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239-643-4100
www.RayTheMover.com

Office@RayTheMover.com

DON'T JUST TAKE OUR WORD FOR IT.

Locally Owned & Operated | Fla. Mover Reg. No. 00002

The men who came to our house, who loaded their truck with 
our boxes and furniture and packed our tv ,  were ver y friendly 
and helpful.  They represented your company well  with their 

excellent service. I  would certainly recommend you to my 
family and friends in Naples. -  Joseph G.

OF QUALITY SERVICE TO THE SOUTHWEST FLORIDA COMMUNITY.

Celebrating 40 yearsCelebrating 40 years

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

rosierinsurance.com

Glen
Hollingsworth

239-444-1641
glen@rosierinsurance.com

Mike
Rusk
239-444-1643
mrusk@rosierinsurance.com

Make sure Rosier is part of your Referral Network!
We'll assist your clients in making informed decisions to protect their new 

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

Eliminate the high cost of 
your hurricane deductible.

If you have a standard deductible your expenses can add up fast. Give us a 
call today to find out how you can save with our Hurricane Deductible 

Buy-Back Product and Flood Insurance.

Eliminate the high cost of 
your hurricane deductible.

If you have a standard deductible your expenses can add up fast. Give us a 
call today to find out how you can save with our Hurricane Deductible 

Buy-Back Product and Flood Insurance.
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TURN THEIR

DREAM
INTO 

REALITY
RESIDENTIAL & COMMERCIAL RENOVATIONS

NEW HOME CONSTRUCTION

Dominion
 Contracting Group

AS SEEN IN

LIFE AS A HIGH-END REALTOR
Following the strategies of Realtors Rupert and Karen Irby as they try to make their 

mark in the upscale market in Naples. BY JUSTIN PAPROCKI

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

Call us at 239-293-0049 for a FREE ESTIMATE. 
Family owned & operated • Fully licensed & insured • Over 25 years of guaranteed workmanship

WWW.DCGSWFL.COM

Our professional contracting team will help your client envision their 
dream home whether it be a new home or renovation project.

THEIR VISION. OUR EXPERTISE.

WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.



6 • October 2021 SWFL Real Producers • 7@realproducers realproducersmag.com

BEAUTIFUL, SUSTAINABLE OFFICE SPACES WHERE
PEOPLE LOVE COMING TO WORK EVERY DAY.

LUXURIOUS INDIVIDUAL AND TEAM OFFICES     MEETING ROOMS     PODCAST ROOM
100+ LOCATIONS GLOBALLY    TOUCHLESS ENVIRONMENTS

venturex.com     239-300-9601
4850 Tamiami Trail North, Suite 301     Naples, FL 34103
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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

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

AIR CONDITIONING

Conditioned Air

Tim Dupre

(239) 643-2445

ATTORNEYS

Goodwin Law, P.A.

Matt Goodwin

(239) 207-3403

Woods, Weidenmiller, 

Michetti, & Rudnick, LLP

(239) 325-4070

Zampogna Flores, PLLC

Matt Flores

(239) 261-0592

CAR DETAILING

End to End Solutions

Isaac Chauncey

(814) 397-6829

CATERING & EVENTS

M&G Farm Stand 

Cafe & Catering

Dawne Skiera

(239) 434-2611

CLEANING SERVICE

J.O. Always Clean

Santiago Ospina

(239) 200-1114

TJS Elite Residential 

Cleaning

Scott Leamon

(239) 451-0785

COWORKING FACILITY

Venture X

(239) 300-9601

CPA SERVICES

CCG Certified Public 

Accountants

Steven Phillips

(239) 992-1973

CUSTOM HOME BUILDERS

Cintron Custom Builders

Flower Cintron

(239) 216-8106

Tri-Town Construction

Marc Devisse

(239) 895-2058

DEVELOPER

The Ronto Group

(239) 649-6310

EVENT PRODUCTION

Artistic Science

Marley Ross

(239) 289-2422

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212

FLOORING & TILE

AFK Flooring & Kitchens

Viorel Toader

(239) 435-6677

Hadinger Flooring

(239) 566-7100

Master Touch Tile & Stone

Chris Torres

(239) 443-8592

GENERAL CONTRACTOR

Dominion 

Contracting Group

Butch Bacon

(239) 293-0049

Innovative Design Solutions

John Huffman

(239) 595-6805

HANDYMAN

Becker Home Maintenance

Blake Becker

(239) 351-6820

Figueroa Complete Service

Angel Figueroa

(703) 200-4157

HOME INSPECTION

HouseMaster 

Home Inspections

John Prete

(239) 480-8220

Panther Home Inspection

Jim Scarpa

(239) 389-0996

Python Home Inspection

Brett Onasch

(239) 431-5100

HOME WARRANTY

FPL Home

Matthew Page

(414) 336-2856

Old Republic 

Home Protection

Shannon Livingston

(239) 682-1812

HOME WATCH & 

CONCIERGE SERVICES

Home Services by Cary

Cary Cramer

(239) 841-3970

Naples Premier 

Home Watch

Vincent Saputo

(239) 249-3353

Spectrum Concierge

Dave Feightner

(239) 777-6173

INSURANCE

Ackerman Insurance

Rick Nayar

(239) 597-1096

Brown & Brown Insurance

Corey Walker

(850) 454-8951

Domain Insurance 

Management

Nick Domain

(239) 898-9120

Farmers Insurance

Damon Brist

(239) 994-0248

Responsive Insurance

Matt Nance

(239) 596-3177

Rosier Insurance

Richard Rosier

(239) 444-1414

Sentry Insurance Advisors

Josh White

(239) 206-0618

INTERIOR DESIGNER

Interiors by SBI

Sheryl Bleustein

(954) 445-0897

INVESTMENTS

Clarus Merchant Services

Jonathan Turner

(717) 979-8914

LIEN SEARCH & ESTOPPEL

Proplogix

Jonathan Polk

(239) 438-6933

MAKEUP/HAIR

Niki Jane Beautique

Niki Fernandez

(239) 285-7605

MORTGAGE LENDER

CMG Financial

Danielle Damianov

(786) 359-7976

Community Lending

DeAnna Adinolfo Rivera

(239) 878-0107

CrossCountry Mortgage 

Kirk Taylor

(312) 919-0373

Equitable Mortgage

Steve Calabrese

(239) 778-6548

Gold Star 

Mortgage Financial

Josh Lund

(612) 802-3265

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500

Moore Lending Group

Brittany Moore

(954) 866-7189

Northpoint Mortgage

Ryan Hoffman

(941) 779-8093

Primary Residential 

Mortgage

Edgardo Balentine

(239) 244-5871

MOVING COMPANY

Callahan Brothers 

Moving & Storage

William Joyce

(203) 528-5930

Ray The Mover

John Smarge

(239) 643-4100

NEW HOME SALES

Lennar Homes

David Burnham

(239) 834-4365

PAINTING SERVICES

Contractors Painting 

& Waterproofing

Rich Gardner

(239) 404-9829

PHOTOGRAPHY/

PORTRAIT

Michelle Reed Photography

(239) 404-8158

New Frame Photography

Hana Snajdrova

(239) 200-9099

PHOTOGRAPHY/

REAL ESTATE

LaCasaTour

Derick Moreno

(888) 598-8687

Real Tours SWFL

Michael Berio

(239) 464-7969

Sun Services 

SW Photography

Jon Kreider

(239) 285-5320

PLUMBING

Gulfshore 

Plumbing Contractors

Cory Garber

(239) 200-1235

Pro-Tec Plumbing

Brandon Hume

(239) 261-1000

Sunwest Plumbing

Paul Blais

(239) 455-8353

POOL SERVICES

SWFL Pool Pros

Chaz Hambling

(239) 872-8186

PROMOTIONAL 

PRODUCTS

SwagWorld

Rob Paul

(410) 409-8000

REAL ESTATE MARKETING

Your Home Magazine

Tony Spano

(239) 235-3170

RETIREMENT/WEALTH 

PRESERVATION ADVISOR

Dorkan Financial Group Inc

Murat Dorkan

(443) 569-6500

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663

SURVEYOR

Online Land Surveyors

Jonathan Polk

(239) 438-6933

TITLE COMPANY

Legacy Title

Eric Solomon

(239) 325-2709

Private Client Title 

& Escrow, LLC

(239) 989-4220

Resolutions Title

Aaron Barnes

(239) 734-4888

Seaview Title

Rick Nayar

(239) 449-4466

VALET SERVICES

5 Star Valet

Joey Rock

(239) 770-1991

VIDEOGRAPHER

Corrafilm

Coby Corradino

(786) 417-7210
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Cover photo courtesy of Michelle Reed Photography.
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Nominate a REALTOR® you’d like to see featured in this magazine by emailing 
andrew.regenhard@realproducersmag.com.
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1575 Pine Ridge Rd., Suite 17 Naples, FL 34109
 www.ackerman-insurance.com

Insurance for
ALL of  Your

Clients’ Needs.

A U T O  •  B U S I N E S S  •  F L O O D
H O M E O W N E R S  •  L I F E  •  L I F E  A N N U I T Y

Get the quality customer service and
 full insurance coverage your  

clients deserve and can rely on!

(239) 597-1096 

out the spotlight story on page 64, 
featuring our partner, Corey Walker, 
of Brown & Brown of Southwest 
Florida, whose photo shoot was done 
at Ultimate Garages. We’re getting 
excited for the event and hope to see 
you there! Keep your eye on your 
inbox for your exclusive invitation. 
And as always, please feel free to 
reach out to me at any time with 
questions on anything related to Real 
Producers. We’re here for you!

Very respectfully yours,
 
Andrew Regenhard

Owner/Publisher
SWFL Real Producers
239-290-0692
andrew.regenhard@
realproducersmag.com

Dear Real Producers,

Happy October! Hope everyone is 
doing well as we pull into Q4 2021. 
Wanted to let you know we will be 
starting to send a monthly newsletter 
to keep you posted on everything that’s 
happening at SWFL Real Producers. 
In each newsletter, we’ll also share a 
question that we’d love your answer 
to. We have a monthly Q&A piece 
called “We Ask … You Tell” in the front 
of the magazine, where we publish 
your answer and headshot. This is a 
fun piece for our community — and 
you get to see yourself in the maga-
zine — so be sure to click the link to 
answer the question when you get the 
newsletter each month!

The RP Experience, our new podcast, 
has been going great! We’re having 
so much fun… It’s been amazing 
having so many of you guys come to 
the studio as guests of some of our 

amazing partners. The podcast is the 
newest addition to our Real Producers 
platform, where we’re able to bring 
together top REALTORS® and indus-
try partners for informal chats on a 
variety of topics, find out how you 
all are working through these crazy 
times, etc. If you haven’t see The 
RP Experience yet, check it out on 
YouTube and Spotify. Let us know if 
you’d like to be a guest on the podcast 
and we’ll get you the info.!

