, interpersonal communication, and more.”

An Estero native, Tori is a huge advocate for the successes
of the local economy and feels her upbringing helps her
understanding of the SWFL market. A graduate of Florida
State University, Tori specialized in marketing, political
science, and social entrepreneurship — finding a passion in
the psychology aspects of both the public and private sec-
tors. Her goal was then to pursue a PhD in behavioral mar-
keting, concentrating in the psychology of persuasion and
body language. Tori instead began doing research outside of
the confines of academia and decided to apply her research
findings to the real world, subsequently creating Kinley Inc.

Her business has since then exploded and began a steep
upward trajectory of success. “A lot of people see me and
think because I'm young, I'm not experienced enough or
smart enough, but as soon as I open my mouth, people
change their minds.” The SWZFL Real Producers team is
comprised of youthful entrepreneurs who embody posi-

tivity, and share the outlook that age is simply a number

Tori Kinley
Marketing Director

and are proud to shake the normative

view that youth equals immaturity.

Her agency’s background consists of
intention and noting customers’ behavior
through the knowledge of psychology

to ensure they have the best experience
with businesses. In addition to business
marketing services, Kinley Inc. offers
education and coaching for business
leaders to improve not just their market-
ing strategies, but their mindset as well.
In December 2020, Tori combined her
knowledge of mindset strategies with her theories on
social media algorithms, and went viral on TikTok. Her
video was on the power of the mind, effective morning

routines, and mindset coaching.

Tori is excited to join the SWFL Real Producers team
because she understands the power of surrounding
yourself with growth-minded individuals. “Every business
partner, team member, and real estate agent who is part
of SWFL Real Producers has a growth mindset and has
achieved great things. I'm excited to run alongside other
successful business owners and help make a positive
impact in our community.” Tori is ready to not only help
grow SWFL Real Producers, but to also help its top-pro-

ducing local real estate agents and business partners.

SWFL Real Producers is equally excited to have Tori on

the team, and is confident in her ability to grow alongside
the company. Her work can now be seen on SWFL Real
Producers’social media channels, and she will be reaching
out to members of the community soon about the new Real

Producers podcast.

Only Company With A 1 Year Limited

Guarantee

***

CHECK'OUT-OUR
5 STAR REVIEWS

RECEIVE 525 OFF WITH MENTION OF THIS AD DNIJ [E

ouseMaster.

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

For inquiries about marketing services, visit Tori Kinley's website at www.kinleyincmarketing.com.

18 - August 2021

Primary Residential
Mortgage, Inc.

PRMI

The Balentine Team

Edgardo Balentine
NMLS 1432920

English-Spanish-French

Mobile: 239.244.5871

Office: 1.239.631.1145 | Fax 1.239.323.9310
5659 Strand Ct | Naples | Florida | 34110

Loan Officer / Manager | Primary Residential Mortgage, Inc.

“PRMI NMILS 3034. PRI is an Equal Housing Lender. 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 borrower(s)qualification. This s not a commitment to lend. Florida Office of Financial Regulation MLDG46
Publication Disclaimer: *Information contained in ths article does not constitute legal, financial,or other professional advice or services and should not be used s a substitute for professional advice. The reader accepts full esponsiblity for the use of the information contained herein. PRMIis an Equal Housing Lender.

l_-._

SWFLMortgageloans.com
Get to know us on 7!

Get your buyer's offer accepted
with fast closings, amazing
mortgage programs, and great
communication!

If you are working, the
Balentine team is working
right there with you!

SWFL Real Producers - 19



Good cIuestion.
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We know how hard Realtors® work.

Why aren’t all title
companies like us?

(R Seaview Title

Powered by Vidclose

Learn more at seaviewtitle.com
239-449-4466

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

DEAR REAL PRODUCERS AND
VALUED PARTNERS,

Hope you're doing well as we pull into
late summer. We’ve made it over the
halfway hump now, and hopefully
everyone will get a little breather from
what’s been a really great but crazy-
busy Spring and Summer Market.

Here at SWFL Real Producers, we've
had a chance to regroup a little and
have a couple of announcements on
changes we’re making going for-
ward. First, we have a new marketing
director. We’re excited to welcome
Tori Kinley, of Kinley Inc., to our
team. Tori will be taking the helm

for our marketing, social media, and
promotions efforts. Please see our
announcement page in this issue and
join us in giving Tori a warm welcome

to the community!

We also are super excited to let

you know that we are launching
anew podcast right now, 7%e RP
FExperience. As a platform, Real
Producers strives to Connect, Elevate,
and Inspire the local real estate com-
munity, and we think that the podcast
is a perfect way to do just that. It will
allow us, through technology and the
phone, etc., to have a bigger voice
and broader reach. We look forward
to using the podcast to promote

our amazing partners and rockstar
REALTORS®, and further build the
community around both for every-

one’s mutual benefit.

The RP Experience will be on all
streaming platforms with full video,
so it will be broadcast on YouTube
and Facebook, as well. We’ll have a
link on all of our social media plat-

forms for the podcast. Please check it

out...we look forward to the feedback!
For more information on the podcast
or to be a guest, please reach out to

me directly.

Finally, I hope you guys are getting
excited for the event happening in just
a couple of days now (August 5th).

We can’t wait to see you all!

Have a great rest of your summer —
and thank you so much for being part
of this incredible community of really

amazing and inspiring professionals!
Very respectfully yours,

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

SWEFL Real Producers -
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ey PRO-TEC
E>rre

PLUMBING & DRAINS

Our plumbing ® 8
expertise.

Your peace of mind. &

That's the Pro-Tec Promise! *

£y
ol 3
f; r Brandon and
; F-f Fichard Humo
QUALITY

SUPERIOR HONEST
PLUMBING SERVICE PRICING

§
FAMILY OWNED & OPERATED - 24/7 EMERGENCY RESPONSE 239.261.1000 - PTPNAPLES.COM

NEW FRAME

PORTRAIT ARCHITECTURAL

www.newframe P hoto grap I 1y.com

HANA SNAJDROVA

239.200.9099
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www.SWEFLPoolPros.com
Pool Pros '

For Same Day Service Call: 239-872-8186

Need better closing services?

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

every time.

Full Service On Every Transaction - Exceedmg Expectatlons Slnce 2008!

: . 23160 Fashion Drive, Ste. 227 - Estero, FL 33928
Eric L. Solomon, President 23]60 Fashion Drive, Ste SHere

239-325-2709 - team@Itflorida.com - www.Itflorida.com
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MEET THE
COMMUNITY

CHECK OUT SOME OF SWFL'S TOP 500 REAL PRODUCERS AND PARTNERS!

. i s
o — e ™

- r .h'_;'l

d homes

L
Foh

Mo, D COMMERCIAL | LUXURY REMODELING H‘

o] TRI-TOWN
CONSTRUCTION

We can build a dream home through new construction, custom design
builds and luxury remodeling.
Refer us to your client and we will exceed their expectations.

CELEBRATING 15 YEARS IN SWFL!

ili]
= | i .
N {10 |

ROOFING | CUSTOM DESIGN BUILDS

ﬁ Locally Owned Southwest Florida Business

www.Tri-TownConstruction.com

Nominate a REALTOR® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com. . :
PES$EKE$ESD (239) 895-2058 | Connect@Tri-TownConstruction.com
CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275

| BF T T
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‘ RESOLUTIONS
TITLE inc

» TITLE INSURANCE - P —

» ESCROW SERVICES | MARK VQ U R m—ﬁ =

(3ALENDARI

AUGUST 5, 2021, 5-8 PM | VENTURE X
4850 Tamiami Trail N, Ste 301, Naples, FL 34103

» CONSTRUCTION FUNDS
DISBURSING »

» TECHNOLOGY-DRIVEN,
PROFESSIONAL EXPERTSI.

> ENHANCED SECURE
ONLINE ACCESS & &
COMMUNICATION

We’re excited to announce that the next SWZFL Real Producers Quarterly Event will
be held on August 5, 2021, at Venture X, from 5-8 p.m.

If you attended our last event, you know it’s a party you don’t want to miss! We’ll have

an amazing DJ, catered food, photographers onsite and the best networking among
top Real Producers in all of Southwest FL.

» NATIONAL COMM
SERVICES

And for those who are new to the SWFL Real Producers community or who couldn’t

make it last time, pencil us in for August 5th — we are thrilled to have you!

WWW.RESOLUTIONSTITLE.COM

239-734-4333
375 STH AVE S, SUITE 202 | NAPLES, FL 34102
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LUXURIOUS INDIVIDUAL AND TEAM OFFICES ¢ MEETING ROOMS ¢ PODCAST ROOM venturex.com ¢ 239-300-9601
100+ LOCATIONS GLOBALLY ¢ TOUCHLESS ENVIRONMENTS 4850 Tamiami Trail North, Suite 301 ¢ Naples, FL 34103
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"The entire team is so professional and kind!

They did an excellent job of explaining the
process from start to finish and answered all my
questions. | am so happy with all of their work!"
- Jessica D., Google Review .

