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Your Forever Lender 23
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Financing the World i

One Loan ata Time i

) el

#1 Market Share in
Collier and Lee counties

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

JR—
VENTURE

TITLE SERVICES

venturetitleservices.com

For 3 straight years, I've been named
the #1 woman loan originator in Florida
by Scotsman Guide. With 627 loans
closed and more than $230 million in
production, | know what it takes to get
you home.

(]

Ready to get started?
Contact me today!

Lauren Maxwell
B MAXWELL
239.596.0500 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).



A renovated home will sell for up to 50%
more than one that has not been renovated

1'1-1.]'||I |

CONTACT US TODAY FOR A
FREE
ESTIMATE!

WE TACKLE ANY SIZE JOB FROM SMALL PROJECTS TO MAJOR OVERHAULS.

AS SEEN IN — - — = = =

GULFSHORE LIFE
“There’s opportunity here—you just have to see it. Put a little money into it— D C G S W F L . C D M

well, the Naples version of “a little money”—and this could sell quickly.”

- High-End Realtors, Rupert and Karen Irby Family owned & operated ¢ Fully licensed & insured ¢ Over 23 years of guaranteed workmanship
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FLY USPRIVATE

THE EASY JET CHARTER COMPARANY

oncierge Travel Services
e Competitive Pricing
.~, __Locally Owned & Operated
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Residental Roofing Roof Inspections
Commercial Roofing New Construction

Roof Maintenance Leaks & Repairs

ROMANROOFING.COM
(239) 458-7663
FAMILY OWNED & OPERATED

\,-..":.;3 BEB. A""Haﬁng Yoo et |

| SUPER SERVICE |

 AWARD |

Southwest Florida’s Most Trusted Roofer



PREFERRED PARTNERS

ALUMINUM DESIGN
& FABRICATION
Coastal Aluminum
Design & Fabrication
Jake Cambria

(239) 595-9459

ATTORNEYS
Boatman Ricci
Ernest A. Ricci, Esq.
(239) 431-0363

Goodwin Law, P.A.
Matt Goodwin
(239) 207-3403

Law Office of
Matthew P. Flores
(239) 261-0592

Woods, Weidenmiller,
Michetti & Rudnick, LLP
Michael Michetti

(239) 325-4070

BOOKKEEPING

Medrano & Cail Bookkeeping
Professionals

Jennifer Cail

(239) 677-5888

CONSTRUCTION
Northstar Technologies
Kyle McLaughlin

(239) 641-1892

COWORKING FACILITY
Venture X

Kathryn Parker

(239) 326-3455

CUSTOM CABINETS
Murdock Millworks
Kasandra Polowski
(239) 877-6551

CUSTOM HOME BUILDERS
Signal House

Paul Widhalm

(239) 319-5173
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CUSTOM WINDOWS
& DOORS

Coastal Custom
Windows & Doors
Jake Cambria

(239) 595-9459

ESTATE CONCIERGE
Organize Create Decorate
Christine Talaba

(239) 214-3805

ESTATE SALES
Blue Moon Estate
Sales - Naples
Shereen Ally
(239) 464-0833

FLOORING & TILE

AFK Flooring & Kitchens
Viorel Toader

(239) 435-6677

Master Touch Tile & Stone
Chris Torres
(239) 443-8592

GENERAL CONTRACTOR
Becker Custom Builders
Blake Becker

(239) 351-6820

Dominion Contracting Group
Butch Bacon
(239) 293-0049

HOME INSPECTION
HouseMaster

John Prete

(239) 480-8220

Joe the Home Pro
Joe Nugent
(513) 238-4218

Online Certified
Property Inspections
Jonathan Polk

(239) 438-6933

them for supporting the REALTOR® community!

Python Home Inspection
Brett Onasch
(239) 431-5100

HOME WATCH &
CONCIERGE SERVICES
Spectrum Concierge
Dave Feightner

(239) 777-6173

INSURANCE

Chapman Insurance Group
Jamin Eastman

(239) 307-0339

Domain Insurance
Management
Nick Domain
(239) 898-9120

OneGroup Insurance
Thomas Wienckoski
(321) 446-4803

Sentry Insurance Advisors
Josh White
(239) 206-0618

INTERIOR DESIGNER
Interiors By SBI
Sheryl Bleustein
(954) 445-0897

MORTGAGE LENDER
Maxwell Mortgage Team
Lauren Maxwell

(239) 596-0500

Moore Lending Group
Brittany Moore
(954) 866-7189

MOVING COMPANY
Eagle Moving, LLC
Jake Loveland

(813) 536-9019

PHOTOGRAPHY/PORTRAIT
Michelle Reed Photography
(239) 404-8158

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

New Frame Photography
Hana Snajdrova
(239) 200-9099

PHOTOGRAPHY/
REAL ESTATE
LaCasaTour
Sheryl Moreno
(888) 598-8687

PRIVATE JET CHARTER
Fly Us Private

Jake Cambria

(239) 595-9459

PROPERTY MANAGEMENT
ALL IN Property Management
Dali Mihajlovic

(630) 915-1752

ROOFING
Durabilis Roofing
Juan Rizo

(239) 703-3359

Roman Roofing
Norm Dopfer
(239) 458-7663

SCM Roofing
Charles Smith
(813) 551-7645

TITLE COMPANY
Trinity Title

Jamie Muni

(239) 330-1494

Venture Title Services
Stacey Maczulis
(440) 522-9404

VALET SERVICES
5 Star Valet

Joey Rock

(239) 770-1991

WEALTH MANAGEMENT
Morgan Stanley
Stephanie Petrosini

(732) 479-8234

Morgan Stanley

Tax-Efficient
Investing.

All Year Long.

When it comes to tax planning, you need to think ahead — not just at tax time, but 365
days a year. With access to many of the industry’s leading tax management solutions and
services, Morgan Stanley Financial Advisors can work with you to create a customized
tax-smart investment plan that helps you keep more of what you earn.

Call today to arrange an appointment.
We'll work together to plan for what may come.

Stephanie A. Petrosini

CFP®, CLTC, CRPC®

\ CERTIFIED FINANCIAL PLANNER™
Morgan Stanley
*\ Vice President | Financial Advisor

8889 Pelican Bay Blvd, Naples, FL 34108

Scan to Easily
Schedule Your Meeting

NMLS #1252909 | CA Insurance License #0126537
Office: 239-449-7885 | Cell: 732-479-8234 | stephanie.petrosini@morganstanley.com

The appropriateness of a particular investment or strategy will depend on an investor"s individual circumstances and objectives. CFP Board owns the marks CFP®,
CERTIFIED FINANCIAL PLANNERTM, and CFP® (with plaque design) in the US. Morgan Stanley Smith Barney LLC. Member SIPC. CRC 5720056 06/23
Morgan Stanley, its affiliates and Morgan Stanley Financial Advisors do not provide tax or legal advice. Individuals should seek advice based on their particular
circumstances from an independent tax or legal advisor.
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Publisher Editor
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Andrea Hoffman Zachary Cohen Michelle Reed
Ad Strategist Writer Photographer
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SOUTHWEST FLORIDA'S
REMODELING EXPERTS

Kitchen Cabinets & Countertops * New Outdoor Kitchen / Remodeling

Sheryl Moreno Hana Snajdrova Coby Corradino
Photographer Photographer Videographer

New Bathrooms or Remodeling Ideas ¢ Custom Closets for your Home

FOLLOW US ON Top-Notch Flooring Services * Free Design Consultation for Kitchens

FACEBOOK & 2700 IMMOKALEE ROAD #14

INSTAGRAM AF I( NAPLES,FL 3410

Flooring & Kitchens

239.435.6677

afknaples.com
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PRIVATE OFFICES AT |

VENTURE X %}npowerm MR ATS, thllS,
The optimal plan for individual . evﬂtlng /- (4 nts

professionals and teams.

