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Lara Locke, Broker Owner o .

Lara@lockeyourloan.com
www.lockeyourloan.com o

051.405.2454

NMLS 919106 BRE 01953203 CO. NMLS 1939219 CO. BRE 02092167

Eqjual Housing Opportunity. All loans subject to underwriting approval. Certain restrictions apply. Call for details. Locke Your Loan is an FHA Approved Lending Institution and is not acting on behalf of or at the direction of HUD/FHA or the
Federal government. Subject property and borrower incormne and credit must qualify to USDA guidelines. Certificate of Eligibility required for VA loans.




It’s more important to stay top of mind
now more than ever. Kick off 2022 right
by implementing Cutco Closing Gifts into
your business and build relationships
through thoughtful gift-giving!

New Year.
New Gifting

v Custom engraving with your logo & contact info

v Creates top of mind awareness for your business
v 100% tax deductible*

v Generates a lifetime of impressions and
only needs to be given oncel

v Potential referral opportunity

2= American made since 1949
*consult your CPA

Andy Burton cut§sovE

Independent Area Director \Giftscon

951.334.5301 L

CutAboveGifts @ gmail.com ‘>>
CutAboveGifts.com CLOSING GIFTS

HELPING REALTORS® RETAIN THEIR CLIENTS IN THE INLAND EMPIRE FOR OVER 22 YEARS

Help
Your
Clients
Conquer
Competitive
Bids The Bill Jawitz Group

The housing marketing doesn't have to feel like a battle for your clients. When they finally find the home of their dreams

and they are equipped with a Fairway Advantagé" Pre-Approval*, you and your clients can rest assured knowing the
offer is competitive with cash.

The Fairway AdvantagefM Pre-Approval* program works with your clients to help them get conditionally approved for
their mortgage by a Fairway underwriter before they even begin house hunting. Not only does this make their offer

strong, but it also gives you and your clients the confidence needed to emerge victorious in the quest toward
homeownership!

Contact us Today and let’s get your clients home!

FAIRWAY' | .4 iit

BILL JAWITZ

GROUP —
]
INDEPENDENT MORTGAGE CORPORATION :
NMLS# 2289
Bill Jawitz
Branch Manager
NMLS #208309
0:951-757-1885 FAIRWAY
W: billjawitzgroup.com A IVantaoce
F: billji@fairwaymc.com Qg\:gt i v E:(;ﬁ(:
1 Ridgegate Drive Suite 115 Temecula, CA 92590
[ £] v Jin]

Copyright© 2021 Fairway Independent Mortgage Corporation. NMLS#2289. 4750 S. Biltmore Lane, Madison, WI 53718, 1-866-912-4800. Distribution to general public is prohibited. All rights

reserved. * Fairway Advantage Pre-Approval is based on a full review of borrower’s creditworthiness and is contingent upon there being no material changes in the borrower’s financial

condition or creditworthiness at the time of final loan approval. Final loan approval is subject to the following conditions: (1) borrower has identified a suitable property, and a valid appraisal

supports the proposed loan amount; (2) a valid title insurance binder has been issued; and (3) borrower selects a mortgage program and locks in an interest rate that will support the pre- e RaTamT,
approved monthly payment amount. Loan must close before the expiration date provided in the pre-approval. TX Location: 1800 Golden Trail, Carrollton, TX 75010 934963
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Mike Maletich Marissa Menezes Chris Menezes Shane Dasher Antonio Vong
Owner Publisher Writer Ad Manager Videographer

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain
solely those of the author(s). The paid advertisements contained within the /nfand Empire Real Producers magazine are not endorsed or recommended by The N2 Company or the
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

