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Celehratim!!) years

OF QUALITY SERVICE TO THE SOUTHWEST FLORIDA COMMUNITY.

DON'T JUST TAKE OUR WORD FOR IT.
TITLE SERVICES
"I have used Ray the Mover twice and both moves were

handled profc.tssional.ly and timely. I would. encourage ventertitleservices com

anyone needing a fair and competent moving service
to call Ray the Mover. I think you'll be pleased."
Brad S.

RA 239-643-4100
www.RayTheMover.com
_I—he Mover Office@RayTheMover.com 3

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




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

CONTACT US TODAY FOR A
FREE
ESTIMATE!

A S——— = =

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

AS SEEN IN = — -

GULFSHORE LIFE
“There’s opportunity here—you just have to see it. Put a little money into it— D C G S W F L : C D M

well, the Naples version of “a little money”—and this could sell quickly.”

-- High-End Realtors, Rupert and Karen Irby Fam"y OWﬂEd & Oper‘ath O FU"y |ICEﬂSEd & InSUI"ed O D\Iel" 25 year‘S Of gual"anteed WOF‘kmanShlp
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STEVE CALABRESE, Loan Officer
Certified V.A. Loan Specialist
239-778-6548 | stevec(@eqfin.com

STEVECALABRESE.COM & ‘'t "o &
evenMCalabrese b.iﬁ ..a' a3 ) E =
e & EauitasLe S SEE L iSame Day Pre-Approvals
LS 79287/ 39843 = { MORTGAGE_ CORPORAT'ON:__#_-_ ‘ﬁ __@”@g@ ﬁm] Zﬂ @@yg
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Roof Maintenance Leaks & Repairs

ROMANROOFING.COM
(239) 458-7663
FAMILY OWNED & OPERATED
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| SUPER SERMICE

PRESIDENTS

~d in contributing or nominating REALTORS® for certain stories,

t swfl@realproducersmag.com.

 AWARD |

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

Southwest Florida’s Most Trusted Roofer
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PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

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

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

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

AIR CONDITIONING
Conditioned Air
Gina Kiger

(239) 643-2445

ATTORNEYS
Goodwin Law, P.A.
Matt Goodwin
(239) 207-3403

Law Office of
Matthew P. Flores
(239) 261-0592

Woods, Weidenmiller,
Michetti, & Rudnick, LLP
Michael Michetti

(239) 325-4070

CATERING & EVENTS
M&G Farm Stand Cafe
& Catering

Dawne Skiera

(239) 434-2611

CLEANING SERVICE
J.O. Always Clean
Santiago Ospina
(239) 200-1114

COWORKING FACILITY
Venture X

Kathryn Parker

(239) 326-3455

CPA SERVICES
CCG Certified Public
Accountants

Steven Phillips

(239) 992-1973

10 - June 2022

CUSTOM HOME BUILDERS
Metro Home Builders
Alberto Hernandez

(239) 919-9999

Signal House
Paul Widhalm
(239) 319-5173

Tri-Town Construction
Marc Devisse
(239) 895-2058

DEVELOPER
The Ronto Group
(239) 649-6310

ELECTRICAL
CONTRACTOR
Coharbor Electric
Jacob Anderson
(336) 686-6963

EVENT PRODUCTION
Lightworks

Stage Productions
Skip Johnson

(239) 784-4748

FINE ART
Balanced Images
Alessia Marcin
(804) 301-5212

FLOORING & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677

Hadinger Flooring
(239) 566-7100

Master Touch Tile & Stone
Chris Torres
(239) 443-8592

GENERAL CONTRACTOR
Dominion

Contracting Group

Butch Bacon

(239) 293-0049

Huffman
Construction Group
John Huffman
(239) 595-6805

HANDYMAN

Becker Home Maintenance
Blake Becker

(239) 351-6820

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220

Panther Home Inspection
Jim Scarpa
(239) 389-0996

Python Home Inspection
Brett Onasch
(239) 431-5100

HOME WARRANTY
Home-Tech

Donna Ferrao

(239) 565-2818

Old Republic
Home Protection
Shannon Livingston
(239) 682-1812
www.orhp.com

HOME WATCH &
CONCIERGE SERVICES
Naples Premier

Home Watch

Vincent Saputo

(239) 249-3353

Spectrum Concierge
Dave Feightner
(239) 777-6173

INSURANCE

Brown & Brown Insurance
Corey Walker

(850) 454-8951

Domain Insurance
Management
Nick Domain
(239) 898-9120

Farmers Insurance
Damon Brist
(239) 994-0248

OneGroup Insurance
Keith Hilton
(239) 248-8318

Responsive Insurance
Matt Nance
(239) 596-3177

Sentry Insurance Advisors
Josh White
(239) 206-0618

INTERIOR DESIGNER
Interiors By SBI
Sheryl Bleustein
(954) 445-0897

LIEN SEARCH & ESTOPPEL
Proplogix

Jonathan Polk

(239) 438-6933

MORTGAGE LENDER
CMG Financial
Danielle Damianov
(786) 359-7976

Community Lending
DeAnna Adinolfo Rivera
(239) 878-0107

Equitable Mortgage
Steve Calabrese
(239) 778-6548

Gold Star
Mortgage Financial
Josh Lund

(612) 802-3265

Maxwell Mortgage Team
Lauren Maxwell
(239) 596-0500

Moore Lending Group
Brittany Moore
(954) 866-7189

Movement Mortgage
Nicole Paolini
(239) 287-8556

NEO Home Loans
Edgardo Balentine
(239) 244-5871

Northpoint Mortgage
Ryan Hoffman
(941) 779-8093

NRL Mortgage
Giovanni Matita
(239) 253-5939

MOVING COMPANY
Callahan Brothers Moving
& Storage

William Joyce

(239) 689-3372

Eagle Moving, LLC
Jake Loveland
(813) 536-9019

Ray The Mover
John Smarge
(239) 643-4100

PHOTOGRAPHY/
PORTRAIT

Michelle Reed Photography
(239) 404-8158

New Frame Photography
Hana Snajdrova
(239) 200-9099

PHOTOGRAPHY/
REAL ESTATE
LaCasaTour
Derick Moreno
(888) 598-8687

Sun Services
SW Photography
Jon Kreider
(239) 285-5320

PLUMBING
Gulfshore

Plumbing Contractors
Cory Garber

(239) 200-1235

Pro-Tec Plumbing
Brandon Hume
(239) 261-1000

Sunwest Plumbing
Paul Blais
(239) 455-8353

POOL SERVICES
SWEFL Pool Pros
Chaz Hambling
(239) 872-8186

PROMOTIONAL
PRODUCTS
SwagWorld

Rob Paul

(410) 409-8000

REAL ESTATE MARKETING
Your Home Magazine

Tony Spano

(239) 235-3170

ROOFING
Roman Roofing
Norm Dopfer
(239) 458-7663

SCM Roofing
Shawn Alverson
(239) 339-7756

SURVEYOR

Online Land Surveyors
Jonathan Polk

(239) 438-6933

TITLE COMPANY
Legacy Title

Eric Solomon
(239) 325-2709

Private Client Title & Escrow
David Ciccarello, Esq.
(239) 672-8898

Resolutions Title
Aaron Barnes
(239) 734-4888

Seaview Title
Rick Nayar
(239) 449-4466

Venture Title Services
Ryan Marrie
(239) 734-2400

VALET SERVICES
5 Star Valet

Joey Rock

(239) 770-1991

VIDEOGRAPHER
Corrafilm

Coby Corradino
(786) 417-7210

Naples Real Producers - 11
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MEET THE

NAPLES

REAL PRODUCERS TEAM

‘.‘-“M.\_‘rhe Comfort People Since 1962°

Andrew Regenhard Elizabeth Wilkie Ellen Buchanan
Publisher Publisher’s Assistant Editor

1.888.COLD.AIR  239,643.2445
ConditionedAir.com
3786 Mercantile Ave. Naples, FL 34104

e
ER G i

in the state of Florida for 2020

E N [] E R by Scotsman Guide.
Financing the World I Y 0 I 2

4 g . closed loans in 2021 for more than
Michelle Reed Sheryl Moreno Jon Kreider Hana Snajdrova Ong Lﬂﬂﬂ ﬂt a ﬁ?ﬂf $330 million in production.

Coby Corradino Zachary Cohen
Videographer Writer

Photographer Photographer Photographer Photographer

Nominate a REALTOR® you'd like to see featured in this magazine by emailing
swfl@realproducersmag.com.

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC
X it K .
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RESPONSIVE
INSURANCE

WITH SO MANY POSITIVE REVIEWS ON GOOGLE,
WHY AREN'T WWE ALREADY A PART OF YOUR REFERRAL NETWORK?

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

WOODS - WEIDENMILLER
- RUDNICK

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

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

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

| - -
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Matt Nance, Rich Costante Alyssa Costa Judy Hentges Keith Zulik Jessica Bueno Cody
Owner Gochenouer

= f}= COHARBOR VETERAN OWNED +
@ C CCTRIC ROPERATED

BRINGING LIGHT TO A DARK WORLD

'RESIDENTIAL +
COMMERCIAL
ELECTRICIANS

Experienced, Licensed, and Insured for Electrical Installation, g PH: 239.325.4070 I www.lani rmnaples.com

Repair, and Maintenance in Southwest Florida.

Offices in Naples, Downtown Naples and Bonita Springs/Estero (Near Bonefish Grill)

T “Our mission is to provide high quality electrical work, on time, with fli
ST ﬁ integrity. Our purpose is to empower and lift up our employees, ' WOOdS, Weldenml”e’; Michetti & RUd”le, LLP
' customers, partners, and fellow community members.” g

JACOB ANDERSON | CEO | MAJOR, US AIR FORCE, SEP. a Florida Professional Limited Liability Partnership

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

(23 9 ) 3 62 _ 25 O 2 « CO h ar bo re I ect ri C.COM °* EC#13004475 sure to request free written information about qualifications and experience. Rule 4-7.2(d).

14 - June 2022



Why aren't all title

companies like us?

Good cluestion.

We know how hard Realtors® work.

(@ Seaview Title

Powered by Vidclose

Learn more at seaviewtitle.com
239-449-4466

TAX LAWS ARE
COMPLICATED

Tihere“is no suchthingzas a simple tax'return.

You don't have to be a taxexpert/ THAT!S|OUR ' JOB!

(239) 345-2190
ccgcpas.com

1016 Collier Center Way, Suite 205

Naples, FL 34110

inf .

info@ccgcpas.com Cert

ified Public Accountants

16 - June 2022

HAPPY

FATHER’S DAY

publisher’s note

Dear REALTORS® and valued Partners,

Hope your 2022 is cranking along well. We’re at the
halfway mark now, and summer is in full swing. The
month of June is also special because of Father’s Day. As
you get ready to celebrate the fathers, grandfathers, and
other important men in your life, be sure to spend a few
moments to recognize how blessed we are to have them

in our lives while we have them.

My own father passed away a couple of years ago and
has left a giant hole in our lives and hearts. He was a
wonderful father — someone I looked up to and admired
and was my biggest role model. He was a very caring
person and very loving. He taught me and showed me,
by example, how to be a good person, a good man, and a
good father.

llI! *\"{ ges bwﬁ

Gnocchi, our new English
bulldog puppy.

realproducersmag.com

My girlfriend and I recently got a little
English bulldog puppy who’s been quite
the barrel of fun and mischief. Though it
in no ways compares to raising a child,
I've gotten a taste of sleepless nights
and being more on the go than I ever
imagined possible now that there’s
another little life to care for. Good

practice, right?