Venture X Naples is in the heart of 3 " ’ ""I'I
the city, just minutes away from
the beaches, surrounded by top
restaurants and shops, community
and cultural events, and
after-hours night life.

Our modern space has high
exposed ceilings with an industrial
loft design, earthy tones, live plant
walls, and floor-to-ceiling windows
allowing natural sunlight into your
private office. Our private offices
are move-in ready with sit-to-stand
desks and ergonomic chairs for
your team. With several different
office sizes on-site, options are
available based on your needs.

Please reach out to Kathryn
Parker for more details on
pricing, terms & inclusions.

KATHRYN PARKER
DIRECTOR OF SALES

239-326-3455

Kathryn.parker@venturex.com

zQ VENTURE x Trinity Title

Your Complete Solution from Contract to Closing
THE FUTURE OF WORKSPACE

EASILY
BOOK YOUR
TOUR

Connect Today to Partner

venturex.com ¢ 239-300-9601 ¢ 4850 Tamiami Trail North, Suite 301 ¢ Naples, FL 34103 239-330-1495 | trinitytitlefla.com




"BECKER '
CUSTOM BUILDERS ‘ E’evate
Your Listings with
Becker Custom Builders

Fully Customized Home Builder

Dear Real Producers of Naples,

Coming up in the first quarter of the year, we’re excited to

host our signature Naples Real Producers event. It’s not

As 2024 unfolds, it’s the perfect moment for reflec-
tion, introspection, and setting our sights on the hori-
zon, both personally and professionally. Let’s leverage
the energy of the new year to propel ourselves toward
goals that are not just realistic but attainable. In our
industry, where challenges and triumphs co-exist, the
power of positivity and a disciplined approach can
chart a course for audacious achievements regardless

of the market’s outlook.

Acknowledging the projected bumps in the road for
the real estate market, I would encourage you to
remember this: our special group of elite perform-
ers is remarkably resilient. We don’t just weather
storms; we navigate them skillfully, always emerging

ahead of the curve.

just a gathering; it’s an epic celebration! We’ll be welcom-

ing new Top 500 agents who have earned their spot based

on outstanding production in 2023. Among them, ¢tzere
will be upwards of 200 fresh faces — agents who are
experiencing the Real Producers community for the first
time. We also look forward to reconnecting with

longtime friends for our first gathering in the new year!

In addition to our regular quarterly events, 2024 has
an epic gala in store, uniting the Naples and Fort Myers
Real Producers communities for a night to remember!
Keep an eye on your inbox for this event announcement

and your exclusive invitation.

In the meantime, I encourage you to dream big, aim high,

and let’s make 2024 a year of unparalleled success!

Founded by husband and wife team,

Blake and Kristen Becker, Becker

Custom Builders brings a passion for

Southwest Florida's beauty to life.

With a focus on turning houses into
homes, we prioritize:

In the words of the renowned management consul- Happy New Year!

tant and educator Peter Drucker, “The entrepreneur

Precision in every detail
Lasting client relationships
Exceeding expectations

always searches for change, responds to it, and Andrew Regenhard
Owner/Publisher
Naples Real Producers
239-290-0692
andrew.regenhard@n2co.com

www.swflrp.com

exploits it as an opportunity.” Let this proactive
mindset guide our actions in 2024, turning obsta-
cles into stepping stones for growth.

Committed to Excellence

239-285-7174 | beckercustombuilders.com

18 - January 2024



COASTAL

ALUMINLM DESIGN AND FABRICATION

FABRICATION BRI
SERVICES “

Glass Railing Systems

Wire Railing Systems

Metal & ADA Railing Systems
Equiptment Enclosures
Bahama Shutters

Louvered Panels

Sunshades, Grilles ——"
Aluminum and Steel Gates é A=
Pool Cages and Screen Walls i%a \=
Home Generator Support %%

Separator & Hoist Beams
Custom Fabrication Services
Structrual Welding Services

(239) 788-WELD

PLEASE CONTACT US FOR ADDITIONAL ITEMS
AND CUSTOM FABRICATION

® & & & 0 0 " 0 0 000

YEARS

EXPERIENCE

COASTALALU
3855 DAVIS BLVD NAPLES FL , 34104
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SAéFISFACTION
T AT E for Success
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In the whirlwind of high-performance living, we
often overlook a crucial aspect of success: taking a
moment to savor our achievements. Some days are
intensely demanding, with endless to-do lists and
no room for extras. But the key to your success

actually lies in pausing to appreciate each task.

Imagine a day where you seamlessly transition
from one task to another without stopping to
acknowledge your accomplishments. This relent-
less pursuit of productivity can feel robotic and

stressful. Enter the Satisfaction State, a remarkable

22 - January 2024

mindpower tool. The Satisfaction State is not about
indulging for hours; it’s about dedicating mere sec-
onds to acknowledge and revel in your hard work
and achievements before moving on with your day.
This simple practice can unlock the door to greater

success and increased emotional resilience.

I teach my clients to pause briefly and feel a
sense of satisfaction after completing each task.
We’re often conditioned by our hustle culture to
immediately shift our focus to “What’s next?”

without taking a moment to appreciate what we’ve

achieved. I'm not suggesting you bask in the glory
for a while — just take a few seconds to relish the
satisfaction of your focused efforts. The challenge
is that in the “go-go-go” mode, we establish a nega-
tive mind-body association with our work.

The Satisfaction State isn’t just a fleeting moment
of pleasure; it’s a profound shift in your mindset
that can transform your approach to work and life.

Here’s why:

* Positive Mind-Body Connection: Actively engag-
ing in moments of satisfaction establishes a pos-
itive mind-body connection. Your thoughts and
emotions directly influence your body’s response
through neurotransmitters and neuropeptides.
Embracing satisfaction initiates a cascade of pos-

itive emotions that can uplift your entire being.

* Enhanced Productivity: Surprisingly, dedicating
a few seconds to savor success can boost your
productivity. Rising energy levels and a more
positive mindset make it easier to tackle your
to-do list with enthusiasm and focus, leading to

greater achievements.

* Reduced Stress and Anxiety: Chronic stress and
anxiety often result from incessantly pursuing
more without appreciating what you’ve already
accomplished. The Satisfaction State can help
break this cycle, fostering a sense of calm and

contentment even when facing daunting tasks.

+ Improved Well-Being: Integrating the
Satisfaction State into your daily routine
enhances your overall well-being. Your mood
brightens, and your days become more fulfill-
ing. Consequently, your personal and profes-
sional life is enriched.

In essence, the Satisfaction State is a pathway to a
happier, more resilient you. It aligns your con-
scious desires with your unconscious mind’s under-
standing of the rewards and positivity associated
with your hard work. You will approach each day
with purpose, satisfaction, and a genuine apprecia-

tion for the tasks you undertake.

So, what will your Satisfaction State be? Think of
a cherished memory, an experience, or perhaps a
delightful meal. As you practice more, you’ll notice
a transformation in how you approach your work,
your life, and even your own sense of self. Embrace
the Satisfaction State and discover the profound
difference it can make — you will achieve more and

enjoy the journey to success to the fullest!

