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949-481-2501 • www.coastalinspection.us
28241 Crown Valley Pkwy., Ste. F432 • Laguna Niguel, CA 92677

Call, Text, or Visit Our Website to Get Your FREE Quote!
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1-800-794-3075

We specialize in:
Residential Purchases

New Home Sales

Foreclosure Sales

Commercial & Industrial Real Estate

Probate

Manufactured/Mobile Homes

Refinances

Investment Properties

Relocations

Real Estate Owned (REO)

Short Sales

Vacant Land

ESCROW
OPTIONS GROUP

Everything we do is with an integrity based approach!

EscrowOptions.com

EXPERIENCE
THE BEST OPTION

24 HOUR ACCESS TO
TRANSACTIONS

ELECTRONIC
DOCUMENT SIGNING

MULTI-LINGUAL
OFFICERS & STAFF

INDEPENDENT
ESCROW COMPANY

SSAE CERTIFIED AND
SOC COMPLIANT



6 • December 2021 South Orange County Real Producers • 7@realproducers realproducersmag.com

OR KNOW SOMEONE WE SHOULD FEATURE?

WANT TO BE FEATURED AS A

RISING STAR?

• Five years or less in the business

• At least $5 million in sales in one calendar year

• Active on social media

For more information, to nominate, or 

to request to be featured, please email 

michele.kader@realproducersmag.com.

Cover photo courtesy of Jason Wallis.
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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

these businesses and thank them for supporting the REALTOR® community!
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Licensed & Insured

Expertly Trained

Packing & Crating Services

Referred by interior designers, 
antique dealers, property 
managers, and real estate 
agents throughout 
Southern California

Excellent Reputation

Low-Cost Packing Materials

Modern Equipment & Trucks

Storage Available

FREE Estimates

COSTA MESA 
MOVING COMPANY

(714) 241-1673
2614 S Oak St • Santa Ana, CA 92707

CostaMesaMoving.com
info@costamesamoving.com

What to Expect From Us

Brian Case
3607 S El Camino Real

San Clemente, CA 92672
O	ce: (949) 716-3643

Fax: (949) 498-7817

TUSTIN

Professional Service, Unwavering Integrity
An Escrow Team You Can Trust

WWW.CORNERESCROW.COM
IRVINE LAGUNA BEACH LAGUNA NIGUEL CARLSBAD MURRIETA BEVERLY HILLS LAGUNA WOODS

George Delgado
Account Executive

949.668.2447
George@cornerescrow.com

Katie DiCaprio
Chief Marketing/Operations O cer
949.303.0515
Katie@cornerescrow.com

We have the knowledge to 
navigate through any unforeseen obstacles.

PARTNER WITH US & GIVE YOUR CLIENTS PEACE OF MIND

Ellen Buchanan
Editor

Michele Kader
Owner/Publisher 

(949) 280-3245
michele.kader@

realproducersmag.com

Thomas Pellicer 
Event Photographer 

Yaneck Wasiek 

Photographer 
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Bodie Kuljian
Photographer

Together Creative

Tyler Bowman  
Media and Video

Alex Regueiro
Social Media Manager

Heather Johnson
Account Manager/

Ad Strategist

M E E T  T H E

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

S O U T H  O R A N G E  C O U N T Y

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

If you are interested in contributing or nominating REALTORS® for certain stories, please email us 
at michele.kader@realproducersmag.com.
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A NOTE

Well, we’re past Thanksgiving and 
have just a little while to digest 
before all the holiday food comes at 
us again. Haha! I guess my diet starts 
in the New Year...
 
The holidays are a time of giving, no 
matter which holiday you celebrate, 
and for being grateful to all the special 
people in our lives who have given 
so much to us. I can tell you, I’m so 
grateful for all of you. Thank you for 
helping make 2021 an amazing year of 
growth and success for South Orange 
County Real Producers!
 
And thank you all for coming to our 
awesome quarterly event at BLK 
Burgrz at the end of November. 

It was another event to remember, 
that’s for sure! Be sure to check out 
photos from the event on Instagram 
(@southocrealproducers) and in 
next month’s issue.
 
Have a great rest of your holidays. 
I can’t wait to see everyone in 
early 2022 as we embark on yet 
another crazy, wonderful year!

Sincerely yours,

Michele Kader
Owner/Publisher
South OC Real Producers
(949) 280-3245
Michele.Kader@realproducersmag.com

Dear Real Producers and Valued Partners,

FROM THE PUBLISHER
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Let The Smith Group
Show You How It
Should Be!

