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www.shoppeattheavenue.com

Andrea Van Groningen
559.240.6816
www.theavenuehomestaging.com
andrea@theavenuehomestaging.com

Monday - Friday: 10am - 6pm
Saturday: 11am - 4pm

2004 W. Bratton Avenue, Kingsburg CA 93631

559-897-0349 | weststarconstruction.com

· Located in North West Visalia at Shirk & Riggin
· A Master-Planned, Mixed-Use Community designed for modern living

· �oughtfully crafted neighborhoods for every lifestyle
· Close proximity to shopping, schools, and parks

· Integrated bike paths and walking trails
· Now accepting reservations

· Included Features – Gas Cooktop, Large Kitchen Islands,
Choice of Elevation - Spanish, Ranch, or Farmhouse

RESIDENTIAL COMMUNITY

carletonacreshomes.com | 559.909.2492

Brought to you by

A NEIG H BORHO OD
FOR EVERY LI FEST YLE

Phase 5 of
Kings Estates is

now open

“We Build Better”

License #766260
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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! Please 
try and place the Preferred Partners toward the beginning of the magazine and if possible include Chicago Title Ad on the page.

Preferred Partners

CHICAGOTITLEVISALIA.COM

The Choice of the Valley

CHICAGOTITLEFRESNO.COM

Fresno
Clovis

Kingsburg
Reedley
Madera

Oakhurst

10 Locations In The Central Valley:

Visalia

Tulare

Porterville

Hanford

177

20241847

BRANDING PHOTOGRAPHY
Branding by Tonya
(831) 251-8832
branding.designsbytonyar.com

CAR SERVICE - LIMOS 
/ PARTY BUS
Absolute Comfort Limousine
Paul Mendes
(559) 804-1712
absolutecomfortlimousine.com/

COACHING/CONSULTING
RealCop Real Estate Coaching
Shawn Cardoza
(559) 318-6727

CONCIERGE MEDICINE
The Ark Direct Primary Care
(559) 530-8151
thearkdpc.com

CUSTOM CLOSETS, 
OFFICES & GARAGES
California Closets
(510) 763-2033
californiaclosets.com

CUSTOM DESIGN & 
BUILD/REMODEL
Build with Ryan
(559) 392-3307
buildwithryannow.com

EVENT PLANNER
Events by Samantha
(559) 471-5708

FINANCIAL ADVISOR
Edward Jones
Mike Young
(559) 732-2836
edwardjones.com/mike-young

FINANCIAL ADVISORS
Morgan Stanley
(559) 733-7211
advisor.morganstanley.com/
the-todd-group

HEALTH, WELLNESS & FITNESS
Quadrant Fitness
(559) 610-4607
quadrantfitness.net

HOME INSPECTION
First Choice Home Inspections
Matt Held
(559) 862-6884

WIN Home Inspection
Nathan Houck
(559) 697-1833
www.visalia.wini.com

WIN Home Inspection
Rob Blackstone 
(559) 697-1833
www.visalia.wini.com

HOME STAGING
The Avenue Home Staging/
Shoppe at the Avenue
Andrea Van Groningen
(559) 240-6816
theavenuehomestaging.com  
and shoppeattheavenue.com

Upstaged
(559) 731-6831
www.facebook.com/
upstagedstyling

HOME WARRANTY
American Home Shield
Kristin Aguilar
(559) 309-7657
www.ahs.com

Fidelity National 
Home Warranty
Michaela Paz
(209) 639-2344

First American Home Warranty
Susan Britter
(559) 269-9191

HWA Home Warranty 
of America
Franceen Holden
(559) 554-6445

HVAC/PLUMBING
Super Air Repair
(559) 394-4878
superairrepair.com/

INSURANCE
28 Insurance
(559) 680-2334

Farmers insurance
Kelly Brooks
(559) 358-5203

INTERIOR DESIGN STUDIO
Amparan Design
(559) 304-5258
www.amparandesign.com

LANDSCAPE & DESIGN
Charter Oak Landscape 
Development
(559) 802-4609
charteroaklandscape.com

LIFE COACH/ 
MOTIVATIONAL SPEAKER
Amplify
(559) 786-9990
amplifylevelup.com

MARKETING AGENCY
Siongs Marketing
(559) 575-1618

MOBILE DETAILING
Mobile Shine Club
(559) 736-5855
www.themobileshineclub.com

MORTGAGE LENDERS
Core Home Loans
(559) 740-8522
coreloans.com

Gold Standard Mortgage
(559) 318-6058
goldstandardmortgage.com/

Guild Mortgage
Patty Grissom
(559) 490-6972
branches.guildmortgage.com 
/ca/fresno/
patty-grissom-532-ckpg.html

Home Front Mortgage
Jeffrey Dileo
(559) 623-8897

Mid Valley Financial
(559) 256-3620
7644 N Palm Ave
Fresno, CA 93619
www.mvloans.com

Nancy Mota Castillo 
Home Loans
Nancy Mota Castillo
(559) 909-6116
www.nancyhomeloans.com

Sierra Pacific Mortgage
Paul Salazar
(559) 360-2763
lo.sierrapacificmortgage.com/
paul-salazar

MORTGAGE PROTECTION/
LIFE INSURANCE
Optimal Coverage
Damon Jimenez
(559) 230-7747
optimal-coverage.com

NATURAL HAZARD 
DISCLOSURE REPORTS
SnapNHD
Lisa Sweening, Heather Ruggle
(559) 696-0357
snapnhd.com

NEW HOME BUILDERS
Smee Homes Inc
(559) 300-2626
smeehomes.com

West Star Construction
(559) 897-0349
weststarconstruction.com

PEST & TERMITE CONTROL
Mister Sprayman Pest Control
(559) 338-5557
1450 Tollhouse Rd #107
Clovis, CA 93611
mistersprayman.net

PROPERTY MANAGEMENT
Legacy Property Management
Monica Morales
(559) 713-6998

REAL ESTATE 
PHOTOGRAPHY/VIDEOS
HouseHub Media
(559) 212-4067
www.househub.media/

