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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.
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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 things like how to understand potential 
earnings on an Airbnb, how to break down an investment 
property deal, tax strategies for investing, how agents should 
be tracking their write-offs. The questions I get asked the 
most have to do with building a successful real estate 
investment portfolio, I want to share the ins and outs of that. 
Everything I do, I do to provide value.”

Additionally, Shelby wants agents to know about tools to 
make software and automation work for them, freeing up 
time to work smarter, not harder. First, a great marketing 
plan builds credibility through branding and generating 
leads.
 
UWL has a marketing team in-house that builds branding 
and lead generation campaigns. The marketing team is a 
resource Shelby encourages his referral agents to leverage as 
a part of the partnership, “we get in the weeds and take a 
deep dive into current marketing efforts and offer 
lead-generating content ideas that become paid advertising 
campaigns. My marketing team will actually build Facebook 
campaigns for our partners and then teach them how to 
read the analytics to generate more leads and stay relevant 
to their network. I don’t know of another added value 
opportunity like that for REALTORS.” 

Shelby Elias, the owner of Sacramento-based United 
Wholesale Lending, credits relationships and reputation as 
the top factors that have helped him scale UWL into one of 
the Top Ranked 25 Mortgage Brokerages in the Nation.
 
“My goal is to create as much value as possible for my 
referral partners. When our real estate partners see 
success, we know that we are going to see success. I want 
agents to know that we are in their corner.”

Partnership, to Shelby, goes beyond loans. He built United 
Wholesale Lending to provide business-building resources 
and knowledge to help their REALTOR partners grow their 
businesses. 

He explains there is a gap in the market for teaching real 
estate agents how to grow and scale beyond residential 
sales. “Because I think about mortgages in sort of a 
non-traditional way, which is to help clients leverage their 
equity and debt to create investments and additional 
streams of income, I approached building my brokerage 
and the assets we offer in non-traditional ways.” This 
non-traditional approach became successful and soon 
after, close friends in real estate wanted to understand and 
model the process. “I taught them the steps I took and the 

processes I put in place that grew my business.”
 
Shelby shares that many agents come to him 
interested in learning how to build an investment 
property portfolio. Shelby brings a unique perspective 
to lending, especially when thinking about investment 
properties, because of his understanding of real estate. 
He knows what makes a good investment, because of 
the many investments he and he guides his agents and 
clients through his proven model.

Everything a REALTOR has to think through regarding 
an investment property, Shelby has done it. He is an 
investor-friendly agent who understands the ins and 
outs of investing in real estate, including the tax 
implications, the return on investment (ROI) 
calculations, and most importantly — how to find the 
right investment properties.  “I want to see our 
REALTOR partners grow and succeed I’ve been able to 
scale so rapidly through implementing processes that 
take a lot of the guesswork out of the day-to-day, 
which is I’m so eager that United Wholesale goes 
beyond just offering great rates and fast closes, and is 
truly a business building resource to our referral 
network.”

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

Follow Shelby on Instagram for practical tips on investment properties: @shelbyelias

In addition to marketing and lead generation, there 
are ways to create, share, and assess customer 
experience standards. Shelby explains that 
automating and standardizing the UWL client 
experience was monumental in his ability to scale the 
business.  Standards prevent avoidable customer 
experience mistakes, ensure consistent experience 
delivery, and set a high bar for customer experience 
quality. 

When agents come to me 
and want to learn how to I 
built my business I take the 
time to show them how.
To inquire and join United Wholesale Lending’s 
Mastermind, hosted monthly at Granite Bay Country 
Club, email Shelby@UWLmortgage.com.
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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

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

1031 EXCHANGE

Asset Preservation Inc

Bill Angove

(916) 832-1031

apiexchange.com

ATTORNEYS

Clower Law

Ashley Clower

(916) 652-8296

ClowerLaw.com

ElGuindy, Meyer &  

Koegel, APC

Judith Maranski

(916) 778-3310

emklawyers.com

AUTO BRANDING

Reviver

Joy Neerkaye

(916) 306-1070

Reviver.com

BLINDS/SHADES

Made in the Shade  

Blinds and More

Mandie VanBuren

(916) 300-4306

blindsofnorcal.com

CARPET CLEANING

Cleaner Choice Services

Nick Volkert

(916) 899-1783

cleanerchoice.us

CLOSING GIFTS

Seasons Change

Rosanne Kellogg

(916) 367-3090

Seasons-Change.com

Ternero Olive Oil

Lisa Ternero

(916) 508-5325

TerneroOliveOil.com

CONSTRUCTION & 

REMODELING

Wolff Construction

Don Erik Wolff

(916) 205-3745

WolffConstruction.com

CONSTRUCTION/

REMODELING

Good Life Construction, Inc.

Dmitriy Tupikov

(916) 833-1379

goodlifeconstruction.com

CPA SERVICES

Riolo & Associates

Dona Riolo

(916) 771-4134

RioloCPAs.com

CUSTOM CLOSETS

Closet Gallery

Darria Deatherage

(916) 826-7016

AClosetGallery.com

EVENT VENUE

Silt Wine Company

Shannon Ogilvie

(916) 298-9404

siltwineco.com

FINANCIAL ADVISOR

Edward Jones

Linda Sobon

(916) 989-1004

EdwardJones.com/

Linda-Sobon

Edward Jones

Jon Benecke

(916) 865-4616

EdwardJones.com/

Jonathan-Benecke

FINANCIAL CONSULTING

Financial Path Consulting

Cherise Sutton

(916) 612-6261

FinancialPathConsulting.com

FLOORING

Zothex Flooring

Justin Thompson

(916) 753-8291

ZothexFlooring.com

GARAGE DOORS

Overhead Door Company  

of Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

ohdsac.com

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

calprogroup.com

Certified Home and  

Building Inspections

Jason Stockwell

(916) 223-3400

certifiedhbi.com

HVAC

Bronco HVAC

Bronco HVAC

(916) 675-1062

BroncoHeatingandAir.com

INSURANCE

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

iiprotect.com

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

skyinsurancegroup.com

JUNK REMOVAL

Junk Responders

Anthony Wilkins

(844) 586-5786

JunkResponders.com

LENDING

Homelight

Tony Chahal

(510) 846-5200

HomeLight.com

MARKETING

Steps Marketing

Joe Duenat

(916) 288-9775

StepsMarketing.com

XSIGHT Creative Solutions

Scott Rodier

(916) 444-9100

xsightusa.com

MORTGAGE

Alicia Stearman -  

Cross Country Mortgage

Alicia Stearman

(916) 241-8771

AliciaStearman.com

American Pacific  

Reverse Mortgage Group

Liz Andersen

(916) 223-8869

APRMG.com

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

afc360.com

Big Valley Mortgage - 

Rebecca Abbott

Rebecca Abbott

(916) 203-9328

BigValleyMortgage.com

Fairway Mortgage -  

Dan & Sherene Team

Dan McIntire

(916) 276-3324

5StarTeam.com

Fairway Mortgage -  

Lucia Lending Team

Nicholas Lucia

(916) 730-6339

LuciaLendingTeam.com

Family First Mortgage Group

AJ Jackson

(916) 835-4100

ffhomeloans.com

Mortgage Right

Brandon Kleker

(916) 396-5250

MortgageRight.