I wish I knew
more about the

process of purchasing
a home....

Can we close 
on time?

Christopher Smith,
Branch Manager

 949-535-1821
www.mortgageonehomeloans.com

Christopher.smith@gomortgageone.com

Family Owned & Local Direct Lender |  NMLS#: 898812

Getting a Home Loan 
Can Be Confusing...

Can I Be
Approved for

a loan?

What are
closing costs?
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Happy 
gifting!

One of the best ways to stay remembered, long after the 
closing, is to give a unique and memorable closing gift 
that thanks the client for their business and hopefully 
will remind them of you fondly, and even be something 
over which they can brag about you — their amazing, 
trusted adviser who helped them into the fabulous home 
they’re now enjoying. It’s somewhat surprising that not 
all agents give closing gifts... They probably should. It’s 
an easy way to say thank you, and the cost is a market-
ing investment worth making.

A great closing gift should check off all or most of the 
following boxes:

•  Long-lasting — Food and beverage gifts, while nice 
and appreciated, aren’t going to be around long. You 
want your gift to have staying power.

•  Memorable — Every time your clients see your gift 
should make them think about you.

•  Relevant — Some thought should go into your gift 
so that it’s not something that ends up being thrown 
away or put in storage. Your listening skills go a 
long way here in deciding what would be appro-
priate for this client or all your clients if you give a 
signature gift.

•  Useful — If your gift is something your clients 
will use regularly, all the better. This increases 
the number of times they’ll be thinking of you and 
keeps you top of mind.

•  Can be used or shown around others — What could 
be better than having one of your client’s guests 
remark on your gift and ask where it came from? 
Gifts that are proudly displayed or put to work 
during get-togethers get noticed.

•  Unique — A remarkable gift shows you put some 
thought into it and that thoughtfulness gets noticed.

•  Enjoyable — Good vibes around your gift is import-
ant for achieving the effect you want.

•  Timely — At closing is the best time to cement the 
good vibes between you and your 
client. The first few days in 
their new home can also 
work; just don’t 
wait too long and 
miss your oppor-
tunity to capital-
ize on the glow 
of excitement at 
move-in.

Here are some great closing gift ideas that can help 
make you unforgettable:

•  Liquor decanters — Don’t give a bottle of wine 
or liquor. Sure, they loved it … but once it’s been 
consumed, it’s gone and so is your marketing effort. 
Giving a decanter ensures your gift sticks around.

•  Wine tree — If you must give wine, doing so in an 
artsy wine tree is unique and memorable, and the 
tree will be around long after its original occupants 
were enjoyed.

•  Drink coasters — These are excellent for engraving. 
Put their names on them, not yours.

•  Unique glassware — A useful, everyday gift that 
should get a lot of play.

•  Bar or serving tray — Used occasionally or every 
day, trays are a great gift to have engraved.

•  Painting or wall art — A great piece of art that gets 
displayed will get lots of positive feedback ... which 
means your name will come up often.

•  Custom return address stamp — These may not be the 
most expensive gifts but will be used again and again.

•  Spice rack — Make it a nice one they’ll want to display.
•  Stylish kitchen gadgets like electric wine openers 

that will be used time and again.
•  Branded items like tumblers, cutting boards, Cutco 

knives, and golf accessories — make sure anything 
branded is a high-quality gift so the branding doesn’t 
come off as cheesy. Engrave with their names on it 
too and make yours smaller and unobtrusive.

•  Gifts unique to the particular client — This shows 
you’ve really paid attention and are giving a gift from 
the heart, which always makes a lasting impression.

Most of you are already giving closing gifts. As we close 
out the year, it’s a good time to reflect on whether your 
current closing gifts are wowing your clients the way 
they should be and having the most positive impact. If 

not, it may be time to shake things up in the 
new year and come up with a gift to thank 

your clients that is impressive … and 
uniquely you.

topics in real estateGiving a Great
By Ellen BuchananCLOSING

GIFT
Successful REALTORS® understand that the real estate business is 
relationship-based. That’s why so many of the very top producers 
aim to have a highly referral-based business. A successful agent has 
built a lot of goodwill along the way, and word of mouth and great 
referrals can power their business far into the future.
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Providing Quality Home Inspections
Throughout Southern California

Licensed General Contractor since 1998
Member - OCAR Orange County Association of Realtors
Member of both ASHI and InterNACHI

10% OFF
for Active Duty

Military &
Veterans

Over 10 years in home
inspection experience

PreferredInspects.com

Call Today To Schedule An Inspection
(714)323-1345 or (949)234-7125
jerry@preferredinspects.com

SMART
ADVICE 

EASY
PROCESS 

SUPER
SPEED

We are dedicated
to finding innovative

solutions and
technologies that
simplify the often

complicated
lending world. 

