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When you need more square footage, you may also need a loan to match. A jumbo
loan from PrimeLending can help you a�ord a bigger home with a bigger price tag.

Our jumbo loan benefits include:
   • Loan amounts up to $3 million
   • Fixed-rate and Adjustable-Rate options available
   • Purchase, Rate Term Refinances, Cash-out Refinance
   • Available for primary, second homes, or investment properties

Every house is unique and so are you. I can help you get the home and mortgage 
you deserve. Let's connect to discuss if a jumbo loan is right for you.

BIGGER LOANS
FOR bigger homes
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

CARPET AND UPHOLSTERY 

CLEANING

Expert Carpet and 

Upholstery Cleaning

Michael Hicks

(928) 282-3836
expertcarpetand 
upholsterycleaning.com

CLEANING SERVICE

Proclivity for Cleanliness

Tamie Spencer

(928) 963-2384
proclivityforcleanliness.com

CUSTOM BUILDER

NSI Construction

Chris Moore & 

Generie Pesodas

(928) 821-9954
nsiconstruction.com

ELECTRICIAN

High Valley Electric LLC

Broc Bishop

(928) 499-8755
Instagram @
highvalleyelectric

GARAGE DOORS

Garage Doors-N-More

Michael Polifke

(928) 379-3667
azgaragedoorsnmore.com

Neumann High 

Country Doors

Erik Meinhardt

(928) 772-9738
NHCDoors.com

HOME STAGING

CadyBrooke Staging 

and Design

Danae Rubke

(928) 499-2719
cadybrooke.com

HOME WARRANTY

Old Republic Home 

Warranty

Wendy Mueller

(602) 527-5200
orhp.com

INSPECTIONS

Silver Hammer Inspections

Aaron Brandt

(928) 301-3319

MORTGAGE

Guild Mortgage

Travis Smart

(928) 848-2307

Prime Lending

Phyllis McDaniel

(928) 239-3320
lo.primelending.com/
pmcdaniel

VIP Mortgage

Jason Fremouw

(602) 369-4838
yourloanazlender.com

PHOTOGRAPHY

KG Photography

Kelsi-Ann Gould

(928) 713-0302
azkgphotography.com

Kimberly Marsh 

Photography

Kimberly Marsh

(928) 499-5160
kimberlymarsh 
photography.com

PLUMBER

Harms Services

Aaron Harms

(928) 641-6286
harmsaz.com

ROOFING

Golden Roofing

Adriana Najera

(928) 420-6443

Northline Roofing LLC

Shane Harding

(928) 227-7788
northlineroofingllc.com

SHORT-TERM RENTAL 

MANAGEMENT & 

CLEANING

Optimyze Cleaning

Angie Prosser

(928) 379-9864
optimyzecleaning.com

TITLE AGENCY

Landmark Title 

Assurance Agency

Mishael Wells

(928) 756-0001
ltaag.com

Pioneer Title Agency

Paul Jordan

(928) 848-4490
ptaaz.com

Stewart Title

Natalie Kurz

(928) 399-7591
stewart.com/sedona

WATER FILTRATION 

AND PURIFICATION

H2O Health

Vickie Johnston

(928) 899-7504
H2OHealth.com

������������������������������������������

��������������������
����������������������or your money back.
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Sedona (928) 282-3836 
Verde Valley 

Free Estimates • Tile and Grout Cleaning • Carpet & Upholstery Cleaning
RV / Motorhome Cleaning • Emergency Flood Service • Oriental & Area Rug 

CleaningPowerful Truck Mounted Units • Teflon Fabric & Carpet Protectors • 
Environmentally Friendly Products

FOR NEW CL IENTS

20% DISCOUNT

Carpet & Upholstery
Cleaning Garage Door & Opener Specialists

Licensed and Insured
Senior and Veteran Discounts

Labor Warranty Available

Fast Turnaround
Free Estimate
Flexible Appointment Scheduling
Licensed and Insured

3075 N Date Creek Dr | Prescott Valley, AZ 86314
(928) 379-3667 | AZGarageDoorsNMore.com

azgaragedoors75@gmail.com
ROC #- 229-529

Click here to learn more!

AZ Garage Doors-N-More

• Residential and Commercial 
Building Inspections

• Termite Reports

• Sewer Scopes

• Air Quality/Mold Tests

• Radon Tests

• Well Inspections w/ Flow Test

• Water Potability Sampling

• HUD Foundation Engineering 
Certifications

Contact Card

Pricing Guide

PRECISION IN EVERY INSPECTION. PEACE OF MIND IN EVERY HOME.
Northern Arizona’s Most Recognized Home Inspection Company!

 928.254.0024         info@silverhammerinspections.com
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that this is being recognized. The events that 
Real Producers hosts provide huge value, 
these agents are the top of the top and you 
know the saying — you are only as success-
ful as the people you surround yourself with! 
I already love working with you all, now we 
have another outlet to celebrate one another!” 

