





ONE EYE ON THE FUTURE

In real estate, Jason remains disciplined. He sets high
standards for himself, valuing every interaction and
opportunity. That has paid off for his clients, who appreci-

ate his steadfast nature and attention to detail.

“My clients quickly realize the value I place on every one
of them. I firmly believe home buying and selling should
be a positive experience, and I do everything I can to
eliminate all the stress, worries, and tensions associated
with moving,” Jason says. “Discipline has been the key to
my success. I'm very rigid in my schedule. My availability
stays open because I work with a lot of military families

who aren’t here in Alaska yet. I have to work with time
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“More than anything, | &
want to be remembered
for being helpful, as
someone who deeply
cared about people. |
want to be remembered
as someone who
motivated others and as
someone who’s a risk
taker,” says Jason.
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zones and time restrictions, so my work ethic and

willingness to be flexible has helped me.”

After two years with the real estate team Veterans
of the Valley, Jason stepped out on his own as a
solo agent with Elite Real Estate Group on October
1, 2024. It’s a significant change, but one he’s
excited about. In 2023, he closed 18 transactions
for nearly $7 million. As a solo agent, he’s looking

to build upon that success.

“I've learned a lot over the last two years. Serving on
a team has helped me learn, and I am so thankful for
the opportunities. I'm at a place now where I'm able

to move forward in a different capacity,” Jason shares.
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Favorite Quote
“Whatever you do, do it to
the best of your ability.”
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Although his business model has changed, Jason’s
approach remains the same. He aspires to continue help-
ing families—particularly military families—buy and sell

real estate with integrity.

Jason also has a passion for community service and men-

torship. He recently started a motivational speaking ven-

ture called Ignite Your Fire. This four part speaking series
offers a safe space for community members to share their
stories, encourage others, and lift each other up. Jason’s

first event had over 70 people in attendance.
“I’'m hoping to motivate our community members through

storytelling of trials and challenges,” Jason explains. “This

is something I am really passionate about.”

-

In Alaska, Jason took up new hobbies like fishing, rediscovered his love
for nature, and discovered a new community.

LEAVING A LEGACY

Jason and his wife, Ciara, have a college-aged daughter,
Jazlyn, who currently attends school in Tampa, Florida.
With an empty nest at home, Jason and Ciara have
enjoyed traveling and spending more time outdoors.
They also have three dogs: a labrador mix and two chi-
huahua mixes. When he’s up for a night out, you might

find Jason singing karaoke.

As Jason reflects on his journey, he
taps into a sense of pride. His work in
the military took him all around the
world—California, Turkey, Florida,
Delaware, Hawaii, New Mexico,
Virginia, and Alaska. Now, in the
second leg of his professional life, he’s
found a new home in real estate, and
there’s nowhere he’d rather be doing it
than in the wilds of Alaska.

“More than anything, I want to be
remembered for being helpful, as
someone who deeply cared about
people. I want to be remembered as
someone who motivated others and as

someone who’s a risk taker.”
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QuickBooks Online
Tutoring & Set-up

Bookkeeping

Uf'ﬁCe Essentials lI| {QuickBooks Online)
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Top-Tier
Pest Solutions
for Top-Tier
Properties

PEST CONTROL
OLUTION

CALL APEX

to protect your
clients’ investments!

807-351-5531
apexpcsak.com

26 - November 2024

A-1INSPECTION SERVICES LLC

STEVE AMIDON, INSPECTOR
HIN 131 INSURED

www.alinspections907.com | aone@mtaonline.net

907-892-4444

That chill in the air means one thing—homebuyers are anxious to say ‘yes’ before
the first snow falls. When opportunity knocks, give us a call. We’ve got loan
options to help you close the deal, no matter how unique the situation seems.

VA | FHA | Conventional | AHFC | HUD Section 184
Jumbo Loans | Lot and Recreational Property Loans
Zero Down Portfolio | And more

Rebecca Scott Mandi Stone-Mercer Tammy Hull Kirsten Forbess
NMLS #1216459 NMLS #1676665 NMLS #203533 NMLS #203706
907-232-0173 907-715-9579 907-841-2354 907-841-5951

Let’s work together. Call today!