> HOUSE
of LOANS

l DAVID VANCE / PRESIDENT
a 949-291-3570

NMLS #707644
CABRE #01750920

ense'is required. Statewide Funding Inc. dba House of Loans is licensed by the Califoria’Department of BUSInesS OVersight NMLS ¥ N app il
guaranteed and is subject to lender review of information.’All loan approvals are conditional and all conditions must be met by borrower:L6a - ly approved when lender has issued approval in writing and is subject to the Lender
conditions. Specified rates may not be available for all borrowers. Rate subject to change with market conditions. House of Loans is. |'zn qual Opportunity w Broker/Lender.
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TA B L E o F m 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
L m local businesses are proud to partner with you and make this magazine possible. Please support
[ m these businesses and thank them for supporting the REALTOR® community!
h CLOSING GIFTS Echelon Inspections Fairway Independent Locke Your Loan
. a ’ i Cut Above Gifts (888) 673-7791 Mortgage Lara Locke
O 9 " " . 12 m Andy Burton Bill Jawitz (951) 405-2454
Wl : o, [ . < (951) 334-5301 Homeguard Inc. (951) 365-3120 www.lockeyourloan.com
1;1:::;::: ' — g:;’s = ) &5 P;:ﬁ;zd m www.cutabovegifts.com Rachael Flaggs www.thbilljawitzgroup.com
s Lisa | Spotlight (858) 663-2900 Mutual of Omaha Mortgage
Mailhot The Bill ESCROW Homeguard.com Global Mortgage - (951) 207-7394
Jawitz n New Venture Escrow Vicky Kelly
Group m Tania Gonzalez INSURANCE (951) 675-0257 Secure Choice Lending
(619) 807-0711 Spencer Pardon Agency Mark Hossler
m NewVentureEscrow.com (951) 743-9208 Homebridge (951) 707-9364
I (' ; . m Financial Services www.securechoice
24 o) S 32 HOME INSPECTION MORTGAGE Nancy Kenny lending.com
What I ] ' : . | Realtor m Diamond Property Evergreen Home Loans - (909) 225-8787
Learned in ] _- Life “ Inspections Tim Moreno www.homebridge.com/ NON-PROFIT
2021... 1 Veronica Greg Terry (951) 897-5457 nancykenny Love Justice International
: : and Susana m (909) 910-9905 (412) 606-9954
Uriarte m www.diamondinspect.com House Of Loans
m (949) 291-3570
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! e ~W, L A~ o)) '_ B0 B o NN v REPARS
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(858) 684-1900 HomeGuard.com

Gary Lane
Reqional Sales Manager

o s HOMeEGuard
Incorporated

Dérect: (951 440-0668

Scott Keesee | Loan Officer detomeGuandcsn

@7 MutuarOmana www.mutualmortgage.com i i Robert Martinez Kirsten Noose

— . Account Manager Aocount Manager
MORTGAGE NMLS# 1439419 | 951-207-7394 N L M -' ki e

Durect: (951 385-3082 Diecct: (055 5818220
maetineroHomeGuard com knoosesHomeGuard com

Mutual of Omaha Mortgage, Inc., NMLS ID 1025894. 3131 Camino Del Rio N 1100, San Diego, CA 92108.
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The world has shifted.

Tech is no longer an option. It is now a requirement.

Venturelrac
S/

. SECURE
Connect with us to g 5 >X <\V/

elevate your business
. 24/7 Live instant access to your
and eS C T'Ow expe T'Zence ! Escrow Transactions.

Anytime, Anywhere.

r,f'"”" Y
a Tania Gonzalez Courtney Louls
. ' I | Sr. Account Executive Vice President of Sales
frf

Tania@NewVenturekEscrow.com Courtney@NewVentureEscrow.com

619-807-0711 858-229-9035

For more infc N B .
p(_; NEW VENTURE

WW ESCROW
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GROWTH IS
WHAT THE
LAUREL GROUP
DOES BEST.

We are branching
out into different

markets and creating

a new structure
for a partnership
of top agents who
share resources.

“Lisa is constantly chasing improve-

ment and growth. She lives by her
own rules, is a bit impulsive, and

is definitely a risk-taker. Once she
makes her mind up about something,
she puts her whole heart into it and
is unstoppable in her determination.”
-Allison Collins, Lisa Mailhot’s sister.

It takes an incredible amount of deter-
mination to jump into a new career like
real estate and make it, especially as a
single mother with an 11-year-old kid,
knowing nothing about the industry.
This is exactly what Lisa Mailhot did

just four years ago.

“I knew something needed to change
for the health and success of our
little family,” explains Lisa. “I was
an exhausted business owner, man-
aging a bar and grill, and decided I

needed a life change.”

