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XSIGHT CLOSET

CREATIVE MARKETING SOLUTIONS Storage SOIutions

At Closet Gallery, we

specialize in helping you

simplify and organize your
home. Every home has
different needs and every
homeowner has a different
style. Closet Gallery
collaborates with you to
design the perfect solution
for your lifestyle and
budget. Whether it’s your

master closet, a kitchen
pantry, your garage, a
home office, we can create
custom storage solutions
for all your needs. Offering
the highest quality
materials and hardware you
will find a wide range of
product options that will
suit your specific style.
Potential home buyers
often look for good storage
options within homes and
having a custom pantry can
give your clients” homes a

competitive advantage.

CUSTOM STORAGE CAN:
- Offer More Storage Options
- Reduce Outside Clutter
- Make Home Organization Easier
- Create a More Functional

Use of Space

PHOTOGRAPHY | VIDEO | DESIGN | MARKETING | SOLUTIONS

FREE IN-HOME CONSULTATIONS
xsightusa.com 916.444.9100 studio@xsightusa.com (916) 826'7016 I aC/OSGfga//el’yCO/’n




TRANSFORM YOUR BUSINESS FROM
A CASH-EATING MONSTER TO A
MONEY-MAKING MACHINE TABLE OF
CONTENTS
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action steps to stay on track to help
your business grow.
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Contact me today to schedule
your free consultation.
Cherise@FinancialpathConsulting.com
FinancialPathConsulting.com
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We run your

Marketing. |

— Placing offers with peace of mind starts with a complete
! —[ loan approval and a team of experts by your side.
— __‘r_—’{_ Work with a team that understands the competitive nature
. of this market so that you can be positioned to win!
e SERVICE MATTERS. EXPERIENCE MATTERS
= & : = — T ¢ = !.’ W ’

S0 you can run your
Business.

Padi Goodspeed
Branch Manager & SVP of Mortgage Lending

O: (916) 257-9435 | padi@rate.com
www.yourmortgagegirl.com

ST=PSMHKTG

real estate marketing since 2006

“ ***** 18 years of experience with more than 150 5-star reviews on Zillow!

916.288.9775 | stepsmarketing.com 18-21 Day Close On: FHA Loans ¢ VA Loans * Conventional Loans * JUMBO Loans
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1031 EXCHANGE
Asset Preservation Inc
Bill Angove

(916) 832-1031
apiexchange.com

ATTORNEYS
Clower Law
Ashley Clower
(916) 652-8296
ClowerLaw.com

ElGuindy, Meyer &
Koegel, APC
Judith Maranski
(916) 778-3310
emklawyers.com

AUTO BRANDING

Reviver

PREFERRED PARTNERS

Joy Neerkaye
(916) 306-1070
Reviver.com

BLINDS/SHADES
Made in the Shade
Blinds and More
Mandie VanBuren
(916) 300-4306
blindsofnorcal.com

CARPET CLEANING
Cleaner Choice Services
Nick Volkert

(916) 899-1783
cleanerchoice.us

CLOSING GIFTS
Ternero Olive Oil
Lisa Ternero

(916) 508-5325
TerneroOliveOil.com

8 - November 2021

CONSTRUCTION/
REMODELING

Good Life Construction, Inc.
Dmitriy Tupikov

(916) 833-1379
goodlifeconstruction.com

CUSTOM CLOSETS
Closet Gallery
Darria Deatherage
(916) 826-7016
AClosetGallery.com

DESIGNERS

Aura Design Company
Theresa Aura Design Co
(916) 412-3830
AuraDesignCompany.com

EVENT VENUE
Silt Wine Company
Alex Valburg

(714) 599-281
siltwineco.com

FINANCIAL ADVISOR
Edward Jones

Jon Benecke

(916) 865-4616
EdwardJones.com/
Jonathan-Benecke

FINANCIAL CONSULTING
Financial Path Consulting
Cherise Sutton

(916) 612-6261
FinancialPathConsulting.com

GARAGE DOORS

Overhead Door Company of
Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

ohdsac.com

HOME BUILDER
BlackPine Communities
Jessica Atkins

(916) 497-0900
www.blackpine
communities.com

HOME IMPROVEMENTS
Patriot Home Improvements
Tara Barton

(916) 251-7660
Patriotimprovements.com

HOME INSPECTION
CalPro Inspection Group
Andrea Quyn

(800) 474-3540
calprogroup.com

Certified Home and
Building Inspections
Jason Stockwell
(916) 223-3400
certifiedhbi.com

HVAC

Bronco HVAC

(916) 675-1062
BroncoHeatingandAir.com

INSURANCE

Intrinsic Insurance Services
Aurora Mullett

(916) 585-8184
iiprotect.com

Sky Insurance Brokers
Erik Sjolie

(916) 540-7000
skyinsurancegroup.com

JUNK REMOVAL
Junk Responders
Anthony Wilkins
(844) 586-5786
JunkResponders.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 Sacramento
Real Producers REALTOR® community!

MARKETING
Creative Marketing
Tori Barker

(916) 832-0502
CreativeMarketing
Sacramento.com

Steps Marketing
Joe Duenat

(916) 288-9775
StepsMarketing.com

XSIGHT Creative Solutions
Scott Rodier

(916) 444-9100
xsightusa.com

MORTGAGE

Alicia Stearman - Cross
Country Mortgage
Alicia Stearman

(916) 241-8771
AliciaStearman.com

American Pacific Reverse
Mortgage Group

Liz Andersen

(916) 223-8869
APRMG.com

Asset Financial Center, Inc.
Benjamin Androvich

(916) 955-8287
afc360.com

Big Valley Mortgage -
Rebecca Abbott

(916) 203-9328
BigValleyMortgage.com

Fairway Mortgage -
Dan & Sherene Team
Dan Mclntire

(916) 276-3324
5StarTeam.com

Fairway Mortgage -
Lucia Lending Team
Nicholas Lucia

(916) 730-6339
LuciaLendingTeam.com

Family First Mortgage Group
AJ Jackson

(916) 835-4100
ffhomeloans.com

NKS Financial

Neal Smith, Certified
Mortgage Advisor
(916) 907-6513
NKSFinancial.com

Point Equity
Residential Lending
Nick Cunningham
(916) 302-2018
pointequity.com

WealthWise

Mortgage Planning
Andrew Vierra

(916) 932-7160
VALoansofCalifornia.com

Your Mortgage Girl at
Guaranteed Rate

Padi Goodspeed

(916) 257-9435
YourMortgageGirl.com

MOVING COMPANY

House to Home Moving, Inc.
Jacob Giorgi

(916) 484-1144
housetohomemoving.com

NHD

MyNHD

Lisa Massey
(916) 549-1226
mynhd.com

ORGANIZING SERVICES
Amazing Spaces Organizing
Karen Silva

(916) 502-7092
amazingspaces
organizers.com

PAINTING

Camacho’s Custom Painting
Amanda Camacho

(530) 306-9928
camachoscustom
painting.com

PERFORMANCE COACH
Head Top Performance
Sean O’Brien

(916) 335-4049
HeadTopPerformance.com

PHOTOGRAPHY

Olha Melokhina Photography
Olha Melokhina

(916) 288-5839
OlhaStudio.com

PROPERTY MANAGEMENT
M&M Property Management
Bruce Mills

(916) 548-7712
mmproperties.com

Titan Property Management
Ryan Miller

(916) 745-3385
TitanREl.com

Vienna Property
Management
Tony Alfano
(916) 626-3105
ViennaPM.com

REAL ESTATE
INVESTMENTS

Belwood Investments LLC
Steven Belmont

(916) 990-3010
belwoodinvestments.com

REAL ESTATE MARKETING
Aerial Canvas

Matt Wood

(650) 730-6139
AerialCanvas.com

REAL ESTATE
PHOTOGRAPHY
Andrea Gunn Real
Estate Photography
Andrea Gunn

(916) 223-8948
gunnphoto.com

REAL ESTATE
PHOTOGRAPHY /
VIDEOGRAPHY

Blue Hour Photography
Ryan Maupin

(916) 968-7017
bluehourphotography
services.com

ROOFING SERVICES
Roof Checks

Vlad Khashchuk
(916) 222-6688
RoofChecks.com

STAGING

Hallway Staging LLC
Terry Keys

(916) 500-2206
HallwayStaging.com

Premiere Home Staging
Nicole Runkle

(916) 300-0402
thepremierehome.com

TERMITE INSPECTION
North American

Home Services

Jen Finley

(916) 833-3531
nahspro.com

TITLE COMPANY
North American Title
Julie Shroyer

(916) 416-8245
nat.com/nocal

Placer Title Company
Mark Pitman

(916) 933-4550
PlacerTitle.com

TRANSACTION
COORDINATOR
Mercedes Natad, Co.
Mercedes Natad
(916) 402-4486

OCTC
Candice Kulp
(916) 412-6848
octcteam.com

Platinum TC Services
Melanie Prescott

(916) 812-7454
platinumtcservices.com

Real Estate Aid
Kristina Adragna
(916) 896-9890
RealEstateAid.net

VIDEO PRODUCTION
Dynamic Cinema Productions
Matthew Walter

(530) 417-6170
DynamicCinema
Productions.com

Sacramento Real Producers - 9



1 FAIRWAY

INDEPENDENT MORTGAGE CORPORATION

| APPRECIATE YOUR REFERRAL AND PARTNERSHIP. LET’S DO THIS!

