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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

"Ray the Mover's entire staff  came together to make this 
International move as stress-free as possible and we are 

grateful.  And we can't  thank Larr y enough for making sure 
we had the paperwork in the right place at the right t ime 
on that f inal Border Crossing day! Thank you!" -  Cyndi A.

ventertitleservices.com
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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

Same Day Pre-Approvals
Close in 21 Days

Same Day Pre-Approvals
Close in 21 Days

This Market

is Wild
Let's Wrestle This
Market Together
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A useful thing many of us have 
learned from a years-long 

global pandemic is how to make do 
— and even enjoy ourselves — with 
what we have at home. The familiar 
social act of grabbing a drink with 
friends was off-limits for months, 
leaving cocktail lovers ample time to 
hone their at-home mixology skills. 
Planning to show off your drink-
mixing prowess this summer? Here 
are a few suggestions for stocking 
the home bar…

According to most mixology experts, 
a well-rounded home bar should 
include at least one bottle of each 
core liquor: 

• Vodka: Most home bartenders will 
benefit from having two bottles of 

this indispensable spirit on hand — 
one budget-friendly bottle for mixing 
tall drinks, like bloody Marys, and a 
top-shelf bottle for smooth sippers 
like martinis.
• Rum: Two bottles of rum — one 
light and one dark — will make 
concocting summery daiquiris and 
mojitos a breeze. 
• Gin: A high-quality bottle of dry gin 
is essential for beloved cocktails like 
the gin and tonic and dry martini.
• Tequila: Sweet summer sunshine 
and good tequila go hand in  
hand … in a delightful margarita. 
A nice bottle of blanco (or silver) 
tequila is the best choice for  
your home bar.

• Whiskey: A premium bourbon 
and a blended whiskey are excellent 
options for both sipping and classic 
cocktails like an old fashioned.  

EXTRAS:

• Various liqueurs (choose one or 
many): amaretto, coffee, orange, Irish 
cream, vermouth
• Fruit juices, such as lemon, lime, 
orange, cranberry, and pineapple
• Sodas, such as club soda, tonic 
water, ginger ale, and cola
• Bitters 
• Simple syrup

Cheers to cold drinks and sunshine  
this summer!

Stocking the 
Home Bar

home matters
By Shauna Osborne
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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 Naples 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.

If you are interested in contributing or nominating REALTORS® for certain stories, 
please email us at swfl@realproducersmag.com.
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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

Gina Kiger

(239) 643-2445

ATTORNEYS

Goodwin Law, P.A.

Matt Goodwin

(239) 207-3403

Law Office of 

Matthew P. Flores

(239) 261-0592

Woods, Weidenmiller, 

Michetti, & Rudnick, LLP

Michael Michetti

(239) 325-4070

CATERING & EVENTS

Winfield Street Coffee

Breno Donatti

(203) 343-7948

CLEANING SERVICE

J.O. Always Clean

Santiago Ospina

(239) 200-1114

COWORKING FACILITY

Venture X

Kathryn Parker

(239) 326-3455

CPA SERVICES

CCG Certified 

Public Accountants

Steven Phillips

(239) 992-1973

CUSTOM HOME BUILDERS

Metro Home Builders

Alberto Hernandez

(239) 919-9999

Signal House

Paul Widhalm

(239) 319-5173

Tri-Town Construction

Marc Devisse

(239) 895-2058

DEVELOPER

The Ronto Group

(239) 649-6310

ELECTRICAL 

CONTRACTOR

Coharbor Electric

Jacob Anderson

(336) 686-6963

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

Master Touch Tile & Stone

Chris Torres

(239) 443-8592

GENERAL CONTRACTOR

Dominion 

Contracting Group

Butch Bacon

(239) 293-0049

Huffman 

Construction Group

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

www.orhp.com

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

OneGroup Insurance

Keith Hilton

(239) 248-8318

Responsive Insurance

Matt Nance

(239) 596-3177

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

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

Movement Mortgage

Nicole Paolini

(239) 287-8556

NEO Home Loans

Edgardo Balentine

(239) 244-5871

Northpoint Mortgage

Ryan Hoffman

(941) 779-8093

MOVING COMPANY

Callahan Brothers Moving 

& Storage

William Joyce

(239) 689-3372

Eagle Moving, LLC

Jake Loveland

(813) 536-9019

Ray The Mover

John Smarge

(239) 643-4100

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

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

PROMOTIONAL 

PRODUCTS

SwagWorld

Rob Paul

(410) 409-8000

REAL ESTATE COACHING

ARES Real Estate Business 

Coaching

Kerri Herrity

(239) 398-3848

REAL ESTATE MARKETING

Your Home Magazine

Tony Spano

(239) 235-3170

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663

SCM Roofing

Shawn Alverson

(239) 339-7756

SURVEYOR

Online Land Surveyors

Jonathan Polk

(239) 438-6933

TITLE COMPANY

Legacy Title

Eric Solomon

(239) 325-2709

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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Elizabeth Wilkie
Publisher’s Assistant

Ellen Buchanan
Editor

Andrew Regenhard
Publisher

M E E T  T H E

N A P L E S
R E A L  P R O D U C E R S  T E A M

Sheryl Moreno
Photographer

Michelle Reed
Photographer

Hana Snajdrova
Photographer

Jon Kreider 
Photographer

Coby Corradino
Videographer

Zachary Cohen
Writer

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

swfl@realproducersmag.com.
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publisher’s note

INDEPENDENCE DAY!
Dear REALTORS® and valued Partners,
 
Happy Fourth of July! This is a month of 
picnics, BBQs, vacations, and celebrating 
our nation’s founding. When I reflect on 
what freedom and independence mean 
for us all, I’m so grateful to the men and 
women who fought for it, and for the many 
blessings we have living in this great coun-
try — the best in the world!
 
I’m excited to announce that, as of this 
month, we have officially launched our sis-
ter publication, Fort Myers Real Producers. 
Thanks to all of you, we’ve had so much 
growth in the last two years that SWFL 
Real Producers is now two publications: 
Naples Real Producers and Fort Myers Real 

Producers. Each community will com-
prise the Top 500 producers in their 
respective areas, so we’re excited to 
be bringing in a full 500 new agents to 
our exclusive Top 500s in our SWFL 
service area.
 
We just had another amazing quar-
terly networking event at Bentley 
Naples at the end of June. Look for the 
photos on our social media and in next 
month’s issue. We appreciate so 
many who came out and made 
the event such a big success! 
The next big gathering coming 
up will be the launch party for 
Fort Myers Real Producers. We 
will be inviting all of you to come to 

that event and help us celebrate as one 
big community. Be on the lookout for 
your exclusive invitation coming soon!
 
Thank you for making our Real 
Producers publications and events 
such a huge success. I am grateful for 
you all, and am looking forward to 
bigger and better things to come!
 

Very respectfully yours,

Andrew Regenhard 

Owner/Publisher

Naples Real Producers

239-290-0692

andrew.regenhard@ 

realproducersmag.com

HAPPY 

 
23190 Fashion Drive,
Ste. 215 | Estero, FL 33928
Branch NMLS# 2108196 | Licensed in FL, CA & MA

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.

Danielle Damianov
Producing Sales Manager | NMLS ID: 883539 

 
C: (786) 359-7976
Danielled@cmgfi.com
www.lendfla.com

ARE YOU LOOKING 
FOR A LENDER WHO 
CAN HELP GROW 
AND SCALE YOUR 
BUSINESS?

Benefits for My 
Partner Agents

Discounts on Educational Courses
to Help Elevate Your Business

Visit RealEstateSecretsUnlocked.com for all courses.
Use Code: BER for discount

Specialty Loan Options,
Including our All in One Loan™

allinoneloan.net

And, of course, Closing on Time
Po

w
er

ed
 b

y



14 • July 2022 Naples Real Producers • 15@realproducers realproducersmag.com

CHECK OUT SOME OF NAPLES’ TOP 500 REAL PRODUCERS AND PARTNERS!

COMMUNITY
MEET THE

Nominate a REALTOR® you’d like to see featured by emailing swfl@realproducersmag.com.
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YASMIN SAAD
The Saad Team
Compass
“When you have too much time, the 
mind can go into negative places. 
When you’re busy and just going, you 
have to keep moving forward. Then, 
you don’t have time to get sucked into 
the drama. You have no choice but to keep moving forward.”
 

MATT AND 
LINDSEY BROWN
William Raveis Real Estate
“I had a chance to take a break, and 
after 15 years in the business, maybe I 
was feeling a bit worn out. But taking 
that break, and a new community to 
work in with different properties and 
people … that’s been really refreshing and revitalizing.” — Matt
 
“He did his homework. He went through another long train-
ing program to understand the market and the community. 
Matt has built his business based on knowledge.” — Lindsey
 

CHAD PHIPPS
John R. Wood Properties
“I’m a psychopath with answering my 
phone. Shannon and I have a deal that 
unless I’m sleeping or in the car with 
a customer, I’m to check my phone 
every 10 minutes. I have 20 minutes to 
get back to the customer. We’ve been 
doing this religiously for years.”
 

BRYAN BRAX
Downing-Frye Realty
“I wanted to do more and be able to use all the 
contacts I created in the exotic car industry. 
There weren’t a lot of young people doing real 
estate, but I thought, I’m young, I can hustle, 
and I have this great base of contacts. If some-
one trusts me with an exotic car, they may trust 
me with their house.”
 

LEE WILLIS
The Willis Group
Making a Difference with Youth Haven
“People see Naples as bright and sunny and 
beautiful and all good. But abuse knows no 
socioeconomic boundaries. Children come (to 
Youth Haven) from the saddest of backgrounds 
and situations. We’re such an abundant commu-
nity… It’s important to pay it forward.”