BELKE

HANDYMAN
PAINTING

FLOORING
CABINETRY
CLOSETS

SCREEN REPAIR
PRESSURE WASHING

AND MORE!

beckerhomemaintenance.com

239-351-6820

PODCAST LOADING...

Are you listening to your podcasts in
the morning while getting ready? Or
maybe in the car when driving to and
from appointments, or while winding
down after a day of work? We want
to ensure that our new podcast, 7%e
RP Experience, is relatable as much
as encouraging — a segment that is
easy to listen to and keeps you coming
back for more! We are fortunate to
be utilizing the podcast room located
at our office space in Venture X in
Naples, alongside Corrafilm. We cer-
tainly plan to make our mark in the

podcast realm!

Although we want to keep it profes-
sional and talk about all things real
estate, we also want to have fun and
lighten the daily stressors of work
life. Possible ideas we have cooking
are: a game of Would You Rather,
overcoming hardship, morning
routines, and how you find success
through special habits. The options
are endless! As you flip through the

publication, you’ll see articles such

LAUNCHES NEW PODC
The RP Experience

as: “Pro Tips,” “Making a Difference,”
“Coaching Corner,” “Health &
Wellness,” etc., which reflect the
Real Producers’ mission to “Connect,
Elevate, and Inspire” our local real
estate community. With the podcast,
we intend to do just that, with engag-
ing, timely, and relevant content that

inspires and motivates.

We will be inviting our Preferred
Partners to include one Top-500
REALTOR® with them during the
one-hour segment. After editing and
condensing, we plan to produce an
impactful 20 to 30 minutes of content.
A message to our Partners: “Who
would you like to bring in for your pod-
cast segment?” Our Interior Designer,
Sheryl Bleustein, will be accompanied
by Patrick Dearborn in our first batch
of podcasts, as well as David Burnham,
from Lennar Homes, and his friend

and top agent, Emily Konopasek.

We will be working with Corrafilm at
our Venture X podcast room to create

some magic. Have any ideas? What

AST

do you want to see? What don’t you
want to see? We want to hear from
you! Please feel free to email us at
andrew.regenhard@realproducers
mag.com or share it on our SWZFL
Real Producers Facebook page. We
also have a private Facebook group,
“SWFL Real Producers Top 500,”
where you’re always welcome to
share ideas and comments. Not on
that page? Please be on the lookout
for your special invitation and join us
there! Some responses have already
come through from our “We Ask, You
Tell” questionnaire. These engaging
questions are published monthly to
showcase the responses of members
of our community and get the conver-

sations started!

We look forward to seeing many of

you in the studio!

If you have any questions about

participating in our upcoming podcasts,

please reach out to our publisher,

Andrew Regenhard, at (239) 290-0692.

SWFL Real Producers -
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P> we ask...you tell!

WOODS - WEIDENMILLER
MICHETTI- RUDNICK
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What is your all-time

favorite podcast? SET T i o ]

EMILY KONOPASEK
PREMIERE PLUS REALTY CO.

Real Estate Reality — my own podcast,
' @\ co-hosted with my fellow top-producing agent,
Introducing home &EE{!_— Joss Morris.
warranty plans to help
keep life runnlng PATRICK DEARBORN
JOHN R. WOOD PROPERTIES
Home warranty plans* offered by FPL Home"™ have a one-hour Doors Open Connect, LLC — a mobile platform
limited service guarantee, so your clients could have their operated by local Naples real estate agents that
hemes g and running mmmm ta ther next el connects licensed and trained real estate profes-
of laundry. See terms and conditions for details. sionals for paid/incentive-related services and
needs on demand.

ADAM SHEETS
RE/MAX REALTY TEAM
The Keeping It Real podcast is very good.

MELISSA LEE MCMURRAY PH: 239.325.4070 | www.lawfirmnaples.com

COMPASS
The Dropping Bombs podcast. Offices in Naples, Downtown Naples and Bonita Springs/Estero (Near Bonefish Grill)
JOE EPIFANIO

ROYAL SHELL REAL ESTATE Woods, Weidenmiller, Michetti & Rudnick, LLP

Real Estate Rockstars. a Florida Professional Limited Liability Partnership

For more information, please visit:
www. FPLHomewarranty.com/realtor

The hiring of a lawyer is an important decision that should not be based solely on advertisements. Before you decide to hire an attorney be
sure to request free written information about qualifications and experience. Rule 4-7.2(d).

“FPL Home = an unregeiated subsiiary of Florda Pewer & Lighl Comgasy (FPLL The bome
warranty plass ane oftered and adminstered by FPL Home. Flasida boense FESERST. and
mod FPL, and wim providod by Lyndon Soushem inssirance Company (FL Lic. Na . FL-03688)
Thet home wasrsaty plans & service plans and nol wairanlns.
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BOOM®

The 2021 Housing Bubble

Is the wildly booming real estate market of 2021 yet another
“unprecedented” phenomenon brought about by the coronavirus
pandemic? It’s truly a perfect storm: home prices and homes sold
above asking prices are at a record high, while average time on
market and inventory are at a record low. With home values in
the U.S. up by 17% to a median home price of $329,000, according
to Forbes, and more than half of all houses “pending” within a
week of entering the market, the real estate scene is starting to

look suspiciously familiar. Great Recession, anyone?

Before panic sets in, rest assured, real estate and finance ex-
perts agree that this bubble will likely have more of a slow leak
than a burst. Today’s market is markedly different from 2008’s.
The population of the U.S. has grown by 25 million in the last 13
years, with the median age rising from 36 to 38, which means
household size is shrinking. Tens of millions of millennials have
entered the housing market for the first time in the last decade,
exacerbating a nationwide housing supply shortage that’s been

worsening for years, while baby boomers are downsizing and

P> financial

fitness

By Shauna
Osborne

"Ii!u |-_III|IIII_Il 1

renting at record rates. Additionally, the present lack of housing
supply has been compounded by interruptions in the labor mar-

ket and inflated home-building material costs.

Just like in 2008, there are too many people who need housing
and too few places for them to go. However, unlike in 2008, this
real estate rush cannot be blamed on historically low interest
rates (rates have stayed at record lows through three successive
presidential administrations) or predatory lending practices.
Though experts say it may take five to 10 years for supply to
catch up with demand this time around, this boom will be more
sustainable as the home-building industry bounces back and
millennials continue to explore remote work options and seek out

and invest in homes with more space and privacy.

Trying to buy a home in the middle of this burgeoning seller’s
market? In short, have credit scores and pre-approvals standing
by and strategize for bidding wars and seller negotiations. May

the odds be ever in your favor.

i, |

EUUMERNG (SSURADE (TS WAY ONTO
ORI EATON REPORTP

No matter the time of day or night,
a real person is always on the line
to solve your plumbing problems!

Sunwest
Plumbing

(239) 455-8353 « swilplumbingrepairs.com

IS TRULY
ONE-OF-A-KIND

HERE'S
ANOTHER

Fabulous floor plans from 4,200 to
over 6,400 sq. ft. And just 67 sophisticated
residences. A lifestyle for a lifetime with views

to match. Omega in Bonita Bay. Beautiful, exclusive

and yours from $3 million.

26951 Country Club Drive, Bonita Springs

O M E G A OmegaBonitaBay.com | 239.301.4940

BONITA BAY

ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCE TO TI
% CONTAINED HERE IN AND THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. Community features, ar
it wte and sdoject o 2o vitho st notice.

NFORMATION
ties and pricing




KH FQuITABLE QUIT FISHING WITH A
LOAN OFFICER
() THAT BARELY ANSWERS
THE PHONE,
WHEN YOU CAN
LAND YOUR DEALS
ON TIME WITH STEVE.

Loans approved in 12 days

Over 70% of our closings are purchases

STEVE CALABRESE, Loan Officer
Certified V.A. Loan Specialist
239-778-6548 | stevec(@eqfin.com

STEVECALABRESE.COM

StevenMCalabrese
€3 Steven Calabrese




VERSUS

CONFIDENCE

It's All in The Words We Use!

I'd like to share a little bit about what it takes to achieve success. The subject | am about to
share is extremely important. Success is all about the words we use. You have to understand the
words we use dictate our thoughts, dictate our actions, and dictate our results. Let me explain.

There are certain words that
reflect doubt. Words like “try,” “if,”
“should,” and “but,” are all doubt
words. If any of you are using those

words in a conversation, you're
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unconsciously sabotaging your suc-

cess and you don’t even know it.

Let’s take the word “try.” Let me ask

you a question. If you were to ask me,

“Coach, could you come in and align

my team?” And I say to you, “I'll ¢7p.”
What kind of confidence is that going
to give you? Probably not a lot of con-

fidence. You’re going to really doubt

whether it’s a good decision to invest

and have me come in.

Versus, you ask, “Hey Coach, could
you come and align my team?” My
reply is: “No doubt. We’ll get it done.”
That’s confidence. That’s what people
buy; they buy confidence.