Sacramento.com

NKS Financial

Neal Smith, Certified 

Mortgage Advisor

(916) 907-6513

NKSFinancial.com

Sarah Lee

Sarah Lee

(916) 600-6126

GuildMortgage.com/

SarahLee

United Wholesale Lending

Shelby Elias

(209) 456-4896

UnitedWholesale 

Lending.com

WealthWise  

Mortgage Planning

Andrew Vierra

(916) 932-7160

VALoansofCalifornia.com

Your Mortgage Girl  

at Guaranteed Rate

Padi Goodspeed

(916) 257-9435

YourMortgageGirl.com

NHD

MyNHD

Lisa Massey

(916) 549-1226

mynhd.com

ORGANIZING SERVICES

Amazing Spaces Organizing

Karen Silva

(916) 502-7092

amazingspacesorganizers.com

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

camachoscustompainting.com

PERFORMANCE COACH

Head Top Performance

Sean O’Brien

(916) 335-4049

HeadTopPerformance.com

PHOTOGRAPHY

Olha Melokhina Photography

Olha Melokhina

(916) 288-5839

OlhaStudio.com

PROPERTY MANAGEMENT

M&M Property Management

Bruce Mills

(916) 548-7712

mmproperties.com

Titan Property Management

Ryan Miller

(916) 745-3385

TitanREI.com

Vienna Property Management

Tony Alfano

(916) 626-3105

ViennaPM.com

REAL ESTATE INVESTMENTS

Belwood Investments LLC

Steven Belmont

(916) 990-3010

belwoodinvestments.com

REAL ESTATE MARKETING

Aerial Canvas

Matt Wood

(650) 730-6139

AerialCanvas.com

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn  

Real Estate Photography

Andrea Gunn

(916) 223-8948

gunnphoto.com

ROOFING SERVICES

Roof Checks

Vlad Khashchuk

(916) 222-6688

RoofChecks.com

SIGNS

Eggleston Signs

Dan Rathburn

(916) 920-4926

eggsigns.com

SOCIAL MEDIA  

MARKETING/ 

MANAGEMENT

Curated Social

Joe Duenat

(916) 288-9775

CuratedSocial.com
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S STAGING

Hallway Staging LLC

Terry Keys

(916) 500-2206

HallwayStaging.com

Premiere Home Staging

Nicole Runkle

(916) 300-0402

thepremierehome.com

TERMITE INSPECTION

North American Home 

Services

Jen Finley

(916) 833-3531

nahspro.com

TITLE COMPANY

First American Title

Erin Barton

(916) 798-4115

FirstAm.com

North American Title

Julie Shroyer

(916) 416-8245

nat.com/nocal

Placer Title

Val Baldo

(916) 947-3747

www.placertitle.com/ 

staff/val-baldo/

Placer Title Company  

EDH & Placer County

Bridgette Holmes

(916) 500-9605

PlacerTitle.com

TRANSACTION 

COORDINATOR

Mercedes Natad, Co.

Mercedes Natad

(916) 402-4486

OCTC

Candice Kulp

(916) 412-6848

service@octcteam.com

Platinum TC Services

Melanie Prescott

(916) 812-7454

platinumtcservices.com

Real Estate Aid

Kristina Adragna

(916) 896-9890

RealEstateAid.net

VIDEO PRODUCTION

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

DynamicCinema 

Productions.com

WEALTH MANAGEMENT

Jake LaFond  

Wealth Management

Jake LaFond

(916) 218-4406

JakeLaFond.NM.com
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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 

Chris Menezes
Writer

Dave Danielson 
Writer

XSIGHT 
Creative Solutions

Creative Marketing Services

Olha Melokhina
Photographer

M E E T  T H E

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

Katie Camerer
Assistant Publisher

Rachel Lesiw
Photographer

Alison Davis
Content Coordinator

Katie MacDiarmid
Publisher

Suzy Delong 
Ad Strategist

Ruth Gnirk 
Writer

Joe Duenat
Social Media &  
Website Design
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publisher’s note

Dear Real Producers Community,

A little over two years ago, I stepped into some new 
shoes. Quite literally, actually. The picture on this 
page? Those are the shoes that I bought brand new 
as our family began a new chapter and I transi-
tioned back into working full time. When I first 
wore them, they felt stiff and foreign, and, as with 
anything new, I developed a few blisters as my feet 
adapted to the fit. 

But after two years, they not only softened and 
became comfortable, they’ve now officially worn all 
the way down. I’ve known for a while that it’s far 
past the time for new ones, but if I can be vulnerable 
with you, I just honestly didn’t want to replace them. 

These shoes have walked me into meeting after 
meeting with you all, a community I didn’t know 
before but have been so honored to be welcomed into. 
They’ve stepped into coffee shop after coffee shop, 
and hundreds of carpeted office floors, as I got to 
know you all, heard your stories, and tried to share 
with you what I wanted to bring to the Sacramento 
Region. They took me, rather US, from concept to 
reality here in Sacramento. And so call me dramatic, 
but I’ve just grown a little attached to them.

I will be honest, putting these shoes on my feet day 
after day, especially at the onset of the pandemic 
(which occurred simultaneously with the launch 
of Real Producers in this region) ... well, it did not 
always feel as fun as it feels now. I can safely tell 
you that the shape these shoes are in now accu-
rately represents how I felt on many days over the 
last two years of wearing them, and maybe still feel 
a bit today. Lots of wear and tear, but so many miles 
covered and so many goals accomplished. They 
reflect a happy sort of tiredness to me, where the 
lines and scuffs and creases feel more like badges of 
honor than battle wounds.

A few weeks ago, these shoes saw their last day. 
I was walking out of a great meeting interviewing 
the lovely Katie Butler, tripped over a step, and 
the complete sole flew off of my right shoe. It 
was a comedic sight for sure, as well as a poetic 
end to this pair of shoes and their travels. It felt 
timely to “hang them up” (because I’m not sure 
I can throw them away) right as we deadline on 
our 24th issue of Sacramento Real Producers. So 
much has happened. So much has been learned, 
overcome and grown in the last two years. I know 
this is true for you, too, because so many of you 
have vulnerably shown me what it was like to 

ANNIVERSARY!

IF THESE SHOES COULD TALK . . .

2YEAR
HAPPY

walk in YOUR shoes as you shared your stories 
with this community.

This issue is special because we have asked all 
of our featured REALTORS® from the first two 
issues of SRP if we could run their stories again 
and include an update since, at the time we wrote 
their articles, no one had ever even heard of Covid 
OR Real Producers for that matter. I invite you to 
enjoy the stories and also use this as a prompting 
to reflect on all that has gone on for you in the 
past two years since March of 2020. How have you 
grown? How have you overcome? What have you 
pushed through, and what are you proud of? 

If your shoes could talk, what story would 
they tell us?

Honored as always, 

Katie MacDiarmid
Sacramento Real Producers
katie.macdiarmid@ 
realproducersmag.com

(916) 402-5662

facebook.com/sacramentorealproducers
@SacRealProducers
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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
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Launching You On Your Path 
To Peak Performance

  neirB’O naeS
www.headtopperformance.com

- Be the example in how you 
perform to your team and peers!

- Get more of your day back to client 
facing activity with our tools and strat-
egies 

- Scale your business for 
next level growth in an 
accelerated fashion

Clients Include:
Apple, Morgan Stanley, Duke,
Northwestern Mutual, Amazon, 
Gonzaga, CSUS Athletics, and multiple 
Real Estate Investment groups.

Golden NuggetsGolden Nuggets
P R E S E N T S

S A C R A M E N T O

Nick Sadek
Nick Sadek Sotheby’s  
International Realty
“Whether it’s our commitment to 
volunteer service or working with 
our clients, we are always profes-
sional, passionate and ethical about 
what we do.”

Kelli Griggs
Navigate Realty
“Grow your mindset, and grow  
your team!”
 

Justin Arnest
Realty One Group
“What you focus on expands.”

Samantha Tov and Judy Cuong
Portfolio Real Estate
“Mindset is everything... Teamwork 
to achieve more together!”
 

Brian Perry
COMPASS
“Remember not to lose yourself in 
your success because it’s easy to be 
what other people want you to be. 
This will lead to unhappiness. Never 
be anyone but you.”
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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

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

916.502.7092

amazingspacesprofessionalorganizers.com

Let us help your 
clients before, 
during, and after 
their moves.

