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Glen Oaks Escrow – Laguna Niguel  |   www.glenoaksescrow.com
949-625-6751   |   28202 Cabot Rd. Suite 205 Laguna Niguel,  CA 92677

CHRISTOPHER and HALLIE
YOUR ESCROW PARTNERS

 • 20,000 career-closed transactions
 • $8,000,000,000 in career-closed residential real estate

 • Highest and Most-Rated Escrow Team in California
• Over 400 5-Star reviews on Yelp • 16 Exclusive Concierge Services

PRE-ESCROW SERVICES is a thoughtful and proactive solution 
to addressing your Seller's escrow needs! PRE-ESCROW 
SERVICES encompass ordering of important and time-sensitive 
items once the property is listed on the market. This allows us 
to collaborate with the Seller to address any title issues and 
secure time-sensitive disclosures and reports!

Using PRE-ESCROW SERVICES saves your Seller money - no more rush fees!

Using PRE-ESCROW SERVICES saves your Seller time - shorten your Buyer 
contingency periods!

Using PRE-ESCROW SERVICES saves your Seller from stress - addressing 
title-related issues before opening escrow allows for a smooth transaction!

949-481-2501 • www.coastalinspection.us
28241 Crown Valley Pkwy., Ste. F432 • Laguna Niguel, CA 92677

Happy Independence Day!

Call, Text, or Visit Our Website to Get Your FREE Quote!

Great people. Amazing Service. Quality Results.

10% OFF 

for Military/Veterans

First Responders 

during July 2022
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home matters
By Shauna Osborne

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…

First, consider the drink-making 
occasions you have coming up to 
guide your selections. Do you need 
a versatile collection of spirits such 
that the most popular bar drinks can 
be whipped up with ease? Or are you 
mainly planning for intimate gather-
ings, focusing on favored drinks you 
want to perfect or a particular spirit 
you wish to explore? 

Generally, according to most mixolo-
gy 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, 
mojitos, and mai tais 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:

• Brandy: Once considered a core 
spirit, brandy is the star in classic 
cocktails such as the sidecar and 
brandy alexander.
• Various liqueurs (choose  
one or many, depending on  
your preferences): 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, cola, and diet cola
• Citrus garnishes (twists, wheels, 
slices), such as lemon, lime, or orange
• Bitters 
• Simple syrup 

Cheers to cold drinks and sunshine 
this summer!

Stocking 
the Home  
Bar 38

Home
Matters:
Stocking

The 
Home

Bar

14
RP Access 
Podcast:

First 5 
Episodes 
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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 mag-

azine. 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!

CHIROPRACTIC

Horning Chiropractic 

and Acupuncture

Ben Horning

(949) 422-7698

ESCROW SERVICES

Corner Escrow

Katie DiCaprio

(949) 303-0515

Escrow Options Group

Bernadette Kerkes

(714) 348-4718

Glen Oaks Escrow

Elizabeth Burros

(619) 857-1616

The Escrow Source, Inc.

