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Locally Owned & Operated | Fla. Mover Reg. No. 00002
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"Just wanted to pass on a thanks to you and your team for the 

excellent job they did on our move. The two gentlemen working were 

courteous, hardworking and very professional. They represented you 

and your company very well. We will de�nitely recommend your 

company to all our Florida friends." - Dave and Kim

��������������������������������

venturetitleservices.com

Stacey “Mac” Maczulis
(440) 522-9404
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RESIDENTIAL & COMMERCIAL RENOVATIONS
NEW HOME CONSTRUCTION

Dominion
 Contracting Group

AS SEEN IN

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

DCGSWFL.COM

WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

Is Your Client's Home 
Market
Ready?

239-293-0049

-- High-End Realtors, Rupert and Karen Irby

A renovated home will sell for up to 50% 
more than one that has not been renovated

CONTACT US TODAY FOR A 

FREE
ESTIMATE!

Family owned & operated • Fully licensed & insured • Over 25 years of guaranteed workmanship
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STEVE CALABRESE, Loan O�cer
Certified V.A. Loan Specialist
239-778-6548  |  stevec@eqfin.com
STE VECAL ABRESE.COM

NMLS 79387/ 39843

StevenMCalabrese
Steven Calabrese

Same Day Pre-Approvals
Close in 21 Days

Same Day Pre-Approvals
Close in 21 Days

This Market

is Wild
Let's Wrestle This
Market Together
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home matters
By Shauna Osborne

In Japanese culture, the concept of oosouji, which literally 
translates as “ooo” (big) and “souji” (cleaning), presents a 
similar notion, with an emphasis on clearing out the old. 
In fact, it is considered inauspicious to welcome a new 
year with any “old business” (including dirt and clutter!) 
outstanding. How can we adopt this ritual of release as we 
march forward into a brand-new year? 

Start with the right mindset. We often view cleaning 
as a dreaded task to be procrastinated as long as 
possible. Try to reframe this problematic mentality as 
one of forward-looking productivity. Much like a ritual, 
clearing out the physical dust of the old year means also 
clearing out the emotional and mental dust, wiping the 
slate clean for what is to come.

With that liberating viewpoint in mind, it’s time to get 
your hands dirty:

• Oosouji is, traditionally, a top-to-bottom cleaning, so 
start at the top by dusting ceilings and fans, wiping 
down walls and dusting furniture and then vacuum-
ing, sweeping or mopping floors. 

• Designate several boxes in each room for items that 
are no longer meaningful, beautiful or loved, and 
when you’ve finished with your task, pass them 
along however is appropriate. Eliminating what you 
no longer use creates space for new ideas and frees 
you from unnecessary burdens. Also, include a bag 
or box for waste, removing it (symbolically taking 
out the mental “trash”) from the house as soon as 
you finish that room. You will be surprised at how 
much lighter you feel!

• Last, remove stains from your home, whether on the 
furniture, carpet or grout. Old stains remind us of 
the past and have no place in a newly purged space. 

If possible, every family member should be involved in 
your cleansing practice, making careful decisions about 
their individual possessions and benefitting from this 
fresh start. Happy New Year!

It’s a new year, a transitional time to embrace 
the sentiment of “out with the old, in with the 
new.” There’s something about turning over 
the calendar page (hello, 2023!) that feels fresh 
and invigorating, like anything is possible. 

Observing Oosouji: 
Out with the Old74
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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!

AIR CONDITIONING

Conditioned Air

Gina Kiger

(239) 643-2445

ATTORNEYS

Goodwin Law, P.A.

Matt Goodwin

(239) 207-3403

Law Office of 

Matthew P. Flores

(239) 261-0592

Woods, Weidenmiller, 

Michetti & Rudnick, LLP

Michael Michetti

(239) 325-4070

BOOKKEEPING

Medrano & Cail 

Bookkeeping Professionals

Jennifer Cail

(239) 677-5888

CATERING & EVENTS

Winfield Street Coffee

Breno Donatti

(203) 343-7948

COWORKING FACILITY

Venture X

Kathryn Parker

(239) 326-3455

CPA SERVICES

CCG Certified Public 

Accountants

Steven Phillips

(239) 992-1973

CUSTOM HOME BUILDERS

Metro Home Builders

Alberto Hernandez

(239) 919-9999

Signal House

Paul Widhalm

(239) 319-5173

Tri-Town Construction

Marc Devisse

(239) 895-2058

DEVELOPER

The Ronto Group

Van Osborne

(239) 649-6310

ELECTRICAL 

CONTRACTOR

Coharbor Electric

Jacob Anderson

(336) 686-6963

EVENT PRODUCTION

Lightworks 

Stage Productions

Skip Johnson

(239) 784-4748

FINE ART

Balanced Images

Alessia Marcin

(804) 301-5212

FLOORING & TILE

AFK Flooring & Kitchens

Viorel Toader

(239) 435-6677

Master Touch Tile & Stone

Chris Torres

(239) 443-8592

GENERAL CONTRACTOR

Dominion 

Contracting Group

Butch Bacon

(239) 293-0049

Huffman’s 

Construction Group

John Huffman

(239) 595-6805

HANDYMAN

Becker Home Maintenance

Blake Becker

(239) 351-6820

HOME INSPECTION

HouseMaster

John Prete

(239) 480-8220

Joe The Home Pro

Joe Nugent

(513) 238-4218

Panther Home Inspection

Doug Sterns

(239) 389-0996

Python Home Inspection

Brett Onasch

(239) 431-5100

HOME WATCH & 

CONCIERGE SERVICES

Spectrum Concierge

Dave Feightner

(239) 777-6173

INSURANCE

Ackerman Insurance

Rick Nayar

(239) 597-1096

Domain Insurance 

Management

Nick Domain

(239) 898-9120

OneGroup Insurance

Keith Hilton

(239) 248-8318

Responsive Insurance

Matt Nance

(239) 596-3177

Sentry Insurance Advisors

Josh White

(239) 206-0618

INTERIOR DESIGNER

Interiors By SBI

Sheryl Bleustein

(954) 445-0897

LAND SURVEYING

Polk Industries

Jonathan Polk

(239) 438-6933

MORTGAGE LENDER

Equitable Mortgage

Steve Calabrese

(239) 778-6548

Gold Star 

Mortgage Financial

Josh Lund

(612) 802-3265

Maxwell Mortgage Team

Lauren Maxwell

(239) 596-0500

Moore Lending Group

Brittany Moore

(954) 866-7189

Movement Mortgage

Nicole Paolini

(239) 287-8556

NEO Home Loans

Edgardo Balentine

(239) 244-5871

MOVING COMPANY

Eagle Moving, LLC

Jake Loveland

(813) 536-9019

Ray The Mover

John Smarge

(239) 643-4100

PHOTOGRAPHY/

PORTRAIT

Michelle Reed Photography

(239) 404-8158

New Frame Photography

Hana Snajdrova

(239) 200-9099

PHOTOGRAPHY/

REAL ESTATE

LaCasaTour

Sheryl Moreno

(888) 598-8687

PLUMBING

Pro-Tec Plumbing

Brandon Hume

(239) 261-1000

ROOFING

Roman Roofing

Norm Dopfer

(239) 458-7663

SCM Roofing

Shawn Alverson

(239) 339-7756

TITLE COMPANY

Legacy Title

Eric Solomon

(239) 325-2709

Resolutions Title

Aaron Barnes

(239) 734-4888

Seaview Title

Rick Nayar

(239) 449-4466

Venture Title Services

Ryan Marrie

(239) 734-2400

VALET SERVICES

5 Star Valet

Joey Rock

(239) 770-1991

VIDEOGRAPHER

Corrafilm

Coby Corradino

(786) 417-7210

VIRTUAL ASSISTANT

Virtual Real Estate Solutions

Wendy Miller

(716) 548-6986
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Andrew Regenhard
Publisher

Ellen Buchanan
Editor

Elizabeth Wilkie
Administrative Assistant

Nominate a REALTOR® you’d like to see featured in this magazine by emailing  

SWFL@n2co.com.

Coby Corradino
Videographer

Zachary Cohen
Writer

Sheryl Moreno
Photographer

Michelle Reed
Photographer

Hana Snajdrova
Photographer
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Dear Naples Real Producers and valued partners,
 
Happy New Year! I hope your holidays have been happy and 
healthy, full of family, friends, laughter and good times.
 
2023 is a new year, with new ideas, new goals and a fresh slate 
of opportunities… As we launch into the new year, many of us 
are busy making resolutions and setting goals, both personally 
and professionally. As business owners and REALTORS®, we 
are accustomed to setting short-term, quarterly, and yearly 
goals for ourselves, our teams, and our businesses. What I 
have personally found so vital is having good habits and rou-
tines in order to successfully hit my goals. With the market 
showing signs of significant changes yet again … a positive 
mindset, along with maintaining good health and establishing 
good habits that stick, will set us up for success in navigating 
whatever 2023 may throw at us.
 
