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IHE AVENU
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o F ONE OF CENTRAL VALLEY'S TOP CASH BUYERS
| a i NO REAL ESTATE FEES, NO ESCROW FEES, AND HASSLE-FREE FAST CLOSING!

CONTACT US TODAY:

Andrea Van Groningen
559.240.6816
www.theavenuehomestage.com

(0) @theavenue.staginganddesign Sell SWLQVE, Stage FiVSlf, Close 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

PREFERRED PARTNERS

RP

AESTHETIC MED SPA
Central Valley Medical
Aesthetics

(559) 409-2048
cvmaofvisalia.com/

Core Aesthetics Downtown
Michele Sollid

(559) 679-2240

208 w main st #p2

visalia, CA 93279

CONSTRUCTION
SPECIALIST
House Junkies
(559) 623-5367

COUNTERTOPS &
CABINETRY

Deniz Construction Inc
(559) 605-9678

9745 W Grove Ave
Visalia, CA 93221

CUSTOM CLOSETS &
ORGANIZATION SPACES
Gabaldon Closets

and storage

Adam Gabaldon

(559) 599-8243
betterclosetsand
storage.com

CUSTOM DESIGN

& REMODELING

Deniz Construction Inc
(559) 605-9678

9745 W Grove Ave
Visalia, CA 93221

CUSTOM DESIGN
CONSTRUCTION

Lunde Construction
(559) 859-0228
lundeconstructioninc.com

DIGITAL MARKETING
SERVICES

Alliance Marketing
Erin Fisher

(559) 696-3319
alliancemarketingllc.net
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ELECTRICAL/GENERATORS
Westech Systems

(559) 360-1582
westechsys.com

EVENT SERVICES

The Naxon Group

(559) 362-9689
www.thenaxongroup.com

FINANCIAL PROFESSIONAL
Pearl Marquez
(559) 799-3733

GARAGE - FLOORING/
ORGANIZATION
Garage Experts

Paul Schultheis

(559) 826-4968
garageexperts.com

HEALTH, WELLNESS
& FITNESS
Quadrant Fitness
(559) 610-4607
quadrantfitness.net

HOME INSPECTION
First Choice

Home Inspections
Matt Held

(559) 862-6884

WIN Home Inspection
Nathan Houck

(559) 697-1833
www.wini.com/visalia

WIN Home Inspection
Rob Blackstone

(559) 674-5332
www.wini.com/
maderamerced

HOME STAGING
Staging Simplified
Lena Marie Fisher
(559) 360-4933
staging-simplified.com

them for supporting the REALTOR® community!

The Avenue Home Staging/
Shoppe at the Avenue
Andrea Van Groningen
(559) 240-6816
theavenuehomestaging.com
and shoppeattheavenue.com
Upstaged

(559) 731-6831
www.facebook.com/
upstagedstyling

HOME WARRANTY
Fidelity National
Home Warranty
Michaela Reyes
(209) 639-2344

First American
Home Warranty
Susan Britter
(559) 269-9191

Homeguard Home Warranty
Celestino Gonzalez
(559) 363-3755

INSURANCE - FARMERS
Farmers insurance

Kelly Brooks

(559) 358-5203

LANDSCAPE DESIGNER/
LANDSCAPE CONTRACTOR
New Vision Landscape
Designers, inc

Jose Flores

(559) 765-7963

LIMOUSINE AND
CONCIERGE

Absolute Comfort Limousine
Paul Mendes

(559) 804-1712
absolutecomfort
limousine.com

MORTGAGE LENDER
Nexa Mortgage
Norma Takahashi
(559) 361-6930

MORTGAGE LENDERS
Core Home Loans
(559) 740-8522
coreloans.com

Covert Home Loans

Wes Covert

(559) 333-5575

999 W Morton Ave A
Porterville, CA 93257

Gold Standard Mortgage
(559) 318-6058
goldstandardmortgage.com

Home Front Mortgage
Cory Reeder
(559) 786-6260

Mid Valley Financial
(559) 256-3620
7644 N Palm Ave
Fresno, CA 93619
www.mvloans.com