Our way is the

NICHOLAS M. LUCIA
Certified Mortgage Planner
NMLS# 489401
Fairway Mortgage
NMLS# 2289

1512 Eureka Rd, Suite 110
Roseville, CA 95661
916-730-6339
nick.lucia@fairwaymc.com
www.lucialendingteam.com

N Your Real Estate
LIl FELINE

Real Estate Aid

Kristina has helped me with several transactions and she really has been

first aid in a transaction she had to take over. | love her attention to detail

and how she does calendar reminders for everything. Intros, timeliness, etc.

She's a great addition to my team. If you're picky like me, give her a try. -Krystle K, realtor

916-896-9890 | realestateaid.net

Listing Manager | Transaction Coordinator | Client Liaison | Real Estate Admin

Kristina Adragna, CAR Certified Transaction Coordinator, Short Sale Certified DRE #02034623

EXPERIENCED AND TRUSTED ADVOCATES

ELGUIND, MEYER & KOEGEL

GENERAL BUSINESS EMPLOYMENT REAL ESTATE CONSTRUCTION PRACTICE
LITIGATION WAGE & HOUR ENVIRONMENTAL LIABILITY CONTRACTOR DEFENSE
CONTRACT DISPUTES HR COMPLIANCE ISSUES LAND USE ISSUES CONSTRUCTION DEFECTS
DEVELOPMENT DISPUTES EMPLOYMENT CONTRACTS PREMISES LIABILITY CLAIMS MECHANIC'S LIENS CLAIMS
UTILITY DEVELOPMENT LABOR BOARD CLAIMS AGENT-BROKER LIABILITY SUBROGATION CLAIMS
PRODUCTS LIABILITY EMPLOYMENT LITIGATION

T oo WWw.emklawyers.com
7 (916) 778-3310

CREATIVE SOLUTIONS | TRUSTED ADVICE | EXPERIENCED ATTORNEYS | CUSTOMIZED SERVICE

Sacramento Real Producers - 11




”1"m so thankful I found Andrea! She is consistent, quick,
and takes the best photos. And she makes me and my clients look great.”
- Marcie Sinclair, Realtor

24-Hour Turnaround | MLS Upload Ready

ANDREA GUNN

REAL ESTATE PHOTOGRAPHY
Making you look sharp, one listing at a time.

i
NAPO

@andreagunnrealestatephotog ® www.gunnphoto.com
916-223-8948  andreagunnphoto@gmail.com

Purchase Price
Check out the NEW VA

VA Loan Changes Make VA Deals Easier than Ever

* Loan limits removed: Purchase to at least $2M, NO down payment
* Better appraisal process/advance Tidewater value notification

# Pest inspection requirements relaxed

* No reserve requirements

* Credit requirements easier than conventional

# Close as fast as other loans

The VA Home Loan Benefit...They’ve Earned It.

VALoansOfCalifornia.com
Certified Veterans Lending Specialist * Folsom, CA

(916)932-7160

Army * Navy * Air Force * Marine Corps * Coast Guard * National Guard * Reserves

12 - November 2021

amazingspacesprofessionalorganizers.com f
38% Higher

Let us help your
clients before,
during, and after
their moves.

MEET THE

SACRAMENTO

REAL PRODUCERS TEAM

We specialize in:

+ Decluttering

+ Downsizing

+ Prepping for Stager

+ Packing

+ Unpacking

- Organizing

+ Senior Moves

We can also help your clients by
coordinating other services such as
movers, storage, etc.

fimazing Spaces

Professional Drgonizing

et Vo b From Bees Ts Buasses

Katie MacDiarmid

Alison Davis Kelly Dunn Rachel Lesiw
= -i- . Publisher Content Coordinator Administrative Photographer
4| Assistant

Dave Danielson
Writer

XSIGHT
Creative Solutions

Ruth Gnirk
Writer

Olha Melokhina
Photographer Writer

Creative Marketing Services

- WealthWise
{ Mortgage Planning

WeaHirseMorigagem

Tori Barker
Social Media

Suzy Delong
Ad Strategist

Aura Design Company
Designers (Interior, Florals & Events)

Joe Deunat
Andrew Vierra Web Designer
MMLS #230799
Branch Manager
101 Parkshore Drive 1
Folsom, CA = 95630 ¥
MMLS #1627781 |

Andrew@WealthWiseMortgage.com
VA = COMVENTIOMAL = FHA = USDA * REVERSE

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

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 Sacramento 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.
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REVERSE MORTGAGE GROUP

OLIVE OIL

G O O D L I F E Give thanks to your clients with local products,

ey
T T ER N ERG ‘E'.ﬁ ' $ AMERICAN PACIFIC

Creating an Experience that

CO NSTRU CT'ON - gift baskets, and more with personalized labels. Matters for our Clients and

We ship all over the nation and will ship along with your marketing pieces.

your Referrals!
DON'T LET CONTINGENT REPAIRS SLOW DOWN YOUR CLOSING.

WE’LL HANDLE IT!

Reverse Mortgages are different
than traditional loans.

Rather than take a sales approach,
What We Do:

Educate clients with everything they need to know to
make a good decision based on their overall goal.

Understand the importance of this financial decision
fram our client’s point of view. We go at their pace
throughout the process, (on a purchase) we prioritize
and team up with them to close on time!

Accommodate our clients. When our clients can't
come to us we go to them, at their home or wherever fits
their need. If it takes
more than one or two
visits, we do that!

Providing the highest quality of work and excellent customer service

for you and your clients in: Practice patience
in the process. This
- Dry Rot Repair « Termite Damage Repair = Stucco & Masonry Repair isn’t always a 30 day
r T - : e closing. especially when
» Fire Restoration - Siding Repair & Installation - House Painting the clients choose e
- Patios & Awnings « Deck Construction & Repair - Doors & Windows their comfortable Reverse Mortgage Done Right

pace. Rather thana
race to the finish line,

2

Financial strategies t's about “Creating
. - an Experience That
“Here at Good Life. we are . bu I It jUSt fOI’ y0u . Matters” for our clients

and your referrals.

ETHINHINE 33 DIMININT pivy L9 B ~crieom —mmmm o o
best value for your dollar, without

compromising on quality and
integrity. We do not fall short

on delivery and complete every
project to the highest standard.”

Jon Benecke, AAMS®, CRPS" CALL ME for all of your
Financial Advisor Reverse Mortgage Needs!

Sute 150 o ove e L916.223.8869

Roseville, CA 95678
916-865-4616

LIZ ANDERSEN 3000 Lava Ridge Court
MMLS# 1263245 Suite #103
edwardjones.com Account Executive Roseville, CA 95661 /150590

- Dmitriy Tupikov, CEO

Al

by the Dept of Financial Protection and lnmovation

Edward Jones

MAKING SENSE OF INVESTING

MKT-5894J-A-
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DY publisher’s note

wind
change

Colder weather and shorter days are
upon us! Writing this to you on a chilly
morning snuggled by the fire, I am
thrilled about this, but I will admit I am
extremely grateful that the full scope
of wind and rainy weather waited until
AFTER October 13th to fully hit! We
enjoyed a gorgeous outdoor evening

in Folsom at our Fall event last month
and it was just magical! But now that
that event is behind us, selfishly I say
BRING ON THE CHANGE!

Seasons are a beautiful thing. At the
end of every single one I am excited
and filled with anticipation for the
shift. From bright hot sunshine-y days
and green grass into crisp, cloudy
skies and red leaves. And then even
deeper into the gray haze and frosty
mornings, dark thunderstorms and
bare tree branches. Isn’t it the very
fact that everything is in a constant
state of change that makes us appre-
ciate the particular thing we have in
front of us, or look with anticipation

for what is just around the corner?

I think in life and business, the same
analogy rings true. If you always
stay the same, never encountering
challenges, the successes would not
be as blissful and sweet. We build
confidence and pride through adver-

sity and challenge. We develop and

16 - November 2021

\/

3o help us .

celebrate
growth &

SUCCESS
1n 2022!

Nominate great agents for our upcoming issues:
“35 Under 35” and “l Heart Cars.”

own who we are becoming through In real estate, there are a few non-negotia-

consistent change because it requires  ble “rules of engagement” that exist: don’t

'
us to put in the work. count on the commission check until the
deal is closed and funded; you will get bus-

IThave a 16 year old daughter who, if she  ier than ever right before a vacation; and !
wanted to fully move into the new sea- change. Market changes, changes in the
son of independence that comes with a way we communicate, changes in social
driver’s license, had to buy her own car.  media approach, changes in brokerage.
Some of her friends were given their Lots and lots of change.
brand new cars for their birthdays and

T heard more than once how unfair that ~ As we enter a new season full of change,
felt to her as she worked hard for years ~ don’t let that hold you back! You may
leading up to her 16th birthday. But I

can tell you there was so much pride in

need to make a change. This could mean

a change in the way you approach your

Scan the QR codes to apply for yourself, or

her eyes when she went with her dad business, family life, calendar, mental

to buy that little Prius with her own, and physical health... you name it! As

send it to someone deserving!

hard-earned money. When she droveit  always, I am cheering you on and would

home and showed her siblings, it was like to remind you that YOU are helping
different than if it had been handed to

her. She was emotionally and finan-

to change this very community for good You can also contact us via our brand new
by the way you work with and alongside

cially invested. each other and all the homeowners mov- website at www.sacrealprOd ucers.com

ing in and out of our region.

