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REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.
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MORTGAGE SHOULDN'T
BE ONE SIZE FITS ALL

AVAILABILITY THAT SETS US APART « WEEKENDS & EVENINGS INCLUDED!
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PROFESSIONAL

RESPONSIVE
INFORMATIVE

| | = DETAIL ORIENTED
QUALIFIED A NV
HOME LOANS ' ¥
—_— : & EASY TO WORK WITH
MORTGAGES MADE SIMPLE 3 n . .-' _‘
» CONVENIENT IN HOME APPOINTMENTS - 1 A TOP OF THEIR FIELD

* LOAN OPTIONS TO MATCH YOUR GOALS
PATIENT
« COMPLEX SITUATIONS WELCOME -

« SELF-EMPLOYMENT INCOME EXPERT | s
3 Torouo
hf:i’%ﬁ PARTNER WITH
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w4 US TODAY!
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Alan Kunski, Senior Loan Broker '- : A :T A L

alan@qualifiedhomeloans.com ' _ S g INSPECTION SERVICE.

DRE# 10103782
NMLS# 309425
23330 Mill Creek Dr., Ste. 150, Laguna Hills

Applicant subject to credit and underwriting approval. Not all applicants will
be approved for financing. Receipt of application does not represent an
approval for financing or interest rate guarantee. Restrictions may apply;

contact Qualified Home Loans for current rates and for more information | 74 i I I Call OI‘ teXt tO partner With OUI‘ expert inSpeCtion team.’

as rates, fees and programs are subject to change without notice. e s
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FREE QUOTE | ONGOING SUPPORT | PROFESSIONALLY ACCEPTED REPORTING STANDARDS
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, STAND OUT IN YOUR INDUSTARY. s
SELLERNOTARY SERVICES, WIRED COMMISSIONS, s _

AEL%ESRMNAFI@ETY REEPROVFQTS, UPFRONT HOA ASSISTANCE, § EOG UNIVERSITY'S EXPERT TRAININGS HAVE
Bl PRE-ESCROW SERVICES AND MANY MORE N BEEN CAREFULLY DESIGNED TO PROVID
COMPREHENSIVE COVERAGE OF A WID

(IR

RANGE  OF TOPIGS DEALING  WITH
OUR ESCROW TEAMS SPEAK OVER 10 LANGUAGES TO — TECHNOLOGY AND BUSINESS' STRATEGIES
ENSURE YOUR CLIENTS FEEL COMFORTABLE AND T PROVEN TO WORK IN ANY INDUSTRY.
INFORMED THROUGHOUT THE ESCROW PROCESS AVAILABLE T0 EVERYONE AT NO CHARGE. &

il VICE PRESIDENT OF MARKETING & BUSINESS DEVELOPMENT
P.7143484/18
E. BERNADETTE@ESCROWOPTIONS.COM

WWW.ESCROWOPTIONS.COM
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SOUTH ORANGE COUNTY

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

WANT TO BE FEATURED AS A

RISING STAR?

OR KNOW SOMEONE WE SHOULD FEATURE?

Katie DiCaprio

Chief Marketing/
Operations Officer
949.303.0515
Katie@cornerescrow.com

* 5 years or less in the business

George Delgado
Account Executive
949.668.2447
George@cornerescrow.com

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

* At least $10 million in sales in one calendar year

9C Active on social media

CORNERESCROW.COM
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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

PREFERRED PARTNERS

ELECTRICIAN
The Electrician
Chris Le

(949) 423-3894

ESCROW SERVICES
Corner Escrow
Katie DiCaprio
(949) 303-0515

Escrow Options Group
Bernadette Kerkes
(714) 348-4718

Glen Oaks Escrow
Hallie Packard
(949) 607-7665

Granite Escrow
Jenna Dannelley
(714) 943-0688

The Escrow Source, Inc.
Michelle Chandler-Rahe
(949) 305-0888

ESTHETICS, BODY
CONTOURING
AND SLIMMING
Executive Esthetics
(949) 715-0768
execesthetics.com

FINANCIAL PLANNER
Edward Jones

Derick Roberts

(574) 327-5334

8 - November 2023

HOME INSPECTION
Coastal Inspection Services
Tracie Kirkpatrick

(714) 469-9489

Preferred Inspection Services
Jerry Stonger
(949) 234-7125

The Real Estate
Inspection Company
April Georgeson
(760) 484-6740

INSURANCE AGENT
Farmers Insurance
Garrett Mundell
(949) 269-7860

JUNK REMOVAL SERVICES
The Junkluggers of

Orange County

Joe Sandoval

(949) 632-2123

LISTING PREPARATION
SERVICES

Freemodel

Heather Brunelli

(949) 463-0036

MORTGAGE SERVICES
CrossCountry Mortgage
JJ Mazzo

(877) 237-9694

MortgageOne, Inc.
Christopher Smith
(949) 292-9292

them for supporting the REALTOR® community!