LENDER NMLS #157293 G LO BI*\ L

Global Credit Union Home Loans’ operations, products and/or services do not C R E D I T U N I o N
originate from, and are not endorsed by the Veterans Administration (VA), —
United States Department of Agriculture (USDA), Department of Housing and

Urban Development (HUD) or Federal Housing Administration (FHA). Home Loans




P» coaching corner

By Wayne Salmans, Founder of Hero Nation Coaching

Hero
Nation

Coaching

How to Be the Agent Who
Changes the Game for Veterans: A
Guide to Making a Lasting Impact

As areal estate agent, you have an incredible opportunity

to serve those who’ve served our country—veterans. These
men and women have given so much for our freedoms, and
they deserve more than just a transaction. They need some-
one who understands their unique challenges and can guide
them to take full advantage of the benefits they’ve earned.
Veterans are out there, often unaware of the powerful
home-buying resources available to them. As a real estate
professional, you have the chance to not only educate them
but to simplify the process, offering them the stability and
security they deserve. The question is: Are you ready to step

up and be the agent they can rely on?

Why Focus on Veterans?

Working with veterans isn’t just about growing your
business—it’s about making a meaningful difference.
Many veterans don’t know the full range of homeowner-
ship benefits available to them. These are benefits they’ve
earned through their service, and your role is to ensure
they capitalize on them.

Helping veterans buy a home means giving them more than
just a place to live—it’s about providing stability after years
of sacrifice. Your support can change lives, and that’s an

impact you can be proud of.

Master the VA Loan Process

The VA loan is one of the most valuable tools veterans have
for buying a home. But here’s the reality: not every veteran
knows how it works or how to access it. That’s where your

expertise comes in.
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Some of the key benefits of VA loans include:

* No Down Payment Required. This is huge. Veterans can buy
a home without having to save for a massive down payment.

* No PMI (Private Mortgage Insurance). Unlike conven-
tional loans, veterans don’t have to pay this additional cost,
which can save them hundreds of dollars a month.

* Lower Interest Rates. VA loans often come with better
interest rates than conventional loans, making homeowner-
ship more affordable in the long run.

* Funding Fee Exemption. Veterans with service-connected
disabilities may be exempt from the VA funding fee, reducing

upfront costs even further.

Your job is to know these benefits thoroughly and be able to
explain them clearly. Veterans need someone who can show
them how to leverage these benefits to secure a home that

sets them up for long-term success.

Guiding Veterans Through the Certificate of
Eligibility (COE)

The first step in using a VA loan is obtaining a Certificate of
Eligibility (COE), which proves a veteran meets the service
requirements for the loan. For many veterans, this step can
be confusing. As their agent, you can help simplify the pro-
cess by walking them through the necessary steps, whether
it’s applying online, through a lender, or by mail.

‘When you make this process easy for them, you show
that you’re more than just an agent—you’re someone
they can trust to guide them through the complexities of

homeownership.

Educating Veterans on Property Tax Exemptions
Another critical benefit veterans may not know about is
property tax exemptions. Depending on their state and
disability rating, veterans can save thousands of dollars
annually on property taxes. But many aren’t aware of
these savings.

Here are some examples of state-specific benefits:

* Texas: Veterans with a 100% disability rating are exempt
from all property taxes.

* Florida: Veterans who are 100% permanently and totally
disabled, or those with a 10%+ combat-related disability,
may qualify for partial or full property tax exemptions.

» Alaska: Veterans who are 50% or more disabled can
receive a property tax exemption on the first $150,000 of
the home’s value.

As an agent, your role is to help veterans navigate these
benefits and guide them through the application process. By
doing so, you demonstrate a commitment to serving them

beyond the transaction and into long-term financial stability.

Partnering with Veteran-Friendly Lenders

Working with lenders who understand the VA loan process
is critical. Not every lender is familiar with the nuances of
VA loans, and as an agent, you want to ensure your veteran
clients are connected to professionals who know how to

help them succeed.

