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PLUMBING  DRAINS  WATER HEATERS
24 HOUR SERVICE - 7 DAYS A WEEK

Mont Stephenson | Owner
602.757.6780

100PercentPlumber.com

CALL
for a FREE
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Leverage Our Expertise to Keep Plumbing Issues from Clogging Your Deals!

Your Pipeline to Success!
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fore, neither N2 nor the publisher may be held liable or responsible for the business practices of these companies.

NOTE: When community events take place, photographers may be present to take photos for that event, and they may be used in this publication.
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please email Chad at Chad.Jeske@RealProducersMag.com.
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

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

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

them for supporting the REALTOR® community!

AUTO, HOME &  

LIFE INSURANCE

Ted Mausbach American 
Family Insurance
Ted Mausbach
(480) 951-5058
8124 E Cactus Rd
Suite 420
Scottsdale, AZ 85260
www.tedmausbach 
agency.com

HOME &  

PROPERTY INSPECTIONS

Valley Building Inspections
(480) 860-1100
vbiaz.com

HOME INSPECTION

Stratton Inspection 
Services LLC
Paul Stratton
(480) 215-7264

HOME WARRANTY

First American 
Home Warranty
Karynn Waas
(480) 760-5623
2411 W Rose Garden Ln  
STE 100
Phoenix, AZ 85027
www.Kwaas.fahwcard.com

MORTGAGE

Adrian Webb 
Mortgage Advisors
(425) 658-8600
teamwebbloans.com

Guaranteed Rate Affinity
Kyle Pugel
(480) 444-5701
4346 E Sands Dr,
Phoenix, AZ 85050
www.grarate.com/ 
kylepugel.com

MORTGAGE BROKER

Forward Loans
(602) 714-0532
www.jeffohm.floify.com

PHOTOGRAPHY

The Capture Collective
(623) 734-6839
www.thecapture 
collective.com

PLUMBING

Code Blue Plumbing
John Gruber
(520) 297-9949
codeblueaz.com

PLUMBING / SEWER

100% Plumbing
Mont Stephenson
(602) 757-6780
17437 N 71st Dr
Suite 106
Glendale, AZ 85308
www.100percentplumber.com

REAL ESTATE 

PHOTOGRAPHY/

VIDEO/MATTERPORT

AZING REALTY MEDIA
(480) 243-3422
www.azingrealtymedia.com

ROOFING

Eco Roofing Solutions
(480) 695-7736
www.EcoRoofAZ.com

TITLE AGENCY

Premier Title Agency
(602) 818-4115

FULL SERVICE
CONCIERGE

EASY FLEXIBLE
SCHEDULING

ATTENTION
TO DETAIL

Uncompromising quality for discerning clients.

30 YEARS OF EXCELLENCE

VBIAZ.COM
480.860.1100

M E E T  T H E  S C OT T S DA L E  R E A L  P R O D U C E R S  T E A M

CHAD W. JESKE
OWNER/PUBLISHER

651-442-8466

Chad.Jeske@RealProducersMag.com

SHEA ROBINSON
CO-PUBLISHER

Shea.Robinson@n2co.com

TARA MYERS 
EDITOR

Scottsdale@RealProducersMag.com

DeANN MARTIN 
PHOTOGRAPHER

AZing Realty Media

ELIZABETH McCABE 
WRITER

CLAIRE PLANETA 
PHOTOGRAPHER

The Capture Collective

Have an idea, nomination, or just want to share something cool? Send us a direct message, or tag us on social media!  
@scottsdalerealproducers #scottsdalerealproducers
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(480) 885-1570



Scottsdale Real Producers • 1110 • June 2024 @realproducers realproducersmag.com

W
A

R
N

E
R

fe
at

ur
ed

 re
al

to
r

W
rit

te
n 

by
 B

ar
ba

ra
 P

ea
rs

on
Te

am
 P

ho
to

s 
by

 S
co

tt 
Fa

us
t

S
H
A

A

W
N

“Simply put, she is an A++!” reports 
a satisfied client describing Shawna 
Warner, a Founding Partner at 
RETSY, continuing “Shawna is the 
reason we have the home we love. 
She was always there for us. We went 
through a couple of years with lots 
of ups and downs in this challenging 
Phoenix real estate market, but she 
kept us encouraged in the search. 
Once we found the place we fell in 
love with, she was effective in closing 
the deal and guiding us through a 
smooth process.” 

