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HERE’S WHAT SARASOTA & MANATEE TOP 500 REALTORS® SOLD...

BY THE  
NUMBERS2024

13,478
TOTAL TRANSACTIONS

$10,768,931,000
TOTAL SALES VOLUME

$21,537,862
AVERAGE SALES VOLUME PER AGENT

27
AVERAGE TRANSACTIONS PER AGENT 
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COVER STORY

STORY BY DAN CLARK 

PHOTOS BY CORY & MINDY POFF,  

POFF MEDIA GROUP

In the sun-drenched city of 
Sarasota, Vlado Konatar is 
not just selling real estate; 
he’s shaping the very 
landscape of the market. As 
the owner of Kona Realty—a 
venture he has guided for 
seven years—Vlado brings a 
unique depth of knowledge 
and a refreshingly personal 
touch to an industry often 
perceived as transactional.

Vlado’s journey in real 
estate began not with a 
textbook but with hands-
on experience. “I kind of 
grew up into real estate,” 
he recounts. “My father 
was a developer, so I’ve 
been in this world since 
the age of 15.” This early 
exposure laid the foundation 
for his comprehensive 
understanding of property, 
from the initial blueprint 
to the final sale. 

After exploring different 
options, Vlado found his 
stride in a 100% brokerage 
model, where he managed 
his own business. This 
experience—combined 
with handling “really big 
stuff,” such as multimillion-

dollar listings—led him to 
open his brokerage. His 
desire for autonomy and 
efficiency drove his decision, 
making the process easier 
than having somebody 
else approve everything.

Before becoming a licensed 
agent, Vlado immersed 
himself in building homes. 
He entered real estate 
almost accidentally, born 
from a need to sell the 
houses he had built when 
he couldn’t find an agent to 
do so effectively. “I couldn’t 
get an agent,” he shares. 
“So, I thought, ‘How hard 
can it be?’ And I got my 
license. I sold my place, 
and all my buddies who 
were building homes asked 
me to sell theirs, too.”

What began as a side 
venture quickly blossomed 
into his primary business—
though he continues 
to build and develop 
properties extensively. This 
background provides him 
with unparalleled knowledge 
of the building process 
and a significant edge in 
investment real estate.

KonatarVlado
KONA REALTY
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Vlado’s approach to client 
relationships is deeply 
personal. He avoids generic 
closing gifts, opting instead 
for tailored gestures that 
reflect each client’s needs 
and the nuances of their 
deal. “It depends from client 
to client,” he explains. “I’ve 
been in real estate for 11 
years, and no two deals 
have been the same.” His 
gifts range from high-end 
appliances, like refrigerators 
or coffee machines, to 
covering inspection and 
repair work with his 
building crew. This bespoke 
approach underscores his 
client-first philosophy—one 
that has resulted in 98% 
of his business coming 

from referrals. “People 
know that if I take the 
listing, I’m going to do my 
best to sell it,” he says.

While an entrepreneurial 
spirit and a passion for 
development drive his 
professional life, Vlado 
also prioritizes his family. 
Married for three years 
and a father to 2-year-old 
Luca, he finds joy and 

balance outside of work 
through travel, fishing, and 
shooting. He and his wife, 
an artist from Serbia, share 
a love of exploring new 
places—having recently 
visited Italy, Switzerland, 
Canada, and Serbia. They 
even purchased a home in 
Serbia, planning to spend 
summers there. Her artistic 
talents also complement his 
business, as she assists with 

creative tasks like website 
design and marketing.

Vlado came to the United 
States from Serbia in 2005 
in search of a better life, 
following the path his 
entrepreneurial father had 
paved four years earlier. 
After a decade in New 
Jersey, a Christmas vacation 
to Sarasota convinced 
Vlado that Florida was 
his new home. “I love the 
people,” he asserts. “I love 
the energy, and I love the 
city.” Sarasota’s “vacation 
mentality” after 5:00 p.m. 
resonated with him—a stark 
contrast to the relentless 
pace of life in New Jersey.

A unique aspect of Vlado’s 
professional life is his 
regular meetings with 
other top-tier brokers in 
Sarasota. This collaborative 

approach—rooted in 
mutual respect—allows 
them to discuss market 
issues, programs, and 
opportunities in a non-
competitive environment. 
These gatherings also 
provide insights into market 
needs, influencing Vlado’s 
development projects, such 
as incorporating features 
like elevators in new homes.

Vlado Konatar’s story 
is a compelling blend 
of business acumen, 
construction expertise, 
and genuine dedication 
to client relationships. 
His seamless navigation 
between brokerage and 
development, combined with 
his commitment to service 
and community, makes 
him a true standout in the 
Sarasota real estate market.

