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FIVE REASONS WHY

LOGKE YOUR LOAN IS BETTER

QD PERSONALIZED SERVICE AND A
(N LIFELONG RELATIONAHIP

WIDEST VARIETY OF LOAN
OPTIONS FOR CLIENTS

2 | ADVANCED MORTGAGE
s KNOWLEDGE
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° COMMUNITY

NOT LIMITED TO
BANKER HOURS

NOT ALL HOME LOANS
ARE CREATED EQUAL
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STAND'OUT'IN YOUR MARKET.
WE ARE HELPING” AGENTS GROW, THER BUSINESS

THROUGH  INDUSTRY " ' LEADING. “TRAINING ~ AND

E @ G DEVELOPMENT WITH THE LATEST STRATEGIES AND

: = TEGCHNOLOGY THAT ALLOWS THEM TO'STAND OUT IN
Uriversify

THEIR MARKET.

BY ESCROW OPTIONS GROUP [}
Legilon Jodly!
WWW.EOGUNIVERSITY.COM

Account Executive
Serving Riverside & Corona

C: 951.852.9545
Patti.MacGregor@CTT.com | PattiMacGregor.com
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MEET THE Market Data Changes
INLAND EMPIRE Rapidly -

REAL PRODUCERS TEAM
Are You In The Know?!
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If you are interested in contributing or nominating Realtors for certain stories,
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DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain
solely those of the author(s). The paid advertisements contained within the /nfand Empire Real Producers magazine are not endorsed or recommended by The N2 Company or the
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Scan to email me and receive
your Weekly Rate Update!
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First American

When you include a First American Home Warranty

home warranty with your transactions s
your clients can celebrate freedom X, . il firstamrealestate.com
from costly repairs and replacements=

s Phon raers:
on covered household items, one Orders

800.444.9030

Contact me for details

Your Local Resources

714.343.8345

“We are here for you Jason@USLendNet.com

and your clients, before
and after closing”
e
\EY

Amanda McMillien-Brock

Loan Officer

NMLS# 3831481
DRE #0148033

3 CERTIFIED MORTGAGE
- — ADVISOR.

2022,

USLendNet.com | 4411 E La Plma Ave. Anaheim
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PREFERRED PARTNERS

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!

CLOSING GIFTS

Cut Above Gifts

Andy Burton

(951) 334-5301
www.cutabovegifts.com

CREDIT REPAIR
Second Chance Financial
(909) 599-1888

ESCROW
Escrow 321
(949) 370-4937

New Venture Escrow
Tania Gonzalez

(619) 807-0711
NewVentureEscrow.com

ESCROW SERVICES
Corner Escrow

Lisa DeWitt

(951) 312-2073

Escrow Options Group
Tom Blank
(951)314-6860

HOME INSPECTION
A Better Home Inspection
(800) 720-2844

Archive Property Inspections
(951) 304-3508

Highlander Inspections
(909) 963-0756

Mathews Inspection Group
(951) 227-2722

Pacific Property Inspections
(951) 295-4995

TNT Inspection Pros
(562) 201-1949

Maximize Your

Closing Efficiency

With Our Comprehensive
Inspection Services!

* Home Inspection
* Mold & Air Quality Inspection
» Sewer Scope ° Infrared Scan

IE Agents
Our Bundle
Packages Offer
Savings for
Your Clients!

ONE CALLTO
HIGHLANDER
TAKES CARE
OF IT ALL!