Lisa first entered the industry to flip
homes for herself, as an investor, but
she didn’t know a thing about flipping
homes. She searched out every train-
ing, seminar, and networking group
she could find, she flipped nine homes
within a year. It wasn’t long before
she obtained her real estate license
and began helping family and friends
with their real estate needs, she
quickly realized she enjoyed selling
homes for other people more than

flipping them for herself.

“I love being able to consult and guide
people with such a huge life decision,”
Lisa admits. “Each person has a differ-
ent set of reasons, challenges, desires,
issues, etc. There is constant variety
and challenge to every day, every
client, and every situation. Dealing
with people and being empathetic to

what is important to them gives me an

opportunity to create an experience
based on their individual needs during

such a personal part of their life.”

Within just three years as a real
estate agent, Lisa produced nearly
$40 million in sales and has already
formed her own team—The Laurel
Group—an untraditional team that
has more of Lisa’s own innovative

touch to it.

“Growth is what The Laurel Group does
best,” Lisa says. “We are branching out
into different markets and creating a
new structure for a partnership of top
agents who share resources. Kind of
like a mastermind of agents rather than

the traditional team model.”

Lisa’s ability to come into a situation
and see it a bit differently comes from

her own untraditional path into the

Inland Empire Real Producers -
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K1 WAS INCREDIBLY BLESSED

to start in this industry as an investor. It opened my eyes up to a
completely different part of the industry that most agents don’t see.

business. Lisa grew up on a five-acre
hobby farm in Banning, CA, which
definitely shaped her values and
work ethic. One of six kids, Lisa was
homeschooled for a portion of her
school years. She spread her wings

as a young adult, however, and found

16 - January 2022

her independence when she moved to
Oregon and Santa Cruz, on her own

little adventure.

Lisa worked in the hospitality indus-
try for years, which led her into buy-

ing a bar and grill. She always knew

she wanted something but wasn’t
sure what that was, until she found
her way into real estate. “I think I
was incredibly blessed to start in this
industry as an investor. It opened my
eyes up to a completely different part

of the industry that most agents don’t

see. I am able to look at problem-solv-
ing in a far more creative way and feel

like I have an abundance of tools and

resources to create winning solutions.”

While Lisa credits her experience as

an investor for giving her a certain

.
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edge in the industry, she says the
real turning point in her career
occurred when she started a team.
“Real estate can be a super lonely
business with tons of competition
and ego. I think having the commu-

nity, support, and culture of a group

Eqresso— —Molinos: Coffeg-

of like-minded individuals is a game-

changer,” Lisa admits.

“My short-term goals are to continue
to streamline, systematize, and engi-
neer our processes as a team to create
an amazing experience for everyone
involved. The long-term goal is to
build a business that I am proud of,
something that impacts lives in a
positive way from our team, clients,
community, and most importantly our

own families.”

When Lisa isn’t working towards her
goals, she enjoys being with her son,
Julian, traveling, and experiencing
new places together. She loves being
in nature, hiking, yoga, and going to

the beach or local markets.

Her true passion lies in real estate,
where she can pursue her own growth
personally and professionally and
help others do the same. “I really do
love what I do and I want so much to
connect with other agents and help

them grow and love what they do.”




What product is your lender
trying to fit your buyer into?

VICKY
KELLY

More products
to ensure your
clients find the
loan that fits

GLOBAL MORTGAGE 12505 N. Mainstreet, Ste 228, Rancho Cucamonga, CA 91739
DRE License #00612157; NMLS #240656

LET US HELP YOU
GROW YOUR BUSINESS!

TAKE ADVANTAGE OF ALL THAT
HOMEBRIDGE HAS TO OFFER
YOUR BUSINESS!

v/ CO-BRANDED DRIP CAMPAIGNS

v/" CO-BRANDED FLYERS

v/ OPEN HOUSE SUPPORT

v/ FINANCING FLYERS

v/ SINGLE PROPERTY SITES

v/ POST-CLOSE ANNIVERSARY, BIRTHDAY AND HOLIDAY EMAILS

\/" QUARTERLY REAL ESTATE AGENT MARKET MATTERS TRAINING SESSIONS

Nancy Kenny

Construction Loan Specialist.
NMLS# 322084

(909) 225-8787
Nancy.Kenny@homebridge.com
Homebridge.com/NancyKenny

6800 Indiana Ave #140

Riverside, CA 92506

Branch NMLS# 1847975

NMLS ID #6521 (www.nmlsconsi
i t; GA i
sed My

#CL-6521. Thi
or closing. All
subject to change without notice and may be subject to pricing add-ons related to property type,

into a rate lock agreement under MN law, or any other applicable law. Call for details. 08/2018 LR 2019-509A
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NEW YEAR'S RESOLUTION?