We have lots of exciting things
happening at Real Producers. Be
on the lookout in our next issue
for exciting news regarding the
launch of our sister publication,

Fort Myers Real Producers.

We’re also about to wrap up

Season 1 of The RP Experience

podcast with our 40th episode. It’s

been gratifying and a real pleasure

having such amazing Realtor and industry

professional guests on the podcast sharing their insights

and knowledge. Thank you to all who have participated. I
know I’ve learned a lot ... and hope everyone who’s tuned
in has enjoyed the shows as well.

Last but not least ... we have another BIG Naples Real
Producers event coming up in July. Stay tuned for more
details, and be on the lookout for your exclusive invita-
tion to another amazing Real Producers gathering! They
just keep getting better and better, and we CAN’T WAIT

to see everyone again!

Very respectfully yours,

Andrew Regenhard
Owner/Publisher
Naples Real Producers
239-290-0692

andrew.regenhard@realproducersmag.com

Naples Real Producers - 17



RESOLUTIONS
TITLE inc

» TITLE INSURANCE

> ESCROW SERVICES

SAVE THE DATE > CONSTRUCTION FUNDS

THURSDAY, JUNE 30, 2022 DISBURSING
5—8 PM » TECHNOLOGY-DRIVEN,

PROFESSIONAL EXPERTS

» ENHANCED SECURE
SO0 TRMIAMI TRAIL NORTH ONLINE ACCESS &
COMMUNICATION

> NATIONAL COMMERCIAL

SERVICES -

NAPLES REAL PRODUCERS’
QUARTERLY EVENT

-\

Join us for a soiree of cocktails, hors d’oeuvres, and
entertainment, surrounded by cool and exotic cars —

an evening of luxury you don’t want to miss!

Check your email for your exclusive invitation or

scan the QR code now to reserve your space!

HEADLINE SPONSOR:

() MAXWELL WWW.RESOLUTIONSTITLE.COM

239-734-4383
375 STH AVE S, SUITE 202 | NAPLES, FL 34102

FOR MORE INFORMATION ON ALL NAPLES REAL PRODUCERS EVENTS, EMAIL SWFL@REALPRODUCERSMAG.COM.



MEET THE "TRI-TOWN

CONSTRUCTION

(239)898-2058

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

BUILDING DREAMS SINCE 2006
REMODELING & CUSTOM HOME BUILDS

"Dreams built on a foundation

of quality”

That's our motto and we take it seriously. Every Tri-Town
team member takes our values to heart: Integrity, safety,
quality, ownership. We anticipate your needs and
counsel you on the best solutions for your high end
construction needs, while working with some of Lee

and Collier Counties’ top architects and designers to
realize your vision.

Brokers Protected!

o
b o °
B |If i www.Tri-TownConstruction.com
- = . .
(}’:’w - :@;ﬁ' Connect@Tri-TownConstruction.com
Nominate a REALTOR® you’d like to see featured by emailing swfl@realproducersmag.com. s

CGC1512714 | CCC1329614 | MRSA729 | MRSR829 | HI3275
20 - June 2022



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

-Tampa Homeowner

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

"Professional. Quick & Easy. Would definitely use again."

29

7~~~
—1 ROOFING
N’ S

SCM ROOFING is a GAF MasterElite Roofing Contractor

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

Free consultations

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

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

Veterans, Active Duty Military, First Responders
andTeachers Discounts.

855-SCM-ROOF
scmroofingfl.com

Licensed Florida Contractor #CCC1331132

T
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COMMITTEDmm
TO EXCELLENCE

Signal House
Guiding you howme

Relax and enjoy. We know your vision.

You're in capable hands. We are ready to help you make your dream home a reality and will guide
you every step of the way from Conception and Design to Construction, Close-Out, and Move-In.

Schedule your free design consultation with our team of experts.

: -y = - .- / / ',s

.;:. :_i | = h
VISIT SIGNALHOUSEBUILDERS.COM

Proudly Serving Southwest Florida Homeowners
Luxury Home & Condo Remodeling | Custom Home Builds
Bonita Springs, Florida | (239) 319-5173 | signalhousebuilders.com | Lic #CGC 1530301



P> we ask...you tell!

What are some classic

sayings of your father

or grandfather?

ANGELA LUTZI DELLATORE
THE DELLATORE REAL ESTATE GROUP
My grandfather used to say, “Doll, you are

always in a hurry.” He said he worried about me

falling or getting hurt because I was always com-
ing and going. But I think he really meant that he
wanted to spend more time with me, even though
I visited and called often. I sure do miss Pop Pop
and I wish he were here so that I could “unhur-

riedly” spend the day with him.

LAUREN MAXWELL

MAXWELL MORTGAGE TEAM

“You're ugly and your mother dresses you
funny.” (Then, gives a big kiss on the head.)
That’s his way of saying I love you.

YASMIN SAAD

COMPASS

My dad had three rules: 1) “Do what is right,” 2)
“Do your best,” and 3) “Treat others the way you

want to be treated.” Every time we would leave

the house, he asked us what the three rules were.

24 - June 2022

JONATHAN T. POLK

JRP BUSINESS DEVELOPMENT
(PROPLOGIX, ONLINE LAND SURVEYORS)
My father’s standard line, when I would
leave any doors in our home open: “What
am I, cooling the neighborhood?”

ELLEN BUCHANAN

NAPLES REAL PRODUCERS

One of the things I remember my dear
father, who passed away four years ago,
saying pretty regularly was to hurry up

and “Get on the stick!” Other big ones were
“Always identify your exits” (when in a
crowd) and “The number 1 rule is: always
protect your face” (baseball wisdom). My
grandfather had quite a few sayings too:
“When in doubt, read the instructions,” “If
you have to force it, you’re doing some-
thing wrong,” “Never go in any direction
empty-handed,” and “Never walk with your

hands in your pockets!” I miss them both!

ERICA EISTER
EISTER & COMPANY
My dad’s favorite thing to tell me, if I was

APRIL KEATING
MVP REALTY
My father and grandfather used to always tell

me, “Money doesn’t grow on trees!” and for that,

upset, was “Don’t worry about it; success
is the best revenge.” He also used to say, I am so grateful for the work ethic instilled in
“Money doesn’t grow on trees.” And then me at a very young age. They also used to tell
there was “A little dirt never hurt anyone.” me, “Only buy Made in America!” and I always

Should I continue? thought they were crazy ... until recently!

ANDREW REGENHARD
NAPLES REAL PRODUCERS

My father’s favorite line, when my mother and

GIOVANNI MATITA
NRL MORTGAGE

“Life goes on!”

I were taking too long in the morning: “We’re
burning daylight!”

S our promise is simple
we bring reliability home

— — = i

What we do is important, but what defines us is
how we do it. We strive to earn your business for
life by doing things right and doing them well.

Speed. Selection. Service

¥

"

Il

ll

i
Wl

nrl mortgage

Giovanni Matita, NLMS# 477645
239-253-5939 | www.giovannimatita.com

23150 FASHION DRIVE T327, ESTERO, FL 33928
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| nlineLand

/ SURVEYORS, INC.

nElGEIhome

Builders.Inc.

No additional cost for rush jobs.

Our staff has over 50 years of combined
industry knowledge servicing the South
Florida region. We are licensed, and
insured. So whether you're an individual
with one job or a company with multiple
jobs we guarantee the highest standards
and professionalism in the industry. Try
our online software solution today and
see how ordering, monitoring, making
lender changes and receiving completed
jobs has been streamlined to be all done
online without spending valuable time

i on the phone.

wilk=
ol

R e i e

‘+ ot

BUILDING YOUR CLIENT
DREAM HOME

- What We Offer -

To You and Other Realtors: To Your Clients:

+ 3% Commission Based on Contract - More Than 20 Floor Plans to Choose From
Price Plus Upgrades - Design Flexibility to Meet Their Specific

« Full Commission Paid at Loan Closing Wants and Needs

(Prior to Breaking Ground) - Assistance From Our In-House Specialist
- Effortless Transition Between Realtor, With Lot Finding

Lender, and Builder

Take some of those to-dos off your list and put them on ours!

@ Scan to Register

CLOSE BETTER WITH THE RIGHT REAL ESTATE SERVICES AND TOOLS Your Clients
No matter your role in the real estate transaction, we're here to help you close better. With a partner in comprehensive _— & —_—
property research and closing tools, you have the ability to focus on growing your title operations. See how our solutions 0
help underwriters, title agents, realtors, and homebuyers/sellers during the closing process. 2 78 We I I Take Car e 239 .3 48 .308 5

of Everything Else

Jonathan T. Polk = 239-438-6933 = Jonathan.Polk@PropLogix.com metrohomebuilders.com

26 - June 2022



EPISODE 17

ROB PAUL AND KIMBERLY ALVORD

ROB PAUL
Real Producers preferred partner Rob
Paul is president of Swag World. He

grew up in the Boston area and, at age
26, decided to move to the Maryland/
D.C. area. Rob started a few office
supply companies and eventually sold
them to start Swag World. He has been

RECAP OF EPISODES 17-24

Estate. Kimberly grew up

in Upstate New York and
attended college in Southern
California, where she studied
social work. After working
in the field with abused
children for a few years,

Kimberly decided to move to

[ R

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

Experien®e

e

PODCAST

Listen in the morning while you get ready for
your day, in the car while driving to and from
appointments, or after work while unwinding from
your busy day.

Catch new episodes of The RP Experience on
YouTube and Spotify every Wednesday!

Check us out on YouTube and Spotify!

e Tube @ﬁzzmi‘?fﬁf ,:.,gf_:ﬂu

Ofcs

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

email andrew.regenhard@realproducersmag.com.

28 - June 2022

living in Naples since July 2020.

KIMBERLY ALVORD
Kimberly Alvord has been working

in real estate for over eight years and

founded a brokerage, the Kimberly
Luxury Group at Royal Shell Real

Ted Stout, Cory Garber, and Andrew Regenhard.

Massachusetts, where she
owned and managed mall
kiosks for 17 years. Once she
turned 40, Kimberly decided
to get her real estate license
and has been in Naples now B e - i = '
| — - L'y =, 323

for over eight years. : ]
Rob Paul, Kimberly Alvord, and Andrew Regenhard.

EPISODE 18
CORY GARBER AND TED STOUT

CORY GARBER

Real Producers preferred partner Cory Garber is the
owner of Gulf Shore Plumbing Contractors. Cory is
originally from Naples, FL, but decided to leave for a
few years to join the military. Once Cory came back
to his hometown, he decided to focus on growing his
business. In this episode, Cory explains that he has a

strong passion for plumbing.

TED STOUT

Ted Stout is a second-generation REALTOR® and
broker/owner of Realmark Realty Group II, LLC. Ted
is originally from Atlanta, Georgia, where his father
owned a large brokerage. He has been in the business

for over 22 years.