RESTORATION SPECIALISTS
The Vintage Home Specialist
Ruben Olguin
(559) 280-9384

STORAGE FACILITY
Derrel’s Mini Storage, Inc.
(559) 224-9900
www.derrels.com

Storland
(559) 529-9448
www.storlandstorage.com/

TITLE & ESCROW
Chicago Title
Mark Barsotti
(559) 451-3700

First American Title
(916) 798-4115
www.firstam.com/ownership

Old Republic Title
Sarah Plowman
(559) 720-0657

TRANSACTION MANAGEMENT
Confident Closings TC
Cristie Clements
(559) 333-8482

WINE CONSULTANT
ONEHOPE Wine
Sherri Smith
(559) 972-6492
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Commercial and Residential Pest
Termite and Rodent Control
Termite & Fungus Damage Repairs
No Contract Options

Get Your Free Estimate Today!
559.322.5252 | MisterSprayman.net

Your Experienced Local AllyFor Pest-Free Listings

Your Experienced Local AllyFor Pest-Free Listings

WE ARE THE EXPERTS
IN PEST CONTROL

SERVICE

Paul Mendes • 559.334.3234 • absolutecomfortlimousine.com

Yo u r  c l i e n t s  d e s e r v e

Luxury
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Trusted Trades are valuable vendors who know how to serve the needs of 
Licensed Agents. You may not require their services for every transaction, 
but when the need arises, you’re grateful for them. This group of vendors 
is critical to your business. Most importantly, these Trusted Trades will 
get the job done and make you look awesome to your clients!

Trusted Trades
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YOUR LOCAL ATHLETE MOVERS HAVE BEEN RAISING THE 
BAR SINCE 1997!

The #1 Choice in Cleanup and Restoration

Misty Mastro
(559) 261-9765
misty@servprofnw.comSERVPRO of Fresno Northwest

Helping people on their
fitness journeys since 2015

strength and
conditioning coach

Matthewg8956@gmail.com
559.827.7384

Matt Garcia

AFFORDABLE & SECURE

559.529.9448  |  STORLANDSTORAGE.COM

Meet
The

Team
Brittney Shull

Owner/Publisher
Evona Niewiadomska
Marketing/Operations

Ashley Kivisto
Writer

Deborah Mechele Bento 
Writer

Christian Urena
Photographer/Videographer

Steven Peeples
Owner/Publisher

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers 
magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the 
publisher may be held liable or responsible for business practices of these companies.

Crystal Del Rio
Content Coordinator 

Tonya Riggs
Photographer
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Turning a “No” into a “Relationship”

BY SHAWN 

CARDOZA, 

REAL ESTATE 

INVESTOR & 

COACH

COACHES CORNER

REALCOP REAL ESTATE COACHING
is dedicated to empowering real estate professionals with the 
tools and strategies they need to succeed. From mastering
sales techniques to developing effective marketing strategies, 
RealCop Real Estate Coaching offers comprehensive support
to elevate your real estate career.

559.318.6727 / shawn@cardozaregroup.com

SHAWN CARDOZA
Founder of RealCop Real

Estate Coaching, a division of Legacy Real Estate Inc. Real Estate Coach

Let’s talk about objections 

and make this as simple as 

possible. You know, those 

moments when a client hits you 

with a “but...” that makes your 

stomach do a little flip. “Your 

commission is too high.” “Zillow 

says my house is worth more.” 

“I think I’ll just sell it myself.”

If those phrases make you 
want to run for the hills, take 
a deep breath. I want you to 
start thinking about objections 
not as brick walls, but as secret 
doorways. They’re actually a good 
thing! A client who objects is an 
engaged client. They’re thinking, 
they’re weighing their options, 
and they’re inviting you to have a 
real conversation.

So, how do we turn these 
scary moments into our best 
opportunities? It’s a two-step 
dance: first, we change our own 
thinking, and second, we get 
really, really curious.

Step 1:  
Get a ‘Rejection’ Superpower 
I want to tell you about this guy, 
Jia Jiang. He wrote an amazing 
book I’ve been reading which 
was recommended by my brother 
and fitness coach Matt Morgan. 
In this book Jia explains he was 
terrified of rejection, so he did a 
wild thing: for 100 days, he went 
out and tried to get rejected. He 
asked a stranger to borrow $100. 
He asked for a “burger refill” at a 
restaurant. It sounds crazy, but he 
learned something amazing: “no” 
isn’t so bad! And sometimes, if 
you just ask in the right way, you 
get a surprising “yes.”

This is your new superpower. 
When a client objects, they 
aren’t rejecting you. It’s not 
personal. Think of it like a video 
game. An objection is just a level 
you need to pass. It’s a puzzle, 
not a punishment. The first step 
to handling an objection is to 
just... relax. See it as a sign that 
the real conversation is just 
getting started.

Step 2:  
Stop Talking, Start Asking 
Okay, so you’re feeling calm. Now 
what? Your instinct is probably to 
defend yourself. To jump in with facts 
and figures and prove your point.

I want you to fight that urge.

Instead, I want you to become a 
detective. Your only job is to figure 
out what’s really going on. In his 
book Secrets of Question-Based 
Selling, Thomas Freese basically 
says that your questions
are more powerful than any 
statement you could ever make. 
Think about it: you can’t solve a 
problem until you know what the 
real problem is.

When a client gives you an 
objection, they’re handing you a 
clue. Your job is to follow it with
gentle, curious questions.

Your New Playbook  
for Common Objections 
Let’s try it out. Here are a few 
common ones and how you  

can handle them like a cool,  
calm detective.

1. The Commission Question: 
“Can you do it for less?” 
Your gut reaction: “My commission 
is standard! I’m worth it!” (This 
feels like a fight, right?)

Try this instead: First, take a 
breath. Smile. Then, get curious.

You could say: “That’s a totally 
fair question. It’s important you 
feel good about the value you’re 
getting. Help me understand, 
what are the most important 
things you’re hoping for from the 
agent you hire?”

