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When you need a getaway that’s close to home, you need The Club at Kona Kai. Let our private 
members-only club be your home away from home in Southern California. The privileges of 

membership include a private beach, reserved poolside cabanas, fine dining, a luxurious spa, fitness 
center, two waterfront pools, private member events, over 20 fitness classes and so much more.

Schedule a tour and picture
yourself on our serene island.

Jeff Hornick
Club Membership Sales
jhornick@sdkonakai.com

www.resortkonakai.com/private-club | 619-819-8144

Contact us Today!
(928) 322-6960

linkedpreview.com

Bringing Listings to Life
One Room At A Time
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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!

“CHECK OUT OUR 

NEW SPONSORS!”

Foundation Escrow Inc.

Natasha Keitges

(858) 527-5967
FoundationEscrow.com 

Kona Kai San Diego Resort

Scott Ostrander

(619) 452-3138
www.resortkonakai.com/
private-club/

ASSOCIATION  

OF REALTORS®

Pacific Southwest 

Association of Realtors

(619) 421-7811
www.PSAR.org

ATTORNEY - REAL ESTATE/

CONSTRUCTION LAW

Ginder Law Group

Eric Ginder

(760) 294-7736

EDUCATION

VAREP

Derek Barksdale

(619) 254-1496
VAREP.net

ESCROW SERVICES

California Preferred Escrow

Martha Garcia

(619) 651-6331
www.californiapreferred 
escrow.com

New Venture Escrow 

MetroSouthRP

(619) 948-9011
newventureescrow.com/
contact/chula-vista-branch/

ESTATE SALES & AUCTIONS

Caring Transitions

Shannon Corrigan

(619) 459-3592
www.caringtransitions 
sandiego.com

FINANCIAL RESOURCES

World Financial Group/

World System Builder

Jonathan Pagtakhan

(619) 964-2327
www.worldsystembuilder.
com/mypage/jonathanp/

HARD MONEY LENDER

First Security Mortgage 

Home Loans, Inc.

Joy Parker

(858) 565-4466
www.1stsecurity 
mortgage.com

HOME INSPECTION

Morrison Plus Home 

Inspections

Danielle Wolter

(619) 672-7951

HOME STAGING

Yellow Rose Home Staging

Bess Ouahidi

(858) 775-7465
www.yellowrose 
homestaging.com

HOME WARRANTY

Super Home Warranty

Leslie Grillon

(936) 499-6088
www.hellosuper.com

INTERIOR DESIGN/

STAGING/CURATIONS

Modern Unrefined 

Design Studio

Stephanie Mulder

(559) 300-4984
mudstudiosd.com

LISTING SERVICE

Wispr

Lara Gabriele

(512) 638-7486
wispr.homewayz.io

MARKETING

Bonzo

Jason Perkins

(614) 357-2367
getbonzo.com

MEDITATION & REIKI

The Light Within

Dawn Ressel

(415) 971-7465
www.lightwithinheal.com

MORTGAGE

Desert Coast Home Loans

Stephanie Garmo

(619) 944-9728

Gold Standard Mortgage

Brandon Goldberg

(949) 636-1981

MOVING & HAULING

College Hunks Hauling 

Junk & Moving

Eddy Jabbour

(858) 216-4600
www.collegehunks 
haulingjunk.com

NATURAL  

HAZARD DISCLOSURE

“The” Disclosure 

Report NHD

(619) 921-5527

PHOTOGRAPHY/

VIDEO PRODUCTION

SureshotProductions

(858) 880-5626
sureshotsproductions.com

PROPERTY MANAGEMENT

GoldenWest 

Management, Inc

Roy True

(858) 779-0577
www.GoldenWest 
Management.com 

REAL ESTATE ATTORNEY

SoCal Realty Law

Shanna Welsh-Levin

(619) 232-7325
socalrealtylaw.com

REAL ESTATE SALES - 

RENOVATION DESIGN

Renovate San Diego

Sarah Haliburton

(619) 751-7934
renovatesandiego.com

REAL ESTATE 

TRANSACTION 

COORDINATOR

Transactions Realty 

of San Diego

Veronique Miramontes

(619) 246-7493
www.transactionsrealty.com

SOCIAL MEDIA 

MARKETING/ 

MANAGEMENT

Renzi Social Co

Amanda Renzi

(609) 402-1729
www.renzisocialco.com

TERMITE & PEST CONTROL

Knight Termite & 

Pest Control

Kenneth Golaway

(619) 280-2400

TITLE INSURANCE

First American Title

www.firstamericantitle.com

Ticor Title

Tony Santiago

(619) 410-7917
www.ticorsd.com

VIDEOGRAPHY/

PHOTOGRAPHY

Golden Lens Media

Calder Pearce

(619) 861-6202
goldenlensmedia.com

Linked Preview

Brandon Pease

(928) 322-6960

“My escrow team at
California Preferred is

AMAZING!
-L. Morgan

Paige Jenkins
(858) 449-1096

Paige@cpemetro.com

Martha Garcia
(619) 651-6331
martha@californiapreferred.com

”

”

CALIFORNIA 
PREFERRED ESCROW: 

Your trustworthy partner for a smooth 
transaction. Contact us today to connect 

you with one of our Escrow teams.

Véronique (Vee) Miramontes
Realtor  •  Independent Transaction Coordinator

Transactions Realty of San Diego
Tel: 619-777-TRSD (8773)
Vee@TransactionsRealty.com
www.TransactionsRealty.com
M-F: 9:00-5:00
DRE # 01235618
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Brandon
Goldberg

NMLS# 859086
Loan Consultant

FORGET
the Financing

(949) 636-1981
brandon@goldstandardmortgage.com | www.loansurgeon.com

Your Trusted Local
Investor Partner

(619) 603-0915

Make it a win-win solution: 
SECURE CASH OFFERS FOR YOUR CLIENT

@RENOVATESANDIEGOLLC

Bring Peace
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socalrealtylaw.com
swelsh@socalrealtylaw.com

(619)332-1609

Protecting Real Estate Investors and Real Estate Professionals
Experience Our
Webinar Series
For Landlords

M E E T  T H E  M E T R O  S O U T H  R E A L  P R O D U C E R S  T E A M

If you are interested in contributing or nominating REALTORS® for certain stories, 
please email cathy.ginder@realproducersmag.com.
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Greetings!

