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; Love is in the air, and at Landmark Title Prescott we believe
every closing deserves that same level of care. Our team is :
dedicated to creating a smooth, supportive experience that ]
helps clients feel confident from the first step to the final '
signature.

‘-. ‘n

MPLIFIED. TRUSTED. COMMITTED.

ailner in inauhcingy

LOAN OPTIONS:

Every move has meaning, and we are grateful to be the team

! clients trust along the way. Thank you for trusting us with your
g __ q clients, your referrals, and your relationship throughout the
f;* o

year. Serving this carnmunrl:y |;s our favorite kmd of love sla:m_,ir

> Conventional Loans — > FHA Loans — 3.5% down payment

Low down payment options i ; )
> Construction Loans — Financing

> USDA Loans — 0% down options for for your dream home

rural properties
» Land Loans — Purchase land

s» VA Loans — 0% down for qualified with confidence
RAELYNN ROSAS . military members and their families

Business Development Manager
l Raelynn Rosas@LTAS com

TIFFANIE MARRERO

Branch Manager/Escrow Officer
[Marrero@lTAZ com

KAREN ARTHUR

f }ffl rfAssistant
o Tiff ane Marre
Karern.Aarth _;I_E-'-'x.-f-'.'.'.-l':"

T YO U Landmark Title Prescott.
Where Every Closing Comes from the Heart.

L A N D M A n K CMG Mortgage, Inc. dba CMG Home Loans, NMLS ID# 1820 (www.nmlsconsumeraccess.org, www.cmghomeloans.com), Equal Housing Opportunity.
e s {?EE} 756-0001 | www.LTAAG.com AZ license #0903132. To verify our complete list of state licenses, please visit www.cmgfi.com/corporate/licensing. @ NMLS [D#1820
A SHADDDCK COMPANY

HOME LOANS

SENIOR LOAN OFFICER | NMLS ID# 594127

(928) 985-3368 10609 N HAYDEN RD, STE 100, SCOTTSDALE, AZ 85260
pmcdaniel@cmghomeloans.com BRANCH NMLS ID# 2646348
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If you are interested in nominating people for certain stories, please email us at: NorthernArizona@realproducersmag.com

CUSTOM HOME CONSTRUCTION - KITCHEN REMODELS - BATHROOM REMODELS
CUSTOM HOME DESIGCN - CUSTOM ADDITIONS - RESIDENTIAL EXCAVATION SERVICES

Insured - Bonded - Family Owned - Locally Owned

TEKConstructionLLC@gmail.com
E K TEKConstructionAZ.com
!; { : 9@ 3 ROC #335118



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

TEK Construction LLC
Layton Cooper

(928) 710-1751
tekconstructionaz.com

CARPET AND UPHOLSTERY
CLEANING

Expert Carpet and
Upholstery Cleaning
Michael Hicks

(928) 282-3836
expertcarpetand
upholsterycleaning.com

CUSTOM BUILDER

NSI Construction

Chris Moore & Generie Pesodas
(928) 821-9954
nsiconstruction.com

ELECTRICIAN

High Valley Electric LLC
Broc Bishop

(928) 499-8755

Instagram @highvalleyelectric

HEALTH & BEAUTY
ABOOST wellness
and Aesthetics
Jessica Dickinson
(928) 713-6150
aboostwellness.net

HOME STAGING & DESIGN
Style N’ Space

Heather Rosenfeldt

(928) 600-9040
stylenspace.com

HOME WARRANTY

HWA Home Warranty
hwahomewarranty.com

6 - February 2026

Old Republic Home Warranty
Lindsey Smith

(602) 918-0678

orhp.com

INSPECTIONS

Silver Hammer Inspections
Aaron Brandt

(928) 301-3319

INSURANCE

Makayla Chadwick State Farm
(928) 237-5094
prescottvalleyins.com

VIP Insurance Professionals
Daneth Hollahan

(928) 3271314
myvipinsurance.com

INTERIOR DESIGN &
HOME STAGING
Affinity Decorators
Kaye Anderson
(928) 814-8525
affinitydecorators.net

