


We've been helping customers afford
the home of their dreams for many years

NATION ONE and we love what we do!

MORTGAGE CORPORATION

THE NUMBERS
FOR YOU!

Our Title Quote App Gives You
Instant Estimates.

At Your Fingertips.

Use our platform to generate instant Title Quotes,
Seller Net Sheets, Buyer Estimates and more.
"If | could give 10 stars or more | would, "My daughter and | are forever grateful for
this isn't my first rodeo going through the Blaise and his team in making our dream
mortgage process but it is my first time dealing come true for first-time homebuyers.
with someone as competent, caring, witty and We will recommend you to everyone
professional as Blaise." - Lisa S., Google Review we know." - Jacqueline G, Google Review

Scan Here to
Learn More
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TITLE COMPANY
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Blaise Menzoni ¢ Branch Manager wwis 2432547
(856) 692-9494 ¢ bmenzoni@nationone.com
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Visit the NMLS Consumer Access website for regulatory information about Nation One Mortgage Corporation. Licensed and approved in
: CA, CT, DE, FL, GA, IL, KY, MD, MA, MI, MN, NH, NJ, NC, OH, PA, SC, TN, TX, VA, WI (NMLS ID 95618). Georgia Residential Mortgage

[Ei Online Order: order.mysurety.com 5 Sales Team: sales.r

Licensee. Licensed by the N.J. Department of Banking and Insurance | ©2024 Nation One Mortgage Corporation. For informational purposes
only. No guarantee of accuracy is expressed or implied. Programs shown may not include all options or pricing structures. Rates, terms,
programs and underwriting policies subject to change without notice. This is not an offer to extend credit or a commitment to lend. All loans 1 {800} 90-title | www. mysurety.com |[§f ¥ @ in O
subject to underwriting approval. Some products may not be available in all states and restrictions may apply. Equal Housing Opportunity.
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PREFERRED PARTNERS

HOME STAGING
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BUILDER

Estates at Oldman’s Creek
by RE/MAX of Cherry Hill
(609) 510-1200
EstatesatOldmansCreek.com

CHARITY

Happy Smiles, Inc.

Carlo Vitale

(732) 221-471
HappySmilesFoundation.com

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

HOME & PROPERTY
INSPECTIONS
Dobbins Home
Inspection, LLC
(609) 868-1053
DobbinsHome
Inspection.com

Vitale Inspection
Services, LLC

Carlo Vitale

(609) 751-8048
Vitalelnspection.com

HOME WARRANTY
First American

Home Warranty
Claudia Jones

(609) 471-8822
FirstAmRealEstate.com

LIFE / BUSINESS COACH
With Heart Coaching
Skye Michiels

(215) 266-4643
WithHeartCoaching.com

MORTGAGE
CrossCountry Mortgage
Terri Santiago-Parker
(856) 776-6886
TeamParkerCCM.com

Gateway Mortgage

Chris Wilhelm

(856) 810-1222
GatewayFirst.com/
locations-atms/Chris-Wilhelm

Logan Lending
Joseph Logan
(856) 430-3945
LoganLending.com
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ACTUAL SFAC

WWW.ACTUALSPACES.COM

609.957.9892

6 - December 2024

them for supporting the REALTOR® community!

Maximus Mortgage Advisors
Matt Boyce

(856) 671-0642
MaxLoans.com

Nation One Mortgage
Blaise Menzoni

(856) 297-7087
NationOne.com/loan-officer/
Blaise-Menzoni

TD Bank

Lillian Hernandez
(609) 414-4955
TD.com/US/EN/
Personal-Banking

PHOTOGRAPHY &
VIDEOGRAPHY
Kellyman Real Estate
Photography

(609) 807-8071
KellymanRealEstate
Photography.com

STAGING

Actual Spaces
(609) 957-9892
ActualSpaces.com

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

TITLE SERVICES

Good To Be Home Title
(908) 621-1192
GoodToBeHomeTitle.com

Surety Title
(856) 988-8900
MySurety.com

TRANSACTION
COORDINATOR
Transaction Coordinator
Solutions

La Onque Ellis

(856) 318-4458
TransactionCoordinator
Solution.com

VIDEOGRAPHER

Ryan Fuhs Videographer
(856) 448-5726
Ryn.Visual
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Dobbins

Home Inspection

HOME & PROPERTY INSPECTIONS
DOBBINS HOME INSPECTION, LLC
(609) 868-1053
DobbinsHomelnspection.com