In our November issue, our health and wellness expert Carlene 
Murray, with Board30 Naples, shared the concept of “habit 
stacking” — essentially, adding a new habit onto your existing 
habits to boost the chances you’ll successfully adopt it into 
your regular routine. An example might be adding listening 
to a podcast, like The RP Experience, that you’ve been mean-
ing to get to, to your existing drive to work or daily walk. 
Professionally, new habits might include incorporating weekly, 
quarterly or annual goal reviews into existing planning time or 
team meetings. In this month’s issue, Business Coach Michael 

publisher’s note

Dill discusses the importance of having regular meetings 
and 90-day action plans. Check out his Coaching Corner 
article on page 50 to learn more.
 
Here at Real Producers, some of our plans for 2023 are to con-
tinue to connect this amazing community so that we can draw 
strength and inspiration from each other, continue to share 
solid information and best practices, and get together to blow 
off steam with some of the most inspiring people we know! As 
always, we welcome your feedback as we look to improve our 
platform, offer fresh and valuable content in our monthly publi-
cation, and find ways to make our quarterly events even more 
enjoyable and impactful for you.
 
Wishing you all a very happy New Year and continued 
success in 2023. We look forward to seeing you at our Fort 

Myers Real Producers launch 
party on January 19th or our first 
Naples Real Producers quarterly 
event of 2023 on February 23rd!
 
Very respectfully yours,
 
Andrew Regenhard
Owner/Publisher
Naples Real Producers
239-290-0692
andrew.regenhard@n2co.com
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SOUTHWEST FLORIDA’S
REMODELING EXPERTS

afknaples.com

Kitchen Cabinets & Countertops • New Outdoor Kitchen / Remodeling

New Bathrooms or Remodeling Ideas • Custom Closets for your Home

Top-Notch Flooring Services • Free Design Consultation for Kitchens ��������������������������
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CHECK OUT SOME OF NAPLES’ TOP 500 REAL PRODUCERS AND PARTNERS!

Nominate a REALTOR® you’d like to see featured by emailing SWFL@n2co.com.

COMMUNITY
MEET THE
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H I G H - G R A D E  A L U M I N U M
A R T ,  C R E A T E D  F O R  Y O U .

S H O P  O U R  G A L L E R Y

B A L A N C E D I M A G E S . C O M

Getting a home loan 
with Moore Lending 

Group isn't just a 
transaction, we 

consider you part of 
the family.

Brittany Moore
Producing Branch Manager

 NMLS # 824215
 Direct: 954.866.7189

Cell: 239.292.4194
BMoore@moorelend.com

Tyler Moore
Sales Manager

NMLS#: 1408486
Direct: 954-866-7186
Cell: 239-292-4191

TMoore@Moorelend.com

This is not a loan commitment or guarantee of any kind. Loan approval and rate are dependent upon borrower credit, collateral, financial history, and program availability at time of origination. Rates and terms are subject to change without notice. Corporate Address: 3701 Arco Corporate Drive, Suite 200, Charlotte, North Carolina 
28273. Cardinal Financial Company, Limited Partnership - DBA Moore Lending (NMLS ID 66247, for licensing information, go to www.nmlsconsumeraccess.org) Mortgage Lender Servicer License No. MLD236 LO12798 FL Additional licensing information can be found at: https://cardinalfinancial.com/nmls-licensing/. 

Scan to Connect With Us for
Exclusive Real Producer Offers

What We Inspect
• Roof

• Air Conditioning

• Attic

• Electrical 

ARE YOU LOOKING FOR
A MORE EFFICIENT
HOME INSPECTION
PARTNER?

Call or Text 239-216-7892
joethehomepro.com

Joe Nugent

All Reports Provided
Within 2 Hours of Completion

• Plumbing

• Water Heater

• Garage

• Pool Equipment

• Appliances

• Kitchen

• Bedrooms

• Bathrooms

Exclusive Naples Real  Producers Offer

$75 Wind Mitigation
With Any General Inspection
*January Only

• Doors

• Windows
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EPISODE 49

TAYLOR CANADA

The RP  
Experience

In each episode of The RP Experience podcast, 
we are excited to feature a top REALTOR® or 
a valued industry partner for engaging, infor-
mative, and entertaining segments on topics of 
interest to Real Producers in our community.
 

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

email andrew.regenhard@n2co.com.

Check us out on YouTube and Spotify!

Top producer Jess Morris, with 
Marzucco Real Estate, grew up in 
Florida and has a wealth of knowledge 
about real estate. Jess shares that when 
she was growing up, her dad owned a 
mining company and would buy large, 
500-plus acre properties and how she 
became interested in real estate in the 
process. At age 10, she had her mind 
set on purchasing her first property. 
Her dad told her however much money 
she raised, he would match it, and she 
eventually found and purchased her first 
property at 12 years old.
 
In this episode, Jess explains that 
she predominantly sells real estate 

Born and raised in Naples, top pro-
ducer Taylor Canada’s real estate 
journey began when he was just a child. 
Taylor has been involved in his family’s 
home building and real estate compa-
nies since the 1970s, with his family 
highly involved in the area’s develop-
ment. Taylor explains he didn’t enjoy 
the 9-5 office job, had started a wood 
staining business, and found himself 
getting more interested in the the idea 
of entering real estate. He obtained his 
license in 2013 and started putting it to 
use in late 2014/early 2015, with a first 
sale in 2015.
 
Taylor describes how anyone can farm 
a certain area and grow their business. 

R E C A P  O F  E P I S O D E S  4 8 – 5 1

EPISODE 48

JESS MORRIS

P O D C A S T

Listen in the morning while you get ready for 
your day, in the car while driving to and from 
appointments, or after work while unwinding 
from your busy day.
 
Catch new episodes of The RP Experience on 
YouTube and Spotify every Wednesday!

in Golden Gate Estates, a spacious 
and private area. Land goes from 1.4 
acres to some as big as 50 acres. She 
says many people prefer to live in 
this area so they don’t have to deal 
with an HOA. People build what-
ever they prefer here and can own 
livestock. Jess gives the listeners 
the perspective of the price range 
in Golden Gate Estates and points 
out what people should be cautious 
of when deciding to buy. In her free 
time, Jess loves the outdoors and 
enjoys spending time with her hus-
band and two children.

He explains how important it is to be 
an expert on a given area by asking 
questions, studying the comps, and 
getting open houses in the area, as 
well as being honest and truthful 
when people ask questions. Taylor 
says he wakes up every day with 
the mindset of thinking he is unem-
ployed, explaining that this business 
mindset helps him to not become 
complacent and stay motivated to 
continue working his hardest to 
generate business. Taylor is married 
with two children (and had one on 
the way as of this writing, in late 
November 2022), and enjoys golfing, 
boating, and dining out.
 

Taylor Canada (left) and Andrew Regenhard

Andrew Regenhard (left) and Jess Morris.
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venturex.com     239-300-9601     4850 Tamiami Trail North, Suite 301     Naples, FL 34103

CONFERENCE ROOMS 
AT VENTURE X NAPLES
Venture X conference rooms 
are available to members and 
nonmembers. To make sure 
you are set up for your 
successful meeting, these 
rooms are available at di�erent 
sizes, fully equipped with 
monitors, HDMI cords and 
adapters, white board painted 
walls and access to 
complimentary co�ee.

Starting at $45/hour.

Reach Out for More Details.

KATHRYN PARKER
DIRECTOR OF SALES

239-326-3455
Kathryn.parker@venturex.com

SCAN TO
EASILY
BOOK YOUR
TOUR

EPISODE 50

MARK RILEY

Top producer Mark Riley, CEO of Lux 
International Properties, received his Ohio 
broker’s license in 1979 and moved to Naples 
in 2013, opening his own firm in 2014. He 
is currently focused on luxury properties 
in Naples and Sarasota, and also runs Lux 
Home Design International, an interior 
design business.
 
In this episode, Mark shares that his mother 
was a real estate icon in Ohio and he would 
go to listing appointments with her when he 

Originally from Greenwich, Connecticut, 
Naples preferred partner Donna Raynor is 
Home-Tech’s service warranty specialist 
and home warranty representative for all 
of Collier and Lee County. She works with 
new clients and helps REALTORS® from 
Fort Myers to Marco Island. Donna had been 
visiting Naples since the 1980s, when her 
in-laws moved down from Long Island, New 
York. She made the move to Estero in 2003 
with her husband and two sons and worked 
as a school teacher in Lee County.
 
In this episode, Donna talks about her 
experience in sales and the pride she feels 
working for a company like Home-Tech. 

EPISODE 51

DONNA RAYNOR

was young. He learned a lot about the 
business by attending meetings, and at 
the age of 14, his mother helped him 
buy his first property. Mark explains 
that he originally wanted to be a pedi-
atrician and that he “fell in love” with 
the pediatric ward, volunteering at a 
children’s hospital throughout high 
school. Mark talks about always having 
had an entepreneurial spirit and how 
he started and sold a landscaping busi-
ness at a young age.

