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CHICAGO TITLE

Patti MacGregor,
ACCOUNT EXECUTIVE

Direct: 951-852-9545

www.chicagotitleconnection.com
560 E. Hospitality Lane,
San Bernardino, Ca 92408

Office: 800-722-0824

Customer Service: 951-782-2713
patti.macgregor @ctt.com

Equal Housing Opportunit; y. All loans subject to

- How buying a home should be.
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Lara Locke, Broker Owner

Lara@®lockeyourloan.com
www .lockeyourloan.com
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It’s more important to stay top of mind - | Lo o Tl
now more than ever. Kick off the Spring I JJJ 0\/ _,):) ‘)/ 0) DTJ;]F ,
season right by implementing Cutco Closing |\ | ../ _ . p y ) 1" 4
Gifts into your business and build Y XD INEIES D {_}.\ B
relationships through thoughtful gift-giving! '

v Custom engraving with your logo & contact info £~

+ Creates top of mind awareness for your business

v 100% tax deductible*

v Generates a lifetime of impressions and
only needs to be given once! l

l/lflé‘fﬁ%-' &

v Potential referral opportunity

%= American made since 1949
*consult your CPA

Andy Burton G ‘2,‘,2;’5

Independent Area Director

951.334.5301 L\ T
CutAboveGifts @ gmail.com ‘ ’>>

CutAboveGifts.com CN O SREE e, T T S
HELPING REALTORS® RETAIN THEIR CLIENTS IN THE INLAND EMPIRE FOR OVER 21 YEARS
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Ryan Vollkommer, FIC

1916 Orange Tree Ln.
Nbr. 402

Redlands, CA 92374
909-213-4597
ryan.j.vollkommer@
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Greg Terry is Honored to be Inland (% #
Empire’'s Home Inspector of Choice!

SWDIAMOND 951-351-1855
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New home?

Now open the door to
financial security.

Make sure your family always has a home -
no matter what happens to you. Your Modern
Woodmen of America representative can
help you gain that peace of mind with life
insurance. Let me help you plan for life.

Y

Modern Woodmen %

FRATERNAL FINANCIAL

®

Life insurance | Retirement planning
Financial services | Member benefits
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PREFERRED PARTNERS

CLOSING GIFTS

Cut Above Gifts

Andy Burton

(951) 334-5301
www.cutabovegifts.com

FINANCIAL SERVICES
Modern Woodmen

of America

Ryan Vollkommer

(909) 213-4597
reps.modernwoodmen.org/
rvollkommer

HOME INSPECTION
Diamond Property
Inspections

Greg Terry

(909) 910-9905
www.diamondinspect.com

Win Home Inspection -
Victoria Gardens
Gabe Amparan

(909) 601-1646
www.victoriagardens.
wini.com

INSURANCE

Blake Insurance
Connie Blake

(951) 736-1525
www.BlakeAgency.com

MORTGAGE

American Financial Network
Steve Rodgers

(909) 772-8138
www.loanmover.com

Full Circle Home Loans
Seth Anapolsky

(951) 538-6093
www.fullcirclehomeloans.com

Homebridge

Financial Services
Nancy Kenny

(909) 225-8787
www.homebridge.com/
nancykenny

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

Platinum Home Mortgage
Troy Hazelip

(951) 830-2548
www.phmc.com/troyhazelip

Secure Choice Lending
Mark Hossler

(951) 707-9364
www.securechoice
lending.com

PEST & TERMITE
CONTROL

Craig & Sons Termite

& Pest Control

Christine Cornejo

(800) 281-2219
www.CraigandSons.com

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These
local businesses are proud to partner with you and make this magazine possible. Please support
these businesses and thank them for supporting the REALTOR® community!

TITLE COMPANY
Chicago Title
Patti MacGregor
(951) 852-9545
www.ChicagoTitle
Connection.com

Chicago Title
Robert Maletti
(909) 213-8923
www.ChicagoTitle
Connection.com

Chicago Title
Lavonne Benyola
(951) 453-7380
www.ChicagoTitle
Connection.com

Lawyers Title

Kristi Munoz

(909) 841-7645
Kristi.LawyerslE.com

I Finance The
American Dream!

