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

916-412-6848

CANDICE KULP
LICENSED & INDEPENDENT 

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

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

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

businesses and thank them for supporting the Sacramento Real Producers REALTOR® community!

1031 EXCHANGE

Asset Preservation Inc

Bill Angove

(916) 832-1031

ATTORNEYS

Clower Law

Ashley Clower

(916) 652-8296

ElGuindy, Meyer &  

Koegel, APC

Judith Maranski

(916) 778-3310

AUTO BRANDING

Reviver

(916) 306-1070

BLINDS/SHADES

Made in the Shade

Mandie VanBuren

(916) 300-4306

CARPET CLEANING

Alex’s Carpet  

Cleaning Service

Elena Mikhaylevskiy

(916) 225-0038

CLEANING SERVICE

Meticulosity Cleaning

Jennifer Prado

(916) 410-4740

CLOSING GIFTS

Seasons Change

Rosanne Kellogg

(916) 367-3090

Ternero Olive Oil

Lisa Ternero

(916) 508-5325

CONSTRUCTION  

& REMODELING

Good Life Construction, Inc.

Dmitriy Tupikov

(916) 833-1379

Wolff Construction

Don Erik Wolff

(916) 205-3745

CPA SERVICES

Riolo & Associates

Dona Riolo

(916) 771-4134

CUSTOM CLOSETS

Closet Gallery

Darria Deatherage

(916) 826-7016

DRYROT AND MOLD 

REMEDIATION

Clover Valley Home Service

Dale McAfee

(916) 742-3141

EVENT VENUE

Silt Wine Company

(916) 298-9404

FENCING

Summit Fence Inc

Lukas Wilmore

(916) 365-3006

FINANCIAL ADVISOR

Edward Jones

Linda Sobon

(916) 989-1004

EdwardJones.com/

Linda-Sobon

Edward Jones

Jon Benecke

(916) 865-4616

Financial Path Consulting

Cherise Sutton

(916) 204-3223

FLOORING

Zothex Flooring

(916) 753-8291

GARAGE DOORS

Overhead Door Company 

of Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

Certified HBI

Jason Stockwell

(916) 223-3400

North American  

Home Services

(916) 833-3531

United Termite and  

Home Services

(916) 265-5300

HVAC

Bronco HVAC

Bronco HVAC

(916) 675-1062

INSURANCE

Farmers Insurance Agency

Cristi Rodda

(916) 428-4520

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

INTERIOR DESIGN 

COMPANY

Pepperjack Interiors

Laura Neuman

(916) 834-9751

JUNK REMOVAL

Junk Responders

Anthony Wilkins

(844) 586-5786

LANDSCAPE DESIGN

Acres Landscape & Design

James Murphy

(916) 223-7629

LENDING

Homelight

Tony Chahal

(510) 846-5200

MARKETING

Steps Marketing

Joe Duenat

(916) 288-9775

MORTGAGE

American Pacific Reverse 

Mortgage Group

Liz Andersen

(916) 223-8869

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

Cross Country Mortgage

Alicia Stearman

(916) 256-6486

Fairway Mortgage - Dan & 

Sherene Team

(916) 276-3324

Fairway Mortgage -  

Lucia Lending Team

(916) 730-6339

Family First Mortgage Group

AJ Jackson

(916) 835-4100

Guild Mortgage

Sarah Lee

(916) 600-6126

Inner Circle Mortgage

David Graves

(916) 586-6644

Mortgage Right

Brandon Kleker

(916) 396-5250

NKS Financial

Neal Smith

(916) 907-6513

Point Equity  

Residential Lending

Nick Cunningham

(916) 302-2018

Street Home Lending

Stephanie Maeda

(916) 628-9098

StreetHomeLending.com

United Wholesale Lending

Shelby Elias

(209) 456-4896

WealthWise  

Mortgage Planning

Andrew Vierra

(916) 932-7160

Your Mortgage Girl at 

Guaranteed Rate

Padi Goodspeed

(916) 257-9435

NHD

MyNHD

Lisa Massey

(916) 549-1226

ORGANIZING SERVICES

Amazing Spaces Organizing

Karen Silva

(916) 502-7092

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

PHOTOGRAPHY

Olha Melokhina 

Photography

(916) 288-5839

PROPERTY MANAGEMENT

Vienna Property 

Management

Tony Alfano

(916) 626-3105

REAL ESTATE 

INVESTMENTS

Belwood Investments LLC

Steven Belmont

(916) 990-3010

REAL ESTATE MEDIA

Shot Archives

Brandon Miyasaki

(916) 834-6600

ShotArchives.com

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn  

Real Estate Photography

(916) 223-8948

REMODELING & 

HANDYMAN SERVICES

Clover Valley Home Service

Dale McAfee

(916) 742-3141

ROOFING SERVICES

Roof Checks

Vlad Khashchuk

(916) 222-6688

SIGNS

Eggleston Signs

Dan Rathburn

(916) 920-4926

SOCIAL MEDIA

Curated Social

Joe Duenat

(916) 288-9775

STAGING

Hallway Staging LLC

Terry Keys

(916) 500-2206

Premiere Home Staging

Nicole Runkle

(916) 300-0402

Simply Chic Staging

Danielle Martin

(916) 477-1167

TITLE COMPANY

DOMA

Julie Shroyer

(916) 416-8245

First American Title

Erin Barton

(916) 798-4115

Placer Title

Val Baldo

(916) 947-3747

Placer Title Company  

EDH & Placer County

(916) 500-9605

TRANSACTION 

COORDINATOR

Mercedes Natad, Co.

(916) 402-4486

OCTC

Candice Kulp

(916) 412-6848

Platinum TC Services

Melanie Prescott

(916) 812-7454

Real Estate Aid

Kristina Adragna

(916) 896-9890

VIDEO PRODUCTION

Aerial Canvas

Matt Wood

(650) 730-6139

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

WEALTH MANAGEMENT

Jake LaFond Wealth 

Management

(916) 218-4406
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Alicia Stearman
Branch Manager

NMLS #337154
10002 Foothills Blvd Suite 100

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

Buying · Refinancing · Renovating

Here to give your clients 
the outstanding

 home loan experience they deserve.

aliciastearman.com
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 “Because I think about mortgages in sort of a 
non-traditional way, helping clients leverage their debt to 
create investments and additional streams of income,
 I also had to approach the way I educate and market in 
non-traditional ways. This approach and follow-up became 
successful for our team, and I had close friends of mine that 
are in real estate who want to understand and model the 
process. This helped them scale their business. They are 
working smarter and putting tools into place to help 
automate the day-to-day to standardize the client 
experience.” 