Movement Mortgage
Matt Webb
(949) 742-2868

Qualified Home Loans
Alan Kunski
(714) 397-1349

US Bank
Erica Dose
(949) 355-2851

US Bank
Carlos Zepeda
(714) 420-7233

MOVING COMPANY
Costa Mesa Moving
Company

David Wilkes

(714) 2411673

PHOTOGRAPHY
& VIDEOGRAPHY
Antis Media

Dave Antis

(917) 696-2493

WASIO faces
Yaneck Wasiek
(949) 529-0512

PROFESSIONAL
ORGANIZING

Coastal Organizing Company
Liz Wann

(949) 482-9476

SOCIAL MEDIA
LY Media Ventures
Lauren Yek

(949) 981-7959

SOLAR
Sunrun
Matthew Rock
(909) 510-0061

STAGING & HOME DESIGN
HG Interiors

Holly Garcia

(714) 614-1008

Intuitive Design Studio
Andrea Young
(714) 287-5399

TITLE SERVICES
Fidelity National Title
Tina Jent-Fodor
(949) 293-4187

First American Title
Ryan Raphael
(949) 482-9428

Lawyers Title Company
Jeff Tiss
(949) 422-1301

WFG Title
Andrew Walsh
(949) 300-9101

SOLAR PROFESSIONAL
MATH ROCK

"BEING AREALTOR | WAS NOT EXCITED \§ “MATTHEW ROCK IS SO

ABOUT SOLAR BASED ON THE STORIES
WISE, PROFESSIONAL &

AND EXPERIENCES OF MY CLIENTS. | MET
MATTHEW AND SET UP A MEETING FOR MY

PERSONABLE!
A+ PLAYER!"

HUSBAND AND |. WE SIGNED THAT NIGHT.
MATTHEW HAS A UNIQUE SKILL SET AND
WAS PROMPT TO ANSWER QUESTIONS
THROUGHOUT. | CONTINUE TO REFER HIM
TO MY CLIENTS SINCE THEN. MICHELE KADER
(SOUTH OC RP OWNER/PUBLISHER)

FRANCES (REALTOR)

"MATTHEW WAS VERY PROFESSIONAL,
AND A PLEASURE TO WORK WITH. WE'VE
BEEN DEBATING GETTING SOLAR FOR
YEARS. WE BECOME DISCOURAGED AS WE
NEVER CAME ACROSS A TRUSTWORTHY
SOLAR EXPERIENCE. WE WERE THEN
REFERRED TO MATTHEW AND ARE NOW
HAPPY CUSTOMERS! | HIGHLY
RECOMMEND MATTHEW"

MARIA (HOME OWNER)

SOLAR'PPA

$0 ENROLLMENT | INSTALLATION COST

‘.1 FULL SERVICE INCLUDED
——

"MATTHEW WAS AMAZING AT WALKING US
THROUGH THE PROCESS, WHICH LED TO
US ENROLLING CONFIDENTLY. ANY TIME A
PROBLEM AROSE, MATTHEW HANDLED IT
IMMEDIATELY! | COULD NOT RECOMMEND
HIM ENOUGH TO ANYONE, CONSIDERING
SOLAR FOR THEIR HOUSE!"

DERICK ROBERTS (RP PARTNER)

NO LIEN, LEASE, OR LOAN

19+ YEARS

BUSINESS & SALES EXPERIENCE

9+ YEARS

SOLAR SALES MANAGER

TE T

REFERRALS
LUNCH
COFFEE




MEET THE

SOUTH ORANGE COUNTY

REAL PRODUCERS TEAM

& | X
Michele Kader Ellen Buchanan Ilona Porebski Jess Wellar
Owner/Publisher Editor Ad Strategist Writer

949-280-3245
michele kader@n2co.com

Jenny McMasters Yaneck Wasiek Alex Regueiro

Dave Danielson
Photographer Social Media Manager

Writer Photographer

FOLLOW Us ON

FACEBOOK &

INSTAGRAM
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Bringing Experience & Education ~ | l
To Serve You

Residential
Commercial
Vacant Land

TINA J

Assistant Vice President
949.293.4187 cell
tina@tina4title.com
fidelityoc.com/tina4title

HG

INTERIORS

Bnutique Home Slaging and Design

Professional design team with over 3,000 homes
staged throughout Southern California

_{/E*zi.r nicthee a}'(}fﬁf’f/f’f}:f}’,’,

4 (*(m;r%}/f /

Holly Garcia

Principal Designer

& 714-614-1008
&3 holly@hollygarciainteriors.com

South Orange County Real Producers - 11
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Smith Group

povered oy JPFJ MORTGAGEONE

The Holiday Season Is Upon Us!

Partnering with TheSmithGroup for the holiday season
means something special: For every new purchase
closed, that was referred by you, you will be able to

choose a Charity that we will make a gift to out of the
proceeds of the loan. It's a heartfelt way to spread

holiday cheer together!

We also want to continue to provide you and your clients
with the best resources during their home purchasing during
the holiday season. The QR code below is for our
Mortgage Loan Calculator where your clients will be able to
get a general idea of what their loan possibilities can be!

TIT2 ALY XA XY

Christopher Smith

(949) 535 - 1821

thesmithgroup@gomortgageone.com
NMLS#898076




cover rewind

KATRI
HU

In the past three years since they

S0UTH uqJ.u'v;lr CRUNIE

REAL

were first featured on the cover
of South OC Real Producers in

November 2020, Katrina Crane and

her son, Hunter, say their business
has undergone significant transfor-
mations that have greatly impacted

their overall success.

“One of the most notable changes
was the expansion of our team,”
explains Katrina. “We welcomed key
support personnel, including a dedicated marketing director,
additional staging assistants, and a client support team. This
strategic move enhanced our operational efficiency, enabling
us to streamline both seller and buyer escrows while pro-
viding superior service to our valued clients. These addi- A
tions to our team have been instrumental in our ability CR AN E
to meet the needs of both current and future clients, pougp
contributing significantly to our continued success.”

In order to remain competitive in the ever-evolving
residential real estate market, Katrina and Hunter
adopted a range of new strategies and approaches over
the last three years, adjusting their tactics to stay
ahead of fluctuating market conditions and the

impact of rising interest rates.