Born and raised in Orange 
County California, Shawna 
graduated from San Francisco 
State University with her BA in 
Journalism. Soon after, she met 
her future husband, an Arizona 
native and moved to the state 
where after 30 years she con-
siders herself to be a native too. 
Not seeing career opportunities 
within her existing marketing 
skill set, she obtained her real 
estate license, and started in new 
home sales at a time when, as she 
recalls, “Thompson Peak Parkway 
was just a dirt road, and they were 
putting infrastructure in for the 
Gray Hawk community.” 

After her children came along, 
Shawna sought a better work/life 
balance and moved into residential 
resales with 19 years at Sotheby’s. 
In 2021, she became a co-founder 
of RETSY. “I had an opportunity 
to merge with Chris Morrison, 
whom I highly respect and who 
had plans to do things differently,” 
she explains. A recent market 
report recognizes their rapid 
growth— “a winning combination 
of proprietary technology and top 
agents have propelled RETSY to 
early success.”

Explaining that growth, Shawna 
says, “We wanted to offer tools 
to agents to enable integrity and 
operational effectiveness. We’ve 
grown from 12 to almost 160 
agents in less than 3 years, attract-
ing many of the top producers 
around the Valley who share our 
thinking and like our vibe.” As 
co-founder, Shawna sits on the 
Advisory Board and continues to 
sell real estate, one of a team of 
three partners who have worked 
together for 12 years.

As Shawna notes, “the real estate 
industry has changed so much. 
There are those who think it is 
easy and it’s not. It is problem 
solving, working with the client 
to find the lane of communication 
they prefer to build the relation-
ship, to meet their needs and 
protect their interests. We pride 
ourselves on the due diligence 
our processes ensure.” Her team 
operates with a full-time licensed 
transaction coordinator as well as 
experienced junior associates, yet 
she is not motivated to build an 
even larger team as she prefers to 
remain hands-on with her clients. 

Most of her business comes from 
referrals. “Our market niche is 
quite small: Arcadia, Paradise 
Valley, and Biltmore Corridor,” 
Shawna explains, “and we do our 
best to stay in front of our clien-
tele with targeted marketing using 
billboards, grocery carts, and geo 
targeted digital communications.”

A cornerstone of RETSY’S direct 
marketing to buyers introduced by 
Chris Morrison is their oversized 
QR Codes displayed on yard signs, 
allowing interested buyers to 
quickly connect via their phone 

Founding partners 
Rebecca Clayton-

Hoyt, Lara Broadrick, 
and Shawna Warner
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The Team at RETSY

for real-time information on the home right at the 
curbside. The result is homes sell faster and at 
higher prices. 

Returning to the importance of due diligence, 
Shawna says, “Integrity and trust differentiate us. 
I can’t tell you how many times I’ve come across a 
listing where the agent has ‘increased’ the square 
footage by 350 feet, which at $1,000 a foot is 
$350,000. We must always be on guard for our 
clients. We dig deep into the public records to get to 
the truth. In Phoenix today we need to be extra vig-
ilant, for example, to make sure the client’s house is 
hooked up to the city sewer.”

Outside of her work in real estate, Shawna is pas-
sionate about playing tennis early in the mornings. 
While her children were younger, she was closely 
involved in the community, coaching her daughters’ 
softball teams, running the auction and fashion 
show (raising more than $1 million for her son’s 

school), on the board of Little League, and on the 
Mother’s Guild at her daughters’ school. Plus the 
whole family worked with André House, a minis-
try to the homeless and poor populations of the 
Phoenix area. 

Today Shawna’s passion is still playing tennis and 
traveling to visit her children, now that two of the 

three are living out of state. While the oldest is 
in Phoenix, her middle child works on the North 
Shore in Chicago and wants to go to PA school. 
About the youngest, a junior at Ole Miss in Jackson 
MI, Shawna shares, “She wants to work in real 
estate, but I am encouraging her to get her business 
degree first. It would be great to build a legacy busi-
ness, but skills learned elsewhere would be useful.” 

