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www.shoppeattheavenue.com

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

Monday - Friday: 10am - 6pm
Saturday: 11am - 4pm

2004 W. Bratton Avenue, Kingsburg CA 93631

559-897-0349 | weststarconstruction.com

· Located in North West Visalia at Shirk & Riggin
· A Master-Planned, Mixed-Use Community designed for modern living

· �oughtfully crafted neighborhoods for every lifestyle
· Close proximity to shopping, schools, and parks

· Integrated bike paths and walking trails
· Now accepting reservations

· Included Features – Gas Cooktop, Large Kitchen Islands,
Choice of Elevation - Spanish, Ranch, or Farmhouse

RESIDENTIAL COMMUNITY

carletonacreshomes.com | 559.909.2492

Brought to you by

A NEIG H BORHO OD
FOR EVERY LI FEST YLE

Phase 5 of
Kings Estates is

now open

“We Build Better”

License #766260
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Commercial and Residential Pest
Termite and Rodent Control
Termite & Fungus Damage Repairs
No Contract Options

Get Your Free Estimate Today!
559.322.5252 | MisterSprayman.net

Your Experienced Local AllyFor Pest-Free Listings

Your Experienced Local AllyFor Pest-Free Listings

WE ARE THE EXPERTS
IN PEST CONTROL

SERVICE

Paul Mendes • 559.334.3234 • absolutecomfortlimousine.com

Yo u r  c l i e n t s  d e s e r v e

Luxury

As a Sierra Pacific Loan Officer, I am dedicated to helping 
you obtain the loan that is tailored to your unique financial 

needs. Whether you are purchasing your dream home, 
refinancing, consolidating debt, or accessing the equity in 

your home, I can help you find the right loan program.

Sierra Pacific Mortgage Company, Inc. NMLS # 1788 Equal Housing Lender. 950 Glenn Drive, Suite 150, Folsom, CA 95630 (Tel. 800-447-3386). For licensing information, go to: 
www.nmlsconsumeraccess.org. This is not a commitment to lend. Licensed by The Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act # 417-0015.

Paul Salazar, Branch Manager
NMLS 349562

(559) 360-2763
paul.salazar@spmc.com

1080 W. Shaw Ave., Suite 105 Fresno, CA 93711

YOUR FINANCIAL SUCCESS
IS MY GOAL
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(559) 392-3307

rkbuildersus@gmail.com

Buildwithryannow.com

CUSTOM HOMES, ADUS, STEEL BUILDINGS,
KITCHEN AND BATHS, AND MORE!

TOP CHOICE FOR RELIABLE GENERAL CONTRACTORS
IN FRESNO, CALIFORNIA

RYAN K
LEFFINGWELL

Paying less through proactive tax management  strengthens
your ability to prepare for retirement.

A Morgan Stanley Financial Advisor will work with you to
create a personalized tax-advantaged investment strategy
to help you reach your retirement goals.

Taxes can have a signi�cant
impact on your future wealth.

Morgan Stanley Smith Barney LLC (“Morgan Stanley”) and its Financial Advisors and Private 
Wealth Advisors do not provide any tax/legal advice. Consult your own tax/legal advisor 
before making any tax or legal-related investment decisions.
© 2025 Morgan Stanley Smith Barney LLC. Member SIPC. CRC4986338 11/25 
556766_2996998 01/23

Eric Todd
Financial Advisor
Senior Vice President
520 W Main St
Visalia, CA 93291
+1 559 636-5644
Eric.Todd@morganstanley.com
https://advisor.morganstan-
ley.com/the-todd-group
CA Insurance Lic. #0K61624
NMLS #1700901

If you are interested in contributing or nominating 
REALTORS for specific stories, please email us at 
Brittney.shull@realproducersmag.com. 
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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

BRANDING PHOTOGRAPHY
Branding By Tonya 
(831) 251-8832
branding.designsbytonya.com 

CAR SERVICE - LIMOS 
/ PARTY BUS
Absolute Comfort Limousine
Paul Mendes
(559) 804-1712
absolutecomfortlimousine.com/

COACHING/CONSULTING
RealCop Real Estate Coaching
Shawn Cardoza
(559) 318-6727

CONCIERGE MEDICINE
The Ark Direct Primary Care
(559) 530-8151
thearkdpc.com

CUSTOM CLOSETS, 
OFFICES & GARAGES
California Closets
californiaclosets.com

CUSTOM DESIGN & 
BUILD/REMODEL
Build with Ryan
(559) 392-3307
buildwithryannow.com

EVENT PLANNER
Events by Samantha
(559) 471-5708

FINANCIAL ADVISOR
Edward Jones
Mike Young
(559) 732-2836
edwardjones.com/mike-young

Morgan Stanley
(559) 733-7211
advisor.morganstanley.com/
the-todd-group

HEALTH, WELLNESS & FITNESS
Quadrant Fitness
(559) 610-4607
quadrantfitness.net

HOME INSPECTION
WIN Home Inspection
Rob Blackstone
(559) 697-1833
www.visalia.wini.com

WIN Home Inspection
Nathan Houck
(559) 697-1833
www.visalia.wini.com

HOME STAGING
The Avenue Home Staging/
Shoppe at the Avenue
Andrea Van Groningen
(559) 240-6816
theavenuehomestaging.com and 
shoppeattheavenue.com

