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NEED HELP WITH POWER OUTAGES
OR GENERATOR INSTALLATIONS?
~ LOOK NO FURTHER THAN
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Exceptional Service
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Standard with every Also included with Premium SR —£ ;
Home Inspection: and Prestige Packages: L Ficture P e’ﬁ"/ Kesulls

PTP360° PTPFloorPlan
Interactive 360° Visual A measured floor plan : _ 907.795.0050

Call to get
started today!

Repairs & Remodels

Inspection Summary = of the entire home Upgrades & Inbtalls SusitnaHomeServices.com

Commercial & Residential @ @Susitna.Home.Services

PTPEstimates PTPHomeManual

Powered by BOSSCAT Powered by Centrig

Cost estimate for Inspection The digital owner’s manual

Summary items for the home »[ lle MOI tgage Lady

“Don’t get sold, get educated.”
The Frontier Team

?07-521-777-6 2 i I I PILLARTOPOST® For Informed Clients,
rontierteam@pillartopost.com

frontierteam.pillartopost.com ; ﬁ HOME INSPECTORS Partner Wlth Amanda TOdaY!

Serving Alaska 907.441.6223 ns
*Where available. Not all services are offered by every office. Lic. #125802. Each office is independently owned and operated. Ama;nda;@FlrstRajteAK.com Am an e 3 Be n
Amanda-AKHomeLoans.com === NMLS #1251279 | NMLS o
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www.dmdrealestatephotography.com

The DMD Difference

With over 20 years experience
creating photography and video
content in Alaska, the DMD Team
will surely show your home in it's
best light!

~ liams Real- 4 d - Tanner ; 3 Coaching
ty Alaska N . i Real Estate |
Group - o Group

sted in contributing or nominating REALTORS® for certain stories,
at devon.doran@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.

Scrvices
& Photography & Drone

& Videography & Floor Plans
& 3D Tours & Social Media
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DMD Real Estate
Photography

(907) 268-7701

To have a positive impact on the

community and the people we serve
k our team members, referral Partners, and clients.

9{1? 232, ED1E Eua@FlrstRateAk com AlaskaMortgageMﬂmma com
L Arfl ST228ve 2
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PREFERRED PARTNERS

ASSOCIATION OF
REALTORS®

Alaska Association

of REALTORS®

(907) 563-7133

4205 Minnesota Drive
Anchorage, AK 99503
www.alaskarealtors.com

AUTO SALES

BMW Anchorage

Phyllis Halverson,

BMW Client Advisor

(907) 646-7553
www.BMWofAnchorage.com

AUTOMOBILE DETAILING
OCDetailing & Auto
Reconditioning

(907) 357-6989
www.ocdetailak.com

CARPET/UPHOLSTERY
CLEANING

Heaven’s Best

Carpet Cleaning

(907) 622-6840
www.anchorageak.
heavensbest.com

CLEANING SERVICES
Cleaning’s A Breeze
Bre Tschilar

(907) 373-5100
www.cleaningsa
breezeak.com

Happy Home
House Cleaning
(907) 232-9841

CONTRACTOR/
REMODELING

Quality Builds Alaska
(907) 671-8687
www.qualitybuildsak.com

Susitna Home Services
Dakoda Martin

(907) 795-0050
www.SusitnaHome
Services.com

6 - October 2024

Tru Built Construction LLC
Kaulen Pevan

(907) 331-7074
www.trubuiltak.com

CRM

BONZO

(614) 357-2367
www.getbonzo.com

ELECTRICAL CONTRACTOR
All Phase Electric, LLC

(907) 376-1200
www.allphaseelectricak.com

Primary Electric
(907) 863-8038
www.primaryelectric.com

Walker & Sons Services LLC
Jed Walker
(907) 980-6479

FINANCIAL PROFESSIONAL
NYLIFE Securities

Joy Fearn-Condon

(907) 357-4695
www.newyorklife.com/
agent/jfearncondon

FITNESS/GYM/PERSONAL
TRAINING/NUTRITION
Impakt Athletics

(907) 315-6046
www.impaktgym.com

HOME BUILDER
Hall Quality Homes
(907) 312-7900
www.hallhomes.com

Precision Homes LLC
(907) 841-3426
www.PrecisionHomesAK.com

www.cuttingedgehomes
cabins.com

(907) 354-1841
www.cuttingedgehomes
cabins.com

them for supporting the REALTOR® community!

HOME INSPECTION

A-1 Inspection Services LLC
Steven Amidon

(907) 892-4444
www.alinspections907.com

Discovery Home
Inspection Services, LLC
(907) 243-4476
www.discoveryinspect.com

Pillar to Post Home
Inspectors - The
Frontier Team
(907) 521-7776
www.frontierteam.
pillartopost.com

INSURANCE AGENCY
Allie Hewitt - State Farm
(907) 357-0727
www.allieinthevalley.com

Chaila Tyner - GEICO
Insurance Agent

Chaila Turner

(907) 344-4411
www.geico.com/
insurance-agents/alaska/
anchorage/chaila-tyner/

COUNTRY Financial

Tearsa Nelson

(907) 726-3906
agents.countryfinancial.com/
usa/ak/anchorage/
tearsa-nelson

LOCK & KEY
Shadow Mountain
Locksmith

Ryan Butcher
(907) 306-7878
www.shadowmtn
locksmith.com

MEAL PREPARATION
Karma Kafe

(907) 841-5005
www.karmakafeak.com

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

MORTGAGE LENDER
Amped Mortgage

Ryan Berry NMLS #2160725
(907) 519-7000
www.AmpedMtg.com

First Rate Financial
Eva Archuleta

NMLS #911099

(907) 232-8018
www.alaskamortgage
momma.com

First Rate Financial
Amanda Jensen
NMLS #1251279
(907) 441-6223
www.amanda-akhome
loans.com

Global Home Loans
(907) 921-2514
bit.ly/3W0ndUj

Loan Depot

Chris Chisholm

NMLS #190271

(907) 561-5949
www.loandepot.com/
loan-officers/cchisholm

Loan Depot

Misty Massie

NMLS# 515022

(907) 232-1063
www.loandepot.com/
loan-officers/mmassie

Movement Mortgage

Katie Sindorf NMLS
#1205737

(907) 242-3191
www.ksindorfhomeloans.com

Nexa Mortgage
Shawn Miller NMLS
#1989873

(213) 259-5950
www.mytaccat.com

Residential Mortgage

Adam Mee NMLS #906292
(907) 707-8821
www.AdamMeeHomeLoans.com

NOTARY/CLOSING SERVICES
Harris Notary LLC

Jennifer Harris

(214) 524-1795

Mana Signings & Co.
Vaosa Leifi

(907) 312-9357
www.manasignsco.com

PAINTING CONTRACTOR
True Colors Painting LLC
(907) 354-6593
www.truecolorspaintingak.com

