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DON'T JUST TAKE OUR WORD FOR IT.

[ just wanted to send a quick note to say how pleased I was with
your team! They did a fantastic job and they were so fast and
efficient. They were really great and I was so happy with the job!
When we move again, [ will definitely be calling you again!
Thanks again!!! — Sue E.

239-643-4100

www.RayTheMover.com

The Mover Office@RayTheMover.com &

Locally Owned & Operated

Season is Here!

Will your buyer need coverage?

Glen
Hollingsworth

239-444-1641

glen@rosierinsurance.com

INSURANCE

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

Mike
Rusk

239-444-1643

mrusk@rosierinsurance.com

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

ﬁ"h..

5,

TQusted Choice* rosierinsurance.com
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Our professional contracting team will help your client envision their
dream home whether it be a new home or renovation project.
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WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

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

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

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

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

P P RN




Award Winning Houzz & ASID Designer
SHERYL BLEUSTEIN, PRESIDENT

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

Top Naples Realtor

I NTERIORS/

W] interiorsbysois
4 g NAPLES | NAPLES CAY | FORT LAUDERDALE | BOCA RATON

- . - U, I / “ . j lr il DELRAY BEACH | HIGHLAND BEACH | PALM BEACHES | JUPITER ISLAND

STAGING | RESIDENTIAL & COMMERCIAL INTERIORS
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If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at andrew.regenhard@realproducersmag.com.

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.

Residental Roofing Roof Inspections

Commercial Roofing New Construction

Roof Maintenance Leaks & Repairs

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

W angics list W)

| SUPER SERVICE |

 AWARD |

GAF
PRESIDENTS

Southwest Florida’s Most Trusted Roofer



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

Zampogna Flores, PLLC
Matt Flores

(239) 261-0592
www.naplesbaylaw.com

CAR DETAILING

End to End Solutions

Isaac Chauncey

(814) 397-6829
www.endtoendsolutions.net

CATERING & EVENTS
M&G Farm Stand

Cafe & Catering
Dawne Skiera

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

CLEANING SERVICE
J.O. Always Clean
Santiago Ospina
(239) 200-1M14

TJS Elite

Residential Cleaning

Scott Leamon

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

10 - June 2021

CUSTOM HOME BUILDERS
Cintron Custom Builders
Flower Cintron

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

Laram Construction

Christl Ramirez

(239) 304-0516
www.laramconstruction.com

Tri-Town Construction
Marc Devisse

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

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

EVENT PRODUCTION
Artistic Science

Marley Ross

(239) 289-2422
wwwe.artisticscience.com

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212
www.balancedimages.com

FLOORING & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677
www.afknaples.com

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

Master Touch Tile & Stone
Chris Torres

(239) 443-8592
www.mastertouch

installations.com

GENERAL CONTRACTOR
Dominion Contracting
Group

Butch Bacon

(239) 293-0049
www.dcgswfl.com

Innovative Design Solution
John Huffman

(239) 595-6805
www.nhaplesconstruction.net

HANDYMAN

Becker Home Maintenance
Blake Becker

(239) 351-6820
www.beckerhome

maintenance.com

Figueroa Complete Service
Angel Figueroa
(703) 200-4157

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220
www.housemaster.com

Panther Home Inspection
Jim Scarpa

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

Python Home Inspection
Brett Onasch

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

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

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!

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

HOME WATCH &
CONCIERGE SERVICES
Home Services by Cary
Cary Cramer

(239) 841-3970
www.homeservices
bycary.com

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

Spectrum Concierge
(239) 777-6173
www.spectrum
concierge.com

INSURANCE
Ackerman Insurance
Rick Nayar

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

Brown & Brown Insurance
Corey Walker

(850) 454-8951
www.bbswfla.com

Domain Insurance
Management

Nick Domain

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

Farmers Insurance

Damon Brist

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

Responsive Insurance
Matt Nance
(239) 596-3177

www.responsiveinsurance.com

Rosier Insurance

Richard Rosier

(239) 4441414
WwWw.rosierinsurance.com

INTERIOR DESIGNER
Interiors by SBI

Sheryl Bleustein

(954) 445-0897
www.interiorsbysbi.com

INVESTMENTS

Clarus Merchant Services
Jonathan Turner

(717) 979-8914
www.clarusdc.com

MAKEUP/HAIR

Niki Jane Beautique

Niki Fernandez

(239) 285-7605
www.nhikijanebeautique.com

MORTGAGE LENDER
CrossCountry Mortgage
Christin Luckman

(312) 771-6969

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

Community Lending

DeAnna Adinolfo Rivera
(239) 878-0107
www.communitylendingfl.com

Equitable Mortgage
Steve Calabrese

(239) 778-6548
www.stevecalabrese.com

Gold Star

Mortgage Financial

Josh Lund

(612) 802-3265
www.goldstarfinancial.com

Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500
www.maxwell

mortgageloans.com

Moore Lending Group
Brittany Moore

(954) 866-7189
moorelendinggroup.com

Primary Residential
Mortgage

Edgardo Balentine
(239) 244-5871
www.swflmortgage
loans.com

MOVING COMPANY
Callahan Brothers

Moving & Storage

William Joyce

(203) 528-5930
www.callahanbrothers.com

Ray The Mover

John Smarge

(239) 643-4100
www.raythemover.com

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

PAINTING SERVICES
Contractors Painting

& Waterproofing

Rich Gardner

(239) 404-9829
www.contractorspainting
andwaterproofing.com

PHOTOGRAPHY/
PORTRAIT

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

New Frame Photography

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

PHOTOGRAPHY/
REAL ESTATE
LaCasaTour

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

Real Tours SWFL
Michael Berio
(239) 464-7969

www.realtoursswfl.com

Sun Services SW
Photography
Jon Kreider
(239) 285-5320

WWW.Sunservicessw.com

PHYSICAL THERAPY /

WELLNESS

Berman Physical Therapy

Jack Berman
(239) 431-0232

PLUMBING
Gulfshore Plumbing
Contractors

Cory Garber

(239) 200-1235

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

Sunwest Plumbing
Paul Blais

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

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

www.swflpoolpros.com

REAL ESTATE MARKETING
Your Home Magazine

Tony Spano

(239) 235-3170
www.thebestlistingtool.com

RETIREMENT/WEALTH
PRESERVATION ADVISOR
Dorkan Financial Group Inc
Murat Dorkan

(443) 569-6500
www.dorkanfinancial

group.com

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663
www.romanroofing.com

SOCIAL MEDIA
MARKETING

Salt + Light Media
Kimmy Curry
(317) 752-4423

TITLE COMPANY
Legacy Title

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

Resolutions Title

Aaron Barnes

(239) 734-4888
www.resolutionstitle.com

Seaview Title

Rick Nayar

(239) 449-4466
www.seaviewtitle.com

VALET SERVICES

5 Star Valet

Joey Rock

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

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

SWEFL Real Producers - 11
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Need better closing services?

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

every time.

| (L _',.:. e
gL T e S e R B T S|

Full Service On Every Transaction - Exceeding Expectations Since 2008!

. . 23160 Fashion Drive, Ste. 227 . Estero, FL 33928
Eric L. Solomon, President 239-325-2709 - team@ltflorida.com - www.Itflorida.com

P 2N

GO THE EXTRA MILE.

o) s
Corrafilm is a Personal Branding and Production Company*
that works closely with Real Estate Agents to
grow thejr audience on Social Media Platforms.

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

y

"

"The entire team is so professional and kind!
They did an excellent job of explaining the
process from start to finish and answered all my
questions. | am so happy with all of their work!"

- Jessica D., Google Review

Q%

I )1

/

1U 1L |
7

Google

‘ [

P N
7 e

ot ok Ao
f :

BEEKE beckerhomemaintenance.com
239-351-6820

HANDYMAN
PAINTING

FLOORING
CABINETRY
CLOSETS

SCREEN REPAIR
PRESSURE WASHING

AND MORE!




MEET THE

SWFL

REAL PRODUCERS TEAM

Wi

Andrew Regenhard Kalynd Parrish Ellen Buchanan Kimmy Curry
Publisher Executive Assistant Editor Director of Marketing
m
- "k_, - i i -
Lindsey Wells Dave Danielson Sheryl Moreno Jon Kreider
Writer Writer Photographer Photographer
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Michelle Reed Hana Snajdrova Coby Corradino Geneva Eilertson
Photographer Photographer Videographer Reprints Manager

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

Our NEW EASY

239.643.2445
1.888.COLD.AIR

conditionedair.com

AQCREDITED
BPSIMESS

Biew

BEB Rating: As

Financing the World
One Loan al a ‘Time

Laure

F

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC
'. I Y

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

308

closed loans in 2020 for more
than $256 million in production.

MAXWELL

MORTGAGE TEAM

SWEFL Real Producers - 15



Why aren’t all title =
companies like us?
Good ciuestion. | =
e e i Seritataatann »p“b““f

Sz 'rﬁty to honor and cherlsh our fathers, the men Who e _
_ gave so much and shaped who we are today‘ an.d: Rttt

._hat.goesfor.bothrnenam’;lwomen1 = .:;,_,,-,_:‘;-._ e

Almost exact].y a year. ago, at the tune -of thls T e

(@ Seaview Title

Powered by Vidclose

ertmg, i lost my father, Charhe Regenhard s0 th1s

Learn more at seaviewtitle.com
239-449-4466
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Get the quality customer service and
full insurance coverage your
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THIS IS MORE THAN A KEY.
It's a symbol of what drives us, literally.
A symbol of the excellence and gquality
you will receive with our Five Stapsemiees EEVAILET

DRIVEN BY EXCELLENCE
e

Does your broker guarantee you won't lose any principal with the

market'downturn for the 1% management fee they charge?
. 4 »

Does your‘llfe insurance include’ prowdlng you with long-term

_care rotectlon TAX-FREE forthe remium you're already paying?
BP’: e P y y Paying:

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

Five Star Valet specializes in providing luxury valet parking services for hotels, restaurants

private country clubs and corporate/community events. Cur friendly and experienced valet associates

will provide a personalized greeting to all guests. You only get one chance to make a first impression

239.770.1991 Gstarvalet.com

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

Home Inspections. Done Rigk
Guaranteed.

