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“Being authentic in your positivity makes 
a big difference in every aspect of life.”

We had the pleasure of interviewing 

BryAnn Buhl. As she sat in her lovely 

home, her brand-new baby beside 

her, she graciously shared the 

journey that led her to this moment.

Growing up in Lemoore, BryAnn and her family 
took pride in the fact that their town was home 
to a Navy base. They frequently interacted with 
individuals from diverse backgrounds, forging 
meaningful connections with families stationed 
at the base. Her family also farmed cotton in 
Corcoran, so she was able to create memories 
out in the fields and ditches at the farm with her 
sister. Despite their busy lives, her parents, her 
father a police officer and her mother a stay-
at-home parent who also engaged in toy sales, 
worked tirelessly to provide for their family.

BryAnn, a relatively new agent to Kings 
County, embarked on her real estate journey 
after high school by pursuing a design degree 
at FIDM in Los Angeles. Upon completing her 
studies, she felt drawn back to her hometown 
of Lemoore. Starting with a marketing role 
at a local brokerage, BryAnn found joy in the 
creative aspects of the job, particularly in 
utilizing marketing and social media to set the 

realtor on the rise
Written by Ashley Kivisto
Photography by Danny Klorman 
and Megan Welker
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company apart. This experience not only honed her 
social media marketing skills but also underscored 
the importance of branding in real estate. Inspired 
by the potential to build her own successful brand, 
BryAnn obtained her real estate license and estab-
lished her own identity. Joining Modern Broker in 
2019 marked the beginning of her highly successful 
journey in the industry.

As BryAnn built her real estate business, she also 
taught pilates classes, which proved to be a signifi-
cant source of client acquisition. She recommends 
engaging in activities you enjoy with like-minded 
individuals when starting your real estate venture, as 
these personal connections can help expand your cli-
ent base and generate referrals. These days, BryAnn 
finds most of her new clients through her social 
media presence. She has quickly become a leader in 
online marketing in Kings County and beyond. 

A large part of BryAnn’s success has been her 
expertise in social media marketing. When first 
entering the real estate industry BryAnn recog-
nized the huge opportunity she had to establish 
her brand and expand her client base using her 
social media platform. This expression of her 
creativity has immensely boosted her business as 
well as earning her several awards in the social 
media marketing world, including being named the 
Top Real Estate Influencer in North America by 
Property Spark in 2021. When offering advice to 
fellow agents navigating the complexities of social 
media, especially women and young mothers, she 
underscores the importance of authenticity. Setting 
yourself apart and maintaining confidence, espe-
cially when facing new challenges, is key. It is also 
beneficial to have a positive energy. “Being authen-
tic in your positivity makes a big difference in every 
aspect of life,” she says of this advice. BryAnn also 

Being 
authentic in 

your positivity 
makes a big 
difference in 
every aspect 

of life.

”

““ encourages others to be unique in your content. “Imitation 
is your worst enemy. Finding your own path and creating 
your own brand will help you grow leaps and bounds com-
pared to copying someone else,” she advises. 

BryAnn is passionate about spreading the message that real 
estate isn’t boring and offers diverse paths to success. In 
BryAnn’s words, “don’t force yourself into a box, you can 
carve your own path.” Working in real estate is exciting 
for BryAnn as every transaction is different. “It keeps you 
on your toes,” she remarks. This career has profoundly 
impacted her life, enabling personal growth and newfound 
confidence. Embracing her role in real estate empowered 
BryAnn to navigate conflicts and ultimately gain indepen-
dence, leading to significant life changes, including the 
decision to leave her first marriage.

In 2023, BryAnn married her husband, Parker, and she 
couldn’t be happier. Having a partner who fully supports her 
dreams, sets ambitious goals, and wholeheartedly believes in 
her and her aspirations has profoundly impacted her life. This 
February, they welcomed their first child, a son named Cavin. 
With both parents working in real estate and the flexibility 

to divide their time between home and work, Cavin has 
already become a part of the family business.

BryAnn believes in a “community over competition 
mentality,” asserting that collaboration is the best 
way to grow. She practices this conviction by being a 
member of the Board of Directors for the Kings County 
Board of Realtors. She has also been the recipient of 

multiple honors from Modern Broker, including their 
gold and platinum awards. 

