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IHE AVENU

HOME STAGING

CONTACT US TODAY:

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

@theavenue.staginganddesign

SHOPPE

AT THE AVENUE

OPEN:
Monday - Friday: 10am - 6pm
Saturday: llam - 4pm

@shoppeattheavenue
www.shoppeattheavenue.com

2037 W Bullard Ave # 102, Fresno, CA 93711

Sell Smart, Stage First, Close Deals.

If you can|
it,
We can

Whether you are refinancing your
house or a first time home buyer, we
will put you in the right loan with the
best possible rate.

Our goal at Gold Standard Mortgage is
to earn your trust and we are
confident that our hard work, integrity,
and honesty will make this a great
experience. We take pride in the
opportunity to make your dreams
come true!
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Guild’s Payment Advantage program lowers your buyer’s
rate by 1% for their first year on us.
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Program details:

e Borrowers lock in a Conventional mortgage, and we’ll pay 1% of their rate for the first year with a
lender-paid buydown

e Borrowers get a predictable payment increase after the first year

e Qualifying borrowers may be able to refinance at a later date with our Payment Protection program*

*For Payment Protection program full terms and conditions, visit www.guildmortgage.com/homebuyer-protection.

Conventional financing options:

- . ° i i i

38 Luxury Listing: 17663 Island Drive Madera, CA 93636 Primary purchase transactions e Credit scores as low as 620
If you are interested in nominating people for certain stories, e Aslittle as 3% down e First-time homebuyers and repeat
please email us at: Brittney.shull@realproducersmag.com buyers are e|igib|e

Questions? Let’s talk!

Patty Grissom

Branch Manager | Senior Loan Officer
NMLS ID# 350159

0:559.490.6972 | M: 559.307.7611
pgrissom@guildmortgage.net

Apply Online
www.homeloansbypatty.com

WEggEPT%E%%&DﬁS ,d Ask about our

The Central Valley’s trust«ix_l El 1 & Solar experts sinc; I-Clbl-l-al })l-()gl-al]]s

Christi Nettleton

Senior Loan Officer | NMLS ID# 1601828
0:559.490.6976 | M: 559.908.0870
cnettleton@guildmortgage.net

Apply Online
guildmortgage.com/christinettleton

and promos!

Alicia Morfin

Senior Loan Officer | NMLS ID# 293114
0:559.627.1823
amorfin@guildmortgage.net

Apply Online
guildmortgage.com/aliciamorfin

@ Meter Pancls @ CGenerators Addltlonally Gulld v:

@ Battery Systems mortaaage 7493 N. Ingram Ave. Suite 101
[ Westech Systems and Sol-Tek Solar gag Fresno, CA 93711

have a variety of unparalleled @ EV Chargers
services and quality products for

Iong_term $O|uti0ns for both () Pool Solar Patty Gr}ssom. Christi Net‘;\etorw aTwcl Alicia Morﬂn are amhor'ized to c‘lo bus‘iness in the state of C‘a\if_on‘wia, Li(y:ensed by: the ‘Departmgm of Fimancia}\ Protecﬁon and \nmo_\/at\on under th‘e California

Residential Mortgage Lending Act; Guild Mortgage Company; NMLS #3274; Equal Housing Opportunity; www.nmlsconsumeraccess.org. All information, loan programs & interest rates are subject to

. K change without notice. All loans subject to underwriter approval. Terms and conditions apply. Always consult an accountant or tax advisor for full eligibility requirements on tax deduction. The Payment

@ System Maintenance Advantage program is a promotional primary purchase offer on a Conventional 1-year lender-paid temporary buydown on locks from 11/10/2022 to 12/31/2024. The promotional offer will temporarily

reduce the rate by 1% for the first year of the conventional mortgage on conforming and high balance loan limits. The lender-paid credit will fund the buydown escrow account, and the funds will be

residential and commercial projects

dispersed out of the buydown escrow account during the first 12 months of the loan. For Payment Protection program full terms and conditions, visit www.guildmortgage.com/homebuyer-protection. For
use by Real Estate Professionals only. Not intended for public use or distribution.
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Preferred Pariners

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!

AESTHETIC MED SPA
Central Valley Medical
Aesthetics

(559) 409-2048
cvmaofvisalia.com/

AUTO DEALER SALES/SERVICE
BMW Fresno

(805) 806-5992
www.bmwfresno.com/

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

CUSTOM CLOSETS
Valley Custom Closets
(559) 515-6373

ELECTRICAL/GENERATORS
Westech Systems

(559) 360-1582
westechsys.com

EVENT PLANNING
Events by Samantha
(559) 471-5708

Susan Britter
sbritter@firstam.com

559-269-9191 |

6 - June 2025

N Trustworthy & Reassuring
P 7"‘ - Protection you can count on.
#' - Peace of mind you deserve.

T - Your home's best backup plan.
First Anterican - 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.

