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Realtors, this is one of the most important parts of our process, and honestly, one of the most
overlooked in the industry. The preapproval meeting is not just about reviewing numbers and
issuing a letter. It is where strategy, education, and confidence all come together.

At Locke Your Loan, we sit down with clients and walk through the entire financial picture. We
review income, assets, credit, monthly comfort levels, future goals, and the loan options that best
align with their lifestyle. But more importantly, we explain everything in a way that actually makes
sense. Because buyers should not leave a preapproval conversation feeling confused. They
should leave feeling empowered.

This meeting is where we answer the questions clients are often too nervous to ask. What
payment feels realistic? How much cash should stay in savings? What does the monthly
payment actually include? What happens next once they go into contract?

When buyers understand the process, they move differently. They shop with clarity. They make
stronger decisions. And they walk into negotiations feeling prepared instead of overwhelmed.
For Realtors, this creates a completely different client experience. You are not out showing
homes to someone who is guessing. You are working with a buyer who understands their
strategy, trusts the process, and knows exactly where they stand.

That confidence matters.

A strong preapproval meeting creates stronger offers, smoother escrows, and fewer surprises
throughout the transaction. It allows us to identify challenges early, structure the loan correctly
from the start, and position everyone for success before the home search even begins.

This is why we take the time to meet first.

Because a preapproval is not just a number.
It is the foundation for everything that follows.

la ra n locke Ll
|

Senior Loan Officer - Branch Manager

951.405.2454 3
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Real partners. Real possibilities.

Title Talk ¢
@ Build Relationships
@ Provide Solutions
@ Protect Transactions
@ Create Confidence
@ Close with Care

People First. Purpose Always. Partners for Life.

TODAY'S FOCUS:
PEOPLE
PARTNERSHIPS
CLOSING DEALS
SOLUTIONS
m'ggki:v\cs ! e
|

Stewart Title of California, Inc. Eric Willis
Inland Empire Division
(&) 41391 Kalmia St. Ste 330
Murrieta, CA 92562
®© 951.696.2179
®) willisteam@stewart.com

™

A et

‘corsee + conroence =
CLOSINGS

Empowering Realtors N Ve
Securing Sellers

Lre vour sellers protected after closing?

While buyers and agents have
safeguards, sellers often remain
vulnerable after closing. Protect your
sellers interest after their home sells.

Elevate your reputation and gain a
competitive edge by partnering with us
and offering your sellers up to $125k in
coverage for disputes or lawsuits.

Connect with us fm.l'r.j 74

TANIA MARKS
Sr.Account Executive
TankadiMewVenture Escrtw, com

619-807-07T11
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COURTNEY LOUIS
Vice President of Sales
CourtneyaMNewVanureEsconoss. oom

858-229-9035

U LENDING
— TEAM —

POWERED BY RWM HOME LOANS

We're the Team You Can Count On

Melissa Figueroa  Javier Brambila
951-508-7772 949-836-8468

Emily Hudson
951-741-2925

A
Danny Coronado Ron Gomez
951-966-4921 909-709-1396

Expert Lending. Exceptional Service. Every Time.

Reliable & Responsive Communication - Certified Pre-Approvals for Guaranteed Closings
Seamless Partnership Experience - Higher Closing Rate

A) RWM

HOME LOANS

LET'S GET STARTED TODAY!

858-794-2155 | RWMLoans.com/Riverside =
Company NMLS: 79445 Company DRE: 01174642 | 7177 Brockton Ave Suite 225, Riverside ‘"
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Mike Maletich Marissa McCutchan Kaycee Hill
Owner Publisher Ad Strategist

Mitzie Maletich Terrina Russell
Promo Coordinator Writer
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Insurance That Helps You

Cllose Jitte Cornfidence

v Responsive insurance support for real estate transactions.
v Coverage solutions designed for buyers and homeowners.
v Local expertise with a relationship driven approach.
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Frastnes with an indwisbnce bgency et andesdlandi yous budineds.
myinsguru.com | 951.234.4720 | Chris@insguru.agency
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INSURANCE AGENCY INC .
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Your Fidelity
Title Partners

for Real Producers

Our team proudly supports residential and commercial
transactions throughout California with local expertise,
responsive service, and the strength of a trusted title
partner. From complex transactions to everyday

. . . LOCAL STATEWIDE PERSONALIZED
closings, .we jdre committed to provildmg the tools, EXPERTISE REACH SERVICE
communication, and support our clients need to move ) R
business forward with confidence. Residential + Commercial ~ Serving All of California

. .
Fidelity
ﬁﬂ . .