Our successes, as well as “things” in
this life that are just handed to
us, are not nearly as impactful
and fail to develop our char- Your friend,

acter in necessary ways for

‘ i Katie MacDiarmid

k

proper growth and content-
ment when we do not work for Sacramento Real Producers
them. Yes, change can be hard and katie.macdiarmid@realproducersmag.com
extremely uncomfortable. It can bring (916) 402-5662
with it numerous anxieties and chal-
lenges, but in the end it is the thing that

transforms us, that moves us from who

n facebook.com/sacramentorealproducers

@SacRealProducers

we were to who we are becoming.
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Professional Photography
‘Business portrait / Commercial / Events/ Family

www.OlhaStudio.com
OlhaPhotography@gmail.com 916.288.5839

i

HERE TO GIVE YOUR CLIENTS
THE OUTSTANDING
HOME LOAN EXPERIENCE THEY DESERVE.

BUYING - REFINANCING - RENOVATING
ALICIA STEARMAN

BRANCH MANAGER
NMLS #337154
10002 FOOTHILLS BLVD SUITE 100
ROSEVILLE, CA 95747
0:(916) 241-8771
C: (916) 256-6486

s\ | |CIASTEARMAN.CON

Partnering with Mercedes is knowing that your
transactions are in the care and guidance of a
trusted and experienced real estate professional.
Leveraging her expertise, knowledge, savvy and
care will allow you to increase your daily
productivity and peace of mind.

&CO

PROFESSIONAL TC SERVICES

18 - November 2021

FOR CURRENT PRICING OR TO GET STARTED,

CLICK OR CALL TODAY:

SACRAMENTO

REAL PRODUCERS.

B RS EW'S . Epwig  [.S

olden Nu

Drew Bartlett
One Nest Real Estate
“The lust for security in a

temporary life is the real danger.”

Darria Deatherage

Closet Gallery

“We would define success solely on
integrity. We are honest and open
with our customers and care deeply
about their project being done at the
highest standard.”

Analyn Miller

Keller Williams Realty Elk Grove
“Be loving, humble and generous
towards others, and take
responsibility. Not just for
shortcomings but also for things
that ignite change and serve the
world around you. We all have a
place to serve, to give of our talents
and to contribute towards another

person’s growth and well being.”

ggets

Mike Paris

BlackPine Communities

“The pandemic posed countless
challenges, but if there’s one thing
we learned, it’s there is opportunity

in chaos.”

Steve LaMothe

Elevate Realty Group

“An amazing quote, ‘You can have
reasons or results, but you can’t
have both.” This business is notori-
ous for having a huge fallout rate.
Meaning within two years, 70% of
people will be out of the business,
within five years 90% or more will
fail out. As real estate professionals,
we are not ‘sales’ people, we are
‘business owners,” and I believe the
attrition is linked to that issue. We
need to increase our ‘business’ skill-
sets, not our ‘sales skills,” honestly.
It all goes back to execution again;

if you are consistent and wake up
every day with a goal to execute,
you will have a huge life in whatever

endeavor you choose.”

Sacramento Real Producers - 19
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NORTH AMERICAN
HOME SERVICES

N
PROFESSIONAL
INSPECTIONS,
DEPENDABLE
RESULTS

40+ YEARS
OF IMPECCABLE
HOME SERVICES

ONE CALL FOR ALL

YOUR INSPECTION NEEDS

Since 1978, North American Home Services has provided California homeowners, homebuyers,
and real estate agents with best-in-class home inspection and repair services.

We are proud to serve over 10,000 homeowners and real estate agents annually in Sacramento
and Surrounding Counties. North American Home Services is ready fo assist you in any way
we can, and to answer all questions you may have.

@000

TERMITE HOME ROT ROOF POOL SEWER PEST
INSPECTION INSPECTION DAMAGE  INSPECTION INSPECTION INSPECTION CONTROL
REPAIR SERVICE
916.481.0268
Orders@NAHSPRO.com | Repairs@NAHSPRO.com
SPCB CA LICENSE PR.6840 NAHSPRO.com

A o

3

From concept to
completion in any
design aspect, we
strive to create
captivating and
refined designs that are
infinitely timeless and

innovative. > . e
Theresa & Elizabeth, founders
INTERIORS FLORALS EVENTS
We believe We can be a
design should tell tool for your

a story, so we
place an
emphasis on
ensuring the
narnative of the ==
- . . |

story is intentional |
and original.

repertoire for any
y client who needs
a professional
with experience
and an elevated
eye for design.

Let us take
the hassle

out of your
paperwork.

We bring knowledge

and experience along with

a dedicated team to help
our clients build asuccessful
real estate business.

QCLC b=
CANDICE KULP

LICENSED & INDEPENDENT
TRANSACTION COORDINATOR

916-412-6848

844-Junk-Run (586-5786) | 530-802-4664
contact@junkresponders.com
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HEAD (1L PERFORMANCE

Launching You On Your Path
To Peak Performance

- Be the example in how you
perform to your team and peers!

- Get more of your day back to client
facing activity with our tools and strat-
egies

- Scale your business for
next level growth in an

accelerated fashion

Clients Include:

Apple, Morgan Stanley, Duke,
Northwestern Mutual, Amazon,
Gonzaga, CSUS Athletics, and multiple
Real Estate Investment groups.

Sean O'Brien

www.headtopperformance.com

»» announcement

COMMON QUESTIONS ABOUT

Real Producers is a national concept
currently open in 125 markets across the
country. With the 20th issue of Sacramento
Real Producers, | wanted to take the time
to answer some pretty common questions.

What is the purpose of Real Producers magazine?

The mission of Sacramento Real Producers is simple. We strive
to inform and inspire the top-producing real estate agents in the
Sacramento market and connect them socially. We do this by tell-
ing their personal stories. How they have succeeded and failed.
What drives them to achieve year in and year out. Where do they
spend their time when they are not working, and what are they
passionate about other than real estate. We give local top-pro-
ducing REALTORS® a platform to tell their story in a way they
have not been able to do so before.

The secondary focus is to provide an avenue for our affiliate part-
ners to create and continue relationships with these top perform-

ers, on a level that they might not be able to achieve on their own.

Who receives this magazine?

This magazine is mailed to the top 500 producing agents in the
greater Sacramento area, according to volume each year. This is
based on the 2020 MLS; the ranking is annual and resets every year.
This year, the minimum production level for our community was
over $11.5 million. Just to be included in this group is an accomplish-

ment that testifies to your hard work, dedication and proficiency.

What is the process for being featured in the magazine?

It’s really simple - you can nominate other REALTORS® (or
yourselves!). We will consider anyone brought to our attention;
we don’t know everyone’s story, so we need your help to learn
about them! A nomination currently looks like this: You email
us at katie.macdiarmid@realproducersmag.com with the sub-
ject “Nomination: (Name of Nominee).” Please explain why you

are nominating them to be featured. It could be that they have

Sacramento
Real Producers

an amazing story that needs to be told; perhaps they overcame
extreme obstacles, they are an exceptional leader, have the best
customer service, or they give back to the community in a big
way. The next step is an interview with us to ensure it’s a good
fit. If it all works out, then we put the wheels in motion for our
writer to conduct an interview and write an article, and for our

photographers to schedule a photoshoot.

What does it cost to be featured?
Zero, zilch, zip, nada, nil. It costs absolutely nothing! We are not
a pay-to-play model whatsoever. We write real stories about real

producers, so nominate away, friends!

Who are the preferred partners?

Anyone listed as a “preferred partner” in the front of the magazine
is a part of this community and a top professional in their industry.
They will have an ad in every issue of the magazine, attend our
events, and be a part of our online community. We don’t just find
these businesses off the street, nor do we work with all businesses
that approach us. One or many of you have recommended every
single preferred partner you see in this publication. We won’t even
meet with a business that has not been vetted by one of you and
“stamped for approval.” Our goal is to create a powerhouse net-
work, not only for the best REALTORS® in the area, but the best

affiliates, as well, so we can grow stronger together.

How can | refer a preferred partner?
If you know and want to recommend a local business that works
with top REALTORS®, please email us to let us know at

katie.macdiarmid@realproducersmag.com.
Still have questions? Don’t hesitate to reach out!

Katie MacDiarmid
Sacramento Real Producers
katie.macdiarmid@realproducersmag.com

(916) 402-5662

facebook.com/sacramentorealproducers
[F] @SacRealProducers
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OUR CUSTOMERS KNOW
THAT THEY COME FIRST

"l am a local general
contractor that does 100+
remodels & new construction
residential homes a year.

We use Bronco exclusively. H
does excellent work at a fair
price. We always know what
to expect. He is reliable,
prompt & professional.

What more can you ask for?

- Gabe H.

Ei 2, BRONCO  grunm

PLUMBING HEATING AND AlIR

916-675-1062 « BRONCOHEATINGANDAIR.COM

Asset Preservation, Inc. is a leading 1031 exchange qualified
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the highest levels of experience, expertise, and security of funds.
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Drew Bartlett is a numbers guy. He can’t see a pile of
tomatoes without counting them. Math has been an
extra limb for him since childhood; after 17 years of
working in high-tech finance and specializing in data
analytics, it has carved out a good amount of real estate
in his brain. So, when he entered real estate and started
his own brokerage, you bet math, analytics, and data

were driving forces.

