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Celebrating _40 years

OF QUALITY SERVICE TO THE SOUTHWEST FLORIDA COMMUNITY.

Hollingsworth
239-444-1641

glen@rosierinsurance.com

DON'T JUST TAKE OUR WORD FOR IT.

The/men who came to our house, who loaded their truck with

our boxes and furniture and packed our tv, were very friendly |NSURANCE |
and helpful. They represented your company well with their I\Rllll,li;?(
excellent service. I would certainly recommend you to my The name that has been 539-4404-1643
famlly and friends in Naples. = JOSCph G. serving SWFL for over 65 years. mrusk@rosierinsurance.com

23 9 - 64 3 - 4 1 oo Make sure Rosier is part of your Referral Network!

We'll assist your clients in making informed decisions to protect their new
www.RayTheMover.com home. Have them give us a call for a personalized insurance quote.

20

The Mover Office@RayTheMover.com 3 N

Locally Owned & Operated @sted Choice* rosierinsurance.com




Dominion
Group

RESIDENTIAL & COMMERCIAL RENOVATIONS
NEW HOME CONSTRUCTION

~ Our professional contracting team will help your client envision their _
dream home whether it be a new home or renovation project. | g = e
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WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

Vm ™

E!;;-F'FIE Following the strategies of Realtors Rupert and Karen Irby as they try to make their Ca ” us at 2 3 9-2 9 3_0 0 4 9 for\ a F n E E E STI MAT E ,
i

mark in the upscale market in Naples. BY JUSTIN PAPROCKI

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

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




Award Winning Ho Designer
SHERYL BL TEIN RESIDENT

RESIDENT : "UXURY STAGING INTERIORS
FORT LAUDERDALE | HARBOR BEAGH | SOUTHWEST RANCHES | BOCA RATON

interiorsby

954.445.0 97| ; ) . s LANTANA | PALM BEACHES | JUPITER ISLAND | NAPLES CAY | OLD NAPLES
ASID: #1937101 ' ! : = i SIESTA KEY | LIDO KEY | VENICE BEACH
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Residental Roofing Roof Inspections
Commercial Roofing New Construction

Roof Maintenance Leaks & Repairs
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ROMANROOFING.COM
(239) 458-7663
FAMILY OWNED & OPERATED
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Southwest Florida’s Most Trusted Roofer
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PREFERRED PARTNERS

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
www.conditionedair.com

ATTORNEYS
Goodwin Law, P.A.
Matt Goodwin

(239) 207-3403
www.FLestatelaw.com

Woods, Weidenmiller,
Michetti, & Rudnick, LLP
(239) 325-4070
www.lawfirmnaples.com

Zampogna Flores, PLLC
Matt Flores

(239) 261-0592
www.naplesbaylaw.com

CAR DETAILING

End to End Solutions

Isaac Chauncey

(814) 397-6829
www.endtoendsolutions.net

CATERING & EVENTS
M&G Farm Stand Cafe
& Catering

Dawne Skiera

(239) 434-26M
www.matthewsand
gardner.com

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

TJS Elite

Residential Cleaning

Scott Leamon

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

10 - September 2021

COWORKING FACILITY
Venture X

(239) 300-9601
www.yventurex.com

CPA SERVICES
CCG Certified
Public Accountants
Steven Phillips
(239) 992-1973
www.ccgcpas.com

CUSTOM HOME BUILDERS
Cintron Custom Builders
Flower Cintron

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

Laram Construction

Christl Ramirez

(239) 304-0516
www.laramconstruction.com

Tri-Town Construction
Marc Devisse

(239) 895-2058
www.tri-town

construction.com

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

EVENT PRODUCTION
Artistic Science

Marley Ross

(239) 289-2422
wwwe.artisticscience.com

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212
www.balancedimages.com

FLOORING & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677
www.afknaples.com

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

Master Touch Tile & Stone
Chris Torres

(239) 443-8592
www.mastertouch
installations.com

GENERAL CONTRACTOR
Dominion

Contracting Group

Butch Bacon

(239) 293-0049
www.dcgswfl.com

Innovative Design Solutions
John Huffman

(239) 595-6805
www.naplesconstruction.net

HANDYMAN

Becker Home Maintenance
Blake Becker

(239) 351-6820
www.beckerhome

maintenance.com

Figueroa Complete Service
Angel Figueroa
(703) 200-4157

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220
www.housemaster.com

Panther Home Inspection
Jim Scarpa

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

Python Home Inspection
Brett Onasch

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

HOME WARRANTY
FPL Home
www.fplhomewarranty.
com/realtor

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

HOME WATCH &
CONCIERGE SERVICES
Home Services by Cary
Cary Cramer

(239) 841-3970
www.homeservicesby

cary.com

Naples Premier

Home Watch

Vincent Saputo

(239) 249-3353
www.naplespremierhome
watch.com

Spectrum Concierge

Dave Feightner

(239) 777-6173
www.spectrumconcierge.com

INSURANCE
Ackerman Insurance
Rick Nayar

(239) 597-1096
www.ackerman

-insurance.com

Brown & Brown Insurance
Corey Walker

(850) 454-8951
www.bbswfla.com

Domain Insurance
Management

Nick Domain

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

Farmers Insurance

Damon Brist

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

Responsive Insurance
Matt Nance

(239) 596-3177
www.responsive
insurance.com

Rosier Insurance

Richard Rosier

(239) 4441414
WWwWw.rosierinsurance.com

INTERIOR DESIGNER
Interiors by SBI

Sheryl Bleustein

(954) 445-0897
www.interiorsbysbi.com

INVESTMENTS

Clarus Merchant Services
Jonathan Turner

(717) 979-8914
www.clarusdc.com

MAKEUP/HAIR

Niki Jane Beautique

Niki Fernandez

(239) 285-7605
www.nikijanebeautique.com

MARKETING AGENCY
Kinley Inc.

Tori Kinley

(239) 877-6574
www.kinleyincmarketing.com

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

Community Lending
DeAnna Adinolfo Rivera
(239) 878-0107
www.community
lendingfl.com

CrossCountry Mortgage
Kirk Taylor

(312) 919-0373
LuckyTaylorLoans.com

Equitable Mortgage
Steve Calabrese

(239) 778-6548
www.stevecalabrese.com

Gold Star

Mortgage Financial

Josh Lund

(612) 802-3265
www.goldstarfinancial.com

Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500
www.maxwell
mortgageloans.com

Moore Lending Group
Brittany Moore

(954) 866-7189
moorelendinggroup.com

Primary

Residential Mortgage
Edgardo Balentine

(239) 244-5871
www.swflmortgageloans.com

MOVING COMPANY
Callahan Brothers

Moving & Storage

William Joyce

(203) 528-5930
www.callahanbrothers.com

Ray The Mover

John Smarge

(239) 643-4100
www.raythemover.com

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

PAINTING SERVICES
Contractors Painting

& Waterproofing

Rich Gardner

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

PHOTOGRAPHY/
PORTRAIT

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

New Frame Photography
Hana Snajdrova

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

PHOTOGRAPHY/
REAL ESTATE
LaCasaTour

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

Real Tours SWFL
Michael Berio

(239) 464-7969
www.realtoursswfl.com

Sun Services SW
Photography

Jon Kreider

(239) 285-5320
Www.sunservicessw.com

SWFL Real Producers - 11



m PLUMBING PROMOTIONAL ROOFING VALET SERVICES
Gulfshore PRODUCTS Roman Roofing 5 Star Valet

z Plumbing Contractors SwagWorld Norm Dopfer Joey Rock

m Cory Garber Rob Paul (239) 458-7663 (239) 770-1991
(239) 200-1235 (410) 409-8000 www.romanroofing.com www.5starnaples.com

z www.swagworld.com

h Pro-Tec Plumbing TITLE COMPANY VIDEOGRAPHER
Brandon Hume REAL ESTATE MARKETING Legacy Title Corrafilm

m (239) 261-1000 Your Home Magazine Eric Solomon Coby Corradino

< www.ptpnaples.com Tony Spano (239) 325-2709 (786) 417-7210

(239) 235-3170 www.Itflorida.com www.facebook.com/

m Sunwest Plumbing www.thebestlistingtool.com corrafilm
Paul Blais Resolutions Title

n (239) 455-8353 RETIREMENT/WEALTH Aaron Barnes

m www.swflplumbing PRESERVATION ADVISOR (239) 734-4888
repairs.com Dorkan Financial Group Inc www.resolutionstitle.com

m Murat Dorkan
POOL SERVICES (443) 569-6500 Seaview Title

m SWFL Pool Pros www.dorkanfinancial powered by Vidclose

m Chaz Hambling group.com Karen Caco

“ (239) 872-8186 (239) 455-0139

m www.swflpoolpros.com www.seaviewtitle.com
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New Qenerafiow of Residential Cleaning Ex,ﬂaffp

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

| B Contact us today for
VAN A J'i,‘ a complimentary

FLITE 3 230.451.0785 ext 1 |n—hom?Jl co?su:;ahon
RESIDENTIAL CLEANING \ tjs-eliteresidential.com and 10% o your
info@tjs-eliteresidential.com first cleaning.

12 - September 2021 @realproducers

IS YOUR FINANCIAI.