She explains how she works 
with Realtors and customers and 
describes the service agreements 
she sells, which include all major 
appliances. Donna discusses the 
major issues with certain appli-
ances here in Florida, including ice 
machines and air conditioners. She 
says she thoroughly enjoys educat-
ing her customers about HVACs and 
their maintenance. Donna shares 
what makes Home-Tech so special 
and why she ended up purchasing 
their services when she initially 
interviewed for her position.

Donna Raynor (left) and Andrew Regenhard

Mark Riley (left) and Andrew Regenhard
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Virtually Everything,
Done Virtually.

We offer
a network of
local Realtors, Brokers
and Unlicensed
Assistants, all of whom
have active, hands-on
real estate experience.

Scan to Check Our
Plans and Pricing

Stay on Top of Your Game in 2023
Virtual Real Estate Solutions — All the Assistance Without the Overhead

Wendy Miller
Licensed FL Real Estate Broker

www.VirtualRealEstate-Solutions.com

716-548-6986 | 941-548-7631

wendy@vre-s.com

I learned in this business real fast to chase 
relationships, not dollars, the rest will come. 
People worry too much about paying 
someone like yourself a fee to handle it all 
and don't look at the time they spend. We 
are a story of this as we have had much 
success in less than 3 years. We love you 
and you are the reason we keep growing 
and keep our sanity!
James Hunter, Realtor - MVP Realty

with Powerful Financial Insights and Analysis

Concierge Bookkeeping Services for Woman-Owned Companies

Women-Owned
S U P P O R T I N G

B U S I N E S S E S

Jennifer M. Cail

Scan to Easily Schedule Your FREE Discovery Call

239.677.5888  •  medranoandcail.com Follow Us

Why Work With Us?
Female Owned and Operated  •  Always On-Call & Always On-Time  •  White-Glove Bookkeeping Support  •  Nosotros Hablamos Español

Full Service On Every Transaction · Exceeding Expectations Since 2008!

23160 Fashion Drive, Ste. 227 • Estero, FL 33928
239-325-2709 • team@ltflorida.com • www.ltflorida.comEric L. Solomon, President

Need better closing services?
Choose Legacy Title on your next transaction and 

experience a smooth and successful closing
every time.
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EXPERIENCE THE BEST
TILE AND STONE COMPANY IN SWFL

Wh�e Art M�ts Pa�i�

FLOORS |  BATH |  DESIGNS
MASTERTOUCHINSTALLATIONS.COM |  239.443.8592

Scan to Schedule Your Pr ivate
Compl imentary Consul tat ion

NICK RIGONI
Compass
“A lot of what we do is simply out 
of passion. When I wake up in the 
morning, I don’t think of a to-do list. 
I think of opportunity. Our clients 
are our friends. We go on the boat, 
go for a drink on 5th Avenue. Real 
estate and Florida — it’s ingrained in us… It’s what we love; 
Southwest Florida is our home and our passion.”
 
VINCE RIGONI
Premier Plus Realty
 “We’re very close as best friends and 
brothers. We’ve enjoyed the journey 
to where we are today. We have a 
great partnership and truly enjoy 
doing things together. We’re all about 
balance and being opportunistic.” 
 
MILES GRIFFIN
The Agency 
“I’d love for people to understand that 
my priorities are my family first and 
then my passion for the real estate 
business. I want people to know that 
I’m passionate about what I do and 
the level of service I can provide to my 
clients. I’m using that passion to drive 
my career into the future.”
 

LINA AYERS
John R. Wood Properties
“In Southwest Florida, 
everyone is so happy. It’s 
been so wonderful. I feel 
very optimistic. If you lead 
from the heart, success is 
inevitable. I believe if you 
walk the path of love, everything works out.”
 
A Word from Our Preferred Partner:
 
MATT NANCE
Responsive Insurance
“We want to make things 
as easy as possible, but 
we also want our mutual 
client to understand their 
options. Of course, I want 
to write business, but 
there’s a satisfaction to 
educating people and leaving them with value, 
whether they do business with us or not. So when 
a REALTOR® refers someone to us, that client is 
going to be able to make an informed decision.”

PRESENTS

Stay InspiredStay Inspired
WORDS OF WISDOM FROM THIS MONTH’S FEATURES

N A P L E S
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PH: 239.325.4070  |

 

Woods, Weidenmiller, Michetti & Rudnick, LLP
a Florida Professional Limited Liability Partnership

The hiring of a lawyer is an important decision that should not be based solely on advertisements.  Before you decide to hire an attorney be 

 

A Personal Approach to Real Estate Law

Michael Michetti Joshua Rudnick James “Jay” Caudill

Closing Attorneys Serving All of Southwest Florida,
including Naples, Bonita Springs, Fort Myers and Beyond

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

Insurance for
ALL of  Your

Clients’ Needs.

A U T O  •  B U S I N E S S  •  F L O O D
H O M E O W N E R S  •  L I F E  •  L I F E  A N N U I T Y

Get the quality customer service and
 full insurance coverage your  

clients deserve and can rely on!

(239) 597-1096 

BRINGING LIGHT TO A DARK WORLD

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

“Our mission is to provide high quality electrical work, on time, with 
integrity. Our purpose is to empower and lift up our employees, 

customers, partners, and fellow community members.”
JACOB ANDERSON | CEO | MAJOR, US AIR FORCE, SEP.

(239) 362-2502 • coharborelectric.com • EC#13004475

VETERAN OWNED + 
OPERATED

RESIDENTIAL +
COMMERCIAL
ELECTRICIANS
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featured agent

G R I F F I N
K E E P I N G  I T  G E N U I N E

By Zachary Cohen

Photos by LaCasaTour

MILES
Real estate has always been a part of Miles Griffin’s 
life. From the time he was a kid watching his father and 
uncle run a large development company, Miles was fasci-
nated by all things real estate.
 
“I loved it; I always wanted to do it,” Miles reflects. “One 
of my favorite things was going to the construction sites 
that are now Pelican Bay and Pelican Marsh and hanging 
out there with my dad. It’s something I’ve always felt I 
was meant to do.”
 

Miles got his start in the real estate business in his early 
twenties with his father’s development company. But 
after two years, his dad retired, and the company closed 
its doors, leaving Miles at a professional crossroads.
 
His Own Path

Miles left the real estate business, working for a 
private club for nearly seven years. While bartending 
and, later, managing the club, Miles built strong rela-
tionships with the clientele. Real estate was always 
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in the back of his mind, and he soon realized he 
had the perfect network to start his business. So in 
2019, he returned to real estate, this time in general 
residential sales.
 
“I already had a license for 10-plus years at that point 
and had kept it active,” Miles reflects. “It was time.”
 
Miles couldn’t be happier with his return to real 
estate. His business has steadily grown, making him 
one of Southwest Florida’s top agents.
 
Keeping It Genuine

Miles has leveraged the relationship skills he 
built at the club in his real estate business. He’s a 
concierge agent, preferring to handle all the details 
directly for the client — no assistants, no buyer’s 
agents involved. That approach has helped Miles 
gain traction in the luxury market.
 
Miles spent the first three years of his career at 
Compass, working on the team of his friend and 
mentor, Denny Bowers. In 2021, he went solo and 
moved to The Agency.
 

I WANT PEOPLE TO KNOW 

THAT I’M PASSIONATE 

ABOUT WHAT I DO AND 

THE LEVEL OF SERVICE 

I CAN PROVIDE TO MY 

CLIENTS. I’M USING THAT 

PASSION TO DRIVE MY CAREER 

INTO THE FUTURE.

 

Prior to real estate, Miles Griffin bartended at and managed a private club.

MY FUTURE MY FUTURE 

OUTLOOK OUTLOOK 

LOOKS GREAT.LOOKS GREAT.
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“It’s a big company with a boutique 
luxury feel, which really drew me in. 
It fits my brand,” Miles explains. “It’s 
been an easy transition. Sales have 
remained steady. My future outlook 
looks great.”
 
Miles values doing business with 
authenticity. He’s genuine, transpar-
ent, and clear with his clients. He 
brings best-in-class customer ser-
vice, a skill he honed while working 
at the club. He treats every client, 
every listing, and every buyer with 
the same attention to detail.
 
Miles’ approach has been a winning 
one; he closed an impressive 10 
transactions for $27 million in 2021 
and, at the time of this writing in 
late November 2022, was tracking to 
close 14 transactions for $43 million 
for the year.
 
Behind the Scenes

Outside of work, Miles’s life centers 
on family. He and his wife, Elena, got 
married in March 2022 and are look-
ing to grow their family in the near 
term. That has Miles keenly focused 
on family life.
 
“My wife has been my number one 
support,” Miles says. “She’s made 
a huge impact, even in my decision 
making when it comes to my career, 
helping me put my feet to the ground 
and get things done. She’s been a huge 
motivator and support system. I’m so 
grateful for her.”
 
