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Account Executive

Serving Riverside & Corona

CHICAGO TITLE

C: 951.852.9545
Patti.MacGregor@CTT.com | PattiMacGregor.com

|

TMO LENDING

POWERED BY EMPIRE HOME LOANS
951.897.5457
NMLS 632697

"YOUR JOURNEY HOME STARTS HERE"
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MEET THE Do Your Clients W

Need to Improve ~— — _‘L\
I N L A N D E M P I R E Their Credit Score?yss mum™y" ——

REAL PRODUCERS TEAM

Fix & Repair Your .[
Clients' Credit |

Raise FICO Scores

Instant Results

31 Years Experience

Mike Maletich Marissa Menezes Zachary Cohen Lanie Schaber Austin Boaman Mitzie Maletich
Owner Publisher Writer Ad Strategist Videographer Promo Coordinator
www.ab-films.org
951-415-7116

. . . o _ _ ASK ABOUT OUR AGENT PARTNERSHIP OPPORTUNITIES'
If you are interested in contributing or nominating Realtors for certain stories,
please email us at mark@realproducersmag.com

Rp 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 S E C o N D “q: C H A N C E
= sl

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.

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

CREDIT REPAIR

They Trust You

Shady Door Knockers = Complicated Resale
Transferable Custom Solutions for Faster ROI

Cash Infusion of $100K+ in Lifetime Savings

4 COUNT ON ESCROW321

[ Residential Transactions  [vf Refinancing
[ Mobile & Multi-Unit Homes [ Short Sale, REO & 1030 Exchange

30yr Warranties to Protect Solar + Roof

$1,000+ Referral Program for You!

[4 vacantland [4 E-Signing & Notary Services

Finnae Lanni
Senior Escrow Officer

Jordan Shaw

Concierge Energy Advisor Scan to
Connect with

0 © @ShawNRGConsulting Me Today!

949.401.4770
flanni@escrow32l.com
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\SPECTORIPARTNER?

We Adhere to ASTM International
‘i’ Board Guidelines

Reports Out Within 24 Hours
24/7 Scheduling Available Online
Commercial & Residential Inspection

3 l*"'r‘

SCOTT BOWERS s P R sonos
n General Manager 1 '.: 5 : .‘ ‘ FAST, EASY

& Certified Master Inspector | 3
951.735.4922 | 888.654.4644 : |- - ' SCHEDULING!

MathewslnspectionsGroup.com
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Professional Service, Unwavering Integrity
An Escrow Team You Can Trust

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

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

WWW.CORNERESCROW.COM O

LAGUNA BEACH LAGUNA NIGUEL CARLSBAD MURRIETA BEVERLY HILLS LAGUNA WOODS TUSTIN

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

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

Bill
Through

\p
STORAGE

1-844-GET-RUFF (1-844-438-7833)
951.501.8235

Agent for .
Mavflo !ti‘ Local & Long Distance Moves

Mayfl T it, LLC, H
e ruffandreadymoving.com

(951) 200-3310
SPENCER PARDON AGENCY

Inland Empire Real Producers - 9



CLOSING GIFTS ESCROW SERVICES
Cut Above Gifts Corner Escrow
Andy Burton Lisa DeWitt
(951) 334-5301 (951) 312-2073
www.cutabovegifts.com

Escrow Options Group
CREDIT REPAIR
Second Chance Financial
(909) 599-1888

Bernadette Kerkes
(714) 348-4718

HOME INSPECTION

Escrow 321 (800) 720-2844
(949) 370-4937

Archive
New Venture Escrow Property Inspections

(951) 304-3508

Tania Gonzalez
(619) 807-071
NewVentureEscrow.com

PREFERRED PARTNERS

. , am-?zn-zah

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

A Always Deliver WOW
Through Service
Build A Positive Team
And Family Spirit
Humility, Community,
And Empathy

Integrity. Know And Do
I What Is Right, All The

Time
(800) 720-2844

ESCROW A Better Home Inspection

Mathews Inspection Group
(951) 227-2722

TNT Inspection Pros
(562) 201-1949

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

Evergreen Home Loans -
Tim Moreno

(951) 897-5457

HomeFirst
Mortgage Bankers
(949) 339-9152

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!

