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239-643-4100
www.RayTheMover.com

Office@RayTheMover.com

DON'T JUST TAKE OUR WORD FOR IT.

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

OF QUALITY SERVICE TO THE SOUTHWEST FLORIDA COMMUNITY.

Celebrating 40 yearsCelebrating 40 years

"Hats off  to the team that packed and moved our belongings into 

storage. Personable, polite,  neat,  FAST, but caring of our furniture 

and walls!  No damage coming down the stairs,  and out the door.

THANK YOU for making our move less stressful!" -Paula D.
The name that has been

serving SWFL for over 65 years. 

rosierinsurance.com

Glen
Hollingsworth

239-444-1641
glen@rosierinsurance.com

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

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

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

Eliminate the high cost of 
your hurricane deductible.

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

Buy-Back Product and Flood Insurance.

Eliminate the high cost of 
your hurricane deductible.

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

Buy-Back Product and Flood Insurance.
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TURN THEIR

DREAM
INTO 

REALITY
RESIDENTIAL & COMMERCIAL RENOVATIONS

NEW HOME CONSTRUCTION

Dominion
 Contracting Group

AS SEEN IN

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

mark in the upscale market in Naples. BY JUSTIN PAPROCKI

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

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

WWW.DCGSWFL.COM

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

THEIR VISION. OUR EXPERTISE.

WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.
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venturex.com     239-300-96014850 Tamiami Trail North, Suite 301     Naples, FL 34103

Private meeting rooms for 4-12 people
Flexible booking hours
Fully equipped meeting rooms
Fiber optic high speed Wi-Fi + Backup system
Unlimited co�ee and tea
Access to a full kitchen, cafe, and lounge area
Access to a full commercial copier and scanner
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Cover photo courtesy of Michelle Reed Photography.
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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

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

AIR CONDITIONING

Conditioned Air

Tim Dupre

(239) 643-2445

ATTORNEYS

Goodwin Law, P.A.

Matt Goodwin

(239) 207-3403

Woods, Weidenmiller, 

Michetti, & Rudnick, LLP

Michael Michetti

(239) 325-4070

Zampogna Flores, PLLC

Matt Flores

(239) 261-0592

CATERING & EVENTS

M&G Farm Stand Cafe 

& Catering

Dawne Skiera

(239) 434-2611

CLEANING SERVICE

J.O. Always Clean

Santiago Ospina

(239) 200-1114

TJS Elite 

Residential Cleaning

Scott Leamon

(239) 451-0785

COWORKING FACILITY

Venture X

Kathryn Parker

(239) 326-3455

CPA SERVICES

CCG Certified 

Public Accountants

Steven Phillips

(239) 992-1973

CUSTOM HOME BUILDERS

Tri-Town Construction

Marc Devisse

(239) 895-2058

DEVELOPER

The Ronto Group

(239) 649-6310

EVENT PRODUCTION

Lightworks 

Stage Productions

Skip Johnson

(239) 784-4748

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212

FLOORING & TILE

AFK Flooring & Kitchens

Viorel Toader

(239) 435-6677

Hadinger Flooring

(239) 566-7100

Master Touch Tile & Stone

Chris Torres

(239) 443-8592

GENERAL CONTRACTOR

Dominion 

Contracting Group

Butch Bacon

(239) 293-0049

Innovative Design Solutions

John Huffman

(239) 595-6805

HANDYMAN

Becker Home Maintenance

Blake Becker

(239) 351-6820

HOME INSPECTION

HouseMaster 

Home Inspections

John Prete

(239) 480-8220

Panther Home Inspection

Jim Scarpa

(239) 389-0996

Python Home Inspection

Brett Onasch

(239) 431-5100

HOME WARRANTY

Old Republic 

Home Protection

Shannon Livingston

(239) 682-1812

HOME WATCH & 

CONCIERGE SERVICES

Naples Premier 

Home Watch

Vincent Saputo

(239) 249-3353

Spectrum Concierge

Dave Feightner

(239) 777-6173

INSURANCE

Ackerman Insurance

Rick Nayar

(239) 597-1096

Brown & Brown Insurance

Corey Walker

(850) 454-8951

Domain Insurance 

Management

Nick Domain

(239) 898-9120

Farmers Insurance

Damon Brist

(239) 994-0248

Responsive Insurance

Matt Nance

(239) 596-3177

Rosier Insurance

Richard Rosier

(239) 444-1414

Sentry Insurance Advisors

Josh White

(239) 206-0618

INTERIOR DESIGNER

Interiors by SBI

Sheryl Bleustein

(954) 445-0897

LIEN SEARCH & ESTOPPEL

Proplogix

Jonathan Polk

(239) 438-6933

MORTGAGE LENDER

CMG Financial

Danielle Damianov

(786) 359-7976

Community Lending

DeAnna Adinolfo Rivera

(239) 878-0107

Equitable Mortgage

Steve Calabrese

(239) 778-6548

Gold Star 

Mortgage Financial

Josh Lund

(612) 802-3265

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500

Moore Lending Group

Brittany Moore

(954) 866-7189

moorelendinggroup.com

Movement Mortgage

Nicole Paolini

(239) 287-8556

Northpoint Mortgage

Ryan Hoffman

(941) 779-8093

Primary 

Residential Mortgage

Edgardo Balentine

(239) 244-5871

MOVING COMPANY

Callahan Brothers Moving 

& Storage

William Joyce

(203) 528-5930

Eagle Moving, LLC

Jake Loveland

(813) 536-9019

Ray The Mover

John Smarge

(239) 643-4100

NEW HOME SALES

Lennar Homes

David Burnham

(239) 834-4365

PHOTOGRAPHY/

PORTRAIT

Michelle Reed Photography

(239) 404-8158

New Frame Photography

Hana Snajdrova

(239) 200-9099

PHOTOGRAPHY/

REAL ESTATE

LaCasaTour

Derick Moreno

(888) 598-8687

Real Tours SWFL

Michael Berio

(239) 464-7969

Sun Services 

SW Photography

Jon Kreider

(239) 285-5320

PLUMBING

Gulfshore 

Plumbing Contractors

Cory Garber

(239) 200-1235

Pro-Tec Plumbing

Brandon Hume

(239) 261-1000

Sunwest Plumbing

Paul Blais

(239) 455-8353

POOL SERVICES

SWFL Pool Pros

Chaz Hambling

(239) 872-8186

PROMOTIONAL 

PRODUCTS

SwagWorld

Rob Paul

(410) 409-8000

REAL ESTATE MARKETING

Your Home Magazine

Tony Spano

(239) 235-3170

RETIREMENT/WEALTH 

PRESERVATION ADVISOR

Dorkan Financial Group Inc

Murat Dorkan

(443) 569-6500

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663

SCM Roofing

(855) 726-7663

scmroofingfl.com

SURVEYOR

Online Land Surveyors

Jonathan Polk

(239) 438-6933

TITLE COMPANY

Legacy Title

Eric Solomon

(239) 325-2709

Private Client Title & Escrow

David Ciccarello

(239) 989-4220

Resolutions Title

Aaron Barnes

(239) 734-4888

Seaview Title

Rick Nayar

(239) 449-4466

Venture Title Services

Ryan Marrie

(239) 734-2400

VALET SERVICES

5 Star Valet

Joey Rock

(239) 770-1991

VIDEOGRAPHER

Corrafilm

Coby Corradino

(786) 417-7210
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Coby Corradino
Videographer

Andrew Regenhard
Publisher
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Hana Snajdrova
Photographer
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Zachary Cohen
Writer

Dave Danielson
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Photographer

Jon Kreider 
Photographer

Michelle Reed
Photographer

Ellen Buchanan
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Nominate a REALTOR® you’d like to see featured in this magazine by emailing  

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

Insurance for
ALL of  Your

Clients’ Needs.

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

Get the quality customer service and
 full insurance coverage your  

clients deserve and can rely on!

(239) 597-1096 

publisher’s note

HAPPY

to see how much success you all have had person-
ally and what numbers you’ve done in this past, 
record-breaking year!
 
Our next event is coming up very soon, which you 
should have already heard about or will hear about 
shortly. As always, keep an eye on your inbox for 
your exclusive invitation. And please feel free to 
reach out to me at any time if you have any ques-
tions. I’d love to catch up with lots of you I haven’t 
had a chance to connect with in a while as we get 
this new year started.
 
Have a wonderful rest of February … and be sure 
to tell the special people in your life how much you 
love and appreciate them.
 
Very respectfully yours,
 

Andrew Regenhard
Owner/Publisher
SWFL Real Producers
239-290-0692
andrew.regenhard@

realproducersmag.com

Dear SWFL Real Producers and valued Partners,
 
Well, 2022 is in full swing, and we’re already 
celebrating Valentine’s Day. At this time of year, 
we get to say “I love you” to the very special 
people in our lives. I’m so blessed and grateful 
to have my wonderful girlfriend and love of my 
life, Klarissa, with me on this journey we call 
life together. And I’m extremely grateful to all of 
you, as well, who’ve been with me on our excit-
ing journey with Real Producers. 
 