LAW FIRM
Evergreen Law LLC
Christina Howden
(928) 227-1MM
evergreenlawaz.com

MORTGAGE

CMG Home Loans
Phyllis McDaniel
(928) 821-2046

Envoy Mortgage
Chris Gurnsey
(928) 288-4045

Fidelity Mortgage Team
Scott R Bell

(435) 272-1600
scottbell.benchmark.us

Guild Mortgage
Travis Smart
(928) 848-1664

Legacy Mutual Mortgage
Danell Riggs

(928) 830-6942
www.legacymutual.com

West Capital Lending
Caleb Boone

(928) 814-9086
westcapitallanding.com

MORTGAGE PROFESSIONAL
Chad Burgueno of

Fairway Mortgage

(602) 410-4197
homeloansbychad.com

PHOTOGRAPHY

KG Photography
Kelsi-Ann Gould
(928) 713-0302
azkgphotography.com

Kimberly Marsh Photography
Kimberly Marsh

(928) 499-5160
kimberlymarsh
photography.com

PLUMBER
Harms Services
Erin Harms
(928) 641-6286
harmsaz.com

PROPERTY MANAGEMENT
UNLimited RE Property
Management

David Weiss

(928) 275-1009
UNLimitedreaz.com

ROOFING

Golden Roofing
Adriana Najera
(928) 420-6443

SHORT-TERM RENTAL
MANAGEMENT & CLEANING
Optimyze Cleaning

Angie Prosser

(928) 379-9864
optimyzecleaning.com

TITLE AGENCY
Landmark Title
Assurance Agency
Raelynn Rosas
(928) 756-0001
ltaag.com

Pioneer Title Agency
Paul Jordan

(928) 848-4490
ptaaz.com

Stewart Title
Natalie Kurz

(928) 399-7591
stewart.com/sedona

Yavapai Title Agency
Anthony Selna

(928) 592-7800

Amy Saunders
928-445-2528
yavapaititle.com

WATER FILTRATION
AND PURIFICATION
H20 Health

Vickie Johnston
(928) 899-7504
H2OHealth.com

Your Hometown Title Agency Since 1963

Where Excellence is Tradition

SEDONA PRESCOTT MAIN
928-282-4141 928-445-2528 928-567-0590
1650 W. State Route 89A, 123 N. Montezuma Street, 497 S. Main Street,

Suite #A, 86336 86301 86322

CAMP VERDE

CHINO VALLEY PRESCOTT LAKES PRESCOTT JUNCTION
928-636-0899 928-771-7555 928-776-7070
980 N. State Route 89, 3200 Lakeside Village Drive, 1235 E. Gurley Street,

86323 86301 86301

COTTONWOOD PRESCOTT VALLEY
928-634-759]1 928-772-8546
716 S. Main Street, 8070 E. State Route 69,

86326 86314

( www.YavapaiTitle.com )

THANK YOU!



CLEANER WATER AT EVERY TAP! ALL FILTERS ARE NOT CREATED EQUAL!

CLEANER WATER IS YOUR BEST DEFENSE FOR GOOD HEALTH! SEE WHAT SETS US APART FROM OTHER WATER FILTRATION SYSTEMS!

CALL US TODAY FOR A SWEETHEART DEAL! - s var) oo GET BETTER BENEFITS WITH

OUR WHOLE HOME, ALL-IN-ONE
WANT TO BE DRINKING!

PESTICIDES & B NO Maintenance or ongoing costs
HERBICIDES N
B NO filters to change

B NO water waste.

CHLORINE, CHLORAMINE,
AND DISINFECTANT M NO salts to add.

PrPROPYCTS B ECO-FRIENDLY: we DON'T recycle
the toxins back down into the water
PHARMACEUTICALS. tables.

OTC'S & PCP'S . q .
B We use NO toxic chemicals in our
systems.

M BUILT TO LAST for years to come.
B We set it, you forget it.
M Built for what's in our LOCAL WATER.

VOC'S (CHLORIFORM, B WARRANTY includes parts, labor,
New and ' BENZYNE, ETC) & SOC’S :
et | and service.

improved n(‘fﬂk et | o
reducing A ER PN B FREE WATER TESTING in our store
PFAS, pFos,' '3'1‘ HEAVY METALS - for as long as you own the unit so you
Arsenic,and : IRON, COPPER, ETC can be sure it is working optimally
: throughout its life span.

INDUSTRIAL POLLUTANTS
AND CHEMICALS

microplastics '.
by up to 75%.

CALL TODAY for Your FREE In-Home or In-Store CONSULTATION!

