
O C T O B E R  2 0 2 2

CELEBRATING LEADERS
Cynthia Mittleider

PARTNER SPOTLIGHT
Sarah Lee 

Guild Mortgage Company

PARTNER SPOTLIGHT
Rosanne Kellogg

Seasons Change

STAR ON THE RISE
Christina Keller

PREVIOUS CAREERS
Aaron Ralls 

PROFILE
Mark DeGennaro

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

S A C R A M E N T O

Tina Suter
C O V E R  S T O R Y



2 • October 2022 Sacramento Real Producers • 3@realproducers realproducersmag.com

@anchoredtinyhomes

Build A Second Home On Your Property
Easily, Affordably, And Stress-Free!

If you own a single or multi-family property, new 
CA laws now allow you to build 1-2 
additional homes (also called ADUs) right in your 
backyard!

And, to make it even easier for you to take 
advantage of this, we handle the entire process 
from start to finish. Allowing you to get a second 
home built right in your backyard to earn extra 
rental income, keep aging parents nearby, and 
more. 

Give us a call today to learn more and 
schedule a FREE Property Analysis & Estimate to 
see if can build one on your property.

(916) 915-9715
anchoredtinyhomes.com FREE Property Analysis & Estimate 

($297 Value) 
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916.500.2206  •  HallwayStaging.com

Check Out Our Projects on Facebook

Let us set the stage
for your listings!

10% OFF 
AND $100 
REFERRAL 

BONUS
when you mention 
Sacramento REAL 

Producers

Attract more buyers and get higher offers.

Alicia Stearman
Branch Manager

NMLS #337154
10002 Foothills Blvd Suite 100

Roseville, CA 95747
O: 916-846-5241
C: 916-256-6486

Buying · Refinancing · Renovating

Here to give your clients 
the outstanding

 home loan experience they deserve.

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

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

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

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

1031 EXCHANGE

Asset Preservation Inc

Bill Angove

(916) 832-1031

ADU HOME SALES

Anchored Tiny Homes

(916) 461-8469

anchoredtinyhomes.com

AGENT SUPPORT

Homelight

Tony Chahal

(510) 846-5200

ATTORNEYS

Clower Law

Ashley Clower

(916) 652-8296

ElGuindy, Meyer &  

Koegel, APC

Judith Maranski

(916) 778-3310

AUTO BRANDING

Reviver

(916) 306-1070

BLINDS/SHADES

Made in the Shade

Mandie VanBuren

(916) 300-4306

CARPET CLEANING

Alex’s Carpet  

Cleaning Service

Elena Mikhaylevskiy

(916) 225-0038

CLEANING SERVICE

Meticulosity Cleaning

Jennifer Prado

(916) 410-4740

CLOSING GIFTS

Seasons Change

Rosanne Kellogg

(916) 367-3090

CONSTRUCTION & 

REMODELING

Good Life Construction

(916) 833-1379

Wolff Construction

Don Erik Wolff

(916) 205-3745

CPA SERVICES

Riolo & Associates

Dona Riolo

(916) 771-4134

CUSTOM CLOSETS

Closet Gallery

Darria Deatherage

(916) 826-7016

DRYROT AND MOLD 

REMEDIATION

Clover Valley Home Service

Dale McAfee

(916) 742-3141

EVENT VENUE

Silt Wine Company

(916) 298-9404

FENCING

Summit Fence Inc

Lukas Wilmore

(916) 365-3006

FINANCIAL ADVISOR

Edward Jones

Linda Sobon

(916) 989-1004

EdwardJones.com/

Linda-Sobon

Edward Jones

Jon Benecke

(916) 865-4616

Financial Path Consulting

Cherise Sutton

(916) 204-3223

FLOORING

Zothex Flooring

(916) 753-8291

GARAGE DOORS

Overhead Door Company of 

Sacramento Inc.

Melonie SanFilippo

(916) 421-3747

HOME INSPECTION

CalPro Inspection Group

Andrea Quyn

(800) 474-3540

Certified HBI

Jason Stockwell

(916) 223-3400

North American 

Home Services

(916) 833-3531

United Termite and Home 

Services

(916) 265-5300

INSURANCE

Farmers Insurance Agency

Cristi Rodda

(916) 428-4520

T.D. McNeil Insurance 

Services

Michael Colenzo

(916) 983-2561

TDMINS.com

INTERIOR DESIGN 

COMPANY

Pepperjack Interiors

Laura Neuman

(916) 834-9751

JUNK REMOVAL

Longs Trash Hauling

(916) 206-7072

LANDSCAPE DESIGN

Acres Landscape & Design

James Murphy

(916) 223-7629

MARKETING

Steps Marketing

Joe Duenat

(916) 288-9775

MORTGAGE

American Pacific Reverse 

Mortgage Group

Liz Andersen

(916) 223-8869

Asset Financial Center, Inc.

Benjamin Androvich

(916) 955-8287

CC Mortgage - Dan & 

Sherene Team

(916) 798-8026

Cross Country Mortgage

Alicia Stearman

(916) 256-6486

Fairway Mortgage - 

Lucia Lending Team

(916) 730-6339

Family First Mortgage Group

AJ Jackson

(916) 835-4100

Guild Mortgage

Sarah Lee

(916) 600-6126

Inner Circle Mortgage

David Graves

(916) 586-6644

Mortgage Right

Brandon Kleker

(916) 396-5250

NKS Financial

Neal Smith

(916) 907-6513

Point Equity 

Residential Lending

Nick Cunningham

(916) 302-2018

Street Home Lending

Nick Street

(916) 705-8282

StreetHomeLending.com

United Wholesale Lending

Shelby Elias

(209) 456-4896

Your Mortgage Girl at 

Guaranteed Rate

Padi Goodspeed

(916) 257-9435

MORTGAGE / LENDER

Premier Mortgage 

Resources

Cailey Murschel

(530) 370-2421

pmrloans.com/cmurschel

NHD

MyNHD

Lisa Massey

(916) 549-1226

ORGANIZING SERVICES

Amazing Spaces Organizing

Karen Silva

(916) 502-7092

PAINTING

Camacho’s Custom Painting

Amanda Camacho

(530) 306-9928

PHOTOGRAPHY

Olha Melokhina 

Photography

(916) 288-5839

PROPERTY MANAGEMENT

M&M Property Management

Larry Brown

(916) 922-1525

Vienna Property 

Management

Tony Alfano

(916) 626-3105

REAL ESTATE MEDIA

Shot Archives

Brandon Miyasaki

(916) 834-6600

ShotArchives.com

REAL ESTATE 

PHOTOGRAPHY

Andrea Gunn Real Estate 

Photography

(916) 223-8948

REMODELING & 

HANDYMAN SERVICES

Clover Valley Home Service

Dale McAfee

(916) 742-3141

ROOFING SERVICES

Roof Checks

Vlad Khashchuk

(916) 222-6688

SIGNS

Eggleston Signs

Dan Rathburn

(916) 920-4926

SOCIAL MEDIA

Curated Social

Joe Duenat

(916) 288-9775

STAGING

Hallway Staging LLC

Terry Keys

(916) 500-2206

Lux Home and Design

Annie English

(916) 947-8884

LuxHomeDesign.com

Premiere Home Staging

Nicole Runkle

(916) 300-0402

Simply Chic Staging

Danielle Martin

(916) 477-1167

TITLE COMPANY

DOMA

Julie Shroyer

(916) 416-8245

First American Title

Erin Barton

(916) 798-4115

Placer Title

Val Baldo

(916) 947-3747

Placer Title Company EDH & 

Placer County

(916) 500-9605

TRANSACTION 

COORDINATOR

Mercedes Natad, Co.

(916) 402-4486

OCTC

Candice Kulp

(916) 412-6848

Platinum TC Services

Melanie Prescott

(916) 812-7454

Real Estate Aid

Kristina Adragna

(916) 896-9890

VIDEO PRODUCTION

Aerial Canvas

(650) 730-6139

Dynamic Cinema 

Productions

Matthew Walter

(530) 417-6170

WEALTH MANAGEMENT

Jake LaFond Wealth 

Management

(916) 218-4406
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1 REFER A CLIENT TO US
Send us a client for property management
by filling out a simple form.
2 WE GET IN TOUCH
We contact the client to explore their 
management options.
3 WE PAY YOU
If the client signs a property management 
contract, we'll pay you a referral fee.

