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

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

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

support these businesses and thank them for supporting the REALTOR® community!

AUTO, HOME & 

LIFE INSURANCE

Ted Mausbach American 

Family Insurance

Ted Mausbach

8124 E Cactus Rd St 420

Scottsdale, AZ 85260

(480) 951-5058

www.tedmausbach

agency.com

FINANCIAL ADVISOR

New York Life

Jarod Mills

14850 N Scottsdale Rd 

Suite 400

Scottsdale, AZ 85254

(480) 766-1338

www.newyorklife.com

HOME INSPECTION

Stratton Inspection 

Services LLC

Paul Stratton

(480) 215-7264

HOME WARRANTY

First American 

Home Warranty

Karynn Waas

2411 W Rose Garden Ln 

STE 100

Phoenix, AZ 85027

(480) 760-5623

www.Kwaas.fahwcard.com

INSPECTIONS

Home Team Inspection 

Service of Scottsdale

Tracy Andrews

(480) 546-8040

www.hometeam.com/

scottsdale

Horizon Inspection Service

Dennis Nobley

(602) 859-4333

www.horizoninspection

service.com

MEDIA PRODUCTIONS

Red Hog Media AZ LLC

Lauren Gettman

(208) 870-2334

www.RedHogMediaAZ.com

MORTGAGE

Adrian Webb 

Mortgage Advisors

(425) 658-8600

teamwebbloans.com

Alameda Mortgage Corp.

Matt Askland

(480) 759-1500 x1001

www.alamedamortgage.com

Bell Bank Mortgage

Margo Rockas 

& Laura Painter

14350 N 87th St. Ste 165

Scottsdale, AZ 85260

(602) 451-2844

www.RockasPainter

Team.com

Guaranteed Rate Christian 

Hernandez NMLS 

#1427898, Guaranteed Rate 

NMLS #2611

(520) 264-8696 

xHablo Español

rate.com/christianhernandez

Guaranteed Rate Affinity

Kyle Pugel

4346 E Sands Dr,

Phoenix, AZ 85050

(480) 444-5701

www.grarate.com/

kylepugel.com

Nova Home Loans

John Kean

6245 E Broadway Blvd

Tucson, AZ 85711

(480) 284-3325

www.novahomeloans.com

MOVERS

Camelback Moving

Chad Olsen

(602) 564-6683

www.camelbackmoving.com

PHOTOGRAPHY

Desert Roots Photography

Kristina Ferro

(602) 643-6677

www.instagram.com/

beatybybobina.com

PLUMBING / SEWER

100% Plumbing

Mont Stephenson

17437 N 71st Dr Suite 106

Glendale, AZ 85308

(602) 757-6780

www.100percent

plumber.com

REAL ESTATE MEDIA

Armada Visuals

Tim Correa

(480) 316-3213

www.armadavisuals.com

ROOFING

AZ Roofing Works

Austin Gardener and 

Piper Lindenmuth

(602) 283-3383

www.azroofingworks.com

State 48 Roofing

(602) 527-8502

www.state48roofing.com

TITLE AGENCY

Landmark Title

Kristi Smith

(480) 695-1585

www.LTAZ.com

Premier Title Agency

(602) 818-4115

Kristi Gray 

602-818-4115

Ted Mausbach, Agent
8124 E Cactus Rd Ste 420
Scottsdale, AZ 85260
(480) 951-5058
tmausba1@amfam.com

*Coverages provided by adding the Hidden Water Damage and Equipment Breakdown optional endorsements.

Not included in the base policy. Refer to your policy documents for coverage limit details.

American Family Mutual Insurance Company, S.I. & its Operating Companies,
6000 American Parkway, Madison, WI 53783 ©2021 019568 – 4/21 – 15583485

When it comes to customizing the look of your home,
you should be in control. The same is true when it

comes to your home insurance policy! With American 
Family, you’ll �nd unique coverages such as
Hidden Water* and Equipment Breakdown.*

Contact me today to start building your
custom homeowners policy.

  

ARMADA VISUALS
Independent. Local. Personal.