ADVISOR TAKING

_—-‘4#1—‘-‘

ADVANTAGE OF ?:YOU"": e

If your money manager doesn't provide any
downside principle guarantee for the fees they

charge and if your life insurance doesn't 3 : "i‘:ﬁ-u.* |
provide tax free retirement income with tax - 5
free long-term care benefits, you need to get 04 ‘*%
your plans reviewed by our 100% HEHT i
independent team. i
We work for no one hut our clients. i =
Murat Dorkan, CLU

Trusted Consultant

443-569-6500

DORKAN FINANCIAL GRouvp, inc.  DorkanFinancialGroup.com




MEET THE VOUR

COMFORT
S W F L COMES FIRST
When you call Conditioned Air,

R E A L P R O D U C E R S T E A M : your comfort becomes our

main priority. We put customer

relationships first and our team is
committed to earning your frus

and exceeding your expectations.

Andrew Regenhard Kalynd Parrish Ellen Buchanan Tori Kinley
Publisher Publisher’s Assistant Editor Marketing Director

. @ DITI EDAIR.COM
239.643.2445 - 1.888.COLD.AIR

ACCRIDITED

[k

CPC1450449

-
Geneva Eilertson Zachary Cohen Lindsey Wells
Reprints Manager Writer Writer

#]

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

Financing the World g u 8

O??f Loan at a '[E??IE closed loans in 2020 for more

than $256 million in production.

Dave Danielson Sheryl Moreno Jon Kreider
Writer Photographer Photographer

MAXWELL

MORTGAGE TEAM

Michelle Reed Hana Snajdrova Coby Corradino
Photographer Photographer Videographer

MaxwellMortgagelLoans.com
CROSSCOUNTRY MORTGAGE, LLC
a1 aller

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

14 - September 2021 SWFL Real Producers - 15
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Why aren't all title

companies like us?

Good c1uestion.

We know how hard Realtors® work.

Bm nswravce for

(R Seaview Title
Powered by Vidclose

Learn more at seaviewtitle.com
239-449-4466

ALL of Your

Ulients’ Needs.

Get the quality customer service and
full insurance coverage your
clients deserve and can rely on!

AUTO = BUSINESS = FLOOD
HOMEOWNERS = LIFE = LIFE ANNUITY

ACKE RMAN

1575 Pine Ridge Rd., Suite 17 Naples, FL. 34109
www.ackerman-insurance.com

(239) 597-1096

f in

Dear Real Producers,

Happy September! We’re super
excited to have launched our new
podcast, 7he RP Experience. New
episodes will be streaming weekly
on Spotify, YouTube, and all the
podcast platforms.

The way it works is, one of our

valued industry partners invites a
top Realtor (that’s you!) to join them

and we have great conversations on
a variety of real estate topics. Keep
your phone handy so when one of our
partners calls you to come on 7%e RP

Experience, you're ready to go!

We had an amazing time at our recent
quarterly event in early August. Check
out the photos from the event inside
this issue! With it being summer and
everyone needing to balance a crazy
market and getting some downtime
with much-needed and long-overdue
vacations, we just really appreci-

ate those who spent a little of their
valuable time to come out and join us.
‘We are especially grateful to everyone
who donated to the raffle and helped
support NAMI of Collier County.
Congratulations to Michelle Barraco,
who won the raffle! We had a great

time at this event and hope you did too.
This event at Venture X goes down as one
for the books!

We look forward to seeing everyone again

either on the podcast or at our next event!

Very respectfully yours,

Andrew Regenhard

Owner/Publisher

SWFL Real Producers

239-290-0692
andrew.regenhard@realproducersmag.com

SWFL Real Producers - 17



MEET THE

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

18 - September 2021

COMMERCIAL | LUXURY REMODELING ROOFING | CUSTOM DESIGN BUILDS

TRI-TOWN
CONSTRUCTION

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

CELEBRATING 15 YEARS IN SWFL!

ﬁ Locally Owned Southwest Florida Business
www.Tri-TownConstruction.com

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



PHONE:
239-4FLOORS (239-435-6677)
FAX:

239-431-5910

Flooring & Kitchens

2700 IMMOKALEE ROAD #14 EMAIL:
NAPLES, FL 34110 info@afknaples.com

P> we ask...you telll

What does your
power morning

routine look like?

CHLOE DE MALEISSYE-MELUN
Premier Sotheby’s International Realty
Making the bed and early morning
fitness, 100%. Spin class.

ADAM SHEETS

RE/MAX Realty Team

Always make the bed, get the coffee
going, and catch up with emails, social
media, and daily news. Head to the
gym without my phone. Get home, get
dressed, head to the office.

JOE EPIFANIO
Royal Shell Real Estate

News, email, then workout.

ERIC GALLUS

Premier Plus Realty

Americano with coconut milk, then
read the latest posts from SWZFL
Florida Real Producers.

CHRIS TORRES

Master Touch Installations, Inc.

I wake up early in the morning and jump
in the shower. I enjoy cold showers; it
relaxes me and wakes me up faster than
coffee. I then proceed to get ready and I
pick some cool dress socks to match up,
depending on my mood. Before leaving
home, I picture how I want my day to
be. I close my eyes and see myself doing
everything that I want to see and do on
that day, then I open my eyes, close the
front door, and go for it!

ALESSIA MARCIN

Balanced Images

Up by 6:30 to 7 a.m. The first thing I do is go to my
sunroom and journal what I'm thankful for, what I
want to accomplish for the day, and what I want to
accomplish for the next few months and the year
ahead. Then, I read at least three pages of whatever
book I'm reading at the time, give my cat Leona
boops on the nose, enjoy breakfast and caffe (coffee
in Italian) and get the day started.

MARK RILEY

Lux International Properties

Up early. Thank God for the day. Stretch at the edge
of my bed. Make my bed. Brush my teeth. Make hot
tea. Sit for 45 minutes and read from four to five
different books and meditate. Work out. Get ready
and start my workday. I believe taking time to pre-
pare mentally, spiritually, and physically for yourself

brings serenity.

CANDACE FARMER

Local Real Estate LLC

Last Christmas, my mother gave me 365 inspira-
tional, handwritten notes that she wrote. Each
morning I pick one, read it, pray on it, and also post
to social media so others can enjoy them. Hundreds
of people follow me looking for them each morning

and are enjoying them as well.

ANDREW REGENHARD

SWFL Real Producers

I'wake up around 5:30 and work out (CrossFit) at 6

or 6:30. Then, I love to relax and enjoy a cup of coffee

before getting going. I get started on work around 8 or
9 to be ahead of the day so when 9 a.m. appointments

begin, I'm ready to rock and roll!

SWEFL Real Producers - 21



THE FUTURE OF WORKSPACE

USTAINABLE OFFICE SPACES.WHERE z: VEN.I-URE
| _
NG TO WORK EVER ""’;M_ |
[ | | |

= A K -

LUXURIOUS INDIVIDUAL AND TEAM OFFICES ¢ MEETING ROOMS ¢ PODCAST ROOM venturex.com ¢ 239-300-9601
100+ LOCATIONS GLOBALLY ¢ TOUCHLESS ENVIRONMENTS 4850 Tamiami Trail North, Suite 301 ¢ Naples, FL 34103



— p» mindset matters

Has there ever been a time in your life where you were searching for answers as to why you were not
advancing in your career, your relationships, and your life? Where you felt stuck, you put in the hours every
day, you had wins and felt amazing, only to have it be followed by a quick swift kick in the gut and everything
came back to “normal”? You might have been growing and scaling but not at the pace you wanted. If you
are like me, you want it NOW, and when it's not happening NOW — or at the pace you want — you may feel
sad, scared, down on yourself, wondering if you are ever going to “make it” You might make amazing strides,

only to be followed by failures and losses that bring you right back down to your “normal”

24 . September 2021

A
A

Ed Mylett talks about the “Thermostat of Your Life”;
Gay Hendricks, in The Big Leap, talks about the
“Upper Limit Problem”; and Ryan Stewman talks
about the “Force of Average.” Basically, they all mean
the same thing. The moment you start to make big
strides in your life and in business, the Thermostat
or the Upper Limit Problem or the Force of Average
takes you right back down to your “normal.”

Think about your home or your car. You have a
thermostat in your home or car and have it set at a
certain temperature. The moment the temperature
gets too hot or cold, the thermostat kicks in and
brings the temperature right back to where you have
it set. The same goes for your life. You have your life
set at a certain temperature. When you make great
strides in your business or in your life, you start to
feel happy, excited, on top of the world ... and then,
all of a sudden, something happens to bring you right
back down to the temperature your life is set at. So
the question is, how do we raise the temperature in
our life so that when we do have setbacks we are

now having them at our “new temperature”?

1. Understand and recognize this is happening.
Everyone has ways that they limit themselves.
When setbacks happen, try to figure out what
caused them — not the actual or physical thing
that took place, but what happened internally
that caused your thermostat to fall. Whatever it

is for you, recognize it and change it immediately.

2. People. There is an old saying that you are the
average of the five people you hang around
with. I believe this to be true! Unfortunately,
we probably love the people we hang around
with, and that is why we hang around them.
However, they may be the people holding you
back from your greatness. If you want more, find

people doing more than you. Find people doing

Danielle Damianov has been in the mortgage and real estate business since 2001. She
is currently the VP of Mortgage Lending at Guaranteed Rate, has her real estate broker
license (inactive) and real estate instructor’s license, is author of Real Estate Secrets
Unlocked, and loves helping real estate agents succeed in their business. You can check
her out at www.lendfla.com and www.believelearnachieve.com.

what you want to do and watch them, hang
around them, join groups or masterminds with
like-minded people. Surround yourself with

positive people who inspire you.