Steve Rodgers “Captain America”
Branch Manager « US Army Veteran
NMLS #242955

Cell: 909.772.8138

10 Pointe Dr. Brea, CA 92821

Corp NMLS 237341

LoanMover.com

AMERICAN FINANCIAL NETWORK INC.

INANCING THE AMERICAN DEEAM

And I Insure The American Dream!

1 Connie K. Blake 1mla_.ke

Blake Insurance Agency/

Insurance Broker/Agent INSURANCE
Lic. #0B41780

Phone: 951.736.1525 Fax: 951.746.1581

4193 Flat Rock Dr. « Suite 200 « Office #289
Riverside CA 92505

www.blakeagency.com
connie@blakeagency.com

Auto » Home ¢ Life ¢ Health « Medicare Supplements
Dental * Business « Commercial

Dedicated to Serving Your Clients!

T,
MEMORIAL DAY

REMEMBER AND HONDTD

***

+ A strong foundation of trust built on skills & experience
* Professional, highly-trained, & solutions focused

+ Easy to work with

+ We are more than a business, we are your community!

Call Today for Easy Scheduling!

= 909.660.7117

Gabe Amparan victoriagardens.wini.com
Owner & Certified Home Inspector Gamparan@wini.com

MEET THE INLAND EMPIRE REAL PRODUCERS TEAM

Mark Menezes
Publisher
(951)233-3096

mark@realproducers
mag.com

RP

6 - May 2021

Marissa Menezes
Photographer & Writer
Editor-In-Chief

Chris Menezes

Lanie Schaber

Ad Strategist

If you are interested in contributing or nominating Realtors for certain stories,
please email us at mark@realproducersmag.com

Antonio Vong
Videographer

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

Troy Hazelip
30+ Years of Experience!
Branch Manager

Wo Honoy, Those
Whs Howe Sewved!

We are a Home

for Heroes member -
which is not only for
Veterans but all
First Responders

& Educators!

»
Ny
il

PLATINUM

HOME MOHRTGAGE

T: 909-483-9101 C: 951-830-2548
troy.hazelip@phmc.com

9620 Center Ave Suite 180
Rancho Cucamonga, CA 91730

Inland Empire Real Producers - 7




Photos By Marissa Menezes

The DeBonis Team lives by a quote from Zig Ziglar
“You will get all you want in life if you help enough other
people get what they want” and it is easy to see how that
ideal permeates every aspect of their life.

Born and raised in Riverside and married opened their own beautiful indepen-
for over 30 years, Stephenie and Luc love dent agent KW office in Orangecrest

where they live, what they do and who they next to JujuBar. As a family, they love

work with. Work/life balance has been less to travel and try new things, finding
of an issue for them because their four kids: new eateries around the world. When
Patrick, Bailey, Nikole and Bryce are their they’re home you can find them by
team, in and out of the office. Their old- the pool BBQing with their kids or
est, Patrick, works with them daily in the at Canyon Crest Town Center. Luc

office, helping build and manage their team. and Stephenie say “What drives us to
After Luc suffered a career-ending injury, succeed is the fear of failure and our
Stephenie went back to work to support the kids. We recognized at the start of our
family. She walked into the Keller Williams real estate journey, five years ago, that
office in Mission Grove and the rest is his- failure was not an option. Our success

tory. Luc also got his license and they just following has been a result of this.”

Inland Empire Real Producers - 9



What drives us to succeed is the

fear of failure and our kids.
We recognized at the start of our real estate journey, ?

five years ago, that failure was not an option. Our
success following has been a result of this.




HONORING
THOSE
WHO HAVE
SERVED

The VA jumbo loan has a smaller
down payment requirement than a
traditional jumbo loan.