National Title
- . . [ " _———n——

Becca Keogan Kambria Minton Ryan J. Orr ) ) )

A title partnership tailored
951-434-5365 951-704-3933 909-767-0718 10 your business.
@becca.your titlerep @kambria4title @ryanjorr

YOUR LOCAL SOLUTION FOR e
HAULING, CLEANOUTS & PROPERTY PREP

Delivering fast, reliable junk removal with zero hassle!

Household Cleanouts - Construction Debris Removal - Appliance & Furniture Hauling
Yard Waste & Curbside Pickup - Same-Day or Next-Day Availability

Call or Text Us
for a FREE Quote!
(951) 764-6435

950nehauling
HAULING © 950ne Hauling
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22 Realtor Feature: Natalie + Steve Wemmer
26 Realtor Feature: Tarek Abdulhalim

32 Realtor Feature: Mary Dimmler-Long

COVER STO§

e S Bold ideas. |
yo.Llale|rjteref.steCI;|rw nominating people for certain stories, please 5 " _
email us at: marissa@n2co.com Aut hentlc re |at|0n5h lpS.
Results that stand out.

FROM CONTRACT TO CLOSE
' MAKING THE RIGHT
CONSIDER IT COVERED. —
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We handle everything from paperwork LISA FAVORITE

to deadlines, so you can focus on recaunt kxecutive

clients, closings, and production. V ~ o . 951.377.9638

o I e
v 22 Years of Real Estate Experience ﬁu!!_.\ B | | y Sl i, i clats hasdiing | . |-|5r3-|—LE‘|-."="'C*| |IE@L_T|C:C01ﬂ
+ Cerfified CAR Forms Trainer [(Moty) | Asocaent gy 4 A - £ . O www.LisaFavoriteTitle.com

b rdinctors
v E&O Insured for Added Protection \@1/ e

v Member, CA Association of Transaction Coordinators LN 5 ' Tz : y = NATALIE WILBURN

Transaction

Partner with a pro who keeps deals moving! nﬁ""“ \ IR o . feeoliitExecUtive
oy 2 . e, . 951.462.6483
all Multl- Year Plans Natalie.Wilburn@LTIC.com
iterms and O www.NatalieWilburn.com

corditions appiy|

FRANCINE GONZALEZ e

X . HWPre nunine
Transaction Coordinator UNUILE

Call or Text: 951-523-7382
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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!

BUILDER
Meritage Homes
(619) 246-1420

CLOSING GIFTS

Cut Above Gifts

Andy Burton

(951) 334-5301
www.cutabovegifts.com

ESCROW SERVICES
Arbor One Escrow
Lucy Encarnacion
(714) 227-0159

Corner Escrow
Lisa DeWitt
(951) 312-2073

New Venture Escrow
Tania Marks

(619) 807-0711
NewVentureEscrow.com

HOME INSPECTION
Morrison Plus Property
Inspections

(877) 858-7587

HOME WARRANTY
Choice Home Warranty
(909) 367-5119

Fidelity Home Warranty
(760) 399-7160

First American
Home Warranty
(951) 541-6086

Old Republic Home
Protection
(951) 966-8883

HVAC
Even Flow Heating & Air
(951) 368-3584

w

* e

(X oLp REPUBLIC

“The market is

INSURANCE
Lizarraga
Insurance Agency
(951) 234-4720

JUNK REMOVAL
& HAULING
950ne Hauling
(951) 764-6435

MORTGAGE

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

Rural 1st

(502) 536-3955
RWM Home Loans
(909) 709-1396

NHD

Instant NHD

Lucy Encarnacion

(714) 227-0159
Support@instantnhd.com

ORGANIZER
NEAT Method
(951) 243-4746

TITLE COMPANY
Fidelity National Title
Becca Keogan

(951) 434-5365
Kambria Minton
(951)704-3933

Ryan Orr

(909) 767-0718

Lawyers Title
Lisa Favorite
(951) 377-9638
Natalie Wilburn
(951) 462-6483

Monarch Title Company
KS Team

MaryAnn Sharp

(909) 997-4668

Karl Kooser

(951) 347-7771

Morris

Property Inspections

Stewart Title of
California

Julie Putjenter
(951) 764-1757
Eric Willis

(951) 764-1736

WFG Title
Amy Smith
(951)240-0330

TRANSACTION
COORDINATOR
Innovative Transactions
(951) 523-7382

WATER & MOLD
REMEDIATION

All Dry Services of
Riverside Co.

(951) 554-2379

plusq

n

complicated.
We're not.

Attract new business, generate referrals, and create
a smoother experience from listing to closing and
beyond with Old Republic Home Warranty.

Contact us
today to
learn more.

WHAT YOU CAN'T SEE,
MAY COST YOU.

Not all inspections are created equal.
Protect your next deal and partner
with Morrison Property Inspections.

