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powered by

We have an array of niche lending
specialists who provide solutions for:

• Self-Employed Borrowers
• Veterans
• Foreign National Program
• Down Payment Assistance
• Investors & so much more!

Serving Riverside, Temecula Valley,
Rancho, LA County & OC County

Partner with us today - Our versatile team is here to cater to your clients’ unique lending needs!

THE GOADE TEAM
Nichole Goade, Branch Manager
NMLS # 347249 | NMLS #1839

951.519.8518
NGoade@ChangeMtg.com

ChangeMtg.com/Advisors/NGoade

T E A M  G O A D E
H O M E  L O A N S

Looking for an All-Encompassing Lending Team
to Support Your Diverse Client Needs?

VP OF BUSINESS DEVELOPMENT

951-453-7380
Lavonne.Benyola@ctt.com

CHICAGO TITLE

YOUR PREFERRED TITLE

COMPANY PARTNER

Lav�ne B�y�a 
Chicago Title�

Relax,
WE'VE GOT YOUR

CLOSINGS COVERED!
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• Develop Your Sphere of 
   Influence Through Content
• Gain Organic Audiences 
   on Social Media
• Stand Out from the 
   Standard Agent

Elevate Your Image
w i t h  C o n t e n t  S t r a t e g y  &  B r a n d i n g !

714.924.3286
ListToSoldMedia.com

Alex
Tuong,
Owner

951.304.3508 • TemeculaHomeInspection.com

Handling Your Most Important Transactions and
Ensuring Peace of Mind
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Call Steve to easily schedule your inspection today!
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R E A L  P R O D U C E R S  T E A M

I N L A N D  E M P I R E
M E E T  T H E

Moses Gonzales III
Owner of MG3 Media

Mitzie Maletich 
Promo Coordinator

Lanie Schaber
Ad Strategist

Terrina Russell
Writer

Marissa 
McCutchan

Publisher

Mike Maletich
Owner
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Mold Testing &
Remediation

Home Probiotics

Odor Removal
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Owner

IE Agents:
Scan to book

directly!

Our Premium Photos, Videos, and
3D Tours Will Help You:
Build Your Personal Brand
Increase Visibility & Credibility
Sell More Homes

951.515.3171  |  MG3-Media.com  |  Moses@MG3-Media.com

24-HOUR TURNAROUND TIME!
EARN POINTS WITH OUR
REALTYREWARDS PROGRAM!

DIFFERENTIATE YOUR BRAND.
MAKE YOUR LISTINGS STAND OUT.