*VA loans up to $1.5 mil with little to no down payment

Nancy Kenny Homebridgeq

Construction Loan Specialist.
NMLS# 322084

(909) 225-8787
Nancy.Kenny@homebridge.com
Homebridge.com/NancyKenny

6800 Indiana Ave #140
Riverside, CA 92506
NMLS# 1847975
rate NM

LS ID #6521 (www.nmlsconsumeraccess.org): 194 Wood Avenue South, 9th Floor, Iselin, NJ

FULL CIRCLE Securing the Best Home Loan for Your Clients

100's 16+ 1 goal

OF HAPPY CLIENTS YEARS OF MORTGAGE
Just check our EXPERIENCE BUY A HOME
Or refinance. We will do that too.

and reviews. It’s a lot more if you add all of o
mortgage years together. \ o N I Y $ 5 o

our staff members combined
REPORTS INCLUDED! :
TERMITE DETECTION AND —J ; - =

LIMITED TIME
| ESCROW INSPECTION
DISCOUNT

CRAIGC & SONS
Termite & Pest Control, Inc.

Call 909.985.0088 or Text 951.538.6093
fullcirclehomeloans.com e office@fchomeloans.com

Main Office: 99 C St Suite 200, Upland, CA 91786 800‘"281"-2**2#

ERADICATION SPECIALISTS.

Easily submit a service request online! craigandsons.com/service-request

With offices in Riverside, Newport Beach and Temecula.

CASTATE LICENSE NPRY9ET, DPFR 837814

Inland Empire Real Producers - 13




NANCY KENNY,
HOMEBRIDGE
FINANCIAL SERVICES

I will never take for granted the “in person” relationship.

P R E F E R R E D PAR I N E R I will never take for granted the luncheons, the office
meetings, the after work get togethers.
I remember you almost dreaded some Christmas Parties,
or other holiday get togethers. The silly antics or even
costumes at some of these events, they made you laugh
or roll your eyes. But it was memorable, it is what life and
relationships are about. Business is about Relationships.

Photos By Marissa Menezes

That’s why Al will never completely take our place. Al can
only comprise data of a client’s statistics and score the file.
It can’t communicate, listen, and comfort those clients. It

doesn’t build relationships or trust, it just does a job.

So when things get back to “normal”. Don’t pass up that
opportunity to get together, to listen, laugh and build

those relationships. Because life is not just a job.

LARA LOCKE,
LOCKE YOUR LOAN

TROY HAZELIP,
PLATINUM HOME MORTGAGE

What changes have you made in your business
that you will incorporate long term? Due to the

increase in volume we had to look for ways to

I have built my entire career on change. As a matter of
v 8 get more efficient very quickly. One of those

fact, the only permanent aspect to lending is change. ways was digging into technology to help us get

So, after 30+ lend dapt for-
O ater years as a lender, adapt and move for some of our day-to-day tasks done. We really

i ture.
ward is second nature have bridged the gap between personal touch

g . . and technology in doing so.
Early on in the pandemic there was so much infor-

mation it was hard to determine what was accurate. . . .
What positive things have you incorporated

Shutting d just d lik iable option.
utting down just never seemed like a viable option in your personal life that you’ll keep? Again,

So, adapt and move forward kicked in. We made because the industry became very busy, I had

changes to safety procedures and learned to keep staff IRPEEIR. .1, how to DA

d clients saf igated thi « 17
and clients sate as we navigated this new “norma Adventure Wednesdays helped as well as plan-

ning our weekend vacations once a month for

By keepi ,theb duct 5 . .
RSBl presence, the by PUCEEEEE RS an entire year. We have started Overlanding

noticed all our realtor partners, as well as clients, (off et . d setting th
off-roading in our jeep and setting up on the

felt more at ease. My guess is all felt at ease knowing trail with a tent) with our kids, which has been

there was a captain and team making sure everyone
so much fun.

crossed the finish line.




Paco The REALTO R® grew up in Rancho Cucamonga

when it was just Cucamonga. Married to Claudia Gallardo and dad
to Maggie, Paco loves to meet new people and problem solve. He
started out working for Xerox and as an investigator for the State of
California but wanted to start his own business and so he became a

REALTOR® and is now also a successful real estate coach. On coach-
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ing, Paco says, “You must be willing to step outside your comfort zone
and do things you hate or are scared to do. Most REALTORS® fail
because they are only REALTORS®. You must understand that you
are a business first and REALTOR® second. This is the most import-
ant lesson of all!” Paco loves baseball and golf and is excited to travel
with his family. Paco says “You must understand that this is a people
business. You must be able to tell them the good, bad, and ugly. We
have to learn to be experts and not just facilitators of the transaction.
Being an expert means that we are problem solvers. What separates
the top agents is that they understand that you have to constantly
remind people of what you do. You have to provide value before they
need it and most important you have to treat them like a person and

not a commission.”