“My goal is to create as much value as possible for my referral 
partners. When real estate agents we work with see success, 
we know that we are going to see success.” Shelby Elias, 
owner of United Wholesale Lending, based in Sacramento, 
credits relationships and reputation as the top factors that 
have helped him scale UWL into one of the Top Ranked 25 
Brokerages in the nation
. 
Shelby explains that the team at United Wholesale Lending is 
in place to provide resources and help their REALTOR partners 
grow their business. United Whole Lending does this in a few 
ways, and it all starts with having a robust in-house marketing 
team of content creators, videographers, and social media 
experts. 

The marketing team creates and manages UWL’s own 
branding and lead generation. Because of the volume of leads 
coming directly to United Wholesale for mortgage 
preapproval, these leads often still need a real estate agent. 
“Because our team is so good at marketing and branding; I’m 
in the unique position to be one of the only mortgage brokers 
or loan officers that is able to give back deals to our referral 
partners, from the marketing that we do.”

Another way the marketing team provides value is to teach 
UWL’s REALTOR partners how to create and market their own 
brand for lead generation and nurturing. 
“As a real estate agent, it’s important to continually brand 

yourself to your clients, even after the sale or purchase is 
complete. You want to remain in their lives before they 
end up needing you again; you always want to be the first 
call when someone is thinking of buying or selling. The 
UWL marketing team is in place to support our referral 
partners grow their brands through content that keeps 
them relevant, social marketing, etc.

Here is a great example of the marketing knowledge at 
work with one of United Wholesale’s REALTOR partners, 
James Smith of California Realty Partners:
“Working with the media team at United Wholesale 
Lending has been a game-changer for my business. From 
the professional recording studio and equipment to 
Sway’s (videographer) expertise while recording and 
editing. I couldn’t have asked for an easier way to produce 
clean and professional content for my social media, it’s 
helped grow and improve my online presence. My first 
video done with Sway outperformed all my previous 
attempts on my own to create view-worthy content. The 
first video I did with UWL’s support netted me over 6,000 
views on Instagram with great engagement. If you’re not 
putting out some sort of video content, you’ll be left 
behind in 2022. Shelby and his team keep me ahead of 
the game.” James Smith, California Realty Partners, DRE 
#02035028.

Beyond great rates, quick closes, and phenomenal 
customer service, Shelby and the team at UWL are here to 
help real estate agents see continued success as their 
mortgage partner. 

To bring this knowledge to more agents, Shelby created a 
Mastermind group for top agents focused on 
brainstorming, education, and peer accountability. “We 
facilitate conversations about mutual success. Everything I 
do, I do to provide value.”

To inquire and join United Wholesale Lending’s 
Mastermind, hosted monthly at Granite Bay Country Club, 
email Shelby@UWLmortgage.com.

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

Follow Shelby on Instagram for practical tips on investment properties: @shelbyelias
N M L S  2 7 9 0 5 1   •   B R E  0 1 8 6 4 3 5 4
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edwardjones.com
CPIS rebmeM 

Jon Benecke, AAMS®, CRPS®
Financial Advisor

1259 Pleasant Grove Blvd 
Suite 150 
Roseville, CA 95678 
916-865-4616

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

S AC R A M E N TO
M E E T  T H E

Joe Duenat
Social Media &  
Website Design

Ruth Gnirk 
Writer

Suzy Delong 
Ad Strategist

Katie MacDiarmid
Publisher

Michele Jerrell
Content Coordinator

Rachel Lesiw
Photographer

Katie Camerer
Assistant Publisher

Olha Melokhina
Photographer

Aerial Canvas 
Photographers

Dave Danielson 
Writer

Chris Menezes
Writer

Emily Sweet
Systems Manager

Maryssa Sayabath 
Event Coordinator
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Dona L. Riolo, CPA
For ideal personal and
business financial planning, 
contact us today!

(916) 771-4134

Help�g y� g�
peace of m�d.
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publisher’s 
note

This month’s “I HEART Cars” 
Issue is one I have been 

excited to create since 
before we officially came to 
Sacramento over two years 

ago! You all have some 
BEAUTIFUL vehicles that 

you drive around this region 
of ours, and, boy, do you 
LOVE to show them off!

916-402-4486 | mercedesthetc.com

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

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

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

• Provide supporting documents early and keep the 

  communication consistent. 

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

  season approaches, availability slims. 

• Discuss available inspections and pre-schedule appointments 

  when you’re able. 

• Connect with an awesome escrow team who is knowledgeable,

  organized and responsive. This will help ensure reports and 

  documents are ordered and reviewed promptly. 

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

  The more Buyers can view upfront, the better. 

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

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

21…The New 30!

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

Making you look sharp, one listing at a time.

24-Hour Turnaround | MLS Upload Ready

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

- Marcie Sinclair, Realtor

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

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

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

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

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

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

Consult with an advisor on a regular basis!

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

CAR 
It has been fun to connect with you all around this shared interest and 
hobby. I hope you enjoy the photos and stories we’ve collected here and 
even more so I hope to see you ALL this month at our “I HEART CARS” 
Event on JUNE 9th at the Niello Porsche Dealership in Rocklin. We have an 
opportunity to come together as a real estate community to support the fight 
against Leukemia and Lymphoma. We’ve partnered with Niello and LLS as 
well as two of our very own Real Producers, Tayna Curry and Brian Finkel, 
to raise as much money as possible at this event and 100% of all money 
raised goes directly to LLS. Let’s show Sacramento that the Top Real Estate 
Agents in their hometown are fighting alongside them and their loved ones 
in the race to cure cancer.

Can’t wait to see you soon!
Katie MacDiarmid

Sacramento Real Producers

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

facebook.com/sacramentorealproducers
@SacRealProducers

Happy June, 
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916.502.7092

amazingspacesprofessionalorganizers.com

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

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

We aim to make the listing, 
selling and moving experience 
stress free for your clients! 
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Bonnie Smith
Home Smart ICARE Realty
“’Wherever you go, there you are.’ I 
think about this often and do my best 
to always make the most of every 
situation. So many times I see people 
leave organizations, teams, jobs … 
and find over time that the situa-
tion is the same. Until we reflect on 
what we are doing to make changes, 
nothing with change. Results lies 
with you; you can’t depend on other 
people for your success.”

Neville Boston
Reviver
“The only way you fail is by quitting. 
I chose to never quit!”

Jay Friedman
Turner DeMarco + 
Friedman Real Estate 
Team at eXp Realty
“There is never a second 
chance for a first impres-
sion, so be sure to always 
be the best version of 
yourself and live your 
life to the fullest with no 
regrets, as we don’t get 
any do-overs.”

Josh Blackwood 
Granite Creek Realty 
“Some failure is manda-
tory. To me, it means I’m 
trying. If you aren’t failing 
at times, you’re not push-
ing yourself hard enough.”

Golden NuggetsGolden Nuggets
P R E S E N T S

S A C R A M E N T O
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Bringing color
to your life!

Bringing color
to your life!