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

FREE RENTAL
CMA’S FOR
REALTORS

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

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS

Creating outdoor spaces that are unique, beautiful and usable. Acres Design & Landscape prides itself on 
elegant, modern & tasteful design matched with superior craftsmanship.

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

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

Follow our transformations:
             @AcresLandscape
             @AcresIrrigation

Schedule Your Walk-Through and Estimate Today!
916-622-4086

acresirrigation.com
sales@acresirrigation.com

Specializing in Outdoor
Living Scapes!
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edwardjones.com
CPIS rebmeM 

Jon Benecke, AAMS®, CRPS®
Financial Advisor

1259 Pleasant Grove Blvd 
Suite 150 
Roseville, CA 95678 
916-865-4616
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916.205.3745
wolffconstruction.com

VIEW SOME OF OUR PROJECTS!
      @wolffconstruction       @wolff construction

Photo by Nicole Dianne Photography

LICENSED & INSURED  //  CSLB LICENSE 1056036

Built with Integrity.

Specializing in residential
makeovers from kitchens to

bathrooms and additions, we can
turn your dreams into reality.

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

916-412-6848

CANDICE KULP
LICENSED & INDEPENDENT 

TRANSACTION COORDINATOR

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

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

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

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

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

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

Consult with an advisor on a regular basis!

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

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

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

Brandon Miyasaki
Photographer

Dave Danielson 
Writer

Joe Duenat
Social Media &  
Website Design

Ruth Gnirk 
Writer

Suzy Delong 
Ad Strategist

Katie MacDiarmid
Publisher

Michele Jerrell
Content Coordinator

Rachel Lesiw
Photographer

Katie Camerer
Assistant Publisher

Olha Melokhina
Photographer

Aerial Canvas 
Photographers

Jennifer Ingles
Photographer

Chris Menezes
Writer

Emily Sweet
Systems Manager

Maryssa Sayabath 
Event Coordinator
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Per Month
Monthly Bank Account Reconciliation
Reconciliation of business credit card 

Preparation of monthly Financial 
Reports, Balance Sheet, P&L Statement.

Unlimited e-mail support - response 
time varies per package

Monthly phone or video meeting

We help companies with their bookkeeping and accounting 
processes including the close-out processes. We help with 

preparing your financial statements. We also help you with 
how to audit-proof your write-offs including all those 

ordinary and necessary expenses.
 

Do you have proper financial processes? 
Budgeting? Strategic Planning? Collecting W9s 

and sending out 1099s?

Are you writing off… Business Mileage? Business Meals? 
Business Interest Expense? Retirement Contributions 

(includes both owners and employees)? Life Insurance 
(including IULs)?

 
Experience:

Cherise has more than 19 years of accounting experience, 
including over 16 years with consulting firms in the 

Sacramento area and 10 years as a Controller. While pursuing 
her bachelor’s in science in Finance, she moved her way up to 
the Controller role, eventually overseeing a team of seven after 
mastering the roles of A/P, A/R, Payroll, Contracts, Insurance, 

and ERP Administrator of Deltek Vision.

BOOKKEEPING, CLEAN-UP, 
BUSINESS ADVISORY, 

RETIREMENT PLANNING

Founder and CEO

DRE#01454369

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

Making you look sharp, one listing at a time.

24-Hour Turnaround | MLS Upload Ready

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

- Marcie Sinclair, Realtor
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Mark DeGennaro, 
Coldwell Banker Realty
“Always treat your fellow 
REALTORS® with respect. You 
never know who you will be working 
with on your next transaction!”

Rosanne Kellogg, 
Seasons Change 
“Respect is earned. Honesty is 
appreciated. Trust is gained. Loyalty 
is returned.”

Christina Keller, 
NextHome Cedar Street Realty
“Take each day, whether good or 
bad, as a way to learn and grow! 
At the end of a challenging day, I 
remind myself that ‘the way things 
appear today are not how they will 
end up.’” 

Aaron Ralls, 
eXp Realty Of California
“I do things in life that will have a 
positive impact on others and leave a 
wonderful legacy for my children and 
the next generation. I am willing to 
lose a dollar so I can make a friend.”

Tina Suter, 
House Real Estate 
“Be available and write 
your goals down. Every 
other year, each person in 
my family writes our goals 
down (sales goals for me) 
and buries them in a time 
capsule in Maui. Two years 
later, we dig it up to see 
how we did, and then bury 
new goals.”

Cynthia Mittleider, 
RE/MAX Gold 
“When you make it 
more than a transaction, 
it becomes a lifelong 
relationship.”

Sarah Lee, 
Guild Mortgage Company
“Choose a career that 
gives you both a monetary 
paycheck and an  
emotional paycheck.”

Golden NuggetsGolden Nuggets
P R E S E N T S

S A C R A M E N T O
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Publisher’s Note

Keeping it 
REAL…

Happy October Real Producers!
 
I write this pub note to you from the airport, and it is my final 
task before I pop my laptop closed and officially head off to cele-
brate my 20th wedding anniversary in GREECE! I am SO excited. 
But if I’m keeping it REAL... I’m also a ball of anxiety thinking 
about all the hats I wear in my day to day life, and I’m plagued 
with this panicked accusing voice in my head that tells me this is 
an incredibly irresponsible thing to do. WHAT IN THE WORLD 
makes me think I can just jet off on vacation and leave others in 
my place to keep all my plates spinning while I’m gone?? WHAT 
IF A MISTAKE HAPPENS??
 
I know I’m not alone. In this community especially, full of big 
dreamers and high achievers, I’ve talked to many of you who 
fight constantly with work-life balance. SO at least I am in good 
company, and I’m thankful for that.
 
So why do I bring up this anxiety battle right now? Well, if I’m 
keeping it totally REAL, which is what I said I wanted to do with 
this Real Producers Platform and Publication, then I have to tell 
you it’s because last month I WAS here, fully focused and work-
ing and busy as usual... And STILL a big mistake slipped past me 
and I feel terrible about it.
 
Hopefully you all enjoyed our 25 Under 35 Issue last month! It 
was exciting to get to take nominations, interview and meet all 
these incredible up and comers in the industry and invite them 
into our community! It was a busy last few months getting every-
thing ready for the big reveal, agents worked with us tirelessly 
to coordinate photoshoots and deadlines and when we finally 
got everything perfect, we sent it off to our designers, approved 
the proof and off it went to the printers and postal service. Only 
to realize once it was too late that while there were indeed 25 
agents chosen to be featured; 25 agents who had a spotlight 

Always cheering for you,

Katie MacDiarmid

Sacramento Real Producers

katie.macdiarmid
@realproducersmag.com

(916) 402-5662

facebook.com/sacramentorealproducers
@SacRealProducers

created and 25 agents who were placed beautifully on 
the cover… Only 24 of those agent’s spotlights made it 
into the inside of the magazine. Somehow, one just got 
left out of the page count and there are no excuses or 
explanations that could undo it.
 
I always tell you that the goal of Real Producers is to 
blur that line for you all between the personal and the 
professional so that you can humanize each other when 
deals get messy and closings get tense. So you can find 
that extra grace for each other when an agent or lender or 
TC inevitably makes a mistake or drops a ball. Today I’m 
thankful that you all have allowed that blending of per-
sonal and professional lines to extend my direction too.
 
SO.. this pub note is in honor of Nikki James, who 
showed the utmost grace and class when we admitted 
our mistake to her. Who allowed us to be HUMAN and 
keep it REAL and didn’t hold it against us even though 
she had every right to.
 
Cheers to you Nikki, and to all the REAL Producers out 
there balancing life and deadlines and work and anniver-
sary getaways. I’m honored to be in your company.

R E / M A X  G O L D

NIKKI 25 under 35
Photos by: 
Olha Melokhina Photography

Why did you become a real estate agent?