Miles also enjoys living the Florida 
lifestyle, whether it’s boating, 
hanging out outdoors, or traveling to 
see friends. Yet, his family and his 
business are his top priorities.
 
“I’m focused on figuring out how to 
be a dad and be the best one possi-
ble. I believe part of that is also my 
professional life. I need to be work-
ing and capable. Professionally, I’d 
like to expand my real estate career 

beyond general sales. Getting 
back into the development 
side is a goal for the future,” 
Miles says. “I’d love for 
people to understand that 
my priorities are my family 
first and then my passion for 
the real estate business. I 
want people to know that I’m 
passionate about what I do 
and the level of service I can 
provide to my clients. I’m 
using that passion to drive 
my career into the future.”
 

FUN FACT
Miles Griffin’s 
first listing 
was for Sean 
Hannity, a 
connection he 
made while 
working at  
the club.

Offering our 
Buyers, Sellers, 

Lenders, 
Developers and 

all of our 
Agent Partners, 

responsive 
Escrow Agents 

for faster 
closings and 

happier clients.

CLOSING SERVICES  |  RESIDENTIAL  |  CONSTRUCTION  |  REFINANCES

CONSTRUCTION DISBURSING  |  COMMUNITY RESOURCES

239-734-4888
3 7 5  5 T H  A V E  S ,  S U I T E  2 0 2

N A P L E S ,  F L  3 4 1 0 2

www.resolutionstitle.com

Scan to Start Taking
Advantage of Our Services

Aaron Barnes,
C E O  &  F o u n d e r
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VISIT OUR WEBSITE OR GIVE US A CALL TODAY

239.920.4806 |  NaplesConstruction.net
LICENSE # CGC-CGC1528960

Is Your Client Ready to Turn Their New House into Their

Dream Home?

D E S I G N  |  B U I L D  |  R E M O D E L

WE ARE YOUR
DESIGN SOLUTION

H U F F M A N ‘ S  B U I L D I N G  O U R  C O M M U N I T Y  O N E  N E I G H B O R  A T  A  T I M E !

Panther Home Inspection is rated 4.9 out of 5.0 based on 568 reviews.Panther Home Inspection is rated 4.9 out of 5.0 based on 568 reviews.

(239) 389-0996
pantherhomeinspection.com

General Home Inspection  Wind Mitigation  4-Point Inspection
Pool  WDO/Termite  AQ/Mold Radon & More!

SCAN TO EASILY SCHEDULE YOUR CLIENT’S INSPECTION

ASK US ABOUT OUR FREE REINSPECTION PROGRAM

HOME INSPECTIONS
S T I L L  M A T T E R

PANTHER HOME
INSPECTION

Proudly serving SWFL since 2008.
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pro tips

B y  V i r t u a l  Re a l  E s t a t e  S o l u t i o n s

Virtual Real Estate Solutions (VRES) is 
a full-service virtual assistance matrix 
powered by real people with real 
estate experience that offers a network 
of Realtors, brokers and unlicensed 
assistants who all have active, hands-
on real estate experience. Licensed 
in New York and Florida, VRES offers in-person and online 
(where allowable by law) notary services. VRES’s virtual 
assistants are available seven days a week, at all hours. 
www.virtualrealestate-solutions.com

Everyone can agree that we’re navigating through 
uncertain times. And in this type of climate, where the 
market is unpredictable, many people resort to follow-
ing the advice of the adage: “When money gets tight, 
stop spending.” But that’s not the case in the world of 
real estate. Here are some helpful tips for staying on top 
of your game. 
 
Remain focused and calm. It’s easy to buy into the fear, 
what with mainstream news bombarding viewers with 
one negative story after the other. But that fear-based 
mindset won’t help you attract business opportunities 
or new customers. The easiest way to break free of the 
negativity (other than turning off the news) is to focus 
on the things you can control (i.e., your business and 
how to improve it). 
 
Marketing. You have to spend money to make money. 
This is more true now than ever. Direct mailers are not 

relics of the past. Send postcards to your farm areas with stats 
(e.g., what homes were listed for, sold for, etc.). 
 
Social Media. If you haven’t already, start building an online 
presence and get your name out there. Social media is free and can 
yield fantastic results with a little bit of time investment on your 
end. But make it fun. Let your personality and who you are outside 
of real estate shine.
 
Build or update your website. Start writing a blog and integrate 
industry-specific keywords in your posts for maximum SEO value. 
Remember, your blogs don’t have to be long to be impactful. 
 
Connect with past customers and leads. Send out market 
updates and insights you’ve garnered so that your name is fresh 
on their minds. 
 
Attend networking and professional development events. 
Networking is a prime opportunity to learn about new market 

information and what new methods your colleagues use 
in their businesses. Check out local real estate associa-
tions for a list of networking events. Facebook is another 
source for discovering meetings in your area.
 

Attend trade shows. Building relationships is key to a 
successful real estate practice, and having an arsenal 
of stellar vendors as part of your team is priceless, 
from lenders to electricians to inspectors to attorneys 
to handypersons to contractors to photographers, and 
everything in between.
 
Community involvement. Volunteer, arrange events, 
and be a guest speaker. The goal is to get your name out 
there. Be seen as an expert in your field.
 
Hire an assistant. Do what you do best and let someone 
else do the rest. According to Harvard Business Review, 
workers spend 41 percent of their time on average doing 
tasks that others could handle more efficiently. Conduct 
an audit of your current business setup and evaluate 
what tasks you can delegate. Imagine what you can 
achieve by gaining back even just 20 percent more of 
your time and focusing on what you do best. 
 
Venture outside your box. Where typically you’d refer 
listings, shift your focus to taking them. If that is outside 

your comfort level, hire a transaction coordinator who can han-
dle your ins and outs. 
 
Big business changes. Don’t hold back on switching brokerages if 
that’s an idea you previously entertained. 
 

Develop a team. If you’ve been flirting with this idea, now’s the 
time to do it. 
 
While market uncertainties tend to make REALTORS® and cus-
tomers alike nervous, a turning market is also an opportunity for 
growth and success. 
 

A TURNING MARKET A TURNING MARKET 
IS AN OPPORTUNITY FOR GROWTHIS AN OPPORTUNITY FOR GROWTH
A TURNING MARKET 
IS AN OPPORTUNITY FOR GROWTH A  N E W  S TA N D A R D  I N  H O M E  S E R V I C E S

 Providing a great service experience encompassing Estate Management,
Home Watch, Project Management and Concierge Services since 2013.

(239) 777-6173 spectrumconcierge.com
info@spectrumconcierge.com Licensed - Insured - Bonded

Estate Management | Home Watch | Concierge Services 
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(239) 285-6894 | eaglemoving.com
Locally Owned & Operated | Local & Long Distance Moves

Moving & Packing Services | We also sell and deliver boxes!

SCAN TO SCHEDULE

SWFL'S CLEAN CUT MOVERSSWFL'S CLEAN CUT MOVERS

- What We Offer -

BUILDING YOUR CLIENT'S
DREAM HOME

To Your Clients:
∙ More Than 20 Floor Plans to Choose From
∙ Design Flexibility to Meet Their Specific
  Wants and Needs
∙ Assistance From Our In-House Specialist
  With Lot Finding

To You and Other Realtors:
∙ 3% Commission Based on Contract
 Price Plus Upgrades
∙ Full Commission Paid at Loan Closing
 (Prior to Breaking Ground)
 ∙ Effortless Transition Between Realtor,
 Lender, and Builder

239.348.3085
metrohomebuilders.com

Scan to Register
Your Clients

&
We'll Take Care

of Everything Else
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In 2006, Matt Nance landed in Naples 
seeking new beginnings. He had previously 
lived in the Pacific Northwest and worked 
in the newspaper industry, but after a 
divorce, he reassessed his path, connecting 
with a family friend who owned an insur-
ance agency in Naples.

“I had never really considered Florida, but he 
was here and needed help. I decided to come 
to visit and interview. I was needing a change, 
needing a new beginning,” Matt reflects.

Matt landed in the perfect place. He immedi-
ately fell in love with Southwest Florida and 
found a home in the insurance industry. By 
2013, he and his wife, Casey, founded their 
own agency, Responsive Insurance.

Committed to the Process

Insurance can be an overwhelming topic 
for consumers, but Matt has found joy 
in the process of engaging and educating 
folks. He enjoys doing his work with a high 
level of professionalism and is committed 
to lifelong learning.

“I can continue to learn for my entire life 
and still not know it all, and that’s part of 
what excites me,” he says.

Photo by  
New Frame Photography

We’re 
responsive. 
We’re 
efficient. 
We also 
care about 
educating 
the client 
and taking 
care of 
them.

Photo by New Frame Photography

Matt understands insurance is an 
important and often crucial part of 
any real estate transaction, so he and 
the Responsive Insurance team prior-
itize making life simple for the buyer 
and REALTOR® where they can. 
Simultaneously, he is dedicated to 
educating the client on their options.