POOL - DRONE - SEWER - THERMAL

Scanto .
Request an

Lisa Masterson
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Mikki Arango

Senlor Account Executive Sankcr Account Executive
T+ (980) 308-6489

T: (980) 308-6498
{ 51) 966-0883

Inspection! & .

Problems Dou't Start at Closing. Neither Do We.

Open Title Early | We'll Review the Prelim | Close with Confidence

Most title issues aren't discovered on ¢
open title early, identify pote
p your transaction moving
Every smooth closing is more than a transaction,

It's Your Reputation.

7MONARCH
'ITLE COMPAN:

KARL KOOSER MARYANN SHARP

Title E tive

It's HOT

Help your clients beat the
heat with our cool home

ie Baane sa

High Desert, San Bermarding iniand Empire and

i

warranty coverage. When County, Corona, Norco, Rivarside, Meuntain Cities

covered home appliances and Redlands, and surrounding aress  |caouette@firstam.com
'cbag Hﬂl@flfﬂtammm 909-967-2082

systems break, our coverage 909-614-9391

helps save the day and keep A

hormes running smoothly. 1

Let’s connect.

Meet the Sterkel Team
BLAKE STERKEL, Owner

CALL OR TEXT US ANYTIME!

Office: 877-858-PLUS
Text: 909-851-7091

firstamrealestate.com

Phone Orders:

800-444-9030

AmMmanda | 1E

thelmuuw.ﬁnu st F!iuer&de” i :I.nd

Imperial Counties
;’:r’r::i "‘:rr'r'fm amemillien@firstam.com
: s 251-541-6086

Eirst Amarican Home Wamsety Corporation. AR rights eserved. - ADNLANDEMPRE MAP_2_26
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All Dry of Riverside County is family owned and operated.
Our professional restoration team is trained to restore your

property back to pre-damaged condition.
Choosing us means getting a seamless, stress-free

]
Our Services
recovery from start to finish. We combine expert

‘ ‘ ‘ & restoration with high-quality reconstruction,
ensuring your property is returned to its original
Odor Control condition with efficiency and care.

Water Damage Mold Remediation =~ Fire Damage
From emergency extraction  From professional inspection ~From specialized cleaning to  From deep-cleaning to high- . .
to final repairs, we handle to safe removal, we handle  complete structural repairs,  tech neutralization, we handle 0 24/7 Emergency Services ° Local & Family Owned
we handle every step of your every step of your odor
removal project. - X
@ IICRC Certified Firm @ CSLB #1145032

every step of your water every step of your mold
restoration project. remediation project. fire and smoke restoration
project.
#70027882
info.rivco@myalldry.com e 951-554-2DRY

alldryrivco.com

@alldryrivco

FINISH SUMMER STRONG &
CLOSE WITH CONFIDENCE!

Let’s make this your best year in real estate—together.
Corner Escrow * Where Closings Create Connections

CORNER

'- ESCROW

_

our home organizing services

Bathrooms | Closets | Kitchens | Nurseries | Offices

TRANSFORMING YOUR CLIENTS'
NEW HOUSE INTO A HOME

bri van lierop

OWNER, NEAT INLAND EMPIRE
& DESERT COMMUNITIES

951.243.4746
neatmethod.com

our move and relocation services

Pre-move prep | Manage logistics | Unpack & organize

Create customized solutions | Ensure every detail is complete

Pantries | Playrooms | And everything in between...

=

L s |

lisa@cornerescrow.com

“Lisa DeWitt « 951.694.6300 -
25220 Hancock Ave. Suite 350, Murrieta, CA ¢ cornerescrow.com

MISSION VIEJO TUSTIN BEVERLY HILLS MURRIETA CARLSBAD

LAGUNA BEACH LAGUNA WOODS
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HELPING CLIENTS
KEEP THEIR-COOL--
® Y | ’*_‘q

-V!r‘.\ }J(J
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Denise Gianni Debra Camer
951-429-2505

909-754-0719
Denise.Gianni@fnf.com Debra.Comerafnf.cc

V7778 2/ W 7/

Lic# 917275

So1-684-4578

= Inspection HVAC Repairs
'_. & =Y » Fast Turnaround for Escrow Timelines
PAUL e = Residential, Commercial & Listing HVAC Service
= Preventing Last-Minute Deal Delays

REESE,

Owner 5l
Call or Text Us Today! 951-368-3584 | EVENFLOWAIR.COM
Inland Empire Real Producers - 13
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HOME WARRANTY homewarranty.com




For more than two decades, Tom Bashe
has built a career around something
that goes far beyond real estate
transactions. While homes may have
first sparked his interest, it was the
people behind those front doors who
ultimately shaped his passion.

