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CLOSETGallery
Storage Solutions

FREE IN-HOME CONSULTATIONS
(916) 826-7016  |  aclosetgallery.com

CUSTOM STORAGE CAN:
- O�er More Storage Options
- Reduce Outside Clutter
- Make Home Organization Easier
- Create a More Functional
  Use of Space

At Closet Gallery, we specialize in helping you simplify and organize your 
home. Every home has different needs and every homeowner has a 
different style. Closet Gallery collaborates with you to design the perfect 
solution for your lifestyle and budget. Whether it’s your home office, 
master closet, a kitchen pantry, your garage, a we can create custom 
storage solutions for all your needs. Offering the highest quality 
materials and hardware you will find a wide range of product options 
that will suit your specific style. Potential home buyers often look for 
good storage options within homes and having a custom pantry can 
give your clients’ homes a competitive advantage.
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“If you were to purchase and then rent out a two-bed-
room, two-bath house in Downtown Sacramento, you’d 
likely get a long-term tenant for somewhere between 
$2,000 - $2,300 per month. Now, with that same house 
listed on Airbnb, you’ll yield about $5,500 in net income 
after cleanings and expenses. Of course, Airbnb requires 
more work than a regular rental, but the upside is pretty 
incredible if you invest in the right property.” 

United Wholesale Lending created a rental property 
calculator that helps determine cap rate, cash flow, and 
other important financial indicators to consider when 
investing in real estate. 

“There is so much opportunity available for building 
wealth through real estate investments. Equity is at an 
all-time high, it’s such a great time to invest. I want to 
share with our referral partners how to analyze rental 
properties and how to break down deals, so they can not 
only grow their business through selling more homes but 
also build their investment portfolio”.

To bring this knowledge to more agents, Shelby created a 
Mastermind group for top agents focused on brainstorm-
ing, education, and peer accountability. “We facilitate 
conversations about things like how to understand 
potential earnings on an Airbnb, how to break down an 
investment property deal, tax strategies for investing, how 
agents should be tracking their write-offs. The questions I 

Billionaire Andrew Carnegie famously said that 90% of 
millionaires got their wealth by investing in real estate. For 
the average investor, real estate offers the best way to 
develop significant wealth. 

The reason for this is real estate can offer better 
cash-on-cash returns than traditional long-term invest-
ments, while also providing a different type of investment 
strategy, which is key to a well-balanced portfolio. 

Shelby Elias, the owner of Sacramento-based United 
Wholesale Lending, has seen this first hand through 
developing his real estate portfolio and building a lending 
platform teaching others how to do the same. Shelby 
shares that many agents come to him interested in 
learning how to build an investment property portfolio. 
Because of Shelby’s familiarity with investing in rental 
properties, he is passionate about guiding his clients 
and REALTOR partners through how to analyze their 
possible investments.

For example, one of the biggest conversations in residen-
tial real estate investing is the difference between tradi-
tional long-term rentals vs. short-term vacation rentals like 
Airbnb and VRBO, and which is the better choice? Shelby 
explains both have their benefits and it is important to 
understand the nuances of each. 

“Traditional long-term rentals provide stable monthly 
income, consistent cash flow which everyone loves. 
With traditional rentals, you don’t have to think as 
much about the location and seasonality of the market 
you invest in, because there will always be tenants in 
any city looking to rent”. 

Short-term rentals have more factors to take into 
consideration, but the financial benefit can prove to be 
much higher than a long-term rental. “When renting an 
Airbnb, you are charging rent per night, rather than per 
month. This usually means the cash flow on Airbnb’s is 
much better than traditional rentals,” says Shelby.

Recent trends in vacation rental properties suggest an 
opportunity is up for grabs. The pandemic introduced 
many travelers to Airbnb and VRBO-type vacation 
rentals. This altered behavior-built demand for Airbnb 
listings that remain dominant today. Investors came to 
recognize Airbnb's potential to outperform the market. 

Shelby stresses there is value in both long-term and 
short-term rental investments, yet at this moment in 
time, it cannot be ignored that investing in vacation 
rental properties is incredibly profitable. “Buying a 
home, apartment, or a condo and converting it into 
vacation rental properties expands your profit poten-
tial, here is an example.”

FIND OUT MORE ABOUT SHELBY ELIAS AND UNITED WHOLESALE LENDING AT:
Website: Unitedwholesalelending.com  •  Email: Shelby@UWLmortgage.com  •  Phone: 916-773-5351

Follow Shelby on Instagram for practical tips on investment properties: @shelbyelias

get asked the most have to do with building a successful 
real estate investment portfolio, I want to share the ins 
and outs of that. Everything I do, I do to provide value.”

To inquire and join United Wholesale Lending’s Master-
mind, hosted monthly at Granite Bay Country Club, 
email Shelby@UWLmortgage.com.

BEFORE

AFTER

AFTER

BEFORE
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PROPERTY MANAGEMENT

M&M Property Management

Bruce Mills

(916) 548-7712

mmproperties.com

Vienna Property Management

Tony Alfano

(916) 626-3105

ViennaPM.com

REAL ESTATE MARKETING

Aerial Canvas

Matt Wood

(650) 730-6139

AerialCanvas.com

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn  

Real Estate Photography

Andrea Gunn

(916) 223-8948

gunnphoto.com

REAL ESTATE 

PHOTOGRAPHY / 

VIDEOGRAPHY

Blue Hour Photography

Ryan Maupin

(916) 968-7017

bluehourphotography 

services.com

ROOFING SERVICES

Roof Checks

Vlad Khashchuk

(916) 222-6688

RoofChecks.com

WealthWise  

Mortgage Planning

Andrew Vierra

(916) 932-7160

VALoansofCalifornia.com

Your Mortgage Girl  

at Guaranteed Rate

Padi Goodspeed

(916) 257-9435

YourMortgageGirl.com

NHD

MyNHD

Lisa Massey

(916) 549-1226

mynhd.com

ORGANIZING SERVICES

Amazing Spaces Organizing

Karen Silva

(916) 502-7092

amazingspaces 

organizers.com

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

camachoscustom 

painting.com

PHOTOGRAPHY

Olha Melokhina Photography

Olha Melokhina

(916) 288-5839

OlhaStudio.com

Fairway Mortgage -  

Lucia Lending Team

Nicholas Lucia

(916) 730-6339

LuciaLendingTeam.com

Family First Mortgage Group

AJ Jackson

(916) 835-4100

ffhomeloans.com

Mortgage Right

Brandon Kleker

(916) 396-5250

MortgageRight. 

Sacramento.com

NKS Financial

Neal Smith,  

Certified Mortgage Advisor

(916) 907-6513

NKSFinancial.com

Point Equity  

Residential Lending

Nick Cunningham

(916) 302-2018

pointequity.com

Sarah Lee

(916) 600-6126

GuildMortgage.com/SarahLee

United Wholesale Lending

Shelby Elias

(209) 456-4896

UnitedWholesaleLending.com

LENDING

Homelight

Tony Chahal

(510) 846-5200

HomeLight.com

MARKETING

Steps Marketing

Joe Duenat

(916) 288-9775

StepsMarketing.com

MORTGAGE

Alicia Stearman -  

Cross Country Mortgage

Alicia Stearman

(916) 241-8771

AliciaStearman.com

American Pacific  

Reverse Mortgage Group

Liz Andersen

(916) 223-8869

APRMG.com

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

afc360.com

Big Valley Mortgage - 

Rebecca Abbott

Rebecca Abbott

(916) 203-9328

BigValleyMortgage.com

Fairway Mortgage -  

Dan & Sherene Team

Dan McIntire

(916) 276-3324

5StarTeam.com

Certified Home and Building 

Inspections

Jason Stockwell

(916) 223-3400

certifiedhbi.com

HVAC

Bronco HVAC

Bronco HVAC

(916) 675-1062

BroncoHeatingandAir.com

INSURANCE

Cristi Rodda Agency - 

Farmers Agency

Cristi Rodda

(916) 428-4520

agents.farmers.com/crodda

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

iiprotect.com

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

skyinsurancegroup.com

INTERIOR DESIGN 

COMPANY

Pepperjack Interiors

Laura Neuman

(916) 834-9751

PepperjackInteriors.com

JUNK REMOVAL

Junk Responders

Anthony Wilkins

(844) 586-5786

JunkResponders.com

Edward Jones

Jon Benecke

(916) 865-4616

EdwardJones.com/

Jonathan-Benecke

FINANCIAL CONSULTING

Financial Path Consulting

Cherise Sutton

(916) 204-3223

FinancialPathConsulting.com

FLOOR COATING SYSTEMS

ExpoxyIt

Mike Dougherty

(415) 505-9413

EpoxyIt.com

FLOORING

Zothex Flooring

Justin Thompson

(916) 753-8291

ZothexFlooring.com

GARAGE DOORS

Overhead Door Company  

of Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

ohdsac.com

HOME & TERMITE 

INSPECTION

United Termite  

and Home Services

Angelina Tapia

(916) 265-5300

UnitedTHS.com

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

calprogroup.com

CONSTRUCTION & 

REMODELING

Wolff Construction

Don Erik Wolff

(916) 205-3745

WolffConstruction.com

CONSTRUCTION/

REMODELING

Good Life Construction, Inc.

