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Be ready when you see your dream home. Lara Locke, Broker Owner |

Call in t()day to get PRE-APPROVED! Lara®lockeyourloan.com {

www.lockeyourloan.com

NMLS 919106 BRI 01953203 CO. NMLS 1939219 CO. BRIZ 02092167 95 I 4()5 ; 454
[ ] [ ]
Equal Housing Opportunity. All loans subject to underwriting approval . Certain restrictions apply. . Call for details. Locke Your Loan is an FHA Approved Lending Institution and is not acting on behalf of or at the direction of HUD/FHA or the
° 1
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CHICAGO TITLE

DON'T LET ANOTHER OPPORTUNITY

FLOAT AWAY!

LET'S GET TOGETHER AND TALK STRATEGY
ABOUT THE CHANGING MARKET.

Wy Towpin

VP of Business Development

951-236-3369
MARYK.THOMPSON@CTT.COM

) Top 5% in the Nation

k.

Help

Your

Clients
Conquer
Competitive
Bids The Bill Jawitz Group

The housing marketing doesn't have to feel like a battle for your clients. When they finally find the home of their dreams
and they are equipped with a Fairway Advantagé" Pre-Approval*, you and your clients can rest assured knowing the
offer is competitive with cash.

The Fairway AdvantageTM Pre-Approval* program works with your clients to help them get conditionally approved for
their mortgage by a Fairway underwriter before they even begin house hunting. Not only does this make their offer
strong, but it also gives you and your clients the confidence needed to emerge victorious in the quest toward
homeownership!

Contact us Today and let’s get your clients home!

ZAFAIRWAY" | ([]bliL vz

INDEPENDENT MORTGAGE CORPORATION
NML3® 2289

Bill Jawitz
Branch Manager
NMLS #208309

0:951-757-1885 FAIRWAY

W: billjawitzgroup.com {

E: billj@fairwaymc.com Ei.;g ..@Qt; ﬁge
41619 Margarita Rd, Suite 202, Temecula, CA 92591

reserved. * Fairway Advantage Pre-Approval is based on a full review of borrower’s creditworthiness and is contingent upon there being no material changes in the borrower’s financial

condition or creditworthiness at the time of final loan approval. Final loan approval is subject to the following conditions: (1) borrower has identified a suitable property, and a valid appraisal

supports the proposed loan amount; (2) a valid title insurance binder has been issued; and (3) borrower selects a mortgage program and locks in an interest rate that will support the pre- OPFRBRTHRSTY
approved monthly payment amount. Loan must close before the expiration date provided in the pre-approval. TX Location: 1800 Golden Trail, Carrollton, TX 75010 934963

Copyright© 2021 Fairway Independent Mortgage Corporation. NMLS#2289. 4750 S. Biltmore Lane, Madison, WI 53718, 1-866-912-4800. Distribution to general public is prohibited. All rights @
LR W R




MEET THE

INLAND EMPIRE

REAL PRODUCERS TEAM

Mike Maletich Marissa Menezes Dave Danielson Shane Dasher Austin Boaman
Owner Publisher Writer Ad Manager Videographer
www.ab-films.org
(951) 4157116

If you are interested in contributing or nominating Realtors for certain stories,

please email us at mark@realproducersmag.com

RP

REALTORS - Save Your Clients from
Biting Off More Than They Can Chew!

It would be "nuts” to move without booking with us!

RUEFs Peany

MOVING

\p
STORAGE

‘ 1-844-GET-RUFF (1-844-438-7833)

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

v RooF INSPECTIoN v/ SAME DAY REPORTS

v/ pool INSPE(TION v SATURDAY INSPE(TIONS

or visit us at
HomeGuard.com

Call us today!
(858) 684-1900

Gary Lane
. Reglonal Sales Manager

s HOMeGuard
Incorporated

Dérect: (951) 440-0663
glanosrHomeGuard com

Robert Martinez
Acoount Manager
Inland Empire East

Kirsten Noose

Account Manager
blanicl Ernpire Wizt

.
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Mortgage solutions that

make a difference.