Understand that we have a conscious
mind and a subconscious mind. Our
conscious mind has the filter. It’s fil-
tering through everything that’s being
said. That’s about 5 percent to 10
percent of our thinking. The subcon-
scious mind has no filter. It’s absorb-
ing everything that’s thought and
spoken. It counts for 90 percent to 95
percent of our thinking. So, if you're
in a conversation using the word
“try,” you are first telling yourself
that you’re not sure if you're going to
get the job done. You then transfer
that energy of doubt out there in your
conversations. The person you're
speaking to is not converting into a
high-paying client because they’re not
sure if you can get it done or not. And,
you're trying to figure out why they
are not converting. Hmm, something
to think about...

Let’s take another word, “if.” 7/ we
get to the next level. //we hit that
number. No, when we get to the next
level. When we hit that number. The
difference in one word takes it from
doubt to putting a timeline and mak-
ing it happen. It’s not a matter of 7,

it’s a matter of when. You have to be

really conscious of the words you're
using because you want to transfer
the energy of confidence versus the

energy of doubt.

A better word is “as,” instead of “if.”
As I'm becoming a better leader,
instead of 77’1 become a better leader.
As we create this empowered team,
versus i#'we create this empowered
team. Same sentence, one change;
one word creates confidence, one

word creates doubt.

Zig Ziglar would say the most import-
ant conversation you have is the
conversation you have with yourself.
Remember, any time you’re speaking
to anybody, there are two people lis-
tening. It’s the person you’re speaking
to, and it’s your own subconscious
mind picking up the words that you're
speaking. Those words present
whether you're confident and going to
get the job done, or if you're unsure if
you're going to get the job done.

These are just a few of the words to
think of. Become really conscious

of what words you’re throwing out
there. When you’re walking around
saying words like “try,” “if,” “should,”
and “but” all the time, you don’t

even know how it’s sabotaging your
potential success. The first key is to
be clear, be conscious, listen to what
you’re saying, take the doubt words
out, put the confident words in,
and I guarantee you, your busi-

ness will go to the next level.

coaching corner €€

By Michael Dill

Coach Michael Dill is an award-
winning Certified Business Coach,
professional speaker, and trainer.
He is a proud ActionCOACH
Business Coaching Franchise
partner and the President of Power
& Ice Wealth Creation, a strategic
leadership company that works with
business owners, leaders, teams,
and entrepreneurs to both develop
a systematized and structured
organization while accelerating
their mindset, efficiencies, and
effectiveness to grow both
personally and professionally to
achieve extraordinary results.

He brings more than 40 years

of business and entrepreneurial
experience in his leadership, team
training, and mentoring practice.
BusinessCoachMichaelDill.com
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By John Prete

Know Your C O N T RAC T

BEFORE YOU INSPECT

Having given many talks to
REALTORS®, from those who were
newly licensed to veterans in our
industry, something of paramount
importance that I always stress is to
know your contract. And while the
section of the contract concerning
home inspections is relatively brief,
there always seems to be questions and

uncertainties. Knowing your contract
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allows you to work confidently with
your client, the seller, and the listing
agent, as well as the home inspector so
you can work through any issues that
arise and skillfully negotiate a resolve
without adding to what can often turn
into a contentious situation. If you

feel intimidated by contracts or legal
language, there are many wonderful

real estate attorneys who want your

business and would be willing to spend
some time explaining contract provi-
sions and some of the most common

pitfalls during a transaction.

Also, I can never stress enough the
importance of having a conversation
with your client BEFORE the inspec-
tion. Most clients have in their mind

that if the home inspector puts it on

the report, the seller will be required

to repair or replace it. This is where
your knowledge of the contract matters
most. A Realtor’s confidence in their
knowledge of the contract is “felt” by
the client. It adds to the professionalism
of the Realtor and the client’s confi-
dence in you. They pay more attention
to you, and it allows you to be in greater

control during negotiations.

The talk you have with the client sets
up their expectations for the inspec-
tion and the report that follows. You
need to explain what an inspection is
and, maybe more importantly, what
an inspection isn’t. The inspection is
NOT a pass/fail for the home, nor is
the inspection report a to-do list for
the seller. The inspector is there for
the benefit of the buyer, to tell them
everything we can about the home
(within the scope of the inspection)
so there are no surprises when the
buyer moves into their new home.
Oftentimes, this means the report
may be lengthy, with comments on
many elements of the home that do
not rise to the level of requiring repair
or replacement, but may be suffering
from “deferred maintenance” or age
and the normal wear that comes with

years of use.

As a Realtor, you need to commu-
nicate clearly that there will prob-
ably be many items that are not the

responsibility of the seller to repair,

replace, or proffer credit for. Many
times, I have told Realtors the seven
words to say that will eliminate 70
percent of the problems: “You Are
Not Buying A New House!” Explain
the difference between items with
age, normal wear, and cosmetic issues
versus items that are legitimately
broken or defective. Setting the
expectations before the inspection
will help your client better digest the
home inspection report and allow you
to help them effectively negotiate the

truly meaningful items.

Always keep in mind that we (home
inspectors) are not the enemy. We
have no desire or motivation to kill
your deal. That brings no joy to
anyone in the transaction. We are
like umpires — unbiased, there to
call the proverbial “balls and strikes.”
We report on what we see. While our
goal is to educate the client about the
home so they can make an informed
decision, we want to help all the
parties work through the inspection
process. When there are questions
about the report, we always encour-
age the client and the Realtors (even
the seller) to call the inspector to ask
questions and discuss the concerns.
While we are not seers that can
prognosticate, and we are human
and sometimes make mistakes, we
endeavor to be as truthful and accu-
rate as possible about the elements on

which we inspect and report.

John Prete is the owner
of HouseMaster.

He has been an
inspector for 17

years and has
performed over

5,500 inspections. In

addition to being a Florida licensed
home inspector, John is also a Florida
Certified General Contractor, mold
assessor, radon technician, and
WDO/termite inspector. John earned
a Bachelor’s of Accountancy from
the George Washington University,
CPA designation from the state

of Maryland, and an International
Masters of Business from Florida
International University.

For more information, please call
HouseMaster at (239) 430-8220. The
office answers calls during normal
business hours, as well as after hours
and on weekends.
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LARUS

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

CONTACT

Jonathan Turner
P: 239.443.5433
M: 717.979.8914
E: jonathan.turner@clarusdc.com
W: clarusdc.com

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.

HOME

AUTO
WATERCRAFT
AVIATION
COLLECTIONS
JEWELRY
LIABILITY
BUSINESS

LICENSED IN
ALL 50 STATES

Corey Walker, CPRIA, AINS
Private Client Risk Advisor
(239) 213-2049
cwalker@bbswfla.com

Brown & Brown of BI‘D‘WTH & Brf}‘ﬁfﬂ

Southwest Florida el &
1421 Pine Ridge Rd, Suite 200 INSURANCE"
Naples, FL 34109 SOUTHWEST FLORIDA

KINLEY INC.

MARKETING SERNVTCES & COMNSULTING

Hovrion

HOME INSPECTION

REALTORS...

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 professionalism will give them
confidence in you through the end of the

transaction and beyond.

Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI

To make an appointment please call (239) 431-5100
or visit our website pythonhomeinspection.com

"Marketing Isn't Rocket Science,

It's Neuroscience...”

JUST SOME OF THE SERVICES WE OFFER:

Marketing Consulting

Marketing Serategy

Business Development

Business & Personal Branding
TikTok/Influencer Coaching

Social Media Management

Website Design & Development
Graphic Design, Arr, and Logo Creation
Photography & Content Crearion

Intt'rprr.\unnl Communicacions (:n-.u'hir:g

...for more scan the QR code to see our websice!

TORKI KINLEY

PFPRESIDENT OF KINLEY NG

Scan To Schedule A
FREE Consultation

m.
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MARKETING FOR
REAL ESTATE

PROFESSIONALS

New Market — New Marketing

Do you watch videos from trainers and coaches?
Read all their books and blogs? I’ve learned a lot
from their advice, as we should always be open to
new ideas. One thing I’ve noticed is that they haven’t
changed much of their advice on how to promote
your business in this very different market we are in.

Ironically, they all recommend the same tactics, so
following their ideas may be a little outdated, but also
put you in competition with hundreds of agents that
have been coached the same way.

In addition, most techniques for building your busi-
nesses assume you have nothing better to do with
your time. I work with a lot of successful agents that
are very, very busy. Especially now.

Maybe some of their advice needs to be updated... at
least taken with a grain of salt;

Door Knocking - Maybe this is a great technique in
other parts of the country, but here in South Florida,
it might not be a viable strategy. If you can get behind
the gate (a good reason to live in the community you
farm), the good news is you won’t burst into flames
from the Florida heat, since you’ll be sopping wet
from the humidity.

Expireds - They are still telling you to wake up each
morning and call expireds. We don’t have nearly
enough listings for the number of buyers coming to
Florida. Properties are not only getting multiple of-
fers, many over ask, so why would a listing expire? Is

it that overpriced? Remember, no matter the market,
if priced right everything sells. Now a home would
have to be so overpriced, it just can’t sell.