ALL IN • DRIVEN
APPROACHABLE

949.554.2616  • lend.us/krudrud
2755 Bristol Street, Suite 295 | Costa Mesa, Ca 92626

 

Kevin Rudrud
Executive Loan Advisor

Producing Branch Manager 
NMLS # 335381

LendUS, LLC - NMLS ID #1938 l Licensed by the Department of Financial Protection and Innovation under 
the California Residential Mortgage Lending Act l AZ #BK0940683 l www.nmlsconsumeraccess.org 

NV Mortgage Company l WA #CL-1938 l 21L017 l Equal Housing Opportunity 
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ACQUELINE
thompson

cover story
By Dave Danielson

Photos by Jason Wallis

passion for 
the profession
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L
Jacqueline, a REALTOR® focused on the ultra-luxury 
niche with the Jacqueline Thompson Group at Surterre 
Properties, has a true passion for the profession. “When 
I do something, I really tackle it with a laser focus. I’m 
very passionate about it,” she emphasizes. 
 
“The most important thing for me is giving quality ser-
vice. I love working with people. I think that’s key to my 
success. One of the reasons why I’ve always been very 
good at sales is because I begin by putting the needs of 
people first.”
 
Finding Her Own Path 
Jacqueline earned her real estate license 16 years 
ago. Before that, she had taken a different path in life. 
Jacqueline graduated from USC and began her career 
as a business consultant for one of the nation’s Big Five 
accounting firms. In time, she realized she was ready for 
a change. She remembered earlier experiences she had.
 
“During college, I had worked at Nordstrom in sales. 
Through that process, I had several clients mention to 
me that they thought I would be good in real estate,” she 
recalls. “After I left corporate America, I took time off 
to think about what I really wanted to do. My husband 
reminded me that I was really good in sales and that I 
should think about real estate.”
 
Jacqueline looked into it, earned her real estate license, 
and began working with a broker. It didn’t take long for 
her to realize that she had made the right decision. She 
quickly became the number 1 agent in the firm. Thirteen 
months later, after gaining experience, confidence, and a 
solid foundation in the business, she made the decision 
to go out on her own.
 
Remarkable Results
Since getting her start, Jacqueline’s record of achieve-
ment in the industry has been truly remarkable. In fact, 
during the course of her 16-year career, she has already 
amassed over $1.5 billion in sales volume. 

Leaders come in all forms and bring a 

range of qualities to life and business. 

But one of the common traits they 

share is a sense of commitment … of 

going all in. One leader who exhibits 

this quality is Jacqueline Thompson.

“This year [as of October], I sold over $335 million, and 
I do it all by myself,” she says. 
 
That level of achievement requires a rare level of 
passion. “I am very hands-on with my work. I do the 
negotiations, the contracts and I also go to the showings. 
I think one of the parts of my work that I really like is 
the fact that I love a challenge,” she smiles. 
 
“I love the whole process of getting to know my clients 
and then having a chance to work through the negoti-
ation process. It can be very difficult, but I enjoy that 
process of working through a situation where each side 
has its own agenda and being able to work through it 
and put a deal together.”
 

I am very 
hands-on 
with my 

work. I do the 
negotiations, 
the contracts, 

and I also go to 
the showings.

Jacqueline Thompson and her husband, Bill.
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A Wonderful Life
Away from work, Jacqueline’s world is made 
richer by family, including her husband, Bill. In her 
free time, one of her favorite things to do is enjoy 
unwinding with him at home.
 
She also has a heart for helping others and giv-
ing back to the community. One of the efforts that 
Jacqueline has become involved with is helping to 
raise awareness for, and supporting the development 
of, a new 144-bed medical facility at the University 
of California in Irvine. She and Bill also donate to 
Saddleback Church.
 
As Jacqueline reflects on her growing business, she 
offers advice to others who are looking to take the 
next step forward through real estate.
 