Heather Wherley — Better Homes 
and Gardens Real Estate
BloomTree Realty Prescott

DETAILS ON LAUNCH PARTIES! 

Prescott Area 

Tuesday, October 15th
12 pm - 2 pm
Founding Fathers, Prescott

Sedona/Verde Valley/Flagstaff 

Tuesday, October 29th
2 pm - 4 pm
Bella Vita Ristorante, Sedona

Please watch your email in the coming days for 
more info and a link to rsvp

Your fan and friend

Jenni Vega
Owner/Publisher
Northern Arizona Real Producers 

NorthernArizona@realproducersmag.com

facebook.com/realproducersnorthernarizona
@realproducersnorthernarizona

We’re three months in, and by now you’ve 
probably become familiar with the maga-
zine and our mission to connect, elevate, 
and inspire the top-producing REALTORS® 
of Northern Arizona. It’s been an honor 
to listen to our top agents’ stories over 
coffee dates and zoom chats, and you 
can always rely on us to deliver this 
high-quality publication each month. 

At Northern Arizona Real Producers, we aim 
to create a platform that unites our region. 
We believe that nothing beats relation-
ship-based business, and we identified a need 
for such a platform in the Prescott Area, 
Sedona, the Verde Valley, and Flagstaff. 
In addition to receiving 12 issues of our 
publication annually, our community will 
host exclusive access to a variety of social 
and educational events across the region.

We are thrilled to unveil the specifics of 
our October launch events and extend 
a warm invitation for you to join us at 
both the local event and the one further 
from you. By attending both events, you 
will have the chance to expand your net-
work and cultivate referral relation-
ships beyond your usual sphere.

One of our Real Producer agents shared 
her thoughts on the upcoming events  
and the emergence of our platform below.

“I am so excited that Real Producers is 
coming to our small town! We are mighty 
in real estate and this opportunity shows 

publisher’s note

PRESCOTT AREA 

Tuesday October 15th, 12-2 
Founding Fathers 

Taco Tuesday (gourmet style)

Event Sponsors

Eat. Drink. Mingle with the best in the industry!

SAVE THE DATE! 
Real Producers Northern Arizona 

KICK-OFF EVENTS!

SEDONA • VERDE VALLEY • FLAGSTAFF

Tuesday October 29th, 2-4 
Bella Vita Ristorante Sedona  
A Mediterranean Afternoon

Event Sponsors

RSVP to Northernarizona@realproducersmag.com
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Justin Bemis 
Coldwell Banker Northland
Trust the process!

Erin Carmona 
Realty One Group 
Mountain Desert 
“The plus side is...” 
Every challenge that 
comes my way, I try to 
turn that into a learning 
experience, whether it’s 
positive or negative, what’s 
the plus side of this? 

Danae Rubke 
CadyBrooke Staging 
and Design 
“Darkness cannot drive out 
darkness; only light can do 
that. Hate cannot drive out 
hate; only love can do that.”  
— Martin Luther King Jr.

Kayla Stazenski 
Realty Executives 
Arizona Territory 
“Be the one who nurtures 
and builds. Be the one 
who has an understanding 
and a forgiving heart one 
who looks for the best in 
people. Leave people better 
than you found them.” 
— Marvin J. Ashton

PRINT IS STILL ALIVE. 

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

CadyBrooke Staging and Design
Danae RubkeDanae Rubke while still having time to be with them. It 

was during these early sales that she began 
to discover her knack for home staging. 

“Some of them had wood paneling old 
kitchens, and I was thinking ‘If they just 
threw down an area rug and maybe put 
a few pieces of art on the wall and a fake 
tree in the corner…’ I would walk into the 
home and just imagine it immediately.”

As she was on these house tours, she learned 
that stagers in the area were nearly absent. 
“All the stagers shut down in 2008 and 2009 
when everything crashed and went out of 

By Brandon Jerrell
Photos by Kimberly Marsh Photography

partner spotlight H OME STAGING IS AN ART FORM THAT NOT EVERYBODY CAN DO. IT TAKES INNATE  

TALENT TO ENVISION THE POSSIBILITIES AND THEN MAKE THEM A REALITY. DANAE 

RUBKE, OWNER OF CADYBROOKE STAGING AND DESIGN, EMBODIES THIS INNATE TALENT.

“We are really good at 
helping people imagine 
what it can be for them. 
That’s our goal: we want 
to tell a story, we want 
them to feel, and we 
want to evoke emotion.”

An Open Market 

Danae has lived in 
Prescott for nearly 30 
years. She got her real 
estate license in 2015 
as a single mom trying 
to provide for her kids 

business,” she was told by her early clients. 
“I was like, ‘Oh, that’s a bummer,’ because 
that would be such a cool thing to do.”

Passion for Design 

Danae worked at Pier 1 Imports at 16, where 
she first discovered her love for design. At 
17, she became one of the top salespersons in 
the region, with many repeat clients coming 
back for more. Her insights into design were 
apparent from the very beginning. Working and 
shopping there over the years, she collected 

many pieces of décor ranging from 
furniture to art to little knickknacks.”