Michelle Rahe

(949) 305-0888

HOME INSPECTION

AmeriSpec

Justin Woodford

(949) 454-0508

Coastal 

Inspection Services

Tracie Kirkpatrick

(714) 469-9489

Preferred 

Inspection Services

Jerry Stonger

(949) 234-7125

The Real Estate

Inspection Company

Philippe Heller

(800) 232-5180

INSURANCE

Farmers Insurance

Brian Case

(949) 716-3643

JUNK REMOVAL 

SERVICES

The Junkluggers of 

Orange County

Joe Sandoval

(949) 632-2123

junkluggersofoc.com

MORTGAGE SERVICES

California 

Coastal Loans

Dino Katsiametis

(949) 720-1616

CrossCountry Mortgage

JJ Mazzo

(877) 237-9694

Guaranteed Rate Affinity

Matt Webb

(949) 742-2868

Monarch Coast Financial

Kevin Budde

(949) 422-2075

MortgageOne, Inc

Christopher Smith

(949) 292-9292

NFM Lending

Kevin Rudrud

(949) 554-2616

MOVING COMPANY

Costa Mesa 

Moving Company

David Wilkes

(714) 241-1673

NOTARY

Preferred Mobile Notary

Emily Garwood

(661) 755-8208

PHOTOGRAPHY

Milk Media

Bodie Kuljian

(805) 704-8781

Thomas Pellicer

(714) 381-7675

WASIO faces

Yaneck Wasiek

(949) 529-0512

STAGING & HOME DESIGN

Straw & Clover Studio

Andrea McQuade

(714) 655-9705

TITLE SERVICES

Chicago Title

Ben Benjamin

(949) 500-1973

WFG Title

Andrew Walsh

(949) 300-9101

VIDEO PRODUCTION

Bowman Group Media

Tyler Bowman

(949) 275-1386

EQUAL HOUSING LENDOR NMLS ID: 251832, LO#: CA CA - CA-DBO251832

1598647 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the Department of Business Oversight, Division of Corporations under the California 
Residential Mortgage Lending Act Lic #41DBO-68350

Incredibly Low Rates | Fantastic Customer Service | A Fast, Simple Process

Partner with me to give your clients a simple, stress-free home buying experience

We value every client
and search for all possibilities

to find them a home loan,

their situation may be.

Home Loans Built on Trust

Matt Webb
Originating Manager
Matt.Webb@grarate.com
grarate.com/MattWebb
C: 949.742.2868 o: 650.395.6668 - f: 773.442.3704
1601 East Orangewood Ave. Ste 150
Anaheim, CA 92805
���� ��� ������� Scan Here 

“Matt Webb was terri�c, he got us a bigger loan 
amount than we thought we could get and closed in 

just a few short weeks.”
 Thomas K. | Satis�ed Customer

 
“Matt Webb did an amazing job with my mortgage for 
the purchase of my home in Orange County, and the 

experience could not have been better. He and his 
team were prompt, communicative, and exceeded all 

expectations from start to �nish. Not only am I 
self-employed and had a short escrow in this crazy, 
hyper-competitive market, but I also went away on 
vacation during the escrow and we still closed on 

time!  As not only a buyer, but also a Realtor, he comes 
with my highest recommendation. I have been a 

Realtor for 18 years and do not know ANY mortgage 
professional that has more knowledge, more 

experience, more diligence, and more problem-solv-
ing ability than Matt Webb.   I will always refer him 

with the highest con�dence because I do not have to 
worry, as I know he will always �nd a way through 
di�cult challenges and we will be ok.  This is also 

someone who can make a critical deadline, ALL while 
dealing with a buyer (ME) who was disorganized and 
sometimes unresponsive!!  I know we would not have 
closed on time had Matt not been handling my loan. 

Thank you, thank you, thank you!!!
Robyn W. | Realtor
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Kevin Rudrud
Branch Manager  |  NMLS # 335381  
(P)  949-554-2616
kevin@nfmlending.com  
www.nfmlending.com/kevin

2755 Bristol Street, Ste. 295, Costa Mesa, CA 92626

Kevin Rudrud
Branch Manager  |  NMLS # 335381  
(P)  949-554-2616
kevin@nfmlending.com  
www.nfmlending.com/kevin

2755 Bristol Street, Ste. 295, Costa Mesa, CA 92626

Heather Johnson
Account Manager/

Ad Strategist

Ellen Buchanan
Editor

Michele Kader
Owner/Publisher 

(949) 280-3245
michele.kader@

realproducersmag.com

Geneva Eilertson
Marketing Associate

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 South Orange County 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 
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 949-535-1821
www.mortgageonehomeloans.com

TheSmithGroup@GoMortgageOne.com

Family Owned & Local Direct Lender |  NMLS#: 898812

Get Your Client's O�er Accepted 
Even Against A Cash Buyer!

How do we
compete against a cash

buyer and get
our o�er accepted?

Complete 
Underwriter Loan 

Approval in 48 
hours!

No Loan 
Contingency...

10-14 day 
Escrow

$2,500 Seller 
Guarantee of 

Closing

Your o�er
is now viewed 

like Cash 
Buyer!

Christopher Smith, Branch Manager
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RP 
ACCESS
P O D C A S T

Thank you to our wonderful sponsor, Bernadette

Kerkes of Escrow Options Group, who made this
possible. We couldn’t do it without you!

In the ever-changing real estate industry, you 

need an organization completely devoted to your 

personalized homebuying and selling objectives. 