You can count on Evergreen Home Loans™. Whether your clients are looking for ways to make their offer stand out,
searchingforalower rate, or hopingto increase their buying power, our expertise and product lineup can help.

CashUp® by Evergreen*—turn your house hunter into
acashbuyer. This program helps your clients stand out
tosellers and could allow them to purchase ahome for
under the asking price.

Lock-n-List*—help your sellers homeisting stand out to
prospective buyers with a locked-in interest rate. It could
even help sellthe home faster.

One-Time Close construction loan—provides
financing for the lot purchase and building construction
process, then automatically converts to a permanent loan.
New stick-built and manufactured homes may qualify.

Renovation loans—offers clients the option to finance
the cost of arenovation along with their purchase or
refinance loan.

Security Plus—strengthen your buyer’s offer with
our Security Plus program. We guarantee the financing
commitment or we pay the seller $5,000**.

StepUp—allows buyers to step into their dream home
before sellingtheir current home. Not only that, StepUp
elevates the strength of their offer with a quick close.

Experience the Evergreen difference. Contact us today to learn how our innovative mortgage
solutions could help your clients reach their homeownership dreams.

Tim Moreno
Branch Manager | NMLS 632697
(951) 897-5457
tmoreno@evergreenhomeloans.com
evergreenhomeloans.com/timmoreno

0
Gloria Driggers
Mortgage Consultant | NMLS 366898
(714) 673-9935
gdriggers@evergreenhomeloans.com
evergreenhomeloans.com/gloriadriggers

Nancy Kenny
Mortgage Consultant | NMLS 322084
(909) 225-8787
nkenny@evergreenhomeloans.com
evergreenhomeloans.com/nancykenny

evergreen’

*Program effective 07/01/2022, and is subject to change. Terms, restrictions and fees apply. For purchase loans only. Financing is based on conforming loan limits. Not all applicants will qualify. Program
only valid in select locations. Ask for details. ** Applies to purchase loans only. To qualify, buyer’s Security Plus Approval/Seller Guarantee Addendum must have been issued by Evergreen

HOME LOANS

and the Seller shall have executed the addendum with their signature. Certain loan types do not qualify for this offer. Restrictions apply. © 2022 Evergreen Home Loans and Evergreen are
EQUAL HOUSING . . . .
LENDER thetrademarks or registered trademarks of Evergreen Moneysource Mortgage Company® NMLS ID 3182. Trade/service marks are the property of Evergreen Home Loans. All rights reserved. Licensed

under: Arizona Mortgage Banker 0910074; California Licensed by Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act 4130291; Idaho Mortgage

Broker/Lender MBL-3134;Nevada Mortgage Banker 3130; Nevada Mortgage Broker 4837; Licensed under the Oregon Consumer Finance Act ML-3213; Texas Department of Savingsand Mortgage Lending

Company License; Washington Consumer Loan Company CL-3182; Wyoming Mortgage Lender/Broker 3467.

43169 Via Dos Picos, Temecula, CA 92590 | 313 N. Melrose Drive #G, Vista, California 92083 Direct: (351 285-3082 Dicct: {058 SE1.E229

maetineroHomeGuard com knoosesHomeGuard com

ruffandreadymoving.com
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HERE’S WHAT THE TOP 500 AGENTS IN INLAND EMPIRE SOLD IN 2021

REALTOR® " REALTOR® - REALTOR® 2 2 ’ I 8 I

Tom Bashe (=7 |~ QD /. rriGE
N/ | TRANSACTIONS
TOTAL TRANSACTIONS PER AGENT
' «a} Q_ ChOlce isn’t the right one! S
. h | 18 ‘J - 5 "‘L' L
g VICKY $11,320,036,052
ol e SALES VOLUME
L7 ” et i‘:&,g_"-“"i.'- & I
S Sl need' Spencer Pardon I I | AVERAGE SALES
’ 951.675. 0257 (951) 200-3310 VOLUME PER AGENT

lender@vickykelly.com
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CLOSING GIFTS

Cut Above Gifts

Andy Burton

(951) 334-5301
www.cutabovegifts.com

ESCROW

New Venture Escrow
Tania Gonzalez

(619) 807-07M1
NewVentureEscrow.com

ESCROW SERVICES
Corner Escrow

Lisa DeWitt

(951) 312-2073
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808-673- 1111