CLOSE MORE DEALS!
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

ARCHITECTURE- 

DESIGN-ENGINEERING

FS Design Group
(626) 807-4712

CLOSING GIFTS

Cut Above Gifts
Andy Burton
(951) 334-5301
www.cutabovegifts.com

ESCROW

New Venture Escrow
Tania Marks
(619) 807-0711
NewVentureEscrow.com

ESCROW SERVICES

Escrow 321
(949) 370-4937

HOME INSPECTION

A Better Home Inspection
(800) 720-2844

Archive Property Inspections
(951) 304-3508

Highlander Inspections
(909) 963-0756

Inspector Elf
(909) 731-6850

PropertyTec Inspections
(951) 514-5739

T.H.I. Inspections
(562) 665-9229

TNT Inspection Pros
(562) 201-1949

HOME WARRANTY

First American 
Home Warranty
(951) 541-6086

INSURANCE

Goosehead Insurance 
- Phil Hernandez
(714) 418-8635

JUNK REMOVAL

Junk Dawgs - Drew Douglass
(909) 712-9525

MOLD REMEDIATION

Green Home Solutions
(310) 874-3528

MORTGAGE

Change Home Mortgage
(951) 519-8518

Cornerstone Home Lending
(909) 260-5252

Locke Your Loan
Lara Locke
(951) 405-2454
www.lockeyourloan.com

MOVING & STORAGE

Ruff & Ready Moving
John Ruff
(951) 834-3539
ruffandreadymoving.com

MOVING COMPANY

King Relocation
(562) 677-3130

ORGANIZER

NEAT Method
(951) 243-4746

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

List To Sold Media
(714) 276-1817

MG3 Media
(951) 515-3171

The Photo Dewd
(909) 208-5653

SOLAR

Shaw Energy Consulting LLC
(951) 942-8431

TITLE COMPANY

Chicago Title
Lavonne Benyola
(951) 453-7380

Patti MacGregor
(951) 852-9545

Mary Thompson
(951) 236-3369

Stewart Title of California
Julie Putjenter
(951) 764-1757

Eric Willis
(951) 764-1736

Ticor Title-The Galante Team
Joe Galante
(951) 776-7114

Amy Smith
(951) 240-0220

TRANSACTION 

COORDINATOR

Transact Express
(626) 484-4878

B Y  T H E  N U M B E R S
2023

AVERAGE 
SALES VOLUME 
PER AGENT

$15.45
MILLION AVERAGE 

TRANSACTIONS 
PER AGENT

23

SALES VOLUME
$7,723,255,059

HERE’S WHAT THE 
TOP 500 AGENTS 

IN INLAND EMPIRE 
SOLD IN 2023

11,066

TOTAL TRANSACTIONS
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Education. Experience. Expertise.
          Who's In Your Corner?

Tim Harrison | Producing Mortgage Branch Manager | NMLS 170960
Call/Text: 909.920.5260
HouseLoan.com/TimHarrison
Company NMLS ID#2258
1164 N. Monte Vista Avenue, Suites 3 and 4 | Upland, California 91786
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Nate’s journey into real estate began with a chance 
encounter. He wasn’t even looking to become a realtor; 
he just wanted to understand the real estate market for 
investment purposes. While working at Valvoline, he 
was introduced to a real estate office that was hiring for 
a loan processor. Intrigued, Nate applied for the position 
and quickly found himself immersed in the real estate 
world. Meanwhile, Matt was still working at Chick-fil-A, 
but after hearing about Nate’s progress, he decided to 
join the same real estate office. This move opened the 
door for Matt to start as a loan processor while Nate 
pursued his real estate license. 
 
It didn’t take long for the cousins to recognize their com-
plementary skills. While they began working separately, 
they maintained a competitive edge, constantly compar-
ing notes and pushing each other to do better. Yet, it was 
their desire to support one another that ultimately led 
them to team up and form Katalist, a name that reflected 
their vision for change and growth. 

“A catalyst triggers progress, yet itself remains 
unchanged,” said Nate. “We want to be that for the 
communities we serve—helping them grow while staying 
true to our core values.” 

With a little play on spelling, Katalist was born. 

Their shared values of creativity, loyalty, and grit 
became the foundation of their team. This commit-
ment to grit, defined as doing whatever it takes to 
get the job done, became crucial as they faced early 
challenges in their careers. Door-knocking, a tactic 
they used to meet new clients, didn’t come naturally 
to either of them, but they pushed through the dis-
comfort and turned it into a successful strategy. 

The support of their families played a sig-
nificant role in their success. Their spouses, 
parents, and siblings were always there to 
lend a helping hand, whether it was hosting 
events, supporting their business, or providing 
a listening ear. This strong familial support 
allowed Nate and Matt to focus on building their 
business and, eventually, their community.

Katalist’s approach to real estate combines tra-
ditional marketing with a personal touch. They 
believe in building lasting relationships with 
their clients and the communities they serve. 
This philosophy led them to establish a strong 
presence in Ontario Ranch, a developing com-
munity near where Nate grew up. They became 
more than just realtors; they became a resource 
for the entire community. 

Nate Topete and Matt Magallanez didn’t start their careers thinking they’d become 
top real estate agents in California. The cousins, who grew up together and 
shared a close family bond, had side jobs as teens while attending college—Nate 
at Valvoline and Matt at Chick-fil-A. Both pursued business degrees, with Nate 
focusing on administration and Matt on marketing. Yet a shared interest in real 
estate investing ultimately led them to explore a different path. 

