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The Mover

Season is Here!

Quallty Se rvice Will your buyer need coverage?
FROM ANYWHERE ...TO ANYWHERE!!
DON'T JUST TAKE OUR WORD FOR IT. | Hollingsworth

Just wanted to let you know that your employees handled our move and it went G o

very well. So far, everything we have unpacked is in fine condition. They were
very careful of both homes so as not to do any damage and their efficiency was | NSURANCE
Mike
1= = Rusk

quite good. I told them I would highly recommend them.
— Morgan J. The name that has been ¢ —
serving SWFL for over 65 years. %ésgk@f;j:njugﬁiom

home. Have them give us a call for a personalized insurance quote.

239-64 3 -4 1 oo que sure Rosier is part of your Referral Network!
We'll assist your clients in making informed decisions to protect their new

www.RayTheMover.com
The MMover Office@RayTheMover.com 2 N
Locally Owned & Operated @sted Choice* rosierinsurance.com




FOUND A HOVIE HERE THAT
NEEDS ALOT OF WORK?

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

OPPORTUNITY IS CALLING - oo L
are you going to answer? £o o0 o
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RESIDENTIAL & COMMERCIAL RENOVATIONS « NEVW HOME CONSTRUCTION & "*qj : \ L.
\We tackle any size job from small projects to major overhauls. | ASSEENN P ——
Ca” us at E 3 9_2 9 3_0 o 4 9 fOP a F R E E E STI MATE : GULFSHORE LIFE Following the strz.ttegies of Realtors Ru[fert and Karen Irby as they try to
E !"Eh-rll';'lm make their mark in the upscale market in Naples.
2 - ' e .iu = BY JUSTIN PAPROCKI
Family owned & operated * Fully licensed & insured o P g
) . =1 O N “There’s opportunity here—you just have to see it. Put a little money
Over 25 years of guara nteed workmanshi P into it—well, the Naples version of “a little money”—and this could
sell quickly.”
www.dcgswil.com ,
D g T - = | \
E | .



Your Dream,
My Design,
Our Reality!

w—

Award Winning Houzz & ASID Designer
SHERYL BLEUSTEIN, PRESIDENT

WwOowW WOW WOWI!

I am still sitting and staring or wheeling and smiling at
what you have produced. Truly remarkable

— Sheryl’s design yet truly us.

Love you - Marvin and Jane

Il NT ERI OR S BY

interiOerySbi com i o RESIDENTIAL & COMMERCIAL INTERIORS
m 054 .445.0897 FORT LAUDERDALE | PALM BEACHES | JUPITER ISLAND | MIAMI

\ ASID: #1937101 Lo, NAPLES | NEW YORK | CAPE COD | BOSTON | THE BAHAMAS
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Cover photo courtesy of John Paul Buchanan

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

Homes and relationships
that will withstand the test of time.

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

8 - February 2021




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!

Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500
www.maxwell

Real Tours SWFL
Michael Berio

(239) 464-7969
www.realtoursswfl.com

POOL SERVICES
SWEFL Pool Pros
Chaz Hambling
(239) 872-8186

Legacy Title

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

PREFERRED PARTNERS

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

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

CUSTOM HOME
BUILDER/REMODEL
Bella Mia Development
Matthew Bailey

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

Dominion Contracting
Group

Butch Bacon

(239) 293-0049
www.dcgswfl.com

Tri-Town Construction
Marc Devisse

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

CUSTOM HOME BUILDERS

Cintron Custom Builders
Flower Cintron

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

10 - February 2021

Laram Construction
Christl Ramirez
(239) 304-0516

www.laramconstruction.com

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

EVENT PRODUCTION
Artistic Science

Marley Ross

(239) 289-2422
www.artisticscience.com

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212
www.balancedimages.com

FLOORING

Hadinger Flooring

(239) 566-7100
www.hadingerflooring.com

FLOORING KITCHENS
BATHS

AFK Flooring and Kitchens
Viorel Toader

(239) 435-6677
www.afknaples.com

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

Innovative Design Solution
John Huffman
(239) 595-6805

www.naplesconstruction.net

HANDYMAN

Figueroa Complete Service

Angel Figueroa
(703) 200-4157

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220
www.housemaster.com

Panther Home Inspection
Jim Scarpa

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

Python Home Inspection
Brett Onasch

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

HOME WARRANTY
FPL Home

www.fplhome.com

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

HOME WATCH SERVICE
Home Services by Cary
Cary Cramer

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

INSURANCE
Ackerman Insurance
Rick Nayar

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

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) 444-1414

WWW.rosierinsurance.com

INTERIOR DESIGNER
Interiors by SBI

Sheryl Bleustein

(954) 445-0897
www.interiorsbysbi.com

MAKEUP/HAIR
Niki Jane Beautique
Niki Fernandez
(239) 285-7605

www.nikijanebeautique.com

MORTGAGE LENDER
Christin Luckman
(312) 771-6969

Equitable Mortgage
Steve Calabrese

(239) 778-6548
www.stevecalabrese.com

Gold Star Mortgage
Financial

Josh Lund

(612) 802-3265
www.goldstarfinancial.com

Guaranteed Rate
Danielle Damianov
(786) 359-7976
www.lendFLA.com

mortgageloans.com www.swflpoolpros.com

Resolutions Title
REAL ESTATE MARKETING  Aaron Barnes
(239) 734-4888

www.resolutionstitle.com

Sun Services SW
MOVING COMPANY
Ray The Mover

Photography

Jon Kreider

(239) 285-5320
Wwww.sunservicessw.com

Your Home Magazine
John Smarge

(239) 643-4100
www.raythemover.com

Tony Spano
(239) 235-3170
www.thebestlistingtool.com VALET SERVICES

5 Star Valet

Joey Rock

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

PHOTOGRAPHY-
ARCHITECTURAL
John Paul Buchanan
(239) 249-9400
www.johnpaul

RETIREMENT/WEALTH
PRESERVATION ADVISOR
Dorkan Financial Group Inc

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

Murat Dorkan

buchanan.com (443) 569-6500 VIDEOGRAPHER

www.dorkanfinancial Corrafilm
PAINTING SERVICES PLUMBING group.com Coby Corradino
Contractors Painting Gulfshore Plumbing (786) 417-7210
& Waterproofing Contractors SOCIAL MEDIA www.facebook.com/
Rich Gardner Cory Garber MARKETING/ corrafilm
(239) 404-9829 (239) 200-1235 MANAGEMENT
www.contractorspaintingand Salt + Light Media
waterproofing.com Sunwest Plumbing Kimmy Curry

Paul Blais (317) 752-4423
PHOTOGRAPHY- (239) 455-8353
REAL ESTATE www.swflplumbing TITLE COMPANY
LaCasaTour repairs.com Artesian Title

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

Rick Nayar
(407) 810-0640
www.artesiantitle.com

EUUMERNG (SSURADE (TS WAY ONTO
AYOURKINS PECTIONIRERRIE

T : =

T No matter the time of day or night,
100 =1 B a real person is always on the line
[ . to solve your plumbing problems!
Service ool il
b Clsing. G

-8353_"

Sunwest
Plumbing

(239) 455-8353 « swilplumbingrepairs.com

S
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MEET THE Conditioned fir

The Comfort People Since 1962

SWFL

REAL PRODUCERS TEAM AFRESH:STARI
If'sag me to freshen up
your air conditioning system

ey and indoor air quality.