“We want to make things as easy as 
possible, but we also want our mutual 
client to understand their options,” 
Matt explains. “Of course, I want to 
write business, but there’s a satisfac-
tion to educating people and leaving 
them with value, whether they do 
business with us or not. So when a 
REALTOR® refers someone to us, 
that client is going to be able to make 
an informed decision.”

“I think there’s a fine line where we 
can add value and encourage people 
to take the time to understand while 
still focusing on getting deals to the 
closing table. We’re responsive. We’re 
efficient. We also care about educating 
the client and taking care of them.”

More Than Cost

Matt encourages his clients to look 
beyond the cost of insurance premi-
ums. Yes, cost is a factor, but it’s not 
the only factor when considering 
overall value. The coverage itself 
can make a big difference, especially 
when major events like a hurricane 
roll through Florida.

“It’s ironic that people may buy 1, 
2, 3 million-dollar homes and then 
renovate for $200,000, but because 
of the way our industry has mar-
keted insurance, the litmus test for 
the value of coverage is how little it 
costs. Premium is always a factor, but 
there’s more to it.”

Matt reminds us that many home 
insurance rates are filed with the 
State and not subject to an agent 
changing them. That means that 
insurance agents like Matt are not 
putting their own margin on a policy. 
He’s simply offering the policies he 
believes are the best value and fit at 
the cost the State requires.

RESPONSIVE INSURANCE
Delivering Value

partner spotlight
By Zachary Cohen

MATT NANCE 
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Photo by New Frame Photography

Matt Nance is the owner of Responsive Insurance in Naples. (Photo by New Frame Photography)

Matt and Casey have two 
children, Maria (15) and 
Mareli (11). When Matt 
and his family get a few 
days together, they enjoy 
camping in their pop-up 
around Florida or taking 
longer adventures, 
like the three-week 
campervan trip they took 
to the West Coast this 
past summer.

In a Sweet Spot

Matt has now been in the insurance business for 
nearly 20 years, the last nine of which have been with 
Responsive Insurance, and he envisions many more 
years of success in the industry. Matt is committed to 
leaving a legacy of trust, integrity, and education. He 
wants clients and partners to know he cares about deliv-
ering a quality, value-driven product. 

The insurance business has many nuances in Florida, in 
particular. That’s why having an agent with experience 
and a commitment to integrity is a major win. 

“I feel like I’m in a sweet spot,” Matt smiles. “I enjoy 
what I’m doing. I have a strong team, and I love designing 
the business and processes and developing people. Going 
into our tenth year, I’m excited about how far we’ve come 
and where we are headed.”

For more information, visit www.responsiveinsurance.com.
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Free consultations

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

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

Veterans, Active Duty Military, First Responders 
and Teachers Discounts.

855-SCM-ROOF
scmroofingfl.com

Licensed Florida Contractor #CCC1331132

SCM ROOFING is a GAF MasterElite Roofing Contractor

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

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

"Professional. Quick & Easy. Would definitely use again." 
  -Tampa Homeowner

"Very Professional. Knowledgeable guys and zero trash 
  was left behind!." -Tampa Homeowner

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

RESPONSIVE
INSURANCE

Putting Results
i n  R e a c h

Scan to Read Our Positive
Reviews and Find Out Why

We Should Be A Part of Your
Referral Network

We represent a number of different insurance companies 
and can compare coverage and prices to find the right 
value for your client's individual circumstances. We are 

members of the Southwest Florida community, and we’re committed to being 
available to do business face-to-face and being your advocate in times of need.

Julie HaynesJessica BuenoKeith ZulikJudy HentgesAlyssa CostaRich CostanteMatt Nance,
Owner

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

coaching corner
By Michael Dill

I
n 2012, a Gallup Poll estimated that $450 billion to $550 billion 
have been lost in productivity in the U.S. by disengaged employ-
ees. Why is this? One of the biggest contributors to this is the 

information explosion. Think about it. In the 1970s, we had three 
TV channels. We have over 200 channels now. We have internet 
radio, Snapshot, Facebook, webinars, podcasts, LinkedIn, Instagram, 
and Twitter. An actual information explosion. More information is 
coming at us on a daily basis than you would imagine as we get an 
average of 3,000 marketing messages every 24 hours. 

Concurrently with this information explosion, there’s 
been a lack of communication in the workplace. We’re 
up on virtual meetings, webinars, and such, however, 
we’re down on the face-to-face, in-person meetings. 
Another surprising statistic: There was a Google 
Analytics done between 2018 and 2020 on a search 
engine for people searching for excuses to miss work. 
It hit a five-year high, a 630 percent increase in people 
looking at fixed excuses not to show up to work. 

Coach Michael Dill is an award-winning certified business 

coach, global speaker and published author. He is a proud 

Action Coach Franchise partner, as well as the president 

of Power & Ice Wealth Creation, a strategic leadership 

company that works with business owners, leaders, 

teams and entrepreneurs to develop a systematized 

and structured organization while accelerating their 

mindset, efficiencies and effectiveness to grow, 

both personally and professionally, to achieve 

extraordinary results. He brings more than 40 

years of business and entrepreneurial experience 

in his leadership, team training, and mentoring 

practice. BusinessCoachMichaelDill.com

What’s an organization to do? I agree 
there’s a lot of frustration out there as 
the whole environment has changed, 
which is obvious by the statistics. 
However, I’m going to give you three 
things to make sure they’re solidly in 
place to help you in these areas. 

1.	Have the right culture. Create a culture, 
an environment where people want to 
thrive. Your culture is how people show 
up. Your culture could be comprised of 
ingredients like communication, excel-
lence, hard work … whatever it may be, 
something that you can align your team 
with. When you are really clear on the 
culture of the organization, you will 
find people that want to blend in and be 
part of that culture. In addition, you, as 
a leader, will always be asking people 
how they’re adhering to the culture of 
the organization. 

2.	90-day plans are very effective. Make 
sure your team leaders are creating 
90-day plans. What exactly are they 
going to be doing over the next 90 days 
to accomplish their goals? Now, you 
have accountability. You have KPIs (key 
performance indicators). They know 

exactly what they need to do and 
the action steps to achieve what 
they want to achieve. Everybody’s 
on the same page. 

 
3.	Have consistent meetings. When 

you have a solid culture in place, 
everyone shows up as who they 
need to be to take the actions they 
need to take (which is on their 
90-day plans) to get the results 
you’re looking for. While conduct-
ing consistent meetings, you’ll be 
tracking all this with your team, 
asking for and getting feedback. 
What can we do better? Is there 
anything else we can do? This 
keeps everyone aligned with the 
direction of the organization. 

 
For starters, just implement these 
three things. Create a culture. Have 
the meetings to track the 90-day 
plans, and KPIs to make sure they’re 
doing what they say they’re going to 
do. This should alleviate a lot of the 
challenges the industries are experi-
encing with communication gaps and 
disengaged employees. Most impor-
tantly, you, as an owner or leader of 

an organization, have to do whatever 
you need to do to make sure your 
team is engaged. Because if they’re 
not, you’re going to be one of the 
statistics, leaving a ton of money on 
the table. 

If any of you reading this need help in 
any of these areas, feel free to reach 
out. I’ll be happy to help you put the 
culture in place, the 90-day plan pro-
cess in place, and the meeting process 
in place. You apply and master those 
three things, and it will make a huge 
difference in the projection of your 
team, as well as your organization. 
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(239) 345-2190
ccgcpas.com
1016 Collier Center Way, Suite 205
Naples, FL 34110
info@ccgcpas.com

TAX LAWS ARE
COMPLICATED
There is no such thing as a simple tax return.
You don’t have to be a tax expert,THAT’S OUR JOB!
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rising star By Zachary Cohen

Photos by LaCasaTour

For Lina Ayers, a REALTOR® with John 
R. Wood Properties, customer service 
is a way of life. Throughout her life, she 
has devoted herself entirely to her craft, 
believing that the little things make all 
the difference.
 
Lina’s passion for customer service was 
on display during her 18-year career 
with American Airlines. Toward the end 
of her time as a flight attendant, Lina 
was selected from 22,000 flight atten-
dants to advise the company’s board of 
directors on client relations.
 
“I went in prepared with my perspective 
about what I do that makes a difference… 
I took pride in my uniform. I saw myself 
as the face of the airline from the second 
I stepped into the airport. Everything 
I did and said represented American 
Airlines. I took it seriously and enjoyed 
it,” Lina reflects.
 
After nearly 20 years as a flight atten-
dant, however, Lina was drawn in 
another direction. She transitioned into 
the real estate industry in 2015 — a con-
tinuation of her devotion to service.
 
“Both are industries that create lifelong 
relationships,” Lina says.
 
Service with a Purpose

Lina was attracted to the real estate 
business because of her love for 
homes, design, style — and most 
importantly — service.
 