(480) 316-3213 • www.armadavisuals.com
Dayl ight  • Twi l ight  • Aerial  • Vir tual  Tour
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rising star

ROBERTS By Joseph Haeger

Amber Roberts is an 
up-and-coming realtor 
making authentic 
connections with her 
cl ients while exceeding 
their expectations by 
meeting them where 
they are on their 

buying journey.

AMBER
DREAMS FROM THE SMALL SCREEN
Even though Amber Roberts and I only 
talked for a short period, her genuineness 
was obvious. She’s easy to talk to because 
she immediately feels like an old friend I 
hadn’t talked to in ages. She has a clear, 
natural ability to connect with you, which 
makes me certain all the hype and recog-
nition she’s received over the last couple 
years is more than deserved.

One example of her authenticity is when I 
asked her what drew her to real estate in 
the first place. She paused before launching 
into the truth behind her intentions. “To be 
honest,” she starts, then says with a laugh, 
“I love the show Million Dollar Listing.” 
She was living in Los Angeles at the time 
and spent countless nights watching this 
series and something clicked for her. “I 
always thought it was so cool,” she says. 
“And then I would drive through the hills 
of Los Angeles and see all these houses and 
the architecture. I mean, there are so many 
houses out there, so I was like, ‘Well, I 
want to be like the people on Million Dollar 
Listing, so I jumped into real estate. Family 
wasn’t in real estate. Friends weren’t in real 
estate. I kind of just followed that show.”

She admits all this knowing it’s a little 
silly, but in the end, it’s the true story of 
her beginnings in real estate and I can 
appreciate her honesty in telling us that.

A CHEER, A FLIP, AND A TRAGIC EVENT
Amber was born and raised in Arizona, 
attending college first in Flagstaff and 
then transferring to ASU. She was a 
media communications major, looking to 
go into broadcasting for either sports or 
celebrity news, which is what took her 
to LA in the first place.

Starting in middle school and going 
through college, she participated 
in competitive cheerleading and 
gymnastics. I asked how these skills 
translate to being a real estate agent. 
“I feel like learning new skills within 

cheerleading or gymnastics, how it’s 
not going to be easy, and you just have 
to work at it until you master that 
skill,” she explains. “Again, it’s just 
putting in that hard work and know-
ing that nothing comes easy.”

i t ’s just 
putt ing in 
that hard 
work and 
knowing 
that nothing 
comes easy.

Photo by Red Hog Media
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Hearing Amber talk, you can tell she 
has a deep understanding and appre-
ciation for life. During her fresh-
man year of high school, Amber’s 
boyfriend was in a tragic bus acci-
dent while attending a snowboard-
ing trip with some of his friends. 
Unfortunately, they all lost their 
lives that day and this event rocked 
Amber’s world.

“To lose someone super close to you 
that early — I think that changed the 
way I looked at life,” she tells me. 
“It was crazy, but it made me realize 
you need to love everyone as much as 
you can. I feel like even though it was 
a really hard moment in life when I 
now look back and think, ‘As long as 
I can love everyone.’ I can embrace 
those moments I have with people,” 
she pauses for a moment. “I think it 
makes life a little more special.”

AN AUTHENTIC SINCERITY
Amber brings authentic positivity to 
her business and yearns to make sin-
cere connections with the people she 
helps sell and buy homes. Her overall 
goal in this industry is to bring a 
human quality to her work, essentially 
treating people like people opposed to 
numbers on a spreadsheet.

“I know real estate is very transactional 
and some agents just want to close the 
deal,” she explains. “When I got into 
[real estate] it was Covid, so it was like, 
‘Should I even get into this business? 
Is it even going to be a good market?’ 
People were thinking the world was 
going to shut down, so it was rewarding 
to help my clients fulfill their goals, as 
well as getting them top dollar for their 
home and making a smooth transaction 
for the buyers and sellers.” When we 
get down to it: what’s Amber’s key to 
harnessing this success?