HOME WARRANTY
Choice Home Warranty
(951) 616-9691

First American
Home Warranty
(951) 541-6086

INSURANCE
Spencer Pardon Agency
(951) 743-9208

JUNK REMOVAL
Junk Dawgs - Drew Douglass
(909) 712-9525

MOLD REMEDIATION
Green Home Solutions
(310) 874-3528

MORTGAGE
Able Mortgage
(951) 899-0009

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

US Lending
(714) 343-8345

MOVING & STORAGE
Ruff & Ready Moving
John Ruff

(951) 834-3539
ruffandreadymoving.com

PROPERTY MANAGEMENT
First Choice Property Mgmt
(909) 239-7144

REAL ESTATE
PHOTOGRAPHY/VIDEOS
The Photo Dewd

(909) 208-5653

SOLAR
Shaw Energy Consulting LLC
(410) 871-8277

TITLE COMPANY
Chicago Title
Lavonne Benyola
(951)453-7380

Patti MacGregor
(951)852-9545

Mary Thompson
(951)236-3369

BY THE NUMBERS

HERE’S WHAT THE

TOP 500 AGENTS

IN INLAND EMPIRE
SOLD IN 2022

PARTYL

TOTAL TRANSACTIONS

q$

9,836,209,802
SALES VOLUME

AVERAGE
TRANSACTIONS

AVERAGE
SALES VOLUME I
PER AGENT

PER AGENT

909-963-0756  Highlanderinspections.com
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~ STEPH
COCHREN

P> cover story

Written by Zachary Cohen Photography by Marissa McCutchan

The team model has become commonplace in
the real estate business, offering agents the
collaboration and support often lacking in a
single-agent model. And yet, teams have their
limitations, too. Agents often outgrow the
model; as their personal business strengthens,
they may become less reliant on the support
of a team. Thus, a higher commission split and

more independence become attractive.

After nearly a decade leading a team with
Keller Williams, Misty and Stephen Cochren
took the next significant step in their business
in 2022, launching their own brokerage, Just
Listed SoCal with Side. Misty and Stephen
continue to run Cochren Realty Team, but
now, their agents have multiple options in
terms of business structure. Those who
outgrow the team structure have the choice to
remain with Misty and Stephen, growing an
individual business or starting a team of their
own under the Just Listed SoCal brand.

“We got to a point where agents were hit-
ting a ceiling and didn’t want to be on a team
forever,” Misty explains.”Some wanted to be
on their own, and it was a bummer that we
may lose those people. Getting the brokerage
allows us to continue to be their role models
and guide them but allow them to be out there

on their own, building their own brands, too.”

Misty and Stephen bring a wealth of expe-
rience to their roles as team leaders. Misty
started her real estate career in property man-
agement at 17 years old. After over 20 years
in property management, she transitioned to

selling single-family homes in 2013.

Stephen joined his wife the following year. His
professional background as a football coach

has helped him as a leader in real estate.

“I enjoy the team dynamic here with agents,
encouraging them to do their best. Coaching
younger agents, I’ve pulled some of that

coaching experience over and poured it into

our agents here,” he explains.

At Just Listed SoCal, Misty and Stephen are
building a culture of collaboration, camara-
derie, and authenticity. They describe the
environment as”family-like.” The group often
eats lunch together, masterminds new ideas,

and shares lessons learned.

“We learn a lot from them, too,”
Misty says.”We’re always learning. I
don’t feel we know more than them.

‘We learn in both directions.”

Misty and Stephen have taken their time
adding agents during their first year with

Just Listed SoCal, but they have big goals for
the future. They plan to open five more office
locations within the next five years. Misty and
Stephen also recently launched an escrow
company alongside a few partners, The Local
Escrow, giving them another avenue to serve

clients through real estate.

While real estate is a huge part of Misty and
Stephen’s life, their family is their top priority.
They have four sons, Austin (22), Evan (19),
Brady (12), and Landon (4). Austin and Evan

are both agents on the Cochren Realty Team.

_lq

Getting the brokerage allows us to continue to be their
role models and guide them but allow them to be out
there on their own, building their own brands, too.

Inland Empire Real Producers - 13
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“Considering the age gaps, we are

a tight-knit family. We’re all about
togetherness. We vacation together.
Football and sports are a huge part

of our lives,” Stephen says.”It’s neat
to see the dynamics of our family.
Outside looking in, you see a big age
gap, but all four seem like the best of
friends. It’s super cool. I feel they lead

with their hearts, and that’s what’s so

special about them. They are heart-fo-
cused and want the family to thrive as

much as possible.”

One of Misty and Stephen’s top

goals is to build a business their

sons can take over. After growing

up without much financial abun-

dance, Misty and Stephen are chang-

N N

I want to make sure my kids know <
their parents are hard workers,

ing the future for their family.