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

MOVING & STORAGE
Ruff & Ready Moving
John Ruff

(951) 834-3539
ruffandreadymoving.com

PROPERTY MANAGEMENT
First Choice Property Mgmt

(909) 239-7144

SOLAR

Shaw Energy
Consulting LLC
(410) 871-8277

TITLE COMPANY
Chicago Title
Mark Nassraway
(909) 213-8923
www.ChicagoTitle
Connection.com

= ;#'# - =

P> announcement

Real Producers started in Indianapolis in 2015 and is now
in over 100 markets across the nation and spreading rap-
idly. /nland Empire Real Producers launched in February
2020. Name a large city and we are there or will be soon!
In every market, we take the Top 500 agents, based on
the MLS production, and we build an exclusive magazine

around those agents.

We share their stories, successes, market trends, upcoming
events — really, anything that will connect, inform and
inspire, we put in the monthly publication. We strive to
inform and inspire the top producing real estate agents in

the local market and connect them socially.

The secondary focus is to provide an avenue for our
affiliate partners to create relationships with these top
performers on a level that they might not be able to

achieve on their own.

Q: WHO RECEIVES INLAND EMPIRE REAL
PRODUCERS MAGAZINE?

The top 500 agents in The Inland Empire from the previous
year. We pull the MLS numbers (by volume) from the previ-
ous year — in this case, volume sold in 2022. Approximately
20,000 agents are licensed in this territory. We cut the list
off at #500, and the distribution was born. The 2022 Top
500 cutoff is $10 million. The list will reset at the end of

every year and will continue to update annually.

Q: WHAT IS THE PROCESS FOR BEING
FEATURED IN THIS MAGAZINE?

It’s really simple — every feature you see has first

been nominated. You can nominate other REALTORS®,
affiliates, brokers, owners, or even yourself! Office
leaders can also nominate REALTORS®. We will con-
sider anyone brought to our attention who is in the Top
500 because we don’t know everyone’s story, so we need

your help to learn about them.
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Is Inland Empire
Real Producers?

A nomination currently looks like this: You email our pub-
lisher Marissa Menezes at marissa.menezes@n2co.com

with the subject line, “Nomination: (Name of Nominee).”

Please explain why you are nominating them to be featured.
It could be they have an amazing story that needs to be told
— perhaps they overcame extreme obstacles, they are an
exceptional leader, have the best customer service, or they
give back to the community in a big way, etc. The next step
is an interview with us to ensure it’s a good fit. If it all works
out, then we put the wheels in motion for our writer to
conduct an interview to write the article and for our photog-

raphers to schedule a photo shoot.

Q: WHAT DOES IT COST A REALTOR® /TEAM TO
BE FEATURED?
Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so

nominate away!

We are not a pay-to-play model. We share real stories of

Real Producers.

Q: WHO ARE THE PREFERRED PARTNERS?
Anyone listed as a “preferred partner” in the front of the
magazine is a part of this community. They will have an ad in
every issue of the magazine, attend our quarterly events, and
be a part of our online community. We don’t just find these
businesses off the street, nor do we work with all businesses
that approach us. One of many of the top agents has recom-
mended every single preferred partner you see in this publi-
cation. We won’t even meet with a business that has not been
vetted by one of you and “stamped for approval,” in a sense.
Our goal is to create a powerhouse network, not only for the
best REALTORS® in the area but the best affiliates, as well,

so we can grow stronger together.