See what happened? You didn’t 
argue. You made them the hero 
of the story. Now they’ll tell you 
what they actually care about—
maybe it’s getting the highest 
price, selling fast, or not having 
to worry about the details. Once 
you know what that is, you can 
connect your fee directly to  
their goal.

2. The Zillow Problem: “But the 
online estimate is higher!” 
Your gut reaction: “Zillow is 
always wrong!” (This makes 

them feel like they did something 
wrong for looking.)

Try this instead: Team up with 
them. Make Zillow the starting point 
of your conversation, not the enemy.

You could say: “I’m so glad you’re 
looking at Zillow! It’s a great 
tool. Think of it like a weather 
app—it gives you a good general 
idea. But you and I are the ones 
standing outside, looking at the 
actual clouds. Can we look at the 
three homes that sold nearby 
that are most like yours? We can 
see what the algorithm might be 
missing.” This way, you’re not 
telling them they’re wrong. You’re 
inviting them to be a real estate 
detective right alongside you. It’s 
collaborative and respectful.

3. The DIY Dream: “I’m thinking 
about selling it myself.” 
Your gut reaction: “That’s a terrible 
idea! You’re going to lose money!” 
(This sounds like a lecture.)

Try this instead: Validate their 
thinking. They’re just trying to get 
the best outcome.

You could say: “I get that. It makes 
sense to want to save money and 

hang onto as much of your equity 
as you can. I’m curious, what’s your 
game plan for making sure every 
single potential buyer out there sees 
your home?”

This question is gentle. It opens the 
door for you to talk about the power 
of the MLS, your marketing plan, and 
your network, without ever making 
them feel defensive.

Your Simple 4-Step Playbook 
No matter what gets thrown at you, 
just remember these four simple steps:

Pause and Listen. Don’t interrupt. Let 
them get it all out.
Agree with them. Not with the 
objection, but with the feeling behind 
it. “I understand why you’d ask that.” 
“That makes sense.” “I hear you.”

Get Curious. Ask a question. “Tell 
me more about that.” “What’s your 
biggest concern?” Offer a Solution. 
Once you know the real issue, 
you can solve it together. That’s it! 
Objections aren’t monsters under 
the bed. They’re just questions in 
disguise. The more you welcome 
them, the more you listen, and the 
more you ask, the more you’ll find 
that the path from “no” to “sold” is 
shorter than you think.
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(559) 392-3307

rkbuildersus@gmail.com

Buildwithryannow.com

CUSTOM HOMES, ADUS, STEEL BUILDINGS,
KITCHEN AND BATHS, AND MORE!

TOP CHOICE FOR RELIABLE GENERAL CONTRACTORS
IN FRESNO, CALIFORNIA

RYAN K
LEFFINGWELL
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Property 
Management

Lease 
Administration

Screening 
Applicants

Collect
Rents

PROPERTY
MANAGEMENT

We offer top-notch property maintenance services for 
residential and commercial properties, managing tenant 
relations, legal responsibilities, upkeep, and inspections.

Paying less through proactive tax management 
strengthens your ability to prepare for retirement.

A Morgan Stanley Financial Advisor will work 
with you to create a personalized tax-advantaged 
investment strategy to help you reach 
your retirement goals.

Taxes can have a signi�cant
impact on your future wealth.
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EVENT RECAP

ANNUAL 
VINO & 

VICTORY

Photography by Lucy Siong with Siong Marketing

Battle of the Brands 
Cornhole Tournament

Thank you to all who came out and for 
making this event unforgettable! Thank 
you for supporting a cause that gives 
back to our community! It wouldn’t have 
been possible without the support of our 
incredible sponsors! Fresno Mold Busters, 
Househub Media and SnapNHD!

2ND
Congrats to our 2nd annual 
winners Legacy Real Estate
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 Matt Held
firstchoice533@gmail.com   |   559.478.4508

HOME INSPECTOR
IN CENTRAL VALLEY

YOUR FIRST CHOICE

As a Sierra Pacific Loan Officer, I am dedicated to helping 
you obtain the loan that is tailored to your unique financial 

needs. Whether you are purchasing your dream home, 
refinancing, consolidating debt, or accessing the equity in 

your home, I can help you find the right loan program.

Sierra Pacific Mortgage Company, Inc. NMLS # 1788 Equal Housing Lender. 950 Glenn Drive, Suite 150, Folsom, CA 95630 (Tel. 800-447-3386). For licensing information, go to: 
www.nmlsconsumeraccess.org. This is not a commitment to lend. Licensed by The Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act # 417-0015.

Paul Salazar, Branch Manager
NMLS 349562

(559) 360-2763
paul.salazar@spmc.com

1080 W. Shaw Ave., Suite 105 Fresno, CA 93711

YOUR FINANCIAL SUCCESS
IS MY GOAL

ONEHOPE Wine
559-972-6492
caldreaminsrvp@sbcglobal.net

BULK  ORDERS
25% off

Sherri SmithSherri Smith

Surprise and delight with client gifts



Central Valley Real Producers • 1918 • December 2025

LUKE 
“Peace of mind you can feel when you 

tuck your kids in at night.” - Luke Fisher.

A HUMAN STORY ABOUT SHOWING UP WHEN IT MATTERS

FISHER

PHOTOGRAPHY 

BY CHRISTIAN 

URENA, OWNER 

OF HOUSEHUB 

MEDIA

PARTNER SPOTLIGHT

F R E S N O 
M O L D 
B U S T E R S

Connect with Luke Fisher, Fresno Mold Busters | 559 999 4852 | fresnomoldbusters.com 

CONTACT

US!

Ask Luke Fisher what business 
he’s in and he won’t say “mold.” 
He’ll say “people.” Luke is the 
owner of Fresno Mold Busters, 
but titles aren’t what define 
him. What does: a life rerouted, 
a decision to come home, and a 
daily practice of telling the truth 
kindly even when it costs him.