With a couple of open houses sched-
uled, she decided to take a shot with 
something small and see what she 
could do with as many of her stored 
items as she could fit into her Prius. 
With the splash of color added, the 
reactions she received were much bet-
ter than the previous open house at 
the same listing. “I said, ‘Now I want 
you to imagine you were to take down 
this wall right here, and then you 
were to open this up. You could make 

this room… and then you could do this 
really colorful, this and that…’ And 
that’s where it all kind of started.”

Soon after, CadyBrooke Staging 
and Design was born in 2017 as 
a side hustle. Named after her 
family, “CadyBrooke” is a com-
bination of Danae’s oldest two 
daughters’ names. CadyBrooke has 
since grown into a business and 
brand that she is very proud of.
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Kitchen - Before

Kitchen - AfterBathroom - After

Bathroom - Before

Top Staging to Top Sales 

CadyBrooke offers a vari-
ety of small design jobs all 
reimagining the client’s 
current space. For stag-
ings, they offer both vacant 
and occupied stagings. 
“We do anywhere from 
bringing in all the furniture 
to using what you have on 
hand. So, if you have to 
live in your home while we 
have it on the market or 
while the agent has it on 
the market, then we take 
your art and your furniture 
and we will make recom-
mendations about what 
stays and what goes.”

Danae also shares how 
they will help the client 
pack and minimize. “We 
help you minimize so that 
a buyer can view them-
selves or still picture 
themselves in the home 
while you’re currently liv-
ing in it.” She explains that 

although having a house 
personalized to you is ideal 
while you are living there, 
it can make it difficult for 
a buyer to see the house as 
potentially their own during 
the buying and selling pro-
cess. “You’re already mov-
ing, so you need to pack up 
— let us help you do that.”

“We pride ourselves in 
being able to go into a 
client’s home and assess 
what they really need and 
then give them suggestions 
based on that,” she shares. 
In addition to the beauty 
aspect of staging, Danae also 
explains how proper staging 
can also cause the buyer to 
see the property as it could 
be rather than as it is.

“We’re good at getting 
them to see all the pos-
itives, and by putting 
furniture in a home, people 
aren’t so focused on dirty 

her time is occupied being 
a mother, wife, business 
owner, and friend, she 
admits that when she does 
have a moment to herself, 
she loves to get outdoors. 
As a summarized list, “I 
like traveling, camping, 
karaoke, and good food.”

It is no surprise that 
Danae Rubke’s insight and 
knack for staging have 
flourished into a successful 

business. Next time 
you are looking to sell 
a home, make sure to 
consider CadyBrooke 
Staging and Design.

Website: 

www.CadyBrooke.com

baseboards or scratches on the 
floor. When you give them some-
thing pretty to look at, they’re able 
to look past a lot of the negatives.”

From seller feedback, Danae shares 
that sales rarely go below the ask-
ing price when a home is staged. 
“It makes the listing agent look so 
much better. They are putting out 
high-quality listings and they take 
the time to do it. They’re an agent 
that takes pride in their work and 
that does all of the steps before 
the listing — doesn’t just take a 
listing and throw it on the market.”

Family Motivation 

Danae’s family is the major 
motivator of her life. As already 
stated, “CadyBrooke” is named 
after her two oldest daugh-
ters, Cadence and Brooklyn. In 
total, Danae has five children, 
the aforementioned two eldest 
daughters, followed by her son, 
Hollis, her daughter, Lennon, and 
her 6-month-old son, Tanner.

When asked what she does with 
her spare time, Danae (some-
what) jokingly replied “What 
spare time?” Although much of 

When you give 

them something 

pretty to look at, 

they’re able to 

look past a lot of 

the negatives.
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BemisBemisBemisJustinJustinJustinJustin
W I N N I N G  T H E  D A Y

By Brandon Jerrell
Photos by KG Photography

cover story

BemisBemis

Many REALTORS® 
claim that everything 
they do is for the client, 
but they often fail to 
acknowledge that it 
is just as important 
to be honest with 
yourself as it is to be 
honest with the client.

Justin Bemis, REALTOR® and 
lead of the Justin Bemis Real 
Estate Team with Coldwell 
Banker Northland, is intimately 
aware of this truth. Justin 
knows that the more he puts 
towards bettering himself and 
his team, the more he and his 
team can put towards the client.

“I want to win the day, and 
I want the people around 
me to feel the same.”

Seizing Every Opportunity 

Justin and his family are 
originally from the Pacific 
Northwest and moved to 
Flagstaff in 2009. “I started 
in the car business as a detail 
guy. I don’t even know what my 
title was — detail, not even a 
manager.” He explains how 
his duties were limited to 
just washing the cars that 
came through. “The guys 
would sell them, they’d 
bring them back to me and 
I’d wash them, run them 
through the machine, 
vacuum them, and get 
them ready. Mostly all 
were new cars at the time.”