Completing your escrow successfully is the final 

piece to that equation. The Escrow Options Group is 

dedicated to providing the highest quality of escrow 

services with exceptional customer experience. 

To learn more, call Bernadette at (714) 348-4718 or 

email Bernadette.Kerkes@escrowoptions.com.

One of the most exciting 
developments here at South 

Orange County Real Producers 
is the launch of our new 
podcast, RP ACCESS.

We are excited to feature our top 
REALTORS® and valued industry 
partners for engaging, informa-
tive, and entertaining segments 
on topics of interest to Real 
Producers in our community.

Listen in the morning while you 
get ready for your day, in the car 

Hosted by Michele Kader

Publisher
South OC Real Producers

1. Michele Kader and 
Bernadette Kerkes of Escrow 
Options Group  
2. Michele Kader and Bryan 
Gerlach of Pacific Sotheby’s 
International Realty  
3. From left to right: 
Bernadette Kerkes of Escrow 
Options Group, Michele 
Kader, and Helena Noonan 
of Compass  
4. Michele Kader and Helena 
Noonan of Compass 
5. Michele Kader and Kelly 
LeClair of Pacific Sotheby’s 
International Realty  
6. Michele Kader and
Suzi Dailey, Realty ONE
Group International

1 2

4 5 6

3

while driving to and from appoint-
ments, or after work while unwind-
ing from your busy day.

Catch new episodes of RP ACCESS 
on YouTube and Spotify every week!

Check us out on 

YouTube and Spotify!

Sponsored by Bernadette Kerkes, 

Escrow Options Group
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949-454-0508  •  AMERISPEC.NET/WOODFORD

THE AMERISPEC DIFFERENCE INCLUDES:THE AMERISPEC DIFFERENCE INCLUDES:THE AMERISPEC DIFFERENCE INCLUDES:
DEDICATED TO EXCELLENCE AND EXCEPTIONAL SERVICE

AND THE BEST TRAINING AND SYSTEMS IN THE INDUSTRY

BEEN IN BUSINESS SINCE 1988
 WITH OVER 150,000 SATISFIED CUSTOMERS IN ORANGE COUNTY

 PROTECTION BEYOND THE INSPECTION
WE STAND BEHIND EVERY REPORT

CALL TODAY TO BOOK YOUR INSPECTION!
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agent spotlight
By Dave Danielson

Photos by Bodie Kuljian NURA MOTAL
Small Moments. Big Impact.

NURA MOTAL
As Nura Motal reflects on her work as a 
REALTOR® with COMPASS Dana Point, 
a smile comes to her face. Memories flood 
her mind of those she has touched and 
helped through the uncertain waters of 
their real estate transactions.
 
“It’s usually the small moments that stay 
with me…” Nura explains with a smile. 
“Those times with my clients that we 
share that are more personal, when I learn 
the ‘why’ — the reason they are selling 
or moving into the area and why they are 
relocating. That is something that happens 
organically. It is the small moments when I 
learn about their family history and where 
they are from.”
 

Engaged Approach
Those who work with Nura appreciate her 
engaged approach.
 
“A real estate transaction can be complex. 
There are a lot of moving parts. I provide 
my clients resolution through frequent 
communication and education,” she says. 
“I find that when my clients have a better 
understanding of the process, they are less 
inclined to be overwhelmed by it.”
 
Gaining Valuable Insights and Experience
Nura grew up in Laguna Niguel and Dana 
Point. She and her family lived in Marina Hills 
before moving to a home on the El Niguel Golf 
Course and, later, Monarch Beach.
 

“I remember my high school days, 
attending Dana Hills High and 
taking a bus to Salt Creek Beach 
after class,” she recalls fondly. 
“It’s incredible, now, to be able 
to service the areas I was raised 
in. I come from a multicultural 
family and, as a result, I often 
traveled internationally grow-
ing up. It exposed me to various 
cultures and the beauty of the 
world. What struck me, when 
traveling at a young age, was 
the worldwide recognition and 
appreciation for California … and 
even Orange County. Southern 
California is a place that people 
all over the world dream to visit. 
I realized how much we have and 
how lucky we are here. It made 
me appreciate home even more.”
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From the time she was a little girl 
growing up, Nura recalls having an 
appreciation for story. “I was creative 
as a child. I enjoyed creating things 
and developing a story behind it,” she 
says. Her appreciation for history and 
story, carries on in how she markets 
her homes for sale today.
 
