


Brittney Jeanson

In my years of working with real estate professionals, few people stand out

like Brittney Jeanson. Her energy is infectious, and her positive outlook is

something | aspire to bring to my own life every day.

Brittney has a unique ability to make every client feel heard and
understood, which shows in the glowing reviews she receives consistently.
Her clients describe her as someone who "goes above and beyond to ensure
every detail is taken care of" and that she "makes the home-buying process
feel easy and stress-free.” Her tireless dedication and commitment to her
clients make working with her a true pleasure.

One of the things that sets Brittney apart is her ability to work through
challenges and turn them into opportunities. No matter the obstacle, she
always finds a way to handle it with optimism and grace. Her clients say

she is "knowledgeable, professional, and kind,” and | couldn't agree more.
Working alongside Brittney makes the hard days easier, and her enthusiasm

and energy remind me daily of the importance of staying positive in this

business, especially when things get tough.

WHO YOU WORK WITH MATTERS
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LARA LOCKE NMLS 949406 CO. DRE 02092167 CO.
MMLS 1939279 Company BRE 02092167 LOCKE
CONSULTING INC., DBA LOCKE YOUR LOAN
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OFFERING OUR CLIENTS‘ SMPEEIOR < - - Commercial/ Residential - Bulk Sales - Holding Escrows - Wholesale - AITD

Mobile Homes - DMV & Permanent Foundation - Fertility - & So Much More!
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Courtney Louis Tania Marks

Visit us in our Temecula location! . ’ .
NEW VENTURE . Vice President of Sales | Sr. Account Executive
PR F S C R O w - One Better World Cir. Ste. 100, Temecula Courtney@NewVentureEscrow.com Tania@NewVentureEscrow.com

www.NewVentureEscrow.com 858.229.9035 619.807.0711
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951-236-3369

OMPSON@CTT.CO Your Cleanup Partner [GiEg
MA*RYK'TH e Lo T for Smooth Real
o 5% M AN i, L oasedl Estate Transactions!

Find us on sccial media @abetterhomeinspections
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ABOUT US WHAT WE INSPECT
We revolutionize home inspections : Exterior &
with cutting edge technology, Our 'y Foundation

team combines traditional expertise
with inmovative toals to provide Roof &
comprehensive assessments of your structure
property. From thermal imaging,
drones, and crawl bots, we harness Electrical
the power of technology to uncover
hidden issues and ensure your Plumbing
peace of mind.

. Pool & Spa
Contact us today to schedule
your home inspection.

HWALC Systems
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Stephanie 5 Matt
Janeshak Hilliard

Magazine
Celebration
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Why Choose
TC Express?
= Improve!Efficiency
& Organlization
= Customer-Centric
Focus |

» 20+ Years of ;.
Experience

+, : o | ;;
ETRANSACT EXPRESS

(ontact me foday to scale your business!
Call/Text: 626.373.0019 | TCExpress@Yahoo.com

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

TEAM GOADE
HOME MORTGAGE

We have an array of niche lending THE GOADE TEAM
specialists who provide solutions for: Nichole Goade, Branch Manager
o Self-Employed Borrowers NMLS # 347249 | NMLS #1839
® Veterans

® Foreign National Program 951.519.8518

® Down Payment Assistance

® Investors & so much more! NGoode@Chang_eM’rg.com
ChangeMtg.com/Advisors/NGoade

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

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




MEET THE

INLAND EMPIRE

REAL PRODUCERS TEAM
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Mike Maletich Marissa Terrina Russell Lanie Schaber Mitzie Maletich Moses

Owner McCutchan Writer Ad Strategist Promo Coordinator Gonzales III
Publisher Owner of MG3 Media

YOUR ALL IN ONE SOLUTION

TO SELL MORE LISTINGS One Inspection at a Time

l{i ¢ 19 ETOE e e = * From Homes To High-Rises,
: B i L ) ||| We've Got You Covered.