3. Mindset. My mindset is the number-one culprit in
lowering the thermostat of my life. For some rea-
son, the moment I am growing and everything is go-
ing great, I self-sabotage and start to wonder when
it is going to end. This, I've realized, is my “Upper
Limit Problem.” The great news is that I finally rec-
ognized it. For others, self-limiting thoughts might
be fear of outshining others, self-limiting beliefs
that they are not worthy of more, or negative family
and people around them that tell them they can’t
do it. It’s so important to stay positive regardless.
Things that help keep me positive are recognizing
the negative thoughts and pushing them out, and
practicing my miracle morning, which includes
journaling, meditation, exercise, reading, and
daily gratitude. I encourage you to figure out what
helps you get you out of your “funk” and make that
change immediately! The most successful people
know how to control their mind. Change your

thoughts and you change your life.

4.Keep moving forward. A lot of times, when things
are great and we are heading in the direction of
our dreams, we get knocked down and we stay
down. We feel stuck. We wonder what is going
on, why is this happening, and “analysis paraly-
sis” kicks in. Get up and move forward. Don’t let
days or weeks go by. Be reminded that this is only
old habits trying to bring you back down to your
“normal thermostat.”

So the question is, what is your thermostat set at in
your life? Is it where you want it to be? If not, it’s
time to raise your thermostat so you can become

the person you were destined to be. You’ve got this!

SWEFL Real Producers - 25




ARE YOUR CLIENTS READY TO BUY BUT NEED
s HELR LUNDERSTANDING ALL THE DOWN

ADINOLFO RIVERA

BRANCH MANAGER | NMLS# 327112

1. 6.6.6.6 ¢

"The entire team is so professional and kind!

O 2398780107
©® deanna@communitylendingfl.com

@1 College Pkwy., Suite 203
Fort Myers, FL 33919

They did an excellent job of explaining the
process from start to finish and answered all my
questions. | am so happy with all of their work!"
- Jessica D., Google Review . -

|

Deanna was very responsive | | RN )i

/////////I_I i

to questions and was on top
of things. | felt like | didn't
have to follow up, as | knew

she will get the job done. -
Being a Realtor that is so beckerhomemaintenance.com

239-351-6820 [ [

important. Thanks, Deanna

for all you do!

AN
COMMUNITY

LENDING

Powered by Hamilton Home Loans
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»» master the media - TRU STED pRACTlCAL SMART
aavice solutions strategies

By Christina Daves

WHAT SHOULD YOU
PITCH THE MEDIA

== RIGHT NOW?

What topics can you pitch your local media this fall? estate space and do something for the community

September topics to consider are back-to-school and this month and share it with the media. It is also

the real estate market. What weather changes happen  Veteran’s Day this month. If you work with veter-

and what should you do to keep your home maintained ans or have special programs for them, this is the

in the fall? It’s Indoor Plant Week the third week of time to pitch this story.

September. You could talk about plants and staging

and how they make a house more sellable. Think seasonality, time of year, what’s happening
this time of year, and holidays, and plan out

October is Breast Cancer Awareness month. Is this your pitches for this fall.

something you are passionate about? You can pitch a

story related to your non-profit that is a win-win-win

for you, them, and the media. October is Financial

Planning Month. What tips can you provide an audi- Christina Daves is the founder of PR For
ence related to financial planning and real estate? It Anyone®. She has trained thousands of
is also Fire Prevention Week, October 3rd-9th. As real estate agents in gaining visibility by using
an expert in homes, what can you talk about that all traditional and social media together for maximum
homeowners need to do to keep their home safe? effectiveness. Agents she has worked with have =
appeared in national magazines, newspapers, radio, . | Zampogna | Flores is a full-service real estate law firm serving all of Southwest Florida.
Next is November. There is Thanksgiving this month, television, and blogs. Book your free business strategy A . ] : Our team is committed to assisting buyers and sellers with the purchass and sale of residential
and it is also National Gratitude Month. What are session at www.ChatWithChristina.com, and learn [P and commercial real property. We work sice-by-side with our clients from conltract to close.
you thankful for? Can you create a movement that more about Christina at www.ChristinaDaves.com.

could land publicity? Team up with others in the real

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

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

Clarus specializes in acquiring Merchant Service Provider portfolios
across the US. In a world full of uncertainty, merchant processing
portfolios are a great opportunity for diversification and cash flow.

CONTACT

Jonathan Turner
P: 239.443.5433
M: 717.979.8914
E: jonathan.turner@clarusdc.com
W: clarusdc.com
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have consistently ranked cleanliness (51%) followed
by odor (22%) style of decore (13%) furnishing (6%)

Call us and never worry about another detail

] i W * 4 ’-- :t.
J || Contactus: & -‘-".#-:*.*‘_ -

Santiago Ospina - (239) 200 - 1114 k
/ ospina_santiago@outlook.com
J

RESPONSIVE
INSURANCE

WITH SO MANY POSITIVE REVIEWS ON GOOGLE,
WHY AREN'T WE ALREADY A PART OF YOUR REFERRAL NETWORK?

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

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

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

(239) 596-3177 | www.responsiveinsurance.com
2950 Immokalee Rd, Ste 4 Naples, FL 34110
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Matt Nance, Rich Costante Alyssa Costa Judy Hentges Keith Zulik Claudine Cody
Owner Enaillo Gochenouer
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KeEEP A

COMPELLING

SCOREBOARD

Here in Southwest Florida, we
are now in hurricane season.
Fortunately, so far, we’ve been
spared, outside of a bit of rain.
However, along with New Orleans
and Texas, we have had our fair
share of storms here over the

years. I distinctly remember

32 - September 2021

Hurricane Andrew — how it tore
up Miami, and in Louisiana, how
Hurricane Katrina completely rav-
aged New Orleans in 2005.

What I also remember was being
a football fan that first Monday
Night Football game, hosted by the

New Orleans Saints back in the
Superdome. It was like the city was
able to feel whole again as they all
finally got a chance to cheer after

weeks of tremendous adversity.

During this time, there were also

some lower-level football games

going on in the city of New Orleans.
One particular Friday evening, weeks
after the storm, the local high school
team had an important game to play.
As usual and expected, the stands
were full of moms, dads, and friends
of the young boys to watch them
play. Everyone experienced the usual
excitement leading up to the kickoff,
including the actual opening kickoff,
where everyone hoots, hollers, and

makes lots of noise.

However, what was most interesting
is that once the ball was kicked off
and the game progressed, something
unusual was happening. No one was
cheering. There was no enthusiasm or
excitement coming from the stands.
No longer were the moms, dads,

and friends cheering for their son or
favorite player. Actually, no one was
even paying attention to the game at
all. What was going on?

What was happening was that the
scoreboard had been blown down
by the hurricane and had not yet
been repaired. Because there was
no scoreboard, no one knew what
down it was, how many yards to a
first down, how much time was left
on the clock and, most importantly,
what the score was. The game was
in progress, the boys were playing,
however, no one in the stands knew

what was actually happening.

The lesson is that no matter how
hard the game is being played, if you
are not keeping score, they will soon
become disengaged and will no longer
care. If you do not have a compel-

ling scoreboard in your organization
where people are keeping track of
not only their own, in addition to the
overall company progress, the results,
where you're at, and how far you
need to go to accomplish the goal, the
enthusiasm will eventually erode and

they will become disengaged.

Why is this so important? It’s
because disengaged employees cost
the U.S. economy billions of dollars in
lost productivity. That’s bottom-line

dollars we can’t afford to lose.

There is nothing more exciting to

me, in business, than when the entire
team is engaged, while tracking the
goals and KPIs (Key Performance
Indicators) ... when a whiteboard is in
an office for all to see the score of all
the sales players ... when the sales-
people are competing in a friendly
and professional manner to be the top

dog, as they say.

Great teams know what it takes
to win because they know to keep
score. I encourage you to create a
compelling scoreboard, empower
your team, track the KPIs, con-
sistently measure your prog-

ress, and go win your game.

coaching corner €4

By Michael Dill

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



KH FQuITABLE QUIT FISHING WITH A
LOAN OFFICER
() THAT BARELY ANSWERS
THE PHONE,
WHEN YOU CAN
LAND YOUR DEALS
ON TIME WITH STEVE.

Loans approved in 12 days

Over 70% of our closings are purchases

STEVE CALABRESE, Loan Officer
Certified V.A. Loan Specialist
239-778-6548 | stevec(@eqfin.com

STEVECALABRESE.COM

StevenMCalabrese
€3 Steven Calabrese




There can be numerous needs that
someone will call a handyman for,
from garage organization, cleaning
out unwanted items, fixing broken
door handles, fixing a noisy ceiling
fan, putting together online furniture
purchases, caulking an old shower,
pressure washing, or even repairing
screens. Having a handyman with
the experience and the right team to
tackle a variety of different projects
can be a great asset to have in one’s
“tool belt.” Handymen are great,
reliable, and cost efficient for normal,

quick fixes for most listing needs.

A trusted handyman can be a great

resource for clients as well, since they
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will also be able to assess whether
the job needed, from quick fixes
getting a home ready to go on market
to lengthy inspections reports to the
new owner needing a variety of new
projects, like new flooring, cabinets,
and painting done to make their
house a home requires more special-
ized help or not and can often make
referrals to other contractors they are

familiar with.

It’s a great asset to have a phenome-
nal handyman but, at the same time,
it’s extremely important to know their
limitations. Handymen can do smaller

projects, such as building furniture,

%
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By Blake Becker

cleaning out garages, small repairs,
moving furniture, and cleaning and
organizing garages, but they can only
offer so many services. Knowing
when to call in an expert in construc-
tion is key to giving the buyer or
seller the right person for the job. If
your client needs flooring, a kitchen
remodel, bathroom upgrades, plumb-
ing or electrical, specialty contractors
may need to be called in for those

types of services.