A, I

4 haraitadslnicisdn

! i k) Mo High Pressure 100% Satisfaction Guarantee
;4 | | i st H E - - - —_——
. / o e L - 1 ). 1f C Rt w.l
Andrew Regenhard Ellen Buchanan Kimmy Curry Lindsey Wells
Publisher Editor Director of Marketing Writer

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

L o s Y17 closed loans for
Financing the I:iur!d 5 9 0 b e
One Loan at a ‘Time in production.

Dave Danielson John Paul Buchanan Derick Moreno Sheryl Moreno
Writer Photographer Photographer Photographer

Lauren Maxwell

Jon Kreider Coby Corradino Geneva Eilertson
Photographer Videographer Reprints Manager

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC

12 - February 2021 SWFL Real Producers - 13



Why aren't all title

companies like us?

Good cluestion.

We know how hard Realtors® work.

ARTESIAN
18 L p =

Learn more at artesiantitle.com

239-677-3184

Al

Closings With a Concierge Touch.

? R
HAPPY VALENTINE’S DAY AND HAPPY FEBRUARY, EVERYONE!

g =

nswravce for

A L L y 8 February is a great month to celebrate loved ones pull MLS total production numbers and cut our list
0 0 q,' CC) and express gratitude for their presence in our lives.  to the top 500 agents. These are the coming year’s
wn Here at SWFL Real Producers, it’s no different; we Top 500 Real Producers who will receive the mag-
o 4 BGL) are so appreciative and grateful for the incredible azine and be invited to our private Facebook group.
I e S e e ‘S'. % top-producing REALTORS® and valued industry Many or most of our current Top 500 will continue,
= partners that make up this special community. We but there will be some new people who have made
Get the qu ality customer service and g_ l(')ve sharing your' inspiring stories throug.h the maga-  the Top 500'based' on their numbers for the year
L ance CO et a e Yol zine and connecting everyone through this platform,  2020. We will notify everyone who has made the
e gey A both online and at our exclusive events, with the aim 2021 list by email sometime this month.
clients deserve and can rely on! A of continuing to elevate the industry in SWFL.

BUSINESS = FLOOD We are excited to welcome new top performers to
LlilFE o

AUTO -

HOMEOWNERS - LIFE ANNUITY Our new 2021 TOP 500  the community in March and look forward to an

.. list starts next month! amazing, successful year with all of you in 2021!
M; As you know, this pub-

bl lication is exclusive to Very respectfully yours,

ACKERMAN the top 500 residential

|||||||||||||||||

1 estat ts i And R hard
1575 Pine Ridge Rd., Suite 17 Naples, FL. 34109 real estate agents in our NS ndrew Regenhar

www.ackerman-insurance.com

REAL PRODUCERS service area by sales < o Owner/Publisher

RP volume. At the end of ) SWFL Real Producers

(2 59) 597—109 6 each calendar year, we . (239) 290-0692

andrew.regenhard@realproducersmag.com
.
f in

14 - February 2021 SWFL Real Producers - 15



DREAMS BUILT ON A
MEET THE FOUNDATION OF QUALITY

CUSTOM HOMES

AFFORDABLE e ENERGY EFFICIENT
SURPASSES FEMA HURRICANE STANDARDS

Ul

TRI-TOWN
CONSTRUCTION

Tri-Town Construction, LLC
specializes in residential and REMODELING

' WHOLE HOME & CONSTRUCTION
7 commercial remodeling,

roofing, and emergency

response services. We are committed to

providing all of Southwest Florida with

exceptional construction services while being

environmentally conscious. Call us and we

will exceed your expectations!

Locally Owned Southwest Florida Business ROOFING

TILE © SHINGLE ¢ ROOF COATINGS » METAL

www. Tri-TownConstruction.com

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

Nominate a REALTOR® you’d like to see featured by emailing andrew.regenhard@realproducersmag.com. COMMERCIA
TENANT IMPROVEMENTS ¢ GENERAL REMODELS

INDUSTRIAL FLEX SPACE BUILD OUTS

16 - February 2021




: A
JERRKRY MAGUILRIE

- V-A-L-E-N-T-I-N-E—

By Michael Dill

February is the month of love, so I thought I
would share some powerful messages from

a movie I love, Jerry Maguire, that apply to

success in life and in business.

Show Me the Money!

The film centers around Jerry Maguire, a sports
agent played by Tom Cruise. After experiencing

a life-altering epiphany about his role as a sports
agent, he writes a mission statement about dishon-
esty in the business and his desire to work with
fewer clients to produce better personal relation-
ships. In turn, his agency fires him. Jerry and the
agency then both call all of Jerry’s clients, attempt-
ing to convince them not to hire each other. Arizona

Cardinals wide receiver Rod Tidwell, played by

18 - February 2021

Cuba Gooding Jr., rants on about how he needs a
new contract, demanding Jerry secure it for him
while having Jerry scream, “Show me the money!”

loudly over the phone.

In any business or organization, what has to be in
place for your prospects and clients to “show you

the money”? You can’t just expect them to step up to
purchase your product and services; you have to earn
the right to their business. You, your team, and your
organization need to be running on all cylinders. Your
customer service has to be top-notch. Your organi-
zation must be systematized. You must truly care for
your customer. When you hold yourself to the highest
standards of excellence, then, and only then, can you

expect your clients to “show you the money.”

Ambassador of Quan

Rod Tidwell explains to Jerry that
“quan” is more than “coin.” It’s about
love, respect, and money. Throughout
their relationship, Jerry continually
tries to get Rod to take the necessary
actions to get him what he truly wants,
the “quan.” In the end, Rod has his aha
moment and Jerry gets to show him
the money. While being interviewed
on ESPN, Rod breaks down and calls

Jerry his “ambassador of quan.”

What is the “quan” for you? What do
you want for yourself, as the busi-
ness owner? What do you want for
your team, your customers, and your
family? Are you settling or are you
after your “quan”? As the ambassa-
dor of quan for your clients, you will
always have their back and, in the
end, this always creates a win/win. In
your business and life dealings, prove
yourself to be “the ambassador of
quan” for your family, team, clients,
and associates, and they will always

be your most loyal, raving fans.

Help Me Help You.

Rod Tidwell is in the locker room after
a game, boasting to Jerry about how
he “smokes” all the greats, but yet
wasn’t being “shown the money.” Jerry
asks him if he can get back to where he
is playing from his heart, not from his
wallet ... playing for the simple love of
the game. Rod wasn’t buying it. Jerry
began pleading with Rod, “Help me
help you, help me help you.”

Why was Rod being resistant? He
simply wasn’t ready to receive Jerry’s
assistance and advice to get himself
what he truly wanted. “When the stu-
dent is ready the teacher will appear.”
In business, when we’re communi-
cating with team members and/or
customers, they have to be open to

receive the value from what we’re

sharing with them to take the action
that gets them what they truly want.
The next time you are ready to exert
your attention, energy, and effort
assisting someone, make sure that
they are first ready to receive it. Only
then will they accept it and eventually
“help you help them.”

You Had Me at Hello.

Rod Tidwell finally had his breakout
moment — his breakout game — his
breakthrough of clarity that he had
finally made it, and this moment was
also a major breakthrough for Jerry
Maguire. So Jerry flew back home
to see his estranged wife, Dorothy.
He walked into the living room and
went into a long speech about how
they had such a big night and how
he wanted to share it with her. As he
continued to talk, she stopped him

and said, “You had me at hello.”