It was from that position 
that he would see “the 
guys come back in their nice 

clothes.” Tired of just washing the cars, 
he decided that he could sell cars as 
well. He was given an opportunity and 
through that opportunity, he demon-
strated his ability to work hard and 
take care of the client. From there, he 
quickly moved up to sales management, 
finance manager, and ultimately was 
offered a general manager opportunity.

However, despite his success in the car 
industry, Justin decided it was not for him. 
“It wasn’t interesting anymore and it just 
kind of got boring at the end of the day.”

Eye for Marketing 

In his last few years in the car industry, 
Justin would sell cars to real estate 
agents, and during this time he was 
actively looking for opportunities. 
Seeing how the agents would behave 
while negotiating over a car gave Justin 
insights into the life of a REALTOR®. 
“I’ve always had an interest in real 
estate and homes… There’s just a lot of 
opportunity in real estate and I’ve 
always had that buzz, but 
I never really knew 
exactly what it 
was about.”

Justin shares that he has always had 
an eye for marketing. Growing up, he 
used snowboarding as somewhat of 
a career making videos with spon-
sors. “There was always this eye for 
creativity and doing it.” He explains 
how this feeling of independence 
over his creativity has always been 
a driving factor — a driving factor 
that did not exist in the car industry.

From there he decided to make the 
pivot to real estate. “It’s just do it 
or don’t,” he states. “The only thing 
I would change if I could go back is 
that I just would’ve done it earlier.”

Making the Pivot 

Justin shares that there are a lot 
of similarities between real estate 
and the car business, but also a lot 
of differences. “You’ve got all these 
different departments running 
the show in the car industry,” he 
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explains. “They say in real estate that 25 people touch 
the average transaction. I don’t think it was as much 
as that in the car business, but it opened the doors 
to understand that. It’s a big load to carry, but 
if a lot of people do it, it makes it light.”

Both industries are still about sales at their 
core. To this, Justin explains how the real 
estate industry allows him to stay one step 
ahead. “Obviously, you get excited about it and 
let the client do the rest, but you’re more man-
aging the file and the traction throughout.” He 
adds that real estate tends to be a little demanding 
regarding client interaction. “In real estate, they’re like, 
‘You got to have thick skin,’ and I’m like, ‘You think 
that’s thick skin?’ Man, go to the car business for 
ten years and you’ll come out a chameleon.”

Despite the challenges, Justin is more than 
happy with the change. “At times, it gets a little 
hectic and stressful. I tend to say yes to too 
much and bite off more than I can chew, but I 
always end up finding a solution and working 
through it. That’s what always pushes me to do 
better and to be a better agent, dad, and person.”

Winning the Day 

Justin shares that the most fulfilling part of his work is being 
around the team that he has created and their clients. “Typically, our 
day-to-day activities are enjoyable. We come into the office and 
huddle up on what we have working, what the plans and goals 
are, what we are doing this weekend, and what trips we have 
planned. It’s typically a pretty positive environment where 
it doesn’t really feel like work. I think, to me, that is the 
most enjoyable part of the job — going and doing some-
thing that we all collectively enjoy doing together.”

This is also how he ultimately defines success: 
“Just trying to create a happy environment where 
you can enjoy the people you’re around, create 
a positive impact on their lives, and be able to 
do things that you’ve always wanted to do.”

With that, it is no surprise that Justin Bemis 
has found immense success. Different days 
bring different challenges, but at the end of 
the day, Justin just wants to win that day 
for himself and everyone around him.

“Just do your best every single day… just do better 
than yesterday if you can, and try not to stress.”

Website: JustinBemis.com

Carly’e and 
Justin on 
vacation in 
Mexico

Justin, Carly’e, 
Grandma 
Beckie 
(Justin’s 
mom) and 
baby Taj 
at Barks 
and Brews 

in Flagstaff 
where JBRE 

was a sponsor!

IN REAL ESTATE, 
THEY’RE LIKE, ‘YOU 

GOT TO HAVE THICK 
SKIN,’ AND I’M LIKE, 
‘YOU THINK THAT’S 
THICK SKIN?’ MAN, 

GO TO THE CAR BUSI-
NESS FOR TEN YEARS 

AND YOU’LL COME 
OUT A CHAMELEON.
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(928) 963-2384  |  proclivitytandb@outlook.com
ProclivityForCleanliness.com

Licensed, Bonded & Insured

Give
the Gift of

Clean!
Now Offering Gift

Certificates!

Don't let cleaning
scare you from having fun!

We clean before & after all the fun is had.

Family owned & operated

The Best of the Garage Door
Companies in Prescott, AZ

Scan here to
learn more!

RESIDENTIAL & COMMERCIAL

nhcdoors.com  •  (928) 772-9738
7247 E.1st Street 

Prescott Valley, AZ 86314

Call for a FREE estimate!

Follow Us On ROC#316971

(928)713-0302   |  azkgphotography.com
kelsiann@azkgphotography.com          

Portraits - Pets
Nature/Urbanscapes - Western Lifestyle

Events - Weddings/Engagement

Call or Text
928-420-6443 or 928-710-3211

thewaytodoit@goldenroofing.biz
ROC #331571 

Licensed, Bonded, Insured
ROC 331671.