I loved the ability to help people achieve their real estate goals for 
their families, personally and financially. I loved the continuous 
learning, adapting, and growing that is required to adequately help 
each individual family’s needs. The ability to have a career that looks 
so different every day and that impacts people in one of the biggest 

transitional times of their lives really excites and motivates me.

What’s one challenge you’ve overcome in the past? What’d you 

learn from it?

One challenge I’ve experienced has been adapting my 
business to my role of motherhood over the years. I’ve had 
to learn better and clearer boundaries for my clients, as 
well as the ability to set clear expectations upfront. This 
has meant letting go of some business over the years to 
achieve my desired work/life balance. It’s made all the 
difference in my fulfillment in my career and home life.

What does “success” mean to you?        
Contentment and the true feeling of balance in my 
spiritual life, my physical life, my mental life and my 
relationships.

What has been the biggest game-changer for you in your 

business?

Hiring an assistant!

How do you manage work/life balance?

When you find out the formula, let me know! One of my friends told 
me once, family time IS an appointment! That has helped me carve 
out and prioritize the most important things in my life, my family.

What are your favorite tools, apps, or bits of technology?

HomeSpotter when out on the go and need to pull up MLS on my 
phone. I love Megaphone through RE/MAX, which runs multiple 
marketing campaigns simultaneously for every new listing, closing, 
price reduction, etc. I love Adwerx for unique predictive marketing 

campaigns. Skyslope is awesome for transaction management, 
and I love Glide for seller’s disclosures.

J A M E S
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Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.
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Your business can reach those agents too.

RP reaches the top 300-500 real 
estate agents in 100+ major markets 

across the country (like this one).
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916.502.7092

amazingspacesprofessionalorganizers.com

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

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

We aim to make the listing, 
selling and moving experience 
stress free for your clients! 

One-Stop Local Shop

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

Personalized Gift Baskets
& Products for Closing Gifts

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

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

Aprons ● Dish Towels ● Wine Boxes
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Dan McIntire  |  Loan Officer, NMLS# 300900  |  Cell: (916) 276-3324

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

Buyer saves during the 1st  Two Years of the Mortgage
Usually Costs the seller less than a price drop*

Everyone wins! Ask us how it works!
*individual results will vary

Big News coming...
stay tuned for how we keep getting

better and better! 

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

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

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

SERV ICES:  

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

HIGH QUALITY STORY TELLING

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

Matthew Walter
Founder / Creative Director

OFFERING
- HOME INSPECTION
- TERMITE INSPECTIONS
- TERMITE TREATMENTS 
   & REPAIRS
- PEST CONTROL
- SEWER CAMERA   
   INSPECTIONS
- MOLD TESTING
- SOLAR INSPECTIONS
- POOL/SPA INSPECTIONS
- COMMERCIAL
   INSPECTIONS

PROUDLY SERVING THE GREATER SACRAMENTO AREA,
BAY AREA, LOS ANGELES & CHICO.

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

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

A GIVING PROGRAM BY

Thanks to the businesses within these pages, our Area Directors, and readers like you, we’re able to break the chains of this horrible reality.

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

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

Visit n2gives.com to learn more
about our giving program.
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Fueled by experience, education and hard work, 
Real Estate Broker Cynthia Mittleider exemplifies 

all the qualities of a seasoned top producer.
 

Real estate has been a passion for Cynthia ever since 
she was a child. She always knew she would work in 
the industry, so much so that she even wrote it in her 
childhood diary, which she still has today.
 
Cynthia began her career in high school in the early 
‘80s, working as a leasing agent for a Richmond 
American-built apartment community in Tucson, AZ. 
After graduation, she returned to her native area of the 
Silicon Valley and worked in property management for a 
large developer. 
 
By the mid-’90s, Cynthia felt the urge to expand her 
education in the industry, so she began working for a 
commercial broker who wanted to broaden their port-
folio by buying foreclosures. It was in that new venture 
that an exciting new passion emerged for Cynthia, and 
over the next few years, she learned the inner workings 
of the foreclosure industry and began dabbling in resi-
dential rehabs while learning the art of flipping homes.
 
In pursuit of fulfilling her childhood dream of becom-
ing a real estate agent, Cynthia enrolled in real estate 
school and prepared for the residential resale market. 
Despite her years of service in the industry up to that 
point, Cynthia made the humble decision to team up in 
2000 with a local top agent at RE/MAX Gold in Folsom 
to learn the ropes from a consummate professional 
rather than going out on her own. After their first full 
year working together as a team, Cynthia and her part-
ner soared into the top 20 at RE/MAX Gold.
 

cynthia
ever long experience and education

celebrating leaders
By Chris Menezes

Photos by Olha Melokhina Photography

M I T T L E I D E R

Over the next five years, the real estate market of the 
2000s was in full swing, and with that momentum, 
Cynthia focused on working with her buyer and seller 
clients. After hundreds of sales to her credit, her pas-
sion for education resurfaced with a renewed drive to 
educate others and to give back to the real estate com-
munity through education. 
 
Cynthia’s first endeavor as an industry educator was 
in 2004, chairing the Education Committee for the 
newly formed El Dorado County Chapter of the 
Women’s Council of REALTORS®. Shortly there-
after, she was voted by her peers as the Agent of 
the Year, a title she is proud of to this day. 
 
To further her reach and create an even greater 
impact in the industry, Cynthia became a member 
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of the Sacramento Association of REALTORS® Education Committee. 
Continuing to champion her passion for growth and education, she started 
volunteering with the city of Folsom Chamber of Commerce and expanded 
her knowledge within her community as a graduate of the City Leadership. 
 
As the market shifted over the coming years, so did Cynthia. Her ability 
to adapt to ever-changing market conditions and overcome challenges 
through education is what has kept her business thriving, contributing to 
her mantra: “Real estate professionals should never stop learning.”
 
Knowing Cynthia’s previous experience of bringing education to our area, 
she was once again called back to assist in the re-formation of the El 
Dorado Chapter of the Women’s Council of REALTORS® under their new 
name of Gold Country. “Cynthia was a vital piece of the rechartered net-
work of the Women’s Council of REALTORS® Gold Country in 2017,” said 
Founding President Gabriella Alvarez. “As the network gained momentum 
in 2018, Cynthia was sworn in as the director of events, a position that 
afforded her the ability to bring cutting edge education to our network 
and aid in the development of our members.”
 
Today, Cynthia has turned her focus towards working with a nonprofit 
organization as a presenter and co-leader, educating divorcing couples 
about their options when a home sale is a part of the division of assets. As 
Cynthia explains, “A home is a multifaceted asset and selling it has finan-
cial, legal, physical and emotional consequences. Educating people during 
this transition is one of the most fulfilling ways for me to help others.”
 
When asking Cynthia about the next phase of her career, she was quick to say 
that she wants to dedicate her future to mentoring agents as a team leader. 
 
To her fellow colleagues and other agents who may be just starting their 
careers, Cynthia offers the following words of wisdom, given her lifelong 
experience and education in the industry:
 
“Everything in real estate is about education — educating your buy-
ers so they know what to expect during the buying process; educating 
your sellers on how to make their home shine, ultimately yielding them 
more money; educating ourselves by earning designations and attend-
ing seminars. But most importantly, remain coachable and agile to the 
ever-changing industry and never stop learning.” 
 
Looking back at her 30-plus years in the real estate industry, Cynthia feels 
blessed to have found so much success within her childhood dream job. 
However, she is most grateful for her two beautiful grown daughters, her 
precious fur-baby named Sophia and her wonderful husband, Roy. When 
she isn’t living the dream in real estate, she enjoys spending time with 
friends and family, gardening, traveling and, of course, looking at houses.

A home is a multifaceted asset and selling it has financial, 
legal, physical and emotional consequences. 

Educating people during this transition is one of the most 
fulfilling ways for me to help others.
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CARPET CLEANING SERVICEALEX'S

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

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

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

Stain & Smoke Removal • Pet Odor Control • 
Scotchguard Protector

RELIABLE

PROFESSIONAL

HONEST
     @alexscarpetcleaning

916-225-0038 

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

Alex,
owner

SUMMIT FENCE INC.

