











kind of calm that recharges him for the
workweek. “I don’t need to be busy every
second. I've learned how to slow down
and enjoy life. That balance is key.”

He jokes that he’s “happily boring,” but
there’s real power in that simplicity. It’s
the same energy that brings comfort and
clarity to his clients.

Business with Integrity

What sets Rick apart is how he shows
up. “I always act with integrity,” he
says. “Even when no one is watching.
That’s not just a motto, it’s how I live
and work.”

After more than 15 years in real
estate, Rick still brings that same
grounded energy to every deal. “This
business isn’t just about money,”

he says. “It’s about helping people
start a new chapter, and doing it the
right way.”

Rick’s advice to aspiring agents? “Start
with training. Find a mentor or team
that’s willing to invest in you. Learn how
to generate leads, how to solve problems,
and how to keep your clients’ needs first.”

He believes in learning by doing,
and in never pretending to know

everything. “Real estate changes
all the time. Be a student. Stay
humble. That’s how you grow.”

In a field where big personalities
often take the spotlight, Rick
proves that consistency, heart, and
integrity are still what make the
biggest impact.

You won’t always hear him coming,
but if you’re lucky, youw’ll work with
him. And youw’ll never forget the
way he made you feel supported,
understood, and taken care of
every step of the way.

“ I’m not going to push someone into a deal they’re

unsure about. | want them to feel con dent at every step.”
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The Calm In The Chaos
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falter. For David Marcantuno, high-
pressure situations have always been

professionals, David spent years as a
paramedic, guiding people through
some of the most critical moments

of their lives. That same calm, steady
presence now defines how he helps
clients through the intense, emotional
process of buying or selling a home.

“I think my years in EMS taught me
more about people than anything else
ever could,” David reflects. “You learn
to listen, stay calm under stress, and
guide others to safety. Real estate may

Some people thrive where others would

where he shines. Long before he became
one of South Jersey’s trusted real estate

not be life-or-death, but the emotions
are real, and clients need someone they
can trust.”

A Journey Defined by Service € l‘\i
David’s path to real estate was shaped r‘
by resilience. Born in Willingboro, '- r. JF

NJ, he spent his early years in South r:_ { '
Jersey before moving to Upper Darby JE. %S
as a teen. His education journey was
unconventional—he left three high
schools before earning his GED, a
decision that led him to Crozer’s
Paramedic School.

{.
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emergency rooms, and eventually
became Chief Shop Steward and
President when he helped establish the
first paramedic union at Crozer. The
work was physically and emotionally
demanding, but it gave him purpose.

EMS became his first calling. David
worked 911 calls in Delaware and
Chester County, took extra shifts in

When injuries forced him to leave EMS,
David faced a turning point. He needed
a new career—one that still allowed him
to help people. Real estate had always
been in the background; his parents had
both worked in the industry, and as a
teenager, he spent summers setting up
open houses and organizing MLS books
at Ryan Realty. “I thought it would be
something I'd do later in life,” he says.
“Life just had other plans.”
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Finding a New Way to Help People
In 2012, David earned his license

- b and joined Keller Williams Realty
¥ ' . in Swedesboro. From the start, his
' . I approach stood out. Rather than
3 . focusing on sales, he focused on service.
- ¥
s 2 - “I don’t see myself as a salesperson,” he
Faig v2y explains. “I see myself as an agent—like
: . a sports agent—working on behalf of
W A . .
i ¥ my client. It’s not about pushing a deal;
Liv % / w it’s about guiding people to the best
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His calm, problem-solving style quickly
earned him a reputation as a trusted
advocate. Whether helping a seller
navigate repairs, troubleshooting septic
issues, or negotiating a purchase, David
applies what he calls his “bedside
manner.” Clients know they’re in
capable hands, and that trust has fueled
years of consistent success.

Consistency, Care, and Results
For more than eight years, David has
closed between 40 and 45 transactions
annually, with sales volumes ranging
from $12 million to $17 million. Last
year alone, he closed 44 sides totaling

$16 million. His efforts have earned
multiple NJAR Sales Awards, progressing
from Bronze in 2013 to Gold since 2017
and the following years, as well as the
Don Brogan Peer Appreciation Award in
2018—an honor that reflects the respect
of his peers.

