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Inner Circle
Mortgage

|

Welcome to the Inner Circle

"Internet low rates
with superior local service"

David Graves Reviews

MMLS #1074240 | 2320833 DRE # 01983533 | 02182886
www.innercirclemortgage.com

CALL TODAY FOR A FREE
¢*® ZOTHEX IN HOME ESTIMATE
Flooring, (E&b;;:;:, & More (91 6) 925_1 958

-
- .
a

IN STOCK FLOORING - IN ETOCKCBINETS
KITCHEN REMODELING - BATHROOM REMODELING - REMEDIATION SERVICES
COUNTERTOPS - BACKSPLASH - FLOORING

TILE - HARDWOOD - VINYL - LAMINATE

NATOMAS ROCKLIN VACAVILLE ELK GROVE

4021 N. FREEWAY BLVD #2100 6848 FIVE STAR BLVD &8 1671 E. MONTE VISTAAVE #N111 {COMING SOON!)
SACRAMENTO, CA 95834 ROCKLIN, CA 95677 VACAVILLE, CA 95688
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Jon Benecke

If you are interested in contributing or nominating Realtors for certain stories,
please email us at katie.macdiarmid@realproducersmag.com.

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 Sacramento 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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real estate marketing since 2006

916.288.9775

stepsmarketing.com
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This section has been created to give you easier access when searching for a trusted real estate
Rp 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!

PREFERRED PARTNERS

1031 EXCHANGE
Asset Preservation Inc
Bill Angove

(916) 832-1031

ATTORNEYS
Clower Law
Ashley Clower
(916) 652-8296

ElGuindy, Meyer
& Koegel, APC
Judith Maranski
(916) 778-3310

AUTO BRANDING
Reviver
(916) 306-1070

BLINDS/SHADES
Made in the Shade
Mandie VanBuren
(916) 300-4306

CARPET CLEANING
Alex’s Carpet
Cleaning Service
Elena Mikhaylevskiy
(916) 225-0038

CLEANING SERVICE
Meticulosity Cleaning
Jennifer Prado
(916) 410-4740

CLOSING GIFTS
Seasons Change
Rosanne Kellogg
(916) 367-3090

CONSTRUCTION
& REMODELING
Good Life
Construction
(916) 833-1379

6 - September 2022

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

LENDING
Homelight
Jennifer Azevedo
(916) 214-3439

MARKETING
Steps Marketing
Joe Duenat
(916) 288-9775

MORTGAGE

American Pacific Reverse
Mortgage Group

Liz Andersen

(916) 223-8869

Asset Financial Center, Inc.
Benjamin Androvich
(916) 955-8287

Cross Country Mortgage
Alicia Stearman
(916) 256-6486

Fairway Mortgage -
Dan & Sherene Team
(916) 276-3324

Fairway Mortgage -
Lucia Lending Team
(916) 730-6339

Family First Mortgage Group

AJ Jackson
(916) 835-4100

Guild Mortgage
Sarah Lee
(916) 600-6126

Inner Circle Mortgage
David Graves
(916) 586-6644

Mortgage Right
Brandon Kleker
(916) 396-5250

NKS Financial
Neal Smith
(916) 907-6513

Point Equity
Residential Lending
Nick Cunningham
(916) 302-2018

Premier Mortgage
Resources

Cailey Murschel

(530) 370-2421
pmrloans.com/cmurschel

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

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

Sacramento Real Producers - 7



v | \<®Certitied

Home and Building Inspections

Sacramento, Placer and El Dorado Counties
Premier Home and Pest Inspection Company

inspectionsidonelnightathetfirstitimeNandithel
[customergenyicelthatiwilIKeeply oL om i nEID A CHS
oy mwary] Epariznas Yos CERTIFIED chirmna]

Let's get your listing right! HJ‘
b

—

We can get you headed in the
direction of SOLD faster and for a
higher return by simply staging it.

w7

(916) 947-8884

© @luxhome.design luxhomedesign.net

ARE YOUR INVESTORS
OVERWELMED?

M&M

Residential Property
Management
TO THE RESCUE!

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

8 - September 2022

Reasons to choos
partner with Pre
Mortgage R 2SS0 _E.::,,._; S

We close more

With Xcelerate, buyers can recejve

an Xcelerate Approval without even - -
having a property address within 48
hours after the initial application! Out
of these, we fund 8 out of 10.

We close faster

We can close in as little as 8 business
days! Cur average closing time is 18

8/10 of our Xcelerated Approvals fund!

MR ; 18 business days

41 business days

business days.

The time frame from application to closing varies and may be longer.

Source: Value Penguin («4/2021)

We communicate better

We offer 36 touch points throughout
the loan process to all parties in the
transaction, so yvou're never left in the
dark.

Edication

Cailey Murschel

LOAMN OFFICER | NMLS

A1

Application Starl
- L L]

Linderwriting Aporoval
LR

Funded
LA

Cradit Ran Apyraisal ordened

1593464

Mortgage Lending Act.




DID YOU KNOW?
RAT FECES ARE NOT
INCLUDED IN A TERMITE

7LULZEL Y,
Vi

REPORT BECAUSE RATS 7
ARE NOT
WOOD-DESTROYING
ORGANISMS.
BUT HAVE NO FEAR!
CALPRO INSPECTION . - -
GROUP OFFERS FREE FINANC I_j"LI LPATH
RODENT & PEST _ CONSULTING
EVALUATIONS (UPON e .
REQUEST) WITH YOUR EExdenor Scipiedar
TERMITE INSPECTIONS. ' PRE-NEED
| MORTGAGE
i Cal PI'O PROTECTION
. [NSPEDTIUN BRUUP Camacho's Custom Painting
PROUDLY SERVING THE GREATER SACRAMENTO AREA i 409-1024 TAX-FREE
’ BAY AREA. LOS ANGELES & CHICO. ’ i "oscustompalgyng.com " RETIREMENT
Email today for your estimate
(800) 474-3540 | WWW.CALPROGROUP.COM CamachosCustomPainting@Gmail.com L
“I work with
OVERWHELMED with how much a_l] t)q)es Df Cﬁﬂﬂts
TRASH AND DEBRIS i th ty? i .
OUTWITHTHEOLD | 8 e in educating and
guiding them on
the Path of
sale money
management - get
Cherise Sutton their homes in
Founder/Owner the best Financial
e 916.204.3223 condition.”
No job is too big or too small for us to haul! ChﬂI‘iSE @ ﬁIIHIlCi alpa thC«DI]S ulting.cnm . Cliesise Suttoa
We haul appliances, furniture, trees, WWW.ﬁI]HJ]Cla.lp aﬂlcnnsultmg. com
electronics, garbage, mattresses, and more... DRE# 0 1 4 54369
Call 916-300-430& TODAY for a FREE on-site consultation! INS IJIC# 41 25 I 04
R LONGS TRASH HAULING -
i (916) 206-7072 | longstrashhauling.com Powered By Ir% : dau =

10 - September 2022



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.

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

GET THE BEST RESULTS
THE FIRST TIME — cal today.

l 1l
% 916-742-3141
‘- 3 clovervalleyhomeservice.com

i v 1

S Specializing uw Outdoo
Liwing Scapes!

LANDSCAPE - DESIGN - CONSTRUCTION

Creating outdoor spaces that are unique, beautiful and usable. Acres Design & Landscape prides itsell on
clegant(, 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.

Schedule Your Walk-Through and Estimate Today! 4 .
916.223.7629 Follow ouwr transfounations:
@Acreslandscape
@ @ /\creslrrigation

acresirrigation.com

sales@acresirrigation.com

12 - September 2022

MEET THE

SACRAMENTO

REAL PRODUCERS TEAM

Katie MacDiarmid Katie Camerer Michele Jerrell Rachel Lesiw Olha Melokhina
Publisher Assistant Publisher Content Coordinator Photographer Photographer

Aerial Canvas Jennifer Ingles Brandon Miyasaki Dave Danielson Chris Menezes
Photographers Photographer Photographer Writer Writer

Maryssa Sayabath
Systems Manager Event Coordinator

Ruth Gnirk Joe Duenat Suzy Delong Emily Sweet
Writer Social Media & Ad Strategist
Website Design

Sacramento Real Producers - 13



) OLHA MELOKHINA N T.D.McNeil
s INSURANCE

FHOTOG RAPHY

ah vl }

Your Trusted Insurance Experts

As a broker, we work for you, not the insurance company.
But unlike some brokers, we never charge additional fees.
We want to be your insurance agent.

Call today for your FREE No-Obligation Quote.

r TD IV{CNGII 916-983-2561

Insurance Services e Auto e Home
e Commercial ¢« Boat
e Classic Car « Condo

Professional Photography
Business portrait / Commercial / Events/ Farmnily

wrwnl L mins.cam

e Events ¢ Flood

; INFO@TDMINS.COM * Life « Motor Home
.DlhaEtudula.com 914.288 5839 110 BLUE RAVINE ROAD STE 105, FOLSOM CA 95630 [l CIERNN p_—, P ]
OlhaPhotography@gmail.com Y10.280. CA License #0H05099 o Umbrella S — ——— s

Ranked #1 in Customer Satisfaction with

DONATED THIS YEAR TO HELP END MODERN=-DAY SLAVERY. - i i
Primary Mortgage Origination — J.D. Power

N2<=

GIVES o momymoscomony- ey 1o coee 2 staves . Sarah Lee
the company behind this publication 2 - BI‘HI‘IC"I Manager NMLS #28094?

and 850+ others like it - is financially FROM CAPTIVITY.

committed to end human trafficking. 2620 21st Street, Sacramento, CA 95818
M: 916.600.6126 Ul
slee@guildmortgage.net
— . . e . 23 mortgage

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. . O =

Apply online
ne o : B Visit n2gives.com to learn more guildmortgage.com/sarahlee
% THE N2 COMPANY m @ Qf about our giving program.

14 . September 2022



Vacant Home Staging | Short-Term Rental Stylist

M EET P> publisher’s SIMPLY
TH E note R

MILLENNIALS!

Welcome to a very special issue

of Sacramento Real Producers

eservation, Inc. is a leadin
aving complete

ARE YOU READY TO { f‘(ffij{f'.“”g Ti'I.JEiTE'II'_‘I v high-nat-worth inv : committed to providing

YOUR NEXT LISTING? the highest levels of axp , expertise, and security of funds.

celebrating the next generation of
Sacramento real estate. Over the

last six months, we searched, took
nominations, interviewed, vetted and
ultimately chose 25 of the region’s
most up-and-coming real estate pro-
fessionals to highlight.

O (916) 477.1167
@ INFO@SIMPLYCHICSTAGINGDESIGNS.COM

They’re all under 35 years old. &5 SIMPLYCHICSTAGINGDESIGNS.COM

They’re all hungry and hard-work-
ing, eager to make their mark,

continue proving themselves and

bettering this industry as a whole.
They may not have been here to
navigate the ups and downs of the
early 2000s, market but they were
here for 2020, and they are bringing
all the innovation, savvy and grit you
can imagine with them into whatever
these next few decades hold. They
are humble enough to learn from
their mentors and bold enough to try

new things and chart new paths.

We’re excited to welcome them into
our community. Get ready to meet

the go-getters!

Always cheering for you,
Photos, Videography,
Matterport 3D Virtual Tours,
and Drone.