“I’ve always been very spiritual as far 
as having a purpose, and to me, service 
is a purpose,” Lina says. “We’re here to 
serve others.”
 
Lina’s approach to real estate is the same 
as her approach was as a first-class flight 
attendant. She leads with the simple 
offer, “How may I serve you?”
 
Lina sold real estate for four years in 
Washington, D.C., during which her 

SERVICE 
WITH 
PURPOSE
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business grew steadily. In 2019, she relocated to 
Southwest Florida.
 
“I wanted to build resilience, to go somewhere I 
didn’t know anyone, to begin again, and to establish 
self-reliance,” she reflects.
 
Lina began her real estate career in Florida with a 
splash. She leveraged her multicultural background 
(she has lived in Europe and the Middle East and 
speaks multiple languages) — to connect with 
customers from many cultures with diverse social 
and economic backgrounds. She’s leveraged her 
international background to build a reputation in 
the luxury market.
 
“The luxury market has its own language, just like 
working in the first-class cabin. I’m not just selling 
the property but also the lifestyle,” Lina says.
 
In 2021, Lina surpassed the $10 million milestone 
in total sales. In the coming years, she hopes to 
continue building her business with a commitment 
to excellence, self-development, and service.
 

A Living Art

Outside work, Lina’s passions are painting, fitness, and all 
things Florida.
 
‘Painting — that’s my happy space. As a closing gift, I usually 
give a bottle of champagne and a piece of art I’ve painted 
myself. It’s truly a gift from the heart — hours of service and 
love. My clients really appreciate that,” Lina says.
 
Lina balances the calming aspect of her art with a commit-
ment to fitness and wellness. She regularly swims and runs, 
and she is an ambassador for the Blue Zones Project, a com-
munity-wide well-being improvement initiative.
 
In her downtime, Lina enjoys simply walking the beach. 
To her, it’s a wonder she lives in a place with such a 
sunny, vibrant lifestyle.
 
“In Southwest Florida, everyone is so happy. It’s been so 
wonderful,” Lina beams. “I feel very optimistic. If you lead 
from the heart, success is inevitable. I believe if you walk 
the path of love, everything works out.”
 

I’VE ALWAYS 

BEEN VERY 

SPIRITUAL 

AS FAR AS 

HAVING A 

PURPOSE, 

AND TO ME, 

SERVICE IS 

A PURPOSE.

Lina Ayers gives her own paintings as 
closing gifts.
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THE BLUE 

ZONES PROJECT

Lina Ayers is an 
ambassador for the 
Blue Zones Project. 
It’s one of the things 
she’s most excited 
about outside of 
work. According to 
the organization’s 
website, the Blue 
Zones Project “is 
a community-wide 
approach to creating 
healthier and more 
productive citizens. 
It uses permanent, 
evidence-based envi-
ronmental and policy 
changes to motivate 
residents to adopt 
and maintain health-
ier lifestyles.”

LOOKING FOR A LENDER
WHO THINKS

THE BOX?
A Solution for Every Client and Agent

WE STEP OUTSIDE THE BOX

Josh Lund
Branch Manager
NMLS #387408

239.478.5783  |  JLund@goldstarfinancial.com

NMLS #3446

Scan to
Connect
Today
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domaininsuranceinc.com
nickdomain@domaininsuranceinc.com

Refer us to
your clients

As an  independent agency,
we have options for
EVERYONE.

239-898-9120

We work directly with 
lenders & realtors

to help transactions 
close smoothly.

HOME | AUTO  | FLOOD

Scan to Find
Out We are the
One-Stop-Shop

for All Your
Client's Needs

LET OUR SOLID REPUTATION BE YOUR GUARANTEE

beckerhomemaintenance.com

239-351-6820

"The entire team is so professional and kind! They did 
an excellent job of explaining the process from start 

to finish and answered all my questions. I am so 
happy with all of their work!" 

- Jessica D., Google Review

HANDYMAN
PAINTING
FLOORING
CABINETRY
CLOSETS
SCREEN REPAIR
PRESSURE WASHING

AND MORE!
P H O T O G R A P H Y

Let's Chat! 239-566-9797
michellereedphoto@me.com
michellereedphotography.com

If your headshot is older than 2 years..
you are due for a new one!

Let’s Face It.

F A M I LY  P O R T R A I T S  |  P R O F E S S I O N A L  P O R T R A I T S  |  C O M M E R C I A L  P H O T O G R A P H Y

Michelle Reed

"Michelle is an outstanding photographer and truly a wonderful person. She has a great
ability to capture the perfect photo all while making people feel comfortable and at ease.
I would recommend her to anyone who is looking for a professional photographer;
Michelle does phenomenal work!" - Elizabeth W., Naples Real Producers
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a Priority in the New Year

Carlene Murray 

is a Certified 

Health/

Wellness & 

Life Coach, 

Nitro Nutrition 

health pro, and 

owner of Board30 Naples, a 

unique full-body approach 

to fitness specializing in HIIT 

resistance band training. Also a 

Florida REALTOR®, Carlene brings 

her passion to Real Producers, 

serving her clients and community 

to help others achieve optimal 

health and wellness of mind, body, 

and spirit. 

CarleneMurray.com

Board30Naples.com

239.260.5653

Ensuring we’re at the top of our health and wellness game this 
New Year undoubtedly will enhance our professional game as 
well. It’s the key to preventing burnout, feeling balanced, and 
leading a fulfilling, purposeful, and productive life. Focusing on 
the seven types of self-care can positively impact all areas of life.
 
Emotional Self-Care

Our ability to regulate our emotions and cope with difficult 
feelings is vital to our happiness and overall quality of life. 
That’s why emotional self-care — the actions we take to con-
nect with our emotions and process them in a healthy  
way — is so important. Examples include:

•	 Utilizing affirmations or mantras

•	 Meditation

•	 Practicing gratitude

The best way to start tending to your emotional health is 
to pay attention to the way you speak to yourself. Noticing 
if you’re engaging in negative self-talk is an important 
preliminary step toward breaking an unhealthy habit. Then, 
replace that negative self-talk with words that are loving 
and kind. By regularly engaging in emotional self-care and 
learning to give yourself grace, you can develop healthy 
coping mechanisms that vastly increase your happiness and 
sense of well-being.
 

By Carlene Murray

health & wellness

Physical Self-Care

Physical self-care is probably what many of us typically think of when 
we hear the words self-care. This type of self-care refers to any activ-
ities you deliberately engage in to enhance your physical well-being. 
Examples include:

•	 Being active (going for a walk, bike ride, taking a fitness class)

•	 Taking a relaxing bubble bath

•	 Getting a massage

So give some thought to what types of physical activities make you 
feel calm, balanced, and happy, and schedule regular time to do them.
 
Mental Self-Care

Mental self-care encompasses anything you do specifically to stimu-
late your mind and cultivate a healthy psyche. Some activities that fit 
under the mental self-care umbrella include:

•	 Listening to a podcast

•	 Trying a new hobby

•	 Reading a book

Social Self-Care

Humans are social beings needing regular connection with others to 
thrive. That’s why prioritizing social self-care — activities that nur-
ture our relationships with others — is critical. Oftentimes, when our 
lives get hectic and overwhelming, we tend to cancel our plans and 
withdraw. While, of course, we all need to say “no” sometimes, it’s 
also important to make time for social interaction. Examples include:

•	 Scheduling a regular phone call with a friend

•	 Going on a date with your significant other

•	 Cuddling with a furry friend

Along the same lines, give some thought to which relationships are no 
longer serving you in your life. Your relationships should uplift and 
fulfill you, not deflate and drain you.
 
Spiritual Self-Care

This form of self-care applies to everyone — religious, atheist, agnos-
tic, or otherwise. Spiritual self-care encompasses any activities you 
engage in to connect with and nurture your soul.

This practice is about connecting with your inner spirit, which, for 
some, may include activities that honor a belief in a higher power. 
Examples include:

•	 Spending time in nature

•	 Engaging in prayer or worship

•	 Volunteering

Practical Self-Care

Yes, even mundane, everyday activities can be considered self-care. 
Any actions you take to fulfill your core needs and reduce stress can 
be catalogued as practical self-care. Examples include:

•	 Organizing your inbox

•	 Tidying your living space

•	 Meal prepping

These forms of self-care are admittedly less exciting 
than some of the others, but not to be underestimated. 
They can be huge sanity savers and help create a 
greater sense of calm and control in our busy lives.
 
Professional Self-Care

Last, but not least, it’s essential to make time for 
professional self-care. These are the activities and 
actions that support feeling balanced and fulfilled in 
your career. Examples include:

•	 Setting a calendar reminder to take a break

•	 Spending time with coworkers

•	 Setting your phone to DND at the end of  

your workday

Establishing a Self-Care Routine That Works For You

Self-care doesn’t have to take tons of time or cost 
lots of money to be beneficial. Incorporating just 
a few into your daily routine can help you to feel a 
greater sense of purpose, gratitude, satisfaction and 
rejuvenation in all areas of life.

