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L INSUBRANCE AGINCY

www.ohanatitleutah.com | 801.758.7277

The Ohana Why

“We believe that every human who walks through our door is
to be treated like family because we are built on family. We

believe in honest, transparent, loyal, loving, authentic Top l% Mortguge originutor

relationships and will carry these values to our clients and

their clients. Your peace of mind during the Real Estate in the Nation Since 2012

Transaction is our peace of mind. After all, Ohana means

family, and family means nobody gets left behind or forgotten Set ApO rt by S u CCeSS
(thank you Lilo and Stitch).” .

#WhereYouAreFamily Trusted for Your Clients’ Future.

a Award-Winning Service
/ Proven Expertise | 24-Hour Dedication
Efficient and Tailored Closings

NATIONALLY RECOGNIZED &
LOCALLY COMMITTED.
PARTNERTODAY!

Rodrigo Ballon, Branch Manager
858.735.0255

CrossCountryMortgage.com/Rodrigo-Ballon
NMLS #272011
Branch NMLS #2079383

THE RODRIGO BALLON TEAM

CROSSCOUNTRY MORTGAGE™ =




MOVE-IN READY HOMES EI B EI
AVAILABLE NOW

() Single Family (7] Townhomes [~ Condominiums

WITH ACCESS TITLE,

MOUNTAINS ARE
MEANT T0 BE MQUED

Customer Service
We're dedicated to customer service. We take pride in giving fast
personal service, offering quality, reliability, and accuracy.
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20+ Years of Experience

Founded in 1984, Access Title Company quickly
developed a reputation in the industry as the title
company that could get the difficult and
complicated transactions done.

ACCESS

TITLE COMPANY

Closing Anytime, Anywhere!

We make closings convenient for our
clients by closing whenever and
wherever they need us to.

18 .
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j E DG E h O m e S 'i?' - Together, We'll Scale New Heights!

DESIGNED FOR LIFE Paul Gehring, Vice President Dan Hall, President

Paul@AccessTitleCo.com Dan@AccessTitleCo.com
oS

I-‘ 8012211555 | AccessTitleCo.com
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Owner Publisher Editor
412-606-9954 951-233-4899
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Lauren Bell Mitzie Maletich Kendra Woodward
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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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We Understand How Important It Is to Get a Referral

Come Experience Our
360 Closings!

|
! #RedefiningTheExperience
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NOVATION

TITLE INSURANCE AGENCY

Karla Rivera

1 Relationship Representative
801-503-8266
Karla@NovationTitle.com

NovationTitle.com

Relationship Representative
480-455-7602
Tristan@NovationTitle.com
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Elevates Your Sales
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Staging & Design Services to
Transform Your Transactions
Ryan Taylor | 801-891-4074
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If you are interested in nominating people for certain stories, please
email us at: Mike.Maletich@n2co.com
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THE ULTIMATE

HOME INSPECTION PARTNERSHIP

THE LARSEN TEAM
Serving Salt Lake, Tooele,
Weber, and Davis Counties

801.875.8000

LarsenTeam.PillarToPost.com

[
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L
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Loan at the Best Rate
for Your Clients!

Over a decade of industry
experience

Expertise in tailored
mortgage solutions

Local presence for
community-specific insights

Professional interactions
with a personal touch

Dante Esquibel

LOAN OFFICER
NMLS #1027113 | ARBOR NMLS #236669

SCANTO
CONTACT
ME TODAY!

I 'll !

MyMortgageGuyDante.com
Dante@ArborFG.com LENDER



Preferred Partners

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!

Pillar To Post
David Weekley Homes (801) 875-8000

(385) 232-2999

Edge Homes Lars Taylor Studio
(801) 494-0150 (801) 891-4074

Innovative Construction First American Home Warranty
(435) 640-8709 (801) 633-8188

Central Electric My Housekeepers

(801) 467-5479 (385) 234-8396
HouseMaster Home Inspections You Got It Heating and Cooling
(801) 823-3133 (801) 719-7934

Your &mw{ is your

property [uves Wiée(,q

Peter
m Brand designer,
. strategist, and
ﬂ entrepreneur with
a deep passion for
turning bold ideas

into real-world
results.

Richard

Top Producing
agent with over 15
years of experience.