CSLB #983710
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Order
Online

Inspections & Estimates

Certifications & Warranties

Repairs & Replacements

Residential & Commercial

Pitched & Flat Roofs

916-222-6688

THE BEST SOURCE FOR FAST AND
ACCURATE ROOF INSPECTIONS

OUR CUSTOMERS KNOW
THAT THEY COME FIRST

•  AIR CONDITIONING
• HEATING
• INDOOR AIR
  QUALIT Y
• WATER HEATERS
• COMMERICAL
   SERVICES
• MAINTENANCE
   PROGRAM

"I am a local general 
contractor that does 100+ 
remodels & new construction 
residential homes a year. 
We use Bronco exclusively. He 
does excellent work at a fair 
price. We always know what 
to expect. He is reliable, 
prompt & professional. 
What more can you ask for?" 

- Gabe H.

916-675-1062 •  BRONCOHEATINGANDAIR.COM

Thanks to the businesses within these pages, our 
Area Directors, and readers like you, we’re able to 

break the chains of this horrible reality.

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

committed to end human trafficking. 

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

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

A GIVING PROGRAM BY

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.
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SPECIALIZING IN BOTH
COMMERCIAL AND
RESIDENTIAL CLEANING FOR
MOVE-IN ANDMOVE-OUT
CLEANS, DEEP CLEANS,
GENERAL CLEANING, AND
RECURRING
MAINTENANCE.

Our Disinfection
fogging neutralizes

COVID as well as
99.9% of all other
microorganisms

for up to 60 days

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

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

looking for their next home.

(916) 410-4740 • meticulositycleaning.com

1 REFER A CLIENT TO US
Send us a client for property management
by filling out a simple form.
2 WE GET IN TOUCH
We contact the client to explore their 
management options.
3 WE PAY YOU
If the client signs a property management 
contract, we'll pay you a referral fee.

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

FREE RENTAL
CMA’S FOR
REALTORS

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

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS

916.500.2206  •  HallwayStaging.com

Check Out Our Projects on Facebook

Let us set the stage
for your listings!

10% OFF 
AND $100 
REFERRAL 

BONUS
when you mention 
Sacramento REAL 

Producers

3D
MODEL

included with 
every stage

Attract more buyers and get higher offers.

844-Junk-Run (586-5786) | 530-802-4664
contact@junkresponders.com

The first Responders
to your

Junk Hauling needs!
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JOSH
ON THE STRAIGHTAWAY

profile
By Chris Menezes

Photos by Nicole Sepulveda Photography

Because Josh is not your typical salesperson, he was rather 
underestimated and undervalued by his peers in the beginning 
of his real estate career. “I remember when I first started and 
went to a few training seminars,” he recalled. “I was told by one 
of the trainers that I would not succeed because I was some-
what of an introvert.”
 
“Although that is true, I am a very good listener and I believe that 
is a key component that a lot of salespeople miss the mark on,” 
Josh continued. “If you listen well, you will pick up more on what 
your clients’ needs are and be able to deliver better than if you 
are constantly telling your client what they need. In the end, you 
need to be able to listen, discuss, and take action. I pride myself 
on those steps.”
 
Josh has always been a person of action. And his love for homes 
goes almost as far back as his love for cars. As a kid, he always 
gravitated towards the magazine racks at the grocery store to flip 
through the car magazines and check out all the low riders, which 
were his favorite. His uncle had a friend who did desert truck 
racing in Baja and Josh used to go out there and help work on the 
trucks during the race.
 

When Josh turned 15 years old, he 
got a job working on houses. 

Wanting to learn everything 
he could, he quit sports 

and spent his summers 

and weekends working construction instead. “My 
boss would only allow me one tool at a time and 
wouldn’t give me another tool until I mastered 
the current,” Josh explained. “I worked my way 
up from a helper to apprentice to journeyman. By 
the time I was 20, I was brought into the office as 
a warehouse manager. At 22, I was promoted to 
General Manager and helped build what began as a 
father/son company, to a 50-employee company.”
 
By the time Josh was 23, however, it was 2006 and 
the building industry was slowing down consid-
erably. Having already purchased three homes by 
then, Josh was intrigued by the buying and selling 
process and decided to become an agent. “For me, 
it was still in the home business, just selling instead 
of fixing. So, I quit my job and went all-in. I was 
very quickly humbled by a very slow first year of 
sales, however.”
 
Josh only made $12,000 his first year. The second 
year, he made $30,000. And the following year, 
the bottom fell out of everything. He was still new 
to the business, and the entire game changed with 
the crash of the market. By 2009, Josh hit rock 
bottom financially. He lost his houses and had to 
sell his last, most cherished asset at the time, a 
custom-built Chevy truck.

BLACKWOOD

It’s always the quiet ones. 

While Josh Blackwood considers himself an 
introvert, his reserved demeanor has not prevented 
him from going to bat for his clients and becoming one of 
Sacramento’s top-producing agents. Nor has it prevented him from stepping 
into his 2018 STR modified race car and peeling rubber around the track. In fact, 
it’s been a contributing factor to his success.
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“I basically started over 
– bought a cheap Honda just 

to get around – but it was good for 
me. I thought I was cool, but I wasn’t. It 

was an education. You have to have a breakdown 
before you have a breakthrough. I kept going and 
things started to slowly go up.”
 
While Josh couldn’t enjoy his own car at this time, his 
best friend had started racing cars, and Josh was helping 
out in the pit. He continued working in the pit of both the 
racetrack and the housing market, and by 2012, he had 
finally rounded a corner. Hitting the straightaway, Josh 
put his foot on the gas pedal of his business and took off. 
He obtained his broker’s license in 2014 and opened his 
own brokerage – Granite Creek Realty.
 

“My passion continues to be the same in real estate – 
making sure I bring value to my clients and help them 
achieve the best outcome possible. That ranges from 
buying the best fit house, selling at the highest possi-
ble price, or finding an investment that will provide 
good return,” Josh said.
 
The first car Josh bought after coming back financially 
was a used Lexus GS 350. And by 2015, he was given 
the opportunity to move from the pit to behind the 
wheel of his friend’s modified open-wheel race car.
 
“My friend had started his own Smog business and 
asked if I wanted to race his car instead because he was 
so busy,” Josh explained. “Then in 2016, I traded him a 
tractor for it. I remember the first time I raced; 
it was a big adrenaline rush for sure. 
Those cars have a lot of power. 
I’ve definitely had my share 
of crashes as well.”
 

While Josh continues racing, he said he doesn’t see it 
going any farther than it is now. He absolutely loves 
it but knows it’s just a hobby and doesn’t want to lose 
focus on what is most important in life – his family 
and his business. His main focus is on running Granite 
Creek Realty, which consists of ten agents today, 
while also serving his own clients and building 
his personal business. Because he wants 
to continue delivering a high level 
of service to his clients, he 
plans to keep Granite 

I REMEMBER THE FIRST 

TIME I RACED; IT WAS A BIG 

ADRENALINE RUSH 

FOR SURE. 
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Creek around the size it is today and doesn’t have plans 
to become much bigger.
 