« Gertified Inspectors,
Unmatched Quality

@ANN@N * Thorough Inspections &

INSPECTION SERVICES Same-Day Reports

IE Agents:
Scan to book
directly!

Our Premium Photos, Videos, and

3D Tours Will Help You:

Build Your Personal Brand
Increase Visibility & Credibility
Sell More Homes

Close with Confidence Today!
Call or Text Cannon Inspection Services

24-HOUR TURNAROUND TIME!

619-823-4133 « Homelnspection.Today
Tony@Homelnspection.Today

8 - November 2024

Protecting Your Clients' Investment,

| SERVING ALL OF SOUTHERN CALIFORNIA - INLAND EMPIRE
+ SAN DIEGO - ORANGE COUNTY - COACHELLA VALLEY

STRATEGIC

FARM

Do you have Strategic Farming in your real estate
marketing strategy?

HERE'S SOME REASONS YOU MAY WANT TO RECONSIDER:

Brand Recognition and Trust:

Consistently marketing in the same area helps agents
establish themselves as the go-to expert, building brand
recognition and trust among residents.

Deep Market Knowledge:
Focusing on a specific area allows agents to gain
in-depth knowledge of local market trends and
property values, providing clients with valuable
and accurate insights.

Stronger Client Relationships:
Regular interactions and involvement
in the community help build strong
personal connections, leading to
increased referrals and repeat
business.

Eric Willis
eric willis@stewart.com

Julie Putjenter
Julie putjenter@stewart com

951.696.2176 | 41391 Kalmia St. Ste. 330, Murrieta

ENSURING
YOUR CLIENTS
MAKE THE

BEST MOVE

SPECIALIZING IN:

ARCHITECTURAL AND ENGINEERING PLANS
CUSTOM HOMES DESIGN | ADU DESIGN | COMMERCIALTI

SCAN CODE

' Safe, Clean,
and Secure
Storage

Available!
| a Book with a Reliable Moving
Team You Can Count On
I( I N G 562.921.0555
KingCompaniesUSA.com FERNANDO SOLIS owNER
Worry Free Moves Since 1955 DESIGN GROUP 626.807.4712

United ’ My floweer J_n"_
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m 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
m are proud to partner with you and make this magazine possible. Please support these businesses and thank
m them for supporting the REALTOR® community!
z ARCHITECTURE- Archive Property JUNK REMOVAL REAL ESTATE Stewart Title of
DESIGN-ENGINEERING Inspections Junk Dawgs - PHOTOGRAPHY/ California
h FS Design Group (951) 304-3508 Drew Douglass VIDEOS Julie Putjenter
(626) 807-4712 (909) 712-9525 List To Sold Media (951) 764-1757
m Cannon Inspection (714) 276-1817 Eric Willis
CLOSING GIFTS Services MORTGAGE (951) 764-1736
< Cut Above Gifts (619) 823-4133 Change Home MG3 Media
m Andy Burton Mortgage (951) 515-3171 Ticor Title
(951) 334-5301 Inspector EIf (951) 519-8518 The Galante Group
www.cutabovegifts.com (909) 731-6850 SOLAR Joe Galante
n Cornerstone Shaw Energy (951) 776-7114
ESCROW SERVICES Pacific Property Home Lending Consulting LLC Amy Smith
m New Venture Escrow Inspections (909) 260-5252 (951) 942-8431 (951) 240-0220
Tania Marks (951) 295-4995
m (619) 807-0711 Locke Your Loan TITLE COMPANY TRANSACTION
NewVentureEscrow.com T.H.l. Inspections Lara Locke Chicago Title COORDINATOR
m (562) 665-9229 (951) 405-2454 Lavonne Benyola Transact Express
FLOORING www.lockeyourloan.com (951) 453-7380 (626) 484-4878
u Langdon Floorcovering HOME WARRANTY Patti MacGregor
“ (951) 375-9025 First American MOVING COMPANY (951) 852-9545
Home Warranty King Relocation Mary Thompson
m HOME INSPECTION (951) 541-6086 (562) 677-3130 (951) 236-3369
A Better Home
m Inspection INSURANCE ORGANIZER
(800) 720-2844 Goosehead Insurance - NEAT Method
u Phil Hernandez (951) 243-4746
(714) 418-8635

dling Your Most Important Transactions and
Ensuring Peace of Mind

Ranches & Estates - Pool & Spa Certifed - Multiple Certified Inspectors

i

=
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e e e

Serving
Southern California
for Over 22 Years

Call Steve to easily schedule your inspection today!