Carlene Murray is a
Mindpower Coach specializing
in helping individuals

cultivate mental toughness
and emotional resilience. With
extensive expertise in unlocking human
potential, Carlene empowers and guides
individuals toward their fullest potential,
ensuring lasting positive change for their

optimal well-being and desired success!

PYTHON

HOME INSPECTION

REALTORS...

Your reputation is your most valuable asset and
clients rely on you to guide them through a
complicated and stressful process.

Refer them to a Master Home Inspector whose
training and professionalism will give them
confidence in you through the end of the

transaction and beyond.

Brett Onasch, Owner - Certified Master Home Inspector License #H18303 | NACHI ID#16021822, CMI, CPI

To make an appointment please call (239) 431-5100

or visit our website pythonhomeinspection.com

Naples Real Producers - 23




HOME | AUTO | WATERCRAFT | UMBRELLA | BUSINESS INSURANCE
WEALTH MANAGEMENT | BUSINESS RETIREMENT PLAN CONSULTING

nlineCertified

PROPERTY INSPECTIONS, LLC.

Providing Quality Inspections To Support
Your Real Estate Business

Real Producers — you're
invited to use our new space!

Need touchdown space to sell or close a deal?

Need a quiet place to work when away from
your office?

Want a place to host or join a networking
event?

TN TR

OneGroup Risk Management and Insurance, along with "

OneGroup Retirement Advisors, invite you to stop by our ONEG ROU P
new center designed as a colaborative space to share with

our referral partners and clients at no cost to you!

Take a tour of our first-class reception, offices, conference
room, open space and kitchen area outfittend with the
latest technology and free wifi to help maximize efficiency.

Call or stop by today to learn more. We're excited to be here ONEGROU P

for you! e iR
Retirement Advisors e S e L N e WHY CHOOSE US?
Hesther Roweil il W - LV EVLEL R I USSR |\\MEDIATE ELECTRONIC REPORT ACCESS
Account Executive and e\ o JE e/ Jon@ocpioniine  YET 24 HOUR APPOINTMENTS

Brapch ianseesiioeles b < i ey | LICENSED ENGINEER & MASTER INSPECTOR

HRowell@OneGroup.com downioad Heather's
= N . contact information.

OneGroup.com/Naples-Florida

C 239-671-53868

6424 Naples Blvd,, Suite 301

Promenade at Naples Center

MNaples, FL 34109

Contact Us to Provide Your Clients with Comprehensive Home Inspections!
cs@ocpi.online | 239.438.6933 | OnlineCertifiedPropertylnspections.com




P> featured agent

M AR T |
Seeing an Opportunity

By Zachary Cohen | Photos by New Frame Photography

NI CCH I

O

B orn in Philadelphia and
raised in Delaware County,
Pennsylvania, Lance Martinicchio
landed in Naples in 2006. At 30
years old, Lance picked up his

life to begin anew, moving south
for the weather, the lifestyle,

and the opportunity he sensed in
Southwest Florida.

Back in 2006, Southwest Florida
was still relatively undiscovered.
While most people flocked to
Florida to live along the east coast,
Naples remained a sleepy, quiet
town. Lance had the vision to see it
wouldn’t stay that way for long.

Lance was first introduced to
Naples through friends who vaca-
tioned and purchased a second
home in the area. He got curious
about investing himself, so he took a

trip down to Florida to check it out.

“When I came down here to visit,

I looked around the area and

realized all the potential this area

had to offer. The area was almost
undiscovered at that time. There

was so much opportunity. This -

a

Lance is thriving in real estate.

area was laid back but had
that opportunity to become
a destination,” Lance
reflects. “I literally went
home, registered for real
estate school, and moved
down two weeks later.

I was 30 years old with
nothing really holding me
back. I never questioned
it. I just knew it was the

right choice for me.”
Fast forward 17 years and
His career has spanned the Great

Recession, the ensuing market

recovery, and the huge number

Naples Real Producers - 27



of buyers purchasing in Florida over the past couple of years. time with family and friends at his second home in  “I saw an opportunity and went for it 17 years ago,
Meanwhile, he’s watched Naples become the destination he Ocean City, New Jersey. and I am now at the point where I'm seeing my

always envisioned it would. friends I grew up with purchasing second homes

I real ly Va l ue As Lance reflects on his journey in real estate, he down here. It’s all come full circle,” Lance reflects.

“The amount of development that has happened in the past 17 taps into deep contentment. He’s truly happy with ~ “So, as for the future of my business, I don’t see any
years has been abundant. There’s been a big change in the demo- ° where he is. His confidence is quiet but palpable. slowing down looking ahead. I want to continue to
graphic too. This used to be a place for older people to retire, but developlng a Lance simply goes about his business and does the  stay very active in the community — present and
now it’s more of an area for people to start and raise families. right thing daily. steady. I never plan on leaving Naples. This is home.”

There are more kids than ever. I see it as more of an opportunity

for people to live and work here every day,” Lance offers. trus t detor
After 15 years as a solo agent, Lance launched the Florida With all
Lifestyle Group with Compass in 2021. He now leads a group of i’
seven agents who closed 70 transactions for $48 million in 2022.
°
my clients.

—LANCE MARTINICCHIO

Lance has achieved success by sticking to the basics in real
estate. Transparency and communication top his values. By
offering clients a best-in-class home-buying or selling experi-

ence, he’s been able to develop a largely referral-based business.

“Buying or selling a home is emotional for people, so I'm con-
stantly communicating with full transparency. I really value
developing a trust factor with all my clients,” Lance says. “I keep

an even keel and help manage emotions well.”

Outside work, you’ll find Lance hanging out with his 13-year-old

son, Chase, or playing a round of golf. Lance also enjoys spending

28 - January 2024 Naples Real Producers - 29



Build those
relationships early
and often. | still have
some of the same
clients 17 years after
starting in real estate
who still use me and
refer me. Build that
trust and build those
relationships. That’s

what we’re in — a

relationship business.
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leader of the Lifestyle \ |
Group with Compass. E

Estate Concierge Services from Luxure Lifestyle

FORMERLY OCDORGANIZED

Luxure Lifestyle conceptualizes, creates, and implements tailor-made home planning,
organization, and new home setup solutions. Each solution is luxuriously crafted to meet the needs
of your space and lifestyle with home management guides, personalized linens, fully stocked
kitchens and bathrooms, and everything else that lets you comfortably live without lifting a finger.

LUXURE

STYLE —

E’ info@luxurelifestyle.com @ www.luxurelifestyle.com @luxure_lifestyle_ (v) (239) 214-3805
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NMLE & STOMNI

MASTERTOUCHINSTALLATIONS.COM | 239.443.8592

ALL IN

Property Management, LLC.

Southwest Florida | Phone: 239-451-3066 | www.allinpmfl.com

T
ct F ﬂ‘rﬂtJra;fc

DALI MIHAJLO
Owner
239-451-3066
dall@alllnpmfl c

What Sets Us apart ?

Discover the ALL IN Property Management Difference

In addition to our Core Property Management Services, we also offeF:f

Ly Complete Design, Furnishing & Staging Services by our In-House Design Team "
Ly A Trusted Local Network of Vendors, Contractors & Preferred Partners '
Ly Home Concierge Services - Comprehensive Visits Offered Between Guests
Ly Stellar Reputation, Effective Marketing Strategies & Proven Results
Ly Setup and Installation of Smart Home Automation Services

What You Can Expect When Partnering with us

First Class Customer Service LEARN MORE _7-_-_. .
Endless Resources Under One Umbrella ABOUT OUR -| z
Unparalleled Attention To Detail PARTNERSHIP *

Responsive, Friendly Interaction with our Team of Professionals OPTIONS EI

¥
L




coaching corner

By Michael Dill

Many of you who are in the real
estate business likely understand
the 80-20 Rule. Also known as
the Pareto Principle, this rule
posits that roughly 80 percent

of your business comes from 20

percent of your customers.

