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**Closing times vary and are not guaranteed. An 11-day closing is possible only under optimal conditions and depends on borrower responsiveness, appraisal and title turn-times,
receipt of required documentation, loan type, and third-party service timelines. Closing timeline excludes Sundays and Federal holidays. All loans subject to credit approval and applicable TILA-RESPA (TRID) waiting periods.

Visit ABNBfcu.org/Mortgage or call 757.523.5354 today!

*100% �nancing and grants available on select programs; eligibility restrictions apply.
Membership and credit approval required; not all applicants will qualify.

ABNB FCU is an Equal Housing Lender
Company NMLS #460140

PLATINUM AFFILIATE DIAMOND PARTNER

Empower Your Buyers
Grow Your Business 

Fixed and Adjustable-Rate Mortgages • FHA • VA
USDA • Jumbo • Conventional • Portfolio • And non-QM!

Plus 100% Financing Options and Grants*

Quick
Pre-

Approvals

Great
Rates!

Closing as
soon as

11 days**

$49.00 Termite & Moisture Inspection When Scheduled With a Home Inspection
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REAL ESTATE/WDI INSPECTIONS • TERMITE INSPECTIONS & TREATMENT
SEASONAL PEST CONTROL • MOSQUITO & VECTOR CONTROL

RODENT CONTROL & EXTERMINATION • REPAIR SERVICES
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners ONLINE PARTNER 
DIRECTORY

ACCOUNTING/BOOKKEEPING
Tucker Accounting Services
Keith Tucker
(757) 310-6851
thetuckeraccounting.com

ADVERTISING
Real Producers
757-348-7809

BLINDS/SHADES/
SHUTTERS/DRAPES
Budget Blinds of 
Hampton Roads
(757) 681-3493
budgetblinds.com/williamsburg

BLINDS/WINDOW 
TREATMENTS
Budget Blinds of 
Hampton Roads
(757) 681-3493
budgetblinds.com/chesapeake

BOAT CLUB
Freedom Boat Club
Andy Sutter
757-615-3783
freedomhamptonroads.com

BUILDER
Chesapeake Homes
Nicole Maggio-Deaton
757-334-0203
ChesHomes.com

FEDERAL CREDIT UNION
ABNB Federal Credit Union
757-523-5300
abnbfcu.org

HOME INSPECTION
Creekview Property Inspections
Craig Brown
(757) 902-5008
creekviewinspections.com

Safe House Property Inspections
Austin McCrory
601-780-0002
SafeHousePropertyInspections.com

HOME STAGING
Impressive Home Staging
Kim Dombrowski
(757) 803-3877
ImpressiveHomeStaging.com

Staged 2 Sell
Trez Robinson
(757) 344-5322
Www.staged2sellvirginia.com

HOME WARRANTY
ACHOSA Home Warranty, LLC
Tina Carneal
(757) 291-4398
achosahw.com

Choice Home Warranty
Sydney Balmer
(757) 752-0298
chwpro.com

MORTGAGE
Teresa Rutherford — 
Arbor Home Loans
757-286-6009

NOTARY SERVICES
Five Star Notary
Summer Quillin
903-952-1479
www.fivestarnotaryllc.com

PHOTOGRAPHY & 
VIDEOGRAPHY
Lighthouse Visuals
(757) 637-1743
LightHouseVisuals.com

Murawski Photography, LLC
Mason Murawski
757-504-6461
www.murawskiphoto.com/

PROPERTY MANAGEMENT
AMW Real Estate- 
Property Management
(757) 725-4086
www.amwre.com

REAL ESTATE & PORTRAIT 
PHOTOGRAPHY
Fowler Studios
Susan Fowler
678-634-4650
Fowlerstudios.net

REAL ESTATE MARKETING 
PHOTOGRAPHY
The Lens House
Carrie Spencer
(757) 870-4912
thelenshouse.net

TERMITE INSPECTION 
& PEST CONTROL
PESTOUT
(757) 737-8688 x103
www.pestout.com

TITLE ATTORNEY
Hanger Law
757-737-5223
www.hangerlaw.com

VIDEO PRODUCTION/
MARKETING/PHOTOGRAPHY
D.R. One Projects
Mark Small
757-377-1638
dr-oneprojects.com
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HERE’S WHAT PENINSULA TOP 300 REAL ESTATE AGENTS SOLD