FINANCIAL ADVISOR
Edward Jones

Mike Young

(559) 732-2836
edwardjones.com/mike-young

FINANCIAL PROFESSIONAL
Prado Financial Services
(559) 544-7809
hector-prado.mynew
retirement.com

GARAGE - FLOORING/
ORGANIZATION
Garage Experts

Paul Schultheis

(559) 826-4968
garageexperts.com

HEALTH, WELLNESS & FITNESS
Quadrant Fitness

(559) 610-4607
quadrantfitness.net

HOLISTIC WELLNESS
The Art of Anger

(559) 420-7706

6670 N Blackstone Ave
fresno, CA 93221
www.theartofanger.com/

HOME INSPECTION

First Choice Home Inspections
Matt Held

(559) 862-6884

WIN Home Inspection
Nathan Houck

(559) 697-1833
www.wini.com/visalia

WIN Home Inspection
Rob Blackstone

(559) 697-1833
www.wini/maderamerced

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
Fidelity National
Home Warranty
Michaela Reyes
(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
Chase Dias
(559) 680-2334

Farmers insurance
Kelly Brooks
(559) 358-5203

INTERIOR DESIGN STUDIO
Amparan Design

(559) 304-5258
www.amparandesign.com

LIFE COACH/MOTIVATIONAL
SPEAKER

Amplify

Coach Holley

(559) 786-9990
amplifylevelup.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
(559) 786-6260

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

Nexa Mortgage
Norma Takahashi
(559) 361-6930

MORTGAGE PROTECTION/
LIFE INSURANCE

Optimal Coverage

Damon Jimenez

(559) 230-7747
optimal-coverage.
com/#aboutussec

MOVING/PACKING & STORAGE
Ezpakbins

Matt Brown

(559) 470-7904

ezpakbins.com

Fresno
Clovis
Kingsburg
Reedley
Madera
Oakhurst

CHICAGOTITLEFRESNO.COM

NATURAL HAZARD
DISCLOSURE REPORTS
SnapNHD

(559) 696-0357
snapnhd.com

NEW HOME BUILDERS
Century Communities

(559) 256-8606
www.centurycommunities.com

Smee Homes Inc
(559) 300-2626
smeehomes.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/

Real Authentic Human Media
Amanda Brazzell
559.238.5692

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

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

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

10 Locations In The Central Valley:

(W) CHICAGO TITLE

The ice of the Vallev
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A STRONG FUTURE

4

W 17T

s g gro™

CHICAGOTITLEVISALIA.COM

Visalia
Tulare
Porterville

Hanford
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Meet
The |
Team

-

Brittney Shull
Owner/Publisher

Deborah Bento
Writer

Steven Peeples Evona Niewiadomska Ashley Kivisto
Owner/Publisher Marketing/Operations Writer

Amanda Brazzell Christian Urena Tonya Riggs
Photographer/Videographer Photographer/Videographer Photographer

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.
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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

MIND, BODY, AND SPIRIT \WITH COACH HOLLEY

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
Jjourney. 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’

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

8 - June 2025

QUARDRANT FITNESS

STRENGTH TRAINING-PILATES-NUTRITION-PRIVATE TRAINING

Empower Your Clients. Grow Your Business. |

Transform Your Future.

» Help clients protect their wealth and future.

» Offer solutions like tax-free retirement and debt relief.

* Be the trusted professional clients turn to for
financial security.

Hector Prado
(559) 544-7809
hector@pradofinancialservices.com
hector-prado.mynewretirement.com

YOUR FIRST

B ClASS

UEE PROMD CODE

i “TRiE”

SIGN UP DN
THE QUADRANT

—@v.., [ISFREE
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COACHES CORNER

Turbocharge Your
Real Estate Game

BY BY SHAWN CARDOZA, REAL ESTATE INVESTOR & COACH

In the bustling world of real estate, finding and connecting
with your ideal clients is the secret sauce to success. Imagine
turning your 5-day work week into a dynamic lead-generating
adventure! Transforming your weekly routine into a
powerhouse of opportunities, all centered around the magic of
an open house.

To start out each week, think about your Idea Client. For an
open house usually agents just do the 3 P’s, “Put a sign out, post
it online and pray it sells”. As a real estate professional, this is
a failure. Who are you marketing to? Are you really hoping a
random buyer will show up? Going back in the history of real
estate sales, open houses were always required to have a door

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

10 - June 2025

REALCOP

COMNSULTING

SHAWN CARDOZA

Founder of RealCop Real
Estate Coaching, a division of
Legacy Real Estate Inc. Real
Estate Coach with Icenhower

Coaching & Consulting

knocking session either Friday night before the Saturday open
house or Saturday morning. But the door knock was always
where the action happened. Over the last ten years I hate to say
it, agents have gotten lazy! So in this article I'm going to help
show you how to have a crazy successful workweek with just
using the open house as the daily excuse!

Before you dive into the week, take a moment to envision your
ideal client. Are you on the hunt for eager buyers, motivated
sellers, or savvy investors? Hopefully you are answering this
question by saying SELLERS!

Day 1 Monday: Circle Prospecting Adventure

Start your week with a splash by diving into circle prospecting.
The extended neighborhood beyond the first few streets of the
subject open house listing. Save those streets for another day.
Picture this: a charming neighborhood, a property ready to
shine, and you, the friendly real estate guide, inviting everyone
to the upcoming open house. Forget about boring flyers;
instead, engage in genuine conversations with neighbors.

Your mission? To invite at least 20 people to the event. This
isn’t just about promoting the open house—it’s about building
connections and uncovering potential buyers and sellers. YOU

MUST ASK IF THEY WILL COME. Give an actual invite and

say, “We are doing a SPECIAL open house a few blocks over
and wanted to give you a personal invite to see what your
neighbors home is and what it’s selling for. We have found that
usually a neighbor knows someone wanting to move into the
neighborhood. So I promised the seller I would ask

Day 2: Neighborhood Treasure Hunt

Tuesday is all about exploring the streets surrounding your
open house. Think of it as a treasure hunt, where the prize

is finding neighbors who might know someone eager to

move into the area. Armed with a simple script, invite them

to the open house, highlighting the chance to discover the
neighborhood’s hidden gems. Don’t forget to exchange contact
info—it’s your secret weapon for follow-up reminders!