A Word from Our Preferred Partners:
 
MARC DEVISSE
Tri-Town Construction
“We’re local people doing business here for 16 
years. We strive for excellence in everything we 
do and are all about quality, safety, integrity, and 
honesty. We continue to make a good footprint 
in Southwest Florida, and we keep growing and 
deepening our relationships with the community.”
 
 
DAVE AND STEPH FEIGHTNER
Spectrum Concierge
“Our ultimate goal is to take competent and 
thorough care of our client’s home, be good 
communicators, and be a trusted resource. 
Our clients have a dedicated Administrative 
Concierge because our homeowners want 
responsiveness and follow-through. We’re committed to providing 
great customer service.”

PRESENTS

Stay InspiredStay Inspired
WORDS OF WISDOM FROM THIS MONTH’S FEATURES

N A P L E S
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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

Closing Attorneys Serving All of Southwest Florida,
including Naples, Bonita Springs, Fort Myers and Beyond



20 • July 2022 Naples Real Producers • 21@realproducers realproducersmag.com

aressuccess.com

You’re standing in the ideal property, and those dreaded words fall from the buyer’s lips like 

a Charlie Brown cartoon: “We think we’re going to wait.”  Wonk. Wonk. Wonk. As a powerful 

real estate business owner, you confidently reply, “Got it. What’s stopping you?” To which 

they use a possible smoke screen: “The economy, the market, a potential recession.”

•

•

•

Discover – Find out specifically how long they plan to own the new property. Providing they are planning to 

hold the property longer than a couple of years, we continue.  

Discern –  Is it the fear of buying high, followed by a market drop that’s the problem? Or would an economic 

recession alter financial conditions in their lives – like business or stock losses – that would make maintaining 

ownership of the property difficult? If the buyer is simply concerned about property value (which most are), 

we’re in position to move the ball forward.

Thought change – It’s important to ask the customer for permission before sharing information with them. 

Why? Because we’re about to share facts that contradict their current thinking. Permission avoids conflict. 

With their blessing, we can step into control by sharing the following market history.

The Market Conversation Difference
My clients hear from me constantly to ask more questions, get the truth, and bring the factual market with them 

to all situations. Market and historical facts become like neutral Switzerland! Without them, you’re often of one 

frame of mind, and your customer of another. We simply present the facts and let them reason out, opinions aside.  

With this form of selling, there’s no win/lose. It’s just discover/decide. —Coach Kerri

YOU WERE MADE TO GROW

&
Economic Uncertainty

YOUR
CUSTOMER

Economists have a 2023 recession potential pinpointed at 
50%. It’s a coin flip right now. Historically, recessions have 
averaged 12 months, from start to finish, with the tangible 
effects lasting about 24 months. 

Given that history, we are talking about short-term 
economic turbulence, not a depression. So, knowing there’s 
a 50/50 chance we might be headed for a little rough air, 
and knowing you’re not going to do anything with this 
property but use and enjoy it for the next several years, 
how does a temporary economic dip really affect this 
decision?

Coach Kerri is an award-winning entrepreneur and coach who develops real 
estate industry leaders in SWFL and Nashville.

She’s the business strategist behind many agents, teams, and brokerages, 
coaching more than 1,100 business owners throughout her career.

“
“
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RESIDENTIAL & COMMERCIAL RENOVATIONS
NEW HOME CONSTRUCTION

Dominion
 Contracting Group

AS SEEN IN

“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.”

DCGSWFL.COM

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

Is Your Client's Home 
Market
Ready?

239-293-0049

-- High-End Realtors, Rupert and Karen Irby

A renovated home will sell for up to 50% 
more than one that has not been renovated

CONTACT US TODAY FOR A 

FREE
ESTIMATE!

Family owned & operated • Fully licensed & insured • Over 25 years of guaranteed workmanship
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EPISODE 26 

CHRIS TORRES

The RP  
Experience

In each episode of The RP Experience podcast, we 
are excited to feature a top REALTOR® and/or a 
valued industry partner for engaging, informative, 
and entertaining segments on topics of interest to 
Real Producers in our community.
 

To learn more, or to inquire about being a guest on The RP Experience, 

email andrew.regenhard@realproducersmag.com.

Check us out on YouTube and Spotify!

Real Producers preferred partner Matt 
Nance is the owner of Responsive 
Insurance. In this episode, he and 
Andrew Regenhard discuss how flood 
zones are changing and affecting 
Realtors. Matt defines what a flood 
zone is and explains how risk is deter-
mined with the Risk Rating 2.0, and 
discusses the impact of new technol-
ogies that are updating the way risk is 
determined. Matt explains how Risk 
2.0 has changed with data and sci-
ence and how, with the updates of the 
pricing structure, this helps to reflect a 
property’s risk of flooding.

Real Producers preferred partner Chris Torres is 
the owner of Master Touch Installations Inc. In 
this episode, he and Andrew Regenhard discuss the 
supply chain and product availability. Chris enjoys 
focusing on quality care and service. He serves in 
the U.S. Army Reserve and is an active firefighter, 
all while running a successful local area business. 
Before starting his business, Chris was involved in 
construction. In this episode, Chris discusses his 
focus on quality care, as well as his current biggest 
struggles in his business.

R E C A P  O F  E P I S O D E S  2 5 – 3 2

EPISODE 25

MATT NANCE

P O D C A S T

Listen in the morning while you get ready for 
your day, in the car while driving to and from 
appointments, or after work while unwinding from 
your busy day.
 
Catch new episodes of The RP Experience on 
YouTube and Spotify every Wednesday!

Andrew Regenhard and Matt Nance.

Chris Torres and Andrew Regenhard.
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EPISODE 27

GIOVANNI MATITA

Real Producers preferred partner Giovanni 
Matita is a producing branch manager with 
NRL Mortgage. He is a father of two and is 
passionate about his line of work. In this 
episode, Giovanni discusses inflation and 
the housing market. Giovanni and Andrew 
review the factors that contribute to rising 
home prices, explain what KPI is, and dis-
cuss the relationship between housing prices 
and KPI inflation.

Brian Rigsby, team leader of The Rigsby 
Team with Premiere Plus Realty, grew up in 
Southern Illinois and spent 20 years in the 
golf industry. It wasn’t until six years ago 
that Brian decided to move to Southwest 
Florida to focus on a career in real estate. 
Brian and his team represent many buyers 
and sellers, especially in the Renaissance 
community. In this episode of The RP 
Experience, Brian shares his experiences 
with professional golfers, how he transi-
tioned from golf to real estate, and how 
Renaissance has provided the opportunity 
for him to thrive.

EPISODE 28

BRIAN RIGSBY Bryan Keane is a Realtor with Miloff 
Aubuchon Realty Group and works 
alongside his two children at the 
firm. In this episode, Bryan touches 
on several ways the market is chang-
ing. Bryan is known for bringing an 
old-school approach to real estate 
and discusses how social media is 
used to connect with customers, how 
to build a referral system, the impor-
tance behind hosting open houses, 
and using mailers to stay in touch 
with previous clients.
 

Real Producers preferred partner Santiago Ospina has 
been the owner of J.O. Always Clean for two years now, 
after taking over the business from his father, who 
started it in 2007. In this episode, Santiago and Andrew 
Regenhard discuss entrepreneurship, philanthropy, 
and taking action to protect the environment. Santiago 
shares about giving back, both at home and abroad, as 
well as building small libraries for rural communities 
in his home country of Colombia. Santiago also repairs 
wheelchairs for those who need them the most, and runs 
a blueberry farm with sustainable materials, setting an 
example of how to farm in a way that helps the planet.

EPISODE 29

SANTIAGO OSPINA

EPISODE 30

BRYAN KEANE

Giovanni Matita and Andrew Regenhard.

Brian Rigsby and Andrew Regenhard. Bryan Keane and Andrew Regenhard.

Santiago Ospina and Andrew Regenhard.
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EPISODE 31

STEVEN PHILLIPS

Real Producers preferred partner Steven Phillips is managing 
partner with CCG Certified Public Accountants. In this epi-
sode, Steven discusses how to keep score in your business, how 
to properly deduct your expenses, and the proper steps and 
actions business owners should take to save on taxes. Steven 
specializes in retirement planning, taxes, financial planning, 
and accounting. He moved down from the Washington, D.C., 
area and has been in SWFL now for 20 years.

Andrew Regenhard is the owner and 
publisher of Naples Real Producers (for-
merly SWFL Real Producers). Born and 
raised in Wisconsin, Andrew moved to 
North Dakota for flight training and used 
to be a flight instructor. He later had an 
opportunity to do defense contracting and 
worked in Washington State for a few 
years. Once his father became terminally 
ill, Andrew decided to move to Naples, 
where his parents were living, to be closer 
to them. A friend introduced Andrew to 
Real Producers and he decided to start up a 
franchise of the Realtor-centric publication 
in SWFL, where he has been growing the 
company by leaps and bounds for the past 
two years.

ANDREW REGENHARD

Adnan is a Realtor with Compass. He was born in Germany after 
his parents fled Bosnia. Eventually, his family decided to move 
to the U.S. in Upstate New York, which later lead to every-
one moving down to Sarasota, Florida. Adnan graduated from 
Florida Gulf Coast University with a degree in health science. 
Four years later, he decided to get into real estate and has been 
loving it ever since. Adnan enjoys innovating and creating, which 
he finds beneficial to him in real estate. In this podcast episode, 
Adnan and Andrew discuss new technology, the metaverse, how 
modern marketing is changing, and what Realtors can do to get 
on board with the new digital world.