Moving forward, BryAnn has ambitious plans to inte-
grate coaching programs into her services, and further 

expand her rental and investment portfolio alongside 
her husband Parker. In order to create balance 

and allow BryAnn to focus on being a mother as 
well as on her coaching and real estate, Parker 

will continue increasing investments, such 
as rental properties. The couple recently 
acquired their newest flip with intentions 
to transform it into their third Airbnb. To 
track the progress of this project and follow 
BryAnn’s other adventures in real estate 

and life with a newborn, you can find her 
on Instagram @bryannbuhlrealtor.

BryAnn Buhl is currently 
a realtor at Modern Broker in 
Kings County, California.
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SHAWN CARDOZA
Founder of RealCop Real Estate Coaching,
a division of Legacy Real Estate Inc.
Real Estate Coach with Icenhower Coaching and Consulting
559.318.6727
shawn@cardozaregroup.com

Happy Mother's Day to all the amazing mothers out there!  Specifically, you 
amazing mothers who are serving your clients day in and day out in the real estate 
industry while juggling soccer practice, baseball practice, dance practice, and all 
those other family activities this spring!  You are true heroes!  With that said, and 
with SPRING in the air, I thought I'd use this coaching segment to bring up an 
item that's near and dear to my heart.  Client appreciation events!  High-level lead 
generation MUST include client appreciation events throughout the year. These 
events are meant to give you opportunities to contact your sphere and database 
every month or, at minimum, every quarter. Stick to a plan of 4 to 6 events a year.  
But what if you have no money to put on a client appreciation event?  I'll showyou 
ways to do the event for free or at least for a very minimal cost.  
The Event:
Here is a list of events you can do throughout the year:
Mobile Blood Drive Van
Local Non-Profit Fundraising Event
Canned Food Drive
Winter Coat Drive
Toys for Tots
Relay for Life Sponsorship
Back to School Supplies Drive
Giveaways that support local businesses (gift cards for local restaurants)
Collect donations to local homeless shelters or soup kitchens.
Mothers Day
Fathers Day
High School Graduation

Seasonable Ideas:
Spring:
Photos with the Easter Bunny, Egg Hunt, Cinco de Mayo Taco Truck, Prom

Summer:
Pool Parties, Ice Cream Social, Fourth of July Parade Watch Party, Chili Cookoff

Fall:
Back To School Supplies or Backpacks for Kids, Harvest Party of Pumpkin Patch, 
Halloween Party, Thanksgiving Pie Giveaway

Winter:
Photos with Santa, New Years Eve Party, Valentine's Day, Groundhog Day, St 
Patrick's Day

Short on Money? 
Do you have a favorite lender, Home Warranty Company, Home Inspector, 
Contractor, etc?  These close relationships all would love to partner with you 
financially to do events together.  They actually rely on you to come up with ways 
to interact with People!

Other Ideas to get started:
Search on your local Community Calendars or Chamber of Commerce.  They're 
always doing events for the community.  Ask them if you can donate time to their 
event.  This is your opportunity to piggyback on their event and promote the event 
to your SOI and database!  They love the help.  Donate to their cause!   

The Plan:
Now that you have events scheduled throughout the year, it's time
to promote them! Below is a simple 12-week plan for promoting your events.

Week 12 - 12 weeks prior to the event, the magic starts.  Send out the Save the 
Date Email and Save the Date Mailers to all of your database, Specifically the SOI 
clients

Week 11 - Start the SOI Invitation Phone Calls.  Our suggestion is five phone calls 
per day until complete

Week 10 - Time to send out the Dave the Date to the SOI on Facebook with 
First/Personal Messages.  Continue to call SOI 5 calls a day

Week 9 - Let’s get Formal with formal invitations mailed out to the SOI.  Continue 
to call the SOI 5 calls a day

Week 8 - That amazing formal invitation you mailed out in week 9, make sure you 
have a digital copy and send it out to all the SOI Via Email.  Continue the SOI calls, 
five a Day.

Week 7 - Let's Now take that formal invitation and send it out through Facebook 
Messenger.  Continue the SOI calls five a day.

Week 6 - Time to Post about the Event on your Facebook Business Page and 
continue the SOI Calls, five a day

Week 5 - Share the Event Invitation on your Facebook Business Page onto your 
personal FB pages.  Continue the SOI calls five a day.