[ el call Echelow foousy for

Escrow Options Group
Bernadette Kerkes
(714) 348-4718

HOME INSPECTION
Archive Property
Inspections

(951) 304-3508

Echelon Inspections
(888) 673-7791

Homeguard Inc.
Rachael Flaggs

(858) 663-2900
Homeguard.com

10 - September 2022

INSURANCE
Spencer Pardon Agency
(951) 743-9208

MORTGAGE

Evergreen Home Loans -
Tim Moreno

(951) 897-5457

Fairway Independent
Mortgage

Bill Jawitz

(951) 365-3120
www.thbilljawitzgroup.com

Global Mortgage -
Vicky Kelly
(951) 675-0257

HomeFirst
Mortgage Bankers
(949) 339-9152

House Of Loans
(949) 291-3570

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

Mutual of Omaha Mortgage
- Scott Keesee
(951) 207-7394

MOVING & STORAGE
Ruff & Ready Moving
John Ruff

(951) 834-3539
ruffandreadymoving.com

NON-PROFIT
Love Justice International
(412) 606-9954

TITLE COMPANY
Chicago Title
Robert Maletti
(909) 213-8923
www.ChicagoTitle
Connection.com

Need a lender who will
fight for your clients?

1l find he right protUeR

C951) 207-7394 ) <

Scott Keesee | Loan Officer
www.mutualmortgage.com
NMLS# 1439419 | 951-207-7394

@ Mutual of Omaha Mortgage, Inc., NMLS ID 1025894. 3131 Camino Delnﬁ 1|&San Diego, CA 92108.
| F y

lild v

@ MutuarOmana

MORTGAGE

Professional Service, Unwavering Integrity
An Escrow Team You Can Trust

CORNER

Our Team has the knowledge to navigate through any unforeseen obstacles.

PARTNER WITH ME & MY TEAM AND GIVE YOUR CLIENTS PEACE OF MIND!

Lisa DeWitt
25220 Hancock Ave Ste 250, Murrieta, CA 92562
951.694.6300 | lisa@cornerescrow.com | www.cornerescrow.com

WWW.CORNERESCROW.COM O

LAGUNA BEACH LAGUNA NIGUEL CARLSBAD MURRIETA BEVERLY HILLS LAGUNA WOODS TUSTIN
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That’s the spirit that comes
through loud and clear each day
with Blake Cory.

As Founder and Visionary of
the Cory Home Team with eXp
Realty, Blake is fueled by hav-
ing the chance to deliver on the

dream for those around him.

“My favorite part of what I do is
being able to lead others down
the path of life and business
transformation. I love being able
to work with our agents to help
change their lives. The purpose
of our company is helping peo-
ple fulfill their dreams,” Blake

says with a smile.

in life that you’re the

st likely the ones that
come challenges, make a
d getit.

“I get to work on our core focus, which is
helping agents build successful busi-
nesses. We make it a personal mission to
help agents build a long-term, sustainable
business ... helping agents do that and
also working with my leadership team on
taking our business to the next level. We
have a goal of making 1,300 sales within

three years.”

There’s no denying the impact of a tal-
ented, focused individual who is driven to
reach their goals. Blake started early on

blazing his own path forward in life.

“I dropped out of high school when I was
17. T had just decided that traditional school
wasn’t for me. I remember ditching school
to learn to become a chef ... learning the
business by working in the back of the
kitchen,” Blake remembers. “I fell in love
with that industry, but I started to see
there wasn’t a lot of money to be made
unless you were an executive chef and

owned your own restaurant.”

cover Story | writen by bave Danieison

| MAKE A BIG
INVESTMENT
IN MYSELF
.. IN TERMS
OF BOOKS,
ONLINE
COURSES
AND
MORE. I'M
OBSESSED
WITH THE
ART OF
BUSINESS.

Inland Empire Real Producers - 13



MY GOAL IS TO
DEMONSTRATE
THAT, NO
MATTER WHO
YOU ARE, WHERE
YOU'RE FROM
p ORWHAT YOUR
BACKGROUND
' IS, YOU ARE THE
CREATOR OF
YOUR

_ﬁc‘wvl\l STORY.