MAKINGSelf-Care



64 • January 2023 Naples Real Producers • 65@realproducers realproducersmag.com

Let me help you reach your goals 
with images that get results!

Hana, Photographer

239.200.9099
hana@newframephotography.com
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Growing up in Cape Coral, Nick and Vince 
Rigoni developed a strong brotherly bond. 
Nick is just two and a half years older than 
Vince, and the brothers had a typical rela-
tionship growing up.
 
“Things could get intense, but we learned 
to form an alliance during countless hours 
of Marco Polo in the neighborhood pools,” 
Nick reflects with a laugh.
 
During their years attending UCF, their 
friendship truly blossomed. On their own for 
the first time in their lives, Nick and Vince 
lived together, shared a group of friends, and 
both obtained finance degrees. This was also 
the time when the seeds for their long-stand-
ing business partnership were sowed.
 
“We did everything together,” Vince recalls. 
“We became true friends by choice.”
 
Nick and Vince purchased their first home 
together while still in college, living in it 

Photo by Michelle Reed Photography Vince Rigoni (right) recently got his pilot’s license and Nick Rigoni (left) is in the process of getting his as well. (Photo by Michelle Reed Photography)

cover story
By Zachary Cohen

SIDE BY SIDE

and renting out rooms to friends. Vince even got his real estate license in 2003, 
while he was a junior.
 
“Vince and I always had an entrepreneurial spirit,” Nick says. “Our grandfather 
arrived on Ellis Island from Italy at the age of 18 and quickly established a suc-
cessful musical instrument business in Chicago. After retiring at the young age 
of 35 years old, he started spending a significant amount of time in Cape Coral, 
where he managed modest real estate investments. Our father was a small 
business owner and also held his real estate license in Southwest Florida. So 
real estate has been ingrained in us and always sparked our interest.
 
Moving in Parallel

Nick graduated from UCF in 2003, and Vince the following year. Nick worked 
in new construction home sales for Lennar Homes for the next decade while 

NICK & VINCENICK & VINCENICK & VINCE

WE LOOK AT WHAT 
OPPORTUNITY COMES UP AND 
WHAT FEELS RIGHT. —NICK

RIGONIRIGONI
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Vince Rigoni is a REALTOR® and broker associate with  
Premiere Plus Realty. (Photos by Michelle Reed Photography)

Nick Rigoni is a REALTOR® and broker associate with Compass.
Photo by Michelle 
Reed Photography

Vince built a corporate sales career with Hewlett Packard. Nick was 
licensed in 2006, and they continued to grow their investment port-
folio, founding Vantage Partners, LLC, in 2010.
 
“That’s when we got a look behind the curtain with Southwest 
Florida real estate and the opportunity. It was our segue into devel-
opment and remodeling,” Vince says.
 
Meanwhile, the brothers each built successful corporate careers. 
Nick thrived in new home sales, and Vince became one of HP’s top 
sales producers.
 
Betting on Themselves

In 2015, the brothers decided to devote themselves entirely to 
their real estate businesses, leaving their corporate sales careers 
behind them. In 2016, Nick and Vince founded Leela Lifestyle 
Homes alongside general contractor and partner Tom Arnow. 
They continued to invest through Vantage Partners while diving 
deeper into development.
 
Nick and Vince have both built impressive real estate sales busi-
nesses too. Nick is a solo agent with Compass, while Vince hangs his 
license at Premiere Plus Realty. Both run client-focused businesses 
and are broker associates with multiple luxury distinctions. They 
sell primarily Naples waterfront property, but enjoy going wherever 
their clients need them most. Vince also holds a broker’s license in 
the state of Hawaii.
 

WE’VE ENJOYED THE JOURNEY 
TO WHERE WE ARE TODAY. WE 
HAVE A GREAT PARTNERSHIP 
AND TRULY ENJOY DOING THINGS 
TOGETHER. —VINCE
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Looking for a
Lender Who is
Accessible?
I work DAYS, NIGHTS
and WEEKENDS to
help your clients
achieve their
SWFL Paradise

Scan to Partner with the
top 1% of Loan Officers
in the SWFL Market

Nicole Paolini
(239) 287-8556

nicole.paolini@movement.com
movement.com/nicole.paolini

Loan Officer NMLS# 1252860

In his downtime, Nick Rigoni enjoys efoiling. (Photo by Michelle Reed Photography) Vince and April Rigoni with their son, Kai  
(Photo by Meagan McGregor Photography)

Photo by Michelle Reed Photography

“I’m a concierge agent. Where my 
book of business is, where my clients 
go, that’s where I go,” Nick explains.
 
Living the Lifestyle, Side by Side

Nick and Vince are not just successful 
entrepreneurs; they also value their 
time outside of work. They enjoy living 
the Florida lifestyle, from boating to 
golfing. Vince recently got his pilot’s 
license, and Nick is also in the final 
stages of obtaining his PPL, so flying 
is their latest adventure. Vince also 
cherishes parenthood alongside his 
wife, April. Vince explains, “I am hon-
ored to be a dad, and beyond grateful 
for our son, Kai.” Precious time with 
family, work and play are all blended, 
and Nick and Vince like it that way. For 
them, real estate is a lifestyle.
 
“A lot of what we do is simply out 
of passion,” Nick explains. “When I 
wake up in the morning, I don’t think 
of a to-do list. I think of opportunity. 
Our clients are our friends. We go 
on the boat, go for a drink on 5th 
Avenue. Real estate and Florida — it’s 
ingrained in us. We enjoy our friends, 
our family, and where we work and 
play. It’s what we love; Southwest 
Florida is our home and our passion.”
 

As Nick and Vince look ahead, they 
plan to continue approaching each 
day with a mindset of opportunism 
and positivity. They aren’t sure what 
the future will hold, but they are 
excited about what’s possible.
 
“We’re ‘feel’ players,” Nick says. “We 
look at what opportunity comes up 
and what feels right. I’ve never been 
the person to say, ‘This is my five- or 
10-year goal.’ I don’t have a blueprint. 

I wake up excited and seize the opportuni-
ties as they come up.”
 
“We’re very close as best friends and 
brothers,” Vince adds. “We’ve enjoyed the 
journey to where we are today. We have 
a great partnership and truly enjoy doing 
things together. We’re all about balance 
and being opportunistic. We’re thrilled 
to be building more in the area, and we’ll 
always be here for our clients. We’re 
excited for the future.”
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SMART 
strategies

TRUSTED
advice

PRACTICAL
solutions

The Law O�ce of Matthew P. Flores is a full-service real 
estate law firm serving all of Southwest Florida.

Our team is committed to assisting buyers and sellers with the purchase and sale 
of residential and commercial real property. We work side-by-side with our 

clients from contract to close.

MATTHEW P. FLORES, ESQ.
matt@naplesbaylaw.com | 239-261-0592
1333 Third Avenue S, Suite 505, Naples, Florida 34102 | 
naplesbaylaw.com | @naplesbaylaw

Successfully Serving 
REALTORS® in Naples

Let's discuss YOUR event!

We'll work with you every step of the way to insure that your event is flawless.

lightworks-productions.com  |  239-784-4748

Lightworks Stage Productions is South Florida’s most complete sound, lighting, 
audio visual, and decor provider in the corporate and special event industry.

Lighting  •  Audio  •  Projection  •  Backline

“Professional, knowledgeable and accommodating, I would recommend 
Lightworks for any event, large or small.” -Alan J., The Powerhouse Group

Experience our experience!

BUILDING BRANDS THATBUILDING BRANDS THAT

Corrafilm is a Personal Branding and
Production Company that works closely 
with Real Estate Agents to grow their
audience on Social Media Platforms.

Contact us and let's get started!

COBY CORRADINO
Creative Director
786-417-7210
corrafilm@gmail.com

VIDEOGRAPHY  •   PHOTOGRAPHY  •   GRAPHIC DESIGN
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home matters
By Shauna Osborne

In Japanese culture, the concept of oosouji, which literally 
translates as “ooo” (big) and “souji” (cleaning), presents a 
similar notion, with an emphasis on clearing out the old. 
In fact, it is considered inauspicious to welcome a new 
year with any “old business” (including dirt and clutter!) 
outstanding. How can we adopt this ritual of release as we 
march forward into a brand-new year? 

Start with the right mindset. We often view cleaning 
as a dreaded task to be procrastinated as long as 
possible. Try to reframe this problematic mentality as 
one of forward-looking productivity. Much like a ritual, 
clearing out the physical dust of the old year means also 
clearing out the emotional and mental dust, wiping the 
slate clean for what is to come.

With that liberating viewpoint in mind, it’s time to get 
your hands dirty:

• Oosouji is, traditionally, a top-to-bottom cleaning, so 
start at the top by dusting ceilings and fans, wiping 
down walls and dusting furniture and then vacuum-
ing, sweeping or mopping floors. 