951.304.3508 » TemeculaHomelnspection.com PROPE Fﬁ I:,E!:!!Xﬁ
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BY THE
NUMBERS

S $7.723,255,059

EMPIRE SOLD IN 2023

SALES VOLUME

@
QD

AVERAGE I I | | TRANSACTIONS

11,066
SALES VOLUME PER AGENT

TOTAL TRANSACTIONS ~ PER AGENT

Why Leverage One?

» Solar policies have changed in 2024

* New & Existing Contract Review Support

» We work for your clients, not a solar company
* Realtor Referral Program

ENERGY CONSULTING

Jordan Shaw

Concierge Energy Advisor Scan to
Connect with

O (© @JordanShawOfhcial Me Today!
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WE GO Cornerstone’ | HLC Team

HOME LENDING

BEBAUSE WE ARE Education. Experience. Expertise.
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Tim Harrison

Producing Mortgage
Branch Manager

’ NMLS 170960
= - - Call/Text: 909.920.5260
. [ ~—- HouselLoan.com/TimHarrison
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" v Company NMLS ID#2258
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Written By Terrina Rus!
Photography by
Marissa McCutchan
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tephanie Janeshak has built a real estate career

defined by resilience, knowledge, and a deep

sense of responsibility to both her clients and her
community. Her journey, spanning over two decades, is
a testament to her adaptability and dedication, qualities

that have set her apart in a constantly evolving industry.

Stephanie’s story began at 23 when she worked as a leasing

agent in luxury apartment communities in South Orange County,
California. Over time, she transitioned to commercial property
management, working her way up from the front desk to an
assistant property manager position in a Class A office building in
Pasadena. Her commitment and ambition were evident, but when
she became pregnant at 36, she knew it was time to seek more
flexibility for her family. That’s when she made the full transition
to residential real estate, eventually building a successful career
with Keller Williams.

Through her journey, Stephanie learned valuable lessons, par-
ticularly during the 2008 housing market crash. “I'm grateful for
that experience,” she says. “It showed me what real hard times
in real estate look like. Market shifts now are opportunities for
growth and improvement.” Her approach to market fluctuations
is one of optimism and confidence, backed by the experience of

having weathered some of the industry’s toughest times.

Her advice for new agents reflects her emphasis on knowledge
and mentorship. “I would say, find at least two mentors because

that way you have two different ways to look at business, two

1arllle

different styles,” she advises. Stephanie believes
that having a strong understanding of the funda-
mentals of the business, including contracts and
customer service, is critical for success. Too many
agents rely on technology and simply send docu-
ments for e-signature without ensuring clients fully
understand what they are signing. “I emphasize the
importance of being able to explain the contracts
and paperwork to clients, ensuring they feel confi-

dent and informed throughout the process.”

Stephanie’s approach to real estate is deeply
client-focused. “We have a responsibility first and
foremost for our clients rather than our paycheck,”
she says. This client-centered philosophy, com-
bined with her thoroughness and genuine care, is
what has earned her the trust and loyalty of her
clients over the years. “When our clients feel that
we are valuing them and doing right by them, it
gives them the confidence and trust to refer us, to

use us again.”

Beyond her professional achievements, Stephanie’s
heart is with her community. A pivotal moment in
her personal life was adopting her youngest daugh-
ter through foster care 10 years ago. Her daughter’s
medical challenges slowed down her business at the
time, but it also inspired Stephanie to give back. She
found her calling with Inspire, an organization that
supports children aging out of the foster care system.