PRINCE DESIGNS

’.‘ L ¥ 7 BRAND BUILDERS

EXCLUSIVE FOR

LEARN MORE

o
*1,000 OFF

FULL BRAND PACKAGE

PRINCEDESIGNS.COM
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Overall Air
(801) 589-9911

Arbor Financial Group
(801) 819-9748

CMG Home Loans - Kim Hendry
(801) 688-0599

Cross Country Mortgage
(858) 735-0255

Fairway Mortgage
(801) 661-4749

NEXA Mortgage
(801) 604-5878

S&S Moving
(801) 710-9132

Purple Moss Photography
(801) 706-5204

Gage And Company
Real Estate Media
(385) 454-0632

McCarthy Media
(801) 541-6825

Mesa Media
(801) 516-4517

Utah Real Estate School, TSG
(801) 566-4120

24 Hour Flood Response
(801) 657-3969

Access Title
(801) 221-1555

Fidelity National Title of Utah
(801) 553-1800

Novation Title
(801) 727-8420

Ohana Title
(801) 758-7277

Prince Designs
(801) 879-2107

Prioritizing
Your Client's
Success,

G2

N
KIM HENDRY
TEAM

S|
CMG HOME LOANS

CORPORATE NMLS# 1820  fre:

LEN
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E—‘T‘h‘ﬁE.! Scan fo learn
raer b e how we can
5 help leverage
1 your business!

Kim Hendry
Area Sales Manager
Retail Lending
NMLS# 288635

801.688.0599

KHendry@CMGHomelLoans.com | CMGFl.com/mysite/Kim-Hendry
2241 East Murray Holladay Rd, Suite 125, Holladay, UT 84117
BRANCH NMLS# 2477668

CMG Mortgage, Inc. dba CMG Home Loans, NMLS# 1820, is an equal housing
lender. AZ license #0903132. Licensed by the Department of Financial Protection
and Innovation (DFPI) under the California Residential Mortgage Lending Act No.

4150025. Regulated by the Division of Real Estate (CO). Georgia Residential
Mortgage Licensee #15438. Registered Mortgage Banker with the Texas
Department of Savings and Mortgage Lending. To verify our complete list of state
licenses, please visit www.cmgfi.com/corporate/licensing and
Www.nmlsconsumeraccess.org.
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Discover the cutting-edge tools we offer to propel your success to new heights.

b Fidelity Live Farm @ | FidelityAgent ONE

@ Generate more listings and find Stand Out - Generate sleek,
more clients by gaining access to . ,
lists of potential sellers. professional seller’s net sheets.

HERE’'S WHAT SALT LAKE CITY’S TOP 500 AGENTS SOLD....

Convert Buyers — Use rent vs.
buy calculators to get them off the
fence.

@ Target specific groups with
intentional marketing.

@ Target neighborhoods with high
turnover rates.

$9,225,650,998

SALE VOLUME

. . . . Showcase Expertise — Create &
@ Build stronger .relatlonshlps with your text multiple estimates in minutes.
SOl through consistent, targeted

marketing.

Stay Versatile - Access
calculators for a variety of
transaction scenarios.

@ Establish yourself as the trusted
expert in a specific neighborhood.
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6925 Union Park Center, Q (801) 858-1400 @ Lesley Ulibarri @ Ryan Hoskins

Licensed Escrow Officer Licensed Escrow Officer

Ste 400 Midvale, UT 84047
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How Goal-
Setting Became
Heather Groom’s
Ticket To Success

WRITTEN BY KENDRA
WOODWARD
PHOTOGRAPHY BY
MARISSA MCCUTCHAN

Heather Groom wasn’t the kind of person who
sat back and waited for life to happen to her—
she chased down opportunity, negotiated with
it, and made it work in her favor. From the
moment she started delivering newspapers at
eight years old, she understood that success
wasn’t given; it was earned. Whether it was
selling the most books in her class to win a
prize, babysitting to afford things on her own,
or building multiple businesses from the
ground up, Heather always found a way to
carve her own path.

After leading an incredibly work-centric
childhood in Mesa, Heather graduated

from Brigham Young University and served
an LDS mission in Venezuela, all with the
interest of becoming a Spanish teacher. But
life had other plans. Her father, an engineer-
turned-broker, introduced her to real estate
early on and it lingered in the background
of her life for many years. As a child, she
recalls flipping through MLS magazines and
quizzing her dad on property values, often
joking that she was the only eight-year-old
in the state beginning to participate in open
houses on Saturdays.