BY THE 
NUMBERS2025

6,429

TOTAL UNITS$2.8 BILLION

TOTAL VOLUME

AVERAGE 

VOLUME 

PER AGENT 

$9.2 MILLION

AVERAGE 
UNITS PER 

AGENT
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murawski.photography@gmail.com
757-504-6461 

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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jacki.donaldson@n2co.com 
352-332-5171

Dave Bowling
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dave.bowling@n2co.com 
757-450-2899

Dan Clark
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dan@danclark.realtor
757-206-4144 

Maddie Podish 
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msparks7382@gmail.com 
757-634-8998

COVER PHOTO BY WILL HAWKINS, WILL HAWKINS PHOTOGRAPHY

Will Hawkins
Photographer

will@hawkinscoagency.com
757-470-1751
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COVER STORY

BASHLOR
Heather brings a rare mix to real estate—she’s competitive 
yet deeply people-focused. She wants to win, sure, but not just 
for the sake of winning. She wants the right outcome for her 
clients. She wants the deal to make sense. She wants people 
to feel like they have somebody in their corner who’s paying 
attention and willing to do the work. “I’m in the business of 
selling houses, but I’m really helping people,” she says.

And that tells a lot about how she operates.

Heather firmly believes her business is more than numbers 
and contracts. What drives her most is helping people who 
think they’ve run out of options. She’s built a reputation on 
staying in the fight, being creative, and not accepting a dead 
end too quickly. “My success has come from not taking no 
for an answer,” she shares. “Every time we think we are 
at a dead end, we always find another way through.”

That mindset shows up in the way she serves. Heather 
is not a “do the minimum and move on” kind of agent. 
She’s hands-on, highly involved, and the first one to admit 
she likely takes on more than most. “I do way too much,” 
she comments with a laugh. “It doesn’t matter what my 
commission is on the transaction—I’m the same person.”

And that’s one of the things that makes her stand out. Her 
effort remains constant, regardless of the size of the deal or 
the commission check. Whether she’s helping a first-time 
buyer, working through a complicated situation, or handling 
a major listing, she brings the same intensity and the same 
level of care.

Her managing broker, Fred Smith, sees the same thing 
from a different vantage point. He highlights, “Heather’s 
personal investment in her clients is one of her biggest 
strengths, especially in high-volume, high-stakes situations 
where the pressure is highest.” He also points to her 

HOWARD HANNA 
REAL ESTATE 

SERVICES
STORY BY DAN CLARK  ••   

PHOTOS BY WILL HAWKINS,  

WILL HAWKINS PHOTOGRAPHY

HEATHER 

Spend a little time with Heather 
Bashlor, and you’ll understand 

pretty quickly why people 
remember her. She’s sharp, high 

energy, funny, and completely 
herself. She says what she means. 

She works hard. She moves fast. 
And when she’s in your corner, you 

know it. Nothing is forced about 
the way Heather shows up. In a 

business where many try to sound 
the part, she is who she is.
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generosity in sharing knowledge in 
the office and the way she shows 
up for others, not just for herself.

Heather’s clients know she won’t 
disappear when things get difficult. 
They know she’ll be honest with them. 
And they know she’s going to work to 
find a solution rather than take the 
easiest way out. Heather is also clear 
about her values. She believes this 
business has to rest on integrity and 
transparency. “If I’m only worried 
about the money, I’ll lose every time,” 
she remarks. “It’s not about me.”

That client-first perspective is a big 
part of why she connects with people. 
Heather isn’t trying to be the smoothest 
person in the room. She’s trying to be 
useful. She wants to solve problems, 

communicate clearly, and help people 
make good decisions. That’s where she 
finds the most meaning in the work.

She lights up when she talks about 
first-time buyers, especially those who 
come in thinking homeownership 
probably isn’t in the cards for them. 
Helping somebody move from “I 
can’t” to “I did” is the kind of win that 
sticks with her.