The secret behind his success? A simple
philosophy: show up, work hard, and
put people first. “I never focus on a
single commission,” David says. “I focus
on helping. That’s why so much of my
business now comes from referrals and
repeat clients. People can tell when
you're genuine.”

Today, David leads a small but highly
effective team that includes his admin,
one agent, and a soon-to-be-added part-
timer. Together, they’ve built a culture
rooted in reliability and care.

“I want my clients to feel they’re
surrounded by people who have their
backs,” he says. “That’s the experience
we aim to deliver every single time.”

The results speak for themselves:
year after year, his team remains a
trusted name in the market, delivering

consistent outcomes without ever losing
the human touch.

Life Off the Clock
Outside of work, David’s world
revolves around his family. He and his
wife, Michelle, have been married for
30 years and raised their daughter,
Miranda, who is now an ER nurse

at Nemours’ DuPont Children’s
Hospital. Michelle works as
a nurse practitioner in
community health, and
together, they share
a deep commitment
to serving others.

The Marcantuno

community involvement, continuing his
long-standing tradition of supporting
local teams and causes.

Looking to the future, David envisions
eventually stepping back from daily
transactions and mentoring his team
from a leadership role. “In 15 years, I'll
be 71,” he says with a grin. “By
then, I hope my team is
thriving, carrying
on what we’ve
built—maybe

| want my clients

household is to feel they’re
also home to surrounded by

two beloved
dogs, Maverick

people who have

and Goose, their backs.”

who keep things
lively. The family
loves Philly sports—
Eagles, Flyers, Phillies,
and Sixers—holding season
tickets for years. They travel often,
with Jamaica, the Caribbean, and
occasional European trips as favorite
destinations, and they never miss an
Alabama Crimson Tide

game when visiting their daughter’s
alma mater.

Though he no longer races cars or plays
hockey, David still enjoys time by the
pool, watching games, and cheering

on his teams. His life outside work is a
balance of relaxation, family, and the
occasional adventure.

Additionally, service continues to
define David’s life, whether through his
work or his community involvement.
Recently, he joined the Kiwanis Club

to take a more active role in local
initiatives, building on years of quietly
supporting causes and sports teams
through donations.

Looking Ahead

Even after a decade in real estate, David
still approaches every day with the
mindset of helping first. He recently
joined the Kiwanis Club to increase his

with me just supervising or maybe
completely retired. Either way, I want to
leave something strong behind.”

After years of saving lives and now
changing them through real estate,
David Marcantuno remains a force of
calm, care, and determination in an
industry that can often feel chaotic. His
clients know they have someone who
will always show up for them, and his
community knows they can count on
him to lead with heart.
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SPECIAL EVENTS

SOUTH JERSEY Redl
Producers’ SEPTEMBER
MAGAZINE PARTY

September 16, 2025

PHOTOS BY CHRIS KELLYMAN

Day to Remember: South Jersey Real Producers Magazine Party

The recent South Jersey Real Producers Magazine Party was
nothing short of extraordinary! Held during the evening

at Surety Title, this event was a perfect blend of elegance,
community, and celebration. Our heartfelt thanks go out to
everyone who attended—your presence truly brought the
event to life and made it an unforgettable occasion!

We would also like to extend our gratitude to our host sponsor
Surety Title! Their contributions, from the delectable catering
and drinks to the captivating wall art, were an integral part to
the event’s success.

The day was beautifully captured by the talented Chris
Kellyman whose photography immortalized every special
moment, and by Ryan Fuhs, whose video recap perfectly
encapsulates the essence and energy of the gathering.

We hope the event provided ample opportunity for meaningful
connections among top-producing agents, industry leaders, and
other professionals. Networking in an inviting and intimate
setting is invaluable for fostering relationships that drive
business growth. Your continued support makes these events
so impactful, and we look forward to many more moments of
shared success in the future.

Once again, thank you to all our partners, attendees, and
contributors for making this event a resounding success!