Yet as an adult, Heather ended up building
and growing a market research company
over the course of her first career. In 2013,
despite the numerous high-profile research
projects she had serviced for several Fortune
500 companies, Heather shifted gears. She
and her husband, Brent, began investing in
real estate while also growing their furniture
and interior design company.

After having obtained her real estate license to
assist with the sale of their first home, Heather
came to the realization that while she was
already solving problems through her market
research business, she realized how impactful
real estate could be within that sphere. ““That’s
when I made this mental switch to ‘How many
people can I help’ and ‘What can I do to help
them?” Heather admits. “That’s when business
started really flowing.”

This epiphany placed real estate as more
than just an investment, too—instead, it
became a way to change people’s lives in a
more impactful way. “I remind myself of that
everyday...that I get the opportunity to be a

part of changing people’s lives for the better,”
Heather admits, recalling an elderly retired
couple she helped early on. With Heather’s
guidance, they walked away with a life-
changing amount of money and cried tears of
joy, thanking her for placing them in a much
better position than they had anticipated they
were going to end up in.

In 2023, six years after obtaining her license,
Heather ranked among the Top 100 real
estate agents in the state for luxury properties
and overall production, and by 2024, she

had climbed to #12. She’s been part of Gary
Keller’s National Top 100 Agent Group for
Keller Williams International for the past
three years, and alongside a powerhouse
support team, she’s become known for

her ability to find off-market properties,
negotiate top-tier deals, and for crafting smart
investment opportunities for her clientele.

Heather is the kind of agent who sees
opportunities where others see roadblocks.
For instance, when her husband was laid off
after nearly 20 years working for the same
tech company—just after they closed on a new
house, she didn’t panic...she doubled down!
She set a bold goal for 2024 to hit $1M dollars
in commissions within a year, and she did it!
“Life happens, and in real estate, we have an
opportunity to panic, but when we go into
that scarcity mindset, it hinders us. We have
to believe the universe will help us out! When
I changed my mindset, the universe helped
me make that a reality. So, you need to set life
goals and business goals. For me, that was a
big pivotal moment in my career.”

With a heart for helping others, Heather
dedicates much of her free time to serving
her community through positions on the Utah
State Board of Education, former president of
the Utah Federation of Republican Women, as
a board member of the National Federation of
Republican Women, former deputy campaign
manager for Governor Gary Herbert and
Lieutenant Governor Spencer Cox, former
judge and division chair for Best of State Utah,
and she maintains her involvement with
legislative efforts that impact real estate and
women’s advocacy. She currently serves as

a member of the Board of Trustees for Snow
College (as appointed by Governor Cox), and
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I remind myself
of that everyday...

that I get the
opportunity to be a part
of changing people’s
lives for the better.”

as an ambassador for the Utah Women in
Leadership Project.

At home, Heather and Brent are embracing
their empty-nester chapter with excitement.
With their three grown kids now following
their own paths, they’re making the most

of kid-free time by traveling, attending
concerts, and exploring local restaurants.
Joking that they finally have the time and
money to do fun things together, they’re
checking items off their to-do list like
traveling to all seven continents (with only
Antarctica left to explore) and having visited
40 countries already.

Heather is also mindful about balance and
prioritizing her health alongside her booming
business, focusing on gratitude for each

and every day, infusing that energy into the
universe itself. “Real estate agents tend to
forget to focus on themselves, but meeting
my life goals is just as important as helping
my clients meet theirs,” she reveals. Whether
she’s focusing on maintaining her personal
connections with her clients and engaging in
their own milestones via social media, or by
helping others through her involvement with
her community, Heather is living proof that
success isn’t about luck...it’s about mindset
and hard work. With every deal closed, every
client served, and every new goal set, she’s
continuing to create opportunities, not only
for herself, but for everyone around her.
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On-Time Project Completion
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* Mold

* Odor

* Allergens

R |

i g

. - N
George am Pam
Taylor, Owners

overallair

Partner Today with the Air Quality Experts
801.589.9911 | OverAllAir.com
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Let’s Partner for Success!
801-467-5479 | central-electric.com

YOU GOTIT!

HEATING & COOLING

FREE AC TUNE-UP

Hot weather is coming!
Give your clients peace of mlnd

When your client calls and references this ad, they'll
receive a free AC Tune-up, just for being your client!

YOUR TRUSTED HVAC SERVICE PROVIDER

®801-719-7934 YouGotltHVAC.com

Coverage
They'll Use

Within 90 days of starting

coverage, nearly a third of our 5§

members filed claims.* Be sure
your clients have comprehensive
home warranty coverage —
chances are they'll need it!