Naples Real Producers -

29



DAVE FEIGHTNER AND AMANDA VAN SLYKE

DAVE FEIGHTNER

Real Producers preferred partner Dave Feightner is owner of Spectrum

EPISODE 19
JOSH RUDNICK AND DANTE DISABATO

JOSH RUDNICK

Real Producers preferred partner Josh Rudnick is an

Concierge, where he works alongside his wife. Originally from
Chatham, Massachusetts, Dave was a golf pro for 10 years before he
started his business in 2013. In this episode, Dave explains why he
decided to bring a high-level concierge business to the Naples area.

Dave has been in Naples for 10 years and is a proud father of two.

AMANDA VAN SLYKE

Amanda Van Slyke moved to Naples from North Carolina in 2004 and is — T o

. . . . . . . '%f""”""‘*‘r-.-
attorney and partner with Woods, Weidenmiller, Michetti, now a top-producing REALTOR® with Compass. She started her career J o SR

and Rudnick, LLP. Josh has been in Naples since he was in special education but later decided to transition into real estate. In

13 years old and has been practicing law for over 17 years. this episode, Amanda discusses the changes she has seen throughout

In this episode, Josh discusses his success, interests, and her years in real estate. Amanda is a proud mother of two, and in her

[ SR L1

free time, she enjoys boating with her family. '
’ JOY & ¥ Amanda Van Slyke, Dave Feightner, and Andrew Regenhard.

oals within his industry.
& THm 1S maustry: Dante DiSabato, Josh Rudnick, and Andrew Regenhard.

DANTE DISABATO
Dante DiSabato is a REALTOR® with William Raveis Real = petitive spirit and passion for sports into his work as a

Naples in 2009 and he explains that he brings his com-

Estate. Originally from Columbus, Ohio, Dante attended Realtor. In this podcast episode, Dante and Josh also

Miami of Ohio University to play baseball. He moved to talk about their business relationship with each other.

EPISODE 22
NATALIE EARP AND JANE BOND

EPISODE 20

NATALIE EARP

Real Producers preferred partner Natalie Earp is

BLAKE BECKER AND CHAD PHIPPS

TOPIC OF DISCUSSION: “WHY EVERY REALTOR®
NEEDS A GOOD HANDYMAN.”

BLAKE BECKER

Real Producers preferred partner Blake Becker is owner of
Becker Home Maintenance. Blake started his business six years
ago. In this episode, Blake explains that he grew up in con-
struction, and before he started Becker Home Maintenance, he
worked as a chef. Blake, therefore, places a huge emphasis on
incorporating hospitality and customer service into the handy-

man industry.

CHAD PHIPPS

Chad Phipps is a REALTOR® with John R. Wood Properties.
Originally from Bowling Green, Ohio, Chad moved to Chicago
after college and to Naples over 20 years ago. Chad has been
selling real estate in SWFL for most of his time here.
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Chad Phipps, Blake Becker, and Andrew Regenhard.

Jane Bond, Natalie Earp, and Andrew Regenhard.

director of operations at Venture X, the leader in
luxury co-working office space. Originally from
Boston, MA, Natalie moved to Florida in 2011 and
attended Florida Gulf Coast University. In this
episode, Natalie shares how beneficial it has been
to connect with so many businesses and see the

tremendous growth at Venture X.

JANE BOND

Jane Bond, broker/owner of the Bond Agency, Inc.,
has been in Naples since 2008. Prior to moving to
Naples, Jane was an entertainment manager in New
York City. Two years after moving to Naples, she
decided to become a REALTOR® and open her own
brokerage. In this episode, Jane shares the many

entrepreneurial lives she has lived.
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EPISODE 23
TONY SPANO AND NIC SPANO

$$ VENTURE X

THE FUTURE OF WORKSPACE
™ e = -
% VENTURE X :
TOPIC OF DISCUSSION: “THE FARMING AND e ¥ At Professional Podcast b =

Padract SHid
@ T PodcastSiucy .
BRANDING BENEFITS OF MARKETING.” . ; i
_— Studio at Venture X N o 7
TONY SPANO _ - : 3 _He a

Real Producers preferred partner Tony Spano is regional director

of Your Home Magazine. Tony got into the real estate marketing/ ACOUStlca I Iy sou nd a nd L f - &
L. . . . 1 Tony Spano and Nic Spano. . .
publishing business back in 1977. He also has his broker’s license, and fu I Iy eq ul pped W|th q o e & 1
encouraged his son, Nic, to pursue real estate sales. In this episode, .
) - . Rode RODEcaster Pro =
Tony discusses the need for farming and branding. —
Production Studio, | -

NIC SPANO o e
Nic Spano grew up in Deerfield Beach, FL, and moved to Naples in S h ure S M7 B Ca rd il d

2003. He has been a REALTOR® at Equity Realty for over seven { - ' Dyna m iC Vocal
ears now, focused primarily on Northeast Bonita. In this episode, ' .
e P yon o . > epeor Microphones, and
Nic discusses the importance of farming and finding your niche in the
market. Nic recounts how his father, Tony, encouraged him to get his 2 DT 770 PI‘O StUd 10

license when he was at a career crossroads. Andrew Regenhard. ose &3 p
for up to four people

Hourly rentals are
available for
ANDREW nonmembers and
REGENHARD

members

Andrew Regenhard is the

, EPISODE 24 owner and publisher of

COBY CORRADINO AND ANDREW REGENHARD Naples Real Producers . HDMI connectivity and

(formerly SWFL Real .
Producers). Born and ada pte rs for monitor

o
raised in Wisconsin, | TTETI [

Andrew moved to North

TOPIC OF DISCUSSION: WHAT IS REAL
PRODUCERS, AND WHO IS THE
RP COMMUNITY?”

Dakota for flight training | . A
COBY CORRADINO and used to be a flight _ ccess to

Real Producers preferred partner Coby Corradino instructor. He later had an h ig h -S peed Wif|
is owner and creative director of Corrafilm, a real opportunity to do defense i

estate media and marketing company providing contracting and worked : = ' f
professional photography, videography, and content in Washington State for - = - Access to adl |
creation services. Coby has been with Real Producers a few years. Once his —" e ———. kitch en a nd Café

since its inception in SWFL and has enjoyed see- father became terminally e - iy ith li

ing the company grow. Coby has been an integral ill, Andrew decided to . o with com piime nta ry
Andrew Regenhard and Coby Corradino. &

part of the success of Real Producers, providing move to Naples, where his . Coffee a nd tea

high-quality, high-impact video services. In this parents were living, to be

episode, he explains how he’s enjoyed working with closer to them. A friend introduced Andrew to Real Producers and

Real Producers and how it has helped him grow his he decided to start up a franchise of the REALTOR®-centric publica-

business as well as his relationships in the SWFL real tion in SWFL, where he has been growing the company by leaps and venturex.com ¢ 239-300-9601

estate community. bounds for the past two years. 4850 Tamiami Trail North, Suite 301 & Nap|es, FL 34103
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NEVER LET A CLIENT FORGET YOU

Closing gifts to keep you at the top of your client’s mind year-round

T

P

Sultan of f;fﬂg

= . LB
A E :
DUC : g 2 2008 /

B
ASK US ABOUT OUR FREE REINSPECTION PROGRAM

(239) 389-0996
pantherhomeinspection.com

PANTHER HOME
INSPECTION

MOVEMENT

MORTGAGE

- 0l- 0
Nicole Paolini
- L = (239) 287-8556
nicole.paolini@movement.com
n n movement.com/nicole.paolini
Loan Officer NMLS# 1252860
0 J 0
J U -
PalradtliSeE

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

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



NAPLES

REAL PRODUCERS. EXPERIENCE THE BEST
BRECENTS TILE AND STONE COMPANY IN SWFL

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

Gulf Coast International Properties Equity Realty

“One thing I do every day, as far as a “For a young agent, I think it’s almost impos-
business approach, I wake up every sible to break into real estate just starting by
day and think that I am unemployed.
What am I going to do today to find

someone to hire me to help them buy

yourself without any help. So if possible, you

have to team up with more established agents.

Start as a buyer’s agent or showing agent.
or sell a home? That really helps me That’s what I did... Interview with every possi-

generate new business and stay hungry.” ble team in town. Start as an assistant if you have to.”

A Word from Our Preferred Partners:

Becker Home Maintenance
Luxury Alliance Team
Keller Williams Realty

“Our approach to real estate is

“In the real estate world, we are very effi-
cient in doing inspection reports. Because we

have multiple licenses and so many trusted

relationships, but in the modern-day vendors, we were able to execute an inspec-

way of building relationships, which tion list as a one-stop shop. You call us, we can

is social media. We don’t do door knocking, cold calls, or pay  do everything underneath your roof when it

for leads. It’s all by building organic relationships through comes to handymen and maintenance. Having
social media using Facebook, Instagram, Tik Tok, YouTube, a place where REALTORS® can call and get all of their items done
and LinkedIn... All the leads we get are warm already.” with one company is a great asset.”

TXG (the eXperience Group)
William Raveis Luxury Properties
“That’s why we decided to launch the

Huffman Construction Group

“If we can help a person with their addiction,

we can restore the family, which ultimately
team in the first place — to do our
best to provide the highest level of

restores the community. I'm a prime example.

Scan to Schedule Your Private
Complimentary Consultation

Teen Challenge restored me. One restored life

service possible. I saw a void, a gap in can make such an impact. When you teach

consumer service, and we wanted to people that they’re that powerful and that (> e
fill that. We are well on our way to accomplishing that goal. there is hope, it’s just amazing to watch what happens.” W AS ]_ ER 1 OuUC
The eXperience group — we want to define ourselves as the ILE & 51

ultimate in consumer experience.” To learn more about Teen Challenge or to donate,

call 239-275-1974 or visit the Fort Myers Teen Challenge |: |_ O O R S | B A T H | D E S | G N S
website atteenchatlengensa.org centers/tetive. MASTERTOUCHINSTALLATIONS.COM | 239.443.8592
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LUXURY ALLIANCE TEAM
with Nick Westbrook, Joshua Holt, and Steve Voronkov
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Photo by New Frame Photography

BUILDING A BRAND

The Luxury Alliance Team’s social media pages are adorned with

classic images of the Florida lifestyle. Waves break against the shore
and beautiful homes are backdropped by stunning sunsets, with the
occasional home-buying tip sprinkled in. Social media and creative
marketing have become the driving force behind the Luxury Alliance
Team, a group defined by its focus on lifestyle and all things luxury.

The Luxury Alliance Team was formed in 2018, and COMING TOGETHER

they have quickly spread their wings across the width of In 2014, Steve Voronkov was the first of the three
Florida, with expansion offices in Boca Raton and Marco partners to get his real estate license. At the time,
Island, in addition to their home office in Naples. But their = he was a full-time musician, and he hoped to sell
vision doesn’t stop there; team leaders Nick Westbrook, a few homes around his career as an artist. When
Steve Voronkov, and Joshua Holt hope to expand into he met Nick in 2017, he hadn’t yet hit his stride in

every single major market in the state. And they intend to  real estate.

do so while maintaining their balanced lifestyles.
o0 o0
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Steve Voronkov. (Photo by New Frame Photography)

Nick got started in real estate in 2017

after leaving the retail business. With a
strong work ethic and an entrepreneurial
background, his business took off quickly.
In his first full year, he closed 25 transac-
tions and needed support. That’s when he
partnered with Steve, forming the begin-
ning of what eventually became the Luxury

Alliance Team.