Week 4 - Let's remind everyone about the event with an email blast out to the 
Database.  Continue five a day calls to the SOI

Week 3 - Continue the SOI Invitation calls.  Sent out a Bulk Text event reminder

Week 2 - Event Reminder Email blast out to the database.  Slydial/broadcast 
voicemail drop to the entire SOI

Week 1 - Repost the event invitation on FB Business Page and Facebook Personal 
Page.  Email out your final Event Reminder to the Database.

POST EVENT—It's time to celebrate. Send out a thank-you email to the entire 
database, not just those who showed up. Remember, this is a touch. Send out 
thank-you letters and post tons of photos of the attendees on Facebook, tagging 
all the attendees.  

The reason for the event isn't actually for the event.  The reason, of course, is for 
the contacts. These calls you're making WILL turn into real estate conversation 
calls and referrals.  Your goal is to create Mindshare with your people.  I've had so 
many past interactions with agents saying, "I've already contacted my SOI, now 
what??".  It makes me laugh.  Drive your business like you drive your car.  
Looking through the windshield, not the rearview mirror.  Have a plan throughout 
the year on how you're going to continue to contact your SOI.  We host these 
events for many different reasons, but three of the top reasons are; Contacts, 
Referrals, and Online Reviews.  So go out and Plan your Work and Work your 
Plan!  Get it, it's not going to come to you! 
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The balancing act of a real estate 
agent and mother isn’t always easy, 
but Sarah Hedrick may just be a 
prime example of how to succeed at 
both. Sarah is a successful agent with 
Guarantee Real Estate in Fresno., 
but more importantly, she is a proud 
mother of two successful young men. 

“The good things were that I could schedule 
around their schedule, for the most part,” said 
Sarah, who has been a real estate agent for 21 
years. “Real estate isn’t really a part-time job, 
but I would make sure I was available to pick 
them up from school, I went to all their awards, 
worked in the classroom and I even coached soc-
cer. I went to every sporting event. I worked my 
schedule around that. They were my priority.”

Sarah’s two children Blake and Tanner are no 
strangers to the world of real estate. They heard 
plenty of conversations over the years at home 
and on drives in the car. Blake even had his real 
estate license at one point, but has since settled 
into working in the automobile industry with his 
brother, father an Grandpa. 

“My internal struggle was trying to be really pres-
ent with my children and be really good at my job,” 
Sarah said. “There was always a tug-of-war with 
that. I’d be home because my job was ‘flexible’ but 
they didn’t expect you not to do everything. The 

good thing is I was home with 
them, but the struggle was balanc-
ing being really present and also being 
available for the clients and my job.”

Sarah was present. Not only was she the mother of 
two boys, but she was also “mama” to all of their 
friends. Sarah said when Tanner was in 8th grade, 
he had friends over for a fantasy football draft. She 
ordered them pizza, and they played water polo in the 
pool while waiting for the draft to start. They all had 
a really good time. From that night forward Tanner’s 
and Blake’s friends were regular Friday-night visitors. 
Then, on Saturday morning, Sarah would make the 
boys her special Swedish pancakes. The recipe for the 
Swedish pancakes is not exactly top secret and Sarah 
would be willing to share the deliciousness with any-
body who reached out to her asking for it. 

“They call me mama Sarah,” she said. “My boys and 
their friends are my number one priority. They make me 
happy. I love my job, but it is second to my boys.” 

Sarah and her boys live within two miles of each other. 
Tanner recently got married in July and Blake is get-
ting married later this year in October. Sarah said she 
loves her new daughters and while she doesn’t have 
any grandkids yet, she is grandma to three “grandogs.”

“I love it,” Sarah said about her relationship with 
her children. “I want them to be happy with what-
ever they want to do.”

Sarah
HEDRICK

My 
approach 
has been 

to, do
the right 

thing.

“
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Sarah grew up in the real estate business at the 
same time her boys were growing up. When Tanner 
was in kindergarten, Sarah was encouraged by 
her realtor to get her real estate license. She had 
no real intention of ever actually pursuing real 
estate as a career but she wanted to take the test 
just to keep her brain busy. Sarah passed the test 
and started making her way down to the office to 
answer floor calls. She started working and her 
real estate business took off from there. Sarah 
couldn’t remember how much she did in her first 
year of business in 2003, but things started coming 
together for her in 2004. Sarah recalled her first big 
piece of business in 2004, a commercial deal, the 
Regency Theater in Clovis for her father-in-law. 

