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

916-412-6848

CANDICE KULP
LICENSED & INDEPENDENT 

TRANSACTION COORDINATOR
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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 Sacramento Real Producers REALTOR® community!

1031 EXCHANGE

Asset Preservation Inc

Bill Angove

(916) 832-1031

ATTORNEYS

Clower Law

Ashley Clower

(916) 652-8296

ElGuindy, Meyer & 

 Koegel, APC

Judith Maranski

(916) 778-3310

AUTO BRANDING

Reviver

(916) 306-1070

BLINDS/SHADES

Made in the Shade

Mandie VanBuren

(916) 300-4306

CARPET CLEANING

Alex’s Carpet Cleaning 

Service

Elena Mikhaylevskiy

(916) 225-0038

CLEANING SERVICE

Meticulosity Cleaning

Jennifer Prado

(916) 410-4740

CLOSING GIFTS

Seasons Change

Rosanne Kellogg

(916) 367-3090

Ternero Olive Oil

Lisa Ternero

(916) 508-5325

CONSTRUCTION & 

REMODELING

Good Life Construction, Inc.

Dmitriy Tupikov

(916) 833-1379

Wolff Construction

Don Erik Wolff

(916) 205-3745

CPA SERVICES

Riolo & Associates

Dona Riolo

(916) 771-4134

CUSTOM CLOSETS

Closet Gallery

Darria Deatherage

(916) 826-7016

DRYROT AND MOLD 

REMEDIATION

Clover Valley Home Service

Dale McAfee

(916) 742-3141

EVENT VENUE

Silt Wine Company

(916) 298-9404

FENCING

Summit Fence Inc

Lukas Wilmore

(916) 365-3006

FINANCIAL ADVISOR

Edward Jones

Linda Sobon

(916) 989-1004

EdwardJones.com/

Linda-Sobon

Edward Jones

Jon Benecke

(916) 865-4616

Financial Path Consulting

Cherise Sutton

(916) 204-3223

FLOORING

Zothex Flooring

(916) 753-8291

GARAGE DOORS

Overhead Door Company of 

Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

Certified HBI

Jason Stockwell

(916) 223-3400

North American  

Home Services

(916) 833-3531

United Termite and Home 

Services

(916) 265-5300

INSURANCE

Farmers Insurance Agency

Cristi Rodda

(916) 428-4520

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

T.D. McNeil  

Insurance Services

Michael Colenzo

(916) 983-2561

TDMINS.com

INTERIOR DESIGN 

COMPANY

Pepperjack Interiors

Laura Neuman

(916) 834-9751

LANDSCAPE DESIGN

Acres Landscape & Design

James Murphy

(916) 223-7629

LENDING

Homelight

Tony Chahal

(510) 846-5200

MARKETING

Steps Marketing

Joe Duenat

(916) 288-9775

MORTGAGE

American Pacific Reverse 

Mortgage Group

Liz Andersen

(916) 223-8869

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

Cross Country Mortgage

Alicia Stearman

(916) 256-6486

Fairway Mortgage - Dan & 

Sherene Team

(916) 276-3324

Fairway Mortgage -  

Lucia Lending Team

(916) 730-6339

Family First Mortgage Group

AJ Jackson

(916) 835-4100

Guild Mortgage

Sarah Lee

(916) 600-6126

Inner Circle Mortgage

David Graves

(916) 586-6644

Mortgage Right

Brandon Kleker

(916) 396-5250

NKS Financial

Neal Smith

(916) 907-6513

Point Equity Residential 

Lending

Nick Cunningham

(916) 302-2018

Street Home Lending

Stephanie Maeda

(916) 628-9098

StreetHomeLending.com

United Wholesale Lending

Shelby Elias

(209) 456-4896

Your Mortgage Girl at 

Guaranteed Rate

Padi Goodspeed

(916) 257-9435

NHD

MyNHD

Lisa Massey

(916) 549-1226

ORGANIZING SERVICES

Amazing Spaces Organizing

Karen Silva

(916) 502-7092

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

PHOTOGRAPHY

Olha Melokhina 

Photography

(916) 288-5839

PROPERTY MANAGEMENT

M&M Property Management

Larry Brown

(916) 922-1525

Vienna Property 

Management

Tony Alfano

(916) 626-3105

REAL ESTATE MEDIA

Shot Archives

Brandon Miyasaki

(916) 834-6600

ShotArchives.com

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn Real Estate 

Photography

(916) 223-8948

REMODELING & 

HANDYMAN SERVICES

Clover Valley Home Service

Dale McAfee

(916) 742-3141

ROOFING SERVICES

Roof Checks

Vlad Khashchuk

(916) 222-6688

SIGNS

Eggleston Signs

Dan Rathburn

(916) 920-4926

SOCIAL MEDIA

Curated Social

Joe Duenat

(916) 288-9775

STAGING

Hallway Staging LLC

Terry Keys

(916) 500-2206

Lux Home and Design

Annie English

(916) 947-8884

LuxHomeDesign.com

Premiere Home Staging

Nicole Runkle

(916) 300-0402

Simply Chic Staging

Danielle Martin

(916) 477-1167

TITLE COMPANY

DOMA

Julie Shroyer

(916) 416-8245

First American Title

Erin Barton

(916) 798-4115

Placer Title

Val Baldo

(916) 947-3747

Placer Title Company EDH & 

Placer County

(916) 500-9605

TRANSACTION 

COORDINATOR

Mercedes Natad, Co.

(916) 402-4486

OCTC

Candice Kulp

(916) 412-6848

Platinum TC Services

Melanie Prescott

(916) 812-7454

Real Estate Aid

Kristina Adragna

(916) 896-9890

VIDEO PRODUCTION

Aerial Canvas

Matt Wood

(650) 730-6139

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

WEALTH MANAGEMENT

Jake LaFond Wealth 

Management

(916) 218-4406
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edwardjones.com
CPIS rebmeM 

Jon Benecke, AAMS®, CRPS®
Financial Advisor

1259 Pleasant Grove Blvd 
Suite 150 
Roseville, CA 95678 
916-865-4616
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Everyone wants to know what is going to happen with 
mortgage rates. Heading into 2022, this was the million-dollar 
question. Now that we are halfway through the year, rates are 
higher than they have been since the start of the pandemic. 
In mid-May 2022, the average mortgage rate on the 30-year 
fixed-rate mortgage was 5.337% APR, the average rate for the 
15-year fixed-rate mortgage was 4.406% APR, and the average 
rate on the 5-year adjustable-rate mortgage (ARM) was 
3.669% APR. 

For context, during the first week of 2022, the average 
mortgage rate was around 3.22% APR. That was already .6% 
higher than around the same point last year and about 
halfway between the start of 2020 and the start of 2021. 

Shelby Elias and his team at United Wholesale Lending are 
having this important conversation with clients. “What’s 
important to point out, is historically interest rates are still low. 
Do not let interest rates stop you from buying or refinancing. 
Remember in 2008, rates were 5% plus and people still 
bought and refinanced homes, then refinanced when interest 
rates dropped to save money. Don’t let rate be a reason to not 
get into a new home.  The fact is most people refinance 
multiple times throughout their lifetime.” 