Outside of the business, Josh enjoys spending time with his 
wife, Jennie, and two daughters, Shelby and Kayla. Josh 
also enjoys hunting, mountain biking, and taking one of his 
other five cars out for a spin, whether the 1957 Chevrolet 
Bel Air, 2015 Jeep JKU Rubicon, 2016 Yukon Denali, or 
2022 Tesla S. And of course, he doesn’t miss a chance to hit 
the track with his modified 2018 STR modified.
 
Whether on the track or in the field, Josh will con-
tinue on the straightway of life, making the best of each 
moment and never stop doing what he loves.
 
“Racing cars has a similarity to real estate sales to me,” 
he said. “In the pits, everyone is friends and helps each 
other to get better, just as us as agents do for one another. 
During the race, it’s every man for himself and we are all 
trying to win for our team. To me, this is similar to being 
in escrow and fighting for the best outcome for your client. 
You get the best of both worlds, and I appreciate that.”

IN THE PITS, EVERYONE IS FRIENDS AND 

HELPS EACH OTHER TO GET BETTER, 

JUST AS US AS AGENTS DO FOR ONE 

ANOTHER. DURING THE RACE, IT’S 

EVERY MAN FOR HIMSELF AND WE ARE 

ALL TRYING TO WIN FOR OUR TEAM.
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SACRAMENTO AREA - 3565 TAYLOR RD, STE D | LOOMIS, CA 95650
BAY AREA - 80 GILMAN RD, STE 2A | CAMPBELL, CA 95008

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

ORDER A HOME & TERMITE INSPECTION TOGETHER
AND RECEIVE $25 OFF

DID YOU KNOW?

RAT FECES ARE NOT 

INCLUDED IN A TERMITE 

REPORT BECAUSE RATS ARE 

NOT WOOD-DESTROYING 

ORGANISMS.

BUT HAVE NO FEAR!

CALPRO INSPECTION 

GROUP OFFERS FREE 

RODENT & PEST 

EVALUATIONS (UPON 

REQUEST) WITH YOUR 

TERMITE INSPECTIONS. Your One-Stop-Shop for
Inspections and Pest Control

OTHER AREAS WE EXCEL IN
• Residential Homes • Luxury Homes • Secondary Homes
• Vacation Rentals • Flip/Construction • Kitec Plumbing
• High Fire • Flood • Real Estate Commercial Protection

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

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

Lic
 0

L5
01

25

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

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

Maury O’Hearn ~ Premier Property Group

WHAT OUR PARTNERS
ARE SAYING ABOUT US
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SKY INSURANCE
BROKERS

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

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

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

• Flood Insurance • Life Insurance • Auto Insurance

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

PERSONAL AND SMALL BUSINESS INSURANCE

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

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

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

SERV ICES:  

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

HIGH QUALITY STORY TELLING

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

Matthew Walter
Founder / Creative Director
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M O D E R N I Z I N G  T H E 
D R I V I N G  E X P E R I E N C E

partner 
spotlight
By Chris Menezes

and working alongside the government, in addition to coming 
up with the design, production and facilitation. Luckily for 
Neville, this wasn’t his first business. 
 
As a first-generation American, Neville was born in Brooklyn, 
NY, after his family arrived from Guyana. When his father 
was accepted into a college in Boston, his family moved to the 
small town of Worcester, MA, where Neville grew up.
 
Neville completed his private schooling and went to Cal 
Berkeley, where he graduated with a major in Poli-Science 
and a minor in Business. Initially, he wanted to be an attor-
ney, but while preparing for his LSAT, his friend, Safiya 
Umoja, approached him with a business proposal.
 
Although she was already working for a marketing firm, she 
wanted to partner with Neville to branch out and start an 
event marketing company, Crosswalk Production Inc. Since 
he was always a business-minded person, the idea appealed 
to Neville, and he decided to take his chances with the low-
risk start-up.
 

Among the most dreaded errands, visiting the DMV ranks up there with dentists’ offices and emergency rooms. In an 
increasingly digitized world in which cars can drive themselves and nearly everything is a click away, one may wonder 
why having to wait two hours in a building just to submit a piece of paper is still something we put ourselves through. 

Well, Neville Boston and Reviver are doing something about that!
 

A modern-day pioneer of sorts, Neville is revolutionizing 
the driving experience and reshaping the department of 
motor vehicle landscape through his company, Reviver, the 
world’s first-ever digital license plate and connected vehicle 
platform. With a Reviver digital license plate, things like 
updating registration, customizing plates, and ensuring com-
pliance, can all be done digitally.
 
“We are essentially fixing, in a positive way, an issue that 
has been there for years,” Neville explained. “The benefits of 
improving compliance, convenience, and innovation through 
replacing the DMV’s analog system with a digital system go 
down the line from the consumer to the DMV to the govern-
ment. Compliance is not sexy but necessary. However, our 
digital license plate is sexy!”
 
The Reviver plate is admittedly pretty dang sleek. And 
because it’s digital, it can be personalized in a number of 
ways. While Reviver provides ease of use and convenience 
for consumers, replacing the DMV’s analog system with a 
digital one is easier said than done. It requires legislation 

N E V I L L E 
B O S T O N
&
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CARPET CLEANING SERVICEALEX'S

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

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

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

Stain & Smoke Removal • Pet Odor Control • 
Scotchguard Protector

RELIABLE

PROFESSIONAL

HONEST
     @alexscarpetcleaning

916-225-0038 

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

Alex,
owner

Investing:
Self-service
is no
service

Linda Sobon
Financial Advisor

530.761.8986
linda.sobon@edwardjones.com

400 Plaza Dr, Suite 205.
Folsom, CA 95630

Member SIPC

One-Stop Local Shop

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

Personalized Gift Baskets
& Products for Closing Gifts

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

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

Aprons ● Dish Towels ● Wine Boxes

They generated $50,000 in their first three months of busi-
ness, and by his second year of business, they were earning 
$2 million in billing, planning marketing and events for com-
panies like Diageo, Pepsi, Hennessey, Microsoft, Bermuda 
Tourism Co., and a few clients in London.
 
Eventually, Neville decided to move on and start a new 
venture. Because the 2008-2009 crash proved there was 
little control over the economy and market, he developed 
an interest in creating a business that required a renewal 
every year to guarantee consumers. Neville was having 
dinner with a good friend, John, when they began discussing 
underutilized government resources and assets like license 
plates. As John recalled his recent bad experience at the 
DMV, the two put their minds together to figure out how 
they could streamline the entire system.
 
“We wanted to figure out how could we streamline this, 
make it always available on a platform and digitally con-
nected to the vehicle. Essentially taking an analog system of 
the DMV and innovate it to a digital platform.”
 
Fortunately, the DMV was also interested in building a 
better online presence. Since they were more than willing 
to modernize their analog systems, Neville knew it was the 
perfect time to strike a partnership.
 
