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DON'T JUST TAKE OUR WORD FOR IT. TITLE SERVICES

"We had such a great experience with Ray the Mover. From the moment we met John,
ventertitleservices.com

we were in good hands. We had a very large move from Florida to New York and
everyone from the packers, craters, loaders/unloaders and transporters were all so
nice and did a fantastic job. In addition they arranged to have our car transported as

well. If you need to move near or far, I highly recommend Ray the Mover." -Carol W.

239-643-4100

www.RayTheMover.com

_I—he Mover Office@RayTheMover.com :

Locally Owned & Operated | Fla. Mover Reg. No. 00002
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RESIDENTIAL & COMMERCIAL RENOVATIONS
NEW HOME CONSTRUCTION

~ Our professional contracting team will help your client envision their _
dream home whether it be a new home or renovation project. | g = e
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WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

Vm ™

E!;;-F'FIE Following the strategies of Realtors Rupert and Karen Irby as they try to make their Ca ” us at 2 3 9-2 9 3_0 0 4 9 for\ a F n E E E STI MAT E ,
i

mark in the upscale market in Naples. BY JUSTIN PAPROCKI

Family owned & operated ¢ Fully licensed & insured ¢ Over 25 years of guaranteed workmanship
WWW.DCGSWFL.COM

“There’s opportunity here—you just have to see it. Put a little money into it—
well, the Naples version of “a little money”—and this could sell quickly.”




KH FQuITABLE QUIT FISHING WITH A
LOAN OFFICER
() THAT BARELY ANSWERS
THE PHONE,
WHEN YOU CAN
LAND YOUR DEALS
ON TIME WITH STEVE.

Loans approved in 12 days

Over 70% of our closings are purchases

STEVE CALABRESE, Loan Officer
Certified V.A. Loan Specialist
239-778-6548 | stevec(@eqfin.com

STEVECALABRESE.COM

StevenMCalabrese
€3 Steven Calabrese
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Residental Roofing Roof Inspections

Commercial Roofing New Construction

Roof Maintenance Leaks & Repairs
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ROMANROOFING.COM
(239) 458-7663
FAMILY OWNED & OPERATED
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Southwest Florida’s Most Trusted Roofer



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

RP

local businesses are proud to partner with you and make this magazine possible. Please support
these businesses and thank them for supporting the REALTOR® community!

AIR CONDITIONING CUSTOM HOME BUILDERS GENERAL CONTRACTOR Spectrum Concierge MORTGAGE LENDER NRL Mortgage PLUMBING SURVEYOR

PREFERRED PARTNERS

Conditioned Air
Gina Kiger
(239) 643-2445

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

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

(239) 325-4070

Zampogna Flores, PLLC
Matt Flores
(239) 261-0592

CATERING & EVENTS
M&G Farm Stand Cafe
& Catering

Dawne Skiera

(239) 434-26M

CLEANING SERVICE
J.O. Always Clean
Santiago Ospina
(239) 200-1M4

TJS Elite

Residential Cleaning
Scott Leamon

(239) 451-0785

COWORKING FACILITY
Venture X

Kathryn Parker

(239) 326-3455

CPA SERVICES
CCG Certified
Public Accountants
Steven Phillips
(239) 992-1973

10 - May 2022

Metro Home Builders
Alberto Hernandez
(239) 919-9999

Signal House
Paul Widhalm
(239) 319-5173

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

DEVELOPER
The Ronto Group
(239) 649-6310

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

EVENT PRODUCTION
Lightworks

Stage Productions
Skip Johnson

(239) 784-4748

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

FLOORING & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677

Hadinger Flooring
(239) 566-7100

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

Dominion
Contracting Group
Butch Bacon

(239) 293-0049

Innovative Design Solutions

John Huffman
(239) 595-6805

HANDYMAN

Becker Home Maintenance

Blake Becker
(239) 351-6820

HOME INSPECTION
HouseMaster

Home Inspections
John Prete

(239) 480-8220

Panther Home Inspection
Jim Scarpa
(239) 389-0996

Python Home Inspection
Brett Onasch
(239) 431-5100

HOME WARRANTY
Home-Tech

Donna Ferrao

(239) 565-2818

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

HOME WATCH &
CONCIERGE SERVICES
Naples Premier

Home Watch

Vincent Saputo

(239) 249-3353

Dave Feightner
(239) 777-6173

INSURANCE
Ackerman Insurance
Rick Nayar

(239) 597-1096

Brown & Brown Insurance

Corey Walker
(850) 454-8951

Domain Insurance
Management
Nick Domain
(239) 898-9120

Farmers Insurance
Damon Brist
(239) 994-0248

Responsive Insurance
Matt Nance
(239) 596-3177

Sentry Insurance Advisors

Josh White
(239) 206-0618

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

LIEN SEARCH & ESTOPPEL

Proplogix
Jonathan Polk
(239) 438-6933

MORTGAGE BROKER
Seaview Title

Rick Nayar

(239) 449-4466
www.seaviewtitle.com

CMG Financial
Danielle Damianov
(786) 359-7976

Community Lending
DeAnna Adinolfo Rivera
(239) 878-0107

Equitable Mortgage
Steve Calabrese
(239) 778-6548

Gold Star
Mortgage Financial
Josh Lund

(612) 802-3265

Maxwell Mortgage Team
Lauren Maxwell
(239) 596-0500

Moore Lending Group
Brittany Moore
(954) 866-7189

Movement Mortgage
Nicole Paolini
(239) 287-8556

NEO Home Loans
Edgardo Ballentine
(239) 244-5871

Northpoint Mortgage
Ryan Hoffman
(941) 779-8093

Giovanni Matita
(239) 253-5939

MOVING COMPANY
Callahan Brothers Moving
& Storage

William Joyce

(203) 528-5930

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

Ray The Mover
John Smarge
(239) 643-4100

PHOTOGRAPHY/
PORTRAIT

Michelle Reed Photography
(239) 404-8158

New Frame Photography
Hana Snajdrova
(239) 200-9099

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

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

Gulfshore

Plumbing Contractors
Cory Garber

(239) 200-1235

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

Sunwest Plumbing
Paul Blais
(239) 455-8353

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

PROMOTIONAL
PRODUCTS
SwagWorld

Rob Paul

(410) 409-8000

REAL ESTATE MARKETING
Your Home Magazine

Tony Spano

(239) 235-3170

ROOFING
Roman Roofing
Norm Dopfer
(239) 458-7663

SCM Roofing
Shawn Alverson
(239) 339-7756

Online Land Surveyors
Jonathan Polk
(239) 438-6933

TITLE COMPANY
Legacy Title

Eric Solomon
(239) 325-2709

Private Client Title & Escrow
David Ciccarello
(239) 989-4220

Resolutions Title
Aaron Barnes
(239) 734-4888

Venture Title Services
Ryan Marrie
(239) 734-2400

VALET SERVICES
5 Star Valet

Joey Rock

(239) 770-1991

VIDEOGRAPHER
Corrafilm

Coby Corradino
(786) 417-7210
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‘.‘-“M.\_‘rhe Comfort People Since 1962°

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

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

e
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in the state of Florida for 2020

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

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

Coby Corradino Zachary Cohen
Videographer Writer

Photographer Photographer Photographer Photographer

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

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC
X it K .

12 - May 2022 Naples Real Producers - 13



Need better closing services?

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

every time.

Full Service On Every Transaction - Exceeding Expectations Since 2008!

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

Eric L. Solomon, President 239-325-2709 - team@Itflorida.com - www.Itflorida.com

|1-“], I[:_-:-:, "]||:]1[n|

« Comprehensive Same Dav Repnrtlng ~_
= Termite, Radon, Mnld 4 Pt, Wind Mltlgatmn ~
* Phones Answered Evenings & Weekends aj

* Only Company With A 1 Year Limited
Guarantee

5 CHECKYOUT.OUR" &

J“‘ L _ 5 STAR REVIEWS
JUHN PRETE*' ?'r, “’ Er:E (3 525 DFF WJ'TH MENTION OF THIS AD ONLWE

PHONE: 239-430-8220
WWW.NAPLES.HOUSEMASTER.COM

HouseMaster;
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WE ARE YOUR DESIGN SOLUTION

Achieving total client satisfaction, and
striving beyond that for total client i
loyalty. We believe in building relatinnua
ships as strong as our homes. We loock
forward to an opportunity to helpyou "
turn your vision into a meticulously
designed and crafted reality.

v Additions|Home Expansions v Dream Kitchens
v Flooring|Tile v Bathrooms

v Interior|[Exterior Painting
v And Much More

Email: office@naplesconstruction.net
Address: 205 Airport Rd.

Naples, FL 34104
www.naplesconstruction.net

. Phone number: 239-204-4175

ENNOVATIVE

DESIGN SOLUTIONS




Why aren’t all title
companies like us?

Good ciuestion.

16 - May 2022

We know how hard Realtors® work.

(@ Seaview Title

Powered by Vidclose

Learn more at seaviewtitle.com
239-449-4466

nswravce for
ALL of Yoy
Ulien(s’ Needs.

Get the quality customer service and
full insurance coverage your
clients deserve and can rely on!

AUTO = BUSINESS = FLOOD
HOMEOWNERS = LIFE = LIFE ANNUITY

ACKERMAN

1575 Pine Ridge Rd., Suite 17 Naples, FL. 34109
www.ackerman-insurance.com

(239) 597-1096

f in

DY publisher’s note

Dear Naples Real Producers,

Hard to believe it’s May, and almost half of 2022 has
already gone by! This month, we celebrate mothers...
our own, and the amazing mothers in real estate we
have in our Real Producers community. We are fea-
turing several inspiring boss moms this month. Check

them out in this issue!

My own mother has been a tremendous positive influ-
ence in my life. As a driven achiever herself, and some-
one who doesn’t take no for an answer, she’s definitely
helped shape my own work ethic. From her, I learned the

value of perseverance, among many other things.

When I was younger, my mom pushed me, and instilled
both the value of hard work and the importance of giving
back. To make extra money while I was growing up, I
started a lawn care business with a friend. We called it
TLC, for “Teen Lawn Care.” My mom fully supported my
early entrepreneurial venture and made flyers for us to
give to the neighbors... The coolest thing, though, was
that she made it mandatory that 10 percent of all of our
earnings would to go a local food bank. It was important
to her that I learned to lift others up, and when blessings
came my way, I was to share with those less fortunate.
These are values that are with me today and that guide

me in life and business. I'm so grateful to my mom for

My mom, Kim, has been my
biggest supporter.

teaching me invaluable lessons and for being a shining
example of how best to live my life — with hard work and
a sharing heart of gratitude.

In honor of Mother’s Day, we asked our community to
share some of the most meaningful things they’ve learned
from their own mothers with us. Check out “We Ask, You
Tell” on page 24 for answers from Real Producers you
may already know (or may meet soon at one of our quar-
terly events) for inspirational messages about what they

learned from their own moms.

Our next big event will be coming up in the near future.
As always, be on the lookout for your exclusive invitation,

and I look forward to seeing you all soon!
Very respectfully yours,

ANDREW REGENHARD

Owner/Publisher
Naples Real Producers
239-290-0692

andrew.regenhard@realproducersmag.com




Michelle Reed Photography

WOODS - WEIDENMILLER
MICHETTI- RUDNICK

OLD REPUBLIC HOME PROTECTION

{PYTHON

HOME INSPECTION

REALTORS...

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

Don’t risk your commission

Refer them to a Master Home Inspector whose ETVRNY VERSTARTEY 5 S ST i PH: 239.325.4070 | www.lawfirmnaples.com
o o N to your risk management strategy.
trammg and professmnahsm will give them Offices in Naples, Downtown Naples and Bonita Springs/Estero (Near Bonefish Grill)
confidence in you through the end of the EJ?’H;Z‘;;JEF today " T
transaction and beyond. : Ao Eaveith Woods, Weidenmiller, Michetti & Rudnick, LLP
BO0.282.7131 Ext. 1037
) . & omesz o2 | a Florida Professional Limited Liability Partnership
Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI ShannonLi@aorhp.com

my ool comdshannonlivingsion

The hiring of a lawyer is an important decision that should not be based solely on advertisements. Before you decide to hire an attorney be
sure to request free written information about qualifications and experience. Rule 4-7.2(d).