When you partner with veteran-friendly lenders, you
streamline the process for your clients, reducing stress and
ensuring they get the best possible deal. This kind of coordi-
nation sets you apart as an agent who truly understands and

values veterans’ needs.

Be a Trusted Advocate, Not Just an Agent

Veterans deserve more than just a real estate agent—they
deserve someone who advocates for their best interests
every step of the way. Veterans value loyalty, trust, and com-
mitment. By taking the time to explain their benefits, connect
them to resources, and make their experience as smooth as

possible, you build relationships that go beyond the sale.

When you go the extra mile—whether by connecting them
with local veteran support groups, helping them apply for
tax exemptions, or offering guidance on using their bene-

fits—you’ll become an agent veterans trust and recommend.

Consider Hiring Veterans for Your Team

Another impactful way to support veterans is by hiring them

within your real estate business. Veterans bring leadership,
discipline, and a results-oriented mindset that can enhance
any team. Whether you’re looking for new agents, marketing
staff, or administrative support, veterans have the skills and

dedication to help your business thrive.

Hiring veterans isn’t just good for business—it’s a tangible
way to show your commitment to supporting those who

have served.

The Bottom Line: Serve with Purpose

Supporting veterans as a real estate agent isn’t just about
closing deals—it’s about giving back to those who’ve served
our country. By mastering the VA loan process, guiding them
through property tax exemptions, partnering with the right
lenders, and serving as a trusted advocate, you can make a

real difference in veterans’ lives.

This isn’t just another transaction—it’s a chance to be part of
something bigger. By stepping up to serve veterans with pur-
pose and care, you build a reputation as the agent veterans

trust with their most important investment: their home.

For More Info on Supporting Veterans:

* National Association of REALTORS® (NAR) - VA Home
Loans Guide

https://www.nar.realtor/va-home-loans

* Military Benefits - State Veteran Benefits
https://militarybenefits.info/state-veterans-benefits/

* Military.com - Veteran Homebuyers Guide

https://www.military.com/money/va-loans

Wayne Salmans

World-Class Coach, Author, and Keynote Speaker
Hero Nation Coaching

Text 469-500-3642

@waynesalmans

In the past decade, he has coached and trained over 6,000
entrepreneurs, awarded 30 under 30 by Realtor Magazine,

and ranked one of the top coaches in the world.

Wayne is the coach leader’s call when they are done with one
size fits all answers and know they deserve a custom tailor
plan to help them get where they want to go faster and with

fewer bruises.

AN

HERO NATION
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From Damage to Dream Home =
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MOLD REMOVAL | FIRE & WATER DAMAGE | CONTENT CLEANING | CONSTRUCTION
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‘They served us,, .

we're here to serve them.

~ RESTORATION ¢
e (C rCLEAHIHG

’GALL FOR 24/7 EMERGENCY 8ERVICE/
Anchorage 907-331-3065 | Valley 907-331-3924 | TCMRestoration.com

Tru BI/{ l' [ t Co n truc tl' on ££c Guiding You Through Every Financial Milestone . .
Re-Lstablished in 2022 The VA Home Loan is a simple way
to say “‘thank you’ for everything 7 a

they do. Chris Chisholm

NMLS #190271| Sales Manager

(907) 242-0531

cchisholm@loanDepot.com
www.loanDepot.com/cchisholm

o Nodown payments
o Competative rates
« No VA funding fee for Purple Heart recipients

« No monthly Private Mortgage Insurance payments

Protection Planning We’re here to guide, support, and M:ggoyfsgle .
Retirement Income oan Consultan
Investing forthe Fucure celebrate with your clients as they (907) 232-1063

DNSTRUCTION 3 ] ]
Tru Built Construction offers a variety of work 1 Step into their new home.

from interior/exterior remodels all the way to y
complete residential home builds.

mmassie@loanDepot.com
www.loanDepot.com/mmassie

*Let’s help create strategies for your financial goals - call now!