The venture started in 2015, and within two years, the 
company managed to get 1000 plates on the road. 
In addition, the company partnered with law 
enforcement agencies when the prototype 
was ready for testing and feedback.
 
Additionally, Neville had encountered 
John Thompson, the Chairman at 
Microsoft and later board member, at 
an event, who provided Neville with an 
investor who could open doors and was 
universally respected. “John always made 
time for me, whether it was answering 

questions or providing counsel, he was amaz-
ing,” Neville explained. He continues to give 

needed feedback and support.
 
Neville’s major hurdle on his journey was 
getting the necessary legislation passed, 
which took more than three years in 
California. While many people doubted 
his success, others made it possible too. 

Neville decided to look at the government 
as his partner and not an obstacle. That 

changed his perspective and made things eas-
ier. They hit their benchmark of 3,000 plates on 

the road in California in 2017. Now there are more than 
26,000 plates across Arizona, Florida, Michigan, and Georgia.
 
“We have quadrupled our revenue in 2020-2021 and are now 
legal in seven states,” Neville explained. “Expanding and 
growing our company and working towards being legal and 
available all over the world is really exciting. Every day I 
am working on deals, legislation, government, and business 
compliance. I read two to three hours a day, political, to 
keep up to date regarding geopolitical issues. I really enjoy 
my work and truly love people.”
 
When Neville isn’t working, he loves spending time with 
his wife, Sharon, and their three kids, Brianna, Luke and 
Hudson, hosting and entertaining friends and family. He also 
has a great fondness for wine and plans a trip every year to 
wine country, be it Napa, Sonoma, or Healdsburg.
 
“Much like life itself, from the moment a bottle of wine is 
opened, it starts to change — it loosens, becomes more 
complex, more interesting, and more delicious. Things 
change over time, like in every life journey, but if you find a 
good bottle, it will open up and create something unique and 
different for everyone to enjoy.”
 
There is no doubt that Neville found a good bottle with Reviver. 
It will be exciting to see the fruits of his labor change the motor 
vehicle and geopolitical landscape one plate at a time.
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Creating outdoor spaces that are unique, beautiful and usable. Acres Design & Landscape prides itself on 
elegant, modern & tasteful design matched with superior craftsmanship.

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

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

Fo�ow our transforma�ons:
             @AcresLandscape
             @AcresIrrigation

Schedule Your Walk-Through and Estimate Today!
916.223.7629

acresirrigation.com
sales@acresirrigation.com

Specializing in drought tolerant
 yards and landscapes!

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

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

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

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

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

*Doesn't apply to all team members

916-896-9890
Help@RealEstateAid.netContact us

Follow us on social media

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

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

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

facebook.com/realestateaid                              instagram.com/ka.realestateaid                              linkedin.com/in/arealestateaid
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916.205.3745
wolffconstruction.com

VIEW SOME OF OUR PROJECTS!
      @wolffconstruction       @wolff construction

Photo by Nicole Dianne Photography

LICENSED & INSURED  //  CSLB LICENSE 1056036

Built with Integrity.

Specializing in residential
makeovers from kitchens to

bathrooms and additions, we can
turn your dreams into reality.
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I     CARS 
COMMUNITY P IECE

Photos by Nicole Sepulveda Photography

Why/what do you love about this car?

The C8 Corvette is a mid-engine American supercar that any-
one can afford if they work hard. I love the way it looks, and the 
ride is amazing, a true daily driver. I was getting ready to order 
another car and was looking at Porsche when a friend I’ve known 
for close to 40 years, Shad Balch, who works for Chevrolet as 
a Communications Director, told me I should drive the new 
Corvette before making a decision. Within weeks of that phone 
call, Shad had a brand-new demo C8 delivered to my home. I had 
the car for a week and didn’t want to give it back. I was getting 
stopped three to five times daily with questions about the car 
— it was fun! I easily made the decision to order my car after 
returning the demo. My wife, Jennifer, enjoys driving the C8 as 
much as I do and we love sharing it with others, giving kids and 
their parents rides in the car. This was truly a “mental health” 
investment that I would recommend to everyone. It also gives 
me the opportunity to dream with kids who hope to have a car 
like this one day! There’s no downside to owning a Corvette. I 
want to thank Shad Balch and Oscar Gutierrez from Community 
Chevrolet Burbank for making dreams come true.

What was your first car ever?

 1984 Ford Mustang hatchback with a four-cylinder.

BRIAN PERRY
COMPASS 

2021 C8 CORVETTE – CHEVY
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JOHN COOPER
Cooper Realty
1974 FORD F250

Why/what do you love about this car?

It’s nearly the same exact truck that I pur-
chased when I was 16, which I then later 
wrecked when I was 17.

Other vehicles owned?

1949 Ford F1, 1978 F250, 1977 F250, 1985 Corvette

What was your first car ever?

1980 Chevy C10 that I bought when I was 12.
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Why/what do you love about this car?

This was the first car I was ever able to 
order to my own specifications. It was 
the first year of the Widebody Hellcat. 
They even printed on the window sticker 
from the factory that the car was built 
for me. After production was completed 
for the year I had it researched, and it 
was one of only 13 produced with the 
same options that I chose. I had a set of 
wide, custom, one-off wheels made for 
the car to complete the look I wanted 
and left the rest alone.

JEROMY PIERROZ
Realty One Group Complete
2018 DODGE CHALLENGER HELLCAT WIDEBODY

Do you believe what you drive matters when 

selling real estate?

I believe that you should drive what you like but 
to try not to go over the top with the flashiness. 
Be comfortable, as we tend to spend a lot of time 
on the road in our occupation. I’ve shown houses 
with all of my vehicles and never have I felt like 
my clients were offended by how I got there. I 
think how you present yourself to your clients 
matters most. They won’t likely really care what 
you drive if you are honest, humble and kind.
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Why/what do you love about this car?

First off, I love this SUV because on cold mornings I start my car with an app 
on my phone from inside my house, turn on the heated seats, heated steer-
ing wheel and the seat massagers, so when I hop in the car, it’s perfect for 
me. Second favorite thing is I bought the XL version, so I can comfortably fit 
half my daughter’s lacrosse team and all my open house signs in the car. The 
self-parking feature is also a bonus when you drive a beast. My third favorite 
thing is the interior, the two-tone leather seats, real wood accents throughout 
the car and custom paint job (blue sparkles in the light, black in the shade) — a 
true representation of a luxury vehicle. 

CYNDY SILVA
eXp Realty of California Inc.
2021 LINCOLN NAVIGATOR 

What was your first car ever?

My first vehicle was a 1993 (teal) 
Ford Ranger truck, with zero bells 
and whistles. It was a stick shift, 
AM/FM radio (no CD player), and 
you had to roll your own windows 
down with the crank. 
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Why/what do you love about this car? 

This is a LUXURY sports vehicle. 525 Horsepower. I LOVE 
everything about it! 

Other vehicles owned?