INSPIRING CONFIDENCE IN EVERY HQME BUYER
. e
+« Comprehensive SameDEv Reporting ~_ &
""'i:
. Termite Raﬂon Mold;4.Pt, Wind Mltlgat|en--.

* Phones Answered Evenings & Weekends

- Only Cempa_nv With A 1 Year Limited i&o * * \
e CHEC

- Guarantee N

— | SRl 5 STAR REVIEWS
JOHN PRETE" ' /™ | RECEIVE $25 OFF W/ Tmn OF THIS AD ONLVE it iz - e
g( . ¢ J‘., » ¥ e .1-__-- i e :_f'- “'\ : = ; - : = I
B s ! ek i sl Murat Dorkan, CLH

Trusted Consultant

HouseMaster: | ouzsms o 443-569-6500

DORKAN FINANCIAL GROUP, INC. DorkanFinancialGroup.com

18 - June 2021



P> we ask...you tell!

Do you need to drive

a luxury car to sell

luxury real estate?

EMILY KONOPASEK
PREMIER PLUS REALTY
“What you drive should match your market. If
you predominantly sell starter homes to first-
time buyers, you probably shouldn’t roll up in
an ultra-expensive car. And vice versa: if it’s a
multimillion-dollar place, you’ll need more than

a beater!”

NIC SPANO

EQUITY REALTY

“Having a nice car is important, but having a lux-
ury car isn’t a necessity. I know agents that sell
a ton of homes that drive ‘normal’ cars, but they

are newer, clean, and well-maintained.”

ADNAN DEDIC

JOHN R. WOOD PROPERTIES

“Yes. You have to dress, look, and act the part. Real
estate is a very judgmental business. People want
to see success, so driving a nice car, looking nice,
and presenting yourself like a professional are
always key, especially being a younger person in
the industry. People feel more comfortable when

they work with someone who looks successful.”

IRINA KISLYANKA

MVP REALTY ASSOCIATES

“Yes and yes. My luxury Audi is my business
card! I got one client just asking about my car.

We started a conversation and I got a seller!”

MICHAEL JORDAN
WILLIAM RAVEIS REAL ESTATE
“No. When I first started, I was driving an older

20 - June 2021

sedan because it’s all I could afford. I, however,
ALWAYS made sure it was clean when I showed
property. I think the car itself'is less important

than the cleanliness.”

LAUREN BROOKER

COMPASS

“Luxury car? No, I am not a ‘car’ person BUT
think the important thing is to show up in a car

that is clean.”

CANDACE WALTON FARMER

LOCAL REAL ESTATE, LLC

“Drive what you can afford. The car doesn’t
make the relationship. You do. Whatever you
drive needs to be clean. I always have a cooler
with a variety of drinks and snacks. They would

rather have that than a fancy car.”

PATRICK DEARBORN
JOHN R. WOOD PROPERTIES
“Silverfox always rides deep!” (Editor’s note:

Patrick drives a Lexus.)

“The Volkswagen ‘thing’ is the official car of Jay
Campbell and the Patrick Dearborn Real Estate

Team. Our clients love it!”

MELISSA MCMURRAY

COMPASS

“Drive what works for you. If luxury helps you
sell, drive that. Or maybe you just like luxury
cars. If your lifestyle or target market responds
better to something else, drive that. Just make
sure it’s CLEAN.”

g old homes into

COMMERCIAL | LUXURY REMODELING ROOFING | CUSTOM DESIGN BUILDS

TRI-TOWN
CONSTRUCTION

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

CELEBRATING 15 YEARS IN SWFL!

@ Locally Owned Southwest Florida Business

(e www.Tri-TownConstruction.com

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




RESOLUTIONS
TITLE inc

BY THE NUMBERS

HERE’S WHAT SWFL'S* TOP 500 AGENTS SOLD...
» TITLE INSURANCE

» ESCROW SERVICES 2 0,099

» CONSTRUCTION FUNDS $14’928’937’371
DISBURSING SALES VOLUME
: TOTAL TRANSACTIONS
» TECHNOLOGY-DRIVEN, :
PROFESSIONAL EXPERTS
3 - LISTING SIDE
* ENHANCED SECURE ——- : TRANSACTIONS

ONLINE ACCESS &
COMMUNICATION

» NATIONAL COMM

E

BUYING SIDE
TRANSACTIONS

SERVICES

AVERAGE
WWW.RESOLUTIONSTITLE.COM SALES VOLUME

239-734-4333 PER AGENT
375 STH AVE S, SUITE 202 | NAPLES, FL 34102

TRANSACTIONS
PER AGENT

QB \rr
I | |

*Infc sidential sales in 2020 in Lee and Collie es by the top 500 agents by sales volume in these counties.




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

Matt Nance, Rich Costante Alyssa Costa Judy Hentges Keith Zulik Claudine
Owner Enaillo

YOU GET WAY MORE THAN JUST AN INSPECTION...
/\

PANTHER HOME
L2} INSPECTION

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

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

(239)389-0996 * www.pantherhomeinspection.c

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

om

office@pantherhomeinspection.com ® Fully Insured - Liahiity & £&0 ™"

24 - June 2021

A ﬂw/ QW«JLM of Residential Cleaning gxyaar]?

Elite Residential Cleaning is more than just a cleaning company...
We are experts at cleaning homes with
: high-end materials.

Contact us today for
a complimentary
in-home consultation

239.451.0785 ext 1 o
RESIDENTIAL CLEANING - tjs-eliteresidential.com and 10% off ypur
info@tjs-eliteresidential.com first cleaning.

I. 14 MOORE LENDING GRoUP | (¥ CARDINAL

Getting a home loan
with Moore Lending
Group isn't just a
transaction, we
NMLS # 824215 consider you part of NMLS#: 1408456

Brittany Moore

Producing Branch Manager

Tyler Moore

Sales Manager
Direct: 954.866.7189 Direct: 954-866-7186
Cell: 239.292.4194 d Cell: 239-292-4191
BMoore@moorelend.com the famlly0 TMoore@Moorelend.com

e of any kind. Loan approval and rate
tnership - DBA Moore Lending (NMLS ID for licer 2) Mortgage Le

SWEFL Real Producers - 25



Successful Business.

| share a conversation | had with a

gentleman that leaned towards creating a
referral strategy whereby we could refer
quality clients back and forth to each other.
One of my questions to him was, “Tell me
something about your quality clients that

you have great relationships with who

you feel might be good referrals for me.”

He leaned back and thought about it,

and he said, “l really don’t have any solid

relationships with any of my clients.”

It shocked me. I asked, why? He
shared, “Well, based on the service

I provide, I sit down with somebody
for the first time, I show them all the
benefits, what they can get out of'it,
all the different ways of using my ser-
vice. Once they agree, they sign. They
get what they want. I get what I want.
They become low-maintenance cus-
tomers, and I really have no need to
keep in touch with them unless they

give me a call and ask a question.”

‘Wow. Not quite the strategy I would

apply in my own business. He then

26 - June 2021

asked me, “Why? What would you
suggest?” I replied, “Personally, I
simply stick to what I like to call the
R xR =R formula in my business.
It’s a simple formula that I believe
we all need to apply in business to

create a win-win for both parties.”

“What does R x R = R mean?” he
asked. I explained that the first

R represents relationships. Build
quality relationships with your cli-
ents and your customers. Harvey
Mackey wrote a great book years
ago called Swim with the Sharks
Without Getting Faten Alive.
There was one section that he took
a lot of pride in describing how he
had 77 questions that he would
ask his clients to really get all the
information on them so he knew
them inside and out. Birthdays,
children, everything you could
possibly think of. What it did was
create great relationships because
he knew a lot about his customers

and his clients.

The second R represents results.
‘We must deliver results for our
clients. We must deliver the goods
and services with excellence that
we promised to them. Do what you
say, when you say, the way you say
you’re going to do it. Your clients

expect results.

‘When you develop great relation-
ships and consistently deliver
results for your clients, the last

R is retention. You keep them.
‘Why would they leave? They have
a great relationship with you.
They’re getting what they want.
They’re going to stay.

Let’s look at this for a moment. Let’s
say you have a great relationship with
your client, but for whatever reason,
your company, your organization is
not delivering the quality results of
excellence that your client expects.
Someone else might come along and
promise to deliver the goods and exe-
cute on their promise, and your client
just might leave you. Let’s say you
deliver great results. You give them
what they want, when they want it,
the way they want it, but you’ve never
taken the time to get to know them or
build a relationship. Somebody might
come along that’s been wooing them
for quite some time, build a great
relationship with them, and one day,

your client might just disappear.

It’s not either-or, it’s both. We need
to develop great relationships with
our clients, deliver great results, and
we will retain them as clients. Both
parties will win as they develop a
long-lasting relationship in addition
to mutually helping each other’s busi-

nesses grow.