Dmitriy Tupikov

(916) 833-1379

goodlifeconstruction.com

CPA SERVICES

Riolo & Associates

Dona Riolo

(916) 771-4134

RioloCPAs.com

CUSTOM CLOSETS

Closet Gallery

Darria Deatherage

(916) 826-7016

AClosetGallery.com

EVENT VENUE

Silt Wine Company

Shannon Ogilvie

(916) 298-9404

siltwineco.com

FENCING

Summit Fence Inc

Lukas Wilmore

(916) 365-3006

SummitFenceCA.com

FINANCIAL ADVISOR

Edward Jones

Linda Sobon

(916) 989-1004

EdwardJones.com/

Linda-Sobon

1031 EXCHANGE

Asset Preservation Inc

Bill Angove

(916) 832-1031

apiexchange.com

ATTORNEYS

Clower Law

Ashley Clower

(916) 652-8296

ClowerLaw.com

ElGuindy, Meyer &  

Koegel, APC

Judith Maranski

(916) 778-3310

emklawyers.com

AUTO BRANDING

Reviver

Joy Neerkaye

(916) 306-1070

Reviver.com

BLINDS/SHADES

Made in the Shade  

Blinds and More

Mandie VanBuren

(916) 300-4306

blindsofnorcal.com

CLOSING GIFTS

Seasons Change

Rosanne Kellogg

(916) 367-3090

Seasons-Change.com

Ternero Olive Oil

Lisa Ternero

(916) 508-5325

TerneroOliveOil.com

This section has been created to give you easier access when searching for a trusted real estate 

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

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

businesses and thank them for supporting the Sacramento Real Producers REALTOR® community!
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Skate into Homeownership with
the Lucia Lending Team in 2022

Our way 
is the 

FAIR WAY.

NICHOLAS M. LUCIA
Certified Mortgage Planner

NMLS# 489401
Fairway Mortgage 

 NMLS# 2289

1512 Eureka Rd, Suite 110
Roseville, CA 95661

916-730-6339
nick.lucia@fairwaymc.com

www.lucialendingteam.com 

OCTC

Candice Kulp

(916) 412-6848

service@octcteam.com

Platinum TC Services

Melanie Prescott

(916) 812-7454

platinumtcservices.com

Real Estate Aid

Kristina Adragna

(916) 896-9890

RealEstateAid.net

VIDEO PRODUCTION

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

DynamicCinema 

Productions.com

WEALTH MANAGEMENT

Jake LaFond  

Wealth Management

Jake LaFond

(916) 218-4406

JakeLaFond.NM.com

TITLE COMPANY

First American Title

Erin Barton

(916) 798-4115

FirstAm.com

North American Title

Julie Shroyer

(916) 416-8245

nat.com/nocal

Placer Title

Val Baldo

(916) 947-3747

www.placertitle.com/ 

staff/val-baldo/

Placer Title Company  

EDH & Placer County

Bridgette Holmes

(916) 500-9605

PlacerTitle.com

TRANSACTION 

COORDINATOR

Mercedes Natad, Co.

Mercedes Natad

(916) 402-4486

SIGNS

Eggleston Signs

Dan Rathburn

(916) 920-4926

eggsigns.com

SOCIAL MEDIA 

MARKETING/ 

MANAGEMENT

Curated Social

Joe Duenat

(916) 288-9775

CuratedSocial.com

STAGING

Hallway Staging LLC

Terry Keys

(916) 500-2206

HallwayStaging.com

Premiere Home Staging

Nicole Runkle

(916) 300-0402

thepremierehome.com

TERMITE INSPECTION

North American  

Home Services

Jen Finley

(916) 833-3531

nahspro.com
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R E A L  P R O D U C E R S  T E A M

S AC R A M E N TO
M E E T  T H E

Joe Duenat
Social Media &  
Website Design

Ruth Gnirk 
Writer

Suzy Delong 
Ad Strategist

Katie MacDiarmid
Publisher

Michele Jerrell
Content Coordinator

Rachel Lesiw
Photographer

Katie Camerer
Assistant Publisher

Olha Melokhina
Photographer

XSIGHT 
Creative Solutions

Creative Marketing Services

Dave Danielson 
Writer

Chris Menezes
Writer
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announcement

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

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

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

How can I refer a preferred partner?  If you know and 
want to recommend a local business that works with top 
REALTORS®, please email us to let us know at  
katie.macdiarmid@realproducersmag.com.

Still have questions? Don’t hesitate to reach out!

Katie MacDiarmid

Sacramento Real Producers

katie.macdiarmid@realproducersmag.com
(916) 402-5662

facebook.com/sacramentorealproducers
@SacRealProducers

Real Producers is a national concept currently 
open in 125 markets across the country. As we 

approach the second anniversary of Sacramento 
Real Producers, I wanted to take the time to 

answer some pretty common questions.

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

The secondary focus is to provide an avenue for our affiliate 
partners to create and continue relationships with these top 
performers, on a level that they might not be able to achieve 
on their own.

Who receives this magazine?  This magazine is mailed to 
the top 500 producing agents in the greater Sacramento 
area, according to volume each year. This is based on the 
2021 MLS; the ranking is annual and resets every year. 
This year, the minimum production level for our commu-
nity was over $14.5 million. Just to be included in this 
group is an accomplishment that testifies to your hard 
work, dedication and proficiency.

What is the process for being featured in the magazine?  

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

Common Questions About

Sacramento 
Real Producers
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916-257-9435
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Golden NuggetsGolden Nuggets
P R E S E N T S

S A C R A M E N T O

Connie Van
Connie Van Real Estate Group
“The best advice I was given was 
‘buy one house a year until you 
retire.’ If you see a property, first ask 
yourself, ‘Do I want to buy this?’”

Julie Shroyer
Doma
“Today we will do what others 
won’t, so tomorrow we can accom-
plish what other’s can’t,” and “Don’t 
find fault ... find a remedy.”

Tricia Rossi
Nick Sadek Sotheby’s  
International Realty 
“Show up, work hard and be honest.”

Jenny Rosas
Kinship Real Estate
“Be your genuine self. Your per-
sonality will attract like-minded 
colleagues, and those colleagues will 
help you out.”

Laura Miller
Keller Williams Realty  
Capital Valley
“Your ego has no place in this pro-
cess – it just muddles the waters.”

Sally Dunbar
Lyon Real Estate
“In spite of your fear that you 
can’t do it, say yes; I promise you 
there is a way, and we will help 
you! Along the way, you just might 
change your life.”
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partner 
spotlight

, DOMA Architecting the Future of Real Estate Transactions

By Dave Danielson  |  Photos by Olha Melokhina Photography

LEADING CHANGE

The change is being accompanied, of course, by a land-
mark shift in the market itself.
 
“The consumer is driving the change. Millennials will be 
buying 50 percent of the homes in the next five years. 
Doma’s technology will be focused on the millennial 
audience, with added efficiencies,” Julie points out.
 