PEST CONTROL SERVICES
APEX Pest Control Solutions
(661) 331-9354
www.apexpcsak.com

PROFESSIONAL ORGANIZER
Harmony At Home
(907) 3171825

PROFESSIONAL
PHOTOGRAPHER

DMD Real Estate Marketing
(907) 268-7701
www.dmdrealestate
marketing.com

PROFESSIONAL
PHOTOGRAPHY
Ambience Photography
(907) 354-3460
www.ambienceak.com

PROPERTY MANAGEMENT

Alaska Property Managers LLC

(907) 764-2193
www.AKPropertyManagers.com

SEPTIC SERVICE, REPAIR
& MAINTENANCE

A-Two Septic

Brenden Strom

(907) 315-1477
www.A2Septic.com

SNOW PLOWING / REMOVAL
GPS Plowing & Sanding

(907) 232-0799
www.GPSAlaska.net

TAX PROFESSIONAL/C.P.A.
Robinson & Ward, P.C.
Kelly Ward

(907) 474-4576
www.rwcpaak.com

TITLE COMPANY
Mat-Su Title

(907) 376-1841
www.matsutitle.com

Stewart Title
(907) 274-2562
www.stewart.com/Anchorage

WELL / SEPTIC INSPECTIONS
Pioneer Engineering

Bill Klebesadel

(907) 863-2455
www.akpioneerlic.com

&

~ASHI & 1CC CERTIFIED
~CONVENIENT SCHEDULING
~RADON TESTING
~REPORTS WITHIN 24 HRS
~LEVEL 1 THERMOGRAPHER

~SENTRI-LOCK PROPERTY ACCESS
~OVER 20 YEARS INSPECTION EXPERIENCE
~30 YEARS OF BUILDING EXPERIENCE

Discoery Inspecion Sevces were phenomenall Our ngpec
tor was personable, patient, thorough and communicative. He
talked us through the inspection as he went and afterwards
took time to show us all the photos and discuss everything
he found. Additionall, booking was a breeze and the
inspection report was illustrative and organized in an easy
to understand format. ['d recommend Discovery to anyone

purchasing a house.

-u]m
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MEET THE

ALASKA

REAL PRODUCERS TEAM

N

"

Devon Doran Katrina Holder Maddie Fuller Lindsey Hardman
Owner/Publisher Social Media/ Writer Writer
Communication Concierge

Zachary Cohen Shannon Strawn Heather Dunn Suzie Bannan
Writer Photographer Photographer Ad Strategist

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at devon.doran@RealProducersMag.com

. Tax Preparation
Robinson Tax Strategy
W.ard, PC. Payroll
Certified Public Accountants Bookkeeping

Do you feel like you are paying too much in taxes?
Are you confident in your tax strategy?

i K%@ Wa/% CPA, CTC, CGMA

Using a relationship based approach to understand
your unique needs and to take the overwhelm out of the numbers.

(907) 474-4576 www.rwcpaak.com kelly@rwcpaak.com @(©) kellywardcpa

8 - October 2024

LET US TURN YOUR DREAM
HOME INTO REALITY!

Decks, Remodeling, : '
Garages, Remote Cabins,
New Construction ' =

007-354-1841— CUTTING EDGE

Cutting Edge Homes/ Cabins Inc

BUILDING WITH QUALITY, INTEGRITY, AND VALUE.

http://Cuttingedgehomescabins.com ¢ cuttingedgehomescabins@gmail.com

YOUR LOCAL GEICO AGENT
MAKES BUNDLING SIMPLE.

HOME + AUTO = EASY

SCAN TO LEARN MORE | !
ABOUT OUR SERVICES! CiIETE
: iL:I_E!I NEEUWOITIDNING
907.357.6989

OCDetailAK.com
1201 N Lucille St, Wasilla

Chaila Tyner | 907-344-4411

Lisstarians syply. S st om bor e dethy, GEIC0 & afibares
Waskingion, O 20076, EEIC0 Geckn image T [R30-700 D 2004 GEICO
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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

CREDIT UNION

Global Credit Union Home Loans’ operations, products and/or services do not

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

Trust 30+ Years
of Property

Management
Excellence

P ) —
~ ALASKA PROPERTY
4.0 MANAGERS,LLC.

907.743.2576 I ——

AKPropertyManagers.com

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

‘goNE Y.

Converse
Convert

GetBonzo.com

LOCKED QUT?

T 1.0ST YOUR KEYS?

AR We are Here to Help
LOCKSMITH

20 Years Auto Experience

ASE Certification

Automotive Locksmithing Service
Dealership Level Programming

& Lockouts

i Master Key Systems

i Restricted Keyways

@ Prox Card & Key Duplication

@ High Security Locking Systems
i Rekeying

Out storefront is located at 2090 B Ll ey
Palmer-Wasilla Hwy, Wasilla, AK for '

easy customer access, with secure L iﬂ'! 'P H g ﬂ.] IT H
L W

key lockers available for convenient

pick up and drop-off. (907) 306_7878
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ed a staggering 101 ho

Photos by Trevor Wagoner (2Core Films) and Shawna Shields (Narrow Road Productions)

Story written by Zachary Cohen -

IT

In 2020, Tiffany Coleman and Kim
Gomez founded TK Real Estate.
These two women had previously
worked on the same real estate team,
and while that team provided them
with the foundation for a thriving
career in real estate, they were both
ready for the next steps.

Their leap of faith has paid off tre-
mendously. Tiffany and Kim closed
a staggering 101 homes in their first
year together, and they’ve contin-
ued the momentum since. While
there are still a few kinks to work
out—primarily regarding work/
life balance —Tiffany and Kim are
excited about what they’ve created

and what’s to come.

“What separates TK Real Estate from
others is that we care about your
future as our clients,” Tiffany shares.
“We are not looking for the quickest
paycheck. We want your continued
business in the future, even if that
means not buying or selling for years.
‘We want a relationship with our
clients along with making it a stress-

free transaction for all parties.”

Beginnings: Tiffany Coleman
Tiffany remembers a childhood
shaped by her parents’ hard-working
values. Her father, a journeyman
lineman, would wake up at 4:00 am
to get Tiffany to her high school job
at the coffee shop—her first profes-
sional expression of the work ethic
her parents modeled.