While she currently supports Inspire financially,

Inland Empire Real Producers - 15



Stephanie looks forward to the day when she
can mentor these young adults more actively.
“They help them with job resumes, interview
skills, and even offer scholarships,” she says.
“This is where my heart is, and I know I'll

spend more time with them in the future.”

Stephanie’s business took a significant leap
forward when she partnered with a small
local builder in her neighborhood, becoming
the exclusive listing agent for 23 brand-new
homes. “That experience opened a lot of
doors for me and gave me the confidence

and resources to elevate my business,” she
reflects. This achievement was a pivotal
moment in her career, allowing her to expand

her network and refine her expertise.

Her hard work has not gone unnoticed. In
2024, Stephanie was named one of Gary
Keller’s top 200 agents, an elite group of real
estate professionals from across the country.
She’s had the opportunity to attend master-
mind sessions in Austin, Texas, to connect
with top agents and foster relationships that
allow her to better serve her clients, espe-
cially those moving out of California. “I'm
trying to connect with all of them as much as I
can, so I can refer my clients to trusted agents

in other states.”

In addition to her recognition within Keller
Williams, Stephanie serves on the Agent
Leadership Council (ALC) in her office for
2024. This role allows her to influence the
direction of the office while sharing her

wealth of knowledge with other agents.

Stephanie Janeshak’s real estate journey is
one of perseverance, integrity, and giving
back. Whether navigating market shifts,
raising a family, or supporting her community,
she embodies the qualities of a true leader

in the industry. For new agents, seasoned
professionals, and clients alike, her story is an
inspiring reminder that success in real estate
is about more than just transactions—it’s
about relationships, expertise, and making a

lasting impact.
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Hardwood
Luxury Plank
Laminate

Carpet

nick@langdonfloors.com

951.588.3882

magée

I I LISTTO
= { SOLD MEDIA

* Develop Your Sphere of
Influence Through Content

» Gain Organic Audiences
on Social Media

» Stand Out from the
Standard Agent

714.924.3286 ©©
ListToSoldMedia.com
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YOUR CLIENTS. L
YOUR REPUTATION. L@")
OUR EXPERTISE.

Partner with a Home
A Inspector You Can Depend On!

PROPERTY INSPECTIONS

INTERNACHI CERTIFIED
24-HOUR TURNAROUND
MOLD & AIR QUALITY. TESTING
OVER 500, 5 STAR REVIEWS
(SPECTORA & GOOGLE)

NOW OFFERING MOLD &
AIR QUALITY TESTING!

ASK US ABOUT OUR HERO DISCOUNTS!
CONTACT US TODAY - We respond 24/7 in 30 minutes or less!

@PacificPropertylnspection

Gobble Up the

Show gr for your clients this Thanksgiving= —

with home warranty protection. When a covered

household item unexpectedly breaks, they'll be
thankful to you for recommending our gourd-

geous coverage.

“Rely on us to be your
home warranty experts, so
you don't have to be!”

Lisa Caocuette

Inland Empire and

Amanda McMillien-Brock Tracie Bagnoli

Coachella Valley, Southwest Riverside High Desert, San Bernardino

Mountain Cities and Imperal Counties County, Corena, Nerco, Riverside,
lcacuette@firstam.com amemillien@firstarm.com Redlands, and surrcunding areas
9099467 2082 951 547 &084 tbagnoli@firstam.com

909,614,929

PROFESSIONAL sERVICES,
UNWAVERING INTEGRITY

A Team You Can Trust to Get Your Clients to Closing

CORNER

'- ESCROW

P L

Lisa DeWitt - 9511694.6300 - Iisa@cornérescrq\;v.com
25220 Hancock Ave. Suite 350, Murrieta,"CA's cornerescrow.cor&

o - A
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LAGUNA BEACH LAGUNA WOODS MISSION VIEJO TUSTIN BEVERLY HILLS MURRIETA CARLSBAD
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MATT

Matt Hilliard, co-owner and Director of
Operations for Navigate Real Estate, Inc., has
a deep-rooted connection to real estate. From
his grandfather in Missouri to his mother, who
worked in commercial real estate for decades,
real estate has always been a part of his

life. Yet, Matt’s journey into the field wasn’t
immediate. He spent 14 years as a police
officer with LAPD, a career that shaped his
perspective and equipped him with skills that
seamlessly transitioned into real estate.