Welcome to the first month of fall! For 
most, the kids are back in school, and life is 
on a steady, structured pace once again. We 
hope everyone enjoyed their summer break; 
we sure did! We had some great events with 
top agent Robert Colello speaking on how 
to be successful within the NAR settlement, 
and our own social media manager Amanda 
Renzi and former Rising Star agent, Lina 
Saba putting on a fantastic social media/
tech tips event as well. Our partner, 
Women’s Council of Realtors, hosted “A 
Day at The Races”, and “Meet Your Local 
Politicians” in August, both which were 
fun and informative. This month, we are 
celebrating leaders! A select group of peo-
ple that give their time and value to their 
particular organization for the betterment 
of our industry. We are also featuring 
Rising Star Grayson Stewart, a Northern 
California transplant that is seeing success 
here in San Diego. Don’t miss the fantastic 
article on Kona Kai San Diego Resort. What 
a glorious place for a weekend staycation, 
or to have a lovely lunch or dinner, enjoying 
all that the resort has to offer. They actually 
have a wonderful Club that you can join and 
make Kona Kai a part of your lifestyle with 
family and friends. 

Cheers!

Cathy Ginder-Publisher
cathy.ginder@n2co.com
858-735-8026

publisher’s note 

Jonathan Pagtakhan | CA LH License: 0L93059
jpagtakhan.wfg@gmail.com | (619) 964-2327

wsbcampaign.com/jonathanpagtakhan

30 by 30
Financial Literacy

Campaign

619-280-2400
knighttermite@gmail .com • sdpestcontrol .net

Serving All  of San Diego County
TRUSTED since 1990!

Don't let termites or pests invade your open house

Termite & Pest Control

Knight

Joy Parker
Broker Associate
DRE:01829323
NMLS:2223041
Cell: 619-920-4700
joy@1stsecuritymortgage.com

Boost your reputation and gain a competitive edge 
by partnering with us to provide sellers with up to 

125K in coverage for post-closing disputes or 
lawsuits, ensuring protection beyond the sale.

Gaby Sevilla 
Sales Account Executive
Gaby@NewVentureEscrow.com
619.948.9011

Tania Marks
Sr. Account Executive

Tania@NewVentureEscrow.com
619.807.0711

For more information please visit our website:
NewVentureEscrow.com

Empower Your Clients with Confidence - Call Now! 

EMPOWERING REALTORS,
SECURING SELLERS!

EMPOWERING REALTORS,
SECURING SELLERS!

Welcome 
Fall!
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R E A L  E S T A T E  I S  A 
F A M I L Y  A F F A I R

What’s your favorite part of 

being a realtor? 

My favorite part of being 
a realtor is the sociability 
and being able to network 
and improve your connec-
tions with other agents and 
business individuals.

How does Real Estate  

fit into your dreams  

and goals? 

Real estate has fit into my 
dreams and goals by the 
fact that it’s helping me to 
buy my first property in the 
next few months. This will 
help me begin to achieve 
my financial goals down the 
line as well.

Tell us about your family? 

My family is in San Luis 
Obispo, where my mom 
serves as the current 
town mayor. My parents 
also are part owners in a 
local flower shop. My dad 
also has his real estate 
license, and my younger 
brother lives in down-
town San Luis Obispo 
and works as a property 
manager of an apartment 
building owned by our 
dad’s real estate team.

Any favorite books? 

Some of my recent favor-
ites have been “Outwitting 
the Devil”, “Sell it like 
Serhant” and “Think and 
Grow Rich”.

What are your hobbies  

and interests outside of 

Real Estate? 

I like to play soccer for 
fun once a week. I also 
enjoy golfing a lot, I go at 

least once or twice a week. 
I also enjoy hanging out 
with my dog P.

Are there any charities or 

organizations you support? 

I support YBNB, as I am a 
member and will speak at 
our events and will be start-
ing to host events to inform 
members about purchasing 
and selling real estate here 
in San Diego.

Define success 

Success to me is achiev-
ing the goals you set for 
yourself; being content with 
how you have lived your life 
and what you have accom-
plished as well as the rela-
tionships you’ve cultivated 
through the years

Given your status and 

expertise, what is some 

advice you would give the 

up-and-coming Rising Stars? 

I would say communicat-
ing is crucial, being quick, 
responsive and genuine will 
take you a long way. People 
can read fake, if you don’t 
know an answer to some-
thing admit it and find it out 
for them right away, don’t 
ever lie.

When did you start your career in  

real estate? 

While in college, I began to take online real 
estate classes. I Took my exam towards 
the end of college, then interviewed and 
shadowed/attended real estate meetings 
and day to day activities such as open 
houses until my license came in. 

What did you do before you became  

a realtor? 

I was a manager at a local winery tasting 
room while in college. I also bartended 
during the slow wine season and again 
as I was waiting to get my real estate 
business up and running. 

What are you passionate about right 

now in your business? 

Helping first time home buyers discover 
their perfect home, learning and getting 
more listings, and helping people build 
or remodel property to improve their 
homes and lives.

What has been the most rewarding part 

of your business? 

Watching people achieving their real 
estate ownership goals. Purchasing 

real estate will set them up for a better 
financial future than renting. It’s 

always hard to take that first step 
out of the renter pool, but it’s 

incredibly beneficial.

What was your biggest 

challenge as a realtor? 

My biggest challenge as a realtor was 
transitioning careers as I didn’t have a 
large nest egg to depend on if I didn’t 
succeed in real estate. 

GRAYSON STEWART

Photos by Calder Pearce, Golden Lens Media

rising star



Metro South San Diego Real Producers • 1514 • September 2024 @realproducers realproducersmag.com

A  N E W  TO O L 
TO  F I N D  &  S E L L 

P R O P E R T I E S

W
IS

P
R

 N
ET

W
O

R
K

W
IS

P
R

 N
ET

W
O

R
K

The Wispr Network is  
something to shout about, 
say its founders, Tom and 
Lara Gabriele.

Launched earlier this year, 
Wispr is an exclusive invita-
tion-only community for real 
estate agents.

“Wispr combines 21st-century 
technology with traditional 
networking to reimagine real 
estate home sales,” Tom says. 
It does that by uncovering 
pre-market properties for 
buyers and increasing deal 
flow for agents.”

“Our platform connects agents 
and exposes their pre-market 
inventory while simultaneously 
protecting the integrity of their 
client relationships,” Tom says.

He says this approach allows 
agents to connect potential 
buyers with suitable proper-
ties before they even hit the 
market, reducing transactional 
costs and giving sellers more 
control over deal terms.

“Ultimately the focus is on 
generating deal opportuni-
ties rather than just generat-
ing leads.”

Community access includes 
state-of-the-art software, a 
marketplace of thousands 
of Wispr properties, robust 
AI for deal matching and a 
series of live, in-person and 
virtual events where agents 
connect with each other 
across the country to share 
pre-market opportunities.

“We aim to foster a network of like-
minded agents who aspire to better 
serve their clients and reshape how 
the industry works,” Tom says.

Lara says the idea was born from 
Tom’s tech background and her own 
22 years of experience in real estate.

“When I shared my frustrations 
about the industry with Tom, we put 
our heads together to envision the 
ultimate platform for agents to do 
deals without hindrance, free from 
giants like Zillow,” she says.