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

or visit our website pythonhomeinspection.com Pople Helping FRople
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MEET THE e |
COMMUNITY  [aaeess

CHECK OUT SOME OF NAPLES’ TOP 500
REAL PRODUCERS AND PARTNERS!
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TRI-TOWN
CONSTRUCTION

We can build a dream home through new construction, custom design
builds and luxury remodeling.
Refer us to your client and we will exceed their expectations.

CELEBRATING 15 YEARS IN SWFL!

L
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COMMERCIAL | LUXURY REMODELING ROOFING | CUSTOM DESIGN BUILDS
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ﬁ Locally Owned Southwest Florida Business
Nominate a REALTOR® you’d like to see featured by emailing swfl@realproducersmag.com. WWW.Tri_Town Constru ction .Com

BROKERS (239) 895-2058 | Connect@Tri-TownConstruction.com
PROTECTED CGC1512714 CCC1329614 MRSA729 MRSR829 HI3275
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VETERAN OWNED +
OPERATED

CTRIC

BRINGING LIGHT TO A DARK WORLD

'RESIDENTIAL +
COMMERCIAL

5 COHARBOR
w ELE

ELECTRICIANS

Experienced, Licensed, and Insured for Electrical Installation,
Repair, and Maintenance in Southwest Florida.

“Our mission is to provide high quality electrical work, on time, with
integrity. Our purpose is to empower and lift up our employees,
customers, partners, and fellow community members.”
JACOB ANDERSON | CEO | MAJOR, US AIR FORCE, SEP.

As an
independent
agency,

we have options

INSURANCE MANAGEMENT INC,

for EVERYONE.

HOME | AUTO | FLOOD

We work directly with
lenders & realtors |
to help transactions |
close smoothly. /‘ j

| —
Refer us to |
your clients

239-898-91204

22 . May 2022
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D INGER “A family name you can trust”

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



P> we ask...you tell!

What is the biggest
lesson(s) you learned

from your mother?

24 . May 2022

PATRICK DEARBORN

JOHN R. WOOD

PROPERTIES

Biggest lesson learned

from my mother, who

adopted me as a baby and is

a 3-time cancer survivor (lost

both breast and her eye), is to never give up.

Never surrender. I carry that with me every day.

YASMIN SAAD

COMPASS

My mother taught me to be an independent
thinker, to ask questions, and always look for
the good in others and all things. She told us
to always know three things while growing up:
remember who you are, where you came from,

and where you are going.

JOE EPIFANIO

ROYAL SHELL REAL ESTATE

Always wear clean underwear in case you're in
an accident. And the second one: never forget

your mother’s birthday.

SUSAN OWENS

AMERIVEST REALTY

My mom always said, “If you don’t have
anything nice to say, don’t say anything at
all.” It has served me well throughout my
career. Whether working with other real
estate professionals, clients, attorneys, or
vendors, if you don’t have anything nice to
say, don’t say anything at all. You’ll always
be taking the high, ethical road.

RENEE HAHN

WILLIAM RAVEIS REAL ESTATE

My mother has always been an inspira-
tion to me, and through her own life and
her encouragement in mine, she has truly
taught me that anything is possible if you
work at it. She also taught me that even
cheap wine can taste good with the right

aerating tools.

KARYN SAMUEL

JOHN R. WOOD PROPERTIES

The biggest lesson I learned from my mother
was the importance of family above everything
else. I grew up Jewish, and every year, my
mother would host many Jewish holidays at our
house. My extended family would drive over

an hour to have dinner with us multiple times

a year. Every Christmas Day, a day when most
Jewish families have nothing special on the
calendar, she’d host our Jewish relatives at our
house. There was always lots of laughter and
plenty of food, and these memories helped shape
my childhood. To this day, I have a special bond
with my long-distance cousins. I try to carry this

tradition on today.

APRIL HOOVER

JOHN R. WOOD PROPERTIES

My mom passed away at age 54 in 1995, so this
is in honor of her memory... My wonderful mom
was a single mom who set a good example for
me. She was a true entrepreneur with a can-do
attitude. My mom taught me: “Take chances,
work hard, be persistent, treat others how you
want to be treated, and you can achieve anything
you set your mind on — if you believe you can.

Never give up.”

LORI FOWLER

COLDWELL BANKER REALTY

I lost my mom to Alzheimer’s in 2019, and she
is a big part of what makes me who I am. I'love
honoring her influence on our family. The big-
gest lesson my mom taught me was that I could
be anything I wanted to be despite my age, with
or without a man by my side, and regardless of
my economic background. I am grateful to have
such a supportive and amazing husband who has
always appreciated the independent and driven
woman that I am, and we have raised our girls

the same way.

KATIE WERCHEK

LUXRE, LLC

“Stop being in such a RUSH!!” My mom got into
an accident that should have been fatal because
she was in a RUSH! While she was being taken
away, she was yelling to me goodbye and that
she loved me because she thought it was over

and not to be in a rush.

APRIL KEATING

MVP REALTY

“You can do anything if you put your mind to it!”
Thanks, Mom!

NEIL CRESSWELL

SELLSTATE REALTY SYSTEMS NETWORK

My mother instilled in me that I could do any-
thing I wanted, and I was the best. Since I was

a small boy, my mother would always tell me I
was very special and very smart and was going
to be super successful and very rich. When

she introduced me, even as a small boy, to her
friends, she would say, “This is my son, Neil. He
is so special that he is going to be very suc-
cessful.” I remember how special I felt at those
times. We never had much money, but I grew up
believing in myself. That was the best gift and
lesson any parent could give a child. I have done
the same in the raising of my children and have
two very successful, confident young adults now

who I am very proud of.

LAUREN MAXWELL

MAXWELL MORTGAGE TEAM

Perseverance. No matter what obstacle you face,
you can overcome this by perseverance. My
mother had many obstacles in life and overcame
all with no complaints and a positive attitude.
She is 75 years old and still lives her life to its
fullest. Never a bad day and a smile always. I
have been lucky in my life that I have another
role model, as well, that I consider my mother.

So in actuality, 'm a very lucky lady.

WILL JOYCE JR.
CALLAHAN BROTHERS MOVING & STORAGE

The importance of patience.

VINCENT SAPUTO

NAPLES PREMIER HOME WATCH

I like to think my mother instilled good manners
upon me and, ultimately, to treat people how I

wished to be treated as a golden rule.
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BRITTANY SKOTAK

DOWNING-FRYE REALTY, INC.
Resilience. I learned at a very young

age that life isn’t fair — we’re all dealt
different cards. Handling these obstacles
and setbacks with grace and focusing on
moving forward is key. My mom always
kept going, no matter what. That is the
most valuable lesson — and she taught

me by example.

JACOB ANDERSON

COHARBOR ELECTRIC

‘When I was a child, we moved around
alot. I lived in many different states.
Forming new friendships was hard, and
having a strong family unit was so import-
ant. My mother taught me that friendships
sometimes come and go, but family is for-
ever. She taught me that your family mem-
bers are, and should be, your best friends
in life. Invest in them, love them, lift them
up, and cherish them ... because there is

no more fulfilling relationship than family.

DOVILE “D” COLLINS

KELLER WILLIAMS REALTY NAPLES

I was honored to be raised by my mother — the
kindest and the most giving human I know. She always
told my sister and I to never worry about anything
that is not going to matter in 10 years. Living every

moment to the fullest is pure happiness.

DANIELLE DAMIANOV

CMG FINANCIAL

The biggest lesson I learned from my mom is to treat
others how you would want to be treated. Don’t judge, and
always be kind to everyone. You never know what some-
one might be going through.

TOM STARR

JOHN R. WOOD PROPERTIES

Mother passed away many years ago, however she is
still with me always. Mom was a very kind person. She
taught me the importance of kindness and to always be
considerate of others. Mother developed my conscience
by instructing me in my decisions. She always said to
me, “As you are considering an action or decision, just
ask yourself, “What would your mother think?” I believe

this is a wonderful test as we go about our daily life.

» TITLE INSURANCE

= our promise is simple

~ we bring reliability hom

e
Gk

":-": e i

» TECHNOLOGY-DRIVEN,

» ENHANCED SECURE

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

Speed. Selection. Service

i - 9 e

nrl mortgage

Giovanni Matita, NLMS# 477645

239-253-5939 | www.giovannimatita.com
23150 FASHION DRIVE T327, ESTERO, FL 33928

* NATIONAL COMM

RESOLUTIONS
TITLE inc

» ESCROW SERVICES \
» CONSTRUCTION FUNDS

DISBURSING

PROFESSIONAL EXPERTS

ONLINE ACCESS &
COMMUNICATION

SERVICES

WWW.RESOLUTIONSTITLE.COM

239-734-4333
375 STH AVE S, SUITE 202 | NAPLES, FL 34102



P> topics in real estate

By Ellen Buchanan

. THE RENTAL MARKET

Why
REALTORS®
Shouldn’t
Overlook It

ith housing inventory at historic lows
Wand the situation not likely to let up
significantly in the foreseeable future,

the rental market is an important niche that
Realtors would be wise to consider incorporating

in their business, if they haven’t already.

As a direct consequence of the low housing inven-
tory, the rental market has skyrocketed in the last
couple of years — with demand at an all-time high
and rents climbing exponentially. This is espe-
cially true in Florida, where retirees and families
from the Northeast and the West Coast continue
to pour into the state, drawn by its lack of state
income tax, thriving job market, and beautiful
year-round weather, and a steady stream of snow-
birds looking for winter properties to rent for
weeks or months has put pressure on the market
for available housing of all sorts. In this environ-
ment, even people looking to buy may have to rent
for a time before they’re able to find a suitable
property to purchase and survive the multiple-of-

fer situations they find themselves in.

In today’s strong renters’ market, spending a
portion of their time on rentals will bring Realtors
additional steady, quick income, along with
residual benefits to their core business. Since
renters tend to move around fairly often and/or

are prospective homebuyers waiting for the right

opportunity, if a Realtor has taken good care of
them, they are likely to become repeat clients,

whether they need another rental in the future
or end up buying. They can also be an excellent
source of referrals to others who are looking to

either rent or buy.

With the rental market’s lower commissions
(most often a listing agent receives 100 percent
of a full month’s rent or 10 percent of the lease
term), it’s truly a numbers game. However, the
numbers are there — and closing multiple rental
deals a week is easily possible. According to The
Real Deal, some areas in Florida have seen rent
increases of up to 24 percent in just a few weeks

already this year.

To say that the rental market can be an
extremely lucrative niche, especially in this
environment, would not be an understatement.
The hot rental market is something few Realtors
should overlook, whether they’re new to the
business or are long-established. Much like
diversification of one’s investment portfolio,
diversification of income streams has substantial
benefits. The income from handling rentals can
keep their business growing even during home
sales slowdowns, keep them competitive with an
organically growing leads base, and be a source

of easy additional income.

Upscale
Living.
Downtown

J  Adventures

Quattro. Come forth.

Quattro is the fourth and final phase of
Maples Square. Spacious residences from
2,700 to over 3,500 sqg. ft. with a host of
features most others consider upgrades.
So come forth now and you could be

enjoying your new home by next season.

@

Sales Callery Open Dally | 1030 3rd Avanue South #1017
MNaplesSquare com | 239,228 5800
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WE LIVE AND BREATH REAL ESTATE MARKETIN o
A . o ——— Guiding you home

Relax and enjoy. We know your vision.

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

Schedule your free design consultation with our team of experts.