It helps to understand why rates are rising; in essence, raising 
interest rates is a way to curb inflation. Inflation is a general 
increase in the overall price of goods and services over time. 
While the inflation rate doesn’t directly impact mortgage 
rates, the two tend to move together. Rising inflation can 
shrink purchasing power as prices of goods and services 
increase. Higher prices can then influence the Federal 
Reserve’s interest rate policy, affecting the cost of borrowing 
for lending products, like mortgages.  In March 2022, the U.S. 

inflation rate hit 8.5%, which is the highest 12-month 
increase since 1981.

“The reason inflation is so high is because in 2020, at the 
beginning of the pandemic, no one knew what was going 
to happen so people cut back on their spending, leading 
to a surplus of savings. The government stimulus checks 
plus people’s savings created a pent-up demand for 
purchases once the economy got back on track. However, 
as we’ve seen for the past while, the supply chains have 
not been able to catch up to demand”, Shelby explains.
 
“However, interest rates are not so high that it doesn’t 
make sense to buy a home or refinance for cash or a home 
equity line of credit. The only way to access the cash in 
your house is through a home equity line of credit. This 
means that a refinance cash out could still be the best 
option for you to save on your overall household bills. Even 
at today's interest rates, if you have home equity, which 
you likely do living in Northern California, and you have 
high-interest debt, you can bring down your overall 
expenses by refinancing. 

Shelby points out that prospective buyers need to look at 
the decision in terms of what the monthly payment would 
be.

“A lot of people are experiencing the fear of missing out 
with each passing month as rates rise. I encourage you to 
take the emotion out of the decision to focus on the 
monthly payment. If the monthly payment is comfortable, 
I would encourage you to buy a home now. If not, don’t 
overextend yourself. Life in general is more expensive right 
now.”

“It’s nerve-wracking going into the home buying process, 
you want someone on your team that will give you honest, 
practical advice and help you understand if you can afford 
what you want to move forward with. Moreover, you have 
to take into account everything that comes with 
homeownership, the financial impact, whether positive or 
negative, does not end at purchase. These are the 
conversations we are having with our clients right now. At 
the core of what we do, we are a resource for real estate 
agents and their clients,” Shelby explains.

To learn more and to get pre-approved,
contact Shelby Elias at:
Website: Unitedwholesalelending.com 
Email: Shelby@UWLmortgage.com
Phone: 916-773-5351
Follow Shelby on Instagram for practical tips on 
investment properties: @shelbyelias
NMLS #279051 | BRE #01864354 

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

Follow Shelby on Instagram for practical tips on investment properties: @shelbyelias
N M L S  2 7 9 0 5 1   •   B R E  0 1 8 6 4 3 5 4
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Dona L. Riolo, CPA
For ideal personal and
business financial planning, 
contact us today!

(916) 771-4134

Help�g y� g�
peace of m�d.
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R E A L  P R O D U C E R S  T E A M

Maryssa Sayabath 
Event Coordinator

Emily Sweet
Systems Manager

Chris Menezes
Writer

Jennifer Ingles
Photographer

Aerial Canvas 
Photographers

Olha Melokhina
Photographer

Katie Camerer
Assistant Publisher

Rachel Lesiw
Photographer

Michele Jerrell
Content Coordinator

Katie MacDiarmid
Publisher

Suzy Delong 
Ad Strategist

Ruth Gnirk 
Writer

Joe Duenat
Social Media &  
Website Design

Dave Danielson 
Writer
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       @andreagunnrealestatephotog • www.gunnphoto.com
916-223-8948 • andreagunnphoto@gmail.com

Making you look sharp, one listing at a time.

24-Hour Turnaround | MLS Upload Ready

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

- Marcie Sinclair, Realtor

916.502.7092

amazingspacesprofessionalorganizers.com

• We Pack
• We Declutter
• We Downsize
• We Unpack
• We Organize

So Your Clients
Don't Have To!
Do your clients need help?  
Offer my services to your clients to 
get their house to market sooner!

We aim to make the listing, 
selling and moving experience 
stress free for your clients! 
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Martin Atencio, 
Bear Flag Realty & Co.
“The better you become at having 
difficult conversations, the more 
money you will make. It’s easy when 
things are going well, but how you 
communicate and negotiate when 
things are not going well will define 
who you are.”

Bryan Finkel, 
eXp Realty
“Surround yourself with friends, 
family, and co-workers who all have 
the same life goals as you and are 
just as motivated as you are to suc-
ceed. If you are the most successful 
or smartest in the room, you are in 
the wrong room.”

Robert Yost, 
Prime Real Estate

“Train people well enough so they 
can leave, treat them well enough so 
they don’t want to.” — Sir Richard 
Branson.

Cassandra Niklewski, 
Dream Real Estate 
“’Dreams don’t work unless 
you do’ is my motto. Also... 
Dream BIG and go home.”

Andrey Tupikov, 
Good Life Construction Inc.
“’Whatever you do, 
work heartily, as for the 
Lord and not for men.’ 
— Colossians 3:23. This 
biblical lesson changed the 
trajectory of my profes-
sional life in a colossal way, 
for the better.”

Katie Butler, 
Better Homes and  
Gardens Real Estate
“Always work in your cli-
ent’s best interest. If this is 
your guiding principle, not 
only will you have success 
beyond your wildest dreams, 
but you will build a career 
you are truly proud of.”

Golden NuggetsGolden Nuggets
P R E S E N T S

S A C R A M E N T O
Skate into Homeownership with
the Lucia Lending Team in 2022

Our way 
is the 

FAIR WAY.

NICHOLAS M. LUCIA
Certified Mortgage Planner

NMLS# 489401
Fairway Mortgage 

 NMLS# 2289

1512 Eureka Rd, Suite 110
Roseville, CA 95661

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

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

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

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

SERV ICES:  

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

HIGH QUALITY STORY TELLING

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

Matthew Walter
Founder / Creative Director

SKY INSURANCE
BROKERS

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

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

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

• Flood Insurance • Life Insurance • Auto Insurance

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

PERSONAL AND SMALL BUSINESS INSURANCE

�������������������������

Bringing color
to your life!

Bringing color
to your life!