EPISODE 32

ADNAN DEDIC

Steven Phillips (left) and Andrew Regenhard (right). Adnan Dedic (top) and Andrew Regenhard (bottom).

venturex.com     239-300-9601     4850 Tamiami Trail North, Suite 301     Naples, FL 34103

PRIVATE OFFICE PLANS 
AT VENTURE X NAPLES
Venture X is a one-of-a-kind 
sustainable luxury co-working 
o�ce rooted in health and 
wellness, in the heart of Naples, 
with views of the Coastal 
Skyline. The beautifully 
designed space has floor to 
ceiling windows along each 
side of this location, allowing 
natural daylight into nearly 
every corner. The 18,000 sq ft 
space is equipped with an 
open-inviting lounge and cafe, 
a podcast room, a wellness 
room, conference rooms and a 
30-person training room. Our 
private o�ces come furnished 
with sit-to-stand desks and 
ergonomic chairs, including 
24/7 access, monthly 
conference room credits, and 
so much more.

Reach Out for More Details.

KATHRYN PARKER
DIRECTOR OF SALES

239-326-3455
Kathryn.parker@venturex.com

SCAN TO
EASILY
BOOK YOUR
TOUR
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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
5700 N Harbor City Blvd Suite 270
Melbourne, FL 32940

Northpoint Mortgage | NMLS# 1515

“Great vision without great people is irrelevant.”

Integrity lending with
customer satisfaction

is our top priority.
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A

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

A few weeks back, I was having a conversation with 
a client of mine. He had a thought, which I thought 
was brilliant. He talked about the fast, middle, and 
slow lanes. He shared how you don’t want to be 
stuck in the slow lane. Think about this: you’re on a 
major turnpike or freeway, and you’re in that slow 
or middle lane, and someone in front of you is going 
slow. You are attempting to pass them, however, 
everyone’s whizzing by you and you just can’t get 

out into the other lane. You’re now stuck in the 
slow or middle lane, wanting to get in the fast lane.

How does this relate to business? The slow lane in 
business is where you deal with all the drama, the 
people that do not adhere to the culture, the people 
that want to do it their way instead of the organi-
zation’s way. People that just don’t want to move 
forward, want to fight and resist. And the slow 

lane is where you’re constantly dealing with 
things that clog up the progress of your com-
pany. You have to consistently fix people or 
things, and it’s not worth your time, energy, 
and effort. The last thing you want to do in 
business is be stuck in the slow lane.

To get out of the slow lane, we must mas-
ter the middle lane, as the middle lane in 
business is where we create the structure, 
systems, and culture of the organization. 
When you have everyone riding in the bus in 
the right seats, the right way, all following 
their KPIs, adhering to the culture of the 
organization, things then run smoothly and 
synergistically because you have the right 
systems in place. This gives you the ability, as 
the owner, to step out of the middle lane into 
the fast lane because everyone is running the 
organization for you. 
 
The fast lane is where we start thinking big, 
next-level stuff, expanding throughout the 
state, expanding throughout the country, 
developing numerous divisions or numerous 
offices around the country. The fast lane 
is where your brain really begins to tick 
because you have the slow and middle lanes 
covered and mastered. This provides you the 
clarity and ability to create, move forward, 
and design the business that serves you, your 
team, and your clients, and really becomes 
a stepping-stone to get you what you truly 
want in business.

I encourage you to study the three lanes in 
your own organization. Take the time to do 
a little exercise with your management team 
and write down: slow lane, middle lane, and 
fast lane. Document everything that’s in 
the slow lane that’s slowing you up in your 
business that you need to address, the middle 
lane if there’s any structure or systems that 
need to be put in place. Take care of those 
two lanes first to quickly get yourself in the 
fast lane so you can dream big and take your 
business to the next level.
 

coaching corner

BUSINESS IN THE

By Michael Dill

Fast
lane
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Panther Home Inspection is rated 4.9 out of 5.0 based on 568 reviews.Panther Home Inspection is rated 4.9 out of 5.0 based on 568 reviews.

(239) 389-0996
pantherhomeinspection.com

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

SCAN TO EASILY SCHEDULE YOUR CLIENT’S INSPECTION

ASK US ABOUT OUR FREE REINSPECTION PROGRAM

HOME INSPECTIONS
S T I L L  M A T T E R

PANTHER HOME
INSPECTION

Proudly serving SWFL since 2008.

Full Service On Every Transaction · Exceeding Expectations Since 2008!

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

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

experience a smooth and successful closing
every time.
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F O R  T H E  LOV E  O F  F LO R I DA

By 2018, Matt Brown had become one of Hoboken’s most well-respected real 
estate agents, alongside building an impressive development and investment port-
folio. And yet, Matt and his wife, Lindsey, found themselves on the precipice of a 
major life transition.

Matt and Lindsey had been vacationing in Southwest Florida for many years. 
Matt’s dad and stepmom had a place in the area, and good friends of theirs had 
also moved to Naples.

“So we would come to visit my folks and our friends,” Matt reflects. “Every 
time it would be time to take the plane home to the city, we’d always try to 
extend our trip. We did that so many years in a row. At some point, we real-
ized we wanted to spend more time here and weren’t ready to retire. So we 
decided to make the move now.”

After 15 years in real estate and over 500 sales, Matt picked up his busi-
ness — and his family — and headed to Naples to begin anew.

“The move was more about family and lifestyle for us. It was very 
difficult to leave our community and my well-established business, but 
we were ready for a new chapter in life. And we just love Southwest 
Florida. It’s been amazing. It’s been an exciting adventure.”

Photo by LaCasaTour

Photo by LaCasaTour

M AT T  &  L I N D S E Y

BROWN
power couple
By Zachary Cohen

M AT T  &  L I N D S E Y

WE SUCCESSFULLY 

INVESTED IN 

AND DEVELOPED 

SINGLE-FAMILY 

BROWNSTONES, 

CONDOS, AND 

APARTMENTS IN 

THE HEIGHT OF THE 

ECONOMIC RECESSION.

Photo by LaCasaTour
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Photo by LaCasaTour

Matt Brown was a top producer in Hoboken, NJ, for 15 years before
relocating to Florida. (Photo by Cary Lohmeier Photography)

Lindsey Brown entered real estate in 2008 after she and Matt got married. 
(Photo by Cary Lohmeier Photography)

Beginnings: Lindsey Brown 

Lindsey and Matt met in 2003, the night before Matt 
took his real estate exam.

“I probably should have been studying,” Matt laughs, 
“but it’s a good thing I wasn’t. The test was a breeze, 
and I met the love of my life.”

“I’ve been on this journey the whole time,” Lindsey 
adds. “I was working in Manhattan for an investment 
bank and had a different career path, but eventually I 
joined Matt in real estate.”

From 2003 to 2007, Lindsey continued to work in 
banking. On the side, she began helping Matt out with 
his investment properties, website, and marketing. She 
found a liking for real estate, and in 2008, they got mar-
ried and she joined Matt in the business.

“We successfully invested in and developed single-family brown-
stones, condos, and apartments in the height of the economic 
recession,” Lindsey explains. “And when I began working in the 
sales business, Matt was my mentor.”

Lindsey built her own book of business and client base. She 
stepped away from the business in 2010 to raise their two young 
daughters and returned in 2014. In the meantime, Matt became 
one of the top three agents (out of approximately 6,000 agents) 
in the Hudson County, New Jersey, MLS.

Becoming Floridians 

Upon landing in Florida, Matt and Lindsey took some time to 
settle into a new life. Matt took a year off to assess his next 
move, and Lindsey landed work for a local CEO managing 
her extensive real estate investment portfolio.

During this time, Matt played plenty of golf and spent 
ample time on the yoga mat, but he also started to dig his 
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Photo by LaCasaTour

Matt and Lindsey Brown with their daughters, Parker (left) and Sydney (right). (Photo by Cary Lohmeier Photography)

feet into his new community. He 
started to get to know local bro-
kers, research neighborhoods, and 
learn about the market.

“He did his homework,” Lindsey 
says. “He went through another 
long training program to under-
stand the market and the commu-
nity. Matt has built his business 
based on knowledge.”

In the past three years, Matt’s 
business has taken off. Lindsey 
stepped back into the business to 
assist with advertising, market-
ing, and lead generation, and she 
recently obtained her Florida real 
estate license. The goal is for her 
to become more involved in selling 
real estate as the years go on.

Living the Good Life

Matt and Lindsey moved to Florida 
for the lifestyle, and they are 
enjoying it every bit as much as they 
imagined they would. They live on 
two and a half acres with fruit trees 
and gardens, chickens, a treehouse, 

and a custom-built pickleball court. 
Lindsey’s parents live in the guest house 
for six months out of the year, making it 
a multi-generational property.

“It’s kind of an oasis,” Lindsey smiles.

Matt and Lindsey’s daughters, Sydney 
and Parker, are now 11 and 8. As 
a family, they enjoy pretty much 
anything outdoors, from boating to 
beachgoing to camping.

As Matt and Lindsey look ahead, they 
imagine more of the same — enjoying 
the Florida lifestyle while continuing 
to grow their real estate business in 
the place they love.

“I really do enjoy it,” Matt says. “I had 
a chance to take a break, and after 15 
years in the business, maybe I was 
feeling a bit worn out. But taking that 
break, and a new community to work 
in with different properties and people 
— that’s been really refreshing and 
revitalizing. As I grow my business 
here and build my client base, continu-
ing my trajectory is very exciting.”