“My biggest gripe with the industry 
has always been its focus on leads and 
outdated agent marketing automa-
tion,” she says. Wispr believes in 
supporting the agent-client relation-
ship and full-service approach. We 
want to create a network of Goldman 
Sachs-level agents for Main Street 
homeowners and homebuyers.”

Since launching earlier this year, 
Wispr has quickly grown to include 
agents in 12 states. There’s also 
a companion mobile app for both 
Google Play and Apple’s App Store.

With their backgrounds, it’s no sur-
prise the couple met on MySpace, 
the first social networking platform 
to find a global audience.

Years later “with three amazing chil-
dren,” Lara says, it’s evident everything 
worked out.

“We are one big happy mess,” she says of 
the couple working from home while their 
children—two girls and a boy, ages 14, 
nine, and five—are home for the summer 
or school breaks.

“Sometimes the chaos seems never-ending.”

Working to ensure their children are 
good kids who grow up to be good adults, 
they also work to set them up for suc-
cess, their oldest daughter very much 
involved in Wispr.

“We definitely believe there are differ-
ent paths to success other than getting a 
degree like it was in our parents’ genera-
tion,” Tom says. “We think it’s a perfect 
opportunity for her and it’s great to be able 
to be teaching her now.”

Both Lara and Tom were raised in 
Catholic households and their faith is the 
family’s anchor.

“We try to live in Christ as much as we 
can,” Tom says. “And that’s something that 
we don’t shy away from.”

Born to an Egyptian Lebanese mother, 
Lara’s Irish Canadian father passed away 
when she was young.

“So, I had both the advantages and 
disadvantages of being raised by a 
single mother,” she says. “She was 
an incredible woman, kept our house 
together, put us through private school 
and showed me a very strong work 
ethic that I keep to this day.”

Tom, meanwhile, is Italian through and 
through, his great grandparents immi-
grating to the U.S. four generations back.

His parents grew up in a New York 
Italian suburb, his father serving in the 
military during the 60s. After multiple 

moves, they landed in Sacramento 
where Tom was born and raised.

Both now entering the Wispr phase of 
their lives, they’re more excited than 
ever about what lies ahead.

“We are committed to helping agents 
source deals through the community,” 
Tom says. “We help them develop the 
deep and robust professional relation-
ships needed to be truly successful.”

He says the key to success as an agent 
is to focus on providing value to clients 
rather than just trying to get listings.

“Instead of cold calling, we should 
aim to connect with clients in a more 
meaningful way, such as informing 
them about potential opportunities 
that match their needs,” he says. “By 
building strong relationships and 
understanding the needs of our clients, 
we can create more opportunities and 
provide better value as agents.”

“Tom and I talk about this all the time,” 
Lara says. “It’s our mission to serve 
agents. We believe in the power of an 
agent. We believe in the relationship 
that agents bring to the marketplace. 
And we don’t believe that that should be 
displaced in any way, shape or form.”

By David Cornwell
Photos by Brandon Pease- 
Linked Preview, LLC
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Also, I believe our realtors need to give more guidance and edu-
cate this community because there are many programs avail-
able for them. If more realtors know how to help the Hispanic 
community, we will be able to help more families to achieve 
the American Dream of homeownership and start the path of 
wealth creation for our future generations.

My goal was to serve 2 years as a director after attending one of 
the big National events called L’ATTITUDE when I saw the big 
picture and all the work the organization does for our Hispanic 
community. 2023 was my first year as the treasurer and the 
board nominated me to be the president for 2024. At first, I 
hesitated because I still make mistakes when speaking English 
and I was a little afraid to make mistakes in English in front 
of 300 people in our events, but then I realized that it was an 
opportunity to do something that I’m passionate about and be 
the VOICE for the ones we help.

What are the pros and cons of being President for an 

Industry association? 

The pros are all the rewarding experiences, the satisfaction 
that you are helping your community, the support and love 
you get from people, the satisfaction of being part of the big 
national organization and its amazing mission. Also, the 
board and the people involved become your family, so the 
unity of the board and the teamwork is very rewarding. Also, 
the opportunity to make connections nationally and locally, 
build trust in your community with your colleagues, clients 
and main players in your city.

The cons are that you could get a little distracted in your 
business trying to make sure everything in the organization 
is working the way it should be, sacrifice a little time away 
from your family, and if you are not super social still try to 
make an effort to show up at different events because most of 
other organizations want you to support theirs and they will 
also support yours.

Has it been difficult to balance your servant leadership with 

your real estate business? How do you make time for both? 

This year was a little challenging for me to balance both. I’m 
a very responsible person and I make it a priority to serve the 
organization 100%. Before I started, I decided this position was 
going to be for one year only and I wanted to do it right. I believe 
it depends on the personality of the leader and the priorities 
they have. Everyone can balance both by blocking time on the 
daily schedule. 

Do you feel it has benefitted your business to be involved with 

your organization? 

I feel I have developed my leadership skills; I have learned a lot 
since I started, and it has helped me to meet many people and 
to be knowledgeable of all the different programs and solutions 
available for my community and clients. This year was the 
first time I visited Capitol Hill, and being there with my board 
fighting for solutions for our Hispanic community was very 
powerful. I feel that since I joined the organization I have been 
growing and developing my skills and ability to find solutions.

How do you encourage others to join your organization, and to 

step up to leadership positions? 

I believe in the power of energy. If I and my board believe in our 
mission, people will feel it and we will attract others. Our goal 
is to provide value in our events and bring topics and speakers 
that our local industry needs based on the challenges we are 
experiencing. Providing tools to help with business and with 
their clients. We also believe in collaboration and love to share 
information that will help others in their business. We want 
leaders who are 100% in! Most of the future directors will join a 
committee as the first step.

In closing, is there anything you would like to include about 

your organization? 

I want to thank and express my gratitude to my board of 
directors for their time, their dedication, their hard work and 
their giving hearts. All of them are volunteers. Our chapter was 
able to grow this year because we work together as a team, and 
everyone works hard behind the scenes. All the wins in our 
organization are because we all do our BEST. I love and appre-
ciate everyone involved and together as a big organization with 
National, I know we are making a difference.
Mi gente, Mil gracias!
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MONICA
Photography By Jun Lee - Sureshot Productions

2024 PRESIDENTMARTINEZ CHIN

Tell us a bit about yourself. What were the life events 

that led you to become a real estate agent? 

I moved to this country just before turning 30, and I 
didn’t speak any English. I was a kindergarten teacher 
in Mexico. I got married and that’s the reason I moved 
to this country. My husband encouraged me to become 
a real estate agent, so I learned English while taking 
classes to get my Real Estate license. My journey to 
become a real estate agent was fueled by a genuine 
desire to help others and meet new people in this 
new country.