“I want to make sure my kids know

their parents are hard workers,

genuine, that they have everything

genuine, that they have everything
possible that we didn’t have.

possible that we didn’t have,” Misty
says, emotions rising.”We want them

to have love and respect for everyone,

and they have such big hearts.”
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[4 Residential Transactions  [¥ Refinancing
[4 Mobile & Multi-Unit Homes [+ Short Sale, REO & 1030 Exchange

[ vacant Land [vf E-Signing & Notary Services

Finnae Lanni
Senior Escrow Officer

949.401.4770
flanni@escrow32l.com

Jordan Shaw

i\ Concierge Energy Advisor Scan to
L ©© @ShawNRGConsulting C&':nfgay;fh

Transferable & Escrow Friendly

You're the Trusted Advisor
$100K+ Lifetime Cash Infusion
$1000 Referral Program

wEwil, ~ 7
FINDITHE: .
SOLUT

B0 TESTING FOR
o —
Realtors, mention IE Real @ HHBUH

Producers upon

*ofrer orvour cionts: . INDOOR AIR QUALITY ISSUES

INDOOR AIR QUALITY EXPERTS.

888-523-6653 (MOLD)

Spencer Pardon
(951) 200-3310

SPENCER PARDON AGENCY
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I'-. GREENHOMESOLUTIONS.COM/INLAND-EMPIRE-CA
James Maertz, Owner ¢ Cell: (310) 874-3528

We're here 7 days a week -

Call us today for same-day booking!

Roxie, VP of Fun

WORKING"WITH
INIHOME
"INSPECTION:
= ALWAYS

@\TNT INSPECTION PROS

Call Brian for a
sweeter home inspection
experience!

 BRIAN 70T, oWNER

C: 562.201.1949
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Danny Forster was still a young boy
when his grandfather, Ray, founded A
Better Home Inspection in 1988. Over
thirty years later, Danny is at the helm
of the company, leading the company
into the future with modern innovation
and a commitment to the values his

grandfather founded the company upon.

“My grandfather and I were best
friends,” Danny reflects.”] was involved
in the business with him from the

time I was just six years old, hang-

ing out on jobs on the weekends.

From there, my involvement grew.”

As the years passed, Danny was given
more responsibility. By eight years

old, he was tasked with testing outlets
during inspections. By the time he was a
young teen, he was doing entire portions

of the home inspection on his own.

“It got to a point where I'd do the inside
of a house, and my grandfather would
do the outside of the house. I remember
one day when I was 16, I showed up at
his house, and he wasn’t feeling well,

so he sent me out to do the inspection
we had scheduled. I doubted myself,

A BETTER
HOME INSPECTION

but he knew I could do it,” Danny reflects.”When I
came back, he seemed like he was feeling fine... and he

admitted he wasn’t sick. He knew I was ready.”

Danny soon became the third generation Forster to
officially join the company, joining his mom, Chris,
and grandfather. As an employee, he had the chance to
see the inner workings of the family business. Danny’s
grandfather and mom taught him how impactful their
role in real estate transactions is, how to serve clients,

and how to communicate well.

In 2010, Danny became a part-owner at A Better
Home Inspections, working alongside his grandfa-
ther until he passed in 2018. Danny learned a great
deal from his grandfather during these years, but
he also had ideas of his own on how to improve the
company. Once he became the sole owner, things

started to really take off.

“Those eight years were fantastic, but the business
changed drastically when I took over completely.

The health of the company improved, and I started
bringing my youth into the company — changing
software, implementing new systems, bringing on
new services like sewer scopes, mold inspections,
pool/spa inspections, and irrigation inspections,”
Danny reflects.”That really changed the experience
our customers were getting from us, and I began truly

developing my attributes as an owner.”

DY preferred partner spotlight

66

So how do we make people’s
lives better for the two to
three hours we are with
them? Are they going to
remember the inspection?
Maybe. But they will definitely
remember the experience.

Written by Zachary Cohen Photography by Marissa McCutchan

We want to be remembered for

changing people’s lives.
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Today, A Better Home Inspection is a team of six inspec-
tors and a strong leadership team. They do inspections
seven years a week, offer 24-hour scheduling, and

provide on-site reports. Under Danny’s leadership, cus-

WE USE AN ACRONYM FOR OUR VALUES: ABHI, WHICH ALSO STANDS FOR A tomer sorvice has taken a front soat.
BETTER HOME INSPECTION.