One particular day, I really pon-
dered this important statistic. Do
we really want to adhere to the
80-20 Rule and obtain 80 percent
of our business from 20 percent
of our customers? If that applies,
what does the other 80 percent
of our clientele look like?

Here’s my theory: We all started

a business from scratch. Day one,
our goal, obviously, was to attract
business, bring customers in, and

start generating revenue. Then,

34 . January 2024

CHANGING THE

somewhere down the road —
maybe one, two, three, four, five,
or even 10 years later — we start
realizing that we really don’t care
for a majority of our customers.
They might not be ideal clients

for one reason or another.

I have a coaching practice, in
fact, and I love all my clients.
However, I'm very clear on the
type of motivated clientele I care
to work with because when my
clients are committed to doing
the work, they get results, and we

all win.

Consider what would happen if
you got crystal-clear on exactly
what an ideal customer or client
looks like, from the beginning, so

you can market accordingly? If

you were to apply this strategy,
you would then attract the people
you love doing business with,
who come back, stay with you
along time, spend more money,
and tell their colleagues and
friends. They’re happy because
you're delivering your products
and service with excellence; and
you're happy because your busi-

ness is growing.

Ilearned something from Michael
Losier at a conference roughly

a decado ago, and it’s called
“Contrast Clarity.” If anybody
wants the template, feel free to
reach out! It’s simply a Word
document that on one side reads
‘Contrast,” where you write down
all of the things you don’t want

in a customer, a person on your

team, or a marketing assistant.
On the other side of the docu-
ment, it reads ‘Clarity,” where
you then list everything you want
in a customer, a teammate, or an

ideal marketing person.

Personally, my Contrast side
represents business owners who
don’t do the work, who don’t
stick around long, or who are
resistant. My Clarity side rep-
resents clients that actually do
the work and then some, those
who stay for one to five years
or more, and ones who are open
to anything I share to take them
and their organization to the

next level.

When you get clear on exactly

what you do and don’t want, then

consistently articulate it, you’ll
be ready any time you encounter
the right person for your team

or that perfect, potential client.
There’s nothing more powerful
than telling somebody, “You
would be a perfect client for me!”
Then, ask permission to share
with them why that is the case.
They will almost always agree
because they, in fact, are that
person because of the clarity that

you created.

I now challenge you, instead of
abiding by the 80-20 Rule, to

jot down your list and create

that clarity so that 100 percent
of your business will be coming
from clients that you enjoy work-
ing with. Do this and you will

create a win-win for all involved!

Coach Michael Dill is an award-
winning, certified business
coach, global speaker, and

published author. He is a proud

ActionCOACH franchise partner,
as well as the president of Power
& Ice Wealth Creation, a strategic
leadership company. Michael
brings more than 40 years of
business and entrepreneurial
experience to his leadership,
team training, and mentoring
practice. To learn more, visit
BusinessCoachMichaelDill.com.

Brittany Moore

Regional Branch Manager

NMLS # 824215
239.292.4194

BMoore@moorelend.com

MOORE

THAN A TRANSACTION

CLIENTS ARE TREATED LIKE FAMILY

MOORELENDINGGROUP.COM

Tyler Moore
Producing Branch Manager
NMLS#: 1408486
239-292-4191
TMoore@Moorelend.com

MOORE
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Did You Know That:!

Messy, Unkept Books,
are the #1 Reason That
Entrepreneurs are |
Overpaying on Taxes? /

I
My passion is supporting business
by giving my clients more time to
focus on doing what they love most

and providing key advice to help
achieve business growth.

Why Work With Us?

Female Owned and Operated

Always On-Call & Always On-Time N \ Y T R9)- . ——— - = e r— il
) i N B, - e ' = e : BUILD TIME
White-Glove Bookkeeping Support \ =1 . S
Nosotros Hablamos Espanol et —— ——d oo
e Complimentary Lot/Land Due Diligence PR
Seain o L / Consulting for Realtors & Clients 2 TERMITE &
Schedule Your ° g:i’ic;rr:w%_zeaabrlle' Floor Plans Available, In-house < . MOLD PROOF
. ' canto iy
E:re”e DI;CC(;)VGI‘Y e Flexible Payment Schedule or Financing Available Learn More )
all-an S; e Zoning and Code Interpretation (We coordinate 250 MPH IMPACT
?M@ﬂ/ Vice with the County/City for you) RESISTANT

]ennifer M. Cail / e We Guide Realtors and Clients from Design

all the way to Occupancy

“

e 3% Commission Paid To Realtors! CLASS "A"

FIRE RATED
239.677.5888 : | & NORRTHSTA= o
medranoandcail.com i e 3 == TEEOLOF,EQ ‘{r’ UP TO 60%
ﬁ { ‘n o ENERGY SAVINGS
Follow Us @)(C ! ; _
oo rj : . ; o § s ) -._..._’L Kristine Dunn Kyle McLaughlin
A ! il | Wil . E kristine@northstartgi.com kyle@northstartgi.com
' . o - ol 1 ; ' 9211 Cockleshell Court, Ste. 14, Bonita Springs, FL 34135
Medrano © Cail I/ |

BOOKKEEPING PROFESSIONALS I Al e Schedule an Exclusive Realtor 239_610.0062 NORTHSTARTGLCOM | OB06M O

Tour to Learn More Call or Text
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By Zachary Cohen
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ALL IN PROPERTY

ALL-IN ON REAL ESTATE

Dali Mihajlovic is one of Southwest Florida’s fastest-rising real
estate agents; he’s also building one of the area’s premier prop-

erty management firms, ALL IN Property Management.

Dali’s experience as a REALTOR® has helped him develop one
of the most agent-friendly property management firms around
while quickly building a reputation as an all-inclusive, customer

service-focused company.

GOING ALL IN

Born and raised in Serbia, Dali spent over 20 years as a pro-
fessional tennis player and coach before transitioning into real
estate. He relocated to the U.S. at 17 years old, first landing in

Florida and later growing a tennis coaching business in Chicago.

Dali moved back to Florida in 2018, and in 2020, he launched his
real estate sales career. Since then, he’s been fully committed to
real estate; ALL IN Property Management was founded the fol-
lowing year. Over the past two and a half years, ALL IN Property

Management has grown its portfolio to over 200 properties.

“Property management goes hand in hand with real estate,” Dali

explains. “After taking care of clients who purchased a home,

MANAGEMENT

they need someone to manage the rentals. So that’s
how it all started. Little by little, through word of
mouth, the property management business started
growing to where I decided to open a property man-

agement company to service them fully.”

With All IN Property Management, Dali’s goal is
to take the day-to-day operations of a real estate
investment out of the owner’s hands, freeing up
time and energy for them to use elsewhere in
their life.

BUILT FOR REALTORS

Dali’s property management firm has offered his
real estate business the added benefit of being a
lead-generation source. Many investor buyers turn
out to be property management clients, and many

of his renters become eventual buyers.