“We’ve increased our marketing budget and
efforts to ensure our properties receive maximum
exposure. Embracing cutting-edge technology has
allowed us to operate more efficiently, responding
swiftly to changing conditions. Moreover, we’ve main-
tained strong relationships with past clients, expanding

wX LSV '
our referral sources,” Katrina notes.

RESIDENTIAL | COMMERCIAL

“Our motto, ‘LIST, STAGE, SELL, encapsulates our dedi-
cation to excellence, while our mantra, ‘Not just a client,

but a friend, reflects our commitment to building lasting

connections with those we serve.”

d e - '4 =20 .
NOVEMBER 2020 =

The mother-son duo’s stated short-term goal is to further {' Lo [
integrate technology into the industry, while their long-term COVER STORY

goal is to continue prioritizing their clients’ needs above all 1‘ £ i \\
- o v

Custom Packages
same Day Reports  [[%y) | Ne Real Estate

1750+ 5 Star Reviews =% Inspection Company
800.232.5180

e

else, sustaining their reputation for exceptional service.
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I'VE NEVER

SEEN A
*‘ MARKET
LIKE THIS.

IS A
CAREER IN
REAL ESTATE LIKE A

»» ask the guru

DEAR GURU: I am entering my fifth year as a real
estate agent. It seems like there are wild swings
each year so far. Currently, my business is sig-
nificantly off compared to 2021 and 2022. What
is normal? What should I do?

SARAH ANDERSON, EXP REALTY

DEAR SARAH: A very timely question. Many
agents are asking their real estate coaches, brokers,

and the Guru the same question.

The word ‘normal’ does not exist anymore in our
industry. What used to be is no longer the case.
Since COVID, there has been a paradigm shift.
History is interesting, and looking in the rearview
mirror of your career is insightful; however, every
agent should be looking out the windshield to the
future. Most of us are aware that the number of
listings is half of what it was pre-pandemic. Why?
It’s because the vast majority of homeowners refi-
nanced their homes to a 30-year, fixed-rate loan at

3 percent, plus or minus. Why would they move?

Today, interest rates are approximately 7.5 percent
and may head higher. The Federal Reserve is seri-
ous about stopping inflation — it is brutal for our

industry and its related businesses.

Transaction count is off 50 percent to 60 percent
since pre-pandemic levels. Our industry, there-
fore, is overstaffed for agents, mortgage, title, and
escrow, as well as other related partners. Some of

our contemporaries will seek new career options.

Throughout my career, which spans back to 1975,
I've witnessed several devastating real estate
cycles. Surprisingly, the current situation is rel-
atively mild compared to some of the challenges

I’ve encountered.

As an up-and-coming agent, such as you are, the
sky is still the limit if you navigate correctly. For
those agents that do not like or adapt to change, it
will get uglier.

Technology and social media have been both a

blessing and a curse. As an agent at any production

level, you should be doing the old-school nuts and
bolts. That means building and improving upon
your database of past clients and social contacts

is a valuable thing to do in a slow market. Instead
of texting them or posting on social media, CALL
them. The curse of technology has been that people
don’t talk to each other face-to-face or by telephone
anymore. This creates a one-dimensional environ-
ment as compared to a three-dimensional envi-
ronment where you can glean more information in

person or by telephone.

It is more important than ever to meet people in
person and talk about real estate. Some exam-
ples of old-school marketing include joining the
Chamber of Commerce or participating in civic
events, charity events, school events, tennis or
pickleball clubs, etc. Additionally, door knocking
still works, as well as open houses. If you don’t
have any listings, ask an agent if you could host

their open house.

Perhaps you could host buyer or seller seminars

in your local area to educate consumers on local
real estate trends. Let your imagination run wild

on additional ideas of where you can meet people
and discuss real estate trends. Instead of asking
them directly if they would like to sell their home,
ask them if they happen to know anybody who
would potentially consider selling or buying a home
within their personal sphere of friends and family.
This is called a ‘soft sell” approach, which can yield

positive results.

Best regards,
The Guru

Have a real estate question?
Email Phil Immel at phil@
realestateguru.com. Visit

Phil Immel
Real Estate Guru®

realestateguru.com. The
Guru® has more than four
decades of experience listing and selling homes
in South Orange County. A licensed real estate
broker, Phil majored in real estate at San Diego
State University and is also an expert in mortgage,
title, escrow, appraisal, and negotiations.
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MORTGAGES THAT MEAN MORE.

We pioneered a unique approach to home loans centered around
helping homebuyers, quickly and easily. Then, we created a model so
that our profit creates a long-term positive impact in communities

PROTECTING THE AMERICAN DREAM

both close to home and around the globe.

SIMPLE. QUICK. STRESS FREE.
LIKE MOVING HOME SHOULD BE.

CALLING ALL REALTORS.

LINDA LAURANCE KYLER STEVEN THOMAS

Assistant Vice President SALES REPRESENTATIVE ' ° . 7 s .
X 949.929.4144 X, 949.702.5032 l T [ AWYETS Title ONIHG TOr the TIORT PR e,
LLaurance@LTIC.com Kyler.Thomas@Itic.com ®

O LindalLaurance.OCLTIC.com 0O www.KylerThomas.ocltic.com

THe
BNAerEs Junk removal
M done right.

{0
AUTOMATION TOOL

Partner with Movement Mortgage and take
advantage of marketing platform integrations:

Why partner with The Junkluggers?