Excellent handymen are those who
are not only available, responsive,
and do top-notch work, but know

their limitations and recognize when

they need to step aside and let another ven-
dor come in to assist a client with getting
the correct type of service they need. For
REALTORS®, the most valuable handymen

are those who have developed working

relationships with a variety of these other

service professionals, including car-

penters, painters, movers, cleaners,
designers, and general contractors
who can take on the smallest project
or much larger ones when the oppor-

tunity is presented.

Having a trusted handyman who
knows the limitations and can refer
a great specialty contractor when
needed is a wonderful asset to offer

any type of client.

Blake Becker, owner of Becker Home Maintenance, was born into a construction household,
as his father and grandfather were both in the industry. At a young age, Blake learned multiple
trades and gained experience on job sites being a helper for his family business. As owner of
Becker Home Maintenance, Blake has worked the field as a handyman, flooring installer, cabinet
builder, and painter to build the reputation that Becker Home Maintenance has in our community.
His vast knowledge of multiple trades and his years of onsite experience have given him an edge for
what is needed to operate a successful business. Now that he is in the position of managing the company, Blake
continues to push the limits and raise the bar for his team and the expectations of his clientele.
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WOODS - WEIDENMILLER
MICHETTI- RUDNICK

I.1 MOORE LENDING GRouP | (% CARDINAL

Getting a home loan
with Moore Lending

Group isn't just a
transaction, we

Brittany Moore

Producing Branch Manager

a'h

Tyler Moore

Sales Manager

NMLS # 824215 consider you part of NMLS#: 1408486

Direct: 954.866.7189
Cell: 239.292.4194
BMoore@moorelend.com

f any kind. Loan

the family.

ncial history, and program availability at time of origination terms are subject to change without notice. Corporate Address: 3701 Arco Corporate D
W 236 L information can b

Direct: 954-866-7186
Cell: 239-292-4191
TMoore@Moorelend.com

‘This i not a loan commitment or guarantee of any kind. Loan approval and rate are dependent upon borrower credit, col
28273, Cardinal Financial Company, Limited Partnership - DBA Moore Lending (NMLS ID 66247, for licensing inf

rive, Suite 200, e, North Caroli
an be found at: hitps://cardinalfinancial.com/nms-licensing!.

PH: 239.325.4070 | www.lawfirmnaples.com

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

Woods, Weidenmiller, Michetti & Rudnick, LLP

a Florida Professional Limited Liability Partnership

The hiring of a lawyer is an important decision that should not be based solely on advertisements. Before you decide to hire an attorney be
sure to request free written information about qualifications and experience. Rule 4-7.2(d).

FIND YOUR SOLUTION TODAY!

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

HOME

AUTO
WATERCRAFT
AVIATION
COLLECTIONS
JEWELRY
LIABILITY
BUSINESS

LICENSED IN
ALL 50 STATES

Ea— S

Corey Walker, CPRIA, AINS
Private Client Risk Advisor
(239) 213-2049
cwalker@bbswfla.com

Brown & Brown of [[‘}' Bl'ﬂwn &r Brﬂwn

Southwest Florida i o
1421 Pine Ridge Rd, Suite 200 - [NSURANCES
Naples, FL 34109 SOUTHWEST FLORIDA

ﬁl;YTHON

HOME INSPECTION

REALTORS...

Your reputation is your most valuable asset and
clients rely on you to guide them through a
complicated and stressful process.

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.

Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI

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

or visit our website pythonhomeinspection.com
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P> power team

By Zachary Cohen | Photos by LaCasaTour

- Lawrence
_MIDLETON }

= ’

Lawrence Middleton and Kristin Cavella (shown in the clubhouse foyer at Talis Park) both had successful careers in real estate before joining forces and starting the
Middleton—Cavella Team at William Raveis Real Estate.

We had the pleasure of working together over the

years, and I knew if there would ever be someone [ wanted to

partner with, it would be Lawrence. b b

“You must be shapeless, formless,

like water. When you pour water in

a cup, it becomes the cup. When you
pour water in a bottle, it becomes

the bottle. When you pour water in a
teapot, it becomes the teapot. Water
can drip and it can crash. Become like

water, my friend.” — Bruce Lee

For decades, Lawrence Middleton
and Kristin Cavella traveled parallel
paths. Each built a successful real
estate business rooted in luxury

sales, and each created a new life

for themselves in Florida. Lawrence,
originally from Britain, moved to the
U.S. over 13 years ago. Kristin, orig-
inally from New England, relocated
to the area 20 years back. Over the
last 13 years, they circled each other
in the real estate community. They
worked deals together, and over the

years, developed a friendship.

Early in 2021, the pair decided to
take their businesses to the next
level, teaming up to become the
Middleton-Cavella Team at William

Raveis Real Estate. “I was drawn to
Kristin because of her professional-
ism,” Lawrence says. “Ethics, first and
foremost, is paramount, and that’s my
whole ethos around business — doing
things right the first time, and full
disclosure to the clients. We realized
that’s how we both worked. So, you

get two great minds for one.”

“We had the pleasure of working
together over the years, and I knew
if there would ever be someone I

wanted to partner with, it would be
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Lawrence Middleton and Kristin Cavella have a tradition of getting together to toast one another after making a sale.

Lawrence. It was a matter of time,”
Kristin adds.

Beginnings

After graduating from the University
of New Hampshire with a degree in
hotel management, Kristin worked
her way up to become a national sales
manager for The Ritz Carlton. In
that role, Kristin became an expert
in high-end customer relations. She
traveled the world for training and
personal development. “The Ritz
Carlton constantly taught you about
customer service. We understand
that to a concierge level. Their motto
was: ‘We are Ladies and Gentlemen

serving Ladies and Gentlemen’... I can

still say our mission after 20 years.
The Ritz Carlton invested a fortune
in us in sales, personal development,

and human relations.”

In 1999, Kristin relocated to Naples,
where she met the vice president of
sales for builder and developer WCI.
“They were building a new commu-
nity, and he said I would be perfect.
They were putting a Ritz Carlton
onsite, and he said that if I can sell
that, I can sell real estate. So I went
with the flow. That was the start of

my real estate career.”

Lawrence was born and raised in

Birmingham, England. He built a

successful career as a sales director
and eventually started taking clients
overseas to purchase homes. When
he was offered a full-time position
at Mediterra in Florida, he accepted.
That was 2008. “I now have over 30
years of sales and marketing experi-

ence,” Lawrence explains.

“We very much pride ourselves that
the clients we work with are retired
or acting CEOs and VPs of large,
international companies. We pride
ourselves on listening. Many hear

but don’t really listen. We need to
establish our customers’ needs. When
we deliver a benefit statement in a

way we can do with our background,

When I heard Lawrence was a disco dance champion,

[ thought, T am working with the right person, 99 Kristin laughs.
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Fun fact: Both Lawrence and Kristin have a history as dancers. Kristin
helped to found the dance team at the University of New Hampshire,
and competed in ballroom dancing later in life. Lawrence was well-
known for his dance skills in the nightclub scene.
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One Source.
Countless Solutions.
One Clientata Time.
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Lawrence Middleton and Kristin Cavella, close friends and principals of the Middleton—Cavallo Team at William Raveis Real Estate, are in a growth mode and hope to "\
create a real estate dynasty, with Lawrence’s daughters slated to join the team after graduating from college next year. | F

that gets the buyers working with us,”  target high-end real estate, golf com- business. Kristin’s son, Max, is 20 and

Lawrence says. munities, and luxury subdivisions. lives in Montana. As Lawrence and
Their goal is to produce over $75 mil- Kristin look ahead, they do so with the
“That makes the CEOs and successful lion in their first two years together. vision of creating a family dynasty.

entrepreneurs comfortable with us. CIDSE 50% more traﬂSaCtIDﬂS th]S year b.}f ]ust Ca“H"Ig me

They know we have the background to At the moment, the team consists of “We have our eyes wide open and are )
come through for them,” Kristin adds. just Lawrence, Kristin, and an office ready to adapt,” Lawrence explains. L] CE n SE‘ d a l l DVE‘ r t h E‘ U S ﬂ't

manager. However, Lawrence’s triplet “We have been doing t.his for a lon(c?s P ro g rams t h E':lt age N tS d i d N :t k NOW E}(I StE‘d

It’s All About Trust daughters graduate college next time and want to continue to do this

Lawrence and Kristin specifically year and plan to join their father in for a long time. We’re taking it to the P o p r] eta ry lead Syste mes t hat Nno one e l Se h as or k nows a b O th

next level now.”

We have been doing this for a long time and
want to continue to do this for a long time. we're Josh Lund eranch Manager | nmLs #387408

taking it to the next level now. %9 GO ld S tar %Dl;;gr 4r~;§rt§;gae3ﬁnancial ARl RIS #2090

Mortgage Financial Group & JLund@goldstarfinancial.com (=)

FCak Pl
LEMDER
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YOU SELL IT. WE WATCH IT.
The Difference Realtors Recognize

¥ Vincent
HOME WATCH, LLC. N, Saputu

Owner Operator

Estate Specialist « Home Wateh « Concierge & Vehicle Services
There is a difference: Professionally Trained, Insured, Bonded and Background Checked.
Vincent is a former Police Officer, Naples Resident, Husband and Father.

wmunone conmrd 239-249-3353 | naplespremierhomewatch.com
Kl info@naplespremierhomewatch.com @

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

GOODWIN LAWY, P.A.