People know that 
if I take the listing, 
I’m going to do my 
best to sell it.”
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Franklin

FEATURED AGENT

Julie Franklin Team 
at Fine Properties

STORY BY MADDIE PODISH 

PHOTOS BY CORY & MINDY POFF,  

POFF MEDIA GROUP

On any given Monday, you might find 
Julie Franklin and her team stepping 
into a brand-new model home, 
exchanging names with a builder’s 
rep, and taking notes on the latest floor 
plans in town. “Meet a Neighborhood 
Monday” isn’t just a catchy title—it’s a 
ritual, a pulse check on the market, and 
a way to stay connected that reflects the 
same proactive, people-first approach 
that’s defined Julie’s entire career.

Before she helped clients find their 
forever homes, Julie shaped young 

minds as a second- and third-grade 
teacher at Rowlett Academy in Manatee 
County. For 14 years, she taught math, 
reading, and life lessons, building trust 
with families and forming relationships 
that would ultimately become the 
foundation of her next chapter. “I wasn’t 
necessarily looking to leave teaching,” 
Julie explains, “but I was looking for a 
change.” That change came in the form 
of real estate—an industry that ran in 
her blood. Her mother had been an 
agent in New York; her aunt worked 
in Georgia. Initially, Julie juggled both 
worlds, teaching full-time while working 
part-time in real estate. Two years later, 
she transitioned to full-time real estate 
and part-time math coaching before 
committing to real estate full-time.

The transition came with a learning 
curve. Fortunately, Julie found early 
mentorship at RealtyTeam.com, where 
a husband-and-wife broker team 

offered guidance, support, and what 
she fondly calls “hand-holding.” The 
approach felt natural. “I’m a teacher 
at heart,” she says. “So much of this 
business is about teaching—helping 
clients understand the process and 
helping new agents find their way.”

Today, Julie leads the Julie Franklin 
Team at Fine Properties. With 12 
years in the business and a reputation 
that continues to grow, her team has 
been voted “Bradenton’s Best” for 
three consecutive years—and they’re 
eyeing a fourth. The group has grown 
organically, often through personal 
connections. “We’re like a family,” 
she states. “I like to keep the team 
small—around eight to 10 agents—so 
we stay close and supportive.”

That support shows up in everything 
from team outings to training practices. 
New agents shadow Julie on listing 

JulieFranklinFranklin

From left to right: Jasmine Bradley, Brad 
Fenton, Kassondra Cotton, Julie Franklin, 
Stacey Butler, Kerri Yanes, Jason Bouchard.
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“Thank you CMSA for designing a FORTRESS 
of a house on the water that not only withstood 
two hurricanes, but came through the storm 
like a champ.....” 

CMSA Architects | 941.364.4600 | AR99702 | CMSAArchitects.com

appointments, video shoots, and home 
photography sessions. Weekly meetups 
encourage exploring local developments. 
And whether someone learns best by 
seeing, doing, or simply discussing 
things, Julie adapts. “Every agent learns 
differently, just like every student 
did in my classroom,” she reports.

Julie’s team members are not the only 
ones who benefit from her thorough and 
empathetic approach; her clients do, too. 
First-time homebuyers, in particular, 

find comfort in her steady presence 
and commitment to making the process 
smooth. She’s not one to push for a sale. 
“I’m not here for just a transaction,” 
she shares. “I’m here to help someone 
find their home. You won’t find me 
talking you into buying a property. 
In fact, I’ll probably talk you out of it 
first to make sure it’s the right one.”

Julie surrounds herself with trusted 
professionals (lenders, title reps, 
handymen, and more)—people she’s 

used personally and now recommends 
to clients with confidence. Her 
availability is another key. “Being 
available for your clients is paramount,” 
she stresses. “When it’s important 
for them, it’s important for me.”

Over the years, she’s helped clients 
find their second or third homes—and 
recently, she began working with one 
of her second-grade students. That 
full-circle moment speaks volumes 
about the relationships she’s built.

Those connections aren’t limited to 
work. Julie, a proud boater, recently 
moved to the Manatee River so she 
and her husband of 24 years could 
dock their boat outside their backyard. 
When she’s not working, she’s cruising 
to Pier 22, sweating it out at F45, or 
vacationing with other families. Her 
two daughters, now in college, are 
often nearby, as are the friends-turned-
family she’s gathered over the years.

From Syracuse to Sarasota, classrooms 
to closings, Julie Franklin has built 
a life—and a business—on one 
core belief: Relationships matter. 
“In real estate, it’s about building 
relationships,” she asserts. “If you’re 
genuinely out there to help people, 
the leads will come organically.” 

