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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!
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BUILDER
Thomas James Homes
(480) 420-3217

FLOOR PLANS
Floor Plans First LLC
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Floor Daddy
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Jeffrey Chow
(714) 887-9988

STAGING
Silver & Gray
(480) 273-2704

TERMITE & PEST CONTROL
Peppermint Pest control
Heather Williamson
(480) 254-8316

TITLE & ESCROW COMPANY
NorthStar Title Agency
(480) 748-6448

If you are interested in nominating people for certain stories,  
please email us at: mike.maletich@n2co.com

IN THIS ISSUE

4	 Meet Our Team

6	 Partner Index

8	 Cover Agent: Eve
13	 How Does Someone Make  

The Magazine?

14	 Meet Our Partner: Melissa Armstrong, 
First American Home Warranty

18	 Agent Spotlight: Sean Normoyle

8
COVER STORY EVE

Contents



Scottsdale Real Producers • 98 • December 2025

EVE
You only need to see the 

number of SOLD signs to 
appreciate that, as her theme 

line says, EVE knows how to SELL 
Scottsdale! EVE: REALTOR® and Co-
owner at Vicsdale Real Estate, brings 
unbridled enthusiasm to real estate, 
combining deep market knowledge 
with a talent for building lasting 
relationships, qualities that allow her to 
excel in Scottsdale’s competitive market. 

Eve’s drive was shaped in Johannesburg, 
South Africa, where she learned the 
value of hard work early on.

Her first job was at Elna Sewing 
Machines, where her mother worked 
as a branch manager. “They had an 
opening for a Saturday position when 
I was fifteen. I couldn’t sew, but I could 
SELL! I’d demonstrate sewing machines 
and clothing presses.”

She soon began traveling with the 
company, working trade shows 
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throughout South Africa. “We’d work 
from ten in the morning until nine at 
night. It was long hours, but I loved it. 
I learned how to talk to people, how to 
present, and how to close the deal.”

Sales clearly ran in the family. “My 
uncle owned Lew Geffen Estates which 
is now called Lew Geffen Sotheby’s 
International Realty in South Africa,” 
Eve explains. “At 20, I started selling 
homes. I was a young girl whom 
homeowners trusted to sell their most 
prized and important asset!

Eve quickly excelled. “I started as an 
assistant, and then my uncle gave me 
my own area. I was holding open houses 
on Sundays and doing really well.”

By 23, her life took a major turn. “I met 
my boyfriend at the time, who was 
immigrating to New York. I followed 
him, moving there in 1998. I got my New 
York real estate license, only to learn we 
were moving to Arizona!”

She laughs, remembering the 
whirlwind. “In 1999, I then obtained my 
Arizona real estate license and joined 
Pinnacle Peak Realty thereafter working 
with a few other companies.

“In 2019, I crossed paths with the man 
behind Vicsdale Home Designs, who is 
known as Vic to friends and colleagues. 
I started representing him for rental 
properties, and eventually, he had me 
handling all of his purchases and sales in 
Scottsdale. I then decided collectively with 
Vic that opening my own brokerage was 
overdue; we opened Vicsdale on April 1st, 
2022, and have been thriving ever since!”

That business, Vicsdale Real Estate, was 
born from decades of experience and 
a transformative client relationship. A 
real estate visionary, he promotes his 
business using the moniker Vicsdale. He 
began buying, renovating, and selling 
houses in Scottsdale in 2013, single-
handedly upscaling neighborhoods with 
the company’s impressive makeovers.

Rooted in RelationshipsRooted in Relationships
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Eve loved watching Vic’s 
transformations. “He’d take homes 
from the 1960s, remodeling them into 
stunning masterpieces. Eventually, I had 
the privilege of listing them. That’s when 
I decided to open my own business, 
exclusively representing his homes and 
repeat clients.”

So prolific at buying, transforming and 
flipping houses in Scottsdale, it’s said that 
local city building inspectors encouraged 
him to call his company VICsdale — and 
the name stuck! Eve is quick to praise 
his work ethic, which would exhaust 
most people, and admires his focus on 
even the smallest details of his home 
alterations, from the complementary 
paint colors and choice of premium 
appliances, right down to the custom 
wine walls and even handpicking door 
and kitchen cabinet handles. 

After nearly three decades in the 
industry, Eve reflects on what defines 
her success. “While I love my career, 
my true success are my three children,” 
she says. “I’ve raised them here in 
Sunny Scottsdale and have come to love 
and adore it here that I wouldn’t live 
anywhere else.”