Before Fresno, there was Los 
Angeles and a thriving craft 
cocktail chapter that Luke 
helped build. He loved the pace, 
the creativity, the chance to 
make someone’s night brighter. 
Then the world shut down. The 
pandemic closed doors overnight, 
including his. Around the same 
time, life pressed in from two 
directions: Luke became a father, 
and his dad was diagnosed with 
cancer. In the space of a few 
months, everything felt fragile 
and very, very real.

“I remember looking at my 
daughter and thinking, ‘What 
kind of man do I want her to 
see?’” Luke says. “That question 
changed my life.”

He moved back to the Valley, closer 
to family and the roots that raised 
him. A brother’s nudge toward air 
quality work turned into late night 
research, hard questions, and a 
leap that only made sense if the 
mission was bigger than money. 
“If I can’t stand behind something 
with zero caveats, I won’t do it,” 

Luke says. “People invite us into 
their homes. That’s sacred.”

The work itself is equal parts 
science and steadiness, but what 
makes Luke different is the way 
he leads with vulnerability. He 
doesn’t pretend to have every 
answer in the first five minutes. 
He listens. He asks about kids 
with allergies, an elderly parent’s 
breathing, or that worry that 
keeps someone up at 2 a.m. He 
explains what’s happening in plain 
language, and when the solution is 
simple, he says so. When it’s more 
involved, he maps a path that 
regular people can actually follow.

“I care more about being honest 
than being impressive,” he says. 
“Sometimes that means telling 
someone they don’t need us. 
Sometimes it means slowing 
down and sitting with their fear 
until it gets smaller.”

Luke frames his work as service 
quietly, consistently, and without 
flash. He’ll quietly reduce or 
finance work for a family in a 
tough spot. He measures success 
in calmer households and 
relieved voices, not just invoices. 
He’s proudest of the moments you 
can’t photograph: a teenager who 

stops coughing, a new parent who 
finally sleeps, a homeowner who 
says, “Thank you. I can breathe.”

There’s a reason his approach 
resonates. Luke grew up here. 
He’s a Valley kid turned Valley dad 
a gardener who geeks out over 
tomatoes, a martial arts fan who 
believes discipline is just love with 
structure, a son who still calls his 
parents for advice. He credits them 
for the standard he holds today: do 
good work, do right by people, and 
keep showing up.

“I had to unlearn the idea that 
worth comes from winning,” Luke 
says. “These last few years taught 
me that worth comes from how 
you love people when nobody’s 
keeping score.”

You see that shift in small human 
choices. He returns calls quickly 
because silence breeds stress. He 
writes reports that normal people 
can understand because clarity 
is a kindness. He brings dignity 
into every conversation, whether 
the problem is complex or just a 
stubborn musty smell. And he’s 
the first to remind you: mold is 
common and manageable; a house 
isn’t a horror story, it’s a living 
thing that sometimes needs care.

If there’s a through line in 
Luke’s story, it’s this: presence. 
Being present with his 
daughter, present with his 
parents, present with people at 
their most anxious. The work is 
technical, yes. But the heart of 
it is service protecting health, 
restoring peace, and helping 
families make decisions they 
won’t second guess later.

“I want my daughter to see a 
dad who keeps his word,” he 
says. “And I want the families 
we serve to feel like they had a 
teammate, not just a technician.”

Why this work matters 

Behind every inspection is 
a family. Indoor air touches 
everything: a toddler’s nap, an 
elderly parent’s breathing, a busy 
mom’s allergies, a good night’s 
sleep. Mold and moisture issues 
are often invisible and that’s 
what makes clarity so powerful. 
Luke’s work turns the unknown 
into the understood, then into a 
plan. The result is more than a 
clean report; it’s peace of mind 
you can feel when you tuck your 
kids in at night.

Peace of mind looks like:
•	 Walking into a home that 

smells like “home,” not worry.
•	 Knowing what’s urgent and 

what’s not and why.
•	 Simple, doable steps to keep 

air healthy day to day.
•	 Confidence that your most 

vulnerable people kids, elders, 
anyone with sensitivities can 
breathe easier.

In a world that moves fast and 
shouts loud, Luke Fisher is 
quiet on purpose. He believes 
calm is contagious, kindness 
is practical, and truth spoken 
gently can turn fear into relief. 
That’s the difference you feel 
when he walks into a room: 
not a sales pitch, but a steady 
presence that says, “You’re not 
alone. We’ve got a path.”
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The Ark Direct Primary Care
www.thearkdpc.com

511 W Visalia Rd
Exeter, CA 93221

559-530-8151
contact@thearkdpc.com

ABOUT OUR PRACTICE
The Ark Direct Primary Care is a membership-based medical practice serving 
families in Exeter and the surrounding Central Valley. We provide direct, 
personalized primary care without the long wait times, hidden fees, or insurance 
hassles. Patients enjoy unlimited visits, same-day or next-day appointments, 
extended time with their provider, and the peace of  mind that comes from having 
their healthcare team just a text or call away.

Our goal is to create a safe, welcoming space where patients feel truly known and 
cared for—body, mind, and spirit. Noah Sarr, FNP-C, PMHNP-C is dual certified as 
a Family Nurse Practitioner as well as a Psychiatric-Mental Health Nurse 
Practitioner.

This season of  gratitude, The Ark Direct Primary Care is thankful for the trust of  
our community. Just as Thanksgiving brings families together around the table, we 
believe healthcare should bring peace, comfort, and connection—not stress.

We are grateful for the opportunity to care for individuals and families in 
Exeter and beyond, and we welcome new members to join our growing 
practice.

• Comprehensive primary care visits.
• Chronic disease management (e.g., diabetes, hypertension).
• Preventive care and annual physicals.
• Acute visits (sick visits).
• Basic in-office procedures*
• Direct access to your provider via phone, text, or video.
• Coordination of care with specialists and labs.

WHAT SERVICES ARE INCLUDED IN THE MEMBERSHIP?