Contact me for details.

*Banecd on First Amenican Home Warranty first-vear neal estate conmessts

January 1, 2024 = Decomber 31, 2024,

firstamrealestate.com
Phone Orders: 800.444.9030

INNOVATIV

CONSTRUCTION PRODUCTS

Quality

Craftsmanship‘ gi ;?» »
for Lasting “ZA

Partnerships.

Scan to easily
partner with

us TODAY!
m; CHRISTENSON
2l OWNER

mﬁ: 435.640.8709
EI.i.,. INNOVATIVECONSTRUCTIONUTAH.COM

J

Your Local Resource

Heidi Shavor

801-633-8188
hshavor@fahw.com

"My #1 goal is to provide
budget protection for
your clients!"

Lauren Heininger

(801) 516-4517
Lauren@MesaMediaRealEstate.com
Salt Lake City, UT

BOOK US NOW AT FOLLOW US ON INSTAGRAM
MesaMediaRealEstate.com (O) @mesa.media
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PARTNER SPOTLIGHT
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ick Smith didn’t always have
N a clear vision for where life

would take him, but he knew
early on that he wanted to do something
meaningful...something that would help
others while also providing stability
for his family. At age 14, Nick was
admittedly on a path that could have led
him in the wrong direction — he was
getting into trouble, running with the
wrong crowd, and giving his parents
more than their fair share of headaches.

But something clicked when he realized
that the people around him weren’t
leading him in a positive direction, so he
made the conscious decision to change
his trajectory. He shifted his focus,
started playing sports, and surrounded
himself with positive influences and
structures. That choice essentially
altered the course of Nick’s life, setting
him on a path that would later define his
success in the mortgage industry.

Early on, Nick admits a lot of his work
ethic was deeply influenced by his
mother and by being the eldest child.
“My mom had a big impact on working
hard and sacrificing whatever she
needed to do to give us the best life she
could,” he says. So when it came time to
find a job while in high school, Nick was
already thinking more maturely than
other kids his age, and at age 16, he took
a job at a mortgage company, answering
phone calls and filtering leads.

When the company realized Nick’s
potential, they paid for his licensing
classes, which he completed the week
after his 17th birthday. Not realizing

he couldn’t take his final exam until

he turned 18, he had to wait until his
birthday. Fortunately, he passed the

test on his first attempt, preventing the
need to retake all the courses. While his
journey entering into the mortgage world

WRITTEN BY KENDRA WOODWARD
PHOTOGRAPHY BY PURPLE MOSS PHOTOGRAPHY
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was a bit unconventional, it gave Nick a
unique advantage on his counterparts
and by the time he was licensed, he

had already spent two years absorbing
knowledge, observing top loan officers,
and learning what made them successful.

As his career had just started getting

off the ground, the housing crisis and
Great Recession came barreling through,
hitting the real estate industry hard.

But while this experience may have
discouraged many professionals within
the industry, Nick admits he learned
some extremely valuable lessons
throughout that time - like learning how
to process his own loans, which allowed
him to work more efficiently and close
deals faster.

The hands-on approach and quick-
thinking characteristics he garnered
during this time eventually became
Nick’s trademark, and the cornerstone
of his success. Even now, as the leader of
The Nick Smith Team at Fairway Home
Mortgage, he’s willing to jump in at any
stage of the loan process with faith that
he can resolve any problems with ease
and efficiency - no surprises, no delays,
just solutions.

“We are able to provide an experience
where the client does not have any
surprises. We’re very thorough upfront,
we ensure our clients know what to
expect and know how the process works.
That ensures the loan closes faster, with
conventional loans averaging a 12-

day closing last year.” Speed, problem
solving, and leaving the client with zero
surprises is what makes the team at
Fairway Mortgage a crucial partner for
real estate agents to have on their side.

Beyond his efficiency and need to
keep things moving smoothly, Nick has
proven time and time again that he has

:' Why Speed and Solutions Are The
Focus At Fairway Home Mortgage

ASY

an eye for innovation. Including a new
initiative that focuses on helping his
clients who are working hard but may
not have the proper documentation

to show for their efforts. One of

the products he uses to resolve

this situation allows self-employed
individuals to qualify for a mortgage
using their 1099 income instead

of tax returns, while other DSCR

loan programs help qualify clients
based solely on their rental property
income. These services and products
have become a game-changer for
professionals in industries like

pest control sales, where large
write-offs can make traditional loan
approvals difficult.