FSBOs - Traditionally, the argument against being a
FSBOs is that the ‘real” buyers work with Realtors®.
That these buyers expect to pay more for the services
of a Realtor, and that the only people looking for a
bargain shop FSBOs. Is that still the case in a red-hot
market like today’s, when buyers feel lucky that they
found anything for sale? How much time and effort is
involved in sticking a sign in the front yard and tak-
ing the highest and best offer, which probably comes
in days, if not hours?

Divorce and Deceased - If you have a helping spirit,
this may be a great way to start each day... calling
people that are going through a painful time in their
life. Hard to imagine getting up in the morning 20
years from now, to call people that are at their all-
time low. Maybe following ambulances to the emer-
gency room is equally as enticing you.

Internet Leads - No doubt that the internet is where
the buyers go. Unfortunately, the major Internet play-
ers know this and charge an arm-and-a-leg for these
leads. And given multiple sites, you will be sold leads
that have been sold to many others. A recent survey
showed a little over 5 million homes sold in 2020, but
over 25 million leads were doled out. And who needs
buyers when you have nothing to show them? Watch
out... these big Internet players are using your money
to become your competition.

Farming - Actually, geo-marketing (fancy word for
farming), is still a proven way to generate LISTING
leads, as well as the additional buyers and referrals
dominating a farm brings. It is highly leveraged (out-
source your door knocking to the USPS) and listings
are like money in the bank in today’s red-hot market.

Open Houses - Now back in vogue, an open house is
an excellent way to create a touch-point with home-
owners in your farm, and to meet serious buyers
actively looking for a home in a specific area. Pundits
say that each listing results in at least one new buyer
(sellers have to move somewhere) and combined with
open house leads, that adds up.

SOI - Of course you have to keep in touch with
friends, relatives, and past customers. Ideally, five to
ten years from now you will only be working with
past customers and referrals. By then you should have
buyer agents on your team that can take advantage of
your marketing capabilities. Check the geography of
where your clients move to. Be careful! According

to NAR, repeat business from past customers drops
precipitancy based on how far they move away.

There’s a lot more strategies, some better suited for
you than others, but the point is, marketing strate-
gies have to adapt to the times, although some things
remain constant — focus on listings, outsource every-
thing that doesn’t make you money, and remember
that hundreds of your competitors are being coached
to do the same thing you are.

You’ll either have to out-spend them or find some-
thing exclusive they just can’t match, if you want to
stand out to your prospective clients.

Tony Spano is a marketing expert specializing in
helping Realtors® farm specific areas and cultivate
more business. By sending an impressive mailer on
a consistent basis, over time, an agent’s brand will
grow to top-of-mind-awareness. That means when
someone is thinking of buyings, selling, or referring
a friend or ratlative, that agent comes to mind first.

If you farm using direct mail, or plan to in the
future, we’d love to send you a sample.

239-235-3170 | Tony@YHMagazine.com
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Build Your Brand
Build Your Business

More Sellers | More Buyers | More Referrals | More Commissions!

$700

That’s printing, managing and updating
' lists, and postage to the tax-bill address!

As little as per home

You’ll be amazed how fantastic our custom
Magazines make you look!

EXCLUSIVE | UPSCALE | AFFORDABLE

Check us out at
www.TheBestListingTool.com
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CAFE # CATERING
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v Erivate Dinners §
& Eventsy N

beer &Wine-

}9.434.

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

239-434-2611

mgcatering@comcast.net | matthewsandgardner.com

1250 Tamiami Trail N Suite #111 Naples, FL 34102 (1/4 mile south of Coastland Mall, next to Einstein Bagels)

o @magfarmstand @ @mg_farmstand

High-Grade
Aluminum Art,
Created For You.

| e
il e

ANCED IMAGES

Bring a luxurious, contemporary
appearance to your space with
Balanced Images

Balanced Images
info@balancedimages.com
www.balancedimages.com

YOUR LOCAL HANDYMAN
AND HOMEWATCH

JUST A CALL AWAY!

Give us a call today
for a FREE estimate.

o\, Figueroa

&  Complete Service

TCLS (703) 200-4157

fcservices80@gmail.com

:l {.'.ll.i} REPUBLIC HOME PROTECTION

It's not
too late!

—
Did your buyers close
without a home warranty?
They can still get industry-leading
coverage after closing.

Contact me for
more details!

Shannon Livingston
Agcoun] Executive
BOD.282 T131 Ext. 1037 /
C. 2396621612 |
ShannonLi@orhp.com
my.ofhp comishannonlivngston
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leader of the month

By Zachary Cohen
Photos by Sun Services SW
Photography

Neil wanted to steer away from the typical office setting and created a gallery of monitors, showcasing local listings.

Not many 22-year-olds are thinking
about starting a business. But then
again, not many people are like Neil
Cresswell. Born in Northern Ontario,
Canada, Neil launched his business
with more forethought and thinking

than those decades older than him.

“I was this keen entrepreneur at a
young age. I had successful busi-
nesses, even as a young teenager,”

Neil reflects. “So at 22, I looked at real
estate and decided ‘T’'m going to open
this business.’ I studied and researched
a lot on how the mega-agents in North
America succeeded. And this was
prior to Google and the internet as

we know it now. Before I sold a single
house, I took courses from top trainers
and I sat and studied at my kitchen
table. I read their books, listened to

their tapes for countless hours, and

studied their techniques.”

Neil was almost immediately a top
producer. He became a partner of his
local brokerage after only six weeks

in the business.

For 15 years, Neil built one of
Canada’s most successful real estate
empires. He owned multiple bro-
kerages, was one of the nation’s top
agents, and created teams before
teams were commonplace. His ability
to scale his business was among the
best. But in the late ‘90s, a seren-
dipitous trip to Florida led Neil to
reconsider everything about his life.
In Canada, he struggled with the cold,

and he was working insane hours.

His material success was apparent,
but his personal life suffered. Neil

realized he needed a change.

“The change was about quality of life.
I always wanted to be that successful
entrepreneur, and I was a workaholic.
I never took time off. I remember one
day looking at my kids. They were five
years old, and I didn’t have a single
memory of putting them to bed. So, I

wanted to change some things.”

In 2000, Neil picked up his family
and his life, sold his businesses, and

moved to Florida.

“Canada is a great country, but oppor-
tunities are much bigger in the U.S.,
the land of opportunity. I wanted to

open a national company, and Canada
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has half as many real estate agents
as Florida alone. Of course, the
weather is much nicer in Florida,”
Neil adds.

Neil arrived in Florida with immense
experience and deep pockets. He
unplugged his business in Ontario
and plugged it back in in Florida with
tremendous success. Within one
year, he became one of the high-

est-producing agents in the state.

Seeking a New Model

“I was at the pinnacle,” Neil
recalls.” Our team was selling hun-
dreds of millions of dollars in real
estate. I was the rainmaker, keeping
the leads-flow going. The best part
is, I was able to do this while work-

ing 20 hours a week.”

Yet, Neil was dealing with a host

of issues with his team. Attrition
was high. Closing ratios were low.
Expenses for marketing, leads, and
overhead were astronomical. “If I
give a buyer’s agent ten leads today,
how does he or she deal with those
ten leads, as opposed to if I give
them one lead? There’s a drastic
difference,” Neil recounts. “When

I started taking the same number
of'leads and distributed them to

a larger group of people, I started
closing more deals, my agents were

happier, and my life changed.”

“As I reviewed my business, I came
to a realization. I had 15 people on
my team and had also opened a
brokerage that had grown to 100
agents over a six-month period.
The 15-person team was consuming
more of my time than my brokerage
with 100 agents. That’s when it hit
me. Why am I dealing with all this
babysitting with my personal team
when really my true team was those
100 agents?”

Neil decided to shift business

models entirely.
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- ed right off of 5th Avenue, Neil Cresswell’s office is part of the
lively scene that is Downtown Naples.
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Neil’s brokerage, Sellstate Realty,
quickly morphed into the place to be

for top producers.

“This is really only for the elite. The
mega-producers,” Neil continues. “We
have created the nation’s first service
company for mega-agents, where they
can own their own brokerage without
interfering with their business. The
reason many mega-agents are joining
us is simple. We have a very affordable
model that provides all the service,
training, support, and technology

one would need to accelerate their
business. We did this by designing our
system from the ground up with the
top producers in mind. Our focus is to
enhance their sales business by help-
ing them close more deals, while at the
same time helping them recruit good

quality agents, which builds value and
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creates a nest egg for them. The goal
is to accomplish all of this while at the
same time balancing and improving
their lifestyle.”

“There are a lot of leverage points

in our model — from the tools and
automation for marketing a property
and following up with clients to a
complete social media-automation
package provided to every member
of Sellstate. We cover all the areas,

which is an attractive proposition.”

Sellstate Realty is continuing to grow,
with over 70 offices in eight states, and
a goal to have over 100 locations by the
end of the year. Neil is a firm believer
that it’s not size that matters, but
rather quality. “Not every applicant is
accepted, and unfortunately, at times,

we have to turn people down,” he says.

Neil Cresswell’s brokerage, Sellstate Realty,
has over 70 offices in eight states.