While Dali’s property management business and
real estate sales business feed each other, Dali is
careful not to step on the toes of other real estate
agents. He prides himself on running a Realtor-

centric business model.
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THE SKY'’S THE LIMIT, SO WE’'LL

SEE WHERE THE FUTURE TAKES

US. I'M LOOKING FORWARD TO
CONTINUING TO GROW.

“I’'m someone who understands a real
estate agent’s job and the scope of
work they do. I am providing them
with a relationship, with someone to
take care of their clients, someone to
keep their clients happy. And then,
whenever their clients are ready to buy
or sell real estate, I give those clients
back to the Realtor. I won’t take the
business away from them. I want to
have good relationships with agents
where they can feel confident that they
can rely on me to take care of their

clients’ needs,” Dali explains.

ALL IN’s business model centers on
creating extraordinary client relation-
ships through empathy-driven cus-
tomer service. Their systems, staff,

and technology are best-in-class. They
offer a hands-on experience to clients,
ensuring no detail is overlooked. In
addition to handling the more traditional
list of property management services,
ALL IN has expanded its staff to include
an in-house design and furnishing team
and offers a variety of home concierge

service options as well.

“With the ever-growing number of lux-
ury rental property owners living outside
of the area, ALL IN has mastered the art
of fulfilling every need imaginable for
owners who desire to furnish and care
for their properties — prior to, during,
and after their tenant’s stay. From con-
tact to contract, we provide options for
our owners to enjoy owning their invest-
ment properties without them having to

lift a finger,” Dali emphasizes.

LOOKING AHEAD

ALL IN Property Management has
quickly become a power player in the
property management industry, but Dali
and his team aren’t resting on their lau-
rels. They are committed to continued
growth. Expansion to Florida’s east coast

is in their plans.

“The sky’s the limit, so we’ll see where
the future takes us. I'm looking forward

to continuing to grow.”

The ALL IN Property Management team leads the industry with best-in-class
systems, technology and customer service.

'!:;‘

Tl T

Dali Mihajlovic, owner of ALL IN Property Management, traded his 20-plus-year
career as a professional tennis player and coach for real estate in 2020.

For more information, visit www.allinpmfl.com.

fﬁ PmpALL IN

erty Management, LLC.

Southwest Florida | Phone: 233-451-3066 | www.allinpmfl.com
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Successfully Serving
REALTORS®) in Naples

TRUSTED
advice
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HousemaSte ‘ PHONE: 239-430-8220

solutions

SWFL'S CLEAN CUT MOVERS
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MATTHEW P. FLOR

matt@naplesbaylaw.com | 239-261-0592
1333 Third Avenue S, Suite 505, Naples, Florida 34102 |

naplesbaylaw.com | @naplesbaylaw FH®
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»» pro tips
THINGS TO KNOW WHEN CONSIDERING

AN ESTATE SALE

FOR YOURSELF OR A CLIENT

By Shereen Ally

Despite an extensive need for estate sales

in every local market, there is also a lack of
conversation regarding these events. Many
misconceptions revolve around the liquidation
of residential and commercial properties.
Read on to discover five things every industry
professional should know about estate sales.

Estate Sales Are Not Just for Death and

Divorce. Many people associate estate sales

with loss as they sometimes occur after a home-
owner passes away. In reality, just as many sellers are
looking to downsize or move, and others are looking to
relocate to assisted or independent living where they
will have less space for belongings. Additional reasons
for having an estate sale may include: adjusting to life
as empty nesters, relocating for a job or family respon-
sibilities, selling an Airbnb or rental home, or closing
a business or office. Just about anything can be sold —

from cars to couches to coins.

44 . January 2024

Estate Liquidation Cannot Be Achieved

With a Garage Sale. Items accumulated

over the years can become overwhelming
when families or individuals are ready to make a
change. Unlike garage sales, estate sales sell as much as
possible, typically with the goal of clearing the entire
contents of a home or business. While both encourage
sustainability through resale, estate sales are more
successful, allowing homes to remain clean, organized
and protected. They also help owners find additional
solutions after the sale to prepare for next steps. Estate
sales allow for belongings to be staged where they are
rather than moving everything to an auction house or
out into a yard. This speeds up the selling process and
keeps items safe. Estate sales also have high attendance

as they are advertised by a professional company.

Clearing a Property Can Be a Quick
Process. Estate sales serve as a turnkey solu-
tion to avoid the time-consuming, costly, and

stressful process of dealing with personal property.

i

e

Professionally-trained estate liquidators speed up and The Process of Downsizing Can Be Simple.

simplify downsizing. Sales are typically conducted Having an estate sale can help alleviate the
on-site over two days unless more time is needed. A stress and complexities associated with
free consultation is usually offered to agree on the clearing a home or business. Blue Moon Estate Sales
details of the sale preparation period, requirements of ~ operates under the high standards of conduct and
best practices of the American Society of Estate
Liquidators (ASEL). The Blue Moon Estate Sales team

offers organized and timely sales with value research

the process, and specific dates the clients are ready to
proceed with. The process includes expert pricing and
analysis, a large network of buyers who follow sales
regularly, and a compressed sale timeline. After the and pricing, professional marketing and promotion
sale, the client typically receives a check and inven- of the sale, staging to optimize customer traffic and
tory breakdown within five to seven business days. presentation of items, trained staff for handling trans-
actions, and assistance with finding proper removal
Selling Belongings Alone Will Lead to services post-sale.
Underpricing. By hiring an estate sale com-
pany, families and individuals will likely see
Shereen Ally is the owner of

Blue Moon Estate Sales in Naples

and Fort Myers. Shereen offers

professional, modern estate

a large influx of commission without having to exhaust
time and effort. Estate sale professionals can stage
a house or business for ample customer traffic flow
and to showcase the items for sale — creating just the
sale services to help families
streamline their possessions
and downsize to fund the next
chapter of their lives. For a free consultation or to
learn more, call Shereen at (239) 464-0833 or visit
BlueMoonEstateSales.com/naples-ft-myers.

right atmosphere for a successful sale. Trained teams

will price and sell merchandise in a professional man-
ner. Families who choose to sell possessions them-
selves risk losing a lot of value. Hiring a team ensures
that items are researched thoroughly, obtaining

fair-market value.

FREE CONSULTATIONS | SAFE PROCESSES | EFFECTIVE RESULTS

Elevate your client services
with the industry-leading
estate sale company. We
get homes market-ready
in just one week.

=

Our hassle-free estate sales help clients feel good about letting go.

bluemoonestatesales.com/naples-ft-myers | 239-464-0833

Shereen Ally
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ROOFING

REPUTABLE.
RELIABLE.
RESULTS.

v Roof Replacement ./ Roof Maintenance Tile
v Roof Repair v Roof Rejuvenation

Need Financing? We've got you covered!
Financial Calculator online for your convienance.

“Work quality was excellent. All contacts with personnel was exceptional.
From inspection to completing repairs in the rainy season, all was executed
professionally and timely. ”

=-Ann M. - Fort Myers, FL

“I would have no problem having hiring them back should | purchase another
house. Thank you Durabilis for the time, care and work you did on my home.”
-Patrick D - Cape Coral, Florida

“Everybody on the Durabilis team is amazing. Erica and Victor will keep you up
to date and address any concerns right away.”
-Jerome A. - Naples, Florida

FAMILY OWNED BUSINESS « NO SUBCONTRACTORS

LICENSED, BONDED, INSURED ¢ 5% SENIOR DISCOUNT —
AWARD

EMERGENCY SERVICES AVAILABLE <

License #: CCC1332292

12801 Commerce Lakes Dr. Ste 29, Fort Myers, FL 33912

DURABILISROOFING.COM « CALL (239) 347-9207

WOODS - WEIDENMILLER
MICHETTI- RUDNICK

Michael Michetti « Joshua Rudnick ¢ James “Jay” Caudill ¢« Samuel Colburn ¢ Brian Cordero

Big Firm Quality,
Small Town Service.