Oh, my gosh … so cliché, but how 
time flies! Can you believe it — we’re 
already pumped to see you guys 
at our next big quarterly event on 
November 4th at Ultimate Garages! 
It’s such a beautiful venue. We’re 
lucky to be able to have this awesome 
space for our community to celebrate 
at! Expect the usual fantastic Real 
Producers networking party, sur-
rounded by exotic cars. If you want a 
sneak peek at where we’ll be, check 

PUBLISHER
FROM THEA NOTE 

Photo by Jon Kreider, Sun Services SW Photography
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• Title Insurance

• Escrow Services

• Construction Funds
  Disbursing

• Technology-Driven,
  Professional Experts

• Enhanced Secure
  Online Access &
  Communication

• National Commercial
  Services

www.resolutionstitle.com

239-734-4888
375 5th Ave S, Suite 202  |  Naples, FL 34102

special events

We’re excited to announce that the next SWFL Real Producers Quarterly Event will be held on 
November 4, 2021, at Ultimate Garages, from 5–8 p.m.

If you attended our last event, you know it’s a party you don’t want to miss! We’ll have an amaz-
ing DJ, catered food, photographers onsite and the best networking among top Real Producers 

in all of Southwest FL.

For those of you who are new to the SWFL Real Producers community or who couldn’t make it 
last time, be sure to pencil us in for November 4th — we are thrilled to have you!

Save     Date!the
NOVEMBER 4, 2021, 5–8 pm

ULTIMATE GARAGES
3101 Terrace Avenue, Naples, FL

Keep your eye on your inbox for your exclusive invitation! 

For information on all Real Producers events, please email kalynd.parrish@realproducersmag.com.
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COMMERCIAL | LUXURY REMODELING ROOFING | CUSTOM DESIGN BUILDS

Locally Owned Southwest Florida Business

 CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275

(239) 895-2058 | Connect@Tri-TownConstruction.com
www.Tri-TownConstruction.com

We can build a dream home through new construction, custom design 
builds and luxury remodeling.

Refer us to your client and we will exceed their expectations.

CELEBRATING 15 YEARS IN SWFL!

BROKERS
PROTECTED

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

COMMUNITY
MEET THE

CHECK OUT SOME OF SWFL’S TOP 500 REAL PRODUCERS AND PARTNERS!
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STEVE CALABRESE, Loan O�cer
Certified V.A. Loan Specialist
239-778-6548  |  stevec@eqfin.com
STE VECAL ABRESE.COM

NMLS 79387/ 39843

StevenMCalabrese

Steven Calabrese

Loans approved in 12 days

Over 70% of our closings are purchases

Quit fishing with a
Loan Officer

that barely answers
the phone,

when you can
 land your deals

 on time with Steve.
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Purchase & Refinance
Conventional | FHA | VA | USDA | 203k | Jumbo 
And More!

Ryan Hoffman
941-779-8093
Branch Manager | NMLS# 1530080 
www.Ho�manMortgages.com
4850 Tamiami Trail North, Suite 346
Naples, FL 34103

“Great vision without great people is irrelevant.”

Integrity lending with customer satisfaction is our top priority.

Northpoint Mortgage | NMLS# 1515

we ask...you tell!

BRIAN RIGSBY

Premiere Plus Realty, Co.

I would say my scariest day in real 
estate would be four and a half years 
ago when my wife and I decided to sell 
our house in NC, leave our careers, 
and, with our 4-month-old daughter 
in tow, move back to FL and start real 
estate school.

DAVID BURNHAM

Lennar Homes

I had to clear a house after an evic-
tion. The previous tenants were said 
to be drug dealers and pretty heavily 
armed. Cops cleared it a couple of 
days prior, but the neighbor told us 
they came back. We did it FBI style: 
went in through the back, guns drawn, 
and cleared it room by room. They 
ended up not being there, but it was 
still pretty fun, haha. Looking back, 
probably an extremely stupid decision. 
Would I do it again? 10/10.

MARK RILEY

LUX International Properties

Showing a house in Cincinnati, the 
agent forgot to tell me there were two 
Dobermans in the house. As my client 
and I got to the top of the stairs they 

jumped out, teeth and all. We screamed and liter-
ally leaped the entire staircase, safely. We left with 
hearts in hand.

MELISSA MCMURRAY

Compass

I was showing investment/income properties in 
downtown Columbus one winter evening around 6 
or 7 p.m. The house was old and dark, no lights on. I 
went through, room by room, turning lights on and 
talking away to my clients. We were standing in a 
bedroom, lights on, talking, when all of a sudden a 
man sat straight up in the bed. He had been com-
pletely covered under the sheets and I had no clue he 
was there. Apparently, he worked the midnight shift 
and was sleeping. He looked like a zombie. I liter-
ally ran screaming out of the house with my clients. 
Absolutely freaked me (and them) out!

TYLER MATTINGLY

Keller Williams Elite Realty

I went on a recent haunted ghost tour in Charleston, 
SC, on the USS Yorktown haunted naval ship. That 
was interesting. Then, almost walked right into a 
bear in Gatlinburg, TN, on the same road trip. He was 
on the side of the sidewalk when we almost walked 
physically into him. We watched him run away and 
eat a pizza box in the nearby hotel trash. My girl-
friend had peanut butter cookies in her bag which we 
believe attracted the bear!

What is the scariest 

experience you’ve had 

(especially in real estate)?
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A  N E W  S TA N D A R D  I N  H O M E  S E R V I C E S
 Providing a great service experience encompassing Estate Management,

Home Watch, Project Management and Concierge Services since 2013

(239) 777-6173 spectrumconcierge.com
info@spectrumconcierge.com Licensed - Insured - Bonded

Estate Management | Home Watch | Concierge Services 

HOME
AUTO
WATERCRAFT
AVIATION
COLLECTIONS
JEWELRY
LIABILITY
BUSINESS

LICENSED IN 
ALL 50 STATES

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

Brown & Brown of 
Southwest Florida

1421 Pine Ridge Rd, Suite 200
Naples, FL 34109

FIND YOUR SOLUTION TODAY!

Corey Walker, CPRIA, AINS
Private Client Risk Advisor
(239) 213-2049
cwalker@bbswfla.com
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Master These Habits and You’ll Be On Your Way to Success!

THINGS THAT 

REQUIRE 

ZERO TALENT10
I would like to share something with you today that I saved a while back. 

It’s titled “10 Things That Require Zero Talent.” I found it very impressive. 

1 BEING ON TIME 
Something as simple as that, but how many people 
just can’t master the strategy of being on time? 
I had a client tell me, “Mike, I’m always on time. 
And what’s amazing is, my customers are actu-
ally amazed and say, ‘Oh, my God. You’re here on 
time. I can’t tell you how many times this doesn’t 
happen with other people.’” He feels he stands out 
against his competition just because he’s on time. 
Something so simple. 

2 WORK ETHIC 
Put in the work. A lot of people work an eight-hour 
day, but are they really working during all of those 
hours? When we’re really in the zone, we can get a lot 
more done in eight hours if we’re putting in the work. 

3 EFFORT
Olympians don’t get the gold medal because they were 
just born with talent. They get the gold medal because 

they put in the effort. Day in and day out, 
they do the work to become their best. 

4 BODY LANGUAGE
Walk erect, proud, strong, and firm. 
People will see your body language. If 
you’re slumped over, you’re going to be 
talking slower and unenergetic. People 
pick up on that body language. They 
can see it. It makes all the difference in 
proper connection with others. 

5 ENERGY
This goes right along with body language. If 
you’re strong and erect, your energy is high. 
People pick up on your energy, both positive 
energy, and negative energy. Get your energy 
to work for you instead of against you. 
People want to deal with winners, and that’s 
the energy they could pick up immediately. 
And how do you become a winner? ... 

6 ATTITUDE
“A” is not the first letter of the alphabet 
by accident, and attitude doesn’t begin 
with “A” by accident. Think of attitude as 
that little rock you throw in the water and 
those little ripples get wider and wider and 
wider. A positive attitude is infectious. To 
have a great attitude, just be grateful for 
what you have in your life. 

7 PASSION
You’ll always have a great attitude if you 
have passion. Be passionate about what 
you do. Be passionate about waking up 
every morning, and passionate about taking 
advantage of God’s gifts on a daily basis. 
I love what I do. I love coaching people to 
excel and become their best, both person-
ally and professionally. What’s better than 
that? Speaking of which…

8 BEING COACHABLE
We have to take our guard down, 
open up, and be coachable. We all 
have blind spots. If our guard is up 
and we’re thinking we know every-
thing, we’re not going to be able to go 
to the next level. We need people to 
help us get there. 

9 DOING A LITTLE BIT EXTRA
A great little book, 212 Degrees, 
explains that while 211-degree water 
is very, very, very hot, 212-degree 
water creates boiling water, which 
creates steam — steam that can 
power a locomotive engine. One 
degree difference in the temperature, 
huge difference in the impact.

10 BE PREPARED 
I remember when I was a kid, I was 
a Boy Scout, and our motto was, “Be 
prepared.” If you have a presentation, 
or a conversation coming up, or any 
type of event, prepare. Don’t go and 
wing it and expect to get the results 
you’re looking for. Do your home-
work, put in the time. 

Remember, 10 things: Number 1: 
Be on Time. Number 2: Work Ethic. 

Number 3: Effort. Number 4: Body 

Language. Number 5: Energy. 

Number 6: Attitude. Number 7: 
Passion. Number 8: Be Coachable. 
Number 9: Do a Little Bit Extra. 

Number 10: Be Prepared.

Master these 10 things, 
and you’re on your way 
to success! 

coaching corner

Coach Michael Dill is an award-
winning Certified Business Coach, 
professional speaker, and trainer. 
He is the president of Power & 
Ice Wealth Creation, a strategic 
leadership company that works with 
business owners, leaders, teams, 
and entrepreneurs to develop 
a systematized and structured 
organization while accelerating 
their mindset, efficiencies, and 
effectiveness to grow, both 
personally and professionally, 
to achieve extraordinary results. 
He brings more than 40 years 
of business and entrepreneurial 
experience in his leadership, team 
training, and mentoring practice. 
BusinessCoachMichaelDill.com

By Michael Dill
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sunservicessw.com  |  239-285-5320 
Jon@SunServicesSW.com

Serving Naples, Marco Island, Bonita Springs, Fort Myers, 
Estero, Cape Coral and all of Southwest Florida.