Heather is highly competitive, as 
well. She has the drive, the pace, and 
the edge to thrive in a demanding 
business. But what makes her effective 
is how she pairs that edge with 
genuine care. She’s simply trying to 
outwork problems.

She’s also constantly looking for ways 
to improve how she operates—better 

structure, better systems, and better 
use of her time. Heather knows 
she moves at a high pace, and she’s 
honest about wanting to build more 
support so she can keep serving at 
that level without losing what makes 
her business work in the first place.

A deep discipline backs everything 
Heather does, too. She recently 
marked 13 years of sobriety, and 
while she doesn’t make that fact the 
center of the story, she’s open about 
what it taught her. It strengthened 
her discipline, sharpened her 
perspective, and helped shape 
the way she shows up in business 
and in life. “I think it helped me 
in my business because it’s about 
discipline,” she says. It’s part of her 
story; it’s just not the whole story.

IF I’M ONLY WORRIED ABOUT THE MONEY, I’LL LOSE EVERY TIME.

IT’S NOT ABOUT ME.”
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The bigger story is who she is right 
now: a strong advocate, a hard 
worker, and someone who brings 
real energy and real honesty to the 
people she serves. Heather Bashlor is 
direct, driven, and deeply committed 
to helping people move forward.

She’ll tell you herself she can be 
organized chaos. And while that may 
be true, there’s also a clear thread 
running through the way she works—
she shows up, tells the truth, and keeps 
going until she finds a way through.

That’s Heather Bashlor. And that’s 
exactly why she stands out.
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MagazineMORE THAN AMagazine
Support the Partners Who Support This Community 
Our preferred partners help make this magazine 
possible through advertising, event participation, and 
ongoing support of our community. Because of them, this 
publication is free to agents. Please support these trusted 
businesses whenever you can.

Recommend a Trusted Local Business 
Know a standout local business that goes above and 
beyond for real estate professionals? Help us grow our 
trusted network by recommending them on our website.

Stay in Touch 
We’re always looking for ways to better serve this 
incredible real estate community 
and create opportunities to 
collaborate, elevate, and inspire. 
Have ideas or feedback?  
Reach out anytime at  
joni@realproducersmag.com.

IN THE LOOP

Visit Our Website 
Bookmark our website and follow us on social media to stay 
close to everything Real Producers. From exclusive content  
and trusted preferred partners to event recaps, photo galleries, 
and more—it’s all waiting for you. Scan the QR code on this page 
(or visit peninsularealproducers.com) and follow along for the 
latest updates.

Turn Your Real Producers Story Into a Powerful  
Marketing Tool 
Take your Real Producers feature story a step further with a 
custom 4- or 8-page printout. These high-quality, branded pieces 
are perfect for open houses, listing appointments, and direct 
mail—helping you highlight your expertise and leave a lasting 
impression. Email joni@realproducersmag.com to explore 
options and pricing.

Nominate Agents Making an Impact 
Know agents who are raising the bar or making a meaningful 
impact in the community? We’d love to celebrate them. Submit 
your nominations on our website.

CONNECT WITH THE PEOPLE AND PARTNERSHIPS SHAPING OUR MARKET

YOUR ONE CHANCE

Real Estate Photography
Listing Video Walkthrough

3D Virtual Tour

First Impression
FOR A

info@dr-oneprojects.com     dr-oneprojects.com

(757) 902-5008
creekviewinspections@gmail.com 

creekviewinspections.com

Buyer's & Pre-Listing Inspections

Mold & Air Quality Testing

Flexible Availability

Same-Day Reports

Owner, FAA Drone Pilot
Licensed Home Inspector,
State of Virginia 
Certified Professional
Inspector, InterNACHI

Craig Brown

Know Before You Close.
Precision inspections for high-performing agents
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Staged2Sell
PHOTOS BY SUSAN FOWLER, 

FOWLER PHOTOGRAPHY

What sparked your 
adventure into staging? 
My journey into the staging 
industry began long before I 
ever knew it would become 
my calling. After college, I 
earned my commission in 
the United States Air Force 
and served my country for 
the next 21 years. One thing 
you’ll notice when you speak 
with anyone who has been 
in the military is that we 
never say we had a “job” or 
a “career”—we simply say 
we served. Service carries a 
different meaning. It reflects 
intention, commitment, and 
purpose, and those values 
shaped every part of my life.