HZ20OHEALTH "oy H2OHEALTH

WATER & HEI}H H SOLUTIONS § Alignable £ ALTH SOLUTIONS

SE RVI N G ALL o F TH E USA | 92 8.899. 7504 | h 2 o H ea Ith.com **These statements have not been evaluated by the FDA and are not intended to diagnose, cure, treat or prevent any disease.

The information provided is for educational purposes only and should not be considered as medical advice. Contact a physician for medical issues or advice.
Located in the Pine Ridge Marketplace between Dillard’s & JC Penney | Open Tuesday - Friday 11am-5pm & Saturday 11am-3pm All water is different and has to be treated as such. Water quantity and quality always determines life expectancy of water systems.
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Team

Jenni Vega Nena Ull Magdalena Romanska
Owner/Publisher Social Media Writer

Kimberly Tocco Garrett Hamlin Jacki Semerau Tait David Weiss
Guest Writer Guest Writer Guest Writer Guest Writer

Have an Idea?

Want to pitch, nominate
or share a really cool story
with our readers? Scan
the QR code to share with
our Publisher.

&\

Kimberly Marsh Kelsi-Ann Gould
Photographer Photographer

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

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
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Love Yourself with

928-713-6150 « AboostWellness.net
aboostiv@gmail.com

@O #jessDaesthetics
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'I30 Years of Commitment

Mt stewart

BITLE

Sedona
W. State Route 89A Ste. ]
Sedona, AZ 86336

PLALES
2024

APPRECIATION
e nectar

Prescott
sings Dr, Ste. 325
D rescott, AZ 863505

(928) 399-7591
stewart.com/sedona
Natalie.Kurz@Stewart.com

) ée Lc:catii_:ins State Wide, Nationally & 180 International Markets

' Sedona * Prescott * Biltmore * Grayhawk * Fountain Hills * W. Valley * Safford * Rio Rico * Yuma

Exceptional cﬁfﬁ{tﬁmer service complete with a variety of options to make your transaction process
SECURE * SAFE * FAST * EFFICIENT * EASY * CONVENIENT



Meeting Deadlines with Precision & Excellence!
NORTHERN ARIZONA REAL PRODUCERS PRESENTS
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CALEB BOONE CHERYL COLLINS

“Just keep swimming.” — Dory, Finding Nemo (2003) “The best way to find yourself is to lose yourself in the
service of others.” — Mahatma Gandhi

JARED FOLSOM PETER FIFE

“You miss 100% of the shots you don’t take.” — “Real estate works when you do.” — my father
Wayne Gretzky

A Callior. Text. E
= 928-420-6443 or 928-710" 3211

thewaytodoit@goldenroofing.biz B 31671,

ROC #331571
Licensed,'Bonded, Insured

12 - February 2026
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WEST CAPITAL
LENDING INC.

LEADING WITH
EMPATHY, BUILT ON

FAMILY AND PURPOSE

'i

PHOTOS BY KG PHOTOGRAPHY

.-

PARTNER SPOTLIGHT

Some professionals build their careers around
numbers, timelines, and transactions. Others build
them around people. For Caleb Boone, success has
always been rooted in relationships, resilience,
and the quiet strength that comes from walking
through life’s most difficult moments and choosing
to show up anyway.

Caleb’s journey into the mortgage industry is
deeply personal. It is shaped by family, faith, loss,
perseverance, and an unwavering commitment to
serve others.

A Northern Arizona Life, Rooted in Family

Caleb grew up in a rural ranching community where
hard work, accountability, and family came first.
More than two decades ago, he made Flagstaff home,
a place where he and his wife would raise their four
daughters and build a life centered on connection
and tradition.

Family is at the core of everything Caleb does.
Taking special trips, spending time together in
the kitchen, enjoying the outdoors, or supporting
his girls at competitions, Caleb’s life is shaped by
moments that matter. Those traditions are not
incidental. They are intentional.

They are also deeply shaped by loss.

A Loss That Changed Everything

Ten years ago, around Thanksgiving, what began as
aroutine ultrasound for Caleb and his wife quickly
unfolded into a series of specialist visits and difficult
conversations. Within a short span of time, they
were faced with unimaginable heartbreak and the
stillbirth of one of their daughters.

Rather than allowing grief to close them off, Caleb
and his family chose to acknowledge it, honor it, and
carry it forward with purpose. They celebrate their
daughter’s life, remember her openly, and have built
traditions that keep her presence woven into their
family story.