“You won’t find me 
talking you into buying 

a property. In fact, I’ll 
probably talk you out of it 

first to make sure it’s  
THE RIGHT ONE.”



Sarasota & Manatee Real Producers • 1918 • July 2025

Staying on Brand—For Women 
•	 Hemlines: Dresses or skirts should fall no 

more than three inches above the knee.
•	 Necklines: Avoid revealing cleavage to 

maintain a professional appearance.
•	 Footwear: Opt for clean, minimalist fashion sneakers. 

Avoid loud colors and ensure shoes are free from scuffs.
•	 Fragrance: Apply perfume lightly; strong 

scents can overwhelm or trigger allergies.
•	 Backup Outfits: Store an extra outfit in your car or office for 

a quick refresh between meetings or client appointments.

Staying on Brand—For Men 
•	 Fit and Condition: Ensure clothes fit well and are free 

of stains, missing buttons, frayed collars, or worn belts.
•	 Smart Casual Options: Wear dress shorts with a loafer 

and a collared short-sleeve dress shirt to elevate the look.
•	 Fabric Investment: Consider tropical wool as a 

versatile year-round choice. Select shades like warm 
beige, taupe, or light gray for warmer months.

•	 On-the-Go Prep: Keep a complete change 
of clothes, including a blazer, on hand for 
unexpected meetings or events.

•	 Accessories: Wear cologne and jewelry 
minimally to avoid appearing flashy.

Your wardrobe is a key part of your brand and calling card. 
Even in the heat, dressing with intention can speak volumes 
about your professionalism, confidence, and attention to detail.

If you have any questions or need help refining 
your summer style, I’m here for you.

From my closet to yours,
Suzanne

Dressing professionally in Florida’s summer heat can be a 
daily challenge, but it’s also an opportunity to reinforce your 
personal brand with intentional style choices. If you haven’t 
yet defined your signature look, take time to envision how you 
want to present yourself and focus on consistency and practice.

Fabric First 
To stay cool while looking polished, choose 
lightweight, breathable fabrics:
•	 Linen (ensure it’s lined to minimize wrinkling)
•	 Chambray 
•	 Cotton 
•	 Seersucker 
•	 Rayon 
•	 Tropical wool 
•	 Silk 
•	 Hemp 

These materials help you beat the heat without 
compromising professionalism.

BY SUZANNE LIBFRAIND, FASHION STYLIST AND WARDROBE CONSULTANT

DRESS YOUR BRAND

Spotless Homes Sell Faster
Home • Commercial • O�ce • Move-In/Out • Deep Cleaning

(941) 212-9739 | Owner Renata Zerbinatto

contact@manateeladiescleaning.com  |  manateeladiescleaning.com

Suzanne is a seasoned wardrobe 
consultant based in Sarasota, FL, with 
over 30 years of experience helping 
individuals curate personal styles that 
transcend mere clothing choices. Her 
career spans in-person consultations, 
television appearances, and an eight-year 
tenure as a Lifestyle Specialist for a luxury 
mall in North Carolina. Passionate about 
community involvement, Suzanne also 
dedicates time to volunteering, especially 
with children.

919-270-0250  
suzanne@suzannelibfraind.com
www.suzannelibfraind.com 

Personal Style          Professional Impact
Where Meets
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in December 2024, his legacy lives on through Daniel 
and Rick Oswald, the two partners now at the helm.

Daniel’s journey with CMSA began in 2013 as an 
intern. Over the next decade, he rose through 
the ranks, eventually earning Cliff’s trust—and a 
partnership offer—after securing his license. Rick, 
a veteran of the trade with 50 years of experience, 
joined CMSA eight years ago after independently 
practicing in Florida. He had relocated from Colorado 
at the behest of repeat clients. The two men, once 
friendly competitors, found synergy through a shared 
respect for craftsmanship and client connection. 
“Cliff was planning for succession—a rarity in 
our field,” Rick shares. “Bringing me on helped 
bridge the transition until Daniel was ready to 
lead. Now, we carry on the CMSA name, honoring 
where we came from while shaping what’s next.”

CMSA specializes in high-end residential design, 
often for waterfront properties. Roughly 70% of 
the business’s portfolio consists of custom homes, 
each one uniquely tailored to its site and owner. 
The remaining 30% includes commercial projects 

&

PARTNER SPOTLIGHT

C M S A  A R C H I T E C T S
STORY BY 

MADDIE PODISH 

PHOTOS BY 

CORY & MINDY 

POFF, POFF 

MEDIA GROUP 

(UNLESS 

OTHERWISE 

NOTED)

A man once stood silent in the foyer of his just-
completed home, tears welling up as he took in 
the view. He wasn’t looking at luxury finishes or 
waterfront vistas (though he saw plenty of those) 
but at the intangible that had become real: a dream 
drawn in ink, now built in stone, wood, and light. 