In honor of this month that celebrates romantic 
love, we’re showcasing the stories of several 
inspiring couples in real estate throughout this 
issue. Klarissa, and I always joke that while we 
love each other very much … we definitely don’t 
want to work together! So, huge kudos to those 
of you who are and are making it work – teaming 
up both at home and at work, doing life and great 
things in business together. You’re amazing!
 
As of next month’s issue, we will be utilizing 
2021 sales numbers and will be welcoming 
some new Top 500 performers to SWFL Real 
Producers. Check out this community’s 2021 
performance on the following page. I can’t wait 

Andrew and Klarissa

VALENTINE’S DAY!
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ventertitleservices.com

*Information is based on residential sales in 2021 in Lee and Collier counties by the top 500 agents by sales volume in these counties.

HERE’S WHAT SWFL’S* TOP 500 AGENTS SOLD...

B Y  T H E  N U M B E R S
2021

AVERAGE 
SALES VOLUME 
PER AGENT

$43,310,240 AVERAGE 
TRANSACTIONS 

PER AGENT

48

9,887
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LISTING SIDE 
TRANSACTIONS

14
,1

30

SALES VOLUME
$21,655,120,323

24,017

TOTAL TRANSACTIONS
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COMMERCIAL | LUXURY REMODELING ROOFING | CUSTOM DESIGN BUILDS

Locally Owned Southwest Florida Business

 CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275

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

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

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

CELEBRATING 15 YEARS IN SWFL!

BROKERS
PROTECTEDNominate a REALTOR® you’d like to see featured by emailing swfl@realproducersmag.com.

COMMUNITY
MEET THE

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

NMLS 79387/ 39843

StevenMCalabrese

Steven Calabrese

Loans approved in 12 days

Over 70% of our closings are purchases

Quit fishing with a
Loan Officer

that barely answers
the phone,

when you can
 land your deals

 on time with Steve.



22 • February 2022 SWFL Real Producers • 23@realproducers realproducersmag.com

February is American Heart Month. According to the American 
Heart Association, heart disease is a leading cause of death for 
both men and women in the United States, responsible for more 
than one in four deaths annually. While this statistic is dire, heart 
disease can be prevented – and even reversed – with healthy 
choices regarding diet, exercise, and maintaining health condi-
tions. Doctors’ time-tested advice of controlling blood pressure 
and cholesterol still holds true; however, these less conventional 
techniques can be used cooperatively to help make hearts health-
ier and stronger.

Get Enough Sleep. Getting enough good-quality sleep has 
innumerable benefits, from aiding in weight loss to improving 
memory. Studies have shown a marked increase in heart disease 
in those who sleep less than six hours per night, as sleeping too 
little can disrupt underlying health conditions and biological 
processes. Experts say seven to nine hours of sleep is ideal for 
heart health.

Drink Some Java. The probable benefits of regular coffee con-
sumption are pretty compelling. For example, caffeine, especially 

derived by drinking filtered, black coffee, boosts energy levels, 
which can help sharpen mental acuity and enhance mood, and 
lowers inflammation levels, which are a precursor to many con-
cerning health conditions. Interestingly, habitual coffee drinking 
has been linked to lower levels of cardiovascular disease, particu-
larly in women. 

Floss. This seemingly inconsequential chore our parents and 
dentists nag over can play a surprising role in heart health. 
Beyond just improving smiles, flossing daily reduces inflam-
mation and improves gum health, which, in turn, prevents the 
introduction of harmful bacteria into the bloodstream. Healthy 
gums are directly correlated to a slower progression of plaque 
buildup on artery walls.

Don’t Forget to Laugh. As the old saying goes, “Laughter is the 
best medicine.” Laughter has many emotional and physical 
benefits, including reducing stress, easing pain and depression 
symptoms, and boosting our immune system. It also has been 
shown to expand blood vessels by more than 20 percent, allowing 
for markedly better circulation and blood flow in the heart.

F E B R UA R Y  I S  FO R

HEALTHY HE RTS!

healthy living
By Shauna Osborne

(239) 455-8353 • swflplumbingrepairs.com

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

Sunwest 
Plumbing

PLUMBING ISSUE MADE ITS WAY ONTO 
YOUR INSPECTION REPORT?
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Edgardo Balentine
NMLS 1432920
Loan Officer / Manager | Primary Residential Mortgage, Inc.
English-Spanish-French
Mobile: 239.244.5871
Office: 1.239.631.1145 | Fax 1.239.323.9310
5659 Strand Ct | Naples | Florida | 34110

SWFLMortgageLoans.com
Get to know us on      !

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

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

mortgage programs, and great 
communication!

If you are working, the 
Balentine team is working 

right there with you!
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industry knowledge servicing the South 
Florida region. We are licensed, and 

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

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

on the phone.

No additional cost for rush jobs.

Solutions for a painless closing.
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PRESENTS

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

Stay InspiredStay Inspired
JENNIFER 
SPRINGER RINDEN & 
SCOTT RINDEN
Orchid Realty International
“I love marketing. Marketing 
myself, marketing properties … I 
felt like it was such a fun way to 
really change it up. The marketing 

side gave me an incredible leap forward in an industry 
that has so many Realtors.” —Jennifer

“One of the pillars of our success is we both come out of cor-
porate America. Many of our customers are executives and 
people that have come out of corporate America. We’ve been 
able to have a connection with those people.” —Scott

LAUREN & 
MICHAEL TARANTO
Taranto Team
Coldwell Banker Realty
“You have to get beyond the smoke-
screens. The old adage is as true 
today as it was throughout sales his-
tory — the customer always comes 

first. What you need to do is really listen. You’ve got two ears 
and one mouth. Just listen, ask appropriate questions, then 
listen to what they really want.”

ELISE & TOM STARR
The Starr Team
John R. Wood Properties
“Our goal in life is to leave things 
better than we found them. Trust is 
so important to us. We want to do 
business on a handshake. It means a 
lot to us that people know they can 

trust us to help them fulfill their dreams.” 

LISA & SCOTT PEARL
The Pearl Team
Coldwell Banker Realty
“We take our time and market every prop-
erty correctly, no matter what the price 
point is.” —Lisa

“Whether it’s a $7-million home or a small 
condo, we take it very seriously. We work as hard as possible to get 
[sellers] the most money.” —Scott

A Word from Our Sponsors:

EDGARDO BALENTINE
Primary Residential Mortage, Inc.
“Communication is key, and in my branch we 
like to deliver updates in a fun, yet unconven-
tional way, sending clear (sometimes silly) 
milestone videos throughout the transaction. 
Behind the scenes, we are doing everything 
in-house as quickly as possible. The under-

writer I use works exclusively for my branch, allowing us an average 
of just 19 days from contract to clear to close.”

VINNY SAPUTO
Naples Premier Home Watch
“Our culture is positivity. We live in a beau-
tiful place. We love what we do, and we do 
things the right way.”

“I became my own boss to spend more time 
with my family. If there’s anything I’ve 

learned these last few years, it’s to let things slow down and really 
appreciate the things you have in life and the people that are in your 
life. Spend quality time.”
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 HANA SNAJDROVA

239.200.9099

PORTRAIT         ARCHITECTURAL

www.newframephotography.com

&

domaininsuranceinc.com
nickdomain@domaininsuranceinc.com

Refer us to
your clients

HOME | AUTO  | FLOOD

As an 
independent 

agency,
we have options
for EVERYONE.

We work directly with 
lenders & realtors

to help transactions 
close smoothly.

239-898-9120
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Coach Michael Dill is an award-
winning certified business coach, 
global speaker, and published 
author. He is a proud Action 
Coach Franchise partner, as 
well as 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

When I think of February, I think of Valentine’s 

Day on February 14th, a day we men should 

always remember. In addition, and most 

importantly, I think of President’s Day. 

 
President’s Day is a day that celebrates all 
U.S. presidents (past and present). Initially, 
President’s Day was called Washington’s 
Birthday, in honor of George Washington, 
the first President of the United States. His 
birthday on February 22 became a significant 
day of remembrance following his death in 
1799. President’s Day, now a federal holiday, 
is observed on the third Monday of February, 
and combines the celebration of Washington’s 
Birthday with Abraham Lincoln’s, which both 
fall in February. 
 
Let’s take a look at our original founding 
father, President George Washington. 
 

George Washington served as the 
commander and chief of both the 
Colonial Army, as well as our country. 
He was known for being a man of great 
character. Words used to describe 
Washington were integrity, self-dis-
cipline, courage, absolute honesty, 
resolve, and decision. Because of these 
traits, Washington became our original 
founding father and is often referred to 
as the “Father of His Country.” 
 
George Washington was a raw and ambitious 
21-year-old Major who served in the British 
army in the French and Indian War. Because of 
the character he displayed, he became highly 
respected by his peers. During this experience of 
serving, Washington observed the tactics, culture, 
discipline, strengths, and few weaknesses as the 
British army, at the time, was the strongest force 

in the world. This observation 
would serve him well as the even-
tual commander in the American 
Revolutionary War. 
 
When the colonies eventually 
went to war with the British, 
Washington brought tremendous 
resolve that came from the back-
ing of all the founding fathers of 
our nation. This strong deter-
mination and commitment came 
from these 56 men, who signed 
their names on the Declaration 
of Independence. Knowing that if 
the war with the British was lost, 
they would all be hanging from 
the gallows in Great Britain. This 
resolve to Freedom from British 
rule would trickle down to the 
men Washington commanded 
during and through to the end of 
the American Revolutionary War 
(1775–1783). 
 