“Narrative is crucial in marketing a 
home because, ultimately, we are not 
selling brick-and-mortar, so to speak. 
We are selling the next chapter in a 
family’s life. What that looks, sounds, 
and feels like is important. I’m a strong 
believer in proper showcasing.”
 
Nura got her first job at a real estate 
office when she was 17 years old.
 
“It really started from there. I 
worked in an office of predominantly 
female Realtors who were very 
successful. I was inspired by them,” 
Nura remembers.
 

“That was the catalyst for me. I 
said, ‘I want to be like these strong, 
empowered women.’ I started off 
working in administrative roles, and 
after obtaining my real estate license, 
worked in managerial positions, 
which led me to sales.”
 
World View
Nura continued to travel in young 
adulthood, taking a three-year sabbat-
ical in her early 20s. She traveled to 
Central and South America, Europe, 
and Southeast Asia. In the process, 
she would live in a particular area and 
volunteer in that locale.
 
“Those experiences taught me so much 
about how to relate with people from 
different cultures and backgrounds. In 
the developing countries I spent time 
in, it was extraordinary to see how 
joyful and content people were despite 
what little they had. The common 
thread I found that made people happy 
was their community — a sense of 

belonging and commonality. It was one of the greatest 
lessons I learned, which was to give back to and foster 
growth in your community. I also ended up studying 
Spanish and can now speak it fluently,” she says.
 
When she returned home to finish school at UC Irvine, 
she had aspirations to teach, but she quickly decided to 
go back into real estate.
 
“Real estate was my first love. It’s been a wonder-
ful career and I feel so honored to serve this area. In 
Orange County, we aren’t just selling homes, we’re 
selling a way of life,” Nura says. “It’s like nowhere else. 
From my experiences abroad, I can sincerely say that we 
live in the best place in the world.”
 
Rewarding Life
Family is at the heart of life for Nura.
 
“My family is made up of entrepreneurs in Orange 
County. My stepfather owns a pasta manufacturing com-
pany called Pasta Mia and has grown that into a com-
mercial success,” she explains. “My uncle in Corona del 
Mar is the owner of Matrix Visual. They service large 
events, like concerts in LA and the Super Bowl. We are 
all entrepreneurs at heart.”
 

In her free time, Nura takes advantage of Orange County’s natural 
landscape and resets by hiking and going to the beach.
 
“I grew up going to the beach regularly. The ocean and the beach 
are a constant in my life … it’s where I go to decompress. Hiking 
our beautiful trails is also when I regroup mentally. I always 
finish my hike with a sense of clarity. I do prefer our ocean view 
trails,” she adds. “Plus, I play a little tennis and am a member of 
the El Niguel Country Club, where I take golf lessons and attend 
all of our fun social events.”
 
Nura has a heart for helping too. She donates to CHOC Children’s 
Foundation with each commission. She also donates her time to 
the Laguna Beach Food Pantry. Those who work with Nura can 
feel her individualized and focused attention on their needs.
 
“Oftentimes, my clients tell me that they feel like they are my 
only client. That is something that I strive for. I always want 
my clients to feel they are my top priority. If I accomplish that, 
I know my team and I have upheld our standard of white glove 
service,” she smiles. “The relationships I foster with clients are 
lifelong partnerships. It’s not all business though … I’m always 
hosting events for my past clients and the community. We have a 
lot of fun together too.”

Laguna Niguel and Dana Point native Nura 
Motal is with COMPASS Dana Point.

The relationships I 
foster with clients are 
lifelong partnerships.
“
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topics in real estate

with Real Estate Video!
Video as a major tool to market your real estate 
business is not a secret. However, only a small 
number of active REALTORS® actually implement 
this weapon into their marketing plans. Perhaps 
it’s the fear of being in front of a camera, or maybe 
video just isn’t part of how you conduct business. In 
the future, there will be two types of agents going 
forward: Realtors who use video in their business 
and ones who don’t. Currently, 73% of homeowners 
say they prefer a Realtor  to list their home using 
video as part of their marketing plan, though only 
9% of Realtors nationwide actively use video when 
marketing properties.
 