Day 3: FSBO and Expired Listings

Wednesday is your day for a real estate safari, targeting For
Sale By Owner (FSBO) properties and expired listings within
a mile of your open house. Approach these homeowners with
a fresh script, inviting them to see what the neighborhood is
buzzing about. This isn’t just about market insights; it’s your
chance to shine as a real estate guru. By offering to share
potential buyers, you’re creating a win-win relationship. You
can even ask the FSBO’s if they would like to hold an open
house at the same time and you’ll send buyers their way if they
will send buyers your way!

Day 4: Sphere of Influence

Thursday is all about throwing a party with your sphere of
influence! Reach out to friends, family, and past clients, inviting
them to the open house extravaganza. Ask if they know anyone
looking to buy or sell—your personal touch could lead to
golden referrals. And don’t forget to mingle on social media,
connecting with five new contacts to expand your reach.

Day 5: Vendor Collaboration

Wrap up the week with a vendor collaboration! Call up your
network of lenders, escrow officers, attorneys, Handymen and
contractors, inviting them to the open house. This isn’t just
about strengthening relationships; it’s about opening doors for
cross-referrals. Chat about mutual recommendations, boosting
your credibility and expanding your client base.

By dedicating each day of the week to a specific lead generation
strategy, centered around an open house, you’re not just
building your business—you’re creating a vibrant community
of connections. This fun and engaging 5-day plan will elevate
your real estate career, making you the go-to expert in your
area. So, gear up for this exciting journey and watch your real
estate dreams come to life!

Central Valley Real Producers - 11



INVISIBLE INTRUDERS
ARE LURKING IN YOUR HOME

Call Today.559-999-4852

Mold Inspections - Air Testing - Remediation

12 - June 2025

REASSURANCE PRECISION  PERSONAL ATTENTION

CENTRAL VALLEY
4 /ffﬁ:‘ffrfr / :’;‘(’am} s

Rest assured Central Valley Medical Aesthetics, An
experienced team of Nurses, Estheticians and a
Board Certified Plastic Surgeon, we match our
extensive expertise to meet your personal skin care
needs. By creating a customized plan to achieve
beautiful and natural looking results.
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CALL 556-409-2048 » E}-E
1

L ]
j:l' WWW.CVMAOFVISALIA.COM
b
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NMC

NANCY MOTA CASTILLO

cere

EXPERIENCE
MATTERS

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!

SCAN TO
LEARN MORE NANCY MOTA CASTILLO

SR LOAN OFFICER

NMLS #284902
NANCY@CORELOANS.COM
559.909.6116

Hablo Espanol

NANCYHOMELOANS.COM

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

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!

Helping people on their
fitness journeys since 2015

O
o
Matt Garcia

Matthewg8956@gmail.com
559.827.7384

§ SNAPNHD

559.696.0357 559.215.7404
HEATHER@SMNAPNHD.COM LISAQ@SNAPNHD.COM

- “a ﬂ T
¥/
L N /d“ X
F - PROPERTY ID
/ :[ 559-805-0675
‘- E;r N BROOKEgPROPERTYID.COM

PROPERTYID.COM

Misty Mastro
(559) 261-9765

SERVPRO of Fresno Northwest misty @servprofnw.com

4 TIRLITE .

2 : ].‘ ’J.g; vl 7- '

WOVERS

> 'Cont?(':'ﬁiago Paim for a FREE QUOTE | [(559)753;9945
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THE DOWNLOAD

PROFESSIONAL STANDARDS & ETHICS:

PROTECTING YOUR REPUTATION AND
BUILDING TRUST IN REAL ESTATE

SUBMITTED BY TULARE COUNTY ASSOCIATIONS OF REALTORS MEDIA AND PR COMMITTEE

In a time when public trust is more
valuable—and more fragile—than
ever, your reputation as a Real Estate
professional is everything. It’s your
brand, your promise, and the currency
that fuels referrals and repeat business.
That’s where your local, state, and
national REALTOR® associations step
in—not just as advocates or resources,
but as protectors of your professional
integrity. At the heart of that protection
lies the REALTOR® Code of Ethics.

Unlike non-member licensees,
REALTORS® commit to a higher standard
of professionalism, accountability, and
ethical behavior. The Code of Ethics isn’t
just a list of dos and don’ts—it’s a living
document that outlines how we conduct
business, treat clients, interact with one
another, and uphold the integrity of the
industry. It’s updated annually to reflect
the evolving needs and values of the
public and the profession.

Why It Matters

Being a REALTOR® means more than
having a license. It means you're
committed to the gold standard

of service and trust. The Code sets

you apart in a crowded market by
offering a clear framework for ethical
decision-making. Whether it’s Article

1’s commitment to your client’s best
interest or Article 12’s responsibility to
present a true picture in advertising, the
Code outlines how to navigate situations
with professionalism and respect.

For consumers, this isn’t just a
technicality—it’s a promise. A recent NAR
survey found that over 80% of consumers
are more likely to trust and work with
agents who are held to a higher ethical
standard. They want someone who will
tell the truth, advocate for them fiercely,
and handle their transaction with care.
When clients know you’re bound by a
code that puts them first, they can move
forward with confidence.

