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Financing the World
One Loan at a ‘Time

Purchase, refi, or real estate investment — let me
help you make your real estate dream come true!

f' “Mhd'

VENTURE

TITLE SERVICES

Ready to get started? venturetitleservices.com

Contact me today!

In 2021, | was ranked the #1 woman loan
originator in Florida by Scotsman Guide, having
closed 1,012 loans for more than $330 million

in production.

Lauren Maxwell
Executive Vice President | NMLS331415

lauren@maxwellmortgageloans.com MAXWE LL

MORTGAGE TEAM

MaxwellMortgagelLoans.com

CROSSCOUNTRY MORTGAGE, LLC
9130 Galleria Court, Suite 101 | Naples, FL 34109 | NMLS1770104. For professional real estate use only. Not intended for consumers. Equal Housing

Opportunity. All loans subject to underwriting approval. Certain restrictions apply. Call for details. NMLS3029 (www.nmlsconsumeraccess.org).
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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!

PREFERRED PARTNERS
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ATTORNEYS
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Michetti & Rudnick, LLP
Michael Michetti
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e Customizable Floor Plans Available, In-house MOLD PROOF
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e Zoning and Code Interpretation (We coordinate
with the County/City for you)

e \We Guide Realtors and Clients from Design
all the way to Occupancy

A TECHNOLOGIES -~ ENERGY SAVINGS

PRLE Kristine Dunn Kyle McLaughlin
J- kristine@northstartgi.com kyle@northstartgi.com

9211 Cockleshell Court, Ste. 14, Bonita Springs, FL 34135

Schedule an Exclusive Realtor 239_610_0062 NORTHSTARTGI.COM | 0GO6N O

Tour to Learn More Call or Text




FORT MYERS

8 - May 2023

MEET THE

REAL PRODUCERS TEAM

s

Andrew Regenhard Elizabeth Wilkie Ellen Buchanan
Publisher Administrative Assistant Editor

Zachary Cohen Coby Corradino Michelle Reed Sheryl Moreno
Writer Videographer Photographer Photographer

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

Property Management
Southwest Florida | www.allinpmfl.com | 239.451.

From Start to Finish,

 WE'RE ALL IN#

For Our Partners

WHAT YOUR CLIENTS CAN EXPECT

First Class Customer Service | The Highest level of Integrity & Trust
Excellent Ongoing Communication with our Owners & Tenants

T A 1
Ly Marketing of the property Ly Repairs and Maintenance
(professionally taken pictures) I Ly Communication with tenant 24/7
Ly Advertising on many local and Ly Direct deposit
national websites (MLS, VRBO, Ly Submitting paperwork and i
Realtor, Zillow, Facebook) payments to HOA and local/federal "
Ly Tenant Screening (Credit, Criminal, government i F

Ly Arranging cleaning of the property
at the end of the lease

: Eviction, and many other reports)
P~ b Rent Collection

SCAN HERE, TO LEARN MORE ABOUT
OUR AGENT PARTNERSHIP OPTIONS

DALI MIHAJLOVIC | OWNER
CALL US TODAY AT 239-451-3066 - EMAIL US: dali@allinpmfl.com



P> publisher’s note

How IS Your

Dear Real Producers of Fort Myers,

Happy May, especially to all the hard-working moms out there! With Mother’s
Day just around the corner, it’s a good time to reflect on the relationships in
your life you value the most, and which ones you need to nurture a bit more.
The same goes for your business... How can you best nurture the relationships

that you currently have, as well as the ones you’d like to have?

As a publisher, I have to do the same thing with my own business — examine
what efforts my team and I make that will provide the greatest positive impact
to keep the boat afloat and cruising steadily along. What I've discovered is
that creating and sustaining a solid brand has far more benefits than tradi-
tional direct-response marketing. For Realtors, this is the difference between
outbound marketing, whether in print or online, and the more “pull-selling”
method of brand marketing. Think about it: TV advertisers have known this
for along time. They get more bang for the buck over time by creating a brand
that, with enough repetition, people come to KNOW and recognize them for

than they do with special offers, sales, and more aggressive calls to action.