ENGAGEMENT AND STORYTELLING

Video is the best way to convey a value 
message to your targeted audience. The end 
game is to get your prospects and potential 
customers to “like and know you” before you 
ever meet them. It also allows you to use your 
videos of homes to market for more listings. 
It’s like having an ultimate weapon in the bag 
when going on listing appointments. Telling 
the story of their property and getting interest 
above the other listed homes nearby will have 
your clients raving about you.
 

Beat the Competition 

EYES TO YOU!

A video posted on your website keeps people there 
88% longer than if you don’t have video. That is huge! 
REALTORS® spend tons of money to get eyes to their 
business, such as postcards, flyers, newspaper ads, mag-
azines, and more. These all cost large sums of money 
and typically get thrown away after a short period of 
time. Viewers retain 95% of what they see on a video 
versus only 10% of what they read.
 
VIDEOS ABOUT WHAT?

What are some good video topics? The key is not only 
making videos that the consumer would want to watch 
but videos they would look for online when they have 
a real estate need. Here are some examples of video 
topics to consider:

•	 Subdivision Video (your farm)
•	 Listings Property Video
•	 Market Stats in your area (overview)
•	 Short Sale vs. Foreclosure
•	 Homebuying Process in South OC

HOME STAGING 714-655-9705
949-290-4055
WWW.STRAWANDCLOVER.COM

•	 Why Staging is a Good Idea
•	 Steps to Downsizing for Seniors
•	 Why Waiting to Purchase a Home is More Costly
•	 Things to do in South OC
•	 Video Interview with Your Favorite Vendors
•	 What are the Differences Between FHA/VA/

Conventional Loans?
•	 Why Do You Need Title Insurance for Your Home?
•	 Market Forecast for Your Farm Area
•	 My Listings
•	 Open House Info on Listings
•	 When Does My Seller Get Their Proceeds After 

Closing Escrow? 

BE PROGRESSIVE! 

Think about your competition. Are they still marketing 
to consumers the old way? Break away from the herd and 
develop your own marketing plan around something that 
fits what the consumer wants — video. The stats tell us 
consumers retain and learn more by watching videos, 
and they are a great way to create a 24/7 selling propo-
sition for your business. Get ahead of the competition by 
implementing video into your real estate business!
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Pursuing What’s Possible

When it really 
comes down to it, 

having a vision for what we hope 
the future will be is one thing; the differ-
ence between what is and what could be is 
sustained action — dedicated movement 
toward that goal through time.
 
That difference is something that is pow-
erfully demonstrated by Audra Lambert, a 
leader in life and in business.
 
GOING FOR HER BEST
As a REALTOR® and leader of the 
Lambert Group with Realty ONE Group, 
Audra pursues what’s possible for herself 
and those she serves.
 
“Real estate is always changing. There 
are new innovations and ways to reinvent 
yourself constantly,” Audra says.
 
“It is a very saturated market, and I never 
want to get stale. I’m always looking for 
ways to improve and stand out. I really 
like the fact that, in this business, I’m con-
stantly being challenged.”
 
ENJOYING THE RIDE 
While growing up, Audra competed in 

equestrian events 
during her high school 

years. In fact, her grandfather was a 
Wyoming cowboy.
 
While some have a clear vision of 
their real estate future, it took a 
period of time for Audra to discover 
her passion for the business.
 
“I never thought I’d be in real estate,” 
she admits. “I graduated from 
Pepperdine University and then 
worked for a computer distributor, 
where I became a sales director.”
 
MOVING FORWARD
Through time, Audra got married and 
started her family. About 14 years ago, 
she moved to San Juan Capistrano.
 
“During that time, I thought I should 
get my real estate license. It was 
a really difficult time for me to get 
started in the business, initially. But I 
made the commitment, and I jumped 
into real estate heavily in 2005, when 
the market was doing very well,” 
Audra says with a smile.
 