When you are truly doing a fantastic
job with your business or organiza-
tion, when you treat your staff well,
when you market well, when you
consistently deliver your products
and services to your customers with
excellence, people will begin to do
their homework on you and size

you up. They will read your Google
reviews and your testimonials and
will have already made a conscious
decision of who you and your orga-
nization are. When they finally meet
you or your team, they will have
essentially already made the decision
to do business with you. Then, when
you go to give your speech of why
they should do business with you,
they will simply stop you and say,
“You had me at hello.”

coaching corner €4

Coach Michael Dill is an award-
winning, certified business
coach, speaker, and trainer. He
brings more than 40 years of
business and entrepreneurial
experience in his leadership,
team training, and mentoring
practice. Michael’s passion

is to both encourage and
challenge business owners and
entrepreneurs to become their
best selves, both personally
and professionally, to obtain all
they want in business and life.
BusinessCoachMichaelDill.com
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Finding great
professionals can make
the difference between

owning a seasonal
At e | dream home or facing a
BALANCED IMAGES SN ; - .
High-Grade Aluminum Art, Created For You. v = < COStIy nlghtmare'

804-301-5M12 / - :
www balancedimages.com | info@balancedimages com ) S Home Services by Cary

Need better closing services?

Choose Legacy Title on your next transaction and
experience a smooth and successful closing £ ]
every time. 30+ Years of Experience

in Facilities Management

B @

HOMEWAICH AND
CARY CRAMER HANDYIVIAN' SERVICES

Full Service On Every Transactlo;'\ Exceeding Expectatlc;ns Since 2008! . SERVING THE GREATER NAP
. . 23160 Fashion Drive, Ste. 227 . Estero, FL 33928
Eric L. Solomon, President ' : ’ .
da 239-325-2709 - team@ltflorida.com - www.Itflorida.com - 239_8 41 _3970
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GIVE YOUR
Reterral Relationships

A CHECKUP

Becoming a top-producing real estate agent does not
happen by chance. It takes focus on effective use of
your time, building and maintaining credibility with
your clients, and having auxiliary industry partners
that reinforce your credibility. As an independent
insurance agency, Responsive Insurance represents
an industry that is often an important step in the
process. We know one of the best things we can do
for Real Producers agents is provide timely, appro-
priate insurance options for your clients so you

can trust their best interests are being served, but
without you having to babysit the process. We try to
make life easier for both our customers and the real

estate agents who refer many of them.

22 - February 2021

As we step into 2021, I would suggest taking a few
minutes to analyze the relationships you have with
the auxiliary professionals you refer to and seek
relationships that can not only check a box or be
the low bidder but also reinforce your trust so that
you can stay focused on the primary value you add

to your clients’ experience.

As a business owner myself, I know it can be dif-
ficult sometimes to delegate something and “let it
80,” but you simply cannot produce at your highest
level without being able to trust that a referred cli-
ent will be well looked after throughout the trans-

action. I would encourage you to take a few minutes
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and understand at a deeper level who your referral
partners are. Set up a Zoom meeting or grab coffee
to simply talk about what their processes are, from
start to finish, for a client you refer, and perhaps
even share your 2021 goals with each other — a

brief, formal planning session of sorts.

To be a producer at this level, odds are you have
many very solid relationships in place. Taking
those relationships a little deeper can only help
you trust and understand your referral partners
more and give you more time to focus on what you
do best as a top producer. It also allows the party
you refer to an opportunity to better understand
how you prefer to work and how they could add
even more value for you or your clients. Do not be
afraid to specifically tell them how they can serve

you/your clients better.

Here are five things we seek to provide in the pro-
cess of helping referred clients with the insurance

side of their transaction:

Choice. We are an independent agency. This means
we work with multiple insurance companies and
offer various coverage options. Our focus is to find
the insurance coverage that best suits the buyer’s
unique needs. Our goal is to give options and assist

them in taking ownership of their insurance plan.

Education. We get it, insurance can be confusing,
frustrating, and sometimes seem like a necessary
evil. Our goal is to help eliminate the confusion. We
believe that price is important and seek value. We
also believe that what our clients really want is the

right coverage if they should face a claim.

Responsiveness. Clients want to feel valued enough
to receive a call back, an answer to their question,
aresponse. Our goal is to continue to communi-
cate that we care about and appreciate our client’s
business by responding to their requests in a timely
and thorough manner. Our clients will know us by

name, and we want to know them.

Advocacy. We believe that a large part of the overall
insurance experience is simply communication.
Although we are not adjusters and we do not settle
claims ourselves, our goal is to be in our client’s cor-
ner to help maintain consistent communication and
status updates, assist in getting questions answered,

and walk alongside them should there be a claim.

Advice. Along with educating our clients about
insurance, we leverage our experience and knowl-
edge to make recommendations we feel are pru-

dent, related to their protection.

Originally from Mount Vernon,
Indiana, Matt moved to Naples in
2006 and began working at a
local Alistate agency. He is now
Owner and Principal Agent of
Responsive Insurance, which he
established in January of 2013.
He and his wife, Casey, have been
married 11 years and have two daughters.

SWEFL Real Producers - 23



BUILDING LUXURY CUSTOM HOMES
THROUCHOUT SOUTHWEST FLORIDA

, 2 Ly
Introducing home {\I‘eﬁjpeq_

warranty plans to help
keep life running.

Home warranty plans* offered by FPL Home™ have a one-hour
limited service guarantee, so your clients could have their
homes up and running faster than they can do their next load
of laundry. See terms and conditions for details.

For more information, please visit:

www.FPLHomewarranty.com/realtor

FPL Hustnm o an unregmiaiey sulisidiary of Flisds Power & Lighl Comgasy [FPLL. The bome
weamanty plass sne olbeted and adminisiened by FPL Home. Flozida losnss FESRSET and
mod FPL, amd iim providesd by Lyndon Sodstem |nssirance Company (AL Lie. Na. FL-03608),
Thee homhe vessTeaty plaiie sn cervace plans and ool watranbns,
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LICENSE# CGC1529353

YOUR LOCAL HANDYMAN
AND HOMEWATCH

JUST A CALL AWAY!

Give us a call today
for a FREE estimate

AL T
?_q_“f (703) 200-4157

fcservices80@gmail.com

GOODWIN LAWY, P.A.

Judgment. Counsel. Integrity.

WE’LL NEVER MAKE YOU WAIT FOR A CALL BACK!

We answer all communications in real-time, 7 days a week.

Real Estate Transactions

Title & Escrow
Residential & Commercial
Buyer & Seller Representation

Estate Planning
Wills & Trusts

Advanced Healthcare Directives
Powers of Attorney

Estate Administration
Probate
Trust

www.FLestatelaw.com | 239-207-3403

800 SEAGATE DR STE 202, NAPLES, FL 34103
GOODWIN Be sure to tune into our podcast
_ Goodwin Law Unplugged at

I 7. ia. | GoodwinLawUnplugged.com
r___ UNP L U_ﬂ i :I"- R Martindale-Hubbel @ e L
- CLIENT CHAMPION

2020 =
2 W o

with

Martindale-Hubbell
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P> leader of the month

By Dave Danielson
Photos by John Paul Buchanan

Life of Leadership.
Resource for Results.

One sure sign of effective leadership is the success of those on

the team. A prime example of that is Tony Listrom.