Outside of work, Nick’s life revolves
around his family, most of whom
have moved to the area as well. The
Monterey-born Californian moved to
Utah at age six with his mother, and
grandparents. Together, Nick and
his wife, Ashlie, have two children,
Ruger and Charlie, and their Draper
home is nothing short of lively.
With two dogs, four goats, and 23
chickens, they’ve built a little hobby
farm, complete with a massive
garden. They enjoy camping and
traveling the country for Ruger’s
wheelchair-basketball league, and
in his free time he enjoys golfing,
fishing, and tending to daily chores
around the farm.

Looking ahead, Nick’s goals are
simple...he wants to help as many
clients as possible, but not at the
expense of quality service. “I want
them to feel like they are my only
client,” he prides. “Just being able to
create a path for them to either get into
their first home, dream home, or to be
able to create wealth with investment
properties makes it all worth it.”

Salt Lake City Real Producers - 23



“JUST BEING ABLE
TO CREATE A PATH
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GET INTO THEIR FIRST
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David Weekley Homes

at Terraine at our next event on June 25th!

Nestled in the foothills of Utah’s West
Bench is a thoughtfully crafted new
neighborhood where community,
nature, and adventure intertwine.
Here, rolling hills meet ridgeline views,
and mornings arrive in hues of pink
and gold. Welcome to Terraine — a
landscape rich with history and alive
with possibility.

David Weekley Homes is one of five
premier home builders bringing this
vibrant community to life, offering
eco-friendly homes that complement
the natural surroundings. Their two
single-family home collections, Reverie
and Aura, feature timeless architectural
styles including Craftsman, Prairie, and
classic Western. These homes not only
honor the legacy of the land but also
support Terraine’s focus on community
connection with thoughtful social
features like welcoming front porches.

Reverie and Aura homes offer an

elevated lifestyle for homebuyers
seeking comfort, community, and

26 - June 2025

SUBMITTED BY DAVID WEEKLEY HOMES

convenience. With homes prices starting
in the mid $500,000s, the Weekley
Collections showcase a variety of
expertly crafted floor plans tailored to
meet diverse needs and preferences.
Homeowners can expect the award-
winning quality, innovation, and
customer care that David Weekley
Homes is known for—delivering
unmatched Design, Choice, and Service
in every build.

According to David Weekley Homes,
what truly sets Terraine apart is its wide-
open, built-for-adventure environment.
With its distinctive “village-meets-camp”
style, life at Terraine kicks into high

gear the moment you arrive. Residents
are just steps away from meandering
trails, neighborhood orchards, elevated
overlooks, sledding hills in winter, and

a refreshing community pool called The
Plunge - perfect for warm summer days.

At the heart of the neighborhood is
The Shed, a unique on-site café, coffee
shop, and outfitter that serves as a
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vibrant social hub and gathering place.
Terraine’s neighborhood also includes
community gardens, serene pavilions,
and the charming Library Lantern, an
inviting nook that invites connection
through books and shared moments.

Families benefit from top-tier education
within the Jordan School District,
including a conveniently-located
elementary school. With exceptional
schools, lifestyle amenities, and
beautifully crafted homes, Terraine is a
place where belonging comes naturally.

Whether you’re a growing family, a
first-time homebuyer, or someone
seeking a close-knit neighborhood

with a connection to nature, David
Weekley Homes at Terraine present a
rare opportunity to plant roots in one of
Utah’s most exciting new communities.

FOR MORE INFORMATION,
VISIT TERRAINELIFE.COM AND
DAVIDWEEKLEYHOMES.COM.

Sy

BECAUSE

FIRST IMPRESS|NS,

CLEAN HOMES, FAST SALES, HAPPY CLIENTS

Put the "Wow" in Every Walkthrough
SCHEDULE TODAY! CRYSTAL LOPEZ, Owner

(385) 234-8396

myhousekeepersllc@yahoo.com
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Leaving the
Noise Behind

BIRD

WRITTEN BY KENDRA WOODWARD e PHOTOGRAPHY BY LEXI RAE PHOTOGRAPHY

With every sale, every negotiation,
and every relationship she nurtures,
Caterina Bird is proving that you

can create something beautiful from
nothing. From a childhood in a small
Moldovan village marked by hardship
to building a thriving real estate
career in the U.S,, her journey is one of
resilience, risk-taking, and relentless
determination. “I know what it’s like to
feel like the odds are stacked against
you,” she says. “That’s why I put my
heart into helping people take the next
step toward a better future.”