TO ABS-OLUTELY STRENGTHEN PARTNERSHIPS!
951-351-1855 ® gtdpi.com

penicer Pardon  (951) 200-3310
Spencer Pardon Agency

18 - January 2022

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.

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.

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.

Visit n2gives.com to learn more about our fight.

Inland Empire Real Producers - 19
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Written By Chris Menezes. Photography By Marissa Menezes
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Fairway Independent Mortgage Corporation

Dedicated, persistent, humble, and hardworking;
Bill Jawitz has given this industry his all in order
to be one of the top loan officers in the country, for
over 30 years now. As a Senior Loan Officer and
Area Manager for Fairway Independent Mortgage
Corporation (FIMC), and the leader of The Bill
Jawitz Group, Bill has built his business on excel-
lent communication and always putting his clients

and referral partners first.

“It’s all about my team. We are great communica-
tors. We are honest, fair, always do what’s right for
the client, and share our wealth of knowledge with
clients and real estate agents for seamless and flaw-
less transactions,” Bill emphasizes. “I have learned
from many agents that their #1 pet peeve about loan
officers is a lack of communication. We ask for per-
mission to over-communicate during a transaction.
We set clear expectations for all parties upfront
and set the bar very high.”

“Every client to us is family,” he continues. “We
take our responsibility very seriously and provide
education and communication to be sure nothing
goes unaddressed. We want this to be an enjoyable
experience and smooth transaction every time, and

we have proven that it can be!”

Much of who Bill is—his internal drive for excel-
lence and serious mind—comes from growing up
in Los Angeles in the late 1970s and early 1980s.
Raised by a single father, Bill learned about indi-
viduality, confidence, and being your own person.

His years spent as an athlete also taught him the

importance of working within a team, and the bene-

fits of relying on your teammates.

Bill’s life was turned upside down, however, when
he was 14 years old, and his father passed away.
“Imoved in with a distant family member and
basically was forced to grow up and make adult
decisions that formed my life and made me who I
am today. I could have gone down a very dark road
but chose to get good grades and let my athletic
ability guide my future. It was definitely the right

move!” he says.

Bill graduated high school in 1984 and received a
full-ride scholarship to Miami University, where
he earned a degree in finance. Upon graduating in
1989, he met someone who was doing really well in
the mortgage industry and decided to give it a shot.

He never looked back.

“My development in the business these past 30+
years is largely due to the various coaches and
mentors I have had in the industry since starting.
Amazing originators shared their business models,
coaches held me accountable for doing the things
necessary to become a top loan officer in the coun-
try, my incredible CEO of Fairway, Steve Jacobson,
gave me this opportunity to join such an amazing
company, and our SVP, Sarah Middleton, intro-

duced me to Steve,” Bill explains.

Beyond the people that helped develop him into
the businessman he is today, however, is his team.

“They are a huge part of ensuring everything is

It’s all about my team. We are

great communicators. We are
honest, fair, always do what'’s
right for the client, and share our
wealth of knowledge with clients
and real estate agents for seamless
and flawless transactions.



LL

We take our responsibility very seriously and provide education
and communication to be sure nothing goes unaddressed.

running top-notch. Without them, I would not be
successful,” Bill explains. “I appreciate each and

every member of my team very much.”

While Bill has seen tremendous success in his
career, he would count it all as a loss if he didn’t

have a great family life or the ability to provide an

amazing life for his wife, Samantha, and son, Kade.

And while he enjoys spending time with his family,

when he isn’t working, Bill enjoys working out, golf-

ing, traveling to Cabo, and going out with friends.