Q: HOW CANI RECOMMEND A PREFERRED PARTNER?
A: If you know and want to recommend a local business that

works with top REALTORS®, please email our owner to let

Find us on social media @abetterhomeinspections
info@forsterhomeinspections.com

10 - March 2023

us know at mike.maletich@n2co.com
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BY THE NUMBERS
HERE’S WHAT THE 23,574

TOP 500 AGENTS IN
INLAND EMPIRE
SOLD IN 2022
TOTAL TRANSACTIONS

S $9.836,209,802
SALES VOLUME

AVERAGE
SALES VOLUME
PER AGENT

TRANSACTIONS
PER AGENT

QD
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YOUR P» announcement

INLAND EMPIRE
REAL PRODUCERS | ==

BADGE .

CONGRATS on Being One of the Top 500 Producing Realtors In The Inland Empire

Now, you have your own badge! Use it however you’d like to  Using your badge? We would love to see how! Show
show that you are a part of the exclusive community of the us how you are using your badge and you just might
top 1-2% in Inland Empire Real Estate. find a picture of what you shared in the magazine!

Social media, email signatures, web, listings, marketing
Missing your badge? Email marissa.menezes@n2co.com material...nothing is off-limits.

Our RP-vetted businesses have been carefully selected to be a part of this community and have their own badge. They
have been recommended by your peers in the top 500 and are some of the Inland Empire’s most respected businesses.
Look for this badge to know that you are working with one of the best of the recommended best!

Your Clients’ Biggest \ re Your

Property Investmgnts are in _ p N E E D-If

Ybur First Choice in
A Property Management Partnership!

ners

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

F'RST * N @\TNT INSPECTION PROS
Scan to make ; ;
c H 0 ' C E property management 3

simple for your clients! ;

PROPERTY MANAGEMENT

Call Brian for Faster,
| g Full-Comprehensive
Dale Beaver, Broker & CEO \ Inspections for Your Clients!
951.367.0487 (Option 1) L -

FCPM1.com

“Place Your Rental Worries to Rest!”

BRIAN TREAT, OWNER
C: 562.201.1949

Inland Empire Real Producers - 13
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Written by Zachary COhen.Eh%tography by Marissa Menezes

Janikowski

“FOR ME, IT'S BEEN A WHOLE DIFFERENT PATH,” KARI JANIKOWSKI BEGINS.

Kari Janikowski has taken an uncon-
ventional path into real estate sales,
beginning her career as an appraiser
and later becoming a REALTOR® and
broker. Kari and her husband, Rafe,
have owned and operated Sunland
Appraisals since 2000, but it wasn’t
until 2013 that Kari kicked off her
tenure as a REALTOR®. Today, she is
an appraiser, a REALTOR®, and the
Broker/Owner of KJ Realty Group.

Kari’s background, experience, and
expertise give her a unique perspective
on the real estate business. After over
25 years in the business, she remains
inspired to grow and serve through the

business she has come to love.

14 - March 2023

Kari was born in Orange County and
grew up in Menifee. She’s a coun-
try girl at heart; her love for rural
California runs deep. Early in her
adult life, she spent six years away
from SoCal, following her husband
up and down the east coast of the US
during his six-year military tenure.
Kari worked as a legal secretary for
ten years, but as any military spouse
knows, building a career when con-

stantly on the move is a daunting task.

When Rafe’s military career came
to a close, Kari and Rafe returned
home to Southern California. Rafe
originally planned to continue

his work in nuclear power for

California Steel Industries, but a
surprise opportunity led him and

Kari to the appraisal business.

“His brother was an appraiser and
needed help, and I guess the rest is
history,” Kari says with a laugh.

Kari and Rafe began their apprais-
ing career by supporting Rafe’s
brother, developing a love for the
business. Two years later, they
founded their own appraising com-

pany, Sunland Appraisals.

Kari built a strong reputation as
an appraiser and business owner
for twelve years before her next

opportunity arose.

“I woke up one day, and the market had
crashed. It was a tough market, and I
was trying to sell our home so we could
get a house with a guest house for my
parents. It was a difficult market, and
the commissions were important, so I
became a REALTOR® to sell my own

home,” Kari explains.

Kari completed the sale and purchase
of her personal properties, but some-
thing else happened along the way,
too — her real estate sales business
began to take off.