What life experiences have shaped you 

both personally and professionally? 
I started to live on my own at 
16 years old. It was hard and 
scary at that time, but it 
helped me to adapt easily to 
the changes and challenges 
I went through as a young 
woman. Moving to a new 
country with no friends 
and family and starting over 
at almost 30 years old was 
another experience that made 
me stronger. I worked hard by 
finding clients while door knocking 
the streets in San Diego and that’s how I 
met my first clients.

As English is a second language, I need to work 10 
times harder than native English speakers. I found 
myself many times translating conversations before 
I can reply to my clients or other real estate profes-
sionals when I started. Even now, sometimes I need to 
look on google what LFG means and any other texting 
abbreviations. My mind is usually fast, always finding 
answers and translating what people want to express 
or communicate. I do believe the more challenges you 
have the stronger you become!

Do you have a favorite quote or mantra that  

motivates you? 

Yes, when I started in Real Estate my mentor would 
call me in the morning, and we shouted out 10 affirma-
tions every day at 7am. We did that for a year. One of 
them that is always in my mind is: “I find solutions to 
every situation that I have.”

Besides your volunteerism, what are your interests 

and hobbies? 

I love reading, contact with mother earth like explor-
ing national parks, a nice scenic hike and counseling 
people into self-development.

Tell us about your organization. What is its core mis-

sion, values and goals. 

The National Association of Hispanic Real Estate 
Professionals®. We are The Voice for Hispanic 

Real Estate® and proud champions of home-
ownership for the Hispanic community. 

Homeownership is the symbol of the 
American Dream, the cornerstone of 

wealth creation and a stabilizing 
force for working families. Our 

role as trusted advisors and 
passionate advocates is to 
help more Hispanic families 
achieve the American Dream 
in a sustainable way that 
empowers them for genera-
tions to come.

Mission Statement
NAHREP is a purpose-driven 

organization that is propelled by 
a passionate combination of entre-

preneurial spirit, cultural heritage and the 
advocacy of its members. Our mission is to advance 
sustainable Hispanic homeownership. NAHREP 
accomplishes its mission by:
•	 Educating and empowering the real estate profes-

sionals who serve Hispanic homebuyers and sellers
•	 Advocating for public policy that supports the 

trade association’s mission
•	 Facilitating relationships among industry stake-

holders, real estate practitioners and other hous-
ing industry professionals

What drew you to become a leader within  

your organization? 

I’m passionate about helping my community, espe-
cially immigrants because I understand the struggle, 
and the challenges they go through when moving to a 
new country. Most of them came to this country with 
dreams and the desire to offer a better life to the ones 
they loved.
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What are the pros and cons of being President for an 

Industry association? 

There’s a lot more pros than there is cons.
Some of the pros would be the immense network that 
AREAA has all over the country. I have been able to meet 
so many amazing individuals that I now talk to on a regu-
lar basis. I’ve learned so much about policy, leadership and 
the importance of representation, because not everyone is 
represented the right way or at all. We also provide a lot of 
educational events and seeing everyone attend and take away 
information that they can implement in their businesses is 
really rewarding. The community outreach events that we 
organize and getting everyone to participate to improve our 
community is also extremely rewarding.

Some cons can be that being the president for such a 
huge chapter of a national organization can get very 
stressful in terms of budgeting, organizing events, mak-
ing sure events are well attended and ultimately keeping 
everyone focused on the goal. Being the president, you 
also must excel at communication because you work with 
so many different personalities.

Has it been difficult to balance your servant leadership with 

your real estate business? How do you make time for both? 

It can sometimes be very difficult to balance the 2 but 
that’s why it’s so important for the president to be able to 
delegate tasks to the rest of the board and trust that they 
will make it happen. As the president, I participate in the 
committee calls for all events that we put on, just to make 
sure that we are on track.

Do you feel it has benefitted your business to be involved 

with your organization? 

Absolutely. I have made so many connections through 
AREAA that I will cherish for the rest of my career/life. I 
now have so many friends across the country! I also have 
learned so much about Asian American cultures and how 
there is still so much work to be done to ensure that they 
receive the help needed to create generational wealth 
through real estate.

How do you encourage others to join your organization, and 

to step up to leadership positions? 

For folks that are considering joining our organization, I let 
them know that the membership is very affordable, and it 
goes to a good cause. You will participate in events where we 
bring in industry experts to talk about current and perti-
nent real estate and mortgage information as well as the 
successes, they are experiencing so that you can potentially 
duplicate and improve your business as well.

For leadership, I always start off with our Mission 
Statement. At the end of the day, we are all volunteers, and 
we dedicate our time and effort to improve as an organiza-
tion so if you don’t truly believe in our mission, it might not 
be a good fit. However, if you do support and believe in our 
mission, just give me a call and we will have a discussion on 
what leadership position might work for you!

In closing, is there anything you would like to include about 

your organization? 

Make sure you follow @areaasandiego for up-to-date infor-
mation on upcoming events. Come out and check us out and I 
promise we will not disappoint!

Photography By Jun Lee - Sureshot Productions

Tell us a bit about yourself. What were the life 

events that led you to become a real estate agent? 

I grew up in Sacramento and the Bay Area up until 
2008, when my girlfriend at the time convinced me 
to move to San Diego. I did and when I got here, I 
had no idea what I wanted to do career wise. I ended 
up joining a debt settlement company working 
customer service. 3 weeks into getting hired, the 
CEO came in and let everyone go because 
he had sold the company to a larger 
entity. He pulled me aside and asked 
me about my experience and to see if 
I would be interested in becom-
ing a loan officer. I would 
be the first loan officer 
for a start up direct 
lender in Carlsbad, 
CA. That was my 
foot in the door 
to the real estate/
mortgage industry.

What life experi-

ences have shaped 

you both personally 

and professionally? 

I was always the type of guy 
that lived in the moment. I rarely 
planned for anything a month out, let 
alone have a 1 year, 5 year or 10-year plan. What 
really changed me personally and professionally 
would be the arrival of my daughter in 2009 and 
son in 2015. It really grounded me and made me 
grow up a lot faster than the pace that I was going 
at that time. Now, my big why are my kids and my 
whole world revolves around them. I work hard 
to not only provide for them, but also to give them 
things that I never had when I was a kid.

Do you have a favorite quote or mantra that  

motivates you? 

“You miss 100% of the shots that you don’t take.”

Besides your volunteerism, what are your interests 

and hobbies? 

I love to vacation! Exploring new places, eating 
new food, meeting new people, etc. have always 
been very important to me. Besides vacations, the 

gym is a good outlet for me. There’s nothing like 
having a stressful day and going to the gym to 
let all that stress out.

Tell us about your organization. 

What is its core mission, values 

and goals. 