Joshua got started in real estate in 2018,
after a career in acting. He initially linked
up with Nick and Steve at their first social
media educational event. He joined the
team as a buyer’s agent, and, as of 2020,
he is an equal partner. Joshua’s dedication
and leadership capabilities have propelled
him to become an owner of the Luxury

Alliance Team.

FINDING THEIR NICHE

As the Luxury Alliance Team grew, so did
their reach. They eventually opened an
expansion team in Boca and another on
Marco Island. The team is currently 11

members deep through three offices.

Social media marketing has been a critical

element to their success.
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The Voronkov family. (Photo by Luxury & Lens)

The way that we operate our business —
we call it authentic marketing. 99

ﬁ!
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Nick Westbrook. (Photo by New Frame Photography)

The Westbrook family.

The Holt family. (Photo by Natalie Murphy Photography)

Joshua Holt. (Photo by New Frame Photography)

“Our approach to real estate is relationships, but in the
modern-day way of building relationships, which is social
media. We don’t do door knocking, cold calls, or pay for
leads. It’s all by building organic relationships through
social media using Facebook, Instagram, Tik Tok, YouTube,
and LinkedIn,” Steve explains. “We just don’t do what every-

one else does. All the leads we get are warm already.”

You might find posts showing Nick on the golf course, Steve

playing music, or Joshua working on his house.

“The way that we operate our business — we call it authen-
tic marketing,” Joshua adds. “We let people know who we
are. We talk about our families, let them know what we

like to do. We sprinkle on the business in a way that people
want to know about. There’s a traditional, bland, and braggy
way to share your business on social media. Instead, we tell
stories that draw the eye and draw the heart. People follow
us for that. They are able to know us through social media.

People call, and they’re already ready to dive in.”
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From left to right: Nick Westbrook, Joshua Holt, and Steve Voronkov, leaders of the Luxury Alliance Team
at Keller Williams Realty. (Photo by New Frame Photography)

Nick, Steve, and Joshua have also built
their network by running educational
events throughout Florida. That’s
helped them meet agents from across
the state.

“That leverages us for more referrals
in our market,” Nick explains. “We are
being referral-based by using Keller
Williams as a platform to meet and

teach people.

THE FUTURE IS BRIGHT

Nick, Steve, and Joshua have big
plans for the future of the Luxury
Alliance Team. They not only hope to
expand their real estate brand across
Florida; they hope to expand into

other luxury markets.
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“I want to broaden our horizons
and do more than luxury houses —
yachts, watches, cars, everything
branded in that way,” Nick explains.

But for now, the focus remains on

real estate.

“We want to show people that there

is more than one way to get business
in this business,” Joshua says. “We
saw three and a half times growth last
year because we were ready for it.
We did $65 million last year and don’t
pay a dime for leads. We love educat-
ing others that they can do this, too.”

FUN FACTS

Nick played professional
baseball earlier in his life.
Steve was a full-time musician
sponsored by Margaritaville
(where he was personally
introduced to his hero, Jimmy
Buffett), and he’s played at
nearly every major venue

in South Florida. Joshua
previously worked as an actor
before getting into real estate.
“I also make kombucha, and it’s
a business idea that got back
burnered — but that’s another

story,” Joshua laughs.

Don’t Settle for Standard.

Private Client
7 + (zorbwr

The Concierge Closers

“... we started Private Client to provide an option [or more. More than
standard service, more options to accommodate your needs and much

more than just the middleman to your closing.”

9736 Commerce Center Cr.. Fort Myers F1. 33908 | (239) 672-8898 | T'eam@ PrivateClient Title.com



A NEW STANDARD IN HOME SERVICES

° ° °
Providing a great service experience encompassing Estate Management, Integt[']:‘:')f lendlng Wlth

Home Watch, PrOJect Management arg,d Concqge Services singe

customer satisfaction
1S our top priority.

SPECTRUM
(239) 777-6173 onme | eroe N O RT H P O I N T

Estate Management | Home Watch | Concierge Services
LICENSED - INSURED - BONDED -

High-Grade “Great vision without great people is irrelevant.”

Aluminum Art,
Created For You.

Ryan Hoffman

941-779-8093
Branch Manager | NMLS# 1530080

Bring a luxurious, contemporary
appearance to your space with

Balanced Images www.HoffmanMortgages.com
1386 S Narcoossee Rd, Ste A,

St. Cloud, FL 34771

Purchase & Refinance

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

And More!
Northpoint Mortgage | NMLS# 1515
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coaching corner

By Michael Dill ~

*

*

‘Make the Coh*iplicdted '

-
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I’d like to share a little story with you. Sherlock Holmes and his sidekick,
Watson, were camping in the mountains one day, and after having a little bit
too much to drink, they both fell soundly asleep, only for Holmes to wake
up in the middle of the morning, look up in the sky, and see stars, stars, and
more stars. Surprised, he elbowed Watson and said, “Watson, look up.
What do you see?” Watson exclaimed, “I see stars, stars, and more stars.”

“Well, what does that mean to you,
Watson?” asked Holmes. Watson
replied, “It means there’s a far-off
universe, far greater than ours, filled
with stars and planets that revolve

around each other.”

“What else does it mean?” que-
ried Holmes. “Well, based on the
position of the different planets, it
means it’s about 3:15 in the morn-
ing,” Watson offered.
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“Yes ... and what else does it mean,
Watson?” Holmes persisted. “Well,
it means that we are a finite spec

in the universe of this world. Why,
what does it mean to you, Holmes?”

Watson asked, puzzled.

Holmes explained, “You idiot, some-

12

one stole our tent

I share this little story because, as
business owners, sometimes we make

the simple complicated. As a coach,

I give my clients a simple exercise, and a
week or two later, they sometimes come
back with all sorts of spreadsheets and flow
charts with tabs leading to other areas and
so on, when the exercise could have been a

lot simpler.

Business is supposed to be a vehicle to cre-
ate freedom and abundance, and the ability
to give us the time to do what we want,
when we want, with who we want, when-
ever we want. Unfortunately, some people

have a tendency to make that complicated.

Get clear on what you want in your
business, get clear on the net worth
you’d like to have when it’s time to
retire, get clear on where you want to
go, what you want to do, why you want
to do it, and then work backwards.
Create a plan, accordingly, to deliver on
that. Getting clear on what you do leads
to creating the culture and the envi-
ronment you want to have so you can
attract the right people that you want to
represent your brand. Those people will
then represent your brand with pride
and with energy that naturally drips
down to your customers and clients to

keep them coming back more often.

Making the complicated simple is
about just creating the systems for
your team to follow, having regular
team meetings, having your review
process, and putting all the structure
in place so things run smoothly so your
business delivers on what you’d like

so you can reach your goals and your
dreams. In addition, as you’re building
your business with everyone on your
team succeeding, you can share some
of that wealth and success with them
so they will want to be with you for the
long haul. Make the complicated sim-
ple; don’t make the simple complicated.
Don’t be like Watson, attempting to
understand everything in the universe;
just see the simple things in front of
you and realize what needs to take

place for you to get what you want.

I will also add that the value of having a
coach is that the coach will come in and
slow you down to help you make the
complicated simple so you can do the
right things while investing your time,
energy, effort, and money in the right
places to get you, your team, and your

organization what you want.

Coach Michael Dill is an award-winning
Certified Business Coach, global
speaker, and published author. He

is a proud Action Coach franchise
partner, as well as the president

of Power & Ice Wealth Creation, a
strategic leadership company that
works with business owners, leaders,
teams, and entrepreneurs to develop
a systematized and structured
organization while accelerating

their mindset, efficiencies,

and effectiveness to grow,

both personally and

professionally, to achieve
extraordinary results.

He brings more

than 40 years

of business and

entrepreneurial

experience in

his leadership,

team training, and

mentoring practice.
BusinessCoachMichaelDill.com
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OLD REPUBLIC HOME PROTECTION

Don'’t risk your commission

A home warranty is an important addition
to your risk management strategy.

Contact me loday
for details! Shannon Livingston
Account Execubve
B00.282 7131 Ext 1037
C: 230 682 1812
ShannonLii@orhg.com
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Estate Management & Vehicle Services

@:! ::r;.:‘[@ Scan to
%‘?"T-#n #=EL0 Easily Get

E"";:"ir" .44 Your Services
z L)% Started
@

239-249-3353

naplespremierhomewatch.com

NEO

HOME LOANS

/ !__ _“ "\, Edgardo Balentine
f 73 &3 \ Branch Manager
= I NMLS 1432920

| r*-"’ ' Neo Home Loans | The Balentine Team
:l"a .
\"}

Get you buyer's offer accepted
with fast closings, amazing
mortgage programs, and great

| Edgardo@TeamBalentine.com eermmuRlEatonl

' https://EdgardoBalentine.NeoHomelLoans.com

(239) 244-5871 If you are working, the
Balentine team is working
right there with you!
Heo Home Loans i8 & Division of Celeority Home Loams, LLC MMLSE 227766 Equal Housing Lander | mmisConaumerdccess.org
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GIVE US A CALL TODAY

KEEP IN TOUCH
With
PAST CLIENTS,
FRIENDS and RELATIVES
the Easy Way!

Each month, your entire SOI will receive a beautiful mailer, filled
with health-related content, and branded so your picture and
contact information are always right at hand. Starting at just

$200 per month which includes production, printing, and postage.*

Tony@PowerMailersUSA.com
239.235.3170

*Price varies by the quantity of your list



partner spotlight

By Zachary Cohen
Photos by LaCasaTour

More Than Your Average Handyman

In 2016, Blake Becker was in his

fifth year in the catering business.

He took great joy in his work, but

after five years, he began to won-

der if the lifestyle was sustainable.

Catering had Blake working long
hours, often starting in the early
mornings and extending through
the night.

As Blake and his wife, Kristen,
began envisioning a family
together, they reassessed their

professional goals.

“We said, ‘If we’re going to go

forward, is this the lifestyle I want

to continue to lead?’ It was seven
days a week, 90 hours a week
sometimes. Not very conducive

for family life,” Blake reflects.

Blake’s next move was an act of
returning to his roots. He grew

up in and around the construction

business, and in 2016, he returned to
the business he had cut his teeth on as

ateen and a 20-something-year-old.

“I decided to go back to what I grew
up doing and what I knew best —
handyman and construction work.
So from that spark, Becker Home

Maintenance was created.”

Blake was born and raised in Illinois;
his family relocated to Naples in
1997. As a kid, he watched his father
and grandfather build homes.

“They bought land, built homes,
lived in them for a while, sold them,
and did it all over again. That’s the
lifestyle I grew up in.”

Blake’s father eventually moved into
the insurance and car business, but
he restarted his construction career

after relocating to Naples.

“From about 15 to 27 or 28,1
was doing construction with

him,” Blake says.

In 2016, Blake started the
company alongside his wife.
He initially did all of the
work himself; he earned a
strong reputation and slowly
began building the team.

“When I started it, the
whole idea was not to just
do handyman work, but
how can we be different?”
Blake reflects.

There’s a reason that the
word “handyman” isn’t in
Becker Home Maintenance’s
company name. From day 1,
Blake’s intention was to build

a professional brand that went

Naples Real Producers -
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‘ The pride and joy of my life
is my daughter and my wife.
.

Blake Becker starte
Becker Home Maintenanc
with his wife, Kriste
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beyond the description of a tradi-
tional handyman.