Upstaged
Traci Gardner
(559) 731-6831
www.facebook.com/
upstagedstyling

HOME WARRANTY
American Home Shield
Kristin Aguilar
(559) 309-7657
www.ahs.com

Fidelity National 
Home Warranty
Michaela Paz
(209) 639-2344

First American Home Warranty
Susan Britter
(559) 269-9191

HWA Home Warranty 
of America
Franceen Holder
(559) 554-6445

HVAC/PLUMBING
Super Air Repair
(559) 394-4878
superairrepair.com/

INSURANCE
28 Insurance
Chase Dias
(559) 680-2334

Farmers Insurance
Kelly Brooks
(559) 358-5203

INTERIOR DESIGN STUDIO
Amparan Design
(559) 304-5258
www.amparandesign.com

LANDSCAPE & DESIGN
Charter Oak Landscape 
Development
(559) 802-4609
charteroaklandscape.com

LIFE COACH/MOTIVATIONAL 
SPEAKER
Amplify
(559) 786-9990
amplifylevelup.com

MARKETING AGENCY
Siongs Marketing
Lucy Siong
(559) 575-1618

MOBILE DETAILING
Mobile Shine Club
(559) 736-5855
www.themobileshineclub.com

MOLD TESTING/REMOVAL
Fresno Mold Busters
Luke Fisher
(559) 999-4852
www.fresnopuremaintenance.com

MORTGAGE LENDERS
Core Home Loans
(559) 740-8522
coreloans.com

Gold Standard Mortgage
(559) 318-6058
goldstandardmortgage.com/

Guild Mortgage
Patty Grissom
(559) 490-6972
branches.guildmortgage.com/ 
ca/fresno/patty-grissom-532- 
ckpg.html

Home Front Mortgage
Jeffrey Dileo
(559) 623-8897

Mid Valley Financial
(559) 256-3620
7644 N Palm Ave
Fresno, CA 93619
www.mvloans.com

Nancy Mota Castillo 
Home Loans
Nancy Mota Castillo
(559) 909-6116
www.nancyhomeloans.com

Sierra Pacific Mortgage
(559) 360-2763
lo.sierrapacificmortgage.com/
paul-salazar

MORTGAGE PROTECTION/
LIFE INSURANCE
Optimal Coverage
Damon Jimenez
(559) 230-7747
optimal-coverage.com

NATURAL HAZARD 
DISCLOSURE REPORTS
SnapNHD
(559) 696-0357
snapnhd.com

NEW HOME BUILDERS
Smee Homes Inc
(559) 300-2626
smeehomes.com

West Star Construction
(559) 897-0349
weststarconstruction.com

PEST & TERMITE CONTROL
Mister Sprayman Pest Control
(559) 338-5557
1450 Tollhouse Rd #107
Clovis, CA 93611
mistersprayman.net

PHOTOGRAPHY/VIDEO 
PRODUCTION
Summit Visuals, LLC
(760) 258-6123
www.summitvisuals.com

SOCIAL MEDIA MARKETING/ 
MANAGEMENT
WIN Marketing Agency
(559) 381-5248
www.winmarketing.agency

STORAGE
Derrel’s Mini Storage, Inc.
(559) 224-9900
www.derrels.com

Storland
(559) 529-9448
www.storlandstorage.com/

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

First American Title
(916) 798-4115
www.firstam.com/ownership

Old Republic Title
Sarah Plowman
(559) 720-0657

TRANSACTION MANAGEMENT
Confident Closings TC
Cristie Clements
(559) 333-8482

WEALTH MANAGEMENT
Pacific Point  
Wealth Management
(858) 776-6682
pacificpointwealth 
management.com/

CHICAGOTITLEVISALIA.COM

The Choice of the Valley

CHICAGOTITLEFRESNO.COM

Fresno
Clovis

Kingsburg
Reedley
Madera

Oakhurst

10 Locations In The Central Valley:

Visalia

Tulare

Porterville

Hanford

177

20241847
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Meet
The

Team
Brittney Shull

Owner/Publisher
Evona Niewiadomska
Marketing/Operations

Christian Urena
Photographer/Videographer

Steven Peeples
Owner/Publisher

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.

Crystal Del Rio
Content Coordinator 

Tonya Riggs
Photographer

If you can
DREAM it,
WE CAN
FINANCE it.

Ryan Dias • 559-318-6058

We design and build unique 
outdoor spaces!

Led by husband and wife team 
Joel and Devon Brown

559-802-4609
hello@charteroakland-
scape.com
113 North Church Street Suite 
502 Visalia, CA 93291

We design and build unique outdoor spaces!

Led by husband and wife team Joel and Devon Brown

113 North Church Street
Suite 502  |  Visalia, CA 93291559-802-4609  •  hello@charteroaklandscape.com

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

MIND, BODY, AND SPIRIT WITH COACH HOLLEY
Coach Holley is a 29-year-old Visalia native, 
nationally recognized Life Coach and 
Fitness Trainer with a strong background in 
professional and collegiate athletics. He 
teaches the importance behind resiliency 
and building a strong social and emotional 
climate. Coach Holley and his team reshape 
people’s thoughts and feelings about 
themselves and their daily lives.

Absolute Body Armor is a division of 
Amplify that hosts a diverse range of 
amenities, such as modern training 
facilities, instructor-led Classes, personal 
trainers, nutritionists, and monthly 
memberships.