Written By Terrina Russell 
Photography by Marissa McCutchan 

cover story

& TOPETE 

MAGALLANEZ
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Through door-knocking, sponsoring 
events like Easter egg hunts and photos 
with Santa, and collaborating with 
local businesses, Nate and Matt became 
familiar faces in the community. They 
also offer free marketing to local busi-
nesses, helping to promote entrepre-
neurs and new ventures in the area. 

“We do whatever it takes to help the 
community,” Nate said. “It’s not just 
about selling homes; it’s about mak-
ing a difference.” 

Looking ahead, Nate and Matt are 
excited about the future. Investing in 
real estate remains a key focus, and 
they plan to expand their portfolio 
while continuing to serve their com-
munity. The ultimate goal is to build a 
thriving business while maintaining the 
personal touch that has become their 
hallmark. As they continue to grow, 
their core values of creativity, loyalty, 
and grit will guide them, ensuring that 
they stay true to the community and the 
family values that brought them here.

WE DO WHATEVER IT TAKES TO HELP THE COMMUNITY.  
IT'S NOT JUST ABOUT SELLING HOMES;  

IT'S ABOUT MAKING A DIFFERENCE.

Photo Courtesy of Sweet Me Photography



Inland Empire Real Producers • 2120 • June 2024 @realproducers realproducersmag.com

WE INSPECTMORE
LESSSO YOU CAN WORRY

Eric Francis, President

Scan here for an elfin’ 
good home inspection!

909.731.6850 | InspectorELFInc.com

SEWER CAMERA • THERMAL IMAGING
CRAWLER • DRONES

Explore Your
Options Now!

Tania MarksCourtney LouisFor more information

If You Can Transact It We Can Close It!

Commercial/ Residential • Bulk Sales • Holding Escrows • Wholesale • AITD
Manufactured Homes • Mobile Homes - DMV & Permanent Foundation • Fertility • & So Much More!

Tania Marks
Sr. Account Executive

Tania@NewVentureEscrow.com

619.807.0711

Courtney Louis
Vice President of Sales

Courtney@NewVentureEscrow.com

858.229.9035

Visit us in our Temecula location!

www.NewVentureEscrow.com
One Better World Cir. Ste. 100, Temecula

WITH OUR SPECIALTY ESCROW DIVISION

ENSURING
YOUR CLIENTS 
MAKE THE
BEST  MOVE

RESIDENTIAL  |  CORPORATE  |  INTERNATIONAL

Book with a Reliable Moving 
Team You Can Count On
562.921.0555
KingCompaniesUSA.com
Worry Free Moves Since 1955

Safe, Clean, 
and Secure 

Storage 
Available!
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Locke Your
Photography by Marissa McCutchan 

I founded Locke Your Loan during the tumul-
tuous market crash of 2008, with the goal 
of transitioning from cumbersome 300-page 
paper files to a streamlined digital mortgage 
process. This goal not only aimed to innovate 
but also to save my fingers from countless 
paper cuts. Amidst setting up the business, my 
family also grew, from my eldest, Jaden, now 
21, to eventually becoming a mother of three.

Balancing a budding business with young 
children was nothing short of chaotic. I recall a 
memorable conference call; I was multitasking, 
taking notes while watching my children, then 
18 months and four years old, play in the bath. 
Suddenly, they both decided to escape, leading 
me on a wild and rather humorous chase 
through the house—charming as a mother, less 
so as a CEO.

In those early days, I also grappled with 
choosing the right CRM system. My under-
standing of CRMs was limited, so I tested 

three simultaneously over three months to determine 
which suited my needs best, before ultimately selecting 
Salesforce. This required further dedication, as I spent 
many nights learning to tailor Salesforce to enhance our 
client interactions, often until late into the night after 
long days juggling work and family responsibilities.

These experiences during the formative years with my 
children profoundly shaped my professional outlook. The 
dual roles of mother and businesswoman require a seam-
less transition between nurturing and a decisive, goal-ori-
ented approach. This wasn’t always smooth but it was a 
necessary skill to hone.