“I love the opportunities in what I’m doing now … learn-
ing about new innovations and how to apply them to the 
traditional transaction, while paving the way for a new 
way of doing business. It’s very exciting and will truly 
benefit the consumer.”
 

IN THE EVOLUTION OF THINGS THROUGH TIME, THERE 

ARE MOMENTS WHEN OUTLIERS COME INTO VIEW … TIMES 

WHEN THINGS SEEM TO TAKE A MARKED LEAP FORWARD.

 
One of those times is underway right now, and Doma is in the 
midst of that evolution … creating the future face of title insurance.
 
EXPERIENCE AT WORK

Julie Shroyer is Division President for Greater Sacramento. She 
has been in the industry since 1995, including in roles with the 
two largest title insurance providers in the United States.
 
In her current role with Doma, she has a strong spirit of pride in 
what the organization is developing.
 
“I’ve been in the industry of traditional title and escrow for over 
27 years, and Doma is architecting the future of real estate trans-
actions,” she says.
 
“The company uses machine intelligence and its proprietary technol-
ogy solutions to transform residential real estate, creating a vastly 
more simple, efficient, and affordable real estate closing experience.”
 

SHROYERSHROYER
Julie
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WONDERFUL LIFE

Family makes Julie’s life even richer, including her hus-
band, Johnny, who serves as Vice President of Sales at Kar 
Global, and their children — their son, Troy Knox; their 
daughter Casey Stull, and their daughter Madison Shroyer.
 
In her free time, Julie has a passion for snow skiing, water 
skiing, wine tasting, and consignment-store shopping.
 
In addition, Julie has a heart for helping. She is involved 
in Bayside Church of Granite Bay.
 
“My husband and I are really passionate about attending 
a church that gives back at the level they do,” Julie says. 
“We are both very faith-based.”
 

Those who know Julie understand that they can rely on her and 
her team to be proactive to help their partners and clients alike … 
with a tireless work ethic and thirst to enhance the experience.
 
“One of my favorite quotes is, ‘Today I will do what others won’t, 
so tomorrow I can accomplish what others can’t.’ It’s the same 
approach I strive to take each day.”
 
FOR MORE INFORMATION ABOUT DOMA: 

CELL PHONE: 916-416-8245

EMAIL: JULIE.SHROYER@DOMA.COM

TEAM PRIDE

When you talk with Julie, one of the other elements that 
sparks her pride is her sales team — a group of six pro-
fessionals who bring an impressive blend of knowledge 
and experience, including Angela Hamilton, Carmen 

Fabrizio, Justin Hill, Brie Cropp, Michael Hendricksen 

and Area Manager, Will Van Weele. 

 
“All of our team members are focused on the future, and 
how to improve the purchase transaction for everyone 
involved in the transaction,” she says. “Our real goal 
is to make the REALTOR® and lender shine, from the 
beginning to the end of the transaction.”
 
AT HOME WITH TECHNOLOGY

You can see her creativity and marketing expertise at 
work, even during her free time. She truly embraces 
technology in all walks of life.
 
As she says, “About two years ago I got involved in 
TikTok, and since then, I created a channel on how to 
have a fun, fit, fantastic lifestyle over 50. I have 207,000 
followers, with a huge reach. That’s my hobby!”
 
Julie has appeared on the Dr. Oz Show and has 
worked with more than 50 national companies to pro-
mote their products.
 

        One of my favorite 
quotes is, ‘TODAY I WILL 
DO WHAT OTHERS 
WON’T, SO TOMORROW 
I CAN ACCOMPLISH 
WHAT OTHERS CAN’T.’ 
It’s the same approach  
I strive to take each day.
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OUR CUSTOMERS KNOW
THAT THEY COME FIRST

•  AIR CONDITIONING
• HEATING
• INDOOR AIR
  QUALIT Y
• WATER HEATERS
• COMMERICAL
   SERVICES
• MAINTENANCE
   PROGRAM

"I am a local general 
contractor that does 100+ 
remodels & new construction 
residential homes a year. 
We use Bronco exclusively. He 
does excellent work at a fair 
price. We always know what 
to expect. He is reliable, 
prompt & professional. 
What more can you ask for?" 

- Gabe H.

916-675-1062 •  BRONCOHEATINGANDAIR.COM
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       @andreagunnrealestatephotog • www.gunnphoto.com
916-223-8948 • andreagunnphoto@gmail.com

Making you look sharp, one listing at a time.

24-Hour Turnaround | MLS Upload Ready

"I'm so thankful I found Andrea! She is consistent, quick,
and takes the best photos. And she makes me and my clients look great."

- Marcie Sinclair, Realtor

916.500.2206  •  HallwayStaging.com

Check Out Our Projects on Facebook

Let us set the stage
for your listings!

10% OFF 
AND $100 
REFERRAL 

BONUS
when you mention 
Sacramento REAL 

Producers

3D
MODEL

included with 
every stage

Attract more buyers and get higher offers.

Dan McIntire  |  Loan Officer, NMLS# 300900  |  Cell: (916) 276-3324

Sherene Gray  |  Loan Officer, NMLS #302159  |  Cell: (916) 798-8026

Copyright©2020 Fairway Independent Mortgage Corporation. NMLS#2289. 4750 S. Biltmore Lane, Madison, WI 53718, 1-866-912-4800. Other restrictions and 
limitations may apply. All rights reserved. Licensed by the Department of Business Oversight under the California Residential Mortgage Lending Act, License No 
41DBO-78367. Licensed by the Department of Business Oversight under the California Financing Law, NMLS #2289. Loans made or arranged pursuant to a 
California Residential Mortgage Lending Act License.

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

5 STAR SERVICE from
YOUR 5 STAR TEAM

HONEST ANSWERS.
STRESS-FREE CLOSINGS.

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

Overhead Door Company  
of Sacramento , Inc. 

(916) 421-3747 
 

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

 

$20.00 off 

www.OHDSAC.com 
Any Service/Installation Only. Valid           
at time of Service/Installation Only.                               

TM 

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

Sales * Installation * Service 
Residential * Commercial * Garage Doors * Operators 
Free Estimates * Installed & Serviced by Professionals 

We service all 
BRANDS  

6756 Franklin Blvd. 
Sacramento, CA 95823 
 

Showroom Hours: Mon-Fri 8AM-5PM   Sat: 9AM-12PM                                                     LIC #355325

DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.
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 WE SELL, 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 more than 2% of their gross revenue.

Visit n2gives.com to learn more about our fight.
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The Full Package

profile By Chris Menezes

Photo Credit XSIGHT Creative Solutions

Laura Miller is the full package. A tenacious 
fighter with a gentle spirit and love for people, 
she encompasses both the yin and the yang. She is 
always pursuing ways to cultivate her craft and 
become more well-rounded in her personal life. 
Keeping a close ear to the ground, she maintains 
a sensitive awareness to the needs of others, their 
expectations, and how she can exceed them. 

Laura’s tenacious spirit, knack for negotiation, and 
conflict-resolution skills, coupled with her desire 

to help people, motivated her pursuit to become an attorney 
at a young age. At 17 years old, she got a job at a law office and 
developed a side business as a process server. She worked both 
while earning her Bachelor of Arts degree at California State 
University, Sacramento (CSUS), where she graduated Cum Laude 
and was inducted into the English Honor Society.

After graduating from CSUS, Laura went to law school and 
discovered mid-way through her first year that she was pregnant 
with her first baby. After returning for her second year with her 
newborn son, Cole (now 27), and a baby carrier now in tow,  

I couldn’t imagine 
passing my clients off 
to someone else. They 

are too important 
to me. That was 

one of my biggest 
professional ah-has
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She knocked on doors, hosted educational work-
shops, and reached out to distressed homeowners, 
trying to help them find their way out of imminent 
foreclosure. She also spoke at several financial 
institution’s conferences regarding short sales and 
became the “go-to” agent for them. Serving the 
distressed homeowner became Laura’s passion, and 
that passion has not waivered 17 years later. 