Shawna is intimately informed about all segments 
of the market, selling from $300,000 condomini-
ums to the growing luxury end of the market, and 
the team’s average transaction is $1,800,000. She 
describes one transaction that was a significant 
source of pride. “In 2020, I sold the most expensive 
and largest house in Arizona for $24 million. While 
that price was surpassed in 2022, at that time it 
was the largest,” she notes. 

Looking ahead to the changing market in Phoenix 
and Arizona, Shawna predicts the team’s average 
transaction value will increase, and notes that the 
challenge for some years has been lack of inventory. 

“During COVID, Arizona became a desirable place to 
live. Californians moved here because they were tired 
of their children being taught school online while our 
schools were open. Our governor then had a more 
relaxed view. We saw a huge explosion in demand, 
and when people moved here, perhaps temporarily, 
they decided to stay, even if a few wanted to go back to 
a cooler climate. We have a wonderful lifestyle here. 
Now inventory is low because of high interest rates.”

On the founding of RETSY, Shawna believes that 
in giving tools to agents to help them succeed, 
they have done something unique in the industry. 
“Helping others succeed is core to my own perspec-
tive on personal success,” she concludes, “I’m an 
open book and a loyalist at heart; I protect those I 
care about, including our younger agents at RETSY. 
They are my community now.”

Shawna plays tennis with her business partner, Lara.

As a REALTOR®, do you rank in the top 500? Have you been 
successfully working in the real estate industry for many years 
and would like to share your story? Email us at scottsdale@

realproducersmag.com or reach out via social media to learn how.

Shawna with her family at her daughter’s wedding

I ’M AN OPEN BOOK AND A LOYALIST AT HEART; I  PROTECT THOSE 
I  CARE ABOUT, INCLUDING OUR YOUNGER AGENTS AT RETSY.  

THEY ARE MY COMMUNITY NOW.
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“After graduating ASU with a 
degree in economics, I didn’t 
know what I wanted to do or 
how my degree would be best 
utilized in the real world,” says 
REALTOR® Jacob Chapman. 
“I knew I didn’t want to be 
stuck at a desk for eight hours 
a day reading spreadsheets or 
preparing proposals, so I did 
what any young graduate with 
an economics degree would do; 
I submitted my application to 
the local police department.” As 
the process started to become 
closer to a reality, Jacob began to 
have reservations that this career 
choice may not be as rewarding 
as he originally believed, 
literally. “Money wasn’t my main 
motivation in choosing a career, 
but as much as I respected the 
profession, it had its financial 
disadvantages,” he shares.

After careful consideration, 
Jacob decided to step back for 
a year and take a job as a loan 
officer with his family’s mort-
gage company. “It took about 
30 days but once I received my 
first commission check, I knew 
I would be in commission sales 
for the rest of my career. I was 
making more money than most 
of my peers, setting my own 
schedule but was stuck at a desk 
most of my time.” It wasn’t long 
after Jacob began having success 
as a mortgage loan officer that 
he finally started to decide what 
he wanted to do going forward.

“Coming from a large family 
with a big network, we were 
referring all our real estate 
business to one specific real 
estate agent,” Jacob recalls. “I 
had a better idea. Why don’t 
they refer that business to me?” 
With that thought in mind, 
Jacob got his real estate license 
in 2007 and found real estate to 
be exactly what he was looking 
for. “I always wanted to be a 
business builder.”

After three years in real estate, 
Jacob knew that he would get 
his broker’s license. “That’s 
when I reconstituted Desert 
North Realty as the sole owner 
and the journey began.” Building 
a business from scratch is 
hard enough to begin with, but 
coupling that with a unique new 
strategy was going to make it 
even tougher. “Realtors, like 
many other professionals, resist 
change, especially when you are 

trying to convince them the tra-
ditional model is dying, and they 
should join a brokerage that isn’t 
designed to be profitable.”

It was a slow and deliberate 
process. After adding 70 agents 
to the team, Jacob’s concept and 
business plan have taken hold.