A kid’s version of the same car.

Do you have a favorite quote, saying, or words you live by?

No excuses. Stay head down and focused (not busy).

Darcie Stratton and Blake Stratton

eXp Realty 
1950 F100

Why/what do you love about this car? 

My son Blake bought his first vehicle at 13 with his own money he 
raised from 4-H raising and selling pigs. He’s a stick shift, no AC, 
and no power brakes and steering.

Do you believe what you drive matters when selling real estate?

Yes, for sure it does! I would drive this, though, if I could get 
places faster. It’s more of a toodler!

Why/what do you love about this car?

I love the car because my father-in-law 
and I found it and customized it together. 
He passed away two years ago, and it’s a 
sentimental car for my wife and I. 

What was your first car ever?

My first car was a mini truck; it was 
slow, but I loved it! 

Do you have a favorite quote, saying, or 

words you live by?

My favorite quote always is “you can do 
more than you think you can” and always 
to challenge yourself to do more and do 
it better! 

KEVIN MCDONALD
Realty One Group Complete
MUSTANG

EMILY LOCKHART
GUIDE Real Estate

2020 RANGE ROVER SPORT 
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Why/what do you love about this car?

I love my car! It is fast, sporty and safe! Nothing says 
successful REALTOR® like a classy luxury ride! It has 
power and class!

Do you believe what you drive matters when selling  

real estate?

In real estate, people do judge you by the car you drive. 
One of my last clients said they hired me because I drove 
such a nice car I must be the best REALTOR®! I am on 
the road a lot and want to feel safe and feel confident 
in myself when I pull up to show homes or for a listing 
appointment. I work hard and love having a classy lux-
ury vehicle. 

Why/what do you love about this car?

I love EVERYTHING about this car! I love the style, feel, meaning 
behind it, and the old-school, classy look! There is just something 
very sexy about the color combination and lines of this car. It’s been 
a car that’s gotten my attention and always got my head to turn for 
a double look. On our wedding day, my husband surprised me with 
it as a wedding gift. 

Do you believe what you drive matters when selling real estate?

I don’t think what you drive matters in selling real estate. If you have 
a good name, reputation, and genuinely care for your clients, then 
that’s ultimately what a client cares about in the transaction. Where 
it matters, is if you are showing buyers around and your car is dirty 
or beat up. That will show laziness and a non-caring attitude about 
how you make your client feel. No matter what you drive, you should 
have it clean, presentable, and organized in order to transport your 
clients around. Otherwise, the type of car doesn’t reflect your exper-
tise in the business. It can however become a talking point, spark an 
interest, or a conversation piece if you drive something more unique. 

Why/what do you love about this car?

First off, I love convertibles so that would be primary. Secondly, I 
love speed and high-performance cars, so it has it all for me. 

Other vehicles owned?

2018 Mercedes S-Class and 2020 Land Rover Range Rover 

Do you have a favorite quote, saying, or words you live by?

Where the focus is, the results will follow! 

JACLYN LITTLE
Keller Williams Folsom Lake Estates 
2021 MERCEDES AMG GLE 53 SPORT COUPE 

TANYA ANTHONY CURRY 
Lyon Real Estate
2020- BMW 440 X DRIVE 

Why/what do you love about this car?

I love driving around with the top down 
to relax and unwind with loud music and 
the fresh air. I especially love driving this 
fun Red Santa Sleigh during the month of 
December so that I can assist Santa and 
deliver keys to my clients’ new homes! 

Do you have a favorite quote, saying, or 

words you live by?

It is not enough to live and sell in commu-
nities — we must also live, love, and give. 

Consistency is key! Just like Santa! I love 
being consistent in helping provide the 
American Dream of Homeownership and 
delivering keys in my red sleigh.

PARMIS POURARIAN
Guide Real Estate 
1956 JAGUAR XJ 

KELLY PLEASANT
Guide Real Estate
2015 CHEVROLET CORVETTE 
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Why/what do you love about this car? 

“CRU-ella” is the ultimate American-made muscle car! This 500+ horsepower 
beauty is sporty, fun and fast! I smile ear to ear when I drive her!

What was your first car ever?

My very first car was a Mazda  
GLC hatchback.

Why/what do you love about  

this car?

The Jaguar XK Coupe is a fast, 
fun sports car. It’s comfortable, 
reliable, and unique. It has 
elegant styling and a nice design. 
Great performance. I think it 
could become a classic... Quality 
never goes out of style.

Do you have a favorite quote, 

saying, or words you live by?

“Difficult roads often lead to 
beautiful destinations. The best is 
yet to come.” - Zig Ziglar

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

 GET THE BEST RESULTS
THE FIRST TIME — call today.

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

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

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

916-742-3141
clovervalleyhomeservice.com

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

Complete Home Renovation

ANGELA 
HAMILTON
Doma
2009 SHELBY MUSTANG GT500

ANNE WIENS
Coldwell Banker Sun Ridge Real Estate
2012 JAGUAR XK COUPE
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Overhead Door Company  
of Sacramento , Inc. 

(916) 421-3747 
 

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

 

$20.00 off 

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

TM 

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

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

We service all 
BRANDS  

6756 Franklin Blvd. 
Sacramento, CA 95823 
 

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

Cristi Rodda
916.428.4520
crodda@farmersagent.com
We Are Farmers

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

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

CA Producer LIC 0E49486

916-257-9435
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BONNIEBONNIE

Transforming 
Tragedy into 

Triumph

When I was younger, I was 
inexplicably drawn to real estate. I 
loved walking through model homes, 
and sketching room designs and 
layouts. My dad, Steve, was a small 
business owner and contractor; my 
mom, Darlene, drove a school bus 
and worked in the cafeteria so she 
could be close to us. My sister, Jenny, 
has worked since she was 16. They 
were tremendous role models of hard 
work in tough careers, and I owe 
them a lot for ensuring that we had 
a great life. My family has been my 
biggest cheerleaders, supporters, and 
helpers through challenging times.
 
Scott and I went to high school 
together. He was my first boyfriend 
and my first kiss at 14 years old, and 
were reunited 10 years after high 
school graduation. He is a loving 
man, husband, and father, and I feel 
lucky every day to have married my 
best friend. Scott has worked in the 
medical industry for all his career, 
achieving many accomplishments. He 
is currently the Director for Technical 
Services for the Americas at Johnson 
and Johnson Surgical Vision.

 
Trying Times
I woke up Christmas Eve morning 
2012, and the room was spinning. 
I couldn’t walk or stand, and it felt 
like I was on the teacup ride at 
Disneyland. This went on for months, 
and I was devastated that I couldn’t 
be there for my oldest son who was 
in high school, or my youngest who 
was in first grade. After repeated 
falls, I was diagnosed with Meniere’s 
Disease. We later discovered that 
water issues in our home had created 
a breeding ground for mold, which 
contributed to several health prob-
lems for our family.
 