The Asian Real Estate 
Association of America 
(or AREAA). Our Mission 
Statement – AREAA is dedi-
cated to promoting sustainable 
homeownership opportunities 
in Asian American commu-

nities by creating a powerful 
national voice for housing and real 

estate professionals that serve this 
dynamic market.

What drew you to become a leader within  

your organization? 

I have been a member of AREAA for quite a few 
years. I was introduced to the AREAA San Diego 
board of directors in 2018 and instantly fell in love 
with how the board operated. I immediately felt 
like family and wanted to jump in and help how-
ever I could. I became a board member in 2018 and 
joined the executive board in 2021. Now, I consider 
our AREAA San Diego board as my 2nd family.
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What drew you to become a leader within  

your organization? 

I like having a seat at the table, working together 
with other leaders to move our profession forward. 

What are the pros and cons of being President for 

an Industry association? 

Change and keeping the balance between volun-
teering and your own business and clients. Since 
being involved with YPN, my business has only 
grown, I’m so grateful for all the education and 
amazing relationships i have fostered through 
getting involved. 

How do you encourage others to join your organi-

zation, and to step up to leadership positions? 

One of the most important things I believe a leader 
can do, I lift others. Always be looking for others to 
bring up and get them involved. I believe strongly in 
passing the torch, new fresh ideas are so important 
to continue to grow any organization.

In closing, is there anything  

you would like to include about 

your organization? 

Big change for our profession is 
here, and those who are able to 
change and pivot quickly will con-
tinue to thrive. Pacific Southwest 
Association of Realtors wants to be 
available for our members and their 
needs to help them grow. We are a 
very transparent organization and 
welcome involvement in any of our 
committees. Our board of directors 
and PSAR staff welcomes any ideas 
or input from our members.
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Tell us a bit about yourself. What were 

the life events that led you to become a 

real estate agent? 

I am a 4th generation San Diegan, 
who grew up in the house next door to 
Grandparents who were both Real Estate 
brokers and owned Kelly & Associates in 
La Mesa. I spent a lot of time with them 
and in the office, listening to the life chang-
ing transactions being made. 
They were helping people sell 
their biggest assets so they 
could retire and down-
size or the newly 
married VA 
couple who 
just moved 
to San 
Diego and 
just found 
out their 
family was 
expanding. 
Besides my 
grandmothers 
amazing suits 
with matching high 
heels, it was stories like 
these that made me want to help 
people with their real estate dreams too.

What life experiences have shaped you 

both personally and professionally? 

Travel, seeing the different states and real 
estate in different countries really makes 
you realize how special San Diego is. We 
really have it all, the weather, Mountains, 
deserts, the beach, an easy-going culture, 
food and great diversity. 

Do you have a favorite quote or mantra 

that motivates you? 

“The world is changed by your example, 
not by your opinion”- Paul Coelho I to 
show by example to my children, col-
leagues, neighbors.

“ The time is always right to do what is 
right” -MLK Integrity is one of the most 
important things to me.

Besides your volunteerism, what are 

your interests and hobbies? 

I have never been one for 
going to the gym, but 

I love chasing a ball! 
Lol! Pickleball is 
my new love, and I 
try to play 5 days 
a week. I love 
competition and 
games, whether 
its cornhole, cards, 

or Rummikub. I also 
love Camping, and 

traveling to our family 
houses in San Felipe, Mexico

Tell us about your organization. What 

is its core mission, values  

and goals. 

Pacific Southwest Association of 
Realtors Mission is to empower 
REALTORS. WE help REALTORS 
help each other by working together. 
We believe REALTORS are a valuable 
resource and, Private property rights 
must be secure, and homeownership is 
widely available.



Metro South San Diego Real Producers • 2322 • September 2024 @realproducers realproducersmag.com

N
a

ti
o

n
a

l 
A

s
s

o
c

ia
ti

o
n

 o
f 

R
e

a
l 

E
s

ta
te

 B
ro

k
e

rs
2024 PRESIDENTDARRILL COOK

Photography By Jun Lee - Sureshot Productions

Tell us a bit about yourself. What were the life 

events that led you to become a real estate agent? 

Growing up with very humble means and wit-
nessing my parents and community members 
struggle to create opportunities for their families 
profoundly shaped my path. These experiences 
instilled in me a deep commitment to improving 
the lives of others, leading me to pursue a career 
in real estate. 

What life experiences have shaped you both 

personally and professionally? 

The rigorous demands of military life 
instilled in me a sense of discipline and 
commitment. These qualities have per-
meated every aspect of my personal 
life, ensuring that I approach 
challenges with determi-
nation and a structured 
mindset. Facing diverse 
and often difficult situ-
ations have taught me 
resilience. The strong 
bonds formed with 
fellow service members 
have highlighted the 
importance of teamwork 
and camaraderie. These 
relationships have not only 
provided a support system but 
also emphasized the value of working 
together towards common goals. Clear and 
effective communication was vital in the military, 
whether for issuing orders or coordinating with 
team members. This skill has been instrumental 
in my professional life, enabling me to convey 
ideas clearly and foster effective collaboration. 
The military’s emphasis on honor and integrity 
has deeply influenced my professional ethics. 
Upholding these standards has earned me respect 
and trust in my professional interactions and lead-
ership roles. Training and mentoring others in the 
military have honed my skills in development and 
guidance. This experience has been valuable in 
professional settings, where I have taken on roles 

that involve training new employees and mentor-
ing colleagues.

Do you have a favorite quote or mantra that  

motivates you? 

Out of the many quotes that inspired me this 
response came to mind: “There’s no breakthrough 
without follow-through”! 

Besides your volunteerism, what are your inter-

ests and hobbies? 

In addition to my professional endeavors 
and volunteerism, I have a variety of 
interests and hobbies that enrich my life, 
including but are not limited to the fol-

lowing: Spending quality time with 
family, enjoying Jazz, Gospel, 

and R&B music, playing golf, 
dining out with friends and 

family, going to movies, 
concerts and shows, as 
well as traveling.

Tell us about your orga-

nization. What is its core 

mission, values and goals. 

NAREB’s mission is to 
enhance the economic devel-

opment and improvement of its 
members and the communities we 

serve. We advocate for democracy in 
housing and strive for equal housing oppor-

tunities for all, particularly for African Americans 
and other underserved minority groups. NAREB’s 
core values are Integrity, Advocacy, Empowerment, 
Community Focus and Professionalism. NAREB’s 
goals aim to promote homeownership among African 
Americans and other minority groups by offering 
education and professional development opportuni-
ties for the community we serve and its members.

What drew you to become a leader within  

your organization? 

I was drawn to a leadership role within NAREB 
because I believe my life experiences and skills 

align perfectly with the organization’s mission, values 
and goals. Serving as President has allowed me to 
influence the direction and policies of the association, 
fostering positive change while remaining committed 
to our mission.