As the owner of Localist Realty, Tom
has spent the last 20-plus years helping
families throughout Southern California
navigate some of life’s most significant

Temecula home since 1997, Tom

has witnessed the region’s growth
firsthand and enjoys helping clients
discover not only the right home, but
the right community.

“I focus on giving straightforward advice,
even when it’s not necessarily what
someone wants to hear,” Tom says. “My
responsibility is helping clients make

the best decision for their situation, not
simply completing a transaction.”

While referrals remain the cornerstone
of his business, Tom has also embraced
modern marketing strategies to better
serve clients and maximize exposure
for listings. Professional photography,
video, digital advertising, social media
campaigns, email marketing, and
targeted online strategies all play a role
in his approach.

Still, he believes there is no one-size-fits-
all formula.
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matters most.

had found the right career path. Instead,

) o decisions. Whether guiding first-time
é_ ¥ buyers, seasoned investors, growing That commitment to honesty has helped “Every client deserves a customized
LA i Tl.,*.'!.q |:’ ] families, or homeowners facing major him earn something every real estate plan designed to help them achieve the
— t:l:ﬁ:i:i:;', 'l‘l;nﬁ i |‘ } life transitions, he approaches every professional strives for: trust. best possible outcome,” he says.
KL CLRLRERRRY ri_‘.i. A (AAAAAK! = client relationship with the same
X \ :. .: A .: :.:. \ :. '.: :. : - philosophy: be an advisor first and a Over the years, there wasn’t a single As successful as his professional life has
LEERERRY EEE .: :. AR LA salesperson never. defining transaction that confirmed he become, Tom is quick to point out what

.
==
P
=
=
=
e
==
e
$"‘-ﬁ -

- N “I don’t view myself as a salesperson,” it has been the long-term relationships

5 = \ g Tom explains. “I view myself as an that have reinforced his purpose. His wife, Jazzmin, and their three
~ |/__\ | i /"“\,' [ ~~ | | , advisor. My role is to understand my daughters—Kennedy, London, and
&/ ! = R clients’ goals, look at their complete When clients return years later to buy Parker—are the center of his world.
gl = | - /1 [\ i3 = - v financial picture, and help guide them or sell another home, refer family
"":"\,; /"—“ "—'\; / ~ ff 7 o . e toward the best decision for their members and friends, or seek guidance The family stays busy supporting the
"\-.:/'i w C"J . . L desired outcome.” during major life events, Tom sees those girls’ competitive dance schedules, a
L= Ll i [ ! moments as confirmation that his work commitment Tom jokingly describes
That mindset has become the truly matters. as practically a full-time job of its own.
BALALAHANT (ROERRRRORL reri ey :':'. NAAKHIN i foundation of a career that began long Yet it’s those moments spent watching
0 : : N : ‘:. :-': ': :. .: :.: l: .:;*ﬁ" *: = o L before most people are even considering “Those relationships and the trust his daughters grow, pursue their
A R AR AR X 'J :':'Il their future professions. people place in me have confirmed that passions, and develop into their own
AN :‘;' I:i 0 W ':'I LR :. :'- EROCK] - this is exactly where I'm supposed to unique individuals that bring him the
AN ISR :'ill*:'H'll 000 :, :':'4 r I Tom entered the real estate industry in be,” he says. greatest fulfillment.
SOOEN ."_' AN O II: AR 2003, fresh out of high school. In fact,
K i: IIE :i .H.t‘i‘ i ) 'i‘- A .:- AN ( he passed the California real estate That trust has also become the driving Outside of work and family, Tom enjoys
AAARAR 1 ‘i:'l' 00 W ‘i* LY 'i'- 'm**M ‘1’ I ’q:{ exam before he received his high force behind Localist Realty’s growth. fitness, travel, outdoor activities, home
: :, :‘. i:ﬂ:‘-“j .: *;::;‘ _ :*+.*'*;‘-‘+*J!' AN school diploma. Appropriately named, the brokerage’s improvement projects, and continuous
ARARA @{lﬁ“’l‘! i‘“ 0 ) :q. }:l:i:q:u: brand centers on local expertise, learning. Curiosity, he says, has always
) :1". F&Uﬂ-" ‘**t ; ‘.': 'l'.tj,:f l:i‘l*i*i‘i' W “I was fascinated by homes and the personalized service, and genuine care been one of his greatest strengths.
IR +1 @i%}?‘\l N %'lt ! qj.' 1 i:l:i:i:i:i‘:i:i:ﬁ ¥ families who live in them,” he says. for clients.
Xl A J P? WL BAREARALES “Every home tells a story and offers Whether exploring a new topic, developing
QOO \ () M ‘1"1 F i!'a"ﬂ‘q "'- '.'..*.';"H.‘* ) a glimpse into different lifestyles, Their motto, “Locals Who Care, Experts a skill, or deepening his understanding
WA :‘ '@D i::' i.t‘ X '\‘I:l: ) l:l :l:il*i:i::’ ! perspectives, and life experiences.” That Deliver,” reflects the company’s of something familiar, personal growth
A X u"'” 1:.:1_ E:*:':’ll:‘:il‘:! F‘l A commitment to combining market remains a constant priority.
O] LR ) i*:'w A lnilf‘i.iw|I i} - That fascination quickly evolved knowledge with a client-first approach.
1 YK OO '1.*;':'1.*;"',*.*'* into a deeper understanding of what That same commitment extends to the
: s :i | :M ‘i:i:i:i:i :lzi:l:i:ii 'll:i:i:ll' real estate truly represents. Homes Not surprisingly, the majority of Tom’s community he has called home for
I. X : ! W _u: O .',:.,' i i:lillli':*i'i'i:- *: are often tied to milestones, dreams, business today comes from referralsand  nearly three decades.
-J- A/ ii 11 i: 1: :i:i*iﬂ ‘l:l‘i:ltl:!:i:i:ll = challenges, and fresh starts. Helping repeat clients.
" X |'1 :'t \ L':‘:*:‘f:‘:‘:‘:‘:‘ AN people navigate those moments became Tom actively supports local schools,
AR I‘:": !:*:‘:‘:‘:*:‘:':‘:‘1 :::::::::::::::;::: : far more meaningful than simply “It’s one of the greatest compliments youth programs, community events, and