When this formula is executed effec-
tively, you get one more thing. You
get a fourth R, and that represents
referrals. To build a healthy busi-
ness, you want to be dealing with
clients you enjoy doing business with.
Clients hang out with people just like
themselves, so when you retain good,
quality clients by delivering consis-
tent results while building solid rela-
tionships, they’ll refer more people
just like them. That’s the formula for

building a successful business.

coaching corner €4

By Michael Dill

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

more than 40 years of business

and entrepreneurial experience

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

"‘ the pandemic, fear was

. rampant, jobs were cut,
expenses trimmed, and we asked each
other crazy questions like “Is real
estate deemed essential in your state?”
Now, jobs are reinstated, businesses
growing, and every team we coach had
the best year they’re EVER had in 2020.
Industry-wide, agents seemed to have

had one of two things happen:
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GOOD TIMES

By Christy Belt Grossman

1. They didn’t act fast and double down, so
they lost market share.
2. They wasted no time doubling down,

and they gained market share.

The thing is, great results in 2020 came to
many solely because the market was good.
Great results came not because of what they
were doing, they came in spite of what they
were doing. 2021 arrived, along with histor-
ically low inventory. Now we’re seeing the

result of “bad habits created in good times™:

Agents leaving teams to go solo
(because a great year made things
look easy)

Agents leaving teams to build their
own team (same reason)

Agents worn out from writing con-
tracts and losing out to other offers
Admins not building systems to
generate income (being efficient and
not effective)

Admins not creating and executing

systems to drive culture and retention

6 Things You Should Be Doing NOW:

1. Reviews & Referrals

Create systems for each. It’s not rocket science, but

the SAME thing must happen on EVERY transaction.
Your system MUST drive leads and commission to your
business. (Plus referrals and reviews are the best way
to measure whether you’re providing a customer expe-

rience as opposed to customer service.)

2. Training Schedule

Create a training schedule. In April, there were more
agents in the U.S. than active listings. This means the
most skilled agents WIN. Help your agents be prepared
to win. Research and provide them with new scripts.

Role play with them.

3. Lead Gen

Double down and be creative. Many agents slacked off
on lead gen when the market picked up last year. They
succeeded in spite of that. It’s time to put that habit
back in place. Call your sphere!

4. Find Off-Market Homes To Sell

Reach out to agents outside your team daily to see

what they have coming on the market. Then share
with your team.
* Write letters for buyers targeting a
specific neighborhood.
+ Call through your databank to see who
they know that might be selling.
* Add a Buyer Wish List page to your website
and share it on social media.

5. Value Proposition

Ensure your Value Prop is alive, and that it’s driving
culture and retention. Are you clear on what it is? Are
you delivering on it? In order to create a great culture

and keep retention high, you must “7ell them what

you’re going to do, do it, then tell them what you did.”

¢+ Do you have a 24-Touch Plan for your team? (Most have
a plan for their database, and forget about the team.)

+ Are you purposeful in telling people what you did?
(Ex: “John, congrats on closing 101 Main St. Glad we
could provide that lead from Facebook ads we ran.

Nice work converting.”)

6. Databank

Most have a database. Most do NOT have a SYSTEM to
feed it. NOR are they tracking and setting goals around
how to grow the database, what results it’s providing
and how to increase results. Every team needs to:

+ Know how many contacts are in the database. (It’s

not a “contact” without contact info!)

* Know how many deals came from it last year (sphere, past
clients, referrals from sphere/past clients)

* Calculate the percent. (Example: 1,000 in database, 10 deals
sourced. 10/1000 = 1%.)

* Have a system to FEED it.

* Set a goal for how many to add AND what percent will do a
deal/send a referral.

* Put systems in place around goals (touch plan, client events,
tracking). NOW your database becomes a databank and you

can create a predictable business!

Moral: Many agents had a great 2020 because the market rocked.
If you like to control your destiny, create “Good Habits to Avoid
Bad Times” NOW!

Christy Belt Grossman is the CEO and Owner

of Ops Boss® Coaching, and a Director on

the Board of NARESP (National Association of

Real Estate Professionals). Prior to that, Christy
was the COO of one of the nation’s first real

estate teams to sell $1 billion. Ops Boss® Coaching

provides classes, a video resource center, group coaching
(coached by Elizabeth Gilbert), elite 1:1 coaching, and an annual
conference focused on real estate operations professionals.

More Info: www.OpsBossCoaching.com.
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Be Ready for the

Keep Up with Your A/C Maintenance!

With summer already in full swing,

it is important that you stay on top of
air conditioning maintenance in order
to ensure that your HVAC system is
able to keep you and your family com-
fortable and healthy in the weeks of

hot weather that are yet to come.
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You should be on the lookout for signs
indicating that your air conditioner
needs a professional tune-up. This
allows you to catch any problems
early and can allow you to have them
fixed before your air conditioning

breaks down in the dead of summer.

To help you prevent such an occur-
rence, here are a few signs indicating
that your air conditioning may be in

need of a tune-up this summer.

Weak Airflow

There may be a problem with your

HVAC system if the airflow coming
out of your vents is much weaker
than it used to be. Without the proper
airflow, your air conditioner will have
a harder time cooling your home.
This may make your system work
harder, which can put an unnecessary
strain on your HVAC. However, weak
airflow can indicate a variety of prob-
lems, such as a clogged filter, leaking
ductwork, or it can indicate a refrig-
erant leak in your system somewhere.
Scheduling a tune-up to get your
system running properly will prevent
further damage and headaches.

Rising Electric Bills
You should also keep an eye on your

electric bills this summer, as this can

tell you a lot about the health of your

HVAC system. Have you noticed a
sudden spike in the cost of your elec-
tric bill compared to recent months
or compared to last summer? If so,
your air conditioner may be to blame.
A sudden increase in your electric bill
can indicate that your air conditioning
is not working properly or efficiently
and is using more electricity to cool
your home. A tune-up can help to
diagnose the problem and save you

money over time.

You Can’t Keep Cool

Of course, it is particularly important
that you schedule an air conditioning
tune-up if you cannot seem to get cool
enough no matter what temperature
you set your thermostat to. If your air

conditioner can no longer properly

cool your home, there is a serious
problem with your system that will
need to be fixed before your HVAC
breaks down entirely. You want to
avoid this as much as possible in the

Southwest Florida summer heat!

Your Health Matters Too

Not only is staying cool comfortable,
but not staying cool is detrimental to
your health. Summer weather can be
tough on your body and dehydration
can occur easily. One major cause of
dehydration is sweating profusely.
The more you sweat, the more you
increase your chances of dehydration.
On the other hand, heatstroke can
happen when your body begins to
overheat due to high temperatures. A
fully functional air conditioning unit
will be beneficial in keeping you cool

during the hot summer season!

Tim Dupre has

been in the HVAC
industry for 23

years and has
worked in every
aspect of the trade.
Starting as an installer
in 1997, he worked his way up through
the organization to his current role of
President and CEO of Conditioned Air.

Your comfort and health are their
first priority at Conditioned Air,
which services Bradenton, Fort Myers,
Naples, Sarasota, Cape Coral, and the
surrounding areas with prompt and
professional service. Contact them for
straightforward answers and smart

solutions this summer.
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“Better than I deserve” is the only response you'll get

leader of the month

By Lindseyjells grew up in Minnesota in a family of real estate pro-
Photos by Sandy Windham 2

when asking a Gallus how they’re doing. Eric Gallus

fessionals who truly lived the Proverbs 22:6 verse
that says, “Train up a child in the way he should go;

and when he is old, he will not depart from it.”

Eric’s father, David Gallus, “trained up” Eric to value
faith, gratitude, and a relentless work ethic. Those
qualities set Eric off on a winding road that would
lead him to do remarkable things in his professional
life. As CEO of Premiere Plus Realty, Eric is passion-
ate about continuing to grow the brokerages while

keeping faith and family at the center of his life.

Eric graduated from Brown Institute with a degree
in marketing and advertising. He quickly excelled

in the corporate dot-com world but wanted more.

Over the next decade, Eric embraced entre-
preneurship and owned and operated multiple
companies that offered marketing, consulting,
investment, and property management services.
He also shared his father’s passion for real estate
investing after purchasing his first fixer-upper in
Minnesota and began pursuing investment prop-

erties in Southwest Florida.

In 2005, Eric married his beautiful wife,

Jacqueline. Shortly after, they made Southwest

Florida their permanent home. He seized the
opportunity to become the operational manager for
his parents’ three real estate companies, Premiere
Plus Realty, Ruby Realty Co., and Independent
Broker Realty (IBR now dissolved). Through Eric’s
leadership and innovation, Premiere Plus Realty
and Ruby Realty grew from 300 agents and four
staff members to over 1,700 agents and 30 staff

members across six locations today.

Eric Gallus became operational manager of his father, David Gallus’s, three
brokerages and took them from 300 agents to over 1,700 agents today.
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adds. Faith plays a tremendous part in the compa-
nies’ culture and is one of Eric’s biggest motivators.
“I am extremely humbled each day by the talented
team that supports me and honestly loves what
they do. We pride ourselves on having the best
support team and partnering with those that are
hungry, humble, and smart. None of this is possible
without them and a faithful foundation, knowing
God has provided a purpose for us to influence oth-

ers through servant leadership.”

A few years ago, Premiere Plus initiated PPR Cares,
which gives back 10 percent of transaction fees

to local non-profits. Some of the organizations

that have benefited from this initiative include

St. Matthew’s House, The Salvation Army, Ride
Nature, Harry Chapin Food Bank, Pregnancy
Resource Center, and Path 2 Freedom. “All of this is
possible because of the buyers and sellers that close
transactions with our agents,” Eric says. “I think it’s
very important that they know when they’re doing
business with the Premiere Plus Realty agents,

a portion of those fees to go to support the local

needs of our community.”