“I had been appraising in Riverside for
so many years by that point. Over the
years, I was referring out agents all
day long. And suddenly, all those peo-
ple were coming to me. Very quickly, I
became crazy busy because everyone
already knew me as an appraiser. My
appraisal work created a level of confi-

dence in me, and it took off.”

I want people to learn everything they can learn about real estate,

Today, Kariis a REALTOR® as well
as the broker of KJ Realty Group,
the brokerage she founded in 2020.
Her passion for real estate, commit-
ment to service, and energetic nature
have allowed her to succeed as a
REALTOR® and broker.

“I credit my success to the knowl-
edge [I have]. I want people to learn
everything they can learn about real
estate, whether that’s a client buying
a home or one of my agents,” Kari
explains. “I’'m passionate about train-
ing people. I'm loyal and trustworthy

in business.”

Inland Empire Real Producers - 15



Kari closed 33 transactions for $25
million (individually) in 2022. KJ
Realty is a team of ten agents, includ-
ing Kari. The KJ Realty Group model
allows agents to build their own brand
while keeping costs to the brokerage
low and more money in their pocket.

Kari offers training, support, and

mentorship, but each agent is respon-
sible for lead generating and growing

their pipeline independently.

One of the greatest benefits of a real
estate career is the flexibility to raise
a family. Kari and Rafe’s sons, Joshua

and Ethan, are now 22 and 21. Both

will soon receive bachelor’s degrees

from Boise State University.

“We were able to raise our kids with-
out any daycare, balancing our sched-
ules. We were able to be there for our
kids, and we were very active with our
kids,” Kari reflects. “The family life it

gave us was great. That’s been a gift.”

While Kari’s kids are now in their
twenties, she continues to be grate-
ful for the flexibility a career in
real estate offers. Both her sons are
working on getting their real estate
licenses and plan to join the family

business in some form — Joshua as

an appraiser and investor and Ethan
as a part-time agent around his plans

to be a physician’s assistant.

“Friends, family, and everything we do
is around real estate. It’s not inten-
tional, but the way the road takes us,”

Kari beams. “We eat, sleep, and drink

real estate. We love it... But I want

to remind people it hasn’t been easy,
either.  have so many people look at my
husband and me — we have a beautiful
home and a good life, but nothing is
easy. It’s an up and down market. To
succeed, you have to stick with it, and

you have to believe in yourself.”
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The family life
it gave us was
great. That’s
been a gift.




MUSEUM

But I want to remind people it hasn’t been easy, either.
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DON'T WANTTYOUR FIRST TIME
HOMEB-UYER O MISS THE BOAT?

b

We can get their CREDIT REPAIRED in UNDER 40 DAYS!

‘“ HOMEFIRST

® B . MORTGAGE BANKERS
T

Alexander H Kim Founder/CEO

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

Why Should You Always Schec
A Pre-Listing Inspection?

Archive

PROPERTY INSPECTION

- Offer a More Marketable Listing
- Sell Faster

- Sell for Top Dollar

- Give Your Clients Peace of Mind!

We lV [ake #fgﬂé/@@
But ﬂaac/ Godes!”

ﬂ!l

R : s
g UN DAWGS Seeil  TESTING FOR

JUNK REMOVAL AND HAULING

i ,:1 _'? ;.:: « MOLD
$25 OFF S50 OFF cators, menton € Real @ RADON
1/4 Truckload or More Full Truckload scheduling for an exclusive o INTIOR AIR QUALITY ISSUES

One coupon per customer One coupon per customer
Valid w/coupon only  Not valid w/other offers Valid w/coupon only « Not valid w/other offers

E] =] INDOOR AIR QUALITY EXPERTS.
9094031776 \ 888-523-6653 (MOLD)

JunkDawgs.net GREENHOMESOLUTIONS.COM/INLAND-EMPIRE-CA
Locally Owned & Operated

‘ . James Maertz, Owner ¢ Cell: (310) 874-3528
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RYAN

PEAKE

At 27 years old, Ryan Peake was handed news no

one wants to hear.