CSLB #983710
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7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

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

1 5 - D A Y  C L O S E S   |   W E  M A K E  D I F F I C U LT  F I L E S  E A S Y
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© 2021 The Northwestern Mutual Life Insurance Company. All rights reserved. 720 East Wisconsin Avenue, Milwaukee, Wisconsin 53202-4797 - (414) 271-1444.
Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company (NM) (life and disability Insurance, annuities, and life insurance with long-term care bene�ts) and its 
subsidiaries, including Northwestern Long Term Care Insurance Company (NLTC) (long-term care insurance), Northwestern Mutual Investment Services, LLC (NMIS) (investment brokerage services), a 
registered investment adviser, broker-dealer, and member of FINRA and SIPC, and Northwestern Mutual Wealth Management Company® (NMWMC) (investment advisory and trust services), a federal 
savings bank. NM and its subsidiaries are in Milwaukee, WI.
Jacob LaFond is an Insurance Agent of NM and NLTC. Investment brokerage services provided as a Registered Representative of NMIS. Investment advisory services provided as an Advisor of NMWMC.
The products and services referenced are o�ered and sold only by appropriately appointed and licensed entities and �nancial advisors and representatives. Financial advisors and representatives and their 
sta� might not represent all entities shown or provide all the products or services discussed on this website. Not all products and services are available in all states. Not all Northwestern Mutual 
representatives are advisors. Only those representatives with "Advisor" in their title or who otherwise disclose their status as an advisor of NMWMC are credentialed as NMWMC representatives to provide 
investment advisory services.
Depending on the products and/or services being recommended or considered, refer to the appropriate disclosure brochure for important information on the Northwestern Mutual Wealth Management 
Company, its services, fees and con�icts of interest before investing. To obtain a copy of one or more of these brochures, contact your representative.
Jacob LaFond is primarily licensed in CA and may be licensed in other states.

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

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

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

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

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

Consult with an advisor on a regular basis!

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

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

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

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

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

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

Katie MacDiarmid

Sacramento Real Producers

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

facebook.com/sacramentorealproducers
@SacRealProducers

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

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

answer some pretty common questions.

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

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

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

What is the process for being featured in the magazine?  

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

Common Questions About

Sacramento 
Real Producers
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REAL ESTATE SERVICES
Photos, Videography, 

Matterport 3D Virtual Tours, 
and Drone.

SUMMIT FENCE INC.

GOOD FENCES MAKE
GOOD NEIGHBORS.

916-365-3006 // summitfenceca.com
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CARPET CLEANING SERVICEALEX'S

Alex's Carpet 
Cleaning believes that a 
healthy home starts with clean 
carpets. We use a cleaning system 
that deep cleans your carpets, flushing 
the dirt and pollutants from the fibers with 
self-neutralizing cleaning solutions that are 
non-toxic, bio-degradable, leaving your carpets clean 
and fresh again. 

Commercial & Residential • Carpet Cleaning
Biodegradable Solutions • RX-20 Rotary Jet • 

Extractor •  Upholstery Cleaning • Tile & Grout 
Cleaning • Carpet Repairs • Carpet Re-Stretching • 

Stain & Smoke Removal • Pet Odor Control • 
Scotchguard Protector

RELIABLE

PROFESSIONAL

HONEST
     @alexscarpetcleaning

916-225-0038 

a l e x s c a r p e t c l e a n i n g s e r v i c e . c o m

Alex,
owner

Investing:
Self-service
is no
service

Linda Sobon
Financial Advisor

530.761.8986
linda.sobon@edwardjones.com

400 Plaza Dr, Suite 205.
Folsom, CA 95630

Member SIPC

One-Stop Local Shop

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

Personalized Gift Baskets
& Products for Closing Gifts

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

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

Aprons ● Dish Towels ● Wine Boxes
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ACTIVE, 
TRUSTED 

ADVOCATE

celebrating leaders
By Dave Danielson

Photos by Olha Melokhina Photography

The pride you take in the work you do 
with your clients is well-deserved. When 
you give them the keys to their home, that 
moment represents the power of your 
commitment to them.
 
Katie Butler cherishes that part of her role, 
as well.
 
As a REALTOR® with Better Homes & 
Gardens, Katie is an active, trusted advocate.
 
“I like helping people … making sure that they 
are protected through the process. It means 
a lot to me when they know I won’t take 
advantage of them,” Katie emphasizes.
 
Like most people who go into real estate, 
Katie had her sights set on another path in 
life beforehand.
 
“My mom is a teacher. And I always wanted 
to be a teacher, as well. I went to college and 
got my teaching credentials, and my degree 
in psychology,” Katie remembers.
 
“I was a substitute teacher for a little bit. 
And then during the next year, Sacramento 
Unified School District wouldn’t let you 
substitute teach if you weren’t a tenured 
teacher. So I felt like my plan that I had for 
my whole entire life was falling apart.”
 

FOLLOWING HER OWN PATH

Katie left education and went into the 
hospitality industry for a time. In the 
meantime, her radar was open to other 
possibilities in life.
 
“I had a family friend who was a 
REALTOR®. She would always tell me that I 
should get into the business,” Katie recalls.
 
Before long Katie bought her own house 
and found herself thinking more and more 
about getting into real estate.
 
“I knew the stats on how many houses peo-
ple usually sell and how much or how little 
money that they usually made right out of 
the gate. I made sure I saved six months of 
expenses before I finally took the plunge 
into real estate,” she says.
 
GETTING HER START

There were some normal nerves that came 
along with her new career path.
 
“I was doing my first open house only a 
couple days after joining my brokerage. I 
was nervous. I remember almost wishing 

people wouldn’t come in because I didn’t 
know exactly what to do in that situation. I 
was very green,” Katie says.
 
“I didn’t want to do it, but I made myself do 
it. I discovered that you just need to keep 
moving forward.”
 
She hasn’t stopped her forward momen-
tum. In 2021, she recorded 35 deals, repre-
senting over $17 million in sales volume.
 
REWARDING LIFE

Away from work, Katie’s family is at the 
heart of life for her. She looks forward to 
time spent with her daughter, Eleanor.
 
In her free time, Katie is very intentional 
about achieving and maintaining a healthy 
balance in life.
 
“I try to get as much done in that 9-to-5 
timeframe when my daughter’s in school as 
I can,” Katie says.
 
Katie enjoys reading and spending special 
time with Eleanor.
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“Sundays are our day we get pedicures, we go shopping, we 
go to lunch, we go to the zoo, we just try to do as much as 
we can,” Katie points out.
 
“It means a lot to have that precious time with her. She is 
definitely my favorite thing.”
 
Katie also enjoys exercise. In fact, she ran a marathon in 
March. Plus, she has enjoyed being a youth coach, playing a 
part in building confidence in young children through sports.
 
“Knowing my priorities helps me keep boundaries and 
maintain balance. My first priority is health. My second pri-
ority is my daughter and my family. And my third priority is 
business. And then fourth is spending time with friends and 
other activities.”
 

Katie is also deeply involved in her community, including 
giving back to the industry she loves. She is engaged in 
the Sacramento Association of REALTORS®, lending her 
time and talents as Chair of the Education Committee.
 
She is also on the Masters Club Steering Committee, 
representing the top 10 percent of agents in Sacramento. 
Through that group, she likes being involved in a variety 
of fundraising and charitable efforts. Plus, She is also on 
the board of her local neighborhood association: Pocket 
Greenhaven Community Association.
 
Those who get the chance to know and work with Katie 
appreciate her hardworking, outgoing demeanor … the 
way she pours herself into what she does to help others 
achieve their dreams … as an active, trusted advocate.