• Decluttering
• Downsizing
• Prepping for Stager
• Packing
• Unpacking
• Organizing
• Senior Moves

We specialize in:

We can also help your clients by 

coordinating other services such as 

movers, storage, etc.
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At a roundtable event, the first hour with our panel is sim-
ply the beginning of the discussion that then flows into fur-
ther conversation over food and drinks in the second hour. 

Thank you to our panelists: 

Maura Tierney – Keller Williams
Bill Sadek – Engel & Volkers
Melinda Shrader – Coldwell Banker
Kevin McDonald – Realty One Group
Lisa Paragary – Nick Sadek Sotheby’s International Realty

We are also grateful to our host, Neal Smith of NKS Financial, 
and co-moderator, Scott Ostrode of Keller Williams. 

We had a wonderful time seeing everyone, and it’s our 
sincere hope that each and every guest walked away feeling 
encouraged, connected, and empowered with at least one 
takeaway to better their business in the upcoming year! We 
will see you at the next one!

Cheers! 
Katie

On January 20th we gathered as a Real Producers 
community for our first-ever RP ROUNDTABLE 
event in Sacramento, and it was a fantastic time! 

The idea behind the roundtable concept is that 
when we gather at Real Producers events, everyone 
present is producing and running their businesses 
at such a high level that there is less need for a 
large separation between “experts” on the panel 
and “students” in the audience. 

Instead, we set the goal of shared experience and 
channeling the collective wisdom in the room, and 
aim to foster an atmosphere of camaraderie and 
collaboration. We invite panelists who are a part of 
our Top 500 community to set that tone by offering 
to “go first” in the discussion. These panelists and 
moderators are incredible at their jobs, and though 
they represent a wide range of methods and models, 
they share an abundance mindset and believe in 
bettering the real estate industry as a whole. We are 
SO thankful for their contribution to the discussion.

event sponsors Photos by Tee Dos Santos, Socialway Creative

2022HIGHLIGHTS

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

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

FREE RENTAL
CMA’S FOR
REALTORS

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

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS
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       @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, RealtorLet 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

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



34 • March 2022 Sacramento Real Producers • 35@realproducers realproducersmag.com

partner spotlight

FOUNDING PARTNERS
In honor of the two-year anniversary of Sacramento Real Producers, we’d like to recognize 

our Founding Partners who have supported this community from the beginning. These local 

businesses are proud to partner with you and make this publication and platform possible. 

Fairway Independent Mortgage – 

The Dan & Sherene Team

We are a full-service, local mortgage 
team working in our community for 
the past 20 years.

Transparency, efficiency, and com-
munication are the pillars of our 
business, and we strive to build life-
long relationships with our clients 
and referral partners.

A lot of folks are leaving California 
and headed to other states. At 
Fairway, we have stellar loan officers 
in every state and are happy to con-
nect these clients with them.

We have loved being a part the 
Sacramento Real Producers family, 
attending events and contributing to 
the success of the magazine and real 
estate community. Certified Home and Building Inspections

Family First Mortgage Group

Made in the Shade Blinds and More

CalPro Inspection Group

We are the one phone call you 
need to make for all your property 
inspections, termite repairs and 
pest control, and we are obsessed 
with providing the absolute best 
customer service.

We have absolutely loved all the 
relationships we’ve gotten to build 
and deepen through Sacramento 
Real Producers. This community 
has been so welcoming to us; we are 
truly honored to be part of it.

2021 was an incredible year for us. 
We were able to expand our services, 
locations, and welcome 42 new team 
members to the CalPro family. None 
of this would be possible without all 
your support, so thank you!

ElGuindy, Meyer & Koegel, APC

Sky Insurance Brokers
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XSIGHT Creative Solutions

XSIGHT is a photography and video 
company that formed over 17 years ago, 
specializing in creating purposeful and 
intriguing visual content. We are passion-
ate about seeing brands succeed, inspired 
by the challenges of a visually stimulated 
world, and driven to create content that 
connects people in a meaningful way.

Being a part of the Sacramento Real 
Producers community these past two 
years has provided us with the opportu-
nity to collaborate with some great part-
ners and see some positive growth within 
the community. It is a breath of fresh 
air to experience the mutual reciprocity 
throughout the group where people are 
learning as much as they are providing 
and working towards the collective mis-
sion and not just individual pursuits.

Point Equity Residential Lending

Intrinsic Insurance Services
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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

We are

Lucky
to work in this

community.

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

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

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
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cover story
By Isabella Browne Lorcher 
Photos and Cover Photo by  
XSIGHT Creative Solutions

NICK NICK 
SADEKSADEKSADEK

S O T H E B Y ’ S  I N T E R N A T I O N A L  R E A L T Y
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Nick Sadek was climbing into an attic to give 
a home inspector a hand as we spoke over the 
phone. That’s just the sort of hands-on approach 
that makes Nick’s business practices stand out, 
and sets the bar for service to another level. For 
the past 32 years, he has worked hard to master 
his trade, and his efforts have paid off. 

Nick is now setting industry standards in support-
ing both his clients and the agents he leads at his 
firm, Nick Sadek Sotheby’s International Realty.

“It’s an opportunity to get to know new friends,” he 
shares. For Nick, making these life-long connections 
is one of the most rewarding aspects of his work.

Before transitioning into the field of real estate, 
Nick owned a chain of miniature photography 
development labs. Real estate was familiar terri-
tory for Nick, whose father was a developer, and 
in 1988, he began working for Great Western Real 
Estate. By the late 1990s, he was ready to grow his 
business, and make a name for himself. 

Through determined networking, Nick was able 
to secure a luxury property listing, and seized this 
unique opportunity to promote an entire sector 

of the industry. In carving out a niche for himself, 
Nick changed the course of his career towards spe-
cialization in luxury home properties. 

Despite the rapid growth of Sotheby’s International 
Realty, Nick has maintained a boutique-style brand 
based on white-glove service for clients. In the high-
stakes world of luxury listings, clients are kept in the 
loop of promoting and negotiating the sale of their 
properties, with particular attention to the buyers’ 
specific needs while searching for a new home. 

These sweeping properties include every type of 
listing, from waterfront access homes to properties 
with guest houses, pools, wine cellars, fire pits, and 
sprawling landscapes. At one point, while Nick was 
marketing a property, a celebrity selling a neighbor-
ing house decided to use his services as well. 

This celebrity listing helped put Nick on the map. 
“Everything builds on each other and it creates 
momentum,” Nick explains.

While Nick began with just two real estate agents on 
his team, he now has over 100 agents working with 
him. Despite his firm’s size, he strives to maintain 
the intimate feel of a boutique firm. He manages this 

through the personal 
connections he makes 
with buyers, sellers,  
and co-workers. 

Nick has been creative 
in how he promotes his 
properties and services 
to buyers, potential 
sellers, and others in the 
industry. Before drone 
photography was a com-
mon place feature on 
real estate listings, Nick 
was hiring aerial pho-
tographers in planes to 
capture grand views of 
the large estates he was 
selling. This creativity 
has paid off in a big way. 
The firm’s total volume 
last year was four hun-
dred million, and Nick’s 
career volume overall is 
seven hundred million. 

Mentoring others is 
another important 
aspect of his work. In 
his advice to upcoming 
real estate agents, Nick 
offers, “It’s all about 
mastering your game. 
Create a niche and a 
name for yourself, set 
goals, and surround 
yourself with successful 
people in your industry.”

Nick is always looking 
towards the future. “It’s 
always nice to improve 
your situation, so I’d like 
to grow the business,” 
he states. But he is quick 
to add that he does not 
mean simply growing 
in numbers; he wants to 
improve further on the 
quality of work that they 
do, without losing sight 
of Nick Sadek Sotheby’s 
core values. 