“It’s hardwired, and my brain never shuts off,” Bartlett
explains. “My listing presentations are equal parts real
estate and statistical analysis, and my homeowners
know that every step of the process for selling their
home is optimized around data. I export all the histori-
cal backend data out of the MLS database and built my

-
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own proprietary database. I can then spin that data to show every

comparison/metric across the spectrum of MLS fields.”

“Imagine knowing what PCAR agent has the lowest days on market
or the highest sales price compared to original list price for sin-
gle-story homes with a pool in West Lincoln during the second quar-
ter of 2020 ... or being able to show an appraiser the exact premium
buyers actually paid for homes with in-ground pools (vs. without)

in Roseville’s WestPark, today vs. three, six, nine, or 18 months ago
- with comps to back up the trend, to ensure your appraisal has the

best opportunity to land at offer price,” Drew further explains.

Remarkable. Even more remarkable, however, is how numbers
are not everything for Drew. He is keenly aware of the inherent
emptiness of numbers, especially when it comes to counting coins.

Generous, honest, and compassionate, Drew created his brokerage,




One Nest, to optimize client benefits
and provide a “value-added alternative

to the traditional brokerage model,” by
combining two concepts that he was passion-

ate about — flat-fee listings and full service.

“We provide the most comprehensive portfolio of end-

. i-_ii_:' to-end services for listings, such as deep cleaning, land-

scaping and staging, for one flat fee, on every home listed up
to $1,000,000. Full service. Flat fee. Every time,” Drew explains.

Voted Best Real Estate Company in Lincoln, CA, for the last five
years, as well as Best Real Estate Agent in Lincoln from 2018-
2020, Drew was definitely onto something. Although Drew
developed his idea for One Nest at Stanford Graduate School

of Business while completing the entrepreneur and innovation
program, his compassion for people, and genuine sanctity for life,
like math, goes back to childhood.

Drew was born in Phoenix, AZ, and moved to Roseville, CA,
when he was 10 years old. When he was 5, however, he had a
brief stay in the hospital, where he was treated for an autoim-
mune disease, believed to be Guillain-Barre Syndrome. He was
paralyzed for a few days and stayed in a pediatric unit that cared

for terminally ill children.

“I remember this very vividly,” Drew explains. “As I was walk-
ing out of the hospital, I looked back at those kids who were still
there, and I realized that some of them would never leave. I didn’t
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understand why I got to go home, and they

did not. This had a huge impact on me as a
child. I didn’t want to dismiss my oppor-
tunity; I knew that since some would stay
there that I had to make the most of my life

because not everyone gets that chance.”

Recognizing the fleeting nature of life
instilled an urgency in Drew to not waste
it by being unhappy, which later influenced
the paths he chose. One thing that made
Drew happy as a kid was math — though
in 3rd grade he felt it was more boring
than anything. Of course, it was because it

was too easy for him.

“I would finish my math work early before
the other kids and draw on my work
board, which upset my teacher,” Drew
explains. “She’d ask if I had answers, and
each time, I'd have all the right answers.
Eventually, she caught on and started giv-
ing me extra work. I couldn’t get enough.
Me and a friend of mine, who also excelled
in math, would race to that class just to do

all those extra problems.”

Always wanting to have fun, Drew admits

he wanted to be a garbage man when

o STATES 100,

1 b

After completing this race, Drew was certain
he could endure absolutely anything.

he was little because he wanted to ride on the back of
the truck. When he got to high school, however, he
wanted to be a professional golfer. The only problem
was the odds of making it were slim, and he’d done the
math. Then one day, he was talking with his uncle, who
suggested Management Information Systems (MIS), a
career that dealt with storing, searching and analyzing
data. His uncle told him, “If you work in this field, you

will never worry about money.”

“When I got into college, I decided to pursue MIS, but
my first programming class was COBOL, which I hated!
I knew that it didn’t matter how much money I would

make, I hated staring at code all day,” he says.

Drew changed his major shortly thereafter. He was
engaged to his wife (and high-school sweetheart), Nicole,
at the time, and decided to pursue finance. He graduated
from California State University Sacramento in 1998
with a degree in Finance and spent the next 17 years with

Hewlett Packard as a corporate finance executive.

The long corporate grind of “making the numbers”
and closing the books for his clients every three
months eventually affected Drew’s health. He devel-

oped heart problems and even spent time in the ER for

AURANCE RUN -
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stress-related health issues due to his job. He wasn’t happy,
and he kept thinking about his dad — who worked hard at
a job (auditor for Federal Government) for 38 years and
dreaded the last several years — and Drew didn’t

want to end up the same way.

“My dad didn’t work so hard just for me to
end up dreading it, like he did,” Drew
says. “I knew I had to do my own
thing and create better balance
in my life for the good of my
health and for the good of
my family.”

Luckily, Drew had
earned his real estate
license for his own per-
sonal investments in 2013 and
began working as a part-time
agent, while also attending Stanford
Graduate School of Business and work-
ing full time. He enjoyed it so much that
he made an agreement with his wife that if he
could earn the same income as a REALTOR®
that he was making at Hewlett Packard, then he’d break out on
his own. He also made it a goal to get his broker’s license, as he

began developing the idea for One Nest in school.

The idea for One Nest also came out of his experience working
with Century 21 those first two years. “It was a traditional model
with no flexibility to customize commission schedules, like offer-
ing family/friend discounts,” he explains. “I knew I would be the

odd man out for wanting to charge a flat fee for listing homes.”

Despite feeling a bit out of place in real estate, especially as an
analytical introvert, Drew resolved to always be his genuine self
after a friend told him, “People want someone they can trust, and
they want someone to tell them the truth.” Well, numbers don’t
lie, and neither does Drew. His clients loved that about him, and
by August 2015, he not only earned his broker’s license, but he
was able to leave both his corporate job and Century 21 to start

One Nest and fully embrace how he wanted to do business.

While Drew has certainly achieved a lot these past eight years
in real estate, he says his greatest achievement has been attend-
ing every school and sporting event for his daughters, Emma
and Mya. Although he would like to build his business to a point
where he could completely step away and it would run the same,

he is intentionally not setting any goals for the time being.

“If I set a goal, I can’t not do it and will personally sacrifice to
finish. So at this point in my life, I am not setting short-term pro-
fessional goals. I reserve that time for my family and spending it

with them,” he says. “After all, in the end, all we have is time.”
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spotlight

By Ruth Gnirk
Photos by Olha Melokhina Photography

CLOSET GALLERY:

beautiful, functional, and local

Closet Gallery, a locally owned and cabinetry in the Central Valley area businesses in town, or at aclosetgal-
family-operated company, has been for 14 years. You may have seen lery.com, but do you know the story

designing and installing custom their craftsmanship in homes and behind their talent and passion?
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Lyndell Deatherage grew up in
Cameron Park and became a
respected general contractor in the
Sacramento area. His wife, Darria,
grew up in San Jose, then eventually
relocated to Sacramento for a career
start with a software company. When
they met, Lyndell owned a successful

interior trim company.

Darria admired Lyndell’s excellence
in craftsmanship and his attention to

detail. She found ways to automate

the billing and ordering processes,
which freed Lyndell to focus on
mentoring employees and growing
the company. They would both agree
that the key to their success would
be their ability to use their gifts and
talents, and together become a strong

husband and wife team.

During the 2008 crash, developers
were more mindful of cost, and there
was a change in the construction mar-
ket. At that time, Lyndell and his crew

THIS IS HOW WE WANT TO
BE REPRESENTED IN THE
CONSTRUCTION INDUSTRY:
SOLUTION-ORIENTED AND
FOCUSED ON CUSTOMER
SATISFACTION.

installed windows, cabinets, doors,
and trim. Several developers suggested
that he start specializing in storage
solutions himself, instead of simply
installing the ordered products for the
builders. Darria saw the change in the
industry as well, and encouraged him

to expand his services.

Darria took responsibility for sales

and marketing, and Lyndell managed
the installation crew. And that is how
Closet Gallery grew from an idea into a
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wonderful reality! Since the begin-
ning, their small company has grown
substantially. Closet Gallery is now
a thriving business that the entire

family has been able to be a part of.

Lyndell and Darria and their Closet
Gallery team are driven by integrity
and relationship. “We are honest
and open with our customers,” said
Darria. “We care deeply about their
projects being done at the highest
standard, and it shows with cus-

tomer reviews and referrals.”

Closet Gallery is a team of teams.
Office manager Hawlie keeps it

all running smoothly behind the
scenes. The design and sales team
include lead designers Jamie

and Mary. Install manager Jorge
leads the installation team, which
consists of installers Ezra, Coleton,
Cesar, “Little Jorge,” Eddie, and
Marvin. The Deatherages’ youngest
sons, Brody and Jack, both interned
this summer as part of the installa-

tion team as well.
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Darria said she and Lyndell value and
manage work-life balance fairly easily
because they have such a strong team. “We
have the ability to lean on each other when
life happens. Whether it be good things,
like vacation or scheduling of appoint-
ments, or difficult things like illness or
hardship, we are all covered. We keep our
team strong and versatile so it is easy for
team members to fill in where needed. We
couldn’t be more thankful for that.”