907.357.4695 * JFearnCondon@FT.NewYorkLife.com

‘1, 190 E. Herning Ave.  Wasilla, Alaska 99654 @ 1174 N. Leatherleaf Loop Suite G, Wasilla, AK, 99654 | loanDepot.com, LLC is not acting on behalf of or at the direction of HUD/FHA or the federal government. This
information is not intended to be an indication of loan qualification, loan approval or commitment to lend. Loans are subject to credit and property approval. Not

srronruny  all products available in all areas. Other limitations apply. Rates, terms and availability of programs are subject to change without notice. (043024 133871-1112b)

Please contact us today for your next project! | ke
9 07 = 33 1 = 7074 o WWW.tI'LI bu I Ita k. CO m *Registered Representative offering securities through NYLIFE Securities LLC (Member FINRA/SIPC), A Licensed Insurance Agency

and a New York Life Co.. NEW YORK LIFE and the NEW YORK LIFE Box Logo are trademarks of New York Life Insurance Company.
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TOP AGENT:

Southside Strength and
Fitness is well known

for its strong culture,
inclusive community, and
indestructible core values.

A mere ten years ago, he was away from home for
weeks on end, fighting horrific fires that would
make any sane person run in the other direc-

tion. But as someone who thrives in adversity, he
needed it. That level of adrenaline only comes from
warzones and a select few natural disasters, and if
there’s one thing he knew how to do, it was succeed

in the midst of chaos.

After several years of being away from home and
running headfirst into danger for weeks on end, he
started to notice a pattern among those who had

been on the job longer than him. Those in their mere
30s and 40s were struggling with chronic pain and
ailments they’d attained through firefighting; ailments
that would never really go away. It directly impacted
not only their own quality of life, but that of their fam-
ilies as well. In spite of the fact that he loved his job,
and was quite exceptional at it, he saw the writing on
the wall and decided it was not going to be a long term
path for him. Having already worked some odd jobs in
construction and property management, he felt drawn

to real estate and jumped in with both feet.

His uncanny ability to lead in any environment was

P» feature story

Story written by Lindsey Hardman
Photography by Heather Dunn, Ambience Photography

obvious before he even became licensed in 2017.
He got started on an established team but within
2 months, realized his best bet for success would

be to strike out on his own...so that’s exactly what

RE/MAX Dynamic Properties
Precision Home Group

Lindsay

FOUNDATIONS OUT OF FLAMES

WHAT DO WILDLAND FIREFIGHTING AND REAL ESTATE HAVE IN COMMON?

CHAOS. STRESS. LONG DAYS. RESILIENCE. GRIT. AND MATTHEW LINDSAY.

he did. Armed with immeasurable tenacity and 2
months of experience, he became an independent
agent and opened Precision Home Group - and has

been growing ever since.

Turns out, he was just getting warmed up. An avid
fitness and overall wellness enthusiast as well,

he wanted to do more than just provide home-
buyers with a fantastic home buying experience.

He wanted neighbors and area Alaskans to have
another place to call home - a gym. But not just any
gym — a state of the art strength training facility for
those serious about their overall health. So, he dove
in with both feet again and purchased the gym next
door to his brokerage in March of 2020 - yes, right
at the start of Covid - and began his next simul-
taneous quest to build and grow another passion
project. He spent much of that first Covid year
updating the facility and getting it into peak condi-
tion for a new level of members. Southside Strength
and Fitness: Alaska’s Mecca for Bodybuilding,
Powerlifting and Olympic Lifting is now well
known for its strong culture, inclusive commu-

nity, and indestructible core values - a testament

to Matthew’s vision and unwavering commitment
to building an environment where every athlete,
regardless of skill level, feels empowered to achieve
their personal best and grow alongside a commu-

nity that celebrates strength in all forms.




“I believe that your
product defines you and
results matter. | take
advice from people who
have built the things |
want, not just thought
leaders,” says Matthew.