14 - June 2025

Homeownership Month: A Time to
Reflect and Reaffirm

June is National Homeownership Month
—a time to celebrate the power, pride,
and stability that come with owning a
home. It’s also a moment to reflect on
the professionals who make that dream
a reality. REALTORS® don’t just help
people buy and sell homes; they serve
as trusted guides, fierce advocates,

and ethical stewards of the American
Dream. By holding themselves to a
higher standard, REALTORS® bring
credibility and care to the process of
homeownership, ensuring that clients
feel protected, heard, and supported
every step of the way.

Protecting Your Reputation

Let’s face it—Real Estate is personal. One
deal gone sideways can ripple through
your local reputation. That’s where
the Professional Standards process
matters most. Your association offers

a structured, peer-reviewed system to
handle disputes between REALTORS®
and between REALTORS® and clients.
Whether it’s arbitration or ethics
hearings, this system ensures a fair,

confidential, and enforceable path to
resolve issues without landing in court—
or the court of public opinion.

Having this process protects not

only the public but you. It reinforces
professionalism, offers accountability, and
upholds the credibility of the REALTOR®
brand. It’s not just about disciplining

the few who violate the Code—it’s about
elevating all of us who work every day to
build trust and do the right thing.

What You Can Do

Revisit the Code regularly. Treat it as more
than a requirement—it’s your compass.
Attend local ethics training, stay engaged
in your association, and take pride in the
fact that you're held to a higher bar. Use

it as a differentiator in your marketing,
too: “I'm a REALTOR®, which means I'm
committed to a strict Code of Ethics—
something not all agents can say.”

At the end of the day, ethics isn’t just
good business. It’s who we are—and
during National Homeownership
Month, it’s what sets us apart as trusted
professionals in a life-changing journey.

REAL ESTATE MEDIA

Qs _EVERY HOME HAS A STORY,

WE HELP YOU TELL;T =

? GarageExperts

RESIDENTIAL
GARAGE FLOORING

L

{1} CUSTOM GARAGE
CABINETS
AND STORAGE

TRANSFORM

Your Garage

With Premium Epoxy and Polyaspartic Flooring
and Custom Cabinets

(559) 826-4968 garageexperts.com

R 4

© 2025 0Id Republic Title

5 dafiafss
* *

% OLD REPUBLIC TITLE
A Do O e

*

MOBILE HOMES - AGRICULTURAL
| COMMERCIAL - RESIDENTIAL

CONTACT US TODAY TO EXPERIENCE THE ORT DIFFERENCE!
FRESNO OFFICE: 7451 N. Remington Ave. Fresno, CA 93711 | 559.440.9249
KINGSBURG OFFICE: 1470 Draper St. Kingsburg, CA 93631 | 559.538.1036

oldrepublictitle.com

" | OLD REPUBLIC INSURANCE GROUP
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PARTNER SPOTLIGHT

COACH LEVELING UP

THE TRANSFORMATIVE JOURNEY
OF COACH RONNIE HOLLEY

WRITTEN BY ASHLEY KIVISTO * PHOTOGRAPHY BY AMANDA BRAZZELL WITH REAL AUTHENTIC HUMAN MEDIA

From overcoming personal challenges to becoming a mentor and entrepreneur, Coach
Ronnie Holley’s story is one of resilience, self-improvement, and giving back. Through
mentorship, dedication, and a commitment to helping others reach their full potential,

oach Holley inspires everyone
he meets to level up. Whether
coaching kids in football,
training athletes, or giving motivational
speeches to professionals, Coach Holley
leaves people feeling recharged and
motivated. But this wasn’t always his
persona. Growing up, Coach Holley
struggled with anger management and
emotional control. Without a father
figure, he had to figure out for himself
how to become the man he wanted to
be. His mother, noticing his struggles in
school, worked hard to get him the help
he needed. Coach Holley was diagnosed
with autism and ADHD, which led
to an Individualized Education Plan
I b (IEP), providing him the tools to learn
his way and attend therapy and anger

= w—— =
e, = e T management classes. Coach Holley

worked hard in high school and
achieved his goal of “leveling up” when
he successfully exited the IEP program.
Despite this achievement, he found

‘\'\} himself hanging out with the wrong

- A . crowd, and eventually, a bad decision
f ‘\\ landed him in boot camp for a year. “I
. e N — \ Ny had nothing but time to think,” Coach

— Holley recalls.

-
e

Coach Holley grew up with little
financial support as the second
youngest of 11 children. His father was
imprisoned when Coach Holley was
just a year old and wasn’t released until
Coach Holley was 17. Living in a tough
neighborhood, Coach Holley fought the

Central Valley Real Producers - 17




temptation to follow his peers down a
dangerous path. During his time in boot
camp, he learned a life-changing motto
that still hangs in his office today:

“If you can control your thoughts,
you can control your emotions. If you
can control your emotions, you can
control your words. If you can control
your words, you can control your
impulses to react.”

After completing his year at boot camp,
Coach Holley knew he had work to
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do in order to secure a better future
for himself. “2012 was the year that

I decided to level up and change my
life,” he explains. It took some time to
rid himself of the desire to make bad
choices, and it was an uphill battle.
During these years Coach Holley spent
time playing football and running
track. He had run track in school since
the third grade, and played football in
high school at the encouragement of
his friend Darius. Darius also served as
a motivator and role model for Coach
Holley, alongside other friends, showing
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him how to balance school and sports,
and how to stay out of trouble. With
this positive support, Coach Holley
graduated from Mt. Whitney High
School in 2013.