Nick defines success 

as “Loving what you 

do and how you do it, 

and truly knowing that 

you did your best to 

accomplish your goals.

”

“
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One of these core values is promoting and opening 
doors for the right agents, or “great human beings,” 
as he puts it; people with a strong work ethic 
who are creative and take full advantage of the 
resources his firm provides to do their best work. 

Successful real estate agents, Nick states, “treat 
it as a business.” In addition to hard work, being 
energetic and excited about the industry is clearly 
something that Nick models for agents at his firm. 
He defines success as “Loving what you do and how 
you do it, and truly knowing that you did your best 
to accomplish your goals.” 

While Nick is passionate about growing his 
business, he is also committed to life at home. He 
married his wife, Dina Sadek, 23 years ago, and 
together they have two children: Danya, who will 
soon be graduating from university as a mechanical 
engineer, and Adam, who is interested in studying 
computer engineering. 

“It’s always good to have a passion for something,” 
he says, clearly proud of his children’s endeavours. 
Their family is rounded out by Gucci, their nine-
pound Yorkie terrier.

When asked how his career in real estate fits in 
with his personal goals, Nick says he couldn’t 
imagine doing anything else. However, 32 years 
ago, he had little idea how far his dedication and 
forward-thinking would take him in this industry.

As Nick mentions, “It’s like life. You feel like you get 
to an intersection and do you go right? Do you go 
left? So far, hopefully, I’ve made the right decisions.” 

As a REALTOR®, Nick has made a name for himself 
and his brand through client-oriented service, sin-
cere support for the growth of his agents and stra-
tegic, creative marketing. As this month’s featured 
REAL Producer, Nick Sadek is setting the bar for 
industry standards with his story of success.

Looking to partner with a few professionals:

Adding value to the service you provide your clients improves loyalty and your bottom line. 
Helping to ensure your clients' home investment is safeguarded against death or injury is a 
great value add service. As an insurance professional with a real estate background, I offer 
several innovative policies to protect your clients' most important investment.

Cherise Sutton
cherises@planwithpreneed.com

916.204.3223

WHAT IS PRE-NEED?
WHY IS IT IMPORTANT?

HOW CAN IT HELP YOU?
WHEN SHOULD YOU START?

WHO CAN ASSIST YOU?SCAN ME
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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.

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

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

The first Responders
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Junk Hauling needs!

All of our services come with
our exclusive 7-Day 100%
Happiness Guarantee.

CARPET & UPHOLSTERY
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HVAC & DRYER VENT

TAKE A BREATH
AND RELAX.
WE GOT YOU.

Call or Text 916-899-1783 
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But when Kelli came of age, she started a 20-year career in mort-
gage lending. She’ll never forget her first job.

“I happened into a local mortgage company, and the office manager 
told me they weren’t hiring. It was a battle of wills. I continued to 
ask questions and wouldn’t leave,” Kelli recalls. “The owner, Steve 
Cockerell, walked out and began interviewing me. About 20 minutes 
in, he burst out laughing. He told me that I hadn’t answered one of 
the questions correctly but that I answered them with such confi-
dence, he thought I’d make a great loan officer someday. He hired me 
on the spot — to the complete outrage of the office manager.”

The office manager demanded nothing but the best from Kelli, 
forcing her to take additional classes and training. But during 
her time there, she also met Judy Hayes — an encouraging, 
positive force in Kelli’s life, who remains her closest confidante 
and in-house lender today.

“I think that my experience working there shaped me to become the 
really passionate, hard worker that I am today,” she emphasizes.

She climbed through the ranks to become Regional Sales 
Manager. Her business soared. And then 2008 happened, and the 
bottom dropped out of the market … to the point where it was 
difficult to find a job in her industry.

But Kelli kept moving forward.

“In wholesale lending at the time, to get in with the CEO or the 
CFO of a lender, you had to get into the boys’ club, and the best 
way to do that was either through being really good at golf or 

poker. I was trying to break through the glass ceiling,” she 
recalls. “I suck at golf. I tried really hard to learn. But 

it didn’t work. So I hired a poker coach.” 

Hand by hand, her skills grew … and not 
just a little.

“I learned how to play, and I entered 
some very prestigious poker tourna-
ments, and I actually ended up win-
ning a World Poker Tour event,” 
she remembers. 

At the time, you could watch  
Kelli play on national TV as one  
of just a handful of female players 

out of a tournament field numbering 
in the hundreds.

As she says, “It was a great experience. 
I became friends with the other women on 

tour. I would go and play in these events on the 
weekends, make some money, and then come back 

and home school my children during the week.”

In 2011, Kelli decided to get her real estate license and enter the 
business. Her first year, she earned Rising Star honors. After 
starting with one firm, she moved to a 100 percent commission 
company. From there, she moved to RE/MAX in El Dorado Hills.

“There, I worked under the world’s best office manager, Steve 
Davies,” she says. “Steve showed me the manager that I wanted 
to become. He cared so deeply for his agents, was quick to 
respond, and is genuinely a great human.” 

In time, Kelli decided to create and control her own brand. 

Going All-In 

You know when you’ve met someone destined for greatness. They 
have a spark and a confidence about them. Just as importantly, they 
have a relentless drive to take on goals and make them realities.

Kelli Griggs is a perfect example. When you meet her, it’s clear 
that she goes all-in with whatever she sets out to do.

“When I do something, I commit myself 100 percent,” she  
says. “When I get behind something, it’s because I am fully 
passionate about it.”

As the co-founder of Navigate Realty, Kelli serves as Owner 
and CEO, while husband Jeff is CFO. She’s also a sought-after 
speaker and engaging ambassador for Side, a San Francisco 
based, VC-backed brokerage.

Made for This

Kelli has had a lifelong relationship with real estate. 

“I feel like I’ve been in real estate my whole life. My father was a 
real estate broker, and sometimes he would take me to work with 
him, so I’ve always been around it,” she smiles.

KELLI
GRIGGS

N A V I G A T E  R E A L T Y

cover story
By Dave Danielson 
Photos and Cover Photo by Lisa Jesse Photography
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During that time, Kelli met two men 
she credits with changing her busi-
ness life forever.

“They were Guy Gal, now CEO and 
Ed Wu, CTO of Side. They saw the 
same need I did. We believed top-pro-
ducing agents deserved to have their 
own brand,” Kelli says. “They’d set out 
to build a company that offered top 
producers, like me, the opportunity to 
own their own business and brand by 
providing all the backend, compli-
ance, legal, marketing stack, business 
management, technology systems, 
and support behind the scenes. This 
allowed them to do what they do best 

— being an influencer, a rock star … the person who 
brings in the business and closes the deals.”

The results have been remarkable.

“Jeff and I co-founded Navigate Realty, utilizing 
Side as our backend brokerage a little over three 
years ago,” she recalls. “When we started, I was 
doing about $20 million in volume. Last year I did 
$40 million in personal production, and this year 
I’m on pace to do $50 million with my small team 
of agents doing an additional $50 million for a 
total of $100 million in sales.”

Today, after three and a half years in business, 
Navigate Realty has become the number one bou-
tique real estate company in the county.

“This success has given me a passion to become an 
Ambassador for Side,” Kelli says with a smile. “To 
help other people who feel a calling to own their own 
brand, and have what I have. It feels incredible to have 
the phone ring with someone who wants to list their 
home for sale, and they found you off your website.”

As Kelli says, she’s looking for others who, just like 
her, are looking for something more.

“To them, I would say, ‘You have an opportunity to 
do your own thing. Give me a call and let’s talk,’” she 
points out. “We look for amazing people who can 
carry a brand, and then we invest funds to help them 
build their brand. We’re looking for that needle in a 
haystack. I know there are others like me out there, 

and I love meeting them. It is what 
Side is all about - it’s about giving peo-
ple like me the chance to be great.”