Finding his stride in entrepreneurship, he discovered
another gap that needed to be filled. He decided to take
yet another leap and launch an independent brokerage,
Precision Real Estate, in 2021 — becoming the youngest
person in the state of Alaska to do so — after buying into
and merging with a property management firm. While
the launch was successful, the combination of still being
in the Covid season and the industry changing made him
realize that the sales division would be better served by
being able to utilize an existing brokerage umbrella that
could offer more tech, more services and more backing.
With this in mind, they restructured with the help of some
incredible leaders at both EXP as well as RE/MAX, and
have since found their home with RE/MAX.

Still being in the Covid season presented its own set of
challenges. Using the shutdowns to his advantage, he
poured all of his time and energy into building each busi-
ness, their teams, and, unfortunately, recovering from
unforeseen circumstances that had been consistent in

trying to make him fail.

It’s never all sunshine and rainbows. But as a firefighter,

as well as a former foster child, that’s something he was
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already well accustomed to. Understanding how to effec-
tively put one foot in front of the other in the midst of the
storms is a learned skill, but while it is one he already

knew well, he’d never quite experienced the cards he was

being dealt during these months of growing pains.

Partnerships that ended up not being what he thought they
were almost derailed him and his businesses — and would
have, had he not had the awareness and fortitude to make
some hard decisions. He made space for the right people,
stayed in the trenches with them and continued to grind

and lead the best way he knew how.

When all was said and done, what had started with 18
agents ended with 3.

Sometimes, though...all it takes is 3.

A few great people with the right leader will always go
farther than an army with a boss whose priorities are
upside down. It’s amazing what can happen when you find
the right people and give them the room they need to make
change for the better. That’s exactly what happened in
each of his businesses.

I’m a firm
believer that
if you can,

you must.

Roadblocks will happen either way, but
Matthew and his team are no strangers to
challenges. In fact, they welcome them.




<

To me, the
toughest part has
lways been seeing
seople with a ton
potential no
o that poten -;

Matthew is a shining example
of what it can look like to take
all the cards you’ve been dealt,
no matter the hand, and play as
though your life depends on it.

“I’'m a firm believer that if you can, you must,” he says.
“If you can create an environment where others suc-
ceed, where others can learn quicker from your experi-
ence and where you can help them create big lives with
a purpose for themselves and their families, then it is
my responsibility to do that. After being in leadership
for fire crews and other entities, the principles were
the same. It was just the industry that changed. I've
been blessed to train many different agents, both on my
team, in my previous independent brokerage, and now
running a branch office for RE/MAX.”

And let’s not forget the gym. He has quadrupled rev-
enue since he took over and is currently working on
plans to build an additional brand new facility. As the
businesses keep growing, one of the things he is most
proud of is helping ordinary people recognize their own
potential - even if that means they realize they have a

greater purpose waiting for them.

“I'm a big believer in not just making their lives better. I
want to make their family’s lives better as well. We put a
ton into personal development. 90% of our employees at
the gym move on within a year because they recognize
their ability and have the confidence to step into who they

really want to be now. That’s something I'm proud of.”

His list of successes on all sides continues to grow.
Now with several Top Producer awards, CCIM and
CLHMS designations and Best of Alaska Real Estate
Professional awards for 2022 and 2023, it’s clear that
Matthew hasn’t just navigated chaos - he’s thrived in
it. These achievements are certainly worthy of being

proud of, but it’s not what gets him up in the morning.

“I'm a big believer in not just making their lives better. | want to make
their family’s lives better as well,” explains Matthew.

“I believe that your product defines you and results
matter. I take advice from people who have built
the things I want, not just thought leaders. We

are a service based business. Knowledge, deliv-
ery and customer service are the top three assets.
We all compete on those things and provide vary-
ing degrees of them all. For myself and Precision
Home Group, we look to go above and beyond in
each of them to try to find roadblocks before they
appear for our clients in order to make the most

streamlined and positive experience possible.”

Roadblocks will happen either way, but he and his
team are no strangers to challenges. In fact, they
welcome them. That said, one of the tougher areas
of concern for him has more to do with those he

believes in than a tricky file.