é. A Personal Approach to Real Estate Law

239.325.4070 | lawfirmnaples.com

Offices in Naples, Downtown Naples and Bonita Springs/Estero

Woods, Weidenmiller, Michetti & Rudnick, LLP a Florida Professional Limited Liability Partnership

The hiring of a lawyer is an
important decision that should
not be based solely on
advertisements. Before you
decide to hire an attorney
be sure to request free
written information about
qualifications and experience.
Rule4-7.2(d).
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KATHLEEN BURMEISTER first obtained her real estate
license 23 years ago, but it wasn’t until 2020 that she actively

I'M GRATEFUL FOR ALL
THE CLIENTS WHO
TRUST ME BECAUSE
REAL ESTATE IS A BIG
STEP IN A LOT OF
PEOPLE’S LIVES.

began selling real estate. Kathleen’s first love for real estate was on
the investment side of the business. For many years, she managed
her family’s investment transactions in Colorado, the Florida Keys,
and Southwest Florida. Meanwhile, she built a career as a teacher

and private tutor while raising her four children.

Kathleen cherished her career in education, but when the
COVID-19 pandemic upended the world in 2020, she decided the

time was right to make a change.

“Being a teacher is totally my passion. It’s totally what I was
born to do. But doing something else later in life definitely is
exciting. It’s been extremely rewarding,” Kathleen smiles.

From Teaching to Real Estate
Kathleen’s teaching career formed the perfect foundation for a

career in real estate. She has the ability to engage and relate

il

with people from all walks of life. Her listening skills are

-

strong, and she is naturally empathetic.

“When my broker hired me, he said he loves to hire teach-

ers and nurses because they are compassionate, patient, and

[
[ &

e B EE

kind. I carry those skills over from my teaching career. I'm E E 5 E ke E
——
also a very good listener. I really listen to what people want E E E By
and need,” Kathleen explains. “Dealing with people — that’s E E S :
y T8 s g
the easy part for me. That’s what I’'m innately good at.” E E =
e

e Lt |
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While Kathleen already had many of the soft skills necessary to suc- I 1;-_:- el = Flialll]
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ceed in real estate, there were challenges too. Contracts, paperwork,

BEIA Iﬁwﬁm

s

and marketing were competencies she had to gain on the job.

“Doing those things was a different type of challenge than

ne

L ——

being in a classroom,” she continues. “It’s definitely been

a learning curve. I wasn’t a business person. Those skills
weren’t in my wheelhouse. I taught first and third grade, then
language arts, so for me to be a business person, it was a lot

of learning.”

Kathleen’s ability to welcome the challenge of learning new
skills has allowed her to thrive. She closed an impressive
16 transactions totaling over $25 million as a member

of the Naples Luxury Team with Coldwell Banker
Realty in 2022.

Kathleen Burmeister is a Realtor on the Naples Luxury Team with Coldwell Banker Realty.
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Kathleen’s local knowledge has also been essential
to her success. Although she grew up outside of
Pittsburgh, she’s been living in Florida since 1980.
Her experience investing for the past 20-plus years
gives her a leg up in understanding the local real

estate market.

Honest and Real

Now three years into her career as a real estate
agent, Kathleen is overjoyed about what her new
line of work has brought to her life. Selling real
estate has allowed her to develop a business and
have the flexibility to do what she loves, which
largely means spending time with her family. She

also continues to invest in real estate.

BEYOND
THE OFFICE

Kathleen
Burmeister and
her husband,
Todd, have four
children and five
grandchildren.
When she’s not
working or with
family, you'll

find Kathleen
traveling, walking
her dogs, playing
tennis or golf, or
running (she’s ;
completed five 7]
full marathons).

“As for the future, I'm taking it as it comes,” Kathleen
offers. “I'm happy with the way things are. I like the fact
that I have flexibility. I get to work from home, and I'm
very productive at home. I like the fact that you can set

your own course and be as busy as you want.”

If there’s one thing Kathleen would want to be remem-
bered for, it’s her integrity. Her clients, family, and
friends know she has their best interests at heart. The
trust that builds is sure to carry her to many more years

of personal and professional success.

“I’'m grateful for my family, for my health, and I'm
grateful to live in such a beautiful place. 'm grateful
for all the clients who trust me because real estate is a

big step in a lot of people’s lives.”

SENT Y Customlzed Solutlons

INSURANCE ADVISORS

Personalized Service

e Yacht & Personal Watercraft ® Primary & Secondary Homes
® Exotic & Collector Cars ® Art & Jewelry ® Commercial Properties & Business

Specializing in helping clients who are
buying homes valued over $750,000

If your client is buying a home valued $750,000 or greater, trust Sentry Insurance
Advisors to get them to the closing table on time. As an independent agent we

proudly represent more than 20 highly respected insurance : - .
= &

carriers, and have capabilities to serve them on a national basis.

239.350.4906
SENTRYIA.COM
IN CASE YOU MISSED IT!

4 Josh White's interview
with Andrew Regenhard

and Bill Earl




"SCM Roofing was amazing and much faster than the
others | called.. " -Wesley Chapel Homeowner

"Professional. Quick & Easy. Would definitely use again."

-Tampa Homeowner

"Very Professional. Knowledgeable guys and zero trash
was left behind!." -Tampa Homeowner

LICENSED | INSURED | BONDED

N\

S

SCM ROOFING is a GAF MasterElite Roofing Contractor

By focusing on roofing we are able to offer a
competitive price, exceptional customer service
and outstanding quality!

Free consultations

Our GAF lifetime roof system includes a 25 year
workmanship warranty.

Locally owned and operated with 30+ years of
combined experience.

Veterans, Active Duty Military, First Responders
andTeachers Discounts.

855-SCM-ROOF
scmroofingfl.com

Licensed Florida Contractor #CCC1331132

A NEW STANDARD IN

Providing a great service experience encompassing Estate Managemen
Home Watch, Project Management and Concierge Services since 2013

A ESTATE MANAGEMENT-ﬁo E WATC]

CONCIERGE SERVICES |

(239) 777-6173 | spectrumconcierge.com | info@spectrumconcierge.com
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TRUTH GUIDED, RELATIONSHIP DRIVEN.

Discover the Power of
Truth-Driven Advocacy!

Contact Boatman Ricci Today
for Unparalleled Legal Guidance
| for All of Your Legal Needs.

’ - e

ERNEST A. RICCI, ESQ.

J‘&" Boatman Ricci

> Truth Guided, Relationship Drive

Commercial Litigation | Business Litigation
Real Estate Litigation | Construction
Litigation | Trust and Estate Litigation
Civil/Criminal Trials | Estate Planning
Complex Commercial Transactions

—
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-
JAMES A. BOATMAN, JR., ESQ.

(239) 330-1494 | BOATMANRICCI.COM | NAPLES | MARCO ISLAND | FORT MYERS | TALLAHASSEE | DESTIN



. f
o
' 4

Fre __ I Sl |

P> legal hotline

By Brian A. Cordero, Esq.