RUBEN R OLGUIN
VINTAGE HOME SPECIALIST  |  MELSON REALTY 
559.280.9384
LICENSE# 01219337

This house has a story
(and)
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Luke@fresnomoldbusters.com      FresnoMoldBusters.com

INVISIBLE INTRUDERS
ARE LURKING IN YOUR HOME 

Call Today 559-999-4852
Mold Inspections • Air Testing • Remediation

• CERTIFIED TRANSACTION COORDINATOR 
• CERTIFIED ZIPFORMS TRAINER

• INDEPENDENT 
`

CRISTIE CLEMENTS
( 5 5 9 )  3 3 3 - 8 4 8 2  •  c o n f i d e n t c l o s i n g s t c @ g m a i l . c o m

FOCUS ON CLIENTS,
WHILE WE 

HANDLE THE 
DETAILS.

Take the Worry Out of Home Ownership
With a Home Warranty

Take the Worry Out of Home Ownership
With a Home Warranty

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Franceen Holden
(559) 554-6445

franceen.holden@hwahomewarranty.com

Reputation Is Everything: 
How Your Association 
Keeps You Protected and 
Set Apart 
In this industry, your 
reputation moves faster than 
any listing. One unresolved 
dispute or disclosure error 
can jeopardize a transaction 
and ripple through your 
referral network. That 
is why your REALTOR® 
membership is more than 
just a designation—it is your 
professional defense.

When you are aligned with 
NAR, C.A.R., and your local 
association, you gain access 
to an entire ecosystem of 
protection, legal guidance, 
and industry standards built 
to elevate your business 
and protect your name. It 
is not just about looking 

professional—it is about 
staying protected in  
every transaction.

The Code of Ethics: 
A Promise of 
Professionalism 
Only REALTORS® are bound 
by a nationally recognized 
Code of Ethics. It is not 
optional. This commitment 
to honesty, loyalty, and full 
transparency builds a level 
of trust that clients can see 
and feel. It also sets you 
apart from non-member 
agents in a way that is both 
practical and powerful.

Risk Management That 
Works for You 
With access to C.A.R.’s 
legal hotline, a complete 
forms library, and ongoing 
compliance education, you 

never have to navigate 
legal questions alone. These 
resources are designed to 
prevent lawsuits, mitigate 
liability, and help you 
respond with confidence to 
complex situations.

Technology That Builds 
Consumer Trust 
Tools like secured e-signature 
platforms, cloud-based 
CRMs, and audit-tracked 
transaction software do 
more than streamline your 
workflow. They also ensure 
your clients are informed, 
protected, and reassured at 
every touchpoint.

Dispute Resolution That 
Protects Your Reputation 
Mistakes and disagreements 
happen. But when they do, 
your association membership 

ensures you have access 
to structured mediation, 
arbitration, and ethics 
review processes that handle 
problems professionally. This 
system protects not only  
your current deal but also 
your reputation for  
future business.

Why It Matters 
You do not just sell homes. 
You build trust. And in this 
market, your future deals 
depend on how you handle 
the present ones. Your 
REALTOR® membership is 
more than a formality—it is 
a framework that empowers 
you to serve with integrity, 
manage risk, and rise above.

Because when the transaction 
closes, your reputation opens 
the next door.

How Your Association Keeps You Protected and Set Apart

Reputation Is Everything

SUBMITTED BY TULARE COUNTY OF REALTORS MEDIA AND PR COMMITTEE 

THE DOWNLOAD
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Brand Photographer

Tonya Riggs
BRAND PHOTOGRAPHER

www.branding.designsbytonyar.com

Fresno | Clovis | Central Valley

Fresh     Strategic     Authentic

Impactful     Storytelling

For memories that last 

a lifetime

Day-of Coordination & Event Planner

Samantha Adney

(559) 471-5708

connectatsamanthasevents@gmail.com 
     @events.by.samantha

Trustworthy & Reassuring
• Protection you can count on.
• Peace of mind you deserve.
• Your home’s best backup plan.
• We’ve got your home covered —
  so you can breathe easy.

Service-Focused
• When things break, we make it better.
• Fast fixes. No surprises.
• Repairs made simple. 
  Service made personal.

Modern & Clever
• Because stuff breaks. We don’t.
• Smart coverage for life’s “uh-oh” moments.
• Your home’s fixer-before-it’s-a-fiasco.

559-269-9191  |  sbritter@firstam.com
Susan Britter
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In today’s real estate market, first 
impressions aren’t just made when a 
buyer steps onto the property—they begin 
long before that, often with a single swipe 
on a phone or click on a laptop. Buyers are 
forming opinions instantly, both online 

and in person, and as agents, understanding how to master 
both moments can make all the difference in closing a deal.

The Online First Impression 
According to the National Association of Realtors, nearly all 
homebuyers begin their search online. This means the very 
first showing doesn’t happen at the property—it happens on a 
screen. Professional photography, cinematic video tours, and 
even drone shots aren’t “extras” anymore; they’re essentials. 
A listing with poor lighting or cluttered photos can easily get 
skipped, no matter how perfect the home might be in reality.

Agents can add tremendous value by guiding sellers to invest 
in high-quality media. Help them see that a small upfront cost 
in professional photos and video often pays off in higher offers 
and faster sales. Online curb appeal is now just as important 
as landscaping or a fresh coat of paint.

The Front Door Impression 
Once the buyer decides a home is worth visiting, the second 
first impression begins: the moment they arrive at the 
property. Research shows buyers form an emotional reaction 
within the first few minutes of stepping through the door. That 
means details like trimmed landscaping, a clean entryway, 
fresh scents, and natural lighting can have a huge impact on 
how “at home” they feel.

Encourage sellers to focus on creating a welcoming 
atmosphere—declutter entryways, add fresh flowers, or even 
update the front door hardware. These small touches set the 
tone before buyers explore the rest of the home.

Positioning yourself as the expert who understands both 
digital and physical first impressions sets you apart. It 

shows clients you’re not 
just listing a home—you’re 
strategically marketing it 
for maximum impact.

At the end of the day, buyers 
need to fall in love twice: once 
online and once in person. 