The Deatherages are an active family of
six. Lyndell, Darria, and their boys love

to golf together. They also enjoy boating
on Folsom Lake.

The Deatherages are very hospitable
and love to entertain. They also relish
traveling as a family. The boys’ favorite
summer vacation has been their annual

fishing trip to Mexico.

Their oldest son, Kenny, graduated two
years ago from California Polytechnic
State University. He earned a degree
in Aerospace Engineering. Now, Kenny
is working for Northrop Grumman in

Southern California.

Taylor, the second-born, graduated

from Chico this year with a degree in
Construction Management. He was hired
as a project engineer for Bridgeway in
Vacaville. While in college, Taylor met his
wife, Jess, at a YoungLife camp. She easily
fit into the Deatherage clan, and Darria
and Lyndell were excited to welcome a

daughter into the family.

An onlooker would never guess that one of
the younger boys is a “transplant” into the
family. When some family friends were
going through a difficult time, Lyndell
stepped in as a father figure, and soon the
young man became the fourth brother.
Brody, the youngest Deatherage son, and
Jack are entering their senior year of high
school. Both boys wrestle, play lacrosse,
and have been training diligently to get to

the wrestling state tournament this year.

The concept of family connection and
teamwork carries over to the employees
at Closet Gallery. A culture of integrity
and open communication ensure that they
continuously meet their goal of leav-

ing clients’ homes and businesses more
organized. Their biggest Covid/post-Covid

challenge has been managing supply

issues, and balancing customer communi-

cation and satisfaction.

Recently a client was verbalizing his frus-
tration about something that another sub-
contractor hadn’t completed to the client’s
standards. The 17-year-old Closet Gallery
employee, a son of the Deatherages,
listened respectfully. Then, rather than
criticizing another professional’s work, he
offered to fix the problem. The customer
said it was refreshing that the young man
was so solution-oriented and that he cared
enough to offer to fix the issue when it
wasn’t even related to Closet Gallery’s
responsibility. Darria was thrilled, and
shared, “This is how we want to be rep-

resented in the construction industry:

solution-oriented and focused on

customer satisfaction.”

Lyndell and Darria care about their
customers and their community. They
love the charm of Sacramento and the
surrounding area. “In our region, we
notice that people like to support local
businesses,” said Darria. “We are so
grateful for their support. Our connec-
tion is deep here because Lyndell grew
up nearby, and we’ve raised our four
boys in El Dorado Hills, which has

certainly deepened our roots.”

The Deatherages and Closet Gallery
give back to the community in sev-
eral ways. They recently donated an

office organization system, and its

Galler

- - Slorige Sahui

-826-701¢

installation, to their local
church. A project from last
year that they hold dear to
their hearts is installing a
closet system into the Koinonia
Homes for Teens, a ministry to

troubled teen girls in Loomis.

They also support the Twin
Lakes Food Bank, Faithful
Stewards in EDH and

Powerhouse Ministries in
Folsom. Another great organi-
zation the Deatherage family

invests their time and other
resources in is The Barnabas
Group. The Barnabas Group is like
Shark Tank but for nonprofit minis-
tries that benefit the community.

The Deatherage family, and the Closet
Gallery family, live and serve their
community with integrity and excel-
lence. Closet Gallery is more than

a family-owned preferred partner
who provides beautiful, functional,
customized storage solutions for the
community. They are a family, and a

team, here to serve you.
For more information about Closet Gallery:

Website: www.aclosetgallery.com
Phone: (916) 826-7016

CLOS]



TAKE A BREATH .
AND RELAX. | ROOFCHECKS com

Online

THE BEST SOURCE FOR FAST AND
ACCURATE ROOF INSPECTIONS

{““‘u‘ All of our services come with
m our exclusive 7-Day 100%

7B Happiness Guarantee. Inspections & Estimates

Certifications & Warranties

Ca" or Text 21 6-899_1 783 Repairs & Replacements

. . | h . Residential & Commercial
Visit cleanerchoice.us Pitched & Flat Roofs

CARPET & UPHOLSTERY

WINDOW & SCREEN iLELﬂ:wagE F‘|I\,E |5u, E 91 6-2 22-66 88

HVAC & DRYER VENT

AWARDS

House to Home Moving is a full-service

moving co [Ilany dedicated to providing GRAND WINNER

top quality direct shipment moving services
at an affordable price. HOME OF THE YEAR

Crocker Village
Alley Row Collection - Residence 6

- OF S _

I’m a top Realtor in the area and the most important thing to me is my
clients trust. | have worked with House to Home Moving for 8 years and
| wouldn’t go anywhere else. They are super professional, always on time
and you can tell they enjoy theirjobl b garme | eller Willams Realy

% T ;
LOCAL & LONG DISTANCE » PACKING & UNPACKING AHB[YS bl HA M[L]_STBNE & - HARVEST
"-. AT NORTHRIDGE LE. snn_..g s . g0 NS

_|

ﬂﬂ [Jﬂiu

CALL US FOR A FREE
IN-HOME OR VIRTUAL ESTIMATE (glﬁ 484 ] 144

bwwleuseTanmeanngnlmf ) focebook  yelpis
. ZTAL PuC 1190786 6 S »

_ PROFESSIONAL + COURTEOUS + FRIENDLY + CAREFUL + DETAIL ORIENTED » TRAINED » EXPERIENCED

36 - November 2021

blackpinecommunities.com



vy
S P> celebrating
VIDEO TOURS / PHOTOGRAPHY . leaders na Vn
30 MATTERPORT / 2D FLOOR PLANS s | - RS ¢ g
DYNAMIC CINEMA = TWILIGHT / PERSONAL BRANDING S (Y
PRODUCTIONS LIFESTYLE COMMERCIALS -4 | _ l er

Matt impressed us with his professionalism and with his creativity. Matt has a L ; 3 .
calm demeanor and is well organized. The finished product has always < 2 a Y e : i KELLER
exceeded our expectations. We would recommend Matt without hesitation. . N . 1 o, v f T A Wl LLlAMS

- Paragary-Miller Team
REALTY

Helping Families Grow
Analyn Miller is pas-

MATTHEW WALTER  + morer——— T

VIDEOGRAPHER / PHOTOGRAPHER N e " &7/ p 4 i\ 3 e
EDITOR / CERTIFIED DRONE PILOT S el L pire, and emp

others to set and reach
their goals for homeown-
| ! e - o - 4 _ ership and their goals
Matt@DynamicCinemaProductions.com R e S P PR O | - T ' s in life. She is a wife,

DynamicCinemaProductions.com/real-estate i L' > — hR\ ol A LRS- mother, author, speaker,
S - : R ' and REALTOR®.

Analyn’s motivation for
everything she does is
three-fold: enriching
families, impacting the

world, and achieving
% her giving goals.

o
Lt Wi )
ii-w, i 92 4l
Y ¥ “?_ "FII- i :. L ¥]
o b el e AL e NSRS, I W -~...;i||:_ .
= i ol - 'l.-t B I.-_. _i.‘ . . ] P £ l-_.- A i b a. P
— : . -I. - __':-I.:‘ o, 2 g1 ia . - NS v : . : -.'r_tsl_ &y o
) J ’ 2 II..' . ;'I'.ah_-;-;:':r.";," i _5" ' . e , : Clr .. "._. i i e
'] N ¥ s Wy .:_ : e y ay ‘. s oy o -1__1- A 3 ..1._.._ ) i 1.:.. ... 1".
| 10, e g ¢ b, TR = e TENENE b, T O Y el A X
: . <. . ¥y -

AND THANK OUR VETERANS Ve R By e L s e R e e
FOR THEIR SERVICE! IBER Y TR RS SR Sl

p | q LI nu IT]T( | 916.812.7454 | Melanie@PlatinumTCServices.com

i www.PlatinumTCServices.com |24
er\ |C€5 "Providing Platinum Services to Streamline Your Business" |£

38 - November 2021



Analyn fell into real
estate almost 17 years
ago. She was a wife,
mother, and artist, and

she owned her own

business called Elegant
Illusions, painting
murals to bring beauty
and joy to others.
Friends told Analyn that
she would make a great
REALTOR® because

she connected with
clients and was com-
mitted to making their
ideas become a reality.
The idea intrigued her,
and Analyn earned her
license in 2005. She
started as a transac-
tion coordinator at
Landmark Properties in
Elk Grove and began her
career as a REALTOR® within 12 months.

Analyn helped start a BNI group known as the Elk
Grove Rockstars made up of local business own-
ers. Their motto is “givers gain.” The 2008 crash

became a blessing in disguise, helping Analyn focus

on growing referrals and word-of-mouth marketing.

Analyn has been participating in the Rockstars’

weekly meetings for 14 years.

After working for Landmark Properties for seven
years, Analyn became the owner of the brokerage
company. However, she found that she liked the

personal interaction with clients too much, and

transitioned back into being a full-time REALTOR®.

Analyn has been with Keller Williams Realty Elk
Grove for over seven years and loves the KW culture
and the company values of God, family, and then
business. She started The Analyn Miller Group with
team members Mariah Jones and Lisa Virassammy.

Their tagline is: “Your Property, Our Passion.”