2,

THE ONLY TOUR PROVIDER IN SW FLORIDA
THAT PROMOTES AGENTS AND THEIR LISTINGS

=

=

— e e — VISIT SIGNALHOUSEBUILDERS.COM
E.. .E TO GROW YOUR BUS'NESS E-. .E Proudly Serving Southwest Florida Homeowners

Luxury Home & Condo Remoedeling | Custom Home Builds
\ Bonita Springs, Florida 1 (239) 319-5173 | signalhousebuilders.com | Lic #CGC 1530301
www.LaCasaTour.com | 888.598.8687 | info@lLaCasaTour.com




RECAP OF EPISODES 9-16

EPISODE 9
MARC DEVISSE AND EVAN CORREALE

MARC DEVISSE

Real Producers preferred partner Marc Devisse,

owner of Tri-Town Construction, went to FGSU,
graduated with a marketing degree, and always
knew he wanted to be in business from the begin-
ning. Marc moved to Naples 30 years ago and
started his business in 2006.

EVAN CORREALE

Evan Correale, a Realtor with Domain Realty, grew

up in Southeast Florida and moved to Naples to
attend FGSU. He later decided he wanted to get his

license and focus on a career in real estate. Evan is

e

Experien®e
PODCAST

married with one daughter.

From left to right: Evan Correale, Marc Devisse, Andrew Regenhard.

: 5 : : < EPISODE 10
I o e

JOHN HUFFMAN

Real Producers preferred partner John Huffman, owner of

i : Innovative Design Solutions, was born and raised in Naples
In each episode of The RP Experience podcast, Listen in the morning while you get ready for X -/ i ¥ A and has made many connections over the years that have
we are excited to feature a top REALTOR® paired your day, in the car while driving to and from i i ' ¥ +F helped build his business. In this episode, John talks about
with a valued industry partner for engaging, infor- appointments, or after work while unwinding from ; : getting sober and how he stopped using in 2009. He is now
mative, and entertaining segments on topics of your busy day. : - . 7 a part of Teen Challenge and focuses on his passion for his
interest to Real Producers in our community. ~ _ renovation business.

Catch new episodes of The RP Experience on :

YouTube and Spotify every Wednesday! % e GREG SOFRANKO
Greg Sofranko, a Realtor with Premier Sotheby’s International
Realty, is originally from Chicago and came down to Naples
in 2000. Greg eventually moved back to Chicago to work for
Check us out on YouTube and Spotify! Oakbrook and then returned to Naples to focus on real estate.
Greg met John through SWFL Real Producers and they have

formed a great working relationship over the past few years.

Both men have been sober for over 10 years and talk about

their sobriety and getting clean in this episode.

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

From left to right: John Huffman, Greg Sofranko, Andrew Regenhard.

email andrew.regenhard@realproducersmag.com.
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CHRISTIN TAYLOR AND DENNY BOWERS

DANIELLE DAMIANOV AND NEIL CRESSWELL

REAL PRODUCEF

=

Christin Taylor and Denny Bowers.

CHRISTIN TAYLOR

Real Producers preferred partner Christin Taylor with

CrossCountry Mortgage, is originally from Illinois and
. . L. Andrew Regenhard.

attended the University of Illinois, where she got her bach-

elor’s degree. After she graduated, she moved to down-

town Chicago, where she started a residential lending DENNY BOWERS

business. Christin eventually decided to move to Naples A Realtor and principal of The Bowers Group at Compass,

full-time and started her mortgage lending business, where = Denny Bowers is originally from Pittsburgh. He went to

she now works alongside her husband, Kirk. school at Slippery Rock University and studied exercise
and physiology. During his time as an undergrad, he
interned in Naples and later discovered that he wanted to

make a transition into real estate in Naples.

DANIELLE DAMIANOV

Real Producers preferred partner Danielle Damianov, a loan
officer with CMG Financial, was born and raised in a small town
in Massachusetts. Danielle eventually decided to make her move
to Florida, first to Tampa and later to Naples. She is a proud

mother of two.

NEIL CRESSWELL

Neil Cresswell, owner/broker of Sellstate Realty, was born and
raised in Northern Ontario. During his time in Ontario, Neil had
several businesses. Eventually, he decided to sell his businesses

and move to Naples to focus on his real estate career. From left to right: Neil Cresswell, Danielle Damianov,
Andrew Regenhard.

34 - May 2022
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MATTHEW GOODWIN AND KATIE WERCHEK

MATTHEW GOODWIN

Real Producers preferred partner, attorney Matthew Goodwin, is

the owner of Goodwin Law, P.A. He was born and raised in South
Florida and is married with two sons. Matt also has a passion for '
music, and in this podcast episode he discusses his business and

his musical background.

KATIE WERCHEK

Katie Werchek, owner/broker with LuxRe, LLC, is originally
from the suburbs of Chicago. She attended school in Madison,
Wisconsin, and originally thought she would become a lawyer. It

wasn’t until Katie took a real estate law class that she discovered

Andrew Regenhard.

her interest in and love for real estate. Katie moved down to Naples

in 2005 and focused on a career in real estate.

EPISODE 14
JOSH WHITE AND BILL EARLS

JOSH WHITE

Real Producers preferred partner Josh White, with
Sentry Insurance Advisors, was born and raised in
Mansfield, Ohio. Josh moved to Naples in 2004 and
started his career in insurance, specializing in per-
sonal risk management. He is a father to two boys

and has a passion for cars and golf.

BILL EARLS

Bill Earls, has been the top sales producer at John
R. Wood Properties for the past 28 years. Bill
moved to Naples from Maryland in 1983 to focus on
his real estate career and, like Josh, Bill talks about
his passion for golf. He also enjoys flying planes

during his free time.

From left to right: Josh White, Bill Earls, Andrew Regenhard.
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$$ VENTURE X

THE FUTURE OF WORKSPACE el =
2 VENTURE X 4

Professional Podcast ; N7 Podcast E_—;Lu.:‘f* -
Studio at Venture X e P~ oy >

EPISODE 15

ERIC SOLOMON AND JOE PAVICH JR.

: Acoustically sound and . | da= ‘.
ERIC SOLOMON A Ry e . . .
Real Producers preferred partner Eric g : - ¥if o } iyt 5 3 fu I Iy eq ul pped Wlth a 4 ~ e 4_5 "
Solomon is a practicing attorney and owner i =8 W b = . Rode RODEcaster Pro —
of Legacy Title — a full-service title company S - . . et .
Production Studio, | -]

established in 2008. Eric is originally from

New York and came down to Naples in 2002. Shure SM7B Cardioid —
He talks about taking a proactive approach in .

dealing with clients in this industry. Eric is a Dyna mic Vocal

proud father to two sons. — — = | b 1 i - MiCI’OphoneS, d nd
JOE PAVICH JR. = - N g DT 770 Pro Studio
Joe Pavich Jr., of J. Pavich Real Estate, has =2 - o i : ' Closéd Heaapl [o] g[S
ranked number 1 in the world for his brokerage, 3 - ~ = fo ru p to fo ur p I=Yo) p I e

Realty World, the last nine years in a row. He

was born and raised in Claymont City, Illinois, : i ! - —_
and is the proud father of three children. From left to right: Andrew Regenhard, Eric Solomon, Joe Pavich Jr. HOLI rly re nta IS are

available for
nonmembers and
members

HDMI connectivity and
adapters for monitor
sereensharing

EPISODE 16
VINNY SAPUTO AND JEFF FELDMAN

VINNY SAPUTO

Real Producers preferred partner Vinny Saputo, owner of Naples Access to

Premier Home Watch, is married with two daughters. In this epi- h Q ot
igh-speed wifi

sode, Vinny talks about the importance of having great communica-
tion skills, being reputable, and being honest with his clients. Vinny
has been in Naples for over three years, and before he started his Access to a fu |

home watch business, he worked in law enforcement. 9 P
kitchen and cafe

JEFF FELDMAN with complimentary
Jeff Feldman, a Realtor with Premiere Plus Realty, has been in Florida C Off ee.an d t ea

for over 34 years and living in Naples for over 20. He got his start as a
mortgage broker but realized he wanted to get into real estate and got
T his license in 2003. In this podcast, Jeff talks about his passion for com-

From left to right: Jeff Feldman, Vinny Saputo, Andrew Regenhard. edy and how he was able to differentiate himself from other agents. venturex.com ¢ 239'300'9601

4850 Tamiami Trail North, Suite 301 ¢ Naples, FL 34103
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CHRISTEL JOHNSON ERICA EISTER
Paradise Coast Property Team Eister & Company
“I think that the reward, the ultimate “I strive to be the best mom I can be, some-
reward, is how we live our life... body my kids can look up to and be proud of. — -
What if we just say, what’s the right I want them to see that women can work and -
thing to do for this person? So they be a good mother with no excuses and do as L -
are really difficult. They must have a much as any man. I want them to know they —
hard life. So how can we serve them? can do anything they want to do. Whatever -
How can we make the goal that they feel like someone cares your dreams are, you can accomplish them.”

about them? If you do real estate correctly, it’s about being a

humble servant.”

A Word from Our Sponsors:

BRITTANY SKOTAK LAUREN MAXWELL

The Skotak-Brown Group Mazxwell Mortgage Team

Downing-Frye Realty CrossCountry Mortgage

“I always wanted to jump into real “Lauren loves loans. You should never miss 2 :’; Empl(}y ce
estate, but as a stay-at-home mom, that. I believe we are the best, and the reason %
it wasn’t possible. With two kids to I believe that is we have a well-oiled machine.

————

Home-Tech

Service That Works "

plan a future for, I finally had my Our operations are like no other. We’re great
‘why. I knew it was time to start on at what we do. We do our best to never miss anything. Our goal is to
the career path I always had a passion for.” close every contract we receive. If you aren’t currently working with

our Maxwell Team, give us a try; you’ll be glad you did!”

DOVILE “D” COLLINS &
MILDA LAUCE

Caine Luxury Team

ALESSIA MARCIN

Balanced Images
“Once I started photographing the cats

» We NEVER Use Subcontractors

Donna Raynor e Perfect Closing Gift
Home Warranty Consultant * Same Day Emergency Service
239.565.2818 * Local and Employee Owned

“Having a team multiplies the joy

and divides the stress. So for us, it’s and incorporating them into my business, I

fantastic having a partner, having decided to give 10 percent of every purchase

somebody to bounce ideas off of. And

of a Balanced Image of one of the big cats

we have very different personalities back to that individual cat as another way to

— true yin and yang.” —D give back.”

“We were friends first. It’s such a pleasure to work with To get involved or to donate financially to the important

someone that you’ve known for a long time.” —Milda conservation work being done at Kowiachobee Animal Preserve,

call 239-4:38-1377 or visit www.kowiachobee.org. AIR CONDITIONING » APPLIANCES » PLUMBING * ELECTRICAL
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By Zachary Cohen
Photo by Michelle Reed

In high school, Brittany Skotak
and her classmates each
created a time capsule; the
assignment encouraged them
to envision their future in 10
years. Brittany chose to write
about the life she imagined for
herself — a family and a career
in real estate.

‘And that came to be. | don't
truly know why,” Brittany
admits, “but | was always
drawn to it”

ING RHUMBLE

Photo by Michelle Reed

By 2011, Brittany and her husband, Nick, had just welcomed their
second child to the world. Brittany had been a stay-at-home mom
since the birth of her first child, but she desired a new professional
adventure. When her husband’s schedule shifted, she took the

opportunity to make a change.

“I always wanted to jump into real estate, but as a stay-at-home
mom, it wasn’t possible. With two kids to plan a future for, I finally
had my ‘why. I knew it was time to start on the career path I

always had a passion for.”

In 2011, Brittany was licensed in her home state of Michigan. She

joined a team and worked primarily on the back end.

“It was a lot of work with little pay, but I got paid in experience,”

Brittany says.

In 2014, Nick was offered a job opportunity in Fort Myers. So
Brittany and her family picked up their lives and headed south.
Both Brittany and Nick were born and raised in Michigan. They
had no friends or family in Florida. They were beginning again

with a clean slate.

Naples Real Producers - 41



That made starting a real estate business challenging.
Brittany took year 1 to study the market, familiariz-
ing herself with different cities, communities, market
conditions, prices, and client expectations — all while

homeschooling her two sons.