For the team at CMSA Architects, that 
moment was everything. It was the payoff of 
a philosophy rooted in emotion, artistry, and 
legacy. “Architecture is more than design—it’s 

deeply personal,” says Daniel Shaffer, partner 
and licensed architect at CMSA. “We’re not just 
shaping homes; we’re shaping how people live.”

Founded 33 years ago by Clifford Scholz, CMSA 
Architects quickly established itself as one of 
Sarasota’s premier architectural firms. Today, it’s 
known for its distinctive blend of “old school and 
new school,” a phrase the team proudly uses to 
describe the balance of traditional values with 
cutting-edge technology. Though Cliff officially retired 

OSWALD    SHAFFER
RICK DANIEL

like country clubs and tenant up-fits. Despite 
CMSA’s breadth, one principle remains constant: 
the firm’s devotion to full-service architecture.

Their process begins with a three- to four-hour 
“programming session,” a deep dive into a client’s 
lifestyle, preferences, and vision. Visual references, 
candid conversations, and thoughtful questions guide 
the team’s understanding. “What truly differentiates 
us is our commitment to a personalized, holistic 
design process for every unique site,” Daniel 
explains. “We don’t repeat designs. Each project 
is a singular, never-reproduced masterpiece.”

From those early sessions to the final permit 
drawings—sometimes a six- to 14-month journey—
the team considers every detail. “We see our 
drawings as a form of art,” Rick says. “They’re 
not just technical documents. They’re crafted 
with the precision of an art piece itself.”

That meticulous care extends beyond aesthetics. 
CMSA is committed to feasibility and functionality, 
especially when clients are still in the property-

Photo by Ryan Gamma
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search phase. The firm offers complimentary due 
diligence services for potential buyers, often working 
alongside REALTORS® to assess zoning, flood zones, 
and design viability. This collaborative approach 
saves clients time, money, and stress. “We are 
actively working to reinvigorate our relationships 
with REALTORS®,” Daniel attests. “By offering 
complimentary due diligence on properties and 
educational seminars on current codes, we aim to 
be an indispensable resource, ensuring REALTORS® 
and their clients are fully informed from the very 
first step.” CMSA also offers TED Talk-style seminars 
to real estate firms, creating stronger partnerships 
between well-qualified REALTORS® and equally 
qualified architects—a win-win for discerning clients.

Despite CMSA’s growth, the firm has no plans to 
balloon in size. With a team of eight, CMSA values a 
boutique approach that fosters personal connection. 
Half of the current projects are renovations, many 
for repeat clients who’ve become friends. They 
even design generational homes, residences for 
parents, children, and grandchildren—projects 
they consider the highest compliment.

Perhaps the most telling sign of CMSA’s ethos is 
its ongoing pro-bono work. At any given time, the 
firm will undertake a project for a nonprofit that 
might not otherwise be able to afford architectural 
services. The firm’s recent work with the Safe 
Children’s Coalition underscores a commitment 
to giving back. “We design homes where families 
will gather, grow, and come back to,” Rick says. 
“When a client steps into their finished home 
and a tear comes to their eye, we know we 
got it right. That’s why we do what we do.”

And maybe that’s the real art behind CMSA: not 
just in the drawings or the buildings themselves, 
but in the memories people make within them.

Photo by Ryan Gamma

“WE DESIGN HOMES 

WHERE FAMILIES WILL 

GATHER, GROW, 

AND COME BACK 

TO. WHEN A CLIENT 

STEPS INTO THEIR 

FINISHED HOME 

AND A TEAR COMES 

TO THEIR EYE, 

THAT’S WHY WE DO 

WHAT WE DO.”

WE KNOW WE 
GOT IT RIGHT.
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Lux�y

941-877-1194
HopeYoder.com

Engraving & 
Embroidered Apparel

HopeYoderDesigns
TheHopeYoder

REALTOR®-referred clients receive exclusive rates, 
free materials, and priority scheduling with our 
top-tier team assigned to the move to guarantee 
the best moving experience possible. 