What Matters Most

In their free time, Kelli and Jeff love 
spending time at home with their 
daughters, 20-year-old Gabriela and 
16-year-old Sophia, on their 10-acre 
ranch that features 1,100 plants 
grown from seed in a massive garden, 
along with more than 100 chickens, 10 
cats, and a dog named Mercedes.

As a former culinary student and 
chef, Kelli enjoys hosting and cooking 

dinner for her extended family on 
Sundays after church. 

She is quick to give God the praise for 
an incredible life. Her family and faith 
mean everything to her. Her sense of 
generosity and drive to help is evident 
to all those around her. 

Wherever she goes, success is sure to 
follow. In fact, if you’re thinking about 
placing bets, go all-in for Kelli Griggs.

Your inside voice tells you 
what you need and where you 

should be. Mine was telling me 
that there had to be a better 

way, so I set out to find it.

”

“
“I began doing the hard work of get-
ting my broker’s license, researching 
E&O Insurance, and finding office 
space, but my production suffered. 
It was so easy to get distracted with 
starting a business that I had little 
time to actually do business,” she 
says. “It’s an amazing thing, really. 
Your inside voice tells you what you 
need and where you should be. Mine 
was telling me that there had to be a 
better way, so I set out to find it.” 

A Rewarding New SIDE to Life

Kelli began writing down all the 
things that were wrong with her busi-
ness and pursued the solution. 

“My incredible husband, Jeff Griggs, 
who at the time was managing a large 
construction company, was instrumen-
tal. When I had enough of these ideas 
and solutions worked into a business 
model, I took these ideas back to a 
friend in the venture capital world who 
found me an investor,” she says. 
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ARE YOUR INVESTORS
O V E R W E L M E D ?

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

Tenant background checks

WE CAN
DO IT!

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

DRE# 01100901

M&M
Residential Property

Management
TO THE RESCUE!

BAM!

Matt impressed us with his professionalism and with his creativity. Matt has a 
calm demeanor and is well organized. The finished product has always 

exceeded our expectations. We would recommend Matt without hesitation. 
- Paragary-Miller Team 

SE RVICE S:  
VIDEO TOURS / PHOTOGRAPHY

3D MATTERPORT / 2D FLOOR PLANS
TWILIGHT / PERSONAL BRANDING

LIFESTYLE COMMERCIALS

MATTHEW WALTER
VIDEOGRAPHER / PHOTOGRAPHER 
EDITOR / CERTIFIED DRONE PILOT

530-417-6170

Matt@DynamicCinemaProductions.com
DynamicCinemaProductions.com/real-estate

FOCUSED ON 
CUSTOMER SATISFACTION

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



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

rising star

R E A L T Y  O N E  G R O U P  C O M P L E T E

By Erin Anderson 

Photos by Rachel Lesiw - 

Indulge Beauty Studio

When Justin Arnest tells the story of his career 
path, one may be surprised to learn what a civil 
engineer, a sheriff’s deputy, and a REALTOR® 
all have in common. What do these seemingly 
unrelated careers share? Justin would be the one to 
know, from his experience in all three fields.

As a result of his 12 years as a civil engineer, Justin 
gained an appreciation for neighborhoods and 
communities, while also learning the importance 
of attention to detail. Through many years working 
with codes and regulations, as well as stacks of 

design specifications, he shares, “I am 
fanatical about details.”

In a shift to his career as a sheriff’s dep-
uty, Justin built on his love and respect 
for his community, while acquiring 
negotiation skills that would serve him 
well through his transition into the field 
of real estate, two and a half years ago. 

As Justin states, “When you’re a law 
enforcement officer, everything’s a 

negotiation. You have to learn how to 
communicate with people their way. 
And everybody communicates differ-
ently. I realized when I was dealing 
with my real estate clients, everybody 
has a different communication style, 
and will respond differently. I have 
to figure out what’s the best way to 
communicate with each individual 
and adapt myself accordingly.” 

Applying the skills learned in the field 
of law enforcement to his new career in 
real estate, Justin is able to approach 
each client with an open mind. This 
allows him to be adaptable when 
helping clients understand complex 
home-buying and selling processes. 

After buying and selling a few homes 
of his own alongside his wife, Justin 
began to consider pursuing his interest 
in real estate. Although a career tran-
sition often comes with challenges, 
Justin was resourceful and clever in 
his leap into the industry. Combining 
his love for community, negotiation 
tactics, and a detail-oriented approach, 
Justin has been excelling as a rising 
star in the industry, earning himself a 
Rookie of the Year award and a spot in 
the National Top 1%.

To create his own success, Justin has 
applied a dogged approach to all of 
the work that he does. He attributes 
his early career success to “A relent-
less pursuit of my clients’ goals.” 

However, his focus is not just on 
his own success, but also that of his 
clients. He states, “I’m going to do 
whatever I can do for my clients to 
succeed. It’s about finding ways to 
get them to their goals. If that means 
freshening up the landscape, timing 
the market, holding open houses… 
whatever has to be done to get that 
listing sold at the price or time they 
need, that’s what I’ll do.”

Justin’s hard work and creative imple-
mentation of the skills he obtained 
in his previous careers have played a 
large role in his success. Additionally, 
he notes that he had all the tools 
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he needed to succeed pro-
vided by Realty One Group 
Complete’s broker, Greg 
McClure, as well as his mentors, 
Karry Azarabadi and Sheila 
Reynoso. With a communi-
ty-oriented focus on achieve-
ment, Justin’s definition of 
success is, “Having a core group 
of people that know you, love 
you, and support you. And being 
able to do the same for them.”

Justin and his wife of 20 years, 
Lilia, who moved to the United 
States from Riga, Latvia when 
she was 17, share a love for 
community and their home state 
of California. With his work as 
a REALTOR® and Lilia’s career 
in education, the two spend as 
much time as possible support-
ing their community.

Regarding his hometown, 
Justin states, “I love that 
Placer County is well-run and 

has a family-centric, value sys-
tem. A lot of neighborhoods in 
Sacramento are very family-fo-
cused with good-natured peo-
ple enjoying life, growing their 
families, and working hard. 
The Sacramento region has a 
robust and healthy economy.” 

It’s not just the people that form 
Justin’s passion for his region, 
but also the natural beauty and 
outdoor lifestyle of California 
that he enjoys. “We’ve got some 
amazing geography. We’ve got 
National Parks, the coast, San 
Francisco, and Lake Tahoe is 
just an hour away.” 

All of these outdoor play-
grounds provide Justin and his 
wife yearlong opportunities to 
“maximize all that California 
has to offer,” including snow-
boarding, mountain biking, 
hiking, and boating. The two 
also like to expand their travels 

to the rest of the country and 
around the world, having 
visited 47 states and over 20 
countries, with many more to 
check off their list. 

Justin approaches all that 
he does in life with determi-
nation and passion, whether 
that’s starting his new career 
in real estate, reaching his 
clients’ goals, or climbing Half 
Dome. With two and a half top 
producing years under his belt, 

Justin offers this advice for 
others taking the leap into real 
estate, “There are 100 ways 
to be successful at real estate. 
Pick half a dozen and go all in.” 

It’s clear to see that Justin has 
gone all-in with his career as 
a REALTOR®. His relentless 
pursuit of his goals, as well as 
the goals of his clients, will 
take this Rising Star far in 
his beloved Sacramento real 
estate community.

””
““

There are 100 ways 

to be successful at 

real estate. Pick half a 

dozen and go all in.
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Riolo & Associates, CPAs
For ideal
personal and business
financial planning, 
contact us today!