In 2013, Coach Holley “stepped into
his purpose” when he was accepted

to Modesto Junior College. As the first
in his family to graduate high school
without a GED, he set his sights on

a bigger goal—becoming the first to
earn a college degree. College was
challenging, but it taught Coach Holley

valuable lessons about independence,

focus, and balance. He learned how to
manage social life, work responsibilities,
and hold himself accountable. After

two years at Modesto, Coach Holley
transferred to Adams State University
in 2016, then to Azusa Pacific University
from 2017 to 2018. Throughout his five
years in college, he played both college-
level football and ran track. He earned
his degree in Mass Communications,
minoring in Kinesiology.

In 2018, Coach Holley’s professional
football career began with a short
but impactful three-year stint. He had
the opportunity to play for the CFL’s
BC Lions and the NFL’s Indianapolis
Colts, but an injury cut his career
short in 2020.

During his football journey, Coach
Holley was influenced by several

key coaches, including Coach Marty
Martin at Mt. Whitney High School.
Coach Martin once invited Coach
Holley into his office and told him he
saw great potential, but he needed

to focus. “I need you to believe in
yourself more than I believe in you,”
Coach Martin advised. This advice
had a lasting impact on Coach Holley,
and he now shares it with the kids
he works with. Coach Holley keeps in
touch with Coach Martin and his track
coach, Kim Moshier, visiting the Mt.
Whitney campus to stay connected
and inspire the next generation.

After his football career ended, Coach
Holley felt a pull to return to Visalia.
He earned his ISS training certification
and launched Absolute Body Armor, a
gym focused on helping athletes and
families “level up” through customized
training. While working with clients,
Coach Holley quickly realized their
struggles went beyond the physical.
“When I started training, I realized
that people were struggling more
mentally than they were physically,” he
reflects. Inspired by his own journey,
Coach Holley wanted to support his
community not just physically, but
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mentally and spiritually as well. This led for motivating others and helping them Coach Ronnie Holley’s journey is a
to the creation of AAMP, a mentoring reach their full potential has led him powerful reminder that no matter
program aimed at developing student to speaking engagements that inspire the obstacles, with the right mindset
leaders in a safe and supportive audiences of all backgrounds. Having and support, anyone can level up. By
space. Coach Holley saw a need in his Coach Holley in a room is a valuable embracing change, believing in himself,
community and eagerly set out to fill it experience for everyone involved. As and helping others do the same, Coach
with passion and purpose. he puts it, “I'm worried about impact, Holley is not just building his own
change, and inspiring others.” future, but shaping a brighter one for
Coach Holley also owns Amplify, Amplify, those around him. Y 4 A R
a collaborative resource company that Professionally, Coach Holley identifies
utilizes programs, services, and social as a coach, trainer, mentor, and speaker.
media as leverage. Amplify has built a At home, he’s a father and a husband.
strong track record of helping clients He has two children and he and his wife
grow their businesses. With over 115,000 are expecting their first baby together ABSO LUTE COMFO RT
followers worldwide, Coach Holley’s later this year. Looking ahead, Coach LIMOUSINE
businesses continue to thrive and expand. Holley’s dreams are big. Among other s JUST A RIDE!
goals, he hopes to open training facilities
Today, Coach Holley is involved in a for families across the country. “I'm all
variety of ventures and has his sights about building the future, leading with

set on even bigger goals. His passion purpose and gratitude,” he says. Paul Mendes ¢ 559.334.3234 ¢ absolutecomfortlimousine.com

1 A ..
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Your clients deserve

Follow Coach Holley and all the
exciting things he is doing on
Instagram @coachholleyofficial. f
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YOUR LOCAL MORTGAGE BROKER |4 1

1200 S Woodland St, Suite D

Visalia CA 93277

high cost of ur{éxpegted 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
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SUPER AIR, AIR CONDITIONING
REPAIR AND INSTALLATION.

Air Conditioning and Heating - Commercial Services
HVAC Inspections

(559) 394-4878

help@superairrepair.com
License #1021965

il ||||||||C ENTURY A HOME FOR EVERY DREAM.®

— COMMUNITIES®

WHAT YOU?

Earn Up to a 2.5% Commission*
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Reedley Hanford Visalia Tulare
BRAVADO LIVE OAK LARKSPUR LIBERTY HILL
Low $400s Low $400s Low $400s Low $400s

CenturyCommunities.com/CentralCalifornia | 559.226.9251

*To be eligible for a commission, (1) agent/broker must be an active real estate licensee in the state where the home is located; (2) agent/broker must accompany and register buyer
on buyer’s first visit to a Century Communities sales office; (3) agent/broker and client must sign and return Century Communities’ broker referral agreement before or at time buyer
signs a Purchase Contract for the home and comply with all of the terms of such agreement; and (4) buyer must close on the home per terms of their Purchase Contract. Since seller
reserves the right to modify or discontinue this program at any time without notice, please call the applicable sales center in advance to confirm that the program is still in place.
Commission offer not valid for Purchase Contracts signed by buyer prior to publication of this advertisement. Commission offer not valid for sale of multiple homes to the
same buyer, which will be addressed separately. Commission varies per community and home site and cannot be used with any other special offers. Prices, plans, and
terms are effective on the date of publication and subject to change without notice. Depictions of homes or other features are artist conceptions. Hardscape, landscape,
and other items shown may be decorator suggestions that are not included in the purchase price and availability may vary. Offered for sale by BMC Realty Advisors, Inc.
s maNNS Real Estate Broker, License #01920450. General Contractor, License #971581.©02/2025 Century Communities, Inc.
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How a tragic loss led Mike
R. Allen to build the largest
Century 21 franchise in the
San Joaquin Valley.