Years later, as my children grew and started school, 
Locke Your Loan also matured. I thought I knew every 
aspect of running my business until I encountered a 
coaching company called The Core. This program didn’t 
just coach on real estate and mortgages; it revolutionized 
my approach to sales, team management, and wealth 
accumulation. Participating as both a member and after 
many years a coach, I gained invaluable insights and 
elevated my business operations significantly.

preferred partner spotlight

Lara Locke, Broker/Owner of 
Locker Your Loan and founder of 
Women Who Get Sh*t Done
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Inspired by these experiences, I 
initiated “Women Who Get Stuff 
Done,” a cohort dedicated to walk-
ing alongside other women. Women 
meeting other women no matter 
where they are in life and business. 
This group isn’t about embodying 
a singular personality type but 
mastering one’s unique strengths 
and allowing oneself grace. It’s 
about progressing 1% at a time, 
progress over perfection, driven by 
our internal resolve to advance one 
high-heel step at a time, wearing 
the many hats and layers that our 
roles require as women.

So, here’s to the remarkable 
women of this group, whom I 
deeply respect, for their relent-
less pursuit of success and their 
willingness to share the wisdom 
that got them there. Let me intro-
duce you to a few members of 
“Women Who Get Stuff Done”:

ARIANNA GOMEZ - “You don’t have to do 
it all, but if you do one thing consistently, 
you will be successful.”

KELLY MCLAREN - “I keep quotes on the display of my 
iWatch, so they’re always in sight throughout my day. 
Right now, the quote from Tim Ferriss on my watch asks, 
‘What would this look like if it were easy?’ This question 
resonates deeply with me in two distinct ways: it acts as 
a powerful, broad perspective that calms my usually busy 
mind, filled with countless thoughts and tasks. Moreover, it 
helps me zero in, gaining clear insight into what pro-
cesses we’re lacking, which are necessary to enhance the 
flow and efficiency for both our Clients and our Team.” 

KARI JANIKOWSKI - “Every day offers a new 
opportunity to transform your life through 
commitment, hard work, and determination. 
Remember to treat others as you would like to 
be treated. By actively listening to your peers in 
real estate, you can gain invaluable insights into 
both the industry and life in general. My advice? 
Never stop learning, evolving, and refining your 
skills. I’m also grateful to have encountered many 
incredible, supportive women in the real estate 
sector who truly uplift each other.” 

LISA MAILHOT - “As a woman, an entrepreneur and a 
single mom, I’ve come to realize that success isn’t just 
about hustling harder – it’s about embodying the per-
fect blend of grit and grace. By embracing challenges 
with determination and handling setbacks with poise, 
I’ve built a business and a life that I’m proud of.” 

WOMEN WHO GET STUFF DONE
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JORDONA HERTZ - “I focus on results, not revenue. I 
prioritize honesty, integrity and service in all my dealings. 
As a woman CEO, I understand the unique dynamics of 
this role. I strive for transparency and trust in my interac-
tions, which sets our brokerage apart and builds lasting 
client relationships. This approach not only distinguishes 
us in the market but also ensures that financial success 
naturally follows from our commitment to excellence.” 

SHISHANA HOGG - “In today’s world, having the 
honor of running an extraordinary business is a 
dynamic force and it’s pretty cool to be a woman and 
know you’re capable of anything and everything. It’s 
about rewriting the narrative of leadership, blending 
empathy with ambition, and embracing collabora-
tion over competition. It’s a journey of resilience and 
adaptability in the face of ever-changing markets 
and nothing can stop you or hold you back. I believe 
success isn’t measured solely by profits but by the 
impact we make on everyone around us. It’s about 
lifting each other up and leading people to unlock 
their superpower.” 

KRYSTLE ROTH - I really want to show young women that 
starting early can lead to incredible financial success. I 
began my journey in real estate at just 19, and now, nearly 
20 years later, I’m seeing the fruits of my labor. By the 
end of this year, I’ll have five rental properties that bring 
in $15,000 a month. It’s exciting to think that I’ve accom-
plished this and I am still under 40! I always say “You can 
have Reasons or Results, you can’t have both!” 