(916) 771-4134

“
”

Your Real Estate
L I F E L I N E

Kristina Adragna, CAR Certified Transaction Coordinator, Short Sale Certified

Kristina has helped me with several transactions and she really has been
first aid in a transaction she had to take over. I love her attention to detail
and how she does calendar reminders for everything. Intros, timeliness, etc.
She's a great addition to my team. If you're picky like me, give her a try. -Krystle K, realtor

916-896-9890  |  realestateaid.net
Listing Manager  |  Transaction Coordinator  |  Client Liaison  |  Real Estate Admin
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DONATED THIS YEAR TO HELP
END MODERN-DAY SLAVERY.

$2.5 MILLION$2.5 MILLION
Did you know there are more victims held against their will today than ever 
before? That’s why The N2 Company – the company behind this publication 
and 850+ others like it – is financially committed to end human trafficking. 

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. 

FOR EVERY AD SALE WE MAKE, N2 DONATES ENOUGH 
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.
The average Fortune 500 company donates about 1% of their profits 
to charity. The N2 Company donates 2.6% of their gross revenue.

Visit n2gives.com to learn more about our fight.
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leaders in real estate

& 
P O R T F O L I O  R E A L  E S T A T E

By Megan Taylor-DiCenzo 

Photos by Rachel Lesiw - Indulge Beauty Studio

Samantha Tov and Judy Cuong have 
been business partners for over a 
decade. “We’re the yin and yang of each 
other,” they laugh. “We sell properties 
and mentor agents as a team. Judy’s 
really good at commercial leases, 
restaurants, and multi-units. She’s a 
numbers person, and I help oversee the 
agents and office with training and daily 
activities,” Samantha notes.
   
They’re similar in a lot of ways too. 
“We’re both family-oriented with kids, 
siblings and husbands. As women 

JUDY CUONG
SAMANTHA TOV 

entrepreneurs it’s a challenge to balance work, 
family and business but we have done it and become 
successful and hopefully that inspires others to know 
they can do the same,” Samantha states. “We comple-
ment each other. We’ve built a family-sister bond. If 
something happens, we’re here for one another. That’s 
what makes our team—and our company—work.”

Decorated with numerous awards, including  
the Women’s Council of REALTORS® California 
Humanitarian Award, SAR Outstanding Life 
Master’s Club, and Realtor of the Year, they’re not 
only top producing agents, but the co-founders of 
Portfolio Real Estate as well.

Samantha and Judy were already 
successful team leaders in real estate 
when the opportunity arose last year 
to partner with Side to start their 
own boutique business. This was the 
beginning of Portfolio Real Estate. 
Owning their own company has 
provided them with creative control, 
future security, and incentives they 
wouldn’t have otherwise. 

With about 20 years of experience 
in the industry, they’re now pas-
sionate about taking on and training 
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new agents who’ve sought them out, 
mainly through word of mouth and 
social media.
 
Portfolio has about 20 agents cur-
rently, 15 of them active, and most 
of them multilingual. Once an agent 
joins their team, Samantha and 
Judy train them from the start to be 
professional, ethical agents and to 
earn the respect of the people in the 
community. They believe in leading 
by example because they understand 
that name and reputation is one’s live-
lihood in the real estate industry. “We 
train them not to burn bridges with 
their colleagues or within a transac-
tion. We help them problem-solve 
and educate them on the right way to 
handle things,” Samantha explains.

It’s important to Samantha and Judy 
that the Portfolio team functions like 
a family. “We’re like brothers and sis-
ters,” they share. “Some people like to 
be closed off. They don’t want to share 
anything, and that may be where they 

fail. They’re not willing to help one another. We want 
to help each of our agents fulfill their own destiny.”

A quick conversation with their team members 
was filled with praise for these two strong women 
leaders. When asked to describe them, the balance 
of their personalities came center stage once again. 
“Samantha’s like a tiger mom and Judy’s more 
reserved,” they joke, “but they’re both amazing, 
supportive and knowledgeable. No problem is too 
small. When you need them, they’re there.”

Not only do they help agents to create their life’s 
portfolio, as their company name suggests, but 
Samantha and Judy are serious about giving back. 
“Each of us has a different story.  We’ve all gone 
through something,” Judy shares. “We came to the 
United States, and the United States has given us 
everything we have. Giving back is a must.”  

Samantha’s family came to America in 1979. “We 
were refugees from the genocide war in Cambodia,” 
she recalls. “Two social workers helped my parents 
find jobs. We went to the church to get a Christmas 
basket. Out of the goodness of people’s hearts, they 
gave to us. It’s our time to give back to the commu-
nity. Both Judy and I try to be grateful role models. 

We’re also setting good examples for 
our kids because they are our legacy.”

Among other things, Samantha and 
Judy participate in a Christmas adop-
tion in South Sacramento, delivering, 
as Samantha puts it, “Christmas 
miracles.” She says, “We deliver food, 
presents, and trees. In the past 10 
years, we’ve given to 130 families. 
There are a lot of tears shed.”  

This generous spirit, combined with 
their willingness to work together, 
is Samantha and Judy’s secret to 
success. According to Samantha, 
“Success is not what one accom-
plishes. It’s being able to help others 
and earning their respect. Success is 
being able to pay it forward in helping 
others achieve their success.” In this, 
too, Samantha and Judy have found 
the yin and yang, a beautiful balance 
of success to add to their portfolio.
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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:
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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

AGENT REFERRAL FEE: $500.00

916-402-4486 | mercedesthetc.com

A real estate transaction coordinator (TC) is 
far more than a paper pusher or key puncher. 
We’re an integral partner helping facilitate the 

ever changing complexities of real estate. With 
extensive knowledge and continued education, 
we ensure your file is complete and compliant.

A Commitment To Your Success

Partnering with Mercedes is knowing that your 
transactions are in the care and guidance of a 

trusted and experienced real estate professional. 
Leveraging her expertise, knowledge, savvy and 

care will allow you to increase your daily 
productivity and peace of mind.

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

With 10+ years in customer service, currently 
providing service to 24 brokerages and over 85 

agents, Mercedes has an ever increasing record 
of helping real estate professionals successfully 

close countless transactions year after year.
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PERRYPERRYBrianBrian
C O M P A S S

By Dave Danielson 
Photos by Rachel Lesiw - Indulge Beauty Studio

profile

PERRYBrian Brian Perry stands with thousands of other 

runners — huddled together as the time nears. 

Pop! The starter’s gun fires, and the mass of 

humanity begins the long course ahead.

There are times in life when we all need to run 
some sprints … those short bursts, individual proj-
ects, and short-term opportunities that come up.

Handling those successfully is something to be 
celebrated. But winning over the long run … that is 
something truly special … something to be honored.

That’s the way it is with Brian Perry. He knows 
what it’s like to win over the long run as a marathon 
runner and a Broker Associate and REALTOR® 
with Lyon Real Estate.

GETTING HIS START

Some paths in life are well planned in advance. 
Others present themselves through time. Brian’s 
start in real estate was the latter.

“I had no idea as a kid that I would get into real 
estate,” Brian recalls. “But I have always been fasci-
nated with residential properties. Years ago, my girl-
friend (and now my wife), Jennifer, enjoyed going to 
look at properties and touring model homes. It was 
something we really enjoyed doing in our free time.” 

As Brian started his professional career, he worked 
in sales and marketing for several years, yet 
something was missing.

“That was the point when my father-in-law talked 
with me about the importance of selling things that I 
had a passion for,” he remembers. Also at the encour-
agement of friends Kyle & Jill Phillips, he came to 
believe that real estate was the right vehicle for him.

So 16 years ago, Brian earned his real estate license 
and set out on the first leg of his run in real estate.