Tiffany started her real estate
career in 2011, shortly after gradu-
ating from college. At the time, she

wasn’t quite sure what she wanted

to do professionally. Her cousin,
who worked in mortgage lending,
introduced her to REALTOR® Kelly
Griebel, who was looking for a

part-time assistant.

“I applied, and the rest is his-
tory,” Tiffany smiles.

In the following years, Tiffany
took on greater responsi-
bility. She learned to show
homes, navigate negotia-
tions, write contracts, and
problem-solve in unique

circumstances.

“I started as an assis-
tant for Kelly Griebel

doing her paperwork



Outside work, Tiffany and Kim are devoted to their
families and the community. Kim and her husband,
Mario, have two children: Alexander (4) and Xavier (2).

(44

DECISION WE HAVE EVER MADE IN OUR CAREERS.

and then got licensed and was
able to start interacting with cli-
ents and showing homes. Years of
being alongside her as she dom-
inated in real estate was really
eye-opening as to what this could
eventually turn into. Kelly really
shaped me into the real estate
agent I am now. I never knew I
loved real estate until I was in

it. She always pushed me to be
more, and I am forever grateful

for her,” Tiffany shares.

Beginnings: Kim Gomez

Kim was also raised in Alaska.
Her father worked in the oil and
gas industry, but he also built
custom homes on the side. That
gave Kim an early introduction

to real estate.

“It was fun to tag along with
him and learn the ins and outs
of building. When I went off to
college, I took as many interior
design and horticulture classes
as I could without declaring it

my major,” Kim explains.

After earning a degree in archi-
tectural design and drafting,
Kim returned to Alaska to work
at Home Depot’s design cen-

ter. There, she became a top
producer. Meanwhile, she began
flipping homes, using Kelly
Griebel and Tiffany Coleman as

her real estate representation.

‘When Tiffany got pregnant, Kelly
reached out to Kim to see if she’d
be interested in joining the team.

Kim agreed, starting her real

estate career in mid-2018.

“After several years of doing

design work, house plans for

builders, and flipping homes, I
was excited to help Team Kelly
and see what the real estate
industry was all about from that
side of things,” Kim reflects. “It
just kinda naturally happened.”

Coming Together
Tiffany eventually returned from
maternity leave, rejoining Kelly

and Kim.

“We went to this goal meeting
as Kelly’s assistants and real-
ized our priorities were out

of whack,” Kim recalls. “We
realized our families were our
top priority. We needed to make

some changes.”

“When we started, we were

both young moms, and we were
working a ridiculous amount of
time, so we went out on our own
to create more freedom—/[or] so
we thought,” Tiffany explains.
“Teaming up came naturally since
we worked so well together, and
it was the best decision we have

ever made in our careers.”

While Tiffany and Kim have
found great success with TK Real
Estate, they are both immensely
grateful for Kelly. Neither would
have the career they have without

Kelly’s support.

Today, Tiffany and Kim lead TK
Real Estate at Century 21 Realty
Solutions. In 2023, they were
named the company’s #1 team in
Alaska (by transaction count),
closing 74 units for $16.9 million.
Tiffany and Kim are proud to run
a referral-based business, a testa-
ment to their local roots and the

level of service they offer.

“I hope people hear the name TK Real
Estate and remember that we strived
to provide the best service we can
while being ethical, compassionate
and [providing] a wealth of knowl-

edge to our clients,” Tiffany explains.

Outside work, Tiffany and Kim are devoted to their families and the community. Tiffany and her
husband, Bryon, have a blended family with three kids: Brooklyn (13), Easton (10), and Lyza (6).

Beyond Real Estate

Outside work, Tiffany and Kim
are devoted to their families and
the community. Tiffany and her
husband, Bryon, have a blended
family with three kids: Brooklyn

were both young moms,
“and we were working
a ridiculous amount of,
time, so we went 6t on o
- eurown to create more
- freedom—[offSowe
thought,” Tiffany explains.

= ]

(13), Easton (10), and Lyza (6). Kim and
her husband, Mario, have two children:
Alexander (4) and Xavier (2).

“I wouldn’t be the person I am today
without my family being close and being
a mom myself. My life revolves around
my family. I thank God for them all

every day,” Kim beams.

“I am most passionate about my family.
Everything I do is for them,” Tiffany adds.

As Tiffany and Kim look toward the
horizon, their next challenge is master-
ing work/life balance. Being a business
owner, wife, and mother is no easy
task—but it’s a task Tiffany and Kim are
grateful to be undertaking.

“I’'m most grateful for family, faith, love,
friends, prayer, knowledge, technol-
ogy—the list can go on and on. I'm truly
blessed,” Kim shares. “[I want to let]
my light shine to affect everyone in a
positive way and inspire others to do

the same.”
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RO NATION COACHING

P> coaching corner

By Wayne Salmans, Founder of
Hero Nation Coaching

/ Daily Social Media Hacks to Supercharge
Your Real Estate Brand—Starting Now!

You're already crushing it in real estate, but is your social

media game keeping up?

The best agents are consistent, they educate, and they

engage with their audience.

Here’s how you can transform each day of the week into a
social media masterclass that drives engagement, builds

trust, and keeps your phone ringing.

Monday: Hit ‘Em with Motivation
Start the week by igniting your followers’ ambition. Share
a powerful quote or a quick story about a recent win—

something that makes people stop scrolling. Example: “/n

18 - October 2024

real estate, every day is a new opportunity. Make this week

count!” Pair it with a photo of you handing over the keys to a

beaming client.

Tuesday: Drop Knowledge Bombs

Educate, don’t just sell. Share a tip, a market update, or
something that gives your followers an edge. Think: “4void
these 3 mistakes when buying your first home.” You're not

just areal estate agent—you’re a resource.

Wednesday: Show Your Human Side
People connect with people, not just brands. Give a behind-
the-scenes look at your day. Maybe it’s you grabbing cof-

fee before a big showing or prepping for an open house.

Example: “Vust another day making dreams come true.
Here’s how we prep for a killer open house!” Show them
the hustle.

Thursday: Ride the Trend Wave

Stay relevant. Share what’s trending in real estate—
whether it’s the latest in smart home tech or a hot
design trend. Use trending hashtags to boost visibility.
Example: “Virtual staging is a game-changer in today’s

market. Here’s why you need to consider it.”

Friday: End with a Smile

Wrap up the week with something light-hearted. Share a
funny real estate meme, a quick blooper from your prop-
erty tour, or a playful quiz. Example: “Zet’s end the week
with a laugh—guess which room this is! (Hint: It's not
the kitchen).” Fun content keeps you top of mind without
being too salesy.