Matt reflects on his time as a training officer at
LAPD, comparing it to mentoring in real estate.
Fresh recruits would spend two months under his
guidance, learning the ropes just as he nurtures
relationships with clients now. “I started talking to
the new recruits about investing and real estate,”
Matt explains. “It sounds so motherly, but I've
always nurtured my clients. I didn’t really do adver-
tising; I just took care of people, and they took care
of me.” This simple philosophy has carried Matt
through his career. He doesn’t rely on billboards or
flashy marketing, but rather on the loyalty and trust
he builds with his clients.

A significant part of Matt’s success is his emphasis
on relationships. “The best advertising you can
do, isn’t advertising you can do,” Matt says. “For
me, it’s just treating people right and reminding
them that I’'m still alive. That’s where I think a
CRM could help.” He acknowledges that while his
system of chalkboards, notepads, and even Post-it
notes works for now, it’s not foolproof. “I'm trying
to get with the 21st century and get a CRM,” he
jokes, adding that he’s always looking for ways to
improve, even if his laid-back approach to business

management works for him.

While he may not pay special attention to advertis-
ing himself, he does spend a significant amount of
time and money advertising for his clients. “I tell
my clients that they never have to wonder where
the commission goes,” said Matt. “I spend quite a
bit on staging, cleaning, Google/Facebook/IG and
print ads, as well as invitations to my open houses,
which often include catering and a times live enter-
tainment. I spend my advertising budget on my

clients, not myself.”

Matt’s business strategy is simple: “Stay alive. Just
make it through today.” It’s a humble and honest
perspective that contrasts with the complexity
often seen in real estate strategies. His focus isn’t
on rapid growth or mass advertising, but on sus-
taining and nurturing the relationships he’s built
over the years. This philosophy has proven effec-
tive. His clients are fiercely loyal, and their refer-
rals have become the lifeblood of his business. “My
business isn’t turn and burn,” Matt explains. “I take

care of my clients and they take care of me.”

Working alongside his best friend since second
grade, Kris, Matt has grown the brokerage they
co-own together, and they’ve even flipped homes and
started other businesses along the way. Together,
they’ve focused on building a team that values rela-
tionships over transactions. Matt’s involvement with
LAPD sponsorships, golf tournaments, and a family
day event with the Riverside Sheriff’s Department
further highlights his dedication to his community

and his roots in law enforcement.

His genuine care for his clients goes beyond real
estate. “I had a client who called me wanting my
input on his marriage proposal,” Matt recalls. “We
weren’t friends before I sold them a house, but
that’s the level my clients trust me.” Matt’s clients
include veterans, first responders, and medical pro-

fessionals, and he takes immense pride in helping
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them achieve their real estate
dreams. “I especially love when my
client isn’t the one with the biggest
offer, but we manage to beat out
stronger offers or create a frenzy

for a listing.”

On the personal side, Matt’s family
is equally supportive. His wife, who
had her real estate license before
they met, always believed Matt
would thrive in real estate. But it
was his best friend, Kris, who finally
convinced him to get his license.
“It’s a running joke in our house,”
Matt laughs. “My wife would sug-
gest something, but if Kris said it,
suddenly it was a good idea.” Their
son, now in his third year of medical
school at UC San Diego, continues to
be a source of pride. “In five years,
maybe I'll be adding doctors to my

list of clients,” Matt jokes.