Inland Empire Real Producers - 17




6 6 BEING AN EXPERT

MEANS THAT WE ARE
PROBLEM SOLVERS.

What separates the

top agents is that they

understand that you have

to constantly remind

people of what you do. 99
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What I Learned !| During the o

Darncdernlc.,

We asked a few of our favorite REALTORS® what the pandemic taught them and
what they will take into their business going forward, here’s what they had to say...

y

Adriana Nagel

While we may have lived through the same pandemic, it

may have been a different experience for each one of us.
I personally learned to appreciate my life from a whole

new perspective.

My family was together pretty much 100% of the time.
To maintain our sanity, we allowed each other as much
private space and time as possible for work, study, and
personal time. This was a little challenging in our small
home, but we were generally successful. Since we
couldn’t go outside for entertainment, we got creative
with themed family dinners, which we continued every
night for nearly a month. We each wrote down several
theme ideas when we started, and then picked one each

day. We put together homemade costumes and made our

22 - May 2021

own props that fit
the theme. It was a
lot of fun to reveal
our costumes

and take photos,
which we shared
on social media
with the hope that
it would improve
the spirits of our
family and friends.
This experience
taught us that

we could have

fun as a family
without going out
to buy things and
spend money. We
learned to be spon-
taneous and cre-
ative, and we had
some good laughs,
which helped us
relax a little during
the uncertainty

around us.

The stay-at-home order was
particularly challenging for me,
as I am a very social person. I
love to get together with my
entire family and my friends as
often as possible. Ilove going to
meet and work with my clients,

I love traveling to conferences
and networking with my fellow
REALTORS®, I love spending
time and having fun with my girl-
friends and I have missed these
normal activities very much.
Fortunately, the internet pro-
vided the opportunity to maintain
those important relationships.

I participated in hundreds of

Zoom meetings for work and

fun, celebrated birthdays online,
played games with my family
and friends, and had fun with my
family watching movies and some
great TV series together. I had
my low moments, but I always
tried to stay positive. I under-
stand how some people can get
really depressed when they are
not able to interact with others,
and I am grateful for everyone
that kept these services working

for us.

I also found the time to work a
little more than usual in my tiny
garden, which was a great reason
to get outside each day, and I also
enjoyed the chance to take walks
and get to know some of my
neighbors a little better. I was
even able to trade some of the
lemons from my bountiful tree
for some rice from my neighbor.
We laugh about it now, but it was
the beginning of the pandemic
when the stores were low on
almost everything, and I couldn’t
find rice anywhere. I was so
happy that my wonderful neigh-
bor was willing to barter some of

hers. It was very sweet of her.

I think the pandemic helped me
to appreciate the simpler things
in life, and I felt blessed that my
family and I remained healthy,
and that we were able to keep
working, and that we had each
other to get through it. I know
that others have not been so
fortunate, so it has reminded me
that I should never take these
things for granted.

Life and work got crazy all at once! We went
from 60 to ZERO in January through the end

of March. Life seemed to come to a complete

stop, then late May early June we went from
ZERO to 60 and we felt like we were on Mr.
Toad’s Wild Ride at Disneyland. We decided
to start using “Showing Time” to help handle

the craziness of showing demands on listings,

which I never really was interested in using
before, but we will now ALWAYS use it! The
way we managed our sellers and buyers had to

change as the world changed daily.