Pro Tip: Quick Content Wins

Sprinkle in some snackable content throughout the
week. Quick tips, polls, or short videos can grab atten-
tion fast and keep your followers engaged. Think: “Quick
Tip: Always check the water pressure during a home

tour. You'll thank me later.”

The Game-Changer: Your Ultimate Social Media Planner
This isn’t just about posting more—it’s about posting
with purpose. To stay consistent and keep your content
fresh, download the Ultimate Weekly Real Estate

Thanks to the businesses who advertise within these
pages, our local magazine publishers, and loyal readers
like you, we're able to support trafficking survivors and

break the chains of slavery - once and for all.

Content Planner. This planner will help you nail your
social strategy, keeping you ahead of the competition

and in the minds of your clients.

You're already a top agent. Now, it’s time to let
your social media reflect that. Implement these
daily hacks, and watch as your influence—and your
business—soars.

Let’s make your social media not just good, but
unstoppable. Download the planner and start owning

your online presence today.

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 entrepre-
neurs, awarded 30 under 30 by

Realtor Magazine, and ranked one A\
>Nk

of the top coaches in the world.
HERO NATION

Wayne is the coach leader’s call q kvl

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.

RN=DAY SLAVERY.

P N2GIVES

n2gives.com ® n2co.com
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“Bringing More Loan Options
to Alaska”

Office Buildings

Self Storage

Restaurants

5+ Multi-Family

20 - October 2024

PRINT IS STILL ALIVE.

Celebrating two decades of print
excellence, now 800 niche
magazines strong (and counting).

% N2 COMPANY

STROLL. € greet [EREALPRODUCERS BELO@AL Be hyport

W VZ/ZM S:&% X%/Z;f —— i Pre-listing Deep Clean
? I o P L] L',_-, _1_;:
: , L e R

Regular Service

&
HAPPY HOME
| | house cleaning | |
907.232.9841

Let us help sellers get market-ready! Call now
Find Us on Facebook

Proudly serving Anchorage, Eagle River and the Mat-Su Valley

90/:622:6840

HeavensBestAlaska.com

- Low moisture, dry-in-one-hour cleaning method
 Carpet stays cleaner, longer

- Safe for people and pets

- Residential & Commercial

- Environmentally friendly and smells great!

DRY IN
1HOUR (23

CARPET » UPHOLSTERY * HARDWOOD « TILE & GROUT

REAL ESTATE > < GENERATOR
COMMERGIAL RESIDENTIAL

INDUSTRIAL ESTIMATES

#'E'SlnE NTIAV ‘

Y 907-376-1200




MAT-SU TITLE INSURANCE AGENCY

“No one goes to college to become a
Title Officer. It just...happens,” Lisa
Phillips begins with a smile. “At least

it did for me.”

Lisa has been in the title business
since 1997, rising through various
positions to become the Branch
Manager of Mat-Su Title Agency.
Yet, her story begins with humble
beginnings. In the late ‘90s, Lisa and
her husband were just starting a
family, and Lisa needed a career. She
was hired as a receptionist at Title
Insurance Agency in Juneau, where
she got her first taste of the title
industry. She held several roles there,
including Typist, Escrow Assistant,

Recorder, and Title Examiner.

“And I excelled in all of them,” Lisa
reflects. “Who knew I was going to
be good at researching title? But it

was a great fit.”

Lisa and her family relocated
to Wasilla in 2003, where she

22 . October 2024

secured a job as a Title Assistant
with McKinley Title. It was there
that her career skyrocketed. Lisa
joined Mat-Su Title Agency in 2011
and moved into her role as Branch
Manager in 2017. Meanwhile, she
continues to work as an active
Title Officer.

Lisa’s journey from
receptionist to branch
manager hasn’t been
without challenges,

but it’s a testament to
her perseverance and
dedication to her work.
Now, she wants to
inspire those around her

that they can do the same.

“You can start from humble
beginnings and become a leader,”

she says. “In school, I was a wall-

flower, not a popular kid. Regardless,
I worked hard, and through watching

some amazing managers and leaders,

Ilearned leadership. Anyone can do

P> partner spotlight

Story by Zachary Cohen
Photography by Shannon Strawn,

DMD Real Estate Photography
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Lisa has been in the
title business since
1997, rising through
various positions to
become the
Branch Manager
of Mat-Su
Title Agency.

Lisa enjoys
photography,

camping, and

spending time -
outdoors.




it. It’s a matter of time, patience,

and putting your best foot forward.”

MAT-SU TITLE AGENCY

At Mat-Su Title, Lisa wears two
hats. As Branch Manager, she man-
ages the company and spearheads
staffing and customer service. As a
Title Officer, she continues to work
with her clients to ensure a clear
title and a smooth closing. After all
these years in title, she still has a

passion for the business.

“I love property research,” she
beams. “When I was small, I was
fascinated by archeology. I loved
the history, and I loved the search
to answer questions from the past.
Each find leads you to another
question, which leads you to
another find, which leads you to
another question. It’s a challenge to
dig through records and put enough
together to re-create a story that
happened centuries ago...and that
is what title research is like. I con-
sider title officers as the archeolo-
gists of the real estate world. I love
the search, I love the challenge, and
I love the stories that are unwound
through it all.”

While most title companies offer
the same service, there are dif-
ferences in Zow that service is
delivered. Lisa and her team pride
themselves on providing best-in-
class communication with their
clients. With the complexities of a
real estate transaction, clear com-

munication is essential.

“Giving our clients expectations and
educating them as we work through
the transaction process sets every-
one up for success,” Lisa explains.
“And we’re here to listen. We’re the
beginning, middle, and end of the
transaction. Our staff listens to our
clients to make sure each transac-

tion goes as smoothly as possible.”
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PASSION FOR COMMUNITY
While Lisa’s first professional
responsibilities are to her cli-
ents and team members, she’s
also deeply committed to

the Wasilla community. Her
parents started her journey
into community service when
they introduced her to the
International Order of the

Rainbow for Girls, a
While Lisa’s first
professional
responsibilities are to

Masonic and faith-
based community

service organization

her clients and team

members, she’s also
deeply committed to the

Wasilla community.

that teaches leader-

ship training.

“Rainbow Girls taught me

teamwork, professional man-

FUN FACT

Lisa once spent a summer on a commercial

nerisms, memorization, and public
speaking, but most of all, love

of my community through the crabbing boat out of Wrangell. Her job? To

many service projects the orga- load the bait jars. “That also meant I had to crawl

nization was involved with,” into each pot, unlatch the jar, pry the jar lid off with all

Lisa explains. “As I grew older of my strength, insert the most gosh awful rotten bait

and was raised through the into the jar, and then reset the jar within a short amount

ranks of the organization, of time so we could move on to the next pot,” she laughs.