While Coach Holley would like to train 
everyone in-person at the ABA facility, some 
may not have availability for in-person 
sessions or live in other places throughout 
the world. To address this, he developed a 
virtual training solution through a 
personally designed app, allowing everyone 

to pursue their fitness goals online. With the 
Coach Holley Fit app, users gain access to 
tailored workouts, the ability to track 
nutrition and health information, and direct 
communication with Coach Holley, his team, 
and the Coach Holley Fit app community.

Our mission is to provide an outlet for 
families in our community to express 
themselves and to receive physical, mental, 
spiritual and emotional support.  We help 
them find who they really are, what they 
aspire to be, and support them on that 
journey. Along with our amazing training 
programs we also offer evidence -based 
programs for students and families through 
our AAMP and PAM courses. With Amplify 
you can work on both your mind and body. 
Visit us in person or give us a call!
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TCAOR made history in 2025. The Young Professionals 
Network (YPN) was named both the California Association 
of REALTORS® and the National Association of REALTORS® 
Network of the Year. No other local YPN in the state has earned 
both honors in the same year. That kind of recognition only 
happens when people choose to show up.

Showing up is more than attending an event. It is the decision 
to lean in, raise your hand, and help shape the future of our 
industry. In 2026, we are inviting you to do just that by joining 
one of TCAOR’s many committees.

Love events? The Bowling, Golf, and Community Benefit 
Committees bring people together and raise funds that go right 
back into our community and membership. Want to make 
a real difference in the profession? The Board of Directors, 
Bylaws, and Grievance Committees help lead critical decisions 
for the future of local Real Estate.

For those passionate about DEI and outreach, the Diversity and 
Fair Housing Committee and Latino Professionals Network 
offer powerful platforms for advocacy and impact. If education 
is your strength, the Education and Scholarship Committees 
are where your ideas can thrive.

Interested in political advocacy? The Local Government 
Relations Committee and REALTOR® Party work to influence 
policy and fundraise for local and state PACs. Even our more 
behind-the-scenes groups such as MLS, Budget and Finance, 
play a vital role in keeping things running smoothly.

Every single committee is powered by REALTORS® who choose 
to show up. And that choice has ripple effects. It builds your 
network. It sharpens your leadership. It creates a culture 
where we support each other and grow together.

There is a reason TCAOR is being recognized on the state and 
national level. We have REALTORS® who care, contribute, and 
collaborate. We are not done. We are just getting started.

So ask yourself—what part will you play this year?

2026 is the year to show up. 
The year to get involved. 
The year to shape what happens next.

Ready to serve? Submit your interest at  
https://forms.gle/mmm9nHKC96BEAQqy9 

W H Y  2 0 2 6  I S  T H E  Y E A R  T O  G E T  I N V O LV E D

The Power of 
SHOWING UP

SUBMITTED BY TULARE COUNTY OF REALTORS MEDIA 

AND PR COMMITTEE 

THE DOWNLOAD

• CERTIFIED TRANSACTION COORDINATOR 
• CERTIFIED ZIPFORMS TRAINER

• INDEPENDENT 
`

CRISTIE CLEMENTS
( 5 5 9 )  3 3 3 - 8 4 8 2  •  c o n f i d e n t c l o s i n g s t c @ g m a i l . c o m

FOCUS ON CLIENTS,
WHILE WE 

HANDLE THE 
DETAILS.

Take the Worry Out of Home Ownership
With a Home Warranty

Take the Worry Out of Home Ownership
With a Home Warranty

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Franceen Holden
(559) 554-6445

franceen.holden@hwahomewarranty.com
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You find the  home,loan.

YOUR LOCAL MORTGAGE BROKER

(800) 707-8845 • info@homefrontloans.com
801 W Main St, Visalia, CA 93291 • 151 North N Street, Tulare, CA 93274

JEFFREY DILEO
Loan O�cer

(559) 623-8897
Je�rey.Dileo@Homefrontloans.com
HomeFrontLoans.com/Je�rey-Dileo

we’ll find the
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YOUR LOCAL ATHLETE MOVERS HAVE BEEN RAISING THE 
BAR SINCE 1997!

The #1 Choice in Cleanup and Restoration

Misty Mastro
(559) 261-9765
misty@servprofnw.comSERVPRO of Fresno Northwest

Helping people on their
fitness journeys since 2015

strength and
conditioning coach

Matthewg8956@gmail.com
559.827.7384

Matt Garcia

AFFORDABLE & SECURE

559.529.9448  |  STORLANDSTORAGE.COM

Trusted Trades are valuable vendors who know how to serve 
the needs of Licensed Agents. You may not require their 
services for every transaction, but when the need arises, 
you’re grateful for them. This group of vendors is critical to 
your business. Most importantly, these Trusted Trades will 
get the job done and make you look awesome to your clients!

Trusted Trades
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Here are the core categories to cover 
each month:
1. Inventory and absorption (speed 
of the market)
•	 Active inventory
•	 New listings
•	 Pending sales
•	 Months of supply
•	 Pricing direction

2. Median sale price (with context)
•	 Price per square foot (where useful)
•	 List-to-sale price ratio
•	 Percentage of price reductions
•	 Time and competition

3. Days on market
•	 Showing activity (if you can access it)
•	 Multiple-offer frequency (even 

anecdotal, tracked consistently)
•	 Financing reality

4. Mortgage rate trend (direction 
matters more than the exact number)
•	 Buydown prevalence
•	 FHA/VA/conventional mix (if you can 

pull it locally)
•	 New construction and local supply

5. Permits or starts (local & regional)
•	 Builder incentives and  

price adjustments
•	 Economic drivers that hit  

housing locally

6. Employment trends
•	 Major employer announcements
•	 Migration/population changes

•	 Insurance and tax shifts (in  
relevant states)

•	 Then coach agents on the “So what?”: 
what to say, what to change, and what 
to do this week.