• Designate several boxes in each room for items that 
are no longer meaningful, beautiful or loved, and 
when you’ve finished with your task, pass them 
along however is appropriate. Eliminating what you 
no longer use creates space for new ideas and frees 
you from unnecessary burdens. Also, include a bag 
or box for waste, removing it (symbolically taking 
out the mental “trash”) from the house as soon as 
you finish that room. You will be surprised at how 
much lighter you feel!

• Last, remove stains from your home, whether on the 
furniture, carpet or grout. Old stains remind us of 
the past and have no place in a newly purged space. 

If possible, every family member should be involved in 
your cleansing practice, making careful decisions about 
their individual possessions and benefitting from this 
fresh start. Happy New Year!

It’s a new year, a transitional time to embrace 
the sentiment of “out with the old, in with the 
new.” There’s something about turning over 
the calendar page (hello, 2023!) that feels fresh 
and invigorating, like anything is possible. 

Observing Oosouji: 
Out with the Old

Jonathan T. Polk

A  C O M P L E T E  S O L U T I O N  F O R
Y O U R  L A N D  S U R V E Y I N G  N E E D S
Avoid Costly Mistakes and Lengthy Delays on Your Client's Closing

WHY CHOOSE POLK INDUSTRIES
√ Fast, Friendly, Affordable, Dependable, Experienced

√ Full Color Surveys highlighting any Adverse Conditions

√ Easy Online Ordering & Tracking of Survey Orders

√ Instant Delivery of Digitally Signed & Sealed Surveys

√ Automated Schedule Notifications & Status Updates

√ 24/7 online access to Completed Survey Documents

√ Prominent Customer Branding on Completed Surveys

√ $1,000,000 Professional Liability Coverage Protection

√ Wide Coverage with Survey Crews throughout Florida

√ Customer Ability to change Lender Clauses Themselves

239.438.6933 | jonathan@polkindustries.net

$395 Stand
Lot & Block

Includes Elevation Certificate

& Full Cancellations on

All Standard Lots

We do Pools and Fence Lines

To make an appointment please call (239) 431-5100
 or visit our website pythonhomeinspection.com

Brett Onasch, Owner ∙ Certified Master Home Inspector License #HI8303 | NACHI ID#16021822, CMI, CPI

Refer them to a Master Home Inspector whose
training and professionalism will give them
confidence in you through the end of the

transaction and beyond.

REALTORS...
Your reputation is your most valuable asset and

clients rely on you to guide them through a
complicated and stressful process.
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1250 TAMIAMI TRAIL NORTH #111
NAPLES, FL, 34102

COASTLAND CENTER MALL 
(FOOD COURT)
(786) 241-8459

1868 TAMIAMI TRAIL NORTH 
NAPLES, FL, 34102

BREAKFAST - LUNCH - COFFEE - CATERING

80 • December 2022 Naples Real Producers • 81@realproducers realproducersmag.com

details. He’s honest, even when the truth is hard to swallow. He 
serves his clients with the highest level of care and expertise.
 
“I treat my job like a job. I get up every day, shower, eat my 
breakfast, have my routine, and go into the office. I don’t have 
aspirations to have a big team because I don’t want my face on a 
billboard or a bus stop bench. I just want to be well respected for 
what it is I do. I treat my clients well. I follow up. Details are key. 
Going above and beyond is huge. This is my career.”
 
Into the Unknown

As we enter an unknown market, Jordan is doubling down on 

his commitment to real estate. He built the foundation 
of his business amid the Great Recession, and he’s 
confident he’ll be able to weather the storm of any 
future market conditions.
 
“My goal is to continue doing what it is that I’m doing. I 
love Sotheby’s. I love the brand and my leadership. My 
colleagues are some of the greatest names and person-
alities in the industry,” Jordan says. “I don’t need to be 
in the limelight. I don’t want to be in the limelight. I like 
being understated and beautiful. I love creating beautiful 
things, and I like matching people with beautiful spaces.”

Photo by Michelle Reed

I love creating beautiful 
things, and I like matching 
people with beautiful spaces.” 

—Jordan Delaney
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Building a Foundation

Jordan became a Realtor in 2008, right when 
the market was bottoming out. At 22 years 
old, he was faced with building a business in 
a historically challenging environment.
 
“I did not make a single paycheck for 11 
months and 10 days,” Jordan says. “But I 
stuck with it. I got up every day and put 
on my slacks and a blazer, and went to the 
office. I was asking questions to tenured 
agents… I was hopeful. I was optimistic. 
Some of these days were so slow, open 
houses when no one would show up, 
but I kept showing up. I would study the 

market, learn my market, and knew 
every house in my area.”
 
Eight months in, Jordan got his first 
listing, a $1.4 million home from a cli-
ent he met at an open house. That was 
the spark that allowed his career to 
take off. Jordan knows he was lucky, 
but he also worked hard for that luck.
 
“I got that listing because I had to 
show up to be lucky. I showed up at so 
many open houses, many which had 
very few people or no one. I happened 
to be there on that day, and I knew my 

market. Because I had the diligence 
and knew my market and could 
understand it, I got my first listing at 
23 years old.”
 
Into the Present

Fifteen years later, Jordan has grown 
to become one of Southwest Florida’s 
top agents. In 2022, he’s tracking to 
close just under $100 million.
 
Jordan has succeeded by applying 
the same principles that got him that 
first listing. He shows up. He studies 
the market. He pays attention to the 

Jordan Delaney is a top REALTOR® with 
Premier Sotheby’s International Realty. 
(Photo by Michelle Reed)

Beyond the Office

Jordan and his husband, Dr. Nick 

Schroeder, split their time between 

Naples and Miami, where Nick owns 

a home and works. Outside of real 

estate, you’ll find Jordan spending 

time with friends, traveling, golfing, and 

working on his Florida cottage.

Photo by Michelle Reed
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cover story

DELANEY
OUT OF THE L IMELIGHT

By Zachary Cohen

From the time he was a young boy, Jordan Delaney, a REALTOR® with 
Premier Sotheby’s International Realty, dreamed of working with 
homes. He aspired to become an architect for most of his childhood 
and teenage years.
 
“But for some reason, that just didn’t happen. I ended up in business 
school with a minor in hospitality,” Jordan reflects.
 
While his dreams of a career in architecture found their way to the 
back burner, Jordan continued to be pulled toward working with 
houses. That led him to get his real estate license during his senior 
year at Boston University.
 
“The years before, we saw real 
estate booming. I was in busi-
ness school and thought perhaps 
this was a way to get me back to 
architecture and development. 
It was not a well-thought-out 
idea, and I didn’t think it’d be my 
career. I was just trying to find 
things that would make me hap-
pier on a day-to-day basis.”
 
Coming Home

After graduation, Jordan 
was offered a job with one of 
Massachusetts’ prominent real 
estate firms, but his heart led him 
in a different direction. Although 
he had gone to college in Boston, 
the Northeast wasn’t home to 
Jordan. He grew up in Trinidad 
and Tobago, and his family often 
visited Naples. In 2003, his par-
ents moved to Naples full-time.
 

“I grew up coming to Naples all the time. My dad’s 
family had a place here, and I’d spend summers 
or easter vacations. I went to golf school here. My 
family would vacation here. Naples has always been 
part of my life,” Jordan reflects. “I was homesick, 
so I came home.”
 
In Naples, Jordan spent a year in a corporate 
environment before realizing it was not for him. 
That’s when he decided to give a career in real 
estate an honest go.
 

JORDAN

Photo by Michelle Reed
Photo by 
Michelle Reed

JORDAN 
DELANEY

D E C E M B E R  2 0 2 2

N A P L E S

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

FEATURED AGENT

KIM JONES

RISING STAR

CHRISTOPHER WICKS 

PARTNER SPOTLIGHT

NICOLE PAOLINI

MOVEMENT MORTGAGE

OUT OF THE LIMELIGHT

ME MORE!
PRINT

Want a copy of your article or full 
magazines that you were featured in?

Were you, your broker, or 

the team featured in an 

issue of Real Producers?

REPRINTS! 

What the heck is a reprint? A reprint is a four- or eight-
page bound, printed piece on magazine-grade paper with 
your full article — and you on the cover. 

WHY DO I NEED THOSE? 

These reprints are a professional marketing tool that 
can help brand you, your team and/or your business.
•	 Use on listing appointments
•	 Send out to friends and family 
•	 Send to clients with your holiday greetings
•	 Brokers, use as recruiting tools for capturing 	

new talent 
•	 Use when farming your favorite neighborhood 

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING COR-

RECTED ON MY ARTICLE?

No worries! We can make any changes needed. We send 
you a proof, you approve, and then they are sent to you 
via FedEx.

WHO CAN BUY THESE? 

The REALTOR® that was featured, the broker, our part-
ner, or family. Anyone who wants to promote you.

HOW DO I ORDER? 

Email swfl@realproducersmag.com.
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