“The interesting side of the business is who we are and

Always deliver a ‘wow’ experience. Build a positive team and family spirit. Humility,

what we stand for. Our values are big in our world,”
commu nity, and em pathy And final |y, Integ I'Ity Know and do what is rlg ht. Danny says.”We use an acronym for our values: ABHI,

- which also stands for A Better Home Inspection. Always
deliver a‘wow’ experience. Build a positive team and
family spirit. Humility, community, and empathy. And
finally, Integrity. Know and do what is right.”

If there’s one thing Danny wants people to know, it’s
how much he cares about his clients and community.

A Better Home Inspection gives back to organizations

like The Semper Fi & America’s Fund, a nonprofit that

The story of how ABHI started
being called ‘The Avocado Guys’
begins with Danny’s grandfather.
Be sure to ask him about it the

next time you see him!

serves wounded veterans. The team is continually find-

ing ways to give their clients and partners a best-in-class

home inspection experience.

“What matters to me is how do I change the lives of the

people around me?” Danny explains.”You only get one life,
and you have to live it to the fullest. So how do we make
people’s lives better for the two to three hours we are with
them? Are they going to remember the inspection? Maybe.
But they will definitely remember the experience. We want

to be remembered for changing people’s lives.”

For more information, visit
www.forsterhomeinspections.com.

) BDD-?ZG-EHh

Great People who Care,
Enriching our Community
through Education.
Your home, Our Priority!

A Always Deliver WOW
Through Service

B Build A Positive Team
And Family Spirit

Humility, Community,
And Empathy

What Is Right, All The
Time

I Integrity. Know And Do

(800) 720-2844

Find us on social media @abetterhomeinspections
T info@forsterhomeinspections.com
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. A HOME INSPECTOR PARTNER
= You Can Depend On!———

WHY CHOOSE US?

Same-Day & Next-Day.
Appointments

InterNACHI® Certified
Easy To Use Repair Pricer

Package Discount Options -
Termite & Sewer Scope

Owner . ' Same-Day Spectra Reports

ABOUT OUR
HERO

\ } CONTACT US TODAY - We respond 24/7 in 30 minutes or less! ASK US
DISCOUNTS!

F @PacificPropertylnspection

i

(@) ProToinewn  MAKING THE RIGHT _
YOUR TOTAL MARKETING SOLUTION A

M v | W L
TO ELEVATE YOUR LISTINGS!
Interior & Exterior Real Estate Photography | Aerial | Twilight & Digital Twilight
3D Floor Plans | Virtual Staging | Real Estate Video

JUST GOT EASIER!

Named 2 1 month

FREE

plus $100 off

"A Best Home
Warranty
Company” * = all Multi-Year Plans
by US News & - i (tgr.ms and
WorId Report’s i ’ conditions apply)
360 Reviews
(2021-2022)

Low hold times
for claims

ke dispatch.

Tracy Burnside ! i . Chanin Carrillo
- Account Executive

s

Account Executive  #7

) " ‘

Eﬂﬂ:}:ﬁﬁ;‘;ﬁ.‘ﬁ'&";‘gﬁiw C:951.616.9691 = y C: 909.367.5119
o a TBurnside@CHWPro.com™ CCarrillo@CHWPro.com
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LZaen X Mike Dew, Owner 00O UNUIVE 'qg our Digital 8 W

E%53 9092085653 | ThePhotoDewd.com

Home Warranity Brochure! E
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N FIRST
CHOICE

PROPERTY MANAGEMENT

List Your Property for Rent

Place your rental worries to rest!

e 24/7 Emergency Service  © Confident Investing
* Professional Advice e Accurate Accounting
& Resources ¢ Diligent & Dedicated

* The Only PM That Provides 24 Hour A
Day Security When the Property is Vacant

i e e e LTS

O}y e
[
Get started today & scan to

download our FREE mobile app!

Dale Beaver, Broker & CEO
951.742.7570 » FCPM1l.com

Check Out Our Remote Showing
and Security System!

WITH OUR |
SEAMLESS 1 _
. MOVING Ll
"-"*SER__VICES! . Bill Through E

* Local & Long Distance Moves + Full-Time Office Staff
* Free Move Consultation & Estimate = Financing Available
* Short- & Long-Term Storage

1-844-GET-RUFF (1-844-438-7833) « 951.501.8235
ruffandreadymoving.com

Higher Credit Scores =

More Opportunity!