Neil and his team at Sellstate continue
to innovate. The Sellstate Realty office
on Fifth Avenue in Naples, Florida,

is designed like an art gallery instead
of a typical real estate office, making
it far more inviting for the public to

enter and browse — another nod to

Sellstate’s atypical, high-end approach.

“I believe that we solved this huge
problem for the big agents that want
to grow their businesses,” Neil says.
“I flew in from Canada and didn’t
know a soul. Not a single person.
When I said that I wanted to move

to Florida, everyone said, ‘Are you
stupid? What are you thinking about?
You are the most successful business-

man I know.”

Neil simply replied, “Do you think
I got here because I was lucky? It

wasn’t luck.”
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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 conftract to close.

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

1333 Third Avenue S, Suite 505, Maples, Florida 34102 | naplesbaylaw.com
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Santiago Ospina took over J.O. Always Clean in January 2020, a
company his father, Jorge, founded and named with his own and
his wife, Olga’s, initials. (Photo by New Frame Photography)

For 14 years, J.O. Always Clean has been a premier
cleaning service company in Naples and surround-
ing areas, built on a foundation of integrity, honesty,
and top-notch service. No residential or commer-
cial job is too big or too small for J.O. Always Clean
and its owner, Santiago Ospina, whose mission,
inside and out of business, is to leave the world a

better—and cleaner—place to live.

‘While Santiago officially took over ownership of

J.O. Always Clean from his father, Jorge Ospina, in
January 2020, he grew up in the business and learned
it like the back of his hand by working for his father on
nights and weekends as a high school student.

Originally from Colombia, the Ospina family sought
refuge in America when Santiago was just five
years old, and Colombia was experiencing a civil
war and high levels of drug trafficking. “We were
always at risk down there because, with the war, a
lot of people were being kidnapped,” Santiago says.
His parents owned their own business in Colombia
and were especially at risk of being kidnapped, as
business owners and their families were thought
to have more money. “One day, my parents just
decided, ‘No, we’ve got to do what’s best for all of
us,” so we moved to America.” Santiago was raised

in Naples and Marco Island.
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After moving from Colombia, Santiago’s father
founded J.O. Always Clean (J.O. stands for Jorge
and Olga, Santiago’s parents) in 2007 in Naples. Its
bread and butter have always been tile, carpet, and
upholstery cleaning, though the company also does

pressure washing and some house cleaning.

After he graduated from high school, Santiago
began college in Florida and, during his second
year, transferred to a university in Colombia, where
he studied international business and entrepre-
neurship and graduated with a Bachelor of Business
Administration. “I started here in Orlando and did
really well my first semester of college, but I always
wanted to go back to Colombia and see what life
was like down there,” Santiago says. In 2018, while
still in college, Santiago began managing his father’s
business back in the States. In 2020, after graduat-
ing, Santiago returned and took over the company
so his father could fully retire. Jorge and Olga

moved back to Columbia after their retirement.

This year, Santiago’s goal is to double the growth
of the business, something he had his eye on
doing in 2020 before the pandemic hit and shut
down over half of his business, which comes from
large nursing homes and country clubs. “The year
2020 started off really well, and then COVID hit,”
Santiago recalls. “When the pandemic started,

the nursing homes and country clubs closed

down completely, with no contractors coming in.”

After retiring in 2020, Jorge and Olga moved back to Columbia.
(Photo by New Frame Photography)
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Fortunately, 2021 has put the growing family-owned

business back on its feet.

Growing up, Santiago’s parents taught him the value
of serving others. Now, he is dedicated to paying
that forward. J.O. Always Clean is one of Naples’
go-to cleaning companies in the event of an emer-
gency, whether a natural disaster such as a flood or
an injury in a nursing home that requires clean-up.
“Here in Naples, a lot of businesses are understaffed,
and knowing that we can make their lives a little bit
easier is extremely rewarding,” Santiago says. “Our
service is always top quality and I make sure I'm
always here for them; they can call me 24/7.”

J.0. Always Clean has become increasingly popular
with its residential and real estate clients, too, whether
they need their home cleaned from top to bottom or just
spruced up to get it ready to go on the market.

Philanthropy has always been important to the Ospina
family, both here in Naples and back in Colombia.
Through their company’s work with local nursing
homes, the family has been able to fix up discarded
wheelchairs and donate over 1,000 to those in need in
Colombia. Jorge’s current focus in Colombia is creat-
ing small libraries and placing them in rural areas so
children and families have access to books and read-

ing material that they might not otherwise have been

l

Our service is always top
quality and I make sure
I'm always here for them;
they can call me 24/7.

J.O. Always Clean specializes in tile, carpet, and upholstery cleaning, but also offers pressure washing

and some house cleaning. (Photos by Miguel Marin)
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able to access. Over 8,000 books have been
donated to the cause, and over 15 libraries
have been placed. Santiago also started a

blueberry farm in Colombia, from which every

purchase goes towards conserving a square

foot of natural rainforest. “For me, I’ve always ' ‘.
wanted to make sure that I leave a positive
influence on those around me. America is
amazing and has given so many opportunities,
and I want to use those opportunities to help
the people in Colombia who need it,” Santiago
says. “They don’t have the systems and advan-
tages we have here to help themselves, so my

MASTER TOUSH
TILE & STONE !

idea is to try to take the things I've learned

here and try to make it better down there.”

LICENSED & INSURED
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Locally, Santiago is dedicated to always
serving his clients’ needs and to anyone who
needs a professional opinion. “A lot of people
spend a lot more money than they should
when they’re getting ready for a home. For
example, they might spend money on cleaning
tile or carpet when it really just needs to be
replaced. Or, they’ll spend money replacing

it when it can be cleaned. It’s always good to
get a good view of things from a professional
standpoint. We offer free estimates and try to

work with people the best we can.”

Call (239) 200-1114 for more information.

—

FLOORS | BATHS | DESIGNS

Santiago Ospina, owner of J.O. Always Clean, is available 24/7 for residential and real estate clients to call,
whether they need their home cleaned from top to bottom or just spruced up to get it ready for sale.
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Deanna was very responsive

to questions and was on top
of things. | felt like | didn't
have to follow up, as | knew

Powered by Hamilton Home Loans
INSURANCE = e

® 2398780107

. . eanna@communitylendingfl.com
-2 | ADINOLFO RIVERA ® ceamna@communilylending
DAMON BRIST AGENCY | 239.202.2933 4 : BRANCH MANAGER | NMLS# 327112 Q 817! College Pkwy., Suite 203

Fort Myers, FL 33919
9861 BERNWOOD PLACEDRSTE 165
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P> featured agent

By Zachary Cohen | Photos by Michelle Reed

Mark Riley’s 44-foot Azimut Atlantis sports cruiser is his home away from home, where he finds sanctuary atop the water and is able to recharge.

When Mark Riley sold his landscaping
business at the age of 14, it was clear that

he was a natural-born entrepreneur.

Mark had started his business at 12, with
a bout of creativity. He learned how to cut
railroad ties with a chainsaw and used
them as edging. Over the next two years,
he developed his landscaping operation in
his home state of Ohio until another local
company gave him a call. “A big landscap-
ing company came to us and said, ‘You're
killing us.” So, at 14, I sold the business.”

The connections Mark made led him

to an even more significant business

proposition. One of the gentlemen he
met while landscaping owned three
acres of land. This man asked Mark
what his next steps were. “I said, ‘I
think I'm going to buy land.” We sat
on his porch drinking lemonade. He
asked, ‘If I sold you this land, what

would you do?””

Mark had a plan at the ready. He

said he’d subdivide the land, keep

the house, and sell off two lots. The
gentleman promptly called Mark’s
mother and asked when she could
come over. “He said, ‘I'm going to sell
Mark my land.”

On To Bigger Things

Mark did purchase that land, with the
help of his parents, and he followed
through on his original plan. He sub-
divided the property, sold two lots,
and allowed the gentleman to stay in
the home for free until he moved. And

so began Mark’s real estate career.

Mark was fortunate to have strong
role models to look up to. His mother
was an icon in the real estate busi-
ness, which enabled him to complete
that first deal as a mere teenager. Her
guidance eventually led him to enter

the real estate business full-time.
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WHEN YOU'RE TALKING ABOUT THIS KIND OF MONEY,
YOU BETTER HAVE A BUSINESS-BRAINED LUXURY
CONSULTANT. | KNOW THE LUXURY MARKET WELL.

Mark got his real estate license just
before his 18th birthday.

In college, Mark majored in inter-
national economics and minored in
British literature. He spent two terms
abroad, which led to a longstanding
love for European travel. Later, he
transferred back home to Ohio to
pursue a career in real estate. Despite
working for his mother on and off
through college, however, Mark’s

father wasn’t convinced real estate
would provide a stable future. So
Mark took a detour into the corpo-
rate world. He sold valves around the
country, and it was just as dull as it
sounds. After a year, he turned back
to real estate full-time.

“That first year, I made $50,000, at 24
years old. All my buddies that went to
grad school were making $25,000 to
$30,000.” Mark had handily proved

his father wrong, and he was well on
his way to building a wildly successful
real estate career.

Into the Present

Mark received his Ohio broker’s
license in 1983, and in 1989 he
received his Florida license. By 2003,
he relocated to Florida full-time.