What are some of the ways you’ve established your own brand? Some of the
most obvious musts are creating a unique logo for your business that fits the
image you want to project and having a tagline that can be used consistently
across all of your marketing materials and social media posts. You should also
create a consistent tone and message that communicates your values and mis-
sion. Even somewhat “gimmicky” things, like always having your dog, your car
with vehicle graphics, a certain color outfit that is your “signature,” a specific
musical track ... can create your brand. I'm not suggesting you get gimmicky, by
the way! Just pointing out some of the ways people do brand themselves to get

your creative juices flowing.
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Ultimately, while direct-response
marketing can be effective in generat-
ing leads, it really isn’t a sustainable
strategy for building your business over
the long term. Branding, however, is
focused on building a relationship with
clients over time by creating a consistent
message that communicates your values
and mission, helping establish trust and
credibility with potential clients. And
trust is what makes them more likely to

choose you for their real estate needs.

Wishing you all the success with your

business this spring!

Very respectfully yours,

WOODS - WEIDENMILLER
MICHETTI- RUDNICK

T EEER ALl

Upgrade Your Real Estate Closings

with the Legal Representation of Woods, Weidenmiller, Michetti & Rudnick

Michael Michetti * Joshua Rudnick ¢ James “Jay” Caudill * Samuel Colburn

A Personal Approach to Real Estate Law

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

The hiring of a lawyer is an

I - important decision that
Ofx O 239.325.4070 | lawfirmnaples.com
— on advertisements. Before
. . you decide to hire an attorney
Offices in Naples, Downtown Naples and Bonita Springs/Estero be sure to request free

written information about

E g g . . . . . . . . s ) qualifications and experience.
. Woods, Weidenmiller, Michetti & Rudnick, LLP a Florida Professional Limited Liability Partnership Rule 4-7.2(d).



SEE YOU
THERE!?

ﬂ;l FORT MYERS

Y 1§ REAL PRODUCERS
QUARTERLY EVENT

MAY 25, 2023
6-9 PM

MEET THE

COMMUNITY

CHECK OUT SOME OF FORT MYERS’ TOP 500 REAL PRODUCERS AND PARTNERS! e

LAND ROVER OF FORT MYERS
15875 S TAMIAMI TRAIL, FORT MYERS, FL 33908

We can’t wait to see everyone again on May Be sure to RSVP so you don’t
25th at our second Fort Myers Real Producers miss this epic event! If you
event, being held at Land Rover of Fort Myers! " haven’t received your exclu-

. sive invitation, please reach
Join us for another signature Real Producers =, : B i out to us at swfl@n2co.com.
event — a soirée of cocktails, hors d’oeuvres, and
entertainment for the top-producing agents in ™ Can’t wait to see you there!
Fort Myers and our preferred partners. Network .
with the best of the best in our industry,
surrounded by luxury cars!

Andrew Regenhard
Owner/Publisher
Fort Myers Real Producers

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

To RSVP, scan the QR code or email swil@n2co.com.
12 - May 2023



P 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.

NOT YOUR TYPICAL

Listen in the morning while you get ready for

your day, in the car while driving to and from

Check us out on YouTube and Spotify!

appointments, or after work while unwinding

from your busy day.

Catch new episodes of 7he RP Experience on

YouTube and Spotify every Wednesday!
To learn more or to inquire about being a guest on The RP Experience,

email andrew.regenhard@n2co.com.

EPISODE 63 | JOE NUGENT EPISODE 64 | LEAH PAIGE

Preferred Partner Joe Nugent,
owner of Joe the Home Pro,
discusses his dedication and
commitment to quality service.
In this episode, Joe relates how
his hospitality background has
helped him provide his clients
with the highest quality and best

service possible. Joe shares how

Top producer Leah Paige spent

three years in the military in
Oklahoma right after college.

In this episode, Leah discusses
the importance of a strong work
ethic and how her military expe-
rience shaped her as a person.
Leah also shares her recent

struggles with an illness she was

We laugh until the tears stream down our faces,

he began his inspection business and how he is serving and diagnosed with in 2021 that has changed her life and made . . .
protecting homes in the area, and describes what is needed her realize the importance of taking time to relax and take and we prOVId e tissues when those tears aren't shed over
to ensure clients are happy. care of herself. humorous matters.