That experience reshaped how Caleb sees people.

It taught him empathy not as a concept, but as
a practice.

From Banking to Mortgage Lending:

Guided by Experience

Professionally, Caleb began his career as a personal
banker with Chase Bank, where he developed a
strong foundation in finance and client service. But

Northern Arizona Real Producers - 15
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after walking through profound personal loss, he
felt called to do work that allowed him to support
families during some of the most meaningful
moments of their lives.

He transitioned into mortgage lending, starting as

a junior loan officer with Wells Fargo, then moving
to Prime Lending, where he spent nearly a decade
building expertise, trust, and long term relationships.

Today, Caleb serves as a broker and branch manager
with West Capital Lending Inc., where he continues
to lead with care, precision, and integrity. For Caleb,
a mortgage is never just a loan. It is a doorway. It is a
family’s next chapter. And it deserves to be handled
with respect.

Empathy as a Professional Advantage

Caleb’s personal journey has profoundly influenced
how he works with clients. He listens carefully. He
explains thoroughly. He understands that behind
every application is a family, a dream, or sometimes a
season of uncertainty.

His approach is simple but powerful. Add value. Be
available. Serve people well.

That mindset often means answering calls on
holidays, writing pre approvals late at night, and

being present when timing matters most. Many of
those moments have led directly to contracts and
lifelong relationships.

Discipline, Endurance, and the Long Run
Outside of work, Caleb is a runner. He has
completed four marathons, several alongside

his father, and he is currently working toward
qualifying for the Boston Marathon. Running, for
him, is not about speed. It is about endurance,
discipline, and showing up consistently.

It’s a mindset that carries him through long miles
and steady training days. Still, who are we kidding?
A runner aiming for Boston doesn’t completely
abandon speed.

Every steady step forward gains momentum.

Defining Success on His Own Terms

Ask Caleb to define success, and he will tell
you it depends on the lens. Personal. Financial.
Professional. Each carries a different weight.

One of his most impactful moments came from
meeting Warren Buffett, who shared that true
happiness is found less in wealth and more in
relationships and family. That perspective stuck.

Today, Caleb measures success by the quality of his
relationships, the trust he builds with clients, and the
life he is creating with his family.

Professionally, he is focused on developing new
relationships, serving more families, and positioning
2026 as his strongest year yet. Personally, he is
committed to growth. Reading daily. Training
physically. Supporting his daughters as they pursue
their passions.

A Sponsor Who Shows Up

As a Sponsor of Northern Arizona Real Producers,
Caleb brings more than expertise. He brings
authenticity, steadiness, and a genuine desire

to contribute to the success of the community
around him.

His story is one of resilience. His work is rooted in
service. And his leadership is guided by empathy.

Caleb Boone is not just helping people finance homes.
He is helping them move forward.

ASK CALEB TO DEFINE

EACH CARRIES A

DIFFERENT WEIGHT.

Northern Arizona Real Producers - 17



@ (928) 237-5094
&

3700 N Robert Rd Ste #1&2
Prescott Valley, AZ, 86314

DWICK

Proudly serving
Northern Arizona
families and
businesses.

Your trusted State
Farm team in Northern
Arizona. Auto, home,
renters, life, and
business insurance, all
iIn one place.

Bilingual support in
English and Spanish.

Za]

TOGETHER, WE GAN TURN YOUR GLIENTS
(e ] - 1 ' e

CHAD BURGUENO

Sr Loan Officer | NMLS #245155
Cell: 602, 410.4197

Office: 928 634 5490
Chad.Burgueno@fairwaymec.com

BETT

anwm' AIRWAY
AiSvE @w.g&m

1865 W. State Route 834, Suite D
Sedona, AZ 863136

Personal Brand Photographer

* OLD REPUBLIC HOME PROTECTION

www. kimberlymarshphotography.com
Start the NEW YEAR
by investing in your business!
STAND OUT in 2026

Share the Lo o
with a Home Warra

» Images Monthly
= Reels Monthly
= Personal Brand Help
» Personalized Shoots
\ > Styling & Posing Help
» Networking Groups
Show how much you care by offering a home = Increased Visibility
warranty from Old Republic Home Protection with _, > Plus MORE!
every transaction. g i i Affardable

Your clients deserve a house filled with love, not
unexpected repair hills.

i Byt OpPTIONs.
:‘:n.':-:.-:r.r me taday Lindsey Smith !
Senior Account Executive =
B E T. 980,308 6518 ( _/ﬁz/’; vl
ﬂ%‘i’ C: 602.918.0678 f%‘w{
1 % LindseyS{@orhp.com 1 ! )
E;}} my.orhp comilindseysmith =

Northern Arizona Real Producers - 19
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Cheryl Collins’ path to real estate

was anything but linear, and that is
precisely what makes her rise feel both
natural and compelling.