“I got my feet wet in the lending side of the busi-
ness. That was a good start for me. It was a lot 
of cold calling. I sat down and wrote out a list of 
everyone I knew to see if they were looking to refi-
nance or purchase a home,” Brian says. “I realized 
pretty quickly the lending side wasn’t something 

that I was as personally interested in. 
So I put together another list, and, 
fortunately, at the time, I knew sev-
eral people who were looking to sell.” 

TRAINING AND PUSHING FORWARD

At about the same time, he met Cynthia 
Anderson, a real estate Broker who 
took him on and guided his first steps.

“That was the best thing that ever hap-
pened in my career,” Brian explains. 
“She was very experienced, and she 
taught me everything. She gave me a 
lot of training, and spent hours going 
through all of the disclosures and 
paperwork. She wanted me to really 
know it. That really made me excep-
tional when it came to knowing the 
transactional side of the business.”

Through time, Brian’s career took off. 

He got up to speed, maintained a 

good pace and gained ground.

Along the way, there were others who 
helped him refine his business funda-
mentals and grow in the business — 
people like Mike and Amy Marchione 
and Greg Larson, who Brian worked 
with during various stages along the 
way. When he began to hit his profes-
sional stride and needed additional 
coaching, Kris Vogt was instrumental 
in taking his career to the next level by 
opening up a world of networking with 
elite agents in other real estate mar-
kets. “These relationships have been 
invaluable to my career,” Brian states.

Now, Brian is going on year two as 
Broker Associate with Lyon Real Estate. 

Looking back on the ground Brian has 
covered, he’s passed a lot of mile-
stones. He is consistently recognized 
for finishing with production totals 
that place him among the top one 
percent in the region and the top two 
percent nationally.

W I N N I N G  I N  T H E  L O N G  R U N
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Brian loves his journey through life with his wife, 
Jennifer, whom he credits with being the number 
one contributor to his success. Along with their 
children, 17-year-old Emma, 15-year-old Katlyn 
and 11-year-old Connor, they enjoy watching their 
family grow and become involved in a wide range 
of music and athletic pursuits. They’re also very 
active with snow skiing, paddle boarding, water 
skiing, boating, and beach trips.

They have a passion for giving back to the commu-
nity in a number of ways, including supporting local 
education, arts and marine life organizations. They’re 
members of the Monterey Bay Aquarium, and also 
have a big place in their heart for sharing support for 
William Jessup University, including through schol-
arship dollars and supporting the school’s theater arts 
program. Brian and Jennifer have also had a passion 
for serving as marriage mentors for younger couples 
over the past 14 years. They also enjoy supporting 
local sports programs, including basketball and cross 
country. In fact, one of Brian’s favorite things is coach-
ing local kids in cross country.

Another favorite to get involved with is the Run 
Rocklin local charity event, with proceeds going to 
the Matt Redding Foundation.

HITTING HIS STRIDE

Ten years ago, Brian started a new leg in his life’s jour-
ney — running marathons. Since then, he has covered 
a lot of miles literally and figuratively, completing a 
dozen events, including qualifying multiple times for 
the Boston Marathon, and running it in 2015.

Brian and his family share their love for the 
sport with the area that they call home. A great 
example is the annual California International 
Marathon each December. 

“The run starts from Folsom to the state capitol in 
Sacramento. We get people from all over the world 
who come for it,” Brian says. “My family will stand 
out there in the rain in umbrellas to cheer me on. 
And we always invite our clients to join us. There’s 
the big Christmas tree at the end of the run, and 
we take lots of photos there. It’s a fun way to get 
together with clients and friends.”

Each marathon Brian runs actually begins up to 18 
weeks beforehand.

“I start working with my coach at that time. It’s a 
very vulnerable place to be. As a runner, you spend 
a lot of hours alone with your thoughts,” he explains. 

“
“

“You have to be comfortable being uncomfortable. 
There are a lot of workouts involved even beyond the 
running itself … things like speed and track work.”

On race day, Brian shows up a couple hours early. 
The whole day is a journey unto itself. 

“When the gun goes off, I’m thinking about my 
pace. There are four or five times during the race 
I feel like I want to quit or slow down. In those 
moments, it’s a mental tug of war to not quit. But I 
think of my family who took time to come out and 
cheer me on, and my coaches who take time to pour 
into me … you want to do your best for others.” 

who believe in you. In my life, I’ve had my wife, my family, my 
parents, my in-laws, and also great friends who have supported 
me and poured into me in so many ways.”

Since he first started running marathons, Brian has seen a big differ-
ence. He finished his first race in 4 hours and 39 minutes. And he fin-
ished his most recent event in 2 hours, 55 minutes and 56 seconds.

“It teaches you a lot about yourself and what you’re made of,” he 
emphasizes. “In the end, it’s about finishing — not your time.”

That’s the spirit of a winner … who does what it takes to get it 
done right … over the long run.

In the process, Brian says there are moments of ela-
tion mixed with grinding doubt that make him want 
to quit. But by mile 23, things change.

“By then, I know I’ve got it. As I come in, I see my 
family, and there is this overwhelming feeling of 
joy. I get overcome with emotion,” he smiles. 

The marathons Brian runs are a perfect metaphor 
for the run he trains for and executes each day in 
real estate and in life.

Two primary forces sustain each step Brian takes.

“We believe in God. As a Christian, my faith is 
central to my success in life,” he explains. “I also 
believe you should surround yourself with people 

There are four or five times 
during the race I feel like I 

want to quit or slow down. In 
those moments, it’s a mental 

tug of war to not quit. But I 
think of my family who took 

time to come out and cheer me 
on, and my coaches who take 

time to pour into me … you 
want to do your best for others.
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Reduce Investing Fears, Using Asset Allocation
What is it Asset Allocation: All investments carry some level of risk, asset allocation 

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

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

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

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

Consult with an advisor on a regular basis!

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

Rising Star: 
JUSTIN ARNEST

featured REALTORS®

NOW?
In the last two years, we have 
expanded to over 150 agents. We 
opened another office to better service 
the Sacramento region and have also 
purchased a new building to expand 
our service even further. Although the 
last two years have been some of the 
most unpredictable yet, our brokerage 
still was able to set records in spite 
of such unprecedented times. We 
experienced record-breaking perfor-
mance with over $750 Million in sales 
volume and more than 1,064 families 
served in 2021.

Committed to the communities they 
call home, Nick Sadek Sotheby’s 
International Realty donates its time, 
talent, and resources to organiza-
tions making a difference. In the last 
two years we have continued to give 
back to our community by supporting 
Make-A-Wish, PBS KVIE, the Eureka 
School District, Vaughns Valley 
Foundation, Arden Arcade Rotary, 
Sacramento International World Cup 

WHERE ARE THEY 

NICK SADEK

Horse Show, as well as local educa-
tion and sports programs.

We are immensely proud to have 
brought the global franchise to the 
tri-county region and offer our clients 
a first-class experience, extensive 
resources and a connection to our 
global network. “We firmly believe in 
being a community partner and a dedi-
cated advocate,” says Sadek. “Whether 
it’s our commitment to volunteer 
service or working with our clients, 
we are always professional, passionate 
and ethical about what we do.”

We would not be the luxury boutique firm we 
are without the World Class Top Producers 
pictured here, Sara Raudelunas, Tricia Rossi, Judy 
Richardson, Nick Sadek, Steve Miller, Lisa Paragary, 
and Cherie Schaller. Each with a year-end sales 
volume well over $20 Million, these agent and 
broker associates make up the top 5% of Nick 
Sadek Sotheby’s International Realty and we could 
not be more proud of the diligence and dedication 
they continue to demonstrate.
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This style of “egoless” leadership I am 
learning to embrace has attracted other 
like-minded agents to work alongside 
me – and strengthened the bond with my 
Navmin team. The people who work at 
Navigate are all truly incredible, every 
single person. Learning to be more 
transparent, fearless, and kind opened 
their hearts to quickly learn and grow 
from all the pain points I am able to share 
about my past transactions. Amazingly, 
the growth and change of my mindset are 
directly reflected in my business. Yes, I 
am still a competitor who doesn’t like to 
lose, but I am learning to allow myself 
to feel that feeling and move on more 
quickly. And it works! I’ve doubled my 
volume in the last two years since this 
article was published from 55M to 110M 
personal production and team volume 
from 100M to just over 200M (336 units), 
but most importantly – I’m truly happy. 