7 Relable, Eco-Friendly Service
Residential and Commercial
Same-Day and Next-Day Jobs
A Fully Insured, Friendly Crew

Receipts for Any Donations
+ Homebot + Salesforce + BombBomb

We'll donate, recycle, & rehome your items
to minimize what ends up in landfills,

$25 OFF 3w

|
| Oniy ot participatiog locations. Uit | per st Carnal
1

LEIGH MCMAHON
YOUR LOAN OFFICER | NMLS 1075410 @

Direct: (949) 239-4252
leigh.mcmahoni@movement.com

o caimibeined wilth alber allecs. T 5 nob incuadsd

USE CODE: 25REALPRODUCERS

Boak now for a free onsite estimate!

S I www.leighmcmahon.com Mﬁ‘i?g‘i"‘f
;'SOO'LUG"JUNK' [ o dd @@mortgageupdates [ gy e Sopriesgirg
junkluggers.com P o S o e T g
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A VITAL RESOURCE FOR MORTGAGE

PROFESSIONALS AND CONSUMERS

By Michelle Velez

As the president of the California Association

of Mortgage Professionals (CAMP), I am proud

to celebrate our organization’s 30-plus years of
educating and advocating for mortgage profes-
sionals and our consumers in California. CAMP

is a nonprofit trade association that represents
mortgage professionals throughout the state. We
are committed to providing our members with the
resources and support they need to succeed in the

ever-changing mortgage industry.

CAMP offers support to the mortgage industry

in many ways. We are committed to providing
mortgage professionals with accredited continuing
educational opportunities and enrichment pro-
grams designed to raise industry standards, as well

as customer service.

Additionally, our association focuses on strength-
ening consumer awareness of mortgage services to
provide CAMP members with updated information
about state and federal legislative and regulatory
developments related to the industry. This ensures
our members are better educated and protects the
means and methods of the industry from unfair

regulatory restrictions.

20 - November 2023

CAMP also provides mortgage professionals
with the opportunity to network and learn
from each other. This allows our members to
focus on our association’s last goal: to increase
access to homeownership and housing afford-

ability for all Californians.

Now Is the Time to Attend

The mortgage industry is constantly evolving,
and it is more important than ever for mortgage
professionals to stay informed about the latest
changes. CAMP events provide our members with
the invaluable opportunity to learn from industry
experts, network with other professionals, and

share best practices.

I encourage everyone in the real estate industry to
attend CAMP events in the coming year. This is a
critical time for our industry, and we need to come
together to better understand these important
changes. Our local chapter meetings are a great
place to learn about our advocacy efforts, industry
and regulatory changes, and how to best navigate
these changes. We also need to work to reduce the

regulatory burden on small mortgage businesses.

CAMP Events Help Promote Change

CAMP events are also an ideal way to help mort-
gage professionals promote important changes
in the industry. Our monthly meetings provide
mortgage professionals with the opportunity

to learn about the latest legislative and regula-
tory proposals that could impact their business.
Attendees can also learn how to advocate for

changes to these proposals.

Additionally, CAMP events can also be used to
educate consumers about the mortgage process and
their rights as borrowers. This can help to create a
more informed and engaged consumer base, which

can lead to positive changes in the industry.

Each year, CAMP hosts a State
Legislative conference to discuss leg-
islation that has been introduced and
how it can be a benefit or harm to our
consumers. On Legislative Day, CAMP
members meet with their state legis-
lators to discuss important mortgage
issues. This gives our members the
opportunity to advocate for policies
that support homeowners and the

mortgage industry.

Why Younger Professionals

Should Volunteer

I have been volunteering with CAMP
for the past 16 years, and many of our
leadership have been volunteering even
longer. CAMP welcomes the knowledge
of younger generations to enhance the
leadership of our seasoned leaders. I
personally feel it is important to learn
and mentor each other so the next

generation can lead our association.

Volunteering with CAMP is a great
way to give back to the industry and
make a difference in the lives of home-
owners. Most importantly, it will help
you grow and learn more about the

profession you serve. There are many

volunteer opportunities available at CAMP, includ-
ing serving on a committee, helping to organize
events, or mentoring newer members. I encourage

all younger mortgage professionals to get involved.

CAMP is best known for their grassroots advo-

cacy efforts. A younger volunteer could serve
on the CAMP Legislative Committee to help

develop our legislative agenda and advocate

for our members’ priorities. Local chapters are

always looking for fresh meeting ideas for edu-

cational meetings or networking events, as well

as mentors and mentees. By joining CAMP, you

can make a difference in your business, to your

customers, and in your industry.

-

Michelle Velez, a certified mortgage consultant and veteran

lending specialist, currently serves as the 2023-2024

president of the California Association of Mortgage
Professionals. With an impressive track record spanning
over 30 years in the mortgage industry, Michelle is a seasoned
professional who has dedicated her career to helping individuals and
families achieve their homeownership dreams. Her commitment to excellence

and her passion for making a difference in the mortgage industry have set her
apart as a leader and trusted advisor in the field.

South Orange County Real Producers - 21



Doing Business with Whom You Know;
Like & Trust. Escrow Is What We Dao.

RANITE

“Crieron & Clettlement (Hervices

Over 16,000 transactions
for a total of over
$20 BILLION since
2020 Companywide.

Jenna Dannelley, Assistant Branch Manager/Escrow Officer

Direct: 714.943.0688 Office: 949.720.0110
jdannelley@graniteescrow.com
GraniteEscrow.com

450 Newport Center Dr. Ste 600, Newport Beach CA 92660

Granite Escrow is proud to be one of only a select few escrow compani
country to hold and maintain the American Institute of Certified Pt

Accountants (AICPA) SSAE 18 SOC 1 Type 2, SOC 2 Type
Attestation assuring our clients we comply with the hig

in data security, availability, processing integrity, confic
privacy, and financial reporting. e

LICENSE #1047926

AN ELECTRICAL CONTRACTING CO.