GOOD FENCES MAKE
GOOD NEIGHBORS.

916-365-3006 // summitfenceca.com
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Leading a Life of Purpose

As a producing branch manager of Guild Mortgage Company, 
Sarah Lee knows just how challenging and rewarding the real 
estate industry can be. Having worked in lending for the past 20 
years, Sarah says that having a “why” and finding the meaningful 
aspects of your career, not just for herself but for others as well, 
is essential to success. And for Sarah, that “why” consists of her 
work as a lender, a branch manager and coach, REALTOR® part-
ner, family member, and proponent of social equality and change.
 
“Success is defined by how much value you bring to others,” she says. 
“The more you help others realize their dreams and potential, the 
more you realize your own. I believe success is a result of investing 
in others and developing real relationships. I have made some of my 
best friendships in the real estate industry, and from those trusted 
relationships, I have seen a wonderful business blossom. Trust takes a 
long time to build, but in the end, it is worth every minute.”
 
Out of all the ways Sarah has infused purpose into her career, she gets 
the most fulfillment out of giving back to her community, especially 
in ways that support equality for women and girls through her work 
with Soroptimist International, an international organization devoted 
to improving the lives of women and girls by providing access to the 

sponsor spotlight
By Chris Menezes

Photos by Aerial Canvas
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education and training they need to achieve eco-
nomic empowerment. Sarah has been part of this 
organization since 2015 and currently serves on the 
board of directors of the Soroptimist International 
Sierra Nevada Region, overseeing all of Nevada and 
parts of Northern California.
 
“When I found Soroptimist International, I thought, 
‘This is what I should be doing!’ and quickly got 
involved in leadership at a local level. I was intro-
duced to the organization by a REALTOR® referral 
partner — Idelle Claypool — who asked me to donate 
a raffle item to one of their fundraisers. I went to the 
fundraiser and was so inspired by the work they were 
doing on the ground for women in society that I imme-
diately became involved,” she explains.
 
Sarah knows how difficult it can be for a young 
woman trying to make her way in society. She grew 
up in Central California, in Merced, wanting to be 
a lawyer, a person who advocated for others. She 

Sarah and Mark golfing at Spanish Bay
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loved to talk with people and loved to 
try to influence others through debate. 
However, she ended up pursuing 
another passion and studied music 
at Fresno State University as a vocal 
performance major. But, after marrying 
and having two daughters at a young 
age and then becoming a single mother 
shortly afterward, she had to leave 
school and focus on paying the bills. 
 
Although Sarah had to give up her 
music career, she has remained involved 
with music, whether in her church or 
performing with the Sacramento Choral 
Society and Orchestra. It was with the 
Choral Society that she was able to 
fulfill a lifelong dream in 2003, when 
she performed at Carnegie Hall in New 
York, despite being nine months preg-
nant and her choir director fearful she 
was going to go into labor on stage.
 
After leaving Fresno State, Sarah spent 
the next seven years in advertising and 
marketing, starting with a local newspa-
per in Merced, then with a radio station 
in Modesto, and eventually starting her 
own advertising agency after marrying 
her husband, Mark, whom she’s been 
married to the past 21 years now. But 
when 9/11 happened and advertising 
budgets were cut across the board, 
Sarah was forced to rethink her career.
 
“I remember sitting down with my hus-
band and discussing what I was going to 
do next,” Sarah recalls. “I was thinking 

about continuing in advertising, and 
he said, ‘Sarah, you have a unique 

opportunity — you are young 
enough to reinvent what you 
want to do in life.’”
 
Sarah’s first thought was to 
sell real estate. However, 
after some thinking, she 
felt she could make a 
greater impact in the lives 

of others by focusing on 
financing to help people secure 

the money they need to pur-
chase homes with the best financial 

instruments for their lives. So, she 
entered the mortgage industry in 2003.
 
Beginning her career in lending and 
operations, Sarah gained an immense 
amount of knowledge on the processing 
of loans before she ever became a loan 
officer, which further bolstered her 
ability to “pre-underwrite” a loan. The 
subsequent quality and reliability in 
Sarah’s preapprovals helped separate 
her from her peers and establish the 
successful career she enjoys today.
 
“I understand that real estate agents 
place a great deal of trust in a lender. 
Our ability to close the loan can make 
or break the escrow. I understand the 
weight of what I have been entrusted 
with, and I am always honest and 
direct and take the contract timeframes 
as GOSPEL,” Sarah explains.
 
Being able to secure a home for a buyer, 
especially first-time homebuyers, created 
an immense amount of satisfaction in 
Sarah’s professional life, a satisfaction 
she had never experienced before. This 
sense of purpose and making a difference 
in the lives of others continues to fuel 
Sarah today. 
 
“Housing is an essential need, and 
buying a home has an incredible impact 
on personal finances,” she says. “To 
be able to be part of such an import-
ant journey and be able to have such 
a long-lasting impact on someone’s 
finances and future is an honor and the 
best way I can think to give back.”
 

Sarah has found even more purpose 
in her career as a branch manager for 
Guild Mortgage Company, a national 
mortgage company led by a predomi-
nantly female board of directors that 
have been instrumental in giving back 
to the community for the past 60 years, 
as well as investing in their loan officers 
with coaching and mentorship to raise 
generations of successful mortgage pro-
fessionals. Sarah is also a coach within 
her company, coaching other Guild loan 
officers who are looking to grow both 
professionally and personally.
 
“I always say I get two kinds of pay-
checks: a monetary paycheck and an 
emotional paycheck from my career. 
The day I stop getting an emotional 
paycheck is the day I quit,” Sarah says.
 
When Sarah is not focusing on pouring 
into the lives of others, she enjoys golfing 
with her husband, which they do at least 
twice a week together, and traveling 
with their family. Sarah and Mark raised 
their four children but are now nearly 
empty nesters. Sarah’s Australian Cattle 
Dog, Kanga, whom she rescued from the 
Solano County SPCA shelter, is a huge 
part of her life. They walk every day on 
the American River Trail. While her chil-
dren are all either in college or starting 
their careers and families, Sarah remains 
ever dedicated to her family and is still 
driven to be the best she can be for them.
 
“My family are my big ‘why,’” she says. 
“If I damage my family relationships 
because they come behind the busi-
ness, what have I been working for? 
Although I wasn’t always able to create 
these boundaries, I have found that just 
sharing honestly with a customer if I 
am not available outside business hours 
because I will be with family — they’re 
very understanding. And if they’re not, 
they’re not my tribe.”
 
As Sarah continues pursuing a life of 
purpose through her role as mother, wife, 
lender, branch manager and community 
advocate, pouring into the lives of others 
and helping as many people as she can, 
there is no doubt she will continue to find 
success in everything she does.

I always say I get two kinds 

of paychecks: a monetary 

paycheck and an emotional 

paycheck from my 

career. The day I stop 

getting an emotional 

paycheck is the 

day I quit
Sarah and Kanga on the American River Trail
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Overhead Door Company  
of Sacramento , Inc. 

(916) 421-3747 
 

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

 

$20.00 off 

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

TM 

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

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

We service all 
BRANDS  

6756 Franklin Blvd. 
Sacramento, CA 95823 
 

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

Cristi Rodda
916.428.4520
crodda@farmersagent.com
We Are Farmers

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

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

CA Producer LIC 0E49486
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Our Disinfection
fogging neutralizes

COVID as well as
99.9% of all other
microorganisms

for up to 60 days

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

know how pernickety house hunters can be when they are looking for their next home.