“I found feedback on people that
used handymen. They said they are
great, less expensive than a general
contractor, but you may not get
consistency. You might get a hold
of a guy one time and not the next.
You might get a response, or you
may not. My experience in catering
and hospitality set me on the idea
that if I could really apply customer
service to the handyman field, I'd

have a better opportunity.

“So, I was being professional.
Since the inception, our main
goal and drive is to be, above and
beyond, more professional than

the average handyman.”

L

Becker Home Maintenance has morphed
into a high-end handyman service. They
offer extended services like flooring and
cabinet installation while maintaining a
more traditional handyman fleet. This
allows Blake and his team to handle entire

punch lists or post-inspection items.

“In the real estate world, we are very
efficient in doing inspection reports.
Because we have multiple licenses and so
many trusted vendors, we were able to
execute an inspection list as a one-stop
shop. That’s our vision. You call us, we can
do everything underneath your roof when
it comes to handymen and maintenance.
Having a place where REALTORS® can
call and get all of their items done with

one company is a great asset.”

As Becker Home Maintenance
has expanded, so has Blake’s
family. He and his wife, Kristen,
who spearheads the compa-
ny’s marketing efforts, have a
2-year-old daughter.

“The pride and joy of my life

is my daughter and my wife,”
Blake beams. “And this is a
family-owned business. My
wife and I started this together,
and we’re involved in every
single aspect of it. Our mission
is to provide enthusiastic and
superior service that leaves our
clients feeling we’ve exceeded
their expectations — from the
first phone call to how you get

your invoice.”
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Blake is involved with several charities, most notably those organizations that support the recovery
community. “That’s been a special spot in my life. I've been able to work alongside the David Lawrence
Center and Saint Matthews House in multiple areas. Recently, we started helping Team Challenge in Fort
Myers. Being able to help people with their mental health to get their lives back in order is huge.”
—Blake Becker, owner of Becker Home Maintenance

c%onw Sww@WmanQ

THE PERFECT CLOSING GIFT

For more information, please visit
www.beckerhomemaintenance.com.

BECKER

Em loyee

fﬂ? iOmed
&3 Home-Tech

Service That Works™

* We NEVER Use Subcontractors

Donna Raynor * Local and Employee Owned
Home Warranty Consultant * Same Day Emergency Service

239.565.2818 ¢ Peace of Mind for Buyers
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DAMON BRIST AGENCY | 239.202.2933

9861 BERNWOOD PLACE DR STE 165

Brittany Moore
Producing Branch Manager
NMLS # 824215
Direct: 954.866.7189
Cell: 239.292.4194
BMoore@moorelend.com
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I.1 MOORE LENDING GRouP | (% CARDINAL

Getting a home loan
with Moore Lending
Group isn't just a
transaction, we
consider you part of

a'h

Tyler Moore

Sales Manager

NMLS#: 1408486
Direct: 954-866-7186
Cell: 239-292-4191
TMoore@Moorelend.com

n borrower credit, collateral, financial history, and program availability at time of origination. Rates and terms are subject to change without notice. Corpor
I licensing information, go to ) Mortgage L License No. MLD236 LO12798 FL Additional licensing information can be found at: hups://cardinalfinancial.com/nmls-licensing/.
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BECKER

"The entire team is so professional and kind! They did
an excellent job of explaining the process from start
GO gle to finish and answered all my questions. | am so
happy with all of their work!"
- Jessica D., Google Review

beckerhomemaintenance.com

AND MORE! 239-351-6820



P> pro tips

By Nicole Paolini

FINANCED TO

What to Consider When You Have a Financed Buyer,
Whether You’re Representing the Buyer or the Seller

You have probably already experienced the subtle shifts in FOUR KEY FACTORS TO CONSIDER WHEN YOU
the market over the past few weeks. Listings are staying on =~ HAVE A FINANCED BUYER

the market ever so slightly longer, the number of offers are
fewer, and open houses are a little less manic. In the coming 1. Local Lender vs. Big Bank
months, there will continue to be shifts, and those shifts Alocal lender is a better choice because they un-
support a “normalizing” of the SWFL real estate market. derstand the local market, such as condo approvals,
secondary homes, and mail-away closings. In addi-
That leveling of the playing field will create opportunities tion, a local lender has relationships with local title
for your financed buyers to compete in the marketplace — companies, attorneys, inspectors, and insurance
even with higher interest rates. agents, and they have the ability to reach out and

get resolutions to any issues that may arise.
WHY ARE FINANCED DEALS GOING TO BE IMPORTANT
TO MY SELLERS?
As the sellers’ market begins to soften, sellers may need

2. Experience vs. Order Taker

They are not a bank teller or a barista that just
passed the state exam. An experienced lender is
going to be able to handle all types of clientele —
from the first-time homebuyer to the self-employed

to consider a financed deal. What our industry has seen is

that the savvy buyers do NOT want to pay cash, though the
contract states so. There are key reasons for this decision:
1) diversification and not tying up cash investment in one borrower with 10 companies. An experienced lend-
asset, 2) to capitalize on the leverage of a mortgage and er can consult with your client on the best program
keep assets in the market, and 3) does not sacrifice liquidity based on their financial profile. An experienced

and minimizes tax implications.
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lender understands the criticality of
answering the phone — days or nights
and weekends. You do not just sell
houses Monday-Friday from 8 a.m. to
5 p.m. You need a lender who mirrors

your work ethic and work schedule.

3. Preapproval vs. Prequalification

A buyer should be preapproved/
pre-underwritten versus prequalified.
Pre-qualification estimates how much
you may be able to borrow, based on

a mostly informal evaluation of your
finances. Preapproval carries more
weight and requires documentation and
a credit check. Some companies even
offer to pre-underwrite, which is the
best option and holds the most weight
because it has been approved by the
underwriter even if a property has not
been secured in a contract. A lender
who provides a preapproval should be
willing to call any listing agent to sup-
port the preapproval.

—

DOMAIN

INSURANCE MANAGEMENT INC,
HOME | AUTO | FLOOD

We work directly with
lenders & realtors
to help transactions )
close smoothly. |

Refer us to
your clients

239-898-9720 4

4. Partner vs. Pirate

Choose a lender whom you
know has your best interests
in mind — a lender that you
can trust with a family mem-
bers’ loan, that can speak to
your client’s CFO or to the
grandma who needs help
with downloading a PDF,
that is part of your collective
team and is behind you, help-
ing you win and close every

executed deal.

Though cash is “king,” there are
instances when it financially bene-
fits your client to acquire financ-
ing. By having a trusted, local
lender as part of your team, you
can better position your clients to
win with financing, and you can
close the transaction with as much

confidence as a cash deal.

Nicole Paolini
is a top
lender with
Movement
Mortgage

in the

SWFL market.
She prides herself on her
consultative approach and
commitment to her clients —
REALTORS® and borrowers.
Her expertise in high-end
lending is unparalleled, and
she has closed loans for
CEOs, politicians, owners of

multimillion-dollar businesses,
and countless snowbirds
escaping the cold. Contact
Nicole at 239-287-8556 or at
nicole.paolini@movement.com.

As an
independent
agency,
we have options
for EVERYONE.
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GET THE

PLUMBING

DONE RIGHT
THE FIRST TIME!

Cory Garber, Owner

GulfShorePlumbing@comcast.net

GULF _ SHORE -

PLUMBING CONTRACTORS, LLC

US A CALL TODAY

9-200-1235

nmercial & Residential

\lf

S «24/7
HVAC

Professional HVAC Systems & Installatlon

STARTING AT $l| 999

Call the Pro-Tec Experts £ &) £8 Mrsthe _
for a Personalized Quote W @ W Pro-Tec Promise!

Offices in Maples, Fort Myers, Babcock Ranch and Ave Maria » Schedule a Service Today
239.790.8188 - ptpflorida.com - Licensed & Insured CFC1427811 - CAC1821149 ) (D ©)

= =) PRO-TEC
- IMBING & AIR
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LAW OFFICE OF
MPF | MATTHEW P FLORES

TRUSTED PRACTICAL SMART
advice solutions strategies

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

MATTHEW P. FLORES, ESQ.
matt@naplesbaylaw.com | 239-261-0592

1333 Third Avenue S, Suite 505, Naples, Florida 34102 |
naplesbaylaw.com | @naplesbaylaw [0




Forging His Own Path
.

24 featured agent

By Zachary Cohe'r‘r_1L
Photo by SW Sun Sel‘\‘li‘(‘:ss Photography
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Photo by SW.Sun Services Photography

Eight years ago,

Nic Spano found

- himself at a
crossroads. A Florida
native, he initially
went to school in
Virginia before
transferring to Florida
Gulf Coast University,
but he was still
seeking direction.
Like many college
students, he was

still unsure of his

preferred career path.

Nic’s father was in the publishing
business, but he ran in the same circles
as many of the area’s REALTORS®. He
held his broker’s license for over 30
years but never actively sold real estate.
So when he recognized his son could use
a push in a new direction, he suggested

Nic give real estate sales a shot.

“I was looking for a path. I think a lot
of people in their late teens and early
20s are like that, and he saw that in
me. One day he came into my room and
said, “You should get your real estate

license.” He gave me that opportunity.”

After some consideration, Nic decided

to give it a shot.

At just 22 years old, Nic was faced with breaking
into an established market driven by an older gen-
eration. He started his career as an assistant and
soon moved into a sales role. By 2015, he landed

with Equity Realty, where he’s been since.

“It was definitely a challenge,” Nic reflects. “The
Naples market is not a market where you're dealing
with a lot of first-time homebuyers. Most are very
seasoned, own two or three homes... So as a new
Realtor, you might be working with someone who

knows more about buying and selling than you do.”

Nic built trust with hard work, a drive to execute,

and a never-ending thirst for knowledge.

“A lot of people gave me a shot, and that challenge

made me a better Realtor,” he says.
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Nic and Lydia Spano welcomed daughter Summer in March 2022. (Photo by Natalie Murphy Photography)
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Photo by SW Sun Services
Photography

— More than anything,
Photo by SW Sun Services
Photography I’m focused on the
relationships. It's the
relationships that have taken

my business to the next level —

treating people like people, KEEPING IT REAL

like a relationship | care Nic remains humble, down-
to-earth, and accessible. He

about people- considers himself a consultant
— not a salesperson — and that
approach has helped him gain sales

and build relationships.

“I'm not going to convince someone to buy a house.
I’'m there to offer advice and help them make the
best decision for them. Even if I wanted to be pushy,
I don’t have that in me. I think that comes across as

genuine for people.”

Nic’s strategy has been a success. He closed $14 mil-
lion in 2020 and more than doubled his business to
$34 million in 2021. By the first week of April 2022,

he had over $22 million in closed and pending sales.

WORDS OF WISDOM

Nic is grateful to have started his career on an

established real estate team. For any new agent
getting started in the business, he recommends they

consider doing the same.
When he’s not working, you will often find Nic Spano on the tennis
court. (Photo by SW Sun Services Photography)
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“For a young agent, I think
it’s almost impossible to
break into real estate just
starting by yourself without
any help. So if possible, you
have to team up with more
established agents. Start as
a buyer’s agent or showing
agent. That’s what I did...
Interview with every possi-
ble team in town. Start as an

assistant if you have to.”

LOOKING AHEAD

As Nic’s real estate business
has grown, so has his family.
In March 2022, he and his
wife, Lydia, welcomed their
first child, Summer, to the
world. So this year, he’s
faced with a new challenge
— growing his business
while embracing the new
role of “dad.” When he’s not
working or with his family,
you’ll find Nic playing pick-
leball with friends.