A BOOMING BUSINESS 
What is Jacob’s secret to 
success? Focusing on people, 
not money. He explains, “It all 
started when I dragged one of 
my longtime friends into the 
business kicking and screaming. 
He has an unbelievable ability 
to connect with people. He 
simply trusted me and took the 
leap of faith. His very first year 
in the business, he did well over 
six figures, more than double 
his previous years earnings as a 
truck driver. It was amazing to 
watch his growth,” he smiled. 
He went on to explain, “when I 
focused on helping people and 
growing their business, the dol-
lars came. When you take that 
mentality and mindset, it will 
spread like wildfire”.

He adds, “This business is a lot 
like show business. You can’t 
quit your day job until you make 
it big.” Jacob has helped many 
members of his team make the 
successful transition from their 
“day jobs” to a full-time solo 
career in real estate. He followed 
with, “We still have a physical M
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CHAPMAN
JACOB

demonstrating 
leadership
Written by Elizabeth McCabe

Professional photos by  
AZing Realty Media
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therapist, laser hair removal 
technician, and a mobile dog 
grooming business looking to 
make the transition.” With many 
of his agents’ clients coming 
from their existing business 
contacts, the timing of when 
to make the switch can be a 
challenge. “It’s rewarding to see 
them make the transition, but it 
can be scary,” he comments.

With any business, the only 
constant is change. As Jacob 
and his company move to other 
markets with their new con-
cept, he has had to make one of 
the toughest decisions to date, 
walking away from a brand he 
has spent years building. In his 
usual calm fashion, he simply 
stated, “It’s not about me or the 
company for that matter; it’s 

about the agent and their brand. 
I can’t expect an agent in South 
Beach to promote the name 
Desert North.” Consequently, 
Desert North Realty is in the 
process of becoming Realty85! 

FAMILY 
It’s all about family to this dedi-
cated father and husband. Jacob 
and his wife Stacy have been 
married since 2011 and have two 
children, ages 7 and 8. Jacob 
says, “She was pregnant for 2 
straight years and with 2 chil-
dren under 1, while trying to run 
a business. If you can survive 
that, you can survive anything!”

In his free time, Jacob enjoys 
taking his kids to school every 
morning. “I’m always home for 
dinner and bedtime,” he says. 
He cherishes the moments with 
his kids, including coaching his 
son’s football team.

FINAL THOUGHTS 
As Desert North Realty contin-
ues to grow, making the transi-
tion to Realty85, Jacob’s story 
stands as a testament to the 
power of vision, perseverance, 
and the invaluable role of rela-
tionships in building a thriving 
real estate business. With a 
focus on people over profits, 
Jacob is shaping a brighter 
future for himself, his family and 
the agents he proudly supports.

Do you know of any awesome real estate professionals who have worked in the industry for five or more years and are still 
crushing it, or are one yourself? Email us at scottsdale@realproducersmag.com to get the word out.

When I focused on 
helping people and 

growing their business, 
the dollars came. When 
you take that mentality 

and mindset, it will 
spread like wildfire.



Scottsdale Real Producers • 1918 • June 2024 @realproducers realproducersmag.com

Licensed & Insured | Supra Key (Lockbox) Access | Professional, Dependable, and Reliable | Highly Recommended

480-215-7264
INSPECTIONS@STRATTONINSPECTIONS.COM | WWW.STRATTONINSPECTIONS.COM

3303 E. Baseline Road # 119 | Gilbert, AZ 85234

• Residential Home Inspections
• Commercial Inspections
• Multi-Unit Inspections
• Pre-Sale Inspections
• New Build Phase Inspections
• One Year Warranty Inspections
• Sewer Scope Inspections
• Mold Inspections

THE #1  INSPECTION TEAM IN  THE  VALLEY

STRATTON INSPECTION SERVICES

Same Brand, New Reach – Tune in for free today

Inspiring conversations
with the nation’s 
top real estate agents.

Do you want a free FREE BINSR Repair Estimate... with inspection results?