SPECIALIZING IN BOTH COMMERCIAL 
AND RESIDENTIAL CLEANING FOR
MOVE-IN ANDMOVE-OUT CLEANS, 
DEEP CLEANS, GENERAL CLEANING, 
AND RECURRING MAINTENANCE. (916) 410-4740 • meticulositycleaning.com

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

REAL ESTATE SERVICES
Photos, Videography, 

Matterport 3D Virtual Tours, 
and Drone.
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W HE N  QUAL ITY  COUNTS

profile
By Ruth Gnirk

Photos by Rachel Lesiw – Indulge Beauty Studio

MARK

F
or almost two decades, Mark DeGennaro has been growing his 
business through relationships in a way that fosters respect, 
rapport, reputation, referrals and repeat customers. He believes 

that real estate is about investing in people, both clients and other agents, 
and that finances are just a byproduct. The broker associate who closed 
a total volume of $16 million last year alone truly believes that success 
means building relationships that propel all parties forward.
 
Mark comes from a family that loved real estate. His father and uncle 
were real estate brokers and his cousins were also REALTORS®. His 
dad and uncle started brokerages in the Bay area. By the mid-’70s, 
Mark was spending his time answering the office phone for the fam-
ily brokerage after school and during the summer.
 

D E G E N N A R O
Mark settled into a job as a machine 
operator with Contra Costa County 
and supplemented his income by 
working as a bartender. Both jobs 
exposed him to many types of people 
and provided him with ample opportu-
nities to become adept at interpersonal 
communication and de-escalation. In 
1990, he moved to Sacramento. Mark 
settled into a job as a machine opera-
tor with a local printing company and 
learned additional, invaluable people and 
negotiation skills through his position.
 
WIDENING RELATIONSHIPS

By 2003 he decided he was ready to try his 
hand as a REALTOR® after hours and on 
weekends. Mark knew the market was good, 
and he was ready for a new way to inter-
act with his community. As he interviewed 
brokerages to find out which was the best fit, 
he met the real estate icon Lori Lightle. She 
recognized Mark’s potential for greatness and 
wisely told him, “You can’t do this part time.”
 
Two weeks later, Mark arrived at his day 
job with the local printing company for what 
he thought would be another ordinary shift. 
However, he found that the doors were locked. 
Permanently. He decided at that moment that he 
would choose to step into real estate full time, 
learn everything he could, and serve others faith-
fully. He would not give himself any other option 
but to succeed.
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Lori became Mark’s mentor. He soaked up Lori’s 
practical wisdom and learned how to build rap-
port with difficult people, both clients and agents. 
He quickly became skilled in both the science and 
the art of real estate and earned a Quality Service 
Award in his second year as a REALTOR®.
 
One of his greatest honors came when Lori began 
entrusting him with the continued care of her cli-
ents. Even before she started talking about retiring, 
she began referring her repeat clients to Mark. By 
caring for Lori’s clients, he extended or continued 
her ability to serve them, and her guidance helped 
Mark propel his business forward.
 
WORKING RELATIONSHIPS

Mark has been a member of the Master’s Club for 
18 years. He is the lead of the Top Flight team, a 
group of seven seasoned agents. They are one of 
the Top 10 teams of Coldwell Banker Northern 
California. They are the number one large team 
in his office, and number three in the region.
 
He appreciates his clients, and their referrals, and 
seeks to add value while he is staying top of mind. 
He holds annual events, which Lori attended even 
after her retirement, and texts or calls clients as 
they come to mind. Mark has a focused marketing 
plan involving social media, videos, and timely mar-
ket updates. He also uses tried and true favorites 
such as mailers, magnets, and sports schedules.  
 
“I genuinely enjoy the strategies of selling homes 
and helping my clients with all of their real estate 
goals,” Mark shared. “And I am most passionate 
about staying up to date with market trends so I 
can educate my clients on the current market. One 
of my favorite parts of being a REALTOR® is that 
there is always something new to learn, whether it 
be technology, contracts or new trends in business.”
 
WINNING RELATIONSHIPS

One thing that sets Mark apart from other agents 
is his investment in relationships with agents 
outside of his brokerage. He coordinates mix-
ers throughout the year so that agents can get 
together and get to know each other, regardless 
of what team they represent. Mark’s ability to 
bring agents together as a broader network has 
served his clients well. He is known for his col-
laboration, integrity, and transparency. “Agents 
know the reputation of other agents” shared 
Mark. “When you get an offer from an agent you 
respect, and who is respected by others, it can 
positively impact your client’s opportunity.” 

His secret to success is investing in people and building 
relationships, especially with other agents. What better 
way to know who is on the other side of a transaction 
then to spend time with them outside of business?
 
“I’ve worked with most of the people featured in 
Sacramento Real Producers,” Mark smiled, “but regard-
less of who is on the other end, I am careful to keep a 
low ego and to finesse the situation. When we are in 
contract, we are not there to fight. We are there to make 
a deal, so I figure out a way to work through it where 
everyone feels like they’re winning.”
 
WONDERFUL RELATIONSHIPS

Thirteen years ago, Mark fulfilled his dream of owning a 
lakefront home, and it inspired him to help others achieve 
their own waterfront home dreams. He has done some 
flips in the past, but now he enjoys working out at the gym, 
relaxing at the lake, swimming, boating or working in his 
garden. He admits that he tends to put work ahead of his 
personal life because he honestly loves helping others turn 
their dreams into plans and their plans into a reality.
 

Mark has always had the support of his wife 
Cheryl, his son Derek, and many close friends. 
These relationships have meant the most to him. 
Derek is a graduate of Cal State in Monterey Bay. 
He taught English in China and now works in the 
education industry in the Sacramento area, and 
Mark is proud to know that some of the funds 
raised by the Coldwell Banker team go specifically 
to the support of schools. The team also raises 
money for local rescue shelters for transient peo-
ple, and animal shelters.
 
“Always treat your fellow REALTORS® with 
respect,” smiled Mark. “You never know who you 
will be working with on your next transaction! My 
business has grown because I have put my pride to 
the side. I stay teachable, and I look for ways to show 
respect, build rapport and cultivate a reputation of 
camaraderie and collaboration. Building relation-
ships with clients and agents has led to countless 
referrals and repeat customers. It takes work to 
build relationships, but the results are worth it!”

BU I L D I N G  RELAT IONSH IPS 
W I T H  CL I E NTS  AND 
AG E N T S  HAS  LED  TO 
COUN T L E SS  R E F E R R A L S 
A N D  R E P E AT 
C U STO M E R S . 
I T  TA K E S  WOR K  TO 
BU I L D  RELAT IONSH IPS , 
BUT  T HE  R E S U LTS 
A R E  WO RT H  I T !
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7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

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

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

916-402-4486 | mercedesthetc.com

A real estate transaction coordinator (TC) is far more 
than a paper pusher or key puncher. We're an integral 
partner helping facilitate the ever changing complexities 
of real estate. With extensive knowledge and continued 
education, we ensure your file is complete and compliant.

Partnering with Mercedes is knowing that your 
transactions are in the care and guidance of a trusted and 
experienced real estate professional. Leveraging her 
expertise, knowledge, savvy, and care will allow you to 
increase your daily productivity and peace of mind.

With 10+ years in customer service, currently 
providing service to 24 brokerages and over 
85 agents, Mercedes has an ever increasing 
record of helping real estate professionals 
successfully close countless transactions year 
after year.

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

FALL Back on Your TC!
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Bringing color
to your life!

Bringing color
to your life!

CSLB #983710
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Order
Online

Inspections & Estimates

Certifications & Warranties

Repairs & Replacements

Residential & Commercial

Pitched & Flat Roofs

916-222-6688

THE BEST SOURCE FOR FAST AND
ACCURATE ROOF INSPECTIONS
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Skate into Homeownership with
the Lucia Lending Team in 2022

Our way 
is the 

FAIR WAY.