Alifelong athlete and outdoor
enthusiast, Cheryl has always been
driven by movement, discipline, and
connection to place. Born and raised
in Minnesota, she grew up embracing
an active lifestyle that shaped how
she approaches challenges and people
alike. That pull toward adventure
carried her west to Colorado in her
thirties and eventually to Northern
Arizona, where she moved to Flagstaff
seven years ago. The mountains, trails,

e

PEAK

vl

|

i

and seasons of Northern Arizona felt
immediately like home.

Before real estate, Cheryl built a career
centered on people, performance, and
service. In Minnesota, she worked

in furniture sales and design while
helping run her then husband’s
business. Later, in Montrose, Colorado,
she taught spin classes for seven
years, building community through
encouragement and shared effort,
while also coaching girls’ gymnastics
and homeschooling her two sons.

Coaching and athletics reinforced
lessons she still carries today.

Y|
1)

RISING STAR

EXPERIENCE
REALTY

Collins

Northern Arizona Real Producers - 21
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“SPEAK THE

TRUTH, do
what’s right, and
take what comes.”

vV’

Preparation matters. Trust matters. And
progress happens one intentional step
at a time.

Cheryl also spent time in the medical
field, working alongside a chiropractor
and two oral surgeons. These roles
sharpened her attention to detail,
communication skills, and sense of
care. Whether in fitness, medicine, or
business, she learned how to support
people through demanding and
sometimes vulnerable moments.

That blend of people skills and
operational experience became the
foundation for her transition into the
building industry. What began as a
part time role with a broker builder
quickly became full time as housing
demand surged during the pandemic.
Cheryl found herself deeply involved
in custom and spec home projects
throughout Williams, Flagstaff, and

gated communities, managing client
selections, coordinating with general
contractors, and spending significant
time on job sites. She did not just see
how homes were built. She understood
why decisions were made and how
they affected homeowners emotionally
and financially.

It was her broker who recognized that
Cheryl was missing opportunities by
not being licensed. Encouraged to take
the next step, she earned her real estate
license while continuing to work in the
building space. That dual perspective,
builder and agent, would soon prove
invaluable. After spending a year
traveling to St. George, Utah to help open
and administratively manage a medical
clinic for the same broker, Cheryl made
a defining decision. She returned to
Arizona and committed fully to real
estate in November 2023.

Her first full year told the story.

In 2024, Cheryl experienced notable
early success, driven not by flashy
tactics, but by preparation, credibility,
and care. Clients trusted her because
she spoke their language, whether

they were seasoned homeowners,

first time buyers, or individuals
navigating complex decisions. Her

deep understanding of construction
allowed her to explain homes beyond
surface features, and her background in
customer service and negotiation helped
clients feel steady through what can
often be an emotional process.

One of Cheryl’s defining strengths is
her ability to adapt her communication
style to the person in front of her. She
understands that no two clients are

the same. Some want to be guided
through every step. Some prefer only
the essential facts. Others need space to
tell their story. Cheryl listens first, then
positions herself just far enough ahead
to anticipate concerns, especially for
clients who might feel overwhelmed by
inspections or unexpected details.

That intentional approach extends into
her long term vision. Cheryl’s five year
goal is to build a financially sustainable
business rooted primarily in referrals,

not just from clients, but from their
families and extended networks. For
her, success is measured by trust,
longevity, and relationships that
continue well beyond the transaction.

Today, Cheryl is with Peak Experience
Realty, where she has become an
integral part of the office culture. She
initiated twice daily team walks around
town, an idea inspired by her athletic

background and belief in movement as a
connector. The walks have created space

for collaboration, problem solving, and
genuine support. The environment, she
says, is one where people can breathe
when they walk in, energized rather
than drained.

That belief in connection is
deeply personal.