What are the pros and cons of being President for an 

Industry association? 

The pros of Leadership are shaping the association’s 
direction and policies, building valuable connections, 
gaining respect within the industry, enhancing lead-
ership and management skills and making impactful 
decisions that affect the community.

The cons of Leadership are balancing the demands of 
the role with other responsibilities, managing crises 
and delivering results, navigating differing opinions 
and conflicts, the role’s demands can lead to potential 
burnout, and bearing the weight of the association’s 
successes and failures

Has it been difficult to balance your servant leader-

ship with your real estate business? How do you make 

time for both? 

Balancing my servant leadership with my real estate 
business has been challenging but rewarding. I have 
established personal and professional relationships 
that have significantly benefited my business. By 
setting a good example and promoting the goals and 
values of NAREB, I hope to encourage others to take 
leadership roles within our organization.

Do you feel it has benefitted your business to be 

involved with your organization? 

Absolutely, being involved with my organization has 
significantly benefited my business. The network and 
resources available through the organization have 
provided invaluable support and opportunities for 
growth. Overall, my involvement with the organiza-
tion has been a cornerstone in advancing my business, 
providing a robust platform for networking, growth, 
and professional development.

How do you encourage others to join your organiza-

tion, and to step up to leadership positions? 

Encouraging others to join our organization and step 
up to leadership positions involves highlighting the 
many benefits and opportunities we offer. I emphasize 

the numerous advantages of being a part of our organi-
zation, such as access to a vast professional network, 
industry resources, and opportunities for personal and 
professional growth. Sharing success stories and tes-
timonials from current members also helps illustrate 
these benefits.

I actively promote our mentorship programs, and I 
make it a point to communicate the various leader-
ship opportunities available within the organization. 
I assure potential leaders that they will receive the 
support and training needed to succeed in their roles. 
Recognition programs and awards highlight the value 
we place on leadership and active participation. I hope 
to create a compelling case for joining our organization 
and stepping into leadership positions, ensuring that 
our community continues to thrive and grow.

In closing, is there anything you would like to include 

about your organization? 

In closing, I would like to emphasize the outstand-
ing qualities and opportunities that our organization 
offers. We are committed to fostering a supportive 
and inclusive environment where every member can 
thrive. Our dedication to professional development, 
continuous learning, and networking ensures that our 
members are always equipped with the latest indus-
try knowledge and skills. We pride ourselves on our 
strong sense of community, where collaboration and 
mutual support are at the forefront of everything we 
do. The leadership opportunities within our organiza-
tion are abundant, providing a platform for members 
to grow, lead, and make a significant impact. We invite 
you to join us, experience the benefits, and contribute 
to our ongoing journey of growth and excellence.
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Has it been difficult to 

balance your servant 

leadership with your real 

estate business? How do 

you make time for both? 

No. I completely enjoy 
serving. I also am still 
building my business here 
in San Diego. I am enjoy-
ing the journey in both.

Do you feel it has  

benefitted your business  

to be involved with  

your organization? 

Absolutely. Not only 
have I gotten business 
from referrals, but Women’s Council has also 
grown me through essential training with my busi-
ness knowledge. It has brought me close to people 
I admire and desire to emulate in the industry. I 
keep my finger on the pulse of Real Estate and 
don’t ever feel left behind. 

How do you encourage others to join your organiza-

tion, and to step up to leadership positions? 

Firstly, we often work from within to build our 
leaders, we encourage camaraderie and tapping 
people on the shoulder. We put on great programs. 
We do outreach at broker tours, caravans. We 
encourage our team to step up. We nurture old and 
new members alike, so they spread the love and 
attract good people.

In closing, is there anything you would like to 

include about your organization? 

It gets better and better the more I get into Women’s 
Council. As I reach to give more, I get more. This 
has been one of the most supportive years I’ve felt at 
Women’s Council both in my own network, state and 
nationwide. I encourage anyone who’s interested in 
networking and leadership to check us out locally at 
WCRsandiego.com, and always at WCR.org.

Tell us a bit about yourself. What were the life 

events that led you to become a real estate agent? 

I had just gotten married, moved to a new area, 
and was looking for my next employment without 
a big commute. My husband was a Realtor, and he 
bought me the books to get my license. I thought 
about it. I had just come off working for myself as 
a café owner/entrepreneur and have a ton of client 
and marketing experience, also I had gone to art 
school and studied interior design and architec-
ture…in general I have a love of homes. I knew that 
it would be a good fit for me. I’ve never looked back.

What life experiences have shaped you 

both personally and professionally? 

Well as a Realtor, definitely purchas-
ing my own home. I felt so naïve. I 
wanted to help others through 
the process in the best way 
possible, so they really felt 
safe, that I gave time to 
all their questions and 
was able to help quell 
fears with information 
and solid advice. That 
mindset is a mantra for 
my service as President of 
Women’s Council as well. 
I love the solid collaboration 
of a team, I enjoy hearing other 
perspectives and working together 
to make magic happen. It makes for a fuller 
experience for all and a successful one. 

Do you have a favorite quote or mantra that  

motivates you? 

From one of my coaches: “Go fearlessly forward, 
focused and assertive with no apologies!” I have 
that above my desk. Another is, “Wouldn’t that be 
great?” Whenever I have an opportunity come to 
me, I look at how I can materialize success start-
ing with that opening thought.

Besides your volunteerism, what are your inter-

ests and hobbies? 

Reading. I’m in 3 book clubs at the moment. I 
study flamenco dance. I live near the beach and 
often make time for walks. Hiking, biking, pickle-
ball. Listening to live music with friends.

Tell us about your organization. What is its core 

mission, values and goals. 

Women’s Council is the voice for women in Real 
Estate and is the premiere source for the devel-

opment of leaders in our industry. We lay the 
foundation at the local level. San Diego is 

a hotbed for California leadership in and 
out of Women’s Council, in our local 

and state associations as well as on 
the national level. In 2023, the 

top three executive leaders 
of CAR were women, and 

all Women’s Council of 
REALTORS® members, 
which speaks volumes.

What drew you to 

become a leader within 

your organization? 

It challenged me, and I 
thought I could make a dif-

ference. I am looking forward 
to working at the state level next 

year as District Vice President, and 
to being trained well in service as a result 

when volunteering at my local association.

What are the pros and cons of being President for 

an Industry association? 

Volunteerism has always been an important part 
of my personal growth and journey in Real Estate. 
I have met many good people on similar paths 
and journeys in an out of Women’s Council. It has 
helped me build relationships in the industry and 
greatly furthered my knowledge. No cons.
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estate background but also my “why,” which is to change the 
way veterans are served through real estate.

At VAREP, we not only provide education to veterans and 
their families, but we also educate our own industry to better 
serve veterans. Setting aside competitive thoughts, we genu-
inely give back to veterans by training our competition to be 
better at serving them. 