Analyn has served on the Keller Williams Agent
Leadership Council for three years, and has been
awarded as an Outstanding Life Masters Club
Member and a Five Star REALTOR®. Last year
alone, her team closed on 52 units and their trans-
action volume was $24,583,662.
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1am PASSIONATE
U leaving

people

better

THAN WHEN | FIRST
MADE CONTACT.

i '.n"

| part of real estate is helping families reach

“I want to make a positive impact. I am passion-
ate about leaving people better than when I first
made contact, whether or not I ever enter into a
transaction with them,” Analyn says. “I want to

keep a service-minded mentality. My favorite

'
heir real estate goals.” )

Ny — v =
nrichi lies iy ¥, e
Brandon and Analyn Miller were high-school
sweethearts and have been married 28 years.

They have seven children, ages 11 to 28. The
four who still live at home were small miracles.

—

The oldest three are married and have given the

Millers six wonderful grandchildren. Analyn says \

grandchildren are one of the greatest gifts in life. //T
A "

“Grandbabies are like getting to eat ice cream

without the calories,” she shares with a chuckle.

Several years ago, Brandon and Analyn took time

off from family activities and running their own
companies to attend a retreat for Analyn’s birth-
day. They accepted the challenge to find a hobby
they could do together that wasn’t related to their
jobs or their children. They had both wanted to
write a book. Before the retreat was over, they
listed possible topics and chose their favorite.

And thus their book journey began!

Their first book, Play To Their Strengths, took over a year to

mramm o —— write, edit, and publish. Analyn said God opened doors they never

A NEW APPROATH could have opened themselves. She felt it was key that they acted

T0O THEIR
STRENGTHS

B "'.\.—_-\.
=0 [0 &

ARALTY B RARRRE
MILLER Incredible Parent, which teaches parents to take the

e
wndd

in faith and kept taking steps forward in the process,

G because in those times, the couple gained more clarity,
g |

and opportunities were presented. Their book features
standalone chapters, and each one is followed by a
strategy that helps parents take steps to focus on training
up each child to be all that God created them to be as

uniquely talented individuals.

mirhin  ECNEERN SHISNIHLE WATWL BAR WA @

This past January, they released their second book,

next step to be all that God created parents to be, cre-

ating vulnerability in the home and supportive sphere.

Analyn & Brandon Niller

oo o0
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AS REALTORS®,

WE NEED TO
q:.‘ BE WILLING TO

stay

ADOPT NEW
THOUGHTS
AND
PROCESSES
SO WE CAN
BETTER
SERVE OUR
CLIENTS.

L
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It comes with an assessment to help working parents. For the past 18
parents find their “super six” parent- months, Incredible Family has edu-
ing strengths so they can invest inthe  cated and encouraged leaders, direc-
next generation. tors, managers and employees. This

includes a work parent-advocate pro-

“We’re not perfect parents; we’re gram that trains leaders to provide
just moving in the right direction,” support to individuals, communities,
smiles Analyn. and organizations.

Impacting the World The Millers believe every child
Brandon and Analyn and two other deserves to have someone wholeheart-
partners co-founded a coaching com- edly believe in them. Their lifetime
pany called Incredible Family, which goal is that their books and Incredible
has trained over 150 certified coaches Family coaching will change the world,
all over the world. These coaches one family at a time, by

teach parents principles and help them  disrupting negativity

gain a new perspective on parenting. and leading with hope.
For more information,

Incredible Family is also available visit their website:

in the corporate sector to support incrediblefamily.com.
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Achieving Giving Goals

“Last year my team sold over 50 homes,”

shares Analyn. “We want to have financial
freedom so we can give more and impact
God’s Kingdom with what He’s given us.”

te a C h a b l e The Millers actively support XHope

Missions, which focuses on at-risk
children, primarily in foster care. XHope
also facilitates Redeemer House Orphanage
in Jinja, Uganda. During the time Analyn
served on the XHope Missions board (2017-
2020), a well was established at the Uganda
site to supply clean water for the orphanage
and surrounding village. The board also
completed the building of a guest house and

started building a school as well.

The Miller family attends and serves at
Project Church in Old Sacramento, but

Brandon and Analyn would like to

Whe n We ,re expand their reach. They want to

team up with people, churches, and

gre e n, We ,re businesses to cover the cost of send-

ing their books overseas to those who

GR O WING! are requesting copies.

Words of Wisdom

Analyn is a firm believer in a team men-
tality. She wants to give clients the best
service, with a personal touch, so they
become clients for life. Because every
situation is unique, she asks questions to
learn about each family and their needs,
expectations on timing, monetary goals,

and investment strategies.

“We are our clients’ advocates,” observes
Analyn. “As REALTORS®, we need to be
willing to stay teachable and adopt new
thoughts and processes so we can better
serve our clients. When we’re green,
we’re GROWING!” Coming from someone
with Analyn’s experience, these are true

words of wisdom.

THE

ANALYN MiLLER GROUP

Your Property, Our Passion

t:f_f) =] i” C

I-H'C.‘JI‘-.--‘lE STAGING & DESIGN

Preparing your hnme o s

www.premierehomestagingllc.com | 916.300.0402 (call/text)
info@premierehomestagingllc.com

le Owner at Premiere Home Staging

ﬂ
WINE COMPANY

Give the gift of wine this
Holiday Season!

Shop our Holiday Bundles

Perfect for
Client {}rf'('. | Date ..’\ﬁg,i'ﬁ | Hrlm‘m'urmmg Parties

@5iltWineCo | #EnjoyClarksburg
SiltWineCo.com | enjoy@siltwineco.com

FREE,RENTAL HOW OUR
REALTORS , LANDLORD REFERRAL
PROGRAM WORKS

1 REFER A CLIENT TO US
Send us a client for property management
by filling out a simple form.

2 WE GET IN TOUCH

We contact the client to explore their
management options.

3 WE PAY YOU

If the client signs a property management
contract, we'll pay you a referral fee.

VIENN I\V// Protect your future sales and earn a referral fee.

PROPERTY MANAGEMENT We handle your client's management needs & point them back in your direction for sales.

LET'S GET CONNECTED TODAY! - (916) 626-3105 - VIENNAPM.COM




BELWOOD
INVESTMENTS

i e———
THE 16 CONPANES PATTRIOTN
Hey Realtors! HOME IMPROVEMENTS

Did you know that when you bring Belwood Investments
properties for purchase, you are invited to....

= B &

Offering Full Service Home
Improvements for You and Your Clients in:

- Roofing. Kitchen & Bath Remodels, HVAC,
Window Replacement, Siding, Solar & More!

- Financing Cptions Available

- Mow Offering Interior Design Consultations

Double-End Co-List With Us Earn 10% of
isti On The Fli Belwood's Profit " : 5
The Acquistion . P - Quality craftsmanship and service you can
Side! For The Flip ; - :
+Outside agents, limited time only « count on, at a price that will make you smile.

For More Info: Call (916) 990-3010
or Email support@thebigco.org

CALL FOR YOUR FREE ESTIMATE!

916-251-7660

VETERAN OWMNED AND OPERATED- Licensed 1043274
WWW.PATRIOTIMPROVEMENTS.COM

ARE YOUR INVESTORS
OVERWELMED?

M&M

Residential Property

www.belwoodinvestments.com

®
& Management
X% TO THE RESCUE!
. PLUS, WE HAVE THE BEST
2 Single Point of Contact

Tenant vetting system
Tenant background checks

M&M Property Services & Management | *500 Referral Fee to a Broker
Call Darren 916-500-8188 | brucemills@bmrealtor.com
DRE# 01100901
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ez Stress=Free Closings.

Honest Answers. 5fsmriream

“Dan and Sherene are the lending dream
team! I've never worked with any lender
that communicates better than they do!
They make buying a home fun with their
senses of humor and they take the stress
out of the process with stellar efficiency!”

Monica H. (REALTOR®)

5 STAR SERVICE from YOUR 5 STAR TEAM

' Dan Mcintire | Loan Officer, NMLS# 300900 | Cell: (916) 276-3324
Sherene Gray | Loan Officer, NMLS #302159 | Cell: (916) 798-8026

|

5StarTeam@FairwayMC.com | www.558tarTeam.com

WE’RE PARTNERING
WITH REALTORS T0 KEEP
RELATIGNSHIPS ALIVE
FOR YEARS T0 COME

Through co-branded marketing efforts, we help connect and
reconnect you with previous buyers/sellers and their connections
when they are thinking of buying or selling in the future. We
excel in escrow closings with properties in hard-to-place, risk
areas and we work directly with the Lender & Title to ensure
escrow closes on time.

WHAT OUR PARTNERS
ARE SAYING ABOUT US

[ntrinsic Insurance excels with my customers time and again.
No matter what hurdle we throw at them they always find an
option and propel us to closing. They are one of the only
agents that partner from listing to close to ensure insurance
IS Never an issue.

Maury 0'Hearn ~ Premier Property Group

- INTRINSIC office: 916.585.8184 » Cell: 530.903.2362 * Fax: 916-745-8434
INELRANIEIE Haliclz: info@iiprotect.com * www.iiprotect.com

Serving: CA, WA, OR, ID, CO, NV, UT, AZ

OTHER AREAS WE EXCEL IN

» Residential Homes « Luxury Homes * Secondary Homes
» Viacation Rentals < Flip/Construction  Kitec Plumbing

» High Fire  Flood  Real Estate Commercial Protection

Lic 0150125
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BLACKPINE COMMUNITIES

CREATING PLACES TO CALL HOME
The properties you help your clients find obvi-
ously are tangible places made of brick, wood,

stone and metal. But there’s so much more.