EPISODE 65 | JONATHAN POLK EPISODE 66 | SEAN BARAKETT

‘With his father a successful EE

Realtor, top producer Sean C OMM U N |TY LE N DI N G

Barakett grew up in and around

Scan to Find Out How Partnering [y
With Us Gives Back to The Community

Preferred Partner Jonathan Polk
is the owner of Online Certified
Property Inspections. In this

Community Lending Powered by Lower, LLC

episode, Jonathan discusses the real estate. After graduating from

importance of making connections UCF with a degree in business

and describes his business model. management, Sean obtained his

Jonathan is big on differentiating license and launched his own Community Lending

himself from the competition and career in real estate, today focus- Powered by Lower, LLC

gives us the scoop on his latest ing a majority of his business on ASk u S a b 0 ut: Office: (239) 333-4684
home inspection business endeavor. Be sure to check out this Heritage Bay, the community he lives in. In this episode, info@communitylendingfl.com
podcast to hear what Jonathan says is critical when running a Sean discusses goal setting and implementation of the right % HAMI| ()N .
business and how he markets himself to stand out from the rest. marketing tools to grow a successful real estate business. A FO R H E R 0 E S A Le n d i n g H an d E;g1'\/?y()ellr:gifg\évgil SUI’[G 203

Special Mortgage Benefits for our Community Heroes O o) . C te NMLS 1124061
) fl #CommunityCares orporate [:]
n U O . y Branch NMLS 2385908 EL o

To learn more, or to inquire about being a guest on The RP Experience, email andrew.regenhard@n2co.com.

14 - May 2023
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FloridaRealtors

| The Voice for Real Estate”in Florida

From the Desk of the

PRESIDENT

SUNSTATS® THE FREE TOOL THAT
MOVES YOU FROM AGENT TO ANALYST

The breakneck pace of market
changes has even the most seasoned
REALTORS® experiencing whip-
lash. Just 12 months ago, homes

were flying off the market as soon as
they were listed. Some sellers were
unlocking massive equity, while buy-
ers were getting into homes at histori-

cally low interest rates.

Fast forward to today, when market
conditions are starting to become
vastly different. How do you know
if what you see in the field reflects

a particular deal or if it points to a

FIGURE 1

Florida: Metric Comparison

broader market trend? This is
when you need data analysis to
guide the way. This data is quickly
and uniquely analyzed and dis-
played on the SunStats platform,
a product FREE to all members of
Florida Realtors®.

Data can tell a story, but you must
know what to look for to get the
entire picture. Key indicators like
Active Inventory, Median Time to
Sale and Median Sales Price illus-
trate the overall health and pace of

the market.

Single-Family Homes, All Price Tiers, All Sale Types

]
S D
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=a= Arthop [nvaniony == Hodian Sale Price

Low inventory levels create competition
among buyers who start waiving contin-
gencies and placing higher bids to win,
increasing the median sale price over
time. In aggregate, when people start pay-
ing more than the asking price, the higher
the median sale price will be. It’s a classic
case of supply and demand — the less
there is of something, the more expensive
it will be. (*See Figure 1.)

After bottoming out in February 2022,
active inventory has increased monthly.
While the median sale prices are still
high, the pace of growth has started to

A g g P g gl gl

w B L L L

Data can tell a story, but you must know what to

look for to get the entire picture. Key indicators

like Active Inventory, Median Time to Sale,

and Median Sales Price illustrate the overall

health and pace of the market.

slow, perhaps an indication that more
inventory is lessening the competition
among buyers who can put more rea-
sonable deals together. Economists
also look to the increasing interest
rates as a contributing factor for
declining demand. (*See Figure 2.)

Then, you must consider how long
deals are taking to go from listed

to closed. Before the pandemic, a
typical single-family home in Florida
took about 90 days to close. That

FIGURE 2

Florida: Median Time to Sale

Single-Family Homes, Al Price Thores, Al Sale Types

e

all changed when inventory shrank,
demand accelerated, and buyers were
looking to upgrade, take advantage of
low interest rates, or finally get out of
rentals. This is a metric to continue to
keep an eye on, particularly in deals

where you're representing a seller.