As he looks ahead, Nic
envisions continued growth. -
He’s also aware that the
current state of the market
will shift again at some
point, so he’s staying on his

toes, ready to react.

“The vision is growth,” he
says. “Perhaps that’s every
agent’s goal. I've doubled the
business in the last three
years. So I want continued
growth there... But more
than anything, I'm focused
on the relationships. It’s the
relationships that have taken
my business to the next
level — treating people like
people, like a relationship.

I care about people. 'm not
just a Realtor in it for the
money. I care about people,
their success, and what they

are trying to accomplish.” Photo by SW-Sun Services Photography
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NO CREDIT?| NON-USA CITIZEN? | RETIRED?
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JLund@goldstarfinancial.com
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Branch Manager | NMLS
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MAKE%ERE YOUR CI]ENT'S HOME IS MARKET READY!

Santiago Osplna
239.200.1114

ospina_santiago@outlook.com

144 .~ Corrafilm is‘a Personal Branding and

' Production Company that works closely
with Real Estate Agents to grow their
audience on Social Media Platforms.

g

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

68 - June 2022

s O\
COMMUNITY Here at Community Lending, we define “community” as a family — a shared

LENDIN G collective of individuals who inspire, encourage, and rely on one another to
Sl achieve a goal. The goal? To ensure our clients are taken care of, like a family.
We aren't your typical loan officers ... you know the ones, slightly stiff and boring. We laugh until the tears
stream down our faces, and we provide tissues when those tears aren't shed aver such humorous matters,

We honor local charities and give back, becaue we understand that everyone’s life matters.

Ramena Miller

AVelce In the Wilderness Empawsrment Canter

COMMUNITY LENDING
Ask Us About: P Powered By Hamilton Home Loans
Dffice! (239) 333-4684

‘J* i A Infe@communitylerdingll.com
.J" CowmivaldniT I"'-; I : .
5l

EROE caoves!
FORH OES LOVES 8191 College Plowy, Suite 203
Special Morigage Benefits for our Community Heroes A Lending Hand Fort Myers, FL 33919
= = : NMLSE 27112 @
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GUIDING

P> legal hotline

By Christopher O’Brien, Esq.

FOREIGN INVESTORS

‘We have seen a substantial influx

of non-residents purchasing real
property in our beautiful Sunshine
State. It is no surprise that a number
of these non-residents are foreign
investors. This article serves as a
brief outline of issues and insights for

foreign investors to consider.

The Federal Government does not
preclude foreign investors to buy
real estate in the United States. Any
foreign investor can buy real estate
without any involvement of a govern-
ment agency, as long as they abide by
the law.
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Please note that buying a real
property in Florida does not auto-
matically grant an individual a Visa.
Anyone interested in acquiring a
Visa should consult an immigration
attorney to understand what the

requirements are.

In case the buyer cannot attend to
the closing in person, it is possible to
execute a Power of Attorney autho-
rizing a third party to represent the
buyer at the transaction closing.

A local Florida attorney should be
retained to ensure compliance with

all legal requirements.

In addition to consulting with a Florida
attorney, a foreign investor should consult
with a certified public accountant (CPA)

to go over the tax implications of a real
estate purchase. For example, federal law
requires that all-cash real estate transac-
tions over $10,000 must be reported to the

Federal Government.

Foreign investors should be aware of the
guidelines provided by the Internal Revenue
Service (IRS) for determining what consti-
tutes a U.S. resident for tax purposes. The
IRS utilizes a method called “Substantial
Presence Test” to determine how many days
an individual has been physically present in

the country for tax purposes.

Foreign Investors intending to sell real
estate must adhere to rules under the
Foreign Investment in Real Property
Tax Act 0of 1980 (FIRPTA) legisla-

tion. It is highly recommended that a
well-qualified CPA versed in FIRPTA is
consulted with before a foreign inves-

tor sells their Florida real property.

FIRPTA authorized the United States
to tax foreign persons on disposi-

tions of U.S. real property interests.

A disposition means “disposition” for
any purpose of the Internal Revenue
Code. This includes, but is not limited
to, a sale or exchange, liquidation,
redemption, gift, transfer, etc. Persons
purchasing U.S. real property interests
(transferees) from foreign persons, cer-
tain purchasers’ agents, and settlement
officers are required to withhold 15 per-
cent (10 percent for dispositions before
February 17, 2016) of the amount real-
ized on the disposition (special rules

for foreign corporations).

A U.S. real property interest is an
interest, other than as a creditor, in
real property (including an interest in
a mine, well, or other natural deposit)
located in the United States or the
U.S. Virgin Islands, as well as certain
personal property that is associated
with the use of real property (such

as farming machinery). It also means

any interest, other than as a creditor,
in any domestic corporation unless

it is established that the corporation
was at no time a U.S. real property
holding corporation during the
shorter of the period during which
the interest was held or the five-year
period ending on the date of disposi-
tion (applicable periods).

The transferee must deduct and with-
hold a tax on the total amount realized
by the foreign person on the disposi-
tion. The rate of withholding generally
is 15 percent (10 percent for disposi-
tions before February 17, 2016).

The amount realized is the sum of:

* The cash paid, or to be paid (PUR-
CHASE PRICE);

¢ The fair market value of other
property transferred, or to be trans-
ferred; and

* The amount of any liability assumed
by the transferee or to which the
property is subject immediately

before and after the transfer.

If the property transferred was owned
jointly by U.S. and foreign persons, the
amount realized is allocated between
the transferors based on the capital

contribution of each transferor.

A foreign corporation that distrib-
utes a U.S. real property interest
must withhold a tax equal to 35
percent of the gain it recognizes on

the distribution to its shareholders.

A domestic corporation must with-
hold tax on the fair market value of
the property distributed to a foreign
shareholder if:

* The shareholder’s interest in the
corporation is a U.S. real property
interest, and

* The property distributed is either
in redemption of stock or in liqui-

dation of the corporation.

Some exceptions from FIRPTA
withholding to note:

* The personal residence purchased
is valued at $300,000 or less.

* The transaction is categorized as
a non-recognition transfer.

* The realization of the transaction

amounts to zero.

In addition to consulting a CPA, it

is highly recommended that foreign
investors seek assistance from a
Florida real estate attorney to guide
them through real estate transac-
tions, whether purchasing or selling

real estate in the State of Florida.

Christopher O’Brien joined Woods, Weidenmiller, Michetti, & Rudnick as an associate in the firm’s
litigation department in the spring of 2018. He obtained his Bachelor of Science in Environmental
Science from Florida State University in May 2014 and graduated cum laude from Florida State
University College of Law with a Juris Doctor and a Certificate in Environmental and Land Use Law in
May 2017. While attending law school, Christopher worked as a research assistant for the associate

dean for environmental programs, Professor Shi-Ling Hsu.
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P» featured agent

By Zachary Cohen
Photo by SW Sun Services Photography

Photo by SW Sun Services Photography

Led by industry veteran Chris Evensen, TXG (the
eXperience group) at William Raveis Luxury Properties,
is one of Naples’ top boutique real estate teams. Chris
founded TXG alongside Sophie Hewson in 2014. After
being invited by one of the largest national institutions
to service foreclosure homes, TXG quickly rose to the
upper echelon of local teams. Then, the COVID-19 pan-
demic put nearly all foreclosures on hold — but Chris
and his team didn’t slow down. Instead, they answered
the call, reinventing themselves again in the traditional
resale market. 2021 was a record year for TXG, and they

plan to continue to grow.

TXG is a boutique real estate services group focused on

providing industry-best service.

“That’s why we decided to launch the team in the first
place — to do our best to provide the highest level of
service possible,” Chris explains. “I saw a void, a gap
in consumer service, and we wanted to fill that. We are

well on our way to accomplishing that goal.”

FUN FACTS:

All four members

of TXG have
competed at a high
level in sports. Chris
and Adam played
college football,
Kenny was a
professional soccer
player, and Sophie
was a nationally
ranked equestrian

Rewind: Chris Evensen for over 25 years.

To understand TXG, we must first

take a trip back to 1992, when

Chris started his real estate career.

At the time, Chris worked as a national sales manager
for a financial services company and owned several
ServiceMaster franchises. A third-generation real estate
agent, Chris decided to get his license, but without much

of a plan.

“I started dabbling in real estate, selling five to seven
homes per year. I really enjoyed what I was doing,”
Chris reflects.

Chris found a passion for real estate, and by 1994, he
decided to sell his other businesses to focus on real

estate full-time.

Becoming a Leader

Chris began his real estate career in Manchester, NH.

Naples Real Producers -
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“From 1994 to 2005, I went from doing

limited business to breaking into the top
10 in the MLS. Fast forward to now, and
my teams have closed over 2,500 trans-

actions in 30 years.”

In 2005, Chris moved to Georgia, and
in 2007, he relocated to Florida, where
he had vacationed since the early ‘90s.
Here, he transitioned from an active
REALTOR® to a full-time broker with
Keller Williams. Chris opened three
offices — one each in Fort Lauderdale,
Marco Island, and Naples. His offices
achieved tremendous success, and after
seven years, Chris decided to return to

his roots in sales.

“Why did I leave the broker role? I do
not feel like I ever left it. I felt my leader-
ship skills were better utilized building a
team. One of my frustrations as a broker
was that many agents would attend my
training classes to learn the skills and
techniques they needed to succeed and

Adam Radno (left) joined TXG in 2016. (Photo by SW Sun Services Photography)

then never implement them. It was
maddening. So I decided to build
my own small team of committed
professionals dedicated to the best
possible customer service and
marketing. We are now four strong

and growing.”

Becoming a Team

In 2014, Chris launched TXG
alongside Sophie Hewson. Sophie
has a strong international business
and finance background, and she
fills the operations management
role. She has used her attention

to detail and analytical skills to
become well-versed in the con-
tracting and valuation process. She
remains committed to ensuring
only the best start-to-finish experi-
ence for all TXG clientele. As Chris
fondly likes to say, “Sophie is an
invaluable asset to the team. She is
the ‘brains behind the brawn’ who

keeps us all on track.”

Kenny James joined TXG in 2020 as the team’s
customer liaison.

Chris Evensen and Sophie
Hewson co-founded TXG
in 2014. (Photo by SW Sun
Services Photography)

Adam Radno joined
the team in 2016, and
he’s currently TXG’s

number 2 producer.

Adam became a real
estate agent in 2014

and joined Chris’ team
in 2016. He started his
real estate career with

a strong business track
record, and Chris has
helped him apply that to
the real estate business.
Although Adam didn’t
work directly for Chris
at the start of his career,
Chris quickly became an

advisor and mentor.

“About 18 months into
the business, I ran into
some challenges. I lost
a sale for $3 million
and had a listing

that was not selling.
Sometimes, I’d call
Chris with questions,
and when I ran into this
brick wall, I gave him a
call and asked to pick
his brain a little bit.
When we finished our
meeting, he said he was
ready to bring someone
on. Chris and I had a
few more meetings and
then I joined TXG,”

Adam explains.

For the past six years,
Adam has steadily
grown his real estate
business with passion,
hard work, and a
never-ending quest

for perfection.