Ensuring Top-Quality Roofing Services
with Unwavering Reliability,

Meeting Deadlines with Precision & Excellence!
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on the rise
By Brandon Jerrell

Photos by Kimberly Marsh 
Photography
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” Hardships come in many shapes 

and sizes. When they come, it is 

easy to let them dominate, but it 

takes strength to push them back. 

But even then, it takes courage to 

accept these hardships not as they 

are, but as what they can offer.

Erin Carmona with Realty One 
Group Mountain Desert lives 
her life not by the negatives, but 
by every positive she can find. 
‘The Plus Side Is’ is her personal 
motto. “I carry it around like my 
mental Swiss army knife. Every 
challenge that comes my way, I 
look for the learning experience, 
the take-away and the wis-
dom gained from challenges”

Prescott Charm 

Erin is initially from New Jersey 
but spent most of her formative 
years in the Valley of the Sun. 
Coming to Prescott from Phoenix, 
she is very much aware of the 
uniquities that Prescott offers that 
big metropolitans simply can’t.

“It’s like Cheers where everybody 
knows your name,” she shares. “I 
frequent this little coffee shop and 
I walk in and the owner greets me, 
‘Hi, Erin.’ I go to another restaurant 
where I ask for a waitress specifically 
because she knows my name… it’s 
a different sense of community.”

She shares that when she first 
moved to Prescott, there was a time 
when she needed an electrician, but 
when she tried to schedule, “Only 
in Prescott, the whole team drew 
an elk tag.” It is moments like this, 
despite their potential inconvenience, 
that add to the charm of Prescott 
and much of Northern Arizona.

Now, although she is still discov-
ering new charms that Prescott 
has to offer, she has become 
very knowledgeable of the area. 
“There’s a different feel. I love the 
history here, and I love that there 
are so many things to do. We’re a 
very active community, and I love 
introducing people to Prescott.”



Northern Arizona Real Producers • 2726 • October 2024 @realproducers realproducersmag.com

Opportunity 

Erin has been interested in real 
estate for many years now. She 
initially went to school seeking 
her real estate license in 2015. 
However, 2015 was just not a 
good time in her life to get into 
real estate in full. “I was a single 
mom and my daughter was just 
entering high school. She was 
super involved in activities and I 
wanted to focus on her while she 
finished high school.”

She explains that she had a job 
— “actually two at the time” 
— and that it was just not the 
best time for her to become an 
entrepreneur. However, she still 
kept up to date with the mar-
ket and everything real estate 
because she knew that she would 
one day have the opportunity.

That opportunity, for better or 
for worse, came in 2020 with 
COVID-19. Up to that point, 
Erin worked for a marketing 
agency and marketed specif-
ically for dental and medical 
practices. “Then, when COVID 
happened, I was an independent 
contractor, so I lost my gig.”

As she does with all hardships 
that come her way, she seeks 
and takes hold of the posi-
tive. She restudied and retook 
the test and within six weeks 
had her real estate license.

Honesty Focused 

Since getting her real estate 
license in July 2020, Erin has 
been serving the Prescott area 
with excellence and dedication. 
“I know this is going to sound 
super cliché, but for me, it really 
isn’t about my production or my 
volume. For me, it’s about how 
well I am serving my client.”

As a professional real estate 
advisor, she focuses greatly on 
customer satisfaction rather 

than any kind of comparison of numbers. 
“I learned a long time ago that compar-
ison is the thief of joy,” she shares.

She explains that the most fulfilling 
aspect of her work is not just helping 
clients navigate the business side of the 
transaction, but navigating the emotional 
side as well. “At the end of the day, every 
agent in this association has access to 
the same tools I do. I don’t have anything 
proprietary when it comes to tools, so 
the relationship a client has with their 
agent should be one of complete trust.”

She shared that her go-to closing at a 
listing appointment or buyer consulta-
tion is, “And if I’m not the one you feel 
the most comfortable with — if you don’t 
feel like we’ve clicked — that’s okay. 
I’m not going to take that personally. I 
want you to be able to feel confident in 
your transaction and feel comfortable 
to talk to your agent about anything.”

She acknowledges that she won’t win 
every transaction with that approach, 
but she is more than okay with that. 
“At the end of that transaction, I want 
to be able to shake their hand, give 
them a hug, and call them my friend.”

Erin firmly believes the best compliment 
you can get as a REALTOR® is a referral.

Faith and Family Driven 

Erin’s drive is rooted in her faith, her 
family, and her team. “My family is a 
huge motivation for me. When I moved 
up here, I was engaged. My daughter was 
a junior in college at NAU on a full-ride 
scholarship when God gave her a baby. 
Circumstances not ideal, she wanted to 
keep the baby and finish college. My fiancé 
was not on board with me supporting 
her in that journey so, in three weeks, I 
packed up everything I owned and moved 
out. The choice was easy and I knew God 
would provide for us — He always has.”