“Then, when the economic downturn 
hit in 2008, it was a challenge. I went 
door-knocking at the time. I focused 

We all have visions of what we hope the future might 
look like for ourselves and our families. But how 
do we get there? How do we make those 
hopes into something real 
and tangible?

agent spotlight
By Dave Danielson

Photos by Bodie Kuljian

WHILE SOME 

HAVE A CLEAR 

VISION OF 

THEIR REAL 

ESTATE 

FUTURE,  IT 

TOOK A PERIOD 

OF TIME FOR 

AUDRA TO 

DISCOVER HER 

PASSION FOR 

THE BUSINESS.

”
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“I appreciate the fact that about 96 percent 
of the funds that are donated go directly to 
assisting people in need,” she says.
 
UNMISTAKABLE IMPACT
When you talk with Audra, it’s easy 
to see her integrity, sense of fun, and 
hardworking nature.
 
Congratulations to Audra Lambert for all 
she does to help out in the world. Day by 
day, she makes a lasting, positive impact on 
those around her.
 
Whether it’s for the members of her team or 
the buyers and sellers she supports, Audra 
provides an active, innovative spark that helps 
others go further in their own lives.

BELOW: Audra Lambert has been riding since 
childhood and competed in equestrian events 
during high school.

WHETHER 

IT’S

FOR THE

MEMBERS OF

HER TEAM

OR THE

BUYERS AND

SELLERS SHE

SUPPORTS,

AUDRA HELPS

OTHERS GO

FURTHER

IN THEIR

OWN LIVES.

my efforts on San Juan Capistrano and 
built from there. I especially love selling 
San Juan Capistrano.”
 
BUILDING WITH HER BEST
Audra’s dedicated, hard work has paid 
off in many ways. In 2021, she recorded 
nearly $30 million in sales volume.
 
Today, one of the most rewarding parts 
of Audra’s work involves the strong 
sense of teamwork she enjoys with two 
other agents in her group — Brigette 
Belanger and Bridgette Yates.
 
WONDERFUL WORLD
Away from work, Audra’s life is enriched 
by family. She treasures time spent with 
Peter Lambert and their son, Nicholas.
 
In her free time, Audra maintains a 
strong love for horses and riding.
 
When it comes to giving back, Audra 
does her part to make life better in her 
community. One of her favorite organi-
zations to support is the Children’s 
Hunger Fund.
 

Audra continues to ride at Blue 
Ridge Farms at the Rio Vista 

Stables in San Juan Capistrano.
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Providing Quality Home Inspections
Throughout Southern California

Licensed General Contractor since 1998
Member - OCAR Orange County Association of Realtors
Member of both ASHI and InterNACHI

10% OFF
for Active Duty

Military &
Veterans

Over 10 years in home
inspection experience

PreferredInspects.com

Call Today To Schedule An Inspection
(714)323-1345 or (949)234-7125
jerry@preferredinspects.com

You & Your Clients Deserve a 
Personally Preferred Notary 

that You Trust & Love!

Give Emily a Call!
Notaryemilyg@gmail.com

661.755.8208

We have the knowledge to 
navigate through any unforeseen obstacles.

PARTNER WITH US & GIVE YOUR CLIENTS PEACE OF MIND

TUSTIN

WWW.CORNERESCROW.COM
IRVINE LAGUNA BEACH LAGUNA NIGUEL CARLSBAD MURRIETA BEVERLY HILLS LAGUNA WOODS

Katie DiCaprio
Chief Marketing/Operations O
cer

949.303.0515
Katie@cornerescrow.com

George Delgado
Account Executive

949.668.2447
George@cornerescrow.com

Professional Service,
Unwavering Integrity

An Escrow Team You Can Trust

Professional Service,
Unwavering Integrity

An Escrow Team You Can Trust
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By Dave Danielson

COLECOLE
Market-Ready
Every selling client dreams of being able to get their 
property to market with a minimal extra outlay. Of 
course, in many cases, getting a home to that point 
takes some strategy, design, work, and money.
 
Gabe Cole is one who goes above and beyond to make 
those aspirations real.
 
As Founder & Team Leader of Realm Residential, bro-
kered by eXp Realty, Gabe has a true, market-ready drive.
 

The REALM Residential team (from left to right: Adriana Gee, Gabe Cole, Christina Kolcheva, Mary Frances Looke, Joshua Lee, Kim Garner, Callum Moloney).