Nancy Mota Castillo
Home Loans

Nancy Mota Castillo

(559) 909-6116
www.nancyhomeloans.com

MORTGAGE PROTECTION/
LIFE INSURANCE

Optimal Coverage

Damon Jimenez

(559) 230-7747
optimal-coverage.com

MOVING/PACKING
& STORAGE
Ezpakbins

Matt Brown

(559) 470-7904
ezpakbins.com

NEW HOME BUILDERS
Century Communities
(559) 256-8606
www.century
communities.com

PEST & TERMITE CONTROL
Mister Sprayman Pest Control
(559) 338-5557

1450 Tollhouse Rd #107

Clovis, CA 93611
mistersprayman.net

PHOTOGRAPHY
Monir Studios
Monica Robles
(559) 310-7334

PROFESSIONAL ORGANIZING
D’ReOrganize

Deborah Rediet

(310) 367-9863
www.dreorganize.com

PROPERTY MANAGEMENT
Legacy Property Management
Monica Morales

(559) 713-6998

REAL ESTATE COACHING
RealCop Real Estate Coaching
Shawn Cardoza

(559) 318-6727

REAL ESTATE
PHOTOGRAPHY/VIDEOS
Danny Klorman Photography,
Danny Klorman

(559) 789-8493

Lynn Smallwood Photography
Lynn Smallwood
(559) 280-0705

Real Authentic Human Media
Amanda Brazzell
559-238-5692

SIGN INSTALLATION
& REMOVAL

Simple Signs

Steven Peeples

(559) 786-4647
www.simplesignco.com

TITLE & ESCROW
Chicago Title
Mark Barsotti
(559) 451-3700

Old Republic Title
Sarah Plowman
(559) 720-0657

TRANSACTION MANAGEMENT

Confident Closings TC
Cristie Clements
(559) 333-8482

WINE CONSULTANT
ONEHOPE Wine
Sherri Smith

(559) 972-6492

EXCEPTI_ONAL CRAFTSMANSHIP
@t owCan Drean

Kingsburg,

CONSTRUCTION

CA * (559) 897-4705

Family owned and operated since 2003

o A
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CENTRAL VALLEY

REAL PRODUCERS TEAM

Brittney Shull
Owner/Publisher

Evona Niewiadomska
Marketing/Operations

Steven Peeples
Owner/Publisher

Erin Fisher Ashley Kivisto
Social Media/ Writer
Content Manager

Monica Robles
Photographer

Lynn Smallwood
Photographer

Danny Klorman
Photographer/
Videographer

Amanda Brazzell
Photographer/Videographer

If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at Brittney.shull@realproducersmag.com
DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but

remain solely those of the author(s). The paid advertisements contained within the magazine are not endorsed or recommended by The N2 Company or the publisher.
Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

10 Locations In The Central Valley:

Fresno L/
It Makes Clovis i
. Kingsburg Tulare
A Difference Reedley v
Madera
Where You Close T Hanford

Strength. Service. Expertise.

CHICAGOTITLEFRESNO.COM el lle7Xc/oa [ IRV Me(e) Y
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LET'S TALK
ABOUT
RECRUITING!

Do you DISC everyone you bring on your
team or brokerage? If not Why? Each
person's behavior will have a different
outcome on your team. Wonder why

one agent has no issue with your splits
and another complains at every paycheck
they get? Wonder why you see agents do
what we in the coaching world call,
"Brokerage Hopping"? The DISC will help
change the tone of your team culture.

Using Al and DISC in Recruitment
By integrating Al with DISC behavioral
profiles, you can:

¢ Target Specific Personalities: Al tools
like social listening, sentiment analysis,
and predictive analytics can identify
agents based on their DISC type,
allowing you to focus on candidates
aligned with your culture.

* Tailor Communication: Al-powered
CRMs and chatbots ensure agents
receive personalized communication,
whether they value data, relationships,
or quick results.

e Automate and Scale: Al streamlines
recruitment, making it easier to
manage large-scale outreach while
keeping personalization for each DISC
personality.

Al doesn'’t replace the personal touch
essential in real estate but enhances it.
Combined with DISC profiles, Al helps
recruit agents more efficiently, creating a
well-rounded team prepared to thrive.

Al isn't just the future of recruitment; it's
the present. Real estate team leaders
who leverage Al with behavioral insights
like DISC will attract and retain top talent.
Whether it's automating personalized
communication, predicting success, or
engaging recruits based on motivations,
Al is a powerful tool for building a
winning team.

How Real Estate Team Leaders
Can Use Al and DISC in Recruiting
Recruiting talented agents is essential to
growing your business. Every agent brings
unique skills, behaviors, and motivations.
Understanding these differences is key to
effective recruitment. DISC behavioral
assessments categorize individuals into
four types: Dominant (D), Influencing (1),
Steady (S), and Compliant (C).

Here’s how integrating Al with DISC profiles can
elevate your real estate recruitment strategy.

1. Recruiting Dominant (D) Agents:
Leverage Data-Driven Results
Dominant personalities are results-driven,
competitive, and thrive on challenges. They
want to be top performers. When recruiting
Dominant agents, present your team as a
destination for success.

Al Tools to Use:

¢ Predictive Analytics: Al can analyze
data on top-performing agents,
identifying those with traits that match
your most successful agents. This
helps target Dominant agents who are
likely to excel within your team.

e Chatbots: Al-powered chatbots
engage potential recruits instantly,
appealing to Dominant agents’
fast-paced, goal-oriented nature by
offering rapid responses on incentives
and growth opportunities.

Al-Driven Messaging: "Are you a top
producer looking to dominate your market?
Our brokerage provides cutting-edge tools
to help high-performing agents reach new
heights. We'll give you the resources to
succeed. Let’s discuss how you can lead
with us."

2. Attracting Influencing (l)
Agents: Building Relationships
with Al

Influencing personalities are enthusiastic,
social, and thrive on connection. These
agents have strong networks and excel in
relationship-building.

Al Tools to Use:

* Social Listening: Al can track social
media, identifying agents who engage
in industry discussions, showcase
listings, and connect with their
community. This targets Influencing
agents who use their personalities to
grow their business.

¢ Al-Enhanced CRM: Al tracks and
analyzes agents' interactions, helping
to tailor responses and automate
personalized follow-ups that build
stronger connections.

Al-Driven Messaging: "Do you love
building relationships and making an
impact? Our team values collaboration,
community, and a fun approach to real
estate! Join us for a career where your
personality and people skills shine. Let’s
grow together!"

3. Recruiting Steadiness (S)
Agents: Personalizing Support
with Al

Steadiness personalities seek stability,
consistency, and personal connections.
They thrive in supportive,
relationship-focused environments.