Real Estate & Commercial Photography
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The Influx from Out of State 
and What’s Ahead for Florida Real Estate

Nine hundred per day. Twenty-seven thousand per month. Almost 330,000 a year. That’s how 
many people are moving into the State of Florida right now. According to Move.org, Florida was 
the number-one destination for Americans who were relocating in 2020. There are a number of 
factors driving the influx: lower housing costs than in some other states, lower property taxes, 

Florida’s lack of a personal income tax, lower interest rates on mortgages in the last year, and, of 
course, the temperate, sunny-year-round weather.

topics in real estate
By Ellen Buchanan

The pandemic brought a new set 
of motivations: many are leaving 
their home states for Florida due 
to the proliferation of remote 
work (if I can work anywhere, 
why not at the beach?) and the 
state’s relatively fewer COVID 
restrictions. Employees in com-
panies that were shuttered have 
been moving their retirement 
plans ahead, exiting the work-
force earlier, and heading south. 
And some families with young 
children chose to move to Florida 
so their children could take part 
in in-person learning when the 
schools were closed elsewhere. 
Some are coming because the 
crime rate has skyrocketed in 
the last year in their cities (per 
the Daily Wire, New York City’s 
murder rate jumped by 39 percent 
last year). In addition, Governor 
DeSantis has heavily promoted 
Florida as an ideal place for doing 
business, and quite a few major 
companies have opted to relocate 
their businesses, or some of their 
units, to Florida.

Whatever their reasons, according 
to the NAR, a total of 8.9 million 
people changed addresses since 
the start of the pandemic, and 
the Collier County Economic 
Development Office expects a 
7.1-percent population increase 
in the county through 2025. 
That’s a lot of people. According 
to the state’s Office of Economic 
and Demographic Research, an 
estimated 329,717 new residents 
relocated to Florida between April 
2020 and April 2021. They hail 
mainly from Texas, New York, 
New Jersey, Georgia, Illinois, and 

California. The Naples Daily News 
reported that when they arrive, 
new residents are settling all over 
Florida, but Southwest and Central 
Florida are outpacing the rest of 
the state in growth in three coun-
ties — Polk, Lee, and Sarasota.

That growth could make it pricier 
to move to Florida in the near 
term. The past year saw home 
values in Florida rise 10 percent, 
and they could increase another 8 
percent in the next year, accord-
ing to Zillow. However, record-
low mortgage rates and shortage 
of inventory are keeping the 
housing market strong as far as 
demand is concerned. According 
to Vaster Capital, Florida can 
expect the following in the short 
term: 1) people will keep mov-
ing to Florida, 2) interest rates 
will remain low, 3) demand will 
continue to outpace supply, 4) the 
popularity of new construction 
homes will grow, 5) multifam-
ily real estate will be extremely 
lucrative, 6) vacation rentals 
will be more popular than ever, 
7) property prices and rents will 
continue to rise, and 8) specific 
areas across the state will see 
rapid growth.

In the fourth quarter, while some 
parts of the country are seeing a 
bit of a leveling off, there are no 
signs of that in Florida. Migration 
into the state is expected to con-
tinue unabated through at least 
2025. So if you thought things 
were going to cool down, and 
maybe you could take a breather 
after a crazy-busy 2020-2021 … 
don’t bet on it.

EXODUS!

That growth could 
make it pricier to 
move to Florida in 
the near term. The 

past year saw home 
values in Florida 

rise 10 percent, and 
they could increase 
another 8 percent 
in the next year, 

according to Zillow. 
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Deanna was very responsive 

to questions and was on top 

of things. I felt like I didn’t 

have to follow up, as I knew 

she will get the job done. 

Being a Realtor that is so 

important. Thanks, Deanna 

for all you do!

GINA F. NORTH PORT, FL

ARE YOUR CLIENTS READY TO BUY BUT NEED
HELP UNDERSTANDING ALL THE DOWN

PAYMENT OPTIONS AVAILABLE TO THEM?

DEANNA 
ADINOLFO RIVERA
BRANCH MANAGER | NMLS# 327112

239-878-0107

deanna@communitylendingfl.com

8191 College Pkwy., Suite 203
Fort Myers, FL 33919

LET US HELP!LET US HELP!
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pro tips

NEED

By John Smarge

W
ith the market as hot 
as it’s been — and 
with so many people 
moving into Florida, 

as well as buying, selling, and 
moving within the state — there’s a 
great and ongoing need for quality 
moving services. Savvy REALTORS® 
understand they are more valuable to 
their clients if they have knowledge 
or relationships with the vendors 
they need. It benefits top agents to 
understand the moving process so 
that they are in a better position to 
help facilitate a smooth transition 
for their home buyers and sellers 
whenever possible. Word of mouth is 
powerful. And professionals who’ve 
gone above and beyond for their 
clients are not only remembered but 
are sought after.

When considering assisting clients 
with the big task of a move, keep the 
following points in mind.

Start the process as early as possible.
The amount of time it takes to sell 
a home, from listing to closing, has 
shrunk dramatically in recent years. 
In 2010, a normal number of days a 
house could remain on the market 
would be around 140 days, which 
included the 30 to 35 days for closing. 
In today’s frenzied real estate envi-
ronment, that average number has 
dropped to 55 days — and we all have 
seen cases of those crazy, 30-days-or-
less closings.

With these short time windows, our 
customers should begin the process 
of contracting for moving services at 
least at time of the listing. In consid-
ering the elevated real estate activity, 
and the tight labor situation, most 
of the more reputable moving and 

storage companies are booking 
30 to 45 days out for local moves. 
This backlog could extend to 60 
days for interstate relocations. 
To assure a successful home-
sale experience, a great benefit 
that Realtors could provide their 
clients is to come prepared with a 
list of quality, third-party vendors 
and encourage these home sellers 
and buyers to plan well ahead.

The price is right ... or is it?
When receiving a quote from a 
moving company, never accept 
an open-ended estimate. The 
company, after meeting with a cus-
tomer (in-person or virtually) and 
discussing the desired services, 
should provide a guaranteed price. 
For a local or intrastate move, a 
reputable company will never ask 
for a deposit or demand payment 
before services are rendered. For 
interstate, payment is tradition-
ally made by credit card at time 
of loading, or by a cashier’s or 
certified check upon delivery.

Look for a name you can trust.
A quick Google search for “Real 
Estate Collier County” or “Real 
Estate Lee County” will render 
hundreds of listings. There is, 
however, a significant chasm 
between merely being included in 
an internet search and reaching 
the Real Producers level, worthy 
of being considered a top-tier pro-
fessional. The same holds true for 
“Mover Collier County” or “Mover 
Lee County.” Deciding on what 
moving company you or your 
clients use can be time-consuming 
and require a little research, but 
the payoff is worth the effort.

Go past the listing and read the reviews 
and complaints. A look at Google 
Reviews and the Better Business Bureau 
site will reveal a lot about the company 
with whom your client will be entrusting 
all their belongings.

In Florida, any person engaged in intra-
state moving is required to register with 
the Florida Department of Agriculture 
and Consumer Services. These legally 
operated companies can be found listed 
on the FDACS website and will include 
the phrase “Fla. Mover Reg. No _____” 
on their website, truck, moving docu-
ments, and all advertisements.

Finally, advise your customers to ask their 
friends, neighbors, business relations — 
and you — one simple question: “What 
moving company would you use?” Personal 
recommendations remain the truest gauge 
for selecting a top-quality professional 
moving company.

John Smarge 
has been the 
president and 
owner of Ray the 
Mover since 1982. 
As an agent for northAmerican Van 
Lines, with offices in Naples and Fort 
Myers, they offer high-quality local 
and long-distance moving solutions, 
as well as safe and secure air-condi-
tioned storage.

www.RayTheMover.com
239-643-4100
JSmarge@RayTheMover.com
Fla. Mover Reg. No 00002

WHEN YOUR

CLIENTS
MOVING SERVICES
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Inventory is 
SCARY 

low but Goodwin Law
 remains on top 
of things and is 

ready to help close
 your deals, fast.

Balanced Images
info@balancedimages.com
www.balancedimages.com

High-Grade
Aluminum Art,

Created For You.

Bring a luxurious, contemporary 
appearance to your space with 

Balanced Images

We can coordinate with northern agencies on behalf of clients to
facilitate seamless coverage between Florida and other states as needed.

(239) 596-3177 | www.responsiveinsurance.com
2950 Immokalee Rd, Ste 4 Naples, FL 34110

RESPONSIVE
INSURANCE

why aren't we already A part of your referral network?
With so many positive reviews on Google,

HOMEOWNERS | CONDO | SECOND HOME
| FLOOD | HURRICANE | MUCH MORE!

For a timely and complete response to your
questions, concerns and requests, give us a call!

Judy HentgesRich Costante Alyssa CostaMatt Nance,
Owner

Keith Zulik Claudine 
Enaillo

Cody
Gochenouer
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I had the pleasure of interviewing 
Cindy Ashton, a presentation strate-
gist whose expertise is messaging and 
video, and asked her to share her tips 
on how to stand out in 2021.
 
Q: What is your number-one tip to 
make a virtual showing stand out?
A: Show, don’t tell. Grab attention in 
the first seven seconds of your video 
with story. How?

1. Tell the story behind the features 
and benefits of the home.  
Instead of showing the garden 
and saying how beautiful it is, tell 
the story about how the couple 
that lives there got married in 
that garden and has been happily 
married for 50 years. You can start 
your video by saying, “Fifty years 
of marriage all started in this bed of 
roses.” Or talk about how the living 
room was used as a speakeasy back 
in the 1920s. Start with, “Cigar 
smoke filled the air…”

 
2. Get your potential buyers imag-

ining what is possible for them 
when living in that home. 
“Imagine your kids riding their 
bikes around this private cul-de-
sac with the other neighborhood 
kids.” Or, “Imagine you are work-

Tips For  Making Great  Real  Estate  Videos
MASTER THE MEDIA

By Christina Daves

ing in your virtual office, you feel 
stressed, and all you have to do is 
lift your head and look out at that 
amazing view of the lake.”

 
Q: Everyone has moved their busi-
ness online. Now that REALTORS® 
really can’t network in person, 
what do you recommend they do to 
stand out digitally?
A: 
1. Be a real person.  

Too many agents come across on 
camera like “slimy” salespeople 
with canned phrases like, “I can 
sell your home for the highest 
price in the least amount of time.” 
People hire people they like and 
feel connected to. Don’t try to be 
too polished. Instead, plan out 
your talking points, get that great 
opening line that tells a story, and 
then just talk to the camera as if 
you are talking to your best friend 
or favorite client.

 
2. Be of service.  

You stand out when you make 
your videos about your clients. In 
addition to posting videos about the 
homes you are currently selling, also 
post videos that give helpful tips on 
things that are important to them. 
If your clients have families, ask 

yourself what you can share that would 
help them, such as, “Four ways to keep 
your kids engaged with virtual learning.” 
Or, “Three fun things your family can do 
together while stuck at home.”

 
Q: Video is simple now, with our handheld 
technology of cell phones and iPads, but 
there are nuances to creating a great vid-
eo. Could you give us your top three skills 
to master so you stand out on video?
A: 
1. Lighting  

Always have the light facing you. If you 
are outside, face the sun. Inside, face the 
window where the light comes in. You 
can buy a light ring or broadcast light. Or 
go old school and take the shade off the 
lamp and put the lamp in front of you.