The Gallus family loves being outdoors and shares their 3-acre property in Naples with 30 chickens.

Year after year, Premiere Plus Realty remains at the top of

all Southwest Florida’s outstanding brokerage lists. Eric was

awarded the RISMedia Newsmaker Award in 2020, which is

given to only a small number of individuals nationwide. “That

was a huge honor,” Eric says. In recent years, Premiere Plus I xt I

Realty has been recognized by Gulfshore Business Magazine as a m e reme y
Southwest Florida’s Best Residential Real Estate Agency, Best

Family-Owned Small Business, Best Commercial Real Estate h u m bled eac h d ay
Firm, and Best Small Business. RISMedia also recognized the

brokerage in 2020 as a Top 200 Power Broker. The list goes on

and on, proving time and again that a brokerage can be big and by th e ta | e nte d te am th at

still deliver top-notch customer service.

supports me and honestly

While the growth of the companies was made possible through

Eric’s direction and keen eye for detail and quality support, he |Oves Wh at 'th ey d 0.

gives all the credit to his agents and the amazing staff members

that support them. They conducted over 6,500 transactions with
over $2.5 billion in sales volume in 2020 alone. “It truly takes

a dedicated team and the right people to make this happen,” he
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Outside of business, Ericis a
family man. He and Jacqueline
have three children: two
daughters, ages 21 and 5, and a
son, 13. The Gallus family can
usually be found spending time
together on their three-acre
property in Naples, which is an
oasis of trees, land, and about
30 chickens! “We love being
outside,” Eric says. “There is

a balance between spending
every morning and every eve-
ning outside and enjoying this
beautiful creation.” The Gallus
family also loves to travel and
stay active with tons of adven-
tures, especially those that
involve hitting the mountains

out west.

Today, with the companies’
continued growth and stable
reputation, Eric is passionate
about continuing his father’s
legacy. “My father is an
extremely giving man, has a
huge heart, loves what he does,
and loves people. He is still
very active in the business and
the lives of the agents. I'm hon-
ored to serve alongside him,
who is a shining example of
how to honor God by remain-
ing humble as a top-producing

business owner,” Eric says.

We pride
ourselves on
having the best
support team
and partnering

with those that
are hungry,
humble,

and smart.
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»» partner spotlight

By Lindsey Wells
Photos by Sun Services SW Photography

ERIC

SOLOMON

Not All Title Companies Are Created Equal

Photo by Sun ServiceSsSW Photography | =7 5
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REALTORS® are vital to moving a
real estate transaction from point A
to point B. There is, however, much
more to buying and selling a home
than the marketing of the property
and the delicate negotiations between
buyer, seller, and their respective
agents. There are many other players
in the game, such as mortgage lend-
ers, appraisers, and home inspec-
tors, to name a few. Perhaps one of
the most prominent players is the
title company, which, in some ways,
ties the entire transaction together.
Legacy Title has been providing
remarkable title services and real
estate closings to its residential and
commercial customers since 2008.
The company’s owner, Eric Solomon,
is just as passionate today about his
clients as he was when he started in

the industry three decades ago.

Originally from New York, Eric first
became interested in real estate while
in law school. One of the first jobs

he had after graduating in 1991 was
working for a firm that represented
many lenders. “In New York, the clos-
ing process is different and I handled
many closings during each week—it
could be eight, nine, 10 deals a day,”
Eric reflects. “That’s how real estate

just stuck with me over the years.”

Eric and his wife of 24 years, Jessica,
had always dreamed about moving
somewhere with a warmer climate.
“New York is fine; you get all four
seasons. Your summers are beauti-
ful, falls are beautiful, springs are
beautiful, and even the winter has

its shining moments. But, if I have

got to choose somewhere to live, I
would rather be warm than cold,” Eric
says. Finally, in 2001, with a toddler
and another baby on the way, they
decided it was time to make a move.
A year later, in 2002, Eric and Jessica
packed up their belongings and two
young children and relocated to The
Sunshine State.

48 - June 2021

Upon moving to Florida, Eric became
licensed to practice in the state as

an attorney. In 2008, to further his
outreach in the real estate industry,
Eric created Legacy Title. While all
title insurance companies essentially
exist for one primary purpose—to
sell title insurance—Legacy Title is
living proof that not all title agencies
are created equal. “That’s just like
saying all doctors do the same thing,
or all lawyers do the same thing,” Eric
says. “What sets us apart from other
title companies is the level of service
that we provide, and we stand behind

what we do.”

With 30 years in the industry, to say
that Eric knows what he is doing
would be an understatement. Realtors
placing their clients’ trust in Legacy
Title appreciate the company’s ability
to make the process a smooth one.
Eric adds, “Yes—you can go to any
title company and, in theory, get your
title insurance done. The question is,
who is actually reviewing the title?
Who knows what is going on as far

as the underlying documents? Who
is actually going to be there to take
care of an issue later on? There are
companies that come, companies that
go. I have been in this business for 30

years, and I am not going anywhere.

‘We have withstood strong markets,
survived down markets; and we just
keep trucking along. I take great pride
in not only the product that we put
out but our staff who make my vision

a reality every day.”

At Legacy Title, the end goal with
each transaction is to ensure a com-
fortable and easy process for every-
one. After all, a home is the largest
purchase most people will ever make
in their lifetime. Eric and the Legacy
Title staff know this is not something
to be taken lightly. “Over the years,
when these transactions start, there
is, presumptively, a willing buyer and
a willing seller who put a transaction
together. While the road is not always
smooth, we never lose sight of the
fact that people start this process
because they are, most likely, closing
one chapter and opening a new one,”
Eric said, adding that he finds it par-
ticularly rewarding to work with first-
time homebuyers. “I like being able
to walk them through everything and
hopefully leave them with a better
understanding of the process because

it can be daunting for a lot of people.”

In 2018, Eric opened his own law
firm, the Law Office of Eric L.
Solomon, P.A. While it has proven

The Solomon family enjoys ski trips to Steamboat Springs, Colorado. (Shown here on their most
recent trip, in December 2018, from left to right: son Harry, 21; wife Jessica; Eric; and son Sam, 19).
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challenging to find time to relax— (Harry is 21 and Sam is 19), Eric skiing,” Eric says. One of his favorite W H a—nd‘]'e e C a te 1

especially amid a pandemic—the and Jessica also take turns taking ski destinations, and the family’s pri- H a n l 1 T g

Solomon family makes it a point to individual vacations with their boys. = mary home base for their ski trips,

take a ski trip together each year “When you already live in paradise, is Steamboat, Colorado. At home, YO
and now that the boys are older where do you go for vacation? We go  they can often be found visiting S 0

with friends and going out to dinner.
“Nothing too terribly exciting,” Eric
adds. “With COVID, there’s really
not much you can do, but when the

boys are home, it’s nice to try to

spend time together as a family.” Fﬁ(ﬁ ; S
Call 239-325-2709 or visit CAFE # CATERING

www.LTFlorida.com online for

more information.

CAFE | CATERING | DELIVERY

- - LEGACY = TITLE
Two-and-a-half-year-old brother and sister Bernedoodles (50/50 mixes of Bernese
mountain dog and poodle), Barney, left, and Mable, right, often come to the office with Eric.
(Photo by Sun Services SW Photography)
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I take great pride i
not only the produ

that we put out but
our staff who make

my vision a realit

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

239-434-2611

With over 30 years of experience in the title business, Eric Solomon opened Legacy Title in Estero in 2008. (Photo by Sun Services SW Photography)

1250 Tamiami Trail N Suite #111 Naples, FL 34102 (1/4 mile south of Coastland Mall, next to Einstein Bagels)
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Leaders aren’t content with just getting
it done. They go that extra mile. They
exceed the need. One of those who does
that each day is Jeff Feldman.

As areal estate professional with the
Feldman Team with Premiere Plus
Realty, Jeff takes pride in adding some-
thing extra for those he works with.

“The buyer and seller have an expec-
tation of how the deal is going to
happen, and, inevitably, with every
transaction, there are some surprises
that come up. I enjoy being the con-
nector, mediator, and calmest person
in the room, reassuring them we’ll
work to make sure the outcome will

be a positive one,” Jeff says.

“I like to provide world-class service
and deliver beyond my customer’s
expectations. I enjoy the unexpected
extras that my customers experience
and the happiness they get at the end.

It’s a rewarding moment.”

Finding His Path

Jeff earned his real estate license
about 18 years ago. Today, he holds
his Certified Residential Specialist,

Luxury Real Estate, and Seniors Real

7

Estate Specialist certifications, but
his story of success in this industry

began in a different one.

“I started in sales when I was just 16
years old ... selling men’s European
clothing. I worked my way up to becom-
ing the leading salesperson at the store

in Boca Raton at the time,” Jeff recalls.

“It was during that time when I
learned not to ask closed-ended ques-
tions. I began to learn how to sell.
This new talent seemed to come out
of nowhere, considering my challeng-
ing upbringing, but once I got a taste
of selling and started to have fun it

grew on me.”

As Jeff came of age, he moved on to
college where he studied business

for a while.

“Business school just didn’t work out
for me. Early on, I realized there were
book smarts and street smarts, and I
excelled in the latter. Instead of quitting
school altogether, I remember my dad
said I should check out gerontology

— the study of aging and the elderly,”
Jeffrecalls. “So I went back to sum-

mer school and studied gerontology.