NICHOLAS M. LUCIA
Certified Mortgage Planner

NMLS# 489401
Fairway Mortgage 

 NMLS# 2289

 3400 Douglas Blvd., Suite 260,
Roseville, CA 95661

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

www.lucialendingteam.com 
www.emklawyers.com 

(916) 778-3310

EXPERIENCED AND TRUSTED ADVOCATES 
ELGUINDY, MEYER & KOEGEL 

GENERAL BUSINESS 
LITIGATION 

CONTRACT DISPUTES 
DEVELOPMENT DISPUTES 

UTILITY DEVELOPMENT 
PRODUCTS LIABILITY 

EMPLOYMENT
WAGE & HOUR

HR COMPLIANCE ISSUES 
EMPLOYMENT CONTRACTS 

LABOR BOARD CLAIMS 
EMPLOYMENT LITIGATION 

CONSTRUCTION PRACTICE 
CONTRACTOR DEFENSE

CONSTRUCTION DEFECTS 
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS 

REAL ESTATE
ENVIRONMENTAL LIABILITY 

LAND USE ISSUES
PREMISES LIABILITY CLAIMS

AGENT-BROKER LIABILITY

Civil litigation and transactional law firm serving clients throughout California

CREATIVE SOLUTIONS | TRUSTED ADVICE | EXPERIENCED ATTORNEYS | CUSTOMIZED SERVICE
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Rosanne Kellogg, Rosanne Kellogg, Rosanne Kellogg, 

T H E  G I F T  T H A T  K E E P S  O N  G I V I N G

partner spotlight
By Ruth Gnirk

Photos by Rachel Lesiw – Indulge Beauty Studio

Rosanne Kellogg has always had a 
talent for creating personalized gifts 
for people, and 20 years ago, she turned 
her personal passion into a thriving 
business. Seasons Change can customize 
an entire gift basket for an individual or 
family or create hundreds of tailor-made 
branding packages for corporate clients. 
They can create personalized welcome 
mats, cutting boards, coasters and 
much more! Seasons Change is the local 
one-stop-shop of choice for REALTORS® 
and preferred partners who want to give 
customized gifts from the heart. 
 

S E A S O N S  C H A N G E

Gifted
Rosanne’s parents had a strong faith and a love for people, and their example 
taught her to live out her values and always be ready to help others. Influenced 
by her father’s German heritage and organizational skills and her mother’s 
Sicilian hospitality, Rosanne enjoyed using her talents to make amazing gifts 
to give to others. As a 4-year-old, Rosanne created beautifully coordinated 
presents and cards that were personalized for the receiver.
 
Her ability to connect with people helped Rosanne succeed in the hospitality 
industry in some large, local hotels. Although there were perks and recogni-
tion, she was responsible for reporting on the 3,000 employees she managed 
without having much time to connect with them. The primary focus seemed to 
be on profit, not people. 
 
“I didn’t mind the stress because I knew it pushed me to be better,” Rosanne 
recounted, “but my job wasn’t satisfying. In 2001 I walked away from the 
corporate world, dug deep into my soul, found my passion and then started 
living it. It was amazing, uplifting and freeing! I started Seasons Change 
because it brings me great joy to create and give to others who are going 
through changing seasons in their lives.”
 
Rosanne soon made a name for herself by creating VIP gift baskets for 
those with whom she had built relationships inside of the hospitality 
industry. Although she was honored by the corporate accounts, she 
was also intentional about expanding and personalizing her services. 
She quickly gained a reputation for offering a uniquely personal 
touch for friends and REALTORS® who wanted to honor their 
families and clients.
 
Growing
In a short time, Seasons Change had gained several loyal corporate 
hospitality accounts and major contractors like Woodside Homes. 
They would routinely request 200 identical gift baskets to honor 
their clients and highlight their brand. Rosanne knew she wanted 
to continue with the planning and design of the gift baskets, but 
10 years ago, she started creating a perfect team to help her 
assemble them. Her best friend of 40 years was one of her first 
team members, and the pair still enjoy working together today!
 
“I love people,” Rosanne smiled, “and I am so passionate 
about customer service that I talk to every customer myself. 
I want to find out as much as I can about the person or 
family who will be receiving the gift basket so that 
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they will be able to enjoy every item 
that I include! I do the right thing, in 
the right way, and keep my customers 
first. I am very humbled to say that I 
have loyal customers who have been 
allowing me to make their baskets 
for 20 years!”
 
Seven years ago, Rosanne got her 
marketing license so she could 
personalize gifts in a more mean-
ingful way. Her studio has a full 
printing press, and she is able to 
do engravings as well. Seasons 
Change is truly a one-stop local 
shop. The few products that she 
is not able to make or create 
herself, such as hand-poured 
candles, are locally sourced.

Rosanne personally han-
dles all the creativity and 

design for each order. 
She asks for details 

and feedback on the intended recipient’s interests and hob-
bies so she can design the perfect, personalized gift baskets. 
The dedicated Seasons Change team helps turn Rosanne’s 
designs into a wonderful reality that will be treasured by the 
receiver. Seasons Change has created more than 10,000 gift 
baskets over the years and is honored to serve the community.
 
Giving Back
For years Rosanne has been donating beautiful gift baskets for 
fundraisers. She has also helped organize charity golf tourna-
ments and has volunteered her time and organizational skills 
at the local food bank. Because of her fundraising efforts and all 
the time she invested in creating awareness for the Leukemia 
and Lymphoma Society, she was honored as Woman of the 
Year in 2004 and, in 2018, was chosen by the El Dorado County 
Association of REALTORS® to receive the Affiliate Citizen of the 
Year Award. She had no idea at that time that her own beloved 
mother would be diagnosed with Leukemia in the spring of 2022, 
just weeks before passing away.
 
“I started to fundraise and run because it was the right thing to do,” 
reflected Rosanne. “At that time, I didn’t have my own story, but I 
met many amazing people, and their stories inspired me to raise 
support, awareness and understanding. When I do things, I do them 
110 percent. I received a gift, too, as I learned more about the people 
and what they were going through. Winning awards was a great 
surprise, but it was just a bonus — it was never the focus.”
 
Rosanne and her mom were very close, and while it was hard to 
receive her mom’s diagnosis, she was so thankful that she was able 
to spend time with her mother in her last weeks of life. Rosanne’s 
mom always looked for the positive, and despite difficult times, she 
would smile and say, “Tomorrow will be a better day!”
 
Rosanne loves to get together with family and friends for barbecues, 
cards, charades, Pictionary and Password. Three of her boys are 
married and have their own homes, but daily family dinner with 
their youngest teenager is a top priority. Rosanne is refreshed and 
recharged by enjoying wildlife and being in nature, whether it’s the 
mountains, beach or ocean.
 
“I am so grateful for my family and my ‘work family,’” shared 
Rosanne. “They help, encourage, support and believe in my dream. 
And I am thankful for my community members who support local! 
Gifts come from using hidden passions, and I am thankful that I can 
share my passion with others. A gift basket from Seasons Change is 
the gift that keeps on giving!”
 
 
Seasons Change
seasons-change.com
@seasonschange916
facebook.com/RKSeasonsChange
Carmichael, CA

I  A M  S O  P A S S I O N A T E  A B O U T 

C U S T O M E R  S E R V I C E  T H A T  I  T A L K 

T O  E V E R Y  C U S T O M E R  M Y S E L F .

Rosanne with her mom

The baskets Rosanne goes through in a weeks’ time
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Dona L. Riolo, CPA
For ideal personal and
business financial planning, 
contact us today!

(916) 771-4134

Help�g y� g�
peace of m�d.
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star on the rise

NextHome 
Cedar Street Realty
Meet Christina Keller with NextHome Cedar Street 
Realty, this month’s Star on the Rise. Christina prides 
herself on being a home “matchmaker.” She truly 
enjoys getting to know and helping each of her clients 
with their real estate journey. As Christina explains, 
“Creating lifelong relationships and helping deliver the 
American dream of homeownership to families brings 
me so much joy!”
 
How many years have you been a real estate agent? 

How did you enter the field?

I’ve been a full-time REALTOR® for four years (July 
2018). I left an unrewarding career as a legal assistant 
and jumped into real estate with both feet! 
 
What are you most passionate about right now in  

your business?

I am always learning and growing. Whether you’ve 
been in the business 30 years or two years, there are 
always experiences to learn and grow. The experi-
ences and lessons I’ve learned from the past four years 
have launched me into becoming the best REALTOR® I 
can be! I treat every day as a new learning experience 
and find ways to grow from them.
 
What has been the most rewarding aspect of  

your business?