Chase Dias

(559) 381-2437 |  cdias@28ins.com | 28ins.com

Our core philosophy
is to challenge the status quo 
of how the insurance 
industry operates. Create 
complete transparency in 
a muddied system from 
the consultant to the 
insurance carrier side, 
analyze forward 
thinking strategies 
and help guide 
employers to new 
opportunities in the 
insurance process.

ONLINE  AND AT  
THE FRONT DOORFIRST 

IMPRESSIONS 
Happen 

TWICE

BY LUICY SIONG, OWNER OF SIONG MARKETING

ASK THE EXPERT

Check Us Out 
On Facebook!

Traci Gardner
(559) 731-6831
upstagedtraci@gmail.com

U
P
S
T
A
G
E
D

Sell It Fast.

Style It.
Stage It.

mvloans.com  •  559-206-0400  •  7644 North Palm Avenue, Fresno

PARTNER WITH US TODAY!

Competitive Rates  •  Customized Solutions
RESIDENTIAL, COMMERCIAL & AG REAL ESTATE

Wishing you joy, peace, 
and prosperity this holiday 

season.We’re grateful for 
the trust and partnership 

you’ve shared with us.

Merry Christmas!Merry Christmas!
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Host of Damon John Talks Podcast

Damon
Jimenez
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SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.

YOUR HOME WARRANTY
PARTNER!

We founded the home warranty industry in 
1971 and for more than 50 years, we’ve 
covered what others don’t, backed by our 
Shield Assurances. We have you covered!

Kr�t� Agu��
kristin.aguilar@ahs.com

(559) 309-7657

Now offering a 
Military discount

Video Chat is here! Free on 
selected plans, AHS members 
can video chat in minutes with 
live repair Experts on our AHS 
app, who can help assess or fix 
breakdowns in real time.

20%

If you can
DREAM it,
WE CAN
FINANCE it.

Ryan Dias • 559-318-6058

Call or text Elena at 559-339-9281
pamluna@absolutebodyarmor.com
      @CoachHolleyOfficial

MIND, BODY, AND SPIRIT WITH COACH HOLLEY
Coach Holley is a 29-year-old Visalia native, 
nationally recognized Life Coach and 
Fitness Trainer with a strong background in 
professional and collegiate athletics. He 
teaches the importance behind resiliency 
and building a strong social and emotional 
climate. Coach Holley and his team reshape 
people’s thoughts and feelings about 
themselves and their daily lives.

Absolute Body Armor is a division of 
Amplify that hosts a diverse range of 
amenities, such as modern training 
facilities, instructor-led Classes, personal 
trainers, nutritionists, and monthly 
memberships.

While Coach Holley would like to train 
everyone in-person at the ABA facility, some 
may not have availability for in-person 
sessions or live in other places throughout 
the world. To address this, he developed a 
virtual training solution through a 
personally designed app, allowing everyone 

to pursue their fitness goals online. With the 
Coach Holley Fit app, users gain access to 
tailored workouts, the ability to track 
nutrition and health information, and direct 
communication with Coach Holley, his team, 
and the Coach Holley Fit app community.

Our mission is to provide an outlet for 
families in our community to express 
themselves and to receive physical, mental, 
spiritual and emotional support.  We help 
them find who they really are, what they 
aspire to be, and support them on that 
journey. Along with our amazing training 
programs we also offer evidence -based 
programs for students and families through 
our AAMP and PAM courses. With Amplify 
you can work on both your mind and body. 
Visit us in person or give us a call!
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BB
orn and raised in Yuba City, Courtney Twiss 
pursued degrees in Marketing and Spanish 
before launching into a career in finance. 

She worked as a lending manager for Wells Fargo in 
Merced, but when it came time to start a family, she 
knew the lifestyle she wanted: one that allowed her to 
raise her children while building something of her own.

That decision became the foundation of a career 
in real estate — one that would be marked by grit, 
perseverance, and a willingness to reinvent herself.

Courtney and her husband built their life on sacrifice 
and resilience, even short selling their home during 

the recession to keep their construction business 
afloat. For seven years, they lived in a manufactured 
home, saving money and staying disciplined. “We 
approached it as a family, instilling in our three 
daughters the importance of being a good steward 
with your money,” Twiss shares. Fourteen years later, 
she has not only rebuilt but expanded beyond what 
she once imagined.

In 2012, with her youngest daughter just six weeks 
old, Courtney launched Twiss Realty out of her 
husband’s fence yard. What began as a way to balance 
motherhood and work soon grew into something 
larger — agents began approaching her, drawn to her 
vision and work ethic. Though she didn’t realize it at 
the time, she was becoming a leader.

By 2018, growth was undeniable. The firm expanded, 
even opening in Oakhurst in 2020 right before 
COVID reshaped business overnight. Courtney 
leaned into crisis leadership, adhering to the CDC’s 
guidelines and embracing a leadership style of “over-
communication.” Daily Zoom calls and one-on-one 
check-ins gave her team a sense of calm and stability. 
That steady hand carried them forward into their 
third office, opened in Clovis in 2022.

At their peak, Twiss Realty had 50 agents, with 
Courtney acting as both Broker and CEO. But she 
began to feel the strain — tight margins, endless hours, 
and too little time with her three daughters: Bella, now 
a Cal Poly sophomore studying Ag Science and a newly 
licensed Realtor; Livie, a high school sophomore; and 
June, the youngest, a 13-year-old volleyball player who 
raises pigs and goats for the county fair.

The Twiss family lives fully in their values: raising 
cows, chickens, and donkeys, driving tractors and 
stick-shift trucks, and building traditions rooted 
in hard work. Yet Courtney also dreamed bigger. 
With agents now across six states — California, 
Oregon, Washington, Texas, Georgia, and Ohio — she 
developed a Luxury and Land & Ranch division, a 
local production team, and training systems designed 
to help Brokers, Team Leaders, and high-producing 
agents “get off the treadmill” and ramp up quickly.