After Washington led his country 
to victory, he became the first 
American president under the 
United States Constitution and 
was elected in 1789 and again 
in 1792. President Washington 
remains the only president to be 
unanimously elected, which has 
become another strong point in 
his legacy. 
 
In October 1941, Washington’s 
massive portrait was carved into 
Mount Rushmore in the Black Hills 
region of South Dakota — a true 
testament to the man he was and 
his legacy, that will live forever.
 

On this President’s Day, let’s not 
look at others as to how they may 
need to shine up their character 
traits. However, let’s take a look at 
ourselves to see how we can become 
more while remembering the 
resolve of Freedom in our original 
founding father. 
 
Remember, as any success-
ful endeavor always starts with 
“Attitude,” Washington brought his 
attitude of resolve and patriotism, 
which trickled down to all who 
fought for our freedom. This energy, 
in turn, gave all the ability to take 
the “Action” to persevere through 
the eight hard years of war that 
eventually produced the “Results” of 
declaring the colonies a free nation. 
 
Have a great Valentine’s Day, 
a happy President’s Day, and a 
successful February! 

By Michael Dill

Washington 

brought his 

attitude of resolve 

and patriotism, 

which trickled 

down to all 

who fought for 

our freedom.

coaching 
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Free consultations

Our GAF lifetime roof system includes a 25 year 
workmanship warranty.

Locally owned and operated with 30+ years of 
combined experience.

Veterans, Active Duty Military, First Responders 
and Teachers Discounts.

855-SCM-ROOF
scmroofingfl.com

Licensed Florida Contractor #CCC1331132

SCM ROOFING is a GAF MasterElite Roofing Contractor

By focusing on roofing we are able to offer a 
competitive price, exceptional customer service 
and outstanding quality!

"SCM Roofing was amazing and much faster than the 
  others I called.. " -Wesley Chapel Homeowner

"Professional. Quick & Easy. Would definitely use again." 
  -Tampa Homeowner

"Very Professional. Knowledgeable guys and zero trash 
  was left behind!." -Tampa Homeowner

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

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

Panther Home Inspection...ONE CALL DOES IT ALL! 
Proudly serving SWFL since 2008.

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

PANTHER HOME
INSPECTION

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



34 • February 2022 SWFL Real Producers • 35@realproducers realproducersmag.com

po
w

er
 c

ou
pl

e

By Zachary 

Cohen
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LAUREN MICHAEL

T A R A N T O
A Real (Estate) Love Affair

The year was 1998. Lauren had been in the 
real estate business for over a decade, 

and she was single at the time. 
This was well before the days 

of online dating, so she 
put a personal ad in 

the newspaper.
 

“I’ve always been very good at writing 
ads, so I wrote a personal ad. I had 
44 calls and Mike was one of them. It 
took me a long time to get to him.”
 
After meeting, Lauren and Mike hit it 
off. Soon enough, they were discuss-
ing marriage.
 

“Originally, I had no serious intentions,” Lauren con-
tinues, “but we ended up falling in love rather quickly. 
When he asked me if I would marry him, I asked him if 
he’d get his real estate license!”
 
Mike agreed. And so began the couple’s journey in 
real estate — and in life.
 
YIN AND YANG
 
Lauren and Mike recently celebrated their 23rd anni-
versary. Their partnership has proven to be dynamic 
and harmonious.
 
“He has his Ph.D. in food science. He’s corporate, a 
professor, and very professional. I thought I could have 
some fun turning him into a Realtor®,” Lauren laughs.
 

“OUR REAL ESTATE CAREER IS A LOVE AFFAIR,” 
LAUREN TARANTO BEGINS WITH A SMILE.

IT’S A VERY NICE 
COMBINATION. IT’S 
BEEN ROMANTIC, 

AND IT’S BEEN 
REALLY FUN.
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Lauren and Mike describe their roles as yin and yang. 
Mike brings business savvy, attention to detail, and an 
analytical mind. Lauren brings networking skills, mar-
keting expertise, and decades of experience.
 
“It’s a very nice combination. It’s been romantic, and it’s 
been really fun,” she says.
 
Today, the Taranto Team is a team of two (plus Angela, 
their marketing partner). They’ve found that their part-
nership, and thus their business, is strongest when they 
remain focused on today’s market conditions.
 
For a client, there are compelling reasons to work with 
the Taranto Team, the first of which is experience and 
their track record with listings and sales.
 
“We’re one-stop shopping. We’ve been around, we know 
the market, and we certainly color outside the lines. We 
soar like an eagle over all of the beachfront and golfing 
communities. We know the whole area very well. Our 
success is about taking care of the customer, and we 
have talented vendors on speed dial.”

 

WORDS OF WISDOM
 
Lauren and Mike have achieved continued 
success by putting their customers first. They 
believe that’s the simple recipe for lasting real 
estate business.
 
“You have to get beyond the smokescreens,” 
Mike says. “The old adage is as true today as it 
was throughout sales history — the customer 
always comes first. What you need to do is 
really listen. Ask appropriate questions, then 
listen to what they really want.”
 
Outside real estate, Lauren and Mike enjoy time 
with family, walks on the beach, socializing 
with friends, and eating out. 
 
“We live in paradise. We get to have fun with 
our clients; go boating, to the theater, art 
shows, and concerts; and play tennis and golf. 
It’s fun to live, work, and play in Naples.”

WE LIVE IN PARADISE. 

WE GET TO HAVE FUN 

WITH OUR CLIENTS. 

WE DINE A LOT. 

IT’S FUN TO LIVE, 

WORK, AND PLAY 

IN NAPLES.

Lauren and Mike Taranto are The Taranto Team at Coldwell Banker Realty.
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FUN FACTS
ABOUT THE TARANTOS

 
Lauren has an extensive collection of lim-
ited-edition Louis Vuitton pocketbooks. In 

fact, after each closing, she seeks out a new 
pocketbook for her collection.

 
Mike, who spent nearly three decades 

in the food industry, has a love for 
cooking. During his time at Frito Lay, he 

developed and engineered the now-
famous product, Sun Chips.
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239-350-4906
sentryia.com

LET’S GET YOUR CLIENT
TO THE CLOSING TABLE!

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

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

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

and have capabilities to serve them on a 
national basis.

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

When you look deeper into the matter, 
it’s because WE ATTACH SYMBOLIC 
MEANING TO GIFTS. 

This means that a gift you are not 
overly enamored with CAN BE 
INTERPRETED AS THOUGHTLESS IN SPITE 
OF ITS ALTRUISTIC MOTIVES.

HAVE YOU BEEN GIVEN A GIFT THAT HAS FILLED YOU WITH JOY? 
Or perhaps you’ve been unlucky enough to receive something that left you 
feeling deflated and upset since it didn’t meet your expectations. But why would 
this irritate you? IT’S THE THOUGHT THAT COUNTS and that’s precisely it.

CONTACT US FOR A FREE GIFTING ANALYSIS.

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

TAX LAWS ARE
COMPLICATED
There is no such thing as a simple tax return.
You don’t have to be a tax expert,THAT’S OUR JOB!
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STAGING TO SELL

pro tips

5 TIPS for CREATING A SPACE
for an INVESTMENT …

a LIFESTYLE … or BOTH

By Sheryl Bleustein

Keep the following tips in mind when embarking 
on the process:
 
1. Show them the investment.

Buyers of high-end estates want to be able to 
appreciate the purpose of their investment and 
see where it is being spent. Furnishings should 
maximize the estate’s best assets while not get-
ting in the way of the estate itself. Furnishings 
should be soft on the eye while keeping the 
trends of today’s visions.
 
2. Trust the designer.

Make sure you and the designer have the same 
goals, vision, and budget; and trust the designer 
to design the vision you approved. Change 
orders can disrupt the workflow, making things 
take longer and costing additional money. 
Therefore, once the design is approved by the 
client or REALTOR®, allow the designer to ful-
fill the vision to completion.
 

3. Work with what you have.

Recovering and reupholstering existing 
furnishings that are already part of the 
existing design of the home is always a 
preferable option to ordering new furni-
ture, especially in this unpredictable time.
 
4. Go with bigger items, and less of them.

The key to staging an estate is not to clut-
ter it with too many different items, but 
instead, to promote its design. You can cre-
ate ambiance and a style without making it 
seem like you’re having a Christmas party.
 
5. You don’t have to stage the 

entire estate.

It’s important to remember that, above 
all, the purpose of staging is to help the 
Realtor sell the estate and the view. You 
can stage the focal points without staging 
the entire home.

Sheryl Bleustein founded 
Interiors By SBI in 
1992 and has since 
completed projects 
for many high-profile 
clientele, including CEOs, 
celebrities, professional 
athletes, politicians, and a 
contingency of residents 
worldwide, within the 
United States as well as 
international. She takes 
pride in staging high-
end estates for Realtors 
to sell, in a way that 
presents its best attributes. 
interiorsbySBI.com 
954.445.0897

When staging high-end estates for sale, 

it’s important to show the property 

in its best light. That’s where an 

interior designer comes in. A skilled 

designer, with the use of specific 

pieces, elements, colors, textures and 

placement can give a house a 

much-needed facelift, and most 

assuredly aid in the likelihood of it 

selling for its best possible price.