In one day, my health and my livelihood 
were taken from me as I could no longer 
walk easily or travel. I had worked 
for Wells Fargo for 23 years in sales, 

coaching, marketing, and lending. I had become the national sales manager and senior 
vice president for the insurance group, and was responsible for coaching 10-15 sales 
consultants across the country. Within three months, I was deemed fully disabled and 
was offered an amazing retirement package, freeing me to focus on my health.
 
My new health condition was the hardest thing I had ever faced, yet it was also one 
of the best. I developed empathy and compassion for others after experiencing how 
debilitating both conditions and fears can be. Becoming completely dependent on 
others taught me about giving and receiving selfless love.
 
Recovery took over three years as I had to re-learn to stand, balance, sit, and walk. 
I couldn’t drive anymore, and I felt very scared for what the future held for me. My 
body was so out of balance I was embarrassed to try to sit in the bleachers to watch 
my sons play, so I sat in the car with my seatbelt on to steady myself. Most people 
had no idea what I was going through. Scott willingly and cheerfully took over fam-
ily duties, and lovingly took care of me without a word of complaint.

Transforming Tragedy
This was not going to be my final story! I’ve always been a go-getter, and I decided I 
wanted more out of life. With Scott’s support, I worked hard every day to learn to 

SMITHSMITHprofile
By Ruth Gnirk

Photos by Olha Melokhina Photography

I am walking proof that trouble and difficulty are just temporary. The “worst 
thing ever” actually propelled me into real estate, where my attention to 
detail and unique ability to design and stage homes has set me apart in 
this profession as I work with my team to build up our community. Even the 
biggest obstacles in life can’t change the fact that there’s a light at the end 
of the tunnel. While you’re making your way there, shine your own light!
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manage my symptoms. After making some improvement, I challenged myself to push 
all boundaries and try something new. One morning, a year into my recovery, I woke 
up and decided I was going to start InVision Staging & Design, and before bedtime 
that evening I had a living room full of furniture and decorative items. That was my 
official launch into real estate, and I have never regretted it for a second.
 
I staged for about six months while I obtained my license, getting hands-on expe-
rience and working with agents and sellers to achieve top dollar by preparing their 
homes for sale. After becoming a REALTOR®, I joined a team at HomeSmart ICare 
Realty with my friend Jay Friedman, who helped ensure I had a great start. My 
broker, Isom Coleman is amazing, and HomeSmart feels like one big extended family. 
In my first year I was awarded Rookie of the Year, and Number One Agent in Volume 
in year two. I have been honored to speak at the luxury-focused breakout sessions in 
HomeSmart’s Growth Summit Conference for the last two years.
 
Because of my journey, real estate is about so much more than selling and buying a 
home. There’s a greater reason, and I am honored to walk with people through their 
greatest transitional life moments. I am fully invested, and treat all my clients with 
value as if they are my only clients, regardless of the type of client or the sale. There is 
a story behind every sale, and their story is my motivation!
 
Triumph
I started The Smith Group one year ago, and the team has grown to 18 agents. I’m proud 
of the new agents navigating the world of real estate, and the experienced agents who 
are willing to try new things. I always want to be a role model to the team and help them 
crush their personal goals. I’m excited about Agent+Agent, a network of agents that are 
collaborating, learning, growing, and taking our business to the next level. The incentives, 
residual income, and stock opportunities are incredible!
 
I love to bring change to families in our community by spontaneously “paying it for-
ward.” The boys get as excited as Scott and I about sponsoring multiple families each 
Christmas, as well, and we value one-on-one giving experiences. I have also donated 
my staging furniture to many families in need.
 

My son Chase (24) got to live out his 
dream playing Division One foot-
ball on scholarship as a Bronco for 
Boise State. He finished his last year 
as a First-team All Mountain West 
Conference defensive lineman, but 
when COVID hit and his pro day was 
canceled, he set aside his dream of 
playing in the NFL and is graduating 
with his Bachelor’s degree. Brady 
(17) rode his first bike at the age 
of 3 and knew how to change the 
oil and rebuild a motorcycle motor 
before he was 13. He is a spon-
sored Motocross athlete; he loves 
every minute, and has won multiple 
awards in local races. I am proud of 
my sons’ good hearts, not just their 
accomplishments!
 
Eighteen years ago, Scott told me 
that he always dreamed of having 
a Shelby Cobra, and I told him that 
one day I would buy him one. After 
many years of hard work, I surprised 
him with a replica 1965 Shelby 
Cobra for his 40th birthday! Scott 
also bought a 1951 Chevy Styleline 
Deluxe from his maternal grandfa-
ther, the original owner, for $1. For 
five years, he and Brady took out 
every piece, restored it, and put it 
back in place. We love taking rides 
around town in the cars that mean 
so much to our family.
 
Work hard to become a better ver-
sion of yourself; if you don’t make a 
change, nothing will change. Learn as 
much as you can from those who are 
reaching your goals. Don’t sit back, 
go after your goals; think outside 
the box, putting in time and work 
to be successful. Don’t overlook the 
“tragedy” that could propel you to 
triumphant success!

Scott and his grandpa selling his car for $1.

The Smith Family

Bonnie’s son Chase

Bonnie’s son 
Brady

THIS WAS NOT GOING THIS WAS NOT GOING 
TO BE MY FINAL STORY! TO BE MY FINAL STORY! 
I’ve always been a go-getter, 

and I decided I wanted 
more out of life. 
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C A L L  O R  T E X T  ( 9 1 6 ) 8 3 4 - 6 6 0 0  |  M I Y A S A K I @ S H O T A R C H I V E S . C O M
   @ S H O T A R C H I V E S R E  |  W W W . S H O T A R C H I V E S . C O M / R E A L E S T A T E

REAL ESTATE SERVICES
Photos, Videography, 

Matterport 3D Virtual Tours, 
and Drone.
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7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

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

1 5 - D A Y  C L O S E S   |   W E  M A K E  D I F F I C U LT  F I L E S  E A S Y

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

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

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

“Dan and Sherene are the lending dream team! I've never worked with any lender that 
communicates better than they do! They make buying a home fun with their senses of humor and 
they take the stress out of the process with stellar efficiency!”  Monica H. (REALTOR®)

5 STAR SERVICE from
YOUR 5 STAR TEAM

HONEST ANSWERS.
STRESS-FREE CLOSINGS.