Through that, I learned about my
passion — the importance of being a
good listener, being compassionate, and

putting others’ needs before mine.”

Finding His Calling

After receiving a bachelor’s degree

in gerontology and realizing the career
options were not what he expected,
Jeff reminded himself about his passion
for sales. In 1998, on the advice of

his father, he looked into becoming

Jeff Feldman treasures time with wife Stephanie, daughters Bella and Gia, and family mini Goldendoodle, Boots.
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a mortgage broker. After a time, he
followed his love for working directly
with people and earned his real estate
license in 2003. For five years, Jeff
would wear two hats (mortgage broker
and real estate professional), until 2008
when the market crashed. He knew he
had to choose one and get focused. In
the years that followed, he has contin-

ued taking strides ahead — with joy.

Like most who enter the business,
Jeff discovered there were hurdles to

rise above in the beginning.

“It was a challenge at first. I was so
good at being a mortgage broker, and I
don’t like change. When I got my real
estate license, I had to learn about

the neighborhoods, furniture staging,
photography, and so many aspects of
making each home look and feel its

best,” he says.

Jeff kept moving forward, putting
his work ethic and love for people

into practice day after day. In the
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process, he has helped many area

residents, over time.

Fulfilling Life
Away from work, Jeff looks forward
to time with his family, including his

wife, Stephanie, and their daughters:

12-year-old Bella and 10-year-old Gia.

Spare time for Jeff revolves around
Stephanie, Bella, and Gia. “It all

started with Stephanie and I meeting

in an AOL chat room 22 years ago.

Now, it’s the four of us. They are

amazing. In my free time, I like spend-

ing time with the girls. I love living
every moment and being connected
with life and making memories,” he

says with a smile.

Giving back is also part of the path
Jeff and Stephanie walk through
life. “We were foster parents. We
had fertility issues, so we decided
to become foster parents and maybe
adopt through the system, to pursue

our dream of a family,” Jeff says.

| LIKE TO PROVIDE

WORLD-CLASS SERVICE
AND DELIVER BEYOND
MY CUSTOMER’S
EXPECTATIONS. | ENJOY
THE UNEXPECTED
EXTRAS THAT

MY CUSTOMERS
EXPERIENCE AND THE
HAPPINESS THEY GET
AT THEEND. IT'S A
REWARDING MOMENT.

: oz

¥ bty A— A e s ] [P ;

“Through God’s will, Stephanie
was able to conceive a child.
Thirty days later, and after
having received our license to
become foster parents, we got

a call that they had a placement
for us — a 7-month-old girl. We
had to dig deep in our mind and
body to consider whether we
were going to say no or yes. We
had our baby on the way, so were
in flux whether the ‘foster plan’
still needed our attention. But we
said yes, we will take her in as
her foster parents and do our part
to help. We fostered her for two
years and then were fortunate
enough to adopt her. That was
Bella. We fought hard for both
girls, and are so thankful to have
them.” Over the next five years,
they opened their home to more
than a dozen children needing

a safe place. Some for a night,

others for several weeks.

On a personal note, one of Jeff’s
passions, over time, has been

the martial arts, specifically the
art of Krav Maga. “It’s not about
the fighting for me. I really enjoy
the sport, the technique, and the
strategy of it. It’s interesting, and
helps you stay in good shape,”
Jeff points out.

Jeff also enjoys time playing ten-
nis and spending time in nature.
Travel and spending time with
their mini Goldendoodle dog,
Boots, are also favorites. He also
has a love of comedy. One item
on his bucket list is performing a

stand-up routine.

Those who know Jeff appreci-

ate his integrity, honesty, and
deep sense of care. As he guides
customers through the process, he
puts his love of problem-solving to
work, as well ... adding something

extra to the lives he touches.




ZAMPOGNA‘FLORES

TRUSTED PRACTICAL SMART
aavice solutions strategies

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

HOME INSPECTION

REALTORS...

. . AUTO
Your reputation is your most valuable asset and A e M WATERCRAFT
. . AVIATION
clients rely on you to guide them through a . : COLLECTIONS
complicated and stressful process. tAY . JEWELRY
== LIABILITY
. BUSINESS
Refer them to a Master Home Inspector whose ol = LICENSED IN
a0 . . . . = ALL 50 STATES
tralnlr}g and professmnallsm will give them \ | 8 & - - e T T el R B i b
confidence in you through the end of the Corey Walker, CPRIA, AINS Our team is committed to assisting buyers and sellers with the purchase and sale of residential
transaction and beyond. Private Client Risk Advisor and commercial real property. We work side-by-side with our clients from contract to close.

(239) 213-2049
cwalker@bbswfla.com
Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI

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

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

Brown & Brown of )
Southwest Florida [-[}' i S

1421 Pine Ridge Rd, Suite 200 - [NSURANCE'
Naples, FL 34109 SOUTHWEST FLORIDA

Bmwn & Bmwn

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

or visit our website pythonhomeinspection.com

58 - June 2021




60 - June 2021

Joe and Ally Epifanio love spending time on their boat with their two rescue chocolate Doberman pinschers.

On any given day, it’s not uncommon to find Joe Epifanio up and starting work long before the

sun reveals itself in the wide-open Florida sky. Drive and determination are two words that

come to mind when trying to compile the perfect description of Joe. He hit the ground running

after his initial stride into real estate 30 years ago and has never slowed down. His efforts,

however, have little to do with the commission checks or gaining recognition. For Joe Epifanio,

it’s all about the people he serves.

As a young guy looking to jumpstart
his professional life, Joe started in
the insurance industry, working a
commission-only job. He discovered
rather quickly that earning money by
selling insurance would take more
time than he could spare. “By the end
of the month (I think I sold my dad an
insurance policy), I only made $30 in
commission,” Joe recalls. His broker
suggested he get into real estate and
sell a couple of houses while building
up his insurance business. “I got my
license and, in the first month, I sold
three houses. I think my commissions
were $10,000 or $12,000 ... inexpen-
sive homes ... but it was still more than
that $30. That started my path in real

estate, and I’ve never looked back.”

Joe started in real estate in Illinois,
and it wasn’t long before he reached

top-producer status, although there

were some rather amusing hiccups
on the way there. Just four months
into his career, Joe attended his
company’s yearly awards banquet.
Unfortunately, no one prepared him
ahead of time for how glamorous

the event would be. “I was wearing a
pair of slacks, a white shirt, cardigan
sweater, and a tie. I figured it was
going to be cold, so wear a sweater.

I pull up in my car, get it parked, and
see all the ladies in sequin dresses
and the men in tuxedos. I was embar-
rassed by the way I looked because
nobody told me, and I’d never done
this before,” he recalls, laughing.

Because he was underdressed, Joe
opted not to go inside with the rest
of the crowd and instead waited
outside the door by the bar. “I was
peeking through the door and watch-

ing all of these top producers on the

stage, one after another. The rounds
of applause were roaring, and I loved
it. I said to myself that day, ‘T will

be up on that stage next year.” As it
turns out, I became the Rookie of
the Year for RE/MAX in Northern

Illinois that year.”

Joe saw great success in real estate
as an agent and eventually went on
to run a few companies of his own,
both in Illinois and Florida, as a
broker. Joe and his wife, Ally, moved
to Florida 25 years ago to escape the
brutal winters of Illinois. Although
he was successful as a broker, Joe’s
passion for selling was always a
little bit stronger, and he ultimately
decided to return to being a selling
agent full-time.

After three decades in real estate,

Joe has never “worked” a day in his
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life — because he sincerely loves what he
does. As an agent and leader of the Epifanio
Team with Royal Shell Real Estate, Joe is
passionate about helping his clients achieve
their goals. Similar to how many adults
have one designated family doctor or family
dentist that they use for themselves and
their children, Joe wants to be the family
REALTOR®. “T've sold houses to a mom
and dad, then to the kids, and I’ve even sold
grandma and grandpa a house,” Joe says.
“To me, it’s not about money; money is a
byproduct of what I do. Customer service is
what it’s all about, and making and main-

taining relationships.”

One of Joe’s more memorable transactions
involved a disagreement between a buyer
and seller about the depth of a home’s swim-
ming pool. The seller insisted it was six feet
deep, while the buyer maintained that the
pool couldn’t possibly be any deeper than
five feet. “They were bantering a little back
and forth, and then the buyer says, ‘Well,

if it’s six feet deep, I'll buy this house right
now,” Joe says. Being the salesman that he
is, Joe emptied the contents of his suit pock-
ets and proceeded to jump straight into the
pool to settle the argument once and for all.
“I'm 5’8,” and the water was over my head,”
Joe adds, laughing. “I wrote the contract in

a soaking wet suit.”

Joe and Ally have been together for 15 years
and have four adult children, ages 36, 32,
24, and 23. When they aren’t working, Joe
and Ally are passionate about rescuing ani-
mals. For fun, they love boating and fishing,

and anything outdoors.
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Joe Epifanio once closed a sale by jumping into a pool to settle a dispute
between the buyer and seller about how deep it was.
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>> risin g St ars You know the story. You see it every day. Your clients have every-

thing they’ve worked for on the line. All of their hopes, dreams, and
By Dave Danielson

Photos by LaCasaTour

MARKAMANDA

Providing

savings are put into a basket and placed into your capable hands.

That’s an everyday occurrence for Mark and Amanda Fennig.
Through their roles with the Caine Luxury Team as part of Keller
Williams, Mark and Amanda provide a lifeline for their clients as
they guide them toward the finish line.