Sacramento Real Producers

katie.macdiarmid

@realproducersmag.com
(916) 402-5662

@ facebook.com/sacramentorealproducers

© @SacRealProducers l CALL OR TEXT (916)834-6600 MIYASAKI@SHOTARCHIVES.COM

©@@SHOTARCHIVESRE WWW.SHOTARCHIVES.COM/REALESTATE

16 - September 2022 Sacramento Real Producers - 17



FIRST AMERICAN TITLE
SACRAMENTO MIDTOWN
3001 | Street, Suite 100
Sacramento CA 95816

PHONE 916.490.4510

For Placer and
El Dorado County inquiries:

ERIN BARTON
SALES MANAGER
Central Valley Operations
916.798.4115
erbarton@firstam.com

For Sacramento County inquiries:

SHELLY GANTENBEIN
INVESTOR SALES AND
MARKETING

916.708.2603
shellyg@firstam.com

First American Title™

First American Title Insurance Company, and the operating divisions thereof, make no express or implied warranty respecting the information presented and assume no responsibility for

errors or omissions. First American, the eagle logo, First American Title, and firstam.com are registered trademarks or trademarks of First American Financial Corporation and/or its affiliates.

©2022 First American Financial Corporation and:or its affiliates. All rights reserved. | NYSE: FAF | 07270540522

First Ameri

Midtown Escrow Spotlight

A native allITO!
: il ; Since coming
— . ~ sleepy “cow-tow
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_ ... weekend getaway to the n
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What is the hardest transac -

rate.

S " I.;l' - - - -~
o What's your favorite part about being an escrow office
- i : ) 3 _r_.*—% - i
A T The absolute best part is calling the.agents an /?)rfw'mr/;elle_r_ ¥
v rd, especially when we're dealing with a first-time buyer.. The joy on
f the phone is priceless. | also'love that no two transactions are alike.
y twist or turn, which keeps things interest!i_ng and keeps us

learning+ e
@ l ol -’-J-".J__* '-__
ave experience in and wh
g B St
g A © .. % . - ‘your favorite to close? : ey,

e -q_-:“,_ L i

th{ tyge’ﬁ of closings do yg%_l_\ i
' . @ ) 1 | am mainly.a resic[_er{t‘lal' resale escrow officer, but | also handle

a sprinkling of refinance deals and a fair number of commercial

transactions. | also have extensive experience dealing with trusts,
i J 1 probate sales, and short sales. As for my favorite to close, nothing
" 4 ' ¥ beats the excitement of, a first-time buyer closing on their first .

¥ = = . rl
i b | ~home. We all remember our first one!

o ; 1

e
. ! A "l ’ v What is something you wish real estate agents understood
e Gy, . ab?ut your job? :

K - gl ST .
b '-4,_.‘- g ~=hal "R . Experienced agents gét what we do, and.-am grateful for this
e , T, understanding: It allows everyone 5 their part without feeling
L. : Yl - like they are being held to an unrealistic e‘ipectatign.ﬂust asa
= .\« = __ " gucontract has its timelines related to disclosures and contingency
& ‘ . 1. "y P _-;:?"ﬁ" releases, we h_aug&u_;ﬁ__:cirrﬂpes‘ to 'corP.p’IetQ.tjtle/escrow clea.ring :
3 natters. [f&elosing timeline changes; it's critical to communicate with
TR ] 3 % escrow so we can also-'_adest-Qur timelines accordingly and keep the
7 I - i _ \ transaction on‘track. o :
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JORID AN

TRIVERI

ONE SOURCE CAPITAL GROUP

What is your favorite part of Are there any organizations or
being a real estate agent? charities that you support? How?
Helping my clients! It’s an Folsom’s Hope Currently serving
indescribable feeling like no on the board as the Events and
other working with first-time Fundraising Chair since 2015
home buyers especially — Folsom’s Hope partners with the

getting to take part in a process  Folsom Cordova school district to
that is so monumental in their provide mentorships and after-
lives is an incredible gift! school programs for at-risk
youth in our community.

What makes you different from

i

other agents? Hearts for Heroes

I feel like I offer a variety of Currently serving on the

experience and knowledge, Board as acting Secretary

more than just regular residen-  since 2021. We work along

tial real estate. Since joining the local fire departments

a startup boutique brokerage paving a way for fur ther-

as the Vice President of Real apy — aka station therapy

Estate at One Source Capital animals for the stations — : |
Group, I have developed out we have our first dog ) L

of necessity a program called placed this year, and / ) |
LUXOne, which is essentially a it has paved the / i l'; N
custom-guided home building way for more r _ '
program that begins from the to come! A

land acquisition to the com-

pletion of the home build. This Gold Country
takes the fear factor out of the ‘Woman’s
build process. Council

Was recently

What does “success” asked to be a
mean to you? part of their events
Success to me means build- committee.

ing the life that you want to

live. Not comparing success What are your favorite
to what you see on Instagram tools, apps or bits of
or social media with stacks of technology?

money and designer things. But ~CANVA!I have used
accomplishing your ideal life, Canva since it was
specific dreams, goals, and life-  released as an early

style that you desire no matter ~ prototype, and I am
what that dream may look like. =~ OBSESSED.

20 - September 2022

»» 25 under 35

Photos and Cover Photos by:
Olha Melokhina Photography

‘6EEL LIKE | OFFER A

VARIETY OF EXPERIENCE
AND VALUABLE KNOWLEDGE,
MORE THAN JUST

REGULAR

RESIDENTIAL
REAL ESTATE.

2

LUND

RE/MAX GOLD

Why did you become a real estate agent?

Both my parents were REALTORS® growing up, and as I got

older, I realized how much flexibility they had in their job.

They were both able to attend my little league games, they

were coaches and team moms, which is something I want
to be able to do for my kids.

What are some ways that being a millennial is an
advantage for you as an agent?
I think being a millennial in real estate, an easy answer
would be something about using technology to help sell
homes or cultivate leads, which is definitely an advan-
tage. I think the largest advantage of being a millen-
nial is more about having the energy, both physical

and mental, that this job requires.

What does “success” mean to you?

Success in this business to me is going above and
beyond for our clients to make the buying or selling
process truly easy. One of the most rewarding experi-

ences we’ve had was when we made our clients an addi-
tional $75,000 by facilitating $5,000 worth of work to be
done on the house while they were living out of state. This
extra money completely changed the house they were able to

afford and it was all done without them having to lift a finger.

What does your typical day look like?

We don’t really have a typical day. One day could be showing
buyers all day, and the next could be inspections or listing
appointments, and some days I could just be at the office work-
ing on market analysis. Most days are some kind of mixture of

all of them, but they’re almost never the same.

What are some of your goals for this year?
(Personally and professionally)
Personally, this year I’ll be selling my home, buying a new
home, and getting married, so it’s going to be a pretty full
year. Professionally, we hope to increase our volume to $40
million and help 70 people buy or sell a home. We also just
brought in a new member to the team, so we are going to try

to have him fully trained up and ready to go!

Sacramento Real Producers -«

»» 25 under 35
Photos and Cover Photos by:
Olha Melokhina Photography
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What you will taste from every bottle is a

-
combination of the passion of the
Clarksburg farmer, the gift that the Delta soil
brings, and a promise to never hide the fruit

behind in the process.

WINE COMPANY

ALY e T e — S

g 7

o @ ° @5iltWineCo | #EnjoyClarksburg | SiltWineCo.com

]_E_LGUI_ND

GENERAL BUSINESS EMPLOYMENT REAL ESTATE CONSTRUCTION PRACTICE
LITIGATION WAGE & HOUR ENVIRONMENTAL LIABILITY CONTRACTOR DEFENSE

CONTRACT DISPUTES HR COMPLIANCE ISSUES LAND USE ISSUES CONSTRUCTION DEFECTS
DEVELOPMENT DISPUTES EMPLOYMENT CONTRACTS PREMISES LIABILITY CLAIMS MECHANIC'S LIENS CLAIMS
UTILITY DEVELOPMENT LABOR BOARD CLAIMS AGENT-BROKER LIABILITY SUBROGATION CLAIMS

PRODUCTS LIABILITY EMPLOYMENT LITIGATION

= oo WWW.emklawyers.com
MEYER=
7 (016) 778-3310

CREATIVE SOLUTIONS | TRUSTED ADVICE | EXPERIENCED ATTORNEYS | CUSTOMIZED SERVICE

22 . September 2022

l J DE@, j A\ e
Photos and Cover Photos by:
n Olha Melokhina Photography

Why did you become a real estate agent?

My mother has been in business for 23 years. Grew up

around the business and decided to jump ship with mom in
2013. Created our team of five ladies in 2021.

What is your favorite part of being a real estate agent?
The relationships. The handing the keys part. The evaluating of the
purchase agreement to create contracts for my clients that others
can’t compete. The grind. The fun stuff like team parties and overall

just the client appreciation and relationships this career builds.

What makes you different from other agents?
I like to talk numbers and trends. I can get very technical with contracts,
which creates creativity and helps my clients win. I am very personable, I
feel I meet people who say “they know me” just by social media. Being in

front of the eye is crucial.

‘What does “success” mean to you?

It means financial freedom, more TIME, happiness and investments.

If I can make someone’s dream come true when handing them their keys
or closing a chapter in their home being sold, that’s all I strive for ... to

me, that’s success.

What are some of your goals for this year? (Personally and professionally)

Personally: Budget better and get some sort of investment to create cash flow.

Professionally: 20+ million in sales, add one more lady to my team,

organize processes.

How do you manage work/life balance?
Itry to do all my “office work”/”computer work” in the office daily, then
I fill in errands after; sometimes it’s hard because contracts need to be

written, etc. when home with family, but I like to try to set my work

66

SUCESS MEANS FINANCIAL FREEDOM,
MORE TIME, HAPPINESS AND INVESTMENTS.
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hours to stop by 7:30 p.m.
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LYON REAL ESTATE

Why did you become a real estate agent?
I was going to be a dad, and I needed a
career that had no limits and didn’t require

too many credentials to get licensed.

What did you do before you were a
real estate agent?

I worked with kids with autism.

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

What’d you learn from it?

Not one but MANY. I’ve learned

S U C C ES S to keep pushing through the
MEAN S t('Jugh.tim.es, but my current
situation 1s not permanent.
PROGRESS
What are some of your biggest
EACH DAY. dreams,aspirations, or

“bucket-list” items?

To lead by example, to inspire

’, and motivate others that
anything is possible.

What are some ways that being a millennial is an

advantage for you as an agent?

‘We have the mindset that it’s OK to fail and that
anything is possible if you keep showing up.

What is your favorite part of being a
real estate agent?

The limitless potential.

What does “success” mean to you?

Success means progress each day.
What are some of your goals for this year?

(Personally and professionally)

To sell as much as possible.

24 . September 2022
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GOOD LIFE

CONSTRUCTION e

DON'T LET CONTINGENT REPAIRS SLOW DOWN YOUR CLOSING.

WE’LL HANDLE IT!

Providing the highest quality of work and excellent customer service

- Dry Rot Repair
« Fire Restoration
= Patios & Awnings

for you and your clients in:

« Termite Damage Repair = Stucco & Masonry Repair
- Siding Repair & Installation - House Painting
- Deck Construction & Repair - Doors & Windows

“Here at Good Life, we are
committed to providing only the
best value for your dollar, without
compromising on quality and
integrity. We do not fall short

on delivery and complete every
project to the highest standard.”