Minimum Down Payment

3% minimum dawn payment

3% minimum down paymeant

Mortgage Insurance (MI)

Low Down Payment Options
{1-unit properties
Additional

Product Features

Mo bosrower-paid Insurance
(lender-paid Fil)
Minirriurm af $500 of your
cliert’s own funds

Mo incarme imits for properties
lecatad in low-to-moderate
Income census trocls

Mo borrower-paid insuronce
(lender-paid PMI)

MiriirTurm ol $500 of your
client’s own funds

F10000 Lencler Credit
available r::r Purchase

Additional home loan options are available to suit your clients’ needs.
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L!ilmn Hernundez

609-414-4955
Lillian. Hernandez@td.com

Hcms Muhns

609 23&445‘.-‘
Hans.Molins@td.com

E Bank
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MEET THE SOUTH JERSEY REAL PRODUCERS TEAM

i

Kristin Brindley Melissa Gale Wendy Ross Lexy Broussard Chris Kellyman Meet the Rest of
Publisher Associate Publisher Operations Manager Client Relations Photographer the KB Team

If you are interested in nominating REALTORS® to be featured in the
magazine, please email Wendy@RealProducersKkBTeam.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not
necessarily reflect the views of The N2 Company d/b/a Real Producers but remain solely those of the
author(s). The paid advertisements contained within the South Jersey Real Producers magazine are not
endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor To view our magazine online, visit
the publisher may be held liable or responsible for business practices of these companies. SouthJerseyRealProducers.com or

scan this QR code.

Residential | Commercial

GET 5OCIAL WITH US! SHARE.LIKE.FOLLLOW m f"‘“ t 1
N (__%Id‘l ale
}Vnale ) 0)©)
= I /8 INSPECTION SERVICES LLC
The Vitale Promise '

Qur family owned business I' as been
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environment.

-Carlo Vitale
Owner and MNJ
Licensed Home Inspector

Types of Inspect:ons -

[ OFFERING
CE COURSES

\ g .
visit our site & schedule a class

o o & & & & & A5 Star Google Rating
N w/ Over 15,000 Properties Served
o w7 Licensed. Certified. Trusted

& < 609.751.8048
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Fuel your business.
Connect with peers
Start each month with purpose

MAKE 2025 YOUR GAME-CHANGER!

FREE MONTHLY
WORKSHOPS

January: Kickstart Your 2025 Strategy
e Goal Setting & Roadmapping

Lead Gen Tactics
CRM Tips
Mindset Shifts

Access To Free Tools & Resources

RESERVE YOUR
SPOT TODAY!

WWW.WITHHEARTCOACHING.COM




publisher’s
note

Hello December,

the Season of Celebration!

As we step into December, the air is filled
with festive cheer and the twinkle of holi-
day lights. This is a month of celebration,
a time to gather with loved ones, reflect
on the past year, and look forward to the

new one with hope and excitement.

December is a time of giving, of sharing
joy and kindness with those around us.
Whether it’s through holiday tradi-
tions, thoughtful gifts, or simply spend-
ing quality time together, let’s embrace
the spirit of the season and spread

warmth and happiness.

As we embrace the
festive season, let’s
keep this quote in
mind: “It’s not what’s
under the tree that
matters, but who’s gathered
around it.” Here’s to cherishing
our loved ones and making the

most of this special time.

A heartfelt welcome to our
newest preferred partner,
CrossCountry Mortgage!
We're thrilled to have them
join our community and can’t
wait to create beautiful memo-

ries together.

Wishing you all a December filled with
joy, love, and memorable moments.
Happy Holidays and Happy New Year

to everyone!

Kristin Brindley
Owner/Publisher
South Jersey
Real Producers
313-971-8312
Kristin@KristinBrindley.com

PHOTOS & VIDEOS
FOR SPORTS & EVENTS

+

SOCIAL MEDIA CONTENT
FOR BUSINESSES

IRYN

VISUAL

RYAN FUHS
ryanfuhs38(@gmail.com
856-448-5726

ryn.visual
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Get Ready for an
Exciting New Year!

Never Miss a Beat
Our New Phone Number

856-544-2693

Save this number to your contacts as “South Jersey Real Producers” to
ensure you never miss event notifications and important announcements.

Browsing Made for You
New & Improved Website

www.SouthJerseyRealProducers.com

Offering a brand-new online experience, explore enhanced features,
including easy navigation, reprint ordering, and article nominations.
Enjoy a streamlined online experience!