“It’s being genuine,” she says 
without having to think about it. 
“Understanding [your clients’] 
needs and helping them out through 

the process. It’s communicating with them, making sure they 
know I’m there working for them. I don’t want to go MIA on 
my clients or have them think I’m just trying to get the deal 
done,” she expands. “I’m there to help them and guide them 
through the process.”

She’s made strides in the last two years and doesn’t show any 
signs of slowing down. “Now it’s building my business whereas 
before it was a lot of leads that came through my brokerage,” 
she says. “I’m branching off and using the referrals I got from 
those leads.” Considering the drive Amber embodies coupled 
with her optimistic approach to life, the future is bright, and 
the road is wide open. She’s more than capable of achieving all 
the goals in front of her.

I don’t want to go MIA on 

my clients or have them 

think I’m just trying to 

get the deal done. I’m 

there to help them 

and guide them 

through the process.

Photo by Red Hog Media
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Springtime selling is here—what a re-leaf! Now’s the time to add 
First American home warranty coverage to all your transactions—

and watch your business bloom.   

Contact me for complimentary marketing materials.

Let the Good                    Roll! 

“ Protecting Client Relationships, 
Budget and Time”

Your Local Resource 

Karynn Waas 
480.760.5623
kwaas@fi rstam.com

©2023 First American Home Warranty Corporation. All rights reserved. AD_APRIL_KWAAS_MRP_4_23

www.FAHW.com
Phone Orders: 

800.444.9030
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Licensed & Insured | Supra Key (Lockbox) Access | Professional, Dependable, and Reliable | Highly Recommended

480-215-7264
INSPECTIONS@STRATTONINSPECTIONS.COM | WWW.STRATTONINSPECTIONS.COM

3303 E. Baseline Road # 119 | Gilbert, AZ 85234

• Residential Home Inspections
• Commercial Inspections
• Multi-Unit Inspections
• Pre-Sale Inspections
• New Build Phase Inspections
• One Year Warranty Inspections
• Sewer Scope Inspections
• Mold Inspections

THE #1  INSPECTION TEAM IN  THE  VALLEY

STRATTON INSPECTION SERVICES
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DANNY
cover story

By Joseph Haeger

KALLAY
THE REALTOR WITH A KIND HEART 

While I interviewed Danny Kallay, Courtney Hoover — his transac-
tion coordinator and assistant — couldn’t help but speak up about 
her boss’s character.  “[Danny’s] been able to build a huge book of 
business just by being a good person,” she says. “He’s nice and he’s 
persistent about staying in front of people he cares about and creat-
ing those relationships. I think that’s been vital to his success.” 

Apart from being a good person, I wondered what magic Danny uses 
to make sales, and the answer surprised me because it’s, well, not 
really anything else. “I’m not a pushy salesperson,” Danny tells me, 
talking about his 25-year career. “I’m a relationship builder. I build 
relationships and I build trust.” This core business approach not only 
brings him a lot of success, but also allows him to go to sleep every 
night knowing he’s abiding by his principles. 

NOT BUILT FOR SCHOOL 

Danny dropped out of college after three semesters and 
immediately took the plunge into real estate, getting his 
license in 1998. He was upfront about his distaste for 
school, but when I asked if he chose real estate because 
he couldn’t see himself tethered to a desk and wanted the 
freedom of meeting clients all over town, he was quick to 
correct my assumption. 

“No, I have a learning disability. I have dyslexia, so 
school was hard for me. I spent my whole life in school 
trying to find a way to make it easier, so I’d build these 
relationships to have people help me,” he explains. “In 
high school, I’d buy carbon paper and have someone 
take notes, then I would take one piece and they’d take 
the other piece,” he continued. “I found ways around 
being bad at school by building relationships with peo-
ple to help me out. And that just kind of grew — and 
not being afraid to tell people that I was dyslexic, get-
ting over those fears of having people think differently 
of you.” This skill in his personal life naturally evolved 
and grew as he got older, ultimately benefiting him so 
much in his professional journey. 