Cheryl often reflects on a defining
moment from eleven years ago,
when she faced a cascade of financial
challenges while trying to buy a home.
On the same day she sold and closed

on her old house and purchased a new
one, she had just replaced a failed septic
system, dealt with a broken down car
that was replaced within hours by
people in her community, and relied on
her parents’ help with earnest money.
In a powerful full circle moment, the
woman selling her the home turned out
to be a shop owner Cheryl had
supported for years.

The experience reinforced
something she carries into her
work today. Homeownership
is possible, even when
circumstances feel heavy.

That belief fuels her passion
for encouraging first time
buyers in Flagstaff, a market
that can feel out of reach.
Cheryl does not minimize

the challenges, but she helps
clients see paths forward
with honesty and perspective,
much like a coach helping
someone reach a summit they
once thought was too high.

Guided by the quote, “Speak
the truth, do what’s right, and

take what comes,” Cheryl approaches
her career with clarity and conviction.
Her strong spiritual life has also played
arole in shaping her journey, including
her connection with her current
broker, Billie McGraw, someone she
met years earlier at an open house who
immediately recognized her natural
ability in real estate.

Cheryl Collins’ rise is not accidental. It is
the result of lived experience, discipline
shaped through athletics, and a genuine
commitment to people. And in Northern
Arizona, that combination is exactly what
makes her a Rising Star worth watching.

Northern Arizona Real Producers - 23



AFFINITY DECORATORS

DESIGN
STA ING & FURNISHING

ervice designservices with
50 you can rent
rchase pieces for less—
g stunning resuits at any budget. We bring your vision to
I|E| with exclusive wh furnishings that cost less than
retail. From home to office, you'll get expert design services and
ceptional value—every time!

=
e
b, |

AFFINITYDECORATORS.NET -« AFFINITYDECORATORS(MWGMAIL.COM - 928-814-8

lﬁtnneer @itle C?\gmtg

G O:M:M: M E NATSREONSE R WY | 'CE

- “Our success is directly linked to our people- Our team and
Iocal flrst company culture are of what we are most proud" '

1570 WILLOW CREEK R 923 E GURLEY, SUITE 201’,‘ ; . "300 W 3RD ST. -

PRESCOTT AZ 86301 . - ¥ """ PRESCOTT AZ 86301 . |~ WINSLOW, AZ 86047 .

(928) 778 - 2222 1. (928)778-6612 &= 47 (928) 289 - 2028

2955 N LAKE VALLEY RD, - - 2445 WEST STATE ROUTE 89A = % 1056 VISTA AVENUE,
PRESCOTT VALLEY AZ 86314 | * - SUITE 3 | SEDONA, AZ . . UNIT A, PAGE, AZ 86040
(928) 772 - 4800 - (928) 203 - 9190 ! (928) 645 - 0064

821 W. RIORDAN ROAD, 128 W GRANT AVENUE, 100 N ELDEN,
FLAGSTAFF AZ 86001 STE C, WILLIAMS 86046 FLAGSTAFF, AZ 86001
(928) 774 - 3000 (928) 635 - 9496 (928) 779 - 0371
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Relationships built
with intention!

We offer an array of loan options, including:

e Conventional e 2Home e DCSR

e FHA * lnvestment Homes *  Manufactured Homes (Single/ Multi-wide
e USDA e Reverse Mortgage *  Down Payment Assistance

e VA e Jumbo ® Bank Statement Loans

Same day Funding and Recording | In House Underwriting

)
2L fidelity

BRANCH MANAGER MORTGAGE TEAM

\ NMLS# 289786 m BENCHMARK
| 435.272.1600 Main “lr MORTGAGE

435.215.4209 Direct V
Scott.bell@fidelitymtg.com Team

scottbell.benchmark.us

At Fidelity Mortgage, we offer nationwide lending
solutions designed to move your clients seamlessly from
pre-approval to closing. As a loan officer, I'm licensed in

the following states:
UT, AZ, CA, ID, TX, NV, VA, WY & §D

o MG
OFPORTUNITY

ARK-LA-TEX FINANCIAL SERVICES, LLC DBA BENCHMARK MORTGAGE NMLS #2143 (WWW.NMLSCONSUMERACCESS.ORG) 5160 TENNYSON PKWY STE 1000, PLANO, TX
75024. 972-398-7676. (HTTPS://BENCHMARK.US) EQUAL HOUSING OPPORTUNITY.
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n a profession defined by change,
the most enduring careers are
built quietly, over time. For Peter
Fife, steadiness and trust have always
mattered more than haste.