Save the Dates
Exciting 2025 Event Lineup

Mark your calendars! We have an incredible lineup of exclusive events.
Prepare for an amazing year of connecting, inspiring, and elevating with
like-minded industry rainmakers!

APR JUN JUL OCT
E Kl 16
MASTERMIND: DENIM & VIRTUAL MASTERMIND: MASTERMIND:
Wisdom, Wealth & Wellness  DIJAMONDS NIGHT Wisdom, Wealth & Wellness Wisdom, Wealth & Wellness
(SERIES 1) (SERIES 2) (SERIES 3)

*JANUARY

SOUTH JERSEY e,

*Magazine Parties are smaller events to celebrate recent features--invites only.

*MAY
MAGAZINE PARTY

*SEPTEMBER
MAGAZINE PARTY



» agent spotlight

By George Paul Thomas
Photos by Chris Kellyman

{RARLA

JUSKO

ELEVATING THE REAL ESTATE EXPERIENCE

[ gauge my success

on how well my

agents are growing

and enjoying their

OWTIl success.

Karla Jusko is a business leader who
upholds high standards in her work.
As the head of a team, she emphasizes
key values like compassion, connec-
tion, cooperation, accountability,
integrity, and transparency. These
principles guide her decision-making,
from hiring to team management,
ensuring that her organization remains
focused on ethical and effective
business practices. Karla fosters a
workplace environment built on trust
and mutual respect by centering her

leadership around these core values.

Embracing Change

Before Karla became a thriving real
estate professional, she spent years in
education, a background that deeply
influences how she approaches her
career today. A former elementary
school teacher for children with

cognitive differences, Karla earned

her Master of Science in Teaching

from Rowan University. She also
holds certifications in K-5 and Special
Education and spent time as an
adjunct college professor, teaching
reading and writing to students strug-

gling with entrance exams.

Karla credits her teaching background
with shaping her approach as a team
leader and real estate agent. “I can’t
imagine not having my teaching back-
ground; as a team leader, I have to
teach every single day,” she says. Her
educational training has enabled her
to build effective systems and pro-
cesses, which are key to her team’s
success. “Everything needs a flow and
a system for consistency of services,”
she adds, emphasizing the importance

of structure in her operations.

Her transition to real estate began
when she set out to buy her first home.

What started as a personal interest

quickly turned into a passion. Initially
pursuing real estate to earn extra
income while her children were young,
Karla eventually dove into the field
full-time once they started school. “I
got the bug,” she explains, “I've only
been a full-time agent for three years,

but it feels like it’s been much longer.”

Now fully immersed in the industry,
Karla finds real estate aligns per-
fectly with her goals and skills as an
educator. “I don’t just want to push my
clients through the transaction,” she
says. “I want them to understand every
step of the process if they want to.”
This educator’s mindset, paired with
her structured systems, sets her apart
from many in the field and allows her
to provide exceptional, personalized

service to the families she serves.

A Rising Star

Karla began her real estate career

South Jersey Real Producers - 13



in 2007 and has experienced sig-

nificant growth since transitioning
to full-time work in 2021. Based at
EXIT Realty Defined in Franklinville,
New Jersey, she leads The Concierge
Group, which includes two partner
agents, a client care coordinator, and

a transaction coordinator.

From 2014 to now, Karla has closed
over 230 transactions, generat-

ing more than $40 million in sales
volume. In 2023, she completed 35
personal deals, and her team added
another 22, totaling nearly $12.5
million. For 2024, her projected team
volume is expected to reach between
$14 million and $15 million.

Karla’s accomplishments include the
Circle of Excellence Silver Award in
2022 and 2023, the Top Commission
Agent Award at her brokerage in
2023, and the EXIT International
Bronze Sales Award from 2020 to
2023, as well as an EXIT top team
award in 2023, highlighting her as a

top performer in the industry.

Balancing Family, Hobbies,

and Community

Karla is not just a dedicated real
estate professional but also a fami-
ly-oriented individual. She is married
and has three children, ages 14, 12,
and 10. The family shares a love for
travel, highlighted by a memorable

14 - December 2024

66

three-week cross-country trip to
Colorado this summer. Karla reflects
on the freedom her career provides,
stating, “If I were in any other career,
I never would have had the freedom
to take a trip like that.”

Animals are a significant part of
their household. Karla, who grew

up without pets, has ensured her
children enjoy a variety of animals,
resulting in quite the menagerie.
Currently, the family has two cats, a
rabbit, seven chickens, a freshwater
turtle, and a fish tank. “I didn’t antic-
ipate SO many pets,” she admits,
“but the kids love it.”