Let Us Fix & Repair
Your Clients Credit

Raise FICO Scores

Instant Results —

31 Years Experiencé

: gl
R
I'|.

P Hﬂqﬁiﬁﬁﬂﬁ'ﬂiﬁun g1 -'-F. ; ,. .:'-'-'_-_-.
ASK ABOUT OUR AGENT PARTNERSHIP OPPORTUNITIES!

IS
SECOND <4 CHANCE

CREDIT REPAIR

Wayne Wolfe
C: 909.455.6802 | O: 909.599.1888
Wayne@SecondChanceCreditRepair | SecondChanceFinancial.com
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Margery

Velasquez

Written by Zachary Cohen Photography by Marissa McCutchan

By 2014, Margery Velasquez was ready for a career

change. She had been working in customer service

at Loma Linda University Medical Center for the

previous 16 years, and despite her love for the work, she

recognized it was time to move on.

“A lot of my coworkers at the time were
going to school to be nurses, doctors,

and therapists. I got to a point where I
thought,'What do I really want to do?’ I
really didn’t know. That was my high school
job, and I worked there for 16 years. It was

time for something new.”

As Margery racked her brain for a career
that would fulfill her, one option rose to the

surface: real estate sales.

“Real estate wasn’t something I always

wanted to do, but as I considered my

I never want to be pushy.
| don't want to force

or push people to do
things they don't want
to do or into a city they
don't want to go to. |
want to be genuine.

options, I realized I had the experience
to make it work,” Margery reflects.”It
took us years to find the right

house, and that sparked an inter-

est in real estate. I thought, What if

I sell real estate?’ It just clicked.”

Margery’s first taste of real estate came
through her journey when buying a home.
She and her husband set out to purchase a
home soon after the recession. Cash buyers
flooded the market, making it difficult for
Margery and her husband to get their VA

loan-supported offer accepted.

Margery cycled through four REALTORS®
before finding someone who could help
her find the home of her dreams. Some
of those agents were focused more on
their own paychecks than Margery’s
needs. Others wanted to push her to buy
in areas she wasn’t interested in. After
three failed attempts, Margery and her
husband took a breather, setting aside
their hopes of buying a home as they
searched for a REALTOR® who could
provide the guidance they needed.

Inland Empire Real Producers -
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Finally, Margery found a REALTOR who
offered what she desired. This agent was
patient, genuine, and not pushy. She cared
about Margery’s needs and, ultimately,

helped her find her family a house.

Margery had a deep understanding of the
impact an agent can make on the lives of
families. She had first-hand experience
with the pain of struggling to find a home.
She also had a positive experience to draw
on; the REALTOR® who finally listened

to her desires made a profound positive

impact in her life.

So as Margery began her real estate career
in 2014, she set out to be like her last
REALTOR® — kind, patient, and caring.

“I never want to be pushy. I don’t want to
force or push people to do things they don’t
want to do or into a city they don’t want to

go to. I want to be genuine,” Margery says.

Over the past nine years, Margery has
stood by her commitment to integrity,
allowing her to become one of the area’s
top agents.”] put my buyers and sellers
first. They are my priority. Most of my
business is referral business now, and that
reassures me that I'm doing the job right. I
believe in putting people’s needs first, and
people notice that,” Margery explains.”I
believe clients work with me because I'm
patient. I'm not pushy. 'm not salesy. I

always focus on what their needs are.”

Margery recently obtained her broker’s
license. While she has dreams of one day
opening an independent agency, for now,
she’s happy where she is. Keller Williams
offers her the support and camaraderie she
seeks, allowing her to grow as an agent and a
human being. Margery is leaving it up to God

to determine where her career goes next.

“Most importantly, I want people to know
that I am a very caring person. I put God
first, and I put my clients’ needs first. I treat
all people with respect. And I think that
means a lot, especially in the times we are

living in right now.”
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Nick Cardenas has been surrounded by the real estate
business for as long as he can remember. His uncle has

owned Century 21 King for the past 15 years, and his
aunt is also a REALTOR®. Despite Nick’s clear

affinity for entrepreneurship and business,

he didn’t take an interest in real
estate until his mid-twenties.