“We really enjoy helping the people we come in contact with,”
Mark says. “We want to help them make an educated decision
for their lives, whether we’re working with a buyer or seller.
Supporting people as they achieve a goal is very satisfying. Most
of the people we work with go beyond the home ... we become

part of their family.”

Getting their Start

Before starting her journey in real estate four and a half years ago,
Amanda worked in health care. “In time, the company I was work-
ing for was bought out,” Amanda recalls. “But it ended up working

out, since our children are homeschooled. I dove right into it.”

During her first year, Amanda had some stops and starts. “During
those 12 months, I completed three deals,” she remembers. “It was
rough. I went to a couple different brokerages and ended up on
another team. We did a lot of cold calling, which taught me disci-
pline. I didn’t want to give up on it. So I did what I could to expand
my networking and get in with the right group of people. I'm thank-
ful that I joined the Caine Luxury Team. I’ve learned so much here.”

Through persistence and talent, Amanda got traction — and
results. A couple years later, Mark made his own career shift to
walk the path through real estate with his wife.

“Amanda was getting so busy with her business,” he says. “So I
got my license and joined her. It was a little easier for me because
T had started preparing about a year ahead of time for my transi-
tion. With Amanda’s earlier start in real estate, I kind of felt like
I got grandfathered in. I had a great trainer in Amanda, who was
always there to help me out. Ihad it a lot easier getting started

because she already knew all the tips and tricks.”

Signs of Success

Their results have been remarkable. In fact, in 2020, they com-
pleted 40 deals, representing $11.5 million. As of mid-April, they
had already recorded 37 deals for $8.8 million. As time has gone
on, Mark and Amanda have hired their first transaction coordina-

tor and administrative assistant as well.

Along the way, the partnership they enjoy together in both life
and business is very rewarding. “It’s great. We’ve been married
for 15 years, so we know how each other thinks. I know what her
thoughts are. It makes it a little bit easier than if we had a regular

business partner,” Mark says.
LN J
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“His strengths are my weaknesses and vice versa.
I'm bringing more of the marketing aspect, and
then Mark takes them through the contract. That
way, we can keep things moving,” Amanda explains.
“Also, we offer two different personality types to fit

with those we work with.”

Family Foundations

Family is at the heart of life for Mark and Amanda.
They look forward to time spent with their chil-
dren: 13-year-old daughter Lilly Anne and 12-year-
old daughter Lexis.

In their free time, Mark and Amanda have a love for
traveling and exploring new cities. They also love
the outdoors, hiking, and exploring. Boating, time
at church, and networking with other parents are

other favorites for them.

Giving back is an essential part of life as well. One
of the favorite ways to help for Mark and Amanda
is to support organizations that help the homeless.
Their spirit of giving back is something that natu-

rally applies to their work with clients.

Mark and Amanda Fennig love traveling and exploring new places with their
girls, Lilly Anne and Lexis.
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“We always just want to go above and
beyond for our clients ... even beyond
the deal. We’ve had people call me
about their air conditioning. With
my background in construction, I like
giving them ideas on ways of saving

money on minor things,” says Mark.

“It makes me feel good knowing that
our clients understand they can call
us no matter what they need,” says
Amanda. “We’re not here to just sell
them a house. No matter the price

point, it’s a big investment for each

person. We are here to help them
every step of the way. We are very
thankful. We wouldn’t be here if it

wasn’t for our clients.”

Day by day, Mark and Amanda Fennig
are here as a lifeline for people who
trust them to help them take steps

forward in their own lives.

His strengths are my weaknesses and
vice versa. I’'m bringing more of the
marketing aspect, and then Mark takes
them through the contract.
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ARE YOUR CLIENTS READY TO BUY BUT NEED
HELP UNDERSTANDING ALL THE DOWN
PAYMENT OPTIONS AVAILABLE TO THEM?
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Photo by New Frame Photography

Eric Ramirez runs Laram Construction with his wife, Christl, and his father, Juan. (Photo by New Frame Photography).

Putting It All Together

Reaching goals is rewarding in and
of'itself. But the journey of get-

ting there can be just as important.
That’s the feeling you get with Laram
Construction, a company that takes
pride in putting it all together for

their partners and clients.

Eric Ramirez is the owner of Laram
Construction. Eric shares that “For
us, one of the things we love the most
about what we do is watching the
satisfaction clients have during the
process, seeing the final product, and
having them be excited as they move

into their home.”

Family Foundation

Laram Construction is a company
that Eric operates with his wife,
Christl, and his father, Juan. As those

who work with the 11-member team

at Laram Construction will attest,
communication and understanding
are essential parts of building success

each step of the way.

“All of our employees are very

close. In fact, we’re like family,” Eric
explains. “We bring that same spirit
to the way we work with our partners
and clients. With that in mind, we feel
that it’s very important that the client
gets a full understanding of exactly
how the construction process is going

to work from the very beginning.”

Individual Impact

With each phase of the project, indi-
vidual service makes a true difference
for clients. “We’re a small, local,
family-owned company,” he says.
“We do all of our own work in-house.
‘What we do isn’t subcontracted out.

We take pride in that. Along the
way, people know they’ll be dealing
directly with me all the way through.
So whether we’re going over initial
plans and pricing or having project
check-ins, they have me as the go-to

person through the whole process.”

Emphasis on Education

The foundation of the building pro-
cess is education. Those who work
with Eric get the benefit of his 15
years of experience in the industry.
In fact, he’s been in the industry since
graduating from high school.

“When we work with people, the first
step is for them to come in and under-
stand the construction process and
how it works,” Eric points out. “A lot
of agents and clients don’t know how

construction works. There are a lot of
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Eric Ramirez’s father and best friend, Juan, brought him into real estate and taught him the business. (Photo by New Frame Photography)

aspects to it that we walk through step

by step. One thing we like doing is even
helping agents find the land and guiding
them through the development process.
That’s the most important thing ... find-
ing a good base with land. From there,

the construction is pretty easygoing.”

Fulfilling Life

Family is at the heart of life for Eric and
Christl. They look forward to time spent
with their children: 9-year-old Lyla and
5-year-old Eric, Jr. In their free time,
Eric and his family have a passion for

boating on the weekends.

“We also really enjoy supporting the
kids in their activities,” Eric says. “We’re
very involved in their events. Lyla is
really into golf and cheerleading, while
Eric plays a lot of soccer.”

The Naples community is part of Eric’s
DNA, having been born and raised here.
Community involvement, therefore,

comes naturally for Eric.
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We do all
of our own
work in-house.
What we do isn’t
subcontracted out. We

take pride in that.
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Enjoying the Journey

The sense of pride and caring

that Laram Construction provides
throughout the journey to a new
home is remarkable. As Eric says
with a spark, “It’s a very important
thing for us. It means so much to us to
be able to give that sense of satis-
faction to clients ... to be able to give
them a product that we’re proud of ...
and one that they’ll be able to enjoy

with their family for years to come.”

Eric and Christl Ramirez love spending time with daughter, Lyla, and son, Eric Jr. (Photo by K. Michelle Photography)

Straightforward Success

Those who work with Laram
Construction appreciate the level of
quality they get with the final product
— from a commitment to provid-

ing the best that is literally built in
throughout the process. Along the
way, they know they can rely on a

straightforward experience.

“We are all about customer satis-
faction and the quality of our work,”
Eric says. “As part of that, 'm very

straightforward. When I tell someone

When we work with people,
the first step is for them to come in and understand

the construction process and how it works.
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something, they know that I'm giving
it to them in black and white. We’re

a small business but we are here to
provide a big experience by giving
clients the highest level of satisfaction

that we can.”

For more information

about Laram Construction:

Call: (239) 304-0516

Visit: www.LaramConstruction.com

Model Home Sales Center:
85 10th Ave NW, Naples, FL 34120

paN
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COMSTRUCTION INC.

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

GOODWIN LAV, P.A.

Judgment. Counsel. Integrity.

We answer all communication in real-time, 7 days a week.
Serving Florida with offices in Palm Beach, Fort Myers, and Tampa.

www.FLestatelaw.com

239-207-3403
800 SEAGATE DR STE 202,
NAPLES, FL 34103
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We know a thing or two because

we've seen a thing or two.

y Home

FARMERS Auto ¢ Life
INSURANCE And more!

DAMON BRIST AGENCY
239.202.2933 | dbrist@farmersagent.com

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.

NEW FRAME

PORTRAIT ARCHITECTURAL

www.newframephotography.com

» NOW TAKING RESERVATIONS FOR OUR FINAL BUILDING -

HANA SNAJDROVA

239.200.9099

Luxury condos with10 new floorplans || RONTO || T1:239-302-6848 « 1111Central.com
ranging from 1,705 -2,733 square feet, Sales Center: 1101 Central Ave,
with upgraded appliances, expanded | Right in Downtown Noples
terraces and amazing amenties, G-EDU-P Priced from just under $1 Million

NFORMATION CONTAINED HEREIN AND THE DOCUMENTS REQUIRED BY SECTROM 718503, FLORIDW STATUTES, TO BE FURNISHED BY A DEVELO®ER TO A BUYER OR LESSEE.

] o3 CRAL REPRESENTATIONS CANNOT BE RELIED UPON A5 CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCETO THE
1
COMMUNITY FEATURES, AMENITIES AND PRICENG ARE APPRCEOIMATE ARD SUBJECT TO CHANGE WITHOUT NOTICE.
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Will Your Next Year be Better or Worse?

We are in a very challenging market. There are tons
of buyers, but the listing inventory has dwindled,
making this a definite sellers’ market.