Al Tools to Use:
¢ Sentiment Analysis: Al analyzes
communication and social media to
identify agents who express a desire

for stability. This lets you focus on
agents who value a consistent,
team-oriented work environment.

¢ Virtual Assistants: Al-driven
assistants automate responses,
ensuring timely communication and a
sense of reliability, which highlights
that your brokerage provides the
support they seek.

Al-Driven Messaging: "Looking for a
stable, supportive environment where you
can build lasting relationships? Our team is
all about collaboration, growth, and helping
agents thrive in a trusted community. Let’s
discuss how you can find your professional
home with us."

4. Engaging Compliant (C) Agents:
Al for Data-Driven Precision
Compliant personalities are analytical,
detail-oriented, and driven by accuracy.
When recruiting agents with a Compliance
profile, highlight tools, processes, and data
that support their success.

Al Tools to Use:

¢ Machine Learning: Al can analyze
agent performance and market trends,
identifying detail-oriented candidates
likely to thrive in structured
environments.

e Automation: Showcase how
Al-powered workflows enhance
precision, resonating with Compliant
agents who value accuracy and
streamlined processes.

Al-Driven Messaging: "Are you
detail-oriented and value precision? Our
brokerage uses Al systems to help agents
work smarter, not harder. With the right tools
and data, you can reach new success levels.
Let’s discuss how you can thrive with us."

Team leaders and brokers have always focused
on recruiting. With Al and DISC, you now have
tools to make recruitment easier, more
personalized, and more successful. Just as you
once focused on lead measures in production,
approach recruitment with the same strategic
mindset—thinking smarter, not harder.

REALCOP

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




If you are interested in contributing or nominating REALTORS for specific stories, please email us at Brittney.shull@realproducersmag.com

Paul Mendes ABSOLUTE COMFORT

559.334.3234 LIMOUS SINE
absolutecomfortlimousine.com TANYTHING ELSE 1S JUST A RIDE!

Let your clients unwind and focus on the properties with chauffeured transportation.
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SOCIAL MEDIA // BRAND MANAGEMENT // LOGO DESIGN

THANK YOU
VETERANS

) §
FOR YOUR SERVICE

Veteran Owned Businesses & Entrepreneurs :

WE ARE OFFERING 1 MONTH FREE SOCIAL MEDIA

MANAGMENT WITH A 6 MONTH MINIMUM
COMMITMENT. CONTACT US TO LEARN MORE!
MUST SIGN A CONTRACT BY NOVEMBER 30, 2024.

ERIN FISHER | OWNER & CONTENT CREATOR
®) 559.696.3319 @alliancemarketingllc



We all love those 11 PM calls or texts
that begin with, “Sorry so late, but...”
which was likely followed by a tidbit or
question that could have waited until
8:05 the next morning. While we want
to be accessible to our clients, we also
need to be present in our home life and
set boundaries with our personal time,
so set your communication expec-
tations right out of the gate. In this
month’s Publisher’s Note, we are help-
ing you avoid some communication
pitfalls and create a positive communi-

cation pattern with your clients.

A lack of timely updates.

* The use of too many industry terms
without an explanation.

+ Difficulty reaching their realtor or

realtor never answers their phone.

Every person we encounter has their
definition of “g¢ood” communication.
As realtors, we must continuously
morph our communication style to
that of our clients. With emalil, text,
WhatsApp, carrier pigeons, direct
messaging on social media, and the
rare person-to-person phone call, we
have several modes of communica-
tion from which to choose. You may
encounter an elderly seller who is
downsizing, prefers to communicate
in person, and may even require a pen
to “wet sign” versus a digital signing
platform. On the same day, you may
get a DM from an “influencer” who
wants a video tour to write an offer

asap and never meets you in person.

10 - November 2024

Being a communication chameleon is
a requirement of the profession. Our
best advice is to find out your client’s
preferred method of communication

and commit to using it.

Now that you know the best way to
communicate with your buyer or seller,
you have a few things to decide - How
often are you going to talk to your
client? What information should you
share before, during, and after escrow?

Are there times you will be unavailable?

When you start working with a new
client, set a schedule of when you will
provide updates. Will they receive
updates daily, weekly, after every
showing of their home, or just after
key events? Whichever schedule you
and your client choose, stick to it. If
you have nothing new to share, call
and check in on them. “Everything is
on schedule; I am checking in to see

if you have any questions I can help
you get answered. Or do you need any
vendor recommendations?” Asking
questions and keeping your client
updated is an easy way to solidify that
you are here to help!

A key way to help clients is to ensure
they understand what they are sign-
ing. As real estate professionals, we
speak our own language: RPA, RLA,
BIW, the dreaded BRBC, and SPBB,
but we know exactly what these
acronyms mean. When reviewing
paperwork with your client, be sure
to use the name of the documents
with a brief explanation of what each

covers and why they need to review

it. While this process takes more time
than “please sign the documents I sent,” it
is a best practice and our job to walk them
through the contract. By offering a clear
and concise explanation of the required
paperwork, you breed trust, make them
feel empowered, and minimize misunder-
standings. For most people, buying a home
is the largest financial purchase of their
life, and we want clients to feel informed

and educated throughout the transaction.