FINDING HER NICHE

In late 2015, she joined Downing-Frye Realty. She had
all intentions of working as a solo agent, but her opin-
ion shifted after meeting Rick and Brenda Brown.

“It was just the two of them, and our broker knew they
were looking for someone to help them. It was just a
fit. It was a great opportunity for me to learn from two
highly successful people,” Brittany explains. “I learned
how they ran their business, their market. I got to
interface with their clients, and they introduced me to
a network of people here. They took me under their
wings. I didn’t know anybody here. Because of their
mentorship, I was able to grow exponentially, probably

faster than most.”

Under Rick and Brenda’s mentorship, Brittany flour-
ished. By 2018, she became a team leader.

42 - May 2022

13-year-old Peek-A-Pom.
(Photo by Michelle Reed)

“Today, I'm the team lead of The Skotak-Brown
Group. There are six of us, and year over year,
we’ve continued to grow. We’ve worked hard
to earn the number 1 team ranking within our
Downing-Frye brokerage, year over year, since
2015,” Brittany beams. “Where I've come in
this short period of time is a big deal. Starting
over in a new state with no connections to
where I am today... If I can achieve what I
achieved in the last seven years in the next

seven, I’ll be happy.”

CENTERED ON FAMILY

Amid so much change in her career, Brittany
welcomed her third child in January 2019.
Suffice to say, outside work, Brittany is devoted
to family life. Cruze, Nixon, and Stella are now
14, 11, and 3.

“Outside of real estate, any free time that I do
have is spent with the kids. My husband works
from home, so he is able to juggle with me, the
school runs, and playdates. And that’s what

we do,” she smiles. “When we do get a chance

Brittany Skotak with Puff, her

Where I’ve come in this

short period of time is a big deal.

Starting over in a new state with
no connections to where | am
today... If | can achieve what |

achieved in the last seven years

in the next seven,
I’ll be happy.

Photo by Michelle Reed
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_‘_‘_ Don’t Settle " for Standard

to take a break for three

or four days, we try to get

The one thing that | don’t know people
to Miami. T like to shop. know about me and | hope they do —

1(1}:;1): gfz;i.v i;sa quick | truly am a humble person, down to earth. Private C lient
7 + (zorbwr

over to the east coast, go

As we closed our inter-

view with Brittany, we

asked one final question:
“What’s one thing we
absolutely shouldn’t miss

about you?”

“The one thing that I don’t

The Concierge Closers

know people know about
me and I hope they do — I
truly am a humble person,
down to earth. I don’t
have an ego. I work really
hard, and I just try to be
as friendly as I can be. But
no matter what success I
achieve or where I am at
in my life, I know that I'm
the same person. A hum-
ble, regular person from
Michigan. And I hope that I

always remain that way.”

——— ‘ ' s “... we started Private Client to provide an option [or more. More than
Michelle Reed e . .

standard service, more options to accommodate your needs and much

The Skotak iy rom ef o it - more than just the middleman to your closing.”™

Cruze, Nick, Stella, Brittany, Nixon).
(Photo by Kathleen D Photography)

9736 Commerce Center Cr.. Fort Myers F1. 33908 | (239) 672-8898 | T'eam@ PrivateClient Title.com
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The team at Goodwin Law, PA
is the BEST! Friendly,
professional, and they know

what they are doing! Matt has

been a part of my team and | could not do
my job as well as | do without the support

Martindale-Hubbell' @

CLIENT CHAMPION
PLATINUM 7 2020

/4

directly from him and from his office.
-one of our many satisfied clients

Title & Escrow | Residential & Commercial
Buyer & Seller Representation
Probate Administration | Wills & Trusts

GOODWIN LAV, P.A.

Judgment. Counsel. Integrity.

We answer all communication in real-time, 7 days a week.

Serving Florida with offices in Naples, Palm Beach, Fort Myers, and Tampa.

www.FLestatelaw.com

239-207-3403

800 SEAGATE DR STE 202, NAPLES, FL 34103

Martindale-Hubbell

A/ PREEMINENT" i
Peer Rated for Highest Level P p—

of Professional Excellence 2020

metr@

BUILDING YOUR CLIENT'S
DREAM HOME

What We Offer

To You and Other Realtors:

+ 39 Commission Based on Contract
Price Plus Upgrades

- Full Commission Paid at Loan Closing
(Prior to Breaking Ground)

« Effortless Transition Between Realtor,
Lender, and Builder

@ "8 o3 @ Scan to Register
5 Your Clients

&
We'll Take Care
of Everything Else

To Your Clients:

- More Than 20 Floor Plans to Choose From

- Design Flexibility to Meet Their Specific
Wants and Needs

- Assistance From Our In-House Specialist
With Lot Finding

fl¥v]©

239.348.3085

metrohomebuilders.com




P» coaching corner

The key to success in an

endeavor always comes down to
communication. A breakdown in
communication could take a couples
relationship or an entire organization
down. On the flipside, mastering
your communication can take
relationships and organizations to
the next level. Here are five ways to
master your communication.

NUMBER 1 — especially in

business, is we need to understand
behaviors. We need to use behavioral
assessments. The one [ use is the
DISC. Understand that there are four
behavioral types. Each type is different
and wants to be communicated with in

their style, not ours.

48 - May 2022

Let’s begin with the “D”. “Ds” are
very direct people. They’re task-ori-
ented. They don’t want to fluff around
with stories. They want to get to the
point. So when we’re talking to a “D”,
we need to be brief and get to the

point in our communication.

“I”s are influencing. They’re more
friendly as they’re people persons.
They want to establish rapport. We
really need to be complementary
to a high “I” and be friendly in
addition to sharing our views while

respecting theirs.

“S”s are reserved. They’re steady.
They like structure. They don’t like

confrontation. We immediately need

By Michael Dill

to slow down our speed and tonality
when we talk to a high “S”. And “C”s are
extremely analytical. Think of a CPA

as they’re all about numbers, statistics,
data, structure, perfection. You need to
be prepared for a “C” to be analytical

in asking questions in the conversation.
You need to be prepared to be on your A

game to answer those questions.

Once you get familiar with how to adjust
your behavior, your speaking, and your

communication with those four different
styles, you’ll be much better off in creat-

ing win-win engagement for everybody.

NUMBER 2 — you need to understand
the VAK (visual, auditory, kinesthetic).

Visual is what you see. Auditory is

what you hear. Kinesthetic is what
you feel. There’s one important factor
we need to understand regarding the
auditory component. Only 20 percent
of people are auditory, which means,
if you’re conducting a meeting with 10
people on a Monday, and you tell all 10
of them what you need by Friday, but
you don’t ask them to repeat it back
(“Okay, what exactly are we going

to have on Friday when we sit down
again?”) or write it down ... how many
are going to have that item completed
on Friday? The answer is only two

of the 10 since only 20 percent are

auditory and are truly listening.

By not knowing this statistic, how
much frustration and misunderstanding
does that create in an organization?
You, as a leader, ask people for some-
thing and they don’t deliver. You’re
thinking, do they not have ownership?
Do they not take accountability? Are
they not listening? Do they even care?
Understanding that eight out of 10
people are not auditory and they’re not
actually listening forces you to change

your approach.

What’s a better way? You could ask
them to repeat it back: “What action
steps are we going to take? Please
repeat back exactly what we’re going
to have done by Friday. Perfect. Thank

you. Have a great week.”

NUMBER 3 — be present. Yes, be
present. Very simple. How many
conversations have you had where you
were thinking about what you had to
do next? We’ve all done it. If you're a
leader of an organization and you’re
giving instructions to someone on your
team and, however, you’re in a rush and
thinking about something else — what
you have to do next and where you just
came from — they’re not going to get

the proper information because you

actually weren’t present in the conver-
sation. We spend so much time going
back again and again and again, telling
people the same things because we
just weren’t present in the conversa-
tion the first time. This kills produc-

tivity in the workplace.

NUMBER 4 — remember that it’s just
a conversation. So many people get
wrapped up in speaking to different
people about certain things. They

actually already have a story in their

head of how they might react or what’s

going to happen. Unfortunately, we
create sabotage before we even start
the conversation. As I said, it’s just a
conversation. It’s two people sitting
down, having a conversation. How do
we take number 4 to the next level?

Implement number 5.

NUMBER 5 — ask permission. “Is it
okay if I speak freely? Is it okay if I
ask you a question?” Always ask for
permission when you're in a conver-
sation, and by asking permission and
getting them to say, “Yes,” it takes
their guard down. It opens up the
conversation. They’re now open to

receiving what you have to say.

These are five ways to improve your
communication because, in business,
this is something we need to master.
If we don’t, it’s going to cost us stress,
time, energy, and money, and that’s
something we all can’t afford. So I
encourage you to master your behav-
ioral assessments, understand differ-
ent behaviors, and shift accordingly.
Understand that eight out of 10 people
really aren’t listening because they’re
not auditory. Be present in the conver-
sation you’re having. Understand it’s
just a conversation. And always

ask permission to speak freely.

Coach Michael Dill is an
award-winning Certified
Business Coach, global
speaker, and published
author. He is a proud Action
Coach Franchise partner

as well as the president of
Power & Ice Wealth Creation,
a strategic leadership
company that works with
business owners, leaders,
teams, and entrepreneurs

to develop a systematized
and structured organization
while accelerating their
mindset, efficiencies, and
effectiveness to grow, both
personally and professionally,
to achieve extraordinary
results. He brings more than
40 years of business and
entrepreneurial experience in
his leadership, team training,

and mentoring practice.

BusinessCoachMichaelDill.com




LET’S GET YOUR CLIENT
TO THE CLOSING TABLE!

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

national basis.

239-350-4906
sentryia.com

LAW OFFICE OF

MATTHEW E FLLORES

TRUSTED PRACTICAL SMART
solutions strategies

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

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

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




lauren

MAXWELL

The Maxwell Team at CrossCountry Mortgage

»» partner spotlight

By Zachary Cohen
Photos by Michelle Reed

Take Nothing for Granted

As successful as Lauren Maxwell is today, she also knows
what it is like to struggle. She understands what it takes

to overcome seemingly insurmountable obstacles.

One fateful morning in 2007, Lauren Maxwell arrived
at her office to a shocking message: in the wake of the

economic collapse, the mortgage company she worked for

was being closed down.

“It took me 20 minutes to realize, ‘Oh my god, the com-

pany is really shut down. The whole world crumbled in

front of my face,” Lauren remembers.
A . - - : __-" '
.h i ™ ol -. % I By this time, Lauren had already been in the mortgage

Lauren Maxwell with (from left to right) daughter Montana, grandbaby Phoenix, son Hunter, and daughter Alexis. business for 20 years. Year after year, her success grew.

“But in 2007, that came to an end literally overnight.
Everything I built, I lost.”
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Lauren Maxwell and her husband, Daniel Kowal.

Lauren lost 90 percent of her income. The
stock market crashed. She couldn’t afford

to pay the monthly payments on the seven
investment properties she owned, and with
the market in freefall, she couldn’t rent
them, either. Lauren was a single mom at the
time, and with two young kids at home, she

was faced with a stark new reality.

In a time of such great challenge, Lauren
showed her true colors. She picked up the
pieces and rebuilt everything she had spent
the prior two decades developing — and with
even more success. She displayed impressive
perseverance and dedication.
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“I had to start from scratch. But little by little, it grad-
ually happened, and today, I do five times the amount
I ever did back then,” Lauren says. “You just keep on
going... It was never even a thought I would give up. It
came apart, but I wasn’t going to quit. I had to support

my kids. There was never an option.”

Fifteen years later, Lauren is once again an indus-
try leader. She is the Executive Vice President at
CrossCountry Mortgage and leads the Maxwell
Mortgage Team. The same level of perseverance and
dedication that she displayed in 2007 shines through

in her work today.