Karla enjoys reading outside of
work and family life, mainly histor-
ical fiction. She practices yoga and
values outdoor activities, often bik-
ing with her children or playing bas-
ketball with her oldest. Music plays
a significant role in their home, with
Karla’s children involved in various
musical pursuits, including piano
and singing. “I love listening to them
play and sing,” she shares, noting
that one of her children is even
learning the clarinet, her instru-

ment from middle school.

In addition to her family activities,
she and her team are commit-
ted to community service. They

recently hosted a blood drive for

If you make a
mistake, OWN
IT AND FIX IT.

the American Red Cross and

plan another in the upcom-
ing quarter. They also look
forward to planning some

local community projects in

the near future.

Goals and Aspirations

Karla believes that success equals
freedom. For her, this means having
the ability to travel and spend quality
time with her family while also sup-
porting her agents in their growth
and achievements. “I gauge my suc-
cess on how well my agents are grow-
ing and enjoying their own success,”
she explains.

Looking ahead, Karla envisions a
future filled with personal and pro-
fessional opportunities. She desires
to coach and motivate others, helping
them reach their goals. Her profes-
sional goal is to expand her team into
a group of high-achieving, multiple
six-figure producers, dedicated to
delivering exceptional service in the

real estate market.

On a personal level, Karla and her fam-
ily are eager to complete several home

reno projects. They also plan to spend

several weeks traveling across the U.S.
and Europe each year, making lasting

memories together.

For those looking to follow in her
footsteps, Karla emphasizes the
importance of time management and
organization. She advises future top
producers to focus on time blocking,
track daily activities, and dedicate con-
sistent time to prospecting. “Make sure
to have a very organized CRM and keep
in contact with all of your past and
present clients as well as your leads,”
she suggests. She also highlights the
significance of transparency within
teams and with clients, stating, “If you
make a mistake, OWN IT AND FIX IT.”

FLI AT \RAIT™ A=
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Non-warrantable Condos
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Conventional

FHA, USDA, VA Loans Profit & Loss Only

One Close Construction

Asset Utilization

Down Payment Assistance
Jumbo Loans E

Renovation Loans (203k, 203h) - Co-ops
maxloans.com

*Some products are offered
through third party originations.

First-time Homebuyer Programs - Self-employed/1099

Bank Statement Programs

2-1 Buydown

' Fire (v Military () EMS (. Teachers (. Doctors & Nurses
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Building Wealth and Community

I

ELLIS

By George Paul Thomas | Photos by Chris Kellyman

rising star

It’s common in the real estate
industry that many agents focus on
sales numbers and units. However,
for Mark Ellis Sr., a dedicated
realtor with Keller Williams, his
and Ellis Realty Group’s standard
measurement is by the number of
families he helps and his team’s
impact on the community. From
guiding first-time homebuyers and
investors to hosting educational
seminars and attending local
events, Mark is committed to
providing meaningful support. His
philosophy centers on embracing
the process of helping others
trusting that the results will follow.

A Career Pivot

Born and raised in East Orange, New Jersey,
Mark is a proud alumnus of Rutgers University,
where he studied Africana Studies and
Sociology with a concentration in Economics.
His career began far from real estate, as he
spent over 25 years working for major brands
like Tommy Hilfiger, Levi Strauss, Nike, and
Adidas. “My focus was brand marketing and
retail development,” Mark recalls. “I was help-
ing create and grow brands at the brick-and-

mortar level.”

But when COVID-19 hit, the retail landscape
changed. “As stores closed their doors and malls
became vacant, my role shrunk,” Mark explains.
“I knew it was time for a career pivot.” Personal
transactions sparked his interest in real estate,
but he was shocked to discover how many
people in his circle lacked basic knowledge of
property ownership. “We didn’t learn about real
estate and financial literacy in school,” Mark
says. “There was a clear need for education, and

that’s when I found my direction.”

In 2019, Mark leaped into real estate, drawing on
his corporate experience to guide his new career.
Now, as the Team Lead of Ellis Realty Group, he

continues his mission to help others. “Our goal

BE>

is to help families build generational wealth through real

Mg L

estate,” he says. “That’s what drives me every day.”

By 2021, he had established Ellis Realty Group with a
clear mission. “Our goal is to help families build genera-
tional wealth through real estate,” Mark says. “We want
to be active in the community—whether it’s educating
people at vendor events, seminars, churches, or even

local youth sports.”