“The first thing I would say to someone is to find 
what’s important to you. If you want to succeed 
in real estate, it takes 24 hours a day and 7 days a 
week. Pick an area that you want to be an expert 
in, get to know the area and the people and make it 

your farm so that you can know everything you 
can about that,” she explains. “Also, remem-
ber to return every call, email, and text the 
same day. I think that’s very important. In 
sales, time matters. Time is money. If you 
don’t call back, you risk losing that person.”
 
Vision and Belief
Leadership requires vision and belief. Those 
were two elements that Jacqueline definitely 
put together from the start of her career in 
the industry. “When I came to Newport in the 
beginning, I knew I wanted to be at the top of 

my game. I set out to do that. I wanted to be 
professional and be on my A game to be able to 

make it in the ultra-luxury market,” she says.
 

“When I came here and got into real estate, I had 
no connections or friends, and I wasn’t a member of 
a club. However, I had my drive and a strong passion 
to be very good at what I planned to do. That’s what 
it takes,” Jacqueline emphasizes. 
 
“If you are willing to work hard and you give quality 
service and you’re smart about it, you can do it. I 
really believe that if I can do it, anyone else can do 
it too. It was about hard work. I was lucky that 
I met people who recognized my hard work and 
gave me a chance.”
 
Congratulations to Jacqueline Thompson. Each 
day, she puts her unwavering passion for the pro-
fession to work on behalf of those around her.

Jacqueline Thompson’s 
team at Surterre 
Properties is focused on 
the ultra-luxury market.
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L ISA DOHERTY
Certified Advisor of Personal Insurance
Executive Vice President, Director of Private Client Services

WGBPRIVATECLIENT.COM

Want to know how homeonwers insurance 
can help close a real estate transaction?

Give Lisa a Call!

S P E C I A L  S E R V I C E S
You can expect more from WGB’s Private Client Services team. 

More insight. More risk management. More services.

Successful Individuals and Families  |  Luxury, Custom Estates  |  Investment Properties
Course of Construction  |  Valuable Collections  |  Automobile  |  Excess Liability  |  Watercraft and Yacht

Nationwide and international capabilities  |  Family office  |  Wildfire mitigation and protection*
*Available at certain policy levels

P E R S O N A L .  C O M M E R C I A L .  H E A L T H .  E M P L O Y E E  B E N E F I T S
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How to Sell Way More Homes

with 2 KEY HIRES!
By Robert Mack

do it as well as 
you can. I was 
that way until I 
found the right 
people, and over 
time, I learned 
that anything is 
possible with the 
right people.

A team doesn’t 
have to be huge. 
It can be two 
people because 
anything is better 
than doing this 
by yourself. 
Those agents 
who already run 
a successful team 
know all this 
already, so today 
I’m talking to the 
solo agent — the agent who has a big heart, strong work 
ethic, is motivated for more, but is killing themselves 
working around the clock to make it happen with no 
opportunity to grow and a poor quality of personal life. 
That’s no good.

As a solo agent, you’re expected to do a lot more than 
sell real estate, right? Seventy-five percent of what we 
do doesn’t even require a license, so why are we doing 
it? We’re doing it because we either don’t know or we’ve 
convinced ourselves that we can’t afford it, so we give up 
and go on autopilot. I know, because that’s what I did.

Preparing paperwork for clients to sign, creating mar-
keting materials, uploading listings, scheduling appoint-
ments, breaking down offers, checking your emails ... 
takes hours! When are we supposed to prospect for new 
business, show homes, or go on listing presentations? 
Geez, doesn’t it sound like a dream to have an assistant 
in your office who you can count on and call to ask for 
help? I hope it does ... so let’s dive in.

There are two key hires for a solo agent looking for 
growth wants to focus on:

1. EXECUTIVE ASSISTANT. This is always the first and 
toughest hire, especially if you’re a micromanager. It 
will force you to step outside your comfort zone and 
bring someone in to help you with all of the things 

you don’t want to do. Literally, it’s that easy. 
So spend one week and audit your days. 
Write down everything you do for five days 
and associate a timeframe to it. You’ll find 
that most of your day is filled with non-in-
come-producing activities ... so guess what? 
Once your list is complete, go through it and 
identify all of the tasks you no longer want to 
do if you had the right assistant. These are the 
job description for your new assistant.