We are on Capitol Hill each year lobbying for homeowner-
ship for veterans. There are 92 congressionally chartered 
veteran service organizations (VSOs) in the world, like 
Amvets, DAV, etc., but not one advocates for the VA home 
loan guarantee. VAREP is already a veteran service orga-
nization, but once we become a congressionally chartered 
VSO, we will be able to advocate for veteran homeownership 
and the VA home loan guarantee at the highest level.

What drew you to become a leader within your organization? 

It goes back to “my why,” changing the way that veterans are 
served through Real Estate. A lot of people complain about 
the things that are going on wrong around veteran home-
ownership, and the VA home loan benefit; whereas VAREP 
facilitates making a difference at the highest possible level, 
and I wanted to be a part of it!

What are the pros and cons of being President for an 

Industry association? 

The biggest pro is being able to make an impact and being 
at the leading edge of change. If I have an idea on how to do 
something, as the president, it’s easier to get the ball rolling.

As for the cons, it is a nonprofit and we are told that there 
is work that is involved. I would say easily put 20 hours per 
month towards ensuring, the San Diego chapter is meeting its 
goals. I have to say, I have an amazing board of directors who 
helps me along the way though!

Has it been difficult to balance 

your servant leadership with 

your real estate business? How 

do you make time for both? 

Not necessarily, as I’ve been in 
the nonprofit space for many 
years with the Navy league, the 
Eagles organization, and many 
other nonprofits, where I’ve 

served in a Board of Director positions for most. I do my 
best to live and breathe by a calendar, ensuring that the big 
rocks come first. The big rocks are my family, and those who 
depend on me at Military Mutual and Ensure Lending first 
and foremost. Keeping things in perspective is always best, 
otherwise, we will find ourselves burnt out and ultimately 
failing at all levels.

Do you feel it has benefitted your business to be involved 

with your organization? 

Absolutely! The best way it has benefited my business is by 
fueling my passion and being able to see the amazing things 
that our organization does for veterans and their families. 
Additionally, I’ve met such great people along the way, 
whether they are members of VAREP or other associations 
of realtors who share a similar passion for real estate. This 
involvement truly fuels me to be my highest and best self!

How do you encourage others to join your organization, and 

to step up to leadership positions? 

The great thing about our organization is that it’s only $100 
per year to become a member. The value you receive through 
our lunch and learns, networking mixers, and the ability to 
connect with others to make a change in the way veterans 
are served through real estate is compelling. I understand 
that many people may not have time to take on leadership 
positions, but for some reason, we never fall short of those 
who would like to step up into these roles. We are absolutely 
blessed with an amazing Board of Directors!

In closing, is there anything you would like to include about 

your organization? 

VAREP has evolved significantly over the years, but our 
vision has always remained clear from the very start. Having 
chapters spread across America, especially near our military 
bases, is our aspiration. Whenever I visit Washington DC on 
Capitol Hill, I am always amazed at the misunderstanding’s 

members of Congress and the Senate 
may have about veterans and the VA 
home loan benefit. We are truly making 
a change at the highest level possible. I 
urge anyone in our real estate industry—
whether you are a realtor, lender, title 
representative, escrow representative, or 
anyone serving veterans through the real 
estate transaction—to become a part of 
this amazing organization!
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Tell us a bit about yourself. What were the 

life events that led you to become a real 

estate agent? 

Originally from Oakland, California, 
I joined the military in 1989 and 
have been in San Diego since 
1990 when I pre-commis-
sioned the USS Rushmore. 
San Diego has been 
home to me ever since, 
as I served all 21 years 
here—11 as an enlisted 
member and 10 as an offi-
cer—in America’s finest city. 
I’ve always had a passion for 
real estate, which I attribute to 
my mother, who studied for her 
real estate exam while pregnant with 
me and got licensed one month before I 
was born. My wife and I gradually became real estate 
investors and decided she should get her license to 
help us offset some of the fees. Unfortunately, she got 
her license in 2006, just before the market downturn 
in 2007. Despite this, I encouraged her to help one 
of my shipmates buy his first home. We guided him 
through the steps of getting preapproved, doing some 
credit repair, and then went house hunting. The day 
we closed escrow, I met him at his new doorstep, and 
he broke down in tears, thanking me for helping him 
become the first homeowner in his family.
That was the day I knew I was going to retire and 
start a company, Military Mutual, to help our military 
veterans and their families achieve homeownership.

What life experiences have shaped you both per-

sonally and professionally? 

I was born into a celebrity household. My father was 
an NBA basketball player who broke many of the color 
barriers in the sport. By the time I was growing up, 
he had transitioned from his basketball career into 
a philanthropic career with a nonprofit organization 
called Save High School Sports. I witnessed him raise 
funds and help communities with groups of people 
who had common goals. I always knew that I wanted 
to be a part of something bigger than myself, and the 
military was the first step. While in the military, I was 

guided by leaders who saw potential in me and 
held me accountable to being my highest and 

best self through integrity, hard work, and 
always doing what was best for the 

bigger picture. I planned to become 
a realtor and then ultimately 

a broker with a brokerage 
(Military Mutual). Today, I 
am a real estate broker and 
licensed mortgage loan 
originator serving as the 
founder of Military Mutual 
and co-founder of Ensure 

Lending. Both companies 
focus on education first and 

foremost while giving back to 
our military veterans and their 

family members.

Do you have a favorite quote or mantra that  

motivates you? 

Actually, I have quite a few, but the ones that stand 
out the most are as follows:
•	 It’s not about you (me) – Force Master Chief 

Keith Goosby
•	 What lies behind us and what lies before us are 

tiny matters compared to what lies within us – 
Oliver Wendell Holmes

•	 You can have everything in life that you want. If 
you can just help enough other people get what 
they want – Zig Ziglar.

Besides your volunteerism, what are your interests 

and hobbies? 

I absolutely love golf, and everything about it. It’s a 
sport that it’s very humbling, and at the same time it 
requires a level of meditation, as you stand over the 
ball, which helps me focus on one task at a time on 
and off the golf course.

Tell us about your organization. What is its core 

mission, values and goals. 

VAREP was established in 2011, the same year that I 
retired from the military and started Military Mutual. 
Our founders, Justin and Son, carry the same passion 
that I have. VAREP is not only my military and real 
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K O N A  K A I  S A N  D I E G O  R E S O R T

Join the Join the 
CLUB!CLUB!By David Cornwell

Photography By Brandon Pease-Linked Preview, LLC
Select Photos provided by Kona Kai Resort

Echoes of the past live on at The Club 
at Kona Kai. Adding value to club 
membership and how to better pamper 
members drives it into the future.

Opening in 1953, the Kona Kai Club 
once welcomed presidents, movie stars 
and celebrities of every kind.