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

High-Grade
Aluminum Art,

Created For You.

Bring a luxurious, contemporary 
appearance to your space with 

Balanced Images
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A New Generation of Residential Cleaning Experts
Elite Residential Cleaning is more than just a cleaning company...

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

Contact us today for
a complimentary 

in-home consultation 
and  50% off your first 

residential cleaning

239.451.0785 ext 1
tjs-eliteresidential.com

info@tjs-eliteresidential.com

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

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

RESPONSIVE
INSURANCE

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

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

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

Judy HentgesRich Costante Alyssa CostaMatt Nance,
Owner

Keith Zulik Jessica Bueno Cody
Gochenouer
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partner spotlight
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By Zachary Cohen

Photos by Sun Services SW Photography

PRIMARY 
RESIDENTIAL 
MORTGAGE, INC.BALENTINE
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“Well, you know, every little kid 
dreams of being a mortgage broker,” 
Edgardo Balentine begins with a laugh.
 
Edgardo’s story begins on another 
continent (two, actually), far away 
from his current home in Naples. He 
was born and raised in Barranquilla, 
a city on the northern Atlantic coast 
of Colombia. During his childhood, 
Edgardo split time between Colombia 
and France, where his parents lived 
part-time.
 
In Colombia, Edgardo fell in love 
with baseball. He was recognized 
enough to earn a scholarship to play 
college baseball in the U.S., first in 
Iowa and then Florida. But after 
graduation, Edgardo was unsure of 
his path forward.
 
“I didn’t know if I would go back to 
France or Colombia or stay in the 
States, so I thought the smartest 
move would be to get a degree in 
something related to medicine. 

At the time, I thought that medicine was 
international. The body is the same every-
where, right?”
 
Edgardo graduated with a degree in biol-
ogy and a minor in chemistry, but he wasn’t 
passionate about the field. He was already 
married with a daughter, and the thought of 
going to medical school was daunting.
 

“I figured while I was undecided 
about my future, it was a great 
time to learn some sort of import-
ant life skill. In my mind, one thing 
that is very useful in America is 
credit — how credit works, how 
to use credit to benefit you and not 
hurt you.”
 

So, Edgardo turned to banking. He started at Bank of 
America and then moved to BB&T. He was intrigued by 
the multiple components of financial advising and home 
mortgages, particularly when he began the process of 
buying his own first home.
 
“There was so much I didn’t know about the application 
process, and I remember wishing it was easier. It made 
me feel vulnerable.”
 
From that moment on, Edgardo was determined to 
develop what he calls financial literacy. Five years ago, 
he took a deep dive into learning the ins and outs of 
mortgages by launching his lending career at Primary 
Residential Mortgage. Just two years later, he opened his 
own branch office in Naples.
 
Over the last few years, Edgardo and his team have 
worked hard to offer a quick, stress-free process in which 
they communicate with everybody each step of the way. 
 
“Communication is key, and in my branch we like to 
deliver updates in a fun, yet unconventional way, send-
ing clear (sometimes silly) milestone videos throughout 
the transaction,” Edgardo explains. “Behind the scenes, 
we are doing everything in-house as quickly as possible. 
The underwriter I use works exclusively for my branch, 

I feel very 
blessed to 
have the 
opportunity 
to help so 
many people. 

From left to right: Bradley Fieger, Lexi LeMay, Edgardo Balentine, April Trevino, Anthony Soto. Edgardo Balentine and his wife, Mariesa.
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allowing us an average of just 19 days 
from contract to clear to close.”
 
Edgardo takes what he calls a “blue-col-
lar advisor” approach to lending. To him, 
that means he is down-to-earth, relat-
able, reachable, and acts as an advisor — 
not a salesman.
 
“It’s important to me that my clients feel 
well informed and they know what to 
expect so the process is both rewarding 
and stress free.”
 
When Edgardo opened his office three 
years ago, he was a one-man team. In 
2021, he closed on a commercial office 
building, and he now has a team of five 
loan officers, two processors, and one 
underwriter. As he looks ahead, he envi-
sions further growth and further refine-
ment of his industry-leading systems.
 
“I feel very blessed to have the oppor-
tunity to help so many people. Whether 
they’re purchasing their first home or 
looking to save money by refinancing, 
It feels so good to be a part of it. It’s 
life changing. And Primary Residential 
Mortgage has been such a wonderful 
company to build my branch under. They 
allow me to provide people with the best 
product in the best place in the world. It 
doesn’t get better than this!”
 
For more information, please visit 
www.swflmortgageloans.com.

Communication is key, and in my 
branch we like to deliver updates in a 
fun, yet unconventional way, sending 
clear (sometimes silly) milestone videos 
throughout the transaction.

Edgardo Balentine opened his Naples 
branch office of Primary Residential 
Mortgage in 2018.
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Schedule your free
15-minute consultation today!

Call us at 443-569-6500
DorkanFinancialGroup.com

Murat Dorkan, CLU
30 years in practice

IT’S NOT HOW MUCH
MONEY YOU MAKE IT’S 
HOW MUCH YOU KEEP! 
Ask yourself these questions:
    How are you reducing your taxes by
    20 to 30% yearly?
    Are your assets guaranteed against
    market loss for the fees that you pay?
    Do you have a tax-free retirement income plan?
    Will you pass your estate and assets to your 
    family tax-free?
    Do you have a plan to pay for long-term 
    care expenses tax free? 

 …there are more questions! Schedule a 15 minute consultation
to learn what most financial advisors will never tell you!

What will your 
LEGACY be to all 

the loved ones you 
leave behind?

LEAVE A LEGACY.

HEATERS • EQUIPMENT • CLEANING • REPAIR • RENOVATIONS

www.SWFLPoolPros.com • 239-872-8186
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C

legal hotline

Be Careful What 
You Say —

Why REALTORS® 
Need to Be 

Cautious About the 
Zillow Acquisition 
of ShowingTimeBy Samuel F. Colburn, Esq.

Communication is critical in every part of our daily 
lives, but perhaps even more so as a Realtor. At the end 
of the day, not only does being successful as a Realtor 
depend on your communication and customer service 
skills, but, not surprisingly, it also depends on your 
ability to understand the real estate buying and selling 
process from listing to closing. As such, home showings 
are, and will remain, a critical part of the home-buying 
process for consumers. Back in February 2021, Zillow 
Group, Inc. (“Zillow”), one of the most-visited real 
estate websites in the country, announced that it was 

acquiring ShowingTime.com Inc. (“ShowingTime”), for 
approximately $500 million. The transaction, despite 
a few delays, finally closed in October 2021. 
 
ShowingTime had historically described itself as the 
“residential real estate industry’s leading showing 
management and market stats technology provider, 
with more than 1.2 million active listings subscribed 
to its services…and [is] used in 370 MLSs, represent-
ing more than one million agents across the U.S. and 
Canada.” Sounds positive, right? Perhaps.
 

In theory, competition breeds performance 
and should ultimately be more beneficial 
for the consumer. Nevertheless, that does 
not mean that some folks in the real estate 
industry are less than pleased about the 
acquisition and what ripple effect it may 
have on competition. Some folks in the 
industry now see Zillow as a competing 
broker, and there seems to be an uncom-
fortable feeling with some brokers and 
agents about seeing a single broker having 
control over the entire scheduling process. 
There are also concerns that Zillow will 
collect ShowingTime users’ information 
and give them a step up on the competition. 
According to a recent article that polled a 
group of South Florida real estate agents, 
88 percent said that they currently utilize 
ShowingTime, nearly a third (30 percent) 
reported that they would no longer use 
ShowingTime after the acquisition, and 
a majority of users (52%) said they are 
uncertain whether they will continue using 
ShowingTime. Prior to the acquisition clos-
ing, there were even online petitions against 
it, such as one seen on Change.org titled, 
“Zillow is creating a monopoly by purchas-
ing ShowingTime!”
 
Inevitably, any time that there is a trans-
action of this size, where two leaders in 
an industry are combining, you will likely 
see concerns raised over whether or not 
there are any antitrust laws that are being 
broken. Now, while there are entire, semes-
ter-long classes that are taught on Federal 
Antitrust issues and I am certainly no expert 
on the subject, the National Association of 
REALTORS® (“NAR”) does provides a con-
cise and accurate definition, stating that such 
is “designed and intended to protect competi-
tion and prevent monopolies.”
 

More than 100 years ago, Congress passed the 
Sherman Act, which served as the ground-
work on which antitrust laws are based today. 
Originally, for an antitrust law to have been 
violated, there had to have been two elements: 
1) a contract, combination, or conspiracy that 
which, 2) restrains trade. The second part was 
later tweaked to include the term “unreasonably” 
as, in essence, every contract could, in theory, 
restrain trade when reading the literal meaning.