LOOKING FOR A LENDER
WHO THINKS

THE BOX?
A Solution for Every Client and Agent

WE STEP OUTSIDE THE BOX

Josh Lund
Branch Manager
NMLS #387408

239.478.5783  |  JLund@goldstarfinancial.com

NMLS #3446

Scan to
Connect
Today
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Solutions for a painless closing.
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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.

PRACTICAL
solutions

TRUSTED
advice

SMART 
strategies

The Law O�ce of Matthew P. Flores is a full-service 
real estate law firm serving all of Southwest Florida. 
Our team is committed to assisting buyers and 
sellers with the purchase and sale of residential and 
commercial real property. We work side-by-side 
with our clients from contract to close.

MATTHEW P. FLORES, ESQ.
matt@naplesbaylaw.com | 239-261-0592
1333 Third Avenue S, Suite 505, Naples, Florida 34102 | 
naplesbaylaw.com | @naplesbaylaw
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DEVISSE DEVISSE 

partner spotlight

TRI-TOWN CONSTRUCTION
Creative & 
Tenacious

By Zachary Cohen

MARCMARC
DEVISSE 
MARC
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When Marc Devisse graduated from Florida Gulf 
Coast University in 2004, the economy was boom-
ing. Many of his friends and peers were getting into 
real estate, mortgage lending, and construction. 
Marc had grown up around the real estate business, 
as his mother was a REALTOR®, and upon graduat-
ing, he, too, got curious about the business.

Marc landed a job for a company that did both real 
estate sales and construction. However, he found 
that his passion rested on the construction side of 
the industry.

“I was really drawn to construction,” Marc reflects. 
“I really enjoyed the construction part of it and 
stuck with that.”

Marc Devisse and a partner founded Tri-Town Construction in 2006.

Marc also opened Seaside Bar & Grill in Bonita Springs in March 2020.

From Humble Beginnings

By the end of 2006, the global economy began to slow. Construction 
work dried up, and Marc’s boss could no longer afford to keep him on 
the staff. He was let go.

As the economy entered freefall, Marc made a bold choice: he and a 
partner founded Tri-Town Construction. Marc’s vision was to build a 
construction company that would be a part of the local communities, but 
those early years were tough. He had to scrape and claw for every job.

“We were happy to get $1,000 to $1,500 jobs,” Marc remembers. “The 
economy was really taking a turn for the worse in 2007, 2008, 2009. 

At one point, I closed a $10,000 job, and I thought I was on 
top of the world.”

Despite the challenges, Marc persevered. He was a born 
entrepreneur. He leaned into his work ethic to make it 
through the recession. As the economy recovered, his 
business grew. By that time, Tri-Town Construction had 
built a strong reputation in Southwest Florida.

“We kept our overhead low. We offered creative ser-
vices like a condo maintenance division. We were doing 

emergency repairs that couldn’t wait. We pivoted and 
adapted. And we slowly expanded.”

In 2011, Marc took over sole ownership of the company, 
and he’s continued to expand through the years.

Tri-Town Construction

Today, Tri-Town Construction is a team of over 30. They 
cover every town from Marco Island to Cape Coral, specif-
ically focusing on luxury remodels, custom home builds, 
commercial build-outs, and roofing projects. Residential 

remodels are their specialty — kitchens, bathrooms, 
living rooms, cabinets and crown molding, flooring, 
framing, drywall, and roofing.

“We’re local people doing business here for 16 years. 
We’re really part of this community and have a peo-
ple-over-profits mentality. We strive for excellence 
in everything we do,” Marc says. “We are all about 
quality, safety, integrity, and honesty.”

Ever Growing

Two years ago, Marc embarked on a new entrepre-
neurial adventure, opening a restaurant, Seaside Bar 
and Grill. As a restaurant owner, Marc has been able to 
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Marc Devisse and his fiancée, Natalie, plan to be married in late 2022.

diversify his investments and become even more 
involved with the local community. His timing, 
however, wasn’t ideal.

“The economy was doing really well, and I thought 
it was possible there would be some sort of change. 
So I wanted to diversify and go into the restaurant 
business. That was pre-COVID. Our grand opening 
was March 17, 2020, when everything in Southwest 
Florida got shut down by DeSantis.”

After starting one business in the largest reces-
sion in recent memory and another in the midst 
of a global pandemic, Marc often jokes that he’s 
great at business but isn’t exactly a master of 
timing. And yet, both businesses have been suc-
cessful. Marc got his restaurant business off the 
ground by implementing the same strategies he 
used to bring Tri-Town Construction through the 
Great Recession: tenacity, creativity, adaptability, 

and a service-first mindset. Today, Seaside Bar and 
Grill is thriving.

Going forward, Marc plans to continue to bring the 
same level of commitment to all aspects of his life. 
He and his fiancée, Natalie, plan to be married later 
in 2022, and his son, Dylan, is now 14.

“I’m looking at continued growth. I’m building our 
team. We continue to make a good footprint in 
Southwest Florida, and we keep growing and deep-
ening our relationships with the community,” Marc 
says. “And personally, I am trying to grow myself. 
Who knows if there will be more businesses in the 
future or what kind of businesses. I’m getting ready 
to get married here in a few months. I’m just living 
life and trying to enjoy every moment.”

For more information, please visit 

www.Tri-TownConstruction.com.

WE’RE LOCAL PEOPLE DOING BUSINESS 

HERE FOR 16 YEARS. WE’RE REALLY PART OF THIS

COMMUNITY AND HAVE A PEOPLE-OVER-PROFITS MENTALITY. 

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

 Licensed |  Insured  |  Bonded
Estate Management | Home Watch

Concierge Services

(239) 777- 6173  |  spectrumconcierge.com  |  info@spectrumconcierge.com
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YOU SELL IT. WE WATCH IT.
The Difference Realtors Recognize

GIVE US A CALL TODAY

Vincent Saputo
Founder & Owner

239-249-3353
naplespremierhomewatch.com

Scan to
Easily Get

Your Services
Started

ESTATE SPECIALIST  •  CONCIERGE & VEHICLE SERVICES  •  HOME WATCH

239.435.6677
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SOUTHWEST FLORIDA’S
REMODELING EXPERTS

afknaples.com

Kitchen Cabinets & Countertops • New Outdoor Kitchen / Remodeling

New Bathrooms or Remodeling Ideas • Custom Closets for your Home

Top-Notch Flooring Services • Free Design Consultation for Kitchens
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Moving Experience

By Todd DeWoody

Choosing A Mover

When picking a mover, always find 
out if a company is licensed and has a 
strong reputation for providing qual-
ity service. In Florida, moving com-
panies will either be licensed as an 
intrastate mover, interstate mover, or 
both. Licensed companies will always 
have their licensing number listed on 

their website, estimates, and their 
trucks. This will usually be written 
as IM#_____ if they’re an intra-
state mover, or USDOT#______ 
if they’re an interstate mover. Just 
as important as their credentials, 
verifying the reputation of a company 
through their Google and Facebook 
reviews is a great way to see if they 

have a reputation you can rely on, or 
if their service didn’t meet the expec-
tation most of their customers had.

Be Prepared

Being prepared is crucial to ensuring 
your items are handled with care and 
you’re able to have an efficient move. 
A great way to start is to ensure that 

TIPS 
FOR A

pro tips

Great

(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!

Todd DeWoody 
is a six-year 
veteran of 
the moving 
industry 
and the 
general manager 
of Eagle Moving, one of 
Southwest Florida’s highest-
rated moving companies. He 
started his career at a local 
moving company in Lexington, 
Kentucky, as a mover while in 
college, and quickly gained a 
reputation for his integrity and 
leadership abilities that earned 
him the opportunity to continue 
his career into management.

all loose items, as well as electronics, 
are properly packaged and labeled. 
This will help the moving team know 
which items to take extra care with, 
as well as where the items will need 
to be placed in the new home. After a 
full day of moving, the last thing any-
one wants to do is spend the evening 
looking for that one box out of 100 that 
has the items they need to go to bed. 
Packing an overnight bag is a great way 
to ensure that you won’t have to spend 
the night stressfully searching your 
home for things like medication, toi-
letries, and chargers. Most companies 
will also offer packing and unpacking 
services to help customers be prepared 
and alleviate some of the stress, but it’s 
important to always coordinate this in 
advance since packing is usually done 
before the move.

How Moving Companies Charge

Moving companies vary with how 

they charge, which can make it dif-
ficult to compare “apples to apples” 
when looking at multiple quotes. 
Most companies do not offer a single, 
flat-rate price for a move, and instead 
will usually base their price on cubic 
feet, weight, or a fixed hourly rate. 
Most local moves are typically done 
at a fixed hourly rate due to the short 
distances, but there are still import-
ant differences with how companies 
can structure their hourly rate, such 
as whether the hourly clock begins 
running once the movers leave their 
office or if it will not begin until the 
movers arrive at the customer’s home, 
for example. Some companies charge 
additional fees on top of their hourly 
rate for certain situations, like for 
stairs, pianos, gun safes, pool tables, 
and appliances. It’s important to 
always review all quotes, after receiv-
ing them, to ensure that it includes all 
of the items that need to be moved.
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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

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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Does proof exist that
I own a house?

Indeed.

USE GOODWIN LAW, P.A. FOR
YOUR CLOSING AND GET PEACE OF 

MIND AT TITLE COMPANY RATES...AND 
WE'LL THROW IN A FEW DAD JOKE'S WITH IT
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featured agent

Systems, Systems, Systems

By Zachary Cohen

Photos by Sun Services SW 

Photography

IN THE EARLY 2000S, CHAD PHIPPS HEADED DOWN TO SOUTHWEST FLORIDA FOR A FAMILY 

VACATION. HIS PARENTS OWNED A HOME IN THE AREA, AND HIS GRANDPARENTS, AUNT, AND UNCLE 

LIVED NEARBY IN FORT MYERS. ORIGINALLY FROM OHIO, CHAD WAS WORKING IN CORPORATE SALES 

IN CHICAGO AT THE TIME. HIS TRIP TO FLORIDA, HOWEVER, WOULD CHANGE THAT.