KNOWING MY 
PRIORITIES 
HELPS ME KEEP 
BOUNDARIES 
AND MAINTAIN 
BALANCE. MY 
FIRST PRIORITY 
IS HEALTH. 
MY SECOND 
PRIORITY IS 
MY DAUGHTER 
AND MY FAMILY. 
AND MY THIRD 
PRIORITY IS 
BUSINESS.
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1 REFER A CLIENT TO US
Send us a client for property management
by filling out a simple form.
2 WE GET IN TOUCH
We contact the client to explore their 
management options.
3 WE PAY YOU
If the client signs a property management 
contract, we'll pay you a referral fee.

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

FREE RENTAL
CMA’S FOR
REALTORS

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

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS
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Andrey Tupikov
THE AMERICAN DREAM AT WORK

partner spotlight
By Chris Menezes

Photo Credit XSIGHT Creative Solutions

father entered the military, he was harassed, shamed, and 
even beaten for choosing not to fit in with their worldview,” 
Andrey continued. “They did a lot of physical damage to peo-
ple like him. When he got out, certain jobs were not available 
to him, and it was difficult to make money. He had to travel to 
other European countries for work and be gone for months at 
a time just to provide for his family.”
 
The Tupikovs were granted sanctuary by the United States in 
1998 and arrived in Sacramento with four kids, a few pieces of 
luggage, and just the clothes on their backs. From the moment 
they arrived, they sought opportunity. They immediately 
enrolled in school to learn English, and took various jobs 
washing windows, cleaning houses, and eventually got into 
working construction.
 
Andrey was 3 years old when his family came to America. He 
grew up watching his parents work hard for their family, while 
always making it a point to give and help others as much as 
they could. He and his siblings were taught to work hard and 
were exposed to construction at a young age. 

“As long as we could walk, we were on the job site with dad, 
carrying 2-by-4s, handing him tools, getting down and dirty, 
and learning as much as we could,” Andrey said. “Dmitriy, 
myself, and my other siblings spent a lot of time with him 
working. It’s what compels us today to work hard and provide 
for our own families.” 
 
Being the oldest son, Dmitriy was the first to join his father 
in construction. They worked together for several years with 
multiple companies. Then in 2008, after the collapse of the 
housing market, his father decided to get his general contract-
ing license. It took him 12 tries to pass the exam, due to his 
limited English, but he persisted, refusing to give up on his 
dream and mission to build a good life for his family.
 
Once licensed, Alex continued with his current com-
pany, while Dmitriy branched out to establish Good Life 
Construction. He started out by doing odd jobs, low-wage/

high-labor projects, and slowly built the business to 
be a one-stop shop for home improvement. Andrey 
entered the scene as a teenager, starting from the 

very bottom as just a regular helper, cleaning up job 
sites, sweeping, touching up paint, and doing whatever 

needed to be done in the field.
 

Andrey grew with the business over the next 13 years, work-
ing his way up from laborer, to lead technician, into sales, 
then marketing, management, and finally CEO. According to 
Andrey, “The only reason why I am where I am now is due to 
God’s grace and Dmitriy’s leadership and mentoring. He paved 

The Tupikov family is originally from Vinnitsa, Ukraine. 
Andrey’s father, Alex, was orphaned at an early age, 
along with his older brother and younger sister, who 
was paralyzed and required constant care. His expe-
rience as an orphan shaped his Christian faith and 
instilled in him the moral conviction to always care and 
provide for the less fortunate, the sick, the orphaned, 
and the widowed. As James 1:27 says, “Pure and unde-
filed religion in the sight of God is to visit orphans and 
widows in their distress, and to keep oneself from being 
corrupted by the world.” 
 
As a professed Christian in Ukraine, growing up in the 
shadow of the Russian communist party, Alex suffered 
immense persecution from the time he was young. Being 
a Christian meant he was not part of the communist 
party, and therefore, he was highly marginalized in soci-
ety. He and his family were made to suffer financially, 
emotionally, mentally, and even physically.
 
“The persecution started at an early age for my father,” 
Andrey explained. “He was shamed by everyone. Because 
he was Christian and not part of the [communist] party, 
his grades were lowered in school, regardless of how well 

he did, and he was not allowed to 
participate in extracurricular 

activities like orchestra or 
sports, or even allowed to go 

to university.”
 

“Two years of mil-
itary service was 

mandatory for 
all males, and 

when my 

and Good Life Construction

GOOD LIFE CONSTRUCTION IS A BEAUTIFUL EXAMPLE OF THE AMERICAN DREAM AT WORK. 

IT IS A TESTAMENT TO THE REWARDS OF PERSISTENCE, HARD WORK, HIGH ETHICS, AND THE 

PURSUIT OF OPPORTUNITY. LED BY ANDREY TUPIKOV TODAY, THIS FAMILY BUSINESS WAS 

FOUNDED BY ANDREY’S FATHER, ALEX TUPIKOV, AND OLDER BROTHER, DMITRIY, 13 YEARS 

AGO, NEARLY 10 YEARS AFTER THE FAMILY ARRIVED IN AMERICA AS REFUGEES, FLEEING 

PERSECUTION UNDER THE WEIGHT OF RUSSIAN COMMUNISM.
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the road to success before me and was able to guide me on it as 
well. I would not be the man that I am without him.”
 
Andrey now leads a team of 50 like-minded people, who are all 
rooted in the Good Life values and belief that everyone deserves 
to be treated fairly and with kindness, and that every project 
deserves high-quality products and service.
 
Andrey is currently passionate about growth, both for 
the business, and the personal development of his 
team. “We are working on leadership development 
for our employees, which we don’t even refer to 
as employees anymore. We’re a team, not just 
another ‘company.’ We want to train leaders in 
the industry who can be part of our team and 
help cultivate other people to be just like 
them – skilled in their craft, possessing 
integrity and respect – to help change 
and improve the entire construction 
industry,” explained Andrey.
 
The Tupikovs are not only trying to 
improve the industry through Good 
Life Construction, but through the other 
businesses they have built and acquired 
along the way. In addition to Good Life 
Construction, Alex and Dmitriy went on to 
start, and currently oversees, North American 
Home Services, Good Life Pest Solutions, Good Life 
Fire Restoration, and Fire Loss Response, which is a 
business they kickstarted in Colorado in 2021. The one 
thing they find most fulfilling about what they have been 
able to build, and what continues to drive them to grow, is 
the ability to provide jobs and opportunity to the 120+ people 
they employ.
 
Having come from a country that denied them opportunity, the 
Tupikovs were able to start a new life in America. And though 
they started with nothing, and struggled for years, they seized 
every opportunity they could find and eventually created their 
own opportunity in a continual pursuit of a good life. And now, 
their mission is to offer that opportunity to others, and help as 
many people as they can to lead a good life as well.
 
“Success is attaining your goals and dreams in such a way that 
you do not compromise in what you believe in, regardless of how 
hard the road might be,” said Andrey. “I believe our organization 
is a good example of that success, and the biggest catalyst for 
that success is hard work with integrity and honesty – always 
doing the right thing, even if that comes with a cost.”
 