“It was fun,” she said about closing the deal. “I didn’t 
know what I was doing at the time, but I didn’t really 
know that. I was nervous. It was fun because I just 
wanted to help. I wanted to do a good job for him.”

Wanting to do what’s best for her clients is what 
has pushed Sarah forward in her business. Sarah 

makes sure she is transparent with her clients and 
does what is in their best interests.

“My approach has been to, do the right thing,” she 
said. “If I make a mistake, I just tell them. I own my 
stuff. I am focused on them. I don’t even think about 
the commission. If Bob and Sandy want a house 
and then I find out something isn’t right with it, I 
let them know. If they still want it, great, but I am 
always honest and transparent.”

Honesty and transparency has gone a long way for 
Sarah. She had a successful 2023, recording over 
70 transactions totaling more than $44 million. 
Sarah’s success can be attributed to her values. She 
is always reminding herself to stay focused on the 
goal. She wants to give her clients every possible 
option so they can make an informed decision. 

“I’m not the decision-maker,” Sarah said. “I try to 
come up with the resources for them to make an 
informed decision. If something is wrong with the 
deal and they don’t like it, they shouldn’t settle. 

That’s how I think anyone gains 
anyone’s trust. You can’t be doing it 
for you; you’re doing it for them.” 

Relationships have been key for 
Sarah throughout her life and her 
21 years in the real estate industry. 
Starting with her relationship with 
her mother, to her children, to her 
clients, Sarah wants to leave every-
body she runs into better off than 
when they met.

“I always want to do the best that I 
can do,” Sarah said. “I want to add 
value. I want to leave people better 
or at least the same. I don’t want to 
leave them worse. In this job, there 
can be a lot of stress, but you can 
always find kindness. It is my goal 
to leave them in a better place.”

Sarah Hedrick is an agent 
at Guarantee Real Estate 
in Fresno, California. 

Kelly Brooks Insurance & 
Financial Services

Kelly Brooks
559.358.0917

kbrooksagency@gmail.com
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At Core Aesthetics in downtown Visalia, immerse yourself
in Michelle's Comprehensive Treatments—a haven of
therapeutic touch. From hydrafacials, anti-aging & acne
treatments to dermaplanning, Core Aesthetics has
everything you need to achieve beautiful, glowing skin!

559-679-2240Book your treatment today!

F O R  G L O W I N G  S K I N

Scan for more info:

Realtors First Choice

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

Same Brand, New Reach – 
Tune in for free today

podcast.realproducersmag.com

““
I try to come up with the 
resources for them to make 
an informed decision.
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T h e  A v e n u e  H o m e  S t a g i n g  &  S h o p p e  a t  T h e  A v e n u e

Andrea Van Groningen grew up in Dinuba in a loving 
home where she and her family were always celebrat-
ing life. When she was young Andrea enjoyed rear-
ranging dollhouses and cutting out magazine photos of 
home decor, which ultimately manifested into a suc-
cessful career. Today, she stands as the proud owner 
of The Avenue Home Staging, along with Shoppe at 
The Avenue, a retail store adorned with exquisite 
home décor, and The Avenue Interiors, an esteemed 
interior design firm. Maintaining all three businesses 
is an impressive feat on its own, but Andrea and her 
husband Daniel, who is also an entrepreneur, are the 
proud parents of 6 children.

From a young age, Andrea dreamed of becoming a 
first-grade teacher, a goal she achieved after going 
through the credential program at Fresno State. 
Not only did she teach several years of first grade, 
she also found fulfillment teaching at Fresno Adult 

School. It was during this time that she stumbled 
upon a flier on her doorstep, urging locals to con-
sider fostering children, particularly siblings in need. 
Answering this heartfelt plea, Andrea and her hus-
band, Daniel, opened their doors over the years to 
over a dozen children in the foster system. However, 
as the demands of teaching and parenting converged, 
Andrea faced a pivotal decision. Recognizing the 
pressing need within the foster system, she made the 
difficult choice to step away from her teaching career 
and fully commit to the role of a devoted mother.