“My grandson was born eight 
weeks premature and spent 49 
days in the NICU. He almost 
died on several occasions, and 
in that time, I closed three 
transactions that I could not 
have done without the support 
of my team,” she shares. “So, 
I would say one of the things 
I’m most proud of is moving 
to a new town where I knew 
no one in a relationship-based 
career, and only three years 
later, I had a community of 
people that came to support 
me in so many ways and made 
sure that work got done.”

Erin’s daughter graduated 
from NAU in May, and she 
will be pursuing a Master’s 
program at GCU in January.

It is no surprise that Erin 
Carmona has always found “the 
plus side.” Through her honesty 
and compassion, she gives her 
clients what is truly best for them 
and never compromises on that.

I LEARNED A LONG 
TIME AGO THAT 
COMPARISON IS 
THE THIEF OF JOY.
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In the world of real estate 
today, success is about so 
much more than lead gen-
eration, market knowledge, 
and negotiations. It’s about 
mindset. The new policies 
that recently went into effect 
have changed how we need 
to operate from a technical 
aspect, this is true. But if we 
fail to change our mindset to 
go along with the new oper-
ations, we are likely to fail.

As an industry, we’re always 
evolving. I’ve been in the 
real estate business since 
2002, and trust me when I 
say I’ve seen lots of changes 
to how business is done 
over the years. The idea to 
“adapt or die” has always 
been relevant to us as agents, 
but I think we’re feeling 
it now more than ever. 

Where are you fitting in 
with our new environment? 

Have you been able to shift your 
perspective and embrace the 
changes? Or are you stuck in a rut 
of anxiety, negative thinking, or 
simply remaining unadaptable?

If you lead with the mentality that 
it’s not about you, but about your 
client, it’s a lot easier to adapt to 
the changes. Complaining about 
the lawsuits, pining away for how 
things used to be, or focusing on 
how to skirt the new regulations 
aren’t helpful for you, your cli-
ents, or your fellow agents.

Right now, there are agents who are 
out there doing a great job repre-
senting their buyers and sellers by 
adapting to the changes and educat-
ing their clients to do the same. And 
there are agents who are self-sab-
otaging by doing all they can do to 
resist adapting. Either is a valid 
option on how to respond to change, 
but only one of these options will 
allow you to soar through this and 
come out stronger in the long run.

So, what are few ways to keep a client-first 
mentality and adapt your business in a pos-
itive way in light of our new reality? 

Embrace the Changes. I know, I know. 
Many of you are ready to check out and stop 
reading right there. But stay with me! 

According to motivational speaker and author 
John C. Maxwell, “change is inevitable. 
Progress is optional.” This resonates with me 
as a reminder that change is going to happen. 
And if we think about it long enough, we’ll 
realize that most change that happens in our 
industry isn’t one that we as individual agents 
have control over. So adapting is what we 
DO. It’s a must for survival in real estate. 

I get it, though. This change feels bigger than 
most. So, will you choose progress in the midst 
of the changes? Or will you choose to resist 
the changes. If you resist, you’re choosing not 
to adapt. And when you choose not to adapt, 
you risk the death of your real estate career.

See the changes as an opportunity, not 
an obstacle. If you educate yourself on the 
changes, you can stand out in the industry 

right now. My team and I have 
chosen to lean on educating 
potential buyers and sellers right 
now. We’re being proactive and 
reaching out to everyone in our 
database to ask the right ques-
tions and then provide the right 
answers. We’re not hiding behind 
the scenes hoping that the public 
learns what they need to know 
from the news, social media, or 
other resources that could be full 
of misinformation. We want to be 
the point of contact for all things 
real estate - changes included.

Keep the client first, and the 

rest will follow. If you’re strug-
gling with a negative mindset 
on all of the changes, ask your-
self if that mindset is actually 
helping your clients or not.

Just like a dog can sense fear, 
your client can sense if your 
comfortable with the new way of 
doing business or not. If you are 
projecting a discomfort to your 

client, it conveys a lack of confidence. 
And even if you have well-founded con-
victions that the changes aren’t what’s 
best for the industry or for the client, 
does that even matter? In the end of 
the day, the client looks to you to guide 
them through the stressful process of 
buying or selling real estate. If you are 
projecting an attitude of uncertainty, 
fear, or frustration about the changes, 
they aren’t going to see you as the wise 
advisor they need during this time.

Work with other agents, not 

against them. Finally, I want to 
encourage you to come from 
a place of encouragement 
with one another as well as 
your clients. Since the changes 
have occurred, most of my nego-
tiations with other agents have been 
positive. But there is the occasional 
agent who’s either not up to speed 
yet or who is resisting the changes. 
In that case, I’ve seen agents yell, get 
nasty, and just plain refuse to work 
with another agent because they don’t 
think they’re handling things right.

If that is the case, the person 
who suffers the most is the cli-
ent. Let’s remember that we are 
all in this together. Having a pos-
itive attitude goes a long way 
to get the deal put together.