Setting expectations for a smooth trans-
action starts with client communication.
Be sure to provide realistic response times
and be transparent about your availability
“outside of regular office hours.” If you
aren’t able to answer the phone, at least
clients will know when to expect a return
call or text. If you are frequently unavail-
able, adding additional communication may
be a great option for you. Technology has
a plethora of choices to help you appear
more engaged: automated text responses,
chatbots, a client portal, or a designated
assistant or team member who is a backup
resource. But whenever possible, just

answer your phone!

We can all agree that communication is
the key to a smooth real estate transac-
tion; from setting up a showing, to sub-
mitting an offer, to getting the deal across
the finish line, we must effectively and

consistently communicate.

Brittney Shull
T Publisher of Central

i Valley Real Producer

559.769.8990

_ . brittney.shull@real

producersmag.com

REASSURANCE  PRECISION  PERSONAL ATTENTION

[
CENTRAL VALLEY
¢ '/.J” 5’5{?(’?2& 4 L;:?‘j’:‘.r?:’?(‘ cer

Rest assured Central Valley Medical Aesthetics, An
experienced team of Nurses, Estheticians and a
Board Certified Plastic Surgeon, we match our
extensive expertise to meet your personal skin care
needs. By creating a customized plan to achieve
beautiful and natural looking results.

WWW.CVMAOFVISALIA.COM

e
CALL 556-409-2048 EE'ETE-I

TEXT 559-684-2324 - .'.5 CVMAOFVISALIA.REPEATMD.COM
|

1r )

M. NI
STUDIOS

From photography shoots to video
productions to podcast
recordings, our studio offers
versatile spaces to create high
quality content!

Monica Robles I
559.310.7334
Porterville, CA

Check us out on
instagram at
monirstudios

(LI P

cere | mc

NANCY MOTA CASTILLO

MMy oA

EXPERIENCE
MATTERS

With nearly 30 YEARS in
the lending industry,
you can trust me to
provide the best
options for your
clients and assist you
in closing MORE
DEALS in 2024!

SCAN TO
LEARN MORE NANCY MOTA CASTILLO

SR LOAN OFFICER

NMLS #284902
NANCY@CORELOANS.COM
559.909.6116

Hablo Espanol

NANCYHOMELOANS.COM

2024 CORE HOME LOANS. A DIVISION OF ALMEDA MORTGAGE CORPORATION, NMLS #271603, LICENSED BY THE
DEPARTMENT OF FINANCIAL PROTECTION AND INNOVATION UNDER THE CALIFORNIA RESIDENTIAL MORTGAGE LENDING ACT
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Ar Revel Venues our venues are a collection
of spaces as unigue as the evencs we host.

Each of our venues offers a distince
location, offering, and vibe while delivering
VENUES on a consistent level of the highes: qualiry

and service. You're sure to find the !'-rrl'r(r

venue for every need with Revel.

ﬁ GarageExperts

7} RESIDENTIAL
GARAGE FLOORING

7} CUSTOM GARAGE
CABINETS
AND STORAGE

g=TH E s

hyde

i

l

Ensuring Your Clients' Don’t jUSt
Financial Future is A take our

Secure as your Sales. : : word for it

ol

|

With Premium Epoxy

and Polyaspartic

TRANSFORM -

ﬁ
You r Ga rage Custom Cabinets ?W Md%Mﬁ

Let us help you CONTACT US TODAY
FINANCIAL PROFESSIONAL Monica Morales
LIC #0M59170 manage your 559.713.6998
Q 309 N. Garden St., Visalia, CA 93291 properties! monica@legacy.org

(559) 826-4968 garageexperts.com (1 pemarauezwigagmai.com
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RYAN DIAZ

Gold Standard Mortgage prides itself on its community
involvement and focus. The company was started by Ryan
Dias and his brother-in-law, and their headquarters are

in Kingsburg, where Ryan grew up. Ryan’s family is dairy
farmers, a career he followed as an adult. He and his wife
Amber, who met in junior high, continued the tradition of
farming until 2016, when they decided to enter the mort-
gage industry. Ryan’s co-founder had experience in mort-
gages, and since the two grew up together in Kingsburg,
starting a business together made sense. “He’s the best loan

officer I've ever met,” Ryan says of his brother-in-law.

Initially, Ryan continued to spend the majority of his time
on the ranch and worked in the office a couple of days a
week. This arrangement lasted about five years until his
co-founder encountered serious health issues and was

no longer able to contribute to the business. Ryan was
suddenly tasked with taking over, and with the help of
their account executive and long hours in the office, he
managed to keep the business afloat in a trial by fire. Now,
his days are spent working at Gold Standard instead of
on the ranch. Up until last year, he continued as a dairy

farmer, and now he works solely in mortgage.

Ryan attributes much of his drive and work ethic to grow-
ing up and working on the family farm. While expanding
the mortgage business, he focused on bringing in the right
people and remaining involved in his community. Ryan
and Amber have three children: Cole, Chase, and Lilly.

All three played sports throughout their lives, and Ryan
coached his sons in football, which he enjoyed greatly and
kept him connected to his local community. “You gotta

take care of your own backyard,” Ryan says.