No two areas of Florida are the

same, and neither are their real
estate markets. Take some time to
explore SunStats ® at sunstats.florida

realtors.org (login required for this

T G G g G GG i G i O

e wtt gt ot

== Mpdien Tissg 10 Sale

P P e

exclusive member benefit). Pull up
these three metrics in your market

and see what’s happening.

/A
Mike McGraw
2023 President of Florida Realtors®

Broker-Associate, RE/Max Central
Realty of Apopka
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FORT MYERS

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

 CaCusiifowr com

WE LIVE AND BREATH REAL ESTATE MARKETING

WANT TO BE FEATURED AS A

RISING
STAR?

OR KNOW SOMEONE WE
SHOULD FEATURE?

‘k 5 years or less in the business
* At least $8 million in sales in one calendar year

* Active on social media

For more information, to nominate, or to request
to be featured, please email swfl@n2co.com.

THE ONLY TOUR PROVIDER IN SW FLORIDA
THAT PROMOTES AGENTS AND THEIR LISTINGS
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SCAN ME

REAL ESTATE SERVICES
4l

TO GROW YOUR BUSINESS
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B Home

£9™ FARMERS
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‘: OLD REPUBLIC HOME PROTECTION

The real estate market
is on the move..

A competitive edge may
help you sell homes faster!

Give yourself the advantage by offering
your clients a home warranty from
Old Republic Home Protection.

Contact me for Brian Brown

information today! Senior Account Executive
' 800 282 7131 Ext. 1399

C: 8417201415
BrianBiorhp com
my.orhp.com/brianbrown

.I'Eé-c:p{‘; Fﬁ-tf;}-r.ﬂq .-Dm?:é.

WE'VE SEEN A LOT,
SO WE KNOW A LOT.

B Auto W Life B Business

INSURANCE

it ilben By Farmeis Inustssce Eochings and otfes affiliated ingunance companis. Life s arce i it by Tanmess Miw

# Compasy, 3130 130 e SE, Siv. 300, Rellevias, WA SRO05. Each irvusery bus sob Srancial resgonsiblity for its o

tarmerrs.com for 3 compicte list of oompanies. Mot all inswrens ane authonoed inall stales. Kot ol products, oovorages, and
100 b, T aginl fof details

DAMON BRIST AGENCY | 239.202.2933

9861 BERNWOOD PLACE DR STE 165
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Cleanup Issues in
POST-HURRICANE IAN
SOUTHWEST FLORIDA

his past hurricane season

struck Florida with one of

the worst hurricanes to date.
The fallout from Hurricane lan has,
unsurprisingly, had a considerable
impact on real estate transactions in
Southwest Florida. Below are a num-
ber of prevalent issues arising in the

“Post-Ian” real estate market.

Special Assessments
Condominium and homeowners
associations are evaluating the full
extent and cost needed for repairs

and whether insurance will cover

22 - May 2023

said repairs. An association may
ultimately pass a special assessment
to homeowners. If an assessment is
possible, buyers and selling agents
should include language addressing
the need to escrow funds at closing to
offset a potential special assessment
post closing. If the contract does not
include such language, the buyer will
end up paying for hurricane damage
assessments passed post closing. The
amount and timing of holding funds
in escrow will vary from association
to association, so it is important to

get as much information as possible

from the association concerning the
cost of any damage, the amount of
any proposed insurance claim, and
when the claim may be awarded.

For example, after Hurricane Irma,
it was not uncommon for associa-
tions to pass special assessments six
months to a year after the hurricane.
Thus, addenda were often included
stating funds will be held in escrow
for a period of six months, pending
the approval of an assessment by the
association for hurricane-related
damage. Most importantly, specificity

as to the reason for the assessment is

@realproducers

needed in such addenda; otherwise, a seller could end up paying

for non-damage-related improvements.

Permitting

In the wake of Hurricane Ian, the City of Naples, Collier County,
and Lee County have currently, yet temporarily, altered the
permitting process required for certain repairs. For example,
currently, in the City of Naples, work such as the minor removal
of drywall and wood trim no more than four feet above the floor;
finishes, including painting, wallpaper, tiling, carpeting, and other
interior finishes; HVAC repairs and minor plumbing repairs and
fixture replacement (same locations); and minor, non-structural
repairs made to exteriors do not require a permit. Collier County
has waived the requirement for repair and replacement of dry-
wall less than 18 inches above the floor in single-family homes.
In Lee County, work such as completing minor non-structural
repairs to the exterior of structures and repairing minor water
leaks that do not involve structural, mechanical, or electrical

systems are permitted to be completed without permits.