SPECIALIZING IN
SEWER SCOPE 
INSPECTIONS

Schedule Online Now!  
www.codeblueaz.com

ROC 319497

24 Hr Emergency Service

Email infophx@codeblueaz.com     Call Now 928-500-2937

Discount for Veterans, Teachers and Realtors  |  We are Phoenix’s Realtors Specialists

MAXLINER TRENCHLESS
CIPP SOLUTIONS
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realtor on the rise

Jo
ne

s

Genuine. Transparent. Authentic. These 
three words describe Realtor Spencer 
Jones of Coldwell Banker Realty. He is 
licensed in both Arizona and Minnesota.

With his personality and desire to help 
others, he is building his business here in 
Scottsdale one satisfied client at a time. 
Spencer comments, “I like to be there 
for people and really connect with them, 
which may lead to a client or even a friend. 
That may mean someone at the coffee shop 
that you meet and greet. I value being a 
true friend and neighbor, someone you can 
count on in the community.”

Spencer has been married to his wife, 
Carla, since June 2021. He got involved in 
real estate 11 years ago, and Carla got into 
real estate during the pandemic.

RISE IN REAL ESTATE 
“I’ve been working as an active REALTOR® 
since COVID,” says Spencer. “I got my 
license when I was 18 and became active in 
real estate when I was 28.” He worked in 
project management at a specialty con-
tracting service before joining with Carla 
in real estate during the pandemic, eager to 
forge a new way in life.

Spencer has fond memories of his parents 
purchasing plenty of real estate when he 
was a child from Dave Bigham, a former 
professional pitcher for the Minnesota 
Twins. He says, “I watched my parents buy 
homes from him. I looked up to him and 
wanted to be a REALTOR® just like Dave. I 
got my license and started working for him 
before he passed away a year later.” After 
working for Dave’s team, Spencer joined 
Carla in real estate. Spencer and Carla both 
received the International Sterling Society 
in 2020 for reaching $170,000+ in commis-
sions. Spencer and Carla have consistently 

sold over $10,000,000 each year since 
2020, and hit $15,000,000 in sales in 2023. 

INSPIRING INFLUENCES 
One commonality that Spencer and Carla 
share is that they both look up to Carla’s 
aunt, Yvette Beaulieu. Carla explains, “She 
is a huge role model in my life and has 
become a huge role model in Spencer’s 
life. She’s a strong and powerful woman.” 
Yvette resides in Arizona and is a multi-
unit operator at European Wax Center. 
Yvette has coached them through situa-
tions with her business acumen.

Spencer also looks up to his best friend, 
Scott Gannis. He comments, “We met on 
the football team in tenth grade and have 
been best friends ever since. He has an 
interesting combination of an extremely 
hard work ethic and is the most intelligent 
person I know, plus he’s downright hilar-
ious.” Scott also officiated Spencer and 
Carla’s wedding, a moment that they will 
always treasure in their hearts.

BUSINESS EXPANSION & INVESTING 
Spencer has continued to expand his 
businesses and investments over the years. 
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Written by Elizabeth McCabe | Photos by Tammy Brice Creative
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BADGES

YOUR

SCOTTSDALE  
REAL 

PRODUCERS

CONGRATS FOR BEING ONE OF THE  

TOP 500 REALTORS® IN SCOTTSDALE!

Because you made the Scottsdale Real Producers 
squad, you now have your own EXCLUSIVE TOP 500 
badge to use in your marketing or however you’d like 

to show that you are a part of the exclusive community 
of the top 5% in Scottsdale.

Using your badge? We would love to see how! Show 

us how you are using your badge, and you just might 

find a picture of what you shared in the magazine! 

Social media, email signatures, web, listings, marketing 

material— nothing is off limits.

Our approved business partners/advertisers have their own 

badges as well. They are highly recommended by other 

top-producing REALTORS® and are some of Scottsdale’s 

most elite businesses, so give them a shot! 

Email scottsdale@realproducersmag.com  
to retrieve your badge.