To experience the American Dream at work, contact Andrey and 
Good Life Construction at www.goodlifeconstruction.com.

I believe our organization is a 
good example of that success, 

and the biggest catalyst for 
that success is hard work 

with integrity and honesty – 
always doing the right t
hing, even if that comes 

with a cost.

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

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

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

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

IT'S A COLLAGE OF ALL THE HOMES
ZILLOW ACCURATELY VALUATED.

HEY, LOOK!

We believe it's important to keep humor and fun in real estate!
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916.205.3745
wolffconstruction.com

VIEW SOME OF OUR PROJECTS!
      @wolffconstruction       @wolff construction

Photo by Nicole Dianne Photography

LICENSED & INSURED  //  CSLB LICENSE 1056036

Built with Integrity.

Specializing in residential
makeovers from kitchens to

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

Alicia Stearman
Branch Manager

NMLS #337154
10002 Foothills Blvd Suite 100

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

Buying · Refinancing · Renovating

Here to give your clients 
the outstanding

 home loan experience they deserve.

aliciastearman.com

Creating outdoor spaces that are unique, beautiful and usable. Acres Design & Landscape prides itself on 
elegant, modern & tasteful design matched with superior craftsmanship.

 
We can plan and install a new landscape and irrigation system, re-shape or change an existing outdoor space, 

and most importantly help you repair irrigation (residential & light commercial) issues.

Follow our transformations:
             @AcresLandscape
             @AcresIrrigation

Schedule Your Walk-Through and Estimate Today!
916.223.7629

acresirrigation.com
sales@acresirrigation.com

Specializing in Outdoor
Living Scapes!

S E R V I N G  S A C R A M E N T O ,  P L A C E R ,  &  E L  D O R A D O  C O U N T I E S

 GET THE BEST RESULTS
THE FIRST TIME — call today.

A home protects a family, their pets, and their 
possessions. Our customers can feel confident that 

they’re choosing a team that understands the 
importance of a home and has the tools, 

experience, and professionalism needed to get 
the job done well.

916-742-3141
clovervalleyhomeservice.com

Dry Rot & Termite Damage Repair
Water Damage & Complete Mold Remediation

Complete Home Renovation
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Martin’s daughter Caitlyn has been traveling 
overseas. Caitlyn in front of Hogia Sophia in 
Istanbul Turkey.

star on the rise

Meet Martin Atencio Broker and Owner of Bear Flag Realty & 

Co. Martin has gone from success with his long time banking 

and lending career to success in the Real Estate industry. 

During his time in banking he grew interested in Real Estate 

and decided to get his license, providing himself more career 

options should he ever need it. As Martin explains, “Little did I 

know that decision would be the start of my future passion”.

 
What did you do before you became a REALTOR®?

Prior to becoming a REALTOR®, I was in the midst of a 16-year 
banking and lending career. I started in banking in 2002 at an entry 
level Teller position providing a foundation for my climb up the 
corporate ladder. In 2004, I shifted to mortgage lending before 
transitioning back to retail banking two years later to manage a 
bank location in Rocklin, CA. I managed a variety of locations in the 
Sacramento Region, managed other bank initiatives, and ultimately 
moved into a small business lending management role. This posi-
tion was to support the banks small business growth strategy by 
providing training and coaching to bank associates across 56 of the 
bank’s locations in CA. I later become part of a four-person small 
business lending production team that handled business lines of 
credit, equipment financing, and streamline commercial loan 
requests. I left my corporate career and became a full-time 
REALTOR® at the end of 2018.
 
What are you most passionate about right now in your business?

Growth! We are growing our independent brokerage 
to better serve our clients. We continue to hire 
REALTORS® (currently 4 REALTORS® includ-
ing myself), have a great support staff team, 
and we launched our Home Loans Division 
in November 2021, Bear Flag Home Loans 
(BearFlagHL.com).
 
What has been the most rewarding aspect of 

your business?

Bear Flag Realty & Co. launched as an inde-
pendent brokerage in June of 2020, to look 
back to that moment, and all that has been 
accomplished up to today, it’s very rewarding 
to see the strong foundation we are building 
and continue to build in order support our clients, 
REALTORS®, and future Loan Officers at our brokerage.
 

 
Tell us about your family.

My wife Caitlin and I will be celebrating 
our 8-year anniversary this September. 
We are a blended family with five chil-
dren ranging from age 5 years old to 20 
years old. Caitlyn 20, Andrew 18, Colby 
14, Owen 12, Olivia 5. My daughter 
Caitlyn is traveling abroad and spent 
time in Poland supporting the efforts 
to help Ukraine refugees. Andrew just 
graduated high school from Ponderosa 
High School and will be attending FLC. 
Colby will be entering High School and 
will attend Ponderosa High School. 
Owen and Olivia attend the same K-8 
charter school in El Dorado Hills. 

What has been your biggest challenge as a REALTOR®? In entering the industry?

The biggest challenge was in my first couple years as a REALTOR®. I 
was working full-time at the bank and my real estate side hustle was 
gaining momentum. It got to a point I was working 12+ hours daily 
and something had to give. The stress and work/life balance was 
well out of sync, I even felt unhealthy. I remember sitting at my desk 
one day asking myself, do I give up my banking career or give up real 
estate. Giving up my banking career meant I was leaving a salaried 
compensation package, good benefits, 401K, and a very desirable 
position within the bank. My next thought was, if I committed all my 
time to real estate, how much more could I accomplish? My optimis-
tic mentality took over and I made a list of everything I would need 
to accomplish to leave my corporate career, gave myself 90 days to 
make it happen. 90 days after making that list, I gave my notice.

What is your favorite part of being a REALTOR®?

My favorite part of being a REALTOR® is seeing the joy of our 
clients that comes when an offer is accepted, a home is sold, or a 
buyer just got the keys to their new home.
 
To what would you attribute your rapid success in the industry?

Rapid success is experience coupled with being surrounded by 
great people along the way. I have had some great career oppor-
tunities and surrounded by a lot of great people.
 

What sets you apart?

Having the banking and lending background 
that I do, I can really help my clients make 

sound financial decisions, which feels 
great. When I entered the industry, 

I was already used to reviewing 
agreements, contracts, and making 
sense of them. Being able to help 
my clients from a full spectrum of 
experiences allows me to better 
serve their needs.

ATENCIOMartinMartin

“Having the banking and lending background 
that I do, I can really help my clients make 

sound financial decisions, which feels great.
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CLOSETGallery
Storage Solutions

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

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

At Closet Gallery, we specialize in helping you simplify and organize your 
home. Every home has different needs and every homeowner has a 
different style. Closet Gallery collaborates with you to design the perfect 
solution for your lifestyle and budget. Whether it’s your home office, 
master closet, a kitchen pantry, your garage, a we can create custom 
storage solutions for all your needs. Offering the highest quality 
materials and hardware you will find a wide range of product options 
that will suit your specific style. Potential home buyers often look for 
good storage options within homes and having a custom pantry can 
give your clients’ homes a competitive advantage.