“Fairway Independent is the third-ranked private-
ly-held mortgage banker in the U.S.!” Bill emphasizes.
“We offer mortgage financing for purchasing and refi-
nancing and are top in FHA and top in VA lending in
the U.S. Our core values and the way we do business

is all about the customer, not the loan officer.”
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"2021... COOPER

A work-life balance doesn’t exist, and that’s okay!

There’s a constant pull that causes us to not give
100% to each area of our lives 100% of the time, but
| have found that prioritizing my time allows me to
focus on what’s important and cuts out what'’s not.

APRIL

MANN

STEPHENIE
DEBONIS

Luc and | have always lived with the logic of putting

My loved ones and well-being come before
anything else. When you put those things
first, the rest follows! This year, | focused a
lot on positivity and gratitude!

family first, and this was reaffirmed for us when we
lost both of our mothers three days apart. We were

reminded how short and precious life is and have been

prioritizing our kids more than ever, which we never

thought possible!

AARON
STEL

MEGANN
CENTENO

In 20211 learned that if you stay focused and keep

2021 was a year of BIG changes for my team
and me! We moved brokerages to eXp, moved
offices, and grew a $h*tload. I've learned that
strategic partnerships are more important than
ever and that change is inevitable if you want to . .
your eyes on the prize (or your goals) nothing can

continue to evolve in this business! -
get in the way of your success. There were many
obstacles thrown our way and many opportunities

to get distracted but if you stay focused and A rtn )]

2 :
continue to work hard, you can overcome anything. ..M A

24 . January 2022 Inland Empire Real Producers - 25



JENNEL

OLDENDORF

Lean into JOY! We have been bombarded

with negativity and heaviness over the last two
years. Practicing gratitude for the smallest
things helps shift and refocus on all the good
and wonderful there is. | will always choose
joy over fear in any circumstance. It is a way of
being, a beautiful choice that | make daily.

- LINDSEY
COLON

. '; This year has taught me to trust the
| process and to let the contract run
L | its course!

In 2021, | learned so many things, both
personally and professionally. My biggest
lesson learned was to stop complaining and
start being grateful for every single day because
tomorrow isn’t promised. I’'m grateful for good

health, happy children, and a growing business.

26 - January 2022

PACO
LICEA

What | learned in 2021 is that people
are dying for human connection. That
has always been central to what we do

and means even more these days.

Pursue your dreams.
Work on what fulfills you.
Say what you think.

Invest in your friendships.

And literally be happy.

DAVID
DODSON

Biggest takeaway from 2021 is to be
consistent. Not being consistent will
not deliver desired results.

'y

]

R
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2021 was a year about growth for me and | learned two
important lessons. First, it's OK to slow down. For the first time,

| was learning what it meant to relax and even discovered that

| enjoy some Netflix shows like Morning Show and Ted Lasso,
with my husband by my side. Secondly, | learned it’s okay to

ask for help, something I've always struggled with. Due to
Covid, the kids were now home from school and | didn’t know
how we were going to juggle two full-time working parents

and homeschooling three kids at home. We called our favorite
tutor and the grandparents, and they were eager to help. It was
incredible to see the relationship grow between all of them. If

| hadn’t had to ask for help, our kids would’ve missed out on
deepening those relationships during that time. It was incredible
to see how slowing down and asking for help can benefit
everyone all around, and | don’t want to lose those gifts.

2021 has been a year of gratitude and valuing
relationships. | have learned to be more
regimented and impactful with how | spend
my time and energy. Time management,
balance, and efficiency are primary focuses.

2021 was a year of new
beginnings and moving onward.

| manifested this year with
absolutely no notion of failure.
Imagine how big you could dream
if you knew you couldn’t fail.

TESSA

WILKERSON

One thing I've learned in 2021 is the power of
delegating to my business partner and team. |
can say it’s truly helped take my business to

the next level and provide better service for my
clients, which is something I’'m always striving to
improve. Second, on a personal level in 2021, I've
learned, and | continue to learn, that business
will always be there, but the time you spend with
family is something you can never replace. Work
will always be there, but your family might not be.