While Laura’s ability to confront conflict head-on, 
and face difficulty with a certain fearlessness has 
been a boon to her real estate career these past 
17 years — and, in many ways, has enabled her to 
operate a $30 million a year business as an indi-
vidual agent doing everything herself — it is her 
genuine love of people and her ability to develop 
meaningful relationships that continues to propel 
her business on referrals and repeat clients today.

Laura genuinely enjoys the relationships she’s 
developed with her clients – so much so that she 
insists on personally handling every part of the 
transaction. She does all her own staging and loves 
being able to work alongside them, where she can 
get to know them more, get a better sense of their 
needs, and be able to personally take care of them 
as a friend or like a member of her own family. She 
cherishes the opportunity to become an important 
figure in their lives and is incredibly grateful for 
the trust they place in her. Often invited to wed-
dings, baptisms, and birthdays, she has become a 
lifelong fixture in many of her clients’ lives. And it’s 
for these reasons that she has resisted the idea of 

she realized the challenges of being a new mom, managing a law 
office, owning a process serving business, and continuing school 
would be more daunting than expected. So, she elected to shelve 
her studies and enjoy her new baby instead.

“I had expectations of returning to school in two years, but the life of 
being a mother won,” Laura explained. “I had planned to specialize 
in real estate law once I graduated, as the first year of law school was 
all about contracts, agency law, property, and civil procedure. Ironic 
that these areas of study would perfectly sublimate into a future as a 
real estate agent, a future I did not yet know would exist.”

During this time, Laura and her husband of 32 years, Ed, were 
building a car dealership from the ground up. Laura enjoyed helping 
at the car lot, volunteering at Cole’s school, and relishing in the 
fleeting time with her toddler. And, in 2002, Laura and Ed learned 
their second child, Jared, would be arriving that October. With the 
shifting in the economy and the prospect of another mouth to feed, 
Laura considered earning an outside income. “I figured a career in 
real estate would allow me the flexibility to be a mom and still help 
out at the business. I could do everything I felt like I needed to do.” 

Laura started her real estate career in 2005 at Century 21 Noel 
David Realty in the village of Fair Oaks, where the agent who helped 
her buy her first home, John David, was the managing broker. She 
consulted with John before entering the business, and he encour-
aged her to go for it, saying she’d be good at it. While he was defi-
nitely right about that, Laura didn’t fully anticipate how difficult her 
job was about to become as the market teetered on full collapse with 
plummeting values and a density of foreclosures on the near horizon.

When the market did fall, however, Laura met the challenge 
head-on and began reaching out to people in a multitude of ways. 

forming a team. “I couldn’t imagine 
passing my clients off to someone 
else. They are too important to me. 
That was one of my biggest profes-
sional ah-has,” she said. 
 
While Laura insists on always being 
there for her clients, she said that 
she would not be able to do what 
she does without the help of her 
husband, Ed. Ed obtained his real 
estate license after retiring from 
the car dealership about three years 
ago and has been helping Laura 
ever since. “Because my life is being 
everything to everybody all the time, 
Ed thrives in the ‘Laura management 
business,’ and always ensures I have 
what I need,” Laura explained. “He is 
an integral part of my success, and I 
couldn’t be Laura without him.”
 
In addition to helping Laura run an 
elite business, Ed is a professional 
poker player. So, when they are 
not working, they love traveling 
to fun locations where Ed plays 
in tournaments. Laura also loves 
yoga and has taken a keen interest 
in mysticism. She is fascinated by 
metaphysics and spirituality and 
how it is applied to everything, 
including real estate. 
 
As Laura continues to focus on real 
estate and building her client base, 
she will continue looking for ways 
to improve her craft and add value 
to her clients. Ultimately, she just 
wants to live her best life and help 
others to live their best lives as well: 
whether that involves real estate or 
some other aspect of life. And for 
that reason, she will always thrive.

Because my life is being everything to everybody all the time, Ed thrives in 
the ‘Laura management business,’ and always ensures I have what I need. 
He is an integral part of my success, and I couldn’t be Laura without him.
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916-402-4486 | mercedesthetc.com

A real estate transaction coordinator (TC) is 
far more than a paper pusher or key puncher. 
We’re an integral partner helping facilitate the 

ever changing complexities of real estate. With 
extensive knowledge and continued education, 
we ensure your file is complete and compliant.

A Commitment To Your Success

Partnering with Mercedes is knowing that your 
transactions are in the care and guidance of a 

trusted and experienced real estate professional. 
Leveraging her expertise, knowledge, savvy and 

care will allow you to increase your daily 
productivity and peace of mind.

FOR CURRENT PRICING OR TO GET STARTED, 
CLICK OR CALL TODAY:

With 10+ years in customer service, currently 
providing service to 24 brokerages and over 85 

agents, Mercedes has an ever increasing record 
of helping real estate professionals successfully 

close countless transactions year after year.

 One-Stop 
Local Shop

Rosanne Kellogg
(916) 367-3090 | SEASONS-CHANGE.COM

Personalized products for PERFECT gift-giving.

...just a few of our amazing line of products we can customize. 

Front Door Mats ● Engraved Cutting Board
Utensils ● Coasters ● Shirts

Aprons ● Dish Towels ● Wine Boxes

SKY INSURANCE
BROKERS

www.skyinsurancegroup.com • (916) 540-7000
CA Insurance Lic: 0J15368

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

Specializing in:
 • Homeowners Insurance • High Fire/High Brush

• Flood Insurance • Life Insurance • Auto Insurance

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

PERSONAL AND SMALL BUSINESS INSURANCE



40 • April 2022 Sacramento Real Producers • 41@realproducers realproducersmag.com

pr
ofi

le

tr
ic

ia
 ro

ss
i The Connector

B
y 

R
u

th
 G

n
ir

k

Ph
ot

os
 b

y 
A

e
ri

a
l 
C

a
n

v
a

s

Rossi worked in the banking industry 
for nine years. She started as a teller 
and was promoted in six months. She 
eventually became a bank officer and 
was introduced to real estate agents 
who were helping people make their 
dreams come true.
 
She saved her money and bought her 
first house at the age of 19. By the 

Tricia was born and raised in a 

housing project in New Jersey. 

Sometimes it felt like her family was 

struggling just to survive, and the 

stress and discouragement were 

almost tangible. Tricia knew she 

was made for more and believed 

that if she could improve her reality, 

she would change her legacy. When 

Tricia found out her friend was 

driving to California, she saw her 

chance to start a new and better life.

“There were no opportunities for me 
to better myself in my hometown,” 
Tricia reflected. “I left New Jersey 
with no skills or manners. I had 
nothing going for me except a drive to 
change my life. I began to fill my ‘tool-
belt’ with relationships. People in my 
life helped shape me into a confident 
woman with grace and poise.”
 
Getting Connected
Tricia Rossi moved to California at age 
18 and found an employer who saw 
potential that Tricia hadn’t seen in 
herself. Her manager became a mentor, 
teaching young Tricia essential skills 
for her job and her life. Her mentor 
helped her grow and mature, 
and encouraged Tricia to 
be diligent and plan 
for the future.
 

time Tricia turned 25, she had also 
bought a handful of investment prop-
erties. She realized that she wanted 
to play a part in others being able to 
change their legacies through home-
ownership. Tricia transitioned from 
a career in banking to real estate, 
so she could be a full-time mom and 
bring in a full-time income.
 

People in my  

life helped shape me 

into a confident woman 

with grace and poise.
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Connecting the Dots
Tricia earned her real estate license 

in 2004 and decided she wanted to 
prepare herself to help others even 

better, so she earned her broker’s license 
in 2006. The flexibility of real estate allowed 

her to schedule her responsibilities as a 
REALTOR® around her responsibilities as a 

mom. She raised both of her boys without missing 
any of their school or sporting events.
 
When her sons were younger, Tricia focused on 
parenting. As they became more independent, she 
focused on relationship marketing. In 2017, Tricia 
started intentionally seeking out, and connect-
ing with, REALTORS® in other cities and states 
that shared her heart for people and her ethics 
in business. She literally drives or flies to meet 
other agents in their hometowns so she can get to 
know them personally and experience a taste of 
their community.
 