“One of the most challenging things I have faced is seeing
more in a person than they do in themselves. When I first
got into real estate, I thought everyone was just like me -
relentless towards their goals. I'd see people get into the
industry and I just knew there was more that they were
capable of. I'd see the absolute best in them. However,

it wasn’t always the case. It was a struggle to see people
not perform to what I thought was their potential. I had
to challenge them, push them and hold them account-
able. All things I was used to but we had a number of
agents give up instead of pushing harder. Over time, I got
better at seeing that earlier in the hiring process. To me,
the toughest part has always been seeing people with a

ton of potential not tap into that potential.”

That’s par for the course in an industry that not everyone
is cut out for, but it certainly makes a difference when
you meet those who are. Matthew is a shining example
of what it can look like to take all the cards you’ve been
dealt, no matter the hand, and play as though your life
depends on it. Maybe it does, maybe it doesn’t.

But there’s a reason the windshield is bigger than a
rearview mirror. Keeping your eyes focused on what’s
in front of you will always take you further than what’s
already happened, and in doing so, your windows of

opportunity suddenly keep getting bigger.

And they’ll keep opening. But more often than not, you
have to be willing to keep running towards the fire. The
people you want to the left and right of you will be there

- not standing on the sidelines waiting for an escape.
If you want to win, run towards the fire. It can feel
like a lonely journey, but when in doubt, reach out to

Matthew - he knows the way forward.
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DAVID & NICOLE

SMITH

ATTENTION TO DETAIL

For the first ten years of David Smith’s
life, his grandfather, Harold Allen,
was his primary male figure. Harold
was David’s go-to emotional resource,
a beacon of hard work, and a source
of strength and inspiration. He also
gifted David with his love for problem

solving and mechanics.

“I’ve always been fascinated with how
things work, whether building a house
or car,” David reflects. “I always loved
engineering, and I loved learning how
things worked. My grandpa could
literally do anything, and I always
enjoyed working with him on things,

from houses to cars.”

At nine years old, David and his family
relocated to Alaska. Although he left
his home state of Texas behind, he took
his passion for problem-solving and
repair work with him. David went on
to attend community college, where
he studied accounting, before moving
into mechanics full-time. After a stint
in Kentucky, where he worked for Big
O Tires, he moved back to Wasilla

and began working at Diversified Tire,
where he spent the next twenty years

as their chief mechanic.
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Meanwhile, David took an interest in
the armed services. He was particu-
larly impacted by the events of 9/11,

so a few years later, he enlisted in the
military. He and his wife, Nicole, saved
money so they could afford the pay
cut, and in 2004, he joined the Army

e ek e

David and Nicole have run OCDetailing & Auto
Reconditioning side by side since day one.
While David leads the labor team, Nicole
manages the backend.

National Guard and was almost imme-

diately deployed.

David spent the next 14 years in

the military. Meanwhile, he con-
tinued to work in the automotive
industry. In 2014, an accident in the
military left him with a Traumatic
Brain Injury (TBI), forcing him

to rethink his career path. What
began as a massive challenge
turned out to be a blessing in dis-
guise, leading to the formation of
OCDetailing & Auto Reconditioning.

“After an accident in the military left
me with a TBI in 2014. I was hav-

ing trouble maintaining a standard
work schedule with my debilitating
migraines. Nicole and I decided that it
would be better for me to start my own
business so that I could keep my own

schedule,” David recalls.

“That is how OCDetailing was born.
We started off with one employee and
myself'in 2016, and as I have healed, we
have been able to grow. We doubled our
shop space in 2022, and this summer
employed three full-time employees

along with Nicole and myself.”

DY partner spotlight

Story by Zachary Cohen
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3 We prO\Lde an all
day, thorough, detail-

oriented service.

¥

We don’t pump out

quantity, but quality.

' S| That’s our focus.

“Our work is all about making people happy,” David says.
“Seeing the look on their face when we have restored their
vehicle to like new condition [is amazing].”

Wasilla’s Best

David and Nicole have run OCDetailing & Auto
Reconditioning side by side since day one. While David leads
the labor team, Nicole manages the backend—social media,

marketing, payroll, and scheduling.