Internet sources you can use to 
build a credible monthly update 
Below are reliable, repeatable sources 
that broker-owners and team leaders 
can pull from monthly. The goal is 
consistency, not perfection.

1. Your MLS and local  
association market reports (your 
strongest source)
What it gives you: the most relevant 
data for your exact service area.

What to pull monthly: inventory, 
pendings, DOM, list-to-sale ratio, price 
reductions, months of supply.

How to use it: break it down by your top 
3 to 5 micro-markets (zip codes, school 
zones, price bands).

2. National Association of 
REALTORS (NAR)
Best for: national and regional context, 
plus easy charts for agents.

What to pull monthly: existing-home 
sales trends, affordability index, 
national pricing direction.

Source: NAR housing statistics and 
research reports

https://www.nar.realtor/research-and-
statistics/housing-statistics
https://www.nar.realtor/research-and-
statistics/research-reports/residential-
real-estate-market-snapshot

3. Freddie Mac Primary Mortgage 
Market Survey (PMMS)
Best for: rate trend credibility and 
simple communication.

What to pull weekly or monthly: 30-year 
fixed rate trendline and commentary.
Source: Freddie Mac PMMS (search 
“Freddie Mac PMMS”)

4. Mortgage Bankers  
Association (MBA)
Best for: demand indicators and 
purchase application trends (a  
leading indicator).

What to pull monthly: purchase 
applications index direction.

5. Federal Reserve (Fed) statements 
and FRED data
Best for: macro direction  
(inflation, unemployment, rate  
policy expectations).

What to pull monthly: the narrative, not 
the nuance. What is the Fed focused on 
right now?
Source: FRED economic data  
(search “FRED mortgage rates” and 
“FRED unemployment”)

In a tough market, the most valuable 
product a broker-owner or team  
leader can deliver is not a clever  
slogan or a new CRM. It is clarity.  
Your agents wake up every day walking 
into uncertainty: buyers spooked by 
rates, sellers anchored to last year’s 
pricing, consumers flooded with 
headlines, and competitors fighting 
harder for fewer deals.

The companies that grow through that 
noise do one thing consistently: they 
coach with real data, and they teach 
their agents how to translate market 
shifts into client confidence.

Market knowledge is not “nice to 
have.” It is a retention tool, a recruiting 
advantage, and the foundation of 
predictable production.

Why market intelligence is the new 
“team value proposition” 
Top producing agents do not need more 
motivation. They need leverage. And the 
best leverage is being early, accurate, 
and specific when the market changes.

When your company provides monthly 
market intelligence, you help agents:
1.	 Price listings correctly the first time. 

In shifting conditions, the penalty 
for “try-it-high” pricing is bigger: 
more days on market, more price 
reductions, and more listing friction.

2.	 Buyers are not always saying 
“no.” Often they are saying “I need 
certainty.” Rates, affordability, and 
inventory trends give you the talking 
points and the options.

3.	 Protect pipelines when volume 
shrinks. In a tight market, every 
agent’s pipeline is more fragile. The 
teams that teach agents to spot early 
indicators (like showing activity, 
pending volume, and inventory 
shifts) stabilize production faster.

4.	 Lead better client conversations than 
the headlines. Most consumer media 
is designed to generate clicks, not 
decisions. Your agents should be the 
calm, credible alternative.

If you want your agents to sound like 
trusted advisors, you must give them the 
inputs. Then coach the execution.

The leadership gap: knowledge 
without teaching is not leadership 

Most broker-owners and team leaders 
track the market in their own heads, 
then assume agents “should know” what 
it means. That assumption costs money.

A coaching-first company does three 
things differently:
5.	 They make market learning 

systematic. Not occasional.
6.	 They turn data into scripts and 

actions. Not just charts.
7.	 They repeat the message monthly. 

Until it becomes culture.

Your goal is not to impress agents with 
statistics. Your goal is to equip them to 
win conversations.

What to research monthly (the 
few metrics that actually move the 
needle) 
You do not need 40 slides. You need a 
tight “Market Pulse” that agents can use 
in the field immediately.

Turning Market Intelligence Into Monthly Momentum

BY SHAWN CARDOZA, REAL ESTATE COACH

COACHES CORNER

REALCOP REAL ESTATE COACHING
is dedicated to empowering real estate professionals with the 
tools and strategies they need to succeed. From mastering
sales techniques to developing effective marketing strategies, 
RealCop Real Estate Coaching offers comprehensive support
to elevate your real estate career.

559.318.6727 / shawn@cardozaregroup.com

SHAWN CARDOZA
Founder of RealCop Real

Estate Coaching, a division of Legacy Real Estate Inc. Real Estate Coach

THE BROKERAGE 
THAT COACHES WINS
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We Take Listings
From Listed to

Check Us Out 
On Facebook!

Traci Gardner
(559) 731-6831
upstagedtraci@gmail.com

L�ed.L�ed.U
P
S
T
A
G
E
D

6. U.S. Census Bureau (construction, 
permits, starts)
Best for: supply pipeline and  
builder activity.

What to pull monthly: housing starts 
and permits trend direction.