With a small farm of ducks, goats,
pigs, and dogs, Matt’s life resembles
amodern-day Noah’s Ark. He feels
blessed by the support he receives
from both his family and clients. “I
don’t know why everyone likes me
so much, but I'm just grateful,” Matt
says. He believes in working hard,
treating people right, and putting the
needs of his clients first, and that’s
why his business continues to thrive
without the need for flashy advertis-

ing or mass marketing campaigns.

Looking ahead, Matt is focused on
continuing to expand within his law
enforcement network and hopes to
bring on other like-minded agents.
But no matter how much his busi-
ness grows, Matt is determined to
maintain the personal touch that
has made him successful. “My goal
isn’t to be the busiest agent but to be
the best agent—one who has time
to treat each client as if they’re my
only client,” he says. It’s a strategy
that has served him well so far and
one that will undoubtedly continue to

drive his success in the future.
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WCR’s Barbie Party
Fashion Show

The Women’s Council of Realtors
Southwest Riverside County network
is known in the local community as
well as statewide with WCR, for their
very popular annual fashion show.
Each year, WCR chooses 12 local
realtors to model fashions from local
stores and this year it was Macy’s and
Men’s Wearhouse in Temecula. This
year’s theme was “Barbie Party” and
when you entered the room it was a
sea of pink! No details were spared
with Barbie car centerpieces, pink
Barbie sunglasses for all of the guests,
pink cake pops, an incredible Barbie

photo op and more!

This WCR network is a dynamic
group of women with Melody
Carswell at the helm as President and
Capri Cherry as President Elect. The
fashion show committee was led by
Shelly Moore with Escrow Leaders
along with a hard working team

who started working on the event 4

months prior.

The models featured this year were
Adam Bouvet, Jarred Hanson,
Michael Bouma, Rory Ellis, Massimo
Spadazzi and Vic Carrillo as the Ken
dolls. The Barbie models were Dirissy
Doan, Melissa Williams, Ashlee
Eagle, Jordona Hertz, Aly Kong and

Yvonne Ruiz.

It was a sold out event supporting
Michelle’s Place Cancer Resource
Center. Everyone had the best time
enjoying lunch, wine and champagne
at Wilson Creek Winery.

WCR is extremely grateful to all of

the volunteers, models and guests for
making this year’s fashion show one for
the books!
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DY preferred partner spotlight

Julie Putjenter and Eric Willis’
journey into real estate is a true
family affair, shaped by a legacy of
dedication to the industry. Growing
up in a family deeply involved in real
estate, it was almost inevitable that
both siblings would find their way
into the field, though the path wasn’t
always straightforward. Their father,
Fred Willis, spent nearly 30 years

as a Business Development Officer
at Stewart Title, and their mother
and grandmother were also heavily
involved in the industry. Despite this,
Julie initially resisted the pull of real
estate, while Eric found his way into

the business earlier on.

Julie began her career in digital mar-
keting as a Public Relations director,
sharpening her communication and
branding skills. In 2017, after some
nudging from her father, she decided
to give real estate a shot, and hasn’t
looked back since. “I reluctantly
gave it a chance, and I have loved it
ever since,” she says. Julie now uses
her PR background to guide clients
through real estate transactions,
while also building and maintaining

strong relationships.

Eric, on the other hand, was more
open to following the family path.
From a young age, he and Julie would

accompany their parents on office

Written By Terrina Russell
Photography by Marissa McCutchan

JULIE PUTJENTER & ERIC WILLIS

calls, immersing themselves in the
world of title insurance. By the time
Eric was in college, he was already
working part-time in the office, and
eventually transitioned into sales after
his boss noticed his easygoing and
chatty personality. “You talk too much
to be inside,” his boss said, encourag-
ing him to get out into the field.

The two officially became partners
in 2017, when Julie joined her father
and Eric’s partnership in Southwest
Riverside. Since their father’s retire-
ment in 2021, Julie and Eric have
continued working together, creating
a dynamic team that sets them apart

in the industry.