Consequently, it is commonplace to uncover unpermitted repairs.
While some permitting procedures have been expedited or tem-
porarily modified, this is a rapidly changing area. With updated
information being readily provided, it is imperative that the
proper inspections are completed on the property and that any
prospective buyer completes their own, independent due dili-
gence with the applicable governmental, quasi-governmental, or

any other entity having jurisdiction over the property.

Insurance Claims

Active insurance claims due to Hurricane Ian will be around for
the foreseeable future. If you are representing a seller with an
open insurance claim, it is imperative that the claim is disclosed
to any potential buyer prior to signing a contract, as the claim
will impact their ability to obtain insurance or financing for

the property. If the buyer would like to move forward with the
purchase, the claim should be addressed in an addendum to the

purchase contract.

Vacant Land and Fraudsters

Fraudsters have increasingly targeted owners of vacant land,
attempting to sell such land without the rightful owner ever being
aware. Vacant land, in particular, presents an ideal situation for
fraudsters, for obvious reasons. Typically, the fraudster reaches
out to REALTORS® via email or posts the property online as ‘For
Sale By Owner’ ... and is never seen in person, often refusing to
speak on the phone or provide a number. Initially, you should
reach out to the owner using the contact information listed on
the prior deed or property appraiser’s website. If you have never
met the seller before, do not trust the information they provide
without independent verification. The best way to avoid being
involved in a fraudulent transaction is to be as informed and

diligent as possible.

realproducersmag.com

Termination of Condominium

In the case of major damage or destruction, unit
owners of condominiums must determine if the
damage is great enough to warrant if the land
should be sold to a potential developer, whereby
the condominium must be terminated, or if

the structure and common elements should be
rebuilt. A review of the governing documents (i.e.,
Declaration of Condominium, etc.), together with
legal counsel, is advisable to determine the manner

in which to proceed.

To ensure the optimal outcome, it is in the best
interest of the parties to work with a real estate
attorney well versed in the applicability of the

law to their specific transaction. Should you have

any questions, the real estate attorneys at Woods,
Weidenmiller, Michetti & Rudnick, LLP, are pre-

pared to assist.
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»» featured agen

By Zachary Cohen | Photos by LaCasaTour

ESSICA

“ Gatewood

CULTURE AND COMMU NdF'Y

Longtime friends Jessica Gatewood (left) and Lauren Shaw (right) teamed up in 2021 at Sun Country Realty.

n the fall of 2022, Jessica Gatewood
teamed up with friend and fellow
REALTOR® Lauren Shaw to bring
a new brokerage, JL. & Associates, to
Southwest Florida. Jessica and Lauren
have built the brokerage in their vision —

one that is built on a culture of community.

“Our mission is to grow the brokerage to 15
to 20 agents that want to build and main-
tain their own businesses organically. This
isn’t about me or Lauren. This is about cre-
ating a space where agents feel empowered.
We love working together,” Jessica smiles.
“We have a calling to be catalysts for our

agents and our community.”

Rewind: Jessica’s Path

Jessica was first introduced to the
real estate business through her mom,
Marion, who is a successful real estate

broker and home builder.

“Honestly, I didn’t think real estate
was for me when I was young,”
Jessica admits. “I'm not an extro-
vert, and in real estate, you have

to be. I thought I didn’t have the
personality for it, so I didn’t foresee
it ever being what it is today — my

career and passion.”

Still, Jessica was licensed while
attending college at Florida Gulf Coast
University. She sold real estate part-
time for the next five years, primarily to
friends and family members. She gradu-
ated from college, got married, and gave
birth to her daughter. By that time, she
was the office and operations manager
for Sun Country Homes and associate

broker for Sun Country Realty.

“When I had my first daughter, I

knew I did not want to work 9 to 5

Titse

anymore. I wanted more freedom, so
I decided to do real estate full-time,”
Jessica explains. “I felt I might as well
give real estate a real shot and see

where it would take me.”