In 2021, Tricia took 54 flights to connect face to 
face with other REALTORS® in their cities. In 
December alone, she closed five deals, and four of 
those were referrals from other REALTORS®.
 
“Some REALTORS® spend money on advertise-
ment. I spend money on networking and rela-
tionships, and I like to know where my sellers 
are moving. I invest my time connecting with 
REALTORS® in every state so I know high-quality 
people to connect my clients to when they move. 
The other agents are an extension of myself. We 
share the same standard of client care.”

In August 2020, Tricia joined Nick Sadek Sotheby’s 
International Realty. Her team consists of herself, another 
agent, and a full-time assistant. Tricia said that Nick is not only 
an excellent leader but a most kind and generous man. The mis-
sion and vision of Sotheby’s International Realty are right in line 
with Tricia’s personal mission.
 
Living Connected
Tricia lives downtown and loves being able to walk to dinner, the 
Capital, or to watch the Kings play. Her favorite spots are on the 
Sacramento Water Front, including the Tower Bridge, the Tower 
Café, and the historic Tower Theater, where she loves to watch 
movies. Her days start with the hustle and bustle of the busy city, 
and all the activity going on around her is very motivating. She 
loves to cook, enjoys traveling for the purpose of connecting with 
others, and is very active on social media.
 

Her oldest son 
is in the United 

States Marine Corps, 
and her youngest son 

is in college. They spend 
time together intentionally 

in between her short trips to 
connect with REALTORS® in 

other areas. The three stay deeply 
connected despite the busyness of life. 

Tricia’s passion is motherhood, and her 
goal is to give her sons the experiences that 

she didn’t have. As they say, Tricia wants her 
“ceiling” to be their “floor.”

 
Despite the odds, Tricia broke the cycle of pov-

erty into which she was born, and defied the 
stereotype as a single mother. Key relation-
ships early in her life and career helped 
her grow into the person she is today. She 
is forever grateful for the people who 
believed in her and spoke into her life when 
she first moved to California. She credits 

them with her work ethic, and is thankful 
that they taught her how to treat people.

Although she never had a real estate 
mentor, Tricia is honored to be one. 
Her life was forever changed because 
of relationships she built, and now 

as a REALTOR®, she is focused 
on building relationships with 
others so even more lives can be 
changed. Her drive to connect to 

others motivates her to be a rela-
tionship marketer and has opened up 

a new world of possibilities. One of the 
biggest lessons Tricia has learned in life 

is that everyone is equal. Tricia Rossi treats 
clients the same whether they are spending 
$200,000 or $10 million.

“I don’t help dollars, I help people,” Tricia 
smiled. “I don’t work for the money, I work for 
my clients. One of my favorite sayings is Luxury 
is an experience, not a price point. I treat people 
with respect and show them that they matter. 
The money will come; that’s been proven.”

One of my favorite sayings is 
Luxury is an experience, not 
a price point. I treat people 
with respect and show them 
that they matter. 
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www.emklawyers.com 
(916) 778-3310

EXPERIENCED AND TRUSTED ADVOCATES 
ELGUINDY, MEYER & KOEGEL 

GENERAL BUSINESS 
LITIGATION 

CONTRACT DISPUTES 
DEVELOPMENT DISPUTES 

UTILITY DEVELOPMENT 
PRODUCTS LIABILITY 

EMPLOYMENT
WAGE & HOUR

HR COMPLIANCE ISSUES 
EMPLOYMENT CONTRACTS 

LABOR BOARD CLAIMS 
EMPLOYMENT LITIGATION 

CONSTRUCTION PRACTICE 
CONTRACTOR DEFENSE

CONSTRUCTION DEFECTS 
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS 

REAL ESTATE
ENVIRONMENTAL LIABILITY 

LAND USE ISSUES
PREMISES LIABILITY CLAIMS

AGENT-BROKER LIABILITY

Civil litigation and transactional law firm serving clients throughout California

CREATIVE SOLUTIONS | TRUSTED ADVICE | EXPERIENCED ATTORNEYS | CUSTOMIZED SERVICE
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Bringing color
to your life!

Bringing color
to your life!

CSLB #983710

�����������������������������
��������������������������������

������������
��������������������������


���
��
	�	����
��




46 • April 2022 Sacramento Real Producers • 47@realproducers realproducersmag.com

© 2021 The Northwestern Mutual Life Insurance Company. All rights reserved. 720 East Wisconsin Avenue, Milwaukee, Wisconsin 53202-4797 - (414) 271-1444.
Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company (NM) (life and disability Insurance, annuities, and life insurance with long-term care bene�ts) and its 
subsidiaries, including Northwestern Long Term Care Insurance Company (NLTC) (long-term care insurance), Northwestern Mutual Investment Services, LLC (NMIS) (investment brokerage services), a 
registered investment adviser, broker-dealer, and member of FINRA and SIPC, and Northwestern Mutual Wealth Management Company® (NMWMC) (investment advisory and trust services), a federal 
savings bank. NM and its subsidiaries are in Milwaukee, WI.
Jacob LaFond is an Insurance Agent of NM and NLTC. Investment brokerage services provided as a Registered Representative of NMIS. Investment advisory services provided as an Advisor of NMWMC.
The products and services referenced are o�ered and sold only by appropriately appointed and licensed entities and �nancial advisors and representatives. Financial advisors and representatives and their 
sta� might not represent all entities shown or provide all the products or services discussed on this website. Not all products and services are available in all states. Not all Northwestern Mutual 
representatives are advisors. Only those representatives with "Advisor" in their title or who otherwise disclose their status as an advisor of NMWMC are credentialed as NMWMC representatives to provide 
investment advisory services.
Depending on the products and/or services being recommended or considered, refer to the appropriate disclosure brochure for important information on the Northwestern Mutual Wealth Management 
Company, its services, fees and con�icts of interest before investing. To obtain a copy of one or more of these brochures, contact your representative.
Jacob LaFond is primarily licensed in CA and may be licensed in other states.

Reduce Investing Fears, Using Asset Allocation
What is it Asset Allocation: All investments carry some level of risk, asset allocation 

spreads your investments across various asset classes. This means, you won’t have all 
top performers all the time, but you also wont have all the worst performers either! This 

cuts down on some of the emotions people feel when the markets go up and down.
 Three steps to get started: 

• Define your goals (Purpose of the investment)
• How much time (Time Horizon)

• Define tolerance for risk
 Over time these needs will change.

Consult with an advisor on a regular basis!

Jake M. LaFond Financial Advisor
CA License: #0H39908
916-218-4406 • jakelafond.nm.com

Cristi Rodda
916.428.4520
crodda@farmersagent.com
We Are Farmers

M A K I N G  S E N S E  O F  Y O U R
I N S U R A N C E  N E E D S

I am proud to serve the
Greater Sacramento area
as your local Farmers® agent.
I work to ensure that each
of my clients are educated
on your specific
coverage options.

CA Producer LIC 0E49486

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

(800) 474-3540  |  WWW.CALPROGROUP.COM

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

DID YOU KNOW?

RAT FECES ARE NOT 

INCLUDED IN A TERMITE 

REPORT BECAUSE RATS ARE 

NOT WOOD-DESTROYING 

ORGANISMS.

BUT HAVE NO FEAR!

CALPRO INSPECTION 

GROUP OFFERS FREE 

RODENT & PEST 

EVALUATIONS (UPON 

REQUEST) WITH YOUR 

TERMITE INSPECTIONS. Your One-Stop-Shop for
Inspections and Pest Control

I work with Matthew and his team regularly, multiple times a month and couldn't be happier 
with the services he provides. He is always very professional, punctual, and responsive. 