In 2020, Kenny James
joined TXG as the
customer liaison.
Kenny has an extensive
background in business

consulting and client



FAMILY FOCUS
Chris Evensen is
the proud father of
Christian, Haleigh,
Jenna, and Grayson.

relations. He uses his experience and strong inter-

SOUTHWEST FLORIDA’S
REMODELING EXPERTS

Kitchen Cabinets & Countertops * New Outdoor Kitchen / Remodeling

personal skill set to uncover exactly what custom-

ers are looking for.

Taking TXG into the Future

As Chris looks ahead, he hopes to grow the team,
starting by adding two more members in 2022.
The team has had to get creative in the face of

the COVID-19 pandemic, but they’ve once again
entered the top 500 agents in the market. This
proves that whatever the obstacles may be, TXG is New Bathrooms or Remodeling Ideas ¢« Custom Closets for your Home
ready to step up and find a way to succeed. When a

transaction hits a snag, they’ll find a creative way

through. When a client needs support, they are Top-Notch Flooring Services ¢ Free Design Consultation for Kitchens

We want to define our-

present and available.

selves as the ultimate

“ . .ﬁ‘_ _* .
‘As a team, we love to answer the challenges that fh consumer éxperlence. = 2700 IMMOKALEE ROAD #14
customers have, no matter what they may be,” # |
Adam says. “That’s what TXG is all about for me.” : 7 7 £ NAPLES, FL 34110
Chris adds, “The eXperience group — we want 23 9_435 . 6 6 77
to define ourselves as the ultimate in . .
QLRSS experience.” Photo by SW Sun Services Photography F I O O rl n g & K I tc h e n S
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By Christina Daves

P> topics in real estate

e EMALL LIST

I'm sure you’ve heard this a thousand
times: “The money is in the list.” Mark
Zuckerberg could shut down Facebook
tomorrow, and you would lose all of
your followers, but if they are also on
your email list, it wouldn’t really matter.
Your list is yours, and those people are

all warm leads.

I’'ve worked with thousands of real estate agents, and 1
still see on most websites a box that says, “Sign up for
my newsletter” or “Join my list.” The days of people
randomly giving away their email address are gone.
People don’t sign up for newsletters anymore unless
it’s something they are really interested in — fitness,
cooking, gardening, etc. Not many people want a news-
letter about a real estate agent. These are the cold,
hard facts, but the good news is that if you provide
something of value in exchange for that email address,

people are more likely to give it to you.

Creating an opt-in/”freebie.” (This is something of
value that you are giving away to collect someone’s

name and email address.)
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STEP 1 — What’s your offer? Right now,
people aren’t opting in much for eBooks,
but they love checklists. Examples could
be a list for first-time homebuyers, a
checklist on how to stage a home before
selling, a downsizing guide, or an estate

sale checklist.

STEP 2 — Create your offer. If you aren’t good with
graphics, check out www.Fiverr.com and find someone

who can design it for you.

STEP 3 — Make it easy for people you meet to get your
free offer. Get a custom domain for yourself, such as
www.freegiftfromname.com, www.whattosell.com,
www.namesstagingguide.com. You see how easy these
are to remember, so when you are speaking with some-
one on a podcast, on television, or quoted in an article,
you can easily say this custom domain and people will

remember the name.

STEP 4 — Create a custom landing page on your website
that has just this offer. This is not on the homepage of
your website. This is a separate page that has nothing

a 0207
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but the invitation to receive your checklist.
If you aren’t technical, this is a common and

inexpensive request for an IT person.

Check out my real estate offer to use as

an example, and feel free to download the
guide, www.GetPressToday.com. You'll see
T used video on my landing page, which is
very important now. A full 80 percent of all
content consumed in 2022 will be via video.
People want to be comfortable with you and
want reassurance that you aren’t going to
spam them but just give them good informa-
tion. A video allows them to see and get to

know who they might be working with.

STEP 5 — Create an email funnel that gives
them the document in email number one
and continues to warm them up, and then

leads them to a call with you.

>

That’s it. It’s really that simple to start growing your email
list. Then, you put this out on social media and make sure
it’s on everything you have: your website, your social media
headers, pinned posts, etc. Grow your list by offering some-

thing of value in exchange for someone’s email address.

*Please look into the new GDPR requirements, and make
sure that you have a privacy policy link on any opt-in page
addressing cookies and what your website does with them.
A Google search and/or conversation with your attorney

will help you with this.

Christina Daves is the founder

of PR For Anyone®. She has trained thousands
of real estate agents in gaining visibility by
using traditional and social media together for
maximum effectiveness. Agents she has worked
with have appeared in national magazines,
newspapers, radio, television and blogs. Book
your free Business Strategy Session with her at
www.ChatwithChristina.com, and learn more
about her at www.ChristinaDaves.com.

Need better closing services?

Choose Legacy Title on your next transaction and
experience a smooth and successful closing

every time.

Full Service On Every Transaction - Exceeding Expectations Since 2008!

23160 Fashion Drive, Ste. 227 - Estero, FL 33928

Eric L. Solomon, President 239-325-2709 - team@Itflorida.com - www.Itflorida.com
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Locally Owned & Operated | Local & Long Distance Moves | Moving & Packing Services | We also sell and deliver boxes!

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

FIND YOUR SOLUTION TODAY!

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

HOME

AUTO
WATERCRAFT
AVIATION
COLLECTIONS
JEWELRY
LIABILITY
BUSINESS

LICENSED IN

CPRIA, AINS
Private Client Risk Advisor
(239) 213-2049
cwalker@bbswfla.com
Brown & Brown of )
Southwest Florida I'ﬁ
1421 Pine Ridge Rd, Suite 200 .
Naples, FL 34109

Brﬂwn & Bmwn
INSURAMNCE®

SOUTHWEST FLORIDA
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HOME INSPECTION

REALTORS...

Your reputation is your most valuable asset and
clients rely on you to guide them through a
complicated and stressful process.

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

transaction and beyond.

Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI

To make an appointment please call (239) 431-5100

or visit our website pythonhomeinspection.com

H AD INGER “A family name you can trust”

6401 North Airport-Pulling Road ® Naples, FL. 34109
Mon - Fri 9-5:30pm e Sat 10-5pm
239-566-7100 ® hadingerflooring.com



making a difference

By Ellen Buchanan

Coaching People Back to Life

“In 2009, I got in trouble with the law and hit my
bottom with drug addiction. I was blessed to go to
Teen Challenge for a year as part of my court order.
Six months into the program, God gave me a vision

that I would be involved in other ministries, that I

would support

that I would become a pillar in my community.”
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and TEEN CHALLENGE

other ministries financially .. and

That vision turned out to be prophetic in John
Huffman’s life, as he not only returned to sobri-

ety but also became a successful businessman and
active member of the community, dedicated to
serving and giving back. Today, John owns a busy
construction business, Huffman Construction Group
(formerly Innovative Design Solutions), specializing
in condo renovations, construction defects, floor-

ing and painting, and new builds. He has a staff of

three administrative professionals and 25 men in
the field servicing Southwest Florida from Bonita to
Marco Island. In addition to running his company,
John is still actively involved in ministering at Teen

Challenge all these years later.

“I stayed after my program finished and got my min-
ister’s license,” John recalls. “I stayed there two and

a half more years until I was called to leave.”

Uohn Huffman, owner of
man Construction Group.

John is proud to be the first student of the
Teen Challenge center in Fort Myers ever to
sit on its board of directors. He continues to
serve on the board, as well as has an active,
Bible-based ministry teaching the men at the
center once a month about their worth in
God’s eyes. John invites the men back to his

house regularly “just to hang out.”

Teen Challenge is a non-denominational
Christian program with over 2,000 cen-

ters worldwide. Originally established in
the 1950s to help troubled teens, they now
serve adults, as well, and have 200 adult
centers and 150 adolescent centers in the
United States alone. According to John,
Teen Challenge is a discipleship program for
people with all manner of “life-controlling
issues,” from drug addiction
to gambling, depression,
anxiety, anything that people
are struggling with that has
taken over their lives and cost
them their ability to live and

function normally.

“Usually, they’ve tried secular
programs and spent $100,000,
$200,000, $40,000 a pop for

a 28-day program, and they’re
just done,” John explains.
They’ll say, “Well, the only pro-
gram I can get into is this Jesus program over
here; they’re willing to take me,” and that’s
usually what happens. They’re at the bottom.
Their families are done, the wife is done, the
kids are done. And they turn to God.”

At Teen Challenge, a residential facility in Fort
Myers that houses 35 to 40 men at a time and
20 to 30 women in a separate facility, partici-
pants are introduced to Jesus and taught about

their worth from a Biblical perspective.

“A lot of them struggle with issues of identity,
self-doubt, and self-worth,” John says. “We
remind them that they’re special, that they
have something to offer, and have a purpose.

We are coaching people back to life.”

The approach appears to work phenomenally well.
For those who graduate from Teen Challenge’s one-
year program, there is an 85-percent success rate.
Most who have been through the program are able

to turn their lives around.

“This is so important,” John emphasizes, “because
every family has someone who has been affected
by addiction, whether brother, cousin, uncle... If we
can help that person with their addiction, we can restore the family, which

ultimately restores the community.”

“Look at me. I'm a prime example,” he continues. “Teen Challenge restored
me. I have a beautiful wife, am raising four children, have a successful busi-
ness, and am pouring back into the community every day. One restored life
can make such an impact. When you teach people that they’re that powerful

and that there is hope, it’s just amazing to watch what happens.”

John is certainly making a powerful impact, but he’s not doing it alone.
His entire family — his wife, Sarah; daughters, Trinity (21), Jaylynn (20),
Kinley (10); and son, Trey (18) — are all involved with and support the Teen

Challenge program with him as well.

“My wife is highly involved with me,” says John. “Sarah supported me when
we had $400 in the bank. She was my constant cheerleader and the one
who pushed me to start my first business. She is ministering at the Teen
Challenge women’s center herself and was also the one who encouraged me

to get into the community and start teaching and helping these families.”
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John and Sarah Huffman’s Harvest Ministry reunites
Teen Challenge graduates with their children.
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“When students of the program graduate, we
have a ministry of our own called Harvest
Ministry. We help them unify with their kids
again ... because the kids are affected too and
sometimes have seen things they shouldn’t
have... My wife ministers to the moms, and my
children help minister to the kids. We try to
bring the whole family in and back together.”

John explains that Teen Challenge has a need
for donations. The program costs $1,100 per
month, all-inclusive, but thanks to donations,
only about 8 percent of participants have to
pay in full on their own. Teen Challenge has a
thrift store that helps support paying for the

program for people who are indigent.

88 - June 2022

“We can help someone who can’t afford the

program by selling things at the thrift store.

When people buy or sell a house, they may
be getting rid of all the old cabinets, getting
rid of old furniture, etc.,” John explains,
“and we can sell these at the thrift store.
REALTORS® know a lot of people... They
can help us either find donations for the
thrift store or even refer people to Teen
Challenge. Everyone knows someone strug-
gling with addiction.”

John is a shining example of the success
of Teen Challenge. He wants people who
are struggling with any type of addiction or
life-controlling issue to know that they can

turn their lives around the way that he did.

“The biggest thing I want people to know is
that there is hope,” he says. “For those who
are struggling with addiction in Southwest

Florida, we’re here in their backyard, ready

to help.”