Gold Standard Mortgage now boasts seven branches, six in
California and one in Texas. The locations of the California
branches are Kingsburg, Hanford, Fresno, Visalia, Atascadero/
Grover Beach, and Bakersfield. Ryan feels very blessed to have
the employees he does in his business, saying that they provide
great advice and offer direction and ideas that he appreciates.
Whether you are refinancing your house or a first-time home-
buyer, Gold Standard Mortgage aims to put you in the right
loan with the best possible rate. Their goal is to earn your
trust through hard work, integrity, and honesty, making the
experience as smooth as possible. As Ryan puts it, “We like

to do business the old-fashioned way, but we have to keep up

with the times.” Looking forward, Gold Standard is improving

66

WE LIKE TO DO BUSINESS THE
OLD-FASHIONED WAY, BUT WE
HAVE TO KEEP UP WITH THE TIMES.

partner spotlight

Written by Ashley Kivisto
Photography by Amanda Brazzell
with Real Authentic Human Media
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their technology

to become more
efficient, while also
maintaining their
in-person services
for those who
prefer face-to-face
transactions. “It’s
all about client
experience,”

Ryan remarks.

Choosing a smaller local mortgage lender like Gold
Standard means you will receive more personalized
service compared to a large national bank. They
will guide a client through the entire process step
by step to ensure they are getting the best rates and
experience when buying their home. Ryan enjoys
working with real estate agents, and he and his loan
officers aim to be a team with the buyers and agents.
Ryan gushes that “the best thing about this job is the
people you get to meet. You have a bond forever.”
Working with new realtors is a perk of the job as
well. Ryan gets excited to share in their growth and
watch them come into their own. “The real estate

community has amazing people,” Ryan adds.

Recently, Ryan purchased the old Bank of Kingsburg
building, which was originally built in 1906. He is
now embarking on a journey to restore the structure
and bring it up to 2024 standards while preserving as
much of the original details and fixtures as possible.
It is a fun and exciting task for Ryan, but it is also

slow-moving given the scale of the project.

Ryan and Gold Standard have some other exciting
new developments in the works. Ryan has started
holding Tri County Realtor meetings where speak-
ers come to impart their knowledge to any agents
who would like to attend. In September, they wel-
comed this magazine’s publisher, Brittney Shull,
to speak at a meeting. These gatherings are free to
agents and offer training in many different realms
of the industry. You can keep up with meeting
dates, progress on the bank building restoration,

and Gold Standard Mortgage on their Instagram

page

Ryan Dias is co-founder and owner of Gold
Standard Mortgage.
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THE BEST THING ABOUT
THIS JOB IS THE PEOPLE
YOU GET TO MEET. YOU
HAVE A BOND FOREVER.

WE ARE THE EXPERTS [l &4 %w« g,;ég,
IN PEST CONTROL

SERVICE

¥

G,PR'“ M ' Commercial and Residential Pést

ermite
Termite

PE ﬁl COMNTRO

and Rodent Control &% =~
& Fungus Damage Repairs H

No Contract Optlons

Gel Your Free Estimatt; Today!

559.322.5252 | MisterSprayman.net

QUADRANT FITNESS

GROUP FITNESS - REFORMER PILATES - NUTRITION

R e

VISIT ON
CLOVIS

155 N Fowler Ave Clovis, CA | (559) 610-4606

E OF OUR LOCATIONS!

_ VISALIA
915 E Main St Visalia, CA | (559) 610-4607

QUADRANTFITNESS. NET

WESTECH SYSTEMS.
“SOL-TEK SOLAR

I'he Central Valley's trusted Electrncal & Solar expe

359-455-1720

Lnsk ahout our Veteran’s Day Promo

ris since 1997

Solar S!ISIBIIIS




Give Your
Veterans The Loan
They Desene

PARTNER WITH US TODAY! NVF ‘PR{II%)AVNA(%%EE

Competitive Rates - Customized Solutions
RESIDENTIAL, COMMERCIAL & AG REAL ESTATE mvloans.com - (559) 432-8221 - 7644 North Palm Avenue, Fresno

LET'S GET GIVE THE
PACKING GIFT
WITH EZPAK CLIENTS NEED
RENTAL WE CAN BILL
BINS ESCROW

w Danny (559)798-8493 Lynn 559.280.0705

We Deliver You Pack & Move We Pick Up

Our plastic bins Save time and After you move,
are delivered to money with our we pick up the g g ' .
your current easy to pack, plastic bins at Let’s be clear... we may be competitors, but, we're also friends. We both have one goal...
location. stack and move your new

to make your listings STAND OUT!
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ASHLI L. RUSSELL*#

BARBARA

P> cover story

Written by Ashley Kivisto
Photographed by Amanda Brazzell
and Real Authentic Human Media

A shli Russell’s love and admiration for her family is
undeniable. She met the love of her life, Michael, while
working at Naval Air Station Lemoore (NAS Lemoore). They
married in 1997 and became a blended family of six. In 2004,
they welcomed two of their nephews into their home, raising
them through high school. When their youngest nephew Trei
turned eighteen, he asked them to adopt him, and they hap-
pily agreed, gaining another cherished child. They now also

have 5 grandchildren whom they love to spoil.

Ashli has always had a strong connection to the military and
is an avid supporter of Veterans. Her father, grand-father,
sister, and husband all served in the Navy and Ashli will tell
you she is a “Navy Brat”. Having grown up at NAS Lemoore
as a military child and later becoming a Navy spouse, Ashli
was inspired to focus her real estate career on helping vet-
erans and their families achieve homeownership. She stays
current on VA loan regulations and takes pride in educating
both her clients and other agents on how to navigate the

veteran loan benefit effectively.