- Dmitriy Tupikov, CEO
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REALTY ONE GROUP COMPLETE

I N s P E CTI o N s Why did you become a real estate agent? is helping me grow in the community. The more
’ I was at Sacramento State, and my professor suggested I get my people I meet and relationships I make will help
real estate license and do commercial real estate with him. I got my me in the long run or short run. At the end of the
D E P E N D AB L E license and decided to go into residential instead of commercial. I day, it’s about relationships, not transactions.
enjoy helping people navigate making the biggest purchase of their Always keep a positive mindset and always be
life. Seeing first-time home buyers get their foot in the door into an willing to keep an open mind too!

RESULTS

40+ YEARS
OF IMPECCABLE
HOME SERVICES

investment that will be life-changing for their lives but also genera-

tions after them. Helping people is what drives me every day to work

on my craft and to become a better REALTOR®. I've helped so many
LIFE IS ABOUT THE

EXPERIENCE YOU
LIVE AND HOW
YOU IMPACTED

OTHERS. | WANT

families, and I'm currently working with families who are crammed
in an apartment and need to find more room for their family to grow.

I'm truly happy with what I do and the impact I have on others’ lives.

What is your favorite part of being a real estate agent?

My favorite part of being a real estate agent is helping people. If TO SUCCEED
I'm working with a first-time buyer, seeing the look on their faces BY MAKING A
— R —~ A —~ s y INICDC —~\ K . ~ giving them keys or getting their offer accepted is a feeling I cannot
N [ \ NS POSITIVE IMPACT
{-'J r ‘J E {'-‘ “J’" L |— F U R A L L I {"-'} l‘-‘J F"‘ I r \I = F E L' T | ('-'J r “J r "J E E E‘J > describe. I'm helping people make the biggest purchase of their life, ON OTHERS
and they are looking to me for advice. I need to become an endless
PR AROUND ME.
resource, no matter what their situation is. I’ve also come to
Since 1978, North American Home Services has provided California homeowners, homebuyers, find I'm becoming a problem-solver in all their strug-
and real estate agents with best-in-class home inspection and repair services. gles. Helping others is what life is about, and being

a REALTOR® gives you the ability to connect with

. people on a much deeper level. You become part of

We are proud to serve over 10,000 homeowners and real estate agents annually in Sacramento their family and even after their purchase you are
and Surroundlng Counties. North American Home Services is reody to assist you in any way still involved in their life.

we can, and to answer all questions you may have. *

What does “success” mean to you?

What success means to me is being able to take /
care of the people I hold close to me. I want to work
hard and become successful so I can always help
others. At the end of life, it’s just you 6 feet deep

with no money or items. Life is about the experience

you live and how you impacted others.

TERMITE HOME ROOF POOL SEWER PEST I want to succeed by making a positive
INSPECTION INSPECTION DAMAGE INSPECTION  INSPECTION INSPECTION  CONTROL impact on others around me.
REPAIR SERVICE

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

9 I 6 ° 4 8 I P o 2 6 8 The biggest game-changer for my

business is having more conversations

Orders@NAHSPRO.com | Repairs@NAHSPRO.com with people. Meeting new people and
SPCB CA LICENSE PR6840 NAHSPRO.Com just having a personal conversation
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TRIBE REALTY

Why did you become a real estate agent?
I became a real estate agent to build the life I always wanted
to live. I was never that person that always had a career in
mind growing up, and as I got older, I found myself in jobs
where I was working for other people. I got into real
estate, while working a full-time job, and was blessed to

excel in my first year and quit my full-time job.

What are some of your biggest dreams, aspirations or
“bucket-list” items?
One of my biggest goals getting into real estate was to
be able to take my family on a vacation, and I recently
was able to accomplish that goal with a weeklong
family vacation to Hawaii. I hope to continue to build
my business in a way that gives me the freedom to
be there for my clients and also have an amazing
work-life balance to be able to travel.

What are some ways that being a millennial is an advantage
for you as an agent?

I would say the biggest advantage to being a millennial in this
business is my commitment to grinding and making things
happen. Also, with a lot of home buyers in the market being
millennials now, I feel like I can relate to them and give them

a genuine experience when purchasing a home.

What is your favorite part of being a real estate agent?

My favorite part about real estate is the people; it’s the reason I
love what I do. I have met so many people and families over the
last four years and just knowing that I am able to help them with
such a huge milestone in their lives is something I will never take
for granted. I think it’s easy to get into this business and see the
money and have that be the driving factor for wanting success, but

I think focusing on my clients is what will make this a long-lasting
career for me.

What does “success” mean to you?
Success to me means loving what I do every day. Waking up every
single day excited to go to work. My clients truly mean the world

to me; because of them, I am able to live a life I am proud of, and I
will never take that for granted.

September 2022

Here To HelpYou se

WE PAY FOR ALL APPRAISALS LOW RATE AND FEE STRUCTURE
15-DAY CLOSES NiEmAS MAKE DIFFICULT FILES EASY

NMLS#39096

7806 Uplands Way
Citrus Heights, CA 95610
916-835-4100 Phone
916-848-3386 Fax
NMLS# 210062
BRE# 01872296 FM“\}(';L;T-E?.I,} ffhomeloans.com

AJ Jackson
Owner

PHOTOGRAPHY & AERIAL « VIDEO TOURS - 3D MATTERPORT AND 2D FLOOR PLANS

BUSINESS COMMERCIALS « PORTRAITS « WEDDINGS & EVENTS « TOURISM AND MORE
DYNAMIC CINEMA

| 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. | would definitely recommend Dynamic Cinema Productions
to anyone looking for professional photography and/or video production.
Sabrina Khal - Project Manager

Matthew Walter =

Founder / Creative Director

HIGH QUALITY STORY TELLING o

530-417-6170 | DynamicCinemaProductions.com/real-estate EI
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BLASER
balance between all — family, life, and

business is success to me.

What is your favorite part of being a real estate agent?

T honestly love educating people through one of What ha?s been the.biggest game-changer
their biggest investments. I love finding solutions to for yo'u in your business? o )
problems/concerns and then of course handing off the The biggest game changer has been hiring an admin and
keys to them and seeing the pure joy on the setting boundaries/expectations upfront with clients.
u . .

families’ faces. My admin is my right arm! I can be driving, and she’ll

draft up a document for me,

Targeted Farming - Real Time List Updates - Various Exports for CRM’s and printing What does “success™

mean to you?

. which not only saves

time, but it allows

H - - - h ! { '
companies - Farm Statistics in Graphs & Table Format - Facebook and Instagram My definition has changed H 6 & Ha:;c me to be present in
i i i i 1 ey T @ -, other areas of

Audience Ad Integration - Live Annotation Available for Graphs - And So Much More! over the years. [ used to £ 1 S 3 ' v business
think you weren’t success- t g ¢ © y .
WWW PTC LIVE F ARM CO M ful until you put in a certain : & : l;
) ; amount of hours, years, L : . i : How d.o you man.-:ge
closed a certain amount of : ; g oA work/life balance?
. & ;6 e ¢ I work towards bal-
deals, made a specific amount 2 f %
of money, but that’s a lie, r D:; ¥ o 2 ;nce ezc}? and eveffy
and I actually think ; . ay and give myse

the opposite a ton of grace. 'm

Being genu- starting to manage

inely happy, 3 ﬁ it, but it’s harf:'l! I"m
having a . _j fz alf/vays checking in
strong mar- : e with myself and rf1y .
riage, a busi- P f husband. The majority
ness that’s ,"‘:o‘ » e . of my tim? ar?d focus
respected g % L e at the beginning of
and con- Y5 f g gf my career was on
4 7 A work. Over time, I
sistent, - 'g vl - -1
and having 3 g & & realized that I got into
1y B & this career to build a
a healthy g g e
y & g life with my family, not
\ E; :_ build one that pushes
| '; P them away. We sched-
=
1 1 kl ights, I
Contact Your Local PTC Sales Rep to Learn More! & ule weekly date nights,

turn my phone on silent when we’re

JRLONGEE PATTI MATHEWS KERRIE HILL MICHELLE DIODATI  JACK SOUZA

together, and I set the expectations

| HONESTLY : :
Natomas & Land Park Midiown & Sierra Oaks Elk Grove Branch Folsom Branch Sunrise Branch o S — with my clients upfront now.
916.410.1250 916.996.8065 916.202.5563 916.799.5395 916.966.8934
PEOPLE THROUGH ONE What are your favorite tools, apps, or
Val Baldo - President - Sacramento County Division OF THEIR BIGGEST bits of technology?
916.947.3747 - vbaldo@placertitle.com INVESTMENTS. FloDesk and Canva, are my biggest

go-to’s right now.

Matt Hargon - Vice President « Sacramento County Division
530.721.0094 - mhargon@placertitle.com

2
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COLDWELL BANKER

Why did you become a real estate agent?

I initially got into real estate to work with my brother in
flipping homes. I like the idea of having autonomy with my
schedule, and not having my income set at a certain number,
regardless of my productivity level. Real estate affords me that

luxury. I am very lucky to be in the business that I am in.

What are some ways that being a millennial is an

advantage for you as an agent?

Aside from being more in touch with technology, I know that mil-
lennials will be the largest demographic of homebuyers this coun-
try has ever seen, which will certainly be an asset to millennial
REALTORS® because people enjoy working with people they can
relate to, who understand their wants and needs on a deeper level. I
think the other benefit is being able to understand what past gener-
ations are like and what future generations will gravitate towards. I
think right now more than most times in history we as a society are
ever-changing and evolving. It’s nice to be in the thick of something
like that; to be exposed to all these different kinds of perspectives.
It creates a higher level of self-awareness and appreciation for the

blessings I have been given.

What is your favorite part of being a real estate agent?
Autonomy! Freedom to dictate my schedule is such an incredible
aspect of our business.

My other favorite is the potential to be creative. “
There will always be agents that replicate the
systems that have given others success, and

I do that myself, but it is always fun for me

to picture how people want to be spoken to
and what gets them to think of me before

any other real estate agent. We are a dime a
dozen these days. When I was little I always
pictured myself going into marketing of some ’,
sort. I always thought I would make commercials

for different products, and being in real estate is a great

creative outlet for me to exercise that part of my brain.

What has been the biggest game-changer for you in your business?
Working with a mentor. Without having Rich (Cazneaux) to assist
me through the early stages of this business, and even still into the
deals I do every day, I would be nowhere near as close to where I am

without his help. It’s like my golf game, I know that getting lessons is

32 - September 2022

I INITIALLY GOT
INTO REAL ESTATE
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MY BROTHER IN
FLIPPING HOMES.
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going to make me better sooner, but I am still so
stubborn to want to do things myself that I can’t
give in. I had to think for a while about whether
or not I wanted to team up with one of the best
individual agents in the entire Sacramento
Valley before I accepted the position (some-
thing Rich still gives me grief for), but it is the

best career decision I have ever made.

doma

Close out the season with Doma

Doma has solutions for
your transaction snags.

By removing manual tasks and automating
workflows, we can pass savings directly to you and
your customers. This new way of working is backed
by machine intelligence, patented technology, over
100 offices and 1000 trained professionals.

Next time you need to close fast, choose Doma
so that you can take the break you deserve!