Grow your mindset, and grow your team! 
The number of referrals and leads com-
ing in required us to hire, hire, hire, and 
we grew from a work-family of seven 
to 27 that actually outgrew our office 
space! Because our company of agents 
feels more like family, we built an incred-
ible “home” office with a commercial 
kitchen, a modern vibe, and lots of open 
space to entertain clients. Of course, 

I spent the first decade of my career learn-
ing everything I possibly could about real 
estate so I could be an “expert” in my field. 
I felt enormous pressure to look exter-
nally for validation and approval by being 
“the best.” If I lost on a listing, I would 
take it personally. At the same time, I was 
learning that being an “expert” didn’t help 
the brand-new agent that won a listing I 
was competing for with all of my acco-
lades and experience – it was their heart. 
I spent time understanding that some peo-
ple didn’t hear my words of wisdom, they 
could only feel my attitude, and maybe 
after 12 years of grinding it out, it was 
time for me to make a meaningful change.

I hired a coach, Kelly Resendez, to 
walk me through this journey by really 
looking at the things in my life that were 
holding me back from not just living 
and winning but loving and giving. Each 
morning I reflect on the day I want to 
have, and I run towards it with love and 
passion. I make the conscious decision to 
choose joy and live in flow, words you’ll 
hear me say almost daily in my office, 
so much so that one of our agents had 
custom pillows made with these words 
printed on them for me! Instead of chas-
ing the business, allowing it to flow to 
me. If I lose a listing, I try to be thankful 
because “those weren’t our people.”

Partner Spotlight: 
DAN & SHERENE TEAM – 

FAIRWAY INDEPENDENT MORTGAGE

Leaders in Real Estate: 
BRENT GOVE

Profile: 
BRIAN PERRY
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with two former chefs on the team, we 
prepare five-star lunches together using 
a lot of the ingredients grown on my 
farm. This year, instead of giving out 
trophies, we decided to give out custom 
All-Star Converse tennis shoes to our 
agents. When passing them out I said, 
“A trophy is an accolade for your past 
work, and we want you to be focused on 
moving forward. Even if you’re an inde-
pendent agent, we’re on your team, and 
we want you to feel the strength of this 
tribe. If you need to pass the ball, tap 
out, or even be set up for a clear shot – 
we’ve got you.” It is the office, team, and 
company I have always dreamed of, and 
I actually want to pinch myself every day 
for being able to provide a healthy work 
environment to so many.

We have always been a tech-savvy, data-
driven company, but I think the biggest 
change was for us to really drive down 
our systems. Thanks to our amazing 
Director of Operations, Jordyn Phillips, 
we created a playbook for our agents and 
organized our Slack channels to answer 
questions more quickly.

We are beyond excited for 2022; we are 
actively recruiting super hard-working 
agents that want to work in a healthy, 
positive environment. 
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How has your business changed in 

the past two years since your article 

first appeared in Sacramento Real 

Producers? My personal production 
has increased, I have grown a small 
team, and I have been able to enjoy 
some more work-play balance.

What, if any, unexpected changes 

have you experienced in light of the 

past two years? It has become even 
more competitive for home buyers.

SAMANTHA TOV  
AND JUDY CUONGJUSTIN ARNEST

How has your business changed in the past two years 

since your article first appeared in Sacramento Real 

Producers? Our business has grown and is busier than 
ever. Two years ago, Portfolio Real Estate was a year in 
with a few agents. Fast forward to now, we are celebrat-
ing our best year ever! We have more than doubled our 
productions to closing out 2021 with over $280 mil-
lion annual sales volume and with well over 700 units. 
Portfolio Real Estate, Judy and Sam Team, has a little 
over 35 associate agents.

What, if any, unexpected changes have you experi-

enced in light of the past two years? Us, along with 
the entire world endured a life changing event and had 
to transform our daily lifestyle.We’ve all become more 
mindful of one another. We value the most valuable thing 
we all have, our health and family. This is what sets our 
company & team apart; our common core has always 
been about family, and we are the extension of each oth-
er’s family. We treat each and every one our clients like 
family as well. Our culture and knowledge in the market 
helps us help more clients with all their real estate needs. 
During the past two years, our company has donated hun-
dreds of thousands of masks, face shields, and other PPE 
items to front-liners and healthcare workers at local and 
out-of-area hospitals. Giving back to the community with 
the team has been so rewarding in making a difference in 
the lives that we touch.

Is there anything else you would like to share as an 

update on you or your business? We are excited for 2022 
and hopefully expanding to our second office location off 
Grantline Road. Currently hiring more full-time agents. 
Our motto for the company is “helping all our agents 
obtain their own portfolio assets while helping clients 
with their portfolio investments or homeownerships.”
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How has your business changed in 

the past two years since your article 

first appeared in Sacramento Real 

Producers? We joined COMPASS! 
We have been watching this company 
for several years, and at that time, 
they weren’t coming into our region. 
However, that recently changed. They 
are the number-one brokerage in the 
Bay Area, and we are so happy to 
have joined them as founding agents 
in the Greater Sacramento area. We 
love the traditional brokerage model 
of Compass tied with technology. It 
allows us to do things as agents we 
were never allowed to do! We are cre-
ating a client experience that is high-
touch and efficient. Collaborating 
with exceptional Compass leadership 
and marketing managers has invigo-
rated our creativity, causing business 
growth. They’ve reduced the “mid-
dle-man” mentality by listening to 
what agents want and need and then 
executing on those demands. We love 
helping our clients, and this broker-
age offers us more time to enjoy with 
our family without compromising 
doing what we love (real estate). It 
feels so good to be a part of a com-
pany that is leading the way into the 
future of real estate while staying true 
to the traditional real estate broker-
age model. High-tech with a personal 
touch is what we are all about.

What, if any, unexpected changes 

have you experienced in light of the 

past two years? In the last two years, 
the biggest change has been that we 
have been reactive instead of proactive. 
We had a plan and course that we were 
on and vision of where we were going 
that all changed March 2020. First, we 
took time to consider what was going 
on. Once we felt that we were able to 
do business safely, we began to come 
up with workarounds to do business in 
a way that made people feel safe. This 

took creativity, flexibility, ingenuity, 
and patience. Thankfully, since we 
were all dealing with the same thing at 
once, everyone was learning how to do 
online meetings, download information 
from QR Codes, view homes using 
Matterport, and visit in person with 
protocols in place. The better we got at 
doing the “new normal,” the more effi-
cient we became. We critically thought 
through what “old ways” we would 
re-implement or get rid of entirely and 
what we would continue doing since 
the pandemic.

Is there anything else you would 

like to share as an update on you or 

your business? We are also excited to 
announce that our daughter, Emma, 
recently got her real estate license 
and has joined us as assistant to the 
Brian Perry Real Estate Group. She 
brings a knowledge of our business 
along with experience working as a 
transaction coordinator assistant for 
the past year. Adrianna Parrott, our 
buyers’ agent, has been an integral 
part of the overall success of our com-
pany. She has been a vital part of our 
team during all of the ups and downs 
of the past two years. Alongside 
Brian, she has successfully helped 
close hundreds of transactions involv-
ing the purchase of homes and land. 
Jennifer Perry oversees Operations 
and manages Marketing, as well as 
handles the fiduciary responsibilities 
of our corporation.

BRIAN PERRY
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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