PHIPPS
CHADCHAD

“My brother and 
I were talking to 

people in a restau-
rant, and this woman 

was in real estate. As 
I listened to her, I was 

thinking, ‘Why do I do 
this business-to-business 

sales that I don’t really 
love in a place where 

it’s dark and rainy six or 
seven months of the year 

when I can sell real estate in 
Southwest Florida?’”

Something clicked in that 
moment, and Chad was deter-

mined to shift directions.

“When I returned, I won a sales 
contest with my company, and I 

went into my boss’ office that same 
day to give my notice. He was con-

fused, saying I just won this trip, but I 
decided it was the right move.”

A New Start

Chad landed in Naples in 2003, at 26 
years old. Coming from Chicago, he was 

aware that he was faced with new chal-
lenges in Florida. That led him to start 

Young Professionals of Naples, a group still 
around today.

“There weren’t a bunch of young people hanging 
out everywhere like in Chicago. So this was 

a good way to network and meet other young 
professionals. That helped me meet other people, 

learn how things worked here,” Chad explains.

Chad spent his first six years in real estate working 
for a builder/developer in new construction. He took 

a year and a half away from the business during the 
recession, and when he returned in 2009, he did so on 
the general real estate side of things.

Chad landed at John R. Wood Properties at the rec-
ommendation of a peer he met in the young profes-
sionals group, Shannon Lefevre. Shannon and Chad 
have since developed a long-standing professional 
relationship; they co-list most of their listings and 
assist each other with buyers.

Responsiveness and Systems

Today, the majority of Chad’s clients are either 
relocating to Florida or purchasing second or third 
homes in the area. He has traditionally worked 
with people from the Northeast and Midwest, but in 
recent years, he’s seen an influx of folks from other 
parts of the country too.

Chad has built his business based on high-level 
systems and industry-best responsiveness. Some 
agents may say they are “always available,” but 
Chad means it.
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Chad Phipps, with John R. Wood Properties, 
moved down from Chicago in 2003.

that I'm healthy and can live in such a beautiful part of the country. 

the SUCCESS I've had, 

I live in GRATITUDE for what I have, 

“I’m a psychopath with answering my 
phone,” he says bluntly. “Shannon and I 
have a deal that unless I’m sleeping or in 
the car with a customer, I’m to check my 
phone every 10 minutes. I have 20 min-
utes to get back to the customer. We’ve 
been doing this religiously for years. I’m 
accountable, and I’m on top of things. 
That’s my number 1 asset.”

Chad applies the same principles to his 
personal life. Every hour of his day is 
accounted for and scheduled. That allows 

him to work out several times per week, meditate most 
mornings, and spend ample time with family and friends.

Another one of Chad’s daily practices is gratitude. As he 
looks ahead, he doesn’t aspire to compare himself to others 
and come out on top. Instead, he aims to live in a state of 
thankfulness each day.

“I live in gratitude for what I have, the success I’ve had, 
that I’m healthy and can live in such a beautiful part of the 
country. So looking forward, for me, it’s more of the same. 
Representing buyers, sellers, having balance, and being 
grateful for the things I have.”
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Chad Phipps founded 
Young Professionals of 
Naples, which is still in 
existence today, when he 
first arrived in Naples.

Chad Phipps was born and raised 
in Northwest Ohio. He attended The 
Ohio State University and graduated 
from Bowling Green State University 
with a Bachelor of Science in 
Education/Business. He joined John 
R. Wood Properties in the fall of 2009 
and has been with the company since. 
He represents buyers and sellers from 
Marco Island through Naples, Bonita 
Springs, and Estero, Florida.

VISIT OUR WEBSITE OR GIVE US A CALL TODAY

239.920.4806 |  NaplesConstruction.net
LICENSE # CGC-CGC1528960

Is Your Client Ready to Turn Their New House into Their

Dream Home?

D E S I G N  |  B U I L D  |  R E M O D E L

WE ARE YOUR
DESIGN SOLUTION

H U F F M A N ‘ S  B U I L D I N G  O U R  C O M M U N I T Y  O N E  N E I G H B O R  A T  A  T I M E !
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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

domaininsuranceinc.com
nickdomain@domaininsuranceinc.com

Refer us to
your clients

As an  independent agency,
we have options for
EVERYONE.

239-898-9120

We work directly with 
lenders & realtors

to help transactions 
close smoothly.

HOME | AUTO  | FLOOD

Scan to Find
Out We are the
One-Stop-Shop

for All Your
Client's Needs

27299 Riverview Center Blvd Bldg 2 Ste 207, Bonita Springs, FL 34134 / FL-LO27782 / Movement Mortgage, LLC supports Equal Housing Opportunity, NMLS ID#39179 (For 
licensing information, go to: www.nmlsconsumeraccessorg) / 877-314-1499. Movement Mortgage, LLC is licensed by FL #MLD1360. Interest rates and products are subject to 
change without notice and may or may not be available at the time of loan commitment or lock-in. Borrowers must quality at closing for all benefits. "Movement Mortgage" is 
a registered trademark of the Movement Mortgage, LLC, a Delaware limited liability company. 8024 Calvin Hall Rd, Indian Land, SC 29707.

Looking for a
Lender Who is
Accessible?
I work DAYS, NIGHTS
and WEEKENDS to
help your clients
achieve their
SWFL Paradise

Scan to Partner with the
top 1% of Loan Officers
in the SWFL Market

Nicole Paolini
(239) 287-8556

nicole.paolini@movement.com
movement.com/nicole.paolini

Loan Officer NMLS# 1252860
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legal hotline
By Morgan Hila, Esq.

Did you know that Florida Law spe-
cifically protects a buyer purchasing a 
residence subject to a membership in 
a condominium or homeowners’ asso-
ciation, ensuring that all information 
pertaining to the transaction is made 
readily available for review? A real 
estate transaction that requires mem-
bership in a condominium or home-
owners’ association triggers a number 
of statutory disclosure requirements. 
Buyers and sellers often overlook 
the extreme importance of these 
detailed and complete timely disclo-
sures leading to potentially disastrous 
results, including, but not limited to, 
the potential cancellation of the sale 
without recourse.
 
Seller’s Obligations and 

Buyer’s Recourse

Pursuant to Chapter 718 Section 503 
of the Florida Statutes, a residential 
contract for the sale of a condominium 
unit contains a nonwaivable provision 
that requires copies of certain docu-
ments to be furnished at the seller’s 
expense to the prospective buyer. 
The required documents include the 
bylaws and articles of incorporation 
for the condominium association, 
along with declaration of condo-
minium and other documents specifi-
cally listed in Section 503 of Chapter 
718 Florida Statutes.
 

Upon the receipt of the last required 
document, a three-day right of 
rescission period begins. During 
this period, the buyer has the right 
to unilaterally terminate the pur-
chase agreement simply by providing 
written notice of termination to the 
seller, after which the buyer will be 
refunded any deposit made as part 
of the purchase. Even if one of the 
documents is disclosed late into the 
contract period, the right will be trig-
gered at the time when the disclosure 
is complete, which can be any point 
up until closing.
 
When purchasing a condominium from 
a developer, Florida Law requires all 
buyers are provided with a 15-busi-
ness-day rescission period. This period 
begins once the buyer has signed an 
acknowledgment form that they are in 
receipt of all condominium documents. 
Most developers are meticulous and 
provide buyers with a Condominium 
Prospectus upfront to avoid delaying 
the rescission period.
 
Required Disclosures

Similarly, Chapter 720 Section 401 of 
the Florida Statutes requires a seller 
to provide a corresponding home-
owners’ association disclosure to a 
potential buyer. Both the developer 
sellers and non-developer sellers must 

Woods, 

Weidenmiller, 

Michetti, & Rudnick 

LLP team member Morgan Hila, 

Esq., practices in the areas of 

commercial and residential 

real property transactions, 

construction, corporate and 

commercial lending.

provide a buyer with a disclosure 
form containing statutorily man-
dated language and information. 
REALTOR® form contracts include 
such language as a matter of course.

Due to the complex nature of the 
statutory notice requirements and 
the extensive list of disclosure obli-
gations, it is imperative that a sell-
er’s representative be well-versed 
on these disclosure requirements. 
Requirements such as these can 
be problematic for even the most 
experienced real estate agents. 
Therefore, it is imperative to have 
an experienced real estate attorney 
involved in the transaction to ver-
ify such requirements are met and 
protect the client’s best interest.
 

ASSOCIATION 
D I S C L O S U R E S  I N  F L O R I D A

CONDOMINIUM & HOMEOWNERS’ 
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Upscale | Affordable | Exclusive  
Check us out. If you like what you see, request samples.

www.PowerMailersUSA.com

239.235.3170

DOMINATE
YOUR FARM
More Listings 

More Sales
More Referrals

MORE GCI!
• 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



68 • July 2022 Naples Real Producers • 69@realproducers realproducersmag.com

rising star
By Zachary Cohen

Photos by LaCasaTour

BRYAN
B R A X

Bryan has a passion for exotic cars and worked in that industry for many years before real estate. (Shown here with his limited edition 2015 Ferrari 458 Speciale.)