When she’s not working, Eve enjoys the 
other pleasures life has to offer: “I love 
yoga, food, and I’m obsessed with live 
music, traveling just to enjoy concerts. I 
love returning to South Africa to spend 
time with my family. I am also so blessed 
to have friends there as well as in Miami 

 While I love my 
career, my true 
success are my 
three children. 

I’ve raised them 
here in Sunny 

Scottsdale and 
have come to love 
and adore it here 

that I wouldn’t live 
anywhere else.”

and California that I love visiting.” She also treasures time with 
her two King Charles Cavalier dogs, Pablo and Lola.

Her mother remains her biggest inspiration. “My mom was 
very instrumental in my life. She raised four children on 
her own after her divorce. Watching her tireless work ethic 
inspired me and she gave me words to live by that have 
become my mottos for living my life. My mother would say, 
‘Always be lighthearted and have fun! Live each day as if it 
were your last, and remember—you reap what you sow.’ 
That advice has always stuck with me.”

Eve also carries that wisdom into her business: “Every 
person you meet, whether it’s someone sitting next to 
you at a concert or in line at the store, treat them as an 
equal. You never know the mark you’ll leave, so always 

make a good impression. Be nice. Real estate is 
all about relationships!”

Today, Eve’s passion still burns bright. 
“I want to work in real estate until 

I can’t,” she says with conviction. 
“It’s hard work, but I love it.” That 
drive is exactly what makes her a 
powerhouse in Scottsdale’s real 
estate scene, a true game changer 
whose boundless energy, infectious 
optimism, and relentless work ethic 
continue to set her apart.
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CONTACT US TODAY! 602-765-4750
GoldenWestManagement.com 

Your Neighborhood
Property Managers

Rent It Like You Mean It
OUR REALTOR PARTNER PLEDGE
We Don't Do Sales...Your Clients Stay Yours!
We Protect You From Negative Tenant Reviews.
We Are Your Landlord-Tenant Experts.

We Are Here For All Your Property Management Needs

If you would like to nominate someone to be featured in 
Scottsdale Real Producers, reach out to Publisher Erika Soto. 
Erika.soto@n2co.com  |  602-769-3039

ANNOUNCEMENT

480.991.9077  |  Scottsdale-Lawyer.com
8706 E. Manzanita Drive, Suite 100 | Scottsdale, AZ

Title �eft Is On �e Rise 
Protect Your Clients

Fraudulent deeds can derail a sale in an instant. We help agents
and homeowners resolve title disputes quickly and e�ectively.

Your trusted legal partner in real estate!

HGPL LAW TEAM
Eddie A. Pantiliat, John L. Lohr Jr. 

& David B. Goldstein

The Answer is Simple - Reach Out!

MAKE the Magazine?
How Does Someone
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Melissa Armstrong doesn’t 
see herself as a salesperson. 
Although she is the Scottsdale 

area manager for First American Home 
Warranty, her approach is refreshingly 
authentic – she is simply an outgoing 
person who happens to work in sales.

“When I talk to people, I’m not thinking 
about convincing them to buy a home 
warranty,” Melissa explains. “I’m 
focused on how I can learn more about 
the person I’m speaking with and how I 
can help them grow their business.”

This relationship-first philosophy has 
served Melissa well throughout her 
career. She started as an 18-year-old 
apprentice with an appraisal company, 
then spent 20 years at a title company, 
working her way up from escrow officer 
to branch manager, before finding the 
home warranty industry.

With First American Home Warranty, 
she has found her niche helping 
real estate agents build their 
businesses, while providing them 
with the solutions they need to help 
homeowners protect their investments 
and gain peace of mind about their 
home’s systems and appliances.

A Deep Well of Industry Knowledge 
Melissa’s comprehensive understanding 
of real estate sets her apart in the home 
warranty field. She holds a real estate 
license and a certification to teach 
continuing education courses and has 
worked across multiple sectors of the 
industry. This breadth of experience 
allows her to anticipate agents’ needs 
and provide valuable insights into the 
value of a home warranty.

“My goal is to help agents build their 
business, make them look good, and 
offer all the tools I can,” she said. The 
transition from desk-bound escrow 
work has been liberating. “I’m building 
relationships with people in the field 
and industry events, which I love.”