He had been visiting the Naples and
Sarasota area since he was a child, as
his grandparents retired to Florida

&
_

Mark Riley has his own interior design firm, elements of which are apparent in his yacht’s luxurious and tastefully appointed décor.

the year he was born. So while Florida
was his new permanent residence, it

already felt like home.

Today, Mark is not only one of Florida’s
top agents, he’s the CEO and broker of
LUX International Properties. Mark
has amassed over $1.3 billion in career
sales, with a focus on the Naples and
Sarasota luxury markets. His career
has spanned across the globe, from
Dubai to London to Stockholm. LUX
International Properties has a satellite
office in Florence, Italy, is expanding into
Tuscany and Umbria, Italy, and Mark is
in the process of opening another office

in Bonita Springs, Florida.

“I love people, and I am passionate about
what I do, which allows me to provide

a concierge level of service. But more
importantly, I help my clients make their

dreams come true,” Mark says.

At 61 years old, Mark’s energy and
brainpower are strong. He also runs
LUX Home Design International, an
interior design business. “Design has
always been a passion of mine, and I
decided that bringing design into my
luxury real estate business was not only
an exciting, new element for me, but
even more exciting for my clients. I've
had 27 personal homes. Many times,
before it was even in vogue, I would sell

homes decorated and furnished.”

Stepping Into the Future

Through the years, Mark has devel-
oped a passion for philanthropic
work. “God has blessed me and stood
beside me through many detours

and has inspired me to help others
through their own detours,” he says.
“Since childhood, philanthropy was
instilled in me as a way of truly living

to those around me.”

In 2020, Mark started a monthly tithing
program called “Tithe Plus,” which has
inspired him to give back to his com-
munity even more. Although he’s been
in the industry for over four decades,
Mark remains humble. He knows that

every day presents a new opportunity.
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“The toughest thing for me has been
learning how to relax, learning how to
take a day off, learning to realize I can
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where clients are first, and I am pas-
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and travel, but I still was not finding a
place of peaceful relaxation for me. Now, CA N P U T M YS E I_ F F | R S T
I've finally found it — “Limoncello,” my
44-foot Azimut yacht.”
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DRIVING FOR THE BIG WHY

By Lindsey Wells + Photos by Sun Services SW Photography

When your Why is big enough, you will
find your How. Nico Paredes moved

to the United States from Ecuador

to attend college in Connecticut. He
earned a bachelor’s degree in hospitality
management and worked in the hospitality
industry before realizing his passion

for real estate. Now, with a decade of
experience in real estate under his

belt, Nico coaches other real estate
professionals to get up every day and
remain laser-focused on their driving
force, the big Why behind what they do. “If
your big ‘why’ does not make you cry, then
it’s not your big ‘why,”” he tells his fellow

agents and those just joining the industry.

Growing up in Ecuador, when Nico thought about his future as an adult, he
had two goals in mind for where he would eventually end up: it had to be
on the water, and it had to be close to home. After graduating from college
in Connecticut, Florida turned out to be the best of both worlds. Shortly
after moving to Naples, Nico met his now wife, Sherri. The couple is cele-
brating nine years of marriage this year. Seven years ago, Nico and Sherri
welcomed their son, Nicolas, into the world. When encouraging other real
estate professionals to always keep in mind their biggest motivators, Nico
never loses sight of his own: his son. “I coach people to truly find that one
reason that helps you wake up every morning to grind and work hard to
accomplish their goals. In my world, it is my son. He is my number-one

force, my goal, the reason I do what I do,” Nico says.
Providing service to others has always been in Nico’s blood. While he

enjoyed his work in the hospitality industry, Nico found that real estate

allowed him to provide more direct service to his clients in a more

The Paredes family (Sherri, Nico, and Nicolas).
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Nico Paredes shares that his son Nicolas is his
number-one driving force and his ultimate big Why.
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TO TAKE YOU TO THE

FRONT OF THE LINE; YOU HAVE TO PUSH
YOURSELF TO THE FRONT OF THE LINE.

significant way. Helping others achieve
their dreams of homeownership proved
to be extremely rewarding. As an
independent agent with Keller Williams
Realty Naples, Nico’s sales volume
reached almost $17 million in 2020 — a
huge accomplishment for him and his
team. However, Nico admits that reach-
ing this point in his career wasn’t easy.
“Anyone can become successful,” he
says, “but the important part is main-
taining that success. To be a high-

performing individual, it takes a lot of

work and discipline, and the real chal-
lenge is maintaining your success in order
to take it to the next level. My journey has
been very exciting but also difficult. But,
out of perseverance, consistency, and a

clear vision, we can achieve anything.”

Nico also attributes his success in real
estate to the systems he has in place and
his willingness to never stop learning.
“You have to find the systems that work
for you, and also surround yourself with
people that will support your dreams
and vision,” he added. Nico encourages
new agents to continue to be a student of
their market. “Always be learning-based
and never give up, never quit; you take
the hits and punches, but you keep
moving forward. That’s what did it for
me. One of the things I like to say is that
no one is going to take you to the front of
the line; you have to push yourself to the

front of the line.”

Nico’s passion for service extends into

his community and volunteer work. Nico

is a member of the Freemason
fraternity and is also a member of
Shriners International. Shriners
International supports a system of
over 20 children’s hospitals across
the nation. Locally, the Paredes
family donates volunteer time and
funds to animal shelters in Naples,

specifically Brooke’s Legacy.

When he isn’t working — which
doesn’t happen often — Nico is
into health and fitness and net-
working. He and his family love

to ride their bikes and go to the
beach. And, with only four hours
between him and Ecuador, Nico
takes every opportunity he can get

to visit his family back home.
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have consistently ranked cleanliness (51%) followed
by odor (22%) style of decore (13%) furnishing (6%)

Call us and never worry about another detail

J || Contactus:
Santiago Ospina - (239) 200 - 1114
ospina_santiago@outlook.com

As an independent agency;,
we have options for EVERYONE.

m Give us a call today - 239-898-9120

domaininsuranceinc.com

HOME | AUTO | FLOOD nickdomain@domaininsuranceinc.com
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partner spotlight

By Lindsey Wells
Photos by New Frame Photography

BALANCED IMAGES

Bringing Clients’ Visions to Life

Photographer Alessia Marcin is dedicated to giving her clients more than just beautiful photos during their
sessions. For Alessia, it’s about bringing an entire vision to life, something she has been doing for her clients
through her photography business, Balanced Images, since she founded it four years ago. “Being able to build
a relationship with a client and create a custom piece for them — there’s nothing like it. They are with me
throughout the whole process. From bouncing ideas off of each other in regards to images to choosing color
schemes, it’s a fun project from start to finish,” Alessia says. “Everyone has their own ideas of what ‘balance’ is,
whether it’s a sunset, your family that brings you balance, your passion for cars, or motorcycles, boats, nature —

whatever. My job is to bring the Balance into your space.”
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I quickly realized that I wanted
to not only work for myself, but I
wanted to be able to bring value

to people in a personal way.

Photographer Alessia Marcin started out capturing images of sunsets and then
moved to shooting landscapes and exotic cars.



Alessia Marcin founded Balanced
Images four years ago, a company
specializing in high- quality
aluminum photographic art.

—
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has always been involved in classic car collecting and racing.
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Part of Ben’s impressive luxury and classic car collection is this
2020 Corvette C8.

Ben Meyers, Alessia Marcin’s business partner at Balanced Images,

Alessia’s interest in photography bloomed at a
young age. She was the kid who always had a dis-
posable camera by her side, until she got her first
digital Nikon camera in eighth grade. “That was
a huge deal,” she says. “I took photos of every-
thing.” While she has always had an interest in
photography, Alessia never considered it as a
way to make a living until after graduating from
college with a hospitality degree. Upon college
graduation, she and two of her best friends took
a backpacking trip across Europe. When they
returned, they all moved to Atlanta to start

new lives. On the drive to Atlanta from Florida,
Alessia began seriously thinking about a pho-
tography business, and the concept for Balanced

Images was formed.

“I quickly realized that I wanted to not only
work for myself, but I wanted to be able to bring
value to people in a personal way. Being able to
capture photographs, whether they are my own
or something in particular that a client is looking
for, opens the door for creativity,” Alessia says.
“Working one-on-one with clients gives me the
opportunity not only to take photographs but to
build a lasting relationship with clients through
collaboration and communication. My mission is
to design a space that elevates my clients’ style
and brings their passion to life with a simple yet
bold look of a Balanced Image.”

Alessia started out capturing images of sunsets
and eventually began doing landscapes. Her
interest in exotic cars led Alessia to begin pho-
tographing all of the exotic cars in Southwest
Florida. Then, she began volunteering at a local
big-cat sanctuary and started capturing images
of the cats. “Between the cats, the cars, and the
landscapes, those are my favorite things to pho-
tograph,” Alessia says. “Then, if there’s a client
who wants a particular image for their house, I'll




Alessia Marcin photographs big cats for a living, but relaxes at home with her calico, Leona.

do that. We are all about bringing your

vision to life.”