Yeah, you have to put an ad out, yeah, you 
have to interview, hire, train, etc., but the 
short-term pain will bring long-term pleasure 
as soon as your new assistant is up and run-
ning. And voila! You now have hours back in 
your day to focus on income-producing activ-
ities like prospecting, scheduling appoint-
ments, going on appointments, and negotiating 
offers, because nothing else matters. Once you 
are able to focus on the highest and best use 
of your time by leveraging yourself with a tal-
ented assistant, you’ll not only be able to scale 
your business and sell exponentially more 
homes, but your clients will have a better 
experience, which will lead to more referrals, 
and you’ll be able to have a life outside of 
work. A great assistant is the ultimate game 
changer and is grossly underrated!

Real estate has flexible hours and big pay-
checks! Isn’t that what everyone thinks as 
they optimistically enter one of the toughest 

industries on the planet? The average person — 
and even most agents — has no idea what has to 
happen on the back end of a real estate agent’s 
business to actually be profitable. We all know 
what it’s really like!

In 2021 and beyond, the consumer expects per-
fection, especially if they are going to pay you 
the commission fees you charge. They want the 

process to be streamlined, predictable, and has-
sle-free. They expect the highest level of service, 
they want you to be available all the time, and they 
want it NOW!

It is literally impossible to build a scalable and prof-
itable real estate business all by yourself, especially 
if you’re trying to have a life too. We got into real 
estate because of its flexible working environment, 
and flexibility is an option with the right strategy 
and a team effort! Yes, I said it, team effort, for all 
you micromanagers who don’t think someone can 

 Have a Great Life&
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Robert Mack has been helping home buyers and sellers in OC for nearly 16 years. 
After nine years of spinning his wheels, working long hours, and still not making 
progress, he realized that the only way to serve his clientele at the highest level 
and to have a life was to build out a team and a predictable process. Today, the 
Robert Mack Group consists of founders Robert and Tania Mack; an operations 

manager, Kristy Dunkel; a virtual marketing/content/social media manager; full-time, 
in-house TC, Anne; full-time client concierge, Zach; and three full-time sales associates, 

Ryan McMillian, Christian Darnas, and Monce Carrasco. The Robert Mack Group is always 
on the hunt for talented and committed individuals interested in a real estate career 
because they know a team will always outperform an individual.

2. SHOWING 
ASSISTANT. Most 
solo agents with a new 
assistant may not have 
enough business coming 
in to bring on a full-time 
buyers agent, however, 
I will go out on a limb 
and assume that if you’re 
reading this, you don’t 
love spending five hours 
of your day driving 
around to different cities 
showing your buyers 
homes. We have shit to 
do; we don’t have time to 
be a driver … and that’s 
where the showing agent 
comes in.

A showing assistant 
will help you serve your 
demanding buyers at a 
higher level while ensur-
ing you still net what you need to continue to build your 
profitable business. Having a showing assistant (ideally, 
licensed) is a great way to buy back your time while 
“always” being available to your clients. A typical buyer’s 
agent may have a 50/50 split with a team leader, whereas 
a showing assistant may only get paid 10 to 15 percent of 
the gross commission since they are only showing homes 
and aren’t responsible for paperwork. That’s your job, 
hence the smaller split (unless you took my advice and 
got yourself an assistant, and that’s where the magic hap-
pens because now the showing assistant can work with 
your assistant to write up the offers too).

No one teaches us this stuff. We get 
our license, we hang it at a broker, and 
we’re expected to be excellent. Stop for a 
moment, think about your business, and 
consider who you need to bring on your 
team to make sure you are producing the 
volume of sales you want, serving your cli-
ents at the level they expect and deserve, 
and having a quality of life worth living. 
Together, everyone achieves more!

Orange County’s Finest Escrow Agency

Over 300 years of industry experience!
Contact one of the top escrow companies in Orange County today!

949-305-0888 | theescrowsource.net
27611 La Paz Rd Suite D, Laguna Niguel, CA 92677

I am a Sales and Management 

professional with over 20 years of 

experience.  My enthusiasm for 

helping others along with customer 

service talent help me connect with 

clients and provide them with the 

best service possible.

• Sales and Management

• Customer Service and
follow through

• Teamwork

• Flexibility

• Problem-solving

• Enthusiasm for
helping others

Nevine Girgis
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3130 S Harbor Blvd Ste 210 | Santa Ana, CA 92704-7949
949-503-8475 | mlopez5@farmersagent.com

FarmersAgent.com/MLopez5

License # 0N01582

Ready to deliver personalized service
and support to you and your team.