‘When asked about her childhood Ashli exclaimed “I had

a great childhood”. She has many fond memories of time

Giving the keys to a home
is the payment, getting
paid is the bonus.
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with her parents and three siblings. Her memories include
weekends of dirt-bike riding, family trips to the beach, and
cross-country travels in the back of a truck, covered by a
camper, back when seatbelts weren’t yet required. Her father,
aretired Navy veteran, and her mother, who retired from

the Department of Defense, both worked for many years at
NAS Lemoore. They taught her work ethic and both inspired
her deeply to help others and give back. Ashli stated during
our interview that her father was her hero, a title he’s held in
her eyes since her childhood. She explains that he could fix
anything and was always working on something in his shop.
Her mom showed her how to be strong and independent, by
holding down the household during the times her dad was on
6-12 month deployments. One year her family even celebrated
Christmas 2 weeks late because her dad would be arriving

home after the new year from a deployment.

After her nephews joined the family, Ashli sought a flexible
schedule that allowed her to be more involved in the kids’
activities and spend additional time with her loved ones.
She had always wanted to pursue real estate, so in 2006, she
earned her real estate license with the initial goal of making

enough money to replace her income.

Once she embarked on her real estate career, Ashli heard
the saying “the purpose of business is to fund a life worth
living”, and those words continue to stick with her. She is
grateful she found a career in an industry that opened many
doors for her, including financial opportunities. Wanting to
connect her family with their Irish heritage, Ashli made a
big goal to take her entire family—including all five kids—to
Ireland. “What an epic trip that was for the whole family”,
she exclaims. Ashli and Michael travel to Europe every year
to explore new areas and are happy to pass on things they
have learned over the years to anyone looking to take a trip
to Ireland. Interesting fact: Ashli and Michael also hold Irish

Passports, as they are dual citizens.
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Real estate has transformed Ashli’s life in many ways, one way

is through her deep community involvement. Her husband is a
founding member of Central Valley Veterans (CVV), a non-profit
dedicated to “honoring any United States Veteran with support
and guidance to improve the quality of their life.” Her daughter,
Chelsea, currently sits on the board, and in 2023 at CVV’s annual
Star Spangled Ball Fundraiser, Ashli and Michael were honored
with the “HOPE” Award for their contributions to helping veter-
ans in the area. Giving back is also a priority in Ashli’s business
and she makes it a point to donate a portion of every real estate

transaction to causes that are close to her heart.

Barbara Flaming has been married to her husband, Randy, for 32
years. They have 3 children and 8 grandchildren. Together, they
enjoy traveling, boating, camping, and spending time with their
family. They had the joy of raising one of their granddaughters,
whom they recently sent off to college at San Jose State.

Barbara also comes from a military family. Her father served in the
Navy, enlisting at 17 using his brother’s credentials in his eagerness
to serve his country. Her mom was a great inspiration to her, and
they were very close when she was alive. Her mom was a strong
and resourceful woman that maintained a beautiful home when
Barbara’s father was away serving our country. Barbara credits her

mom for raising her to be strong and resourceful as well.

Raised in Albuquerque, New Mexico, Barbara has lived in the
Central Valley since 1981. She owned several restaurants,
managing the bookkeeping and eventually overseeing one of the
locations. Barbara enjoys boating and camping with family and
friends at the beautiful lakes and beach towns near the Central
Valley. She also loves traveling the world and visiting friends

and family across the country.

Barbara eventually shifted her career from the restaurant busi-
ness to the mortgage and finance industry, where she gained
valuable experience that provided a strong foundation for her
career in lending and real estate. After she ventured into lend-
ing, she began doing real estate lending and occasionally selling
a home. The real estate side of the business truly excited her.

“I really like the giving of the keys,” Barbara recalls, referring
to the joy of handing over the keys to new homeowners. This
would lead her to leave the lending industry and pursue real
estate exclusively full time. She teamed up with a top-pro-
ducing local agent, and together they built a highly successful
team. Eventually, she shifted her focus to managing the team’s
operations. In 2017, while continuing to sell real estate as a solo
agent, Barbara accepted a position on the brokerage compliance
team and earned her broker’s license during that time. This role
gave her valuable insights and contract expertise, enhancing her

devotion to protecting the clients’ interests above all else.
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Ashli and Barbara met when they

joined the same brokerage just days
apart and quickly connected at events
and training sessions, enjoying their
time together. “I think God did put us
in the same place,” Ashli and Barbara
say of their partnership. In 2022,
Ashli and Barbara partnered and
formed The Russell and Flaming Real
Estate Group, and in 2023 moved
their business to Century 21 Jordan-
Link & Company.

The pair work seamlessly together,
consistently supporting each other.
There is a deep trust between
them, allowing them to operate
confidently, knowing they have one
another’s backs. Their shared pas-
sion for helping people and making

real estate transactions successful
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is the foundation of their bond.
“Giving the keys to a home is the
payment, getting paid is the bonus,”
Ashli explains, a sentiment Barbara

enthusiastically shares.

With nearly 40 years of combined
experience in the real estate industry,
Ashli and Barbara have developed a
deep understanding of local market
trends, property values, and negoti-
ation strategies. When asked about
the qualities that set them apart,
they stated, “We go the extra mile to
make sure every client gets exactly
what they need.” Recently, the pair
dropped everything and drove to
Hanford to provide the correct pay-
ment amount for a recording needed
to secure a clear title and prevent it

from being rejected once again. It’s

quite a story that they won’t soon forget!
Barbara and Ashli are also committed to
maintaining a personalized approach for
every client. Staying informed on VA loans
is a top priority, and both women are dedi-

cated to helping veterans in the area.