Ml

SERVING THOSE

WHO SERVED:

VETERAN BENEFITS IN REAL ESTATE

For service members leaving
active duty, the transition can
often be daunting. Frequently,
this relocation period will
include purchasing a new home.
For REALTORS® working with
a veteran and their spouse, there
are additional items to consider,
such as the characterization of
their service. Do they have a
disability rating? What are the
extent of their injuries? Is your
client the spouse of a deceased
veteran? Are they using the VA
Home Loan? Do they need down

payment assistance?

56 - January 2024

Navigating these important
questions can be difficult, but
understanding which benefits
your client can claim will ensure

a smoother transaction.

o Home Loan Benefits: For vet-
erans looking to purchase their
first home, or another home
in their long list of military
moves, there are both federal
and state benefits that can

assist your client.

e VA Home Loan: One of the
more widely known benefits is

the VA Home Loan Guarantee.

Created through the
Servicemen’s Readjustment
Act 0of 1944, and more com-
monly known as the G.I. Bill,
this VA benefit will guaran-
tee a portion of the service
member’s loan on a property,
essentially allowing your client
to put no money down (as
long as the home appraises at
or below the sale price). The
service member must either
be on active duty or have an
honorable characterization
of service to use this benefit;
and the home they are pur-

chasing must be intended as

their primary residence. Selecting
a loan provider familiar with this
benefit can be the key to ensuring a
smooth closing, as many providers
may not be familiar with the pro-
cess to secure the VA Home Loan.
Additionally, if your client has a
disability rating from the VA, they
may qualify for a waiver of the VA’s
funding fee, saving them thousands
of dollars at closing. This loan can
even be used to construct a new

home, or for refinancing purposes.

‘While using the VA Home Loan
may help determine which lender
your client uses, it can also affect
the type of property they buy.

The VA Home Loan comes with
additional requirements regarding
the actual home your client may
purchase. While there is no limit
as to the size of the mortgage they
can take on, the VA requires that
a VA-approved appraiser must
determine the reasonable value of
the home. Additionally, there are a
myriad of other benefits available
under the VA Home Loan which
your client may be able to take

advantage of.

Florida Hometown Heroes
Housing Program: For service
members purchasing a house in
Florida, the Florida Hometown
Heroes Housing Program provides
down payment and closing cost
assistance to first-time homebuy-
ers when purchasing a primary

residence. This benefit is not

solely for veterans; it also aims to
assist law enforcement, firefight-
ers, teachers, healthcare profes-
sionals, and childcare employees
in securing their first home.
However, there are additional
requirements, such as minimum
credit score and income thresh-
old, to qualify for this benefit.
Therefore, you should direct your
clients to discuss the possibility of
using this benefit with their lender.

Property Tax Exemption: One of
the premier benefits for veterans is
the Property Tax Exemption. Any
veteran who was discharged from
active service with an honorable
characterization, has a 100 percent
disability rating from VA, and/or

is a quadriplegic, is exempt from
property taxes. The property must
be their permanent residence by
January 1st for that tax year and

is titled in their name. This benefit
also passes to surviving spouses

of a member of the Armed Forces
if that service member died from
service-connected causes while

on active duty. Unfortunately, this
benefit is removed if the widow
remarries. For veterans taking
advantage of this benefit, upon
their death, if title to the prop-
erty passes to their spouse and it
remains the spouse’s permanent
residence, the tax exemption will
carry over until that spouse remar-
ries, sells, or otherwise disposes
of the property. Furthermore, if
the spouse sells the property and

where he earned his Juris Doctor.

purchases a new property, this tax
exemption can be transferred to
their new permanent residence,
assuming they do not remarry.
The tax exemption will not exceed
the amount granted from the most

recent ad valorem tax roll.

For property which a veteran intends
to claim as his or her homestead

and who is legally blind, paraplegic,
hemiplegic, and/or requires the use
of a wheelchair, they may also qualify
for a tax exemption. Assuming they
are not considered totally disabled by
the VA, their gross annual household
income will determine if they qualify.
The maximum income limitations for
this benefit are adjusted annually, so
you will want to check with the VA or
your local property appraiser’s office

for an update.

For veterans over the age of 65 who
received an honorable discharge and
have a combat-related disability,
they may receive a discount on their
ad valorem taxes that is paired to
their disability rating percentage.
This can only be applied to their
homestead property.

As a veteran myself, there was noth-
ing more reassuring than working
with a Realtor who was able to walk
me through the expansive benefits
process. For questions regarding any
of these benefits, contact your local
VA office, county tax office, or consult
with your local real estate attorney.

SEMPER FIDELIS

Brian A. Cordero is an associate at Woods, Weidenmiller, Michetti, & Rudnick where he focuses on commercial

and residential real property transactions; business asset transactions; corporate and commercial lending;
and landlord/tenant leasing. Prior to joining the firm, Brian served as a Judge Advocate in the United
States Marine Corps, focusing on criminal defense and was an instructor at the Naval Justice School.
Originally from New York, Brian graduated cum laude from the University at Albany where he received

his bachelor’s degree in history and criminal justice. In 2017, he graduated from Ave Maria School of Law,
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NAPLES

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

WANT TO BE FEATURED AS A

RISING STAR?

OR KNOW SOMEONE WE SHOULD FEATURE?

‘k 5 years or less in the business
For more information, to
nominate, or to request to
be featured, please email
SWFL@n2co.com!

* At least $8 million in sales in one calendar year

‘k Active on social media
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Michelle Reead

P HEO T 0 G R A P H Y

Keseple %fjw/f g&fjﬁ}fﬂy@/ﬁ,}/j‘
2.69.404.8158

michellereedphoto@me.com

michellereedphotography.com

FAMILY PORTRAITS | PROFESSIONAL PORTRAITS -;’
COMMERCIAL PHOTOGRAPHY /
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Dedicated to
Giving Your Clients

All Reports Provided Exclusive Real
- .. Producers Offer
. Within 2 Hours

of Completion $50 OFF
ALL GENERAL
Now Offering Drone Inspections

INSPECTIONS
Scheduling Just Got Easier
Call or Text to Book Your Client's Inspection

239-216-7892 | joethehomepro.com J .

UNFORGETTABLE LUXURY
VALET PARKING
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DENNY

BOWERS

Thriving in the Heart of Naples

In the heart of Naples’ real estate landscape, Denny
Bowers’ story is a tale of a bold career transition.
Nearly two decades ago, Denny took a sharp turn in
his professional journey, transitioning from exer-
cise physiology to a career in real estate. While he
hesitated to make the leap from the field he studied
during college to a brand new industry, he’s ever
grateful he did. For the past 19 years, he’s solidified
his standing as one of Naples’ best REALTORS®.

Today, Denny leads The Bowers Group with
Compass, a team of 10 agents who closed north of
$80 million in 2023. While the stats are impressive,
they don’t tell the whole story. Denny is set on trans-

forming the lives of others, one transaction at a time.

“I pride myself on the reputation I leave behind,”
Denny says. “I want to be known as a caring, trust-

worthy, and respected person, both professionally

and personally — a good husband, a good father,
and a good friend. If that is my legacy, I'll be happy.”

From Dumbbells to Real Estate Deals

A native of western Pennsylvania, Denny relocated
to Florida in 2002 for a job at Naples Community
Hospital. Over the next few years, he built a solid
career in his chosen profession, but there were

challenges too.