Andrea and Daniel met in college at a church 
gathering and were introduced by mutual friends. 
They married right after graduating college. Daniel 
worked for PG&E while Andrea taught first grade. 
Daniel now owns and operates his own utility 
consulting company and helped Andrea start her 
staging business. Growing up with both parents as 

partner spotlight
Written by Ashley Kivisto
Photography by Cory Mayo Media

Andrea
VAN GRONINGEN

entrepreneurs have proven advan-
tageous for their children, providing 
firsthand insight into the realities of 
owning and managing businesses. 
The couple emphasizes to their 
kids that the flexibility they enjoy is 
the result of hard work and perse-
verance. They also point out pain 
points that only business owners 
experience, showing their kids the 
risks and rewards. Moreover, they 
instill values of balance and bound-
aries, opting not to work during 
evenings and weekends, reserving 
that time exclusively for family.

Andrea loved the thought of adopt-
ing from a young age. When they 
married, they were both open to the 
idea of adopting without necessarily 
having a plan to. After only fostering 
children who were on a path to reuni-
fication with their parents, Andrea and 

Daniel saw the great need in the foster system 
and so decided to officially adopt. During an 
initial meeting with two prospective adoptable 
children, a poignant moment unfolded: the 
young girl inquired of another adult, “Did you 
like my mom and dad?” referring to Andrea and 
Daniel. Meanwhile, her younger brother pointed 
at Daniel and affectionately declared, “My dad!” 
These heartfelt interactions served as cata-
lysts for the couple, solidifying their decision 
to welcome the siblings into their lives as their 
first legal children. Today, the family boasts 6 
children, ranging in age from 4 years old to 19 
years old. Andrea and Daniel’s oldest daughter 
will graduate high school in 2024, the same year 
their youngest daughter starts kindergarten. 

In 2014 Daniel was a realtor and when he 
needed some assistance making a listing more 
appealing, Andrea jumped at the opportunity to 
transform the home into something appealing 
to buyers quickly, and she excelled. The listing 
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sold quickly with praise from realtors showing 
the house based on its visual appeal. At the time, 
home staging was not a huge industry in the Central 
Valley, but Andrea knew it was the right path for 
her. She started acquiring furnishings from craig-
slist, home decor retailers, and even her own home. 
It was the perfect opportunity for Andrea to work 
doing something she truly enjoyed, while still being 
an excellent and available parent for her children. 

In its first year, The Avenue Home Staging Andrea 
staged 4 homes. Last year the company staged 199 
homes. This growth has necessitated a team that 
Andrea is extremely proud of. Emphasizing her 
belief in collaboration, Andrea firmly states, “I am 
not a one-man band.” Andrea sees her employees 
as an extension of herself, and trusts them com-
pletely. This team dynamic not only allows Andrea 
to prioritize her children but also fuels the growth of 
her home design empire. “I feel very blessed to get 
to do what I love every single day,” Andrea remarks. 
Indeed, when she first embarked on this venture, 
Andrea never envisioned the scale it would reach a 
decade later. All three of her enterprises have flour-
ished over the years, with her retail store, Shoppe 
at The Avenue, even earning the prestigious 2024 
CVLUX award for Best Home Furnishings. 

In her spare time Andrea enjoys spending time 
with her family, doing DIY projects around the 
house with Daniel, thinking up new business 
strategies and design ideas, going on “treasure 
hunts” at antique and estate sales, and ending her 
day watching The Tonight Show. She loves the 
light-heartedness and desire to see the good in 
people that Jimmy Fallon exudes. 

Andrea’s advice for fellow mother entrepreneurs 
is simple yet profound: if you love something 
and have the passion for it you should go for it. 
“There’s nothing that compares to doing what 
you love,” she emphatically declares. It is also 
beneficial to find people you trust to delegate 
some of the work to so you can say yes to busi-
ness and family. She advises that you cannot say 
yes to everything. By saying “yes” to one thing, 
you are saying “no” to something else, so first 
establish your “why” and that’ll help dictate what 
all you can say “yes” to and what should be the 
priority. When asked, Andrea says, above all else, 
being a mother is her greatest accomplishment. 

Andrea Van Groningen owns and operates The 
Avenue Home Staging, Shoppe at the Avenue, and 
Avenue Interiors, all based in Fresno, California.

I  F E E L  V E R Y  B L E S S E D  T O  G E T  T O  D O 

W H A T  I  L O V E  E V E R Y  S I N G L E  D A Y .
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