Looking ahead, Ashli and Barbara both
envision a future of retirement with their
beloved husbands and more time with
their families. For now, however, they
remain focused on making a meaningful
impact in the real estate industry. When
asked what superpower they would
choose, they both gave the same answer:

to spread happiness.

Ashli L Russell is a REALTOR® and
Barbara Flaming is a Broker Associate at
C21 Jordan-Link and Co with The Russell
and Flaming Real Estate Group.
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ark Goff has discovered a new passion later in
life: helping military veterans purchase real
estate. Having served in the National Guard,
Mark understands the strengths and struggles
of this community and takes his role very seriously, staying
updated on the ever-changing regulations for veteran buyers.
“The more options a veteran has, the better off that veteran

is,” Mark enthuses.

Raised in a poor family, Mark and his mother and sisters
suffered abuse at the hands of his stepfather. After seven years
with their abuser, Mark and his mother escaped, although

his sisters had already run away. This trauma left the family
fractured and still affects their relationships today. Mark devel-
oped a strong work ethic early on, driven by a desire to avoid
the circumstances his parents faced. “I’ve always had a strong
work ethic and did not want to end up in the same situation as
my parents did,” Mark shares. Shortly after high school, while
working as a short-order cook, a friend already serving in the
National Guard encouraged him to join, convinced he would
enjoy it. Mark embraced the challenge and went to boot camp.
His time in the military pushed him to his limits, teaching him
resilience. “It toughened me in all aspects of life. You know you
can handle more than you're handling now,” Mark says of his

National Guard experience.

Mark’s desire for growth extended beyond the military. Before
entering real estate, he spent nearly two decades training

and teaching martial arts, competing throughout the Central
Valley and bringing home numerous trophies. This experi-
ence instilled in him the value of hard work and perseverance,
along with the leadership and focus he now brings to his real
estate career. Mark eventually started a part time job working
for the Visalia Convention Center. His role there occasion-
ally extended to the Rotary Theater, which is where he met
his wife Christina while she was attending church services.
Christina jokes that Mark likes to say they met at church, but
in reality, her faith has helped Mark find his own. “I wouldn’t
have the faith I have today if it wasn’t for her,” Mark says. He
credits Christina as the most influential person in his life. “I
have no idea who I would be right now if it wasn’t for her. She
has taught me so much about family and love,” Mark reflects.
He describes her as incredibly patient and caring, traits he
deeply admires. “It would make me very happy to spend the
rest of my life showing her just how appreciative and in love

I am with her.” The couple married at the place they met,

The Rotary Theater, within a year of meeting and have been

together for 32 years.

Mark continued his work at the Convention Center, eventu-
ally being promoted to superintendent. He spent decades in
this role until the Covid-19 pandemic brought the Convention

Center’s business to a standstill. With new restrictions, his
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team shrank from 50 employees to 5, and his hours were halved.
This prompted Mark and Christina to consider a change. After
exploring real estate in an informational course years prior, Mark
reignited his interest and used his free time to study and pass his
real estate classes and exams. Christina, who had spent most of her
life raising their children and then became a nurse, joined him in the
business once he was established. Now, the couple works together—
Mark as the face and voice, while Christina manages the operations

behind the scenes.

Shortly after entering the real estate industry, Mark connected with
Veterans United Realty, an agency that links U.S. military veterans
with local agents. Despite being new to the field, Veterans United
took a chance on him, and it paid off. In his first year, Mark sold 23
properties and was recognized at the National ERA Convention as
one of the top 3 Rookie of the Year Realtors. Working with veterans,
especially first-time homebuyers, has become Mark’s passion. He

views his work as an extension of his service to the country and is

“The more options a

veteran has, the better off
that veteran is.”

dedicated to building long-lasting relationships.
“I'm in it for the long haul,” Mark says. “I don’t

just want a client; I want a client for life.” He adds,
“There is no career that I have had that gave me the

reward of changing someone’s life.”

Recently, Mark had a full-circle moment by helping
the friend who had encouraged him to join the mil-
itary. After becoming disabled from his service, his
friend benefited from Mark’s guidance on property
tax breaks for disabled veterans, which proved
highly beneficial.

Mark and Christina are enjoying their lives together
with their family. They have three adult children:
Melissa, 31, who recently gave birth to their first
grandchild, a girl named Alina; Nick, 28, who is
continuing his education at COS while working

two part-time jobs; and Elizabeth, who graduated
from Fresno State last year and now works as an
accountant. Mark and Christina were able to hand
Elizabeth the keys to her first home days before her
24th birthday.

In their free time, Mark and Christina love to
travel. They have been on four cruises together,
and Mark dreams of a vacation to Italy. To main-
tain a healthy work-life balance, they ensure

they don’t work on Saturdays due to the Sabbath,
and Mark turns off his phone at night to focus on
family time. If Mark could have any superpower,
he would choose to be bulletproof, while Christina
would want the ability to calm any situation. They
look forward to their roles as grandparents and to

expanding their business together.