facilitating a sale.

Today, Tom’s clients benefit from more
than just experience. Having called

a professional can receive,” he says.

“It means people trust me enough to
recommend me to their friends, family,
and colleagues.”

organizations throughout the Temecula
Valley. His connection to the area runs
deep, and he remains passionate about
contributing to the place that has given
so much to his family and business.

Inland Empire Real Producers - 15




Looking ahead, Tom’s vision includes
continued growth for both Localist
Realty and his property management
company, My Property Management.
He’s focused on expanding opportunities
for agents, enhancing the client
experience through innovation and
technology, and building businesses that
create lasting impact.

At the same time, he remains intentional
about preserving what matters most.

“Success isn’t just measured by business
growth and sales volume,” Tom says.

“It’s about creating a life that allows me
to be present for the people who matter
most while continuing to make an
impact on my clients and community.”

For those entering the industry, his
advice is refreshingly simple.

Talk to people. Build relationships.
Stay consistent.

“Success in real estate doesn’t happen
overnight,” he says. “The people who
succeed are the ones who show up every

day, continue learning, and genuinely
care about serving others.”

After more than twenty years in the
business, Tom Bashe continues to prove
that the most successful real estate
careers aren’t built on transactions
alone. They’re built on trust,
relationships, and a genuine desire to
help people move confidently into their
next chapter.

And for Tom, that’s a story worth telling
every day.
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My role is to UNDER
GOALS, LOOK AT 1
FINANCIAL PICT{

THEM TOWARD THE BEST DECISION for

their desired outcome.”

RE; AND E

ND MY CLIENTS’

EIR COMPLETE
ELP GUIDE
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€€ The people who succeed are the ones who show up

EVERY DAY, CONTINUE LEARNING, AND
GENUINELY CARE ABOUT SERVING OTHERS.”
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RURAL FREEDOM

STARTS WITH A GREAT
LAND LOAN

Financing for a bare land loan Isn't easy to find but as the
leader in rural lending, we've got you covered. We'll work to
find a term and down payment that are right for your clients.
Regardless of whether it's open land. timbered land, or a
combination of both, we'll help them secure a loan so you ‘ -
can help them start enjoying their dream. '

Speak to one of our rural lending experts today.
Visit Rurallst.com or call 1-844-GO-RURAL to get started.

Jeft Mendez.
Senior Rural I* Loan O
g09.827.2560

E RURAL 1%

Closer to What Matters Construction Loan =Land Loan = Lot Loan =« Home Loan

Loans subject to credit approval Rural 1 i5 4 trg ":— arme and Rural 1%, the Rodlng Hills Window 1con, and Closer 1o What Matters ane exchisive trademarks of
Fasmi Credit Mud America NMLS 207249, Rurad 1 dicls are availabie o consumers within the lerritores of participating Faom Credit System Assockatiors:
Eqyual Housing Leides v o -]

JOIN |
 AGENTS ROCK
REWARDS

Meritage is turning it up @ notch, with exclusive benefits designed to help ¢

business. Ins pirec

features three lev

AGENTS ROCK
REWARDS

AGENTS ROCK
REWARDS PORTAL

CONVENIENT
LOCK BOX ACCESS

CONTENT
SHARING

LOCAL
PERKS

EDUCATIONAL
OPPORTUMITIES
AND MATERIALS

EXCLUSIVE EARLY
ACCESS

ABILITY TO HOLD
OPEM HOUSES

INVITE-ONLY
INDUSTRY EVENTS

A PLACE IN THE
AGENT FINDER

SELLER'S AGENT
PARTMER FOR LISTINGS

by real feedback from agent partners, our enhanced rewards program
d, Platinum and Diamond, with benefits ot each tier to help

you hit all the right notes with clients.

