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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
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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
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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
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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
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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]

1375 | Palemer-Wasits Highway Ste. 100 Waails, AK 99854 | AX- 120575, LA, 1%, WA-40.0-4320415 | Movenend Martgags LLC. A righls resarved. MULS 1D 39179 [har caming imlermalien, o bo- Wi/ s mielscommmeracten o] dditional inlermation vsilable
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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

38 - October 2024

Eﬂifﬁi |

“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
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(907)205-3280
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DISCOVER THE
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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



YEARS OF
THE N2 COMPANY

‘stewart

TITLE

Where

Exceller

is the Norm

Alaska’s Premier
Title Company

Stewart.com/Anchorage
/Fairbanks

/Wasilla