Mya Lopez

Ask about our Free Agent Classes including AB-38 | Email April@SDinspect.com

Always CDC Compliant. 

SDinspect.com 
(800) 232-5180

Helping Agents Save Time Since 2004

Check out our Podcast: Real Estate: Uncovered | Podcast@SDinspect.com

24/7 online scheduling or call our fully sta�ed o�ce 

Same-Day report with onsite review 

Use our easy Request for Repair builder right from our reports 

Sewer Scope, Mold, Roof & Pool Inspections 

Thermal Imaging, 4/90 Guarantee & Roof included on every inspection
Optional 3rd Party Repair Quotes in 24 hours based on our reports
InterNACHI Certified Inspectors trained at our Headquarters

1,300+ Google Reviews & 560+ Yelp Reviews 

C R E AT I N G  A  C O M FO RTA B L E ,  C AS UA L  ST Y L E  T H AT  W I L L  H E L P  YO U  S E L L  YO U R  H O M E !C R E AT I N G  A  C O M FO RTA B L E ,  C AS UA L  ST Y L E  T H AT  W I L L  H E L P  YO U  S E L L  YO U R  H O M E !

Home Staging 714-655-9705
949-290-4055
WWW.STRAWANDCLOVER.COM
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rising star
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By Dave Danielson

Each of us is surrounded by poten-
tial … by the possibilities of what 
our future could be. Unlocking that 
potential begins with taking positive 
action. That’s something that Amy 
Gardiner excels at. As a REALTOR® 
and auction specialist with Coldwell 
Banker Realty, Amy truly makes the 
most of each moment.

Throughout her life, Amy has consis-
tently achieved results at a high level 
with her competitive spark, relentless 
follow-through, and willingness to 
put in the work. “Growing up I was 
an athlete,” she says. “And as I got 
older, I played Division I basketball at 
San Jose State. “That’s where I met 
my husband, Andrew. He was from 
New Zealand and played basketball 
there also.” In 1995, Amy and Andrew 
moved to Andrew’s home country 
of New Zealand. She immediately 
immersed herself in Kiwi culture, 
including playing and coaching in the 
Women’s National League. 

Photo by Bodie Kuljian

In time, Amy’s basketball career ended. She 
was drawn to sales and started in the car 
industry selling Chrysler Jeep and become 
a top salesperson there for four years. 
“I loved that experience,” she smiles. “It 
taught me so much about sales and interact-
ing with people in a deal. You have such a 
short time to build trust, provide a solution, 
and do a deal. That stint in car sales made 
me so good in sales and negotiation.” Amy 
later went on to sell investments and insur-
ance for a large company in Wellington, 
New Zealand.

From a very young age, Amy had developed 
a gift for communicating with and reading 
people. “Negotiating has always been one 
of my strong suits,” she explains. “I think 
a big reason is the fact that I was nearly 
deaf until I was 6 years old. Because of 
that, I really had to learn how to read body 
language and lips. It made me ultra-sensi-
tive to people’s demeanor, and it made me a 
natural communicator. It helped me develop 
really focused listening skills.”

AMY

TAKING A NEW PATH

As Amy and Andrew started their 
family, Amy returned to University in 
Christchurch, New Zealand, studying 
business commerce. After having 
her second child, Amy was ready for 
a new career direction. “My mom 
suggested that I give real estate a try, 
as she herself was a Realtor in Norco, 
California. I could see how happy she 
was starting her career later in life,” 
she says. “It was something I always 
wanted to try, and her encourage-
ment was definitely motivating.”

Amy wasted no time. She took 
action and dedicated herself fully. 
The results were remarkable. In 
fact, within her first month, she had 
12 listings. “From being an athlete 
and having a natural drive to push 
myself, I didn’t know how to not try 
to be the best I could be, so I was 
able to perform at a high level early 
on,” she explains. “New Zealand and 

Photo by 
Bodie Kuljian
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Australia are very auction-driven. It was 
such a high for me. I was able to use those 
skills of being super-sensitive to people and 
became very strong with auction work.”

After just four years in the business, Amy 
took the next step and opened her own bro-
kerage with some business partners in 2008. 
She owned and managed this business very 
successfully until she sold it in 2014 follow-
ing the birth of her third child.