7. HUD User Housing Market 
Indicators (government perspective)
Best for: a clean monthly housing pulse, 
helpful for credibility.

Example report source:
https://www.huduser.gov/portal/sites/
default/files/pdf/Housing-Market-
Indicators-Report-July-2025.pdf

8. Local government, planning 
departments, and economic 
development sites
Best for: what is coming  
(zoning, large projects, major 
employers, infrastructure).

What to pull monthly: major 
announcements, permits for large 
developments, road expansions, school 
rezoning proposals.

How to package this into a  
monthly “Market Intelligence + 
Coaching” system 
Most companies stop at, “Here’s the 
market update.” That is information,  
not leadership.

Run this as a repeatable  
monthly cadence:
Week 1: Build a one-page  
Market Pulse
•	 5 to 7 metrics
•	 3 takeaways
•	 3 scripts (one for buyers, one for 

sellers, one for investors/move-up)

Week 2: Teach it live (30 minutes)
•	 “What changed since last month?”
•	 “What are clients misunderstanding?”
•	 Role play the 3 scripts

Week 3: Execution challenge
•	 Example: “Have 10 seller pricing 

conversations using the new script.”
•	 Track results and objections.

Week 4: Share wins and adjust
•	 What worked
•	 What objections are trending

•	 What to change next month
•	 This creates a culture where your 

agents stop guessing and start 
operating with a plan.

The real point: confidence is 
contagious, and it starts with you 
When a market shifts, agents either 
become reactive or become relevant.

If you want your company to grow in a 
tough market, take this stance:
“We do not hope. We prepare. We coach. 
We execute.” And when top producers 
feel like their leader is ahead of the 
market, they stay. They bring their 
friends. They build bigger businesses 
under your umbrella.

Stop guessing 
Team leaders, lead the market with 
a monthly playbook your agents can 
actually use. RealCop Coaching helps 
broker-owners and team leaders turn 
market shifts into pricing confidence, 
tighter scripts, and steadier production. 
You are not alone, Schedule a 
Strategy call with Shawn at www.
theunshakableagent.com

mvloans.com  •  559-206-0400  •  7644 North Palm Avenue, Fresno

PARTNER WITH US TODAY!

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

Count on us for fast 
communication, smooth 

closings, and lending 
solutions that make you look 

good. Your clients deserve 
the best — and so do you.

To the Realtors we work with:
We love being on your team.

To the Realtors we work with:
We love being on your team.
To the Realtors we work with:
We love being on your team.
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BUILT FOR AGENTS,
Trusted by Homeowners

Michaela Paz

SEE HOW I CAN
HELP COVER

YOUR CLIENTS!

209.639.2344
Michaela.paz@fnf.com

PROTECTING WHAT YOU’VE BUILT.
GROWING WHAT YOU’RE STARTING.

pacificpointwealthmanagement.com
ben@pacificpointwealthmanagement.com

     @pacificpointwmgt
CA #4305158
858-776-6682

• 1031 Exchanges 
• Private REIT (Real Estate Investment Trust) investments
   -Multi-family
   -Self-storage
   -Industrial
   -Oil/Gas
   -Energy/infrastructure
   -Private credit lending
• Retirement Planning and Financial Planning
   -Custom Financial Plans IRA/Roth IRA's
   -401k
   -529 plans/college savings accounts
   -Trust and estate planning and investments

Pacific Point Wealth Management LLC. Investing involves risk, including possible loss of principal. Past performance does not guarantee future results.
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Branding by Tonya turns who you are 
into a visual story people instantly trust.Riggs
WRITTEN BY CENTRAL VALLEY  

REAL PRODUCERS 

PHOTOGRAPHY BY TRACY ARREDONDO, 

ELLIE KOLEEN, AND MIKE SANTAELLA 

PARTNER SPOTLIGHT

Tonya Riggs did not stumble into 
branding photography. She earned it, 
rep by rep, over nearly two decades of 
building a business, raising three boys, 
and learning what makes people feel 
confident in front of a camera. After 18 
years as a portrait photographer, Tonya 
is retiring that side of her work at the 
end of June and going all in on Branding 
by Tonya, the service that has quietly 
become a secret weapon for high level 
professionals across the Central Valley.

“I create visual stories of what people do, 
either personally or professionally,” she 
says. “I have always been a storyteller.”

Her entrepreneurial origin story still 
makes her laugh. In 2008, Tonya won 
$400 on a penny machine, tucked it 
away, and used it to launch a home based 
stationery business while staying home 
with three little boys. Clients started 
asking for family photos to go with the 
cards and invitations, and Tonya said yes. 
That yes turned into years of training, 
mentorship, and craft. She became 
known for classic, emotional black 
and white portraiture, and she built 
a beautiful natural light home studio, 
something she had been dreaming of 

doing for years. It was a major milestone 
for her business to finally have a 
designated space for her natural light 
photography. Her approach to portrait 
work has also been shaped by training 
and workshops with top industry leaders, 
including Baby As Art, Carrie Sandoval, 
Brittany Woodall, and Kelly Brown. 
Those mentors taught her techniques to 
stay calm, set clear expectations, and see 
the beauty in each of her subjects.