1.949.423.3894

@THE.ELECTRICIAN.CO

WWW.THEELECTRICIANCO.COM
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LET’S OPEN
ESCRO\A@DAY!

EXECUTIVE <
ESTHETICS \\&\/

Signature Weight Loss

Lose 10-40 Lbs in 3 months

Boutique Service, Clinical Care and so much more...
Book your free consultation today to learn more about
medical weight loss at Executive Esthetics!

949-715-0768 | www.ExecEsthetics.com

staff@execesthetics.com | 31655 Coast Hwy., Laguna Beach

Signs That You Are In DANGER!

- Terms you were given initially, are no
longer honored

- Your lender has gone dark on you
» Figures keep changing
+ Multiple requests for paperwork

)

Need a Home Loan RESCUE?
Call Us NOW!
Same Day Approval

Close in as little as 10-Days with our
$1,000 per day Guarantee:

NV
RESCUE 911

i

MAZZO GROUP

CROSSCOUNTRY MORTGAGE™

877.237.9694

IM@MazzoCGroup.com

PROVIDING QUALITY HOME INSPECTIONS
fhroughoutSouthern California

Licensed General Contractor since 1998
Member - OCAR Orange County Association of Realtors
Member of both ASHI and InterNACHI

Now offering in-house sewer
line inspections!

Preferred
S 1|
Inspechion Services
A 2
\ Preferr

OVER 10 YEARS IN HOME
INSPECTION EXPERIENCE

(714)323-1345 or.(949)234%712
jerry@preferredinspects.com
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TRUSTED ADVISOR

What price can you put on being the resource
that others know they can count on? Of course,
the answer is that it’s absolutely priceless. This
invaluable quality allows Joey Leisz of Century 21
Affiliated to thrive while he helps others around

him as a true real estate advisor.

“That’s really the way I refer to myself in my work
with clients. I believe that we are in the role of
being a marketer and advisor in this industry,” Joey
notes. “I love working with people and connecting
dots. I love leaning into my own network and think-

ing outside the box to find that opportunity.”

HOMETOWN ROOTS
Joey also has a strong appreciation for his home-

town of San Clemente.

“That’s where I was born and raised. I love showing
people new to the area around, and getting them
entrenched in the community,” Joey affirms. “I like

providing a full concierge service along the way.”

Joey’s career has been shaped through time,
beginning with his father, who has worked as a
real estate agent for 35 years. After growing up
in and around the business, Joey had his mind
set on another path before earning his real estate

license in 2016.

“I was studying communications and marketing
while working for an art and apparel company out of
Ventura,” Joey recalls. “As part of that, I worked with
artists and designers. It was a start-up brand. But I
always knew it was inevitable that I would join the

family business in real estate someday.”

FINDING HIS OWN WAY
As Joey reflects on his start in real estate, he points
out it took him a while to find his footing.

“I’d say it took the first two and a half years to
figure out who I was as an advisor. I wore a polo

shirt and slacks to keep up with the Joneses.

That’s when our owner, Ramona, told me, ‘You just
have to be you.’ I took her advice to heart,” Joey
remembers. “The next day, I was wearing my boots,
chinos, and shirt. I love fashion and art. I felt I had
to put on this face to work in real estate. I realized I

hold the same value no matter how I dress.”

Today, Joey enjoys being surrounded by his remark-
able team members: Jeff Carron, Will Ting, and

Larry Leisz. Together, they’ve generated north of

$60 million in sales volume over the past four years.

By Dave Danielson
Photos by WASIO faces

agent spotlight
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San Clemente native Joey Leisz is a Realtor with Century 21 Affiliated.

In the spirit of responsiveness and authenticity,
Joey brings a balanced style to work with his
clients — a straightforward style they know they

can trust.

“I like to come out of a deal knowing that everything
was disclosed openly,” he asserts. “If there’s some-
thing that might not fit in my clients’ criteria, I will be

open with them and be the voice of reason.”

FAMILY REWARDS

Joey is driven in his work by his love for his family,
including his wife, Sydney, and their first daughter,
Wren, who was born this past August.

“They are my ‘why.” If we need something, I work

hard to make sure we can maintain that lifestyle,”

26 - November 2023

Joey shares. “I'm also rewarded with the joy my
clients bring and seeing that come full circle,
whether it’s helping them find a lease, a studio, or
house on the hill.”

In his free time, Joey has a strong passion for
surfing. He also likes to volunteer and stay engaged
with the community. He serves as publicity chair
for the San Clemente Rotary Club, and is also

active in his local church.

LIFTING OTHERS

As Joey thinks about the distance he has come in
his real estate career over the past seven years, he
offers helpful tips for others who are looking to

move forward in the business themselves.

(55

FIND A COMMUNITY
THAT APPRECIATES
YOUR VALUE AS A
HUMAN AND THEN
LEAN INTO THOSE
RELATIONSHIPS.

“One thing I would say to people is to
focus on your strengths, even if they
aren’t strictly real estate-focused,”

Joey advises.

An example of that dynamic is Joey’s
community page on Instagram that
boasts 13,000 followers.

“That’s one of the largest funnels
for business. I wanted to figure out
how to differentiate myself. I love
out-of-the-box marketing and a
few videos that get a lot of traction

online,” Joey smiles.