One day Blake was talking with a client he knew
at the restaurant. The client complimented Blake
on his energy and fun demeanor, saying that
Blake should think about a career in the mortgage
business, explaining that it could be a rewarding

and lucrative field to get into.

Blake was sold and was on his way. Shortly he

earned his real estate license by the time he was 19.

As he reflects on his success in the business, Blake
offers helpful advice for others who are getting their

start in the industry.

“One of the most important things for us to keep in
mind is that we’re not really in the real estate sales
business. We’re in the lead-generation business,”

Blake says. “You must realize that, and you need to

have the attitude that you must get an appointment

booked each day with a new potential customer.”
“I joined a brokerage just down the street from my
house, and they put me on a team to have some Blake shares that one of his biggest keys to success is
good accountability and learn. I started doing that modeling what is the best in the business.
and ended up putting in a lot of sweat equity for
the team ... door knocking and cold calling,” Blake
says. “I decided to go to a different brokerage, and
the 2008 financial crisis hit. During that time, I
learned a lot and got into the investment side from

2008 to 2014, buying rental properties.”

“I remember in 2018 looking at the top team leaders
in the country. I started at number one and worked
my way down, calling each team leader and asking
them if I could learn from them. I got to number 9 in
the country — Mike Grbic. I told him I wanted to have
what he had,” Blake says.

In time, the changing market dried up, and Blake
moved back into real estate sales to support his “After talking with him for a week and convincing
young family at the time. So he dove back into him that I was serious, he took me up on my goal of
real estate and sought out a coach that helped learning. I just think it’s very important to find out
him move forward in his business. who else is where you aspire to be ... and then cut the
learning curve by modeling what they do.”

All of his planning, effort and talent paid off. He
created a small team, and in 2019, he recorded 151  All along the way, Blake has fueled his growth and
transactions. Those numbers ballooned quickly success with continuous learning.
— swelling to 300 deals in 2020 and up to more
than 550 in 2021. “I make a big investment in myself ... in terms of
books, online courses and more. I'm obsessed with
Away from work, Blake’s world is made much the art of business. I'm driven by coming from noth-
richer by his family, including his wife, Loran, and

their three daughters — Addie, Presley and their

ing and always being in a state to change the gener-
ational trajectory that my kids were on based on my
daughter they’re expecting this fall — Carley. grandparents or parents,” Blake says.
In their free time, Blake and Loran stay active “My goal is to demonstrate that, no matter who
you are, where you’re from or what your back-
ground is, you are the creator of your own story.
You can truly do whatever you set your mind to as
long as you are laser-focused on your end result

and making life beautiful.”

outdoors, with morning runs being their favorite

times to get into action together.

Going to the beach and spending time on the

water or in their pool at home are big favorites.
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preferred partner spotlight

Photos By Marissa Menezes

CONGRATULATIONS,
isa & Stephen
DeWitt Jr.!

NEW BABY
TRIPP

Congratulations to our partner with Corner
Escrow, Lisa DeWitt, and her husband, Stephen, I
on the arrival of their new baby, Stephen Leon
DeWitt ITI. Nicknamed Tripp for Triple. Tripp
was born Friday, June 10, and was 6 pounds 5
ounces and 21 inches long. Our event at C;al;l‘laway
Winery was actually Lisa’s last scheduled work
event, and her water broke the next day! Lisa and
Stephen were high school sweethearts who, after
several years apart as adults, reunited and got
married! Sweet little Tripp is a honeymoon baby.
sLisa brought Tripp ‘go}purJuné‘dil&"July ma-gazine
_celebration, and he slept right through it like a
.champ. We are so excited for this darling family

and love partnering with Corner Escrow!