First, when getting licensed and beginning to sell 
real estate in Arizona in 2022. In his first 18 months 
selling real estate in Arizona, he has accomplished 
over $10,000,000 in sales just in Arizona, while 
maintaining Minnesota real estate sales as his 
primary business. Additionally, his wife and him 
have used their real estate success to further invest. 
They are opening their first restaurant “Dexter’s” on 
50th in France in August of 2024. They partnered 
with James Beard Nominated chef Daniel Del prado. 
Dexter’s is named after Spencer and Carla’s beloved 
six-year-old French Bulldog, Dexter. “He might as 
well be the head of the household,” Spencer laughs.

Beyond Blessed 
When sharing his real estate career and how far 
he has come, Spencer has a heart of gratitude. He 
concludes, “I remember where I was and how happy 
I am now; I always remember when I wanted every-
thing that I have now.” Life is everything he has ever 
wanted, and he wouldn’t have it any other way.

Do you know of any awesome real estate professionals who have worked in the industry for five or more years and are still crushing it, or 
are one yourself? Email us at scottsdale@realproducersmag.com to get the word out.
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Are you planning an event or know of a local event you would like to invite other top-producing real estate agents to?  
Email a brief description to scottsdale@realproducersmag.com, and we’ll help you promote the fun!

SOCIAL PUBLICATION 
We design, print and dis-
tribute a monthly social 
publication for the top 
performers in the local real 
estate community. The arti-
cles in the publication are 
all about what is relevant to 
top performers. We share 
stories about top producers 
on what their routines are, 
what motivates them and how they got to the level 
they are at. We have articles that feature agents at 
different levels, leaders in the industry, popular and 
reliable partners, upcoming developments, luxury 
listings, investment properties, incredible admin staff, 
inspirational nonprofit activities and events.

Remember, all of our stories are procured through 
YOUR nominations, and there is NO COST to 
participate! We publish these stories for your bene-
fit and enjoyment. To nominate an agent or vendor 
to be featured in our platform in the next year, go 
to our nomination link: https://form.jotform.
com/232113855416149 (the link is also listed on 
our Instagram bio).

EVENTS 
We have a series of events planned for you in 2024. 
We won’t reveal ALL of them, as sometimes plans 
change; however, we have quite a bit in store!

Mastermind Panels — We have an educational series 
of events that will feature some of the real estate 
experts in our market. The panels will be your way to 
access not just who is doing it but what they are doing. 

Team Building Tours — We assemble a group of 30 
to 50 agents and preferred partners, and we go out 
for a night on the town — holiday tours, brewery 
tours, winery tours, nonprofit impact tours and 
more. Scottsdale RP picks up the tab on the bus, but 
we do ask that you contribute toward gratuity for 
the driver. If you are interested in learning more or 
joining us on one of these tours, please contact us at 
scottsdale@realproducersmag.com.

REALTOR® Socials — Quarterly we host what we call 
a REALTOR® social. These events typically include 
150-plus people at a location that is fun, interactive 
and has upbeat energy. The purpose of the socials is to 
give everyone an opportunity to meet, get to know each 
other and stay connected. Stay tuned for specific details 
about REALTOR® socials; they are always a blast!

SOCIAL MEDIA 
In addition to having a print presence, we are active 
on Facebook and Instagram! Don’t forget to like us and 
follow us at @ScottsdaleRealProducers! We post 
snippets of some of our articles there, promote upcom-
ing events in and for the real estate community and 
showcase our preferred partners— all who have been 
vetted, do great work, bring you solutions to help you 
sell homes faster and at a better price, and they have all 
been referred to us by real estate agents in the top 500!

WAYS TO BENEFIT  
FROM THE SCOTTSDALE REAL PRODUCERS PLATFORM



Did you know that nearly half of 
all First American Home Warranty 
members place claims each year?* Be 
sure to order our coverage for your 
clients — chances are they’ll use it! 

Contact me for details. 

*Based on First American Home Warranty fi rst-year real estate contracts in 2023.

Order Coverage 
They’ll Use

Your Local Resource 

Karynn Waas 
 480.760.5623

kwaas@fi rstam.com

©2024 First American Home Warranty Corporation. All rights reserved.         AD_JUNE_KWAAS_MRP_6_24

fi rstamrealestate.com  |  Phone Orders: 800.444.9030

“Protecting Client Relationships, Budget and Time”