Greater Sacramento Sales Team

| =N Julie Shroyer Erin Tompkins
Sales Executive
530-663-3766

erin.tompkins@doma.com

Division Manager
916-416-8245
julie.shroyer@doma.com

Jay McMullen

Sales Executive
916-223-2107
jay.mcmullen@doma.com

Carmen Fabrizio
Sales Executive

925-336-0790
carmen.fabrizio@doma.com

doma.com ©2022 Doma Holdings, Inc. All rights reserved

Our Local Offices

Placer County
2998 Douglas Blvd
Suite 300
Roseville, CA 95661
916-771-0176

El Dorado County
4357 Town Center Blvd
Suite 210

El Dorado Hills, CA 95762
916-933-6500

Sacramento County
9245 Laguna Springs Dr
Suite 160

Elk Grove, CA 95758
916-525-7799

Elena Crawford

Sales Executive
916-821-9118
elena.crawford@doma.com

Michael Hendricksen

Sales Executive
650-576-3345
michael.hendricksen@doma.com
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M 0 R T G A G E Why did you become a real estate agent?
[ first got my license in college with the expectation of i
\ maybe selling real estate on the side. After graduat- 4 i

What has been the biggest game changer for
you in your business?

Branching out on my own! I had always been
on teams from the time that I started in this

ing college, I hung my license, and about a month
after I closed on my first sale. From there, I never career. There is definitely an advantage to

really looked back, and it has turned into an amaz- having camaraderie, which is why I always

surround myself with agents that I respect
and look up to, but it’s also great to be an

independent agent and focus on myself!

ing career ever since!

What'’s one challenge you’ve overcome in the
| Loan Officer, NMLS# 300900 | Cell: (916) 276-3324 , gey .
past? What’d you learn from it?

Dan.Mclintir t .
an-McIntire@myccmortgage.com It was tough starting in this career at 21 What does your typical day look like?

I really do try to operate as close to

years old. This is a hard business to get

| Loan Officer, NMLS #302159 | Cell: (916) 798-8026 into, and throwing my super young age into
S e i T 2 it definitely could be challenging at the

beginning. I quickly learned that buyers/

sellers didn’t really care about my age,

an 8-to-5 routine as possible. As we
all know, this job is not an 8-to-5, and

it also includes nights and weekends

sometimes. Every week can be a little

they just wanted an agent that was dili- different, but If I know I will be out

gent and would work hard for them! As showing property with clients all

I gained traction and continued weekend long, I'll try to take some

(Ao
to sell more and more homes,

Fi I was able to become more

TC SERVYICES confident, which really

helps drive my busi-

more personal time during the
weekdays. Mornings are
definitely my

favorite time of
the day to get the

ness today.
most work done.

WE CAN HELP YOU STAY COMPLIANT Whatis your

favorite part of

WITH YOUR DRE FORMS? being a rea

estate agent?

What are your
favorite tools,
apps or bits of
technology?
ILOVE my CRM.
I quickly learned

I love the social

CO NTJ&.CT U S ; — ; ' aspect of this career.

I have met so many
as a new agent

that having a good
CRM was key
to a successful

clients and col-
leagues that have
turned into

friends over
business.

‘We use the
Boomtown platform.

the years.

916.812.7
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Why did you become a real
estate agent?

I bought my first home when

I was 23, and it completely
changed my life. It’s been such an
amazing journey for the last eight
years encouraging others to do
the same. I enjoy helping women
specifically get into real estate,

as I love the independence and

strength it can bring to their lives.

What did you do before you were
a real estate agent?
I was in banking for seven years

in different areas of finance.

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

I’'ve always been afraid to lead
something and fail. After a few
years of being a part of a young
professionals organization, I felt
strongly enough about positive
changes that could be imple-
mented that I became chair. I was
nervous every meeting and event,
but it was an amazing experience
overcoming my fear of failure and

sharing my ideas with the group!

What is your favorite part of
being a real estate agent?
Helping people and getting to
know my clients. Some of the
people I feel most connected to
have gone through a transaction
with me. Being able to care for
these people and support them
through this big life journey is the

most rewarding aspect.

36 - September 2022

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

Realizing not every prospect

will be a client — that it really is a

numbers game!
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| BOUGHT MY FIRST
HOME WHEN | WAS 23,
AND IT COMPLETELY
CHANGED MY LIFE.
IT'S BEEN SUCH
AN AMAZING
JOURNEY FOR THE
LAST EIGHT YEARS
ENCOURAGING
OTHERS TO DO
THE SAME.

How do you manage work/life balance?
My phone goes on Do Not Disturb during
important family time. I tell my clients
when I’'m on vacation that I will be

focusing on my family.

What are your favorite tools, apps

or bits of technology?

I use the Compass platform every day!
It has all of the tools I use: marketing,
property search, CMA, etc.

”1"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

24-Hour Turnaround | MLS Upload Ready

ANDREA GUNN

REAL ESTATE PHOTOGRAPHY

Making you look sharp, one listing at a time.
@and

916-223-8948 ¢ andreagunnphoto@gmail.com

realestatephotog * www.gunnphoto.com

* We Pack

* We Declutter
* We Downsize
* We Unpack

* We Organize

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!

—
fimazing Spaceas
Prefessional Orgeatiing

it g V. Com Fromem Wiy Tn B

amazingspacesprofessionalorganizerscom § (©

B | L

[ | @) TEAMSTEARMAN

-
N

HERE TO GIVE YOUR CLIENTS
THE OUTSTANDING
HOME LOAN EXPERIENCE THEY DESERVE.

BUYING - REFINANCING - RENOVATING
ALICIA STEARMAN

BRANCH MANAGER
NMLS #337154
10002 FOOTHILLS BLVD SUITE 100
ROSEVILLE, CA 95747
0:(916) 241-8771
C: (916) 256-6486

Dreaming up the
ideal retirement

B is your job. Helping
you get there is ours.

To bearm more about why Edward Jones
makes sansd for you, call my affice today.

Jon Benecke, AAMS®, CRPS®
Financial Advisor

1259 Pleasant Grove Blvd
Suite 150

Roseville, CA 95678
916-865-4616

edwardjones.com
Member SIPC

Edward Jones

MAKING SENSE OF INVESTING
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Edward Jones

Eggleston
Signs & i
Custom Real Estate Signage

Preferred Vendor for many HOA
Communities in the Greater Sac Region

ot Dan Rathburn

916.920.4926

EggSigns@gmail.com
Family Produced All Under One Roof
GoEggStickers.com

Die-Cut Logo Stickers & Magnets
Laminated for Indoor/Outdoor Use

Linda Sobon

Financial Advisor

530.761.8986
linda.sobon@edwardjones.com
400 Plaza Dr, Suite 205.
Folsom, CA 95630

Member SIPC

© Homelight

“We've even saved buyers money, becousa a lot of
times you don't hove to be the highest number to
win the home. What you need are the cash and the

Are you writing the
- Chalea Shang, Homelight Cosh Offer Certified Agent
most competitive offer

possible for your buyers? . uesomeisn comorerprosrom ve

were oble to write stronger offers, thot close foster,
Top agents use Homelight Cash Offer to help their buyers win on their terms without overpaying.”

- Chris Winsteod, Homelight Cash Offor Certified Agent

“We could have gone the traditional financing

Contact your local Strategic Reketionships Manager to learn morae roube for this hona, But | dorit think we would v

been oble to negotiote as weall with the sefler”

= fAdie Dugan, Homelight Cash Offer Certified Agent

Jen Azevedo

jenapsvedo@homelight .com
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Why did you become a real estate agent?

| ULTIMATELY DECIDED
THE NURSING FIELD
WASN’T FOR ME, BUT
% | WAS ABLE TO
L SHIFT MY LOVE

I FOR HELPING

I have always had a love for both home design and helping others
in my community. I saw real estate as an opportunity to com-
bine both desires into a career I absolutely adore. With a more
entrepreneurial spirit, I decided I needed to start my own

business to really achieve the success I was looking for. After

admiring the accomplishments of some of my fellow peers, I OTHERS
decided to take the full leap into becoming a real estate agent, INTO A CAREER
and I've never looked back! | ABSOLUTELY

LOVE!

What did you do before you were a real estate agent?
Before I became a REALTOR®, I worked as an EMT with

AMR while pursuing a nursing career. I ultimately

decided the nursing field wasn’t for me, but I was able
to shift my love for helping others into a career
I absolutely love! Now I get to help my clients

achieve lifelong goals of homeownership!

What has been the biggest game-
changer for you in your business?
The biggest game-changer in my
business has been establishing great
working relationships with new
build communities. A vast major-
ity of my millennial clientele has
shifted towards buying new in this
market. Having those great working
relationships and staying up to date with
all new builds has been extremely helpful

for my business!

Are there any organizations or
charities that you support? How?
As an LEO wife, I have a special place in my heart for our mil-
itary and first responders. One incredible foundation I love to
support is the SSO Spouses and Family Association. This amaz-
ing organization supports the families of our active and fallen law

enforcement officers.

What are your favorite tools, apps or bits of technology?
My favorite apps are Canva and Asani. Canva is the best marketing
tool out there, and Asani keeps my team’s schedule and to-do lists

clear and on track!
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KELLER WILLIAMS REALTY

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.

Why did you become a What has been the biggest game-changer
real estate agent? for you in your business?

I became an agent after catching the  Creating our Instagram account,

vision from my father-in-law, who Toomeysellsac, has been the biggest game-
has been an agent and real estate changer by far. People spend on average
investor for the last 30 years. My over two hours a day on social media. Our
wife and I started dating in high goal was to create a fun, personal, and

school, and I always found his busi-  inspiring page that would keep Liz and
ness fascinating and exciting. Liz’s I “top of mind” when someone thought
grandpa was a life-long real estate “real estate.” We post content-related B
agent in the Granite Bay/Roseville videos on our “Give it Toomey straight”
a;g’ea his entire life, so L};/z and I series, do walkthroughs ofbe};utifulg FOR CURRENT PRICING OR TO GET STARTED,
. . . . CLICK OR CALL TODAY:
are third-generation real estate homes in our local market, and give &C O
experts! Though Liz is a licensed advice and daily stories of the things

agent, Liz has taken more of a back-  that happen in the life of an agent that PROFESSIONAL TC SERVICES

seat role these last few years as our ~ might be beneficial for a future buyer/

family has grown. She is still very seller to know about. This account Reduce Investing Fears USiIlg Asset Allocation
9

Scasons Chan

much so involved on the backend of  allows us to share our expertise with g(\
What is it Asset Allocation: All investments carry some level of risk, asset allocation Crearive Splurions

our business, and loves interacting our Community, and for our SPhere to spreads your investments across various asset classes. This means, you won’t have all ’
with our clients! enter into our WOI'ld, usually with lots top performers all the time, but yqu 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.
of laughs along the way. We don’t take
g g Y- Three steps to get started:
What did you do before you were ourselves too seriously, but we take pro- « Define your goals (Purpose of the investment)
a real estate agent? viding superior service very seriously. * How much time (Time Horizon)

I was actually on staff with a high- * Define tolerance for risk

Over time these needs will change.

Consult with an advisor on a regular basis!
IH |

school outreach ministry called What are your favorite tools,
YoungLife. My wife and I met in apps or bits of technology?
high school at this club, and after My favorite app by far is HomeSnap. It essentially

we became leaders for the next 10 works like Zillow or Redfin but is in direct partner-

years serving Oakmont and Granite  ship with our local MLS, Metrolist. My clients love it

Bay High School. YoungLife is a because we can send homes right within the app in an

very relational ministry. The lead- iMessage type of thread, and holds a record of all the

ers meet with the kids at football houses we have sent. I actually received an award from

games, take them out to Taco Bell HomeSnap for being an agent that utilizes and pro-

or Chick Fil A, and take them to duces so much from it. On the listing side, I love using

the best camps in the world! We the Chicago One App. It is an app from Chicago Title Personalized Gift Baskets

had a motto which stated, “Kids company that gives very detailed net sheets on what & Products for Closing Gifts

don’t care about how much you the seller will make after the close, after all closing .

know until they know how much costs. | am surprised that many agents do not really Jake M. LaFond Financial Advisor Front Door M'ats * Engraved CuFtlng Board
. . . . CA License: #0H39908 Utensils @ Coasters e Shirts

you care.” Liz and I applied the know what the closing costs will be when asked by the 916-218-4406 * jakelafond.nm.com Aprons e Dish Towels ® Wine Boxes

same relational model to our seller. The seller always wants to know, “What is the P

. C e« . L. I . ...just a few of our amazing line of products we can customize.
business. Our tagline is “Turning check I am picking up at the close?” This app is

dvisor of NMWNIC.