 
One could argue 
that there is a 
conspiracy (which 
only means that 
two or more 
entities hatch a 
common scheme 
or plan), that does 

unreasonably restrain trade and is ultimately 
not in the best interest of the consumer. I will 
leave that question to ultimately be answered by 
the U.S. Department of Justice, Federal Trade 
Commission, and other federal regulators; how-
ever, not only can typical antitrust issues arise 
such as price fixing or boycotting, it is equally 
important for real estate agents, especially 
those who may be worried about the Zillow/
ShowingTime acquisition, to be reminded of the 
NAR Code of Ethics. Agents can find themselves 
in hot water for discussing, in any type of forum 
(e.g., text, email, twitter, etc.) anti-competitive 
practices (i.e., price fixing, boycotting, or any 
other restraints). It is important that brokers 
and agents continue to do our part to ensure that 
anti-competitive practices are not entertained. 
It is also recommended that brokers start an 
antitrust compliance program in order to safe-
guard their companies and provide knowledge 
and information to their agents regarding this 
important topic.

Born and raised in Naples, Florida, Samuel Colburn is an associate attorney at 
Woods, Weidenmiller, Michetti, & Rudnick, where he concentrates his practice 
in the areas of commercial and residential real property transactions, as well as 
corporate and commercial lending.

 and Whom You Say It To

Zillow is creating 
a monopoly 
by purchasing 
ShowingTime!
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PH: 239.325.4070  |

 

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

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

 

A Personal Approach to Real Estate Law

Michael Michetti Joshua Rudnick James “Jay” Caudill

LET OUR SOLID REPUTATION BE YOUR GUARANTEE

beckerhomemaintenance.com

239-351-6820

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

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

- Jessica D., Google Review

HANDYMAN
PAINTING
FLOORING
CABINETRY
CLOSETS
SCREEN REPAIR
PRESSURE WASHING

AND MORE!
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power couple
REPUTATION FOR RESULTSBy Dave Danielson

Photos by New Frame Photography

On the road to realizing your dreams, 
one thing makes your hopes become 
reality — action. That’s where Elise and 
Tom Starr excel.
 
As a husband–wife team, they are full-
time Global Real Estate Advisors with 
John R. Wood Properties and Island 
Real Estate. Elise and Tom continue to 
build on an impressive reputation for 
results — making good things happen for 
people throughout the region.
 
“I can’t wait to get up each day to find 
a home for my buyers. I get so much 
enjoyment out of meeting that chal-
lenge,” Elise explains. “We are success-
ful in our negotiation skills, and we land 
deals. That’s a very rewarding thing to 
know we’re helping people. People want 
to see results.”
 

“We love the people side. Our 
business model is a referral-based 
model. We are very active,” Tom 
points out.
 
Elise earned her real estate 
license 38 years ago. Tom joined 
her in the business about six 
years ago, after serving as a vice 
president of agency sales with 
Nationwide Insurance.
 
Elise’s Early Influence 
and Direction
Elise remembers the influence of 
her mother. “My mom was in real 
estate for a short time when I was 
in my late teens. I followed her, 
watched her, and got my license in 
Louisiana. I’ve seen crashes and 
big ups and downs over the last 38 

years,” Elise says. “I did real estate 
in Baton Rouge, Louisiana, and I 
moved after the oil market crashed 
in the late 1980s. The market was 
on the downturn, so I moved to 
Orlando where my brother was.”
 
While in Orlando, Elise worked 
with timeshare resorts. She also 
did some historical restoration 
with a builder, along with a blend 
of commercial, industrial, and resi-
dential work.
 
About 15 years ago, Elise moved to 
Fort Myers and went into on-site 
sales for Tarpon Point Marina in 
Cape Coral and Palmas Del Sol, 
located in Gulf Harbour Yacht & 
Country Club and Bell Tower Park, 
off of 41.
 

STARRELISE    TOMAND

OUR GOAL IN LIFE IS 
TO LEAVE THINGS 
BETTER THAN WE 
FOUND THEM.
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“After about five years of doing that, 
I went back into general real estate, 
and that’s when my business took 
off,” she smiles.
 
Tom’s Service and Dedication
As Tom came of age, he served in 
the U.S. Navy, aboard one of the 
first ballistic nuclear submarines, 
where he was in charge of launching 
missiles. After he left the service, he 
attended college and then began a 
very successful, 36-year career with 
Nationwide. He retired in 2002 as 
vice president of sales. From there, 
Tom transitioned into business con-
sulting. “Around that time, my first 
wife passed away. I also did some 
financial consulting work,” he says.
 

In time, Elise’s spouse passed 
away also. Eventually, Tom and 
Elise met, and knew it was right. 
They got married not long after.
 
“Throughout time, I had tried 
to retire about four times, but I 
realized I wasn’t made for that,” 
Tom laughs.
 
About six years ago, Tom decided 
that his next professional career 
would be in real estate with Elise.
 
Signs of Success
The results have been rewarding. 
They’re in their sixth year with 
John R. Wood and, at the time of 
this writing in late 2021, were on 
schedule to surpass $55 million in 
sales volume for the year, repre-
senting more than 90 transactions.
 

“Tom has such a great mind for 
business and planning,” Elise says. 
“Before he came on, we were at 
about $5 million in sales volume 
each year. When he joined the busi-
ness, we really grew.”
 
In addition to their success in real 
estate, Tom and Elise also formed 
Starr Quality Construction.
 
Life’s Rewards
Family is at the heart of life for 
Elise and Tom. They look forward 
to time with their children — son, 
Robert, who Tom adopted on 
his 21st birthday; Saundra Starr 
Woodruff, who is a REALTOR® 
in Dublin, Ohio; and Leahna, who 
works in the medical industry. 
Their son, Clyde, is president and 
general contractor at their con-
struction company. Sgt. Robert 

Starr is an Army Ranger. He and his 
new wife Olivia will be joining their 
real estate practice after his return 
in April of this year.
 
In their free time, Tom and Elise 
love boating, tennis, and cards. 
They also are very experienced with 
horses. “One of our favorite things 
to do is traveling to Montana to take 
part in cattle drives,” Elise says. 
They both like horseback riding, and 
barrel racing too.
 
When it comes to making an impact 
in the community through giving, 
Elise and Tom are big supporters 
of Golisano Children’s Hospital. 
Elise has served on the Grievance 
Committee in the Fort Myers office 
for over seven years. In 
addition, Elise and Tom 
are members of the Gulf 

Elise and Tom are members of the Gulf Harbour Yacht & Country Club.

Elise and Tom Starr are The Starr Team at John R. Wood Properties.
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Harbour Yacht & Country Club, 
where Elise serves on the board 
of governors. They donate a 
portion of each sale to Tunnels 
to Towers and to the Wounded 
Warriors Foundation.
 
Finding Fulfillment
Elise and Tom find fulfillment 
from the work they do on behalf 
of their clients each day. Through 
that process, they find it very 
gratifying to receive glowing 

I can’t wait to get up each day to find a home 
for my buyers. I get so much enjoyment out of 
meeting that challenge.

W E  A R E  S U C C E S S F U L  I N  O U R 
N E G O T I AT I O N  S K I L L S ,  A N D  W E 

L A N D  D E A L S .  T H AT ’ S  A  V E R Y 
R E WA R D I N G  T H I N G  T O  K N OW 

W E ’ R E  H E L P I N G  P E O P L E .  P E O P L E 
WA N T  T O  S E E  R E S U LT S .

Elise and Tom Starr are 
experienced horseback riders 
and love to travel to Montana.

testimonials like one from client G. 
Benson, who wrote, “The Starrs are firm, 
factual, and famously dedicated to client 
servicing. They listen, and they make 
deals happen. Expect consistency and 
time efficiency. Their word is their bond. 
Elise and Tom keep the gold standard 
going in Lee County.”
 
Congratulations to Elise and Tom Starr. 
Each day, they continue to build on their 
legacy of leadership and their reputation 
for results.
 

“Our goal in life is to 
leave things better than 
we found them,” Tom 
emphasizes. “Trust is so 
important to us. We want 
to do business on a hand-
shake. It means a lot to 
us that people know they 
can trust us to help them 
fulfill their dreams.”
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Deanna was very responsive 

to questions and was on top 

of things. I felt like I didn’t 

have to follow up, as I knew 

she will get the job done. 

Being a Realtor that is so 

important. Thanks, Deanna 

for all you do!

GINA F. NORTH PORT, FL

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

PAYMENT OPTIONS AVAILABLE TO THEM?

DEANNA 
ADINOLFO RIVERA
BRANCH MANAGER | NMLS# 327112

239-878-0107

deanna@communitylendingfl.com

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

LET US HELP!LET US HELP!

Getting a home loan 
with Moore Lending 

Group isn't just a 
transaction, we 

consider you part of 
the family.

Brittany Moore
Producing Branch Manager

 NMLS # 824215
 Direct: 954.866.7189

Cell: 239.292.4194
BMoore@moorelend.com

Tyler Moore
Sales Manager

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

TMoore@Moorelend.com

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

$1 BILLION
trying to perform a “DIY” root canal just because you 
watched someone do it on YouTube? You would never do 
that. These silly examples illustrate how technology-de-
pendent our culture has become.
 
But the buying or selling of a home is the most 
important financial decision many people make. So 
instead of trying to do it alone with an FSBO, con-

sumers need to trust their home-selling process to 

you — a licensed professional.
 
Sure, there is some value for the consumer with Realtor.
com or Zillow. But those online platforms cannot take 
the place of a personal conversation with you. Or the 

professional advice you give as an expert.