Jose Navarrete

This year I will be renewing my REALTOR® license which means I’ve been
a REALTOR® for four years. During the four years I've learned so much and
not just on how to write an offer or what a loan contingency means rather, the
fact that this career requires and demands adaptability. Going into real estate
I would hear the tales of the crash of 07/08 and thought to myself of the glori-
ous days for lots of agents before the crash. That I’d be going into a great
market and money would roll in naively. Many agents quit because

they didn’t know what to do and how to adapt. The pandemic hap-
pened and this was my either make it or break it scenario. I can
honestly say that the realization that anything can always happen

no matter what career field you are in. The key will always be

your willingness to let go of past egos or narrow minds of

how you do things because it’s comfort and instead always

change, always adapt and grow with the seasons. My take a

way and pivot has been that, never impede yourself because

of fear of the changes. Learn to see what can be and the

.t/'

inevitability that is. Anything that stays the same is

doomed to fall, so find a way to grow above all.




WHEN YOU
THINK TITLE,

Think Kristi!

Keisha Hosea

The biggest change that I have made in my busi-
ness that I will incorporate long term is showing
the public more of my personal and sillier side.
Until the pandemic occurred, I didn’t really share
my personality outside of my professional mode.
Having less in person social interactions during the
pandemic along with really getting in front of the
camera more, just made this transition more of a
natural progression. Realizing that I have so much
more in common with many of my past clients or
even new clients as a result of these exchanges has
been enlightening and fun.

Ruben Hernandez ‘

When Covid hit, we immediately

set goals (“must-dos”) and sprang

into action. These “Musts” were ®

centered around God, Health,
Family, Business and Community
and were compromised of daily
activities that would allow us to
stay focused on improving daily in
these areas. We also measured our
progress frequently to ensure we

LawyersTitle

were on track to hit these goals.

As aresult, we saw significant

k8

909.841.7645

Kristi.LawyerslE.com | KMunoz@ltic.com 0 0 ‘

improvement in all areas of our
lives (faith, relationships, sales,
philanthropy, health, etc.). It was

truly a game-changer.




SECURE -

CHOICE LENDING

NMLS I6H25IR

SECURE CHOICE LENDING IS GROWING AND
GAINING MARKET SHARE EVERYDAY!
HEE WHAT CAN SECURE CHOICE LENDING OFFER YOU?

POINT SMART PHOMNE CAMERA FOR

2% ’7?757‘“&' :Z;?*’"lr /

r PROPERTY MORTGAGE INSURANCE
WE OFFER ELITE MORTGAGE INSURANCE AT DISCOUNTED

LOWER RATES = MORE BUYING POWER Bﬁ‘lmﬁ THEETIR NRSET PO S
== (BORROWER PAID MORTGAGE INSURANCE)

J Monthly BPMI Payment Difference | $300,000 Loan Amount | 35% DT
CHEAPER MORTGAGE INSURANCE UVSSOIN-OTA | GOETIFCO  GH0699ACO | TOO-TIOFCO | TABTSFICO
AN A bdusiryStandord | 190%= 5475 | 14MMc5I5750 | 1210530760 | Oen=8150
Gur PA 1.45% = 537250 | 0.9Th s §24250 | 79N =S197.50 | O52%e 5130

A BE-ITER BORRGWER EXPERIENCE' .ﬂUiNGS S102.50 S115.00 SI1IJS.D|!I- szn:nn
ABILITY TO SHOP A WIDE VARIETY OF VO3 | e0ensnco | eaemnco | TeiaRco | 74676RCO
PRDGRAMS WITH LDWER RATES! indusuy S 1458% « 537250 10f = 53 0% « 5157.50 G48% « 5120

Our P T8N e 5295 | 065N = ST62.50 [ 0.5 % e $127.50 | 0.39% = 58050

NO FICO FHA PURCHASE, NON-QM LOANS, BANK SAVINGS ss0 | sws | seese $37.50
STATEMENT LDANE AND MANF MDRE_! THIS CHART HIGHLIGHTS OUR PROPERTY MORTGAGE INSURANCE

SAVINGS COMPARED TO OTHER LENDERS.

CLOSEIN 21 DAYS OR LESS | NO HIDDEN FEES | LOW RATES | CALL US TODAY!

7211 MAGNOLIA AVE. RIVERSIDE, CA 92504 951.733.8925 SECURECHOICELENDING.COM