Judgment. Counsel. Integrity.

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

www.FLestatelaw.com

239-207-3403
800 SEAGATE DR STE 202, NAPLES, FL 34103

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

SERV'CES SW sunservicessw.com | 239-285-5320 IR @ el

REAL ESTATE PHOTOGRAPHY Jon@SunServicesSW.com FLRTINOM Y 2020 / Ersaission et | 2020 | e

Super Lavwyers
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P» partner spotlight

By Zachary Cohen
Photos by LaCasaTour

CHRIS
TORRES

Master Touch Tile & Stone

A MASTER OF HIS CRAFT

Chris Torres remembers standing outside the hardware store for hours on end, handing
out flyers, struggling to land his first flooring job. It was 2005, and Chris had just
graduated from high school a few months earlier. As a mere teenager, he took a huge

leap of faith, launching his own business with the dream to build something big.
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Rum Runners Restaurant, a favorite local lunch spot for Chris, is within walking distance of his office.

Seventeen years later, that dream
has come to fruition. Long gone are
the days of soliciting work outside a
hardware store; Master Touch Tile &
Stone has made a name for itself as
one of Southwest Florida’s highest-
quality flooring, bathroom, and

kitchen contractors.

The Early Years

When Chris first launched his com-
pany, he was a one-man show. He
was young and inexperienced, but
driven. “It was really rough at the
beginning. People didn’t know me,”
Chris remembers. “Being so young,

after two months, I was really close
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to giving up. I didn’t get any phone

calls or projects.”

And then, one day, Chris got a call
from a gentleman he had given a flyer
to earlier. After a conversation and

a consultation, Chris landed the job.
Little by little, more work began to
trickle in. Chris gained experience,

and his business began to flourish.

Unfortunately, just two years after
getting his business off the ground,
the economy crumbled. By that time,
Chris had a small team, but work had
dried up. “People weren’t building.
There were no jobs. I had to do some-

thing different,” Chris remembers.

Second Time’s a Charm

Chris had a good friend that worked
as a firefighter. While Chris had
never considered this line of work
before, his friend inspired him to
give it a shot. So, in 2009, he entered
the fire academy and eventually
landed a job with the Lehigh Acres
Fire Department. A year later, he
joined the U.S. Army Reserve as well.
Through this period, Chris continued
to work small construction jobs on
the side. But in 2011, he made the
choice to step back into construction
fully. “I came back with a different
mentality,” Chris explains. “That’s
what’s helped the company thrive.”

Chris Torres, pictured at his centrally located office in Cape Harbour.
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Chris Torres, owner of Master Touch Tile & Stone, has 10 different crews of expert craftsmen and personally visits every job site to ensure clients
are receiving the highest quality of service and care.

With the fire department and the
Army, Chris learned leadership and
communication skills. He has come to
understand that pushing forward and
doing as much work as possible isn’t
a fulfilling goal. When he returned

to Master Touch Tile & Stone, Chris

came back with a new vision.

“In the new-construction world,

we would go to projects and I never
got to meet the homeowner. I never
met them, never knew if the cus-
tomer liked our work. We just met
with a contractor, and everything
was pushed forward on a schedule,
rushed,” Chris reflects. “So the sec-
ond time around, I wanted to come
back and grow my company by work-
ing side by side with homeowners. I
focused everything on that, and since
then, that’s all we do. I work with the
client, for the client. Whatever they
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want, I can make it happen. For me,
that’s everything.”

Craftsman First

Chris is proud that his team is made up
of expert craftsmen. This allows Chris
to focus on client relations while his
team is entrusted with the details. Chris
considers it his job to ensure every
project is completed with the utmost
care and attention. “Floors are some-
thing you want to make sure you love
because once they are in, they are in for
good. So we take our time. We select a
crew, and we have 10 different crews of
two to three guys. Once we select the
crew, that crew will work the project
from the beginning to the end. On top of
that, we have a project manager. That
project manager goes to every job daily.
And I stop by the projects too. My goal
isn’t to check on my guys; my objective
is to go and talk to the clients and ask

them, ‘Is there anything else we can do

to better your experience?”

Chris believes that every client and
every home has a story — and that’s
what makes his line of work so enjoy-
able. Chris loves hearing about his
clients’ visions and bringing them to
life through his craft.

“I would love to see my company
continue to grow. It’s important to
grow, but not at a fast pace, because
what we do is unique. What we do is
craftsmanship. We are going to grow
with good quality work and good
quality people.”

For more information, visit

mastertouchinstallations.com.

MASTER TOUCH
TILE & STONE
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WE’VE SEEN A LOT, Downtoww Living WiHrowt Lumitfotiony
SO WE KN OW A LOT. - FINAL CHANCE - BUILDING 3 OVER 50% SOLD! ¢
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INSURANCE
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DAMON BRIST AGENCY | 239.202.2933
9861 BERNWOOD PLACE DR STE 165

CENTRAL

: NOW ACCEPTING CONTRACTS ON BUILDING THREE.
TEN NEW FLOORPLANS RANGING FROM 1,409 - 2,505 50 FT — PRICED FROM $1.3 MILLION WITH UPGRADED APPLIANCES,
EXPANDED TERRACES AND AMAZING AMENITIES — RIGHT IN DOWNTOWN NAPLES. STOP IN FOR ATOUR TODAY!
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“Real success lies in bringing joy to others.”

As Candace Farmer, a REALTOR® with Local
Real Estate LLC, approaches, there is no mis-
taking her. Her broad smile and joyous pres-
ence are paired with a bright Lilly Pulitzer
blouse — a nod to her attitude towards every-
thing in life. “I always used to wear black and
white, and I thought, ‘I really need to switch
that up.’ Because the brightness — that’s me.
Bright energy, bright attitude.”

Candace’s big smile isn’t the result of a stress-

free life. In fact, her optimistic outlook is the

result of struggle and her journey to overcome

it. “I'm all about perseverance,” Candace says. “I

L i |

never quit. It’s 110 percent, or I don’t show up.”

The Winding Road

Before landing in the real estate business,
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Joy, Perseverance, and Service

Candace spent eight years as a munic-
ipal bond trader and then owned a
sign business alongside her father in
her hometown of Richmond, Virginia.
Her parents eventually relocated to
Florida, and after visiting for years,
Candace joined them in 2004.

In Florida, Candace became one

of the top salespeople for a small,
direct-marketing jewelry company.
At one point, she had 70 women
working for her. But when the Great
Recession hit in 2008, she was faced
with a stark new reality. “In ‘08, if
you had a group of 10 people, eight
out of 10 were either in foreclosure
or bankruptcy. I fell on financial
hardships in the downturn of the

market,” Candace reflects.

Candace lost her house. She went
through a short sale as a homeowner —

something she doesn’t wish on anyone.

At the time, Candace’s real estate
agent asked her why she didn’t

give real estate a shot, but Candace
dismissed the idea initially. After
all, she had gotten licensed in 2005,
shortly after moving to Florida, but
never gained traction in the busi-
ness. As Candace searched for work,
she applied for a job at Habitat for
Humanity. The applicants were
narrowed down, and Candace was
one of two applicants left standing.
“I needed that job badly,” Candace
remembers. “It was $80,000-a-year
with a company car. I jumped
through hoops to get that job.”

LW W
INE NEE

Candace’s niche is mobile homes. Although she sells luxury properties as well, she really enjoys this market because it’'s so unique.
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Candace Farmer in her custom California Closet, with her impressive Lily Pulitzer collection (meant to brighten up her day and,
therefore, her client’s day).

Unfortunately, Candace was not
selected. Yet, during the process, she
had a dream that would change her
outlook. “I had that ‘aha’ moment.

T had a dream one night. I heard in
my head, ‘Be patient. Obey. I have

another door to open for you.”

Candace listened and trusted. She
remembered the encouragement of
her real estate agent and her past
hopes of being a successful agent.
Finally, in 2013, she dove into real
estate sales for a second time.

An Unorthodox Niche
As Candace worked to get her
business off the ground, she gained

traction in the most unlikely
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market niche — mobile homes.

Or, as Candace likes to say, mobile
cottages. So while most agents are
chasing luxury listings, Candace did
just the opposite, and she’s achieved
tremendous success doing so.
Candace consistently sells around 70

units per year.

“I have met some of the most amazing
people buying and selling mobiles,
including celebrities, well-known
doctors, race car drivers, and some

of the largest farmers in the U.S. I get
an amazing history lesson from each

sale,” Candace says.

Today, Candace works for broker
Angie Parker at Local Real Estate. In

May 2021, Candace sold a staggering
21 units, breaking her previous per-
sonal record of 19 units in a month.
“For an agent with a $3 million trans-
action, they’ve touched two people,”
Candace continues. “If I do 21, I've
touched 42 people. Over time, that
led to so many referrals, and now I'm
doing it all.”

Closing 21 units in a month is no small
feat. It takes tremendous attention to
detail, follow-through, and long hours.
Even more surprising, perhaps, is that
Candace does everything herself. She
doesn’t have a team, an assistant, or

a transaction coordinator. “To do 21
units in a month, you have to love what

you do. I worked really hard.




Candace Farmer, with Local Real Estate, has achieved tremendous success as an individual agent in her niche market, which she
attributes to attention to detail, hard work, long hours, and her strong commitment to helping others.