Which parts of military 
life prepared you 
for this world? 
During my military years, 
I moved every two to 
three years, experiencing 
firsthand the stress of 
relocations, the pressure of 
quickly preparing a home 
for sale, and the frustration 
of trying to manage it all on 
my own. While challenging, 
those experiences quietly 
introduced me to the power 
of organization, design, 

and creating spaces that 
feel calm and welcoming—
even during transition.

What inspired you to 
make staging your 
next chapter? 
After retiring, my four 
sisters—who have never 
hesitated to recruit me for 
home projects—nudged 
me toward this path. They 
consistently relied on me 
to organize their homes or 
offer decorating guidance, 
and through them, I realized 
that what came naturally to 
me could genuinely serve 
others in a meaningful way. 
I discovered not just a talent, 
but also a unique intuition 
for creating interiors that 
resonate emotionally and 
help people feel at ease.

How did that nudge turn 
into Staged2Sell? 
I went on to become a 
Master Certified Home 
Stager and founded 
Staged2Sell in Virginia 
in 2006. Since then, the 
company has grown into 
one of the leading staging 
partners for real estate 
agents and home sellers 
across Hampton Roads 
and the surrounding 
region, supported by 
one of the largest staging 

PARTNER SPOTLIGHT

TREZ ROBINSONROBINSON
inventories in the state. We 
have built our reputation 
on results—homes that sell 
quickly and for impressive 
prices—and on the peace 
of mind we bring to clients 
who can step back and trust 
us to handle the details.

What’s the  
prominent through-
line in your story? 
At its heart, my origin 
story is simple: I have 

always been called to serve. 
Today, I serve in a different 
uniform, but with the same 
purpose—to support, uplift, 
and create environments 
where people can move 
forward with confidence.

How would you sum up 
your experience in the 
staging world today? 
With more than two 
decades of experience in 
the staging industry, I bring 

a depth of expertise and 
intuition that can only be 
developed through years 
of hands-on work. I’m not 
just a veteran of the field; 
I’m a subject-matter expert 
who has grown with the 
industry, adapted to its 
trends, and helped shape 
best practices along the way.

How does the size of  
your team shape the  
way you work? 
Because my team is 
intentionally small—just 
six highly dedicated 
professionals—I’m able 
to stay closely involved in 
every project. I oversee 
each stage of the process to 
ensure our work functions 
like a well-oiled machine.

What can clients  
expect from your 
leadership style? 
Clients appreciate that I 
don’t lead from a distance; 
I lead by being present, 
engaged, and fully invested. 
When something requires 

attention, my hands are 
in it. When a project 
needs a critical decision, 
I’m there to guide it.

What separates your 
team from the rest? 
What truly sets us apart is 
our skill and commitment. 
We are a niche, deeply 
connected team that 
genuinely cares about 
the work we produce. 
That care shows up in the 
details, the consistency, 
and the elevated results 
that clients come to 
rely on. Clients value 
our expertise, as 
well as the trust, 
integrity, and 
personal investment 
we bring to every 
single job.

In this Q&A, Staged2Sell owner Trez Robinson reflects on 
how she found her way into home staging, built a thriving 
business, and learned alongside her beloved cheerleader.
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A Strong Season Starts
With Stronger Legal Support

As the spring market gains momentum across the Peninsula, a 
wide mix of military relocations, �rst-time buyers, and 

growing families mean more contracts and more moving 
parts. Hanger Law provides attorney-led closings and real 
estate legal guidance that help ensure every transaction is 

handled with clarity, care, and con�dence.

From contract to closing and well beyond, we’re here to 
support agents and protect their clients every step of the way.

Attorney-Led Closings · Real Estate Law · Client Protection

Mark L. Stevenson
CEO

Jeana P. McMurray
Partner

Haley Van Syckle Morgan
Relationship Manager

      757.737.5223      757.351.1510
hmorgan@hangerlaw.com

Experience Magic on the Water
Join Us for Endless Adventures  

with an extra $500 off when you mention 
REAL PRODUCERS at sign-up.