 
2. Sound 

If you can’t be heard, the viewer will keep 
scrolling. If you record your videos from 
your computer or laptop, snowball micro-
phones are great. Newer phones have 
good internal microphones. If they don’t 
or you are filming outside, get an external 
lavalier microphone.

 
3. Background  

If you have all kinds of clutter behind 
you, the viewer will be distracted. Be 
sure to choose a location that is orga-
nized, clean, and aesthetically pleasing. 
And try to be at least three feet from the 
wall or any object behind you, as it makes 
you appear more powerful and confident. 

Learn more about Cindy and Christina at 
www.CaptivateandCashIn.com/Agents. 

Christina Daves
PR for Anyone®
Christina Daves is the 
founder of PR For Any-
one®. She has trained 
thousands of real estate 
agents in gaining visibility 
by using traditional and 
social media together for maximum effec-
tiveness. Agents she has worked with have 
appeared in national magazines, newspa-
pers, radio, television, and blogs. Book your 
free business strategy session with Christina 
at www.ChatWithChristina.com, and learn 
more about her at www.ChristinaDaves.com.

Murat Dorkan, CLU
Trusted Consultant

WHAT ARE YOU DOING TO PROTECT YOUR 
ASSETS FROM THE DOWNSIDE IN THE 
UPCOMING MARKET CORRECTION?

62% OF PEOPLE
say that feeling financially secure adds

a great deal of meaning to their life.

Call us and
we can help you 
feel financially

secure.

443-569-6500  |  DorkanFinancialGroup.com
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Santiago Ospina
239.200.1114

ospina_santiago@outlook.com

Caring
Beyond
Cleaning

CARPET CLEANING  |  TILE AND GROUT CLEANING  |  PRESSURE WASHING  |  HOUSEKEEPING

 HANA SNAJDROVA

239.200.9099

PORTRAIT         ARCHITECTURAL

www.newframephotography.com

&
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legal hotline

Ain’t the Way to Go...

By Michael L. Michetti, Esq.

While the statistics vary depending on the source, 
the undeniable fact is that a small percentage of 
FSBO transactions close successfully. Some of 
the reasons are obvious: FSBO properties may be 
harder to find because they are not listed in the 
MLS. Similarly, REALTORS® are less likely to 
show FSBO properties for the same reason, and 
because they worry the FSBO sellers (who also 

tend to be more difficult to work with) will refuse 
to pay commissions. FSBO sellers don’t have 
training and experience staging properties, show-
ing properties, and pricing their homes, which 
they tend to overvalue. 

Legal issues with FSBOs may be more concerning. 
Selling property involves the transfer of real estate 

In this record-setting real estate market, more sellers are trying to “For Sale By Owner” 

(FSBO). “Why should I pay a commission? I can sell this house myself.” Most homeowners 

believe their home is special and, therefore, easy to sell. Not so fast. This article should be 

your ammo against the FSBO seller.

in exchange for relatively large sums of money. The 
procedure is fraught with legal issues. Many FSBO 
sellers don’t hire experienced real estate counsel 
to steer the transaction through the legal obstacle 
course that is the residential real estate closing pro-
cess. Rather, they rely on less expensive, less expe-
rienced, and less “contract-aware” title companies.

Disclosure requirements vary by state, and Florida 
does not require a seller to provide a disclosure 
form to prospective buyers. That said, sellers are 
obligated to disclose known defects that materially 
affect the value of the property being sold. Listing 
agents are subject to this same requirement. FSBO 
sellers are less apt to disclose such defects for two 
reasons. One, they are not aware of the law (as 
opposed to the licensed REALTOR®), and they are 
not being advised of this requirement.

Similarly, Florida law requires a seller to disclose 
information concerning condominium/homeowners 
association documents and assessments. Florida 
statute requires that buyers of a condominium 
unit have a three-day rescission period from the 
date they receive the complete set of condominium 
documents. FSBO sellers are typically not aware 
of this statute and often fail to provide a complete 
set of the documents to the buyer with the sales 
agreement. Imagine their shock when they receive 
a termination from the buyer’s attorney the day 
before closing based on the failure to provide a con-
dominium governance form. A technicality? Sure, 
but a valid loophole through which a buyer would 
receive the return of their deposit.

How about contract preparation? Most FSBO sell-
ers know better than to sign the sale of their home 
on a cocktail napkin. But do they have a contract 
form or know which one to use? There are differ-
ent versions of purchase agreements that can be 
found on the internet, but how does an FSBO seller 

know which form is best for their transaction if no 
Realtor is involved?

Inspections are the most common cause of failed 
real estate closings. The contracts all have different 
inspection procedures. Some have very specific 
time frames, processes, and forms. Others have a 
strict deadline within which to cancel. For the FSBO 
seller, the problem remains the same: they have no 
Realtor to guide them through the process and facil-
itate communication with the buyer. They may miss 
a deadline or respond in a manner that opens up 
termination rights for the buyer. Most often, we see 
FSBO sellers agreeing to terminations because the 
selling agent said their buyer is terminating within 
the “inspection period.” Not realizing that it was 
not an “as is” contract, the FSBO seller releases the 
deposit even though they were entitled to it.

Many times, the FSBO seller lets the buying side 
drive the ship. Without a listing agent to refer 
them to a closing attorney, they “piggy back” off 
the buyer’s selection. This can lead to being easily 
manipulated to the buyer’s advantage. Listing agents 
are a great referral source providing protection for 
the seller. Remember, scams happen. FSBO sellers 
are more susceptible to scams and fraud. There is no 
listing agent to screen potential buyers, and a lack 
of knowledge about the process can result in a loss 
of money. There are numerous stories of wealthy 
“buyers” posing as important people to obtain access 
to the property, personal information, or the money.

Realtors provide a line of defense for sellers 
against lousy marketing, inefficiency, legal pitfalls, 
and, of course, the advantageous or fraudulent 
buyer. Realtors are sellers’ allies and not just a 
sunken cost. Sellers should view their home sale 
from 20,000 feet, not 2 feet, and see the benefits 
of a listing agent … and accompanying real estate 
attorney, of course!

Attorney Michael Michetti is a partner and founder of the real estate 
department at the law firm of Woods, Weidenmiller, Michetti & Rudnick, LLP.

In the DIY era,

FSBO 
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power team

DREAMS AND DESTINIES

By Dave Danielson

Photos by New Frame 

Photography

In the swirl of life, it can sometimes 
seem that things happen by chance. 
In many cases, that may be true. But 
there are also situations and steps in 
life that seem to have a purpose to 
them … like they were meant to be.

Take the case of Kimberly Wagner 
and Julie Rembos. As Global Luxury 
Specialists with Premier Sotheby’s 
International Realty, they work each 

day to help their clients achieve their 
dreams with rock-solid ethics and 
integrity. They do it with an apparent 
ease and passion that make it appear 
that this work is each lady’s destiny.

Meant to Be

Both Kimberly and Julie had back-
grounds that seemed to point them 
toward their future careers as 
REALTORS®. “I had family members 

in real estate, including an aunt who 
was a broker in Chicago,” Julie says. 
“I admired how she took care of her 
family and built her business. My fam-
ily moved a lot, and real estate always 
interested me. So I got my license in 
2005 and have been with Sotheby’s 
since 2007.”

“My father was an architect. That’s 
where I got my passion for design and 

& Julie Rembos
Kimberly Wagner 

Julie Rembos (left) and Kimberly Wagner (right), 
of Premier Sotheby’s International Realty.
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real estate from the design passion in 
my family,” Kimberly remembers.

Opening a New Door

During Kimberly’s career, she 
worked in Washington, D.C., and 

New York City for firms such as 
PricewaterhouseCoopers and 
Legg Mason. When she turned 40, 
Kimberly faced a very challenging 
chapter in her life.

“I woke up one day very ill, and this 
went on for several years. I needed 
to leave my finance career. So I made 
my vacation home in Naples full-time. 
During that time, I got my degree in 

interior design, and I also 
got my real estate license. 
Once I got healthy, I dove 
headfirst into design and 
real estate.”

That was 11 years ago. 
It was a time that ended 
up opening a rewarding 
new door.

Becoming a Team

“Julie and I lived in the 
same community, but 
we hadn’t met yet. I 
would get Julie’s real 
estate postcards in 
the mail,” Kimberly 
remembers. “I thought 
she was such a class act. 
I wanted to get to know 
and work with her.”

In time, Kimberly got 
her opportunity. She 
began her real estate 
career, found traction, 
and gained ground. 
Eventually, Julie and 
Kimberly met and took 
on work together. “We 
have been doing deals 
together since the end 
of 2020 and we are 
very like-minded,” 
Kimberly says. “We 
are very respectful of 
each other. It has been 
a true pleasure to work 
with Julie.”

“We have a lot of the 
same values with 
the way we treat our 
customers with a lot of 
integrity,” Julie explains. 
“We are very similar, 
and we work together 
very well. We have the 
same strong ethics and 
sense of integrity.”

We have a lot of the same values with the way 
we treat our customers with a lot of integrity.

Both successful Realtors® in their own right, Kimberly Wagner (left) and Julie Rembos (right) teamed up at the end of 2020. 
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Passion for the Profession

They also share a strong love for 
their work. “I love the architecture 
and design of the properties we work 
with. I’m really passionate about it. 
I also love photography,” Kimberly 
says. “I get really involved with our 
photographers during our shoots. It 
fuels the creative side of me.”

“The relationships we build mean 
a lot to us, too,” Julie says. “Most 
of the clients we work with become 
friends. It is very rewarding for us 
to grow our friendship circle as we 
build our business.”

Away from work, Julie and Kimberly 
have a range of positive interests. 
Kimberly enjoys golf and whitewater 

rafting. She also enjoys supporting local 
organizations, including the Humane 
Society, the Naples Therapeutic Riding 
Center, and the Theater Zone. Julie 
also has a passion for golf and supports 
the efforts of the Shelter for Abused 
Women and Children.

As Julie and Kimberly look to the 
future, they hope to continue build-
ing forward. Together, they plan 
to expand their reach within golf-
course and beach communities in the 
luxury market.

Those who get a chance to know and 
work with Julie and Kimberly appre-
ciate their combined strength and 
tireless drive to help them reach their 
dreams … and destinies.

The relationships we 
build mean a lot to us, 
too. Most of the clients 
we work with become 

friends. It is very 
rewarding for us to grow 
our friendship circle as 
we build our business.

Kimberly Wagner and Julie Rembos have plans to expand their reach into luxury golf-course and beach communities.
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GET THE

PLUMBING
D O N E  R I G H T
THE FIRST TIME!