[ learned leadership. These “This was my first introduction to hard work, early

skills have been instrumental mornings, and late nights. But it was all worth it, as

in my career in the title insur- I was spending time with my favorite captain...

ance industry.” and my future husband. I also had the most

amazing arm muscles by the end
More recently, Lisa has become

of the season.”

a committed member of the Wasilla
Rotary Club. While she initially joined as
a way to market title insurance and meet

community members, it’s grown into so

much more. Lisa has found another out-
let for serving her community through
the Rotary Club.

“Rotary not only helped me
build local friendships but
helped guide me through
business organization,
budgeting, running a

board, and building my

While success in

self-confidence,” Lisa business is very

important to Lisa, family
comes first. She and her
husband,
Dan, married in 1993.

shares. “My passion
for community ser-
vice has flowed into

my career. As Branch

“Overall, it is
my goal for the Valley
to know that Mat-Su
Title is local and
we are passionate
about our community,”
Lisa says.

Manager of Mat-Su Title, I am
always finding ways for our busi-
ness to give back. Our Mat-Su Title
team has picked up garbage, been
involved in awareness campaigns,
such as human trafficking and Rock
Your Socks awareness for Down
syndrome, and raised money for
MyHouse through our canoe and
kayak regattas and The Children’s
Place through their soup and quilt
auctions. I also encourage my staff
to volunteer and be involved in

their own communities.”

Lisa believes that a business is

only as strong as the community it
serves. So, she hopes Mat-Su Title
Agency can be known as a positive

force in the broader community.

“Overall, it is my goal for the Valley
to know that Mat-Su Title is local and
we are passionate about our community,”

Lisa continues.

LIVING IN GRATITUDE

While success in business is very import-
ant to Lisa, family comes first. She and
her husband, Dan, married in 1993. Their
daughters, Ashley and Kaitlyn, have
blessed them with three beautiful grand-

children, all of whom live locally.

“There are so many things to be grateful
for. My family supports me, lifts me, and
loves me when I’'m feeling defeated or
down. My work family makes life inter-
esting and fun. My friends give me the
needed excuses for adventure and game

nights. Most of all, our community comes

together to help those in need, and I

get to be a part of it,” Lisa smiles.

Lisa also enjoys photography, camp-
ing, and spending time outdoors. She
doesn’t forget the gifts of living in
Alaska—the snow-capped mountains,
the valley, lakes, and trees, and the

opportunity to allow life to slow down.

“You have to take the time to reflect
on the beauty that life can bring,” she
says. “Success is setting goals and
expectations, working through the
challenges, pivoting when necessary,
and looking back realizing that those
goals and expectations, challenges
and tribulations, though tough at the
time, brought happiness to myself

and others.”

FOR MORE INFORMATION, VISIT HTTPS://WWW.MATSUTITLE.COM.
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With an unwavering focus on quality, Hall Quality Homes has been helping
dients achieve the dream of homeownership for over 45 years.

On your lot or ours, we have a plan for everyone!

To see all our plans, Quick Move In Homes, and Pricing - Get Our App! mp 5 7k
Ask about our Realtor Partner Program!

9073127900 www.hallhomes.com sales@hallhomes.com

Vi sty ol Vi

HELPING YOU CREATE MORE HARMONY WITHIN!

Professional Organizing
ADHD Home Management Tools
Food Prepping
Postpartum Doula

Call Shauna today 907.317.1825

\ )\ HarmonyAtHomeAlaska@gmail.com
i |
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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

REAL

PRODUCERS
PODCAST

Snow Removal & Sanding
Commercial & Residential

Same Brand, New Reach —
Tune in for free today

Haddr REMINGTON RAMSEY

www.gpsalaska.net
GPSolutionsAK@gmail.com
(907) 232-0799
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agent on fire

JAMI

Story written by Lindsey Hardman
Photos by Shannon Strawn, DMD Real Estate Photography

A TURBULENT INDUSTRY OFTEN DEVELOPS CHAOTIC PEOPLE.
HUSTLE CULTURE CAN TAKE ON NEW MEANING WITHOUT THE
GUIDANCE AND AWARENESS NEEDED TO TRULY DEVELOP,
ESPECIALLY IN AN ENVIRONMENT THAT’S ALL ABOUT THE CLOSE.

Sometimes, however, an old soul rises. Like a flower in
the cracks of a sidewalk, an unknown brightness breaks
through and blossoms in spite of the tremendous weight

trying to hold it hostage.
Suddenly, it’s no longer about the close at all.

Jamin Goecker’s journey into real estate wasn’t neces-
sarily unconventional. He’d likely tell you it wasn’t what
he planned, but he knows now that he is right where he’s
supposed to be. His clients are likely to have the same
sentiment, as homebuyers can testify to how hard it can
feel to find a REALTOR® who sees their vision over the
commission. Jamin is a shining example of how home can
truly begin with the person representing it, and why that

matters so much.

With his dad in the military, Jamin and his 9 siblings
were all homeschooled by their mother. Growing up
across duty stations comes with its fair share of tri-
als, but their mother ensured that each of her children
learned and understood grit, empathy and resilience in

addition to their academic studies.

“I struggled with reading and writing,” he says, though
you’d never know it now. “My mom taught me how to be
persistent, and I believe that helped me develop a lot of
skills that are useful now. My parents and family have

been my biggest influencers by far.”

That persistence proved to be an invaluable asset as

he grew. He continued to pursue higher education and
earned two graduate degrees. His post-graduation plan
from Texas A&M’s Presidential School was to pursue a

life dedicated to U.S. Diplomacy. Not long after however,
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his family made an executive decision to move to Alaska
from Texas — a move he knew he needed to be a part of
with them. Originally, his plan was to just help his fam-
ily make the transition and had no intention of staying
in the Last Frontier. However, the summer of that move
turned out to be the beginning of a perspective shift.

His dad had already been diagnosed with Parkinson’s,
and it became clear in that time that being intentional
and present with his family was a far greater priority.
He decided to stay, with every intention of putting his

degrees and diverse background to good use.

That is until, not a single place would hire him. No amount
of applications, résumsé revisions or interviews seemed to
reap results, and he realized how quickly that needed to
change in order for him to be able to survive. He started
waiting tables. He freelanced for magazines and newspa-
pers. He became a substitute teacher. When an opportu-
nity finally arose with a real estate connection, he knew he
had nothing to lose.

“I knew I couldn’t go any lower than I already was,” he
recalls. “I couldn’t find any work and I was tired of trying
to convince hiring managers to hire me when I knew
what my strengths and weaknesses were, and knew I
could do the job better than what was already being done.