Branding by Tonya was born when 
Tonya had to build her own brand 
visuals and realized the industry 
often skips the part clients need most. 
“Nobody helped me figure out what I 
was going to wear, makeup, the plan,” 
she says. “I planned it all.” Now she 
delivers that missing piece through 
what she calls the hallmark of her work: 
THE SHOOT PLAN. Wardrobe guidance. 
Locations. Shot list. Content needs. It is 
all engineered before the camera ever 
comes out, so clients leave with images 
they actually use.

That matters, especially for top 
producing REALTORS®, where trust 
is built in seconds and marketing 
moves fast. Tonya understands that 
Real Estate is relational, and first 
impressions happen long before the 
first conversation. Strong visuals create 
instant credibility, reinforce the know-
like trust factor, and keep an agent 
top of mind across platforms. One of 
Tonya’s most recent wins came from a 
new client who shared they found her 
by asking ChatGPT for the best brand 

Tonya

“I see you before you see 
yourself. For the people doing 
big things quietly, this turns 
confidence into visibility.”
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YOUR HOME WARRANTY
PARTNER!

We founded the home warranty industry in 
1971 and for more than 50 years, we’ve 
covered what others don’t, backed by our 
Shield Assurances. We have you covered!

Kr�t� Agu��
kristin.aguilar@ahs.com

(559) 309-7657

Now offering a 
Military discount

Video Chat is here! Free on 
selected plans, AHS members 
can video chat in minutes with 
live repair Experts on our AHS 
app, who can help assess or fix 
breakdowns in real time.

20%

For memories that last 

a lifetime

Day-of Coordination & Event Planner

Samantha Adney

(559) 471-5708

connectatsamanthasevents@gmail.com 
     @events.by.samantha

Luke@fresnomoldbusters.com
FresnoMoldBusters.com

Call Today 559-999-4852
Mold Inspections • Air Testing • Remediation

ARE LURKING IN YOUR HOME

INVISIBLE
INTRUDERS

Kelly Brooks Insurance & 
Financial Services

Kelly Brooks
559.358.0917

kbrooksagency@gmail.com

INSURING TODAY FOR A BRIGHTER TOMORROW

"Fast and easy help!
Very a�ordable...! Kelly and 
her team are determined to 

make it happen in a very 
timely manner. Best insurance 

experience I've ever had.
5 stars all day and tomorrow."

photographers in Fresno and Tonya’s 
name surfaced at the top. It validated 
what she already suspected. Consistency 
online is not vanity. It is visibility.

Tonya’s work is also deeply personal. 
She lives in Clovis with her husband 

Mike, two of their adult sons, and two 
dogs. Her boys Tanner, Trevor, and 
Tobin are her pride. Her compass is 
simple. God first, then family, then 
work. That priority shows up in the way 
she sets boundaries, protects quality, 
and keeps her clients experience 

high. It also shows up in her heart for 
service, from volunteering as a NICU 
cuddler at Valley Children’s to donating 
sessions for families walking through 
unimaginable seasons.

If you ask Tonya what she wants people 
to remember, she will tell you in three 
words. Friendly. Positive. Fun. Then she 
will make it deeper. Her tagline is “I see 
you,” and for the professionals who feel 
awkward on camera or unsure they are 
worthy of being visible, that is where the 
transformation starts.
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Realtor who had already built 
momentum in Real Estate. Their 
relationship became a partnership, and 
together they built a successful business 
across the Tri Valley and East Bay 
markets, including Brentwood, Oakley, 
and Antioch. When LandSafe, tied to 
Countrywide, shut down during the 
market downturn, Eric transitioned fully 
into Real Estate and never looked back.

After building a successful business in 
the Bay Area, Eric and Amy moved to 
Fresno in 2017. The decision was driven 
by family, lifestyle, and being present 
during important years for their kids. 
Amy expanded into leadership roles as a 
manager and later into new construction 
management. Eric expanded his 
experience into custom construction, 
working with clients on build on your 
lot projects with GJ Gardner, now 
known as High Caliber Custom Homes. 
He learned to help families realize the 
dream of building their homes, guiding 
them through home designs, realistic 
budgets, and timelines. That experience 
shaped him into a more well rounded 
professional and added depth to how he 
advises clients today.

Today, Eric continues to work a 
meaningful portion of his business in 
the Bay Area, which keeps him sharp 
across two very different markets.

Ask Eric what he does, and he keeps it 
simple. He helps buyers make smart 
purchases and helps sellers position 
their homes for the best possible 

Eric Evans has been in Real Estate 
long enough to have seen the business 
change more than once. Licensed in 
2001, he has worked through different 
markets, cycles, and roles, including title 
insurance, new construction, and long 
term buyer and seller representation. 
What has remained consistent is how he 
approaches the work. Stay calm, focus 
on the problem in front of you, and keep 
the deal moving forward.

Eric did not enter the business through 
a traditional path. After coming to 
Fresno on a track scholarship from New 
Mexico, Eric later moved to the Bay 
Area and took a job at a large golf retail 
store in San Jose. One of his coworkers, 
a retired title executive named Steve 
Cheney, worked there as a sales 
associate. They became close friends, 
and Steve had the opportunity to start a 
title insurance company in Pleasanton.

Steve gave his notice and told Eric he 
would be back to hire him and offer him 
a career. Eric gave it little thought at the 
time. Then Steve showed up wearing a 
full suit, told Eric to give his notice, and 
instructed him to get dress shirts, ties, and 
a reliable car. Eric jumped at the chance.