As Broker with RE/MAX Affinity Mercato, Tony builds on his

lifetime of leadership as a true resource for results.

Far-Reaching Expertise

Tony’s positive impact on others started years ago, early on in
his career when he lived in New York. In fact, he had earned his
New York Broker’s license in 1988. Over time, Tony also earned
his CPA and his law degree, providing those around him with a

wealth of experience and expertise.

In 2000, Tony and his then girlfriend (now wife) Melanie, moved
to Florida. Soon, Tony picked up where he left off in New York.

“When we moved here, I was able to transfer my CPA and
worked at a regional firm here for four years,” Tony recalls.
“During that time, Melanie, who had worked as a REALTOR® in

New York, started in the business here.”

In time, Tony decided to go out on his own. In the process, he and
Melanie organized Realty Pros of Naples in 2004, and soon had
a team of 10 Realtors who joined the group. Tony also passed the

Florida bar and started practicing law as well. “I
thought I could use the synergies of my background
as a CPA, a lawyer, and a broker for commercial
and business brokering, which I do,” he explains.
“In the meantime, our agents focus on the residen-

tial side of the business.”

Moving Forward
Eight years ago, Tony and Melanie joined with
RE/MAX Affinity.

The energy Tony has for the business is easy to
see. “I really love what we’re doing. And we’re also
working with other concepts right now to enhance
the opportunities for the Realtors on our team,”
Tony explains. “With the market being short on
inventory, one thing we’ve started doing is building
houses, so that’s a real benefit for our team. We
also have a special Zillow lead program we use
with the team here in Naples, where we pay for the
service and the agents get the leads. Sometimes,
those leads may be for land, but it’s a great long-
term strategy with our building company available

to develop the property over time.”

Along the way, the members of the brokerage have the
benefit of Tony’s knowledge—with an in-house attor-
ney, CPA and Broker all in one. The power of having a

resource like that within easy reach is immense.
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My mission is helping others...
[ want to see everyone

Tony Listrom and his wife Melanie founded Realty Pros of Naples in 2004.

Defining Success as a Team

Today, RE/MAX Affinity has 23 agents. And that’s
the way Tony likes it. “We don’t really go out and
market ourselves and recruit agents,” he says. “I'm
more into building the people we have and then

growing naturally.”

That growth on behalf of the individuals on the
team is at the heart of what defines success for
Tony. “Right now, we have the perfect number of
people on the team, where everyone is making
commissions,” he says. “One of my favorite parts

is seeing people who begin with us and are able to
achieve a new level of success. I want to see every-
one making money and reaching their goals. I count
my successes by the growth our team has. They’re

all doing business, which is phenomenal.”

Family Foundation

Tony and Melanie enjoy time spent with their fam-
ily, including their children: Erin, who is a Realtor
on the team, Renee, who is studying environmental
engineering at the University of Florida, their son,
Matthew, who is a CPA in Chicago, and their son,
Joshua, who is a high school student and a nose
tackle on the JV football team.

In his free time, Tony likes playing catch with
Joshua and attending his son’s games. Speaking
of games, Tony and his family like playing board
games, with Scrabble being a favorite. Tony has
even created his own games, as the developer of
the Stargate SG1 board games, with another one

in development.

Giving back is also a vital part of Tony’s approach
to life. He’s involved with the Naples Area Board
of REALTORS® and serves as a board member
of his local homeowners association. He and his
family also support the local children’s hospital
through RE/MAX. In addition, Tony is part of
the Knights of Columbus at St. Peter’s Church.

Tony continues to build on a career spent in
service to those around him. “Whether it’s as
a lawyer, CPA or broker, my mission is helping

others,” he smiles.

That mission is being achieved each day. And if
you ask people who know Tony, there’s no doubt
they appreciate his life of leadership and the way

he is always there as a resource for results.
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WE LIVE AND BREATH REAL ESTATE MARKETING

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

By Lindsey Wells | Photos by LaCasaTour

Helping Clients Draw a Line
from Where They Are to Where They Want to Be

MURAT
DORKAN




Murat expanded his business into SWFL three years ago and is enjoying life with his fiancée.

It all started when Murat was just 8
years old. His father, a physician, suf-
fered a massive stroke, leaving him 80
percent braindead. “He couldn’t walk,
couldn’t talk,” Murat remembers. “He
looked like my dad, acted like my dad,
but he wasn’t in there.” The years
passed; Murat grew older, and he
became privy to wealth management
and asset protection while working
with his father’s financial advisors.
This inspired him to go into the
financial planning industry in 1992,
determined to make a difference.

Murat’s number one mission, aside
from providing his clients with top-
notch customer service, is to inspire
them to feel comfortable with their
financial choices. “Understanding the
pros and cons every step of the way
will give them purpose in the deci-
sions they make,” he says. “We advise
clients in the areas where they might
be getting taken advantage of, what
they need to keep, and what they

34 - February 2021

might need to get rid of. There’s no
pressure; we are simply offering our
professional, unbiased advice. It’s up
to them to decide what to do with it.”

Backed by Crump, the largest inde-
pendent brokerage in the country,
Dorkan Financial Group formulates

a tailored plan for each client based
on what’s important to them. Murat
knows that no two clients’ situations
are the same; there is no such thing as
cookie-cutter in the financial indus-
try. “We review our clients’ needs,
share with them their options, charge
a fee for the advice, and then it’s up to
them to do with that advice what they
want. No pressure for sales. That’s

what differentiates us,” he adds.

For real estate agents, most of whom
are self-employed independent
contractors, Dorkan Financial Group
offers personalized plans for manag-
ing cash flow, protecting their families

and legacy, creating tax-free income

for retirement, and operating effec-
tively as a self-employed business
owner. “REALTORS® want to do the
best things they can for tax efficiency
and protecting their families because
they go through cash flow highs

and lows,” Murat says. “We are also
talking about downside risk protec-
tion. There is a lot of market volatility
expected post-COVID.” The group has
a wide range of financial products for

both individuals and business owners.

Crump and Dorkan Financial Group
do not handle stocks or bonds, so
they truly offer an unbiased opinion

regardless of the state of the market.

“Our back room at Crump Advisory
has lawyers, accountants, certified
financial planners, and many certi-
fied financial analysts that pick apart
every product, be it an insurance
policy, an annuity, or whatever it is
you're looking at to determine where

the cream of the crop is, where

6 We advise clients

in the areas where
they might be
getting taken )
advantage of, whafj
they need to ke(;p,
and what t‘r_]_e; -

might need to get




i
1 ¥ = — e
3 I“r r ¥ W
., { Yy ,
. -
- -
- L b
1.' r . oo

; e
- l |'r ' r
*\- e

2 £y

; r i b
L - >
i b
» ' \!-..
& [] . ™ %
L)
'F' /;’
F I,
% |
A if
e Il i

T T}

i Murat’s son Garrett attends the University of Maryland and loves ~ Murat’s daughter Brooke is a student at Penn State.
Fl ! to come down to SWFL for fishing with dad.

5

you’re being taken advantage of, and
we share that information with our
clients,” Murat adds. “This is feed-
back from an independent, unbiased
team that works for no one but our
clients, with access to all the top
companies you would ever want to do
business with. This is what can make
a Realtor financially fit. We all strive
to be mentally fit, physically fit, etc.,
but you truly need to be financially fit,
and you can’t if you're getting all your
advice from a proprietary brokerage
firm or captive insurance company.