Overhead Door Company  
of Sacramento , Inc. 

(916) 421-3747 
 

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

 

$20.00 off 

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

TM 

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

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

We service all 
BRANDS  

6756 Franklin Blvd. 
Sacramento, CA 95823 
 

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

Cristi Rodda
916.428.4520
crodda@farmersagent.com
We Are Farmers

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

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

CA Producer LIC 0E49486
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BRYAN

EVER 
FORWARD

making a difference
By Dave Danielson

Photos by
Jennifer Ingles Photography

There will be highs and lows. Sunshine and 

clouds. Happy and sad.

 

Through it all, one of the most 

spectacular parts of life is the ability to 

keep moving ahead to the next positive 

chapter, whatever that may be.

 

That’s a power that Bryan Finkel 

exhibits in his life.

 

As a REALTOR® with eXp Realty, 

Bryan keeps moving ever forward — 

for himself and those around him.

 

“I’m a really positive person. I like 

to see the positive in everything,” 

Bryan says. “When adversity 

comes up in life, I know it’s just 

a speed bump for me.”

 

FINKEL

LOOKING AHEAD
Bryan had a head start and an 

advance look at real estate while 
he was growing up.
 

“My dad has been licensed since 
1976, and he’s been a Managing 

Broker since 1994,” Bryan says. 
“I grew up in the business, going 

to open houses, spending countless 
hours at the office, and going to show-

ings with my dad.”
 

Growing up, Bryan dove into competitive 
sports. Along the way, his dad was there 
to coach him.

 
“I played multiple sports growing up through 

high school, including football, baseball and 
basketball,” he says. “I actually tore my ACL 
and Meniscus for the first time when I was 12 

years old. I had three knee surgeries, including 
a full reconstructive knee surgery at age 12. 

Then did it again at 17. So I had five knee surger-
ies before I even graduated high school.”

 

RISING ABOVE
Despite those challenges with 
injuries, Bryan’s talents as an 
outside linebacker were undeni-
able. He went on to play his dream 
of Division I football in college for 
San Diego State University — in 
the process setting the bar on his 
team academically by receiving 
the President’s Award for Highest 
Standards of Academic and 
Athletic Excellence as a junior.
 
“I pride myself that I wasn’t just 
an athlete … that academics were 
really important to me, as well.”
 
As time moved on, Bryan’s lifelong 
familiarity with real estate came to 
the surface. It just seemed to make 
sense to him in many ways.
 
“I thought about the way my dad 
was very active not only in my 
life but my siblings. Even in high 

Top of Huyana Picchu 
overlooking Machu 
Picchu Peru.
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“The way I look at it, that adversity helped to shape 
who I am now. I’m glad it was me and not anyone 
else in my family. My family and my friends have 
always been there for me and have always been a 
big help to get me through my adversities and make 
it a lot easier.”
 
A PERFECT MATCH
Real estate has been a perfect match for Bryan 
through time. In turn, he has built a strong reputa-
tion for results.
 
In 2021, Bryan had his best year in terms of volume, 
with over $22.3 million in sales volume, represent-
ing 32 sides.
 
The engagement that Bryan feels for his work is clear.
 
“I love giving the key to the first-time homebuyers or 
really any buyer … knowing that they got their dream 
home. That’s always a great feeling,” Bryan explains.
 
“I love seeing all the all the different homes and neigh-
borhoods. I also love the opportunities to help other 
people in this business … I love that I can be a resource 
to other agents when they have questions and to oth-
ers in the industry. I really enjoy teaching other agents 
and coaching my clients through the process.”
 
REWARDING LIFE
Away from work, Bryan cherishes time with his 
family, including his wife, Brittany.
 
In his free time, Bryan has a passion for golf, mak-
ing trips to his hometown of South Lake Tahoe, 
along with time spent with his two golden retriev-
ers, Remington and Rhett.
 
When it comes to giving back, Bryan has a big 
place in his heart for first responders and military 
service members.
 
“A lot of my friends are first responders and are 
either serving or have served in the military. One of 
my childhood friends who was like a brother to me 
growing up was Sgt. Timothy Smith, who gave his 
life in Afghanistan,” Bryan says. “I try to go above 
and beyond for all my clients, but first responders 
and military members are definitely near and dear 
to my heart.”
 
Congratulations to Bryan Finkel for the difference 
he makes for those around him each day … in the 
process, moving ever forward.

school, nine times out of 10, whenever I looked up into the stands, 
even at practice, I saw him. That held true even when I was in col-
lege. My parents were there almost every game,” Bryan remembers.
 
“So I looked at real estate as a career, and a means to a comfortable 
life. I just wanted to build a career where I can be really present 
with my family and future kids while providing a good life for them, 
as well.”
 
So Bryan earned his license in March 2012.
 
RISING HIGHER
There were hurdles through time, too. A major one came for Bryan 
when he faced a cancer diagnosis when he was 24.
 
“That was definitely a shock. I was in the best shape of my life 
physically and yet I found out that I was dealing with cancer. I went 
through a month of radiation therapy. Today I’ve been free and 
clear for over 10 years now,” Bryan says.
 

I REALLY ENJOY TEACHING OTHER AGENTS AND 
COACHING MY CLIENTS THROUGH THE PROCESS.
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SPECIALIZING IN BOTH
COMMERCIAL AND
RESIDENTIAL CLEANING FOR
MOVE-IN ANDMOVE-OUT
CLEANS, DEEP CLEANS,
GENERAL CLEANING, AND
RECURRING
MAINTENANCE.

Our Disinfection
fogging neutralizes

COVID as well as
99.9% of all other
microorganisms

for up to 60 days

Everything will be taken care of, from the 
top to the bottom of each room, we will 
dust, vacuum, wipe, scrub, sweep, mop, 
polish and make everything look like it 

was brand new. We know how pernickety 
house hunters can be when they are 

looking for their next home.

(916) 410-4740 • meticulositycleaning.com

More than your average TC Company... Real Estate Aid, LLC

Why us?
Licensed*      C.A.R. Certi�ed TC      Short Sale Certi�ed*

Zipforms Certi�ed Forms Trainer      NEW 2021 CA RPA
& Related Forms Certi�ed

Over 800+ transactions closed!
Experience in Bay Area, Sacramento Area, Wine Country,

Tahoe Area, and more...
5-star Reviews!

*Doesn't apply to all team members

916-896-9890
Help@RealEstateAid.netContact us

Follow us on social media

Listings
•  Scheduling of turn vendors
•  Scheduling of inspections
•  Early collection of disclosures
•  and more...

Escrows
•  Video introductions
•  Calendar invites
•  Tax email following year
•  and more...

Licensed TC- Kristina Adragna
Certi�ed TC- Tosha Ochoa

facebook.com/realestateaid                              instagram.com/ka.realestateaid                              linkedin.com/in/arealestateaid
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916-257-9435

916.500.2206  •  HallwayStaging.com

Check Out Our Projects on Facebook

Let us set the stage
for your listings!

10% OFF 
AND $100 
REFERRAL 

BONUS
when you mention 
Sacramento REAL 

Producers

Attract more buyers and get higher offers.