‘We sat down with Lauren to hear more of the wisdom

she’s gained in her 35 years in the mortgage business.
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Naples Real Producers: You've been in Florida for a
long time, but you grew up in Massachusetts, right?
Tell us about that.

Lauren: I grew up in Framingham, Massachusetts,
and moved to Florida in October of 1988. In a quest
for blue skies and year-round sunshine, I chose
Naples. It felt like home to me right away. For me,
it’s all about the weather. I love waking up to a beau-
tiful sunrise. Then, there are the people. Naples is an
amazing place to raise a family. My husband Daniel
and I have a blended family of six children. They
range from 12 to 29. We have recently been blessed
with a new grandson as well. We are both lucky to
have each of our parents, who also live in Naples.
Two of our sons and my father actually all work for
me. We have met amazing friends who have become
like family. So between our children, our parents,
our friends, and the sun, what is there not to love

about Naples?

Naples Real Producers: What lessons did you learn
after the 2007 collapse?

Lauren: I had to sell my house. I lost my home and
had to short-sell seven others. So I learned to live
below my means. I save 50 percent of everything I
make, and it doesn’t get touched. I don’t buy things
unless I can afford to pay cash. I don’t have to work
today. People say, “You closed over 1,000 loans a
year. You could slow down.” But I never take it for
granted. Every deal is just as important. I still live

that way today.

Naples Real Producers: You’ve been in the mortgage
business for an impressive 35 years. What advice
would you give to your peers and partners in the real

estate industry?

Lauren: Answer your phone, answer your emails,

and be accountable. Don’t ignore clients when you

have obstacles. Share what is going on, and work

together with your client and your team. One thing I
do when faced with adversity is to immediately look
for solutions when we run into issues. We can always
solve them! We are all busy. I have two assistants
who help me with all phone calls. This is extremely
important to be reachable. People are making the
largest purchase of their lives. They would like to
talk to a human being while they are in the midst

of buying their home. Get excited along with them
and be in the moment. Make sure you have a team

of like-minded people who really care about the
clients. Buying a home is an exciting and scary time
for your clients. We are there to make them feel
good and confident that we can get their loan closed.
REALTORS® and clients share with me that they are
always impressed that they can always reach some-
one in my office. Hence, this may be why I close over
a thousand loans a year. We are communicators —
plain and simple! Next, when I go home after a very
long day, I am all-in, and I spend quality time with my
family while I have assistants who cover for me at
work. I have people covering for me so that everyone
feels important when I am not available. When I am

at work, I am all-in.

Naples Real Producers: What does the future of the

real estate market look like?

Lauren: If I knew that, I'd be a fortune teller. I live in
the moment. I don’t worry about the future because
nobody can predict that. When COVID happened,

I thought it would be a repeat of 2007, and I was
prepared. However, it turned out to be the exact
opposite. So we just don’t know. When you have the
business, appreciate it, work it, and be consistent. Be

approachable. Be transparent.

Naples Real Producers: Is there anything else we

shouldn’t miss about you?

Lauren: Lauren Maxwell — Lauren loves loans. You
should never miss that. I believe we are the best,
and the reason I believe that is we have a well-oiled
machine. Our operations are like no other. We’re
great at what we do. We do our best to never miss
anything. Our goal is to close every contract we
receive. If you aren’t currently working with our

Maxwell Team, give us a try; you’ll be glad you did!

For more information, visit www.MaxwellMortgageLoans.com.

) MAXWELL

MORTGAGE TEAM

Our operations are like no other. We're great at

what we do. We do our best to never miss anything.

Our goal is to close every contract we receive.
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PLUMBING

DONE RIGHT
THE FIRST TIME!

Cory Garber, Owner

GulfShorePlumbing@comcast.net
LICENSE NUMBER: CFC1429056 a
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PLUMBING CONTRACTORS, LLC
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SCM ROOFING is a GAF MasterElite Roofing Contractor

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

Free consultations

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

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

Veterans, Active Duty Military, First Responders
andTeachers Discounts.

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

855-SCM-ROOF

"Professional. Quick & Easy. Would definitely use again." ;
scmroofingfl.com

-Tampa Homeowner

"Very Professional. Knowledgeable guys and zero trash Licensed Florida Contractor #CCC1331132
was left behind!." -Tampa Homeowner
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Integrity lending with

customer satisfaction

1S our top priority.

NORTHPOINT

“Great vision without great people is irrelevant.”

L
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Ryan Hoffman

941-779-8093

Branch Manager | NMLS# 1530080
www.HoffmanMortgages.com
1386 S Narcoossee Rd, Ste A,

St. Cloud, FL 34771

Purchase & Refinance
Conventional | FHA | VA | USDA | 203k | Jumbo

And More! @

Northpoint Mortgage | NMLS# 1515 o isan




The Importance of a

LISTING AGREEMENT

Some things in life should be self-explanatory. If you

are a professional basketball player, you should know
how to make a free throw. If you are a professional
golfer, you need to know how to hit a draw and a fade.
If you are a listing agent, you need to know the “in’s and

out’s” of a listing agreement!

Simply put, a listing agreement is an agreement to
provide services. These services need to meet the
owner’s “reasonable expectations” — a level that is

set by the listing agent during the listing stage. If the
owner’s expectations are not met, the owner has good
cause to terminate the agency. This reasonable expec-
tation includes making a diligent effort to analyze and
market the Property. Listing agents should always

keep evidence of diligence by keeping detailed records,
including, but not limited to, records of all solicitations,
contacts, money spent, advertisements placed, buyers
contacted directly or indirectly through their agents,
etc. Here is a practice tip: Keep a physical file and elec-
tronic file separately maintained on each listed prop-
erty. That way, you will be able to have some back-up to

solidify the work you put into the transaction.
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While a listing agreement does not technically need to be in
writing to be enforceable (unlike any Contract for the trans-
fer of an interest in land, i.e., Statute of Frauds), it is highly
advisable that such be in writing. Florida Statute 475.25(1)(r)
requires that a written listing agreement include: (i) Definite
expiration date; (ii) Property description; (iii) Purchase Price
and terms; (iv) Broker compensation; and (v) Seller and
broker signature. Importantly, the written listing agreement
cannot contain a provision requiring the Seller to notify the
broker of the intention to cancel the listing after the expira-
tion date. Hopefully, it goes without saying that any listing
agreement must comply with Florida law if a Florida real

estate licensee is involved.

There are three different types of residential Listing
Agreements used in Florida — each that serves its own pur-
pose. These should only be used with residential real prop-
erty (there is a separate listing agreement to be utilized for
Commercial transactions). Florida Statute 475.278 defines a
residential sale as: (i) the sale of improved residential prop-
erty of four units or fewer; (ii) the sale of unimproved resi-
dential property intended for use of four units or fewer; OR

(iii) the sale of agricultural property of 10 acres or fewer.

1. Exclusive Brokerage Listing Agreement — a listing
agreement granted by the seller to the listing broker,
authorizing the listing broker to sell the property and
to offer cooperation to other agents and/or transac-
tion brokers but also reserves the right to sell the

property himself/herself.

2. An Exclusive Right of Sale Listing Agreement -
Non-Representation — a listing agreement granted
by the seller to the listing broker, granting the sole
right to sell the property. The agreement requires
the right to cooperate with buyer’s agents and trans-

action brokers.

3. An Exclusive Right of Sale Listing Agreement - Single
Agent — a listing agreement granted by the seller
to the listing broker, granting the sole right to sell
the respective Property. The agreement requires the
right to cooperate with sub-agents, buyer’s agents,
transactions brokers, and non-representatives, and
also includes the duties required by statute of the

single agent.

Typically, for a Listing Agent or brokerage to be able to
obtain a commission on a transaction, they are required
to be the “procuring cause.” The National Board of
REALTORS® defines procuring cause as “the interplay
of factors which together demonstrate that the unbroken
efforts of a specific broker [that] were responsible for
the buyer making the decision to consummate the sale
on terms which the seller found acceptable.” Essentially,
a listing agent and broker need to be responsible for the
consummation of the sale. There are a variety of factors
that go into determining if a listing agent or brokerage
was the procuring cause of the transaction, including, but
not limited to: (i) the nature and status of the transaction;
(ii) roles and relationships of the parties; (iii) continuity
and breaks in continuity (i.e., the length of time lapse,
break in negotiations, etc.); and (iv) conduct of the buyer

and seller.

Finally, where Listing Agents can really find them-
selves in hot water is regarding disclosures. It should

be understood that agents are under a mandatory duty

to provide all legally required disclosures (i.e.,
Association Disclosures, etc.). Back in 1985, the
Florida Supreme Court announced a new rule of
law to replace the venerable rule of caveat emptor
(or Buyer Beware), at least with regard to residen-
tial real estate transactions. Johnson v. Davis, 480
So. 2d 625 (Fla. 1985), was, indeed, one of those
decisions unarguably entitled to be included in the
list of those anointed as “landmark” cases, which
provided that a Seller of residential property is
under a mandatory obligation to disclose items that
have a material effect on the value of the Property
and are not readily observable to a Buyer. Sellers
are required to provide a Broker with any such
information on the listing agreement and at the out-
set of the transactional relationship. What brokers
may not understand is that this obligation can also

extend to a seller’s real estate broker.

For example, back in 2016, the court in Goodman v.
Rose Realty West, Inc., 193 So. 3d 86 (Fla. 4th DCA
2016), held that a real estate broker can be liable for
the acts of his or her sales agent (where, in this case,
the Seller was also acting as the listing agent and on
behalf of the brokerage) in failing to disclose defects
in a home which materially affects the value of home.
This can prove to be a slippery slope and can, under-
standably, cause brokers some heartburn. However,
while this liability would presumably come with a
higher burden of proof, it is vital for listing agents to
understand the Property that they are working with
and recognize what constitutes a material disclo-
sure under Florida law. These disclosures go further
than simply defective items in the Property as stated
above. If you and the Seller are aware that there is a
gigantic special assessment coming down the pike,
such may likely have a material effect on the value of

the Property and needs to be disclosed.

If there is ever a question of “Should I disclose this or
not?” ... here is a piece of advice: Disclose it! You do
not want to find yourself'in litigation over something
you thought you should have disclosed (or worse,

knew you should have disclosed) but didn’t.

Born and raised in Naples, Florida, Samuel Colburn is an associate attorney at
Woods, Weidenmiller, Michetti, & Rudnick, where he concentrates his practice
in the areas of commercial and residential real property transactions, as well as

corporate and commercial lending.

Naples Real Producers -
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# SURVEYORS,INC.

No additional cost for rush jobs.

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

B on the phone. T AV GRS b
- Jonathan T. Polk - 239-438-6933 - Jonathan@onlinelandsurveyors

== T 7

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

CLOSE BETTER WITH THE RIGHT REAL ESTATE SERVICES AND TOOLS

No matter your role in the real estate transaction, we're here to help you close better. With a partner in comprehensive
property research and closing tools, you have the ability to focus on growing your title operations. See how our solutions
help underwriters, title agents, realtors, and homebuyers/sellers during the closing process.

Jonathan T. Polk = 239-438-6933 = Jonathan.Polk@PropLogix.com
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KEEP IN TOUCH
With
PAST CLIENTS,
FRIENDS and RELATIVES
the Easy Way!

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

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

Tony@PowerMailersUSA.com
239.235.3170

*Price varies by the quantity of your list
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By Zachary Cohen
Photos by Sun Services
SW Photography

ERICABR

EISTER

N EVER Erica Eister first entered the real estate world through her work for a real
G IVE estate investment trust. In the early 2000s, she was transferred from Nashville,

Tennessee, to Southwest Florida, where she continued working her way
U P up the corporate ladder. Erica specialized in leasing apartments; she found

success, but she also desired more in her career.
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Erica Eister and her husband, Brandon.

“In 2007, I started to really think about my
future and the fact that I could be doing
more with real estate,” Erica reflects. “1
remember writing in my diary that by the
time I was 30, I wanted to be a real estate
broker, and that hadn’t happened. But it

was still alive within me.”