A New Vision

Jessica’s business grew slowly, her
natural pull towards serving others
and building relationships allowing her
to steadily gain steam. People began
trusting her, and referrals rolled in.

Year by year, her sales improved.

“It’s like a competition with myself.
Every year, I set a sales goal, and I don’t
like to fail. I push myself. That compe-
tition with myselfis a driving force,”
Jessica explains. “The other piece of
my business that is huge is that 'm a

Southwest Florida native, and I love
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Daughter of a real estate broker and builder mom, Jessica Gatewood became a
licensed REALTOR® while stil in college.
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this place. My driving force behind
my real estate passion is the love I

have for my town.”

Jessica had known Lauren Shaw
since high school, but they didn’t
connect on a deeper level until
2018, when they were both mem-
bers of the Young Professionals
Network. As the pair worked on
charity projects, they realized
they had similar goals, work eth-

ics, and values.

Jessica was looking to grow the
firm and encouraged Lauren to
join her. After three years of con-
vincing, Lauren joined the team
in late 2021.

“She built her own business to
where I was in half the time it
took me to do it,” Jessica says. “I
knew she was someone I wanted

to work with.”

Initially, Jessica and Lauren
teamed up to grow Sun Country,
and they joined their personal
books of business to create the
leverage to do so. Soon, their
vision evolved, and an even bigger
dream came into focus — a bro-

kerage of their own.

“We had so many plans we
wanted to bring to light, and we
felt we’d outgrown that space. We
wanted to go to the next level,”

Jessica explains.

Building the Dream

At JL & Associates, Jessica and
Lauren intend to build more than
just another real estate company;
they intend to empower their
agents with the tools, community,
and information they need to
build the real estate business of

their dreams.

We have a calling
to be more for our
community. That’s one
of our missions — to do
as much as we can to
give back.
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ime for a move?

Change is what we do.

Estero Cape Coral

Jessica Gatewood and Lauren Shaw opened their own brokerage, JL & Associates, in the fall of 2022.

Jessica and Lauren have “We have a calling to be more for our com- and an agency culture that Realtors A B L d . E .
put giving back to the larger munity. That’s one of our missions — to do want to be a part of. ette r e N 18 g X p e ri e n Ce
Southwest Florida community  as much as we can to give back.”

at the center of their mission. “My goal is to instill calmness in my

They understand their busi- As of November 2022, JL & Associates has agents by teaching them the tools

ness can only go as far as the five agents, including Jessica and Lauren. In to build a business that will sustain
community that drives it. 2023, they will focus on growing the brand anything,” Jessica says. “Our focus is + Dependable Preapprovals « Exceptional Transparency
on the team and building their confi-

dence as agents.” Reliable On-Time Closings Superior Customer Service

+ Excellent Communication + A Wide Range Of Products

Qutside of real
estate, Jessica
Gatewood fives MOORELENDINGGROUP.COM /' 239-319-2579
a family-oriented

life. She and her
husband, Chris,
have four daughters,
Hailey (24), Aubrey
(16), Kinsley (8), and
Cambrey (3).

BEYOND REAL ESTATE

Tyler Moore Stormy Wilder John Moore Tom Paxson Jeannette Farr

Producing Branch Managar Sales Manager | Loan Officer Miariet Leadar Branch Managor Procucing Branch Manager
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»» featured agent

By Zachary Cohen

akeArde

BUILT ON RESILIENCE

Jake Arden was born and raised in the Chicago suburbs, but he’s long held
ties to Southwest Florida. His grandparents lived in Bonita Springs, and
Jake’s family often traveled south for the warmer weather. After playing
golf and studying at Carthage College in Wisconsin for two years, Jake

transferred to Florida Gulf Coast University in Fort Myers, earning a

bachelor’s degree in finance with a minor in real estate.

Photo by LaCasaTour
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Jake initially planned to return to Illinois
and become an investment banker, but
after living in the Florida sun for two
years, he fell in love with the area.
Ultimately, he decided to make Southwest

Florida his full-time home.

Professionally, Jake shifted his focus,
too. Rather than becoming an invest-
ment banker, he chose to become a
REALTOR®. He was licensed in August
2015, the summer after graduating from
Florida Gulf Coast.