HELPING PEOPLE EVERY STEP OF THE WAY 

Throughout our conversation, Danny continually pushed 
the spotlight away from him, telling me about how it’s 
the people he works with that matter. In and out of a 
professional capacity, Danny is seemingly always willing 
and ready to help people in whatever way he can. A 
game he plays with himself is trying to connect people 
— if someone is looking for help with something, he’ll 
wrack his brain for the perfect person to fill the role. 

So, after talking for twenty minutes, I wasn’t shocked 
to hear he has been an active member of the Chandler 
Compadres since 2014. “We raise money for a lot of the 
kids’ charities in Chandler,” he tells me. “Everything we 
raise we give away. It’s 100% donated to the cause.” 

DANNY LOVES TO 

WORK. THE FUTURE IS 

THAT HE CAN DO THIS 

FOR YEARS TO COME. Photo by Red Hog Media
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Spring
Forward
with Matt!

Matt Askland
Producing Branch Manager, NMLS 168130

480.759.1500
Matt.askland@alamedamortgage.com
3105 S. Price Rd. Ste 135 | Chandler, AZ 85248

A Home Loan for every life Milestone

Alameda Mortgage Corporation, NMLS 271603, issued by the Nationwide Multistate Licensing System and Registry, Licensed by the Department of Financial Protection and 
Innovation under the California Residential Mortgage Lending Act; AZ Lic. #BK-0947208. Additional licensing information can be found at: www.nmlsconsumeraccess.org.

There was just one minor hang-up: Danny 
didn’t want to sit at open houses five days 
a week. He wanted to be out with people, 
getting to know his clients and building 
authentic friendships throughout his work-
day. Easy fix — his dad told him to skip the 
new-sales role and go into resell.  When 
I asked about the future, Danny seemed 
to be at a loss. “I don’t know, honestly.” 
Courtney piped in again. “Danny loves to 
work,” she says. “The future is that he can 
do this for years to come.” Even though 
we were on the phone, I could hear him 
crack a smile, knowing he agreed.  Danny’s 
daughter Abby is also following in his foot-
steps, having recently gotten her license. 
“She was born in 2001 and now she’s 
joining the business,” he says. “She’s very 
personable, she’s very good. That moment 
of having my first kid and now she’s work-
ing with me — it’s pretty surreal.” 

From his dad to him and now to his daugh-
ter, there’s something special about when 
Kallays and real estate come together and 
it’s no question that the future is bright.

The Chandler Compadres organi-
zation hosts events throughout the 
year, raising upwards of two million 
dollars to give to local charities 
focused on helping children in the 
area. Danny also helps out with a 
huge soccer club. Three of his kids 
participate in competitive soccer 
— which feels like a full-time job in 
itself — but this organization has 
25,000 soccer players to keep track 
of and help reach their full potential. 
This all speaks to his authenticity of 
helping others. Outside of his work, 
in his free time, Danny continually 
finds himself at the service of others.

A FAMILY AFFAIR 

When Danny stopped going to college, 
he already knew what he wanted to 
do: real estate. His dad had been a 
new-home salesman for over twenty 
years at that point (in fact, he just 
retired five years ago, clocking in close 
to forty total years), so Danny grew up 
inundated with the business, getting an 
insider’s look at the process. 

I FOUND WAYS 

AROUND BEING 

BAD AT SCHOOL 

BY BUILDING 

RELATIONSHIPS WITH 

PEOPLE TO HELP ME 

OUT. AND THAT JUST 

KIND OF GREW — AND 

NOT BEING AFRAID 

TO TELL PEOPLE THAT 

I WAS DYSLEXIC, 

GETTING OVER THOSE 

FEARS OF HAVING 

PEOPLE THINK 

DIFFERENTLY OF YOU.
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(480) 546-8040         
hometeam.com/scottsdale

Smart Decisions Today,
Bloom into Lasting

Value Tomorrow.

Give Us A
Call Today!

There’s nothing
small about the heart 
of your business.