Balanced Images fuses technology
and design by combining high-grade
aluminum with a process called dye
sublimation in which each image

is infused into the aluminum, not
printed. This creates a sophisti-
cated look where simplicity is key. A
demonstration video is available on
the company’s website for those who
are interested in seeing the creation

process behind Balanced Images.

REALTORS® can take advantage
of Balanced Images through closing
gifts for their own clients. Alessia
says, “Most people move to Florida
for the weather, right? Beach, palm
trees, sunsets... Let’s bring that

into your home! Instead of a typical

closing gift, the Realtors purchase a
Balanced Image to gift to their clients.

‘Welcome to Florida; here is a piece of

293

Florida to keep in your home.

In her downtime, Alessia loves to
travel. If she isn’t working on a proj-
ect, you will most likely catch her on
the next flight out. At the time of this
writing in late June, Alessia was in
Alaska visiting her brother. “Being

able to travel and pull away keeps

me sane,” she says. “However, I do
always have the camera on me. Got to

stay creative.”

Call 804-301-5212 or visit
www.balancedimages.com for
more information.

St

BALANCED IMAGES
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Being able to travel and pull away keeps me

sane. However, I do always have the camera

on me. Got to stay creative.
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Don't stress about watching
your‘home while you're away

Let us give you peace of mind by protetﬁn‘g your
most valueable assets. We provide dependable
homewatch services while you're away.

Hom

Setvices by Cary LLC

CARY CRAMER
Owner/Operator

ndcramerO7@icloud.com
239-841-3970

HOMEWATCH AND
HANDYMAN SERVICES

Serving the Greater Naples Area

30+ Years of Experience in Facilities Management | www.homeservicesbycary.com
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Elite Residential Cleaning is more than just a cleaning company...
We are experts at cleaning homes with
high-end materials.

Contact us today for
a complimentary
in-home consultation
and 10% off your

first cleaning.

239.451.0785 ext 1
tjs-eliteresidential.com
info@tjs-eliteresidential.com

RESIDENTIAL CLEANING

A NEW STANDARD IN HOME SERVICES

Providing a great service experience encompassing Estate Management,

1 Home Watch, Project Management and Concierge Services since 2013
4 { - :

SPECTRUM
(239) 777-617/3 CONCIERGE

LICENSED - INSURED - BONDED

spectrumconcierge.com
INTO@spectrumconcierge.com

Estate Management | Home Watch | Concierge Services
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Savour financial advisor
KIS advantage ' of you"
Sk Lourself h€é owm

Are ou uaranteed against market loss for the Broker
management fee of 1% and mutual fund fees you are paying?
4 i;‘:-ﬂ
Does your life'insurance provide tax-free long-term care
protectlon INCLUDED for thejpremium you pay already?

Does your retlrement plan prowde tax-free income to you
~ regardless of your income now and net worth?

fou answered no to any of the above questions stop and
educate yourself.

See if ydu qualify, start saying yes to these questions above!
Do it for yourself and your family.

Murat Doren, LH
Trusted Consultant
443-569-6500

DORKAN FINANCIAL GROUP, INC. DorkanFinancialGroup.com



For the Love of Marco Island
“I remember the Marco of
our childhood so well,” Stacy
Witthoff begins. “Back in the
day, our church was located in a
portable on the resident’s beach,
and we’d drive directly onto the beach
to go to church. It was a totally different
environment. There was one place to go on
Friday night, and everyone would go there. It was a

very quiet beach town.”

Stacy and her brother, Scott Needles (The Needles
Group at John R. Wood Properties), remember a
small-island feel, where everybody knew everybody.
Marco Island was safe, quaint, and rustic. For two
teenagers looking to spread their wings, however,
Marco Island was lacking. “I didn’t have a whole lot
to do. The island was very small,” Stacy adds.

Both Scott and Stacy left Marco Island, only to
return to the place they have always called home.
As adults, they have come to realize how special
the place they grew up in truly is. “We have pic-
tures of us as small kids, where there are only one
or two buildings on the beach,” Scott adds. “Now,
it’s obviously different, but there are some good
things about the changes. There is a lot more to do
for younger people, there are a lot more restau-

rants, and it’s not so busy that it feels congested.”

For Scott and Stacy, Marco Island always has been,
and always will be, home. They’ve each gone on

P> cover story

By Zachary Cohen
Photos by Michelle Reed

to build their
lives — and their

careers — around

their hometown.

Beginnings: Scott

After graduating from Florida
State University, Scott moved to Orlando,

where he landed a door-to-door sales job. While
he wasn’t happy with his new job, it helped him
realize that he wanted to pursue a career in sales.
He returned to Marco Island to pick up the family
business — real estate.

Scott and Stacy’s father, Marv, worked for the origi-
nal developer of Marco Island, Deltona Corporation.
He eventually went on to found his own real estate

company, Flagship Real Estate, in 1973.

In 1995, Scott officially launched his own real
estate career, following in his father’s footsteps.

Beginnings: Stacy

Stacy graduated from Florida State University with
a degree in biology and promptly went to work for
SeaWorld. Unfortunately, she quickly discovered

it would take three jobs to support herself and
decided she desired a different path forward in life.

“As a 20-something, I thought I'd never live on Marco
Island, but after I got out of college and made a list of
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what I wanted in a career and a place
to live, everything pointed back to real

estate,” Stacy reflects.

In 1997, Stacy launched her real
estate career, and by 2000, Scott and
Stacy formed The Needles Group.
Scott and Stacy have now been work-

ing together for over two decades.

The Needles Group
“As kids, we fought as badly as any

kids could. So when we told our

parents we were going into business
together, they said, ‘No way!”” Stacy

laughs. “But overall, it’s been great.
The family trust factor is there. Sure,
we have our disagreements and differ-
ences, but in the end, we’re family. It’s

been a perfect fit.”

“I wouldn’t have a partner aside from

her,” Scott says bluntly.

For many years, Scott and Stacy ran
their business as a two-agent team
with support staff. Recently, however,
they’ve expanded to bring in a buyer’s
agent. In 2020, they closed 149 trans-

actions for over $80 million, and in

2021, they are on pace to close over

200 transactions.

So what’s their key to success? Scott
and Stacy lead with integrity, experi-

ence, and communication.

“One of the benefits of living here and
doing real estate over 20 years is we
know the market. We know the island
as well, if not better than anyone,”
Scott explains. “Communication is
the key,” Stacy adds. “Communicate
with your clients, communicate with

your peers, and take good care of

One of the benefits of
living here and doing real
estate over 20 years

is we know the market. We know the
island as well, if not better than anyone.
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Brother and sister Scott Needles and Stacy
Withoff joined forces in 2000 to form The
Needles Group and have been working
together for over two decades.



Scott and Stacy

people. If you have

good business lead with integrity,

practices, good

ethics, and let experience, and

people know

what's going on, communication.

they will appreci-
ate it. It’s harder and
harder to find that in

this business.”

Family First

Scott and Stacy have been balancing
family life with their professional
responsibilities for over twenty years
each. Scott and his wife, Deborah,
have two daughters; Diane is 21 and
Emma is 16. Stacy and her husband,
Curt, have two children as well; Ryan
is 20, and Mia is 16.

“You just have to set your parameters.

There’s more to life than working.
You have to set parameters of what
you’re willing to give to the business
and what you’re not,” Stacy explains.

“And the reward is worth it.”

As Scott and Stacy look ahead, they
both envision enduring careers in
real estate. They hope to continue to
grow their team, perhaps to the point
where they can step back and take

more time off.

“But we love what we do,” Scott
reminds us. “We’ve helped so many

people over the years. We know so

many people that we just want to con-

tinue to help.”
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Scott Needles and Stacy Witthoff are true locals; they
grew up in.Marco Island and returned to live, raise their
families, and work here. e

CALLAHAN BROTHERS

LOCAL OR LONG DISTANCE MOVING AND STORAGE
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Contact us today for a free video or in-home estimate
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FOR CallahanBrothers.com
'H{ UNJEY, 2890 Cargo Street, Ft. Myers FL 33916
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Getting a home loan
with Moore Lending

Group isn't just a - .

Brittany Moore transaction, we Tyler Moore

Producing Branch Manager ° Sales Manager
.NMLS # 824215 ConSIder you part Of NMLSH#: 1408486
Direct: 954.866.7189 Direct: 954-866-7186
Cell: 239.292.4194 Cell: 239-292-4191

BMoore@moorelend.com e aml ° TMoore@Moorelend.com
This is not a loan commitment or guarantee of any kind. Loan approval and rate are dependent upon borrower credit, collat nancial history, and prog ty at time of origination. Rates and terms are subject to change without notice. Corporate Address: 3701 Arco Corporate Drive, Suite 200, Charlotte, North Carolina

Title & Escrow | Residential & Commercial | Buyer & Seller Representation
Probate Administration | Wills & Trusts

GOODWIN LAWY, P.A.

Judgment. Counsel. Integrity.