And as we've always said, the listing side of the busi-
ness is where you want to be. Unlike ‘normal’ markets
where some listings don't sell, today’s listings are like
money in the bank. In fact, don't be surprised if you
have multiple offers, some over ask.

So what is your response to this market? Take on
buyers that you don’t have anything to offer to? Talk
about a drain on time and resources.

Or are you going to look at this as an opportunity

to shift your focus to the listing side of the business,
and develop a marketing strategy that will grow your
business year after year?

Here are couple of things to consider before you put
together a long-term strategy:

How long do you plan to be in the business? If you're
planning to retire next year, a long-term marketing
strategy doesn’t make sense. You've gotten where you
are, doing what you’re doing, so why change now?

If you currently close $10 million in transactions each
year, and you're happy with that, you don't need a new
strategy. You know how to close $10 million. The only
reason to consider an additional marketing strategy
would be to get your closings to $20 million. That will
take a plan and an investment.

One of the easiest and most straightforward market-

TRIANGLE

Today’s media triangle involves multiple approaches
to reaching your target audience. Focusing only on
one side leaves two-thirds of the media mix untapped.

ing strategies is to farm a select group of homes and
become the agent homeowners think of first when
it's time to buy, sell, or refer a friend or relative. That’s
reasonably easy to accomplish, if you focus on that
farm area; regularly engage homeowners with some-
thing they enjoy receiving and actually read, and do
something the competition just can’t match. If you
do, you will become the their ‘top-of-mind’ agent.

Here are couple of observations you may find useful,
if you do want to take your business to the next level:

1. Top producers have a marketing strategy and stick
to it, regardless of market conditions. They always
‘out-market’ the competition. That’s being proactive
rather than reactive. Ironically, it’s easier and less
expensive in a market like the one we are in now,

MARKETING FOR

REAL ESTATE
PROFESSIONALS

simply because the competition folds their cards,

letting the pot go to those that stay in the game.

2. Top producers are winning today, because they put
a long-term strategy in place yesterday. That strategy
lets them continue to win when the going gets tough.
They know the market goes up and down, but they
keep marketing and keep closing. Isn't it coincidental
that top producers are top producers regardless of the
market? Look at the top 20, and they are pretty much
the same, all the time.

3. Top producers use all proven channels to reach
sellers, buyers, and referrals. Today’s media triangle
includes traditional media, like high-quality market-
ing materials mailed to upscale home owners; digital
media, which would be your IDX website, blogs, and
electronic newsletters and market reports; and social
media, which would be things like joining Facebook
groups and producing YouTube videos. Unfortunate-
ly, many lower income-producing agents follow the
advice of internet pundits and focus entirely on social
media. After all, it’s free! Well, actually, it’s only free if
your time isn't worth anything. Top producers’ time
is very valuable, so they ‘leverage), or delegate, their
social media marketing and focus on what’s really
important — generating commissions.

Hopefully, you've already made the decision to take
your income to the next level and join the hundreds,
even thousands, of agents who have figured out how
to increase their Gross Commission Income (GCI)
year after year, regardless of whether the market is
red-hot or ice-cold. It’s all about your long-term
marketing strategy.

By Tony Spano, a real estate marketer who works

with REALTORS® 10 grow their businesses.

PowerMailers

Like Three Jumbo
Postcards lll pne!

o
e

As little as

$125 cach

That’s printing, developing and updating
lists, and postage to the tax-bill address.

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

EXCLUSIVE | UPSCALE | AFFORDABLE
Check them out at
www.PowerMailersUSA.com

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

239.235.3170 | info@PowerMailersUSA.com
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www.SWFLPoolPros.com

POOl Pros For Same Day Service Call: 239-872-8186
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J.O. ALWAYS CLEAN

have consistently ranked cleanliness (51%) followed
by odor (22%) style of decore (13%) furnishing (6%)

Call us and never worry about another detall

D EROSSEQNTRY S
Contact us: !%15____

Contact me to learn how I can assist you and your clients! Santiago Ospina - (239) 200 - 1114

ospina_santiago@outlook.com
Kirk Taylor (312) 919-0373 / ‘l"
Loan Officer NMLS312131 kirk.taylor@myccemortgage.com | Luckytaylorioans.com

We'll provide the foundation.
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Rob Mauceli
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By Dave Danielson
Photos by Michelle Reed
Home by Griffin Builders
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The Mauceli Grech Realtors team at McQuaid & Company is comprised of Rob Mauceli (left), Tony Grech (middle), and Arelys Alexander (right).

One of the most powerful forces in the world is

being given the chance to make a difference.

Two who understand and appreciate that honor as

well as anyone are Rob Mauceli and Tony Grech.

REALTORS® with Mauceli Grech Realtors at
McQuaid & Company, Rob and Tony are humbled
by their opportunity to be a part of their clients’

real estate process.

“We really enjoy impacting others’ lives. When some-
one is purchasing a home, they are starting another
chapter in their book and we get to be part of that, in
addition to growing a real relationship with them and
earning their trust,” Tony emphasizes. “It’s not always
easy getting every sale across that finish line, but we
do everything we can to do so.”

“The relationships matter to us more than the
actual transactions,” Rob explains. “Buying or sell-

ing a home is one of the most important financial

decisions in someone’s life and we operate with
the goal of making each transaction a win-win for
everyone. If you focus on your passion of helping
other people, good things happen.”

Tony began his real estate career in 2007. He

remembers how it all came about for him.

“I remember I was working in another line of
business. I had a conversation with someone I knew
who was a Realtor. He was telling me that if I took
the time to earn my license and referred him to
someone, that he would pay me a finder’s fee,” Tony
recalls. “I saw how much money he was making
simply by helping people, to the point where he
could not only pay a referral fee, but do so just

to help me understand the business. I earned my
license shortly after that and have kept the same
idea of helping others through real estate transac-

tions and helping other agents as well.”
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Rob earned his license in 2012.
He had already formed a success-
ful startup company in Durango,
Colorado, and his entrepreneurial

spirit was looking for more.

“I had started a clothing company
called Bomber Gear,” Rob says. “It
started in my garage and was an
entrepreneurial adventure. At one
point, we had 90 employees. I ran the
company for 18 years before it ulti-

mately sold to a larger conglomerate.”

After transitioning into corporate
America for a time, Rob knew he
wanted a different path. So he moved
his family to Florida, where his dad
was snow-birding. In 2009, Rob got his
contractor’s license and started buying
foreclosures and distressed properties

— renovating and flipping them.

“In the process of selling them, I real-
ized this was a side I really enjoyed,
so I went into real estate full-time.
My background of flipping and build-
ing homes helped me understand

the market. It made it so that when

I¥Es

P

Rob Mauceli got a contractor’s license in 2009 and bought, renovated,
and flipped foreclosures before entering residential real estate full-time.
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someone was looking at a home, I
could guide them through the process.
It also helped me build a connection
with investors and others trying to
get a feel for the market. My busi-
ness experience and entrepreneurial
sense allowed me to facilitate finding
properties that could turn into stellar

investment opportunities.”

In 2017, Rob and Tony teamed up.
“Being a team really works for us,”
Rob says. “We have a fit together. We
keep the mindset that we don’t want
to just sell people one house. We want
to have multiple transactions with
them. We always put the customer
first. We enjoy the opportunity to

provide a service.”

Tony agrees, calling Rob the ultimate
real estate agent. “Rob knows every-
thing, and we work well together. My
weaknesses are his strengths. He is
passionate to a T,” Tony says. “What
really helps us both is that we both
care about each other’s success as

well. If 'm having a rough day, he’s

having a rough day. We aren’t just
business partners. We are friends.
We do things with families outside of
work, too. I think that’s what helps us
elevate each other a bit.”

Through the process of guiding their
clients to the closing table, Rob and
Tony have achieved their success ...
with over $80 million in combined
sales volume in 2020 and more than
$50 million through mid-April this

year, at the time of this writing.

In the process, Rob and Tony are proud
to share their results and gratitude with
their administrative assistant, Arelys
Alexander, who also serves as closing
coordinator and has just gotten her real

estate license as well.

Life for both men begins with their
families. Rob and his wife, Sage, have
two children: 13-year-old daughter Avi,
and 10-year-old son Harry. In his free
time, Rob has a passion for fishing,
diving, spearfishing, spending time on

the water, and taking vacations.

Tony Grech started in real estate in 2007, after referring a client to a
REALTORE® friend who inspired him to enter the business himself.
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We really enjoy &

impacting

others’ lives.

The Mauceli Grech Team is driven by the opportunity to serve and provides world-class service and attention to clients.

Tony and his wife Michelle, have
three children: 11-year-old daughter
Gianna, 9-year-old daughter Sophia,
and 7-year-old son Michael. A favorite
pursuit for Tony is early-morning
workouts at the gym. He also enjoys
activities with his children, including
four-wheeling and basketball.

As they consider their careers in this
business and the impact they have the
chance to make on others, Rob and

Tony feel a deep sense of responsibility.
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“Those first impressions are so
important when we work with cli-
ents,” Rob says. “When you go into
it as your natural self, that’s what
helps people get to know you and
remember you. It’s the knowledge of
the business and having the expe-
rience to know they can trust your
guidance ... helping people make that

right decision.”

“We take what we do very seriously.

We know the numbers and we study

the market thoroughly daily. It’s the
first thing, besides our family, that we
think of every day and the last thing
each night,” Tony explains. “In the
process, we appreciate every oppor-

tunity we get.”

There’s no doubt their clients are very
appreciative of Rob and Tony too —
two men who cherish the opportunity
to serve ... and the chance to make

dreams come true.