The truth is, you are helping them open the

door on a new chapter in their lives.

That’s the spirit you see hard at work with

BlackPine Communities.

As president, Mike Paris says, “I love our
profession. What we have the opportunity
to do is very tangible. We provide homes,

not houses.”

ENJOYING THE JOURNEY
He sees the results of his team’s work

each day through the eyes of his clients.

“It’s a great feeling seeing clients visit-

ing our design studio here,” Mike says.

“Whether they’re a first-time home-
owner or someone who is taking
the next step in their story, you can
see the joy and excitement on their
faces. We take what we do very
seriously. We know that we’re
building things that will be around

longer than any of us.”

A TRADITION OF EXCELLENCE
BlackPine was formed about 11
years ago, and then really got
off to a great start in 2012 (as
the nation’s housing market
rebounded) with the Molly’s

Walk community in Roseville.

Since then, BlackPine
Communities has helped

2 - many families through its
P> industry expert / | e reoutation for
e mounting reputation for

By Dave Danielson
Photos by XSIGHT Creative Solutions
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HOMES

NOT HOUSES.
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quality workmanship and timeless design. As a result,
the company continues to craft communities one after

another throughout the region.

BUILDING STRONG BONDS
Home by home and community by community, BlackPine

moves forward by staying rooted in strong bonds.

“Several of our key team members and I have worked
together over 20 years. When hurdles arise, we have
a very experienced, well-seasoned team that works
together to find solutions,” Mike says.

“We have been tried and tested, and we like to be

uniquely different as a private home builder.”

MADE TO LAST
Strong homes are made to stand the test of time through
seasons and varying conditions. The same can be said of

the BlackPine success story.

“As we all know, the business is
evolving. Part of what we like to do is to keep
adapting and building great bonds with our real

estate partners,” Mike points out.

TEAM SPIRIT
When you talk with Mike, it’s easy to see the

rewarding feeling he gets from his team.

“I'm really proud of our team. We have a lot of men

and women who have been with us for a long time,”
he says. “I'm not a micromanager, and yet I expect a
lot out of our people. They deliver with profession-

alism. We’ve done a good job of constructing our

own path as a private homebuilder through time.”

INDIVIDUAL EXCELLENCE
In the end, the results speak for themselves — and, at

the same time, they complement the lives of clients.

Sacramento Real Producers -




oo “In today’s world, what I’ve tried to do is focus on
building and selling a lifestyle,” Mike says. “We do
that by moving away from a commodity mindset
and really focusing on each individual and how we

meet their lifestyle needs.”

STRENGTH THROUGH TIME
Through time, Mike appreciates the way those
relationships have matured and evolved — and how

they have remained strong.

“We want the customer experience to always be
world-class. When you’re buying your home, there
are often different points in your life when your
interests and lifestyle change. We stay true to how
we connect and what we provide to our customers

at that point in time,” Mike explains.

“Some of our very first homeowners we worked

with are coming back now and choosing us again.
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OUR COMMITMENT

TO OUR

CUSTOMERS

BEGINS BEFORE

THE POINT OF SALE
IS MADE..AND THEN
WELL BEYOND THE
TIME WHEN HOME
OWNERS RECEIVE
THEIR NEW KEYS.

That makes us feel good, because they liked how we
treated them. We always try to do the right thing. I'm
very committed to that part ... with the reality that our
commitment to our customers begins before the point
of sale is made ... and then well beyond the time when

home owners receive their new keys.”

As Mike looks to the future, he’s excited with the pros-
pects of continued growth and opportunity.

“We’re looking to continue to grow strategically,” Mike

says with a smile. “The market will undoubtedly continue

to be interesting. We’re looking forward to being part of

creating places our customers can truly call home.”

For more information about BlackPine Communities:
Web: www.blackpinecommunities.com
Email: Lbarnett@blackpinecommunities.com

BLACKPINE

‘.1
SKY INSURANCE

— BROKERS —

PERSONAL AND SMALL BUSINESS INSURANCE

A COMPANY AS UNIQUE AS YOU ARE
SERVING THE ENTIRE STATE OF CALIFORNIA

Ready to save time, aggravation, and money?
Give us a call today and see if we can help you save!

Specializing in:
* Homeowners Insurance ¢ High Fire/High Brush
* Flood Insurance ¢ Life Insurance * Auto Insurance

www.skyinsurancegroup.com ¢ (916) 540-7000

CA Insurance Lic: 0J15368 f ’

OUT WITH THE OLD

The Genuine. The Original.

Ty

“Don’t Be Fooled By Our Competitors. Look For The Ribbon!”

Overhead Door Company
of Sacramento’, Inc.

“The Largest Selection of Garage Doors in Northern California Since 1953”

Sales * Installation * Service
Residential * Commercial * Garage Doors * Operators

Free Estimates * Installed & Serviced by Professionals

————

We service all 6756 Franklin Blvd.
BRANDS Sacramento, CA 95823

\
h) < L

\@LCertified

Home and Building Inspections

Sacramento, Placer and El Dorado Counties
Premier Home and Pest Inspection Company
inspectionstdonelnightythelfipstitimeNandithel

[customergenyicelthatiwilIKeeply oL om i nEID A CHS
o mmars] Epariunas e CERTIFIED chiluramnasl
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530-409-1624

Camacho's Custom Painting

camachoscustompainting.com ‘/

Email today for your estimate
CamachosCustomPainting@Gmail.com

CSLB #983710

3 L 'I_ﬂ"r..Lrs

HEOR Pheto/Video
DProwe

Virfual Stoging

3D Touss sfarfing at $150
3D Towr & Photograpihy
916 -968 -7017 puockages darfing at $225
ryen@bluthourphotographyservices.com
www. bluehouwrphotegraphyservices.com

Here To HelpYou se

WE PAY FOR ALL APPRAISALS

15-DAY CLOSES J

AJ Jackson
Owner

NMLS# 210062
BRE# 01872296

LOW RATE AND FEE STRUCTURE
WE MAKE DIFFICULT FILES EASY

NMLS#39096

7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax

FAMILY FIRST
Morigage Growp - TfhOomeloans.com
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home matters

By Shauna Osborne and
Megan Weatherly Lynn

For many, our home is the most expensive investment we’ll ever make.

Since our entire home rests upon its foundation, homeowners
should pay careful attention to warning signs it may be failing; if
left unmitigated, foundation issues can lead to significant struc-
tural damage and costly repairs (the average cost of non-complex
foundation repairs is over $5,000). Here are four warning signs

your foundation may need attention.

EXTERIOR SIGNS

Perhaps the most obvious place to begin looking for foundation
issues is in the foundation itself. Take a look at the entirety of
your foundation. Are there bulges? Large cracks? Bowing walls
above? These can indicate shifting in the soil beneath and sur-
rounding your home, causing the house to “settle.” As a founda-
tion cures, hairline cracks can appear. These are usually nothing
to worry about. If you notice larger or horizontal cracks or cracks
in a zig-zag pattern, you’ll want to call a professional right away.
These types of cracks can indicate a need to re-seal and water-

proof your foundation or, worst case, replace it.

DOORS AND WINDOWS

A more subtle indication you may have foundation issues is the
state of your doors and windows. Do you have windows that

are difficult to open and close, as if they are stuck? Do you have
doors that seem to be misaligned? Any gapping around exterior
window frames or doors? Also, be sure to check vents and garage
doors. If you find that any of these aren’t fitting the way they
should or even the way they used to, it may be time to call a pro.

WALLS

Cracks in ceilings and walls are usually a clear sign your founda-
tion has shifted. Be sure to look for any cracks or misplacement in
the molding, as well. These cracks can usually help you determine
the location of the problem in your foundation, and if caught early

on, you may be able to repair the foundation rather than replace it.

FLOORING
Just as cracks in the ceilings and walls can indicate a foundation
problem, cracks in flooring can do the same. If you begin to notice

cracks along the grout joints in your tile or hardwood floors sepa-

rating, call a professional right away. Same if you have floors that
have sunken, bowed, or separated from the wall or are sloped.
While some of these issues can be attributed to poor installation,
they can indicate a more serious problem, especially if your floor-

ing is installed over a concrete slab.

If any of these warning signs of foundation failure pop up around
your home, contact a foundation repair professional immediately
for an evaluation. Catching any of these issues early on will save

significant time and money!

ORDER A HOME & TERMITE INSPECTION TOGETHER
AND RECEIVE $25 OFF

SERVICES WE OFFER:
- HOME INSPECTION
- TERMITE INSPECTIONS

- TERMITE TREATMENTS
& REPAIRS

PR
- PEST CONTROL '- \‘t;\

_ SEWER CAMERA Y19 1!ij \
INSPECTIONS '

- MOLD TESTING

- SOLAR INSPECTIONS ———
- POOL/SPA INSPECTIONS ~ Your One-StOP-ShOP for
_ COMMERCIAL Inspections and Pest

INSPECTIONS Control

E
INSPECTION GROUP
PEST CONTROL = SOLAR « SEWER = MOLD

SACRAMENTO AREA - 3565 TAYLOR RD, STE D | LOOMIS, CA 95650
BAY AREA - 80 GILMAN RD, STE 2A | CAMPBELL, CA 95008

(800) 474-3540 | WWW.CALPROGROUP.COM
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YOUR TRUSTED
LOCAL LENDER

Established in 1990
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wsf: TOP MORTGAGE LENDER
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Let's add creativity and care
toyour business.
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TOP EMPLOYER
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There are 400 children
in the foster care
system in Placer

County each year.