I say, ‘Never put off ‘til tomorrow what you can do “My heart has always been to pay it forward. Once you
today.’ That’s how I close 21 units in a month.” live that life of financial hardship, all you want to do is
make money to help and give it back to someone who
Pay it Forward needs it. And that’s my whole goal — to make money so
Candace has run a successful sign business, lost her I can give it away. I love to help others,” Candace says.

house during the Great Recession, and picked up

the pieces to become one of Florida’s most unique “I'm very satisfied with where I am in life. I know what
real estate agents. Today, that experience is in it’s like to struggle, and now I know what it’s like to have
service to her clients. She’s lived through challeng- a comfortable lifestyle, [so] giving to others brings me

ing times, and she never wants to see her clients go  joy. I failed my way to success and for that I am appre-
through the same. ciative. I've been through the tough times, and that’s
made my desire to help others even stronger. I believe in

serving, not selling.”
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Playing to His Strengths

Hundreds of thousands of people have escaped to The Sunshine State just in the
past year, and can we blame them? The weather, the beaches ... there isn’t much
not to love about our great state of Florida. Longtime REALTOR® Richard Parlante
was in the restaurant industry as a business owner in Northeast Pennsylvania
before making his own grand escape to Florida over 35 years ago.

v

Richard had no intentions of getting into real estate when
he made the move to Naples. In fact, he and his wife opened
up a new restaurant in Bonita Springs not long after settling.
However, while selling his Pennsylvania house, Richard’s
interest in the real estate industry was piqued by his agent,
who saw qualities in Richard that would be a match made in
heaven for real estate. So, once in Florida, the competitive
guy he is, Richard sat down for an interview with a branch
of Coldwell Banker, thus beginning a brand new career that

would open countless doors for him and his family.

His first month in business, June 1987, set the trajectory for
how Richard’s entire career would unfold. “I'm going to be
your sales leader for this entire year,” he told the managers
at his new company. They laughed that off, of course, telling
him they appreciated his tenacity but that his goal was too
far-fetched. After all, he started in the middle of the year and

would be competing against seasoned, top-producing agents.

64 - September 2021




Richard Parlante’s wife, Chris, is his office manager.

“Try me,” Richard said. With the help of his coach
and mentors, Richard developed systems and
strategies that rapidly generated business. By

the end of the year, he was leading the sales for
Coldwell Banker. Richard left Coldwell Banker and

joined Downing Frye 10 years ago.

How did he do it? Richard says, “We planted

the right seeds, and we had the right formulas
that we developed early on. When you have a
love and desire to help people, and match it with
strong work and personal ethics, it’s a formula
for success. I also hired the right people from the
beginning. When you have a great team, you have

a great business.”

Some of Richard’s coaches and mentors included
the Mike Ferry organization, with Bob McKinnen,
Ken Goodfellow, and Dan Bagley. Bob and Richard
worked together to create a distinct team atmo-
sphere for Richard’s business. In doing so, they

hired a consultant who performed psychological

66 - September 2021

WE PLANTED THE RIGHT SEEDS, AND WE HAD THE RIGHT FORMULAS THAT WE
DEVELOPED EARLY ON. WE DIDN'T GO OUT AND DO IT WRONG AND THEN TRY
TO FIND SOMEBODY TO HIRE TO HELP US FIX ALL OF OUR MISTAKES. | HIRED

THE RIGHT PEOPLE FROM THE BEGINNING.

profiles for Fortune 500 companies to
determine if new hires possessed the
qualities needed to do specific jobs.
“He told me, “‘What we’re going to do
is we’re going to find your strengths
and weaknesses out of all the dif-
ferent job descriptions that funnel
into a real estate person’s life. Your
strengths we’ll play into, and we’ll
delegate the rest,” Richard says.

“That’s how I started with my first
assistant, who took care of all my

clerical stuff, which wasn’t one of

my strengths. Then, I hired a buyer

specialist and a listing manager. We
just got busier and busier from there.
I do the things that generate the
income, and everything else has been
delegated. It makes the whole ball roll
more smoothly. More importantly,
you're not leaving it to one person,
and nobody ever has anything falling
between the cracks because of an
overworked agent. This is the way

I’ve done it ever since 1987.”

Richard and his family are very faith
forward and strong in their church.
He believes in God above all things

Outside of work, Rich is an avid long-range and tactical shooter, as well as a fifth-degree black
belt (Renshi) in Niseido Ju Jitsu.

— work, play, finances... Richard gives
thanks to God, first and foremost, for
his many blessings and accomplish-
ments. Something else Richard attri-
butes his success to is his martial arts
career— not so much the act of mar-
tial arts itself, but the discipline that
goes along with it. Richard has been
training for 45 years, 20 of which
were spent as an instructor. “By and
large, you can’t have a disciplined por-
tion of your life and an undisciplined
other portion of your life,” he says.
“You’re either a disciplined person, or
you're not. Hitting the snooze button
in the morning isn’t an option. That’s
why I get to the gym early in the
morning. I do my bike rides early in
the morning. My foundation in martial
arts is why I do the things I do. I'm 66
years old, so I don’t work at the same
level that I did 30 years ago, but the

disciplines are still there.”

SWFL Real Producers - 67



WARM and EARTHY
33 ARM and

WHAT WE'RE GOING TO DO IS WE'RE GOING TO FIND YOUR STRENGTHS AND
WEAKNESSES OUT OF ALL THE DIFFERENT JOB DESCRIPTIONS THAT FUNNEL
INTO A REAL ESTATE PERSON'S LIFE. YOUR STRENGTHS WE'LL PLAY INTO, AND ]

# ]
WE'LL DELEGATE THE REST. : _ 9 i ' |

||"

;l.u. A
N

CARPET. [dL
" HARDWOOD
WATER PROOF

Richard and his wife, Chris, have
been married for 34 years. Chris
works alongside her husband as his
office manager. Richard says they
figured out early on that one of the
keys to a successful marriage is
quality time together. “We decided
many, many years ago that we would
spend our time off traveling, whether
it’s just a weekend or an overnighter.

‘We have done a ton of traveling over
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the years; you name it, we’ve been
there,” Richard adds. “Instead of buy-
ing material things as gifts, we buy
trips. We’re taking our grandkids on a
cruise. We took my daughter and my
grandson to Italy for his graduation.”
Richard and Chris have three living
children and one who has passed.
They also have seven grandchildren
and one great-grandchild.

“The old adage is, you ask a child at
any point in time in their life, ‘Do you
remember what I bought you?” and
they won’t remember. But, if you ask
them, ‘Do you remember that trip we
went on?’ they remember every single
part of it because it has a lasting
memory. So we decided we would
start focusing our time and energy on
travel. When you have common inter-
ests, and you have respect for each

other, then it works very well.”
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EXPERIENCE MATTERS

“When you leave a job, and that person is happy and
appreciates that you're there — that’s what it’s all
about. That’s why I went into plumbing, and that’s why
Ido whatIdo.”

Cory Garber has made a name for himself as one of
Naples’ most detailed, customer-focused plumbers.
Cory started working in the industry for his father’s
company at 17 years old, and today has been in the
industry for over 20 years. After a stint with the mili-
tary and a short detour into the tech sector, he founded
Gulfshore Plumbing Contractors, LLC, in 2014.

Beginnings

Growing up, Cory didn’t have much of a relationship
with his father. His parents divorced when he was only
4 years old, and Cory’s father wasn’t present during
his childhood years. But as a teenager, Cory rekindled
his relationship with his dad. At 16, Cory went to work
for his father’s plumbing company in Lakeland.

Cory Garber at a client’s home off Crayton Cove in Naples.

“My first time plumbing with him, it got too hot
around 11 a.m., and I went and laid down in the truck. I
thought, “‘Who wants to do this?”” Cory quips.

As the summer went on, Cory found his stride and
began to take a liking to the work. Still, he wasn’t sold
on plumbing as a career path. So, at 19, he joined the
military. When Cory finished his service time, how-

ever, he returned to the plumbing world.

Cory returned to his hometown of Naples in 1999
when he took a detour into the technology sector — a
field he had long had an affinity for. But, after a year,
Cory realized that working behind a computer screen

all day just wasn’t for him.

“My friend was working as an engineer here in town
and helped me get a job working with him. But after
ayear, I realized it wasn’t me. I'm a social person. I

love meeting people. I love plumbing because there



are different houses, jobs, people, and challenges.

66\\/e do everything —

new construction, commercial and residential
repairs, top to bottom. We'll run gas, anything.

When you leave a job, and that person is happy and
appreciates that you're there — that’s what it’s all
about. That’s why I went into plumbing, and that’s
why I do what I do.”

Cory returned to his roots, and by 2014, had
launched his own company, Gulfshore Plumbing
Contractors, LLC.

“As a kid, it was never on my list of my things to do
for a career, but here I am. I’'m good at it, and I love

what I do. It’s become my passion.”

Gulfshore Plumbing Contractors
With Gulfshore Plumbing Contractors, Cory has

made a name for himself for his responsiveness and

- -

Cory Garber, Owner and Operator of Gulfshore Piﬁmbing Contractors; LLC, has built a
<l reput_atien'fér responsiveness and the-ability to take on high;_effd; custom jobs.
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ability to take on high-end, custom jobs. His team
is service-focused, understanding that their work
is as much about managing communication as it is

about fixing pipes.

“We do everything — new construction, commer-
cial and residential repairs, top to bottom. We’ll
run gas, anything,” Cory says. “But really, it’s about
providing a service to people, having pride in what
you do, and having customers that become friends

over the years. I'm all about building relationships.”