In the end, embracing change 
and adapting will help you stand 
out as a true real estate expert 
to your clients and your peers.

Jacki is the founding agent 

for Team Three 23 with 

Realty ONE Group 

Mountain Desert, 

a team who has 

consistently been in 

the top 1% of Realty ONE 

Group agents Nationwide 

since 2019. She is also a Certified 

Coach, leading the Agent Success 

Program for her brokerage and 

runs coaching accountability 

programs for agents Nationwide.

Jacki Semerau Tait 

www.RealEstatebyRelationship.com

By Jacki Semerau Tait
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agent
By Brandon Jerrell
Photos by Kimberly 
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“I think success is directly 
tied to happiness, and success 
looks different for everybody. 
When you start achieving 
your personal goals, business 
goals, or even if you’re not 
even halfway there but you’re 

on your way, I think you can call your-
self successful in that exact time.”

These are the wise words of Kayla 
Stazenski, REALTOR® with Realty 
Executives Arizona Territory and 
president-elect 2024 of the Prescott 

Area Association of REALTORS® 
(PAAR). Kayla consistently 
gives back to her community 
in and out of real estate.

Prescottonian 

As a sixth-generation 
Prescottonian, Kayla was raised 
with the innate knowledge of the 
ins and outs of what Prescott 
has to offer. As a young girl, 
she was always into rodeo even 
earning a full-ride scholarship 
out of high school which she 
turned down. She then went to 
beauty school which, in retro-
spect, never reflected her inter-
ests. “I went to beauty school 
which was crazy because I was 
a giant tomboy. Then, as soon 
as I got out of beauty school, I 
was like, ‘What am I doing? I 
have no interest in any of this.’”

As the daughter of a general 
contractor, Kayla has always 
been fascinated by the relation-
ship between people and their 
homes. Kayla’s father, who has 
been a general contractor in 
Prescott for 45 years, suggested 
that she get a real estate license 
to help her pay for college.

“The first day I showed up, I 
wrote two contracts and did 
not return to school after that… 
I loved it, and I’ve been doing 
just real estate ever since.”

Connection 

Kayla finds the most fulfilling part 
of being a REALTOR® is seeing 
just how excited clients get during 
the process. “Everything is just 
so new and exciting for them 
and I love getting to be a part of 
that… I really connect with my 
clients on a personal level.”
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She has always placed the client 
before the money, finding that the 
more she focuses on the client, the 
more commission she gets from it 
anyway. “Especially when you just 
really connect with people and help 
them. Even before I was in leadership, 
I was always trying to get with other 
agents and volunteering to help them.”

Kayla has been active in real estate 
leadership pretty much since 2019. 
She sat on the PAAR board of 
directors and had been since 2020. 
She is now the 2024 president-elect 
and will be the 2025 president.

“It’s been amazing. Even the train-
ing that they put the president-elect 
through has been really incredible. 
I think it has helped me in a lot of 
the other boards I serve on and 
other things in the community.”

Purpose 

Although having a smooth jump 
straight into real estate, Kayla’s 
journey has not been smooth 
sailing. “The biggest obstacle of 
my life was dealing with infertil-
ity, and then realizing that I can’t 
have kids. I’ve wanted to be a 
mom since I was in eighth grade.”

“I think when people have 
children, you’re creating these 
amazing things that are going 
to be a contribution to society 
one day. That’s kind of your job 
— raising these little humans 
and making them great people 
to contribute to society one day. 
When you don’t have children, I 
really struggled for a long time 
of finding ‘What’s my purpose 
then?’ and ‘How do I still give 
back without being a parent?’”

She shares how heavily she dislikes the 
taboo nature of the discussion of infer-
tility in today’s society. “It creates this 
horrible, lonely feeling,” she expresses. 
Because of this, Kayla pushes for this 
topic to be more openly discussed so 
that those affected by it have a system 
of support. Whenever possible, she does 
what she can to reach out and help those 
who otherwise get no acknowledgment.

After trying for seven years and ultimately 
getting a hysterectomy, she and her now 
ex-husband tried fostering children for a 
year and a half. Unfortunately, with her 
divorce roughly eight years ago, Kayla 
would have needed to go through the 
approval process of becoming a fos-
ter parent once again, now as a single 
foster parent. With her commitment 
to her career and other aspects of her 
life, she believed that it was for the best 
to not pursue that route at the time.

“I throw myself into 
work and into my com-
munity. I donate a lot of 
my time and volunteer 
to a lot of things that are 
centered around chil-
dren and the community. 
I don’t think I’ll ever 
completely get over my 
biggest hurdle in life or 
my biggest struggle, but 
it’s constantly evolving 
and I think that as it 
evolves, I become a more 
whole, better person.”

Community 

Kayla gives a lot of herself 
back to her community. “I 
volunteer for the Arizona 
Crisis Team (ACT) — 
that’s my big one. I’ve 
been with them for a 
little over three years 
now. We get called out 
by first responders when 
anyone’s in a moment of 
trauma or crisis and we 

sit with them and offer practical 
and emotional support. We’re on 
call, 24 hours a day, 365 days a 
year. I do night shifts, and I do 
four to eight shifts a month.”