“It was a really high-performing team. We 
had a smaller team, so it really allowed me 
to do the coaching and sales management, 

which I love, and it also gave me the oppor-
tunity to still sell a bit,” Amy says. “I’ve been 
able to work in a lot of facets of the business, 
so I understand it from being a new agent to 
being a broker/owner. Having that full range 
of experience allows me to see at both the 
micro and macro levels.”

RETURNING TO AMERICA

Eventually, Amy and Andrew decided to 
move back to the United States. “Since 
the children have dual citizenship in New 
Zealand and the United States, we wanted to 
give our children some experiences here and 
moved back to the U.S. in 2016,” she says. 

Connecticut; 17-year-old son Asher, who is a senior in 
high school and plays basketball and football; and their 
9-year-old son Mason. “My family is everything that I 
work for,” Amy says with a smile.

In their free time, Amy and her family lead a very 
active life. As she says, “We are very sports driven. If 
we do have spare time, we are probably at a sporting 
event. We enjoy going back east to see my daughter 
play volleyball. And Asher has also had four or five 
college scholarship offers for basketball.”

Amy and Andrew are both coaches for the San 
Clemente High School basketball teams. They also have 
a passion for giving back to the community. One exam-
ple was a Thanksgiving meal event that Amy organized 
last year, working with area teenagers to make and 
assemble meals and then providing them at drive-
through points to area residents.

TRUSTED RESOURCE AND FRIEND

As Amy considers the experiences she has had over 
her 20 years in the industry and the goals in front of 
her, she reflects on the times that are the most reward-
ing. “We sometimes work with people who are in dif-
ficult situations. During those times, I like being there 
to sympathize with them, to be a counselor, and to help 
them realize that they aren’t alone and they will get 
through it,” she emphasizes. “For me, it’s about being 
able to be there in those moments and make a situation 
better for someone. That’s what I love the most.”

In return, Amy’s clients appreciate the fact that they can 
count on her. In good times and trying situations alike, 
they trust that Amy Gardiner will be there … helping 
them make the most of every moment and opportunity.

The Gardiners have a lot of fun as 
a family and rarely take a serious 
photo (from right to left: Amy, 
Andrew, Mason, Asher, Ella).

MY FAMILY  IS 
EVERYTHING 
THAT I WORK FOR.

Amy worked with Harcourts 
Real Estate in New Zealand, 
and when she and her family 
returned to America, she 
became their auction spe-
cialist in the San Diego area. 
She excelled at the role for 
three years and completed 
over 500 negotiations over 
hundreds of auctions she 
was managing throughout 
Southern California.

Amy wants to acknowledge 
the support of her family and 
friends in New Zealand and 
here in the U.S. “It is never 
easy immigrating a whole 
family across the globe, and 
the move back to the U.S. did 
not come without its major 
hurdles,” she says. “If it 
weren’t for the constant love 
and support, I certainly don’t 
think I would be sitting here 
doing this interview for this 
incredible magazine.”

Today, Amy is focused on 
building her own business. 
“So much of my real estate 
life has been about helping 
other people’s business, 
which I’ve enjoyed. It’s very 
natural for me to coach, 
assist, and build up other 
people. Now, I’m focused 
on building Amy Gardiner 
as a brand and business,” 
she says. “I’m getting some 
good momentum with that. 
Coldwell Banker, as a com-
pany, has fantastic people 
and tools, so that has made it 
easy to plug and play.”

LIFE’S REWARDS

Away from work, Amy 
cherishes time spent with 
Andrew and their three 
children: 19-year-old daugh-
ter Ella, who plays volley-
ball and attends college 
at Fairfield University in 

Photo by Bodie Kuljian

Amy Gardiner
spent 20 years

in New Zealand
before returning to

Orange County. (Photo
by Bodie Kuljian)

IT’S ABOUT 
BEING ABLE TO 
BE THERE IN 
THOSE MOMENTS 
AND MAKE A 
SITUATION BETTER 
FOR SOMEONE.
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all things that will help you 
relate with and connect with 
potential clients.

Spend a little time as the year 
is coming to a close to get your 
LinkedIn profile geared up and 
ready to go for 2022.

Christina Daves
PR for Anyone®
Christina Daves 
is the founder of 
PR For Anyone®. 
She has trained 
thousands of real 
estate agents in gaining visi-
bility by using traditional and 
social media together for maxi-
mum effectiveness. Agents she 
has worked with have appeared 
in national magazines, news-
papers, radio, television, and 
blogs. Book your free business 
strategy session with Christina 
at www.ChatWithChristina.
com, and learn more about her 
at www.ChristinaDaves.com.