Order
Online

Inspections & Estimates

Certifications & Warranties

Repairs & Replacements

Residential & Commercial

Pitched & Flat Roofs

916-222-6688

THE BEST SOURCE FOR FAST AND
ACCURATE ROOF INSPECTIONS



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

Robert Yost grew up with a solid foundation of morals 
and ethics, and a passion for serving others before 
himself. He had grown up in rental houses and wanted 
the stability that could only come through home 
ownership. He worked as a telemarketer in high school 
and then in sales and customer service for AT&T when 
he was 19. He quickly advanced from customer support 
to the resolution desk, and finally the operations 
department. His hard work paid off when he bought his 
first condo in 2000, at the age of 20.
 

DRIVEN TO SUCCEED

Robert found that regardless of his diligence and respon-
sibility, there were limitations on how far he could excel 
within the corporate environment. He was determined 
to operate by his high code of ethics, utilize his sales and 
customer service skills, and have unlimited advance-
ment opportunities. He continued working in operations 
and got a part-time job in the field of mortgage in 2003.
 
He found great satisfaction in ensuring that clients kept 
their hard-earned money, and was honored to receive an 
award as a top producer based on his volume of loans. 
Robert enjoyed helping people live out their dreams in 
both of his jobs, but realized that real estate would be an 
even better fit.
 
After becoming a REALTOR® in May 2005, Robert 
observed that although the job involved sales, 90% of 
real estate was about service. He kept his priorities 
straight when he focused on taking care of clients, and 
giving them amazing service, the byproduct was that he 
made a great living for himself.
 
When life got complicated, Robert decided to look at the 
difficulties as if they were chapters in a book. He didn’t 
let the bad “chapters,” like the market crash, define him. 
He just kept going.
 
One of his favorite “chapters” came when Robert met 
Angelica in 2013. He was impressed by her character 
and heart and loved that she was a fantastic mom. Her 
humility and honesty were also refreshing. Angelica and 

her young daughter, Valentina, soon became Robert’s why, and 
his new family gave him a deeper sense of purpose and hope.
 
ALWAYS BET ON YOURSELF

Determined to make more of a difference in 2015, Robert eval-
uated the strategies of brokerages. He found that some utilized 
only an online presence, while others focused on direct mailings 
and face-to-face interactions in strategic regions, but had no 
online presence. Robert realized there was a place for both tan-
gible and intangible presence. He recognized that in his attempt 
to diversify, he had gone “wide,” but he was spread too thin, and 
much of his time was taken up in travel.
 
He decided to build his success by going “deep,” becoming a master 
in one region and supporting others who were masters in theirs. He 
stayed with his original brokerage and faithfully served the clients he 
had at that time, then he focused his attention on serving clients in 
a smaller region. 2016 was a breakout year as Robert completed 56 
transactions aided by a part-time assistant and a transaction coordi-
nator. In 2017 he became a partner in the brokerage.
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profile
By Ruth Gnirk

Photos by Rachel Lesiw, 

Indulge Beauty Studio
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In 2018 Robert partnered with Side, Inc. so he could grow from being 
a top producing agent to building his own company and brand, and by 
the spring of 2019, Robert launched Prime Real Estate. His goal was to 
provide the best experience to both clients and agents. Angelica’s suc-
cessful background in sales, training, and operations was a perfect fit, 
so he invited her to become his Director of Operations and Marketing. 
Robert asked his former coworker, Reese Punter, to be his Sales 
Manager and team coach. Tom Borrill, who began as an Agent Support 
Specialist, is now Prime’s Operations Manager.
 
“I am not afraid to hire someone better than me,” shared Robert, 
“because doing so elevates all of us. Prime’s success is not just because 
of me; it is because of my wife, Reese, Tom, and our agents working 
together, for our community. One of our goals at Prime is to elevate the 
agent, and we have created a place for people to come be supported. 
We’re not looking for top producers, we’re looking for great human 
beings who take care of clients and do the right thing. It is my goal 
to create best client experience by creating the best company for my 
agents, helping them achieve whatever level of success they desire. As 
Sir Richard Branson says, “Train people well enough so they can leave, 
treat them well enough so they don’t want to.”
 

PRIME OUTCOME

2021 was a record year. Prime had been in business less than 
three years, and they broke $100 million. Their goal for 2022 
is to help more families than last year and close $150 million in 
business. They would also love to organically add more like-
minded, licensed, teachable agents to their almost-30-member 
team before the year is over.
 
The Yost family gives back to their community in purposeful and 
spontaneous ways. They are supporters of Dress 2 S.O.A.R , a 
program that helps children in the foster care system prepare 
for, and celebrate, important life milestones (www.dress2soar.
org). Prime Real Estate is a member of the Folsom Chamber 
of Commerce, and as such, they help sponsor the annual local 
rodeo. They also sponsor the yearly wine mixer. Robert has 
received multiple awards throughout his career and is proud 
to be a lifetime member of the Sacramento Association of 
REALTORS® Masters Club.
 

Robert enjoys golf, target practice, and working out 
in his home gym. The family loves making memories 
while enjoying experiences together, such as attending 
Valentina’s softball games or traveling. He and Angelica 
are big-time foodies who frequent Hisui Sushi, where 
they enjoy the off-menu Yost Roll, named in their honor. 
They also enjoy Back Bistro and Manderes, and they live 
close enough to walk to Sam Horne’s on Sutter Street.
 
“I have taken several leaps in my life, but I always bet 
on myself,” Robert said, “because, as they say, ‘No one 
works harder for you than you.’ I have started from 
scratch a couple of times in my life, and have failed 
more times than I’ve succeeded. But failure is part of 
the growth process, and adversity shapes us and helps 
us grow more. I am grateful that Angelica, and my team, 
help me remember the successes and press on for more.”

I HAVE TAKEN SEVERAL LEAPS IN MY LIFE, 
BUT I ALWAYS BET ON MYSELF

The Prime Real Estate Team
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ARE YOUR INVESTORS
O V E R W E L M E D ?

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

Tenant background checks

WE CAN
DO IT!

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

DRE# 01100901

M&M
Residential Property

Management
TO THE RESCUE!

BAM!

Your Trusted Insurance Experts
As a broker, we work for you, not the insurance company.
But unlike some brokers, we never charge additional fees.
We want to be your insurance agent.
Call today for your FREE No-Obligation Quote.

• Auto • Home
• Commercial • Boat
• Classic Car • Condo
• Events • Flood
• Life • Motor Home
• Renters • RV
• Umbrella

916-983-2561

INFO@TDMINS.COM 
110 BLUE RAVINE ROAD STE 105, FOLSOM CA 95630
CA License #0H05099
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OTHER AREAS WE EXCEL IN
• Residential Homes • Luxury Homes • Secondary Homes
• Vacation Rentals • Flip/Construction • Kitec Plumbing
• High Fire • Flood • Real Estate Commercial Protection

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

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

Lic
 0

L5
01

25

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

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

Maury O’Hearn ~ Premier Property Group

WHAT OUR PARTNERS
ARE SAYING ABOUT US

916-402-4486 | mercedesthetc.com

For many years, a 30 day escrow period has been the standard. 
However, a 21 day escrow period has quickly become the new 

normal. So, how can you be sure everyone is ready? 