 
Your Trust Edge for Generating Leads and 

Winning Listings 

David Horsager is the world’s foremost expert on trust. 
He’s been a consultant to many Fortune 100 companies, 
like Verizon and FedEx. And he’s been a speaker for 
the New York Yankees and the U.S. Congress. His work 
has been featured in Fast Company, Forbes, and The 
Washington Post. And his book, The Trust Edge, is a 
Wall Street Journal bestseller. 
 
David is also a friend and former client of mine. In 
his book, David has condensed years of his executive 
research. He summarizes his findings into what he calls 
“The 8 Pillars of Trust.”
 
These 8 Pillars are applicable for individual agents, 
teams, and brokerages. They will give you a framework 

for establishing rapport with prospects. This will help you 
generate more leads and win more listings, faster.
 
The 8 Pillars of Trust:

1.	Clarity – People trust the clear and mistrust the ambig-
uous. Clarity unifies, motivates, and increases morale. 
It inspires trust. 

2.	Compassion – People put faith in those who care 
beyond themselves. Think beyond yourself and put 
people before things to improve relationships.

3.	Character – People notice those who do what is right 
over what is easy. Building integrity takes work but 
gives the biggest reward. Always ask yourself, “Is this 
the right thing?”

4.	Competency – People have confidence in those who 
stay fresh, relevant and capable. Stretch your mind 
with new ideas, fresh thoughts, and different perspec-
tives. Find a circle of professionals with whom you 
can grow. 

John Gualtieri is a BILLION-dollar 

agent. He’s done over 3,000 

transactions in his career. And had 

10 years in a row where he did 

between $1 million and $1.5 million 

in net commissions. 

 
After his first year in the busi-
ness, John became the top agent 
in Pennsylvania. He then went on 
to form his first real estate team, 
which quickly became the number-1 

team in the number-1 office with the 

number-1 franchise in Pennsylvania 
and Delaware.
 
John was leading one of the larg-
est and most successful real estate 
teams in North America when he 
began coaching agents outside of his 
franchise office.
 
But to be honest…
 

There’s nothing John did that you 

can’t also do. 

 
In fact, John says one of the main 
factors for his success was his ability 
to quickly build trust with new pros-
pects and clients and then reaffirm 
that trust by doing what he said he 
would — sell their home quickly and 

at top dollar. As simple and “touchy-
feely” as it sounds, John made trust 

his competitive advantage.

 
Trust Beats Tech 

Trust is key in any relationship. 
Having a trusted real estate expert by 
your side to guide you in the process 
can save you hundreds — if not thou-
sands — of dollars.
 
That’s why I believe so much in the 

value you provide. As a trusted, real 
estate professional:
 

5.	Commitment – People believe in those who stand 
through adversity. When you are truly commit-
ted, you will go out of your way to help others.

6.	Connection – People want to follow, buy from, 
and be around friends. Engage your team and 
collaborate. Ask questions and be sure to listen 
to the answers. 

7.	Contribution – People immediately respond to 
results. Give your attention, resources, and time 
to benefiting others.

8.	Consistency – People love to see the little things 
done consistently. The track record of trust is 
built over time. Deliver the same quality of re-
sults every time, and you will maintain trust.

Trust vs. Transaction 

Real estate has been described as a numbers game. 
While that may be encouraging to some, I want to 
challenge you to slow down and think deeper about 
how you do prospecting.
 
Instead of cycling through listing appointments, 
waiting for the “yes” to come, consider applying 
one or two of the 8 Pillars of Trust. You’ll get a 

higher quality lead because of it.

 
As you prepare to meet with a new prospect, 
ask yourself:
 
1.	Where can you be clearer in your communication 

so you build trust faster?
2.	What can you do to create more trust and con-

nection with past clients? 
3.	How can trust help you generate more repeat and 

referral business?
4.	What can you do to prove your competency and 

win the listing?

With the Trust Edge, you’ll have even more people 
asking you to help them buy and sell their home.
 

1.	You help young couples find their		
 first home.

2.	You sell the homes of loved ones after 
they pass.

3.	You educate homeowners on the value of 
their property.

4.	You help people relocate and move into 
the house of their dreams.

…And you do so much more to ensure your 
clients’ well-being, interests, and needs 
are met.
 
It might sound cliché, but it’s true: People 
do business with those they know, like, 
and trust. In an age when technology is 
commoditizing parts of the real estate 
industry, it’s your human touch and expert 

advice that makes you immune to AI.

 
Mobile apps work fine for ordering a 
rideshare. But can you imagine asking 
Siri what kind of IRA rollover is the best 
option for your 401(k)? Or think about 

HOW BUILDING TRUST LED TO 

 IN NEW LISTINGS AND REFERRALS

Joshua Lee Henry is a published 

author, entrepreneur, marketing 

consultant, brand strategist and 

direct-response copywriter. He is 

the founder and CEO of Activate 

Advertising Agency, L.L.C.
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power couple
By Zachary Cohen

Photos by Sun Services SW Photography

When the economic recession hit in 2007 and 2008, the real estate 

market was shocked into a state of disarray. Many real estate 

professionals struggled to adapt to a stark new reality, and many found 

their way out of the business. Not many people were considering 

entering the business during this time. But Scott Pearl was.

Lisa
Scott

Coming Full Circle



72 • February 2022 SWFL Real Producers • 73@realproducers realproducersmag.com

When the recession hit, Scott sensed an opportunity. He 
understood that the recession represented an opportune buy-
ing time for cash-heavy buyers. So after a long career in retail, 
Scott flipped the script and became a REALTOR® in 2008.
 
“I saw where the prices were at, and I knew there would 
be a lot of investors picking up these properties for half of 
what it was. If someone had cash, it was an amazing oppor-
tunity to acquire real estate in Naples,” Scott reflects.
 
TWO’S COMPANY
 
Scott got his business off the ground by working with 
investors, and as the market found its footing in the 
ensuing years, he got busier and busier. By 2012, he 
needed help.
 
“We had a new family, and I thought I’d hire an assis-
tant,” Scott reflects.
 
“And I said, ‘Heck no!’ Last time I checked, assistants 
were not good for young marriages,” Lisa jokes.
 

Lisa was licensed a few months later, and The Pearl 
Team was born. Lisa began to expand the team’s reach 
by working with more residential buyers.
 
“Once Lisa came on board, it really took off. She’s 
amazing and has helped grow the business more than I 
thought it could,” Scott says.
 
FULL CIRCLE
 
Almost a decade later, Scott and Lisa are thriving. With 
their recent move to Coldwell Banker Realty – Naples 
5th Avenue, their business and partnership have come 
full circle.

 
Scott and Lisa both 
worked on 5th 
Avenue 20-plus 
years ago. Lisa was 
the director of Shaw 
Gallery, and Scott 
owned a retail store. 
They met through 
mutual friends and 
immediately hit it 
off. One night, while 
walking down 5th 
Avenue, the pair sat 
on a bench. Scott 
kissed Lisa.
 
A year and a half 
later, Scott pro-
posed to Lisa on 
that same bench. 

It had already become a special spot for the couple 
when, for their second anniversary, Lisa looked into 
purchasing a plaque from the city. But with a young 
family, the $5,000-plus cost was too steep.
 
“So I went to a store, had a bronze plaque made, and 
for our second anniversary, I gave him a screwdriver 
and the plaque. We screwed the plaque ourselves on 
the bench,” Lisa laughs.
 
When the city replaced the bench, they put the old 
one — plaque and all — up for auction. Scott and Lisa 
purchased it, and it now sits in their backyard.
 
When Scott and Lisa moved to Coldwell Banker’s 5th 
Avenue office in 2021, they had a serendipitous real-
ization — “their bench” (the new one, of course) was 
right outside the office.
 

“This past year, the broker called us and asked us to 
come to Coldwell Banker. We kept saying we were 
happy. But finally, Scott and I sat down as we found 
some breathing space and thought, ‘What are we 
missing in our business?’ We thought we’d love to be 
back on 5th Avenue with a national company. So when 
we came to Coldwell Banker, we didn’t even realize the 
bench sits right out the front door. It’s full circle that 
we sit here with a window that looks out at that space. 
We found the right place.”
 
LOOKING AHEAD
 
Since Scott’s early days, he has been committed to 
working with buyers and sellers from all walks of life 
and at any price point. That attitude helped him get his 
business off the ground, and it continues to be a pillar 
of The Pearl Team today.
 

Whether it’s a 
$7-million home or 
a small condo, we 
take it very seriously. 
We work as hard as 
possible to get them 
the most money.

Lisa and Scott Pearl with son Zach and daughter Riley.
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Purchase & Refinance
Conventional | FHA | VA | USDA | 203k | Jumbo 
And More!

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

“Great vision without great people is irrelevant.”

Integrity lending with customer satisfaction is our top priority.

Northpoint Mortgage | NMLS# 1515

“Whether it’s a $7-million home or a small condo, we 
take it very seriously. We work as hard as possible to 
get them the most money,” Scott says.
 
“We take our time and market every property correctly, 
no matter what the price point is,” Lisa adds.
 