“I've always been the type to go out and sell things. I
was in eighth-grade selling pop rocks on the bus for
lunch money. But it just didn’t click for me that real

estate could be my career until later,” Nick reflects.

When the real estate market began to recover
from the recession in 2011, Nick watched friends
and family members find success in the business.
At the time, he was working as a crane operator
for California Steel and was newly married. The
opportunity to earn more and provide for his fam-

ily suddenly became enticing.

“I had that shiny penny syndrome. I thought, Maybe
it’s my time,” Nick continues.”So in 2011, I finally
decided to give it a shot. I love selling things, work-

ing for myself, and being my own boss.”

30 - July 2023

Nick’s initial draw to real estate was financial, but as he
stepped deeper into his real estate career, he realized
that the business was about much more than making a
quick buck. He saw an opportunity to better the lives of

his clients, his family, and himself.

“When I first went full-time, I had a baby on the way and
had just bought my first house. Being able to be at every
one of my wife’s appointments for the baby, that right
there, was an eye-opener on what the future could hold.
If I were still at my other job — three rotating shifts,

set schedule, vacation days were hard to get — that just
wouldn’t be possible. Then suddenly, I had this flexibil-

ity and time freedom.”

Nick has been thriving in real estate for over a decade,
but his path to success hasn’t been without struggle.
Early in his career, he had a young child, had recently
bought a house, and had quit his full-time job. The pres-
sure was high to succeed, and there were real financial
struggles. During this time of hardship, his wife and his
faith were his guiding lights.

“I remember one moment when I was in the pits, my
wife looked me in the eyes and said,'Has God ever let us
down?’ That was a lightbulb moment for me. I had to

start letting go of the control.”

LL

I’ve always been the type to
go out and sell things. I was
in eighth-grade selling pop
rocks on the bus for lunch
money. But it just didn’t click
for me that real estate could
be my career until later.

Fast forward to the present, and Nick is thriving with
Century 21 King. He closed 23 transactions for $17
million in 2022. Perhaps even more impressively, he’s

done it while achieving true work/life balance.

Most days, Nick drops his daughter off at school and

is in the office by 8:00 am. He closes his computer to
pick her up again at 2:30, which is generally the end of
his work day. He does occasional client appointments

after 3:00 pm, but only when necessary.

Nick’s commitment to his family is strong, but his
achievement of balance has been a learning process.
Early in his career, he spent many evenings grinding away
at work, and then, he had a realization: he was missing

some of the most exciting years of his two kids’ lives.

“So I focus on them now,” he explains.”If my business
slacks a little bit, I'm okay with that right now. I have
the rest of my life to work on my business, but my kids
won’t be young forever. I don’t let my business control

my life, but let my life control my business.




“When I focused so hard on my
business, I realized the grind wasn’t
worth the stress of it all. When I
started to let go and trust and lean
into faith and let God take control...
things really started working.”

Nick and his wife, Daleena, have three
children — two on Earth and one in
Heaven. Aubriella is now ten, and
Jameson is four. Nick and his family
enjoy traveling, camping with their

RV, and watching sports.

“Honestly, I don’t want to be known

for what I do for work. I want to be

known as a great husband and father.

That’s my focus — being here for my

family no matter what.”

LL

If my business slacks a little bit, I'm okay with that
right now. I have the rest of my life to work on
my business, but my kids won’t be young
forever. I don't let my business
control my life, but let my life
control my business.
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The way real
estate is
becoming, with a
new generation
coming in, the
beliefs need to
change. We're
treating the job
like a job, and
when you do,
you can succeed
very quickly.

Fioresi

-

JAK

Real estate is in Jake Fioresi’s blood. Growing up, he
witnessed his father thrive in the industry, and Jake

was drawn to the relationship side of the business in

particular. Watching his dad interact with clients — and

make a genuine impact in their lives — inspired him to

follow a similar professional path.

“My dad even told me that I'd one
day be a great real estate agent
when I grew up,” Jake reflects.”]
took that to heart.”

Before entering the real estate
business, Jake spent three years in
phone sales. While that didn’t end
up being his long-term calling, it was
an important steppingstone on the
path to eventual real estate success.
Jake has taken his relational atti-
tude into real estate, allowing him to
hit the ground running and achieve

success quicker than most.

“This business is just building
relationships, and I love that,” he

says with a smile.