WRITTEN BY ASHLEY KIVISTO

PHOTOGRAPHY BY CHRISTIAN WITH
HOUSEHUB MEDIA

During his senior year of high school,
Mike discovered a natural talent and
growing interest in economics. He
dreamed of joining corporate America,
climbing the ladder, and forging his
own path—one that didn’t follow in

his parents’ footsteps. Determined

to succeed, he put himself through
college at Fresno State, where he
earned a degree in Business. After
graduation, Mike landed a corporate
role with a major lighting manufacturer
and quickly thrived, managing the
company’s Eastern United States
accounts. When that company was sold,
he pivoted and moved to Greenville,
South Carolina, taking on the role

of Director of National Accounts at
Hubbell Lighting Inc. There, he led a
team of 30 and oversaw $70 million in
business, handling major accounts with

companies like Walmart, Lowe’s, and
Blockbuster. Mike believed he was living
the dream—but life had other plans.

At the time, Mike was visiting his family
in California a couple of times a year.
During one of those trips, his father
unexpectedly and tragically passed away
from a heart attack at just 53 years old.
He had been running a small brokerage
with seven agents and had a new office
building under construction, only 50%
completed. Without him, the business
was at risk. “I had a decision to make,”
Mike recalls. After taking some time to
consider his options, Mike ultimately
chose to move back to California

and take over his father’s real estate
brokerage—something he had never
envisioned for himself. Feeling a strong
pull to return, he gave his company 60
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days’ notice and earned his broker’s
license in just three months. With no
prior experience in the industry, not
every move was a win. “Every failure is
a lesson,” Mike says of his early days at
the helm. Still, he successfully convinced
the bank that was financing the new
office building to stay with the company
in his father’s absence and quickly grew
the brokerage from seven to 30 agents.

Mike wasn’t entirely new to real estate—
he began investing in properties in his
mid-twenties with guidance from his
father. While his dad offered advice,
Mike never inherited any property; he
acquired all of his investments on his
own. The relationships he built during
those early years of buying and flipping
properties gave him a valuable head
start when he took over his father’s
brokerage. “Those early relationships
laid the foundation for growth,” Mike
explains. These days, he prefers to buy
and hold properties rather than flip
them. “There’s no better way to invest
your money,” he expands.

When Mike took over the business, he
felt he had reached self-actualization
and wanted to help others do the same.
After growing the team to 30 agents, he
franchised the brokerage with Century
21in 2008, doubling business in his first
year. Today, Mike is the President/Broker
for the largest Century 21 franchise

in the San Joaquin Valley and a top

25 franchise in the U.S, overseeing six
offices and 350 agents. His accolades
include Realtor of the Year (2011),
RISMedia 2025 Influencer, Top Listing
and Selling Producer in Century 21
(multiple times), and Top 100 Century 21
Agent in California. As acting President
since 2017, Mike remains committed to
agent development, offering training,
coaching, and mentorship. “I never
would have fathomed we’d be at this
level,” he reflects on his start at a small,
seven-agent brokerage.

Much of Mike’s success can be attributed
to his recruitment strategies. He and his
team recruit based on core values: doing
business the right way, being relentless,
providing clients with extraordinary
experiences, and “giving where they

s
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live.” “We’re very much about giving
back to the community that we’re
blessed to work in and make a living in,”
Mike says. He proudly shares that his
agents gain both ROI and ROL—return
on investment and return on life. They
not only find financial success, but also
enjoy a positive experience, strong
support, professional growth, and a
better work-life balance.

Mike is an avid reader, consuming
around 30 books a year. Here are a few
of his recommendations:
* Good to Great by Jim Collins
» Jacocca: An Autobiography
by Lee Iacocca
* The Art of the Deal by Donald Trump
» Rich Dad Poor Dad by Robert Kiyosaki
* The Millionaire Next Door by Thomas
J. Stanley and William D. Danko
* The Compound Effect
by Darren Hardy

Also published author, Mike shares
his wisdom through his own book:
The Quantum Real Estate Agent:
The Blueprint for Developing Your
Competitive Edge. The book outlines

ten quantum abilities that can serve as
a blueprint for any real estate agent’s
success, from thinking beyond limits to
leading others with integrity.

Mike R. Allen’s story is a testament to
the power of resilience, adaptability,
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and continuous growth. From his
humble beginnings to his leadership
in the real estate industry, Mike’s
path shows that success isn’t just
about financial gains—it’s about the
experiences, the lessons learned, and
the impact you have on others.
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What does it mean to be rich?

Is it being your own boss? Having
more stories to share, or time to
give? We'd like to hear what makes
your life feel rich —and help you get
there.

VISIT 0§ AT
CORELOANS. COM
OR SCAN BELOW:
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ASSISTANCE FINANCING

"LOCATIONS
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Mike Young
Financial Advisor

edwardjones.com/mike-young
527 S Pinkham St | Suite B
Visalia, CA 93292
559-732-2836
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INSURANCE

Our core philosophy
is to challenge the status quo
of how the insurance k
industry operates. Create \
complete transparency in )
a muddied system from

the consultant to the

insurance carrier side,

analyze forward

and help guide

employers to new
opportunities in the
insurance process.

thinking strategies g

("Chase biss

(559) 680-2334 | cdias@28ins.com | 28ins.com

REACH QUT TO LEARN MORE OR EXFPLORE
ADDITIONAL PROGRAMS AVAILABLE!