“I was excited because there was no
ceiling,” Jake reflects. “However hard

I worked is how much success I would
have. I loved that idea: what you put in
is what you get out. Real estate gave me

the room to grow.”

The Path of Success
Like many Realtors, Jake struggled to
get his business off the ground. During

his first year, he sold three homes while
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Jake Arden is team lead of The Arden Group at John R. Wood Properties. (Photo by LaCasaTour)

supplementing his income at the local golf
course. In the following years, his business
grew, and he left the golf course in 2017 to

pursue real estate full-time.

Fast forward to 2023, and Jake is thriving.
Approaching $70 million in career sales,
he’s become one of Southwest Florida’s
fastest-rising Realtors. He closed 46 homes
for $20 million in 2022.

2022 brought another big shift in Jake’s
business. After seven years as a solo
agent, he hired his first two agents,
founding The Arden Group with John R.
Wood Properties.

So how has Jake risen from a struggling

young agent to a top producer? He credits

his success to his commitment to the
basics. Strong communication, rela-
tionship building, and perseverance
have been the pillars of his success.
The result has been a business that
relies more on referrals and repeat

clients each year.

Resilience and Perseverance

Jake has another secret weapon in his
arsenal: resilience. He’s been through
his fair share of challenges and
believes his ability to stay the course

in times of struggle has been pivotal.

One of Jake’s biggest obstacles came
when he was a young boy. At three
years old, he was diagnosed with

kidney cancer. He later had surgery to

remove his right kidney, and although
he fully recovered from cancer, the
loss of his kidney has impacted his life
in many ways. He can’t play contact
sports (hence his love for golf), but
there have been positive impacts too.
Jake’s battle with cancer has helped
him tap into gratitude daily.

“I’ve learned to take life day by day.
You never know what may happen,”
Jake offers. “All we have is today.
Knowing I survived cancer, I was
put here for a reason — to help

others out.”
Jake has overcome other challenges

with the same ferocity. When he

moved to Florida, for example, he
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In Jake’s free time, he enjoys riding his Ducati motorcycle. (Photo courtesy of EZ Rider Pics)

A Bright Future Ahead

Jake is excited to take his real estate
career into the future. Rather than rest-
ing on his laurels, he continues to push
forward with a growth mindset. His
next big goals are to grow his team and

move more into the investment space.

“I want to grow the team so I can have
my income go to work for me through
investments. I want to create more
passive income to replace the day-to-day
work of being a Realtor and get back
some more time,” he says. “I begin with
the end in sight. I'm working my butt off
day to day, doing what I need to do to get
it done. My goal is to get 1 percent better
every day. I know it’ll eventually pay off.

didn’t have a large sphere of influence, but he was still able to build a successful  It’s just a matter of time.”

real estate business.

Jake has big dreams in real estate,

“I took a trial-and-error approach and learned through different failures. I but his deepest wish is to live a life
just kept growing and pushing forward,” he explains. “Success doesn’t happen of enjoyment and fulfillment. As he
overnight. It takes years in this business to build a database and build trusting learned early in life, all we’re given is

relationships with clients. It takes consistent follow-up.”
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the present moment.

Growing up, Jake Arden
couldn't play contact sports
due to the loss of his kidney,
so bowling and golf became

his athletic outlets. He was

a standout in both, playing
college golf and once bowling

a 299 — just one pin short of

a perfect game.

Virtually

Transaction
Management,

Write Offers,
MLS Input,
Condo/HOA Docs,
Accompanying Inspections
and
Much More!
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Wendy Miller

Licensed FL Real Estate Broker
www.VirtualRealEstate-Solutions.com
716-548-6986 | 941-548-7631
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P> cover story

By Zachary Cohen

“It's all about taking the
opportunity. When you

have the opportunity,

CANDACE e

you have to be ready.

L]

And finally, I'm prepared.
I'm ready to take the
jump, and | know | can
be successful,” Candace
Kelly-Brown begins.
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The Next Big Step

After nearly two decades in the real
estate business, Candace is taking a
bold new step, having recently gone
out on her own as a solo real estate
agent. She’s out to build the business
of her dreams with the wisdom of
nearly 20 years of real estate experi-

ence in hand.