• Be sure the Buyer is as close to being fully approved as possible. 

• Provide supporting documents early and keep the 

  communication consistent. 

• Have inspectors ready to go, as needed. As the busy 

  season approaches, availability slims. 

• Discuss available inspections and pre-schedule appointments 

  when you’re able. 

• Connect with an awesome escrow team who is knowledgeable,

  organized and responsive. This will help ensure reports and 

  documents are ordered and reviewed promptly. 

• Have Seller disclosures and reports available as soon as possible. 

  The more Buyers can view upfront, the better. 

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

Teamwork Makes the DREAM Work, 
and we’re here to help! Happy Selling!

21…The New 30!

PROUDLY SERVING THE GREATER SACRAMENTO AREA,
BAY AREA, LOS ANGELES & CHICO.

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

DID YOU KNOW?

RAT FECES ARE NOT 

INCLUDED IN A TERMITE 

REPORT BECAUSE RATS 

ARE NOT 

WOOD-DESTROYING 

ORGANISMS.

BUT HAVE NO FEAR!

CALPRO INSPECTION 

GROUP OFFERS FREE 

RODENT & PEST 

EVALUATIONS (UPON 

REQUEST) WITH YOUR 

TERMITE INSPECTIONS.

We can get you headed in the 
direction of SOLD faster and for a 

higher return by simply staging it.

@lux.home.design luxhomedesign.net

Let’s get your listing right!

(916) 947-8884
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Thanks to the businesses within these pages, our 
Area Directors, and readers like you, we’re able to 

break the chains of this horrible reality.

The N2 Company – the company behind this 
publication and 850+ others like it – is financially 

committed to end human trafficking. 

FOR EVERY AD WE SELL, N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.

Visit n2gives.com to learn more
about our giving program.

A GIVING PROGRAM BY

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.
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Cassandra
cover story
By Chris Menezes

Photos and Cover Photo by: Olha Melokhina Photography

Cassandra Niklewski has always had a 
passion for helping people, but not in 
a general, cliché way — in an actual 
went-to-school-for-psychology-to-

be-a-counselor way. Which she did. She worked 
in teen counseling, helping girls in abusive 
relationships and girls dealing with drug abuse 
throughout her early twenties.
 
Working in such an intense position wore 
Cassandra down, however. Feeling burned out, she 
decided to become a recruiter, where she could help 
people find jobs. She eventually found a new job 
for herself, in software sales, selling a Zoom-like 
product called WebX, which helped people work 
remotely and spend more time with their families.
 

Niklewski
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Cassandra bought her first home 
around this time (at the height of the 
2000s market) and had such a terrible 
experience that she decided to get her 
real estate license for the next time 
she would have to buy a house, so she 
would not have to deal with a real 
estate agent. But when WebX let her go 
with two young children at home, she 
decided to start putting her license to 
good use.
 
“I was so embarrassed because I had 
had my license and never did any-
thing with it,” Cassandra recalls. “So, 
I posted on social media telling people 
I could help with buying and selling 

other parents, and connecting with 
other families,” Cassandra explains.
 
“We also flip houses as a family,” 
she continues. “The boys are highly 
involved in doing demo work and 
helping install some things. They flyer 
neighborhoods with our new listings. 
And if they see anybody with a moving 
truck or a dumpster outside their 
house, they will send me a picture, and 
if it leads to business, they make $50!”
 
Cassandra’s love for her community is 
clearly displayed through volunteering 
and giving back through the Rotary 
Club of Folsom Lake, where she helps 

of an operations manager (Heather 
Powers), a real estate and tax lawyer 
(Hillary Saunders), a creative director 
(Corey Alverson), a marketing director 
(Ashley Bledsoe), and a business man-
ager (David Habedank).
 
“I wanted to create an environment 
where we are all equals, and no one 
is working under my name — more 
like a round-table environment where 
we can each contribute to the busi-
ness with our unique skills,” she says. 
“It’s important to me that I surround 
myself with people who are excellent 
at what they do, whether it’s painting, 
carpentry, closing, etc., rather than the 

homes. One person gave me a chance 
and then it snowballed from there.”
 
Cassandra started her career in the 
middle of the market crash when fami-
lies were losing their homes and short 
sales were everything. She developed 
thick skin during this time, however, 
and broke through the other side of 
the recession.
 
“When I realized I had made it through 
the worse of the worst, I knew nothing 
could knock me down.”
 
Infused with a sense of accomplish-
ment and confidence, Cassandra 

continued to build her business 
by putting her clients first, and by 
focusing on helping families find 
“family living” in Folsom. Cassandra 
moved to Folsom over 15 years ago, 
after her husband, Tom, was hired as 
a Sacramento Metro Fireman. Since 
then, they have had two boys, Becker 
(13) and Grant (11), and a teacup 
Yorkie named Princess Chewbacca.
 
“This area encourages outdoor living 
and family-oriented events. We have 
benefited from the community in 
that our boys are incredibly involved 
in sports. Lacrosse has become an 
important part of our lives, meeting 

with various community projects, such 
as the food bank, canned food drives, 
serving meals at different shelters in 
the area, assisting with blood drives, 
doing trail maintenance, and adopting 
families for the holidays to buy gifts 
for. Cassandra has also donated a 
portion of each sale to the Firefighters 
Burn Institute for many years.
 
With her focus on helping people in 
the best way possible, especially in real 
estate, Cassandra surrounded herself 
with a team of professionals that could 
take her client experience to the next 
level, and called it Dream Real Estate. 
The Dream Real Estate team consists 

It’s my intention to 

lead other strong 

leaders, to build 

people up, and 

educate others.
Cassandra with and Heather Powers (on left) and Meredith Santos 
(on right) from her team.
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cover story

reviver.com

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

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

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

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

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

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

2

3

4

2021boss-employee relationship. It’s my inten-
tion to lead other strong leaders, to build 
people up, and educate others.”
 
Creating a “dream team” was essential for 
Cassandra. It’s a reflection of how serious 
she takes the real estate process and what 
it means to help a family into a home. Plus, 
it’s incredibly fulfilling for her to give her 
absolute best to those she helps.
 
“Buying a home is a big deal,” she says. 
“Knowing I’ve helped someone with one of 
the biggest investments of their lives, while 
starting them on their journey in their new 
home, where they make memories, cele-
brate holidays, watch their kids participate 
in community activities and connect with 
people, is so rewarding. I love that I get to 
be a part of their story.”
 
Whether with the Dream Team, with her 
family, or in the community, Cassandra will 
continue to be a part of many more stories 
to come.

I wanted to create an 

environment where we are 

all equals, and no one is 

working under my name — 

more like a round-table 

environment where 

we can each 

contribute to the 

business with our 

unique skills