When Courtney connected with respected industry 
leader Don Yoakum, she didn’t expect the mentorship 
that followed would reshape her career. Over eight 
months, Don’s high-caliber background and forward-
thinking approach challenged her perspective. “I 
realized that the mark of a true leader is staying 
open-minded and curious,” she recalls. Though the 
idea of change initially felt daunting — “I worried I’d 
lose my identity. I built everything from the ground 

Building a Life  

& Business from  

the Ground Up

COURTNEY 
TWISS

COURTNEY 
TWISS

PHOTOGRAPHED BY TRAVIS BIRCHFIELD  

WRITTEN BY DEBORAH MECHELE BENTO IN 

PARTNERSHIP WITH COURTNEY TWISS

COVER STORY
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you surround yourself with,” she says. “I am very 
intentional about who I spend time with, both 
personally and professionally. As a strong woman 
with an intense entrepreneurial spirit, I can’t afford 
to settle. I consistently seek ways to move the needle 
forward, whether through financial growth or 
personal development.”

Rather than one defining event or person shaping 
who she is today, Courtney credits a series of 
experiences and mentors for propelling her forward. 
“I often ask myself, ‘What room do you want to be 
in? Who do you most want to be like?’ Then, I get 
into that room, I emulate that person, and then I ask 
myself, ‘What’s next?’”

Today, she continues to grow while staying grounded 
in what matters most: her family, her agents, and the 
community she has built from scratch. Travel is on 
the horizon — she has already taken her daughters 
to Italy and dreams of returning, along with trips to 
Spain and Central America.

Her biggest accomplishment? Not the offices, the 
agents, or even the divisions she’s launched. For 
Courtney, it’s the journey itself — weathering the 
recession, rebuilding from the ground up, and 
proving that with grit, perseverance, and faith, 
she can rise stronger than before. What began as a 
small-town brokerage has evolved into a nationwide 
organization, yet her focus remains the same: to lead 
with heart, empower others to grow, and build a life 
defined by purpose, not circumstance.

up: the marketing, the training” — Courtney leaned 
into that same resilience that had carried her through 
every chapter.

In 2023, she made the bold move to merge her 
brokerage with eXp Realty, recognizing that a cloud-
based model was the future of the real estate industry 
— and she intended to stay ahead of the curve.

Currently, Courtney is working toward certification 
as a John Maxwell coach and speaker, with the 
goal of becoming a keynote speaker within the 
next 12 months. “I firmly believe in the proximity 
principle — you are most like the top five people 

Advice  
for Agents 
“If you get in now, you will kick 
some major butt later! This is a 
tough market where hustle and 
grit are not just recommended, 
but required. There is a ramp-up 
period for new agents of about 
two years. I would recommend 
six months of reserves for 
income since it will take a while 
before you close your first deal, 
and then another 18 months of 
strong mentorship.

It is critical that you align with 
the right company and have 
someone to help you with 
training. I tell my agents that 
I will match their energy — 
which means if you want to 
succeed, you have to show 
up. You have to be self-
motivated in this industry, 
so create some discipline 
around your schedule and 
be available, especially in 
the evenings and weekends. 
You can make a tremendous 
income in real estate, but you 
have to earn it.”
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LUXURY LISTINGS

With nearly 30 YEARS in 
the lending industry, 
you can trust me to 
provide the best 
options for your 
clients and assist you 
in closing MORE 
DEALS in 2024!

N A N C Y H O M E L O A N S . C O M

NANCY MOTA CASTILLO
SR LOAN OFFICER
NMLS #284902
NANCY@CORELOANS.COM
559.909.6116
Hablo Espanol

S C A N  T O  
L E A R N  M O R E

E X P E R I E N C E
M A T T E R S

2024 CORE HOME LOANS. A DIVISION OF ALMEDA MORTGAGE CORPORATION, NMLS #271603, LICENSED BY THE 
DEPARTMENT OF FINANCIAL PROTECTION AND INNOVATION UNDER THE CALIFORNIA RESIDENTIAL MORTGAGE LENDING ACT

Presented by Quinn Atherton and Matt Thomas 
with Bloom Group Real Estate

44223 BALCH PARK PHOTOGRAPHY BY DANNY KLORMAN PHOTOGRAPHY  

16489 GOAT RAND RD PHOTOGRAPHY BY LONE WOLF MEDIA

44223 Balch Park
$7,999,900

16489 Goat Ranch Rd
$939,000

Golden Sierra Ranch is a 1900 acre 
working cattle and guest ranch 
with 19 parcels, three homes plus a 
bunkhouse, an apple orchard, two 
barns, three ponds, five springs, a 
well, ditch shares, a pool, a helicopter 
pad and four horses. Montana ranch 
vibes without the snow.

Gated hilltop Springville estate with 
Sierra views, an infinity pool with 
rock waterfall, and an outdoor bar 
and kitchen for effortless entertaining. 
The 2813 sq ft main home offers three 
bedrooms and an office, two ensuite 
guest rooms, a luxe primary suite, plus a 
600 sq ft casita and a complete equestrian 
setup with barn, paddocks, round pen 
and fenced pastures along with a playful 
treehouse and optional sheep.

Balch Park &44223
16489 Goat Ranch Road
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BUILT FOR AGENTS,
Trusted by Homeowners

Michaela Paz

SEE HOW I CAN
HELP COVER

YOUR CLIENTS!

209.639.2344
Michaela.paz@fnf.com
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You find the  home,loan.

YOUR LOCAL MORTGAGE BROKER

(800) 707-8845 • info@homefrontloans.com
801 W Main St, Visalia, CA 93291 • 151 North N Street, Tulare, CA 93274

JEFFREY DILEO
Loan O�cer

(559) 623-8897
Je�rey.Dileo@Homefrontloans.com
HomeFrontLoans.com/Je�rey-Dileo

we’ll find the

We design and build unique 
outdoor spaces!

Led by husband and wife team 
Joel and Devon Brown

559-802-4609
hello@charteroakland-
scape.com
113 North Church Street Suite 
502 Visalia, CA 93291

We design and build unique outdoor spaces!