Jake officially began his real

estate career in April 2021, joining
good friends Dillon Hall and Nick
Anselmo at Abundance Real Estate.
The success of his two long-time
friends finally convinced him to take
a leap of faith and enter the business

he’s always known and loved.

Rather than cold calling or door
knocking, Jake built his business
the old-fashioned way — devel-
oping relationships with his boots
on the ground, talking to friends
and family members about what
he does while not making every

conversation sales-focused.

“I love having an impact on newer
agents, showing them what is actu-
ally possible,” Jake offers.”When

I got into the business, people
said,'Save for six months or save
for twelve months,” and I personally
don’t agree. I feel that hard work
can set you aside, and that’s not the
perspective you should have going
into something new. As long as you
outwork the people around you, you
will succeed. The way real estate

is becoming, with a new genera-
tion coming in, the beliefs need to
change. We’re treating the job like

a job, and when you do, you can

succeed very quickly.”

Jake’s sphere of influence and his
willingness to connect with those
around him have been his keys to
success. His strategy is to become
the most well-known REALTOR®
among those he’s already connected
to, treat everyone like a best friend,
and create relationships that look
more like family connections than

business associations.

“Those are free leads, people that
know and trust you. Be a knowledge-
able resource. Post content. Go to
open houses. Network with other
agents. I talk to everybody that I see,
and that really helps my business.”
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head down, his focus sharp, and his

Another key to Jake’s success has
attention on the goal in mind.

been his morning routine, which
begins with a trip to the gym. His
favorite saying is, unsurprisingly,”Win

the morning, win the day.”

“I’'m not worried for when times get
tough in real estate, and I'm even
excited to put myself to the test. The
people I'm surrounded by will figure
it out. I'm surrounded by good peo-
ple, and we’ve brainstormed [about

the changing market] as a brokerage.

As Jake heads into his third year in
the business, he’s excited for what’s to
come. Although the market is shifting,
he’s not concerned. He’s keeping his

) |

Things can get rough in the real estate
market, but I believe there is always

opportunity, and we will figure it out.

“So what does the future hold? It’s
hard to say, but one thing I know.
I'm so happy with where I am at. I
want to be known as a person that
leads with a positive impact. I'm
driven to consistently serve.”

FAMILY SPOTLIGHT

Jake and his fiancé, Riley, have a one-year-old
daughter, Prestin. Her presence has been a big
inspiration for his success in real estate.
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ANDY BURTON

Independent Area Directa
951.334.5301
CutAboveGifts @gmai
CutAboveGifts.com

HELPING REALTORS® RETAIN Ti
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ONTACT US TODAY
OR GIFTS THAT
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ABOVE TI}E REST!

% CUTCC

CLOSING GIFTS

Why Should You Always Schedule
A Pre-Listing Inspection?

Archive

PROPERTY INSPECTION

- Offer a More Marketable Listing
- Sell Faster

- Sell for Top Dollar

- Give Your Clients Peace of Mind!

Professional Service, Unwavering Integrity
An Escrow Team You Can Trust

CORNER

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

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

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

WWW.CORNERESCROW.COM O
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MEET YOUR VIRTUAL
ESCROW ASSISTANT, VINNY!

Vinny, our intelligent messaging system, is here to keep - ‘"\ l

you updated on your escrow via text!

Upon opening escrow, you will receive a text from Vinny. '
Don’'t hesitate to say “hello” and ask any questions, |
including, “How can you help me?”

LOGIN TO VENTURETRAC AT ANYTIME TO SEE ALL OF YOUR ACTIVE

AND CLOSED ESCROWS & CREATE A NET SHEET IN SECONDS! Great NEws faun_ascmw
for 3638 Automation Way

has been opened and the
REAL-TIME ANSWERS preliminary Title Report has
UPDATES ON AVAILABLE ON el
YOUR ESCROW DEMAND 24/7 bee :

REQUEST p—
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CONTACT INFO That great news! Thanks

e You are mast welcome!
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. WM Tania Gonzalez G o ~
) Sr. Account Executive bt
Tania@NewVentureEscrow.com ’ u 'a * a = |

619.807.0711

Courtney Louis

Vice President of Sales
Courtney@NewVentureEscrow.com

858.229.9035
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