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

le in al states. Not all Northwestern Mutual

Transactions Into Relationships.” the bomb for that!

ussed on this website. Not all products and services are av;
their dvisor of NMWMC

one ormore of
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PEOPLE
LOVE US

TERMITE AND HOME SERVICES

o AF

Termite Iné'ﬁmrea

Our main goal is to provide world-class service and top-notch termite inspections that are
clear and concise. It would be our pleasure if you choose us for your next termite inspection!

Why Wait? Book Your Inspection with Us Today!
916.265.5300 - unitedths.com
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MAKING SENSE OF YOUR
INSURANCE NEEDS

FARMERS

INSURANCE

| am proud to serve the
Greater Sacramento area
as your local Farmers® agent.

| work to ensure that each
of my clients are educated
on your specific

coverage options.

Cristi Rodda
916.428.4520

crodda(@farmersagent.com
We Are Farmers

BB

[mn

ALVARE/Z

RE/MAX GOLD

Why did you become a real estate agent?
Coming from a family with over 45 years in real estate (my mom in
title and escrow industry and dad a REALTOR®), at 19 years old my

parents encouraged me to get my real estate license. It was 2009 and

the bottom of the market, and I saw it as an opportunity because the

market was only going to appreciate from there. The rest is history!

What makes you different from other agents?

Well, 'm a 32-year-old that manages/leads a highly productive
300-million producing office for RE/MAX Gold. I’ve chartered
a National Women’s Council of REALTORS®

chapter to our local area whose mission is “
to advance women as professionals and | WORK
build leaders in business, the industr,
iy Y A LOT,
and communities we serve.
BUT WHEN | NEED

How d A MOMENT OR

°Wk/|_‘f’ y:“Ima“‘:ge TIME TO MYSELF,
"A"°’h e balances . . | TAKE IT, AND

s the years go on, I get better an | DON’T FEEL
better at this. I work A LOT, but when GUILTY

Ineed a moment or time to myself, I take
it, and I don’t feel guilty. I feel I am always in ,’
balance, and when I feel overwhelmed or out of

balance, I shut down and disconnect for a few

and give myself time and then jump back in. 3
Since I began my working-out schedule, that o it
has really kept my stress levels in check! & S

What are some of your goals for this
year? (Personally and professionally)
Fifty transactions, hire 100M to

———
f

Folsom office, work out six days a

el P P R
o

week, follow macros six days a week,
complete broker license, host three
client appreciation parties, attend
two business development events/
seminars, read five pages from any
book weekly, visit my two nieces

and nephew at least once a

quarter, attend Cubs’ Opening >> 2 5 un d er 3 5
Day game and one other home

Photos and Cover Photos by:

game during the season. Olha Melokhina Photography

Fowimam i R R R,

k]

p.-r.tnrrf"""‘*'.‘

Are there any organizations or charities

that you support? How?

Yes, Founding President for the Women’s

Council of REALTORS®, which is a not-for-
profit organization. And

I am also a court-ap-

pointed child advo-
cate for CASA of El
Dorado County.
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SUMMIT FENCE INC' The Genuine. The Original.

jA\J][L LT LT T Y s 222 20008

GOOD FENCES MAKE
D A V I S Goo D NEIG HBO RS. “Don’t Be Fooled By Our Competitors. Look For The Ribbon!”
NAVIGATE REALTY

»» 25 under 35

Photos and Cover Photos by:
Olha Melokhina Photography

Overhead Door Company
of Sacramento’, Inc.

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

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

Why did you become
a real estate agent?

Homeownership and real estate, in

general, is a foundational piece to
wealth, and as such, helping peo-

ple achieve their real estate goals

led me to pursue a career in this

industry. —
We service all 6756 Franklin Blvd.
What did you do before you BRANDS Sacramento, CA 95823
were a real estate agent? WWW.OHDSAC.COHI
Before becoming a REALTOR®,
I was an assistant store manager \ \ /| /|

“ gr} for Safeway Inc. 916-365-3006 // summitfenceca.com
&' What are some of your goals for this

year? (Personally and professionally)

My personal goal is to add multiple units
to my real estate portfolio and purchase at

least one out-of-state Airbnb.

How do you manage wor.k/Iife balance? c D N S T R L' E T I D N

Very carefully and intentionally
LICENSED & INSURED // CSLB LICENSE 1056036

66

HOMEOWNERSHIP
AND REAL ESTATE,
IN GENERAL, IS Specializing in residential
A FOUNDATIONAL makeovers from kitchens to
PIECE TO WEALTH, bathrooms and additions, we can

AND AS SUCH, HELPING turn your dreams into reality.
PEOPLE ACHIEVE THEIR

REAL ESTATE GOALS LED

ME TO PURSUE A CAREER 9]6.205.37"‘5

IN THIS INDUSTRY. wolffconstruction.com

VIEW SOME OF OUR PROJECTS!
@wolffconstruction [ @wolff construction

Built with Integrity.
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HIGHBAUGH

REALTY ONE GROUP COMPLETE

Why did you become a real estate agent? What are some of your biggest dreams,

To be honest, being a REALTOR® was never part of aspirations or “bucket-list” items?

“my plan.” I lost my husband almost four years ago, Once I really got into real estate, I started dreaming big!
and my entire world turned upside down. I took several —There are so many avenues you can go in real estate. I
months off my then job, running my dad’s towing com-  feel very fortunate to be so successful in this industry,
pany, and after he decided he wanted to sell the busi- and I would love to share my knowledge, mentor new
ness, I knew I needed a change. What the change was, agents and eventually have a team of my own.

I didn’t know. I was at a birthday event, and one of my
friends came up to me and said, “YOU NEED TO BE IN  What are some ways that being a millennial is an

L A U N c H s P Ec IA L TP REAL ESTATE.” I hadn’t really thought about it, knew advantage for you as an agent?
: nothing about it, but was always intrigued Social media is a huge advantage for being a millen-
d nial REALTOR®. We live in a world of technology,
Me ntlﬂln RP] DD 'DI'I Vﬂu r f'IEXt bﬂﬁkl ng : friends get into rentals. A little time e and millennials grew up right in that tech era
t° CIﬁim Yﬂl.l]' $100 CI’EdIﬂ ) = : went by, and I am still in limbo with .

my life, I saw one of my girlfriends a

by the RE shows. I was always helping

where we can navigate all aspects of the social
media world. I capture so many new clients
few weeks later, and she said, “WHY
ARE YOU NOT IN REAL ESTATE
— YOU WOULD BE PERFECT.”

This is now twice someone has

just on Instagram alone. I have just recently

ventured to TikTok, and I had a new client

from LA call me and tell me she found me
through one of my TikTok videos that

mentioned this in the span of a had a #SacramentoRealtor, and

month. I thought, I have

nothing to lose, sounds

o N
we just closed on her home

a few weeks ago.

fun, but again, I knew

nothing. So I went to v What does “success”
s L:,;.J i/ h:-; - (s | school, passed the : " % * mean to you?
Ii"ﬂTEﬂ ' : .- B r.-. _- ' State exam, and _ ' i -_\. . Success means that I am
E v " "“% {'J ; E"; E - N five months after : i '. : " ‘%, happy in my everyday life
BY AN M\'BEFEHEEHT o \ that conversa- g g " " % hile being able to sup-
LAB! " . :— tion I was now : ," , 333 ' port myself. Losing my
» Fast & Easy ﬁ | a licensed i e = ._.‘:_1_"1 husband was the hardest
Online Ol‘dering N ¢_nl1"" REALTOR®. £ ' thing I ever experienced,
" $1 0 Million E&O Insured ‘5& I did my first Inever knew if I could
= deal two feel happy again, and I

« If you Don’t Close,
You Don’t Pay

+ Tail Wag Guarantee!

months later, seriously can honestly

and I have never

looked back. I am

say that I live every
day so happy and

. e yNHD.com so grateful for those grateful that this
s \ 11 F . . . !
£ ) - [ -"| §1 4.2922 two friends that pushed 'me career is my JOB
— “_ _.E — and knew I would excel in Not many people
this career. I was made to truly love the work
be a real estate agent. they get to do.

THE WORLD'S LEADER IN NATURAL HAZARD DISCLOSURE REPORTS
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RE/MAX GOLD

Why did you become a real estate agent?

It’s in the DNA! My father migrated to America at a young age with
nothing in his pocket. He started his real estate career and retired in F . ' {f
2005. Growing up, real estate was in my blood as I learned from him /
throughout the years. I started my real estate journey in 2014 after
graduating college at San Jose State University. I always wanted to

be my own boss, and with this career, you definitely are.

What'’s one challenge you’ve overcome in the past? |
What’d you learn from it? _' )
To leave a company I worked extremely hard for, for seven years
of passion. I knew that I would always hit a ceiling, and when I

did, it was time to move on and start my real estate career.

What are some of your biggest dreams, aspirations,

or “bucket-list” items?

To open my own brokerage, different than the norm. It would be
an attractive one, with lots of amenities: half-court basket-

ball, air hockey, ping-pong table, and so on. One that offers
great service and energy to not only the agents but to

clients as well.

What does “success” mean to you? —
If I make my clients wealthy through real estate, then .
I am a successful real estate agent. Success to me is

living a lifestyle by working less for not me, but for gener-

ations of my family to come.

What has been the biggest game changer for you in your business?
Being the Sacramento Kings Athletes and Staff preferred real estate
agent. I have helped over 50 athletes and staff of the Sacramento
Kings over the last five years. I also have helped

athletes in the NFL and UFC.

GG

IF | MAKE MY
CLIENTS WEALTHY
THROUGH REAL ESTATE,

THEN | AM A

What are your favorite tools,
apps or bits of technology?
Instagram, Calendar App,
and HomeSpotter.

SUCCESSFUL REAL
P» 25 under 35 ESTATE AGENT.
Photos and Cover Photos by:

Olha Melokhina Photography ”
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More than your average TC Company... Real Estate Aid, LLC
Escrows

« Video introductions

- Calendar invites

- Tax email following year
- and more...

Why) us?

Licensed* C.A.R.Certified TC Short Sale Certified*
Zipforms Certified Forms Trainer  NEW 2021 CA RPA
& Related Forms Certified
Over 800+ transactions closed!

Experience in Bay Area, Sacramento Area, Wine Country,
Tahoe Area, and more...
5-star Reviews!

*Doesn't apply to all team members

916-896-9890
COV\tﬂ' Ct NS Help@RealEstateAid.net

Follow us on social media
@ instagram.com/ka.realestateaid

Listings

« Scheduling of turn vendors

« Scheduling of inspections

- Early collection of disclosures
« and more...

Licensed TC- Kristina Adragna
Certified TC- Tosha Ochoa

0 facebook.com/realestateaid m linkedin.com/in/arealestateaid

36

MORTGAGE CENTER

Benjamin. Androvich

SENIOR MORTGAGE CONSULTANT
DREO1873018 NMLS 121231

EXPERIENCE

MATTERS.
Efficiency. Integrity.
Attention to detail.