As the Team Lead of Ellis Realty Group, Mark takes pride
in fostering a collaborative environment. “We’re not just
about transactions; we’re about building relationships
and helping people achieve long-term goals.” His leader-
ship extends beyond his team—Mark is also a 2024 Agent
Leadership Committee member (ALC) member. This
prestigious role allows him to influence the direction of

his brokerage while mentoring newer agents.

South Jersey Real Producers -
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In 2023, Mark and his team reached
impressive milestones, closing 50 trans-
actions worth $14 million. “I handled 25
units totaling $6.6 million,” Mark notes.
He’s set even higher goals for 2024,
projecting 30 units and $12 million in
individual sales and 75 units with $25

million for the team.

His dedication hasn’t gone unnoticed.

Mark has earned the NJ Realtors Circle
of Excellence Sales Award at the Silver
Level for three consecutive years (2021,
2022, and 2023). But for him, the num-
bers just reflect the deeper work he and

his team are doing.

Family Ties and Personal Passions
For Mark, family and real estate are
deeply intertwined. He’s a proud hus-
band and father of two young adults who
are not only following in his footsteps
but are key members of his team at Ellis
Realty Group. His daughter, Raven,
specializes in commercial real estate
and serves as the team’s Community
Relations Liaison. She also runs a
successful mobile bartending com-
pany that was recently featured
on PHLI17. His son, Mark Jr.,
focuses on investor clients and is
designated with Keller Williams
Sports and Entertainment, fur-
ther expanding the family’s real

estate expertise.

Mark’s wife, La Onque, brings
her own entrepreneurial
spirit to the table, running a
thriving transaction coordi-
nation business, Transaction
Coordinator Solutions.
With real estate at the core
of their family dynamic,
the tight-knit group still
finds time to bond, often
gathering at church or
relaxing by the pool with
their grandchildren.

66

We’re not just about transactions; we're
about building relationships and helping

people achieve long-term goals.
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The family is completed at home by their ensuring that his agents receive the community is as important as closing
two dogs—Brooklyn, a 13-year-old Boxer, coaching and mentorship they need to  deals. Personally, he aims to strike
and M’Baku, a 4-year-old Cane Corso. When  become top producers in the indus- a balance between family life and
not immersed in real estate, Mark treasures try. In the long term, he envisions a business growth. Mark lives by the
his time with his grandchildren and indulges ~ broader reach for his team, empha- mantra, “You miss 100% of the shots
his love for Philadelphia sports, avidly sup- sizing building wealth for families you don’t take,” and it’s clear that,
porting the Eagles, Phillies, Sixers, Flyers, through real estate. for him, the future is about taking the
and even the Union. He also hopes to see a right shots—not just for himself, but
‘WNBA team come to the city. Professionally, his highest hope is to for everyone whose lives he touches
foster a culture where service to the through his work.

Outside of his personal passions, he

is committed to giving back. His team
actively supports local charities like Salem
County Habitat for Humanity, where they
contribute to home-building efforts. For
Mark, the balance between family, work,

and community truly defines success.

Growth Through Service
Mark’s vision for the future is rooted in a

commitment to helping others. For Mark,

service, education, and mentorship form

the foundation of Ellis Realty Group, and Exciting times as Ellis Realty Group, led by Broker/Owner Mark Ellis,

he intends to carry that mission forward. brings award-winning expertise and a vision for building generational
wealth in New Jersey! With a dedicated team and a passion for service,

In the short term, Mark is focused on they’re here to guide clients in achieving their real estate goals—one

expanding his clientele and growing Ellis home at a time.

Realty Group strategically, all while

South Jersey Real Producers - 19



IT'S FUN TO WORK WITH A FRIENDWHO E
SHARES THE SAME PASSION AN&COMMITMENT

The Golden Standard

Known as Golden Girls NJ in real estate, Brenda Bencini
and Dorothy Macquade of Century 21 Alliance and Bob
Meyer Communities in Medford, who are celebrating
their 20th anniversary together this year, operate as a
team, blending their talents to bring their best to new

construction and resales.

Timeless Foundation

Brenda, a 30-plus-year real estate veteran, grew up in
the industry, following her mom’s footsteps as a suc-
cessful female real estate professional in the 1970s.
From a young age, Brenda assisted her mom, Pat (Block)
Muckenfuss, in the office, performing various duties
such as Greeting clients, filing, and producing real estate
spreadsheets, which she jokingly called her “math
homework.” While studying business and photography
at college, a career opportunity arose that led her to
jumpstart her real estate career. Her mom always said:
“To be successful in real estate, you need to constantly
advertise and market yourself in an upmarket, as assert-
ively as you would in a down market.” These words of
advice have stayed with Brenda throughout her real
estate career and have been the backbone of the market-
ing plan for Golden Girls, NJ.