By this time, Erica had met her now hus-
band, Brandon. Erica desired flexibility
that her 9-to-5 role couldn’t offer. So just
after the birth of her second child (the
couple’s first), she headed to real estate
school. Brandon watched their newborn
while Erica took the first step in her dream
of becoming a broker by obtaining her real

estate license.
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“With a second parent and a partner,
I was able to take the time and do
what I really wanted to do, which
was become a REALTOR®. A month
after my daughter was born, I passed
my real estate exam. It was time to

spread my wings.”
The Birth of a Vision

Erica embarked upon a unique path.
Brandon, a luxury home builder and
general contractor with over 20
years of experience, already held
his real estate broker’s license for
his own investments. Erica wanted

the flexibility of working for herself.

So the pair founded Eister &
Company, and Erica got to
work. Amid a recession, she

found a way to flourish.

Erica believes her tenacity and
commitment have allowed her

to succeed.

“I don’t give up. Ever. I'm a tough
person. I'm brutally honest and
may not be everyone’s cup of
tea, but the people that commit
to using me as their broker get a
100-percent five-star treatment.
That is something I take very

seriously,” she says.

THE FUTURE IS

BRIGHT.

I'VE BEEN BUYING
NEW CONSTRUCTION
AND RENOVATING
GULF ACCESS
PROPERTIES AND
REPRESENTING SOME
AMAZING CLIENTS
IN THE SALE OF
THEIR PROPERTIES.

Erica began by telling everyone she knew
she was a real estate agent. She leveraged
her rental background to begin leasing
units in the gated luxury community

she lived in and then began sitting open
houses for other agents. Soon enough,
she had leads she was able to turn into

clients and referrals.

“I became the Rapallo girl. I lived in that
beautiful community for five years, and
one other agent and I were the two peo-
ple that everyone called. It was great. I
sold and leased probably 50 units in that
community,” Erica explains. “I leveraged
social media in a way that wasn’t being
done at the time, and then I turned those

leads into clients.”
A Real Estate Family
Erica never intended to grow Eister

& Company into a large brokerage.

Rather, she intended to build a boutique
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with her husband, Brandon.

concierge brokerage. So after working
as a solo sales associate for several
years, she obtained her broker’s
license and began to fill out her team.
Today, Eister & Company includes
Erica, Brandon, Erica’s mother-in-
law Patty, her son Isaac, and two
additional agents. Erica and her team
focus on luxury real estate, specifi-
cally in the new construction arena

and Gulf access markets.

“Isaac is building some new homes,
and he’ll be the Cape Coral new
construction guy. I've been doing new
construction and resales throughout
Bonita Springs and Naples. I still help
many investors with rentals as well

as buying and selling portfolios, 1031
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exchanges, acreage, beach prop-
erties, homes in gated communi-
ties, lots of Gulf access — really
anything that I believe in. Our
other agents are each doing their

own thing.”

Outside real estate, most of
Erica’s time is spent with her
kids, who are now 11, 12, 16, and
20. They enjoy traveling, grilling,
water sports, skiing, boating, and
just about anything outdoors.
Erica also has a thriving real

estate investment portfolio.

“The future is bright,” Erica
smiles. “I’ve been buying new

construction and renovating Gulf

| DON'T GIVE UP. EVER.

I'M A TOUGH PERSON.

I'M BRUTALLY HONEST
AND MAY NOT BE

EVERYONE'’S CUP OF
TEA, BUT THE PEOPLE
THAT COMMIT TO
USING ME AS THEIR
BROKER GET
A 100-PERCENT
FIVE-STAR TREATMENT.

access properties and representing
some amazing clients in the sale of
their properties. I'd like to continue to
do that. I think the future, for me, is
selling as much real estate as possi-
ble and always staying on top of the
trends. I'd like to see the business
continue to grow and would like to see

my son flourish in the industry.

“For myself, I strive to be the best
mom I can be, somebody my kids can
look up to and be proud of. I want
them to see that women can work and
be a good mother with no excuses and
do as much as any man. I want them to
know they can do anything they want
to do. Whatever your dreams are, you

can accomplish them.”

INVESTOR LOAN 25% DOWN |NO INCOME OR JOB VERIFICATION
NO CREDIT?| NON-USA CITIZEN? | RETIRED?

Single Family | Multi-Units| Mixed-Use| Condo-tels| CO-OP's| Apartment buildings

JLund@goldstarfinancial.com

& ©239.478.5783

N T T

| OSH LUND

Branch Manager | NMLS
#387408
Gold Star Mortgage
Financial Group | NMLS

Gold Star

Mortgage Financial Group



RESPONSIVE
INSURANCE

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

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

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

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

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

\‘ =3 .239-872587-186
www.S WEIERool Pros.com

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

Sre GIFTS KEEP
= YOUATTHETOP
=% e ) OF CLIENTS" MINDS

YEAR-ROUND

; Santiago Ospina
.J D ALWAYS CLEAN 239.200.1114

4 ,.-1: ospina_santiago@outlook.com

Suﬂurrlm' Swag IR - -
Naples, Florida ¢« 877-260-0002 ¢ RPaul@swagworld.com ¢ swagworld.com CARPET CLEANING | TILE AND GROUT CLEANING | PRESSURE WASHING | HOUSEKEEPING
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RIGHT LUXURY BUILDER

How Partnering with the

Can Drive Your Real Estate Business

By Paul Widhalm

Real estate professionals and builders can work together in harmony because
they have the same goals: sell more houses and get more referrals.

Think of it this way, your real estate knowledge plus a builder’s custom-
building expertise equals 1) a winning partnership, and 2) a scenario that
benefits your client the most. Continue reading to learn how forging powerful
partnerships with your local builders will elevate your business.
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WORK WITH A CUSTOM HOME
BUILDER YOU CAN TRUST

As areal estate professional, you may
be concerned about working with a
custom home builder. Will my clients
be treated professionally? Will they
get a fair deal? Will my commissions
be protected? Will the transaction go
smoothly? The right luxury builder
will understand the time and energy
you put into each and every client and
will strive to protect both you and your

client through the entire transaction.

FIND JUST THE RIGHT BUILDER
TO BUILD YOUR CLIENT’S

DREAM HOME

REALTORS® hold the most significant
place when it comes to selling a custom
home. The relationship between you
and a client is quite involved, and as a
real estate professional, you put your
valuable time and energy into finding
just the right builder for your clients.
Partner with a builder who respects
this relationship and is dedicated to a
positive homebuilding experience for
all parties involved. With most build-
ers, this relationship may be conceived
as a less viable option. The right
builder will want to work with you and
your client to build them the home of
their dreams and won’t steal your com-

missions in the process.

BUILD AN IDEAL

STRATEGIC PARTNERSHIP

Like any other business collaboration,
trust is key when taking on a new part-
nership. The right partner will be open
to anyone looking at their credentials
and how their custom homebuilding

services provide value to clients.

If you are thinking about partnering
with a specific builder, ask them to pro-
vide you with more information about
how trustworthy and reputed they are
in the industry. They should be happy
to invite you to their office so that you
can meet the staff and discuss the ways

where you both can benefit each other.

Also ask to see one of their newly
built homes to get an idea of what
type of homes they are building. You
will be provided with an estimated
cost so you can bring potential buy-
ers. Most builders are also open to
purchasing available lots, should you

have a lot for sale.

When real estate professionals and
builders work towards the same goal,
it doubles efforts when you merge
expertise from both sides, allowing
you to take your business to a new
level. The right builder by your side
will be trustworthy and will have sys-
tems in place that make it easy for you

to sell in less time.

CREATE A WINNING PARTNERSHIP
FOR YEARS TO COME

Finding the right home for a client

is the Realtor’s job, which involves
various factors, including their needs
and budget. You can help builders
gain information on comparable
homes within the area. Similarly,
collaborating with a builder will

open up a new horizon for Realtors

when it comes to the number of
homes available for sale. What
you will get is a huge catalog

of featured properties that are
ready to sell. It is up to you how
much effort you put into selling

these properties.

A builder’s expertise can serve
you, the Realtor, in numerous
ways. It can also serve as the key
factor to your success. Combining
an enthusiastic real estate profes-
sional with a builder’s expertise
can create a winning partnership

for years to come.

With over 40
years of
experience in
the construc-
tion industry,

Paul Widhalm,

co-owner of Signal
House Builders, began working

on his craft in his home state of
Nebraska. He later took his skills

to New York City for well over a
decade, and eventually made Florida
his home, where he has been able
to use his communication skills,
attention to detail, and creativity to
make a name for himself. Having
acquired his GC license in 2003,
Paul especially enjoys forging strong
relationships with clients, keenly lis-
tening to their wants and needs. He
then works closely alongside Signal
House’s team of design experts to
make these ideas work seamlessly
with one another, creating custom
living spaces that can be enjoyed for
generations to come.

www.signalhousebuilders.com
paul@signalhb.com
(239) 825-2178
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COMMUNITY Here at Community Lending, we define “community” as a family — a shared

l.E N DI N G collective of individuals who inspire, encourage, and rely on one another to

Poweved by Hamifion Home Loans

achieve a goal. The goal? To ensure our clients are taken care of, like a family.

We aren't your typical loan officers ... you know the ones, slightly stiff and boring. We laugh until the tears

_:._._ i & _
stream down our faces, and we provide tissues when those tears aren't shed over such humorous matters.
We honor local charities and give back, becaue we understand that everyone’s life matters.
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"The entire team is so professional and kind! They did
an excellent job of explaining the process from start
GO gle to finish and answered all my questions. | am so
happy with all of their work!"

Ramana Miller

AValce In the Wilderness Empowsrment Canter

COMMUNITY LENDING - Jessica D., Google Review
Ask Us About: F Powered By Hamilton Home Loans 7
Difice: (239) 333-4684 .
‘*v CC.'Jn"-"I.'J'ﬂJ'.r'-I.J'."\." infe@communitylendingfl.com beCkerhomemalntenance.com
% FOR HEROES cOves

B191 Callege Pkwy, Suite 203
Special Mortgage Benefits for our Community Heroes A Lending Hand Fort Myers, FL. 33819 :

0CODO sommunycares MR L AND MORE! 239-351-6820
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By Zachary Cohen
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DOVILE 'D" COLLINS
LA-JC | Multiplying the Joy,
l Dividing the Stress

The women not only bonded over their mutual interest In 2009, D’s life led her to move to Naples, and in
in real estate; they both formed strong connections with 2013, Milda once again followed suit. They worked
Florida. During her time in school, D spent time in Florida, side by side in residential real estate until finally

as her husband was born in Key West. Later, Milda traveled  teaming up as partners in late 2020. D and Milda

to the United States and fell in love with the state. have proven to be a powerhouse team.

Photo by New Frame Photography
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“We didn’t have commercial skyscrapers and malls.

It was limited, but residential real estate was thriv-
ing. So I decided to switch my path to residential real Work together. We’re not
estate, and that’s what I've been doing since.” . a 5
only doing business; we’re
having a great time.

“I always wanted to study architecture,” Milda

explains. “However, in 2004, when I began school, real
estate was booming. They opened this new program
for students to study real estate management, and that

sounded very exciting.”

During her time at university, Milda had the opportu-
nity to travel to the U.S. via an exchange program, and

she fell in love with Florida.

“It was an amazing experience getting to know the
culture, the people, the language,” Milda remembers.
“Florida was totally different from where I was born,

and I just fell in love.”

After graduating in 2008, Milda worked in sales and
marketing for one of the premier hotels in Lithuania,
but she missed Florida dearly. So in 2013, she followed

her heart across the ocean. By 2015, she was living

Dovile “D” Collins. (Photo by New Frame Photography)

and working full-time in Naples.

“We are so happy to work together. We’re not only doing busi- NS co

ness; we’re having a great time,” Milda beams. s (Photo by
. New Frame

‘ Photography)

Real estate has been D’s passion since high school.

“I knew then that was the field I wanted to find myselfin,” she
reflects. “Math was always my favorite subject in school. I could
do math for fun, which is very unique. And I wanted to do some-
thing with homes, to be an architect or in real estate. Real estate,

it was a perfect fit for my personality.”