Jarod Mills
Financial Services Professional
14850 N Scottsdale Road
Suite 400
480-760-1338
jmills00@ft.newyorklife.com

SMRU1861726 (Exp.07/30/2022)
(C)2020 New York Life Insurance Company,
51 Madison Avenue, New York, NY 10010
All rights reserved. NEW YORK LIFE, and the NEW 
YORK LIFE Box Logo are trademarks of New York 
Life Insurance Company. Registered 
Representative o�ering securities through NYLIFE 
Securities LLC (member FINRA/SIPC)

CHRISTIAN HERNANDEZ
VP OF MORTGAGE LENDING

Equal Housing Lender |Christian Hernandez| NMLS 1427898| AZ License LO-0940996 | © Guaranteed Rate 2021 NMLS ID 2611 | 3940 N. Ravenswood Ave., Chicago, IL. 60613
For licensing information visit nmlsconsumeracces.org | Equal Housing Lender. Conditions may apply • AZ: 7373 N. Scottsdale Rd. Building D Suite D-135,
Scottsdale, AZ 85253, Mortgage Banker License #0907078

Hablo Español
(520) 264-8696  |  christian.d.hernandez@rate.com
www.rate.com/christianhernandez

Loan Status: Closed Mar 2023
Loan Type: Purchase
Interest Rate: Lower than expected
Close on time: Yes
Fees/Closing costs: Lower than expected

Christian Hernandez is an expert
sarashayan0 from Tucson, AZ

Christian is very passionate about her job as a loan officer. She is patient and 
knowledgeable with excellent social skills, as she is always available to answer 
your questions. She understands that buying a house is a stressful process, and 

she walks you through every single step by providing you with all the detailed information 
you need. She is very honest. It was a blessing to have her as a loan officer and to 
get to know her as a person. I strongly recommend her, and I am going to continue 
my business with her for so many years as a Real Estate agent.

Phoenix’s Premiere Photographer
It’s www.desertrootsstudios.com

  
  602.643.6677 •

www.desertrootsstudios.com

PHOENIX’S PREMIERE PHOTOGRAPHY SERVICES

WE TRANSFORM BUSINESSES 

Web Design

Acquisition Email Campaigns

Search Engine Optimization

Live Chat

Reputation Management

Reach out to the publisher of this magazine for more information.

We handle the details so business owners can spend 
their time doing what they do best. 

SEM / Paid Search

Mobile and Display Advertising

OTT / CTV Streaming Advertising

Paid Social Media

Yelp Partnership

HYPORTDIGITAL.COM
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MEETING KAREN SALAS 
When Karen Salas first picked up the phone, she had such a warm and 
welcoming presence that I immediately felt comfortable talking to her. 
“It’s funny because when people see me at a social gathering, I’m very 
fun,” Karen says. “I love to dance and I’m not shy. I’m a good time. But 
I’m not fun when I’m working. I’m very serious when it comes to my 
business, and I demand respect when it comes to my sellers and my 
buyers. VIP all the way.” 

Karen wants to exceed her client’s expectations and even when things 
don’t go their way, she wants them to trust that she has done every-
thing possible for them. She is someone in their corner willing to fight 
for their interests no matter what. 

A SALES HISTORY 
“I’ve always been in sales,” Karen tells me. She dropped out of college 
when she was promoted to catering manager after just three months 
of working as a secretary. From there, she worked for different 
cellular companies and a marketing company. Whatever her job has 
been, it has always involved working directly with customers. This all 
helped set her up for success within the real estate industry, but her 
stint in a retention center taught her the most important skill. 

KAREN
SALAS

By Joseph Haeger

mover & shaker

I own one 
investment property. 

I want to own a couple 
more. The goal is to rent 

them out and go live on the 
beachfront somewhere.

“[This] was the last place that they would go and at 
that point, we would do everything in our power to 
save their business,” she says. “They hated us and 
didn’t want anything to do with us, so I got to learn 
a lot of tools about being quiet. Let the person vent 
about whatever they’re upset about, agree with 
them that yes, they’re valid in being angry, and once 
you do that, it calms them down.” 