&

n

PLATINUM DIAMOND |

I Closing 3 Closings

Meritage!
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ome people hire a Realtor

because they need someone to

open doors. Others hire a Realtor
because they need someone to help
them through one of the most emotional
chapters of their lives. Natalie Wemmer
understands the difference.

Over the years, she has learned that

real estate is rarely just about the house.
Behind every transaction is a story.
Sometimes it is a growing family looking
for more space. Sometimes it is a couple
navigating a divorce. Other times it is

an adult child helping parents transition
into assisted living after decades in the
family home.

The paperwork may look similar from
transaction to transaction, but the
people never do.

“People don’t always need someone to
push them forward,” Natalie says. “They
often need someone to walk beside them.”

That philosophy has become the
foundation of her business and one of
the reasons clients connect with her so
quickly. Long before she entered real
estate, Natalie was drawn to helping
others. She attended nursing school
and worked in customer-focused
environments where she developed
skills that would later become
invaluable in her career: empathy,
communication, patience, and the
ability to truly listen.

Looking back, she realizes those
experiences prepared her for real
estate in ways she never expected.
Every transaction comes with hopes,
fears, uncertainty, excitement, and
countless emotions. Natalie discovered
that her ability to understand people

EN BY TERRINA RUSSELL e PHOTOGRAPHY BY MARISSA MCCUTCHA!

often mattered just as much as
understanding contracts.

“I think my compassion and ability to
understand people sets me apart,”
she says.

She has built a reputation for
recognizing what clients need,
sometimes before they recognize

it themselves. Many of the people

she serves are navigating major

life transitions. Emotions run high.
Decisions feel overwhelming. Questions
come faster than answers.

Natalie has learned that those moments
are rarely solved by pressure. Instead,
they are solved by presence. “I know
when to step in, offer reassurance, and
help hold people up before they feel
their knees buckle,” she says.

That approach has confirmed she found
exactly the right career.

There was never one specific transaction
that changed everything. Instead, it

was the realization that helping clients
through major life decisions felt natural.
As she helped families buy homes, sell
homes, and navigate life’s challenges,
she realized she was doing much more
than facilitating transactions. She was
helping people move forward.

“Home is where the heart is,”
Natalie says.

When clients invite her into the process,
they are often sharing far more than
financial information. They are sharing
dreams, memories, fears, and plans

for the future. She never takes that
responsibility lightly.

3-0

What makes her especially grateful is
that she doesn’t walk the journey alone.
Family is at the center of everything she
does. One of the greatest blessings of her
career has been building the business
alongside her husband, Steve.

Ask Natalie about Steve and she
immediately starts smiling. She
describes him as her best friend,
business partner, and one of the most
naturally gifted people she has ever
met when it comes to connecting with
others. “I always joke that Steve could
sell ice to an Eskimo,” she says.

Wherever they go, conversations
happen naturally. A quick stop at a gas
station can turn into a twenty-minute
conversation with a complete stranger.
More often than not, Natalie returns

to hear someone telling her how much
they like her husband.

For the Wemmers, those connections
are not a business strategy. They are
simply who they are. Their children
have become part of the journey as well,
attending open houses, brainstorming
marketing ideas, and cheering on the
family business from the sidelines.

Outside of work, some of their favorite
moments happen during spontaneous
trips to Big Bear. Natalie laughs when

she describes the familiar routine. Steve
announces he has booked a cabin, the
family starts counting down the days, and
excitement immediately fills the house.

Those weekends provide something
increasingly rare in today’s fast-paced
world: time. Time to reconnect. Time

to slow down. Time to remember

what matters most. That same sense of
connection extends into the community
they proudly call home.




Whether supporting local events,
building relationships with neighbors, or
simply maintaining a dog-walking station
near their home stocked with fresh water
and waste bags, the Wemmers believe
community involvement starts with
small acts of kindness.

“We don’t just work here,” Natalie says.
“We live here, raise our family here, and
build relationships here.”

Natlie’s advice to new agents is to be
hungry-and keep learning. “Make a
decision and commit to it. Show up

on the days you don’t want to. Learn
everything you can. Stay humble and
stay coachable. Take classes. Find a
mentor. Ask questions. Learn from
people who have already achieved what
you're working toward,” said Natalie.
“Look at the agents who have what you
want and study them. Don’t copy them,
but identify what makes them successful
and apply those lessons to your own
business while remaining authentic to
who you are and always be a student.”