On the other hand, Dorothy discovered her love for
real estate once her children were full-time in school.

In 2002, she was searching for a new career and saw

that a friend had successfully combined selling new homes with

raising a family. Dorothy decided to give it a go and jumped in,
only to find that she had a knack for selling homes and a desire
to learn more about her newfound field. Dorothy emphasizes
that her skills and experiences are invaluable to her real estate
success. “My education and previous work experience has
helped me in several ways in my 22 years of selling real estate,”
Dorothy notes. “I became acclimated to fast-paced multi-task-
ing via the packaging industry, and my writing background has
been key to advertising and marketing for both new homes and

resale,” she explains.

Milestones of Success

Before becoming Golden Girls NJ, Brenda and Dorothy began
their real estate careers by selling new home construction for
prominent builders like Scarborough, Orleans, Pulte, Pond

& Spitz, and Bob Meyer Communities. They began working
together in 2004 while selling luxury townhomes for Orleans
Homebuilders in Lambertville, NJ. Although they had sold homes
individually and together before and after 2004, their collabo-
ration that year sparked a friendship and a business partnership
that has thrived for over 20 years.

“It’s fun to work with a friend who shares the same passion and

commitment for real estate as you,” Brenda says.

“We both prioritize our clients above all else. Listening to the

needs and wants of buyers and sellers is crucial. We believe that
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if you provide excellent customer
service, clients will remain loyal,”
Dorothy adds.

Achieving results has always been
central to Golden Girls NJ. They
take pride in their determina-

tion and creative problem-solving
skills when serving their clients.
Their skills were put to the test in
2008 when they began working for
Bob Meyer Communities. It was

a challenging time in real estate,
especially for selling a new home
community. “We learned how to
navigate a down market and bring
excitement to Wyngate, an Active
Adult Community in Medford, NJ,”
Brenda recalls. Despite the market
conditions, Wyngate became widely
successful and remains one of the
most sought-after Active Adult

Communities in South Jersey.

By 2010, Brenda and Dorothy saw an
opportunity to support the Wyngate
community further. With their build-
er’s consent and support, they began
to market and sell resales alongside
new home construction. They man-
aged both the new and resale markets
in the community. Their efforts paid
off, with the successful sale of all 257
new homes at Wyngate and more

than 75 resales.

In 2013, Brenda and Dorothy were
appointed sales managers for another
Bob Meyer community, Heritage at
Medford, which included 228 homes.
This was followed by two more
single-family home communities:
Brookside at Medford and Glover
Mill Village in Haddon Heights, NJ.
“We sold out both communities and
have remained active in the Heritage
community, where we’ve resold over

25 homes,” Brenda shares.

Around 2017, the duo expanded
their services by offering home
staging. “We believe a well-staged

home tells a story, allowing buyers
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to see how it can meet their needs.
It helps them envision themselves
living there, which maximizes

the home’s value,” Dorothy notes.
They’ve staged countless homes,
both their listings and those of
other agents, and take great pride in

presenting each house at its best.

When COVID hit in 2020, the
Heritage community was nearly

sold out. Despite the challenges of
the pandemic, Brenda and Dorothy
remotely sold the last five homes in
the community and even sold two
new custom builds. “The pandemic
pushed us to work with buyers in new
ways, which broadened our expertise.
Embracing change has always been

key to our success,” Brenda reflects.

From 2020 to 2023, Golden Girls NJ
shifted their focus to resales, expand-
ing their client base to include estate,
single-family, and vacation homes.
“Refreshing and rebranding during this
time helped us sharpen our skills and
continue growing,” Dorothy explains.
They also marketed Orchard View at
Mullica Hill, a new Active Adult neigh-
borhood by Bob Meyer Communities,
and began presales in November 2023.
They collaborated with a web-based
company to create interactive graphic
designs and virtual tours. Their
diligence bore fruit, earning them

nine awards in 2023, including Best
Sales Office Design and Sales Team of
the Year from the Builders League of
South Jersey, which they also won this
year. They achieved over $22 million
in combined resale and new home
sales that year and are projected to
surpass $40 million in 2024.