D obtained a bachelor’s degree in real estate management and a
master’s degree in economics. She began working for one of the
largest commercial real estate companies in Lithuania, but when
the recession of 2008 hit, it didn’t just affect those in the U.S;

it was a global meltdown. D was faced with a commercial real
estate market that had all but dried up.

‘That was the breaking point for me. My husband, he was born
and raised in Key West, so we decided to pack up and move to the
United States in 2009.”

D promptly got her real estate license and familiarized herself

with her new surroundings.
Photo by New Frame Photography

78 - May 2022



F

D and Milda worked side by side at different premier
brokerages for many years. In late 2020, they deter-

mined the time was ripe to partner up.

“Having a team multiplies the joy and divides the
stress,” D says. “So for us, it’s fantastic having a part-
ner, having somebody to bounce ideas off of. And we
have very different personalities — true yin and yang,”
D laughs. “I'm a little more social, outgoing, and Milda
is a true class act and wealth of knowledge. Her cre-
ativity, background in luxury marketing, and studies in

interior design are a huge asset.”

D and Milda share all listings and buyers. D also holds
a leadership/mentorship role for newer agents on the
Caine Luxury Team. In 2021, D and Milda doubled their
personal production, and in the first three months of
2022, they secured $19 million in business.

“Starting last year, we did everything together, and our

business is skyrocketing.”

Outside real estate,
D spends most of
her time with her
family. She and

her husband, Matt,
have two kids, Livia
(12) and Lukas (10).
Baseball is a big part
of D’s family life;
her son has played baseball
since he was 4, and her
husband is the president and
a head coach with the local
Little League.

Milda and her husband,
Edgaras, have a passion for
travel. They also enjoy just
about anything outdoors,
from walking to paddle-
boarding to beach-going.

“I’'m in the business to help
people and to have fun too.
It’s my lifestyle and my pas-

Milda Lauce and her husband, Edgaras.

D Collins with her husband,

children, Lukas and Livia.

sion. I'm super happy where I am now,” D says.

“D and I, we were friends first. It’s such a pleasure

to work with someone that I have known for a long

time,” says Milda.

As partners and agents, D and Milda have high

. aspirations. Perhaps their biggest goal is an emo-

tional one; they aspire to touch the lives of those

around them.

“Real estate is my biggest passion. It’s exactly

where I want to be. I love touching lives,” D

—

says. “Milda and I, we are the same in this
way. The dollar sign does not motivate us.
~ Touching lives and making dreams come

true — that motivates us.”

Photo by New Frame Photography

Flooring & Kitchens

2700 IMMOKALEE ROAD #14
NAPLES, FL 34110

PHONE:
239-4FLOORS (239-435-6677)

FAX:
239-431-5910

EMAIL:
info@afknaples.com



WE'VE SEEN A LOT,
SO WE KNOW A LOT.
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INSURANCE

DAMON BRIST AGENCY | 239.202.2933
9861 BERNWOOD PLACE DR STE 165
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A New Generation of Residential Cleaning Experts

Elite Residential Cleaning is more than just a cleaning company..
We are experts at cleaning homes with
high-end materials.

Contact us today for
a complimentary
in-home consultation
and 50% off your first
residential
cleaning

S L pa/7
HVAC F

Professional HVAC Systems & Installation

STARTING AT $l| 999

Call the Pro-Tec Experts Ny , o That's the
for a Personalized Quote Wy Pro-Tec Promise!

Offices in Naples, Fort Myers and Babcock Ranch - Schedule a Service Today

ey PRO=-TEC

- PLUMBING & AIR 239.261.1000 - ptpflorida.com « Licensed & Insured CFC1427811 - CAC1821149 O @ ©)

Naples Real Producers - 83



making a difference

By Ellen Buchanan

Photo by Alessia Marcin

ITHE BIG CATS

at Kowiachobee Animal Preserve

84 - May 2022

“IT’S DEFINITELY NO SECRET
THAT I’'M A CRAZY CAT PERSON/”
ALESSIA MARCIN BEGINS WITH
A LAUGH. “AND I’'VE ALWAYS
LOVED THE BIG CATS. MY
FAVORITE MOVIE, STILL TO THIS
DAY, IS THE LION KING.”

Alessia, owner of Balanced Images,
a Naples Real Producers partner
business, has been working with
and photographing the big cats at
Kowiachobee Animal Preserve in
Naples, Florida, for the last two and
a half years.

“One of my really good friends sent
me a photograph on Instagram of a
lion,” Alessia recalls. “And she said,
“This is in Naples.” So I automati-
cally assumed that it was the zoo.
But I dug and dug and did a bunch of
research and found this preserve. I
sent them an email and said, ‘Hey,

I came across your page; I'd like to
come in and meet you guys.” And

so began Alessia’s journey with
Kowiachobee Animal Preserve and a
deep dive into the fascinating world

of one of her big passions — big cats.

Started in 2001 by husband and
wife team John and Grace Slaby,
the Kowiachobee Animal Preserve
was originally intended to be a big
cat preserve. (Kowiachobee means
“big cat” or “screaming big cat” in
Seminole.) They started with a pair
of black leopards in May 2001, and
added a spotted leopard six months
later. Today, however, the Preserve
has become home to all kinds of
injured or abandoned animals in
need — from horses and ponies to
reptiles, birds, and a host of other
animals. In total, the Slabys cur-
rently have seven big cats and over
100 other individual animals, and run

the Preserve as a sanctuary with a

Alessia Marcin and her calico, Leona. (Photo by New Frame Photography)

conservation and education mission.
They rely on financial donations and
volunteers who dedicate their time

to caring for the animals.

When she reached out to the
Preserve, Alessia told the Slabys
that she was calling to specifically
volunteer her time to work with
the big cats. “The owner asked if I
had any experience working with
these kinds of animals,” she says.
“I told him I did not, but when he

saw my first interaction with a
female tiger, he was like, ‘Okay,

you're good to go.””

Alessia began visiting the Preserve
for three hours at a time, two days
a week, to help with feeding and
cleaning cages. One of the other
long-term volunteers trained her on
the locks and gates and what and
how to feed the big cats.
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Phoenix, a male Florida panther, is one of the two cats Alessia Marcin developed a special relationship with. (Photo by Alessia Marcin)

“At the time, there were nine big
cats on the property. I wanted to feel
out every cat and personality, and
really get to know them,” Alessia
says. “I was there three months
cleaning and feeding before I even

brought my camera,” she says.

Alessia got her start in photography
capturing the incredible Southwest
Florida sunsets and founded her
Balanced Images business four and a
half years ago. Her special interests

eventually expanded to include land-

scapes, exotic cars, and, of course...

exotic cats. The images Alessia

captures are infused into aluminum,

creating beautiful, sophisti-
cated works of art that she calls

‘Balanced Images.’

Asked if she’s ever been in danger
with the cats at the Preserve,
Alessia says, “Oh, yeah. I've
definitely been grabbed by one of
the cats with its claws. There’s
definitely been a few moments
like that. The most important
thing is to stay calm. At the end of
the day, it’s a wild animal. You can
form a bond and connection with
these animals ... but should you be
surprised when the wild animal

comes out? Absolutely not.”

Alessia did form bonds with the big
cats, and developed particularly spe-
cial connections with two of them —
an 18-year-old male African spotted
leopard named Rellium, who has
since passed away, and a male

Florida panther named Phoenix.

“When I initially started there, I
was told to be careful with Rellium
because he was the most aggres-
sive. So instantly, I was like, ‘Game
on. 'm going to make this guy my
friend.” With her calm, cat-lady
energy, Alessia was able to build a
strong relationship with Rellium

over time, based on mutual trust.

FUN FACT

Alessia would like to own a

leopard one day.

“l developed such a bond
with Rellium,” she says. “I’'ve
already done the hours to own
a leopard. When the time

is right...”

Rellium (now deceased), the African spotted leopard that Allesia loved. (Photo by Alessia Marcin)

“Everyone was like, ‘He’s not
that way with anyone else,” she
says. “The bond and relation-
ship that I formed with that
leopard ... he was like my best
friend. It was heartbreaking

when he passed. I loved him.”

Phoenix the Florida panther,
the other cat Alessia formed a
special relationship with, was
also known to be aggressive.
“Both he and Rellium were
definitely the most aggres-
sive toward people, especially
Phoenix. He was the first to
try and grab people. It took me
two months before he would
let me touch him. I still have a
little fear in me with him,” she
admits. “He can move quickly...”
While Alessia is protected

behind a barrier, there is a part

of the fence just large enough
to put an arm through. “I've
definitely had my whole hand in

aleopard’s mouth,” she laughs.

Once she’d gotten a feel for
the cats and they’d learned to
trust her, Alessia began photo-
graphing them. The incredible,
powerful images she gets cap-
ture the essence of each indi-
vidual cat in a very intimate
way. “It’s important to respect
their space,” she explains. “I
very much communicate with
them. I talk to them and tell
them to smile for the camera.
They like the camera now, and

put on a show.”

In addition to volunteering
her time, once Alessia started

photographing the cats and

Alessia gives back 10 percent of every purchase of a Balanced

Image of one of the big cats to the Preserve for the care of the cats.
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High-Grade
Aluminum Art,
Created For You.

Bring a luxurious, contemporary
appearance to your space with
Balanced Images

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

——”””’—55555“‘-~

Alessia Marcin photographing Rys, a friend’s bobcat, at PRIMO Detailing Studio in Naples.

incorporating them into her visit, can volunteer to work on the PA N T H E R H o M E
business, she decided to give 10 property, and are encouraged to !
percent of every purchase of a donate financially. Another way to I N S P E C T I o N
Balanced Image of one of the big support the big cats is to purchase
cats back to that individual cat as a Balanced Image — a unique and
another way to give back to the striking piece of art with 10 per- P(]m-her Home |nspech0n0NE CAI_I_ DOES |'|' ALLl

Preserve — and to the cats she’s cent of the purchase price going . !

grown to love. directly to support the cats. To PTOUdly SerIng SWFI. since 2008
y W il see examples of Alessia’s big cat
8 = g Kowiachobee Animal Preserve isnot  Balanced Images, visit the “Feline General Home Inspection | Wind Mitigation | 4-Point Inspection

open to the public; but people are able  Friends” album on her website,

Pool | WDO/Termite | AQ/Mold Radon & More!

(239)389-0996
www.pantherhomeinspection.com
office@pantherhomeinspection.com

Panther Home Inspection is rated 4.9 out of 5.0
based on 345 reviews.

) ) ) to schedule a personalized special www.balancedimages.com.
Phoenix at the Kowiachobee Animal

Preserve. (Photo by Alessia Marcin)

COWIACHOBEE

ANIMAL  PRESERVE
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Getting a home loan
with Moore Lending
Group isn't just a
Brittany Moore transaction, we Tyler Moore

Producing Branch Manager ° Sales Manager
NMLS # 824215 c0n51der you part Of NMLS#: 1408486
Direct: 954.866.7189 Direct: 954-866-7186
Locally Owned & Operated | Local & Long Distance Moves | Moving & Packing Services | We also sell and deliver boxes! Cell: 239.292.4194 Cell: 239-292-4191
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A NEW STANDARD IN HOME SERVICES

Providing a great service experience encompassing Estate Management,

~ Home Watch, Project Management and Concierge Services since 2013
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REAL ESTATE & COMMERCIAL PHOTOGRAPHY ' > |
Serving Naples, Marco Island, Bonita Springs, Fort Myers, S P E C T KU M

Estero, Cape Coral and all of Southwest Florida.