As their business continues to grow,
Natalie remains focused on the

a

values that got her here in the first
place. Understanding, authenticity,
compassion, and a commitment to
meeting people exactly where they are.
Her goal has never been to become the
loudest voice in the room or the most
aggressive salesperson in the market.

Instead, she wants clients to know they
have someone they can trust walking
beside them through every step of the
journey. Because in Natalie’s world, real
estate has never been about houses. It’s
about people. And helping them find
their way home. ®

~ People don'’t always need someone to push them forward. .~

TTley often need someone to walk beside them.”




WHEN TAREK ABDULHALIM
SOLD HIS FIRST HOME IN

CAIRO, EGYPT, HE DISCOVERED
SOMETHING THAT WOULD SHAPE
THE REST OF HIS LIFE.

Fresh out of Cairo University
with a degree in accounting,
Tarek thought his future
would be spent balancing
spreadsheets and building a
traditional business career.
Instead, a friend whose
father was a local builder
introduced him to real estate,
and everything changed.

After helping sell a few
homes, he quickly realized
he had found his calling.

“I was trying to be an
accountant,” Tarek says with
a laugh. “Then I sold a couple
of homes and right away I
loved the job.”

What began as an
unexpected opportunity
soon became a profession.
Tarek built his career with
internationally recognized
brands including Century
21 and Coldwell Banker in
Cairo, developing the skills
and confidence that would

later serve him well on an
even bigger stage.

In 2016, Tarek married his
wife, Salma. Three years
later, the couple made a
life-changing decision.
Along with their young
family, they relocated to
the United States in pursuit
of new opportunities

and a new chapter.

For many professionals,
moving to a new country
means starting over. For
Tarek, it meant proving
once again that hard
work, consistency, and
genuine care for people
transcend borders.

He entered the Southern
California real estate market
in 2019 and immediately
got back to doing what

he loves most: helping
families navigate one of

the biggest decisions of
their lives. Today, he serves
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clients with Provident Real
Estate and continues to
build his business through
online leads, referrals, and
the relationships he has
cultivated with past clients.

At the heart of Tarek’s
success is a simple
philosophy: treat people the
way you would want your
own family treated.

“Be yourself and be honest
with the clients you meet,”
he says. “They are families
just like ours. We really need
to take care of them.”

That mindset has helped him
earn trust in an industry
where relationships matter.
Clients quickly discover that
Tarek is straightforward,
honest, and focused on
solutions. Whether working
with first-time buyers or
clients purchasing luxury
properties, he approaches
every transaction with the
same level of professionalism
and care.

“Higher-priced homes don’t
scare me,” he says. “Clients
don’t scare me. Other agents
don’t scare me either.”

His confidence comes

not from arrogance, but
from experience and
preparation. Having worked
with people from different

backgrounds and walks
of life throughout his
career, Tarek understands
that respect is something
earned through actions.

“I can handle anyone I meet
because I know respect is
earned, not given.”

Perhaps what makes Tarek
especially effective is the
fact that he genuinely enjoys
the work. While many
professionals spend years
searching for a career they
are passionate about, he
found his early.

“I never felt like I'm working
when I'm selling homes,”

he says. “I'm just helping
someone who really needs
my help.”

That perspective continues
to fuel his motivation even
after more than a decade in
the business. Looking ahead,
Tarek has no plans to step
away from real estate. In
fact, he hopes to expand his
involvement in the industry
by investing more heavily
in his own properties and
pursuing opportunities to
buy and sell homes himself.

His long-term vision reflects
the same entrepreneurial
spirit that led him into the
business years ago.
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BE YOURSELF AND BE HONEST WITH
THE CLIENTS YOU MEET. THEY ARE
FAMILIES JUST LIKE OURS. WE REALLY
NEED TO TAKE CARE OF THEM.”

Success, according to Tarek,
is built on two qualities
that anyone can develop:
consistency and belief.

“The key is consistency and
never stopping believing

in yourself no matter how
hard it gets,” he says. “I know
what I can do, and I'll always
keep pushing forward.”

Outside of real estate,
Tarek’s world revolves
around two passions:
his family and soccer.

He and Salma are the proud
parents of Nora, 9, and
Kareem, 8, who remain at

the center of everything

he does. Whether he’s
working with clients or
planning for the future, his
family serves as his greatest
source of motivation.

Soccer, meanwhile, has been
part of his life since he was
four years old. A lifelong
player and devoted fan, he
still follows the sport closely
and dreams of combining
his two greatest loves in one
unforgettable experience.