In a relationship driven industry, Eric 
learned quickly, firsthand, that building 
trust and providing value mattered. 
Showing up, doing what you say you 
will do, and treating people with 
respect became the foundation of how 
he worked. He also learned early that 
reputation travels fast, and once earned, 
it carries weight.

It was through the title world that 
Eric met his wife, Amy, an established 

Not Over Till It Is Over

Eric Evans
WRITTEN BY CENTRAL VALLEY REAL PRODUCERS 

PHOTOGRAPHY BY CHRISTIAN URENA, OWNER OF HOUSEHUB MEDIA

MAN TO WATCH

outcome. Sometimes that means slowing 
clients down, translating outside advice, 
or separating market reality from 
outdated assumptions. His role is to lay 
out the facts, explain the options, and 
guide people toward decisions they will 
feel good about later.

His style is proactive and personal. He 
picks up the phone. He calls the other 
agent. He asks the right questions and 
sets expectations early. It is not flashy, 
but it is effective, and it is one of the 
reasons he consistently earns trust in 
negotiations. Eric believes the best deals 
are built on clarity, not confusion.
Eric measures success simply. Everyone 
gets to the finish line. One recent 
transaction involved several challenges 
at once, including a low appraisal and 
a delayed new construction timeline 
caused by utility issues. Rather than 
reacting emotionally, Eric stayed 
focused, aligned incentives, and helped 
both sides land on terms that worked.

When asked what he hopes readers 
take away from his story, Eric points 
to the mindset that has guided him 
throughout his career. It is not over till it 
is over. He believes most problems have 
a solution if you stay flexible and keep 
your ego in check. He often compares 
it to competitive golf. Forcing shots 
you do not own is a quick way to fall 
apart, especially when one mistake gets 

compounded by the next. Bad shots and 
unlucky breaks happen. You reset, stay 
within your game, and move forward.

That mindset carries into his personal 
life as well. Family anchors Eric, 
including his wife Amy and their two 
sons, Colby and Connor, who now both 
live in San Diego. He speaks with pride 
about his sister, an emergency services 
professional whose career reflects grit 
and resilience. He also values loyalty 
deeply, including Ricardo, a teammate 
who has been alongside their business 
for more than two decades. For Eric, 
loyalty is not a slogan. It is showing up, 
giving people opportunity, and staying 
consistent over time.

Eric’s personal philosophy is 
straightforward. Be kind, because you 
never know what someone is carrying. 
Do not ask someone to do something 
you would not do yourself. And never 
stop learning, even if you only take one 
useful idea from the room.

In the end, Eric measures success the 
same way he always has. Everyone gets 
to the finish line. His career has been 
built on preparation, communication, 
and staying steady when things get 
complicated. In an industry that can get 
loud, his advantage has always been 
clarity. Stay focused, stay human, and 
keep moving forward.
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With nearly 30 YEARS in 
the lending industry, 
you can trust me to 
provide the best 
options for your 
clients and assist you 
in closing MORE 
DEALS in 2026!

N A N C Y H O M E L O A N S . C O M

E X P E R I E N C E
M A T T E R S

S C A N  T O  
L E A R N  M O R E
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NANCY MOTA CASTILLO
SR LOAN OFFICER
NMLS #284902
NANCY@CORELOANS.COM
559.909.6116
Hablo Espanol

Chase Dias

(559) 381-2437 |  cdias@28ins.com | 28ins.com

Our core philosophy
is to challenge the status quo 
of how the insurance 
industry operates. Create 
complete transparency in 
a muddied system from 
the consultant to the 
insurance carrier side, 
analyze forward 
thinking strategies 
and help guide 
employers to new 
opportunities in the 
insurance process.

Host of Damon John Talks Podcast

Damon
Jimenez
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SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.
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People first, 
clear goals, & 
the confidence 

to believe  
“IT’S POSSIBLE”

HOLLNAGEL

N

PHOTOGRAPHED BY TONYA RIGGS, OWNER 

OF BRANDING BY TONYA 

WRITTEN BY CENTRAL VALLEY REAL 

PRODUCERS AND NORMA HOLLNAGEL

COVER STORY

NORMANORMA

Norma Hollnagel believes 
in prioritizing people, 
fostering clear goals, and 
instilling the confidence that 
those goals are achievable. 
She does not see real 
estate as a transaction, 
but as a meaningful 
conversation - one that leads 
to a plan, and ultimately, a 
destination. Clients sense 
this immediately. Her focus 
is not on impressing, but on 
understanding, listening, 
and guiding.

Norma’s story is shaped 
by humble and formative 
beginnings. Her parents 
immigrated to the United 
States in the early 1980s, and 
she grew up navigating two 
languages and two worlds. 
Speaking Spanish at home 
and learning English in 
school. She grew up in Selma 
and has been a resident of 
Kingsburg since 1999. From 
an early age, she learned 
resourcefulness, resilience, 
and responsibility. Watching 
her parents work tirelessly to 

build stability instilled in her 
a deep respect for hard work 
and a quiet determination to 
create opportunity.

As a child, Norma often 
served as a bridge for 
her family. Translating 
documents, navigating 
unfamiliar systems, and 
helping others understand 
processes that were not 
designed with them in  
mind. These experiences 
shaped her empathy and  
her ability to simplify 
complex situations—skills 
that remain central to her 
work today.