L E V E R A G I N G  H I S  P A S T

In Naples, Bryan has been able to leverage the gifts of his 
past to create a fulfilling life.

“As much as I’ve been all over the place — the Middle 
East, New York City, Long Island — Naples is my home.”

Shaped by His Past

Bryan lived in Lebanon through the age of 5. By the 
time he left the country for New York, he spoke three 
languages — Arabic, French, and English. He and his 
family spent a few years in Manhattan before moving to 

the suburbs of Long Island. In 2007, they moved 
to Naples.

Bryan values the things he learned during his time 
in Lebanon and New York. Those skills helped cat-
apult him to success in the exotic car industry and, 
later, in real estate. His multicultural background 
continues to be an asset.

“I consider myself cultured, having been born in 
another country and raised in New York,” Bryan 

Bryan Brax was born in Beirut, Lebanon, and spent seven years of his childhood in 

New York. Yet, for him, Naples is home. Bryan moved to Southwest Florida with his 

family at 12, and he never looked back.
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Originally from Lebanon, Bryan Brax speaks three languages and credits his multicultural background for much of his success in real estate.

reflects. “There is an ability to relate 
to people from different backgrounds. 
There’s a cultural understanding.”

Bryan also developed a strong work 
ethic from an early age. He cred-
its his time in New York and his 
father’s teachings.

“New York City is the city that never 
sleeps. It’s go, go, go. And my father 
has always had a strong work ethic. 
I always saw him working hard, and 
that was ingrained in my mind. I have 
that New York drive.”

Living the Exotic Car Dream

After landing in Naples, Bryan became 
fascinated with exotic cars. He started 
working in the industry as a teenager 
washing cars after high school.

“In New York, we did not have 
Ferraris and Lamborghinis and 
McLarens readily all over the place. 
When I came here, I was infatuated. 

That’s where my passion for exotic cars 
came from.”

Bryan obtained a degree in business market-
ing from Florida Gulf Coast University and 
continued working his way up the ladder in 
the exotic car business. By the time he grad-
uated, he was a service manager, handling 
most of the dealership’s backend work.

“I was doing what I thought was going to 
be my career,” Bryan reflects.

But eventually, Bryan became burnt out. He 
began looking for other career opportunities.

A New Beginning

In his time working with exotic cars, Bryan 
had become acquainted with some of the 
biggest names in sports and business. 
He calls the level of the connections and 

clientele he worked with “untouch-
able.” So in looking for a new career, 
he sought to find a way to leverage his 
contacts and connections.

“I wanted to do more and be able to 
use all the contacts I created in the 
exotic car industry to be able to ser-
vice them in a different way,” Bryan 
offers. “There’s not too much you can 
do that’s as exciting as the exotic car 
industry. There’s not much that’s as 
sexy or fun. I thought, what else do I 
enjoy and have passion in?”

And then, it clicked: real estate.

“There weren’t a lot of young people 
doing real estate. My friends that 
were young were doing really well. I 
felt, if they can do it, I can do it. I’m 

young, I can hustle, and I have this 
great base of contacts. If someone 
trusts me with an exotic car, they may 
trust me with their house.”

In late 2018, Bryan was licensed and 
began to transition careers.

Always Learning, Always Growing

Bryan spent the better part of a year 
delving into everything real estate. He 
did as many open houses as he could. 
He visited new construction sites, drove 
around the area’s neighborhoods, and 
pursued every lead with vigor.

“I wanted to learn and do as much as 
I could… I was doing whatever I could 
to get my feet wet. I pursued every 
lead I could. I wanted to know every-
thing about real estate.”

I  WA N T E D  T O 

L E A R N  A N D 

D O  A S  M U C H 

A S  I  C O U L D … 

I  WA S  D O I N G 

W H AT E V E R  I 

C O U L D  T O  G E T 

M Y  F E E T  W E T. 
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Bryan Brax, with Downing-Frye Realty Inc., entered real estate in 2018.

By year two, Bryan’s business had gained solid footing. 
He closed over $6 million in 2020 and over $20 million in 
2021. Although he’s young and has only been in the busi-
ness for three-plus years, the majority of Bryan’s business 
is referral-based. That’s a credit to both the contacts he 
gained and the skills he learned in the exotic car world.

In real estate, Bryan is a straight shooter. He values trans-
parency, ethics, and trust. He is intently focused on his 
clients’ interests.

“Perhaps my biggest strength is being willing to do what it 
takes, going above and beyond… I’ve been able to create a 
name for myself, and that’s really humbling.”

As Bryan looks ahead, he is inspired to continue to grow 
his real estate business. He aims to build an investment 
portfolio of his own while continuing to develop his 
sales pipeline.

“I’m still growing. I’m still learning. With real estate, you 
can never know enough. I’m in this for the long haul.”

P E R H A P S  M Y  B I G G E S T  S T R E N G T H  I S  B E I N G  W I L L I N G  T O  D O  W H AT  I T 

TA K E S ,  G O I N G  A B O V E  A N D  B E YO N D …  I ’ V E  B E E N  A B L E  T O  C R E AT E  A 

N A M E  F O R  M Y S E L F ,  A N D  T H AT ’ S  R E A L LY  H U M B L I N G .
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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/. 

(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!

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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LEE WILLIS & 

All Children Deserve a Bright Future

By Ellen Buchanan

making a difference

“People see Naples as bright and sunny and beau-
tiful and all good,” Lee Willis begins. “But there’s 
a lot of need. And it’s not just poverty, it’s not 
just the poor children… Abuse knows no socio-
economic boundaries.”
 
Lee Willis, broker/owner of The Willis Group 
LLC, began supporting Youth Haven after she and 
her husband relocated to Naples from Lexington, 
Kentucky, in the early 2000s. 
 
“Youth Haven has an annual luncheon every year at 
the Ritz-Carlton (Tiburon),” Lee says. “A friend of 

mine chaired the luncheon committee years ago and 
asked me to get involved.”
 
Since then, Lee has served on the luncheon com-
mittee, is a current Youth Haven board member, 
and, this year, is chair of the nonprofit’s newly 
launched Ambassador Circle.
 
A Story of Caring

This year marks the 50th anniversary of Youth 
Haven, the only shelter in the area for abused and 
neglected children and teens ages 10 to 19. Located 
at 5867 Whitaker Road in Naples, the shelter 

YOUTH HAVEN

Lee Willis, Co-Chair 
of Youth Haven’s 
Ambassador Circle

serves Southwest Florida, with most of the 
youth coming from Collier County. 
 
Fifty years ago this year, Judge Stanley 
expressed a need for a foster care group 
home. The Naples Woman’s Club helped 
to raise awareness and money, and Lester 
Whitaker Sr. donated a portion of the 
land Youth Haven sits on. Today, the 
shelter houses anywhere from 35 to 70 
children at a time. Each child receives 
counseling, and some of the women in the 
Ambassador Circle have become guard-
ians ad litem. The goal is to reunite the 
children with their families whenever 
possible if it’s a healthy situation. In the 
meantime, Youth Haven makes every 
effort to help the children at the shelter 
stay connected to their friends and com-
munities, often facilitating them attend-
ing public schools in their hometowns. 
 
“It’s important to try to keep them in the 
school where they were from. I think 
people are shocked when they find out we 
still have children here who are bounc-
ing around, living in the woods, or even 
in public restrooms. The stories are just 
heartbreaking,” Lee says.
 
Rob’s Group Home

“One of the most uplifting things about the 
whole facility is Rob’s Group Home, which 
cares for homeless, unaccompanied youth 
ages 16 to 19,” Lee notes. “A child doesn’t 
have to be admitted there; teens can walk 
on and check themselves in. There are some 
amazing people that run Rob’s Group Home.”
 
Named for the son of the couple who were 
the principal donors of the building, Rob’s 
can house up to 16 teens. While there, 
they must go to school or get a job, and are 
taught life skills such as financial man-
agement and how to budget. Once they 
transition out of Youth Haven, they can 
attend college, paid for by the state, go into 
the military, or go out into the working 
world better equipped for success. Teens 
are allowed to remain at Rob’s up to age 20 
before they age out and have to go out into 

the world. Youth Haven is committed 
to ensure that when they do, they are 
well-prepared to manage on their own.
 
“I had brunch with a young woman 
who went through Rob’s Group Home,” 
Lee shares. “She is such a success 
story. She’s in nursing school now and 
still goes back to talk to teens going 
through the program. She’s such an 
advocate for it. It’s one of the brightest 
stars in Collier County.”
 
Lee emphasizes that Youth Haven 
heavily relies on financial support 
from the community. 
 
“A tremendous amount of funding is 
required,” she says. “Youth Haven 

Rob’s Group Home, which houses Youth Haven teens.

The Youth Haven shelter at 5867 Whitaker Road in Naples.

has a big staff. Some of the children 
are troubled and need to be watched 
24/7. People are with the children 
around the clock.”
 
A majority of the financial support 
for Youth Haven comes from the 
fundraising events they host through-
out the year, like the longstanding 
annual luncheon in January. In recent 
years, they’ve added an evening gala 
in March, a two-day golf tournament 
in October, and a variety of other, 
smaller events people can attend.
 
The Ambassador Circle

Youth Haven’s CEO, Linda Goldfield, 
formed Youth Haven’s Ambassador 
Circle to provide opportunities for 
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Youth Haven supporters to interact 
directly with the children. Launched 
this past January, the Ambassador 
Circle was a big success right out 
of the gate. As the chairperson, Lee 

Lee Willis speaking at a Youth Haven annual luncheon.

Amy Lytle, Co-Chair of Youth Haven’s 
Ambassador Circle.

became so busy with its 
launch that she realized 

she needed help and 
asked her friend 

and founding 
Ambassador 
Circle member 
Amy Lytle to 
co-chair. 
 