“Back in 2008 to 2012, I was flipping homes for clients, and then 
started doing it on my own. I had an opportunity to fix and flip 
more than 100 houses. I learned a lot through that process, and 
had a passion for it,” Gabe remembers.
 
“It’s very important to me to help my clients transform their 
properties to become show-ready to maximize their invest-
ment. We so often see sellers in the market leaving tens or even 
hundreds of thousands of dollars on the table by not having the 
proper strategy when listing their home for sale. From my experi-
ence, I know when properties could have sold for a higher price if 
there was more effort put into the preparation of the home before 
putting it on the market,” Gabe says.
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KEY GUIDANCE

As Gabe looks back on that time, he feels blessed to have 
had that type of mentorship, as well as a solid account-
ability partner.
 
“It really helped me in focusing on the things that needed 
to be done every day and actually getting the work done 
that would move my business forward,” he says.
 
Gabe earned his license in 2002. During his first year in 
the business, he earned Rookie of the Year honors in his 
office, recording 18 deals in 18 months. In 2004, he began 
working with Tom Ferry coaching.
 
“That was an important step for me. I’ve always had 
a coach to help guide me and keep me accountable. I 
always like to learn. The fundamentals are always there, 
but the business is always changing, so I love staying 
up-to-date, and a coach really helps me do that.”
 
BUILDING ON MOMENTUM

Gabe has built on his career momentum through time. 
In fact, in 2021, he and his team amassed $80 million in 
sales volume, representing 62 transactions.
 
Gabe is quick to shine the spotlight on the members of 
his team.
 
“I really love mentoring and pushing agents on my team, 
as well as with my brokerage with eXp Realty,” he says.
 
“Someone can partner with me at eXp without joining my 
team and still get collaboration and mentorship from me. 
This provides me an opportunity to pour into other agents 
and help create other leaders that are looking to grow 
their business or even form their own teams. There is a 
tremendous amount of synergy that can be created when 
you align yourself with other amazing people and this is 
something that greatly drives and fulfills me.” 
 
FAMILY HIGHLIGHTS

Away from work, Gabe’s world is made much richer by 
family. He treasures time with Chadnie and their chil-
dren, 16-year-old Eva, 13-year-old Grayson, and 11-year-
old Finley.
 
In his free time, Gabe likes playing pickleball, riding his 
bike, and one-wheeling.
 
As he reflects on his own career, Gabe offers helpful tips 
for those who are getting their own start in real estate.
 
“The best advice I can give for, those who are new to 
this rewarding career, is to find an experienced mentor 

Gabe Cole with his wife, 
Chadnie, and children, 
Grayson, Eva, and Finley.

to help them get started,” 
Gabe says. “That mentor 
could be the manager in 
their office, a team leader, 
or someone they know in 
the business.”
 
“I don’t think I would have 
had the success I have 
experienced without a very 
strong mentorship pro-
gram. As you get in, there 
are things that can easily 
distract you. It’s important 
to have someone there who 
can guide you. Otherwise, 
it can be easy to flounder in 
the business.”
 
Another vital part of success 
that Gabe recommends 
is staying accountable — 
establishing benchmarks 
on a daily basis, sticking 
to them, and being held 
accountable to that.
 

When you talk with Gabe, it’s easy 
to see his honest, straightforward 
nature that makes a true impact for 
those he interacts with each day.
 
“They put their trust in me because 
they know I have their best interests 
at heart. I will give them advice even 
if it means talking them out of a sale,” 

“We offer a program where we help our clients get their prop-
erty in the best showing condition without any upfront cost to 
the owner. This is a value-add service for our clients to help 
them maximize their sales price, and we manage the whole 
process for them. Our sellers get all the benefit of the increased 
sales price and simply pay us back when escrow closes.”
 
MAKING AN EARLY START

Gabe got into the business as he graduated from college at USC.
 
“I always had an interest in real estate, even as a kid,” he says. 
“I enjoyed looking at different architectural styles and even 
going to open houses and model homes with my parents where 
I grew up in Del Mar.”
 
When Gabe began his collegiate career, he met the woman 
who would become his wife, Chadnie. Her father was a real 
estate agent. In time, Gabe took advantage of the opportunity 
to shadow her father and learn the business from him.
 