66

WE’VE HAD TO ADAPT
TO CHANGES IN THE
INDUSTRY, LIKE MORE
PEOPLE WORKING FROM
HOME, BUT WE'RE
FINDING NEW WAYS TO
STAY CONNECTED AND
PROVIDE VALUE. ’,

‘What makes this sibling duo stand
out is their unwavering commitment
to their clients and the family-ori-

ented approach they bring to their

business. “Our clients have become
almost like friends, and we’re a
constant source of information and
support,” says Eric. Whether it’s
helping navigate complex real estate
issues or simply being there to listen,
the two are always willing to go the
extra mile. “It’s not the same every
day, and that’s what makes it excit-
ing,” Eric adds.

Both Julie and Eric agree that building
long-term relationships based on trust
and service is key to their success.
Julie emphasizes, “It takes time to
build trust, but once you do, it’s incred-
ibly rewarding to be considered part of
your client’s team.” This attitude, com-
bined with their hands-on approach to
solving problems and guiding clients
through real estate transactions, has

earned them a loyal client base.

Their future in real estate looks
bright. Both envision continued
growth for themselves and their team
at Stewart Title. Julie is especially
excited about mentoring newcom-
ers to the industry, while Eric looks
forward to expanding their reach
through more events and educational
seminars. “We’ve had to adapt to
changes in the industry, like more
people working from home, but we’re
finding new ways to stay connected

and provide value,” Eric notes.
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Outside of work, Julie and Eric stay
busy with their families and active life-
styles. Julie, who lives in Canyon Lake,
is deeply involved in her community
through organizations like the Women’s
Council of Realtors and the Canyon
Lake Junior Women’s Club. She also

finds time to train for ultramarathons

and triathlons, balancing her demand-
ing career with her passion for running,
boating, and golfing.

Eric, who recently moved from
Canyon Lake after 39 years, contin-

ues to be active in his community and

enjoys participating in local events

and golf tournaments. He shares
Julie’s commitment to giving back,
noting that they both try to partici-
pate in board and foundation events

whenever possible.

Looking ahead, Julie and Eric are

excited about the new opportunities

coming their way. With a strong
support team behind them, they’re
confident in their ability to help
their clients and the business grow.
“We've got a great staff working
behind the scenes, and we’re rolling

out some exciting new initiatives

that will take our service to the next

level,” Julie shares.

Their advice for anyone starting out
in real estate? Be patient, stay curi-
ous, and build genuine relationships.

Success in this industry, they agree,

is all about consistency and trust. As
they continue to grow and evolve,
Julie and Eric remain committed

to making a positive impact in real
estate, helping clients navigate their
biggest investments, and supporting

each other every step of the way.
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our home organizing services

Pantries | Playrooms | And everything in between... Cre

our move and relocation services

Bathrooms | Closets | Kitchens | Nurseries | Offices Pre-

METHOD

LUXURY HOME ORGANIZING

bri van lierop

OWNER, NEAT INLAND EMPIRE
& DESERT COMMUNITIES
951.243.4746
neatmethod.com
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move prep | Manage logistics | Unpack & organize

ate customized solutions | Ensure every detail is complete
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Scan here for an elfin’
good home inspection!

Eric Francis, President

909.731.6850 | InspectorELFInc.com
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I'll Do The
Insurance
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Your Client

. Phil

"I 88 Hernandez,

Insurance Agent <
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- Show Your
Gratitude Today!

ANDY BURTON

Independent Area Director
951.334.5301
CutAboveGifts @ gmail.com
CutAboveGifts.com
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HELPING REALTORS® & BUSINESS PROFESSIONALS RETAIN
THEIR CLIENTS IN THE IE FOR THE PAST 4 CENTURY
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JOE GALANTE
§51.776.7114

joe@golantediitle.com

AMY SMITH
951.240.0330
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GalanteGroup.com
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TO LEARN MORE ABOUT WHAT WE OFFER,
WE SHOULD MEET!

Call our Concierge Desk o schedule 751,304, 4681
or Email us Teom@Goiantedimep com
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