“Steve and | were the last of our friends to have
kids. Even though we were as prepared as you
can get (without actually having kids), nothing can
prepare you for becoming a parent. It is a wild
ride! Filled with both the hardest and greatest
moments. | wish | could say it was all magical, and
we were on cloud 9 right away, but that’s just not
reality. The first few weeks are hard! But, it gets
better. It has become magical. And as hard as it is,
it's equally as beautiful.”
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DONT WANTTYOUR FIRST TIME |
HOMEBUYER TO MISS THE BOAT? EXP

24 HOUR ACCESSTO ELECTRONIC
% | TRANSACTIONS DOCUMENT SIGNING
MULTI-LINGUAL INDEPENDENT
OFFICERS & STAFF ESCROW COMPANY

Let us help you make time for
what you do best: SELL REAL ESTATE!

Residential Purchases

New Home Sales
Foreclosure Sales
Commercial & Industrial Real Estate
Probate
Manufactured/Mobile Homes
Refinances

Investment Properties
Relocations

Real Estate Owned (REQO)
Short Sales

Vacant Land

v Vice President of Marketing
_ ! & Business Development

714.348.4718

Bernadette.Kerkes@escrowoptions.com

We can get their CREDIT REPAIRED in UNDER 40 DAYS!

! HomEFIRST

® B [ MORTGAGE BANKERS
T

Vice President of Sales
951.314.6860

Alexander H Kim Founder/CEO

Mobile: 949-339-9152 « www.H1mb.com
CNMLS ID 1373777



rising star
Written by Dave Danielson.
Photography by Marissa Menezes.

The bridges we build in life connect us to
new opportunities and openings in our
lives. And those bridges are built with

connections among people.

Raghda Ali is driven by that dynamic.

As a REALTOR® with KW Corona,
Raghda has a passion for building

strong bonds.

“I enjoy connecting with people on a
personal level. That gives my role a
new aspect, and it makes my job more
meaningful. The beauty of my job is not
just in helping people achieve their real

estate needs but also in understanding

who they really are and how I can impact
their lives. Building that bond makes all
the difference,” Raghda says.

“My job gives me the opportunity to

meet a lot of great people. It keeps me

excited to see who I will meet next and
how that bond will be made.”

As Raghda explains it, she considers her-
self to be the “maestro” or the “project

manager” of the process.

“I really enjoy putting all of the puzzle
pieces together for my clients, and I take
responsibility for guiding them along the
way. Listening to their unique stories is
always key to understanding their needs

and completing the picture,” she says.

Raghda grew up in Dubai and has a bach-
elor’s degree in business management
from the American University in Dubai.
It was a powerful time for her, seeing the
rapid growth and developments of the

booming, world-class city.

“I saw how the city was transforming so

fast and what impact real estate has on




| ENJOY BEINC

AROUND

PEOPLE, AND

| LIKE TO BE

ACTIVE IN THE
COMMUNITY.

77

peoples’ lives, that inspired me to be
part of the real estate world in the

first place,” Raghda says.

Shortly after leaving college, Raghda
spent her early career years in supply
chain management at Proctor &
Gamble in both Dubai as well as the
headquarters in Cincinnati, Ohio.
That helped Raghda sharpen her
skills through managing different

strategic roles and teams.

Raising a family was also a priority
for Raghda. She made sure she took
some time to raise her kids, who were
little at that time.

“When it was time for me to go back

to work, I couldn’t imagine a better

time to do something I am passionate

28 - September 2022

about. I felt everything I've been
through prepared me for this. I had to

make the move to real estate.”

The transition was successful for
Raghda. In fact, she earned Rookie of
the Year honors in 2021. She recently
also earned her Keller Williams
Luxury Agent designation, and she is
on the right track to starting her own

team in the near future.

Family is at the heart of life for
Raghda. She enjoys spending time with
her husband Oz and their 10-year-old
daughter and 8-year-old son.

In her free time, Raghda has a love for
family trips, taking walks and playing
tennis. She also has a passion for
cooking and baking.

When it comes to making a community
impact, Raghda is engaged in doing events

for clients and people in the community.

“I enjoy being around people, and I like
to be active in the community,” she says.
“I like bringing people together in events,
especially if those events have to do with

culture and tradition.”

When you get a chance to know Raghda,
it’s easy to see the qualities that her clients

count on.