Scott and Lisa are aware that the market is in a con-
stant state of flux. Like many agents, they have enjoyed 
banner years the past two years. They believe in the 
strength of the Naples market and also recognize its 
challenges. “Today, it’s about pivoting. It’s about recre-
ating ourselves and continuing to grow,” Lisa says.
 

At home, Scott and Lisa’s children, Zach and Riley, are 
now 16 and 15, respectively, and both attend Naples 
High School. “So we’re going to be empty nesters in 
about three years — hopefully,” Lisa quips. That has 
Scott and Lisa eying their next move. They spend every 
summer in Kennebunkport, Maine, and hope to soon 
buy a home there and expand their real estate business 
to the area.
 
Regardless of where Scott and Lisa Pearl are selling real 
estate, though, they can be counted on for their exper-
tise and commitment to their clients.

We take our time and market every property 
correctly, no matter what the price point is.

Lisa and Scott Pearl 
are The Pearl Team 
at Coldwell Banker 

Realty - 5th Avenue.
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A  N E W  S TA N D A R D  I N  H O M E  S E R V I C E S
 Providing a great service experience encompassing Estate Management,

Home Watch, Project Management and Concierge Services since 2013

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

Estate Management | Home Watch | Concierge Services 

Let's discuss YOUR event!

We'll work with you every step of the way to insure that your event is flawless.

239-784-4748  |  lightworks-productions.com

Lightworks Stage Productions is South Florida’s most complete sound, lighting, 
audio visual, and decor provider in the corporate and special event industry.

Lighting  •  Audio  •  Projection  •  Backline

“Professional, knowledgeable and accommodating, I would recommend 
Lightworks for any event, large or small.” -Alan J., The Powerhouse Group

Experience our experience!

• Title Insurance

• Escrow Services

• Construction Funds
  Disbursing

• Technology-Driven,
  Professional Experts

• Enhanced Secure
  Online Access &
  Communication

• National Commercial
  Services

www.resolutionstitle.com

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

“This is the place we needed to be,” Vinny 
Saputo begins with a smile. As Vinny 
touches on his love for Naples, his energy 
is palpable. It’s clear that he has a deep 
affinity for his new home.
 
For two decades, Vinny built a career as 
a police officer, EMT, and firefighter in 
his home state of New Jersey. And yet, 
he had long felt a yearning for Southwest 
Florida. His grandparents and parents 
both vacationed in the area, and he and 
his wife, Kim, had been spending time in 
Naples since they met. They got married 
in Naples in 2009 and continued to visit as 
their family grew.
 
“We have pictures of our kids as babies in 
car seats on the beach. It’s a special place 
for us,” Vinny reflects.
 
After 20 years in emergency services in 
Jersey, Vinny was ready for a change. He 
was stressed out and tired of the gray, 
cold winters.
 
“One day, my wife said, ‘How about we 
move to Naples?’ I thought she was joking, 
but she was serious. So in 2018, I jumped 
on a plane, flew down here, and tried to 
start a new life for us.”
 
Building a New Life

 
Vinny arrived a few months ahead of his 
family. In the meantime, he set out to 
find work and build a new foundation. 
Vinny first considered getting back into 
police work.
 
“Then, one day, I had an epiphany. Why 
am I starting over with the same thing? 
I was stressed out and overworked in SA

PU
TO

NAPLES 
PREMIER 
HOME 
WATCH

By Zachary Cohen  
Photos by Sun Services 

SW Photography

partner spotlight

BUILDING A Jersey, which was a big part of why I 
left. I wanted a more family lifestyle. 
A better lifestyle.”
 
Vinny landed a job as a security 
supervisor at the hospital, and then 
for the Ritz Carlton, where he had the 
opportunity to learn about customer 
service from the best in the business. 
During this time, he created Naples 
Premier Home Watch.
 

Building a Reputation

 
Vinny knew he could succeed 
in the home watch industry. His 
challenge was finding proper 
training. With no regulation in 
the industry, he quickly discov-
ered that the quality of service 
varies wildly. Vinny knew he 
wanted to learn from the best.
 

Vinny Saputo and his wife, Kim.
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“I went to seek out who was doing home watch 
and who was doing it at the caliber I wanted to 
do it at,” Vinny explains. “I found a lady named 
Diane Pisani. She had a home watch business 
with a partner, and they watched 150 properties. 
Then, her partner got sick and she needed to fig-
ure out how to do it herself. She looked around, 
and she couldn’t find a company that would do it 
to her standards. So she started her own train-
ing company.”
 
Vinny immediately took to Diane’s teachings. 
She, like Vinny, was committed to providing 
exceptional service.
 
Over the past three years, Vinny and Naples 
Premier Home Watch have become one of the 
area’s most reputable companies. Everything he 
does is rooted in customer satisfaction.
 
Vinny is building Naples Premier Home Watch 
with a spirit of optimism, commitment, and integ-
rity. In 2021, he hired his first full-time employee 
and upped his client base to 85 properties. The 
Naples Daily News named Naples Premier Home 
Watch the #1 real estate management/home 

The Saputo family 
moved to Naples 
from New Jersey 
in 2018 (From left 
to right: Kim, Mia, 
Gianna, Vinny).
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watch company in the city in 2021. 
Vinny is also the current president 
of the International Home Watch 
Alliance (IHWA), an organization com-
mitted to training and standardizing 
the home watch industry.
 
“Our culture is positivity. We live in a 
beautiful place. We love what we do, 
and we do things the right way. And 
that’s how I want to build my company.”
 
Family First

 
As he builds Naples Premier Home 
Watch, Vinny continually reminds 
himself of his purpose: his family. 
They are the reason that he left his 
career as a police officer to begin 
again, and they are the reason he 
works hard each and every day. 

Vinny’s daughters, Gianna and Mia, 
are nine and six, respectively.
 
“I became my own boss to spend 
more time with my family. That’s 
what spurned this whole lifestyle 
change,” Vinny says. “We enjoy 
everything on or around the water 
and spending quality family time. If 
there’s anything I’ve learned these 
last few years, it’s to let things slow 
down and really appreciate the things 
you have in life and the people that 
are in your life. Spend quality time.”
 
Vinny’s wife, Kim, is also making a 
name for herself in her new home. 
She was named the #1 hairstylist in 
Naples by the Naples Daily News, 
joining her husband as the best of the 
best in Naples.
 

“How many hairstylists and how many 
home watch companies are in Naples? 
We set out to achieve greatness and 
we’re continuing to build on it. I’m 
building an empire here in Naples, and 
I’m not going anywhere.
 
For more information, please visit 

www.naplespremierhomewatch.com.

OUR 
CULTURE IS 
POSITIVITY. 

We live in a 
beautiful place. 
We love what we 
do, and we do 
things the right 
way. And that’s 
how I want to build 
my company.

Vinny Saputo, owner of #1-ranked Naples Premier Home Watch.
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GET THE

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

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

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

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

239-200-1235
Commercial & Residential
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A Voice in the Wilderness Empowerment Center 
(AVITWEC) is a recognized 501(c)(3) non-profit organization 
that is committed to empowering, educating, and extricating 
individuals, veterans, and families who have become invis-
ible and found themselves “trapped in the trenches” and at 
risk. Its mission is to help women, children, veterans, those 
battling addiction, homelessness, abuse, and exploitation, 
those with untreated mental health conditions, and those at 
risk of being human trafficked.
 

charity spotlight

A VOICE IN THE

Recovering Individuals Who 
Have Fallen Through the Cracks

By Kalynd Parrish

Ramona D. Miller,
founder and executive

director of A Voice
in the Wilderness

Empowerment Center.
(Photo used with

permission of
www.avitwf.com)

WILDERNESS

According to the organization’s website, “The aim of our 
organization is to rebuild our community ONE VOICE 
AT A TIME. A Voice in the Wilderness Empowerment 
Center is a trailblazing grassroots organization that pro-
vides emergency temporary shelter, and lifesaving sup-
port services throughout South and Southwest Florida. 
A Voice in the Wilderness Empowerment Center is the 
only community-based organization that trains individ-
uals and distributes Narcan free of charge to those who 
are at risk of overdosing. AVITWEC saves lives, restores 
lives, and reconciles families.”
 
Their knight in shining armor, founder and visionary 
Ramona Miller, is the voice and open arms for so many 
who have been trapped in the shadows. She is a United 
States Army Veteran who employs her exceptional loca-
tion skills to reach and recover individuals in need of crit-
ical intervention and services, and has been able to lead in 
rescuing and restoring many lives in Southwest Florida. 
Ramona has been featured in several publications, includ-
ing The Fort Myers News Press and USA Today.
 
“My experience with A Voice in the Wilderness has 
helped me through a rough time in my life. Meeting 
Ramona was life changing. I truly admire her dedication 
and loyalty to what she does for each individual she 
helps, including myself. When she helps people, she 

Ramona Miller is 
on the frontlines, 
fighting to 
eradicate human 
trafficking and to 
end the National 
Opioid Crisis. 
(Photo used with 
permission of 
www.avitwf.com)

does it from the bottom of her heart. It can vary 
from individuals who struggle with a drug addic-
tion, mental health issues, and people that are 
searching for stability, etc. She has the resources 
and knowledge to guide each person she helps. 
Without her doing what she does, I wouldn’t be 
where I am today.” —A client served in 2019
 
We truly appreciate Ramona’s important and 
selfless work in our community.
 