“I was working for the Union Pacific Railroad, and
I was diagnosed with a rare form of cancer,” Ryan
recalls. “Stage 4 non-Hodgkin’s Burkitt lymphoma.
There are only 200 cases a year diagnosed. It was
aggressive and came out of nowhere. They gave me,

honestly, days to live.”

Ryan was not only young; he had lived a healthy

lifestyle, but as they say, cancer doesn’t discrimi-
nate. Over the next seven months, Ryan lived in a
hospital. His time there was marked by ICU visits

and intensive treatment.

“I consider myself a fighter. I took it personally,” Ryan
continues. “It was hard. I spent a lot of time in ICU

on a 24-hour watch where they weren’t sure which
way things would go. Some moments, I was focus-

ing breath to breath. ‘Just keep breathing. Just keep
breathing.’ I thought, ‘If I'm breathing, I'm still alive.”

During this time, Ryan also leaned into his relation-
ship with the Lord. His son was just six years old,
and he wasn’t planning to leave him without a dad.
With faith and a fighter’s mentality, Ryan perse-

vered, and in 2008, he was declared cancer-free.

Ryan was afforded a new lease on life. Along with it

came a new perspective.

“After going through that, I decided I didn’t want to
work for the railroad anymore. I wanted to get into
a career where I could help people with their health

and help cancer survivors.”

Ryan had long been into fitness, so he got his
personal training certificate and began anew. After
three years of training at various local facilities, he
opened Peake Fitness, the studio he continues to
own and operate, in 2012. Much of his early work

was with cancer survivors.

66

| wanted to get into a
career where | could
help people with

their health and help

cancer survivors.

P> realtor on the rise

Written by Zachary Cohen
Photography by Marissa Menezes



| love doing real
estate because I'm a

people person .

I consider myself a

real estate coach.

“My battle with cancer changed my life in
every way you can imagine — my health, my
faith, my career, my outlook on life. I'm very
grateful I'm still here. 'm a man of faith and
believe God kept me here for a reason. So I
try to serve and give back as much as I can.
There are more important things in life than
chasing a paycheck. I want to do something
that really matters. I'd probably still be at the
railroad driving trains and hating my job if

not for that diagnosis.”

Through 2020, Ryan’s personal training
business was his sole source of income.
But over the years, he began to get curious
about a career in real estate, and he got his
license just before the COVID-19 pan-
demic hit, planning to dip his toes into a

new professional venture.

“It had been in the back of my mind for

a while, but the timing was one of those
God things. I had to shut down my studio
during COVID. It was hard, going from
having a full business running, a client
base, a few trainers working here, to noth-
ing. Luckily, real estate was there at the

perfect time,” Ryan explains.

Over the past three years, Ryan has
developed his real estate business
into a strong part-time operation. He
continues to run his personal train-
ing studio as his real estate business

picks up steam. For Ryan, real estate

is a second source of income and a

second way to serve his community.

“I love doing real estate because I'm

a people person,” he says. “I consider
myself a real estate coach. 'm going
to coach my clients through the trans-
action process. I meet them where

they are at.”

Outside work, Ryan spends much

of his time with his family and his
bulldog, Rocco. His son, Julian, is
now 22, and his daughter, Luna, is

8. He serves at his church and is on
the board of the Beloved Foundation,
a nonprofit organization offering
compassionate care for cancer and

terminally ill patients.

As Ryan reflects on his journey,
gratitude rises to the surface. Fifteen
years ago, he was in a fight for his
life. Now, he’s making the most of his
second lease on life by running two
successful businesses, raising happy
children, and serving the community
through his work.

“The key to success? You have to

remain humble but work hard.”

Inland Empire Real Producers - 25



Jatt

MacGregor

CHICAGO TITLE

In the early 2000s, Patti MacGregor was living in Orange County and
working as a licensed broker in the securities and financial services
industry, the career she enjoyed for 17 years. For years, Patti’s sister, Mary,
encouraged her to move to the Inland Empire and join her in the title
industry. Patti resisted, but eventually, her mindset shifted.