“It’s very important to me that my clients
feel that they not only have a REALTOR®
that they can trust; but also a friend that
they can count on,” Raghda says. “A lot of
my past clients have turned into friends
during or after the transaction is closed.

That is very special to me.”

That’s what building strong bonds looks like.

| LIKE BRINGING
PEOPLE
TOGETHER
IN EVENTS,
ESPECIALLY IF
THOSE EVENTS
HAVE TO DO
WITH CULTURE
AND TRADITION.




»» REALTOR® life

Written by Dave Danielson.
Photography by Marissa Menezes.

Of course, there are those moments
when you break through that, when
you see a new direction and opportu-

nity, take it and realize the rewards.

That’s what Tom Bashe enjoys, as well.

As Founder of Localist Realty, Tom

has a passion for going beyond

what’s possible.

“I like going beyond and then deliv-
ering good news to clients when we
sell their home for a price they didn’t

think was possible,” Tom says.

“I also like the challenges of negoti-
ating the benefits for our clients in a
transaction, and to see what pitfalls
we might have ... then coming up with

solutions for them.”

Tom had started out following

another path.

“For a while, as I was growing up,
Ithought I wanted to be a math

teacher,” Tom says.

“Around that time, I had met with a

friend’s parents who asked about my

plans. I said I liked the idea of being a
teacher and then doing real estate in

the summers. He said, ‘I own a mort-

gage company. Why don’t you come

work for me?””

Tom did just that. At first, he got
involved in working with back-end
processing. He also started branch-
ing out into other areas of responsi-

bility, including talking with clients

on the phone.

“I was terrified to be on the phone

by myself. I did that for a while and

Inland Empire Real Producers - 31



In his free time, Tom enjoys relaxing in his backyard and spending time in P
their pool. He also likes to support his daughters’ activities and dance il I .]}I 1 ¥
classes. As a family, they like to visit Disneyland. x ;

When it comes to giving back, Tom has a big place in his heart for
Wounded Warriors.

413 Tom’s determination and drive for what he does are fueled by the

process of helping the people he serves.

P
& O o

As he says, “I really enjoy the entire process of meeting a client

i R e, 1 L W

and getting to know them and their needs ... their lives, jobs and
figuring out how I can help them ... seeing them through to the

;’

lg_;’_ . "1-. . end of the transaction and then being there well beyond that to
4 ‘#“? i I‘. yo be there for any questions they may have.”
ey L '_ [r
o s

Tom has built substantial success and results for his clients over
a sustained period of time. In March this year, he launched the
Localist Realty brand after enjoying his time with Coldwell Banker.

X3
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e
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“I felt that it was time to transition and create my own bro-

——

kerage,” he says with a smile. “I’ve been very
happy with Localist ... being a
own and trustworthy source for

real estate in the valley.”

Jongratulations to Tom Bashe
or the undeniable difference he
creates through time for area

idents across the area.

he process, he doesn’t
st look for the easy
swers when it comes
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to serving th
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 “Then, once I had the confidence, I started origi- Away from work, Tom’s life is made much richer by his fan"iﬂéz, includ- home fOI‘ a price they didn’t
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“I'sold t y and moved

allo u year. I came back to
work escrow compan:
dition Ir S F
ilestone-passi While she worked with the esc Ja
are for tho earned her license ... in time, joining Kelly Mal

who served as her broker in the business.

area whe e
There, she received an undeniable adv:

associa h Big ki has continued to serve he 1 thre
ward in life a € and career.
1 focus. B
“I worked with Kelly f
y goal isn’t to be Realty. She has been
valley ... but to be tk
Jackie emphasizes.

“That’s what I hope they walk away feeling. All of my
e

reviews are five stars because I make sure that my real esate, she rememb :
clients are happy with the end result. My clients are 100  straightforward. :

percent my priority. Whatever it takes to make them

happy is entirely what my goal is.” ne [
Jackie grew up in County Tipperary in Irela :

“I moved here 32 years ago. I workeﬂvarious jok ,

including owning my o keting compan;
years before becoming a REALT‘OR@),” Jackie reme

. \j




Jackie’s world is made
fuller by her family,
including her husband of
20 years, Jeff, ién‘d two
sons — 29-year-old Cole,
who lives in €olorado, and
18*year-olld, Johnathan,
wﬁg is heald.ing into col- i ¥
lege this fall. |
. | { |
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Each stage of life has its own ele-
ments that distinguish it from other

chapters along the way.