CALLAHAN

BROTHERS

LOCAL OR LONG DISTANCE MOVING AND STORAGE
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Contact us today for a free video or in-home estimate

239-689-3372

FOR CallahanBrothers.com
'H' UNJEY, 2890 Cargo Street, Ft. Myers FL 33916

Fla. Movers Reg. No. IM2790



NEW CONSTRUCTION | RENOVATIONS | REPAIR
GET THE

PLUMBING

DONE RIGHT
THE FIRST TIME!

Cory Garber, Owner

GulfShorePlumbing@comcast.net

LICENSE NUMBER: CFC1429056
P> .
GULF (£ SHOR E | S0y

PLUMBING CONTRACTORS, LLC ial & Residential

m Serving Naples, Marco Island, Bonita Springs, Fort Myers,
Estero, Cape Coral and all of Southwest Florida.
S E RVI C ES SW sunservicessw.com | 239-285-5320
REAL ESTATE PHOTOGRAPHY Jon@SunServicesSW.com
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What to Pitch
the Media This Summer

By Christina Daves

Take a look at the calendar and see what you can tie to real estate
during the summer months. May and June mark college gradua-
tions. Can a new graduate buy a home? What does it take in the
current market? Do you have creative, unique ways to help a new

graduate buy a home?

June is National Safety Month. Pitch safety features every home
should have and/or do certain safety features add value to a
home? The second week in June is “National Gardening Week.”
What’s the best bang-for-your-buck upgrade to a home, in terms
of curb appeal and landscaping?

July is vacation rental month. If that’s your expertise, talk
about purchasing a second home to use as a rental. July 15th is
“Get to Know Your Customers Day.” Whether you use this to
pitch the media or just make a note for yourself, this is a quar-
terly holiday and a great excuse for you to stay connected with

your sphere of influence.
August has “National Safe at Home Week.” Similarly to June,

you could pitch new safety features for homes and what you are
seeing trending in that area with homes for sale. August 21st is

92 . June 2021

“Senior Citizen Day.” What is the trend for retirees? Are they
staying in their large homes? Are they downsizing? Are they
moving to retirement communities? What are you seeing in the
market? Pitch that for this day in August.

It’s also summer, so you can pitch stories related to selling a
home during the summer months. Is it a hot time with back-to-
school coming? Is it a good or bad time to buy or sell? Why or
why not? Position yourself as the real estate expert on any of

these topics and pitch away!

Christina Daves

PR for Anyone®

Christina Daves is the founder of PR For
Anyone®. She has trained thousands of real

estate agents in gaining visibility by using traditional

and social media together for maximum effectiveness. Agents
she has worked with have appeared in national magazines,
newspapers, radio, television, and blogs. Book your free business
strategy session with Christina at www.ChatWithChristina.com, and
learn more about her at www.ChristinaDaves.com.
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| MAKE DEALS BAPPEN

Call/Text: 239.834.4365 | Email: David. Burhum@l'fennurcom -

g Welcome Home Center located af 3650 Crimson Ln, Fori Myers, FLt33916)

Primary Residential
Mortgage, Inc.

PRMI

The Balentine Team

Edgardo Balentine
NMLS 1432920

English-Spanish-French

Mobile: 239.244.5871

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

Loan Officer / Manager | Primary Residential Mortgage, Inc.

SWFLMortgageloans.com
Get to know us on 3!

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

I'm ready to partner, are you?

“PRMI NMLS 3094. PRI is an Equal Housing Lender. Some products and services may not be available in all states. Credit and collateral are subject to approval. Terms and conditions apply. Programs, rates, terms, and conditions are subject to change and are subject to borrower(s) qualification. This is not a commitment to lend. Florida Office of Financial Regulation MLDG46.
Publication Disclaimer: *Information contained in this article does not constitute legal, financial, or other professional advice or services and should not be used as a substitute for professional advice. The reader accepts full responsibility for the use of the information contained herein. PRMI is an Equal Housing Lender.
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GULFSIHORE
2020

VOTED #1

_’;I‘:.‘ III PHOTOGRAFPHER!

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

T
they can actually see. Therefore, visually engaging them is of upmost R EA LTOU RS

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

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

239.464.7969

SCHEDULE ONLINE
RealToursSWFL.com

PHOTOGRAPHY AERIALS 30 TOURS VIDEQS FLOORPLANS

Magnificent
Custom Homes
from the $300s

to Over

$5 Million

CINTRON

CUSTOM BUILDERS
M:an thraughaut Southwest Hqﬁﬂl :

239.216.8106
www.cintroncustombuilders.com
e -

94 . June 2021

P» financial fitness

By Shauna Osborne
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How much do I tip the Uber Eats delivery person? Should I tip
the barista? Fifteen percent? Twenty percent? Ask 20 people
what they think about tipping, and you’ll get 20 different respons-
es. On one hand, tipping detractors argue tipping can be arbitrary
and doesn’t allow high-performing service professionals to be
suitably compensated. Those in favor of tipping consider the
practice an essential and longstanding part of the American cul-
ture of hospitality favored by tipped employees, customers, and
employers alike. It’s a topic that’s brought out heated opinions on

both sides for nearly a century.

Sadly, the practice of tipping in the U.S. actually has its roots in
dubious and discriminatory employment practices after the Civil
War, brought back from Europe by wealthy travelers in the name
of gentility. The first minimum-wage law in the U.S. was passed
by Congress in 1938 and allowed states to set a lower wage for
tipped workers; then, in the 1960s, Congress passed a law desig-
nating a federal tipped minimum wage that increased when the

regular minimum wage increased. This law was, in turn, disman-

tled in the 1990s, and the tipped minimum wage then became

$2.13/hour ... where it remains today, for better or for worse.

Recognizing that tipping endures here in the U.S., what is proper
etiquette nowadays? Who gets tips and who doesn’t (and how
much)? Etiquette experts agree that, for example, food, furni-
ture, and flower delivery folks, drivers and parking attendants,
most travel-related services (e.g., bellhop, housekeeping), salon
and spa services, bartenders, and tattoo artists should always

be tipped, with amounts varying depending on the service. For
workers who play regular roles in our lives, such as tutors, assis-
tants, building staff, and mail / package delivery people, it might
be more appropriate to tip on special occasions or yearly during
the holidays. There’s generally no expectation to tip mechanics,
contractors, accountants, grocery-store baggers, or fast-food
workers. However, considering that many in the service industry,
especially, have lost weeks, maybe months, of income during the
pandemic, we should never worry we’ve over-tipped. In short, if
in doubt, tip 15-20%.

T
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DE IUS WAY ONTO

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

Sunwest
Plumbing

(239) 455-8353 « swilplumbingrepairs.com
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e PRINT,

We’'ll be your eyes and ears at your
homeywhen)g/ou ‘re not therg ME MORE!

Things can go wrong when your property is vacant and minor issues can
become catastrophic without professional monitoring of your home.

\ ELEVATING IN§PIRING

Hiring Home Services by Cary can be one of the best investments - Want a copy of your article or f“L'
you make and give you the peace of mind you need. 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 maga-

zine-grade paper with your full article — and you

on the cover.

LEADER OF THE MONTH
APRIL NIXON
WHY DO I NEED THOSE?
POWER TEAM
BROOKER MCMURRAY GROUP
FEATURED AGENT
tool that can help brand you, your team and/or Jack MARGIN]
. FEATURED AGENT
your business. EMILY KONOPASEK

. . . PARTNER SPOTLIGHT
* Use on listing appointments RAY THEIMOVER

These reprints are a professional marketing

PARTNER SPOTLIGHT

+ Send out to friends and family RESPONSTERENTARES

*+ Send to clients with your

holiday greetings

+ Brokers, use as recruiting tools for capturing
new talent
* Use when farming your
favorite neighborhood WHO CAN BUY THESE?
The REALTOR® that was featured, the broker, our
WHAT IF | CHANGED COMPANIES OR NEED SOMETHING partner, or family. Anyone who wants to promote you.

HOMEWATCH AND

No worries! We can make any changes needed. We HOW DO | ORDER?

H AN DYM AN s E RVI c Es send you a proof, you approve, and then they are Email andrew.regenhard@realproducersmag.com

sent to you via FedEx. or give us a call at 239-290-0692.
SERVING THE GREATER NAPLES AND BONITA AREA

CARY CRAMER :
O G —— ..‘>'O+ Yt‘-:gt:s of Experience
ndcramerO7@icloud.com in Facilities Management

www.homeservicesbycary.com « 239-841-3970
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Let me help you and
their Home Fina

your clients with
ncing Needs!

Specializing in the following Loan Programs:

Conventional | FHA |

VA | Jumbo Loans

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

Danielle Damianov
Producing Sales Manager

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

CMG Financial
24301 Walden Center Drive
M 3rd Floor

& Bonita Springs, FL 34134

NMLS ID: 883539
Licensedin FL, CA& MA

Licensed in Florida, California & Massachusetts - State License Numb

FINANCIAL

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

CONSTRUCTION INC.

Eric & Christl Ramirez

Fully licensed and insured
certified general contractor

FAMILY OWNED & OPERATED

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

239-304-0516 © W.LARAMCUNSTRUIUN.GOM

FOR CUSTOM HOMEBUILDING!
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Gold Star

Mortgage Financial Group

-JOSH LUND

-10% DOWN - ONE TIfﬁE'CLDSE
CONSTRUCTION!

DIVORCE CASH OUT TO 95% LTV

JUMBO TO 95% LTV

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

P: 239-478-5783
E: JLund@goldstarfinancial.com @