S—

David is a proud member of the 2023 Air Force One detailing team. The team
is a select group of 40 detailers from all over the world who were invited to
work on several vintage aircrafts, including the original Air Force One.
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David, Nicole, and their team pride themselves on their
attention to detail, best-in-class communication, and

focus on relationships.

“Our work is all about making people happy,” David says.
“Seeing the look on their face when we have restored their

vehicle to like new condition [is amazing].”

OCDetailing & Auto Reconditioning provides detailing,, paint
corrections, ceramic coatings, wheel repair, tire changeovers,
and light mechanical work. They prefer a quality over quantity
approach, and their workmanship is second to none.

“We have a good, honest team,” Nicole explains. “For
REALTORS®, we do a lot of detailing. Our ceramic coating and
monthly detail packages are our strengths, as is wheel repair.
There are a lot of dirt roads and potholes here in Alaska. We

can also be a resource for their clients moving into the area.”

OCDetailing & Auto Reconditioning and Rising Star Child Care,
they have touched countless lives of those in their community,

in big and small ways.

“We’ve had the daycare since 2007, and we have had a lot of kids
we’ve watched grow. We have babies of our babies now going
there. So that’s a legacy in itself,” Nicole says. “We’ve built a fam-
ily here in the Valley. If we haven’t taken care of their children,

we’ve worked on their cars.”

“I would like people to think of myself and OCDetailing as a place

where people can bring their vehicles and receive honest, thor-

ough, good work,” David closes. I want people to know this is a

“We provide an all day, thorough, detail-oriented service,” David
adds. “We don’t pump out quantity, but quality. That’s our focus.”

safe space where they won’t be taken advantage of, and we do our
best to get people back on the road in safe, clean vehicles quickly.
“We provide an all day, thorough, detail-oriented service,” I pride myself on people knowing I am honest and there to help
David adds. “We don’t pump out quantity, but quality. when others need me.”

That’s our focus. We have a nice environment. We have our
puppies here as our greeting crew. We have a showroom
and a storefront where we provide detailing products to For more information,
those who want to maintain their vehicles at home.” visit www.ocdetailak.com.
Together in Business, Together in Life

Alongside OCDetailing & Auto Reconditioning, David

and Nicole also own a daycare. They met at the day-

care when Nicole was an employee (under the previous
owner), and both of their children attended school there.
Now, Bradley (29) works on the North Slope, and Lacy

(26) lives and works in Colorado.

“My wife Nicole has supported me through all of my ups
and downs of life, believed in me when I didn’t, and taught
me how to run a business,” David says proudly. “Nicole
does a good job of keeping me balanced and reminding me

that family time trumps anything business-related.”

Outside work, David and Nicole enjoy staying active, taking
adventures together, and making memories with their kids.
They are also devoted community members. MyHouse
Mat-Su, an organization that supports homeless youth, is
their favorite nonprofit to support. David is also proud to
have been a member of the 2023 Air Force One detailing
team. The team is a select group of 40 detailers from all
over the world who were invited to work on several vintage
aircrafts, including the original Air Force One, housed at
The Museum of Flight in Washington state.

Leaving a Legacy
While OCDetailing & Auto Reconditioning has become
a staple in the Valley, David and Nicole don’t define

success by how many cars they detail or how much

profit they pull in. Instead, they define success by

“I've always been fascinated with how things work, whether building
how many people they are able to touch. Between a house or car,” David reflects.
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“Bringing More Loan Options
to Alaska”

Office Buildings

Self Storage

Restaurants

5+ Multi-Family

Trust 30+ Years
of Property
Management
Excellence

- - S —
Connect with us to help fundraise or donate
to Alaskan Animal Rescue Friends!

 ALASKA PROPERTY 907.743.2576
AL MANAGERS,LLC. AKPropertyManagers.com

Notarize with Ease,

i

You've worked hard Lo buid
your business

I'd be proud to help you protect it with business
insurance you deserve.