• PACKING & MOVING
• LONG-DISTANCE MOVING
• SHORT-TERM & LONG-TERM STORAGE
• PORTABLE STORAGE
• WHITE-GLOVE MOVING SERVICES
• PIANO & ANTIQUE MOVES

FAMILY OWNED & OPERATED  |  LOCALLY OWNED & OPERATED  |  10 YEARS IN BUSINESS  |  12 TRUCKS  |  35 EMPLOYEES

941.447.1719 OWNERS BLAKE & 
ASHLEY FITZPATRICK

FROM SOLD 
TO SETTLED IN
FROM SOLD 
TO SETTLED IN

FROM THE DESK OF THE PRESIDENT

The Voice for Real 
Estate in Florida says, 
“Eliminate Florida’s 
Commercial Lease Tax”
BY TIM WEISHEYER,  

2025 PRESIDENT OF FLORIDA REALTORS®

Florida is one of the best places on 
earth to form, start, and run a business, 
and Florida REALTORS® continues 
our push to make it even better. As 
the only state in the nation levying 
a sales tax on commercial leases, we 
have been working diligently to reduce 
and ultimately eliminate this onerous 
tax on businesses and consumers.

I often discuss the symbiotic nature 
of the real estate market, highlighting 
how economic development drives 
commercial real estate, which in 
turn is directly linked to the success 
of residential real estate. For us, 
eliminating this tax is paramount 
to ensuring Florida’s real estate 
ecosystem is positioned for long-term 
success and economic growth. 

The commercial lease/sales tax, 
commonly referred to as the “Business 
Rent Tax (BRT)”, was originally 6% 
across Florida with additional local 
surtaxes layered on top of it. In total, 
this tax costs businesses and consumers 
billions of dollars annually and places 
Florida at a competitive disadvantage 
when competing with other states for 
business growth, corporate relocation, 
attracting new industries, and 
expanding our workforce—all vital to 
our economy and our members’ success. 

Our efforts are paying off in big ways. 
As of June 1, 2024, we have successfully 
partnered with the Florida legislature to 
lower the state sales tax on commercial 
leases from 6.0% to 2.0%. We are 

currently working with lawmakers on 
additional cuts, as well as phasing out 
the tax entirely in the coming years.

As we continue to advance this 
important conversation in Tallahassee, 
we welcome your support and 
partnership locally. Stay engaged, 
share the work your association 
is doing with your customers and 
clients, and share some of the key 
benefits outlined below on your social 
media channels to further position 
yourself as a REALTOR® as a voice 
for positive change in Florida. When 
we speak as one voice, our message is 
heard, and our impact is enhanced.

Some of the benefits of the elimination 
of sales tax on commercial leases:

•	 Enhanced Economic 
Competitiveness: Florida is the only 
state in the United States that imposes 
this type of tax. Critics argue this 
puts Florida businesses at a distinct 
disadvantage when competing with 
companies in other states that do 
not have this added operational cost. 
Eliminating it could make Florida 
an even more attractive destination 
for new businesses and expansions.

•	 Relief for Small Businesses: The tax 
is an additional operating expense 
that can be particularly burdensome 
for startups and smaller businesses 
with tighter margins. Reducing or 
eliminating this tax directly lowers 
their overhead, freeing up capital that 
can be reinvested into the business 
for growth, hiring, or innovation.

•	 Stimulating Economic Growth and 
Job Creation: Florida REALTORS® 
Chief Economist Brad O’Connor 
shares that “the money saved 
by businesses from a reduced or 
eliminated commercial lease tax 
would be channeled back into the 
economy.” Further, “In a competitive 
landscape for corporate relocations 
and expansions, the commercial 
lease tax can be a deterrent. Its 
removal would strengthen Florida’s 
appeal as a business-friendly state.”

Florida REALTORS® commends 
the state legislature for its efforts to 
reduce this tax from a high of 6% to its 
current current 2% but hopes to see 
further reductions. We will continue 
to advocate for a strong Florida 
economy and an attractive landscape 
for businesses to move to Florida.

Tim Weisheyer is broker-owner of Dream Builders Realty and 
dbrCommercial Real Estate Services in Central Florida and is the 
2025 president of Florida REALTORS®.
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9151 Currency St.
Irving, TX 75063

Elevate Your Business With Preferred Settlement Services
You curate exceptional experiences for your discerning clientele. 

Shouldn’t your closing process reflect the same level of excellence?

More than 50 years of combined title experience, including 
Michael Infanti’s 25 years of real estate law practice.

Preferred Settlement Services
941-376-9551 • orders@preferredsettlement.com

www.preferredsettlement.com

1605 Main Street, Suite 1112 • Sarasota, FL 34236

• Secure               
  cutting-edge      
  technology

• 5-star rated closers  
  and attorney title     
  services

• Marketing support  
  & real estate     
  education

• Tailored service for  
  high-volume      
  agents

• Beautiful             
  downtown office

• Remote closings