As a child, poverty was the norm for
Caterina, which meant clothes and
school supplies were rare luxuries that
were usually hand-me-downs from

her cousins. So, at age 19, she took a
leap of faith to change her future by
obtaining a student visa to work in the
United States for the summer. She faced
the new venture head on despite not
knowing a lick of English, having no job
lined up, and barely $400 to her name.
Laughing, she recalls, “Back then, I had
a sticky note with a few words I had
memorized-it was my survival guide.”

The experience was terrifying, but
looking back, Caterina admits she
wouldn’t change a thing. “If I had to do
it all over again, I absolutely would. It
was the hardest, most terrifying, and
most rewarding decision of my life.” She
embraced each new challenge she faced,
never once allowing fear to lead her.
Upon returning to Moldova once her
visa had expired, Caterina finished her
finance degree but knew her journey
was far from over. She returned back

to the U.S. once more, aiming to build

a better life for herself and vowing to
never put her children through the same
scrutiny and poverty that she faced. “I
work hard to give them opportunities

I never had. I want to instill in them

the same drive and determination that
pushed me to succeed.”

As Caterina transitioned into her next
chapter, she found that small town life
working in Wendover, Nevada, was

no longer the goal. And as she came to
the realization that her marriage was
headed in that same direction, she knew
it was time to break ties and move on

to exploring life as a single mother in
Salt Lake City, where she was finally
able to put her degree to good use with
Wells Fargo. During this chapter of her
life, Caterina found further inspiration
through a friend of her mother’s, a
woman who had built a successful real
estate career in the U.S. despite speaking
little English and having no connections,
citing, “She was a big inspiration to me.”

With fresh motivation and a shining
example of what her life could look like,
Caterina dove into real estate, joined

a team, and started working under a
respected mentor who played a pivotal
role in shaping her career. “He was

an amazing mentor, and I owe him

a tremendous amount of respect for
everything he taught me.” After four and
a half years, however, she knew it was
time to take the next step once more and
start her own team.

With more than 12 years of experience
under her belt, Caterina has finally

found a career where she can thrive.
With each challenge she faces and the
unpredictability of each day, she thrives
knowing she has found her place. With
a deep pride for staying ahead of the
curve, learning something new with
each passing day, and transforming the
lives of her clients, Caterina admits,
“For me, real estate isn’t just about
buying and selling homes; it’s about
guiding people through some of the
most pivotal moments in their lives.
Whether it’s a first-time buyer who
never thought homeownership was
possible, a growing family searching
for more space, or a seller moving on
to their next chapter, I love being the
person who helps make that transition
smoother. I know what it’s like to start
from scratch, to take risks, and to chase
a better future. That’s why I pour my
heart into every client’s journey-I want
them to feel empowered, supported,
and confident in their decisions.

“In an industry where most agents focus
purely on transactions, I take a deeply
personal, more strategic approach. With
my background in finance, I help my
clients see real estate not just as a home,
but as a powerful wealth-building tool.
My goal isn’t just to sell homes, but to
empower my clients, whether they’re
first-time buyers, investors, or families
in transition. It’s about the people, their
dreams, and their next chapter. I stay
connected long after the deal is done,
ensuring my clients always have a
trusted advisor in their corner.”

Yet, beyond her professional successes,
Caterina’s greatest pride is her family.




Alongside her husband, Weston, and
their three kids, Daniel, Adelina, and
Liam, their home is filled with laughter,
good food, games, and even the
occasional karaoke battle. And when
the season allows it, the Bird family also
enjoys skiing and golfing.

“After each child, I've felt a new fire
ignite in me—a deeper drive to work
harder, dream bigger, and create the
best life possible for them,” Caterina
prides of her family. “No matter how
busy life gets, we always make time to
laugh, play, and just enjoy being together
as a family.”