Real estate clients generally don’t get upset enough 
to cuss out their realtor, but this experience taught 
Karen how to set expectations, listen to someone’s 
desires and concerns, and then help carve out a path 
forward with a level head. This experience taught her 
how to approach every situation with a level head. 

Photo by Red Hog Media
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I love to dance 
and I’m not shy. I’m 

a good time. But I’m not 
fun when I’m working. I’m 

very serious when it comes to 
my business, and I demand 

respect when it comes to my 
sellers and my buyers. 

Photo by Red Hog Media

A PERFECTLY TIMED TRANSITION 
In 2005, Karen realized that babysit-
ters were raising her kids. No job was 
worth missing out on their childhood, 
so she started making plans to move 
careers. A friend of hers suggested real 
estate as a possibility, even taking her 
out for lunch with people in the busi-
ness. The whole gig sounded so alluring 
that she got her real estate license 
without much thought. 

“I’m so glad I made the change when I 
did,” Karen says. “That was in May of 
2005 and in November, my oldest son 
was diagnosed with type 1 diabetes. We 
were in the hospital for a week. It was a 
life-changing experience,” she contin-
ues. “After that, I had to be so involved 
in his life. It took up a lot of my time. 
I probably would’ve gotten fired if I 
stayed at my previous job because I 
would’ve had to miss so much work.” 

Looking back on it, this was a blessing, 
but at the moment, it was added stress. 
She wasn’t only learning all about 
nutrition and food ingredients — she 
was also trying to learn and master 
a new career. And then in 2007, the 
market crashed.

The real estate business was showing 
itself to be a struggle, and Karen ended 
up having to take on another full-time 
job in 2011. This hurdle didn’t stop her 
from continuing to renew her license 
and close a couple deals a year. She 
had a stellar foundation from the start, 
then continued to keep her skills sharp 
through a downturn, before jumping 
back in when the market got hot in 2016. 

LOOKING AHEAD 
Karen has been with Majestic Realty 
Group for the last year. She loves work-
ing with them and is delighted at the 
company’s dedication to elevating the 
real estate industry. “They’re going to be 
disrupting the market with their tech-
nology very soon,” she says. They’ve 
partnered with a prop-tech company to 
develop technology that makes the buy-
ing and selling process easier and more 
affordable for consumers. 

Beyond that, Karen is hoping to retire 
in the next four years to enjoy life to its 
fullest. “I own one investment property. 
I want to own a couple more,” she tells 
me. “The goal is to rent them out and 
go live on the beachfront somewhere.” 

Because she loves traveling so much, 
I’m sure that will also be a part of 
her post-work life. When I asked her 
if there was any specific place she 
wanted to visit she didn’t hesitate. 
“Yes, there’s a lot!” she exclaimed. “I 
still haven’t seen the northern lights, 
the Great Wall of China. I want to go 
to Tokyo and Greece.” 

The world is waiting, and her dreams 
are on the horizon, but for the time 
being, she’s thrilled to help others 
achieve their own dreams of getting 
into the perfect home.
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GROWING A BUSINESS

Matt Askland has been a mortgage 
lender for 23 years, and over those 
two decades, he’s picked up a thing 
or two. He’s the branch manager 
at Alameda Mortgage Corporation 
and credits much of his success to 
the focus he puts into running his 
business professionally. “When 

AN EARNED RESPONSIBILITY

For the first five years Matt was in the 
lending business he continued bar-
tending for the added financial secu-
rity. Eventually, he decided to throw 
his whole self into the business and 
focus 100% on the mortgage world. 
Even then, he was able to transfer 
skills he learned from the hospitality 
industry: “You learn how to deal with 
personalities, multi-tasking, and just 
becoming a people person,” he says. 
He had a knack for the work and his 
business grew. He continually learned 
and carved out better paths for the 
people he employed. Now, Matt 
enjoys being in a coaching role for the 
up-and-coming generation.

“That’s my approach: look at someone’s 
business and ask, ‘How can I make this 
better? How can I help elevate this? 
What’s your weakness?’” he explains. 
“My approach that’s different is finding 
the weakness in a realtor’s business — 
and we all have weaknesses — and then 
seeing how I can improve on that.”