N E W  C O N S T R U C T I O N  |  R E N O V A T I O N S  |  R E P A I R

Cory Garber, Owner
GulfShorePlumbing@comcast.net
LICENSE NUMBER: CFC1429056

G I V E  U S  A  CA L L  TO DAY

239-200-1235
Commercial & Residential

We work directly with lenders & realtors
to help transactions close smoothly.

domaininsuranceinc.com  |  nickdomain@domaininsuranceinc.com

Refer us to your client  239-898-9120

HOME | AUTO  | FLOOD

As an independent agency, we have options for EVERYONE.
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partner spotlight

 

Not Your Average Insurance Agent

By Lindsey Wells

Photos by LaCasaTour

WALKERCOREY 
BROWN & BROWN OF 

SOUTHWEST FLORIDA
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Insurance: We all need it, yet despite its incredible impor-
tance in our lives, to the general public, the topic of insurance 
can seem … what’s the word I’m looking for … dull? The truth 
is, the insurance industry is a dynamic one, packed full of 
positive outcomes that help to lower risk for successful indi-
viduals and their families. It helps people recover from life’s 
disasters and helps to protect the things nearest and dearest 
to them. One Naples insurance advisor has set out to change 
the way the public perceives his industry. Corey Walker, Vice 
President and Private Client Advisor for Brown & Brown, 
Inc. of Southwest Florida, is dedicated to helping protect his 
clients’ hard work and financial success by bringing a unique 
perspective to insurance.

Corey grew up in Pensacola, Florida, with an interest in 
aviation. His father was an electrician in the Navy and 
worked on airplanes. Corey planned to become a helicop-
ter pilot throughout college and join the Army as a warrant 
officer. However, at that time, he was racing motorcycles and 
suffered a few injuries that prevented him from following 
his dream of joining the military. Corey realizes that this 
obstacle he faced was a blessing in disguise. “I would have 
been in Afghanistan, and I don’t know if I’d be here today had 
I taken that path. I have the utmost respect for veterans who 
went through that and those who lost friends and family from 
those wars,” he says. “I’m grateful that life had a different 
path for me that has given me the opportunity to do what I do 
today and allows me the chance to give back.”

MY GOAL 
IS TO HELP THESE 

FAMILIES PROTECT 

THEIR FINANCIAL 

SUCCESS.

Corey Walker’s wife, Ashley, got him involved in ballroom dancing, and the pair dance together both competitively and for fun. (Pictured 
here at Ultimate Garages in Naples, where Corey insures the red Ferrari F12.)

Corey recently celebrated his seventh anniversary with 
Brown & Brown, Inc. With a long-standing history of 
proven success, Brown & Brown is one of the insur-
ance industry’s most powerful and influential leaders. 
Exposures are unique and deserve equally unique 
solutions. From large, multinational organizations to 
small businesses and individuals, teams within Brown 
& Brown work to understand clients’ values, goals, and 
objectives to offer valuable risk management insights 
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K i r k  T a y l o r
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Your clients long for the ideal home.
W e ' l l  p r o v i d e  t h e  f o u n d a t i o n .

Contact  me to  learn  how I  can a s s i s t  y o u  a n d  y o u r  c l i e n t s !

Competitive both at work and at play, Corey Walker, Vice President and Private Client Advisor 
for Brown & Brown of Southwest Florida, has a love of fast cars like his 2004 Dodge Viper.

and place appropriate insurance cov-
erage, helping to protect what people 
value most. It employs over 11,000 
teammates across the country and in 
select global markets. Since joining the 
team in 2014, Corey has been ranked 
among its top 10 advisors nationwide.

As a Private Client Advisor, Corey 
specializes in building customized 
insurance programs to meet the 
unique needs of his clients. “That can 
include airplanes, cars, boats, houses, 
estates, domestic employees, things of 
that nature,” he says. “All they need is 
a home valued at more than $1 million 
to qualify.” For example, one of Corey’s 
teammates at Brown & Brown has a 
client with an insurance policy on a 
million-dollar dollhouse. And because 
of Corey’s aviation background, he has 
a small group of clients who insure 
their private aircraft, like a $50 million 
Gulfstream 650. “There is typically a 
way to structure an insurance policy 
for anything with a collectible nature 
that has a value associated with it. For 
example, I have a client that has $13 
million in gold bars that we just placed 
insurance on last year.”

Other assets Corey has developed 
insurance programs for include 

multimillion-dollar houses and a 
collection of antique 1920 and 1930 
Bugattis, valued at approximately 
$1 million each. In addition to man-
aging his high-net-worth client base 
in Florida, Corey is licensed in all 
50 states, most of Europe, and the 
Caribbean Islands. “This is where 
what I do is different. I take the time 
to learn a family’s dynamic to create a 
custom risk management program by 
working together and consulting on 
their potential insurance needs,” Corey 
says. “My goal is to help these families 
protect their financial success from the 
catastrophic surprises in life through 
different insurance programs.”

Corey is currently going through an 
executive business program at the 
University of Pennsylvania for Chubb 
Insurance to further his training and 
expertise. The in-depth program is 
designed for professional risk managers 
who work with ultra-wealthy families. 
He has also completed PCG University 
with AIG Insurance and has a CPRIA 
designation from the Private Risk 
Management Association (PRMA).

With hurricane season in full force, 
families and individuals in Florida are 
reminded of the devastation caused 

by past storms. Corey encour-
ages people to consider hurricane 
insurance and stands ready to help 
protect his clients with the backing 
of Brown & Brown’s extended net-
work of insurance providers. Before 
Hurricane Irma hit in 2017, Corey 
and his family escaped to safety 
in California, where he continued 
working remotely. “I was able to 
work with the insurance companies 
and adjusters to get insurance claims 
going right away, so my clients got 
scheduled with contractors first,” 
Corey says. “They were able to get 
repairs done while others may have 
been waiting on their insurance com-
pany to show up to do an inspection.”

After sitting down for a talk with 
Corey Walker, one thing is clear: 
nothing is typical about him or the 
way he does insurance. When he 
isn’t working with his clients, it’s 
not uncommon to find Corey kite-
boarding, fishing, racing motorcycles, 
dancing with his wife Ashley, attend-
ing a charity function, or hosting 
friends at their home. At the time of 
this interview in August, Corey and 
Ashley were gearing up for a tequila/
taco tasting they hosted for friends 
and business partners.

No matter the situation, Corey focuses 
on being competitive and helping to 
provide his clients with a comprehen-
sive solution. “I’m a consultant, at the 
end of the day,” he says. “I don’t make 
decisions for my clients; I help educate 
them on what’s available and let them 
make the decisions they feel are best 
for their family and situation.”

If you have a client with a home valued 
over $2 million, contact Corey Walker, 
Vice President and Private Client Ad-
visor at Brown & Brown of Southwest 
Florida, by calling 239-213-2049 or 
emailing cwalker@bbswfla.com.
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www.SWFLPoolPros.com
For Same Day Service Call: 239-872-8186 For Same Day Service Call: 239-872-8186 
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featured agent

The Circle 
of Life

By Zachary Cohen

Photos by Sun Services SW Photography

G rowing up in New York State’s Hudson 
Valley, Kristina Lambros, of Keller 
Williams Realty, remembers the vast 
countryside and old charm her home-

town held. Her family — part Greek — was big, bois-
terous, and tight-knit. Kristina’s father, Dimitrios, 
and grandfather, Kyriacos, were builders, and 
construction and real estate were part of everyday 
conversation. Those early years shaped Kristina in 
ways she couldn’t have envisioned at the time.

“I’ve heard the real estate lingo since I was a kid,” 
Kristina reflects. “Hearing my dad and grandfather, 
‘Papou,’ talk about building and real estate, that 
helped inform me. It was only natural for me to 
continue into the real estate business as an adult.”

Finding Her Place
Kristina attended Northeastern University, where 
she obtained a bachelor’s degree in international 
studies with a minor in communications. As she 
approached graduation, however, the economy tum-
bled. “Jobs were difficult to find when I graduated. I 
remember applying to countless jobs with no luck,” 
Kristina remembers. “When I got out of school, I 
wanted to start my own business. I knew I loved peo-
ple and was great at sales. I grew up around business 
owners, and I aspired to be like that one day.”

Kristina ended up relocating to Marco Island, a 
place she had visited since she was a kid. Alongside 
her brother, she purchased and operated a cupcake 
shop, her first business. Soon after, she began to 
migrate back towards the real estate industry. She 
landed a job as an administrative assistant with 
Keller Williams, and later worked for a mortgage 
company, where she met her fiancé, Marc Creach, 
who now works with CrossCountry Mortgage.

“When I started to help agents with their businesses, 
I thought, ‘I can do this. Why am I not doing this?’” 
Kristina recalls. So, in 2014, she decided to get her 
license. “And I haven’t looked back since,” she smiles.

Family First
Like many Greek families, Kristina’s has always 
been close. She watched her father and grand-
father run a family business back in New York, 
and she desired the same for her business. So 
when Kristina began to build a team, she held 
this family-first vision in mind. Her first hire was 
her mother, Tammie, who has transformed into a 
showing/buyer’s agent. Her brother, Nick, works 
for her team part-time, and her sister, Gabriella, 
was recently licensed. Gabriella is also a showing 
assistant and technology guru. Kristina’s team is 
rounded out by Beth Murphy, her full-time, licensed 

KRISTINALambros



66 • October 2021 SWFL Real Producers • 67@realproducers realproducersmag.com

executive assistant/transaction coordinator, who 
has over a decade of experience in the title busi-
ness. For over 10 years, Beth has assisted custom-
ers with all of their title questions; she has become 
a valuable asset on Kristina’s team.

“Family — it’s my heart and soul. It’s who I am as a 
person. As a child, I was raised with those values... 
My heart and soul have always been to be family- 
oriented. To have all of these different personality 
traits and a combination of individual strengths on 
the team has been huge, and a blessing. We’ve all 
grown together,” Kristina smiles.

Kristina’s fiancé, Marc, is also in the real estate 
business; he is a mortgage lender. “Our professions 
complement each other nicely,” Kristina smiles.

An Exciting Road Ahead
At just 35 years old, Kristina has a bright future 

ahead of her. In a market dominated by established 
agents, she strives to continue to offer innovative, 
technology-driven solutions for her clients.

Kristina recently bought a second condo on Marco 
Island with her fiancé, Marc; the couple also owns 
a cabin in Georgia. As Kristina considers grow-
ing their own family, she remains grateful for 
her career and the opportunity it affords. “This 
business has been a huge blessing. The vision is 
that I want to have a life by design,” Kristina says. 
“I don’t want to get stuck in a default. I want to con-
tinue to love doing the things I love doing that are 
not business things. I love spending time with my 
family and traveling with my fiancé. This business 
has surpassed my dreams, and I cannot wait to see 
what the future holds. The sky’s the limit. For the 
team, I want them to all have a life by design too. I 
want to continue doing this for a long time and to 
live each day to its fullest!”