Tearsa Nelson, Agent

y 5431 E Mayflower Ln
i . Suite 2
Wasilla, AK 99654
www.countryfinancial.com/tearsa.nelson
tearsa.nelson@countryfinancial.com
(907) 205-3280

Partner with Vaosa to take your business global!

Commercial insurance policies issued by CO UNTRY
COUNTRY Mutual Insurance Company®, \_/
Bloomington, IL. FINANCIAL.

1020-501HC_29169-11/21/2023

303.219.0027 « ManaSigningsCo.com
Vaosa@ManaSignhingsCo.com
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Proudly Sérving thé Mat-Su Valley
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Best House Painter
in the Valley
5 yearsin arow!

(907) 841-5806

TRUE COLORS PAINTING, LLC Truecolorspaintingak.com
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Your Unique Needs,
Our Specialized Solutions

Your Local Real Estate Partner!

ALLIE HEWITT

Insurance Agent

The right insurance for your clients
and your family, call Allie today!

907.357.0727
Allie@AllieInTheValley.com
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YOUR LOCAL
MEETING SPOT
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Coffee and Meeting Space!
Meal Plan/Prep | Grab & Go Meals | Drive Thru
@KarmaKafeAK | 3400 E Cottle Loop | Wasilla

Open 8 am-6 pmM-F | 10am- 4 pm Sat | 12 pm - 4 pm Sun

Each year the Alaska REALTORS® co-hosts the
state convention with a Local Association in their
regional area, providing REALTORS® the
opportunity to learn, network and celebrate close to
home with fellow industry leaders from across the
state. The Valley Board of REALTORS® took us
“Back to the Future” in Talkeetna, Alaska this year.

This year the convention was chaired by Cindy
Wolfe, a 2023 graduate of the Alaska REALTORS®
Leadership Academy and VBR REALTOR®. Cindy is
a great example of growing local leaders who then
turn right around and serve the industry!

The conference provided learning opportunities with
Maura Neill and Wayne Salmans. In addition, Mike
Lee, featured Keynote Speaker’s session is
described as "Mike Lee’s session at the Alaska
REALTORS® Convention was truly transformational.
His insights provided powerful tools to become not
only a better leader but also a better person. The
presentation was centering and inspiring, offering
motivation and purpose to tackle the next steps in
both personal and professional life.”

In addition, this year’s Advocacy dinner was a
special recognition to our long-time Advocacy chair
Errol Champion. We were honored to present him
with a legislative citation for his commitment to the
statewide real estate industry. Advocating on a
local, state and national level is one of the greatest
membership values, and Errol has been
instrumental in the advocacy efforts over the past
15+ years. We would be remiss if we did not mention
the individuals who champion through their
investment in RPAC every year to implement
advocacy efforts. Thanks to all those who
participated in raising over $47,000 at the annual
auction. NAR RPAC representative Marion
Wadsworth also provided the national update on
state and national fundraising efforts while
honoring our Major investors, President Circle
members, and Hall of Fame members. Alaska is
proud to once again receive the 2023 Triple

Crown award.

ALA

SKA
REALT

ORS

Lastly, at the annual convention, the highest
statewide award, “REALTOR® of the Year” is
presented. Congratulations to Larry Burke, Past Chair
of the Alaska REALTORS®, Past President of the
Anchorage Board of REALTORS®, RPAC Trustee, NAR
RPAC participation committee member, Federal
Political Coordinator, and licensed owner and broker
of Century 21 Realty Solutions and his wife, Stefania
for all you have given over these past years. Larry’s
exemplary qualities as a leader in all he does has
contributed greatly to the real estate industry.

Thank you to the list of generous financial sponsors
who make the convention a success annually. Our
affiliates are the most quality individuals, giving with
their time, expertise and contributions. We appreciate
each of you!

SAVE THE DATE!

Next year's conference will be hosted by the Greater
Fairbanks Board of REALTORS® at the beautiful Alyeska
Lodge, September 10-13, 2025

BRASsociate | cﬂﬁVe and Cindy Wolfe, 2024 Convention Chair
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