MARCELA HERRERA - “My advice for women in real estate is to prioritize having a personal connection with each client. 
Take the time to truly understand their needs and preferences by engaging sincerely and listening to them. Remember, 
this process is about THEM, not YOU! Learning to put clients first and build meaningful relationships can set you apart in 
a competitive market, this will help lead the way to your success.” 

GABBY HANSON - “Being a mother, wife and a busi-
nesswoman is a beautiful balance of love, resilience, and 
determination. It’s a journey that constantly challenges me 
to grow and evolve, but the rewards of seeing my family 
thrive and my business succeed make it all worthwhile.” 
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Contact me today to scale your business!
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Service With A Smile!
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Why Leverage One?
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DO YOU HAVE
A SOLAR PRO?
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• Solar policies have changed in 2024
• New & Existing Contract Review Support
• We work for your clients, not a solar company
• Realtor Referral Program

Locally Owned By
Father and Son Partners,

Chris & Brian Treat

Locally Owned By
Father and Son Partners,

Chris & Brian Treat

Lasting Partnerships;
Reliable Inspections

562.201.1949 | Brian@TNTInspectionPros.org

Let's build trust together &
create confident real estate transactions!

n2co.com

But don’t just take our word for it.

IN MAGAZINE & AD DESIGN 

Take theirs.
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Written By Terrina Russell 
Photography by Marissa McCutchan 

NICOLE FARNUM
Nicole Farnum did not start 
her career with the goal of 
becoming a top real estate 
agent. Her journey into the 

industry was unexpected, 
driven by personal challenges 

and a commitment to her 
family. With her husband, 

Evan, by her side, she’s 
transformed what began as a 

part-time job into a thriving 
business that embraces 

a culture of family 
and kindness.

Before real estate, Nicole worked as a director 
at a medical center, a stable and successful 
position. However, life had other plans. After 
battling infertility, she and Evan welcomed 
their daughter, Nora, in 2019. Early complica-
tions in the pregnancy forced Nicole to spend 
most of the pregnancy on bedrest. Once Nora 
was born, Nicole returned to work and quickly 
realized her priorities had changed. 

“I was like, I don’t know why I’m going to work 
all day, and somebody else is raising my child,” 
she recalled. At that point, she remembered the 
real estate license she had obtained on a whim 
a couple of years earlier.

In early 2020, Nicole decided to take the leap 
and quit her job. The goal was to sell a few 
houses to cover her student loan payments, 
but it quickly became much more. Eventually, 
Evan joined her in the business, and together 
they built a successful real estate career. 
Nicole’s approach to real estate focused on 
flexibility and family, allowing her to balance 
her work with raising Nora.

Nicole’s ability to connect with clients on 
a personal level played a crucial role in her 
success. Evan describes her as someone 
who “treats clients like they’re family.” Her 
approach to business involves transparency, 
accountability, and communication, making 

the often-stressful process of buying or selling 
a home feel manageable. Clients appreciate 
that she goes the extra mile to make their 
experience as stress-free as possible.

As Nicole’s real estate career flourished, she 
became one of the top agents, finishing num-
ber two in her office. Despite this success, she 
wasn’t content to stay within the confines of a 
traditional brokerage. Nicole decided to start 
her own brokerage, MM Realty, which stands 
for “Mommy and Me Realty.” The name reflects 
her focus on family and creating a supportive 
environment for other moms in real estate. 
She describes her new venture as “extremely 
mom-centric,” allowing mothers to balance 
their careers with their families. It’s not uncom-
mon for children to be present during meetings 
at Mommy and Me Realty because it’s part of 
the culture that has been established.

Nicole and Evan’s decision to start a new broker-
age was bold but aligned with their belief in tak-
ing calculated risks. They often joke about making 
“whiskey decisions,” referring to their tradition 
of sitting down with a glass of whiskey to discuss 
significant life choices. Despite any uncertainty, 
they trust in their ability to figure things out. 
Evan notes that their approach to business has 
always been centered on their family. “We don’t 
want to choose between being there for our 
daughter and earning a living,” he explained.