28 - January 2022
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k - Sisters-in-law Veronica and Susana Uriarte have made for more. It’s hard to explain. It’s a very strong
i 4 always had big dreams and have worked hard to feeling that comes from me, my creator, my soul.”
¥ bring them to fruition...from growing up in Mexico

(separately) to pursuing their passions and then

finding and creating magic together in real estate.

Veronica

Veronica was the first to enter real estate in 2005.
Although she was born in California, her parents
moved back to Mexico when she was 6 years old.
Growing up in a small town in Northern Mexico,
Veronica was pressured to follow the customs of

her culture at a young age but always resisted.

“I remember having to argue with my dad for him
to allow me to continue my education after elemen-
tary school. He didn’t want me to go to junior/high
school, it wasn’t a thing girls do in our small town
in Mexico. They got married and had kids instead.
It’s crazy to think I have never followed the rules of
tradition, but have always been naturally drawn to
grow—no one ever told me I needed to be someone
better, or get a certain job or earn a certain income.

It was always a feeling I had deep inside, that I was

Veronica followed that feeling back to California
when she was 21, knowing no English. She enrolled
in ESL and then into Pasadena City College, where
she studied Communication and found she had a
natural talent for marketing, creating videos, and

teaching—all qualities she uses today with her team.

Veronica had several jobs while in college, includ-
ing restaurant server, cashier, and police cadet. She
was introduced to real estate in 2005 by her cousin,
Paulina, who had a friend that was opening up a
RE/MAX and encouraged her to become an agent.
After meeting with Paulina’s friend, Veronica got
her license. “He really sold me the dream of this

business,” she says.

Susana

Susana’s dream when entering real estate was to be
able to follow her own aspirations while still being
a mother and having the responsibility of a fam-

ily. Her biggest inspiration for this dream was her

Inland Empire Real Producers -
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mother, a widow by age 27, with four
kids to manage. Up until her husband’s
passing, she had never held a job.

“She never knew how she was gonna
get it done, she just did,” Susana
says. “She taught me that nothing is
impossible, to work hard and achieve
my dreams. I've always wanted to
make her proud, to show her that her
sacrifices and efforts to raise her four
girls weren’t in vain. Growing up, I
always told myself, ‘T don’t know how
I'm going to win. I just know I’'m not

going to lose.”

Susana was 13 years old when she
started working summer jobs. In high
school, she got a job at the mall but
instantly wanted more. At 18, she was
hired at Bank of America as a Teller,
and within five months, she was
promoted to Personal Banker, where
she developed a passion for helping
her clients achieve their financial and

personal goals.

After marrying Veronica’s brother
and having her four girls, Susana
stayed home for a few years to raise
her kids. While she loved being a
stay-at-home wife and mom, she felt
something was missing. That’s when
Veronica, who was well into her real
estate career, offered her a position as

her transaction coordinator.

“I took the job and also started train-
ing to be a real estate agent,” Susana
explains. “I am very thankful for

Veronica, she truly taught me all the

fundamentals in real estate.”

Susana worked with Veronica for a
couple of years and then parted ways
to work with a successful team leader
in the industry. While she learned a lot
from him, she felt she still wasn’t serv-

ing her real purpose in the business.
“It wasn’t until 2015 when my friend

in the industry (and boss at the time),

encouraged me to become a full-time

34 - January 2022

I want to make our office a positive

and motivational environment, very

family-oriented. I want our agents to

succeed and max out their potential.

REALTOR®. When I finally did, I
knew this was the job for me, my true
calling, I absolutely loved getting to
know my clients, their needs, their
expectations from me and ultimately
helping them achieve the American
dream. That rewarding, warm feeling
I get when delivering keys is unex-

plainable,” Susana explains.
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Together

Susana and Veronica reunited this
past year as partners and formed
their team with eXp Realty. They
are both incredibly passionate about
growing their team with quality
agents and eventually plan to expand
into other counties and states. “I

want to make our office a positive

and motivational environment, very
family-oriented. I want our agents to
succeed and max out their potential,”

Susana says.