What is a Home Warranty? 
A First American home warranty is a 
renewable service contract that protects 
a home’s systems and appliances from 

PASSION FOR HOME WARRANTY, COMMUNITY SERVICE AND “FOOTY”

ARMSTRONG
ARTICLE BY FIRST AMERICAN HOME WARRANTY 
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MEET OUR PARTNER

unexpected repair or replacement costs 
due to a breakdown. When a covered 
item fails from normal wear and tear, 
First American will send a service 
contractor to the home to diagnose the 
problem. Once coverage is confirmed, 
they will repair or replace the item.

Home warranties generally cover 
systems, such as heating, air 
conditioning and plumbing, and 
appliances, including dishwashers, 
ovens, clothes washers and dryers, 
and refrigerators – with upgrade 
options available.*Melissa 
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In contrast, homeowners insurance 
does not cover mechanical failures, so a 
home warranty can help bridge that gap 
in protection.

With Melissa’s guidance and expertise, 
Scottsdale real estate agents can help 
their clients decide which warranty 
coverage is right for them.

Passionate Advocacy for  
Foster Children 
Melissa also channels her relationship-
building skills into meaningful work 
as a Court Appointed Special Advocate 
(CASA) for children in Maricopa County. 
This passion stems from her own deeply 
personal experience – she adopted two 
of her five children from the foster care 
system and has fostered several children 
over the years.

Currently, she advocates for a 14-year-
old girl who has lived in 15 different 
home placements.

“This is the story of most foster kids,” 
Melissa said. “We have so many kids 
in group homes that will age out and 
be left on their own. Older kids don’t 
get as much exposure to potential 
adoptive parents for people to see 
they can help them. I feel like this was 
always my calling.”

To do her part, Melissa works with 
a boys’ group home and recently 
organized a backpack drive through a 
local real estate office to support similar 
homes throughout the Valley. She aims 
to get more real estate agents involved 
in supporting foster children next year.

Finding Balance  
Through Competition 
In addition to Melissa’s work and 
volunteer commitments, she has an 
outlet in competitive sports. She goes 
shoulder-to-shoulder with opponents on 
hockey rinks and football fields.

She’s played soccer most of her life 
but discovered her true passion in 

Australian rules football, competing 
for more than 20 years in what Aussies 
call “footy.” For four years, Melissa 
even represented the American 
footy team, traveling to Australia for 
competitions. In October she played in 
her final tournament for the Arizona 
Lady Hawks at the United States 
Australian Football League National 
Championships in Tucson
.
“My favorite thing is tackling people,” she 
admits with a laugh. “It’s not the prettiest 
look, but man, is it so fun to play.”

Her children beam with pride watching 
their mother compete, and Melissa jokes 
that her athletic pursuits serve as both 
stress relief and another avenue to meet 
people and build relationships, even if it 
involves tackling.

Protecting Budgets, One 
Relationship at a Time 
As she meets with agents throughout 
the Scottsdale area, Melissa focuses 
on education and transparency. 
She highlights the customers First 
American Home Warranty has 
helped and underscores the value of 
coverage, particularly in Arizona’s 
harsh desert climate.

“Especially with air conditioning, 
why wouldn’t you have a home 
warranty? When it breaks, that’s a 
huge expense,” she said. “A home 
warranty could save tons of money 
for homeowners on that and other 
home systems and appliances.”

Whether she’s educating agents 
on the value of home warranties, 
advocating for vulnerable children, or 
facing off against opponents, Melissa 
approaches each opportunity with the 
same philosophy: Building authentic 
relationships and demonstrating 
genuine care for people creates 
lasting impact.

*Home warranty coverage varies by 
location, plan, and selected options.

I’M BUILDING 
RELATIONSHIPS 
WITH PEOPLE 
IN THE FIELD 
AND INDUSTRY 
EVENTS, WHICH 
I LOVE.”
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FLIPPING FOR 
REAL ESTATE

WRITTEN BY ELIZABETH MCCABE 
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AGENT ON THE RISE

“Get comfortable being 
uncomfortable.” Sounds simple, 
doesn’t it? Rubbing elbows with 
strangers? Striking up conversations 
with people at bars? Or maybe even 
playing a round of golf with someone 
you have never met before.

Here’s the kicker – it actually works.

Doubt it? Ask Sean Normoyle, and he’ll 
tell you that principle is the secret to 
his success. “It’s the secret sauce,” he 
asserts. Why? That tip has fueled his 
real estate success and turned casual 
conversations into million-dollar deals.