I wanted to take a bet on myself and make it happen.”

So he took the leap, and went all in. But within that first
year, it seemed that bet was all but lost. He’d joined a
small brokerage that dissolved 2 weeks after his first
day. By the time he found another option, his savings
were gone and he had to return to waiting tables and
teaching part time - all while continuing to grow his

real estate business. In spite of it all, he was still all in.

Every day became a back to back marathon for about

9 months. He’d be up long before the crack of dawn to
get to school to get a head start on lesson plans before
students arrived, teach until 10:00 am, then go to the
brokerage to work until 6:00 pm, then head straight to
the restaurant to serve patrons until close at midnight.
Day in and day out; and while the persistence remained,
it didn’t mean he wasn’t growing weary. He knew
something needed to change, and decided to hone in on

learning how to be a better speaker on the phone. He

While Jamin has no shame in
saying his entrance into real
estate was out of desperation,
it's safe to say he has found a
passion that fuels him.




attended a training program hosted
by Keller Williams to refine his phone

voice and improve his sales skills.

“It gave me a good mentality. It showed
me good ways to channel a lot of
intensity in a productive way that was
actually going to drive results. That’s

when I started to turn the corner.”

However, he still didn’t feel quite
right about the direction he was head-
ing. He knew he wanted to continue
growing, but quickly realized he did
not want to spend the majority of

his time glued to a phone. He knew
phone calls were a part of the game,
but did not accept that it had to be a
normal part of his business, in spite of
the pressure from industry insiders.
He asked himself the question, “How
do I get this to a point where I have
business being generated regardless
whether I am awake and active or
not? I knew longevity was not going
to be great if I was a one-trick pony

and cold calls were all I had.”

Not being the biggest fan of open houses
either, he decided to truly dive into

his strengths - connecting, informing
and storytelling - through the form

of a YouTube channel. It took about

6 months of consistent, high-quality

30 - October 2024

videos before results started making
an appearance but once they did, “it
became an automatic faucet where

leads were just showing up.”

He places a heavy focus on authen-
ticity, and it shows in his videos. He
chose not to overwhelm his viewers
with real estate facts and lingo, and
instead opted to showcase the won-
ders of everyday Alaska as someone
who had relocated there himself, with
a dash of market updates. He focused
on answering questions the average
buyer would ask: What is Alaska
like? How do you find a job? What
are the most efficient ways to move
all of your things from the lower 48
to Alaska? It wasn’t long before he
was getting consistent business from
YouTube alone. He quickly realized
that the prospects who called him
were already so familiar with him
because of his videos, that he would
need to adjust the way he conversed
to meet them where they were in that
moment. In the client’s mind, they had
already found the supportive, vision-
ary agent they wanted to work with.

They didn’t need convincing.

While he has no shame in saying his
entrance into real estate was out of

desperation, it’s safe to say he has found

a passion that fuels him. He understands
all too well the value of life, living it to the
fullest, and making decisions for you and
your family that will serve you well in the
short and long term. It’s become his mis-
sion to not just provide value, but to bring
a level of peace and excitement for those
moving to Alaska — and not just because
he’s made that move himself.

Back in 2017 when his family first relo-
cated, he got to witness something that
remains etched in his memory. Everyone
was brimming with excited anticipation
and the stress that comes with moving,
but it was his (younger/older) brother,
Josiah, who kept the rest of the family’s
cups full. He was more than excited — he
was ecstatic. He couldn’t wait to make the
move, and his joy was contagious and elec-
tric. He was ready to begin a new life in a
whole new environment, and was thrilled
to be able to do so alongside his family. He
was relentless in chasing that dream.

Tragically, life took a dark turn in October
of 2023 when Josiah lost his life due to an
unthinkable act; an act by someone who
can truly make you question your faith in
humanity. Without warning and without
reason, that electric bright light of the
Goecker family was gone. At the time,
Jamin had been expanding the business

to Florida and had begun taking steps

to relocate there to continue growing.
He quickly found himself with another
massive perspective shift, knowing
there was nowhere he needed to be now
but in Alaska with his family.

“One of my favorite memories is riding
over on the ferry with him,” he remem-
bers. “He was so excited, pointing all
over the place at the scenery. Alaska
was a dream come true for him. When
I have people who reach out who are
excited about moving up here, it just
hits different now. I feel like I get to
see a part of him. People don’t acciden-
tally move up here. For many, it’s what
they’ve dreamed about for decades. So
being able to help those who have such
similar excitement for their move as
Josiah did...it’s pretty rewarding. It’s

become a way for me to honor him.”

Throughout it all, Jamin’s calm,
benevolent demeanor has continued
to welcome new residents with open
arms. It’s not easy - grief never is -
but his own exuberance for sharing
Alaska with others has given way to
a different kind of love. It’s more than
appreciation. It’s an understanding of
what has been lost, what is still being
found, and a dogged determination to
share the pure joy of Alaska with those

who are willing to seek it.

Throughout this time, his perspective of
success has certainly changed. Meeting
him now, you’d never know he’s only 6
years in. He’s already received back to
back Top Producer awards, has been
asked to speak at prestigious events and
brought in just under $11 million last
year. Paying the bills matters, of course,
and now he can. But being able to pro-
vide true value to those who have their
sights set on fulfilling their dreams...
that’s where his heart is. He doesn’t
sweat the small stuff and instead, puts
that energy toward what matters to

him and to others. With his YouTube
channel (called Alaska Realtor) doing
so well, he saw another gap that could
be filled through creating a podcast. So
he did - and built a studio along with it
so he could help other businesses and
organizations on their own growth jour-
neys. Now, Alpenglow Studios hosts

his Alaska Journey podcast as well as
several others for local businesses that
needed a place to share their stories,

values and missions.

“The real estate industry can be a
catalyst for incredible improvements
and growth,” he says. “It is the bedrock
of vibrant communities that have a
bright future. That means we need to
take the paths that aren’t just about the
selfies, Facebook posts about helping

communities, and the $10

donations here and there. We
need to be actively engaged
in helping our communities

be better places.”

It’s no secret that he’s hus-
tling. It may not be the mar-
athon he was running at the
beginning of his career...it’s
more like an Ironman these
days. But that hustle is fueled
by a totally different fire. It’s
a fire of remembrance and
next steps. Grief and grat-
itude. Honoring and giving
back. What began out of a
desperate need to pay bills
has become an insatiable
desire to help; a desire that
has already begun to trans-

form lives for the better.