916.955.8287
916.209.8698
benandrovich@gmail.com
ben.afc360.com

1424 21st Street
Sacramento, CA 95811
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WHERE EXTRAORDINARY SERVICE IS

SECOND NATURES
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HEADLINES OF INFLATION ARE EVERYWHERE

Ideas to fight Inflation using a
Reverse Mortgage:

Create additional tax free sources of income such as a monthly payout
or a line of credit so that you have more available money each month. o

Eliminate monthly payments like your mortgage P&l payment or
other debts to free up cash for your budget®.

Purchase a home and have no required monthly P&l payment*
s0 that you have more money for other needs.

Contact me if | can be a solution for your seasoned clients

.916.223.8869

LIZ ANDERSEN 3000 Lava Ridge Court $ AMERICAN PACIFIC

Rl Sed-naads _ Suite #103 REVERSE MORTGAGE GROUP
Account Executive Roseville, CA95661 /150550 . i

R g o n
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MAHRLE

EXP REALTY OF

CALIFORNIA INC.

Why did you become a

real estate agent?

I fell in love with real estate when
I was about 12 years old and my
parents were searching for a new
home. At that time we only had
printouts to go off of and went

to look at homes solely based on
location, size, lot size, and number
of bedrooms and baths! I looked
forward to skimming through

the new houses listed each week!
After I graduated from SDSU
with a Business degree, I decided
to get my real estate license. It
was an easy transition for me to
move back up to Sacramento and
hang my license since my brother
already had about five years under
his belt as a local loan officer! I
spent my first months as a licensed
agent in his office learning the
loan side of things. To this day,
my brother and I do most all of
my buyers together! The time lost
when I lived in San Diego was

quickly made up for.

What did you do before you were
a real estate agent?

T have always been in sales! Before
becoming a licensed agent I worked
as a membership manager at the
24-Hour Fitness in La Jolla, CA.
Living in San Diego is expensive, so
I also served at a bar on the beach,
Wavehouse. I made lifelong friends
in San Diego, but Sacramento is my
home. I have loved being back the

last nine and a half years.

What are some ways
that being a millennial
is an advantage for

you as an agent?
Technology!

I am computer savvy

to a current extent,

and that is very

helpful to make my

job easier and provide

a better service to my
clients. Social media is
also a very helpful mar-
keting tool and to remind
new and old friends what I

do for a living.

What is your favorite part of
being a real estate agent?

I am competitive... I love the hunt
and “kill”! I like to get to know my
buyers’ life and what they are look-
ing for. I think outside the box and
get creative about finding a home
that they may not have thought
about. Getting that offer accepted
and closing that escrow is the best
feeling. I went to school for Business
with an emphasis on Marketing and
Communications. I love marketing a

property for sale and using that degree!

What are some of your goals for this
year? (Personally and professionally)

I really want to hit the 20-million mark
on my production. With price increases
and a beaming business, I believe that

goal is very obtainable.

| AM COMPETITIVE..
| LOVE THE HUNT AND “KILL"!
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Skate into Homeownership with
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Photos and Cover Photos by: ’
Olha Melokhina Photography . INDEPENDENT MORTGAGE CORPORATION
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o
Why did you become a real estate agent? What'’s one challenge you’ve overcome in z s th e

I love working for myself, rather than a corporation or other the past? What’d you learn from it?

job. I'love putting in the effort and seeing the fruits of my labor. One challenge I overcame is practicing to

I also really enjoy seeing families accomplish the American not give up in hard times of real estate.
dream of owning property. You have to dig down and keep on working

hard and only take each loss as a lesson.

What did you do before you
were a real estate agent? What are some of your biggest dreams,

I worked for a global security ~ aspirations or “bucket-list” items?
called Honeywell Global. I would love to go to Europe again. We
I sold security systems to went to Italy a few years back, and there
federal buildings, local PDs,  is so much history. One of my biggest

banks, and casinos. dreams is to move to Hawaii in my life-
time. I love the islands, the weather, and

the amazing landscape.

Are there any organizations or
charities that you support? How?
Lincoln Potters Baseball Team
Lincoln Girls’
Softball Teams
Lincoln Elite
Basketball teams
William Jessup
University
Hands4Hope Youth
Making a Difference

Ilove giving back to my

.-n"."“‘-,
LUCIA LENDING TEAM
f-bft:,w were T wallfers

community.

What are your favorite tools,
apps or bits of technology?
Realtyzam app for tracking
expenses for my business.

Triplog app to track when

I drive for business.

CamScanner app to convert

pictures to PDF files.

Game-changers!
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of Placer County

Learn more at
casaplacer.org
530-887-1006

IN THE LIFE OF A LOCAL
FOSTER CHILD,
AT-RISK YOUTH, OR
STRUGGLING FAMILY

Volunteer Today!

Sponsored by Nick Cunningham & the PointEquity.com Family
Point Equity Residential Lending, NMLS ID 1404205
925 Highland Pointe, Ste 330, Roseville CA 95678 | 916-248-4620

MORTG

ointequity

wilertdss

Warmly Modern, Luxurious Interiors

kitchen, Bath, Home Renovation
Mew Home Planning
Custom Furnishings

PEPPERJACK

esto | GMEFIOFE | 2005

Greenview Dr. El Dorado Hills  Photo: Peppertack
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WA

Why did you become a real estate agent?

ALLISON

From my background of working at my family’s senior care facility for Dementia and
Alzheimer’s, I found a gap in how people were being taken care of when transitioning from
their house into a senior care home, so I wanted to be that change. I saw the need to be the
helping hand, shoulder to lean, and reliable friend every step of the way during that
fragile time in their lives. Little did I know, the moment I got into the business,
5, Lfellinlove with clients of all ages!

KELLER

A =
o ol
B i/ 3

f

What did you do before you were a real estate agent?
Ijust got my BA in Communication from the University of CA San Diego.
My family owns a board and care home for the elderly with Dementia

and Alzheimer’s. I was the administrator for the facility while explor-

-\
\

ing options of hospice case management and patient advocacy to

find my lane helping others.

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

| What’d you learn from it?
Being passive and not truly knowing the respect and

love that I deserve. As I have grown, and surrounded
W myself with others that uplift me, I have found my
voice to know where I stand and have my standards
that are unshakable.

What has been the biggest game-changer for you
in your business?
Joining the MORE Real Estate Group. The day
I signed on with Keller Williams and partnered
with Brian Martell, Ricky O’Neal, and Shelby
Ryburn, my life changed immediately. I was able
to learn more about myself and very clearly
define the reason why I work hard, which
gave me a clear path to setting future goals
and most importantly having the support
and plan to get there. We are more than just a
real estate team, we are a family that focuses
on giving back to our community, and coming
from contribution. That culture is through our
bloodline. We learn together, grow together,
and build lifelong habits together. And my
personal favorite — we divide the pain and
triple the joy in life.

What are your favorite tools, apps or
bits of technology?
Brivity is the best CRM; that is what we use for everything.
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FINKEL Storage Solutions

EXP REALTY OF CALIFORNIA INC.
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THE BIGGEST
GAME-CHANGER
FOR ME HAS BEEN
SURROUNDING
MYSELF WITH THE
RIGHT TEAM.

4

Why did you become a real estate agent?

I became a real estate agent because I love meeting new people,
Ilove seeing all the different houses and neighborhoods, but most
importantly I saw it as a career that would allow me to live
comfortably and be able to be an integral part of my family and

future children’s lives.

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

The biggest challenge I have overcome in my life is get-
ting diagnosed with cancer at 24. Now, 11 years later, it
has helped show me to not take life too seriously, that
adversity is just a speed bump in the road and can be

conquered, and to live each day exactly how I want to.

What are some of your biggest dreams, aspirations or
“bucket-list” items?

My biggest dream is to start a family with my beautiful wife.
Other dreams/bucket list item is to travel as much as possible.

It would be awesome to go to every country in the world

What does “success” mean to you?
Being able to live out the life I've imagined in

my head is what success is to me.

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

The biggest game-changer for me has been
surrounding myself with the right team. From
my preferred lender to my preferred inspec-

tions companies. Having the right people that At Closet Gallery, we specialize in helping you simplify and organize your

CUSTOM STORAGE CAN: home. Every home has different needs and every homeowner has a

- Offer More Storage Options different style. Closet Gallery collaborates with you to design the perfect
solution for your lifestyle and budget. Whether it’s your home office,

. Reduce OUtSide C|Utter master closet, a kitchen pantry, your garage, a we can create custom
- Make Home Organization Easier storage solutions for all your needs. Offering the highest quality

. materials and hardware you will find a wide range of product options
- Create a More Functional that will suit your specific style. Potential home buyers often look for

are as focused and like-minded puts your cli-
ents at ease and makes the whole process easy.

This in return creates many referrals.

How do you manage work/life balance?

I manage work/life balance by being extremely orga-

Use of Space good storage options within homes and having a custom built office

nized. I have many systems in place that allow me to get

. . . can give your clients” homes a competitive advantage.
through my work in a quick and efficient manner. Secondly, not & y p &

stressing over everything. There are many things out of our control

in this business and the quicker you realize that the quicker you can

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

let things go that are a time suck.
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g ALEX S CARPET CLEANING SERVICE

alexscarpetcleaningservice.com

916-225-0038

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.

RELIABLE e iy,

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

ﬂ @alexscarpetcleaning

JAMIE RICH

House Real Estatea,
Masters Club Life Membaer

S CLIENT'S BE: rT
|' HE -'-'l.Hf l LOOK FORWARD
KING WITH HIM :\[}AFH*

MNKMLS #6186
Licensed CA, NV, OR, WA, MT, FL, AZ, WY, TN
2281 Lava Ridge Ct., Ste. 210, Roseville, CA 95661

neal.smith@financeofamerica.com
N Ks www.nksfinancial.com / 916.907 .6513

Fid A El AL
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Why did you become a real estate agent?
To help my family business and use my degree I earned at the

University of San Francisco. I majored in Entrepreneurship and
Innovation. My mom was an agent at the time selling 30-40

homes a year, and this year we’re both on pace to do 100 units

each and our team will do 250 units as a team.

What’s one challenge you’ve overcome in the past? What’d
you learn from it?
Fixing the family business. It was a constant struggle and bat-
tle, but we got it done. Our family will be doing 200 units as
a family together this year. I learned that personal gain and

success aren’t everything if your family doesn’t win together.

What are some of your biggest dreams, aspirations
or “bucket-list” items?
Sell 100-150 homes for 10 years straight. This year will be about
80-100 homes. But it’s my plan from 2023 to sell 100-150 homes a
year, 10 years straight.

What is your favorite part of being a real estate agent?
Making it look easy for my clients.

What makes you different from other agents?

There are only so many agents that do 80-100+ transactions that
know how to use social media and home search websites to the
homesellers’ advantage to get the highest price sold.

What has been the biggest game-changer for you in your business?
Having my girlfriend and future wife, Hilary, run my operations,
brand, and marketing so I can focus on selling homes and finding

more people to sell homes to.

What are some of your goals for this year? (Personally

and professionally)

Professionally: Help 100 homesellers and homebuyers get into con-
tract to sell or buy homes and close in the year 2022.