Opportunity knocks. Or maybe you 
just have to search for it. Or even book 
those “opportunities” or what might be 
considered coincidences. A master at 
small talk and adept at connecting with 
others, Sean knows that opportunity 
shows up in unexpected places. He’s 
fearless. He intentionally books tee 
times as a single to be paired with 
strangers. It paid off (literally).
The two strangers exchanged numbers, 
and later that night, the man called 
Sean. “I have to buy,” he said with 
conviction. A man of his word, he 
purchased a condo with Sean. That 
connection has since snowballed into 
eight additional referrals.

Another time, sitting solo at a bar (again, 
a planned opportunity), he noticed the 
man next to him scrolling Zillow on his 

phone. “I don’t mean to be nosy,” Sean 
gently asked the stranger. “But do you 
have an agent?” He did not.

One quick conversation later, Sean 
landed a $10,000 deal. “That’s the 
gift that keeps giving,” he says. “One 
conversation can turn into four deals. 
You just have to put yourself out there.”
That fearless networking mindset has 
transformed Sean’s career. After 18 
years in the corporate world, including 
working at Boeing and a consulting 
stint, Sean pivoted to real estate when 
COVID hit. It was the push he didn’t 
know he needed.

“I have always dabbled in the 
industry,” he says, even buying his 
first property—a double-wide mobile 
home—at just 18, followed by his first 
single-family home at 21. By the time he 
left corporate, he was already flipping 
one home per year. But once he went 
all-in, everything clicked. Just one week 
after earning his license, he purchased a 
flip. Now, he averages eight flips a year, 
manages a short-term rental company 
with 50 properties (which he recently 
sold), and has built a thriving sales 
business that’s earned him ICON status 
multiple times at his former brokerage. 
His biggest transaction to date? An $11 
million sale.

Looking back, Sean credits corporate life 
with shaping him into the professional 
he is today. Negotiating multi-million-

Sean
NORMOYLE
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I love showing people the 

art of how to select the 

right house and transform 

it for the best ROI.”

dollar aerospace contracts taught him 
discipline, project management, and 
the art of the deal—skills that now give 
his clients an edge in one of the most 
competitive markets in the country. 
“Doing a flip is really just project 
management,” he says with a grin. 
“I owe the corporate world a lot for 

that training.” Armed with a master’s 
certificate in project management from 
Stanford, Sean knows how to run a deal 
from “gloom to tomb.”

Born in New York and raised in 
Colorado Springs, Sean grew up playing 
baseball, golfing, camping, and enjoying 

the outdoors. That adventurous spirit 
carried into adulthood, where his 
passions now include boating, classic 
cars, and—of course—real estate. He’s 
the kind of guy who still gets a thrill 
out of turning the ugliest house on the 
street into a showstopper. “As corny as 
it sounds, flipping is fun,” he admits. “I 
get a high from the neighbors thanking 
me for transforming the block. There’s 
nothing better than seeing a hunk of 
junk become the most beautiful home 
on the street.”

But beyond business, Sean’s proudest 
role is “Grandpa.” He’s obsessed with his 
two-year-old granddaughter, Aura. Days 
at the lake, pool parties at “Grandpa’s 
house,” and family time with his son, 
sisters, nieces, and nephews mean 
more to him than any transaction. After 
nine years with his longtime girlfriend, 
Evelyn, Sean is deeply rooted in family 
and values those close bonds.

And yet, Sean is always pushing 
forward. Now that he has sold his 
property management company, he is 
focusing even more on flips and high-
volume sales. He’s also leaning into 
teaching, offering courses for agents 
on short-term rentals and investment 
strategies. For Sean, education is about 
giving others the playbook that has 
brought him success. “I love showing 
people the art of how to select the right 
house and transform it for the best ROI,” 
he says. “That’s the why for me.”

Whether it’s through mastermind 
groups, investment mentoring, or 
simply striking up a conversation 
with a stranger, Sean thrives on 
building connections. Networking is 
his lifeblood. It’s how he turns chance 
meetings into gold, one handshake or 
tee time at a time.

In Sean Normoyle’s world, discomfort 
isn’t something to avoid. It’s to be 
embraced. Why? It’s a doorway to 
growth, connections, and extraordinary 
success. And judging by the referrals, the 
flips, and the million-dollar sales, it’s a 
philosophy that’s paying off big.
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Call 877-887-1500
www.FloorPlansFirst.comDavid Goff

Owner/Architect

When Buying, Selling, or Leasing

Get a floor plan and verify the square 
footage of your building.™

Residential • Commercial

Don't Leave
Money on

the Table!®

DISCOVER
HIDDEN VALUE!



9151 Currency St.
Irving, TX 75063

We are here to Power your business, go to www.PowerYourBusiness.ai 
for more info on events and how we support your growth!
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