“Another thing I would
emphasize is the
importance of
having a genuine
appreciation for the
relationships that
you have, and plug in
real estate when you
are engaged in com-
munication,” he adds.
“Find a community
that appreciates your
value as a human and
then lean into

those relationships.”
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Derick Roberts, Financial Advisor

Office: 714.543.9632
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Licensed & Insured - Expertly Trained - Packing & Crating Services

Referred by interior designers, antique dealers, property managers,
and real estate agents throughout Southern California

Excellent Reputation - Low-Cost Packing Materials - Modern Equipment & Trucks
Storage Available - FREE Estimates
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Owner/Lead Designer
714.287.5399
ThelntuitiveDesignStudio.com
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EXCEPTIONAL
HOME STAGING
DESIGNED TO SELL

Our extensive staging expertise, buyer-focused design,

quick turnaround time, designer-curated furnishings,
and fast installation translate into powerful results that
reduce time properties spend on the market

& encourage offers.

== Jumbo mortgage options for your
higher-limit needs

If you're considering buying a higher-cost or luxury home, your
best mortgage option could be a jumbo loan. Jumbo mortgages
can exceed the limits of a conforming loan, offering increased
purchasing possibilities.

- Low down payment options - Portfolic loans for unique
- Fixed- and adjustable-rate situations
mortgages ~ Primary residence, second
- Lender-paid mortgage homes and investment
insurance programs available property financing

- Financing for a wide price
range of homes

Erica Dosa
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JERRY
STONGER

»» partner spotlight

By Dave Danielson
Photos by Wasio faces

Those who know Jerry Stonger

and have worked with his company,
Preferred Inspection Services, under-
stand the great friend and partner
they have on their side — an expe-
rienced professional who dedicates
himself to meeting their needs with

genuine expertise and care.

“I appreciate having the chance to serve
people with the best possible customer
service,” Jerry affirms. “That’s a big
part of why I got into this business. I
have always believed that you can do

a thorough inspection without scaring
everybody away from the house that
they are looking to buy. That’s been our

goal since day one.”

BUILT FOR THIS

Jerry’s founding of Preferred
Inspection Services was a
natural extension of his

construction background.

“I first started when I was 15 years
old, working alongside my dad, who

was a general contractor,” he shares.

Jerry continued along the construc-
tion path, steadily growing and
becoming a licensed contractor in
1998. After a successful career work-
ing in building, Jerry decided it was

time for him to make a career change.

“I was looking at doing something a

little different. Through time, I got
home inspection reports since I was
doing a lot of HOA work,” Jerry
remembers. “As I looked at those
reports, I noticed that they were
written in a very technical way ...
to a point where it was hard for
clients and even property man-
agement professionals to know
what was being talked about.”

PROVIDING

GENUINE
EXPERTISE
AND CARE

q

In the meantime, Jerry had started doing inspec-

tions for friends and family members.

“From there, business just took off,” he remarks. “I
enjoy helping people and informing them, using my
construction background to do that. I realized there
was a need for it, so in 2012 we concentrated all of

our efforts as a company on inspections.”

SERVICE FIRST

Today, Jerry is joined on his team by two full-time
inspectors. One of the most rewarding parts of
Jerry’s duties is the training and mentorship that he

provides to those who work with him.

“I train them myself,” Jerry says proudly. “I train
them with that mentality of ‘we’re here to do a
thorough inspection, but we’re not here to scare

people away.”

He continues, “I tell them we’re here to provide a
service first and foremost, to inform these people of
the house they’re looking to buy, but that we’re not
here to chase them away from it or create problems

that aren’t there.”

Indeed, the process of helping people seems to be in
Jerry’s blood.

“We want to be known for being our partners’ go-to
service company, not just with home inspections,
but also taking advantage of my background and
construction. There’s pretty much nothing I haven’t
seen,” Jerry asserts.

“When a REALTOR® says they have a listing and they
get an inspection report from another inspector and
they’re not sure about something, I can look over the

reports for a moment and tell them if it’s something
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legit or not. In addition, I can help with estimated
costs on a lot of projects. So if people are looking to
develop a budget or see what they need to ask as far as
credits, I can help them with that as well.”

A HELPING HAND

In a competitive market, Jerry is the first to give
credit to the number of high-quality inspection
companies out there. For those who haven’t had a
chance to work with him yet, Jerry is happy to be

another valuable option in his partners’ toolkits.

“We just love when people give us a shot and see
that we do things a little bit differently maybe than
their current inspection partner,” he smiles. “We
are very personal in our approach. We always do
areview with the buyers if they’re able to because
the report only tells so much. But what we really
strive for is to give a thorough walk-around and
review of the home that they’re purchasing to go

along with reports.”
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As he looks ahead, Jerry feels immense gratitude
to have the chance to help his partners and clients

move toward their goals.

“I'm always eager to help in any way I can with their
transaction, with anything they may have going on in
their personal life with their own home,” he con-
cludes. “Ilove to be able to use my knowledge and
experience to help people out and try to guide them
in the right direction; and if T can’t help them myself,
T'll steer them in the right direction.”

When you need an expert home inspector on your
side, contact Jerry Stonger and Preferred Inspection
Services at 949-234-7125, or visit their website,
www.preferredinspects.com, to learn more.

Preferred
I |

Inspection Services

y 4 4

- 1

IN OUR APPROACH.

Jerry Stronger is the owner of Preferred Inspection Services.

WE ARE VERY PERSONAL

FAMILY FOCUSED

Family is at the center of Jerry’s world,
including his wife, Chris, who also works
as a Realtor. “Chris is always a big help
for me. She keeps me in tune with what'’s
happening in the business from the
Realtor perspective and is fantastic at
helping me touch on the points that are
most valuable to my partners,” he shares.