"I boat more than my friends who 
'own' and need to take the extra time 
to clean and/or re-trailer and transport 
their boats every time they go out." 

—Gabriel Santiago,
member on the Freedom Plan

Freedom Boat Club of Hampton Roads
(757) 302-8111 | freedomboatclub.com
Exciting News!
Our Newport News location has relocated 
to Legasea Marine at 821 Railway Road
Yorktown, VA 23692. Doors open this April!

Your Chariot Awaits.Your Chariot Awaits.

Let’s talk influences—
who’s been your 
biggest inspiration? 
My biggest cheerleader 
has always been my sister 
Karen. She started her 
staging business in Northern 
California in 2004. When I 
was transitioning out of the 
military and unsure of my 
next step, she invited me 
to come out and see if this 
world might be the right fit 
for me. That simple invitation 
changed the course of my life.

How did Karen help you? 
From day one, she became 
my sounding board, my go-to 
person for everything from 
the smallest questions to 
the biggest, most daunting 
challenges of starting 
a business. She shared 
her knowledge openly, 
and together we learned, 
experimented, and grew—
two sisters building separate 
companies but experiencing 
the journey side by side.

What moments  
stand out from your 
journey together? 
We’ve shared the full 
spectrum of this industry: 
the laughs, the late-night 
problem-solving, the tears, 
and the incredible moments 
of pride. When we were 

among the first stagers to step 
into the spotlight of television, 
we didn’t have a roadmap. 
We leaned on each other, 
pushed each other forward, 
and navigated an entirely 
new chapter together.

How would you  
describe her impact on 
your life now? 
Karen has been, and will 
always be, my motivation. I 
am endlessly grateful for the 
rare gift of having a sister 
who believed in me and 
built a parallel path with 
me—two bookends, one on 
the East Coast and one on 
the West, supporting and 
inspiring each other every 
step of the way.

Finally, what piece of 
wisdom would you pass 
on to your younger self? 
I would tell my earlier self 
to trust your worth. Be 
confident in your talent, 
stand your ground, and 
remember that your work, 
your vision, and your effort 
matter. You’ve earned your 
place—own it with grace 
and confidence.

WHEN SOMETHING REQUIRES 

ATTENTION, MY HANDS ARE IN 

IT. WHEN A PROJECT NEEDS A CRITICAL 

DECISION, I’M THERE TO GUIDE IT.”
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Back in 2023, Samantha Thomas received a referral from the 
local WorkOne Resource Center, introducing her to a buyer 
whose circumstances led her to search for a place to call 
home. Samantha started working with the buyer right away. 
However, the timeline was tight, the market was competitive, 
and the search was difficult. As a result, Samantha helped her 
client secure a rental.

The chapter did not close there. Instead, it became the 
beginning of a longer journey. In November 2025, the client 
reached out. Her life had stabilized, she was in a strong 
relationship, and everything had changed. In early February 
2026, she closed on her new home. “Knowing where she 
came from and seeing her come full circle was so amazing,” 
Samantha says about the most rewarding part of her work. 
“I love helping first-time buyers realize homeownership is 
achievable and showing them what they can get for not much 
more than the rent they’d been paying. That’s my favorite.”

Born in Boston and raised in Salem, Samantha’s path into 
real estate unfolded gradually. She attended college in 
Massachusetts before continuing her studies at the University 
of Hawaii, eventually returning to Salem, where she spent 10 
years as a full-time bartender. “I had wanted to pursue real 
estate but was afraid to pull the trigger because the money was 
so good in restaurants,” she says.

She met her husband in Salem while he was working on a 
natural gas plant project. When the project wrapped, they 
relocated to Hampton, where he already owned a home. He 

Crush Real Estate Group

Samantha
STORY BY JACKI DONALDSON 

PHOTOS BY SUSAN FOWLER, SUSAN FOWLER PHOTOGRAPHY

FEATURED AGENT

Thomas
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works in the oil and natural gas industry, and the move gave 
Samantha the nudge she needed. “I signed up for real estate 
classes right after we moved here in 2018,” she explains. After 
passing the test and aligning with a brokerage, Samantha kept 
her foot in the restaurant business. “In the beginning, I didn’t 
know a lot of people, and my clients were all from bartending,” 
she notes.