I WAS LIKE, I DON'T KNOW 
WHY I'M GOING TO WORK 
ALL DAY, AND SOMEBODY 

ELSE IS RAISING MY CHILD.
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WE DON'T WANT TO 
CHOOSE BETWEEN 
BEING THERE FOR 

OUR DAUGHTER AND 
EARNING A LIVING.

Their family-first 
approach extends 
beyond their business 
and into their relation-
ships with clients, col-
leagues, and the broader 
community. Nicole has 
built a network of sup-
portive professionals, 
from her lender to her 
mentor, home inspec-
tor, and title rep. These 
individuals aren’t just 
business associates—
they’ve become part 
of the Farnum family, 
attending Nora’s birth-
day parties and other 
family events. Even 
some of Nicole’s past 
clients have become real 
estate agents and are 
now on her team. The 
team consists of several 
amazing women who 
embody the Mommy and 
Me values. We lovingly 
call these ladies the Core 
Four. Jaime, Evelyn, 
Danielle and Robin have 
played a vital role in 
building the foundation 
of the company.

The culture Nicole and 
Evan have created at 
Mommy and Me Realty 
is one where work and 
family coexist harmo-
niously. Their journey 
from the corporate world 
to building a family-cen-
tered real estate business 
serves as an inspira-
tion to other agents 
and entrepreneurs. 
It’s proof that success 
doesn’t have to come at 
the expense of family 
and that with the right 
approach, it’s possible to 
build a thriving business 
while keeping family 
at the heart of it all.
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Easily Schedule
An Inspection

Quality Reports &
Follow-Up Support

Cutting Edge Tech

New Build & 11-Month
Builder Warranty

Inspections

Kyler Bear, Owner
951.514.5739
PropertyTecInspections.com

Treat Your Clients To Our
Pay-At-Closing Option!

EXPERIENCED.

CERTIFIED.

PROFESSIONAL.

EXPERIENCED.

our home organizing services

Bathrooms | Closets | Kitchens | Nurseries | Offices

Pantries | Playrooms | And everything in between...

LUXURY HOME ORGANIZ ING

bri van lierop
OWNER,  NEAT INLAND EMPIRE

& DESERT COMMUNIT IES
951 .243 .4746

neatmethod.com

our move and relocation services

Pre-move prep |  Manage logist ics  |  Unpack & organize

Create  customized solut ions |  Ensure every  deta i l  is  complete

n2co.com

But don’t just take our 
word for it. Take theirs.

IN MAGAZINE & AD DESIGN

Interior & Exterior Real Estate Photography | Aerial | Twilight & Digital Twilight
3D Floor Plans | Virtual Staging | Real Estate Video

Mike Dew, Owner
C: 909.208.5653  |  ThePhotoDewd.com
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PARTNER WITH
ME TODAY AS
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I AM DEDICATED TO THE CLIENT EXPERIENCE
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Myiesha Majors isn’t your 
typical real estate agent. With 

a background in mortgage 
and a passion for community 

engagement, she’s become 
a dynamic force in the real 
estate world. Her journey 

into real estate was shaped 
by unexpected changes, 

personal growth, and a deep 
commitment to helping others.

MAJORSMAJORS
yieshayieshaMM

I WANT MY CLIENTS TO UNDERSTAND  
THE PROCESS FROM A TO Z. 

I'm constantly trying to make sure that people 
understand what the process is to buy a home.
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I want him to see that because when he grows 
up and gets married and has children and has a 

wife, I want him to be okay with having a  
STRONG FEMALE FIGURE AS A MOM AND 
BE OKAY WITH HAVING THAT AS A WIFE.

She entered the field of real estate after years 
in the mortgage industry, where she worked 
during a turbulent time when many people 
were losing their homes. Myiesha recalls nego-
tiating short sales and loan modifications on 
behalf of the bank. This experience provided 
her with invaluable insights into the complex-
ities of the mortgage process. After being laid 
off from her job, she decided to take a leap into 
real estate, obtaining her license just a few 
months after her son was born.

“I didn’t want to put him in childcare, 
daycare, or anything like that,” Myiesha 
explained. “So I thought, if I can make this 
work in a year, then maybe I’ll do this instead 
of going back to corporate.”