Working with him has been smooth and easy every step of the way! His work is professional 
quality and always consistent. I would definitely recommend Dynamic Cinema Productions 

to anyone looking for professional photography and/or video production.
Sabrina Khal - Project Manager

SERVIC ES :  

530-417-6170  |  DynamicCinemaProductions.com/real-estate

HIGH QUALITY STORY TELLING

PHOTOGRAPHY & AERIAL  •  VIDEO TOURS  •  3D MATTERPORT AND 2D FLOOR PLANS
BUSINESS COMMERCIALS  •  PORTRAITS  •  WEDDINGS & EVENTS  •  TOURISM AND MORE 

Matthew Walter
Founder / Creative Director
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star on the rise

ROSAS
KINSHIP REAL ESTATE

an incredible journey to keep on this path 
to what I always wanted to do which 
was to own my own business. In college 
and earlier years, I was always thinking 
of business ideas so now that I have 
found the industry that allows me to do 
everything that I could dream of doing, 
this is the long-term game now to really 
create that footprint in the area.

What’s your favorite part of being a 

REALTOR®?  My favorite part of being a 
REALTOR® is when I deliver results and 
not just end up with raving clients, but 
lifelong friends! I didn’t start out with a big 
network in the area, so seeing that grow 
makes it so much more rewarding and 
very enjoyable. Also, I am now becoming 
that aspiration to newer agents or folks 
interested in real estate, and I love when 
they reach out to me and ask how they can 
be like me and do what I do. I am always 
an open book and really enjoy sharing my 
story to encourage them.

To what would you attribute your rapid 

success in the industry?  The persistence 
that makes me a force in Sacramento real 
estate developed when I was a child. As 

What are you most passionate about right 

now in your business?  I am in a chapter 
of my business where I find the most 
passion with building a tribe so to speak 
with my team and past clients. It’s been 
exciting to create a foundation and culture 
that resonates with the community, team 
members, and clients. I’m very grateful to 
be where I am at today.

What has been the most rewarding aspect 

of your business?  The most rewarding 
aspect of my business is being able to help 
every person I interact with. From my 
direct clients I help buy and sell homes, to 
my lender or escrow partners, and even 
my vendors, I get the opportunity to help 
someone. It’s really a blessing to be able to 
help people every day.

How does real estate fit into your dreams 

and goals?  After losing our home when 
I was younger, my goal was always set to 
be able to own a home again. Real estate 
has afforded me the ability to purchase 
my own home and it is a definite next 
mission of mine to purchase a home for 
my parents next. Real estate has really 
helped me find my purpose, and it’s been 

JENNY
Jenny with her recently engaged fiancé Miguel.

White water rafting with her family in Durango, CO

Team member Klarissa Soto with Jenny Rosas.

Jenny and Miguel at Horseshoe Bend, AZ

a first-generation American, I developed a strong work ethic 
early, along with the drive to provide for my family. I also 
learned the power of homeownership after a period 
without secure housing as a child. Remembering 
this time alights my passion for helping others 
achieve their own real estate goals. But most 
importantly, my rapid success is credited to 
my wonderful partner, Miguel. All my clients 
and friends have seen him support me not 
just emotionally but physically being there. 
From helping me post and take down open 
house signs every weekend, to driving 
me to showings so that I can call and 
text my clients, and being in charge of 
the household has allowed me to focus 
1,000% on the business when I started. 
I am very lucky to have him do all that 
he does. He is absolutely amazing.

What are your future goals and your 

plan for obtaining them?   I’m grateful 
for the opportunity to work on my team 
while being backed by a supportive 
broker. My future goals of building a 
mighty team seem easily achievable 
now. I am focused this year on building 
the foundation it takes to support my 
team and really have fun along the 
way. I do plan on growing the team a 
little more later on in the year.

Meet Jenny Rosas of Kinship Real Estate, a first-generation American who has 

fulfilled her dream of owning her own business. Jenny’s strong work ethic and 

dedication to her clients has allowed her to help others achieve their real estate 

goals. “I never thought I would have made such a huge difference in so many lives of 

my past clients, colleagues, and friends with this journey.” Jenny doesn’t just end up 

with satisfied clients, many of her clients have developed into lifelong friendships.
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Alicia Stearman
Branch Manager

NMLS #337154
10002 Foothills Blvd Suite 100

Roseville, CA 95747
O: (916) 241-8771
C: (916) 256-6486

Buying · Refinancing · Renovating

Here to give your clients 
the outstanding

 home loan experience they deserve.

aliciastearman.com

Order
Online

Inspections & Estimates

Certifications & Warranties

Repairs & Replacements

Residential & Commercial

Pitched & Flat Roofs

916-222-6688

THE BEST SOURCE FOR FAST AND
ACCURATE ROOF INSPECTIONS

edwardjones.com
CPIS rebmeM 

Jon Benecke, AAMS®, CRPS®
Financial Advisor

1259 Pleasant Grove Blvd 
Suite 150 
Roseville, CA 95678 
916-865-4616

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

The first Responders
to your

Junk Hauling needs!

916.502.7092

amazingspacesprofessionalorganizers.com

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

• Decluttering
• Downsizing
• Prepping for Stager
• Packing
• Unpacking
• Organizing
• Senior Moves

We specialize in:

We can also help your clients by 

coordinating other services such as 

movers, storage, etc.
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“
”

Your Real Estate
L I F E L I N E

Kristina Adragna, CAR Certified Transaction Coordinator, Short Sale Certified

Kristina has helped me with several transactions and she really has been
first aid in a transaction she had to take over. I love her attention to detail
and how she does calendar reminders for everything. Intros, timeliness, etc.
She's a great addition to my team. If you're picky like me, give her a try. -Krystle K, realtor

916-896-9890  |  realestateaid.net
Listing Manager  |  Transaction Coordinator  |  Client Liaison  |  Real Estate Admin

DRE #02034623

1.	Select a format for recording your 
efforts with The Great Retrace in 
your business, like a database or 
spreadsheet.

2.	Create a list of clients by working 
backward through six months of 
recently closed clients. 

3.	Next to the name of the person 
you completed business with, 
record the name of the person who 
referred you to them. Contact that 
person to thank them. After the 
call, consider writing a handwritten 
note of thanks as well.

4.	Then, trace who connected you 
with the second person, record 
their name. Call that person to 
thank them. Send a handwritten 
note after the call.

5.	Continue along the strand until you 
arrive at the friend, family member 
or colleague who started the chain, 
repeating the process of gratitude 
and positivity with each person.

Put The Great Retrace to work and 
observe the positivity as future refer-
rals grow, all while enjoying reconnect-
ing with people whom you appreciate 
and appreciate you in return.
 
To learn more, listen the  
Referrals Podcast at:  
https/referralspodcast.libsyn.com/
the-great-retrace-episode-19.

re·trace / rē’trās / verb
to trace (something) back to its  
source or beginning

Move your business forward by going 
back to the beginning? Yes!
 
Thanking a referral before closing a 
sale is common. Now, you probably 
reach out referral source to express 
appreciation for the recommendation. 
Most professionals do this automati-
cally, but what if you took this appreci-
ation one, two, or three steps further? 
You’d be amazed at what could happen.
 
Meet The Great Retrace (TGR), a 
groundbreaking referral process 
created by international bestselling 
author of “7L, The Seven Levels of 
Communication” and one of the most 
referred real estate agents in the 
country, Michael J. Maher.
 
The concept is simple but powerful. 
You begin by thanking the partner who 
referred you to your current client, then 
grow appreciation by working along 
the connected chain of people who lead 
you to this client by contacting each 
friend, family member or colleague who 
referred you along the way.
 
Like a strand of pearls, the appre-
ciation you share grows in an 

By Neal Smith of NKS Financial

industry expert

expanding chain as you spread grat-
itude to each person. As Michael 
Maher says, “An Army of Your 
Ambassadors is created one referrer 
at a time.”
 
Let’s look:
You just closed a sale with Janet. 
First, you call Cindy, who referred 
Janet to you, to share the good news 
about Janet and thank Cindy for 
the referral. Next, you trace who 
connected you with Cindy. Let’s say 
it’s Jeff. You then call Jeff to let him 
know that, via the introduction he 
made to Cindy, you received a refer-
ral from Cindy to a new client, Janet, 
and you just closed a sale with Janet. 
You thank Jeff for not only refer-
ring you to Cindy but unknowingly 
referring you to Janet. Furthermore, 
if someone connected you with Jeff, 
you would also include that person 
in your retrace, calling that person 
as well to thank them. A handwritten 
note to each of these valued refer-
rers after the call further solidifies 
the feelings of appreciation. As you 
expand your circle of gratitude, your 
influence expands organically. 
 