We answer all communication in real-time, 7 days a week. RE C E IVE 1 0(70 O F F A i~
Serving Florida with offices in Naples, Palm Beach, Fort Myers, and Tampa. ;
YOUR FIRST SERVICE::

www.FLestatelaw.com et o
239-207-3403 | & |
800 SEAGATE DR STE 202 ’ NAP LES, FL 341 03 17 Years of Experience - Licensed & Insured - Trained & Accredited 3
AUTOMOTIVE DETAILING & CERAMIC COATINGS ' = ‘
Martindale-Hubbell =" @endtoend_solutions™

Martindale-Hubbell @

CLIENT CHAMPION

Super Lavwyers

814-397-6829 - endtoendsolutions.net - endtoend_solutions@outlook.com - 7225 Sanibel Blvd Fort Myers, FL 33908

P R E E M | N E N T Rising Stars
of Professional Excellence _ Nsperi smqprry corn |
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P> health and wellness

By Kalynd Parrish
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Holistic Healing at
salanced Life Center

It’s easy to get stuck in the same habits, wondering why the results never change. Life can be
hard, but it certainly doesn’t have to be — sometimes we need a little encouragement, whether
from ourselves or a helping hand from someone else. At Omni Balanced Life Center, they believe
that with a little willpower, and their variety of resources, the cycle of sameness can be broken.
With Florida becoming the epicenter for happiness, retirement, and general relocation, Omni is
highly sought after by their Northern clientele. At the considerable rate that Florida is growing
in population and popularity, Omni has seen a substantial growth in clients, as well as services,
education, and wellness offerings. Numerous medical professionals, especially those who are
trained in Western medicine, are frequently reaching out to refer clients who are in limbo in their
healing journeys. “We want to find ways to work synergistically with medical teams,” claims Jamie
Kliewe, founder and owner of Omni. Their goal is never to discredit the work of Western medicine,
but to shed light on varying forms of healing.

Omni focuses on a holistic-based approach to health
care, while working in a team environment with a
spectrum of multi-functioning members. Jamie, a Board-
Certified Holistic Health Practitioner, aims to provide
educational resources to assist individuals with their
transformative journey. Their goals are centered around
client willingness in the areas of mental, physical,
emotional, and spiritual health. The energy centers of
the body hold the power to elevate overall well-being, as
long as the client is willing. Similar to dieting, working,
and breaking or making habits, the work has to be put

in — which can be simple or difficult, depending on the

client’s mindset.

Omni says they operate on the Christ-centered core
values of Truth, Love, Grace, Mercy and Compassion,
and that their healing center was created to “demon-
strate the Omni-present, Omni-potent, and Omni-scient
characteristics of our Divine Creator of the Universe.”
These beliefs have their taboo... but Omni is demysti-
fying the Divine in practice at the human level to help
those who are seeking enlightenment and answers from
within — especially as they relate to personal health.

It is their contention that we have the power inside of
us to completely rewire our thought processes that are
systematically societal and nurture-driven. “Education
and outreach are so important,” according to Jamie,
“because the public is able to gain awareness on topics
that are otherwise foreign and/or misleading. As these
holistic practices gain more attention, with successes
and statistically proven results, the community bonds on

a deeper, more spiritual level.”

Each and any of the following services, provided at

the Omni Balanced Life Center, are recommended
according to the client’s individual well-being journey:
Acupuncture, Bemer Mat Therapy, Biocharger Therapy,
Biocommunication Scan, Biofeedback, Chiropractic,

Clinical Skincare, Far Infrared Sauna, Foot Detox

Bath, Functional Healthcare, Lymphatic Drainage,
Omni School of the Spirit, Perception Reframing,
Reflexology, Therapeutic Massage, Ultrasound
Therapy, and Wellness Coaching. These modalities are
recognized to realign blockages that might be in the
mind, body, and spirit.

For example, biofeedback is measured using the
L.LLF.E. system to assist in achieving stress manage-
ment, muscle relaxation, and preventative health care.
The L.I.F.E. system attempts to identify and record
subtle, informational “stress potentials,” provided by
the client during the initial assessment procedure.
Their goal is to pinpoint these daily stressors and alle-
viate where the blockages are occurring. Acupuncture
is another form of stress relief in the nervous, vas-
cular, immune, muscular, endocrine, digestive, and
reproductive systems. It is known to aid vital bodily
functions and improve anxiety, depression, allergies,
carpal tunnel, fatigue, headaches, and many other
health dysregulations.

Omni offers free, 30-minute consultations to help
clients determine which service(s) will best suit their
needs. To learn more about alternative healing or
their services, call Omni at 239-234-1608 or visit them

online at www.OmniNaples.com.

Kalynd Parrish grew up in Naples,
Florida. After a 10-year, soul-
searching absence, during

which she graduated from the
University of Kentucky and found
peace with her own wellness journey,

she is thrilled to be back in The Sunshine State. Kalynd
has a love of disco and all things sparkly, an interest

in rescue Dobermans, and reports on health and
wellness topics in Southwest Florida and nationwide.
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I N S TA G RAM ' WHY AREN'T WE ALREADY A PART OF YOUR REFERRAL NETWORK?
We can coordinate with northern agencies on behalf of clients to
® = facilitate seamless coverage between Florida and other states as needed.

HOMEOWNERS | CONDO | SECOND HOME
| FLOOD | HURRICANE | MUCH MORE!

swilrealproducers

For a timely and complete response to your
questions, concerns and requests, give us a call!

(239) 596-3177 | www.responsiveinsurance.com
2950 Immokalee Rd, Ste 4 Naples, FL 34110
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ME MORE!

REAL ESTATE & COMMERCIAL PHUTUGRAP

Serving Naples, Marco Island, Bonita Springs, Fort Myers, | IS ,
Estero, Cape Coral and all of Southwest Florida. =yl i ' s AN

ol . i
SERVICES SW sunservicessw.com | 239-285-5320 { PP :

REAL ESTATE PHOTOGRAPHY Jon@SunServicesSW.com Want a copy of your article or full FREPRINTS!

. . What the heck is a reprint? A reprint is a four- or eight-page
magaZ|neS that you were featu l‘ed |n? bound, printed piece on magazine-grade paper with your full

article — and you on the cover.

WHY DO | NEED THOSE?

These reprints are a professional marketing

NAMI Collier County’s mission is to

tool that can help brand you, your team and/or

your business.

improve the quality of life
for individuals and families
AFFECTED BY SERIOUS MENTAL ILLNESS

* 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

through education, support, and advocacy.

2 NAMI

National Alliance on Mental lliness

—— -
4 \""\ Collier County

namicollier.org

(239) 260-7300 | info@namicollier.org
n 6216 Trail Blvd., Bldg. C, Naples, FL 34108

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 partner, or fam-

ily. Anyone who wants to promote you.

HOW DO | ORDER?
Email andrew.regenhard@realproducersmag.com or give us a
call at 239-290-0692.

\
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BRING YOUR WEBSITE TO LIFE!

Your business should be

. bringing in more leads
,’\‘A‘Z"SE EES&?CTS but your website is

holding you back!

www.digitaln2.com

GO THE EXTRA MILE

Corrafilm is a Personal Branding and Production Company"“ '
that works closely with Real Estate Agents to
grow thejr audience on Social Media Platforms.
r!i b, -

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

’
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VOTED #1

BES'T euotocrarHer

Potential buyer's opinions, impressions, and decisions are based on what ’h\
they can actually see. Therefore, visually engaging them is of upmost R EA LTOU RS

IMPoriance '::,.:I_Ir QWO 'd winning services ensures your EIS!‘I:‘?Q receives more

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

239.464.7969

SCHEDULE ONLINE
RealToursSWFL.com

PHOTOGRAPHY AERIALS 30 TOURS VIDEQS FLOORPLANS
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PANTHER HOME
L) INSPECTION

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.

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

(239)389-0996 * www.pantherhomeinspection.com @

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

office@pantherhomeinspection.com

INSURED
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Let me help you and your clients with
their Home Financing Needs!

Specializing in the following Loan Programs:
Conventional | FHA | VA | Jumbo Loans CONSTRUCTION INC.

Eric & Christl Ramirez
Fully licensed and insured

certified general contractor

Danielle Damianov FAMILY OWNED & OPERATED

Producing Sales Manager — 3 == e B
VISIT OUR MODEL HOME AT 85 e . B AR
OTH AVE NW NAPLES, FL 34120 e 5

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

239-304-0516 €@ WWW.LARAMCONSTRUCTION.COM

FOR CUSTOM HOMEBUILDING!

24301 Walden Center Drive

d oo FINANCIAL

X & Bonita Springs, FL 34134

NMLS ID: 883539
Licensedin FL, CA& MA

Licensed in Florida, California & Massachusetts - State License Numbers: CA - CA-DBO883539, FL - LO33886, MA - MLO883539
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Gold Star

Mortgage Financial Group

-JOSH LUND

-10% DOWN - ONE TIfﬁE'CLDSE
CONSTRUCTION!

DIVORCE CASH OUT TO 95% LTV

JUMBO TO 95% LTV

J (]Sh L““d | Branch Manager | NMLS #387408
Gold Star Mortgage Financial Group | NMLS #3446

P: 239-478-5783
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