Her professional foundation 
was built over 18 years in 
sales within the agricultural 
industry, where she rose 
through the ranks to become 
vice president. While the 
role brought success, Norma 
felt drawn toward work 
that allowed her to be more 
directly involved in helping 
people navigate meaningful 
life decisions.

During a significant life 
transition, she chose growth. 
While working and raising 
children, Norma returned 
to school and earned a 
degree in communication, 
determined to lead by 
example. Long before 
becoming licensed, friends 
and family naturally turned 



Central Valley Real Producers • 3332 • February 2026

humble beginnings—to 
pursue their goals without 
comparison, measuring 
progress only against who 
they were yesterday.

Looking ahead, Norma 
is excited to expand her 
presence and share her 
story more broadly, knowing 
it resonates with those 
seeking clarity, confidence, 
and direction. Her business 
continues to thrive on the 
same foundational values 
that shaped her journey: 
putting people first, setting 
clear goals, believing that 
with the right plan, anything 
is possible, and always 
mentoring and supporting 
others along the way.

to her for guidance on real 
estate decisions. Stepping 
into the role of a licensed 
agent felt like a natural 
progression. An opportunity 
to align her skills, values, 
and purpose.

Leaving a stable executive 
career was not without 
risk, but a pivotal moment 
brought clarity. Faced with 
personal challenges, Norma 
made the intentional decision 
to prioritize well-being, 
alignment, and long-term 

fulfillment. That choice 
solidified her commitment to 
real estate, where she quickly 
found success built on trust, 
preparation, and consistency.

Today, Norma sees herself as 
both guide and advocate. She 
helps clients map achievable 
paths toward their goals by 
listening closely, educating 
clearly, and providing the 
resources needed to move 
forward with confidence. 
Whether explaining 
financing options or helping 
someone turn a long-held 
dream into a tangible plan, 
she remains present and 
solutions-focused every step 
of the way.

One of her most meaningful 
experiences involved 
helping a family who 
believed homeownership 
was out of reach. By 
breaking the process down 
into manageable steps and 
addressing their fears with 
clarity and patience, Norma 
helped them purchase 

a home that was both 
affordable and right for 
their future.

Norma’s mindset mirrors 
her dedication to endurance 
sports. She has competed 
in over 40 races and 
completed the original six 
Abbott World Marathon 
Majors. An achievement 
that reflects years of 
discipline, preparation, and 
mental resilience. Running 
taught her endurance and 
consistency; golf reinforced 
patience, focus, and strategy. 
Together, these pursuits 
reflect how she approaches 
both life and real estate: with 
commitment, adaptability, 
and long-term vision.

Beyond her own real estate 
business, Norma has a 
passion for mentoring and 
helping wherever she sees 
a need. Norma and her 
husband, Casey Hollnagel, 
are owners of Vertical Foods, 
LLC, a grower, packer, and 
shipper of fresh specialty 

fruit including stone fruit, 
persimmons, Asian pears, 
mandarins, pomegranates, 
and kiwi. When Norma isn’t 
working in real estate, she 
can be found contributing to 
the family business, assisting 
with accounting functions 
while the company’s accoun-
tant is on maternity leave, 
and helping create a positive 
culture. She also balances 
being a mother, driving the 
youngest of four children 
to and from school and 
dance, taking their boxer dog 
Lola for runs, and juggling 
multiple responsibilities with 
dedication and care. Their 
partnership demonstrates 
shared values, mutual re-
spect, and pride in both their 
family and their businesses.

Norma is committed to 
championing the belief that 
growth is attainable. Her 
story is not about seeking 
sympathy, but about opening 
doors to possibility. She 
hopes to inspire others. 
Especially those from 

Today, Norma sees herself as both 
guide and advocate. She helps 
clients map achievable paths 
toward their goals by listening 
closely, educating clearly, and 
providing the resources needed to 
move forward with confidence. 

Her business continues 
to thrive on the same 
foundational values 
that shaped her 
journey: putting people 
first, setting clear 
goals, believing that 
with the right plan, 
anything is possible, 
and always mentoring 
and supporting others 
along the way.
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Trustworthy & Reassuring
• Protection you can count on.
• Peace of mind you deserve.
• Your home’s best backup plan.
• We’ve got your home covered —
  so you can breathe easy.

Service-Focused
• When things break, we make it better.
• Fast fixes. No surprises.
• Repairs made simple. 
  Service made personal.

Modern & Clever
• Because stuff breaks. We don’t.
• Smart coverage for life’s “uh-oh” moments.
• Your home’s fixer-before-it’s-a-fiasco.

559-269-9191  |  sbritter@firstam.com
Susan Britter

• Comprehensive primary care visits.

• Chronic disease management
   (e.g., diabetes, hypertension).

• Preventive care and annual physicals.

• Acute visits (sick visits).

• Basic in-office procedures*

• Direct access to your provider
   via phone, text, or video.

• Coordination of care with
   specialists and labs.

What services are included
in the membership?

559-530-8151
www.thearkdpc.com

511 W Visalia Rd | Exeter, CA 93221
contact@thearkdpc.com

The Ark Direct Primary Care is a membership-based medical practice 
serving families in Exeter and the surrounding Central Valley. We provide 
direct, personalized primary care without the long wait times, hidden 
fees, or insurance hassles.

Patients enjoy unlimited visits, same-day or next-day appointments, 
extended time with their provider, and the peace of mind that comes from 
having their healthcare team
just a text or call away.



9151 Currency St.
Irving, TX 75063