Jerry and Chris treasure time spent with
their children — 21-year-old daughter
Riley and 18-year-old son Dylan. Outside
of work, Jerry also enjoys being outdoors
hiking, playing golf, or skiing.
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| SCHEDULE SESSION
2 GET PHOTOGRAPHED
3. REVIEW HEADSHOTS
4. RECEIVE RETOUCHED HEADSHOTS

WASIOfaces.com | info@wasiophotography.com | 949-529-0512
3633 W. MacArthur Blvd, Santa Ana CA 92704

No Matter Where
Your Clients are
in Their Buying

Connect with Carlos

Process, = — . . .. ' today and experience
| CAN HELP. | |

the difference!

Finding a Mortgage fo
Every Unique Situqﬂﬁﬁl _
is My Specialty! | Bl

Mortgage Loan Officer
Text/Call 714.420.7233
carlos.zepeda@usbank.com
NMLS# 175621

E CARLOS ZEPEDA

Loan approval is subject to credit approval and program guidelines. Not all loan programs are

available in all states for all loan amounts. Interest rates and program terms are subject to

change without notice. Visit usbank.com to learn more about U.S. Bank products and services.

Mortgage, home equity and credit products are offered by U.S. Bank National Association. i EQUAL HOUSINI
Deposit products are offered by U.S. Bank National Association. Member FDIC. ©2023 U.S. Bank ' : LEND

“Liz and her team were amazing! The organization is
beautiful and clearly labeled so my family can keep up YOUR #l PARTNER FOR HIGH FIRE
O with the system. Look forward to working with her & LUXURY HOME INSURANCE

ORGANIZING again. Loved our experience and highly recommend!”

CoMPANT - JULIANA B.
HOME - AUTO - LIFE - BUSINESS - AND MUCH MORE...

Coastal Organizing Company HOME ORGANIZING 0]
. . =
exists to help you ﬁ.nd peace in your MOVES & RELOCATIONS SCAN TO LEARN
space by creating a stress-free, HOW | CAN
organized environment. BUSINESS ORGANIZING | B%IJ%RGPLIIREUNTTESD'T
e - -
T L - - =
™ 1 T \' .‘&- s 2
2oL ST FARMERS
—— INSURANCE > =
_1 e i -
- 3 ! i — GARRETT MUNDELL, AGENT
949.269.7860
949-482-9476 1114 S EL CAMINO REAL, SAN CLEMENTE, CA 92672

WWW.COASTALORGANIZINGCOMPANY.COM AGENTS.FARMERS.COM/CA/SAN-CLEMENTE/GARRETT-MUNDELL
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P» cover story

CASUALLY ELITE

By Jess Wellar | Photos by Jenny McMasters

Whoever said nice guys finish
last has never had the pleasure
of meeting Kevin Hill. In the
competitive world of real estate,
Kevin’s a rare breed of agent who
effortlessly blends expertise with
a laid-back attitude for a success-
ful balance. As a broker asso-
ciate with Berkshire Hathaway
HomeServices California
Properties, Kevin stands in the
company’s top 1 percent, an
impressive feat considering the
vast pool of over 50,000 BHHS

agents nationwide.
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Kevin’s casual demeanor belies

a wealth of experience and
knowledge, and he consistently
delivers five-star service as a
top real estate expert in South
Orange County. With an impres-
sive list of accolades and a rich
history to match, Kevin’s success
is a testament to his dedication
to his clients and his enduring

passion for the industry.

TAKING OFF
Originally from upstate New

York, Kevin’s career path first

took him to Xerox and American
Airlines. His eventual dive into
the world of real estate was
sparked by a financial seminar
he attended with his sister in the
early ‘80s.

“I caught the real estate bug after
my sister bought me a ticket

to fly with her to a three-day
financial event at the Anaheim
Convention Center,” Kevin
recalls. “I was so inspired by that
seminar I bought 11 properties
shortly after that!
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The Kevin Hill Team (From left to right: Jesenya Magafia, Kevin Hill, Clint Bradford, Molly Green; Not pictured: Mitch Hill)

“My sister was always worried about
me,” he adds with a chuckle. “But I

turned out okay.”

After obtaining his real estate license
in 1984, Kevin held significant roles,
including owner of several local luxury
home divisions, and escrow and loan
companies, shaping his comprehensive

understanding of the industry.

Perhaps what sets Kevin apart most,
however, is his unassuming nature,
which often hides the intensity and
passion he brings to every client inter-
action. Behind his relaxed demeanor
is a seasoned professional who strives
to make every real estate transaction a

smooth and successful one.
“I love being able to help people

with their challenges, to under-

stand the process, and minimize the
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BERKSHIRE HATHAWAY | California

HomeServices Properties

bumps along the way while
managing expectations,”
he remarks. “Having been
a former broker/owner, 1
have come across a mul-
titude of situations where
I am able to see red flags

quicker than most.”

As part of a close-knit team,
Kevin is also quick to praise
his teammates for the group’s

phenomenal track record.

“The Kevin Hill Team is
just my son, Mitch, Clint
Bradford, our licensed
office manager Molly Green,
and social media manager
Jesenya Magafia. We're a
small group, but we work
together well and collabo-

rate to achieve results.”

Kevin also credits his unique
background and client-cen-
tric approach as a key
element to his accomplish-

ments over the years.

“I think my past experience
as a flight attendant and
supervisor for American
Airlines helped me expand
my conversational abilities
with clients,” he shares.

“I learned to read people

really well.”

Last year, Kevin personally
closed a remarkable $48
million from 41 transac-
tions, but more impressive
still is Kevin’s consistency
year after year at such a
high level. He’s been among
the top 100 agents nation-
wide within the BHHS
organization six times,
solidifying his status as an

industry leader. Moreover,

he’s claimed the title of

the number one agent for
Berkshire Hathaway in
Orange County eight times,
with the title of #1 Lake
Forest Agent for 11 consecu-

tive years now.