Her first year, she completed 10 transactions, 
proving to herself that she could make a 
career out of real estate.

Myiesha’s success is grounded in her 
extensive experience and her approach to 
working with clients. She brings a deep 
understanding of the mortgage industry, 
allowing her to guide clients through the real 
estate process with empathy and clarity.

“I want my clients to understand the process 
from A to Z,” she said. This commitment to 
transparency and education has earned her 
a loyal client base. “I’m constantly trying to 
make sure that people understand what the 
process is to buy a home,” she shared.

Her social media presence reflects this 
approach, with regular content that educates 
and informs. She also maintains strong rela-
tionships with her clients through consistent 
communication, sending newsletters, gifts, and 
holiday cards to stay top of mind.

Her team might be small, but it’s mighty. 
Myiesha works with a team of agents, including 
a general contractor who also serves as a high 

school guidance counselor. “I love having her on 
my team because when I have clients who need 
work done to their home for us to get it sold, I 
have a solution that’s easy for me to tap into,” 
she said, highlighting the collaborative spirit 
within her team. This diverse team provides a 
unique set of skills, allowing Myiesha to offer 
clients a range of services beyond just buying 
and selling homes. While she does most of the 
production on her team, Myiesha values the 
support and expertise her teammates bring.

Myiesha’s commitment to her community 
extends beyond real estate. She hosts a 
segment on American Dream TV, where she 
showcases local businesses and highlights 
community initiatives. One of her recent 
episodes focused on a family who lost their 
daughter to childhood cancer and created a 
charity in her memory. By shining a light on 
these stories, Myiesha is not only promoting 
local businesses but also supporting causes 
that make a difference. Her philanthropic 
efforts reflect her belief in the power of com-
munity and the importance of giving back.

Beyond her professional achievements, and the 
amazing support she gets from her husband, 
Myiesha is most proud of the example she sets 
for her son. As a successful business owner 
and a Black woman in a challenging industry, 
she inspires him to dream big and pursue his 
goals with determination. “I want him to see 
that because when he grows up and gets mar-
ried and has children and has a wife, I want 
him to be okay with having a strong female fig-
ure as a mom and be okay with having that as 
a wife,” she explained. With the support of her 
family and team, Myiesha continues to push 
boundaries and inspire those around her. Her 
story is a testament to resilience, hard work, 
and the power of connection. Whether she’s 
helping clients navigate the real estate market 
or highlighting community heroes, Myiesha 
Majors is making a difference one transaction, 
one episode, and one relationship at a time.
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FERNANDO SOLIS OWNER
626.807.4712

SPECIALIZING IN:
ARCHITECTURAL AND ENGINEERING PLANS

CUSTOM HOMES DESIGN  |  ADU DESIGN  |  COMMERCIAL TI
SCAN CODE

LAGUNA BEACH        LAGUNA WOODS        MISSION VIEJO        TUSTIN        BEVERLY HILLS        MURRIETA        CARLSBAD

Lisa DeWitt
25220 Hancock Ave. Suite 350

Murrieta, CA 92562
951.694.6300 • lisa@cornerescrow.com

www.cornerescrow.com

PROFESSIONAL
SERVICES,
UNWAVERING

INTEGRITY
A Team You Can Trust

to Get Your Clients
to Closing

ONE CALL TO
HIGHLANDER
TAKES CARE
OF IT ALL!

LOCH BELL

909-963-0756 • HighlanderInspections.com

Maximize Your
Closing Efficiency
With Our Comprehensive
Inspection Services!
• Home Inspection
• Mold  & Air Quality Inspection
• Sewer Scope • Infrared Scan

IE Agents
Our Bundle
Packages Offer
Savings for
Your Clients!

ANDY BURTON
Independent Area Director
951.334.5301
CutAboveGifts@gmail.com
CutAboveGifts.com

HELPING REALTORS® RETAIN THEIR CLIENTS IN THE INLAND EMPIRE FOR OVER 25 YEARS

American made since 1949

Our Sizzlin'
Summer Specials Await!

Contact us today.