“It hit during 
high season for 

real estate,” Lee 
smiles. “Between 

the Ambassador 
Circle, the board, and 

real estate, I needed 
a co-chair. We were hop-

ing to have 100 people join the 
Ambassador Circle by the end of the 
year … and we already have 103.”
 
The Ambassador Circle has gone 
bowling with the children, has 
hosted a Valentine’s Day party and 

made crafts, and has plans to go to the 
beach this summer, host a Halloween/
harvest party in the fall, and have 
a Christmas/winter gathering to 
decorate gingerbread houses. The 
Ambassador Circle also assists with 
prom needs, shops with the children, 
puts on movie nights, and more.
 
Supporting Youth Haven

Over the years, Lee’s husband, friends, 
and clients have gotten involved, 
along with several members of the 
Naples real estate community. Current 
REALTOR® members of the Youth 

These children have 
come from the saddest of 

backgrounds and situations. 
We’re such an abundant 

community… It’s important 
to pay it forward.

Haven Ambassador Circle include Holly 
Chabbott, Rhina Delgado, Kevin Dwyer, 
Sheree Goldenbaum, Janice Jaworski, Valerie 
Price, Janine Rendano, Mark Riley, Brenda 
Ruth, Gaylene Salomons, Kim Shand, Mari 
Vesci, Katherine Ruby, and Stan Whitcomb.

Those who would like to get involved 
can donate directly or join the 
Ambassador Circle and one of their 
committees, such as the social commit-
tee for Ambassador Circle members, 
the Christmas float committee, the 

holiday campus decorating 
committee, the membership 
committee, and the campus 
beautification committee.

For those wanting a more 
personal experience with the 
children, the Ambassador 
Circle is a perfect option. 
A membership of $300 per 
year includes a ticket to 
the “Cherish the Children” 
luncheon in January, along 
with invitations to attend three 
or four Ambassador Circle 
meetings, featuring speakers 
like judges and people doing ad 
litem work, as well as opportu-
nities to attend gatherings with 
the children.
 
Speaking with her, it’s clear 
that Lee is passionate about 
her work with Youth Haven. 
She encourages anyone with 
a heart for these children in 
need to get involved.
 
“This is so important because 
these children all deserve 
such a bright future,” she 
says. “They have come from 
the saddest of backgrounds 
and situations. We’re such an 
abundant community, as far as 
resources… It’s important to 
pay it forward.”
 

Youth Haven provides life skills classes for children staying at the shelter.
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Former Rob’s Group Home resident Merci (third from right) has obtained her LPN and is in nursing school for her RN. Shown here 
with Youth Haven leaders (from left to right) Sue Brousseau, Ingrid Goldoni, Lee Willis, Patty Greco, and Mary Cohen.

“And the children, they’re our future. 
We owe it to them to make it better. 
Everybody deserves that chance for 
a happy ending. They may have had a 
rough beginning, but they all deserve 
a happy ending.”
 

To learn more about Youth Haven,

please call (239) 774-2904, email

info@youthhavenswfl.org, or

visit www.YouthHavenSWFL.org.

UPCOMING YOUTH HAVEN EVENTS
September 9, 2022 – “Party with 
a Purpose” Disco Themed Party 
at BURN by Rocky Patel
October 3, 2022 – “Fairways for 
the Future” Golf Tournament at 
Talis Park Golf Club
October 5, 2022 – “Fairways for 
the Future” Golf Tournament at 
Grey Oaks Country Club

November 2, 2022 – “Healing 
Youth” Luncheon at Sea Salt in 
downtown Naples
November 9, 2022 – Ambassa-
dor Circle Welcome Back Cocktail 
Party at a private residence with a 
focus on the Ad Litem program
November 18, 2022 – “Uncorked” 
Sunset at the Beach Wine Pairing 
Event at Mediterra Beach Club

January 18, 2023 – “Cherish the 
Children” Annual Luncheon at 
The Ritz-Carlton, Tiburon
March 25, 2023 – “Starry 
Nights” Evening Gala at Ritz-Carl-
ton, Naples Beach Resort
April 13, 2023 – Ambassador 
Circle Member Lunch with a 
guest speaker

EXPERIENCE THE BEST
TILE AND STONE COMPANY IN SWFL

Eleg�ce Ev�y Step of �e Way

FLOORS |  BATH |  DESIGNS
MASTERTOUCHINSTALLATIONS.COM |  239.443.8592

Scan to Schedule Your Pr ivate
Compl imentary Consul tat ion
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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

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 
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SPECTRUM
Structured for Service
C O N C I E R G E

partner spotlight
By Zachary Cohen

Photo by New Frame Photography
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The Spectrum Concierge Team. (Photo by Scott Markowitz)

Dave and Steph Feightner founded Spectrum Concierge, a premier home watch service, in 2013. (Photo by New Frame Photography)

Dave and Steph also run Accent Cleaning Services. (Photo by Scott Markowitz)

Founded in 2013, Spectrum Concierge provides 
a wide array of home management and concierge 
services. Although home watch is the core of 
Spectrum Concierge’s business, the company has 
built a foundation for growth by providing services 
well beyond the scope of just home watch.
 
While the service that Spectrum Concierge provides 
has an air of luxury and personal touch, owner Dave 
Feightner is quick to note that Spectrum Concierge 
isn’t just a “white glove” service. Rather, it’s a 
service aimed at helping homeowners take quality, 
comprehensive care of their property. 
 
“There is a perception out there, I believe, that 
we are a quality service, but are also more ‘con-
cierge-focused,’ but that’s not the reality. The truth 
is that we have evolved as a business based on our 
effort to try and keep up with all the complexities 
of managing a home and communicating with our 
customers,” Dave explains. “Our clients have a 
dedicated Administrative Concierge, not because 
we want to be high-end, but because our home-
owners want responsiveness and follow-through. 

We implemented that because it’s needed, and we’re committed to 
providing great customer service.”
 
“Our ultimate goal is to take competent and thorough care of our 
client’s home, be good communicators, and be a trusted resource.”
 

Getting to Know the Team: Dave and 

Steph Feightner

Raised in Cape Cod, Massachusetts, Dave 
graduated from Methodist University in 
North Carolina with a degree in business 
administration. He worked in the profes-
sional golf world for over a decade, pri-
marily as a club professional at a number 
of private clubs, including Nantucket Golf 
Club, The Ocean Reef Club, and The Club 
at Mediterra.
 
Steph is originally from Pennsylvania. 
She graduated from Villanova University, 
where she also played Division I soc-
cer. She went on to explore a career in 
business, hospitality, and event planning 
that spanned a decade, taking her from the 
Northeast down to Florida.
 
In 2013, Dave and Steph combined their 
experience in hospitality and customer 
service to found Spectrum Concierge.
 
“With our background in hospitality, we 
were looking at a concierge-style business 
that we could offer to our community. We 

found that home watch was a viable 
need down here, something with 
growth potential,” Dave explains. “We 
have worked hard to build an orga-
nizational culture of transparency, 
attention to detail, and going the extra 
mile for each other and our clientele, 
and we’re proud of the effort that our 
team puts forth.
 
Dave and Steph also run a cleaning 
business, Accent Cleaning Services, 
operating out of the same facility as 
Spectrum Concierge.
 
A Trusted Resource

Spectrum Concierge bridges the gap 
between a home watch service and 
estate managers; they personalize 
their services to fit the needs of each 
client. Their structure includes home 
service professionals and adminis-
trative concierges who team up to 
manage all aspects of their clients’ 
homes, from providing basic repairs 
and handyman services to meeting 
with vendors, overseeing ongoing 

projects, and ensuring the home is 
adequately maintained.
 
Spectrum Concierge is growing and 
currently has 11 full-time employees 
along with Dave and Steph. This 
ensures they are able to respond in 
a timely and effective manner. 
They have a full complement of 
administrative staff members to 
handle communication.
 
“When anything comes up, we jump 
on it — whether it’s a storm or 
someone that needs to get into their 
house, moving a heavy piece of fur-
niture… Whatever it needs to be, we 
are capable of it.”
 
Spectrum Concierge also prides 
itself on its partnership with local 
REALTORS®. As Marketing Manager 
Robert Peia notes, Spectrum can be a 
resource to agents and clients alike.
 
“There are some home watch com-
panies that just scratch the service 



88 • July 2022 Naples Real Producers • 89@realproducers realproducersmag.com

Photos by New Frame Photography

of the trade and what needs to be done in the 
home,” Robert explains. “As a company, we 
are more hands-on, more engaged with a 
client in the home. We’re not afraid to open 
a can of worms… Our business is conve-
nience — having the peace of mind your 
home is handled completely.”
 
“Dave and Steph are family-oriented 
and treat their business that way too. 
It speaks a lot to the culture we have 
here in our office. We’re a team and a 
family, and that shows in our work.”
 
For more information, please visit 
www.SpectrumConcierge.com.
 

FAMILY HIGHLIGHT

Dave and Steph Feightner, owners of Spectrum Concierge, 
have two children, Wade (6) and Riley (4). They enjoy sports 
and staying involved with the local community.

877-260-0002  •  swagworld.com
RPaul@swagworld.com

Never Let a Client Forget You
Closing gifts to keep you at the top of your client's mind year-round

Scan to
Check The

Real Estate
Gift Book

Add Your
Logo to Any

of Our
Products
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Santiago Ospina
239.200.1114

ospina_santiago@outlook.com

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

MAKE SURE YOUR CLIENT'S HOME IS MARKET READY!