Personally: Be healthier.

| LEARNED THAT PERSONAL GAIN &
SUCCESS AREN’T EVERYTHING IF YOUR
FAMILY DOESN’'T WIN TOGETHER.
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# Estate Planning ' ’L.;

& Special Needs Trusts
Why did b | estat ? What are that bei B o .
) y did you ef:o'me areal estate agent : .50511e ways that being P Settlement Planning THE BEST SOURCE FOR FAST AND
.. Real estate is in my blood. I grew up a millennial is an advantage ACCURATE ROOF INSPECTIONS
*  with a family that worked in real for you as an agent? # Probate

estate. My dad owns a construction I was just called “new-agey” by a & Ck)nservatorships

L , and eteran agent that I work along- ey - A Inspections & Estimates
4 company, and my mom owns a veteran ag ricalong & Trust Administration P
[ property management company. side with. Technology is chang- Certifications & Warranties
jl I went to SDSU and majored in ing the game. There are new Repairs & Replacements

real estate, so I could get my innovative ways of doing things,
Residential & Commercial

(l ()\\'I I{ Pitched & Flat Roofs

%
- i broker’s license out of college as  and I think it’s easier the younger

> abackup plan (who wants to do  you are to adapt. The millennials

what their parents are doing?).  are also going to be a huge por- ]
Through the process, I grew a tion of our buyers. Being able to LAW
new appreciation for real estate and  relate/understand their goals and 6207 S. Walnut SL. Suite 400 | Loomis, CA 93630 91 6 - 222 - 6 688
saw a whole new side — commercial. desires will allow for the oppor- aclower@clowerlaw.com | www.clowerlaw.com | 916.652.8296

was fascinated by development and have  tunity to connect relationally and

always had a love for numbers/econom- help them achieve what they are

ics, construction — all of'it. It wasn’t setting out to do.

| Let us set the stage
until I worked at a large corporate com-
mercial real estate ﬁrgrn (fof ayear)did  What makes you different Let us ta ke for your | i sti ng s!

I realized how much I wanted to work from other agents?
for myself. I wanted to be in charge I came into residential sales t h e h ass I e " _
of my destiny and grow faster than my already having a lot of overall — - -
surroundings would allow. It was because real estate experience and deep o u t Of yo u r
of my property management background knowledge of real estate. I come
that I was tasked with the job of manag- into this at a young age as a pa pe rwo rk =
; ing the owner of the company’s personal career, not a side hobby which
o rental properties. Knowing I think a lot of people do (which 5% OF|I=
s i ‘ ‘ T had a broker’s license is GREAT, but what makes me AND $100
. I (with no sales expe- different). I have also been my We bring knowledge REBFOE:::L
i rience), she tasked own broker for nearly 10 years. and experience along with BRI e
:' REAL ESTATE me with micro- I have had nobody to go to solve a dedicated team to help Srodcers
. ISIN MY BLOOD. managing another my problems — I have had to our clients build asuccessful Attract more buyers and get higher offers.
| GREW UP WITH A experienced agent figure it out. Not only have I real estate business.
FAMILY THAT WORKED to sell her Fab had to for myself, but the agents
IN REAL ESTATE. Fortys home. It was  that work under my brokerage.

through this experi-  That should be my title — Chief
” ence that I truly saw Problem Solver.
what goes on behind the

scenes and fell in LOVE with What are your favorite tools, . SVadE vT?‘) | i
apps, or bits of technology? , O(’ l (‘ e HAL LWAY S TAG I N G

residential real estate and saw that my skill
CANDICE KULP

set was a great match for it! Now here I am, Working on building out Realvolve. LICENSED & INDEPENDENT 916.500.2206 - HallwayStaging.com
10 years later. Ilove Canva and Flodesk! TRANSACTION COORDINATOR i i i

916-412-6848 o Check Out Our Projects on Facebook
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Why did you become a real estate agent? NAVIGATE

Initially, it was a yearning for something more and time/freedom to be home with our

l-year-old at the time. The switch from working for a CBS company using my degree in Sport REALTY
Management was sparked by a few friends and those in the industry suggesting I would be

great at real estate. It’s ever-changing, I get to educate and lead, problem-solve, advo-

cate and build rapport locally, all things I have been passionate about and am

innately natural doing.

What are some ways that being a millennial is an advantage

for you as an agent?

The leverage of being confident using social media and technologies
to do the day-to-day and bring personality into the industry has
been pivotal to our success in this career. People, whether they are
or are not transacting or even ready to buy or sell are fascinated
with behind the scenes and being up to date in “real estate” so
doubling down on sharing the details and such that other

agents have been conditioned to keep quiet (the losses,

the lessons, the hard times, the shock factor details

we find during showings and inspections, etc.) make

it easier to relate with folks and also expand a

referral network through social media.

What makes you different from

other agents?

I have purchased and sold (personally)

every two years so outside of doing this
professionally, I am empathetic to know

what they’re going through and not immune

to the frustrations, concerns, questions, and
stresses that come up when someone is buying
or selling. I feel that brings a dynamic to the
experience that other agents are so far removed
from so it helps me to connect on such a different
and real level with my clients that ensures it goes

beyond the transaction and is an authentic connection

we are making while we move through the stages of an

escrow and beyond.

What are your favorite tools, apps, or bits of technology?
DESKTOP: Canva for content creation, Instagram for build-
ing rapport and notoriety in the industry and connecting on a
personal level.

APPS: Real Scout, HomeSnap and Follow Up Boss for business
operations + Apple Podcasts or Spotify.
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Why did you become a real estate agent?

It happened by accident, and once I started, I instantly
fell in love. Helping my clients achieve their dream of
homeownership is second to none. This career allows me
to create lifelong relationships and provide a good quality

of life for myself and my family.

What did you do before you were a real estate agent?

I worked as a produce clerk at Raley’s while attending
Sac State. I also coached high-school football and worked
for the City of Rocklin Parks and Rec doing sum-

mer camps with the local kids.

What are some of your goals for this
year? (Personally and professionally)
A few professional goals of mine
are to increase my production,

make masters again and build a

networking group.

A few personal goals are to own my first investment
property, travel to Europe and play as many famous

golf courses as I can fit in.

How do you manage work/life balance?

T have an amazing group of people in my life that help
keep me accountable. Signing up for coaching has been
life-changing for me in both my business and personal

life. Sticking to my calendar has been huge for me as well.
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HELPING MY CLIENTS
ACHIEVE THEIR DREAM
OF HOMEOWNERSHIP

IS SECOND TO NONE.
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Sucrumento S Premlere Home S’ragmg Compa

Prepurmg your hnme to standout in the Real Estate Market

www.premierehomestagingllc.com | 916.300.0402 (call/text)
info@ premierehomestaginglic.com

Owner at Premiere Home Staging

CERTIFIED PUBLIC
ACCOUNTANTS
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Dona L Rlolo CPA

For ideal personal and
business financial planning,
contact us today!

(916) 771-4134
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DID YOU HAVE AN INSPIRATION GROWING UP THAT

HELPED CURATE YOUR PASSION TO PURSUE A CAREER

IN PHOTOGRAPHY?

1 just love photography and art. You know, like every
parent, my parents wanted me to be a doctor, but my
heart was not there. Photography and graphic design,
it was something that I really liked and was passionate
about. I got a degree in graphic design from a univer-

sity in Ukraine, and photography was a part of it.

HOW LONG HAVE YOU HAD YOUR BUSINESS?

So I started photography before I even moved to the
U.S., and I've already been in the United States for 13
years, and that’s when I started doing photography
part time here. I've been doing full time for about
seven years now. I was working with a magazine as a
graphic designer and was working with writers to put
everything together, take it to design, and then take it
to print — that was my job.

THROUGH YOUR CREATIVE LENS, WHAT WOULD YOU

SAY IS THE MOST IMPORTANT THING TO CONSIDER WHEN
PLANNING A SHOOT?

For a shoot to be successful, you have to think about
every single detail. And after we accomplish the look,
the outfit, the location, then I'm thinking about light
because, you know, some situations you have to do
drama light, and then some situations you need to do
soft light. That’s why my light is never the same because
it depends on the feel I want to accomplish and the look
I'want to accomplish. So self-confidence, teamwork and

a lot of preparation are what make any successful shoot.

DO YOU HAVE A SPECIALTY?

Right now my favorite is personal branding and cor-
porate branding. Every business, every person, needs
personal branding right now, like real estate agents
for example. They all need the personal branding to
showcase who they are and what they’re about, show-
ing off their media presence. Nowadays it’s all about
branding yourself, like for me, my personal branding
is like color and stuff, my logo, and photos that reflect
personality. It’s all about details.

WHAT SEPARATES YOU FROM OTHER PHOTOGRAPHERS IN THE
AREA? WHAT SETS YOU APART?

First of all, it’s a vision, how I see things. Different peo-
ple see differently; like we can see the same stuff, but we
will all see it very differently. I am really specific. My
photos are bright, real — I don’t do any crazy photo-
shop, I do photoshop to enhance the beauty but not to
create something totally different. I would rather go and
fix something on the model in the moment than fix it in
photoshop later, you know? I will fix everything before

I touch the camera. I have attention to detail, and I do
really specific editing — that is more my style. I want

all of my photos to be classic. I see photos that I did 10
years ago, and they are still up-to-date because I do clas-

sic colors, classic poses, you know, everything is classic.

WHAT HAS BEING IN THIS INDUSTRY TAUGHT YOU? BOTH PER-
SONALLY AND PROFESSIONALLY?

Be kind to people and be patient, because you never know
what someone is going through. You never know why the
person is coming to you for a shoot. It might be for a busi-
ness reason or it might be to boost his or her confidence,
it might be the person going through something and so
they’re coming to you for something specific. It’s not
only photography, it’s a psychological thing. You have to
listen to people and hear them. I like listening to people,
and hear their stories. I love to meet people and create
amazing photos for them. And

also, not everyone likes to be

in front of the camera; some ‘ ‘

people actually hate it. Some

people need to do it, like for

personal branding, updating

their headshot or another

reason. The fun part is usually

after we finish and the person

actually loved it and had a good

time — changing their mind is

the fun part. Some people don’t

think they’re beautiful, so I love to change their perspec-
tive on themselves, just to show them how beautiful they
are. I just capture who they are and how beautiful they
are. I want photos to reflect their personality. It’s not

about my photography, it’s about people and their photos.
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Are you familiar with reserve mortgages? As
Bankrate defines it “a reverse mortgage is a way
for homeowners ages 62 and older to leverage
the equity in their home.” With a reverse
mortgage, a homeowner who owns their home
outright — or at least has considerable equity to
draw from — can withdraw a portion of their
equity without having to repay it until they
leave the home. Borrowers are able to use part
of their home’s equity as tax-free income.

Why should real estate agents care? While
reverse mortgages offer a financial cushion to
seniors who qualify and want to stay in their
homes, a reverse mortgage can also be used to
purchase a home. “There are a few types of
reverse mortgages. One that all REALTORS
should know about is called H4P, or The Home
Equity Conversion Mortgage (HECM) for
Purchase (H4P), which allows borrowers who
are 62 and older to buy a new primary
residence and take out a reverse mortgage or
home equity line of credit in a single
transaction” explains Shelby Elias, owner, and
broker at United Wholesale Lending. “H4P
reverse mortgages are a great way to assist

clients looking to move into their dream
retirement home or downsize to another
area. With H4P loans, the buyer receives
funds from their lender to finance 40-50% of
the purchase price and they don't have to
make regular monthly payments after the
purchase is complete. The buyer gets to
preserve more liquid funds in the short term
at closing.”