“In fitness, you work super long hours and make

just okay money. It was nonstop work with limited

room for growth and promotion,” Denny reflects.
“I would average about four days off a month. I
traveled two weekends a month, personal trained
12 to 15 hours a week, and worked on the clock for
40... I started my day at 5:30 a.m. and worked until
6:30 or 7 at night. I did three years of that and was

really burnt out.”
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Top producer Denny Bowers is team lead of The Bowers Group at Compass.

During this time, one of Denny’s personal training
clients, Tina Deady, began encouraging him to get
his real estate license. After studying health and
wellness for six years, he resisted such a drastic
career change. But as the months went by and his
work continued to drain him, Denny became more

curious about a career in real estate.

“She kept coming back and saying, ‘Forget your
degree. Get into real estate.” She helped me get a job
selling onsite sales with a production builder, and
things took off from there,” Denny reflects. “I didn't
know what I didn’t know. I wasn’t sure what to expect,
but the reward factor was there. I came from humble
beginnings and had to work to get where I was. Real
estate and sales give the opportunity of rewarding

hard work, and I was ready for a new challenge.”

19 Years Strong

Since launching his real estate career in 2005, Denny
has steadily risen in the local rankings. He survived
the Great Recession and, later, the chaos that the
COVID-19 pandemic brought upon the industry.
While the market has nearly normalized, significant

hurdles remain in the post-COVID era. Interest rates
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remain high, inventory is low, and buyers and sellers both

have, according to Denny, skewed expectations.

“Sellers feel that it's still the COVID days and they can
ask whatever they want, and buyers feel it's a recession
and they can offer whatever they want. The factual part
is, it’s right in the middle. Sales prices have been pretty
stable over the last year, and I feel that we’re back to

a more normal Naples real estate market. Buyers have
time to think. There are negotiations on both sides and
seller concessions on inspection items, but I feel the big
factor working against us is greed on both sides. Where
people were willing to work through issues in a transac-
tion prior to COVID, now, people draw their line in the
sand. It can be challenging.”

While the current market remains challenging, Denny
is ready to serve his clients through it. He also sees

the silver lining: the market may soon settle into a new
normal, allowing him to get back to doing what he loves

most — serving his clients with intention and care.

“Education is the biggest thing in my business,” Denny
says. “Educating everyone on what’s happening in the

market is huge — mortgages, rates, inspectors, market




Denny Bowers with his wife, Erica, and daughters, Alexis and Brooke.

conditions. If we're educated, then we can educate
our buyers and sellers on what they need to do to
have a successful transaction. Then, to be able to
excel and move forward in a market like this, it’s
all about going back to basics — sphere of influ-
ence, past clients, and taking care of your referral

partners. That’s where you start to win business.”

Staying Humble

When he’s not selling real estate, you’ll find
Denny spending time with his wife of 18 years,
Erica, and their two daughters, Alexis (15) and
Brooke (14). Denny also enjoys traveling, boat-
ing, playing golf, and staying involved at his
church. He gives back to the community through

[
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missions, charity work, and involvement with the

Naples Pelican Bay Rotary.

“Life with them is awesome,” Denny beams. “Life is awe-
some. I came from a big family who all lived within 10
miles of each other in western Pennsylvania, and I was
the only one who moved away. The importance of family
and being present with your kids was taught to me by

watching what my parents did when I was growing up.

"I've worked hard to get where I am, but I never sacrifice
quality time with my family. Real estate is a tough business
to be content, to be happy where you are. You can always
work more, make more money, and set bigger goals, but

what are you sacrificing to be more successful?”

“It's the hardest time in my real estate history to get into the industry. We had an
increase of 3,000 to 4,000 agents in Southwest Florida during COVID. Looking

just at the Naples market, there are 3,800 listings and 9,000 to 10,000 agents.
That’s about two and a half agents for every listing. There’s a lot of competition,
so surround yourself with a great supporting cast and stay educated on the mar-

ket. Provide unparalleled service to your customers, and you will succeed.”
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Signal House
T C}uédénj/vaw home

Relax and enjoy. We know your vision.

You're in capable hands. We are ready to help you make your dream home a reality and will guide
you every step of the way from Conception and Design to Construction, Close-Out, and Move-In.

Schedule your free design consultation with our team of experts.
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VISIT SIGNALHOUSEBUILDERS.COM

Proudly Serving Southwest Florida Homeowners
Luxury Home & Condo Remoedeling | Custom Home Builds
Bonita Springs, Florida 1 (239} 319-5173 | signalhousebuilders.com | Lic #CGC 1530301




»» you ask. we deliver.

TRUSTED TRADES
are valuable vendors who know how to serve the
needs of REALTORS®. You may not require their
services for every transaction, but when the need
arises, you’re grateful for them. This group of vendors
is critical to your business. Most importantly, these
Trusted Trades will get the job done and make you

look awesome to your clients!

RESIDENTIAL + COMMERCIAL
ELECTRICIANS

VETERAN OWNED + N/
OPERATED

&> COHARBOR
@ ELECTRIC

Aluminum Design and Fabrication
/oy COASTAL

L L T R TR

Contact Us Today for
Fabrication Services
and Custom Fabrication

HOME MAINTENANCE

Handyman Closets
Painting Screen Repair
Flooring | Pressure Washing

230788 WELD Cabinetry AndMore!
oA Ly it beckeromemaintenance.com
EXPERIENCE y 23935]5320
Trusted Trades
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Do you have a vendor you would
like to refer? Please reach out
Andrew Regenhard

andrew regenhard @nZco.com

O Laluscifour com

WE LIVE AND BREATH REAL ESTATE MARKETING

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

SCAN ME

REAL ESTATE SERVICES
ClCE TO GROW YOUR BUSINESS Oy

www.LaCasaTour.com | 888B.598.8687 | info@LaCasaTour.com



' Let me help you reach your goals
with images that get results!

NEW FRAME 02009000

hana@newframephotography.com

REAL

PRODUCERS
PODCAST

REAL

mn:uw:m:mulmn
oo TerRER ESTATE AGENTS
W s ALMINGTON BAIAY

Episode 1- Inspiring Convers: ...
Real Producars Podcast

Same Brand, New Reach — Tune in for free today

Listen on . Listen on .
Apple Podcasts LISTEN ON e Spotify' amazon music
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DOMAIN
INSURANCE MANAGEMENT INC,
HOME | AUTO | FLOOD

We work directly with
lenders & realtors to help
transactions close smoothly.

Refer us to your clients

239-898-9120 -

domaininsuranceinc.com
nickdomain@domaininsuranceinc.com

s 3 *3 .
i:;'?‘ TRl As an independent
B g S: Out We are the agency, we have
Lfé #:4  One-Stop-Shop options for
ot -‘:'::' . for All Your

@:ﬁ;’fi Pk Client's Needs EVERYONE.

Y GOODWIN LAW, P.A.

' Real Estate * Probate * Wills & Trusts

GLPA.LAW | (239) 207-3403
9955 TAMIAMITRAIL N, SUITE 4, NAPLES, FL 34108

Serving Florida with offices in Naples and Palm Beach

Setting the Standard for
Legal Excellence in Real Estate

Florida’s Premier Law Firm focused on Real Estate Transactions,
Estate Planning, and Estate Administration.

CLIENT CHAMPION
PLATINUM /2023
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Martindale-Hubbell
PREEMINENT
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WE BUILD AN

CHAPIVIAN
INSURANCE

GROUP

HOME | FLOOD AND PRIVATE FLOOD | INVESTMENT PROPERTIES
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(239) 877-6551 ¢« Murdockwoodworking@gmail.com 9 CONNECT WITH US TODAY!
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