H I G H - G R A D E  A L U M I N U M
A R T ,  C R E A T E D  F O R  Y O U .

S H O P  O U R  G A L L E R Y

B A L A N C E D I M A G E S . C O M

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

P H O T O G R A P H Y

Let's Chat! 239-566-9797
michellereedphoto@me.com
michellereedphotography.com

If your headshot is older than 2 years..
you are due for a new one!

Let's Face It.

F A M I LY  P O R T R A I T S  |  P R O F E S S I O N A L  P O R T R A I T S  |  C O M M E R C I A L  P H O T O G R A P H Y

Michelle Reed

"Michelle is an outstanding photographer and truly a wonderful person. She has a great
ability to capture the perfect photo all while making people feel comfortable and at ease.
I would recommend her to anyone who is looking for a professional photographer;
Michelle does phenomenal work!" - Elizabeth W., Naples Real Producers
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YASMIN

Growing up in Nebraska, Yasmin Saad was a standout competitive 

swimmer. She worked with some of the area’s top coaches, who 

introduced her to psycho-cybernetics, a practice designed to 

optimize performance through positive visualization. This practice 

helped Yasmin excel as a high school and collegiate athlete.

Today, the power of a positive mindset has continued to impact all 
corners of Yasmin’s life. She not only competes athletically in mar-
athons and Ironman competitions, she has leveraged her positive 
outlook to become one of Florida’s top real estate agents.

The Road to Real Estate

Yasmin swam for two Division I schools, the University of Miami 
and the University of Nebraska–Lincoln. After graduating from the 
University of Nebraska–Lincoln with a degree in journalism, she 
joined KETV, Omaha’s ABC affiliate. She worked her way up the lad-
der, from the newsroom to producer and reporter.

In 2001, Yasmin’s parents moved to Naples, where her mother, 
Fahada, relaunched her real estate career.

Photo by Mary Beth Koeth

SAAD

cover story
By Zachary Cohen

Photo by Michelle Reed Photography

THE MIND OF AN ATHLETE

“She kept asking me to come work with her, 
and I kept saying no. I had my own career,” 
Yasmin reflects.

But Fahada was persistent.

“She just kept asking and asking. Long story short, 
I finally looked at my future and looked at it like a 
pyramid in TV news. There are only a few people at 
the top that make real money. Then, all these peo-
ple way down at the bottom. News is different today 
than 20 years ago, but I just knew it wasn’t going to 
be my future. I was making $26,000 a year.”

Yasmin planned her relocation to Naples but still 
wasn’t entirely sold. When she looked around 
for newsroom jobs in Florida and was offered a 
$13,000-per-year gig, her decision to become a 
REALTOR® was affirmed.
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The Saad Team (from left to right: Yasmin Saad, Mike Schoback, Regina Day, 
Sandra Dell’Aquila. Not pictured: Tina Briggs). (Photo by Mary Beth Koeth)

“So I said yes to join my mom, and 
The Saad Team was born.”

Taking the Lead

Yasmin found that her skill set was a 
great fit for the real estate business. 
She began as a buyer’s agent and built 
her own book of business. Slowly but 
surely, she gained traction to become 
one of Naples’ top agents.

Yasmin and Fahada worked side by 
side through 2016, when Yasmin’s 
father suddenly became ill.

“My dad got sick, and she literally 
just walked away from the business. I 
wasn’t prepared for that. We worked 
together a lot, but all the intricacies of 
the team, I didn’t know.”

Yasmin was thrust into a new role, 
suddenly solely responsible for lead-
ing the team. While it was a shocking 
transition, as the dust settled, she 
began to home in on her own vision.

“I created a vision of the team struc-
ture, who we want on the team, the 
qualities of the agents and people on 
the team,” Yasmin says. “Our core 
values are ‘figure-it-out-itude’ — find-
ing a way and always looking for the 
yes. Authentic. And consistent. Our 
purpose is navigating clients through 
the messy middle to their goal.”

The Mind of an Athlete

As a Realtor and team leader, Yasmin 
continues to leverage the power of a 
positive mindset.

“I’ve probably done 10 marathons, 
two Ironmans, a number of half 
Ironmans. What I started to track 
and notice — whenever I had a big 
endurance race that required 16- to 
20-plus weeks of training, I noticed 
my productivity went up. My best 
years in real estate were when I had 
the most on my plate.”

Our core values are “figure-it-out-itude” — 

finding a way and always looking for the 

yes. Authentic. And consistent. Our  

purpose is navigating clients through  

the messy middle to their goal.
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Yasmin Saad and her husband, Matthew Doyle. (Photo by Michelle Reed Photography)

The opposite was true as well. When 
Yasmin had an injury that prevented 
her from working out, she struggled 
in business.

“When you have too much time, the mind 
can go into negative places. When you’re 
busy and just going, you have to keep mov-
ing forward. Then, you don’t have time to 
get sucked into the drama. You have no 
choice but to keep moving forward. Now, 
it’s vitally important for me to continue 
this pace for my own mental health and 
well-being. I have to keep myself busy.”

Yasmin reads two to three books each 
month. She devotes herself to 
keeping a positive outlook and avoiding 
any negativity.

“I have to protect my mind. It’s con-
stantly about being around things that 
are going to uplift.”

Reflecting on Success

As Yasmin looks ahead, she taps into a 
sense of excitement. She leads a power-
house team, has a few new construction 
projects in her pipeline, and is focused on 
training the next generation of agents.

“So for me, the future is to grow the busi-
ness while growing people. I love what I 
do. I’m always looking forward, chasing, 
chasing, and sometimes I have to sit and 
look backward to see how far I’ve come.”

FAMILY SPOTLIGHT

Many of Yasmin’s family members are 

involved in real estate. Although her 

mother is retired, her older brother is a 

real estate attorney, his wife runs their 

title company, and Yasmin’s younger 

brother and father work in develop-

ment. Her sister-in-law recently joined 

her team as an agent, and her mother-

in-law also works on The Saad Team. 

“So it’s all-in in our family. Family and 

work are all intertwined.”

 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. IM2790Photo by Michelle Reed Photography
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(239) 455-8353 • swflplumbingrepairs.com

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

Sunwest 
Plumbing

PLUMBING ISSUE MADE ITS WAY ONTO 
YOUR INSPECTION REPORT?

A useful thing many of us have 
learned from a years-long 

global pandemic is how to make do 
— and even enjoy ourselves — with 
what we have at home. The familiar 
social act of grabbing a drink with 
friends was off-limits for months, 
leaving cocktail lovers ample time to 
hone their at-home mixology skills. 
Planning to show off your drink-
mixing prowess this summer? Here 
are a few suggestions for stocking 
the home bar…

According to most mixology experts, 
a well-rounded home bar should 
include at least one bottle of each 
core liquor: 

• Vodka: Most home bartenders will 
benefit from having two bottles of 

this indispensable spirit on hand — 
one budget-friendly bottle for mixing 
tall drinks, like bloody Marys, and a 
top-shelf bottle for smooth sippers 
like martinis.
• Rum: Two bottles of rum — one 
light and one dark — will make 
concocting summery daiquiris and 
mojitos a breeze. 
• Gin: A high-quality bottle of dry gin 
is essential for beloved cocktails like 
the gin and tonic and dry martini.
• Tequila: Sweet summer sunshine 
and good tequila go hand in  
hand … in a delightful margarita. 
A nice bottle of blanco (or silver) 
tequila is the best choice for  
your home bar.

• Whiskey: A premium bourbon 
and a blended whiskey are excellent 
options for both sipping and classic 
cocktails like an old fashioned.  

EXTRAS:

• Various liqueurs (choose one or 
many): amaretto, coffee, orange, Irish 
cream, vermouth
• Fruit juices, such as lemon, lime, 
orange, cranberry, and pineapple
• Sodas, such as club soda, tonic 
water, ginger ale, and cola
• Bitters 
• Simple syrup

Cheers to cold drinks and sunshine  
this summer!

Stocking the 
Home Bar

home matters
By Shauna Osborne

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

Let's discuss YOUR event!

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

lightworks-productions.com  |  239-784-4748

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!



100 • July 2022 Naples Real Producers • 101@realproducers realproducersmag.com

Let me help you reach your goals 
with images that get results!

Hana, Photographer

239.200.9099
hana@newframephotography.com

BRINGING LIGHT TO A DARK WORLD

Experienced, Licensed, and Insured for Electrical Installation,
Repair, and Maintenance in Southwest Florida.

“Our mission is to provide high quality electrical work, on time, with 
integrity. Our purpose is to empower and lift up our employees, 

customers, partners, and fellow community members.”
JACOB ANDERSON | CEO | MAJOR, US AIR FORCE, SEP.

(239) 362-2502 • coharborelectric.com • EC#13004475

VETERAN OWNED + 
OPERATED

RESIDENTIAL +
COMMERCIAL
ELECTRICIANS

INSTAGRAM!
FOLLOW US ON

@naplesrealproducers
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- What We Offer -

BUILDING YOUR CLIENT'S
DREAM HOME

To Your Clients:
∙ More Than 20 Floor Plans to Choose From
∙ Design Flexibility to Meet Their Specific
  Wants and Needs
∙ Assistance From Our In-House Specialist
  With Lot Finding

To You and Other Realtors:
∙ 3% Commission Based on Contract
 Price Plus Upgrades
∙ Full Commission Paid at Loan Closing
 (Prior to Breaking Ground)
 ∙ Effortless Transition Between Realtor,
 Lender, and Builder

239.348.3085
metrohomebuilders.com

Scan to Register
Your Clients

&
We'll Take Care

of Everything Else
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