FUN FACT: 
Kristina grew up 
playing classical 

piano. She recently 
revived her love 
for music when 
her fiancé, Marc, 

bought her a piano 
for their new condo.

With strong family values, Kristina Lambros has kept a family focus in her real estate career, hiring her mother, brother, and sister to work on her team. 
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LET OUR SOLID REPUTATION
BE YOUR GUARANTEE

LET OUR SOLID REPUTATION
BE YOUR GUARANTEE

beckerhomemaintenance.com

239-351-6820

"The entire team is so professional and kind! 
They did an excellent job of explaining the 

process from start to finish and answered all my 
questions. I am so happy with all of their work!" 

- Jessica D., Google Review

"The entire team is so professional and kind! 
They did an excellent job of explaining the 

process from start to finish and answered all my 
questions. I am so happy with all of their work!" 

- Jessica D., Google Review

HANDYMAN

PAINTING

FLOORING

CABINETRY

CLOSETS

SCREEN REPAIR

PRESSURE WASHING

AND MORE!

Getting a home loan 
with Moore Lending 

Group isn't just a 
transaction, we 

consider you part of 
the family.

Brittany Moore
Producing Branch Manager

 NMLS # 824215
 Direct: 954.866.7189

Cell: 239.292.4194
BMoore@moorelend.com

Tyler Moore
Sales Manager

NMLS#: 1408486
Direct: 954-866-7186
Cell: 239-292-4191

TMoore@Moorelend.com

This is not a loan commitment or guarantee of any kind. Loan approval and rate are dependent upon borrower credit, collateral, financial history, and program availability at time of origination. Rates and terms are subject to change without notice. Corporate Address: 3701 Arco Corporate Drive, Suite 200, Charlotte, North Carolina 
28273. Cardinal Financial Company, Limited Partnership - DBA Moore Lending (NMLS ID 66247, for licensing information, go to www.nmlsconsumeraccess.org) Mortgage Lender Servicer License No. MLD236 LO12798 FL Additional licensing information can be found at: https://cardinalfinancial.com/nmls-licensing/. 

BUILDING BRANDS THATBUILDING BRANDS THAT

Corrafilm is a Personal Branding and Production Company
that works closely with Real Estate Agents to

grow their audience on Social Media Platforms.
Contact us and let's get started!

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

V I D E O G R A P H Y   •   P H O T O G R A P H Y   •   G R A P H I C  D E S I G N
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rising star

MATTINGLY
L i v i n g  t h e  D r e a m

By Zachary Cohen 

Photos by New Frame Photography

As a teenager, Tyler Mattingly, 

of Keller Williams Elite Realty, 

landed his first gig at a high-

end resort in his home state of 

Kentucky. As he got to talking 

with the successful business 

owners there, Tyler noticed a 

through line — almost every one 

of them was involved in real 

estate in one form or another.

Tyler was inspired to become a 
real estate investor. At 18 years 
old, before he even started college, 
Tyler began looking at houses as an 
investor. He began school at Eastern 
Kentucky University for a year 
before relocating to Florida to attend 
Florida Southwestern, where he 
earned a degree in business adminis-
tration and management.

Professionally, Tyler continued to 
work in high-end hospitality for the 
next decade. He was employed by 
resorts and country clubs within the 

fine dining arena. In 2010, the same 
year he got his degree, he bought his 
first investment property.

“It was right at the end of the last big 
real estate bubble of ‘06 and collapse 
of ‘08,” Tyler remembers. “So I timed 
it perfectly. In 2010, I bought a short 
sale, did a full renovation on it, and 
sold that in 2012 in order to buy two 
properties. Since then, I’ve been 
buying, leasing, flipping, and selling. 
There was a lot of sacrifice — living 
in hotels between homes, for exam-
ple. It wasn’t easy, that’s for sure.”

Over the years, Tyler formed a close 
bond with his real estate agent (and 
eventual mentor), Jack Mancini. Jack 
helped him buy and sell multiple invest-
ment properties, and Tyler dreamed of 
working alongside him one day. In 2019, 
that dream became a reality.

“I had hit the ceiling in the country 
club business,” Tyler explains. “There 
was really no more room for growth. 
I would work 60 to 70 hours a week. 
I was notorious for never taking 
days off, and management would tell 
me that I had too high of standards 

Tyler
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and that I worked too hard. 
But there wasn’t room for 
growth. So I left the club 
right after Easter and took 
the plunge. Anything that I 
do in life, I do full throttle, 
and I give it 110 percent.”

Tyler officially began his real 
estate sales career in July 
2019. He closed $3 million 
that first year, finishing inside 
the top 25 in his office, out of 
190 agents, and earning the 
honor Rookie of The Year. In 
2020, his business grew to $11 
million in sales, and he was 
asked to sit on the board of 
directors for his Bonita office. 
In 2021, he is tracking to close 
over $15 million.

Today, Tyler lives in Estero 
with his girlfriend, Stephanie. 

B U S I N E S S  TO DAY  I S  D O I N G 

W H AT  I  LOV E .  I  H AV E  A LWAYS 

D R E A M E D  O F  B E I N G  I N  T H E 

M I D ST  O F  R E A L  E STAT E  O N 

A  DA I LY  B AS I S .

Tyler Mattingly and his girlfriend Stephanie, who helps him with his real estate business.
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A N Y T H I N G  T H AT  I  D O  I N  L I F E ,  I  D O  F U L L 

T H R OT T L E ,  A N D  I  G I V E  I T  1 1 0  P E R C E N T.

He has attended Summit Church in 
Estero since 2007 and has a love 
for swimming. Tyler often does his 
real estate business poolside, where 
many of his most creative ideas are 
born. Stephanie also helps on the 
back end of the real estate business 
with property management, design 
work, and more.

Tyler has taken the approach he 
learned in hospitality and successfully 
applied it to real estate. He has been 
honing his ability to communicate, 
listen, network, and then execute for 
almost two decades. Once you meet 
him, you won’t forget his bright smile.

“Business today is doing what I love,” 
Tyler beams. “I have always dreamed 

of doing this. When I was a kid, I 
dreamed of doing what I’m doing 
now — helping people and being in 
the midst of real estate on a daily 
basis. It’s been a dream of mine, and 
to finally live that dream out is amaz-
ing. The opportunities are endless. 
We’re in such a bubble down here in 
Southwest Florida, and it’s a dream 
come true to get up every morning 
and live our everyday lives.”
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VISIT OUR WEBSITE OR GIVE US A CALL TODAY

239.204.4175 |  www.NaplesConstruction.net
LICENSE #: CGC1527432, CGC1527499, CGC060167

DESIGN | BUILD | REMODEL

THINKING REMODEL?
Let's Get Innovative With It!

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

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

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

(239)389-0996
www.pantherhomeinspection.com
office@pantherhomeinspection.com

PANTHER HOME
INSPECTION

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

INSURED

Full Service On Every Transaction · Exceeding Expectations Since 2008!

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

Need better closing services?
Choose Legacy Title on your next transaction and 

experience a smooth and successful closing
every time.
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partner spotlight
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By Zachary Cohen 

Rock
JOEY 

“You can have all the right strategies 
in the world; if you don’t have the 
right culture, you’re dead.” 
—Patrick Whitesell

Every business owner understands 
the importance of company culture. 
Culture drives teamwork and connect-
edness, inspires workers daily, and 
helps draw in clients and partners.

At Five Star Valet, Joey Rock and his 
team are in a unique position. As a 
valet service and parking management 
organization, they are tasked with 
melding with the culture of the compa-
nies whom they serve and represent.

“Every place has its own unique 
culture. We’ve become experts at 
learning the culture of our clients. 
That way, by doing that, we become a 
seamless extension of their organiza-
tion. Whether that’s a country club, a 
hotel, or a REALTOR®’s open house, 
that’s what we are really good at. We 
get in, learn the culture of the account, 
and find the right person for that spot. 
That team member becomes an exten-
sion of their organization.”

Rooted in Service
Joey began his career in hospital-
ity at The Ritz-Carlton in Naples in 
1998. Starting as a college student, 

he valeted for four years before 
working his way up to become the 
head doorman. His experience as the 
head doorman at The Ritz-Carlton 
gave him tools that he uses every day 
within Five Star Valet.

“I started off just like my employ-
ees,” Joey says. “My open-door 
policy enables and encourages staff 
to come to me for anything, may it be 
personal or professional. I put a tre-
mendous emphasis on human growth 
and development within our team. I 
want to see our team succeed in life 
with happiness.”

Photo by Reagan Rule

The Rock Family (from left to right: Joey, Leyna, twins Maximo and Maya, and Gabriella). (Photo by Sun Services SW Photography)
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You can copy any company standard, but 

what’s different is how we implement them and 
follow through on our training to ensure 
these standards.

In 2004, Joey took the leap and 
started his own company. He began 
with a single account — Mediterra.

“The GM asked me to start my own 
business because he loved the way 
I ran the front door at The Ritz-
Carlton. I took the Ritz-Carlton ser-
vice outside the Ritz-Carlton.”

By 2008, Five Star Valet was Joey’s 
full-time gig.

“You can copy any company standard, 
but what’s different is how we imple-
ment them and follow through on our 

training to ensure these standards,” 
Joey says. “And that’s what sets us 
apart from other parking companies.”

Five Star Valet
Today, Five Star Valet employs over 
200 full- and part-time workers, 
has two offices — one in Naples and 
another in Palm Beach, and has over 
60 accounts. Joey continues to focus 
on exceeding expectations and apply-
ing high-class service and training 
every step of the way. Staff recruit-
ment is one of his primary focuses; he 
understands that he cannot succeed 
without his employees.

“We invest in our employees because 
that’s the base of our business. That’s 
the culture,” Joey says. “Our employ-
ees are our biggest asset. We don’t 
hire; we select. They go through a 
serious selection process — a person-
ality test, a phone interview, a face-
to-face interview, an orientation, and 
a series of training shifts to ensure 
they are ready. We look for employ-
ees that are naturally personable. 
That’s something you can’t teach. We 
can teach the rest.”

Private events (for example, real 
estate events) are one of Joey’s 

Joey’s wife, Leyna Rock, is Director of Marketing at Five Star Valet.
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primary sources of work. “The true 
value we can provide for Realtors is 
rolling out the red carpet for an open 
house event. If you can have valet 
service, it doesn’t get any better than 
that,” he beams.

Whether he’s working an open house 
or running the front door of a hotel, 
Joey remains grounded in the quality of 
service that he founded Five Star Valet 
upon. He leads by example, continuing 

to show up in the field, jump in, and 
help where help is needed. For exam-
ple, on Easter — one of the busiest days 
of the year — Joey visits every single 
staff member to thank them for their 
commitment and service.

“I know I don’t have to do that, but 
I love doing it. I am able to see their 
smiling faces and it makes all of the 
hard work worth it. That extra step in 
service — that’s what we’re all about.”