To get involved or donate to A Voice in the Wilderness, 
please call (239) 810-6648, email theperfectpieces7@
yahoo.com, or visit www.avitwf.com.
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To make an appointment please call (239) 431-5100
 or visit our website pythonhomeinspection.com

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

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

transaction and beyond.

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

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

HOME
AUTO
WATERCRAFT
AVIATION
COLLECTIONS
JEWELRY
LIABILITY
BUSINESS

LICENSED IN 
ALL 50 STATES

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

Brown & Brown of 
Southwest Florida

1421 Pine Ridge Rd, Suite 200
Naples, FL 34109

FIND YOUR SOLUTION TODAY!

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

(239) 285-6894 | info@eaglemoving.com | eaglemoving.com

SWFL's Clean Cut Movers
Locally Owned & Operated | Local & Long Distance Moves | Moving & Packing Services | We also sell and deliver boxes!
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cover story
By Zachary Cohen

Photos by Michelle Reed

JENNIFER 

SCOTT
S P I N G E R  R I N D E N

R I N D E N

BECOMING BROKERS

After relocating to Florida in 2006, Jennifer Springer Rinden 
was looking for new beginnings professionally. She had spent 
the better part of her twenties and early thirties working her 
way up the corporate ladder as a marketing executive, but 
after a sudden acquisition changed the landscape of her 
professional life, she was thrust into the unknown.
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Her husband, Scott, encouraged her to try 
her hand at real estate, but it took some 
time for Jennifer to warm up to the idea. 
Even when she got her license, she held 
a tepid, indifferent attitude towards the 
prospects of selling real estate.
 
“He kept encouraging me to get into real 
estate. For me, that was the last career I was 
thinking about, frankly,” Jennifer admits. 
“I thought of myself as more of a corporate 
person. But he kept encouraging me.”
 
It wasn’t until after Jennifer got her license 
that she really embraced the opportunity to 
be a REALTOR®.
 
“I had an epiphany one day. I remember 
waking up in the middle of the night, and I 
said, ‘I need to change the way I’m looking 
at this. I need to look at this as something 
that’s an incredible opportunity to grow 
myself and create a company the way I 
think it should be done.”
 
From that moment forward, Jennifer and 
Scott embarked upon a journey that has 
led them to become brokers of Orchid 
Realty International.
 
Rewind: Beginning in 
Corporate America 
 
Jennifer and Scott are both from 
Wisconsin. They met working for an inter-
national manufacturing company — the 
same organization where Jennifer became 
a marketing leader and Scott enjoyed a 
34-year career in sales.
 
“I ran a centralized marketing department 
for the company, which was more like an 
agency,” Jennifer explains. “We did all 
of the marketing globally for all of the 
divisions. We were responsible for any 
touchpoint as it relates to marketing and 
working with the sales organizations.”
 
While the company was grooming Jennifer 
to become an executive, there was a sur-
prise acquisition. Jennifer’s department 
was dispersed, and she was forced to make 
tough career decisions.
 

“They were not a marketing-driven 
company. It was relocating to 
Chicago or eliminating my entire 
department, which is what hap-
pened,” Jennifer says.
 
Instead of relocating to Chicago, 
Jennifer and Scott pivoted. The 
couple relocated to Florida, where 
Scott continued to work in sales for 
the same organization, and Jennifer 
picked up consulting work. In the 
meantime, she had her eyes peeled 
for new career opportunities.
 

Real Estate Calls
 
It was 2010 when Jennifer had the 
epiphany that shifted her per-
spective on real estate. Scott was 
licensed two years later, and he 
worked part-time alongside his wife 
until retiring from his corporate 
sales job in 2020.
 
Jennifer and Scott consider their 
experience in corporate America to 
be a key reason for their success in 
real estate.
 

Jennifer and Scott have eight-year-old twin boys, Austin and 
Aidan. Together, the family enjoys travel, whether it’s internation-
ally or domestically. And despite their age, Austin and Aidan are 
already expressing interest in real estate.
 
“They are growing up in the real estate world, and they are funny. 
They know so much about real estate already and love to talk to 
others about our business. They go to open houses, showings, 
and put lights on. And sometimes, you can catch them in some of 
our videos! It’s a funny thing to watch Mom and Dad run a family 
business. They get a kick out of it.”F
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Jennifer Springer Rinden and
Scott Rinden met in Wisconsin at

an international manufacturing
firm they both worked for,
where Jennifer worked in

marketing and Scott in sales.
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 LOCAL OR LONG DISTANCE MOVING AND STORAGE

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

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

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

“One of the pillars of our success 
is we both come out of corporate 
America. Many of our customers are 
executives and people that have come 
out of corporate America. We’ve been 
able to have a connection with those 
people,” Scott explains.
 
Jennifer and Scott have also been 
able to leverage their specific skills 
to build their brokerage. Jennifer’s 
marketing expertise first helped her 
get her business off the ground, and 
today continues to help drive the 
brokerage’s lead-generation machine 
and concierge-type services.
 
“It became fun. I love marketing. 
Marketing myself, marketing proper-
ties … I felt like it was such a fun way 
to really change it up. The marketing 
side gave me an incredible leap for-
ward in an industry that has so many 
Realtors. The marketing was a huge 
opportunity,” Jennifer says.
 
Scott’s corporate experience allows 
him to bring a grounded, professional 
approach to real estate sales.
 

“We took structure from corporate 
America and applied it to the real 
estate industry,” Scott continues. “We 
have a full, centralized department 
that services me, my other agents, and 
my customers.” 
 
Jennifer and Scott have always held 
the intention of running an organi-
zation that values and supports each 
member. They believe that’s one of the 
primary reasons they have such a loyal 
and hard-working team.
 
“The people within the company are our 
backbone for success,” Jennifer says.
 
Birthing a Brokerage
 
Over the years, Jennifer and Scott 
have worked for two different bro-
kerages. After a decade of working 
in a corporate brokerage structure, 
Jennifer and Scott decided to step out 
on their own.
 
“When you looked at it holistically, 
there wasn’t really a value proposition 

there for us and my team,” Jennifer 
says. “I got my broker’s license in 
2014, and the idea was to be aligned 
with our own destiny and to direct 
our organization the way we want, for 
the betterment of everyone.”
 
The move to become an independent 
brokerage has been a solid decision 
for Jennifer, Scott, and their team. 
In addition to running a luxury real 
estate sales team, Orchid Realty 
International has a rental division. 
Jennifer and Scott are actively 
pursuing opportunities in title and 
lending. Currently, Orchid Realty 
International has 14 agents; Jennifer 
and Scott have a goal of getting to 25 
high-producing agents.
 
“The vision is to create different 
service offerings through different 
companies to have a little more con-
trol over the process on behalf of our 
customer. I’m about quality, not quan-
tity. So focusing on the right agents 
and getting them producing is what 
it’s all about,” Jennifer concludes.

The people within 
the company are our 

backbone for success. Jennifer Springer Rinden and Scott Rinden 
own Orchid Realty International.
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Full Service On Every Transaction · Exceeding Expectations Since 2008!

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

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

experience a smooth and successful closing
every time.

Santiago Ospina
239.200.1114

ospina_santiago@outlook.com

Clean home. 
Clean mind.
Clean soul.
Clean life.
Always Clean.

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

DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

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

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

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

Visit n2gives.com to learn more about our fight.

BUILDING BRANDS THATBUILDING BRANDS THAT

Corrafilm is a Personal Branding and
Production Company that works closely 
with Real Estate Agents to grow their
audience on Social Media Platforms.

Contact us and let's get started!

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

VIDEOGRAPHY  •   PHOTOGRAPHY  •   GRAPHIC DESIGN
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sunservicessw.com  |  239-285-5320 
Jon@SunServicesSW.com

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

Real Estate & Commercial Photography

FOLLOW US ON
INSTAGRAM!

@swflrealproducers

SCAN ME
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Licensed in Florida, California & Massachusetts • State License Numbers: CA - CA-DBO883539, FL - LO33886, MA - MLO883539. CMG Financial™ is a registered trade name of CMG Mortgage, Inc., NMLS# 
1820 in most, but not all states. CMG Mortgage, Inc. is an equal housing lender, Massachusetts Mortgage Broker and Lender MC1820. Licensed by the Department of Financial Protection and Innovation 
(DFPI) under the California Residential Mortgage Lending Act No. 4150025. To verify our complete list of state licenses, please visit www.cmgfi.com/corporate/licensing and www.nmlsconsumeraccess.org.

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

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

www.realestatesecretsunlocked.com
for upcoming classes!

Danielle Damianov
Producing Sales Manager | NMLS ID: 883539 
 
C: (786) 359-7976
Danielled@cmgfi.com
www.lendfla.com

CMG Financial 
24301 Walden Center Drive 
Suite 300, Office 3102
Bonita Springs, FL 34134
Branch NMLS# 2108196
Licensed in FL, CA & MA

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

MEDICAL PROFESSIONALS
PROGRAM – FOR DOCTORS,

FELLOWS & RESIDENTS
100% financing up to $1,000,000

Expanded Underwriting Criteria Allowed

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

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

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