“I've lived a really blessed life, but
I've also had major hurdles,” Candace
reflects. “I'm blessed for the opportu-
nity I've had and taken. I'm ready to
grow, ready to take off.”

Midwestern Values

Candace’s story begins in
Chicagoland, where she was born and
raised. She comes from a business
family with traditional Midwestern
values. A strong work ethic, integrity,
and kindness were valued and demon-

strated by those around her.

Candace’s family owned the bever-
age company her great-grandfather
founded in 1927, Canfield’s Beverage
Company. By the ‘90s, it had grown

to become the largest private-label

Candace lives at Gulf Harbour Yacht & Country Club and has done a majority of her business there. (Photo by LaCasaTour)

Fort Myers Real Producers - 39



If there’s one thing | want people to know
about me, it'’s that I'm a people person.

Candace Kelly-Brown is a top producer with Berkshire Hathaway
HomeServices Florida Realty. (Photo by LaCasa Tour)

Photo by LaCasaTour

beverage company in the nation, and

Candace always assumed she’d join the

family business. But in 1996 — the same

year she graduated from college — her

grandfather sold it to Cadbury Schweppes.

Candace was forced to shift directions.
She spent two years in print advertis-
ing before starting a tanning salon. For

the next eight years, she ran two large,

successful salons.

Tough Times

Candace sold her businesses in 2005,
the same year she picked up her life
and moved to Fort Myers. Rather than
starting a tanning salon in Florida,
she chose another path — real estate.
Her husband, at the time, became a

mortgage broker.

Candace’s business thrived for

the next few years, but the Great

Recession brought chaos into her
world in 2008. She returned to
advertising — this time in the digital
marketing arena, for four years. Still,
this was a tremendously stressful and
challenging time, capped by a heart-
breaking shift in her personal life.
Her husband passed away suddenly,
leaving Candace a single mom to her
two kids, then 11 and 8.

A New Beginning

In 2012, Candace returned to the real
estate business full-time. She relied
on the digital marketing experience
she gained and the network she built

to capitalize on an improving market.

When she moved to Fort Myers,

she landed at Gulf Harbour Yacht

& Country Club. She put a ton of
effort into building her community
and network, joining clubs, playing
tennis, and socializing with as many
members as possible. By the time she
returned to the business in 2012, her
sphere of influence was strong, espe-

cially inside the country club.

“I came to the community and saw
the opportunity. I started immersing
myself in the community — foodie
groups, tennis, you name it. I was
doing everything to get involved,”
Candace explains. “And my diverse
past — it prepared me to offer my
clients a well-rounded experience. It
all helped me to be the person I am
now. It’s taken a long time to build a
successful real estate business in such
a competitive community, and that’s
what has really helped me a lot. I've
stayed true to myself.”

Taking the Leap

Today, Candace is thriving. She
recently got remarried to her partner
of 10 years, Richard. In 2022, she

had her best year ever in real estate,
closing over $30.5 million. She does
business outside the country club, but

much of her business still originates
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Candace Kelly-Brown married her longtime partner, Richard, in 2022.
(Photo by Steph Jones Photography)

FAMILY IN FOCUS

Candace Kelly-Brown now has a blended family of five children, including
Peyton (20), Kaylin (23), Chloe (23), Chase (25), and Hunter (31). She and
Richard are newly empty nesters, giving them more energy to focus on

their relationship, travel, and professional projects.

from within the gates of Gulf
Harbour Yacht & Country Club.

A standout sales year in 2022
encouraged Candace to become
an independent agent. While she
struggled to find the faith and
trust to make this move, now
that the decision has been made,
she’s confident in her abilities.
She knows that her dedication to
her clients — who often become
friends — will carry her toward

continued success.

“If there’s one thing I want people
to know about me, it’s that 'm

a people person. I work hard at
making relationships work. I pride
myself on keeping relationships.
My clients are my friends. I live
here. I work here. This is my home,
and I'm excited for what the future

as a solo agent holds.”

Florida’s Finest Title & Settlement Services.
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Team@PrivateClientTitle.com | (239) 672-8898 | www.PrivateClientTitle.com
Serving Lee, Collier, Charlotte & Hendry Counties.
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