You need an independent set of eyes.”

In addition to his office in southwest
Florida, Murat also has branches of
Dorkan Financial Group in Maryland

and Virginia. He expanded his busi-

For more information,
call 443-569-6500 or
visit www.Dorkan
FinancialGroup.com.

ness into Florida three years ago and

has since enjoyed starting his life over

here with his fiancée. Murat has two

children, 21-year-old twins Brooke and
Garrett, both of whom are in college
out of state. “These days, with COVID,
you’ve got to be grateful for the little
things,” Murat says, “so I try to spend
as much time as I can with my kids.”

In his down time, Murat can usually

be found doing some type of physical
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RESPONSIVE
INSURANCE

WITH SO MANY POSITIVE REVIEWS ON GOOGLE,
WHY AREN'T WWE 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!

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

Keith Zulik Claudine
Enaillo

Y GULFSHORE
2020

GLLFSHORE LIFE
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VOTED #1

_’;I‘:.‘ III PHOTOGRAFPHER!

Potential buyer's opinions, impressions, and decisions are based on what

they can actually see. Therefore, visually engaging them is of upmost

AN
REALTOURS

CALL US TODAY

239.464.7969

importance Cur award winning services ensures your iiS-’Iﬂg receives mone

traffic by capturing the attention of potential buyers.

SCHEDULE ONLINE
RealToursSWFL.com

PHOTOGRAPHY AERIALS 30 TOURS VIDEQS FLOORPLANS
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WOODS - WEIDENMILLER
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Erg Firm Quality, Small Town Service.

' 3 &

PH: 239.325.4070 | www.lawfirmnaples.com

Offices in Naples, Downtown Naples and Bonita Springs/Estero (Near Bonefish Grill)

Woods, Weidenmiller, Michetti & Rudnick, LLP

a Florida Professional Limited Liability Partnership

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).
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Award-winning Bonita Bay is
one of the most prestigious
and naturally beautiful

golf and country club
communities in Southwest
Florida. Surrounded by Estero
Bay, the Imperial River and
Spring Creek, Bonita Bay’s
amenities and lifestyle are

truly unmatched.
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Bonita Bay

For all these reasons and more, it’s little wonder that the last
development parcel in Bonita Bay could only be trusted to a
nationally renowned, highly respected developer who had a plan
to transform the parcel into the community’s creme-de-la-créeme
of residential offerings.

That admirable task was presented to the highly respected and
award-winning builder/developer, The Ronto Group. The result
is the ultra-luxury, architecturally stunning high-rise of Omega,

which literally translates to “the final piece.”

The 27-story tower, featuring just 67 exquisitely designed resi-
dences is currently under construction and is due to be completed

in late 2022. Residences in Omega range in size from 4,210 to

6,455 square feet and are priced from $2.3 million to $7 million.
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Omega offers an approach to high-rise living

never available before until now.

With only three residences per floor, the Omega
floor plans are much wider than other high-rise
condominiums in the area and are comparable
in size to the estate homes many new residents
will be leaving to begin their exciting lives in

Omega at Bonita Bay.

As aresult, the residences in Omega will have
larger, more open living spaces that include
walls of floor-to-ceiling windows offering
incredible views of Estero Bay and the Gulf
of Mexico. The living spaces, owners’ suites
and some of the guest bedrooms will open to
expansive outdoor terraces. Gorgeous water
views are both enhanced and extended thanks
to the 42-inch-high, clear glass railings.

While the residences in Omega have captured
the imaginations of potential purchasers, the
high-rise’s on-site amenities are also putting
smiles on their faces as they contemplate how

to spend their days.

For those who enjoy exercising, there’s a 2,100-square-foot, fully

equipped, state-of-the-art fitness center. Indoor amenities also include
a grand salon, library, billiards room and 600-square-foot theater
furnished with plush couches and chaise lounges to enhance the mov-

ie-viewing experience.

The outdoor amenities at Omega are just as spectacular as those
found inside. The centerpiece is the pool with beach entry, two sun
shelves with chaise lounges, and a linear fire element. Nearby are bar-
becue grills, a fire pit terrace with seating, a trellis-covered whirlpool

spa, a putting green, and the pool pavilion with bar.

In addition to the luxurious homes, incredible views and amazing
amenities, the residents of Omega have the opportunity to select from

a number of memberships available through the Bonita Bay Club.

Club amenities include a world-class swimming and tennis complex
with 18 Har-Tru courts, a state-of-the-art Life Center, impressive casual
and formal dining options, and a variety of challenging and picturesque

golf courses, both within Bonita Bay or a short drive away.

For additional information visit

OmegaBonitaBay.com or call

239-301-4940 for a sales

appointment. The Omega Sales

Center is located at 26951 Country O M E G A
Club Drive within Bonita Bay. It’s
open Monday - Saturday, 10 a.m. to
5 p.m., and Sunday, noon to 5 p.m.

BONITA BAY
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P» featured agent

By Lindsey Wells
Photos by LaCasaTour il

Loving Real Estate ...
and Making People Happy

There are many ways to view our lives and the world

around us. For Darlene Roddy, real estate professional
with Sotheby’s International Realty, her preferred
way of viewing the world is from the warmer climate
of Southwest Florida after falling in love with the state
and relocating to Marco Island in 1998.

Before real estate, Darlene lived and worked in
Wisconsin. Her job training new managers coming
into the boutique where she worked allowed her to
socialize and work with people, something she has
always enjoyed doing. A vacation to Marco Island

over 20 years ago changed everything.

“I called my parents and said, T’'m staying here. I
love it here,’ so they ended up moving here, too,
which is nice,” Darlene says. Her interest in real
estate was piqued when her parents were on the
hunt for a condo to purchase. Darlene has always

been fascinated by real estate, going back to her

— 66 As for real estate,
[ absolutely love it. 99

younger years, so when an agent encouraged her to

pursue her license, she jumped on it.

Darlene has been with Sotheby’s International
since 2005 and has always maintained the strong
work ethic and Midwest values instilled in her
during childhood. As of
now, she functions as
an independent agent
but says as her business
continues to soar, she
will consider adding
other agents to her
team. “I can see that
coming down the pike

very soon,” she says.

Darlene and her signif-
icant other, Gary, just
recently purchased

a home together in
Naples. “It’s been a big
change for me from
Marco Island. I was
there for 22 years,” she
says. Darlene and Gary
are a blended family with five adult children, two of
whom live in Naples, two in Bonita Springs, and one
in Utah. Gary, now retired, was a general contrac-
tor for years in Chicago, where he operated one of
the top companies in the area. Now, he’s in Florida

doing renovation projects.

When they can enjoy some down time, Darlene and
Gary love to travel and are getting into the game

of pickleball together. They also have their own
hobbies. Darlene is a tennis player, while Gary is

a golfer. Darlene says she is trying to learn how to

golf but admits it comes as a bit of a challenge to
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After many years in Marco Island, Darlene recently purchased a home in Naples with her partner, Gary Skott.

her. “For years, I’ve played high level and competi- [ ‘ ‘ :[ make S O

tion tennis, but to play golf ... I just can’t do it. It’s

bizarre to me. And the ball isn’t even moving,” she

S many people

As for real estate, “I absolutely love it. I enjoy sell- h d
ing property to people. I love both sides of it—list- ap py a n

ing and selling—but there is just something about
showing property and making people’s dreams th t’ h t
come true,” Darlene says, adding that she works a S V V a

with a lot of second- and third-time homebuyers,

who are often moving here from the northern part g’ et 8 m e u p

of the country or from other countries.