The 2020 market conditions helped. The strong seller’s market 
was delivering a steady stream of buyers, particularly investors 
capitalizing on the short-term rental surge. Many were repeat 
buyers building portfolios. Samantha leaned into education, 
hosting in-person first-time buyer events and investor 
seminars to talk strategy and opportunity. “The investor niche 
has worked well for me,” she says. She and her husband own a 
rental property themselves and are working on a second.

Mentorship has played a defining role in Samantha’s growth. 
Early on, real estate agent Holly Burns guided her through 
the fundamentals. “She taught me everything, answered 
any questions, took me out, and gave me hands-on training,” 
Samantha says. She also credits broker Tomasina Tatterson as 
a steady influence. “After Holly, she was my mentor. I still look 
up to her.”

In April 2025, Samantha joined AMW Real Estate with the 
Crush Real Estate Group, looking to stretch herself in a new 
way. Her previous broker had encouraged her to start a team, 
but she wanted to understand a strong team system from the 
inside first. “Kelly Liedtke has a good system,” she says of her 
team leader.

Samantha carefully followed Kelly’s playbook, which meant 
pushing past her comfort zone. “She taught me to pick up the 
phone, which I never wanted to do before,” Samantha reflects. 
“I also started taking clients out all the time and securing a lot 
of listings.” The hard work has paid off.

Working team leads has increased Samantha’s volume 
and sharpened her consistency. Now, she is focusing more 
intentionally on her sphere and referrals. While she once met 
clients across the counter at Fika Coffeehouse. which she and 
her husband previously owned, she’s now likely to connect 
over a cup at Grounded Coffee, her current favorite spot.

At home, life is lively. She and her husband have a 3-year-old 
son, Grayson, and another baby on the way. Their household 
includes three dogs (two Great Pyrenees and a dachshund) and 
a cat. The family enjoys walking the dogs to the beach, visiting 
local parks, and traveling.

Samantha’s seasons as a bartender, business owner, investor, 
solo agent, and team agent share a common thread—
cultivating and nurturing relationships. Along the way, she 
has built a collection of client stories that mark milestones, 
fresh starts, and hard-earned victories. The client who began 
in a rental and eventually reached the closing table is just one 
powerful memory among many that make Samantha happy 
she decided to pull the trigger on real estate.

“Samantha Thomas has shown 

incredible growth over the past year, 

both professionally and personally. Her 

ability to show up fully for her family 

while delivering exceptional service to 

her clients without ever missing a beat 

speaks volumes about her dedication 

and character. She continues to raise 

the bar, push past her comfort zone, and 

consistently hit the goals she sets for 

herself. It has truly been a joy to watch 

her growth and celebrate her success 

along the way.” —Kelly Liedtke, Crush 

Real Estate Group Team leader

I love helping first-time buyers realize homeownership is 
achievable and showing them what they can get for not much more 

than the rent they’d been paying. That’s my favorite.
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FAQs FAQs 
WELCOME TO REAL PRODUCERS! 
Here, we answer the most frequently 
asked questions about our 
program, and we are always open 
to discussing anything regarding 
this community—this publication is 
100% designed to be your voice.

Q: WHO RECEIVES THIS 
MAGAZINE? 
A: The Top 300 agents on the Peninsula 
in Hampton Roads, VA. The Peninsula 
extends from the Chesapeake Bay 
Bridge-Tunnel in Hampton to the 
greater Williamsburg area and 
everything in between. We pull MLS 
numbers (by volume) from January 
1 through December 31 of the 
previous year for the Peninsula and 
Williamsburg areas. We cap the list at 
the Top 300 producers and base our 
distribution on those rankings. We reset 
the list at the end of each year.

Q: WHAT IS THE PROCESS  
FOR BEING FEATURED IN  
THIS MAGAZINE? 
A: Anyone on the Top 300 list can 
nominate other real estate agents, 
businesses, brokers, owners, or 
themselves. Office leaders may also 
submit nominations. We consider 
everyone in the Top 300 who comes to 
our attention because we don’t know 
everyone’s story, and we rely on your 
help to learn about them. While we can’t 
guarantee a feature, we encourage you 

to meet with a team member, support 
Real Producers, and attend our private 
events to increase your chances.