Ready to try? Follow these simple 
steps to not only grow your business 
by referral but also spread love, gen-
erosity and appreciation:
 

The Great Retrace was developed by Michael J. Maher, 

international bestselling author of “7L, The Seven 

Levels of Communication.” As one of the most referred 

real estate agents in the country, Michael shares his 

expertise with professionals in the real estate industry 

through his business, ReferCo and via his platform of 

giving, “The Generosity Generation.” www.referco.com 

or https/www.facebook.com/ReferralGuru. 

 

Neal K. Smith is a Certified Mortgage Planner 

with over 29 years of experience in the 

mortgage industry. Neal is Founder and 

Owner of NKS Financial and Branch 

Manager for Finance of America Mortgage. 

He is a Certified Referral Trainer of ReferCo 

and 7L, and regularly leads classes and work-

shops on productive mornings, time-blocking and The 

Great Retrace. neal@teamnks.com or 916.907.6513

go backwardgo backward

toto
grow forwardgrow forward



54 • April 2022 Sacramento Real Producers • 55@realproducers realproducersmag.com

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

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

Here To Help You Close
W E  PA Y  F O R  A L L  A P P R A I S A L S   |   L O W  R A T E  A N D  F E E  S T R U C T U R E

1 5 - D A Y  C L O S E S   |   W E  M A K E  D I F F I C U LT  F I L E S  E A S Y

916 .205 .3745
wolffconstruction.com

VIEW SOME OF OUR PROJECTS!
      @wolffconstruction       @wolff construction

Photo by Nicole Dianne Photography

LICENSED & INSURED  //  CSLB LICENSE 1056036

Built with Integrity.

Specializing in residential
makeovers from kitchens to

bathrooms and additions, we can
turn your dreams into reality.

Let us take
the hassle
out of your
paperwork.
We bring knowledge
and experience along with
a dedicated team to help
our clients build a successful
real estate business.

916-412-6848

CANDICE KULP
LICENSED & INDEPENDENT 

TRANSACTION COORDINATOR
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By Ruth Gnirk

Photos by Rachel Lesiw –  
Indulge Beauty Studio

DUNBAR
SALLY

Sally likes to dream, but she loves 

to make dreams a reality! As a 

REALTOR®, she has been helping 

clients live out the American dream 

of homeownership for four decades. 

As a breast cancer survivor and life 

advocate, she has encouraged nearly 

300 people to conquer their fears, 

lead a healthier lifestyle, and help find 

a cure through her team Hands Up 

For Hooters. Astoundingly, this year 

they will have collectively raised $1 

million, one $50 check at a time, to 

support the Komen Foundation’s goal 

of ending breast cancer!

HANDS UP FOR HOMES

When Sally was in college, she watched 
her mother, Nancy, change careers. 
She admired the freedom and success 
that Nancy found as a Santa Barbara 
REALTOR®. Although Sally was 
intrigued by the idea of a career in 
real estate, she thought she looked too 
young to be taken seriously. Instead, 
she began working for a title company 
to gain experience and then earned her 
real estate broker’s license in 1979. She 
delayed a full-time commitment to real 
estate, fearing instability of income. 

A decade later, as a wife and 
mother of daughters ages 5 
and 3, Sally realized the best 
choice for her family was 
to commit to being a full-
time REALTOR®. To create 
work-life balance, she set 
personal criteria for any new 
activity, saying “no” unless it 
made her money or supported 
her family. Her dedication paid 
off as she achieved Master’s Club 
level her first year of full-time 
real estate. Sally has stayed 
in the top 10% of Lyon Real 
Estate for 25 years straight! 

HANDS UP FOR HOOTERS

Enjoying her stable career 
as a REALTOR® with 
Lyon Real Estate, Sally was 
shocked by her breast cancer 
diagnosis in 2005. Her mom’s only 
sister, Margaret, had died of breast 
cancer when Margaret was in her 50s. 
Despite the diagnosis, Sally was deter-
mined to beat the odds, and she did! 
She carried on with her life and career, 
believing that her breast cancer journey 
was behind her.

Hands Up For Hooters

making a difference
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In 2011, she began walking for fun with 
her co-worker Becky Lund. One day, 
to raise the stakes, Becky suggested 
that they walk in the Susan G. Komen 
3-Day event in which participants 
raise $2,300 for Komen then walk 20 
miles a day for three days in a row. The 
pair wondered how anyone could raise 
$2,300 and walk 60 miles, but they 
signed up and followed the training 
schedule exactly. They walked their 
first Komen 3-Day in San Francisco in 
2013, and it was exhilarating!

Later that year, Sally discovered that 
there was an additional 3-Day event 
in her aunt Margaret’s hometown of 
Seattle, on her mother’s 90th birth-
day. Over her mom’s loud protests 
that she couldn’t possibly do that at 
her age, Sally signed them both up 
and began fundraising. On her 90th 
birthday, Sally’s amazing mother 
Nancy walked 5 miles in honor of her 
sister. The next day, Nancy walked 
another 4 miles, surprising herself 
and the 1,200 other walkers who 
were inspired by her.

HANDS UP FOR HOPE

After Sally’s third event in 2014, 
she became personally connected to 
the need for supporting the Komen 

Foundation, the largest contributor to 
breast cancer issues in the world, next 
to the U.S. government. Sally realized 
that she, and other survivors, were 
symbols of hope and life to the men, 
women, and families yet to receive a 
diagnosis. She resolved to do more for 
the Komen Foundation, so they could 
put an end to breast cancer.
 
Knowing that no big achievement is 
reached without an even bigger goal, Sally 
set a goal of raising $100,000 in 2015. She 
knew that amount would take a team, so she 
formed Hands Up For Hooters, and set a goal 
of recruiting 45 team members. She sur-
passed the goal, with 69 registered team-
mates, 57 of whom raised the required 
$2,300 and walked in the 60-mile San 
Diego 3-Day event!
 
“We raised $148,000,” recalled Sally with 
a gleam in her eye, “and we were like a 
Cinderella team, appearing out of nowhere. 
That first year, we were the second largest 
team in the nation walking for Komen, and 
in 2021, we were the largest! We are now 
in our seventh year, with 52 members, and 
our team is about more than simply raising 
money for the Komen Foundation. It has 
become about personal growth, healthy liv-
ing, friendships, and learning that we are all 
much bigger than we think we are.”
 

The Dunbar Family 
Photo Credit Elizabeth  

Raab Photography

Nicole McKane, a Chicago Title 
Company rep who is a “Founding 
Hooter,” recently shared this: 
“The experience of being a 
Hooter changed me. I discovered 
that if I can walk 60 miles, I CAN 

be a mom, I CAN work full time, and 
I CAN fundraise, even though it is 
uncomfortable. If I can do THIS, I can 
do ANYTHING.” 

“Committing to this event, despite 
the fear that you can’t do it, can be 
life-changing. We can do so much 
more than we think!” Sally said. She 
wants to extend an invitation to the 
real estate community to join her 
team! During this Million Dollar Year, 
they want to add 20 new members 
to walk the San Diego 3-Day Nov 
18 through 20. The team Hands Up 

For Hooters starts training weekend 
mornings in May, beginning with 
three-mile walks, and increasing the 
length of each walk until they can 
comfortably walk 20 miles in a day!

“Walking 60 miles is hard, but it’s not 
as hard as chemo, or saying goodbye 
to your mom, your daughter, or your 
husband,” said Sally, quickly adding, 
“Yes, men get breast cancer, too. 
Being on an exuberant, supportive 
team like this, with the ability to 
impact our grandchildren’s futures 
by ending breast cancer deaths, is an 

opportunity that rarely comes along 
in your life. In spite of your fear that 
you can’t do it, say yes; I promise you 
there is a way, and we will help you! 
Along the way, you just might change 
your life.”
 