What finally drew Patti into the title business was the desire to be closer to her
family. So in 2003, she began anew, leaving behind her career in securities and

joining her sister.

Patti admits she didn’t know much about the title business when she

started, but over the past 20 years, she’s become a seasoned profes-

sional and a valued business partner. The opportunities to prob-

66

I get a great
sense of satisfaction
and accomplishment

from my work, and

I have a genuine passion

for helping people.

lem-solve and build relationships continue to inspire her daily.

“Relationships with my clients — and their successes — moti-
vate me. I get a great sense of satisfaction and accomplishment
from my work, and I have a genuine passion for helping peo-

ple. I'love my client relationships,” Patti offers.

Patti has the backing of Chicago Title, a company with a history
dating back to the mid-1800s and one of the strongest repu-
tations in the nation. She is thankful she has an amazing staff
behind her, including management, the title/escrow department,
and customer service. Patti acknowledges her support network has

been an integral part of her success.

Patti has developed a reputation for being a problem-solver. She doesn’t shy
away from challenging situations, welcoming the opportunity to come through for a
partner or client in a difficult situation.

Inland Empire Real Producers - 27



“I love working on prob-
lems to help close transac-

tions for my REALTOR®
and lender clients,” she

says proudly. “When

it comes down to the

11th hour and there’s
a title issue, I'm going

to do whatever I can
to get that deal closed.
I’ve always been a hard
worker. I love getting to

the bottom of problems.”

Patti’s capacity for strength,
perseverance, and responsibility

runs deep. She was the oldest of six

siblings who grew up without a mom.

Patti took on a caretaker role for many

of her younger siblings, helping them navigate

difficult situations and the challenges of daily life. The

strength of her character has continued to follow her into

In her free time, adulthood. It’s, perhaps, her greatest gift.

Patti enjoys hiking,

Patti is also a two-time cancer survivor. Throughout each
mountain bike riding’ of these periods, she has continued to work, showing her
and is an avid dedication to her craft and her personal strength.
Pickleball player° “I worked through it all. It’s made me a strong per-
son, and that’s part of me,” Patti says. “The strength of
my character [and] my faith, family, and friends, is what
helped me through.”

Patti’s battles with cancer have also helped her tap into gratitude
for the fulfilling, happy life she lives. She’s grateful for her large
family, including her husband of 32 years, her career, and the

opportunity to improve the lives of everyone she touches.

“I've learned that everyone has challenges. We all do. You just do
the best you can to overcome them and appreciate every day you
are here. Stay positive. Be a giver. What I love about this job is
that I have the opportunity to help people every day.”

Patti MacGregor is an Account Executive with Chicago Title,
a title company founded in 1847. For more information, visit
http://www.pattimacgregor.com.
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I’'ve learned
that everyone has
challenges. We all do. You
just do the best you can
to overcome them and




‘ ‘ Ultimately, life is about people. I'm not in the business
of selling real estate; I'm in the business of relationships

and hopefully making people’s lives better.

WV

Written by Zachary Cohen Photography by Marissa Menezes

After graduating with a bachelor’s degree in business and entrepreneurial
management, Bobby Mendez set off to achieve his dream of becoming a
business owner. Despite his conviction that he wanted to be an entrepreneur,
Bobby wasn’t yet sure about his chosen industry.