(559) 808-2673
INFO@CORELOANS.COM
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PROPERTY MANAGEMENT

PROPERTY
MANAGEMENT

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

/ﬁ\ Property

Management

®
=& Lease
Administration

Collect

ks
CONTACT US TODAY
Monica Morales
559.713.6998 | monica@legacy.org

lient: Smee Homes In¢
Size: 1/4
Location: Standard
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Born in Hollister, Ca raised
in Modesto, California,
Maggie Sanchez grew up

in a traditional Hispanic
houschold where family was
the heartbeat of everything.
Close-knit and deeply rooted,
she met her husband—in her
high school ycars—when she
was a just teenagers. Now,
with over 25 years of marriage
and three children—Celeste,
Isabella, and Jordan—plus

a fur baby named Cocomo,
family continues to be the
foundation of Maggie’s life
and success.

As a young woman, Maggie dreamed of
becoming a California Highway Patrol
officer. But after starting a family early
and with encouragement from her
husband, she chose a safer and more
stable path—working in the medical
field. For years, she poured her heart into
healthcare, working long shifts while
raising her children, yet family kept
calling. When her parents relocated from
Modesto to Exeter, Maggie found herself
constantly traveling between the two
cities to spend quality time with them.
Eventually, love for her family led her to
pack up her life and move to Exeter.

Once in Exeter, Maggie wasn’t able to
find a job in the medical field she shifted
to fincances, but life had more in store.
Her love for coffee (and perhaps a touch
of sleep deprivation from parenting




and working long hours!) inspired her
and her sister to open Java Island, a
cozy coffee shop in town. Maggie, who
joked about not being a morning person,
learned that 5:30 AM came earlier than
she liked—but she showed up, every
day, with the same hustle she brought to
everything in her life.

Even as she balanced motherhood and
running Java Island, Maggie found
herself increasingly drawn to real
estate. In the early 2000’s, she spent
hours scrolling through homes on
PMZ, Century 21, and Coldwell Banker
websites while working at the hospital.
Her curiosity sparked into action when
she did her first flip with a friend back
in 2013. Though that experience ended
with her partners keeping the house and
Maggie receiving only a nominal fee, it
ignited something in her.

She had once studied real estate at
Modesto College during her early
pregnancy but never finished. In 2014,
she and her sister made a playful bet
to finally get licensed. Maggie was still
juggling Java Island and motherhood but
jumped in headfirst. She called around
to get mentorship from other agents—
and unknowingly walked into what
turned out to be a panel interview.
Preston, the broker in the room,
immediately saw her potential and
offered her a spot on his team, even
before she was licensed.

With his mentorship, Maggie got
trained, got licensed, and began
closing deals. In December
2014, she made the difficult
decision to close Java Island and
go all-in on real estate. By January
2015, she found herself driving past
her old coffee shop with a heavy heart,
battling doubt and depression. But she
looked at herself in the mirror and said,
“I have to make it work.” She didn’t have
a sphere of influence in Tulare County
since most of her friends and family
were in Modesto, didn’t even know the
surrounding cities—but she was all in.

She hustled. She handed out flyers in
parking lots, farmersmarket, marketed
outside H&R Block, and showed up
every single day at the office just to

WELCOME © EXETER




soak in the language of real estate. She
help out Melissa Sanchez & her Broker
Preston doing Broker Price Opinions
(BPOs), learning the nuts and bolts of the
business. Her cousin and cousin uncle,
both flippers, began using her as their
agent. Soon, Maggie’s husband joined
the flips, and Maggie started finding
the trades and scouting opportunities.
It wasn’t long before she said to him, “I
want to flip! I want to flip!”

That passion only grew. In 2021,

she met real estate investor Jason
Pritchard during the pandemic. He
challenged her to expand her portfolio
and up her original goal to own 20
doors by the time she turned 50. The
next time they met, Maggie proudly
told him she had 17—and today, she
owns 23 doors and counting.

Now, with over a decade in the

business, Maggie Sanchez is not only a
top-producing realtor but the current
President of the Tulare County Realtor
Association. When first approached
about the position, she doubted whether
she had the value to bring to the role—
but others saw leadership in her. Maggie
has made it her mission to inspire
others, uplift new agents, and advocate
for the industry on a local and state
level. She moderates on state level for
the Latino Professional Network and is
preparing to expand her influence to the
national stage in the coming years.

In 2024, Maggie took another bold
step—she opened her own real estate
office and is building a team grounded
in collaboration, not competition.
Her agenda as association president
is simple but powerful: “Refresh and
Reset.” She is constantly asking for
new ideas and fresh perspectives.
Her mantras—”My network is my
net worth” and “Committees are for
collaboration, not competition”—are
words she lives by.

With dreams of reaching 100 doors in
the next eight years and plans to travel
to Greece and Portugal with her family,
Maggie Sanchez shows no signs of
slowing down. As she puts it, “There is
no time to rest right now. I feel a fire and
pressure to meet my goals.”
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From coffee cups to closing costs, Maggie’s story is one of grit, growth, and a relentless
commitment to family, community, and legacy.
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INSURANCE

"Fast and easy help!
Very affordable...! 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.”’

o Kelly Brooks Insurance &
Financial Services
Kelly Brooks
559.358.0917
kbrooksagency@gmail.com
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LET’S GET GIVE THE
PACKING GIFT
WITH EZPAK CLIENTS NEED
RENTAL WE CAN BILL
BINS ESCROW

We Deliver You Pack & Move We Pick Up
Our plastic bins Save time and After you move,
are delivered to money with our we pick up the

your current easy to pack, plastic bins at
location. stack and move your new
plastic bins. location.