5StarTeam@FairwayMC.com  |  www.5StarTeam.com
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CLOSETGallery
Storage Solutions

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

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

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

(916) 778-3310

EXPERIENCED AND TRUSTED ADVOCATES 
ELGUINDY, MEYER & KOEGEL 

GENERAL BUSINESS 
LITIGATION 

CONTRACT DISPUTES 
DEVELOPMENT DISPUTES 

UTILITY DEVELOPMENT 
PRODUCTS LIABILITY 

EMPLOYMENT
WAGE & HOUR

HR COMPLIANCE ISSUES 
EMPLOYMENT CONTRACTS 

LABOR BOARD CLAIMS 
EMPLOYMENT LITIGATION 

CONSTRUCTION PRACTICE 
CONTRACTOR DEFENSE

CONSTRUCTION DEFECTS 
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS 

REAL ESTATE
ENVIRONMENTAL LIABILITY 

LAND USE ISSUES
PREMISES LIABILITY CLAIMS

AGENT-BROKER LIABILITY

Civil litigation and transactional law firm serving clients throughout California

CREATIVE SOLUTIONS | TRUSTED ADVICE | EXPERIENCED ATTORNEYS | CUSTOMIZED SERVICE
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SUMMIT FENCE INC.

GOOD FENCES MAKE
GOOD NEIGHBORS.

916-365-3006 // summitfenceca.com
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JAY
From Results 

Skate into Homeownership with
the Lucia Lending Team in 2022

Our way 
is the 

FAIR WAY.

NICHOLAS M. LUCIA
Certified Mortgage Planner

NMLS# 489401
Fairway Mortgage 

 NMLS# 2289

1512 Eureka Rd, Suite 110
Roseville, CA 95661

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

www.lucialendingteam.com 

FRIEDMAN

Come Rewards
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AAS YOU KNOW, NOTHING 

GOOD COMES FROM PUTTING 

THE CART IN FRONT OF THE 

HORSE IN REAL ESTATE. 

WHEN YOU TAKE CARE OF 

BUSINESS, YOUR BUSINESS 

WILL TAKE CARE OF YOU.

JAY FRIEDMAN EMPHASIZES 

THAT APPROACH THROUGH 

HIS CAREER, AS WELL.

cover story
By Dave Danielson

Photos and Cover Photo by 
Nicole Sepulveda Photography
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GIVING HIS ALL

As Team Leader with the Turner 
DeMarco + Friedman Real Estate 
Team with eXp Realty, Jay knows 
that real rewards come from creating 
solid results for those around him.

“To make money in this business, 
you first must make people’s dreams 
a reality. It’s rewarding to see my 
team members go and make money 
for themselves. It’s really centered 
around building strong relationships. 
I’m very relationship-driven with 
clients,” Jay emphasizes.

“It’s not just the transaction. It’s 
really rewarding to pick up the 
phone and talk with my clients and 
know that they’re happy to hear 
from you … to talk with them and 
have them tell you what’s happening 
with their family.”

STRONG LOCAL ROOTS

Jay is a native of the area, having 
graduated from Oakmont High 
School in Roseville.

After high school, he moved to Reno, 
Nevada, where he attended the 
University of Nevada Reno.

After graduating in 1999, he moved 
to Southern California, where he 
soon landed a job working in logis-
tics management.

“That’s where I wanted to be … in the 
area that serves as the auto mecca 
of the world. I worked there about 
six months and then took a role with 
Import Tuner Magazine as Sales 
Manager until 2004,” he remembers.

“Working for the magazine and 
having such an important role in 
the automotive world was very fun 
and rewarding. The job was a dream 
come true. I loved to help my clients 
grow their business, I loved the 

traveling to visit my clients and going to car shows all over the United States. I 
grew a lot those four years. It was great!”

COMING HOME

In time, Jay’s path pulled him back to the area to be closer to family. After moving 
back, Jay continued working for the magazine remotely, but it was time for a 
major change in his life.

“At the time, the only thing I liked as much as cars were houses. I bought my first 
home in Lakewood, CA, in 2000. Once I became a homeowner, my focus shifted. 
My car projects became second to home projects. When I knew I needed to make 
a career change I started talking to my wife, Christina, about the need to make 
a change. Christina was a stay-at-home mom for our daughter, Eliza, and the 
thought of a career change was a huge one,” Jay remembers.
 
“She suggested that I carry my passion from cars into houses as I love people, 
and she knew that I would be a great REALTOR® as Christina had some experi-
ence working in real estate while we are in Southern California. Because of this 
experience she also knew how hard I would have to work, as well as what a big 
gamble it was. Not all REALTORS® succeed. I had no idea how hard I would have 
to work, but I knew I needed to make money to survive and my wife and daughter 
depended on me to make it happen. I loved houses, I loved working with people, 
and I knew I had no choice but up, so I went for it and I got my real estate license 
in October of 2004.”

“Once I became licensed I decided to go all in. I flew to Southern California and 
turned in my notice and went full-time in real estate in January 2005,” Jay says.

Although Jay has another assistant named Haley, Christina is still involved in 
Jay’s business every day as the CFO and COO for his team. Jay will not make any 
major decisions without discussing with Christina first.

BUILDING FOR THE FUTURE

Jay continued building his business steadily through time and his success builds 
year over year. In the summer of 2021, Jay joined his team with the Turner 

It’s not just the transaction. 
It’s really rewarding to pick up the 
phone and talk with my clients and 
know that they’re happy to hear from 
you … to talk with them and 
have them tell you what’s 
happening with their family.

The Friedman familyJay and Chris
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reviver.com

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

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

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

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

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

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

2

3

4

2021

DeMarco Group in Eldorado Hills to build the Turner DeMarco 
+ Friedman Real Estate Team. This merger was a great move as 
they now have three team leads combining their expertise to help 
their clients.

A FULFILLING LIFE

Their team has found plenty of success together. In fact, in 2021, 
their team recorded 331 transactions for around $232 million in 
sales volume, of which Jay did 96 transactions for $76 million in 
sales volume.
 
Away from work, Jay’s world revolves around family.

He and Christina look forward to time spent with their children 
— 18-year-old daughter, Eliza, who graduated from high school in 
December, and their 14-year-old son, Calvin, who looks forward 
to starting his high school career this fall.

In his free time, Jay has a passion for traveling with his family, 
working out, and he is also still into cars. One of his loves is his 
1954 Chevy Traditional Custom that he and his friends built over 
the last 10 years, and he sure loves his 2021 Audi S6 too. Jay said, 

“Sure, I could drive a more sensible and affordable car. I 
average 20,000 miles a year and spend a lot of time in my 
car so why should I be in a boring car. Now I enjoy going 
to appointments that much more as I enjoy the drive.”

As he adds, “I also work hard to keep Sundays as play 
days with the boat, relaxing at home with the family and 
spending time with friends. We also like playing with 
our two dogs, Ruby and Greg. We’re also involved with 
our church at Bayside Church in Granite Bay.”

MAKING THINGS HAPPEN

Those who know Jay rely on his all-in approach to mak-
ing things happen.

“We can’t control other people or things that happen in 
life, but we can control ourselves,” he says. “I believe in 
giving 100 percent toward what I can control.”

Congratulations to Jay Friedman. It’s easy to see that 
his strong vision and dedicated work ethic create lasting 
results for those around him every day.

To make money in this business, you first must make 

people’s dreams a reality. It’s rewarding to see my 

team members go and make money for themselves. 