Court Appointed
Special Advocates help
make a difference.

| - child,
REBECCA ABBOTT : ALBERT GONZALES veagyty Ly B8 adavocates

: e of Placer County
Business Development/ . Recruiting Manager/ = =

\BIG

Loan Officer NMLS #1232696 - Loan Officer NMLS #692693
VALL EY . . . . . To find out. more about
L 016-203-9328 : & 559-336-1027 Volunteers visit once a week with their youth. Volunteering, scan the
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«f rebecca.abbott@apmortgage.com : «d albert.gonzales@apmortgage.com
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»» cover story

By Dave Danielson
Photos and Cover Photo by XSIGHT Creative Solutions

ELEVATE

REALTY GROUP

Elevate

Realty Group,
Keller Williams

Elevating the Experience
Leaders aren’t just about the
moment. They are in it to make an

impact for others through time.

Steve LaMothe is someone who

leads in that regard by example.

As founder of Elevate
Realty Group with Keller
Williams, Steve works
with a true drive to evolve
the experience and lead

change in the industry.

“I'm really excited and
passionate about leading the
change in our industry and
creating the next generation of
real estate experience. Our mission

statement is to redefine the real estate expe-

rience for our customers,” Steve points out. “I’'m pas-
sionate about innovating and coming up with new ideas

to deliver far more value to the customer and improve

. . efficiencies in the transaction for our agents.”

When it comes to the agent experience in the industry,

— Steve admits that the statistics are dismal, and he’s on

aMothe

a mission to change that.

“The attrition rate in the first year for agents is 70+
percent. By the fifth year, 90 percent have failed out.
The lucky 10 percent who get past five years have a
chance at an incredible career in this amazing industry.
The median income for real estate agents in California
is $48,000,” Steve says.

“My goal as a real estate team is to disrupt the status
quo and give our agents the ability to build incredible
lives through my proven models/systems. Becoming

an agent is starting a business. Many forget that’s
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what it really is, and I truly believe
that’s why the attrition is so high.
You can be great at sales but not
be a great business person, and
fail. That’s our role as a real estate
team ... to give everyone the tools
and systems to succeed at a very
high level and be their business

operating system, per se.”

Hard Work and Creativity
Steve earned his real estate license just under 10
years ago. Before getting his start in the business,

he had a successful career in the printing industry.

“I've always worked very hard since high school.
Coming out of the recession of 2008 through 2010,
my dad and I talked about buying some homes,” Steve
says. “I wasn’t super happy doing what I was doing,
even though I had a great job. When the opportunity

came to work on the project, I jumped on it.”

In the course of two and a half years, Steve and his
father worked through the renovation and flips of
three homes, all while continuing to work full time
and doing the renovations on their own at night. It
was during this endeavor that Steve saw a big oppor-
tunity with real estate and decided to quit his job and
study full time to become licensed as a REALTOR®.

“During that time, I met a young agent, and we did
some deals together,” he says. “As part of that pro-

cess, I made the decision that I wanted to do this, too.”
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Steve got his start with RE/MAX in Midtown,

where he facilitated REO transactions.

“From there, I had an opportunity to join a top
producer, as an agent on a team in the early stages of
building his team. In my first year, I sold 48 homes
and was immediately obsessed with the business and
building this team.” Steve quickly built up an oppor-
tunity into a leadership role as he assisted in building
out their team. “We were running the top team when

teams were basically non-existent in our market.”

An Opportunity to Make a Difference

Along the way, the group became one of the top 20
teams across the Keller Williams organization. In
the process, Steve’s work included running the list-
ing division taking over 1,000 listings in five years,
and leading their team of 20+ agents and staff.

When everything was seeming to be in momentum,

things changed in an instant in the summer of 2018.
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Steve’s team leader and partner of five years made
the decision to switch brokerages unannounced, just

months before Steve’s first daughter was to be born.

He was faced with a pivotal decision - go the sure
route and follow, or take a leap and build a business
on his own. A call and invitation from the most
influential man in real estate, Gary Keller, solidified

that decision for Steve.

“Of course I took the call. Gary flew me out the
very next day after we heard the news and spent
seven hours with other leaders from our team,
discussing his vision for real estate. He shared
with us his vision of the future of real estate, the
digitization of the transaction, where consumers
were driving the experience and how commissions
will inevitably compress,” Steve shares. “The con-
versation three years ago was literally what we are
seeing unfold in our market today with all of the

‘disruptors’ and consolidation.”

4

SUCCESS IS 90%
FAILURE AND
PUSHING YOUR WAY
THROUGH IT.

2




During that meeting, Steve made the decision to stay with Keller
Williams. This meant building a team from scratch, starting
with no staff, no database, no marketing, no signs, as he’d had no

intention of starting up his own team before that time.

“It was the end of 2018 when Elevate Realty Group was launched

from scratch. We’re finishing up our third year now,” he says.

In just three years, Elevate Realty Group has grown to a total of
11 team members, including two producing agents, three brand-
new agents, and five administrative support staff. Elevate has
completed 400+ transactions since launching, Steve personally
completing 300 of them. In 2021, the team is on pace to exceed
$100 million in sales and over 200 units, making

them one of the fastest-growing teams in the
nation to hit $100 million in sales. Steve
says, “During the last three years,
there have been so many chal-
lenges, mistakes and terrible
hires with lessons learned.
But we now have an incred-
ible team of amazing indi-
viduals that 'm confident
want to build the future of
real estate. We wouldn’t

be where we are without
them; most importantly, our
lead agent, Nick Gonzales,
who’s been with me since our
launch and has had an incred-
ible career so far. Honestly,
success is 90% failure and pushing

your way through it.”

As Steve thinks back on the path the team has
taken through the last few years, he feels thankful for the group

of professionals and the opportunity.

“When we launched Elevate Realty Group, it was a great oppor-
tunity because I had an opportunity to build the real estate expe-
rience of the future from scratch that was designed purely around
the customer and delivering an experience and options they
cannot find anywhere else in the market, just like Gary’s vision. I
also was able to re-design a real estate business that empowered
agents to break the mold and build huge lives to create real finan-

cial freedom and wealth.”

“Through innovation and technology, we are building the most
streamlined real estate experience for our clients and then
giving that power to our agents so that they are far more com-

petitive in the market vs. more experienced agents. We are also

60 - November 2021

putting our team revenue to work to offer incredible
programs that are unique, and invest in cutting edge

technology and marketing.”
Steve is on a mission for the future.

“I believe that real estate is evolving, and it’s going to
change quickly as we’ve seen post-Covid. We are seeing
disruption all over our industry. We choose to disrupt
the industry rather than be disrupted. That’s my mission
from a real estate team perspective ... to give our agents
the best platform to go out and close as many transac-
tions as they would like to create incredible lives and

build generational wealth.

What drives Steve’s passion and relentless
drive is his family, including his wife,
Felicia, and their two daughters —
3-year-old Layla and 6-month-old
Madeline, who were both born
amid his business being built.
Steve explains, “There is no
way I could wake up every day
without Felicia and my kids.
They drive me, and without
a doubt, if Felicia wasn’t as
incredible as she is, Elevate

wouldn’t be where it is today.”

In his free time, Steve has a pas-
sion for long-distance road biking.
He has also become an avid investor
in real estate and will complete 10 to 20
flips this year, and is teaching what he has

learned to his team, to build wealth.

As Steve considers his career and the drive to make the

way better for others, his excitement is contagious.

“There are two separate missions that our real estate team
is trying to achieve. The first is about what we are doing
for our customers that’s unique and delivering an entirely
unique experience. I think about that every day ... about
how to create an experience they can’t get anywhere else,”
Steve says. “The second part of that is how do I give that
to other members on our team and be able to live a big life
themselves and create true freedom. Those are the things

outside my family that really drive me.”

Congratulations to Steve LaMothe who makes an impact
for those around him and is leading the next generation

of real estate.
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Reduce. Reuse. Recycle
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Be in the driver’s seat - even when you're not.

The world’s first connected license plate has arrived. Weather proof, DMV legal, & State approved.

You can now digitally connect to your car anywhere, anytime, through the Rplate app.

(1) Activate.

It all starts with activating your plate.
Our app makes that simple.

(2) Register.

L RPure, electronic registration renewal is a game
changer. No trips, no lines, no paper, no stickers.
. No problem - just keep rolling.

F h Express.

Express yourself - activate banner messages
to reflect your mood, loyalties and personality.

() Fascinate.

Show off and go dark or go light.
Completely change your Rplate's look and turn
heads while you're at it. Unmistakably cool.

reviver.com




At NKS, trust and appreciation are core values.
Virtual, in-person, or seasonal...
Let NKS show you how we thank our clients and
partners through events.
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Certified Mortgage Planner
NMLS #76186
Licensed in: California, Nevada, Oregon, Washington & Arizona

-,.:.

FINANCIAL

9@6&& gena/@vﬂ% g&
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