A significant part of their marketing
strategy has been creating videos
during COVID and after to stay con-
nected with their communities and
clients. Their videos, which often feel
like Hollywood productions, bring

a fun, lighthearted vibe to their real

estate messages and can be viewed

on their YouTube channel @Goldengirlsnj6131. “We’re always

brainstorming new marketing ideas and ways to connect with

our clients,” Brenda notes. Over the years, Golden Girls NJ has
hosted various community events, including parades, ice cream
socials, customer appreciation days, and holiday house tours/
seasonal events. These efforts keep Brenda and Dorothy at the
forefront of an ever-changing market, bringing fresh energy

and creativity to their work.

The Heart Behind the Golden Girls

When Brenda and Dorothy formed their dynamic partnership,
one of their top priorities was ensuring quality time for family
and friends. Brenda’s husband and high school sweetheart,
Keith Conklin, is also a Realtor. Together, they’ve raised two
sons: Tyler, 28, a local radio producer, and Joshua, 25, a High
School Physics teacher. As a family, they enjoy various out-
door activities, including skiing, golfing, photography, travel-
ing, and family gatherings. Their beloved dog, Hendricks, has
become Golden Girls NJ’s unofficial mascot, often appearing in
their fun and engaging real estate videos.

Dorothy and her husband, Steve, share a close-

knit family bond with their two grown children,
Jennifer, 30, a photographer, and Mitchell, 28, a
realtor. “We’re fortunate to live nearby so that
we can see each other every week,” Dorothy
shares. Family game nights are a cherished tradi-
tion, and they often vacation with extended fam-
ily and friends. When she’s not working, Dorothy
enjoys biking, reading, and traveling, making the

most of her rare downtime.

Over the years, both families have become invalu-
able supporters of their real estate ventures.
Jennifer, a talented photographer, has taken on
the role of videographer and editor for many of
Golden Girls NJ videos. Mitchell, Tyler, and Josh
often help with staging homes, providing the
workforce behind the scenes, while Keith and
Steve assist with everything from technical sup-
port to building signs to transporting materials.
“It’s incredible to have families who respect and

support our careers,” Brenda and Dorothy agree.

Insights and Inspiration

Brenda and Dorothy offer this advice for those
just starting in real estate: Find your niche, mas-
ter it, but remain open to new opportunities. “We
absolutely love what we do and can’t imagine a
better career. Having a partner for support and
camaraderie has made all the difference. When
challenges arise, we lift each other up and con-

stantly strive to improve,” they explain.

Golden Girls NJ continues to market, stage, sell,
and embrace all the exciting adventures the real
estate world offers. Their motto, born during
COVID, still rings true today: “Stay safe, stay
Golden, and stay tuned” for more from Golden
Girls NJ.
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YELLOW UMBRELLA IMAGERY P>
Curated Photography for Those Ready to Stand Out
Yellow Umbrella Imagery specializes in event, wedding

and portrait photography in the tri-state area. With

| & | )
experience in a multitude of venues throughout New | o 1 =
Jersey and Pennsylvania, Michelle brings an eye for S, -_. &

detail to all the unique moments she has the privilege ' e 2, 3

of photographing. Learn more and reach out about your /

next event or milestone today!

www.yellowumbrellaimagery.com
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- CONTRACT TO CLOSE -

Experience with Broker Compllonce Docs -

- Zip Forms®, Sky Slope®, Dotloop®, and Command®
Joseph R. Logan

Founder & CEO

ch I‘i Sﬁi 11 F Transaction Coordinator
NMLS # 253084]

Personal NMLS # 1899225
856-430-3945

jlogan@loganlending.com
=] . [=]
/7 =

firstamrealestate.com | Phone Orders: 800.444.9030 _ &, b JOIN THE
MORTGAGE MOVEMENT

HAPPY N

A REAL ESTATE SERVICE
35;?235@%2@ (£]G) FOR BROKERAGES & AGENTS

Transaction Coordinator Solutions Admin@TransactionCoordinatorSolutions.com

Wishing You .
HOIiday Cheer " ' e : Fi'rs.'.-fl.;nfr.-'ran

Home Warranty™
This season, curl up in the comfort
of home-cooked happiness and e | Your Local Resource
joy. | cherish the opportunity to :
work together, and wish you a . CIEUd_Ia J:OHEE
wonderful 2025. 609.471.8822

; claudiajones@firstam.com
Happy Holidays! claudiajones@firstam.com

“Protecting Client Relationships, Budget and Time”
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Photos by Chris Kellyman & Michelle Douthitt