To Kevin, success isn’t
merely about professional
achievements though. “I
define success as having
enough time to do the things
you want to do in life while
helping others along the

way,” he offers.

OUTSIDE THE OFFICE
Family is a cornerstone of
Kevin’s life, and he enjoys
spending free time with
loved ones. He shares his
life with his significant
other, Grace, and her three
children, as well as three
adult sons of his own: Mitch,
Kollin, and Konnor. Their
blended family has brought
over 20 years of happiness,
and as the assistant vice
president of a national
insurance company, Grace is
a successful professional in

her own right.

“We have seven grand-
children under the age of

4 right now, as well as a
female Shiba Inu, Moshe,
who just had a litter of three
puppies,” Kevin says. “So
our household can be a bit
chaotic in the mornings,
especially when the dogs

start to rumble.”

Kevin and Grace also enjoy
cheering on the Angels
together, dining out, going to
the movies, attending family
events, and taking leisurely
walks with their dogs.
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ALWAYS RESPECT THE AGENTS THAT YOU WORK WITH;
CLIENTS COME AND GO, BUT AGENTS WILL BE THERE FOR ANOTHER

DEAL — YOU DON'T EVER WANT TO BURN ANY BRIDGES.

Kevin notes he also finds great
fulfillment in giving back to

his community. Through the
generous support of clients, The
Kevin Hill Team has been able

to donate and sponsor various
causes, including the Sunshine
Kids, The Charitable Foundation,
the Sun & Sail Club, and numer-

ous local school programs.

ALWAYS LEARNING

Kevin’s commitment to continu-
ous learning and staying abreast
of the latest industry trends is
readily apparent. He attends

workshops and seminars, and
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engages in business coaching
with Patrick Ferry (Tom Ferry’s
brilliant brother) to keep pace
with new technology advances,
Al, and the latest real estate
software. He notes his dedica-
tion to learning is a core part of
his business philosophy and he
strongly urges new agents to do

the same.

For up-and-coming real estate
professionals, Kevin also empha-
sizes the importance of humility
and respect. “Never think you
know it all,” he advises. “Always
respect the agents that you work

with; clients come and go, but

Top producer Kevin Hill

is a broker associate and
team leader with Berkshire
Hathaway HomeServices
California Properties.

agents will be there for another
transaction — you don’t ever

want to burn any bridges.”

As for the future, Kevin has no
plans to rest on his laurels. His
passion for real estate is infinite,
and he intends to continue help-
ing clients navigate the complex-
ities of buying and selling homes

for as long as he possibly can.

“Everyone keeps asking when
I’'m going to retire,” he concludes
with a laugh. “But I like real
estate so much that I plan to
keep working quite a while, and

eventually just fade away; I have
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CHRISTOPHER & HALLIE

YOUR ESCROW PARTNERS

As part of our 16 value-added Exclusive Concierge Services, we offer
Milestone Text Notifications — keeping you updated with important text
notifications about your transaction!

Welcome message at opening | EMD received | Escrow Instructions sent

Preliminary Title Report received and sent | HOA Documents received and sent

Loan Documents received and signing scheduled | Loan Documents signed and returned to Lender Loan funded

Escrow closed | Payday - checks are being disbursed

: Jé&i‘ Py

Christopher Arce-Dale
Branch Manager
Cell: 714-906-7131
CDale@glenoaksescrow.com

Hallie Packard

Business Development
Cell: 949-607-7665
HPackard@glenoaksescrow.com

» 20,000 career-closed transactions
« $8,000,000,000 in career-closed residential real estate
« Highest and Most-Rated Escrow Team in California
» Over 400 5-Star reviews on Yelp » 16 Exclusive Concierge Services

Glen Oaks Escrow — Laguna Niguel | www.glenoaksescrow.com
949-625-6751 | 28202 Cabot Rd. Suite 205 Laguna Niguel, CA 92677
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Orange County’s Finest Escrow Agency
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Concierge service designs,
manages, and pays upfront for

pre-sale renovations and

preparation.

Terri has been working in the escrow industry since 2002 when she
retired from her career as a Flight Attendant. She has so much pas-
sion and an abundance of energy for her job, and that shines
through when you meet her. She loves helping The Escrow Source
grow their business and helping their clients have a smooth trans-
action.

Terri’s goal is to make sure that all of The Escrow Source’s client’s

Local project manager

needs are always taken care of quickly and as efficiently as possible.
She is available to them 24/7and truly prides herself on being a
phone call away.

ensures the job's
done right.
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Heather Brunelli
Director of Partnerships

(949) 463-0036
heather@freemodel.com

Contact one of the top escrow companies in Orange County today!

949-305-0888 | theescrowsource.net

27611 La Paz Rd Suite D, Laguna Niguel, CA 92677

We do the work.
You make the sale.

Fully managed renovations that help clients sell for more.

No cash required - No
arbitrary caps on
funding.

~
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November is here and what a great time it is to
reflect back on this past year and all the
milestones and memories to be thankful for!

Our WFG National Title Team would like to say
thank you for all your hard work this past year,
thank you for all your support, and thank you for
never surrendering to the market conditions!

Looking to level up your real estate
business next year with Geo Farming?
Scan this QR Code to book a meeting
with Andrew Walsh at WFG National Title.

R,

a Williston Finan

WEFG National Title Company

Andrew Walsh ¢ VP of Sales & Marketing
949.300.9101 ¢ awalsh@wfgtitle.com
wfgtitle.com/Andrew-Walsh/