Throughout her journey, Caterina

has learned that success requires
adaptability, smart decision-making
skills, and surrounding yourself with
the right people. “The most successful
people aren’t just the hardest workers;
they’re the ones who are willing to
learn, take risks, and evolve,” she shares.
“The hardest moments in life are often
the ones that shape us the most. Instead
of letting challenges define me, I've
learned to use them as fuel to create
something meaningful—whether it’s for
my family, my business, or the women

I want to help in the future. Every big
risk I've taken, from moving to a new
country and starting my own business I
to dreaming of building a safe house,
has been terrifying. But I've learned that
fear is just noise. The only way to know
what’s possible is to do it anyway.”
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The first time Scott Steele
thought he wanted to be an
architect, he thought he had
discovered the perfect career
path. He went on to study
architecture at the University
of Utah, ready and working
to build a future—literally.
But something about it felt
off. The work was rigid

and creativity was limited;
essentially, it wasn’t the kind
of “building” he envisioned.
So, he pivoted. And it’s that
ability to shift gears, to

chase fulfillment rather than
comfort, that has shaped
Scott’s entire life since.

Born and raised in Salt Lake
City, Scott’s childhood was
anything but predictable.
With parents who gave
him and his brother up

to be raised by loving
grandparents, Scott grew
to age 10 before living
again with his mother and
stepfather. Just five short
years later, his mother
passed away, suddenly and
unexpectedly. The paths
set before him were placed
there in order for him to
walk them. Those paths
have made him into who

-

he is today. If his shoulders
and his spirit weren’t broad
enough to bear the burden,
the path of pain and loss
wouldn’t have been placed
before him.

Life was chaotic, uncertain,
and full of challenges for
young Scott, yet he didn’t
dwell on the hardship. Most
people might think, “Oh, 'm
so sorry,” but Scott learned
an incredible amount of
work ethic and resiliency
from the experience, seeing
his childhood not as a
disadvantage but as the
foundation for his relentless
drive. After high school,

Scott left Utah to serve a
mission in Montevideo,
Uruguay, for two years,
picking up Spanish and
Portuguese along the way.
Upon returning home in
1999, he began attending Salt
Lake Community College and
transferred to the University
of Utah shortly thereafter.
Working his way through
college led him to work and
gain invaluable experience
with a local new home
builder and construction. But
then, in 2008, the financial

crisis hit, and the industry
collapsed. Scott had to adapt
once again and shifted his
career towards remodeling,
renovating, and flipping
homes...making the most
of an uncertain time. And
for years, Scott thrived in
that space. But by 2020,
another shake-up—the
pandemic—pushed him to
evolve once more!

Growing tired of managing
subcontractors and feeling
ready for a fresh new
challenge, he decided to
take the leap into real
estate. “I wish I had started
sooner,” Scott admits. “I
absolutely love it.” But then
again, timing is everything,
and Scott believes he fell in
love with real estate at the
right time, which maybe
wouldn’t have been the
case if he had jumped in
earlier. “Real estate is hard
in a very different way...it’s
mentally exhausting.”

With a bright perspective,
Scott’s approach to the
industry is refreshingly
simple—work hard, stay true
to yourself, and help as many




“I WISH |
STARTED
ABSOLUTELY L

people as possible. Scott
views real estate as having
limitless potential. “There’s
no ceiling on what you can
do!” Unlike construction,
where you’re limited by
how much work your hands
can do, real estate offers
endless opportunities, and
Scott thrives on the ability to
serve people in his niche by
guiding clients toward their
dream outcome.

It’s that same mindset that
has fueled Scott’s rapid
success as he has built a
thriving business and, in
June of 2024, launched
The Steele Group under
Signature Real Estate Utah.

Starting a team wasn’t
necessarily part of the plan,

but Scott admits the demand
was undeniable. With his
YouTube channel taking off
and bringing in so many new
clients, he explains how he
couldn’t keep up with the
demand while still providing
the level of service he prides
himself on. And because

of that, what had initially
begun as a hope and a dream
quickly transformed Scott’s
business, resulting in an
average of a couple of new
leads per day...most of which
came from out of state!

Outside of work, Scott’s
world revolves around his
family. He and his wife,
Lindsey, have two children,
Ari (10) and Dylan (9), and
a golden retriever named
Cosmo. Three years ago,

they decided to homeschool
their children, allowing for
more flexibility and family
time. In their free time, they
love to travel (mostly to
Southern California, where
Lindsey is from) or Arizona
for baseball spring training.
Also, they make a point

to catch as many Dodgers
games as they can.

Scott is also working as an
ambassador and “Chief
Storyteller of Utah” to drive
meaningful and everlasting
action. One of his clients,
who found him through
YouTube and is considered
one of the best sculptors

in the world, he helped
embark on the pursuit of the
creation and installation of
a new national monument

to be installed right here
in his hometown of Salt
Lake City, Utah. This
ambitious and deeply
meaningful pursuit is
helping Scott get into
rooms and make new
connections that

would otherwise not

be possible.