Mark Goff is an avid reader and audiobook

enthusiast! Here are his top 3 motivational books:

1. The Compound Effect by Darren Hardy

2.The 7 Habits of Highly Effective People by
Stephen R. Covey

3. Ninja Selling by Larry Kendall

Mark Goff is a real estate agent at ERA Valley Pro

Realty in Visalia, California.
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Sam Ramirez and Revel Venues, part of The Naxon
Group, are now household names in the Central
Valley, but Sam’s roots are humble. Growing up in
Corcoran and active in FFA, he initially planned to
become an agriculture teacher. After high school,
he unexpectedly entered the hospitality industry,
starting at a hotel front desk. He gained hands-on
experience in customer service, maintenance, bar-
tending, and more, eventually rising to management
and development. By 2019, feeling restless, Sam left
his high-paying job with modest savings to start his

own venture.

You might wonder how Sam got to where he is now,
just five years later. “It’s both terrifying and empow-
ering,” he says of starting the journey. He believes
many people have great ideas but let fear hold them
back. “I had ideas and was willing to take the risk,”
he adds. Sam’s first venue was Bello Vita in Visalia.
After finding a building in downtown Visalia, Sam
saw potential. He took a chance and called the listing
agent who took him on a walk through. After sharing
his visions and “setting the table” for the realtor, the
two parted ways not seeing a path forward at that
time. Six months later that same agent contacted
Sam with a proposition: there was an interested
investor who wanted to meet with him. Sam had
done the work and was backed by over 20 years with
boots on the ground in hospitality and his investor
believed in his vision, deciding to front him most of

the investment to complete the renovations.

Looking back, opening an indoor events venue in

late 2019 doesn’t seem like a great idea, but when
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We create events
that we want to be
a part of and our
community wants

to see.

Covid hit California and restrictions were put on gath-
erings instead of throwing in the towel, Sam doubled
down. Knowing that indoor events were off the table

for the time being he started the search for something
more fitting: an outdoor space the community could get
excited about. Enter The Woodlands- an outdoor event
location in the heart of the city. In September of 2020
Sam held his first wedding at The Woodlands, moving all
the events scheduled for Bello Vita outdoors. His clients
were able to hold their events and his company didn’t
lose the much needed revenue. Sam also focused on col-
laboration over competition, connecting with other local
venues and businesses to get and share ideas on how to
get through this trying time. Connections made during
Covid are still a benefit today and focusing on the com-
munity as a whole and not the bottom line has proved

incredibly fruitful for Sam and his business.

Throughout his career, Sam has had the honor of cre-
ating award-winning brands, including Visalia Lifestyle
Magazine’s ‘Best of South Valley’ for two consecutive years
and the ‘People’s Choice Best Venue’ in 2021. Personally,
he was recognized as the LGBTQ Business Advocate by
the Tulare Kings Hispanic Chamber. However, what Sam
is most proud of'is the support he’s been able to offer local
non-profits, providing donations of space and catering to

help them succeed and achieve their missions.

Sam hopes his business not only brings joy to others
but also allows him to have a positive impact on the
community he and his family call home. Sam lives,
works, and plays in Visalia with his partner Adrian
and two sons, Nate, 16, and Jax, 8. Sam and Adrian’s
investment in the area is not only with business in
mind but with a desire to create fun events for their

family and friends to attend, such as the Food Fests

held at The Woodlands. Sam lives
by the mantra, “‘Where you spend
your time, talent, and treasure
demonstrates your priorities,” and
this philosophy guides his approach
to both his business and personal
life. He loves supporting local busi-
ness owners, and hosting events for
local realtors and other profession-

als. “We create events that we want

to be a part of and our community
wants to see,” Sam asserts. The
Naxon Group, named after his two sons, now boasts four
venues: Bello Vita, The Woodlands, Watermill Grove, and
The Hyde. They also have a catering company run by one
of their original employees, Melissa Lopez, named The
Collective Catering. This company was born from clients
raving over the food served at weddings and events at their
venues and wanting to have the same culinary experience
elsewhere. Central Valley Real Producers was excited to
use their catering at our recent Brews and Beamers event.
The Collective is more than willing to personalize each
event to fit the specific goals and flow of your needs. Head
of catering, Melissa, is passionate about bringing unique
and unexpected flavors to all their events. “Most great

and memorable gatherings include great times and stories
around a table of food. We are proud to be a part of that,”

Sam boasts of their catering company.

Last year, Revel Venues held 648 events, a staggering number

given their start only five years ago. That success is in large
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part due to Sam’s courage and confidence
to make his visions a reality. He also hugely 1 ala
credits his staff whom he hand picks and stays

—

closely involved with, even making appearances - i
A e —

at many of their events. Sam stays involved in i : : i = {
the day to day tasks alongside his employees so ; P2 3 o e i o R Ran Ikﬁ
he can see first hand where issues arise and can ot B

work to solve them quickly. He has been known
to empty trash, clean toilets, and fill in where
needed, not afraid to get his hands dirty. “It is
important to be close to the work,” Sam says of

his time in the field.

Looking forward, The Naxon Group will be open-
ing a new brunch restaurant called Sunny Hyde
Up at the end of 2024. After that, Sam wants to
focus on the synergy of his existing brands, mak-
ing them even better and more successful. Sam’s
journey from humble beginnings to becoming

a pillar in the Central Valley’s event scene is a
testament to his vision, resilience, and dedica-
tion. As he continues to innovate and support his
community, the future looks bright for both him
and The Naxon Group.
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