“I have an opportunity to meet a lot of different eVe I’y m O rn j_ n g . ’ ,

people. To me, it’s not a job. I make so many people

happy and that’s what gets me up every morning.”
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INSTANT CURB APPEAL. X

HELPS HOMES SELL"‘FA'ST

PAINTING = WATERPROOFING = LEAK DETECTION

CONTRACTORS [&F

PA]NTING & WATERPROOFING

INC.,

—

. mmuc@wm@
S]EM@@ 15077

Call today for a FREE estimate! (239) 404-9829

° R - - . )
° «e . -® .4 o Wwwcontractorspaintingandwaterproofing.com
° . '.u."_ g B Insured&Guurameed Workmanship < Collier County: C34193 Lee County: PT15-00694
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worth celebrating

Life is a celebration and what
better way to celebrate than by living
a life at Omega. Fabulous floor plans
from 4,200 to over 6,400 sq. ft. A lifestyle
for a lifetime with views to match. Omega in
Bonita Bay. Beautiful, exclusive and yours from
the low $2 millions to over $6 million.

O M E G A 26951 Country Club Drive, Bonita Springs
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 THE INFORMATION
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Double Your GCI in 12 Months!

Everyone wants to increase their Gross Commis-
sion Income (GCI) each year. Ask yourself this
question, why do so few real estate professionals
make fabulous incomes, while the vast majority
struggle year after year?

Is it a matter of working harder? Actually, the
opposite. Really, it’s just a matter of working
smarter...not harder. And one sure-fire way to
work smarter is to market better.

[t’s amazing how most people start their real
estate business with no concrete marketing

plan and no marketing budget. Would you enter
any other business with no marketing plan or
budget? Imagine opening an ice cream parlor
and not letting people know who you are, what
fabulous flavors you carry, and where they can
find you. You wouldn’t dream of it, but that’s how
most people enter real estate.

After working with thousands of real estate
professionals, it is apparent the top income
producers aggressively market and incorporate
five elements into a cohesive and well-planned
marketing program. Let’s take a minute to
discuss each of these five elements in detail.

LISTINGS - You need leads to fuel your business.
There are two kinds of leads...buyer leads and
listing leads. You’ve heard it over and over, listers
last. Listings are inventory. Listings beget buyers.
You can manage more sellers than buyers. You
can develop a team once you have the ability to

secure listings, freeing you up to enjoy the fruits
of your labors. Everything points to listings. So it
makes sense that your marketing efforts should
be focused on listings. However, most marketing
expenditures, like the internet, are geared to-
wards generating buyer leads.

TARGETED - Concentrate your marketing in a
specific area (geographic) or to a specific group
(demographic). In advertising it’s called target
marketing. In real estate it’s called farming. It
makes much more sense to focus on a specific
group of homes rather than spread yourself, and
your budget, too thin. It's always better to reach
1,000 people ten times than to reach 10,000
people one time.

MARKETING FOR

REAL ESTATE
PROFESSIONALS

BRAND - Brand yourself as the number one
agent in your target market. Contact homeown-
ers with better marketing materials. Hopefully,
you can offer something exclusive the competi-
tion can’t match. Whatever that is, however you
create it, you want to be perceived as the most
successful real estate professional in the area.
Remember the NAR stat... 90% of people who
list only call two agents. 75% only call one!

CONSISTENCY - When you commit to a market-
ing plan to dominate a farm, don’t expect results
overnight. Real estate experts like Tom Hopkins
say it can take 12 to 18 months of consistency

for homeowners to recognize you as the ‘go-to’
real estate professional. Real estate coach Bob
Corcoran suggests mailing 22 postcards your first
year. “Farming is a long-term program. You have
to commit to an ongoing campaign,” he advises.

LUXURY - Since you are in a commission based
business, the commission on a $600,000 home
is generally double that of a $300,000 home.
Select upscale homes to farm. Make sure all your
marketing materials are what upscale homeown-
ers would expect from a successful agent. I’'m not
suggesting you buy a new car, but imagine the
difference in perception pulling up in a new
Bentley versus an old clunker with a stick shift.
Remember the quote, “Image is everything.”

Plan a long-term marketing strategy for your
business applying these five factors and you can
grow your income in as little as 12 months.

By Tony Spano, a real estate marketer who works
with REALTORS® 10 grow their businesses.

YOUR HOME

A

MAGAZINE"

N,

Inspired

Home Desig
Healthy, Fre: .
Recipes E
Kitchen & &#
Bath Ideasf"

AL ESTATE

[List More
Earn More

With Your Own Magazine

“I know last year alone YOUR HOME
Magazine®, specifically that advertising,
allowed me to pick up 13 additional listings...”

“I’ve had a very good outcome from using it. |
get a lot of buyers that will pick up the product at
different residences. I get really good feedback...”

“I got a listing which I sold directly from the
magazine. That more than paid for the entire year.
I would recommend it to everybody.”

“The fact that you can have other people help you
defray the cost of the magazine is a big plus.”

YOUR HOME

MAGAZINE

For more information go to
www.TheBestListingTool.com
or call 239.235.3170.




WE'VE SEEN

A LOT, m

SO WE KNOW FARMERS
ALOT. INSURANCE

DAMON BRIST Home

AGENCY Auto

239.202.2933 Life
dbrist@farmersagent.com = And more!

Insurance underwritten by Farmers Insurance Exchange and other affiliated companies. Life Insurance is
issued by Farmers New World Life Insurance Company, 3003 77th Ave. SE, Mercer Island, WA 98040. Each
insurer has sole financial responsibility for its own insurance. Visit farmers.com for complete list of
companies. Not all insurers are authorized in all states. Not all producys, coverages, and discounts are
available in all states. See agent for details.

Luxury Valet Parking

Focused on the Highest Level of Service

_ VALET__

DRIVENEBY, EXCELLENCE

__ -
239.331.7033 * info@5starnaples.com ¢ 5starnaples.com

ol N T
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Experience the convenience of private party
valet parking at your home, business & club

NEW CONSTRUCTION | RENOVATIONS | REPAIR

GET THE

PLUMBING

DONE RIGHT
THE FIRST TIME!

Cory Garber, Owner

GulfShorePlumbing@comcast.net
LICENSE NUMBER: CFC1429056 &

P
GULF

SHORE

PLUMBING CONTRACTORS, LLC || ZLuUCLEUCE I

¢ OLD REPUBLIC HOME PROTECTION

Have you
heard?

ORHF now offers two valuable services for
homeowners to complement their home warranty:
Tech and Smart Home Protection Plan

and Porch Home Helper p,:,rch

Visit orhp.com/value Shannon Livingston
or call me! Accoun! Executive

BOD 282 F131 Ext. 1037 N
i r C: 2386621812
R@u& W-ﬂéﬂwng M ShannonLigborhp com [

my.orhp.comishannonlivingston

IS YOUR CLIENT BUYING
OR SELLING A HOME?

LET'S MAKE THE PROCESS A SMOOTH TRANSACTION.