One of those that is most powerful in
the lives of people is clearly the home
they live in, and you help them move

from point A to point B in their lives.

That’s one part of the profession that
spurs Linda McCall on each day.

She is dedicated and devoted to deliv-
ering remarkable customer service to

her clients.

As a REALTOR® with Crest
Sotheby’s International Realty,
Linda helps them find a new home

for their dreams.

“One of my favorite parts of what I

do is seeing the face on the faces of
buyers when they walk into a home,
and they know it’s for them. That’s my

favorite part,” Linda says.

“I will not sell you a home because
Ineed a commission. It is about the
people. And when I work with sellers,
my main objective is to communicate
with them. I place a lot of importance
on answering the phone and answer-
ing text messages. The most import-
ant thing about my business is my

integrity. I will not falter.”

At the end of the day, Linda says

she enjoys the longevity with clients
and becoming friends with them ...
watching them grow in life. It is a true
reward when a past client calls. They
remember me; they choose me to sell

their house.

Prior to real estate, Lin ted out

working in a very hi,

law firm in Newpao

“Iloved that job. Butin t
to move out of the
for a residential developer here. I
worked in the purchasing depart-
ment,” she says.

e

She knows the ins and outs of construc-
tion, which in turn helps her clients to
be aware of items that may need to be

addressed for the best sales price.

“I had always been interested in real
estate. My mother was a REALTOR®
way back when I was little, and then she
became an escrow officer. We moved
several times. I was always impressed
with her abilities there to sell our

houses at top dollar.”

In 1995, Linda earned her real estate
license and made a relatively smooth
transition into the business. She quickly
gained traction and has been a Top

Producer throughout time ever since.

Away from work, Linda’s world is ful-
filled by her family. She treasures time
with her husband, Craig, to who she has

been married for 35 years.

Linda and Craig look forward to time
spent with their daughter, Colby, their
son-in-law, Jafet and most of all, their

wonderful grandson, who is 3 years old.
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One of my favorite parts of what I do is seeing

the face on the faces of buyers when they

walk into a home, and they know it’s for them.

That’s my favorite part.




In her free time, she also enjoys
wine tasting, writing poetry and

entertaining friends.

“Another one of our favorites is
enjoying the delicious food that my
husband makes. He is an amazing bar-
becue expert and smoker,” Linda says.

“He makes his own sauces and rubs.”
When it comes to making an impact
in the community, Linda likes to sup-

port local animal shelters.

“I wish more people could support

them more and help the elderly
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animals,” she points out. “They get
left behind.”

When you talk with Linda, it’s easy to
see her integrity that comes through

during her interactions.

“I really follow the Golden Rule in
my business and personal life; I never
want my clients to be confused. I
want things to be very clear to them
because I want them to feel they have
my full attention and feel they are

important.” Linda says.

“This is what I’'m trained for and
to help them understand how the

whole process goes. I think people

like learning about the process. If I can
educate them well now, there won’t be

surprises for them later in life, as well.”

As Linda looks to the future, she is

excited about what lies ahead.

“I want to continue servicing my commu-
nity as long as I possibly can,” she says.
“There’s so much to learn from people,

and I love that.”

Home is where the crossroads of our
lives happen each day. And you make
that happen through your dedicated
efforts to help them find a new home
for their dreams and make their goals

come true.
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commissio f'l'is about the people. And when

I work withsellers, my main objective is to

communigate with them.
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Trust us to come in

on time...everytime!

PROPERTY INSPECTION

Steve Swanson
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You Work Hard

for Your Clients. ..
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' American made since 1949

CONTACT US FOR OUR BACK-TO-SCHOOL SPECIALS!

- —‘-1 Andy Burton

Independent Area Director
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CutAboveGifts.com CLOSING GIFTS

HELPING REALTORS® RETAIN THEIR CLIENTS IN THE INLAND EMPIRE FOR OVER 23 YEARS
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