]
SERVICES SW | CONCIERGE
sunservicessw.com | 239-285-5320 (239) 777-617/3
Info@spectrumconcierge.com

REAL ESTATE PHOTOG RAPHY Jon@sunServicessw.com LICENSED - Insure I Estate Management | Home Watch | Concierge Services
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P> cover story

By Zachary Cohen

Photo by Michelle Reed

In 2000, Christel Johnson and her
family underwent a major transition.
They picked up their lives and moved
from Arkansas to Southwest Florida,
where Christel’s husband was
launching an airline. Christel had
been a stay-at-home mom for several
years after a long career in retail,
and with her two sons in school
full-time, she desired a return to the
workforce. Her husband suggested

she give real estate a shot.

“My husband wanted me to get into
real estate. but I didn’t want to,”
Christel remembers. “I wanted to
do something more noble in my
mind. I wanted to make a differ-

ence in the world.”

I’m guided
by a force
that’s bigger
than myself.

Despite her resistance, Christel got

licensed and began to build a business.

And then, as she says, “some pretty

miraculous things happened.”

Photo by Michelle Reed

“I wanted to have a positive
impact. I wanted to serve. Then,
all of a sudden, I realized it

was a noble job. I realized that
no matter what you do, you

can have a purpose that rises
above — in any industry, but
especially real estate. So I fell

in love with it.”

Finding Meaning

In her 15-plus years in real
estate, Christel has found that
she can make a tremendous
impact in the lives of others
through her work. As her busi-
ness grew, she expanded her
circle of service to include her

peers, as well as her clients.

Naples Real Producers -
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Christel Johnson founded Paradise Coast
Property Team in 2015. (Photo by Michelle Reed)

“In the early days, I started taking
people for the ride. I started mentoring
agents, allowing them to shadow me. I
think that’s the best way to learn — be
coached, be taught,” Christel says.

Christel began building a team in
2011. Eventually, her mentees began
to encourage her to open her own
brokerage, and in 2015, she did just
that, founding the Paradise Coast
Property Team.

As aleader, Christel continues to put
service at the forefront of everything
she does.

“There are wonderful things we are

able to do in real estate,” Christel

94 . May 2022
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smiles. “Prayer and God are in the
fabric of our company and what we
do. Every decision, we try our best to
make sure it’s the right thing. In all
things, be honest.”

Today, the Paradise Coast Property
Team has 25 agents. Each one

is devoted to the team’s culture:
Never leave any rock unturned. Be a
humble servant. Work together as a
tight-knit family.

“If you do real estate correctly, it’s
about being a humble servant. It’s
all about the client. I want the client
to get service like they’ve never had

before,” Christel says.

R

Living with Heart

Outside of real estate, Christel lives

a family-oriented life. Her oldest son,
Collin, passed away in October 2021,
and her younger son, Christopher, is
now 24 years old. Collin’s passing has
been both a tragedy and a gift.

“At this time, the worst chapter of my
life, the outpouring from other people
— many past customers, people I've

worked with, people from my church,

everyone from my entire lifetime

showed up. I can cry thinking about it.

The love from the world — amazing.
‘When I think about that, it lifts me,”
Christel says.

Photo by Michelle Reed

| wanted to have a positive impact.
| wanted to serve. Then, all of a sudden,
| realized it was a noble job. | realized
that no matter what you do, you can
have a purpose that rises above — in
any industry, but especially real estate.




If she’s not with her family or selling
real estate, Christel can be found playing C a L L a H Z N

guitar or at her local church, where she

volunteers as a youth group leader. In all

BROTHERS

aspects of her life, she centers her inten-

tions on her faith.

“I think that the reward, the ultimate

reward, is how we live our life... What
if we just say, what’s the right thing to
do for this person? So they are really
difficult. They must have a hard life.

So how can we serve them? How can

E 75

LOCAL OR LONG DISTANCE MOVING AND STORAGE

From left to right: Christel Johnson’s daughter-in-law Dana Curry

with grandson Alexander, son Collin (decd), granddaughter Gabi,
Christel, and son Christopher.

we make the goal that they feel like

someone cares about them? And per-

sonally, for me, maybe if they learn

Our collaboration
in all situations

T

about who God is because of how you

treated them. Maybe that’s even more

important than getting a house sold.

leads to solutions That’s life-changing. I don’t go around =
that sometimes one preaching. I just try to be that.”
personalonemay | SR SN @809 F e =

“I wanted to have a positive impact.

not discover. This is
why ‘team’ is a part
of our culture.

I wanted to serve. Then, all of a

sudden, I realized it was a noble job.

I realized that no matter what you

do, you can have a purpose that rises

()
MOVING

above — in any industry, but espe-

cially real estate.”

“Our collaboration in all situations

leads to solutions that sometimes one

person alone may not discover. This

is why ‘team’ is a part of our culture.”

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

239-689-3372

Ll

Photo by Michelle Reed FOR CallahanBrothers.com
'H' UNJEY, 2890 Cargo Street, Ft. Myers FL 33916

Fla. Movers Reg. No. IM2790



YOU SELL IT. WE WATCH IT.

TAX L AWS ARE The Difference Realtors Recognize
COMPLICATED

Tihere“is no suchthingzas'a S|mple tax'return.

You dont have to be a tax_expert'THAT S OUR JOB!

, - )
; Vincent Saput
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There is a difference: Professionally Trained, Insured, Bonded, and Background Checked.
(239) 345-2190 Vincent is a former Police Officer, Naples Resident, Husband, and Father.

ccgcpas.com

1016 Collier Center Way, Suite 205 . %I“ US A CALL TODAY

Naples, FL 34110 _— 2
info@ccgcpas.com - best 239-249-3353 | naplespremierhomewatch.com
' El info@naplespremierhomewatch.com
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Corrafilm is a Personal Branding and
Production Company that works closely
with Real Estate Agents to grow their

HOME LOANS

audience on Social Media Platforms. Edgardo Balentine
- A Branch Manager Get you buyer's offer accepted
NMLS 1432920 with fast closings, amazing

Neo Home Loans | The Balentine Team
Edgardo@TeamBalentine.com
https://EdgardoBalentine.NeoHomelLoans.com
(239) 244-5871 If you are working, the
Balentine team is working
right there with you!

mortgage programs, and great
communication!
COBY CORRADINO

Creative Director
786-417-7210
corrafilm@gmail.com
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P» healthy living

By Shauna Osborne

Mother’s Day, the day we set aside to honor and celebrate
motherhood and, above all, the women most cherished in
our lives. This holiday also marks the beginning of National
Women'’s Health Week. As we all know, women tend to fall
into the role of caregiver, whether for young children, a
spouse, or elderly relatives, and this consuming work often
necessitates putting the needs of others before their own,
especially related to health and wellness. This Mother’s Day,
show love for the special mama(s) in your life by educating
yourself about the following health matters (and ensure you
are taking good care of yourself if that mama is you!).

Become more physically active - Women should
strive for 30 minutes or more of moderate physi-
cal activity at least three days of the week. Regular
physical activity can lower the risk of heart disease,
stroke, high blood pressure, unhealthy cholesterol
levels, type 2 diabetes, breast cancer, and depres-
sion, according to the U.S. Department of Health
and Human Services.

Schedule routine screenings and checkups —
Screening tests can detect diseases, such as breast
cancer, cervical cancer, high cholesterol and blood
pressure, diabetes, osteoporosis, and sexually
transmitted infections, when they are most treat-
able. Consult with your health care provider to

discuss age-appropriate testing and immunizations.

Eat healthier — To achieve a well-balanced diet,
women should choose fruits, vegetables, grains
(particularly whole grains), fish, lean red meats,
eggs, and nuts to help prevent heart disease and
stroke. Foods high in saturated fat, trans fat, choles-
terol, sodium, and added sugars (as well as alcohol)

should be consumed rarely or in moderation.

Ban unhealthy habits and risky behaviors — Smoking and not

wearing a seatbelt should be verboten.

Focus on mental health — We all acknowledge the impact mental
health has on overall wellness, and studies show depression

is becoming more and more common in women, particularly
postmenopausal women. If anxiety and sadness are impacting

a woman’s daily functioning, lifestyle changes and professional
help should be introduced. Managing stress and getting adequate

sleep are key elements in maintaining excellent mental health.
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No matter the time of day or night,
a real person is always on the line
to solve your plumbing problems!

(239) 455-8353 « swilplumbingrepairs.com

MOVEMENT

MORTGAGE

Nicole Paolini
(239) 287-8556
nicole.paolini@movement.com
movement.com/nicole.paolini

Loan Officer NMLS# 1252860

MOVEMENT

MORTGAGE

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

239.200.9099

239-434-2611

mgcatering@comcast.net | matthewsandgardner.com
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THE VALUE OF HARD WORK

Want a copy of your article or full | _: __
magazines that you were featured in? ko o

swilrcalproducers

460 1,935
Paosts Followars

SWFL Real Producers

[LAWILISR
[EVIIIPEMERS]

¥ SWFL #1 Real Estate Platform

& Ewclusively for the Top 500 Producers

i Comnacting Feal Estate Prolessionals

L Monthly Magazine .. mare

swilrp.com

. [

@950

Farinars Featuras Wellre s Preoto Shoods

REPRINTS!

FI N D Yo U R SO LU T I o N TO D AY! What the heck is a reprint? A reprint is a four- or eight-

page bound, printed piece on magazine-grade paper with
Since joining Brow_n & quwn in 20.14, C.o.rey has been .r(.ecognlzed your full article — and you on the cover.
as a top personal risk advisor for his ability to help families
leverage their total insurance spend to maximize cost efficiencies
via top tier insurers who focus on serving families with assets WHY DO I NEED THOSE?
valued in excess of $1,000,000. These reprints are a professional marketing tool that

can help brand you, your team and/or your business.
Use on listing appointments
Send out to friends and family
Send to clients with your holiday greetings
HOME Brokers, use as recruiting tools for capturing

AUTO new talent
WATERCRAFT
AVIATION

COLLECTIONS

E:EAVéIELLl?\Y( WHAT IF | CHANGED COMPANIES OR NEED SOMETHING COR-
EUSINESS RECTED ON MY ARTICLE?

LICENSED IN No worries! We can make any changes needed. We send
ALL 50 STATES you a proof, you approve, and then they are sent to you

via FedEx.

Use when farming your favorite neighborhood

CPRIA, AINS
Private Client Risk Advisor WHO CAN BUY THESE?
(239) 213-2049 The REALTOR® that was featured, the broker, our part-

cwalker@bbswfla.com ner, or family. Anyone who wants to promote you.

Brown & Brown of Brown & Brown | +ow oo oroer:

Southwest Florida st e
1421 Pine Ridge Rd, Suite 200 INSURANCE® Email swfl@realproducersmag.com.

Naples, FL 34109 SOUTHWEST FLORIDA

@swflrealproducers
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ProuDLY SERVING SWFL SiNcE 2005

e ——

Specializing in Conventional, FHA/VA & Jumbo Loans

d check out these Two Great P ; Bt —
and check out these Two Great Programs MASTER- TOUCH

TILE & STONE

LICENSED & INSURED

Payoff your Home in Record Time with the All In One Loan! 2 3 9 -443 - 85 9 2

100% financing up to $1 Million Build Equity Faster | Have Access to your Equity
95% financing to $1.5 Million Save Tens of Thousands of Dollars in Interest WWW. MASTERTOUCHINSTALLATIONS.COM
Expanded Underwriting Criteria Allowed Loan Amounts up $2 Million -

= -y

Danielle Damianov Looking for classes to help you 8
Producing Sales Manager | nmiLs ib: 833539 improve your business? Check out

www.realestatesecretsunlocked.com
C. (786) 359-7976 for upcoming classes!
Danielled@cmgfi.com
www.lendfla.com

CMG Financial
23190 Fashion Drive
W Ste. 215

y Estero, FL 33928
Branch NMLS# 2108196 F | N A N < | A L
Licensedin FL, CA & MA

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

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

FLOORS | BATHS | DESIGNS

b Slegance every step of the way...




RP

T

t's An SBI Original
Custom Upholstery And Casegc
o

)

i
g
/

Al NTER I ORSWB Y

- » interiorsbyshbi.com
4
=2 954.445.0897

| OBEEP'E NAPLES R ONASERE A

NAPLES CAY