== PYTHON

HOME INSPECTION

"Home inspection was precise and detailed. Report was well
organized and easy to read. Great company if you need any kind of
home inspection done!" - Alan J

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

Brett Onasch, Owner - Certified Master Home Inspector
License #H18303 | NACHI ID#16021822, CMI, CPI
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By Dave Danielson | Photos by LaCasaTour

Rising Star Ryan Leben finished out 2020 with over $21 million in sales.

The people you work with appreciate
your professionalism and the way you
bring things to successful completion
on their behalf.

Those who work with Ryan Leben
see and benefit from these traits and
his strong spirit. As REALTOR® and
Team Leader of The Pinnacle Group
of Naples, with MVP Realty, Ryan
serves his clients’ best interests by

going the distance for them each day.

“One of the greatest compliments I
receive is when people tell me that
they appreciate my communication
and follow-through,” Ryan says. “I'm
100 percent dedicated to what I do.

I put a lot of importance on being
responsive and getting the job done,

whether it’s big or small.”

Hometown Spirit

Ryan is a Naples native, with his fam-
ily having moved here in the 1970s.
As Ryan came of age, his career
pursuits led him to become a Certified

Financial Planner.

“I did that for 10 years, and it wasn’t
providing me with the flexibility with
my schedule and it just was very
corporate,” Ryan recalls. “I didn’t love
all of the conference calls and meet-
ings.” In time, Ryan decided to make a
change. Real estate came to mind and

he pursued it.

“As I was thinking about real estate,”
he recalls, “I thought it would be a
good direction for me. I have tons

of connections and a big sphere of
influence, plus I know every nook and
cranny of this city since I've lived in

practically every area.”

Ryan’s first stop in his real estate
journey was Berkshire Hathaway
HomeServices. “I was there for a
year, and I learned a lot from the
team I worked with. It was very
valuable for me,” he says. “And then I
finally decided that I felt comfortable
branching out on my own. Since then,

I’'ve never looked back.”

Like most who enter the business,
Ryan faced a transition time. “I
started out not being that busy,
because you don’t have referrals
when you start,” Ryan points out. “It’s
just now coming full circle in the third
year. This year is when I started my
team. I have a partner on my team ...
and also a partner in life. I do all the
contract work and paperwork and he
does the staging and merchandising of
our properties. It works really well.
He has another job so doesn’t work
full-time in real estate like I do. We're
the team together. It’s really nice
because the staging is essential for
big listings and they sell more quickly

because of his expertise.”

Reputation for Results

Ryan’s reputation for results continues
to grow. In fact, he recently completed
a $4 million sale — a record-breaker
for the area involved. In turn, Ryan
completed 2020 with over $21 million

in sales volume for the year.
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Beyond the numbers, Ryan’s love for his

work is clear.

“I'm definitely a people person,” he says. “I
love meeting new people and sharing my
passion for them and Southwest Florida.
When I meet new people from out of town
and show my enthusiasm for the city, that’s
what’s so fun. I also love the flexibility to
make my own schedule for family time

with our daughter.”

Life’s Highlights

Away from work, Ryan and his partner,
Louis Scandale, cherish time spent with
their 2-year-old daughter, Diya. In their
free time, they have a passion for travel,
exploring new areas and spending time
with family. Ryan is the oldest of eight

siblings so one of their favorite things is

spending time with them and their families.

When it comes to giving back, Ryan has a
heart for supporting the Naples Therapeutic
Riding Program and the work it does for

those with special needs.

As Ryan considers his career, he offers
advice for others entering the business: “I
think one of the most important things is that
you always have to remain positive, expect
the unexpected, and stay patient. It’s like any
business you start. You aren’t going to have a
large business right away. It takes some time.
It’s perseverance all the time. It takes time

and trust in the process.”

“Now I'm thinking, ‘How am I going to
reach further next year than I did this
year?’ I just need to trust the process and
keep doing what I'm doing,” he says. “You
have got to say ‘Next.’ You can’t get caught
up in one deal and stew over things ... now 1

say ‘Next’ and keep moving forward.”

Ryan and his partner, Louis Scandale, with
their daughter Diya Leben Scandale.
(Photo by Sage & Sparrow Photography)
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A native of Naples, Ryan Leben knows the city intimately and loves sharing his knowledge and enthusiasm for it with clients and new people he meets.
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I LOVE MEETING NEW PEOPLE AND SHARING MY
PASSION FOR THEM AND SOUTHWEST FLORIDA.
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® Loans approved in 12 days.

* Don’t gamble with LO’s that are
sidetracked by the refinance boom.

® Over 70% of our closings are
purchases.

WHY EQUITABLE MORTGAGE?

- Family Owned and Operated for 25 years
« In-House Underwriting and Funding
- Happy Realtors — Happy Clients

CQUITABLE T

MORTGAGE CORPORATION

STEVECALABRESE.COM S

@ StevenMCalabrese Ei Steven Calabrese NMs 79387/ 39843 D 239-932-3216 | stevec@eqfin.com
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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 NSURED

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

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

It's time you started saving for your retirement
in an alternative, Tax-Free plan instead.

Now you can qualify for an exclusive retirement program that will
provide you with the following benefits:

* 100% TAX-FREE RETIREMENT INCOME
* ZERO RISK OF LOSS IN THE STOCK MARKET
* ACCOUNTS CONTINUE TO FUND & GROW IF DISABLED

Contact me today to determine your
eligibility to help achieve your
retirement goals.

Murat Dorkan, CLU
443-569-6500
mdorkan@dorkanfinancialgroup.com
DorkanFinancialGroup.com

DORKAN FINANCIAL GROUP, INC.






A LOT OF OUR BUYERS ARE BUYING OFF THE
INTERNET NOW, COMMUNICATING THROUGH
PICTURES AND VIDEOS, AND | HAPPEN TO HAVE A
BACKGROUND IN THAT.

Boating and real estate.
You don’t often see them go
hand-in-hand. One local broker,
however, has found a way to combine the two.
Ted Stout has become known as somewhat of an
oceanfront specialist on the southwest coast of
Florida, preferring to introduce listings to his
clients via watercraft. His brokerage, Realmark
Realty Group II, is not your traditional brokerage.
This small team specializes in luxury waterfront
properties and giving its clients an experience

they won’t soon forget.

Ted’s transition into real estate 23 years ago was a
natural one, as his father was a developer and bro-
ker originally from Atlanta. “I’ve been through a lot
of the ups and downs in real estate, two generations
worth,” Ted says. He moved to Florida from Atlanta
to attend college at Florida State University and
immediately fell in love with The Sunshine State.

Before real estate, Ted was a multimedia producer
in Atlanta, mostly developing local commercials
and DVDs. While that line of work certainly
allowed him to exercise his creativity, Ted found
that there weren’t a lot of opportunities to work
in the film business in Florida. “When I got to this
region there just weren’t a lot of Fortune 500 com-
panies in need of my services, so that’s when I got

into real estate.”

On any given off day, Ted will most likely be found
on his boat, whether he’s going to the beach, fish-
ing, bar hopping, diving, or scuba diving. “That’s
the reason I'm here in Florida, my passion for the
water,” he says. If it’s on the water, he’s doing it.
“I've hit every sandbar in the area, and I know the
water very well.” Ted’s brokerage is even located on

a marina, surrounded by boats every day, so it’s no
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surprise that this team especially caters to fellow

boaters and luxury waterfront properties.