Five Star Valet is a full-service luxury 
parking management company 
providing top-notch valet and 
transportation services in Southwest 
Florida. For more information, please 
visit www.5starnaples.com.

I put a tremendous emphasis on human growth and 
development within our team. I want to see our team 
succeed in life with happiness.
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A New Generation of Residential Cleaning Experts
Elite Residential Cleaning is more than just a cleaning company...

We are experts at cleaning homes with
high-end materials.

Contact us today for
a complimentary 

in-home consultation 
and  50% off your first 

residential cleaning

239.451.0785 ext 1
tjs-eliteresidential.com

info@tjs-eliteresidential.com

(239) 345-2190
ccgcpas.com
1016 Collier Center Way, Suite 205
Naples, FL 34110
info@ccgcpas.com

TAX LAWS ARE
COMPLICATED
There is no such thing as a simple tax return.
You don’t have to be a tax expert,THAT’S OUR JOB!
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Stay up-to-date on our programs and events on Facebook: 
@bbbssun

Big Brothers Big Sisters of the Sun Coast Littles are ages 6-18 
children who are faced with adversity, whether that be in a single 
parent household or being raised by relative with lower income, 

lacking a strong or guiding influence in their lives or needing help 
with school work.

Becoming a Big, adult mentor, allows you to make a di�erence in the 
lives of youth in our program by helping to IGNITE their potential. 

The time commitment is 2 years with a 4 hour per month minimum.

Become a BIG. Enroll a child. Donate today.

Brothers
Big 
Sisters®

Making a Difference for Kids in Need

Big Brothers Big Sisters of the Sun 
Coast works with children and young 
adults from ages 6 to 18 in Sarasota, 
Manatee, DeSoto, Highlands, Hardee, 
Charlotte, Lee, Hendry, and Collier 
counties. The Core programs include 
community-based and school-
based programs that provide the 
children with individualized time 

For over 50 years, Big Brothers Big Sisters of the Sun Coast has been 

matching youth in meaningful, enduring, professionally supported mentoring 

relationships with adult volunteers who empower their potential and help 

them achieve their biggest possible futures. The Big Brothers Big Sisters’ 

evidence-based approach is designed to create positive youth outcomes, 

leading to higher aspirations, greater confidence, improvement in school 

and relationships, and avoidance of risky behaviors. Bigs and Littles are able 

to get together to engage in their shared interests out in the community 

through the charity’s unique, community-based program. Mentor managers 

check in regularly to support the match and are a phone call away if needed. 

These consistent, long-term mentorships often become lifelong relationships.

and attention. Popular, one-on-one 
outings and activities are: taking a 
walk in the park, going to a museum, 
inspiring each other, listening to 
music, and hanging out and talking. 
Each relationship is unique for the Big 
and Little, and can range in activities 
and timeframe. A Big is welcome 
to visit the Little at their school, as 

well, which often excites and inspires 
the Little in an educational setting. 
Teachers notice a dramatic difference 
in behavior and motivation when 
a child returns from a visit with 
their Big. Whether the relationship 
is at school, home, or anywhere in 
between, a Big is there to create a 
lasting friendship while providing 
guidance and inspiration.
 
Big Brothers Big Sisters Statistics 

Ninety-seven percent of the students 
in the program either graduated from 
high school or were promoted to the 
next grade. The students participate 
in an intensive course consisting of 
an 18-lesson workbook on personal 
decision-making.
 
Ninety-seven percent of youth in the 
program avoided truancy. Those 
who are at high risk of entering the 

OF THE SUN COAST

juvenile justice system and/or have 
already made contact with the system 
have an early-intervention, special-
ized mentoring system.
 
Ninety-six percent of seniors com-
pleting the program are continuing 
their education, joined the military, 
or entered the workforce. During 
the time of their mentorship, high 
school students meet with their Big 
in a business setting, which teaches 
them business etiquette, corporate 
standards, and identifies educational 
requirements for professional success.
 
Ninety percent of the children main-
tained or improved reading profi-
ciency. For those at risk of failing 
Florida’s standardized reading tests, 
their mentor aids in the development 
of grade-level reading skills and helps 
foster a love of literature.
 

Tim Guerrette, recently retired from 
the CCSO, owner of Florida Pro 
Realty, and board member and Big 
Brother for Chase in Collier County, 
says, “As a Big Brother, Chase has 
brought out the best in me. Our 
relationship has fostered the exact 
outcome the Big Brothers and Big 
Sisters program was designed for. 
We have the ultimate mutual respect 
and admiration for each other. The 
rewards we have both gained are 
endless and will have an everlasting 
impact in our lives.”
 
For those facing adversity, Big 
Brothers Big Sisters is here to help 
with open arms and open hearts.
 
To become a Big, get involved, or pro-

vide support, visit www.bbbssun.org or 

call 239-331-7133.

Tim Guerrette and Chase

focus on charity
By Kalynd Parrish

Big
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Gifts keep you at the top
of clients' minds year-round
It's important to stay top of mind now more than ever. Kick-o� the 

holiday season right by implementing SWAG into your business and 
build relationships through thoughtful gift-giving!

Contact us for a copy of "The Gift Book".

Naples, Florida  •  877-260-0002  •  RPaul@swagworld.com  •  swagworld.com

Solutions for a painless closing.
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Our sta� has over 50 years of combined 
industry knowledge servicing the South 

Florida region. We are licensed, and 
insured. So whether you're an individual 
with one job or a company with multiple 
jobs we guarantee the highest standards 
and professionalism in the industry. Try 
our online software solution today and 
see how ordering, monitoring, making 

lender changes and receiving completed 
jobs has been streamlined to be all done 
online without spending valuable time 

on the phone.

�������������������������
��������������������
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No additional cost for rush jobs.
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cover story

BUILDING ON SUCCESS

By Zachary Cohen  |  Photos by Michelle Reed Photography
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Five years ago, Brian and Natasha 
Rigsby, of the Rigsby Team at 
Premiere Plus Realty Co., found 
themselves at a crossroads. The 
couple was living in Raleigh, North 
Carolina, and each was enjoying a 
successful career. Brian was a PGA 
member and the head golf profes-
sional at Old Chatham Golf Club, 
one of the area’s most prestigious 
clubs. Natasha, a career hairstylist, 
had stepped into an education and 
training role.

Both Brian and Natasha loved their 
careers, but they also both worked 
long, sometimes grueling hours. With 

the imminent arrival of their first 
child, however, Brian and Natasha 
reevaluated their priorities — and 
thus, their careers.

“We had to make a choice to con-
tinue working for others or take the 
leap of faith and go into business 
for ourselves. So we packed up 
our 4-month-old daughter, crossed 
our fingers, and moved back to 
Southwest Florida to enter real 
estate school,” Natasha remembers.

Drawing on His Lineage

Growing up in Southern Illinois, 
Brian watched his father, Keith, build 

a thriving rock quarry business. 
Keith initially retired at 43 and the 
family relocated to Fort Myers, but 
after only a year, he was ready to get 
back to work.

“There’s only so much golf and boat-
ing he could do,” Brian laughs. “So 
he got into real estate investing. He’s 
been a real estate agent for 23 years. 
He owns his own brokerage and has 
done very well. Through my dad, I’ve 
been able to witness what a great 
business this can be.”

Brian knew that his and Natasha’s 
skills would translate well to real 

From left to right: Kaylee
Manssuer, Leighla Jean
Rigsby, Brian and Natasha
Rigsby, and Ellen Beattie.  
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estate. He also had the South Florida 
connections to get the business off the 
ground. So in February 2017, Natasha 
and Brian moved back to Southwest 
Florida to begin anew.

Finding Their Way

In the early 2000s, Brian was the first 
golf professional to help open The 
Club at Renaissance, a prestigious 
country club in Fort Myers. When he 
returned to the Fort Myers/Naples 
area, he reconnected with the club 
owners to see how he could help 
them. What he discovered was that 
the real estate sales for the commu-
nity were severely lacking in volume.

“We started in Naples and Fort Myers 
and found our way into a niche market 
in Renaissance. Natasha and I had a 
meeting with the two owners of the 

club, who were looking for a more 
vibrant, technology-focused real estate 
group. We were able to get the posi-
tion as the in-house real estate team, 
and that’s how our journey began.”

Brian and Natasha became the club’s 
exclusive agents, with Brian leading 
sales and Natasha overseeing mar-
keting and team development. They 
opened an office at the club and within 
their first week, they had the opportu-
nity to represent 10 new listings.

In August 2019, Brian became a 
principal owner of The Club at 
Renaissance, stepping into a deeper 
role in the community he has grown 
to love. Brian and his partners have 
spearheaded a multimillion-dollar 
club-wide renovation, updating the 
club from top to bottom.

“Through the years, we’ve been 
fortunate to represent the majority of 
buyers and sellers within the com-
munity. In January, for example, we 
had 36 Renaissance listings in our 
portfolio. We were able to sell each of 
them, many times representing both 
sides of the transaction.”

In the past few years, the Rigsby 
Team has grown, as Brian and 
Natasha have hired Kaylee Manssuer, 
operations director, and Ellen Beattie, 
business development associate. As 
of mid-August 2021, Brian has closed 
64 transactions and averaged over 
$900,000 per sale.

Striving for Balance

As the housing market shifts, the 
Rigsby Team has redoubled its efforts 
to expand its reach into South and 

We have a great team. It’s a family-oriented, close-knit group.
We want to continue moving full steam ahead, growing our

real estate business throughout Southwest Florida while
keeping The Club at Renaissance extremely successful.

Rigsby Team is the exclusive, in-house real estate team 
for The Club at Renaissance in Fort Myers.
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 LOCAL OR LONG DISTANCE MOVING AND STORAGE

CallahanBrothers.com
2890 Cargo Street, Ft. Myers FL 33916

Contact us today for a free video or in-home estimate

239-689-3372
Fla. Movers Reg. No. IM2790

North Naples. “We are currently work-
ing our way deeper into the Naples 
market,” Natasha says. “We bring a 
strong customer service standard and 
know that will serve us well as we 
continue to expand our business.”

“I spent 20 years in the golf busi-
ness building relationships. Natasha 
and I both worked in industries 
that required exceptional customer 
service standards. That’s why real 
estate has been so successful for us,” 
Brian adds. “The people aspect and 

customer service aspect — we love 
that. To help others bring their real 
estate goals to life and provide for our 
family at the same time — that’s huge. 
We just want to do more of that.”

As Brian and Natasha step into the 
future, their recipe for building a 
balanced business remains rooted in 
integrity and teamwork. They value the 
relationships they’ve built with other 
agents and believe that cooperation, not 
competition, will allow them to achieve 
long-term success. “The future is all 

about growth opportunities for our 
team,” Natasha says. “We’re asked a lot 
about what direction we are driving our 
team. We like it small, family-oriented. 
We want to continue to create opportu-
nities for them.”