Shelby spends time with his referral partners
who have a client interested in selling their
home and buying a new home using H4P
financing. “Many agents are surprised to
learn about H4Ps and excited to have this as
an option to bring to their clients who meet
the criteria, we are happy to sit down with
the agent and their client and explain how
the loans work and really determine if they
are a good candidate.” “It’'s another tool in
our toolbox to get people into a home they
love and a financial situation they can best
manage”. The eligibility for H4P includes:
- Resident must reside in the home for
more than 6 months of the year
- Resident must participate in a
homeownership counseling session
- Lender will conduct a financial
assessment to determine the
suitability
« No minimum credit score is required

- Any Federal debt, including back
taxes must be paid

- H4P is a first mortgage on the title at
the time of closing

To learn more about Reverse Mortgages,
H4P, and to get pre-approved, contact
Shelby Elias at:

Website: Unitedwholesalelending.com
Email: Shelby@UWLmortgage.com

Phone: 916-773-5351

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

FIND OUT MORE ABOUT SHELBY ELIAS AND UNITED WHOLESALE LENDING AT:

Unitedwholesalelending.com - Shelby@UWLmortgage.com - 916-773-5351
Follow Shelby on Instagram for practical tips on investment properties: @shelbyelias
NMLS 279051 BRE 01864354
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J O N B E N E C K E Jon wanted a career like financial services that would
« ) ) ” allow him to connect with others and help make their
He Zp mng _Pe op Ze Reac;’l The r GOCI, ZS dreams a reality. His father wisely emphasized the
importance of education, explaining that a degree
By Ruth Gnirk - Photos by Rachel Lesiw — Indulge Beauty Studio . . . . .
would give him a financial foundation. His father also
Jon Benecke is more than a financial advisor, Accredited Asset counseled that gaining /i7e experience would help him
Management Specialist (AAMS®), and Chartered Retirement truly connect with people and become a trusted advisor.
Plans SpecialistSM (CRPS®) for Edward Jones. Jon works one

on one with clients to help them reach their goals. As a sec-

ond-generation financial advisor, Jon is proud to work for the
nationwide firm Edward Jones and appreciates their 100-year
history of making a meaningful difference in the lives of com-

munity members. For Jon, the most rewarding aspect of his job
is the relationships he has developed with colleagues, partners
and clients. Like a great REALTOR®, Jon is here to help people

reach their goals!

Jon’s parents modeled the importance of working hard, plan-
ning for the future and investing in people. When Jon was in
college, his father retired from the military and entered the
world of financial services. He worked for Edward Jones and
genuinely cared about each client, working hard to understand

their short- and long-term goals. His passion showed Jon that

Jon became an Edward Jones client in

1994, and in 1996 he earned a bachelor’s

in Business Administration from the
California Maritime Academy. He went

on to spend the next 22 years in the

international shipping industry in various

leadership and management roles, and

resiliency within me and reinvigo-
rated my desire to learn new things. I
love what I do, and I know that what
I do makes a meaningful difference
in the lives of my clients and their

families every day.”

spent a number of
years at the ports of
Oakland, Long Beach
and Los Angeles. He
also earned an MBA
in Global Business
from the University
of Redlands in 2009.

THE CONNECTION
Jon wanted to give
his previous pro-
fession an adequate
amount of time
before transitioning
into financial ser-
vices. After his father
retired in 2017, Jon

Jon believes

so much in the
work he does,
and the services
he can provide

to clients, that

he has taken on
leadership roles.
He helps with
recruiting and
serves as a coach
for new Financial
Advisors and a
field trainer for
Financial Advisor
trainees. Jon

keeps a pay-it-for-

ward mindset.

made the decision to

join Edward Jones. He became a part of
the Roseville team in January 2018 and
won the Prospecting Award for his high

level of success in his first 12 months.

“I chose Edward Jones because of my
father and the rewarding career that it

gave him,” Jon reflected. “It was both

THE COMPANY

Edward Jones has been serving com-
munities for a century and has been
named a Most Admired Company by
Fortune magazine in 2022 (published
February 2022, in partnership with
Korn Ferry, data as of November

2021). As a partnership, their quar-

Jones business model, which includes
their home office and back-office
support, makes him the sole financial
advisor yet provides support from his
branch team who handle client service
and administrative needs. This allows
him to be dedicated to clients 24/17.

Jon shared that his teammate
Natasha Hansen, who is also his
Branch Office Administrator, does a
great job of keeping things organized
and running smoothly. He said she is

a great calming influence as well.

“Just as a REALTOR® does, we work
one on one with each client,” smiled
Jon, “delivering personal support
from start to finish and helping

them experience present and future
success. We help clients strategize so
they can reach their long-term goals,
like retirement, and short- or medi-
um-term goals, like affording a new
home. We take time to truly listen,
ask questions, and understand their
needs, so clients are able to imple-
ment financial solutions tailored

specifically to them.”

Jon belongs to several organiza-
tions in the Roseville area including
Chamber, Rotary, Building Industry
Association, PCAR and others.

His contribution of time and other
resources allows him to give back to

the community and the great causes

supported by these organizations.

financial services was about more than understanding trends exciting and challenging to transition toa  terly earnings do not go to sharehold-

and investments. different career. It has built tremendous ers. Jon explained that the Edward cee
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| LOVE WHAT | DO,

AND | KNOW THAT

WHAT | DO MAKES

A MEANINGFUL

DIFFERENCE IN

THE LIVES OF MY

CLIENTS & THEIR

FAMILIES EVERY DAY.

79

For Jon, working for Edward Jones

leaves him feeling successful because he
is satisfied that he did his best each day.
He regularly evaluates ways in which he
can improve as a dad, husband, brother,
friend, mentor and colleague. Jon also
believes success comes from being a life-

long learner through

Jon occasionally plays golf with his
father at Woodcreek Oaks, and the
Beneckes see Jon’s parents regularly
for dinner and other events. Jon and
his brother, who lives in Houston,
share a passion for working out.
When they get together, they try to
one-up each other

both education

and experience.

He is proud to have
his own practice in
Roseville and was
delighted to purchase
a home there as well,
a few months ago.

Jon and his wife,
Michelle, have been
together for 21 years
and have been married
for 18. Their daugh-
ter, Skyler, is 13. The
Beneckes enjoy ladder

ball, card games,

in the gym. Jon
has some good
Edward Jones
colleague-friends
within this region,
and spread across
the country,

who inspire him
through their
accomplishments

and shared ideas.

“I enjoy being a
strategic partner
and building rela-
tionships within

our community,”

relaxing in their pool
and going on walks
with their 4-year-old Golden Husky,
Cooper. Jon teased that one of his family’s
hobbies is hanging out with friends and
extended family to eat at some of their
favorite local establishments. Those who
are of age also enjoy the local breweries/

wineries and distilleries.
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Jon said, “and I
look forward to
future events in which Sacramento
Real Producers strengthens exist-
ing relationships and meet new
people. Being able to make a living
helping people is really inspiring
and enjoyable, and it is very reward-

ing to see the joy when a financial

strategy comes together for clients
and they realize the present and
future impact. I am glad to be able to
help people achieve their long-term
and lifetime financial goals through

Edward Jones.”

Edward Jones

MAKING SENSE OF INVESTING

JON BENECKE,

FINANCIAL ADVISOR, AAMS®, CRPS®
Edward Jones

916-865-4616
jonathan.benecke@edwardjones.com
1259 Pleasant Grove Blvd., Suite 150,
Roseville, CA 95678
www.edwardjones.com

SERVICE MATTERS.
EXPERIENCE MATTERS.

Text, call, or email -

however you like to

stay in touch, we'll
make sure you're

never in the dark.

e Loan Status
Monitor - keeps

Placing offers with peace of mind starts with a
complete loan approval and a team of experts by e
your side. Work with a team that understands the Dpdates
competitive nature of this market so you can be  Ateamof
positioned to win!

experts - on a
call to help with
every step of the
loan

18-21 Day Close On: FHA Loans - VA Loans - Conventional Loans - JUMBO Loans | 959

Customer
Satisfaction*
- a proven
track record
of exceeding
expectations

*95% Customer Satisfaction: Data Source: Guaranteed Rate’s Client Satisfaction Surveys (Averaged 2020)

Padi Goodspeed
Branch Manager/SVP of Mortgage
Lending

O: 916-257-9435
www.yourmortgagegirl.com

PADI
- GOODSPEED

YOUR MORTGAGE GIRL

padi@rate.com

querantesd@ll, 2999 Douglas Bivd, Suite 180, Office #118
: Roseville, CA 95661

T s s s NMLS ID: 191659, LO#: AR - 124345, AZ - 1026389, CA - CA-DB0191659, DC - MLO191659, DE - MLO-191659, FL - L096784, GA - 191659, IA - 45366, IL - 031.0070478, IN - 53744, KY - MC753950, MN
- NDMLO191659, SD - MLO.13256, WI - 191659, WV - LO-191659 Guaranteed Rate Inc.; NMLS #2611; For licensing information visit nmlsconsumeraccess.org. Equal Housing Lender. Conditions may apply AR - Lic#103:
Ravenswood, Chicago IL 60613 866-934-7283 AZ - 14811 N. Kierland Blvd., Ste. 100, Scottsdale, AZ, 85254, Mortgage Banker License #090707 CA - Licensed by the Department of Financial Protection and Innovatio
Mortgage Lending Act DC - Lic #MLB2611 DE - Lic # 9436 FL - Lic# MLD1102 GA - Residential Mortgage Licensee #20973 IA - Lic #2005-0132 IL - Residential Mortgage Licensee - IDFPR, 122 South Michigan Avenue, Sui
312-793-3000, 3940 N. Ravenswood Ave., Chicago, IL 60613 #MB.ooos  IN - Lic #11060 & #10332 KY - Mortgage Company Lic #MC20335 MN - Not an offer for a rate lock agreement NC - Lic #L-109803 ND - Lic #MH
#27394BA & 2611BR WV - Lic #ML-30469 & MB-30098



FREE RENTAL
CMA’S FOR
REALTORS

HOW OUR
LANDLORD REFERRAL
PROGRAM WORKS

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
contfract, we'll pay you a referral fee.

VIENN AV// Protect your future sales and earn a referral fee.

PROPERTY MANAGEMENT We handle your client's management needs & point them back in your direction for sales.

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

Our Disinfection
fogging neutralizes
COVID as well as
99.9% of all other
microorganisms
, for up to 60 days

SPECIALIZING IN BOTH
COMMERCIAL AND
RESIDENTIAL CLEANING FOR
MOVE-IN ANDMOVE-OUT
CLEANS, DEEP CLEANS,

Everything will be taken care of, from the
top to the bottom of each room, we will

dust, vacuum, wipe, scrub, sweep, mop,

GENERAL CLEANING. AND o __p, polish and make everything look like it
’ = - .
RECURRING was brand new. We know how pernickety
MAINTENANCE. METICU I_OSITY house hunters can be when they are
CLEANING SERVICE, INC looking for their next home.

(916) 410-4740 ¢ meticulositycleaning.com
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Reduce. Reuse.

Coliforni 201 | | =
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LATE

Recycle

EIAVAAVAIES

Be in the driver’s seat - even when you're not.

The world’s first connected license plate has
You can now digitally connect to your

arrived. Weather proof, DMV legal, & State approved.
car anywhere, anytime, through the Rplate app.

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.

EXxpress.

Express yourself - activate banner messages

reflect your mood, loyalties and personality.

Fascinate.

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

reviver.com



VA LOANS?
FRST TIME HOMEBUYER?

WE ARE YOUR .

£_ HOME LENDING

Nick Street nmuss 996713
916.705.8282 | www.StreetHomeLending.com