We had an incredible time at the Real Producers South Jersey

A big shout-out to our incredible sponsors, Maximus
Mastermind! The local real estate market was buzzing with

Mortgage Advisors, Gateway Mortgage, Logan Lending

excitement, and the event surpassed all of our expectations. Group, Good to be Home Title, Actual Spaces Staging,
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With Heart Coaching for their gen- who did an amazing job of keeping the event =~ Photography and Michelle Douhitt

erous support in making this event flowing! Kudos to Skye Michiels for being an  of Yellow Umbrella Imagery.

possible. They were instrumental in awesome Master of Ceremonies!

making this event a grand success. We can’t wait to see you at our
And let’s not forget the revolutionary 2025 events!

Our superstar panel of top-produc- speakers, Scott Einbinder and Matt Boyce,

ing agents and partners, Christine who provided indispensable education For more information on all

Dash, Nancy Kowalik, Dave Ralic, for our attendees with a side helping of South Jersey Real Producers

and Kristen Cappitelli, shared their entertaining humor. events, please contact us at info@

success stories and invaluable southjerseyrealproducers.com.

insights. Many thanks to our super- Check out the relationship-building and learn-

star moderator, Mark McKenna, ing captured by Chris Kellyman of Kellyman
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« HOME FOR THE HOLIDAY'S

THE PARKER TEAM IS BACK IN NEW JERSEY! “}H‘%
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Is your client searching for a

luxurious retreat close to metro areas?

Their dream home awaits at The Estates at Oldman’s Creek!

Located in peaceful Pedricktown, our community of luxury estate homes

features generous lot sizes, quality construction, and the ability to semi-tailor designs.
With impressive architectural style, choice of models and elevations, and attention

to detail, Costa Homebuilders will create the perfect home for your client's family.

ALMOST
Builder's Holiday Special SOLD OUT!
FREE Gourmet Kitchen 2 Lots & One Quick B
& FREE Standard 1st Floor Delivery Home Left! -
Hardwood Floors '

*Must mention ad. Available for a limited time.
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Please contact Pat for a personal tour.

Patricia A. Fiume

C: 609-510-1200 RE/MAX
0: 856-424-4040 ext 147
PatFiume@hotmail.com
EstatesAtOldmansCreek.com

RE/MAX of Cherry Hill @
1736 Route 70 E., Cherry Hill, NJ 08003 =

Each office is independently owned and operated.

% KELLYMAN REAL ESTATE PHOTOGRAPHY “As a family, wc've.built one of the top WHY CHOOSE THE
K mortgage branches in the country. PARKER TEAM?

Now, we're back in New Jersey, ready to
help you build your future.”

Photos « 3D Matterport Virtual Tours « Drone ¢ Video
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& Happy New Yeal

#1 Retail Mortgage Lender in the U.S.
Scotsman Guide Winner

MAHREP Top Latino Originator

Fully Operational Bilingual Team
Family-Driven, Results-Focused

25+ Years In The Industry

[

Stop By Our New Office Tnday.'

FRERE AN RERL

\. 856.776.6886

o 1652 Cooper Street
Deptford, NJ 08096

& Teamparkerccm.com

LELLLER

Terri Parker - Divisional Vice President
Jay Parker - Regional Manager
Joe Parker - Branch Manager Company NMLS3029

¥ Terri.Parker@ccm.com
Personal NMLS135602 - Branch NMLS1554859

REQUEST AN APPOINTMENT TODAY! @
609-807-8071 + KREPV.com OO LAYINGOS

30 - December 2024 mim- PARKER TE.&M \“/ TMI




YEARS OF
THE N2 COMPANY

THE GATEWAY PROFILE

LAURA DESTEFANO

HOMETOWN
Turnersville, bJ

EXPERIENCE IN THE MORTGAGE INDUSTRY
More than 22 years

BEST ADVICE I'VE RECEIVED
Ower deliver and under promise.

MOST SATISFYING PART OF WORKING WITH CLIENTS
Helping them achieve the American Dream!

HOW I'M DIFFERENT FROM OTHER LOAN OFFICERS
| take pride in all of my client relationships. Everyone's
situation is unigue. | carefully review everything and make
sure | place the borrowers in a good position to buy. I'm
passionate about what | do, and | enjoy helping people.

LAST BOOK | READ
The Miracle Morning by Hal Elrod

P
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Laura DeStefano | nmLs 186288
Mortgage Sales Manager 2

B56.818.3002 :
www.gatewayfirst.com/laura-destefano
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