It extends past the partners he works 
with too, hitting close to home. Matt 
spends time coaching his own team, 
helping them develop their own 
business approach while they, in 
turn, help support his. Taking it even 
another step further, Matt himself is 
in a program. “I’m actually profes-
sionally coached myself,” he says. 
“I get coached by The Core — they 
coach realtors and lenders across 
the country. It was the program that 
gave me some structure and encour-
agement to build a team.” The team 
aspect was a no-brainer because, 
throughout school, Matt found him-
self on the gridiron playing football. 
“I’ve always been team-oriented,” he 
says. “Being part of a team and grow-
ing up in sports, it felt natural.”

ON THE HORIZON

During this moment in Matt’s career, 
he’s past the overbearing hustle that 
comes with the early days of breaking 

Matt Askland is a mortgage lender, leading a team at Alameda 
Mortgage Corporation with a focus on sharpening, preparing, 
and teaching the next generation of real estate professionals.

we structure and focus on what’s 
important for the day, we’re more 
effective on whatever that is,” Matt 
says, talking about how he designates 
certain days of the week to specific 
tasks, like managing leads, database 
upkeep, and communication. This all 
ties back to creating a more efficient 
and nurturing business.

“It’s super important that when you 
put all those things in place, the busi-
ness grows naturally because people 
see you run your business like a real 
business,” he tells me. “It’s easier 
to get referrals because of that. The 
level of service grows at a high level, 
which brings on referrals and gets 
people more connected with deeper 
relationships with our clients.”

IT ALL STARTED IN NASHVILLE

After Matt graduated from college in 
Arizona, he moved to Nashville and 
started bartending. He spent five years 
there, and one of the guys he met early 
on suggested he get into the mortgage 
business. It was truly as simple as that.

When I asked him what the pitch 
was that initially got him interested 
enough to pursue this prospect, Matt 
told me there wasn’t one. “Really no 
pitch at all. [The guy] said, ‘Have you 
ever thought about checking out the 
mortgage business?’” And that was it. 
Matt was already looking for some-
thing to do long-term, as opposed to 
the bartending gigs he found him-
self at. He got hired at a company 
that recruited anyone with a college 
degree and worked his way through 
their training program.

“I’ve always been a math and numbers 
guy, and I enjoyed the training, so I 
stuck with it,” he tells me. “The first 
two years I worked in what we call a 
re-fi shop, where you’re hammering 
the phones trying to get people to 
refinance their mortgage. A couple 
of years after that, I realized I didn’t 
want to just be doing refinances — I 
wanted to work with realtors and 
home buyers, so I got into the pur-
chase world, and yeah, here we are.”

into a new industry. He’s far more 
concerned with the connections 
he’s already made and focusing on 
nurturing them to their full potential. 
“I want to continue to develop quality 
relationships that my team can help 
support and be able to do what I do 
and not work as hard,” he explains. 
“I don’t think I’m ever going to retire, 
but I’d like to spend my days continu-
ing to coach and lead the younger 
generation. It’s managing the business 

I built, managing the relationships we 
have, and continue to have fun with 
those referral partners.”

Matt has a great core base of busi-
ness, and it feeds him in all markets. 
Above all, it allows him the ability 
to continue to teach young people, 
which ultimately makes the job more 
fun — and if you’re dedicating your 
life to a career, the least you can hope 
for is a bit of fun while you do it.

That’s my approach: look at someone’s 
business and ask, ‘How can I make this 
better? How can I help elevate this? 
What’s your weakness?
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CamelbackMoving.com
Enroll Online today or call

602-564-6683

Become a VIP Partner and give your clients special savings and some peace
of mind. If a closing is delayed, 3 days, 2 nights, storage is FREE.

That’s one reason our motto is “Preserving Sanity One Move at a Time.”
(Membership is Free to Licensed Realtors®)

US DOT #1635834

We have 850 
5 Star Reviews

CAMELBACK MOVING INC.
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