Through every turn in
his journey, Scott has
never stopped evolving.
From an uncertain
childhood to a career
path full of pivots, he has
built a life that reflects
resilience, adaptability,
and a deep commitment
to service. And through
it all, one simple phrase
has guided him: Find
What Moves You.
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There’s something about a full circle moment =y
that makes life feel a little bit sweeter, and for

Sam Norman, that journey only took about 42 :
years. Born in Draper, he spent his life moving =
from place to place—Mapleton, the Nevada F
desert, Alaska—before making his way back

home to Utah. Now, not only does he live in

Draper, the place he was born, but he’s built

his career around helping others put down

roots in the very place that shaped him.




SURVIVE.”

Sam’s childhood wasn’t exactly
conventional. In fact, it was far from

it! Growing up on a farm at the very

end of a 1.5-hour-long dirt road in the
middle of the Nevada desert, Sam recalls
how you only had heat if you tended

the wood-burning stove and the water
in the house freezing overnight. “You
had to have grit to survive,” he admits,
recognizing how hard work wasn’t
optional in that setting—it was life.

So, most of Sam’s days were spent
hauling wood for the house, helping
neighbors gather their own, and
learning the value of perseverance.

But it wasn’t all work, as even in the
isolation of the desert; he played
basketball, tennis, baseball and ran
cross-country with a graduating class of
just seven students, with one there on
foreign exchange. And it was those very
experiences—both the struggle and the
camaraderie— that shaped him into the
person he is today.
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YOU HAD TO
HAVE GRIT TO

After high school, Sam moved to Alaska
for a couple of months and worked in
construction before eventually making
his way back to Utah and starting a
career in sales. Eventually moving

into new construction, Sam found his
footing through the market crash of
2008. “Cutting his teeth” on negotiating
short sales, flipping houses and learning
how to invest in the rental market, he
essentially learned the ins and outs of
real estate from the ground up...literally.

During this time, Sam and his brother
had built a business together, and
despite the tough moments along the
way, he admits he learned a lot from this
experience and knowledge he gained
first hand before becoming a full-fledged

agent. In the early days, after a couple of

instances where he and his brother put
everything on credit cards to finance a
few deals that went south, Sam still had
to figure out a way to make it work. That
experience taught him resilience, and
even when they started making a name
for themselves, they were never willing
to cut corners.

“We went all out,” Sam prides of their
properties that were always furnished
with top-of-the-line appliances and
materials. Their properties stood out—
not just because they were nicer than
expected, but because they refused to
put their name on anything less than
their best work. And it’s that honesty
for doing things the right way plus

their commitment to providing the best
product that still defines Sam’s approach
in real estate to this day.

When his brother started City Point
Homes, a high-end home building
company, the two parted ways
professionally, and Sam began focusing
more on resale. For Sam, he described
the chapter as a natural transition, and
in 2024, he stepped into his role as a
full-time real estate agent. Now, with
more than two decades of experience
under his belt, Sam admits the trick to
growing in real estate is being willing
to share your knowledge and learn
from others. But the biggest keys to
long term success are hustle, honesty
and a willingness to think outside the
box! Clients deserve nothing short

of phenomenal representation, with
unimpeachable character.

But for all the time he pours into his
work, Sam admits his world revolves
around his family. His wife, Makayla,

is his partner in everything and he still
beams about the helicopter proposal
that started it all ten years ago. Without
her being the woman she is, he couldn’t
be the man he was supposed to be.
They’re raising three kids together—
Bentley, Mickey, and Riggs—with a
fourth on the way in September, who
will be named Mabel. Life is busy, but
they make the most of every moment.
Whether it’s traveling and checking
another state off their list (they’ve
already checked off 37), having movie
nights, or flying to Oklahoma to visit
Makayla’s family, they always prioritize
time together. And when Sam does
sneak in some personal time, you’ll
probably find him on the golf course or
watching a UFC fight.

Looking ahead, Sam’s goal is simple: to
help as many clients as he can while
making each one feel like they’re his
only focus. He wants to be the steady
hand guiding them through one of the
biggest decisions of their lives, ensuring
his clients feel confident, supported, and
heard. Because at the end of the day,
that’s what real estate is really about...
finding the perfect home for your family
to enjoy life in and then learning how to
make money with it.
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