Ted’s two daughters, MacKenzie, 5, and Venice, 2,
have also shown interest in the water and enjoy
going on the boat with their dad. “They’re still
pretty young, though, so we do a lot of crafts and
activities together,” Ted adds. At the time of this
interview in early December, Ted and his daugh-
ters had just constructed gingerbread houses and

decorated the Christmas tree the previous night.

“We do alot of tea parties. I know all the Disney

princesses,” he says, laughing.

While real estate isn’t exactly known as a creative
industry, Ted still finds ways to be creative in his
business. He excels at finding creative solutions for
his clients’ problems and getting properties sold. He
has especially had to be creative in this new world
of COVID and social distancing. “A lot of our buyers
are buying off the internet now, communicating
through pictures and videos, and I happen to have

a background in that,” Ted says, “knowing the best
way to present something to communicate effec-

tively what you’re trying to sell. I would say we do

Daughters MacKenzie and Venice enjoy time with Ted on the
boat and at the beach. (Photo by Jenny Drew Photography)

better at that than most people, and that’s a huge

part of our success.”

— - =y = .—.-I[L-\_\

Ted Stout (left) with Realmark Realty Group Il Buyer Agent Paul Tee (right).

Perhaps another part of Ted’s success in the industry
can be attributed to his own personal character and
values. His business has been built on honor and
integrity, and he hopes to be remembered as such. “A

handshake agreement is as good as a contract to me,

he says. “My word is my bond.”

To an up-and-coming real estate agent, Ted offers
this advice: “Get a mentor or a coach and learn
from somebody that has learned the hard way. It’s a
brutal business,” he says, “and there is so much you
can learn. You don’t have to learn the hard way. Let
somebody tell you the right way to do it and save

yourself a lot of time.”
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Ted Stout’s brokerage, Realmark Realty Group Il, specializes
in luxury waterfront properties and often introduces clients to
listings by boat.
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Our work is seen on SWFL Real 'rﬁn\ _

Contact us by email at kim@saltandlightmediagroup.com

_QUIPMENT * CLEANING * REPAIR * k

www.SWFLPoolPros.com
For Same Day Service Call: 239-872-8186

SWFL A2
Pool Pros
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DISBURSING
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WWW.RESOLUTIONSTITLE.COM

239-734-4833
375 STH AVE S, SUITE 202 | NAPLES, FL 34102
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REAL PRODUCERS

CONNECTING. ELEVATING. INSPIRING.

SWFL Real Producers is online to keep our

E ? R E o L I N E ' ' community apprised of the latest happenings
b — from amazing, in-person events to swilrealproducers + =
4
.

masterminds, podcasts, mixers, feature stories oh S
. . . ] Fall i Fedi
in monthly issues of the magazine, and more! i R

SWFL Real Producers

¥ SWFL 0 Real Estate Platform
¥ Exclusroaly lor the Tap 500 Produscers
B Conmeitng Real Egtate Prafessonals

A LLiMenthly Magazine
0 Like and Follow us on Facebook ow higZa50CyIT0

in order to receive updates

e . Edit Profile Promotions
and notifications

Inzights Caontact Add Shop

0 Check us out on Instagram — -
(@swflrealproducers) @ ﬂ @' o ﬁ
Faatures Grww Back Eennls Al L e, D;-l-

© Check out our videos on YouTube

&

0 Connect with us on Linkedin!
Make sure to add Andrew Regenhard

on Facebook to keep up with all of
the publisher updates as well!

Watch for our invite and posts in our private Top

500 group on Facebook. This group is exclusive to

our top producers and will be a great place to inter-

f REVI E‘W US act and collaborate with the best in the biz.

SWFL Real Producers

We would love for you to give us a review on
WL Risaliroducers - Media/Misss Company

Facebook ... as well as tag us in your posts and sto-
ries. Tagging us really helps us grow this platform.
Home  Pevews  Videos oy Liked We will repost your posts and stories that we’re

tagged in to help promote you as well!

Know someone who would make a great cover

or feature story? We’re looking for nominations!
Submit a nomination by emailing the publisher at
andrew.regenhard@realproducersmag.com with the
subject line “Nomination: (Name of Nominee),” and

explain why you are nominating them to be featured.
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Serving Naples, Marco Island, Bonita Springs, Fort Myers,
Estero, Cape Coral and all of Southwest Florida.

sunservicessw.com | 239-285-5320
Jon@SunServicesSW.com

For the ultimate protection
for your client or yourself,
choose DOMAIN
INSURANCE.

Asan

independent

agency, we have
options for everyone.

Give us a call today

HOME|AUTO
FLOOD

239-898-9120

domaininsuranceinc.com
nickdomain@domaininsuranceinc.com

Residential Electrical Specialist

—_ﬁﬁer_ksﬁFBa?
Contractors

239-313-1585 Elecieical Division

www.BerkshireBay.com

Residential & Commercial | Hang Fixtures & Fans | Add CerUItS/
EV Charging Stations | Breaker Panel Changes | Generators /
Home Automation | Alarm & Cameras

|o)Berkshire -
D Confraciors

Electrical Division

Serving all of Southwest Florida .
Call us today (239) 910-2516 "™ 2*°"

FULLY LICENSED, INSURED, BONDED



CHASING DREAMS
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John Paul Buchanan owner

chasingdreamsphotography.com
239-249-9400
239-249-9402 espafiol

Capturing the
Fine Art In You and
the Things You Love

- Personal Branding
 Architecture Photography
- Motion and Virtual Tours

We offer the highest quality for your brand,

whether it’s luxury real-estate, tourism,
product, business and beyond
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Want a copy of your article or full
magazines that you were featured in?

REPRINTS!

What the heck is a reprint? A reprint is a
four- or eight-page 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

tool that can help brand you, your team and/

or your business.

* Use on listing appointments

+ Send out to friends and family

* Send to clients with your - A
holiday greetings : = win e bumingcesre’o [

constantly improve, and

B 11 - N, _ really just to become the
Brokers, use as recruiting tools for cap ; e

" Ipossiblycan.

turing new talent

* Use when farming your

favorite neighborhood

WHAT IF | CHANGED COMPANIES OR NEED SOMETHING WHO CAN BUY THESE?
CORRECTED ON MY ARTICLE? The REALTOR® that was featured, the broker, our
No worries! We can make any changes needed. We partner, or family. Anyone who wants to promote you.
send you a proof, you approve, and then they are
sent to you via FedEx. HOW DO | ORDER?
Email andrew.regenhard@realproducersmag.com
or give us a call at 239-290-0692.
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Let me help you and your clients with
their Home Financing Needs!

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

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

Eric & Christl Ramirez

Fully licensed and insured
certified general contractor

FAMILY OWNED & OPERATED

VISIT OUR MODEL HOME AT 85 Py T W ,
OTH AVE NW NAPLES, FL 34120 A P

e P o o 239-304-0516 @ WWW.LARAMCONSTRUCTION.COM

Bonita Springs, FL. 34134 guara nteed

' FOR CUSTOM HOMEBUILDING!

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

We Offer Great Rates and Excellent Service. Call us today! We are here to help!

Danielle Damianov
VP of Mortgage Lending

0:(239) 676-0197 | C: (786) 359-7976
LendFLA.com | Danielle.Damianov@rate.com
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COMPETE WITH CASH OFFERS
B

20+ YEARS OF RESIDENFIAL
LENDING

LOANS UPTO $3.5 MILLION
WITH AMAZING RATES

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

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

Mortgage Financial Group ' . ) nd@goldstarfinancial.com