I love meeting so many new people and families every 
day! Being able to listen to their stories and the jour-
neys they are on is incredibly humbling. I am honored 
when clients choose me to help them along their jour-
neys, whether buying their first home or selling their 
current home! Helping families into the next chapter 
of their lives brings me so much joy!
 

CHRISTINAkeller

What has been your biggest challenge as a REALTOR®? In 

entering the industry?

Entering the industry was terrifying! I left my prior career after 
18 years as a legal assistant with little in my savings account and 
little knowledge of what it would take to succeed. I jumped into 
real estate knowing in my heart that failure was NOT an option! I 
was blessed to connect with some amazing seasoned agents who 
shared some of their lessons and paths in real estate. That paved 
the way for me to develop my own path in this rewarding career as 
a REALTOR®.
 
How do you define success?

To me, success is not defined by volume, units or numbers. It is 
defined by the impact you leave on people’s lives. When you have 
families’ goals and dreams at heart as the core of your business, 
the success follows.

To what would you attribute your rapid success in the industry?

Intense drive and hard work. I hit the ground running and never 
looked back. I learned early on that no one is going to knock on 
your office door and ask to buy or sell a home. I found ways to put 

myself in a position to meet new people and clients who 
needed help buying or selling. I began by doing every 
open house I could. I even did a “30 open houses in 30 
days” challenge. I door-knocked my first open house in 
my own neighborhood and got my first listing that day! 
That was a huge confidence builder. From there, I was 
able to connect and build amazing lifelong relationships. 
My family and friends also played a huge role in my suc-
cess. They supported me and my business over the past 
four years and have trusted me with all their real estate 
goals and needs. An agent once gave me a great piece of 
advice early in my career as a REALTOR®: “Do not be 
a secret agent!” Acting on those words is a huge part of 
my success and growth!
 
What sets you apart?

I care so much about each one of my clients and all the 
families I meet! I envision myself in each one of my 
client’s shoes, no matter what journey they are on. I 
pride myself on fully understanding my client’s needs 
and goals in order to walk them through all the ups and 
downs of a real estate transaction while still making 
sure their experience is an extremely positive one. In 
many cases, real estate is a feeling! I can tell from the 
moment a client walks into a home whether or not they 
love it! I genuinely want the best for every single one 
of my clients and have their best interests at heart. My 

genuineness radiates. My clients immediately feel it, know it 
and trust it.
 
Tell us about your family.

I first met my husband in 2006, and we were married in 2008. 
We had our miracle boy, Cash, in 2010. I had a hard time car-
rying a pregnancy to term, but our son, Cash, was born healthy 
at 36 weeks and is the joy of our lives. We moved to Lincoln in 
2011, and my husband commutes to San Francisco for his job as a 
firefighter. We love family beach vacations and camping, and my 
son is actively involved in baseball and motocross. Motocross has 
been an amazing father/son bonding experience for both of them. 
We have a blast watching him succeed at his passions, but I will 
admit — it’s terrifying as a mom to watch your son 20 feet in the 
air on a bike!
 
In closing, is there anything else you would like to share?

At the core of all NextHome agents is a mindset, motto and 
phrase that serves as a constant reminder of why we (as 
agents) are in this profession in the first place. We love our jobs 
because of the people, communities and fellow professionals we 
get to serve.

As an agent with NextHome, I am 110% committed to the 
#HumansOverHouses philosophy and implement variations of this 
motto into other parts of my life. My goal in the community is to 
enrich the lives of all people by helping them find their next home.

I care so much about 

each one of my clients 

and all the families I meet! 

I envision myself in each 

one of my client’s shoes, 

no matter what journey 

they are on. 
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Overwhelmed with how much 
TRASH AND DEBRIS is on the property?

No job is too big or too small for us to haul!

Longs Trash Hauling
(916) 206-7072 | longstrashhauling.com

AFTER

BEFORE

We haul appliances, furniture, trees,
electronics, garbage, mattresses, and more...
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CLOSETGallery
Storage Solutions

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

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

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

ARE YOUR INVESTORS
O V E R W E L M E D ?

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

Tenant background checks

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

DRE# 01100901

M&M
Residential Property

Management
TO THE RESCUE!

• Auto • Home
• Commercial • Boat
• Classic Car • Condo
• Events • Flood
• Life • Motor Home
• Renters • RV
• Umbrella

916-833-6990
michael@tdmins.com  

CA License #0H05099

“Mike Colenzo is my preferred insurance 
broker. Not only does he handle my personal 
and business policies, but also many of our 
clients as well . I find it’s really easy to refer 
someone when you believe in their product 
and level of service. Mike consistently goes 
above and beyond what he needs to do to 
get the job done. The dude truly nerds-out 

on insurance and makes sure our people are 
properly covered. From a business to 

business standpoint, we can always trust 
Mike to get us what we need when we need 
it. He’s even pulled his car over and the side 

of the freeway on one occasion, and in a 
questionable neighborhood on another to 

login to his hotspot to get us documents in a 
timely manner. A+ service, we’re so happy to 

have Mike in our corner.” -David Graves, 
President,      Inner Circle Mortgage

Call today for your FREE
No-Obligation Quote.

We can get you headed in the 
direction of SOLD faster and for a 

higher return by simply staging it.

@lux.home.design luxhomedesign.net

Let’s get your listing right!

(916) 947-8884
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AARON RALLS Lose a Dollar, Make a Friend

previous careers
By Ruth Gnirk

Photos by Aerial Canvas

Aaron Ralls’ experience in law enforcement for over a decade prompted him 
to create and open the trendy vintage-inspired Lucky’s Barbershop & Men’s 
Club. Five years later, he started serving the community as a REALTOR®, but 
he has continued fading hair and giving hot towel shaves at Lucky’s on Fridays 
because he genuinely loves to meet new people and connect with loyal clients. 
Aaron mentors a team of on-fire eXp agents who choose to do what is right and 
invest in friendship with their clients and other agents. 
 

A CHANCE AND A CHOICE

While serving through the 
Department of Corrections for 11 
years, Aaron recognized the dev-
astation that came from a lack of 
healthy relationships and mentors. 
He repeatedly saw the importance 
of good “old-fashioned” values. He 
started dreaming about creating a 
space where men could be trans-
ported back to a simpler time and 
create meaningful relationships in 
a fun spot, or even just shoot the 
breeze together. He imagined a 
place like the barbershop on The 
Andy Griffith Show, but with a 
trendy edge.
 
In 2010, Aaron proudly opened 
the doors of Lucky’s Barbershop & 
Men’s Club. It was a place to get an 
old-fashioned shave-and-a-haircut 
or a fade. His traditional-yet-inno-
vative style drew in clients of every 
age, and for the first year, Aaron 
was there from open to close seven 
days a week. It was exhausting at 
times, but he loved the healthy, 
multi-generational connections that 
were being made in his shop.
 
Lucky’s was becoming a 
mini-community. Aaron truly 
enjoyed investing his time in con-
necting with clients and building 
relationships while cutting their 
hair. He realized that the connec-
tions he made through Lucky’s 
were a great set-up for success in 
the real estate realm.
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WHITE COLLAR JOB WITH BLUE COLLAR ETHICS

In 2015 Aaron became a licensed REALTOR®. He created a routine of 
getting up at 5 in the morning and reading for self-improvement while he’s 
doing cardio. He intentionally puts in the work to improve himself as a 
husband, father, agent and community member because he and many others 
will benefit. 
 
“I love how eXp awards me for growing my business and for helping 
others grow their business,” he noted. “We also pay it forward to our 
team members by helping answer one another’s questions or by showing 
properties when needed. We are here to make each other successful. One 
of my proudest moments this year was celebrating the fifth closed deal of 
a 19-year-old agent that I have been coaching and mentoring.”
 
TURN CLIENTS INTO CHEERLEADERS 

“Buying leads is like buying bullets from your enemy,” quipped Aaron. “I 
prefer to do open houses so I can interact with people face to face, and I 
also listen for conversational clues about life changes that might signal 
that a person is thinking about buying, selling, or investing. My goal is to 
create a realistic expectation for my clients, and then give them better 
and quicker results so they are more than satisfied. We have built our 
business by gaining the trust from our clients who in turn refer us on a 
continued basis. These treasured relationships have been key in building 
our business. No one can sell you like someone else can!”
 