If you have any questions,  

you can email Sally directly at  

SDunbar@GoLyon.com.

To register for Hands Up For  

Hooters and the Komen San  

Diego 3-Day, or to donate, go to  

www.HandsUpForHooters.com.

Our team is about more than simply raising money for the Komen Foundation. 

It has become about personal growth, healthy living, friendships, and 

learning that we are all much bigger than we think we are.
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1 REFER A CLIENT TO US
Send us a client for property management
by filling out a simple form.
2 WE GET IN TOUCH
We contact the client to explore their 
management options.
3 WE PAY YOU
If the client signs a property management 
contract, we'll pay you a referral fee.

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

FREE RENTAL
CMA’S FOR
REALTORS

Protect your future sales and earn a referral fee.
We handle your client's management needs & point them back in your direction for sales.

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS

Dona L. Riolo, CPA
For ideal personal and
business financial planning, 
contact us today!

(916) 771-4134

Help�g y� g�
peace of m�d.
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ARE YOUR INVESTORS
O V E R W E L M E D ?

PLUS, WE HAVE THE BEST
Single Point of Contact
Tenant vetting system

Tenant background checks

WE CAN
DO IT!

M&M Property Services & Management | $500 Referral Fee to a Broker
Call Darren 916-500-8188 | brucemills@bmrealtor.com

DRE# 01100901

M&M
Residential Property

Management
TO THE RESCUE!

BAM!

Investing:
Self-service
is no
service

Linda Sobon
Financial Advisor

530.761.8986
linda.sobon@edwardjones.com

400 Plaza Dr, Suite 205.
Folsom, CA 95630

Member SIPC

SUMMIT FENCE INC.

GOOD FENCES MAKE
GOOD NEIGHBORS.

916-365-3006 // summitfenceca.com

OTHER AREAS WE EXCEL IN
• Residential Homes • Luxury Homes • Secondary Homes
• Vacation Rentals • Flip/Construction • Kitec Plumbing
• High Fire • Flood • Real Estate Commercial Protection

Office: 916.585.8184 • Cell: 530.903.2362 • Fax: 916-745-8434
info@iiprotect.com • www.iiprotect.com

WE’RE PARTNERING 
WITH REALTORS TO KEEP 
RELATIONSHIPS ALIVE 
FOR YEARS TO COME
Through co-branded marketing efforts, we help connect and 
reconnect you with previous buyers/sellers and their connections 
when they are thinking of buying or selling in the future. We 
excel in escrow closings with properties in hard-to-place, risk 
areas and we work directly with the Lender & Title to ensure 
escrow closes on time.

Lic
 0

L5
01

25

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

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

Maury O’Hearn ~ Premier Property Group

WHAT OUR PARTNERS
ARE SAYING ABOUT US
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fulfilling their vision
vanconnie

“I like doing a needs analysis, and I know I can help 
make a difference and solve one more problem in 
this world for someone.”
 
Following Opportunity
Connie immigrated to the United States from Vietnam 
with her family when she was 8 years old. Along the 
way, she has always taken the American dream.
 
“There’s nothing that makes you want to succeed 
more than knowing that your family came here with 
only two suitcases,” Connie says. “I want to make 
my mom proud. I want to be able to say we can 
make a difference if we are given this golden oppor-
tunity to live in the U.S. Coming from an immigrant 
family, I just knew that I had to do more. That’s why 
I work very hard. I’m so grateful.”
 

In a world of unknowns and uncertainties, it’s 
good to know that you can trust in those who 
truly care about your dreams.

That’s the spirit that drives the efforts of  
Connie Van.
 
As a leader of the Connie Van Real Estate Group 
with Keller Williams, Connie is rewarded each day 
through the work she does for those around her … 
fulfilling their vision along the way.
 
“I love meeting with clients to hear about what 
they’re looking to achieve. I intently listen to how 
we can serve them. When you ask the right ques-
tion and listen, you hear why it’s important for 
them to achieve what they need,” Connie explains.
 

cover story

By Dave Danielson  |  Photos and Cover Photo by: Olha Melokhina Photography

Getting Her Start
Connie earned her real estate license 14 years 
ago. Since then, she has continued to build her 
business and her team.
 
“Through time I wanted to take a step back 
and leverage the efforts of others. I knew for 
me to scale and have more family time, it was 
time to plan and grow,” she says. “I invest in 
multiple coaches for my team and I, especially 
on the operations side. The systems and mar-
keting we have created and are rolling out has 
me very excited for 2022.”
 
Signs of Success
The signs of success have been plentiful. In 
fact, in 2021, she and her team recorded $67.8 
million in sales volume on 108 transactions.
 
“In this business, you get addicted to success. 
But it’s not about the money … it’s the sense of 
accomplishment of helping other people reach 
their goals and problem solve for them,” Connie 
says. “I hope to inspire other people to know 
that you can break the cycle of being poor, or 
whatever your family background has been. I 
want to empower others to do the same.”
 
Family Foundation
Family is at the center of life for Connie, includ-
ing her husband, and their three daughters.
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“We have recently expanded our team and are very excited for what’s in store!”

“My husband is not only an invaluable busi-
ness partner and jack of all trades for us, but 
is also a full-time engineer with Cal Trans,” 
Connie says. “I am so thankful for his unyield-
ing support and dedication to my girls and me.”
 
One of the biggest parts of success for Connie 
is balancing a healthy family life with her day-
to-day work in real estate.
 
“Balancing after-school pickups, appoint-
ments, and being available for my clients is a 
juggling act,” Connie says. “Being present and 
not attached to my phone during family time 
is on the forefront of my mind when I think 
about what I could improve on personally.”
 
Away from work, Connie is also a member of 
the Board of Directors for AREAA.

“Their community efforts aligned with what 
I already was supporting before my member-
ship. Most recently we donated resources to 
the Elk Grove Food Bank and had a successful 
Adopt a Family during the holidays,” she says.
 
Connie also enjoys listening to audiobooks in 
the car.
 
Long-Term Resource
Those who get to know and work with 
Connie know they can rely on her honesty 
and integrity to see them through to the 
closing table — and beyond.
 
“I really enjoy being their go-to for a wide 
range of questions or issues they may have. 
Even though I sell them real estate, when 
their AC breaks, they call me to ask who I 
use for AC,” she says. “To me, that is the 
highest compliment.”
 

My real advice to you is,  
surround yourself with people who 
are doing and living the life you 
want to live. You are the average of 
the five people around you. Be a fly 
on the wall. Don’t be the smartest 
person in the room. If you are, then 

you are in the wrong room. ...

You can build a successful 
career based on referrals and 
doing a good job taking care 
of people. Be a good person, 
do the right things, and 
success will come.
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reviver.com

Be in the driver’s seat – even when you're not.
The world’s first connected license plate has arrived. Weather proof, DMV legal, & State approved.

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

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

Register.
Pure, electronic registration renewal is a game 
changer. No trips, no lines, no paper, no stickers.
No problem – just keep rolling.

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

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

2

3

4

2021As Connie keeps working for the future, she 
shares helpful advice with others who are look-
ing to take their next steps forward in real estate.
 
“My advice to you is to keep growing. Be learn-
ing-based. Be obsessed with learning new things 
that will improve your crafts and be able to 
provide value to those around you. It is hard to 
imagine the massive success when you are new 
to this business,” Connie says.

“If you asked me 13 years ago what success looks 
like, I would tell you it is to make $100,000. 
Knowing what I know now, that goal was too 
small. It seemed big because that was how big 
my world was. That was the ceiling of those 
around. So my real advice to you is, surround 
yourself with people who are doing and living 
the life you want to live. You are the average of 
the five people around you. Be a fly on the wall. 
Don’t be the smartest person in the room. If you 
are, then you are in the wrong room.”

 
Day by day, Connie continues to add to her 

reputation for results … in turn, she’s proud 
of how that happens.
 
“One of the things that I’m most proud 

of is the fact that my business has been 
built without advertising,” Connie 

says. “You can build a successful 
career based on referrals and doing 

a good job taking care of people. 
Be a good person, do the right 
things, and success will come.”