IT'S NOT BECAUSE OF HIS
SUCCESS ON YOUTUBE.

IT’S NOT BECAUSE OF HIS SUC-
CESS ON HIS PODCAST.

IT’S NOT BECAUSE OF HIS PHONE
SKILLS, OR HIS ABILITY TO CLOSE.

IT’S HIS ABILITY TO OPEN. MINDS,
HEARTS...AND DOORS.
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loanODepot

NMLS#174457

-
Readyto
step into yo

(907):841-3426
WWW.PRECISIONHOMESAK.COM

Down Payment: $20,000 Effective Rate 4.625% 5.625% 6.625%
Loan Amount: $380,000

30 Year Fixed Rate: 6.625% Loan Payment (P&l) $1,954 $2,187 $2,433
Annual Percentage Rate: 7.028%

Property Tax $400 $400 $400
Financing & Payments Based On: Hazard Insurance $110 $110 $110
A purchase price of $400,000 and a down payment

Monthly Payment $2,464 $2,697 $2,943

of 5% on a conventional 30 year fixed loan.

A 2-1 buydown can help. Let us show you how.

Chris Chisholm
NMLS #190271
Sales Manager

(907) 561-5949 office
(907) 242-053 cell

www.loanDepot.com/cchisholm

Misty Massie

NMLS #515022

Loan Consultant

(907) 561-8028 office

(907) 232-1063 cell
www.loanDepot.com/mmassie

1174 N. Leatherleaf Loop Suite C, Wasilla, AK, 99654 | The buydown funds may come from the borrower, builders, sellers or another interested third party and is subject to interested party contribution

limitations. (For VA loans, the buydown funds may only come from the seller, including builders). Additional rates, terms may apply and are subject to change without notice. Loan scenario assumes an fixed
causwousne [0 amount of $380,000 on a 30-year loan with a down payment of 5.0% and $0.00 in points with a MI Premium of $114. Monthly payment of $2,946 and includes principal, interest, taxes, and insurance,
OPPORTM™ but does not include HOA or other fees. Taxes and insurance are estimates and subject to change. Program is available to well qualified borrowers. Rate of 6.625% (APR 7.028%) is fixed for entire 30 year
term, but the initial payments are reduced based on the buydown benefit. The Buydown benefit discount for Year 11is 2%, Year 2 is at 1%, and years 3-30 are no longer discounted. 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. Other limitations apply. Rates, terms and availability of programs are subject to change without
notice. loanDepot.com, LLC. NMLS #174457 (www.nmlIsconsumeraccess.org). Licensed by the Alaska Mortgage Broker/Lender License AK174457. For more licensing information, please visit www.loanDepot.com/licensing.

(071824 144819-8634)

Top-Tier
Pest Solutions
for Top-Tier
Properties

PEST CONTROL

CALL APEX

to protect your
clients’ investments!

807-351-5531
apexpcsak.com

A-1INSPECTION SERVICES LLC

STEVE AMIDON, INSPECTOR
HIN 131 INSURED

907-892-4444
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ATHLETICS

Locally Owned ¢ 14,000+ ftZ Faciity * 24 Hour Access

Alaska’s Luxury Gym

Featuring State-of-the-Art Amenities

Facility, Equipment

Cables, Free Weights, Cardio, Turf

Your Is Important
Showers, Sauna, Cold Plunge

EIMEAKT.AT=LETIES
EIMPAKTATELETICS

907.341.3113

2040 E. FOUNDRY WAY, WASILLA, AK 99654 IMPAKT ATHLETICS

Tru Built Contruction LLC
Re-Established in 2022

Notarize with Ease,

— éousmucnou

Tru Built Construction offers a variety of work
from interior/exterior remodels all the way to
complete residential home builds.

Please contact us today for your next project!

907-331-7074 » www.trubuiltak.com

Partner with Vaosa to take your business global!

303.219.0027 « ManaSigningsCo.com

Vaosa@ManaSignhingsCo.com

34 . October 2024

FEES,
Ys -
ay!

WELL FLOW AND WATER TEST e SEPTIC ADEQUACY TESTING
SEPTIC DESIGN e PERCOLATION TESTS

For fast reliable septic
inspections, email today.
ONE pioneerLLC@hotmail.com

ENGINEERING LLC 907.863.2455

i (o Dovn Payment? @

we can help with

Wiovewent Boost

Katie Sindorf

Sr. Mortgage Loan OHficer | NMLS 1205757

M ov E M E N T M O R TG AG E katie sindorfemovement.com
MORTGAGES THAT MEAN MORE 907.242.519]
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Story written by Zachary Cohen « Photos by Shannon Strawn, DMD Real Estate Photography

Real estate has always been a central theme in Jesse Tanner’s life.
Growing up in Wasilla, he watched his grandma, mom, and dad thrive in
the business. While Jesse’s dad focused on real estate investing, his mom
was a REALTOR®, and together, they led the local RE/MAX franchise.

Jesse lived through the ups and
downs of the real estate business. He
saw the struggles—such as the down-
turn in the ‘80s—as well as

the blessings.

“It was hard at times with the family
in real estate, but it taught me how to
work hard,” Jesse reflects. “Growing
up in a real estate family was exciting.
I remember it being very busy. My
dad was doing a lot of renovations
and upkeep on rentals, and my mom
was doing sales and property manage-
ment. They were both workhorses. It

was what we did.”

Jesse also had the opportunity to see
the benefits of a job well done. He
watched his parents thrive financially.

He saw the potential in the business.

“It inspired me, and real estate life
was so ingrained in me,” he recalls.
“Working a traditional job on the
daily wasn’t going to create the

future I wanted.”

Although he was steeped in the

real estate business, young Jesse
didn’t envision himself as an active
REALTOR®. Instead, he became
interested in the investment side of
the industry. He enlisted in the Navy
in 1995, and with the help of his mom,
he purchased his first investment
property in 1996 at just 20 years old.
Jesse was still living aboard a ship in
San Diego, but nonetheless, he began

his real estate journey.
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“This is where it all began for me,” he
says. “I didn’t initially want to go into
real estate after getting out of the Navy.
I did, however, want to learn all that I
could about investing in real estate...

I didn’t make a lot of money and lived
on the ship to save what I could to con-
tinue investing. When I got out, I was
able to move into my own property and
have never paid rent. This set me up

really well early in life.”

Jesse left the Navy in 1999 and went
to school for a college degree. By
2003, however, his vision had shifted
as he began to see the opportunity
available in selling real estate.

“My main focus originally was to
learn what I needed to do invest-
ment real estate, but that changed.

I became a buyer’s agent, and it was
such a great opportunity to be helping

clients,” Jesse explains.