Led by husband and wife team Joel and Devon Brown

113 North Church Street
Suite 502  |  Visalia, CA 93291559-802-4609  •  hello@charteroaklandscape.com

Same Brand, New Reach – Tune in for free today

Inspiring conversations
with the nation’s 
top real estate agents.
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HustleHustle
Heart

WRIITEN BY 

ASHLEY KIVISTO 

PHOTOGRAPHED 

BY SASHA K FORBE

Heart
RISING STAR

AND

Caprice Parry’s
hands-on home renovation became a grounding force 
in a season of struggle and growth, further fueling the 
resilience and drive behind her real estate success.

Caprice Parry is proof that growth can follow 
heartbreak and that finding a purpose can be a 
lifeline during life’s most difficult moments. For her, 
taking full control of renovating her home became 
that purpose after divorcing at a young age. “My 
home renovation really gave me something to look 
forward to and to focus on. I wasn’t only renovating a 
home, I was rebuilding myself,” she recalls. Managing 
every design choice, covering the costs, and 
communicating with all the contractors on her own 
was a challenge, but it also opened her eyes to new 
possibilities. “It showed me that even in seasons of 
loss, you can rebuild and grow into an even stronger 
version of yourself,” she says.

Having loved interior design for most of her life, 
Caprice was ready to take on the challenge of creating 
her new home from the ground up. She explains, “I love 
interior design. For me, design isn’t just about furniture 

or decor, it’s about creating spaces that tell a story, bring 
a sense of peace, and genuinely feel like you.”

Growing up in a large blended family with many 
siblings and step-siblings, Caprice always admired her 
parents and credits them for shaping who she is today. 
“My parents instilled in me the values of hard work, 
resilience, and integrity, lessons I carry into every part 
of my business and life,” she explains. Her father’s 
dedication taught her grit and determination, while 
her mother’s compassion and selflessness taught her 
to lead with heart. “My mom has the biggest heart of 
anyone I’ve ever met,” she explains. “She’s the reason 
I approach life and my work with kindness and care 
because that’s what she’s always done.”

After college and a stint working as Company 
Manager for her father’s sales business, Caprice 
followed a friend’s advice and earned her real estate 
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license, joining Iron Key Real Estate from the start. 
Iron Key proved to be the perfect place for her to 
gain her footing in the industry, surrounded by 
exceptional mentors who were eager to guide her. 
“Brandon and Maurice Gonzalez really took me 
under their wing,” she says. After five years with Iron 
Key, Caprice continues to thrive and grow each year. 
In 2020, she was named a Rising Star, and in 2021, 
2022, 2023, and 2024, she earned recognition as a 
Top Producer. Most recently, in 2025, Central Valley 
Real Producers Magazine honored her with the Rise 
& Grind Award. This year is shaping up to be her best 
yet, and she’s well on track to reach the goals she set 
at the start of the year.

Caprice credits much of her success to her service-
oriented mindset. Rather than focusing on the bottom 
line, she prioritizes being there for her clients in 
whatever way they need. “I make sure my clients 
always feel seen, heard, and supported, while fiercely 
advocating for their best interests,” she asserts. Real 
estate has been a gift for Caprice, though not without 
its challenges. “This career constantly requires 
patience, adaptability, and true grit. It has tested me, 
refined me, and given me the confidence to know I 
can handle whatever comes my way,” she says.

Before deciding to pursue a career in real estate, 
Caprice purchased, renovated, and designed a travel 
trailer that she rented out on Airbnb near Yosemite. 
Impressively, the trailer paid for itself after just three 
months of rentals. Today, alongside her work at Iron 
Key, she also flips properties. She has completed 
three so far and hopes to continue doing several 
each year. Caprice’s boyfriend, Alex Munoz, quickly 
found himself drawn into her world of real estate. He 
loves hearing about her latest deals, exploring homes 
with her, and has even started his own flipping 
ventures alongside her. Nearly two years later, 
the couple couldn’t be happier. “He’s my number 
one fan, biggest supporter, and constant source of 
encouragement. He’s beyond incredible and the kind 
of person who reminds you how powerful love and 
support can be, and how deeply they can impact 
someone,” Caprice says.

In her spare time, Caprice continues to nurture her 
love for art and creativity. While interior design 
remains a favorite outlet, she also has a deep passion 
for painting, drawing, crafting, and just about any 
DIY project at home - if it involves creating, styling, 
or transforming a space, she’s all in. “Home is my 
hobby,” she likes to say. Outside of her creative 
pursuits, she loves nature and the mountains, 
proudly calling Coarsegold home for nearly a decade, 

where she enjoys the peaceful life on her five-acre 
property. “I love my mountain community and have 
a deep appreciation for the outdoors and nature. 
Adventuring, exploring, and the mountains will 
forever have my heart,” Caprice says.

She also enjoys staging her own listings, where she 
gets to breathe life and beauty into every space she 
touches - a service she hopes to expand in the future, 
along with becoming an interior design consultant, 
furthering her passion for design and offering a more 
personalized, in-depth service beyond just selling or 
staging homes. Caprice enjoys spending time with her 
friends, family, her 7-pound Yorkie, Dozie, and her cat, 
Halo. She proudly sponsors The Bulldog Blitz, Fresno 
State University’s professional skydiving team that 
performs at football games. The team parachutes into 
the stadium before kickoff, carrying the American flag 
or local business flags, and has become a fan favorite.

At the end of the day, Caprice wants people to know 
that even in the hardest seasons, the light never fades 
and that you can create, become, and do anything 
you set your heart on. “Keep pushing through the 
self-doubt, keep showing up, believe in yourself, and 
watch the magic unfold.”

I love my mountain community and have  
a deep appreciation for the outdoors and nature. 
Adventuring, exploring, and the mountains

will forever have my heart.
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Kelly Brooks Insurance & 
Financial Services

Kelly Brooks
559.358.0917

kbrooksagency@gmail.com

INSURING TODAY FOR A BRIGHTER TOMORROW

"Fast and easy help!
Very a�ordable...! Kelly and 
her team are determined to 

make it happen in a very 
timely manner. Best insurance 

experience I've ever had.
5 stars all day and tomorrow."



9151 Currency St.
Irving, TX 75063