Bobby graduated from Cal State University, San “I specialize in commercial land development,” Bobby
Bernardino in 2014 and immediately began applying for explains. “I do a lot of land properties; that’s the

jobs. Even he admits most were jobs he “never really gateway into all real estate sectors.”

wanted.” Yet, somehow, this process led him into the

industry he has come to know and love. Bobby has discovered a hole in the commer-

cial and land sectors. While it’s common for

“I applied for a job to be an assistant for a real estate residential real estate agents to value com-
broker,” Bobby recalls. “After interviewing me, he said, = munication and long-term relationship

‘I don’t think you’d be a good assistant, but get your building, he’s found that these skills are
license and come work with me.” And that’s exactly often lacking in the commercial space.
what I did.” So, he’s filling the hole, bringing

exceptional service and commu-

Bobby’s first mentor worked in both the residential and  nication to a sector that badly

commercial space, laying the groundwork for Bobby’s needs it. Bobby is also willing
unique business model. He stayed there for nearly to work through the com-

a year, learning the business and earning his chops, plexities and long timelines
before joining The Robillard Consulting Group, then of commercial and land

with Keller Williams. deals — something

many agents aren’t
Today, Bobby remains part of The Robillard Consulting  willing to do.
Group, which has now moved to Realty Masters &
Associates. Bobby has a unique business model; he
works a wide range of deal types, from residential to
commerecial to land. His bread and butter is the often xx

complex land and commercial deals.




‘ ‘ I'd like to primarily be a real estate investor one
day, but my biggest goal is to have a family that is
well-connected and on good terms. I don’t want to
miss my kids growing up. Time is real wealth.

“What makes me unique is my versatility in the

real estate space. I can help a lot of residen-

tial REALTORS® because a lot of residential
REALTORS® work with business owners who have
real estate needs that are not just buying and selling a
house. That’s where I come in to partner with residen-

tial agents,” he explains.

Now in his eighth year in real estate, Bobby’s
business is thriving. He’s building a business that
is helping him reach his ultimate goal: to become
a full-time real estate investor. For now, however,
he’s focused on growing his sales business along-

side his rental portfolio.

Bobby’s driving purpose has changed over the last
few years with the growth of his family. He and his
wife, Victoria, now have two children, Connor (2)
and Bailey (born February 2023). They enjoy hik-
ing, spending time outdoors, and the simple things
in life, like going to the park or grabbing a cup of
coffee together. Bobby and his family lived faith-

based lives centered around God and family.

“One day, I’d like to move more toward real
estate investing and devote my time to mission-
ary work and giving back. The most important

thing to me, from a spiritual standpoint, is my

relationship with God. From an earthly stand-

point, it’s all about my family.”

As Bobby reflects on his journey into real estate,
he’s proud of how far he’s come in eight years.
He’s grown from a new college graduate with
entrepreneurial dreams to a top real estate agent
with a unique business model and a happy family.
As he looks toward the future, he hopes to con-

tinue to move toward what inspires him.

“I’d like to primarily be a real estate investor one
day, but my biggest goal is to have a family that is
well-connected and on good terms. I don’t want to
miss my kids growing up. Time is real wealth. So to
be able to create time for the family and to spend

more time together — that’s what I'm here for.

“Ultimately, life is about people. I'm not in the
business of selling real estate; I'm in the business of
relationships and hopefully making people’s lives
better. If that means helping them buy their dream
home or helping them with their next development
project, I'm happy. To get what you want, you have
to help people get what they want; that’s how I

approach my business — and my life.”
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- Andy Burtor
Independent Area Director
951.334.5301
CutAboveGifts @ gmail.com
CutAboveGifts.com

CLOSING GIFTS

HELPING REALTORS® RETAIN THEIR CLIENTS IN THE INLAND EMPIRE FOR OVER 23 YEARS
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24 HOUR ACCESSTO ELECTRONIC
TRANSACTIONS DOCUMENT SIGNING
MULTI-LINGUAL INDEPENDENT

OFFICERS & STAFF ESCROW COMPANY

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

Residential Purchases

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

Investment Properties
Relocations

Real Estate Owned (REQO)
Short Sales

Vacant Land

£y Vice President of Marketing

: & Business Development
J 714.348.4718

Bernadette.Kerkes@escrowoptions.com

Vice President of Sales
951.314.6860



New Venture Escrow Is Proud To Partner With
HomelLight To Offer More Diverse Solutions For
Real Estate Agents & Their Clients!
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