Jesse has now been selling real estate
for over 20 years. His journey has
taken him through tough times, like
the 2008 recession or the early days
of COVID-19. He’s also enjoyed some
of the best real estate markets in
history, like the booming, low-inter-
est rate years of the post-COVID era.
But through it all, one thing remains
steady: his commitment to delivering

best-in-class service.

“I set a very high standard for myself
and held myself to it,” he says. “I
achieve success through the creation

of challenging goals. If you can’t

Jesse leads the Tanner
Group with Premier
Real Estate, a team of
four agents that closed
an impressive 97
transactions for $28.5
million in 2023.
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“l achieve success
through the creation of
challenging goals.

If you can’t follow your
own road map, you

will never get to your
destination,” says Jesse.

follow your own road map, you will

never get to your destination.”

TANNER GROUP

Today, Jesse leads the Tanner Group
with Premier Real Estate, a team of
four agents that closed an impressive 97

transactions for $28.5 million in 2023.

Jesse continues to rely on many of the
skills his parents taught him—a will-
ingness to grind and problem-solve
and a profound commitment to the
client experience. These skills have

been essential in his journey.

“The client experience is my number
one. I don’t care what your budget is
or if your timeline is years out when
you plan to buy or sell real estate. At
the core, the motivation and the end
goal are the same for every client.
After making certain that a client is
committed, I respect their journey
and put in the work to meet their
goals. This creates loyalty and a long-

term relationship. We must maintain
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“Mostly, | love spending time with my kids. | feel a tremendous sense of urgency
watching time fly by to teach them all of the things a dad needs to teach his kids. Alaska
offers such a playground for them to learn about life and themselves,” Jesse shares.

the highest level of service in our
industry and work to improve every
year, regardless of how long you have

been in the business,” Jesse says.

Jesse also continues to invest in
real estate. From 2014 to 2015,
he stepped back from sales and
focused solely on house flips, but
today, he mostly invests in mar-
ket-ripe opportunities alongside

some development.

“It’s been rewarding to learn a lot
about certain areas of real estate,”
he continues. “I love investing in real
estate, and I love flipping houses. It’s
so rewarding to watch that process.

It’s been my passion to teach others

about the process and the knowledge

I have gained.”

BEYOND THE OFFICE

Outside work, Jesse enjoys spend-
ing time with his wife, Jennifer, and
their two children, Cruz (10) and
Taylee (14). He enjoys sports, travel,
cooking, and picking up hobbies that

test his mental toughness.

“Mostly, Ilove spending time with

my kids. I feel a tremendous sense of
urgency watching time fly by to teach
them all of the things a dad needs to
teach his kids. Alaska offers such a
playground for them to learn about life
and themselves,” Jesse shares. “And

Ilove this community and the people

Outside work, Jesse enjoys spending time with his wife,
Jennifer, and their two children, Cruz (10) and Taylee (14).

In 2009, after a challenging eight days in
a tent at 14,000 feet, the weather finally
cooperated, Jesse reached Denali’'s summit.

in it. I feel fortunate that I get to raise
my kids here... I put a lot of pressure on
myself to be a family man first. Work is
just a funding mechanism for the time I'd
like to spend with my family.”

As he looks ahead, Jesse doesn’t see
any significant changes on the horizon.
He’d like to grow the team, but most
importantly, he reminds himself to stay

rooted in the blessings of life.

“I'm most grateful for God’s blessings
and abundance in my life. We live in
the greatest nation on Earth, and I am

passionately grateful for that.

FUN FACT

Jesse and his family nearly
moved to Talkeetna when he
was a kid, but God had other
plans for them. Nonetheless,

the vision of Denali and
the desire to touch the
mountain’s beauty never
left him. The memories of
watching climbers prepare for
the spring ascent have long
mesmerized him. In 2009,
after a challenging eight days
in a tent at 14,000 feet,

the weather finally

cooperated, and he reached
Denali’s summit.
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Insurance is nothing
to be scared of

Tearsa Nelson

o ‘ Agent
5431 E Mayflower Ln Ste 2
1 Wasilla, AK 99654
www.countryfinancial.com/tearsa.nelson
tearsa.nelson@countryfinancial.com
(907)205-3280
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DISCOVER THE
-1 UR=

of Driving

New Inventory | Certified Pre-Owned
_ Electric & Hybrid | The My BMW App

PHYLLIS HALVERSON
BMW Client Advisor

.
ASK ABOUT TAX ADVANTAGES FOR REALTORS! 907.227.4147 | PHalverson@BMW of Anchorage.com

Guiding You Through Every Financial Milestone

WE SERVE WHAT YOU DESERVE

P
I
Bl

YOUR LOCAL
MEETING SPOT

Protection Planning

Retirement Income
Investing for the Future

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

*Let’s help create strategies for your financial goals - call now!
907.357.4695 * JFearnCondon@FT.NewYorkLife.com
190 E. Herning Ave. » Wasilla, Alaska 99654

*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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DEAR FRIENDS, ALA

®
Building an inclusive environment leads to better outcomes R E A L T O R S
for everyone and businesses. | am serving in my first term as
the Diversity, Equity, and Inclusion (DEI) Chair for the Alaska REALTORS®. As someone who
has experienced discrimination and has witnessed disparity in the housing industry, | am
committed to doing my part to help the association educate members and build awareness
in our communities across the state.

wn

The Alaska REALTORS® is dedicated to investing time and energy into creating a
well-thought-out DEI committee and incorporating Fair Housing. In 2025, each REALTOR®
will need to complete a mandatory 2-hour course in Fair Housing. DEI and Fair Housing are
natural partners, and as the Chair of this committee, | am focused on developing an
Alaska-centric curriculum to meet the National Association of REALTORS® continued
education requirements. Attendees at this year’s conference got a sneak peek at what the
training will entail and ways for their involvement.

The Alaska REALTORS® is focused on establishing awareness, cultivating an inclusive
culture, and fostering inclusive leadership. | strongly believe these principles begin with each
of us. For the remainder of the year, | am looking for individuals who want to join me in
promoting diversity in our association, educating our communities, and working to formalize
the foundation of this committee.

As we approach Hispanic Heritage Month, | invite you to join me and the Alaska
REALTORS® in celebrating this important time. Look at your neighborhood, community, and
social circle and identify ways you can add value. Whether it's supporting Hispanic-owned
businesses, learning about Hispanic culture and history, or participating in local events,
every action helps foster an inclusive environment.

Sincerely,
Chair, DEI + Fair Housing Committee ﬁ 1(800) 478-3763
ALASKAREALTORS.COM
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