“He mentored me and brought me in under his wing. It was an 
amazing opportunity,” Gabe remembers. “During that time, 
a lot of my classmates were getting into the commercial side 
of the business, but I enjoyed the human connection a little 
bit more … interacting with families with one of their biggest 
financial decisions that they typically make.”
 

Photo by Bodie Kuljian

“

“
Gabe says. “If I don’t feel like it’s the right house for 
a client, I will give them reasons why. I think that 
helps build trust and allows my clients to really open 
up to me since they know I’m not just trying to sell 
them a home. They know I truly care, and treat them 
as if they were a close friend or family member.”

As you get into
real estate, there
are things that
can easily
distract you.
It’s important to
have someone
there who can
guide you.
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Licensed & Insured

Expertly Trained

Packing & Crating Services

Referred by interior designers, 
antique dealers, property 
managers, and real estate 
agents throughout 
Southern California

Excellent Reputation

Low-Cost Packing Materials

Modern Equipment & Trucks

Storage Available

FREE Estimates

COSTA MESA 
MOVING COMPANY

(714) 241-1673
2614 S Oak St • Santa Ana, CA 92707

CostaMesaMoving.com
info@costamesamoving.com

What to Expect From Us

Brian Case
3607 S El Camino Real

San Clemente, CA 92672
O	ce: (949) 716-3643

Fax: (949) 498-7817

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

A GIVING PROGRAM BY

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.

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

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

Visit n2gives.com to learn more
about our giving program.
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home matters
By Shauna Osborne

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…

First, consider the drink-making 
occasions you have coming up to 
guide your selections. Do you need 
a versatile collection of spirits such 
that the most popular bar drinks can 
be whipped up with ease? Or are you 
mainly planning for intimate gather-
ings, focusing on favored drinks you 
want to perfect or a particular spirit 
you wish to explore? 

Generally, according to most mixolo-
gy 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, 
mojitos, and mai tais 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:

• Brandy: Once considered a core 
spirit, brandy is the star in classic 
cocktails such as the sidecar and 
brandy alexander.
• Various liqueurs (choose  
one or many, depending on  
your preferences): 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, cola, and diet cola
• Citrus garnishes (twists, wheels, 
slices), such as lemon, lime, or orange
• Bitters 
• Simple syrup 

Cheers to cold drinks and sunshine 
this summer!

Stocking 
the Home  
Bar
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(949) 422-7698
www.DrBenHorning.com

25241 Paseo De Alicia Suite 150
Laguna Hills, CA 92653

Enjoy Summer
Acupuncture & Chinese Medicine • Chiropractic

Applied Kinesiology • Nutrition Plans

As a Second Generation Chiropractor, 
Dr. Horning knows the power of 

healing your body naturally.

"Shannon and Cheryl go above and beyond for 
their clients. They provide exceptional service 
and are dedicated to achieving an outstanding 
real estate experience."
- KH

Partnered Together, We Can Accomplish Big Things!

Shannon Peterson
5 Corporate Park, Suite 100

Irvine, CA 92606
949-235-6913

Shannon.Peterson@ctt.com 

Cheryl Anderson
(949) 212-2903
Cheryl.Anderson@ctt.com

people
SPACES

aerials

714.381.7675  |  www.THOMASPELLICER.com
@thomaspellicer

Specializing in architecture, interiors and luxury real estate.

@southocrealproducers

INSTAGRAM!

@southocrealproducers

FOLLOW US ON



42 • July 2022 South Orange County Real Producers • 43@realproducers realproducersmag.com

949.720.1616
Dino@CAcoastalloans.com
26381 Crown Valley Pkwy. #230 | Mission Viejo, CA 92691 

NMLS#264396 | BRE#01244052 

#WhoCanWeServeToday

• No Loan Contingencies
• No Appraisal Contingencies
• 7 Day Physical Contingency
• $250 Penalty Per Diem

(paid by lender to seller if we run late) 

Work with California Coastal 
Loans to increase your odds 
of getting an offer accepted. 

15 DAY CLOSE
Relax, We Got This!
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Andrew Walsh
VP of Sales & Marketing

949.300.9101
awalsh@wfgtitleco.com

AndrewWalsh.wfgtitleco.com

Give Us a Call!
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