Cory has identified a synergy between his approach
and that of real estate agents. Both he and the
REALTORS® he works with value name recogni-
tion, integrity, and reputation. “That’s what we do.
It’s the same thing,” Cory says. “We deal with a lot




YOU GET WAY MORE THAN JUST AN INSPECTION...

of different customers, and our success is all about /\
integrity, reputation, and getting the job done. I

“ We deal Wlth a 1Ot Of di{ferent know that a Realtor’s name is just as important as

customers and Our success is my name. They don’t have to worry about me going PANTHER HOME
’ in to look bad for their customer. I'm determined to
all about integrity, reputation, make them look good.” I N S P E CT I o N

and getting the job done.

For more information, please contact Cory Garber

at gulfshoreplumbing@comcast.net.
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Selecting and Growing Your Farm

Geo-marketing (farming) is a low-tech, market-
ing approach that is more timely today than ever.
Although most of the media is about high-tech
ways to spend vour time and your money, dom-
inating a farm area and branding yourself as the
go-to Realtor for that community has proven a
very effective and relatively easy way to get a
fantastic return on your investment.

Here's a couple of other things you need to factor
in when selecting and growing your farm:

1. Have a connection with the communities you
decide to farm. Living in your farm is the easiest
way to have a connection with a community. We
have always contended that the best community
to farm is the one you live in..the next best is the
community you want to live in. Of course, you
don't want to wear out your welcome by contin-
ually bothering residents. Be present, be seen, be
the source of up-to-date information, but don’t
be a pest.

There are plenty of agents who farm communi-
ties they don't live in. Perhaps you have another
connection, like being a member of the club. Or

have been on the original sales team that sold the
community new and you have continued a resales
effort. Maybe it's as simple as your office being
the nearest to the community.

2. Farming is a long-term strategy. Don't start if
yvou're not in for the long haul. We just brought
on a new client that's been farming his commu-
nity for five years. He said it took two years for
people in his farm to call him. Once you decide
on an area, you need to nurture it over time to
yvield the best results.

3. The rule of 3-7-27 explains why. It takes three
contacts for a prospect to remember your name;
seven contacts to associate your name with real
estate;, (just need a comma not ;Jand 27 con-
tacts to brand yourself as the top-of-mind agent
for your farm. So your goal is to ‘touch’ each
homeowner 27 times as quickly as possible. Make
sure whatever you send homeowners are on a
regular basis and are top-notch so they brand
vou accordingly. If you can do something no one
else can, it is even better.

4. Branding yourself as the leading real estate

professional in the community. People want
results and being seen as number one indicates
results. According to NAR's Profile of Buyers and
Sellers, 75% of sellers only contacted one Real-
tor, 90% only contact two. The number of other
agents you're competing against is a good indi-
cator of your brand.

5. Good old-fashioned mail is a proven way to
leverage your time. Many pundits recommend
door-knocking. Everyone | meet in real es-

tate is so busy, they barely have time to do the
things that have to be done every day, let alone
door-knocking. Mot to mention the climate in
Florida is not conducive to ringing doorbells. The
good news is you won't burst into flames from
the heat, since you'll be soaking wet from the
humidity. Qutsource your door-knocking.

6. Be realistic about the number of homes you
decide to farm. Don't bite off more than you can

chew. This will vary by each agents’ GCI, bigger
earners being willing and able to commit to more
homes and more frequency. Typically farm areas
can be as few as 500 homes, with some agents
regularly contacting 4,000+ homeowners.

7. A farm yields more than just listings. Many
believe each listing results in a buyer commission.
Be it the homeowners themselves or someone
that stops in at an open house, or maybe a lead
from someone who saw the listing online, or a
referral, listings are only half the bounty.

As major companies like Zillow become your
competition, hyper-localized experts are going to
be the answer to competing against already es-
tablished giants. And it's not just Zillow - it's the
dozens of other companies with the same plan.
Start cultivating your farming now!

By Tony Spano, a real estate marketer who works

with REALTORS® to grow their businesses.

future, we’d love to send you a sample.
239-235-3170 | Tony@YHMagazine.com

If you farm using direct mail, or plan to in the
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A Division | baseball player in college, Dante DiSabato says he carried forward the discipline he learned from athletics into his real estate career.

s Dante DiSabato, a
REALTOR® with William
Raveis Real Estate, and 1
closed out his interview,
I asked him how much he had sold
in the first seven months of 2021. At
Real Producers, it’s a sort of compul-
sory question. We enjoy sharing the
information as a sort of guidepost,
but we’re also careful not to focus too

heavily on statistics.

“$190 million,” Dante answered, sim-

ply and humbly.
“So you have a team, then?” I asked.

“No,” Dante replied. “Just me ... 'm
lucky to be in this position.”

The humility with which Dante
replied was staggering. At just 35
years old, he has positioned himself
as one of Florida’s top Realtors. And
yet, he remains as real and as modest

as it gets.

The Early Years

Rewind to 2009, and you’d find Dante
struggling to find his way in the
business. Growing up in Columbus,
Ohio, he was exposed to the real
estate business through his father, a
developer. Yet, that didn’t mean he
was handed the keys to success. After
graduating from Miami University

of Ohio, he headed down to Naples

to link up with his parents, who had

relocated to the area several years
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prior. That was 2009. “Probably not
the best time to get into real estate,
but a good time to learn real estate,”

Dante reflects.

In 2009, the market was rough. Dante
closed exactly one deal in his first
year, earning a meager $9,000. “It

was tough. I was 22, 23 at the time,
and people said, “‘What do you know?’
People have been very successful in
their world and come to Florida to buy,
and what does a 23-year-old kid know
about property? It took me a while.”

Finding His Way
Dante continued to commit himself,
day by day, to learning the business.

He built relationships with partners
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in banking, attorneys, insurance
agents, and more. He sharpened the
competitive nature that he learned
as a Division I baseball player. And,

eventually, business began to pick up.

“I took a lot from athletics into
business,” Dante says. “In Division I
sports, you're up at 5 a.m., on a strict
schedule. In this business, you don’t
have to work. You don’t have to get up.
There is no one telling you to get up
and go to work. You're on your own.
You reap what you sow. If I don’t work,
I don’t eat. It sounds dramatic, but it’s
true. Athletics really taught me that
regimented schedule. I'm up early, and

I’ve always been a morning person.”

Year after year, Dante set goals and
exceeded them. He worked his way into
the luxury market to the point where,
here in 2021, his average sale is over
$6 million. “That’s what I tell younger
agents — stick with it. Learn your
craft. It is a marathon, not a sprint. I
believe knowledge is power here, so I
went and studied every area and every
market. So while you have agents that
farm areas, I separated myself and said,
T'm a luxury agent.” I'll do anything,
anywhere. I'll study that market, learn
it, know it, and then sell it!”

Living in Gratitude

Alongside his words of wisdom,
Dante is quick to remind us that most
agents are a product of market condi-
tions. He’s enjoyed an incredible run
in the booming, post-recession real
estate market of the past decade. “It
can be challenging, though. The mar-
ket is different every year. This year,
we have no inventory. It’s going to be
very interesting to see what hap-
pens for the rest of the year. When I
started, there was over 30 months of

inventory,” Dante says.

“I also remember that the harder you

work, the luckier you get.”
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| also remember that

Dante DiSabato entered real estate
in 2009 and had to fight through the
downturn before beginning to make
headway in his career.



“ | am so blessed to be in this position. CALLAHAN BKQTHERS

LOCAL OR LONG DISTANCE MOVING AND STORAGE

.

As Dante looks ahead, he aspires to Dante is also balancing a role in devel-  one of the top agents in Florida. Last

continue to do what he does best — opment alongside his father. Together,  year, I was number 22 in Florida. I’d

network, stay in touch with past cli- they’ve done numerous spec builds love to just continue to keep reach-

ents, and deliver exceptional service. and rehabs in the past decade. ing my goals, striving for my best.

“It may sound simple, but that’s what I'm lucky and fortunate to have such i
I do. I’'m blessed to be at this level. “I am so blessed to be in this posi- great clients to continue to work

Business gets business,” Dante says. tion,” Dante concludes. “I'm 35 and with. The sky’s the limit.”

T,

i

==

=
) BROTHERS

CALLAHAI

MOVI 1; b
¢:m\\'u fl‘Ft -\11
1

Contact us today for a free video or in-home estimate
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WE LIVE AND BREATH REAL ESTATE MARKETING

THE ONLY TOUR PROVIDER IN SW FLORIDA Wh'
THAT PROMOTES AGENTS AND THEIR LISTINGS
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Services by Cary LLC NAPLES AREA

— We provide dependable
‘ CARY CRAMER homewatch services
SCAN ME SCAN ME L < "W Owner/Operator while you're away.
REAL ESTATE SERVICES RN A . i ] !
EI%AE TO GROW YOUR BUSINESS of e L eemeroraioudcom Glve us 2 ca tocay
o ' ; \{ 30+ Years of Experience in Facilities Management

www.homeservicesbycary.com « 239-841-3970



P> health and wellness

By Kalynd Parrish

LET’S GET

Ju

1C1]

JUICING IS CERTAINLY A TREND RIGHT NOW, BUT THE PROCESS HAS
BEEN AROUND FOR MILLENIA. WHETHER YOU LIKE ALL FRUIT, GREENS
FORWARD, IN A SHOT, OR ALITTLE BIT OF EVERYTHING, THE BENEFITS
ARE SUBSTANTIAL FOR A WELL-ROUNDED DIET PACKED WITH NUTRITION.