For more information on all South Jersey Real
Producers events, please contact us at info@
southjerseyrealproducers.com.

*Magazine parties are smaller gatherings where we
celebrate all of the rock-star agents who have graced
our pages in the past few months.

Sponsor Logo: Surity '
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MORE

TRUSTED TRADES

Recommended Trade Services for the South Jersey Real Estate Market

StrategicGiftin Dobbins HARRIS GARD

Home Inspection e
CLOSING GIFTS HOME & PROPERTY INTERIOR DESIGN
STRATEGIC GIFTING e -CTIBNS HARRIS GARD INTERIORS
(313) 971-8312 DOBBINS HOME (856) 267-3368
StrategicGifting.com INSPECTION, LLC HarrisGardInteriors.com
(609) 868-1053

DobbinsHomelnspection.com

Do you know a business that deserves a spot on this page?

Contact the Kristin Brindley team at Info@SouthJerseyRealProducers.com

i’ ; 2 _l';

o A
ow of a busin
connect wit

SCAN ME

We take recommendations from YOU — our top agents —

on who should be named a preferred partner with Real
Producers. Refer your favorite vendor to us at
info@southjerseyrealproducers.com.
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- Conventional
- FHA, USDA, VA Loans
One Close Construction

- Jumbo Loans
Renovation Loans (203k, 203h)

First-time Homebuyer Programs

Bank Statement Programs

Home of the

For First Responders and Frontline Workers

- 2-1 Buydown

Equity Bridge Programs E E

Non-warrantable Condos

Profit & Loss Only

Down Payment Assistance

Asset Utilization I E I

maxloans.com

*Some products are offered
through third party originations.

Y

(v) Police (/) Fire (v Military (v, EMS (. Teachers (. Doctors & Nurses

Co-ops

- Self-employed/1099

*This communication is not an offer for extension of credit or 8 commitment to lend. Eligibiity is subject to completion of an application and verification of home ownership
pocupancy, title, income, employment, credit, home value, collateral, and all applicable underwriting requirements. Not all programs are avallable in all areas and some
products ame offered through third party anginalions. Emm Loans, LLC, dba Maximas Mortgage Advisors, NMLS #2926 s an Equal Housing Lerder | wwiw. mandoans com
BEG-664 4632 | 1950 Route 7O E, Swite 300, Cheory Hill, NJ 08003 | hitps.maxoans com/state-licensing/. Offers may vary and are subject to change at any time without notice
hitps:ffoww nmisconsumeraceess arg/EntityDetads aspu/COMPANY 2926



Print Me More!

Were you, the team or your
business featured in an issue
of Real Producers? Want a copy
of your article or full magazines
that you were featured in?

SOUTH JERSEY SEPTEMBER 2025

“REAL PP DUCERS

4 Rising Star
MADELINE BENNETT

? Agent Spotlight
|

E

Reprints!

What the heck is a reprint? A reprint is a four-page, magazine-
quality-grade paper with your full article and photos, and you
on the cover of the publication.

Why do | need those?

These reprints are a professional marketing tool that can help
brand you, your team and/or your business.

* Use on listing appointments

* Send out to friends and family

* Send to clients with your holiday greetings

* Brokers, use as recruiting tools for capturing new talent

» Use when farming your favorite neighborhood

28 - October 2025
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What if | changed
companies or need
something corrected

in my article?

No worries! We can make
any changes needed. We
send you a proof, you
approve, and then they are sent to you via FedEx.

Who can buy these?
The REALTOR® who was featured, the broker, our partner or
family. Anyone who wants to promote you!

How do | order?
Email us at info@southjerseyrealproducers.com.

we’ll help them find the right loan.

TD Right Step Mortgoge' TD Home Access Mortgoge'

Term | 30-year fixed-mte A-year fixed-rote
Minimum Down Payment 3% minirmum down pdyment 3% minirnum dowen poyrTeent
Mertgage Insurance (M) | Mo borowes-paid insuwance No borower-paid insurance

(lender-poicl PMI) (lencer-palcl P
Low Down Payment Options | Minimum al $500 of vour binirmum of 500 of your
{1-unit propertiesy client’s own funds client’s own funds
Additional Mo reome fimis for properties $10,000 Lender Credit
Product Features focated in low-to-mockente available for Purchase

IncoIme CensUs Trots Transacticns anly

Additional home loan options are available to suit your clients’ needs.