“We have a great team. It’s a fami-
ly-oriented, close-knit group,” Brian 
adds. “We want to continue moving 
full steam ahead, growing our real 
estate business throughout Southwest 
Florida while keeping The Club at 
Renaissance extremely successful.”

Through the years, we’ve been fortunate to represent the
majority of buyers and sellers within the Renaissance 

community. —Brian Rigsby, Premier Plus Realty Co.
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To make an appointment please call (239) 431-5100
 or visit our website pythonhomeinspection.com

Brett Onasch, Owner ∙ Certified Master Home Inspector License #HI8303 | NACHI ID#16021822, CMI, CPI

Refer them to a Master Home Inspector whose
training and professionalism will give them
confidence in you through the end of the

transaction and beyond.

REALTORS...
Your reputation is your most valuable asset and

clients rely on you to guide them through a
complicated and stressful process.

SERVING THE GREATER
NAPLES AREA

www.homeservicesbycary.com  •  239-841-3970
30+ Years of Experience in Facilities Management

HOMEWATCH
& HANDYMAN

SERVICES

CARY CRAMER
Owner/Operator
ndcramer07@icloud.com

We provide dependable 
homewatch services

while you're away.
Give us a call today!

While your away...Don't Leave Your Property At Risk!

DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

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

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

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

Visit n2gives.com to learn more about our fight.
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health and wellness

Implementing Crystals
By Kalynd Parrish

October is National Mental Health 
Awareness Month, and what better 
way to take a lead on our mental 
wellbeing than the holistic approach 
of implementing crystals into our 
daily routine? This might be a newer 
modality for some of you, but Naples 
has many local shops where one can 
acquire and learn more about the 
benefits. Whether you’re seeking 
relief from anxiety, depression, stress, 
or diving deeper into meditation and 
mindfulness, there’s a crystal for every 
ailment. Ranging from pocket-sized 
to giant geodes, the impact of their 
“power” starts at the conscious level.

No, using crystals is not a be-all and 
end-all solution, but it is a way to 
connect with our highest, cognizant 
selves. It is recommended to take a look 
within yourself first to figure out where 
you want to enhance a certain aspect of 
your life. Are you looking for prosper-
ity? Do you want to focus more? Have 
you been experiencing stress/anxiety 
lately? Once the answer comes to you, 
do some light research on what kind 
of crystal helps in that distinct area of 
inquiry. For example, citrine is a lovely, 
amber-colored stone which reputedly 
enhances the ability to bring in money, 
success, and support. REALTORS® 

have been known to get large chunks of 
citrine to place in listings to help sell a 
home. Although it may not be as needed 
in today’s market, it is a trick of the 
trade suggested by local shop owner, 
Heather K. Nelson, of Silver Eagle 
Gallery, off Fifth Avenue in downtown 
Naples. They have been in business in 
Naples for over 40 years, and the shop 
is an absolute treasure trove of crystal 
selections and books on the subject, as 
well as Native American artifacts.

Placing crystals in fixed areas of 
the home is also said to be a way to 
manifest particular healing properties. 

Howlite and amethyst can be put 
under the pillow to help with insomnia 
and sleeping problems, and shungite 
is great near electronic devices to 
alleviate EMF exposure. Jade, which 
welcomes wealth and good luck, or 
black tourmaline, which is an overall 
cleansing and protective stone, are 
beneficial by the front door. Rose 
quartz, also known as the love stone, 
is recommended in the bedroom to 
enhance love and joy. Selenite is for 
cleansing and purifying your home 
and office space while also clear-
ing negative energy. It is called a 
“self-cleaning” crystal, which is helpful 
in ensuring that all your crystals are 
functioning at their best. If we clean 
ourselves and our home, we also have 
to clean our crystals. This can be done 
by having selenite around, saging, or 
sitting on a bed of Himalayan salt.

For those who practice meditation and 
mindfulness, using stones associated 
with our chakras, the seven energy 
systems of the body, is known as 
highly beneficial for overall wellness. If 
“chakras” is a new terminology for you, 
they are as follows: root, sacral, solar 
plexus, heart, throat, third eye, and 
crown. Each energy system is asso-
ciated with a certain color, element, 
stone, and mantra to enhance the flow 
of positive energy. Your crystal can be 
placed on the specific energy system 
when lying down, or held in the palm 
of your hand if sitting in an upright 
position. If you are noticing a lack of 
confidence and self-worth, this could be 
related to your “solar plexus,” located 
in the upper abdomen, and some stones 
reported to remedy it are: amber, tiger’s 
eye, agate, calcite, and moonstone.

Walking, sunbathing, and practic-
ing yoga are suggested activities to 

also alleviate blockages found in the 
chakra energy system. These are 
minor suggestions, and, as always, it 
is important to live a healthy, well-
rounded life in order to achieve the 
best results … but sometimes bringing 
in additional help only speeds our 
healing process.

Kalynd Parrish grew up 

in Naples, Florida. 

After a 10-year, 

soul-searching 

absence, during 

which she grad-

uated from the 

University of Ken-

tucky and found peace with her own 

wellness journey, she is thrilled to be 

back in The Sunshine State. Kalynd has 

a love of disco and all things sparkly, 

an interest in rescue Dobermans, and 

reports on health and wellness topics 

in Southwest Florida and nationwide.

F O R  M E N T A L  W E L L N E S S



100 • October 2021 SWFL Real Producers • 101@realproducers realproducersmag.com

Edgardo Balentine
NMLS 1432920
Loan Officer / Manager | Primary Residential Mortgage, Inc.
English-Spanish-French
Mobile: 239.244.5871
Office: 1.239.631.1145 | Fax 1.239.323.9310
5659 Strand Ct | Naples | Florida | 34110

SWFLMortgageLoans.com
Get to know us on      !

*PRMI NMLS 3094. PRMI is an Equal Housing Lender. Some products and services may not be available in all states. Credit and collateral are subject to approval. Terms and conditions apply. Programs, rates, terms, and conditions are subject to change and are subject to borrower(s) qualification. This is not a commitment to lend. Florida Office of Financial Regulation MLD646.
Publication Disclaimer: *Information contained in this article does not constitute legal, financial, or other professional advice or services and should not be used as a substitute for professional advice. The reader accepts full responsibility for the use of the information contained herein. PRMI is an Equal Housing Lender.

Get your buyer’s offer accepted 
with fast closings, amazing 

mortgage programs, and great 
communication!

If you are working, the 
Balentine team is working 

right there with you!

814-397-6829  •  endtoendsolutions.net  •  endtoend_solutions@outlook.com  •  7225 Sanibel Blvd Fort Myers, FL 33908

*Must mention this ad

RECEIVE 10% OFF
YOUR FIRST SERVICE*

17 Years of Experience • Licensed & Insured • Trained & Accredited

AUTOMOTIVE DETAILING & CERAMIC COATINGS

GREAT
CLOSING

GIFT!

The luxury
your car deserves

@endtoend_solutions
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(239) 455-8353 • swflplumbingrepairs.com

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

Sunwest 
Plumbing

PLUMBING ISSUE MADE ITS WAY ONTO 
YOUR INSPECTION REPORT?

Support Nonprofit Organizations 

Charities and nonprofit organizations 
often rely solely on donations to fund their 
missions. Interestingly, half of all non-
profits in the U.S. receive the bulk of their 
funding during the last quarter of the year, 
according to Charity Navigator. Make the 
final months of the year count through 
giving; resolve to help feed the hungry, 
find cuddly animals new homes, or sup-
port unhoused populations … whatever 
cause is near and dear to your heart.

When you do, be sure to keep a record of 
your donation. Taxpayers are required to 
have a bank record or some sort of written 

receipt from the charity, which has the 
name of the organization, the date, and the 
amount of the contribution. Other accept-
able records include bank statements, 
credit card statements, or canceled checks. 

Additionally, the 2020 CARES Act allows 
you to take a $300 deduction for cash do-
nations to qualifying organizations, which 
must have a charitable, educational, reli-
gious, literary, or scientific purpose and be 
classified by the Internal Revenue Service 
as tax-exempt, even if you don’t itemize. 

Donate Clothing and Household Items

Take time to clear out the clutter and give 

to others this holiday season. Do you have 
gently worn clothes or functional house-
hold appliances, furniture, furnishings, 
or electronics that you no longer use and 
that could benefit someone else? Why not 
donate them? If your charitable donation 
is worth $250 or more, be sure to include a 
receipt (or written acknowledgment) from 
the charity, with a description of the items. 

Don’t let this holiday season pass you by 
without giving to those less fortunate. 
After all, ‘tis the season to be generous! 
In doing so, you will help others and help 
yourself when April 15 rolls around.

As the year comes to a close (but before too much holiday 
madness descends), it is the perfect time to think about 
year-end giving. Particularly in the midst of a lingering 
pandemic, we can help those in need – important every year 
but now crucial for many nonprofits struggling to balance 
increased demand and decreased support – and, meanwhile, 
save on taxes. Year-end giving is a win-win!

financial fitness

Year-EndGiving
By Shauna Osborne and Elizabeth McCabe

 

PH: 239.325.4070  |

 

Woods, Weidenmiller, Michetti & Rudnick, LLP
a Florida Professional Limited Liability Partnership

The hiring of a lawyer is an important decision that should not be based solely on advertisements.  Before you decide to hire an attorney be 

 

A Personal Approach to Real Estate Law

Michael Michetti Joshua Rudnick James “Jay” Caudill
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239-350-4906
sentryia.com

LET’S GET YOUR CLIENT
TO THE CLOSING TABLE!

If your client is buying a home valued 
$750,000 or greater, trust Sentry 

Insurance Advisors to get them to the 
closing table on time. As an independent 

agent we proudly represent more than 
20 highly respected insurance carriers, 

and have capabilities to serve them on a 
national basis.

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

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

Looking for classes to help you
improve your business? Check out 

www.realestatesecretsunlocked.com
for upcoming classes!

Danielle Damianov
Producing Sales Manager 
 
C: (786) 359-7976
Danielled@cmgfi.com
www.lendfla.com

CMG Financial 
24301 Walden Center Drive 
3rd Floor 
Bonita Springs, FL 34134
NMLS ID: 883539
Licensed in FL, CA & MA

Specializing in Conventional, FHA/VA & Jumbo Loans
and check out these Two Great Programs:

PHYSICIAN LOAN – FOR DOCTORS, 
FELLOWS & RESIDENTS

100% Financing up to $750,000
95% Financing up to $850,000

Expanded Underwriting Criteria Allowed

ALL IN ONE LOAN – SIMILAR TO A 
1ST MORTGAGE LINE OF CREDIT

Payoff your Home in Record Time with the All In One Loan!
Build Equity Faster  |  Have Access to your Equity 

Save Tens of Thousands of Dollars in Interest
Loan Amounts up $2 Million