Fresno, Kings, and Madera County - 559 470 7904

Fresno’s Original Rage Room
PLUS SOOO MUCH MORE!"!

TRAUMA WAS NEVER MEANT TO BE A DESTINATION!
IT'S TIME TO GIVE YOURSELF
PERMISSION TO RELEASE WHAT NO LONGER SERVES YOU!

WE ARE AN HOLISTIC, ARTISTIC
AND THERAPEUTIC, ALTERNATIVE
MENTAL HEALTH, TRAUMA
TRANSFORMATION CENTER!

ALL AGES ARE WELCOME!
FAMILIES AND INDIVIDUALS
GREAT FOR TEAMS.

THEARTOFANGER.COM
559-420-7706

>
L
Close More Sales witr!f'a Mortgage Lender

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

IMWVF | FINANGIAL

mvloans.com « 559-206-0400 . 7644 North Palm Avenue, Fresno
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FOCUS ON CLIENTS,

WHILE WE
HANDLE THE
DETAILS.

OPTIMAL COVERAGE

—

SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.

+ CERTIFIED TRANSACTION COORDINATOR
+ CERTIFIED ZIPFORMS TRAINER

UEEEEDEN] CRISTIE CLEMENTS
(559) 333-8482 + confidentclosingstc@gmail.com

Jimenez

(559) 230-7747
damon.jimenez@gmail.com
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Designed for comfort and function, the
home features stained-glass windows,
a sewing room, loft, intercom system,
and an enclosed breezeway to the
laundry and 3-car garage. The chef’s
kitchen is outfitted with a Jennair
cooktop, dual ovens, two dishwashers,
and custom cabinetry—ideal for
entertaining in both the breakfast
nook and formal dining room.

Each bedroom has private outdoor
access, and the primary suite includes
a soaking tub and dual walk-in closets.
Outdoors, a heated pool with safety
fencing, pool house with kitchenette,
and rooftop deck create a true
entertainer’s paradise. Additional perks
include a wet bar, diesel generator,
domestic and ag wells, Madera
Irrigation access, and a 1,000-gallon
owned propane tank.

Rural luxury at its finest—schedule a
private tour of this Central Valley gem.

Island Drive Madera, CA 93636

PHOTOGRAPHY BY DANNY KLORMAN PHOTOGRAPHY
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$999,000 Presented by Jordan Mulrooney with Remax Success

Welcome to a stunning Spanish Villa
estate in Madera, CA—where rustic
charm meets modern luxury. This
3-bed, 3-bath home sits on beautifully
landscaped grounds with fenced
pastures, mature fruit trees, and
panoramic countryside views. The
soaring 24-foot ceilings, wood pellet
stove, and expansive windows create a
warm, inviting space.
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BRANDING BY TONYA
Brand Pho’cographer

Tonya Riggs

www.branding.designsbytonyar.com

Fresno | Clovis | Central Valley

VALLEY CUSTOM CLOSETS

FIND YOUR

DREAM CLOSET

Elevate your space when

contemporary design meets comfort

L

VALLEY CUSTOM

—— — CLOBETE — —

Building Dreams With Two Decades of Expertise:

Your Partner

In Home Financing

Se habla espafiol

NORMA
TAKAHASHI

Loan Officer
NMLS: 2514928
559-361-6930

Schedule a phone call with me!

NEXA

ortgage B
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FIDELITY®
NATIONAL

HOME WARRANTY
Wichaela ﬂexfw

BUILT FOR AGENTS,

Trusted by Homeowners

SEE HOW | CAN
HELP COVER
YOUR CLIENTS!

209.639.2344

michaela.reyes@fnf.com

For memories that last

! Day-of Coordination & Event Planner
Samantha Adney

(559) 471-5708

connectatsamanthasevents@gmail.com
@events.by.samantha
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foust choice

for the ULTIMAT

and most Luxurious

Facial Experience.

By combining modern
modalities with NEXT
GEN formulas, we CAN

achieve the skin you

really want to live in.

Scan for
more info:
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Visalia's #1
leading
Hydrafacial
~ Provider.
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Call me today,
let's make your skin FABULOUS!
559-679-2240
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Amparandesign.com Showroom in Kingsburg!

DRIVE WITH CONFIDENCE
BMW MAINTENANCE PLANS.
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BMW Fresno
7171 N. Palm Awve. Fresno, CA 93650
www.BMWFresno.com

i
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*********** e ———————————
e R ittt — from $2,500
RUBEN ROLGUIN ——
VINTAGE HOME SPECIALIST | MELSON REALTY e
559.280.9384 = SECT' ONALS

LICENSE# 01219337
MADE IN USA from $3,850
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(559) 207-3077

MPARAN DESIGN

Furniture - Lighting - Rugs

FOLLOW US!

@amparan_design

CHAIRS

from $1,600

BEDS

from $1,950



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

California Association of REALTORS® Certified

WIN

HOME INSPECTION
Wi

SERVING THE ENTIRE

Nathan Houck - Owner/Inspector

WIN Home Inspection Visalia
www.wini.com/visalia
559-303-5100

WIN Home Inspection Hanford
www.wini.com/hanford
559-415-3500

WIN Home Inspection Porterville
www.wini.com/porterville
559-615-5505

L__
SERVICES INCLUDE:

. Home inspection . Sewer Scope

« Pre-list inspection . Mold Test
. Pool & Spa

Rob Blackstone - Owner/Inspector
WIN Home Inspection Madera-Merced
www.wini.com/maderamerced
559-674-5332