T Moo e uc recpal s st action of Low-d oWkt income seguiierments, oo the Subiact propes

orme Aemess MOrmgage product regures sstsfacon of geograohic and mcome requeeren:y | ender (s
e eack i b o phes 4 sz spack with pour Mortgage oen Officer frr dessie
D L hermes g conddiions are aubiect to cnange wehaut sotice Mot b roductzan

Mirisum bomowe: o .'.'r=Ja"r.?a.~kr:-x-¥1-':.-.- 1 .*"!:.T.'.rrs S yur Morgage Loan (Rfcer fordetak
Meesher FOAC, TBark KA. | Loanssablect o credit approval. | g Houseg Lande &0

/a4 HOME INSPECTIONS

1y mizsi e lncatedna owsko- Modes Bte e cers

Contact one of our
Loan Officers today.
Lillian Hermnandez
G09-414-4955
Lillian.Hernandez@td.com
Hans Molins

609-230-4457
Hans.Moling@td.com

PARTNERING WITH YOU

VIVID (609) 922-7456

IHSPECTIONS

g ReelDependable Pk

TO MAKE SURE
YOURLISTINGS GET THE

| 4
- alb|

G

e RS

GUARANTEE
@ TERMITES & WDO =
@ DRONE IMAGING
=
@ emaLmaone | [IEEEEESEEEEE
Serving NJ & @’ HOME BINDER (302) 345-2255
ReelDependable@gmail.com
SRR @ REPAIR PRICER ServinngE, PA,NJ,%nd MD!

© @ReelDependableMedia

Photography « Videography « 3D Tours  Floor Plans + Much More!
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20+ 2000
Years of
Experience

AR\
T E
N A
PITTMAN TITLE & ESCROW
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eamless (i-losmg

-

7000+  97%

Closings Completed Approval Rating

Licensed in NJ and PA

Fast, Accurate Closings

Real-Time Transaction Updates

Expertise with Complex Transactions

Secure, Cutting-Edge Technology Terri Santiago-Parker Joseph Parker. i
. Divisional Vice President Branch Manager

Personalized Support

Commitment to Integrity Visit Us: 1652 Coaper St Vsit Us: 1652 Cooper St
Deptford, N] 0QBO26 Deptford, NJ 0BO26

504 Independence Blvd, Sicklerville, NJ 08081 | (856) 516-4197 Contact Us: 856-776-6886 Contact Us: 856-776-6879
Terri Parker@ccm.com joseph.parker@ccm.comn
2300 New Jersey Ave, Suite 101, North Wildwood, NJ 08260 | (609) 551-4830 teamparkerccm.com
PittmanTitIe_com Equal Housing Opportunity, All loans subject to undarwriting approval. Certain rastrictions apply, Call for details, CrossCountry Mortgage, LLE. RMLS3029

[www. nmilsconsumeraccess.org). Licensed by the New Jersey Departmant of Banking and Insurance Personal NMLUS135602 | Branch NMLS1554859



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

CITYWIDE, it |

CHRIS WILHELM, SR.

HOMETOWN
Margate, NJ

EXPERIENCE IN THE MORTGAGE INDUSTRY
3 ars

BEST ADVICE I'VE RECEIVED
Mo one CARES how much you know, until they
know how much you CARE

MOST SATISFYING PART OF WORKING WITH CLIENTS
Helping them to prepare for homeownership, not just
what the mortgage payment is.

HOW I'M DIFFERENT FROM OTHER LOAN OFFICERS
Listening, providing details on questions and

being available. This business is not a 9-5 job.
LAST BOOK I READ

The Culture Code: The Secrets of Highly
Successful Groups by Daniel Coyle

Chris Wilhelm | NMLS 111160

dehm.com

CITYWIDE