“It was called ‘The Club of Clubs’ in the 
50s and 60s,” says general manager 
Scott Ostrander. “Back then, its exclu-
sivity and glamor made it more than 
just a place to socialize but really made 
it a lifestyle.”

Created by C. Arnault Smith on a sand-
bar known as Shelter Island, Scott says 
the club and accompanying marina were 
designed to be a luxurious and exclusive 
haven for Smith’s many friends.

And though the Kona Kai Resort has 
long since evolved into a world-class 
resort, membership in the Club at Kona 
Kai is still very much a lifestyle to be 
lived, he says.

“The Club at Kona Kai is no longer the 
domain of just the rich and famous but 
of families as well,” Scott says.

“You can’t help but have a great time 
at Kona Kai Resort. But membership in 
the Club at Kona Kai just makes it so 
much better.”

Located on the tip of Shelter Island, the 
resort is just three miles from the San 
Diego International Airport and a short 
ride away from San Diego’s historic 
Gaslamp District, with many of the 
city’s other attractions nearby.

With 170 spacious guest rooms, 41 of 
them being suites, the resort offers 
13,000 square feet of indoor meeting 
space, with 43,000 square feet of 
outdoor space in three unique venues, 
all framed by the San Diego Bay.

The resort features multiple pools, a 
diverse choice of daily activities, broad 
and robust fitness and wellness pro-
grams, a rejuvenating full-service spa 
and a multitude of action water sports. 

And just as it was when established, 
the marina remains San Diego’s 
premiere marina—closest to the open 
ocean with more than 500 slips.

But, as Scott says, membership in the 
Club at Kona Kai makes the Kona Kai 
experience even better.

Club members get special pricing at 
the resort’s SpaTerre on all spa treat-
ments, packages, á la carte services 
and retail items to help pamper body 
and mind.

Preferred pricing is also offered to club 
members at Vessel Restaurant and its 
bar as well as the poolside Tiki Bar.

With an extensive hospitality back-
ground, Scott takes particular pride in 
the resort’s culinary program, which 
he helps make sure is always trendy 
and delicious.

Other perks club members receive 
include members-only cabanas at the 
resort’s private beach with full food 
and beverage service in season.

There are also discounts on cabana 
rentals, catering, events, and corporate 
meetings and a healthy discount from 
Action Sports on kayaks, stand-up 
paddleboards, pedal boats, catamarans, 
wave runners and other equipment.

Scott Ostrander Kona Kai General Manager
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Helping members ensure their Kona Kai lifestyle is a 
healthy lifestyle, club members can also take unlimited 
complimentary fitness classes with certified trainers 
and instructors at the Health and Fitness Club. Weight 
training, yoga variations, deep stretching, cardio and 
Zumba are some of the classes offered.

The Club at Kona Kai members can also take full advan-
tage of the resort’s sister San Diego property, Mission 
Bay Resort, with a waterfront pool, five restaurants, a 
luxurious spa, nightly live music and more.

While the Club at Kona Kai has changed over the 
years, the memories of the past remain.

A member of the Kona Kai Yacht Club from 1966 until 
his death, Jerry Lewis’ yacht remains moored at the 
Kona Kai Marina. Charlton Heston used to play in ten-
nis tournaments there when he was a member.

Liberace used to play at the Club’s restaurant three 
days a week, sometimes accompanied by Peggy Lee.

Members and guests at the club have included JFK, 
Richard Nixon, John Wayne, Clark Gable, Dick Van 
Dyke and many others.

To perhaps give an idea of the club’s prominence in the 
day, consider that one-time owner Jack Wrather also 
owned the Disneyland Hotel, the Queen Mary, Howard 
Hughes’ Spruce Goose, Muzak Corporation and other 
unique properties and businesses.

Wrather also financed and helped produce movies and 
TV shows, including The Lone Ranger and Lassie. A 
number of TV shows and movies were filmed at Kona 
Kai or nearby.

Always looking to the future and how to improve value 
and experience for members, Scott says he’ll continue 
to make sure the facilities and services are beyond 
first-class.

He also hopes to create new and compelling activities 
for club members to enjoy.

“We want to make sure being a member of the Club at 
Kona Kai just keeps getting better every year.”
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at New Venture Escrow

Robert Colello’s
around town

OUR REALTOR 
PARTNER PLEDGE
We Don’t Do Sales…
So You Will NEVER 
“Lose” A Client. 

CONTACT US TODAY! 858.779.0577 |  GOLDENWESTMANAGEMENT.COM 

Your Neighborhood Property Managers 

We Are Here For All Your Property Management Needs

Rent It Like You Mean It

OUR SERVICES:
• Home Staging
• Expert AirBnB Services
• Furnish Your Rental
• Interior Design
• Remodel and Renovate

YELLOW
ROSE
HOME STAGING

info@yellowrosehomestaging.com

CONTACT US! 858-775-7465

Outshine the Competition on Social
See How Renzi Social Co. Can Redefines Your Social Media.
San Diego Realtors, It's Time to Shine! Elevate your digital presence and outpace 
the competition with the expert touch of Renzi Social Co. We're not just a social 
media management company; we're your gateway to turning online interactions into 
real-world success.

STRESS-FREE POSTING LEADS, NOT JUST LIKES STRATEGIC PLANNING CONTENT PHOTOS DONE FOR YOU

Offering a 
Free social
media Audit 

I believe in empowering businesses with the tools and insights they need to thrive in this 
digital world. That's why I am offering a FREE Social Media Audit, scan the code and 
sign up for your free audit today. 

609-402-1729 renzisocialco@gmail.com

NAR SeminarNAR Seminar
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America’s premier property 
inspection company

• Detailed comprehensive inspection report provided  

  every time, including all relevant photos.

• We perform in depth, non-alarmist home inspections,

  with the following additional services o�ered:

        Pool/spa inspections

        Thermal enhancement 

        Sprinkler inspections

• We make the process fun and stress free!

619-672-7951
morrisoninspects.com/sdeast

1.

2.

3.

Tired of sub-par contractors? 
Super only uses 4 & 5

Star Contractors!

Our app is in the palm of your hand! 

Maintenance

Broken
Appliance

Broken
System

Leslie Grillon
936-499-6088
hellosuper.com

leslie@hellosuper.com

Serving East County, South San Diego,
Poway & Del Mar.



GINDER LAW GROUP

Eric Ginder, Esq
Ginder Law Group

eginder@ginderlaw.com

760-294-7736-office
619-743-5341-mobile

The REAL ESTATE MARKET 
is changing; do you have a 

risk management program for 
your real estate business? 
If not, call me, let's talk!

 R e a l  E s tat e  L a w  -  R i s k  M a n a g e m e n t  -  C o n s t r u c t i o n  D e f e c t