Q: WHAT IS THE COST TO FEATURE 
A REALTOR®, AGENT, OR TEAM? 
A: Features are completely free—we are 
not a pay-to-play publication. We share 
real stories of Real Producers based on 
achievements and nominations.

Q: WHO ARE THE  
PREFERRED PARTNERS? 
A: Preferred partners are the businesses 
on the index at the front of the magazine 
who actively support this community. 
They appear in every issue, attend our 
quarterly events, and participate in our 
online community. We do not randomly 
select these businesses, nor do we work 
with every company that approaches us. 
One or more agents in this community 
have recommended every preferred 
partner you see. In fact, we won’t meet 
with a business that you or your peers 
have not vetted and approved. Our goal 
is to create a powerhouse network of 
REALTORS®, agents, and trusted affiliates 
so we can grow stronger together.

Q: HOW CAN I RECOMMEND A 
PREFERRED PARTNER? 

A: If you’d like to recommend a local 
business that works with top real  
estate agents, please reach out at  
joni@realproducersmag.com. 

BOOK YOUR
SESSION NOW

murawskiphoto.com • 757.504.6461 • @murawskiphoto

(757) 310-6851 thetuckeraccounting.com

751 Thimble Shoals Boulevard, Suite D-3
Newport News, VA  23606

—Additionally, the lower AGI could 
help restore the full 20% QBI 
deduction to your return—if you hit the 
threshold of $395,000 for MFJ. The full 
QBI deduction will in turn lower your 
taxable income and reduce your tax 
liability.

Strategic Tax Positioning for 
High-Performing REALTORS®

For details contact us at 
keith@tuckeraccount.com.

You have filed your business return (S-Corp or 
Partnership), and April 15th is now pushing you to file 
your personal return. But you'd like more time to 
improve your taxable income on your personal return. 
Basic steps you can take:

KEITH TUCKER
OWNER

1. File an extension of time before April 15. Ensure you 
send an estimated tax payment with the extension to 
avoid underpayment penalties

2. Use extension period to
—Fund your SEP-IRA (up to 25% of net earnings) 
by the return due date plus extension, which 
can have a direct e�ect in lowering your 
Adjusted Gross Income (AGI)
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TERESA RUTHERFORD
Sales Manager

NMLS # 447904
M: (757) 286-6009

trutherford@arborhl.com
arborhl.com/contact/trutherford

EVAN RUTHERFORD
Mortgage Loan Originator

NMLS #1513339
M: (757) 773-3826

erutherford@arborhl.com
308 Granite Avenue, Richmond, VA 23226

Loan Options:
• FHA, VA, USDA, Conventional, Jumbo 
• Down Payment Assistance
• 1x and 2x Construction
• Land Loans
• Bridge Loans
• 2nd Mortgages
• Bank Statement Loans
• Reverse Mortgages
• Foreign National Lending
• Fix & Flip Loans
• DSCR Loans

Spring is prime time—partner with a lending team that 
keeps pace. We deliver fast pre-approvals, clear 
communication, and smooth closings so your deals move 
forward without delays. This season, grow your pipeline 
with loan officers who help you close with confidence.

HELP YOUR CLIENTS’ HOME
PLANS BLOOM THIS SPRING

Partner With a Proven Loan Team
Send your next buyer our way.



9151 Currency St.
Irving, TX 75063

©2026 Budget Blinds, LLC. All Rights Reserved. Budget Blinds is a trademark of Budget Blinds, LLC and a Home Franchise Concepts Brand. Each franchise independently owned and operated.

Same style & service.
New & inspired showroom!

1761 Jamestown Rd,
Williamsburg 23185

Request a Free Consultation 
757-356-9996
BudgetBlinds.com

(Ask about our exclusive
preferred partner pricing!)

We are having a Grand Opening Celebration!
Thursday, May 7  |  Ribbon Cutting 4PMth

Come tour our brand new showroom, enjoy local bites
and libations, and meet our award-winning team.
From design to professional installation, we deliver a
full-service experience that helps homes show better,
sell faster, and impress buyers.