Although we hear the common phrase “a healthy mind
leads to a healthy life,” repeatedly, having a healthy
gut is just as important. The biome of the gut is the
foundation for our immune system and where we
create the energy needed for the majority of our bodily
functions, simply by how we’re treating it with our
diets. By incorporating daily juices, we are cleansing
and supplying the gut with vital nutrients to properly
digest food and aid in vitality. If “an apple a day keeps
the doctor away,” imagine pulverizing a whole bag and
not wasting a single element AND eliminating the con-
sumption of store-bought plastics and added chemicals
and other ingredients? Seems like a no-brainer, right?
Plus, there’s this quiet satisfaction in watching a solid

instantly turn to a liquid. (Science, man. Gotta love it!)

Yes, it does take some time to prepare, as does any
quality meal, but there are also great local juicer-

ies which support our SWFL economy. Whether
you're making them at home or buying in bulk from
Juicelation, Food & Thought, or Delicious Raw Juice
Bar, to name a few, the shelf life is usually three to
four days, which helps tremendously when prepping
for a busy work week. If you are taking the store-
bought route, juice is easy to drink on the go — so no
more stubborn fruit seeds stuck in your teeth while
talking to clients, and the bottles are great for repur-
posing and using for homemade juices. For those who
do like to “do it yourself,” there are countless options
of juicers to choose from, and the remaining pulp (the
stuff that’s left over after the liquid stage is complete)
is great for composting and can even be turned into

vegetable fritters, stews, and used in other recipes!

Juicing is also a great way to consume those stubborn
fruits and vegetables that you (or the kiddos) may not
usually enjoy in a raw or cooked diet, such as ginger,
beets, celery, carrots ... the list goes on. But add them
together for a drink specifically catered to your wants
and needs and, voila, you have yourself a new and
improved beverage loaded with immune- and metabo-

lism-boosting magic.

Cheers, Real Producers! Send us your recipes and tag us anytime

you're juicing. We would love to see it!

Kalynd Parrish grew up in Naples, Florida. After
a 10-year, soul-searching absence, during

which she graduated from the University of
Kentucky 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.
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It's not
too late!

Did your buyers close
without a home warranty?

Contact me for Shannon Livingston
mare details! Account Executive
BOD.282 7131 Ext. 1037

C.239682.1512 N

ShannonLif@orhp.com

my.orhpcomishannonlivingston
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Brandon and
Fichard Humas

D

QUALITY SUPERIOR HONEST
PLUMBING SERVICE PRICING
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Call/Text: 239.834. 4365 | Email: David. Burnhum@Lennurcom ~

FAMILY OWNED & OPERATED - 24/7 EMERGENCY RESPONSE 239.261.1000 « PTPNAPLES.COM Riélcome Home Center located af 3650 Crimson L, For MyersiFL 339lh6

GIFTS KEEP YOU AT THE TOP ZO8 NEW FRAME
OF CLIENTS” MINDS YEAR-ROUND

It's important to stay top of mind now more than ever. Kick-off i 5 = PORTRAIT ARCHITECTURAL
the holiday season right by implementing SWAG into your - 7
business and build relationships through thoughtful giff-giving! T 1 www.newframephotography.com

Contact us for a copy of "The Gift Book”

Oswasword & ¥ 230,500 0099

MNAPLES, FLORIDA « 877-260-0002 » RPAULESWAGWORLD.COM » SWAGWORLD.COM SU"’GH Of SWﬂg
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financial fitness €4

By Shauna Osborne

For Planning and Strategizing:

I Will Teach You to Be Rich

by Ramit Sethi

In this New York Times bestseller,

Financial independence is the name
of the game for prolific author and

speaker Vicki Robin, who lays out a

THIS YEAR'S

BEST

nine-step money makeover program
personal finance author Sethi pres- that emphasizes mindful spending
ents a six-week plan for cleaning and financial minimalism.

up your finances - from how to use

For Navigating Finances as a Couple:
Smart Couples Finish Rich

by David Bach

Bach’s updated bestseller is a treasure

credit cards to maximize rewards to
opening a high-yield savings account
to earn interest — while offering new
views on spending, saving, and paying
down debt.

PERSONAL

FINANCE BOOKS

trove of tips and strategies for making
financial decisions easier as a couple,
For Women Transforming

Their Finances:

Clever Girl Finance by Bola Sokunbi

Clever Girl Finance empowers women

including credit card management,
retirement planning, and even invest-

ment advice.

For Young Professionals:

Broke Millennial: Stop Scraping By
and Get Your Financial Life Together
by Erin Lowry

- through engaging, nonjudgmental
discussion of budgeting, saving, and
No doubt about it: The last couple of years have investing - to “ditch debt, save money,
been a financial whirlwind, between a global build real wealth,” including real-life

pandemic and its resulting recession, freefalling stories of women who have struggled ~ This relatable, entertaining book

economy, soaring unemployment rates, and hous- and ultimately achieved financial touches on the unique financial situa-

ing market boom. While the situation sounds - and  independence. tions young professionals / millenni-

is, for many - dire, in “unprecedented times” like als face today - from living with your
these, we can turn to new perspectives on the basics ~ For Retiring Early or
Building Wealth:

Your Money or Your Life: Nine Steps

parents in your 20s / 30s to dealing
with student loan debt — and ad-

dresses sticky, real-life scenarios and

of personal finance to help illuminate the economic
road ahead. Hit the books and expand your exper-
tise this fall with one of these new, best-selling

to Transforming Your Relationship advice, such as broaching the subject

finance volumes: with Money and Achieving Financial of debt with a new partner.

Independence by Vicki Robin

BIIVBING @ IS ADE [T WAY ONTO
voun INSPECTIONIRERORIE

No matter the time of day or night,
a real person is always on the line

Sunwest
Plumbing

(239) 455-8353 « swilplumbingrepairs.com
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THINKING REMODEL?

NNOVATIVE

DESIGN SOLUTIONS
DESIGN | BUILD | REMODEL

VISIT OUR WEBSITE OR GIVE US A CALL TODAY
239.204.4175 | www.NaplesConstruction.net

LICENSE #: CGC1527432, CGCI1527499, CGCO60167
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QUARTERLY EVENT AT VENTURE X
AUGUST 5, 2021

Floor photography by Austin Luper
Step and Repeat photos by Samuel Saum

7 MAXWELL Seaview Title

MORTGAGE TEAM Powered by Vidclose

VENTURE X

THE FUTURE OF WORKSPACE
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What an amazing gathering we had at Venture X

in early August! Thank you to everyone who came
out. It was great to see you all and we’ve had tre-
mendous feedback on the event from so many who
attended. Whoever missed this event needs to be

sure to catch the next one!

Congratulations to Michelle Barraco, winner of the
Balanced Image in our big raffle. Thank you to every-
one who purchased a ticket! With your help, we
raised $1,200 to benefit NAMI Collier County. Way to

g0, Real Producers!

We’re very grateful to Venture X for the awesome
venue. And a huge thank-you to our wonderful
event sponsors: The Maxwell Team at CrossCountry
Mortgage, Seaview Title powered by Vidclose, and
Naples Premier Home Watch. We could not have
done it without you! Big shoutout to our vendor
partners: Artistic Science for event production,

5 Star Valet for help with parking, M&G Farm Stand
for the delicious food and open bar, and Corrafilm
for an exciting video of the event we hope you've
seen by now through our social media. Our pho-
tographers, Austin Luper and Samuel Saum, took
fantastic photos of the event. Check them out on

the next few pages!

Once again, thank you all for being a
part of our Real Producers community.
We're so grateful to everyone who
came out and joined us for yet another
signature SWFL Real Producers event.

‘We can’t wait until the next one!
For more information on all SWFL Real

Producers’ events, please email
Kalynd.Parrish@realproducersmag.com.
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RECEIVE 10% OFF 0
YOUR FIRST SERVICE:.

‘Must mention this ad

17 Years of Experience - Licensed & Insured - Trained & Accredlited.

AUTOMOTIVE DETAILING & CERAMIC COATINGS

Corrafilm is a Personal Branding and Production Company'“ '
that works closely with Real Estate Agents to
grow thejr audience on Social Media Platforms.
rr b, =1

COBY CORRADINO
Creative Director
786-417-7210
corrafilm@gmail.com
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Premium Real Estate Catering
For Open Houses, Broker Opens
& Corporate Events

mgcatering@comcast.net | matthewsandgardner.com
1250 Tamiami Trail N Suite #111 Naples, FL 34102 (1/4 mile south of Coastland Mall, next to Einstein Bagels)

o @magfarmstand @ @mg_farmstand



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

100% Financing up to $750,000 Payoff your Home in Record Time with the All In One Loan!
95% Financing up to $850,000 Build Equity Faster | Have Access to your Equity
Expanded Underwriting Criteria Allowed Save Tens of Thousands of Dollars in Interest

Loan Amounts up $2 Million

Danielle Damianov

Producing Sales Manager Looking for classes to help you

improve your business? Check out
C: (786) 359-7976 www.realestatesecretsunlocked.com

Danielled@cmgficom for upcoming classes!

www.lendfla.com

CMG Financial
24301 Walden Center Drive
= 3rd Floor

Bonita Springs, FL 34134
. FINANCIAL

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

CONSTRUCTION INC.

Eric & Christl Ramirez

Fully licensed and insured
certified general contractor

FAMILY OWNED & OPERATED

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

239-304-0516 © W.MUNSTUIN.GOM

FOR CUSTOM HOMEBUILDING!




Award Winning
Houzz & ASID Designer
SHERYL BLEUSTEIN
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