To learn more about Teen Challenge or
to donate, call 239-275-1974, or visit the
Fort Myers Teen Challenge website at
teenchallengeusa.org/centers/tcfl105.

Is Your Client Ready ;‘o Turn Their New House into Their

45

CONSTRUCTION GROUP
DESIGN | BUILD | REMODEL

DESIGN SOLUTION

ISIT OUR WEBSITE OR GIVE US A CALL TODAY i
239.920.4806 | NaplesConstruction.net .ﬂ.

r'\he L LICENSE # CGC-CGC1528960 RS t
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LET’S GET YOUR CLIENT
TO THE CLOSING TABLE!

If your client is buying a home valued
$750,000 or greater, trust Sentry
Insurance Advisors to get them to the
closing table on time. As an independent
agent we proudly represent more than
20 highly respected insurance carriers,
and have capabilities to serve them on a
national basis.

239-350-4906
sentryia.com
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‘LET S DISCUSS YOUR EVENT' Iy

Lugh’r\ﬁrrks Stage Produch@ﬁs is South Hb'do S rlpos’r corﬁplé‘fé‘sound lighting,
audio: VISSCII and decor @wder in the corporate and.speC =even1indus’rry
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"Professional, knowledgeable and accommodating, | would recommend
Lightworks for any event, large or small.” -Alan J.,The Powerhouse Group

UGHTING - AUDIO ° PROJECTION - BACKLINE
GRKS We'll work with you every step of the way to insure that your event is flawless.
Let me help you reach your goals
with images that get results!

NEW FRAME o 02009000
| | ' jiod

hana@newframephotography.com




BEAT THE COMPETITION

getting interest above the other listed
homes nearby will have your clients

raving about you.

Eyes to You!

Video posted on your website keeps
people there 88 percent 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,
magazines, and more. These all cost
large sums of money and typically
get thrown away after a short period
of time. Viewers retain 95 percent of
what they see on a video versus only 10

percent 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 example video

topics to consider:

+ Subdivision Video (your farm)

* Listings Property Video

* Market Stats in your area (overview)
+ Short Sale vs. Foreclosure

* Homebuying Process in SWFL

* Why Staging is a Good Idea

* Steps to Downsizing for Seniors

* Why Waiting to Purchase a
Home is More Costly

* Things to do in SWFL

* Video Interview with Your
Favorite Vendors

* What are the Differences
Between FHA/VA/
Conventional Loans?

* Why Do You Need Title Insur-
ance 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 mar-
keting 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 proposition
for your business. Get ahead of the
competition by implementing video

into your real estate business!
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I vey a value message to your
E s I A I E v I D E o ® targeted audience. The end

game is to get your prospects

No matter the time of day or night,
a real person is always on the line
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and potential customers to o i - “Gi Sl 2 . o F H Serv'ice to solve your plumblng pl'()blems.

Video as a major tool to market your real estate business is not a secret. “like and know you” before y F : o SBbing  Drain C]-Eﬂlling Gas

However, only a small number of active REALTORS® actually implement you ever meet them. It also . 9 ] *

this weapon into their marketing plans. Perhaps it’s the fear of being in front  allows you to use your vid- 3 ‘45 5 _83 5 3 S unwe St

of a camera, or maybe video just isn’t part of how they conduct business. In eos of homes to market for - \__

the future, there will be two types of agents going forward: Realtor who use more listings. It’s like having Pl b °

video in their business and ones who don’t. Currently, 73 percent of home- an ultimate weapon in the um ]_n g
owners say they prefer a Realtor to list their home using video as part of bag when going on listing

their marketing plan, though only 9 percent of Realtor nationwide actively appointments. Telling the

use video when marketing properties. story of their property and (239) 455-8353 « swilplumbingrepairs.com
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Premium Real Estate Catering
For Open Houses, Broker Opens
& Corporate Events

SCAN ME SCAN ME
239-434-2011 REAL ESTATE SERVICES
mgcatering@comcast.net | matthewsandgardner.com 1] TO GROW YOUR BUSINESS (=] [=]
1250 Tamiami Trail N Suite #111 Naples, FL 34102 (1/4 mile south of Coastland Mall, next to Einstein Bagels) E E

o @mafarmstand @ @mg_farmstand
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“I grew up as a kid playing on construction

sites. We were around it all the time. At din-
ners, I would hear my dad talking about real
estate and construction. Real estate was our

life,” Taylor reflects.

‘When he was in high school, Taylor spent his
summers working on a framing crew for his
father’s company. It wasn’t his favorite role, but it
taught him the value of hard work. After gradu-
ating from high school, he began working in the

family business.

At the time, Taylor imagined a long career along-
side his father and sister in the family business.
But his pathway would take a few more twists

and turns before he would finally feel at home.

FINDING HIS WAY

Taylor didn’t love sitting in the office doing the

day-to-day work for his father’s company. So
he decided to forge his own path ahead. He first

started a small custom wood-staining company.

“I watched the real estate agents coming to

sell the house, and I'm out there sweating,

doing manual labor. I realized, maybe I wanted

to explore the real estate end of it.”

During this time, Taylor met his future wife,

Cindy. She encouraged him to follow his

dreams, providing the final encouragement

to get his real estate license. In 2013, he was

licensed and began selling real estate for his °

father’s small brokerage.
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We try to think outside the box and take a creative
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“I hung my license with my family brokerage. I had
some success, but there was no name recognition,
no marketing team. I was losing listings to bigger
firms,” Taylor reflects. “Through church, I met

a couple guys I'd seen downtown doing some big
sales. We became friends, and I got the opportunity
to join Gulf Coast International Properties in 2017.

Then, my career really started taking off.”

THE NEXT STEPS
At Gulf Coast International Properties, Taylor

found himself surrounded by like-minded people.

The company’s culture and values matched his own.

“There is a teamwork approach in the brokerage.
The morals, work ethic, integrity, being surrounded
by people that are successful in the business and

helpful ... that’s been huge,” he explains.

Having a strong support system has allowed Taylor
to flourish. In 2019, he teamed up with Andrew
Arreola, another veteran agent. They are now the

top producers at their brokerage.

“We focus and emphasize that our clients come
first. Their best interests are what we are most
protective of,” Taylor says. “We try to think outside

the box and take a creative approach. There are

Taylor Canada,
with Gulf Coast
International
Properties.




thousands of real estate agents we are

in competition with. We really just
want to represent people in the best

possible way.”

Taylor remains focused and consistent
in his drive toward professional suc-

cess. He believes his mindset is critical.

“One thing I do every day, as far as a
business approach, I wake up every day
and think that I am unemployed. What
am I going to do today to find someone
to hire me to help them buy or sell a
home? That really helps me generate

new business and stay hungry.”

LOOKING FORWARD

Taylor’s short-term plan is to continue
to grow his real estate sales business.
His long-term vision is to continue
following in his father’s footsteps by
getting involved in more investing and
development. He’s already started
dabbling in investing; he owns one
investment property and is preparing

to build a home for his family.

Outside work, Taylor enjoys fishing,
boating, golf, and tennis. He and his
wife, Cindy, have two children, Cyrus
(14) and Ariana (3), and they are
expecting a third in late November.
Family is at the center of everything

Taylor does.

“I love taking the family out on the
boat, spending time with the kids and
family. That’s life. Here in Naples, I'm
in one of the best spots I can be for
real estate, golf, and fishing. It’s per-
haps the best place in the country for
that,” Taylor smiles. “But more than
anything, I'm all about spending time
with family and friends and leaning
into my faith with God.”
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M Taylor and Cindy
Canada with
their children,
Cyrus and Ariana.

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

239-689-3372

CallahanBrothers.com
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ME MORE!

Were you, your broker, or the team
featured in an issue of Real Producers?

Want a copy of your article or full
magazines that you were featured in?

REPRINTS!

‘What the heckis a
reprint? A reprint is

a four- or eight-page
bound, printed piece on
magazine-grade paper
with your full article —
and you on the cover.

WHY DO | NEED THOSE?

These reprints are a pro-

fessional marketing tool

that can help brand you, your team and/or

your business.

* Use on listing appointments

+ Send out to friends and family

+ Send to clients with your holiday greetings

* Brokers, use as recruiting tools for capturing
new talent

Use when farming your favorite neighborhood

WHAT IF | CHANGED COMPANIES OR NEED SOMETHING COR-
RECTED ON MY ARTICLE?

No worries! We can make any changes needed. We
send you a proof, you approve, and then they are

sent to you via FedEx.

WHO CAN BUY THESE?
The REALTOR® that was featured, the broker, our

partner, or family. Anyone who wants to promote you.

HOW DO | ORDER?
Email swfl@realproducersmag.com.
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ARE YOU LOOKING
FOR A LENDER WHO
CAN HELP GROW
AND SCALE YOUR
BUSINESS?

Benefits for My
Partner Agents

Discounts on Educational Courses

to Help Elevate Your Business
Visit RealEstateSecretsUnlocked.com for all courses.
Use Code: BER for discount

Specialty Loan Options,
Including our All in One Loan™

allinoneloan.net

’ 4 ' And, of course, Closing on Time
. Danielle Damianov
‘ Producing Sales Manager | NMLS ID: 883539
‘ ' C: (786) 359-7976
|

Danielled@cmgfi.com
www.lendfla.com

If all the world's a stage - this view deserves a standing ovation. Bonita
Bay’'s final act is Omega by the Ronto Group. Just 67 indescribable
waterfront residences ranging from 4,200 to over 6,400 sq. ft. A lifestyle
for a lifetime with amenities you'll have to see to believe. Bravo, Omega!
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E FINANCIAL
r g 23190 Fashion Drive,
& Ste. 215 | Estero, FL 33928 OMEGA 26951 Country Club Drive, Bonita Springs | OmegaBonitaBay.com | 239.301.4940
Your Home Loan Specialists | Branch NiLS# 2108196 Licensed inFL CA & MiA o

ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCE TO THE INFORMATION CONTAINED HERE IN AND THE DOCUMENTS REQUIRED BY SECTION 718503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE.

Community ties and pricing are app ge without notice. The information and materials displayed on materils provided to you are solely intended to provide general information about proposed plans of WSR-Bonita Bay 2, LLC. These proposed plans are conceptuzl n nature and are subject to change or cancellaton (in whole or in
par) atany e wthout ot Lenduss, publc and preto s improvements,and pans desrbe o depieted on any materials are conceptual only, subject to government approvals and market factors, and subject to change without notice. Nothing in these materials obligates WSR-Bonita Bay 2, LLC, or any other entity o build any facilties or improvements, and n o 1 :[
there is no guarantee that any illustrated or described proposed future development will be implemented. Neither the information and materials provided to you, nor any communication made or given in connection with and of the foregoing may be deemed to constitute any representation or warranty or may otherwise be elied upon by any person or entity for any reason.

1820 in most, but not all states. CMG Mortgage, Inc. is an equal housing lender, Massachusetts Mortgage Broker and Lender MC1820. Licensed by the Department of Financial Protection and Innovation
5 (DFPI) under the California Residential Mortgage Lending Act No. 4150025. To verify our complete list of state licenses, please visit www.cmgfi.com/corporate/licensing and www.nmlsconsumeraccess.org.

@ Licensed in Florida, California & Massachusetts - State License Numbers: CA - CA-DBO883539, FL - LO33886, MA - MLO883539. CMG Financial™ is a registered trade name of CMG Mortgage, Inc.,, NMLS#
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