In addition to growing their team,
Veronica and Susana are passion-
ate about their involvement with

Prosperity Homes and made a

goal to build a home for a family in
Ensenada, Mexico. “When we went
there recently, we visited orphan-
ages and it was so sad. It’s the reason
Ilove Prosperity Homes so much
because they are working on provid-
ing a community that can support the
growth of their people. Meaning we’re

also teaching them how to be business

owners, to grow their own food, etc., a

way out of poverty,” Veronica explains.
As Veronica and Susana keep dream-

ing big, they will continue to achieve

some amazing things.
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With deep love and connection to her
hometown of Riverside, it’s obvious
that Sarah Ayala truly cares about her
community and the people she helps
to find homes here. She has a kind-
ness that is contagious and a work
ethic that is unyielding, especially if
the feat seems impossible or if she
was told it couldn’t be done. And it’s
those two traits (and then some) that
have enabled her to thrive today as a
top-producing agent.

Sarah attributes much of who she is
to growing up in the Wood Streets of
Riverside, where her parents bought
their first home when she was three
years old. “My parents instilled in

us a strong family bond and a strong

bond to our home. And with a really
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strong connection to Riverside, they
taught us all to make this community
we call home the best it can be, and to

truly love it,” Sarah says.

Always friendly and willing to talk
(even to strangers as a kid), Sarah
showed signs of interest in real
estate success at an early age. Her
mother was a real estate agent and
began encouraging her to get her
license when she was in high school.
And when she went off to college,

to California State University San
Bernardino, her mom kept telling her

to get her license...so she did.

Although Sarah obtained her license
in college, she continued to focus

on school and earned her degree

in Human Resources Management,
becoming the first woman in her fam-

ily to graduate from college.

“Being the first woman in my family,
on both sides, to graduate college

was HUGE for my family, and for me.
Seeing my parents cry on my gradu-
ation day was a defining moment for
me. My grandparents were immi-
grants to this country. The things they
have gone through and have sacrificed
for a better life for their kids and
future grandkids are unbelievable.
I'am so proud that I can make them

proud by achieving.”

Sarah was working in the wholesale
auto industry as an account manager

for high-end auto brands after college

~and work with only kindness.
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and wasn’t really enjoying her job. So,
she decided to take a leap of faith and
jump into real estate full-time, which
was easier said than done, as she
struggled immensely through her first
year. Her success required a lot of
hustle and definitely was not accom-
plished overnight.

“I was dead broke the first year, clos-
ing maybe four transactions? I moved
back in with my parents, and there
were times I couldn’t pay my bills. I
cried way more than I would like to
admit. I lost friends because I was so
embarrassed by my financial situation
and didn’t/couldn’t go out! I worked
so hard, put blinders on, and just
kept planting seeds. The first time I
handed keys to my very first clients, I
got in my car and cried happy tears. I

"knew I was doing exactly what I was
supposed to be doing.”

Some of Sarah’s first clients were her
sorority sisters, past connections, and
lifelong friends. Much of her success
was achieved through social media
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and setting a schedule and sticking to
it. She puts a large amount of focus
on Instagram and TikTok, and will
happily admit that she’s accomplished it all
without ever having paid a dime. It has all
come organically through creating videos

and having authentic posts. Just this last

year, twelve of her clients have found her on

social media.

In addition to social media, Sarah

has poured herself into her commu-
nity. She has been on the board of
Riverside Neighborhood Partnership
for three years and was recognized as a
Neighborhood Hero for her work with
the local garden community and putting

together videos for them.

When Sarah isn’t busy helping her clients
and working in the community, she loves
being with her family, her Yellow Labrador
Retriever, Tuna, and her boyfriend, James
Monks. She is a huge music lover and con-
certgoer and has a large vinyl collection
and an even larger band t-shirt collection.
She also has a love for classic movies and

is a huge Harry Potter fan.

As Sarah continues building her busi-
ness, she is looking forward to obtain-
ing her broker’s license (which she is
currently doing now) and is looking

forward to mentoring new agents.

“110,000% believe that there is a
creative solution for everything and
that it is very important to work
together as a team for our clients,
and work with only kindness,” Sarah
says. “Everything happens for a rea-
son, one door closes, 10 more open.
And everything happens the way it

is supposed to!”

My parents instilled in us a strong family bond
and a strong bond to our home. And with a really
strong connection to Riverside, they taught us all
to make this community we call home the best it
can be, and to truly love it
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