“My best trip would be
taking my small family to
watch a soccer game live in

a stadium somewhere we’ve
never been before,” he says.

Of course, he admits that
some beach time would be a
close second.

As colleagues, clients,
friends, and family members
describe Tarek, one phrase
consistently rises to the
surface: go-getter.

It’s a label he embraces.

“I don’t think much,” he says.

“Ijust get things done.”

That simple approach has
carried him from Cairo

to California, through
changing markets,
international moves,

and countless successful
transactions. Through it
all, Tarek Abdulhalim has
remained committed to the
values that first drew him
to the business: honesty,
consistency, and a genuine
desire to help people.

For him, real estate has
never been just about selling
homes. It’s about taking care
of families and building a
life he can be proud of; one
relationship at a time. ®
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Mary Dimmler-Long has spent 35 years helping people buy and sell homes, but if
you ask her what she values most, it is not the transactions, the awards, or even
the impressive milestones she has achieved along the way. It is the relationships.

That focus on people has
been the foundation of a
career that has spanned
decades, multiple market
cycles, and generations of
families who continue to
trust her with some of life’s
biggest decisions.

Long’s path into real estate
began long before she

sold her first home. While
living in Orange County,

she worked as a Business
Development Representative
for Terra Escrow, calling

on real estate agents and
apartment brokers from
Laguna Niguel to Huntington
Beach. The position gave

her a front-row seat to the
real estate industry and
introduced her to many

of the professionals she

still considers friends and
colleagues today.

“I saw all of the agents doing
so well, and I realized I
needed to be the one selling
homes,” she recalls.

Armed with industry
knowledge, a growing
network, and plenty of
ambition, she made the
leap into real estate after
relocating to the Inland
Empire. The timing was

far from ideal. The market
between 1990 and 1992 was

challenging, and success
required persistence,
creativity, and a willingness
to do the work many people
try to avoid.

“I had to work hard, do tons
of open houses, make cold
calls, and focus on the basics
to meet people,” she says. “I
find that in any market, the
basics work.”

That work ethic was shaped
long before she entered the
industry. Growing up in
Nebraska instilled values
that continue to guide her
business today.

“My roots in the Midwest
gave me a strong work ethic,”
she says. “I have a lot of
respect for people who work
hard and put in the time.”

Over the years, Long has
watched the industry
evolve dramatically.
Technology, social media,
and artificial intelligence
have transformed the way
agents market properties
and connect with clients.
While she embraces

those tools, she believes
they work best when
combined with something
much more traditional.

People skills.

Even after decades in the
business, Long makes it a
goal to meet at least ten new
people every week.

“Sometimes they’re buyers
or sellers,” she says.
“Sometimes they’re not.
Sometimes you need to
make money, and sometimes
you’ve got to do Jesus work
and help from the heart.”

That philosophy has helped
her build a business fueled
primarily by referrals.
Today, approximately 80
percent of her business
comes from past clients and
personal recommendations.

The trust she has earned
has also led to one of the
most rewarding aspects
of her career: serving
multiple generations of
the same families.

“After three decades in the
business, my greatest reward
continues to be serving
generations of families and
friends,” she says.

Her career has included
many memorable moments,
including becoming the

first agent to sell and close

a home for more than $1
million in Canyon Lake in
1999. It was a milestone

that reflected not only

her success but also the
growth and evolution of
the community she has
proudly served for decades.

Despite the changing market,
Long remains convinced that
relationships are the key to
long-term success.

“I'would say one of

the keys to success is
creating a database that
keeps you surrounded
by clients, friends, and
family so it doesn’t feel
like work,” she says.

She is also quick to
acknowledge the team of
professionals who help
her deliver exceptional
service. From Fidelity
Title and LaRue Escrow to
transaction coordinators
Nora and Michelle, along
with trusted partners
such as Fidelity Home
Warranty’s Kathy Lansford,
Long believes strong
partnerships are essential
to helping clients navigate
complex transactions.

“It’s great to pick up the

phone and get answers and
results quickly,” she says.
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While real estate has
been a lifelong passion,
family remains at the
center of her world.

She and her husband, Brad,

have shared nearly 30
years of marriage. During
the summer months, Brad
often spends time at the

couple’s mountain retreat +*

~in Duck Creek Village near
Brian Head Ski Resort

in Utah, escaping the
Southern California heat.
Back home, Long treasures

e

with Stevie, the famlly S @

every opportunity she
gets to spend time with
her family, especially her
grandsons, Jaxon and
Colt, and granddaughter
Kelsey, who recently
became a mother herself.

Whether she is helping
a first-time homebuyer .

purchase their dream hdme,

celebrating a successful -
closingwith longtime chents,
or watchmg her grandsons
creafe memories by the pool
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