Aaron has lived in Folsom for 34 years. He met his wife Laura in typing 
class at Folsom High School, and they have three wonderful children. 
Laura worked for the state for 21 years, and now she is a REALTOR® on 
Aaron’s team. During Aaron’s first year as a solo agent, he helped almost 
30 families, but as the Ralls’ work together, they have been helping an 
average of 50 families each year. Together they are helping each other 
accomplish eXponentially more.
 
The Ralls Realty Group celebrates client- and team wins. They are gear-
ing up for quarterly family events, including a fun fall gathering for their 
clients. They also have a yearly client appreciation party with unlimited 
food and drinks, and raffle items that Aaron purchases from local busi-
nesses and restaurants.
 
“BOARD” MEETINGS

The eXp team gathers for a meeting every Wednesday morning at 10 a.m. 
They collaborate and brainstorm during these training sessions. When 
the weather is warm, they meet at the lake for wake “board” meetings, 
hosted by David Graves of Inner Circle Mortgage. The “board” meeting 
adventures allow the agents to create fun memories together, and the 
shared experience energizes them to work even harder. The team is grow-
ing so quickly that they no longer fit in the coffee shop where they have 
been gathering, and they plan to rent an office in their favorite mortgage 
lender’s building in Folsom in early 2023.
 

“This is my mindset: All eXp agents are our 
team members, and the REALTORS® who are 
not part of eXp are our coworkers,” mused 
Aaron. “We are all in the same business. I 
compete against myself alone; no one else is my 
competition. I am ready and willing to coach 
and encourage anyone from any brokerage. I 
honestly want us all to succeed, and I am never 
too busy to help out.”
 
GIVING IS LIVING

Aaron reinvests in his community in several 
ways. He supports local businesses for his 
personal needs and client gifts. His gifts to 
Friends of Folsom paired up with the dona-
tions of others fed 11,000 families last year 
around Thanksgiving and provided school 
supplies for local children through the 
“Blessings in a Backpack” program.
 
Aaron was appointed as a planning commis-
sioner for the City of Folsom where he proudly 
served for 2 years. He currently serves on the 
committee of the local Folsom MLS Networking 
Tour during their meetings every other week. 
He loves building relationships with likeminded 
people, and enjoys getting to know the business 
and restaurant owners in the Folsom area.

The Ralls family (including children ages 16, 
19, and 22) love camping and RVing. When 
their children were younger, Aaron was the 
little league coach for the soccer and baseball 
teams his sons played on, while their daugh-
ter played on sports teams with many of the 
siblings of the soccer and baseball players. 
The little league families bonded closely and 
have remained friends ever since. The families, 
comprised of about 40 people, get together 
throughout the year to celebrate holidays, take 
vacations, and camp. 

 
“With each decision each day, I try to do the 
right thing and add value to others,” Aaron 
explained. “Whether they’re on my team or 
not. I do things in life that will have a 
positive impact on others and leave a 
wonderful legacy for my children and 
the next generation. I am willing to lose 
a dollar so I can make a friend.”

I AM READY AND 
WILLING TO COACH AND 
ENCOURAGE ANYONE 

FROM ANY BROKERAGE. I 
HONESTLY WANT US ALL TO 
SUCCEED, AND I AM NEVER 
TOO BUSY TO HELP OUT.
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S E R V I N G  S A C R A M E N T O ,  P L A C E R ,  &  E L  D O R A D O  C O U N T I E S

 GET THE BEST RESULTS
THE FIRST TIME — call today.

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

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

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

916-742-3141
clovervalleyhomeservice.com

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

Complete Home Renovation
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cover story
By Dave Danielson

Photos and Cover Photo by: 
Olha Melokhina PhotographyTINA

LEADING AND LEARNING

Out of all of the attributes of a leader, one of the most 

powerful is having the ability to realize that learning 

never ends.

 

That’s the quality that Tina Suter holds close.

 

As a broker associate and REALTOR® with House Real 

Estate, Tina is a natural leader who builds on her 

leadership and success by learning.

 

“I’m big on mentoring our new agents in our group. 

That pushes me further in my own personal production 

because I always want to make sure that I’m a good 

example of working really hard,” Tina says.

 

“If I’m off my game, then I think they may be off 

theirs. I thrive on that. I want to make sure that I’m 

showcasing what I do in the best way.”

 

AN EARLY LOOK AHEAD

Tina grew up getting an inside look at real 
estate and construction.
 
“My dad has worked for a homebuilder since I 
was born. I went to go work for them straight 
out of high school so that I could pay my own 
way through college,” Tina remembers.
 
“I knew I wanted to go to school, and I was 
the first one from my family to graduate.”
 

SUTER

DIVING IN

Tina enjoyed the opportunity to be part of the business and get into housing.
 
“I worked for them until the market came crashing down,” Tina says. “Then 
I took some time off and became a new mom.”
 
At that point, Tina looked at real estate as a potential match for her needs. 
She earned her license in May 2015.
 
“Real estate appealed to me because I felt it would provide me with a lot of 
flexibility, though I now work all the time,” she says with a smile.
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“I was just getting into the swing of things when I 
broke my back when I fell from a zipline harness. 
When I went through that, I realized how important 
this job was to me,” Tina says.
 
“I like to be busy and couldn’t wait to get back in. That 
was a huge career obstacle, but I feel very proud that I 
overcame that.”
 
RISING UP

She has built her business steadily through time. The 
results have been astounding. In fact, she recorded 
over $41 million in sales volume in 2021. As part of 
that, she has great gratitude for working with her 
partner, Tim Collom.
 

TIRELESS DRIVE

A big part of Tina’s drive in the business 
is the desire to provide a valuable expe-
rience for her clients who rely on her 
guidance and counsel.
 
“I had bought my first house when I was 
20 years old. I didn’t know what I was 
doing. I had very little understanding of 
what was going on,” Tina remembers.
 
“I will never forget that, and I want to 
make sure that for my clients that I give 
them a lot of information so that every-
one understands what is going on. I want 
them to look back and know that they 
understood what they were doing.”
 
OVERCOMING ADVERSITY

After just 10 months in the business, 
Tina faced a severe challenge.
 

I WANT TO MAKE SURE 

THAT FOR MY CLIENTS 

THAT I GIVE THEM A 

LOT OF INFORMATION 

SO THAT EVERYONE 

UNDERSTANDS WHAT 

IS GOING ON. I WANT 

THEM TO LOOK BACK 

AND KNOW THAT THEY 

UNDERSTOOD WHAT 

THEY WERE DOING.

Tina with her family
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reviver.com

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

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

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

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

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

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

2

3

4

2021

FAMILY TIME

Family is at the heart of life for Tina. She cherishes time 
spent with her husband, Brian and their two daughters — 
Alex and Kennedy.
 
In her free time, Tina is a proud supporter of her daugh-
ters’ competitive gymnastics involvement.
 
“That keeps us very busy with travel,” she says. “They’re 
in a gym here five days a week.”
 
DYNAMIC DRIVE

Tina is fueled by her goal-setting and vision of what she 
wants her future to be.
 
“I always have been working for something … whether it 
was having to pay my way through school and wanting 
to buy a house at a young age. I always thought that this 
is what I need to do to get it done. And then that fuels a 
bigger goal,” Tina says.
 
“I feel like it’s very easy to pay attention to how you’re 
making a difference when you have daughters who will be 
in the same boat as you as they grow. I like to make sure 

that our agents are taken care of. I want to be on my 
A game to get them on to theirs.”
 
Those who get to know Tina appreciate her 
straightforward nature, combined with an eye for 
detail. In addition, she has an ongoing hunger for 
learning and collaborating. In turn, she enjoys the 
dynamic of mutual growth that springs out of those 
relationships and opportunities to grow.
 
Truly, Tina Suter leaves her mark each day … along 
the way, leading by learning.