Whether you are an active user or 
not on LinkedIn, you want to opti-
mize your profile. The reason is that 
LinkedIn has such powerful “Google 
juice” that when someone puts your 
name into Google, it’s very likely that 
your LinkedIn profile will come up as 
one of the first search results. That 
might be your only opportunity to 
make an impression on a potential 
buyer or seller. That being said, let’s 
get your profile looking great!
 
1.  Put in a header photo that is 

aligned with your brand. If you 
sell luxury homes, put that type 
of image. If you sell condos, 
don’t show a luxury home kitch-
en. It’s off-brand, and you will 
confuse people.

2.  Make sure your headshot is 
professional. Remember, this 
isn’t Facebook. Don’t use a 
picture with your kids (unless 
your branding is “The Family 
REALTOR®.”) And don’t use a 
happy-hour shot. LinkedIn is a 
professional business platform. 
Speak its language.

By Christina Daves

Optimizing Your 
LinkedIn Profi le  for  2022

MASTER THE MEDIA

3.  Don’t list your title as, for example, “Top 
Producing Realtor.” Think in terms of 
“what’s in it for me.” Tell people what you do 
for them. “I help new home buyers find their 
dream home while keeping cash in the bank.”

4.  Make sure your “About” section is in the 
first person and address the “What’s in it 
for me?” What do you do for the people 
you work with? What is your secret sauce? 
Make sure you include relevant keywords 
here. Use emojis to make things pop. Al-
ways include your cell phone number.

5.  The “Featured” section is a great place to 
put videos, PDFs, or eBooks about what you 
do. This is prime real estate on LinkedIn. 
Don’t miss out on this opportunity.

6.  Ask for recommendations. Every time you 
work with a lender, title company, buyer, or 
seller, if you are connected on LinkedIn, ask 
them for a recommendation.

7.  Fill out the rest of your profile as complete-
ly as possible. Remember, real estate is a 
referral business. You might connect with 
someone from high school, college, or a 
former company you worked for. These are 949-454-0508  •  AMERISPEC.NET/WOODFORD

THE AMERISPEC DIFFERENCE INCLUDES:THE AMERISPEC DIFFERENCE INCLUDES:THE AMERISPEC DIFFERENCE INCLUDES:
DEDICATED TO EXCELLENCE AND EXCEPTIONAL SERVICE

AND THE BEST TRAINING AND SYSTEMS IN THE INDUSTRY

BEEN IN BUSINESS SINCE 1988
 WITH OVER 150,000 SATISFIED CUSTOMERS IN ORANGE COUNTY

 PROTECTION BEYOND THE INSPECTION
WE STAND BEHIND EVERY REPORT

CALL TODAY TO BOOK YOUR INSPECTION!
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949.720.1616
Dino@CAcoastalloans.com

26381 Crown Valley Pkwy. #230 | Mission Viejo, CA 92691 
NMLS#264396 | BRE#01244052 

#WhoCanWeServeToday

DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

$2.5 MILLION$2.5 MILLION
Did you know there are more victims held against their will today than ever 
before? That’s why The N2 Company – the company behind this publication 
and 850+ others like it – is financially committed to end human trafficking. 

Thanks to the businesses within these pages, our Area 
Directors, and readers like you, we’re able to break the 
chains of this horrible reality. 

FOR EVERY AD SALE WE MAKE, N2 DONATES ENOUGH 
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.
The average Fortune 500 company donates about 1% of their profits 
to charity. The N2 Company donates 2.6% of their gross revenue.

Visit n2gives.com to learn more about our fight.

people
SPACES

aerials

714.381.7675  |  www.THOMASPELLICER.com
@thomaspellicer

Specializing in architecture, interiors and luxury real estate.

WE ARE HAPPY TO ASSIST YOU!
   (949) 472-2080 • RIZVICPA.COM
   15375 Barranca Parkway, 
   Suite B-203 Irvine, CA 92618

BIG FIRM CAPABILITY, SMALL FIRM PERSONALITY

GROWING WITH YOU

Connect with us on        @ Has Rizvi

VISIT OUR 
WEBSITE 

RIZVICPA.COM 
FOR MORE 

INFORMATION

We are a family run firm that has been in business for nearly 40 years.