Kayla was also on the CASA 
For Kids Foundation board 
for a few years, but she still 
loves to participate in fundrais-
ers as well as other events.

August, Kayla got married to her 
husband Paul. Together, they 
are raising a 14-year-old son and 
a 16-year-old daughter. Kayla 
shares that they are thinking 
about fostering high-school-
age children in the future.

With how much she gives back 
to the world around her, it is no 
surprise that Kayla Stazenski 
has found her happiness.

Websites: RealtyExecutives.com/ 

agents/Kayla-Stazenski
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WHISPERING JUNIPERS 
ON A WARM SUMMER DAY

tenacious reviewsTHE 
Along the way, you’ll get to 
see ancient alligator juni-
pers that lean over the trail, 
some of which are over 900 
years old! As you approach 
the top of the hill, the trail 
passes over a 500,000-year-
old lava flow that has cooled 
into interesting boulders and 
blocks, which are perfect for 
kids to scramble and explore. 
Located just off old Route 
66, Fatman’s loop is consid-
ered a moderate 2.5-mile 
hike. The beauty about these 
modified designated entry 
points is you have plenty of 
signs and directions to make 
the most of your time. As it 
is warm this time of year, 
I decide to go halfway up 

Fatman’s and conserve water and 
energy. 169 trails are said to be 
found in this little ski town along 
Route 66. Flagstaff is truly an 
opportunity for the “mom and 
pop” shop or entrepreneur who 
has the freedom to work from 
home. Along with the obvious 
UofA draw, Flagstaff has Spring 
Break, NAU Football Camps, 
horse shows and so much more.

A handful of years ago, the city 
refurbished all the hiking access 
trails to mark clear and concise 
paths. Lola is excited to get on the 
trail and there are several people 
spaced along the different paths. 
There are many beautiful rock 
formations caused by the old lava 
flow yet it’s these magnificent 

trees that draw my attention. The air 
is clear, and birds sing as they jump 
from branch to branch. Along the 
trail, mixed with different pines and 
bush is the famous “Giant Alligator 
Juniper,” this massive anomaly of 
nature is estimated to be over 2,000 
years old. It’s one of the longest-stand-
ing trees not only in Arizona but the 
entire country as well. I started to 
walk a bit slower, admiring the quiet 
of the moment. Such characters in 
these trees, they did indeed look like 
alligators. As we continued up the 
trail that quickly ascends, I could 
not help but feel the need to lean up 
against one of those beautiful giants 
and have a chat. Leaning against the 
base of one of the big ones, I closed 
my eyes and took assessment.

We forget to take the time 
to sit and do nothing.

We skip the part where 
silence is the goal.

We forgot how loud the trees 
are if you just listen.

In the hectic day to day pressures 
of life’s expectations, allowing the 

world to melt away under the shade of a Juniper 
tree along the trail, to remember the silence. Walk 
with your head up, look around you, the color of 
the leaves, the birds up in the trees, the breeze as 
it blows past your cheek. This is good old fashion 
therapy, the sun, the breeze, the view and these 
wise giant trees. I pick one out a bit further up 
the trail, sitting down at its base I close my eyes 
and allow. The quickest way to balance the mind 
to get outside and ground yourself. This is taking 
off shoes, sitting or standing on the ground and 
just being quiet. Peppered across this hillside area 
there are plenty of trails to rest your soul, kept up 
and clean, locals and visitors alike seem to pitch 
in to keep it that way. Having rested on the old 
Juniper Tree, I call to Lola for us to finish the trail. 
Fire red, citrus orange, variations of color spread 
across the sky as I look down from Fatman’s trail 
and watch the sun set. In this very moment, pet-
ting my pup’s head, sipping on fresh spring water 
on top of a mountain...all is right in the world.

With over 100 days in a row of over 
100 degrees, activities outside become 
very limited! Driving my truck along 
Route 66 through my favorite part of 
town, I take assessment of what we 
brought with us today for our morn-
ing hike. Lola, my Frisbee obsessed, 
105lbs germen Shepard, has had 
enough of me trying to put her head to 
the side of the window. “Lola! Come 

on now! Let’s calm down.”, I cautioned 
her as she hung her big furry head out 
the window. The one thing I wanted to 
do this weekend was walk around with 
my dog. As the Valley hits the middle 
of Summer, the outdoor activities 
and hiking are found in the Northern 
part of the State of Arizona due to 
the extreme heat. So, if you want to 
enjoy the grass, trees, old fashion 

games and a picnic, you will 
want to head up North. Today 
I am going with my dog and 
a frisbee and we headed for 
Fatman’s Loop. The Fatman’s 
Loop trail is a great hiking route 
that takes you on a climb over 
a historical lava flow, offering 
stunning views of Flagstaff 
and the surrounding areas.

By Kimberly “Tenacious T” Tocco
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