That steady approach did not happen
by accident. Peter prepared deliberately
for his future, grounding himself in
education, service, and faith long before
real estate became his full time focus.

Peter originally planned to pursue

a career as a religion teacher and
prepared intentionally for that

path. Understanding the financial
realities of teaching, he earned his

real estate license as a supplemental
source of income while completing

his education. He holds a Bachelor of
Arts in Communications with a minor
in Business from Brigham Young
University in Provo and completed
half of an MBA program. As his real
estate career gained momentum,
completing the remainder of that degree
became secondary to the opportunities
unfolding in front of him. His early
adulthood was also defined by service.
Peter served a two year mission for his
church in Northwestern Italy, followed
by additional time teaching Italian to
missionaries. That experience left him
fluent in Italian and deeply grounded in
faith. Teaching remained important to
him, and just days before one semester
began, an unexpected opportunity
opened when a teaching position
became available at the last moment.
He stepped in immediately and began
teaching the very next day.

Real estate, initially intended as a
practical safeguard, continued to grow
alongside his teaching. Over time,
circumstances aligned in ways he did
not anticipate, and real estate became
his full time focus. What began as a
supplemental plan revealed itself as

a calling that allowed him to combine
faith, discipline, and service into a
lifelong profession.

A teacher at heart, Peter believes
education is central to every successful

transaction. He values helping clients
understand the market, what it takes

to sell a home, and how to position a
property for success. For him, informed
clients make confident decisions. He
considers that transition one of the
greatest blessings of his life.

Real estate was already part of Peter’s
story long before it became his full
time career. He is a third generation
real estate professional. His step

COVER STORY

grandmother sold hotels and homes
in Switzerland. His father built nearly
a forty year career in the business.
His mother in law spent more than
twenty five years as a successful real
estate agent in Arizona. From an early
age, Peter understood real estate as

a profession rooted in service and a
reliable way to provide for a family.

Peter’s early years in real estate were
far from easy. For extended periods,
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he earned nothing at all. Then in 1996,
a conversation with his mother in

law changed everything. She invited
him to come to Mesa, Arizona, work
alongside her, and consider purchasing
a modest home sight unseen. Within
weeks, momentum shifted dramatically.
Before relocating to Mesa, Peter closed
eight transactions in just three weeks,
earning thirty five thousand dollars
and being named Rookie of the Year!
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He later partnered with his mother in
law, forming a team that would work
together for a decade. During that time,
they rose from top thirty to top twelve
statewide for Coldwell Banker.

Their partnership was built on trust and
community connection. Every Fourth

of July, they placed more than two
thousand five hundred American flags
throughout their farm area, starting

before sunrise and finishing together
before breakfast. It was demanding
work and reflected how Peter
approaches both business and life.

In 2007, Peter and his family relocated
to the Greater Prescott area. Once again,
he started from scratch, knowing no
one. When the market collapsed in 2008,
his income dropped sharply. Faced with
uncertainty, Peter turned to prayer

before making major decisions about
his business. At the time, he considered
leaving Coldwell Banker for another
franchise, but through prayer felt
certain he needed to stay.

Two weeks later, Coldwell Banker
Relocation called with an opportunity
to handle bank owned properties
throughout the region. The work was
intensive and the margins smaller, but

His tagline,

€€ [IOVENOMICS: Where Prescott
Is Everybody’s Hometown,”

reflects both pride and invitation.

Peter recognized the direction of the
market and committed fully. Within
a year, he was responsible for fifty
percent of his office’s production.

Throughout his career, Peter has
reinvested heavily in his business,
consistently allocating about twenty
five percent of his gross income toward
marketing. He does not cold call or chase
expired listings. Instead, he focuses on

exceptional exposure, investing between
five thousand and seven thousand

five hundred dollars per listing to
demonstrate what it truly means to
work on behalf of his clients.

That commitment has not gone
unnoticed. One longtime client, who
had sold more than forty homes over
his lifetime, once told Peter, “I have
worked with many agents and thought
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you would be an A agent. I was wrong.
You are an A plus plus agent, and I
have never seen a better agent in my
life.” More recently, another client was
so pleased with Peter’s service and
marketing efforts that they insisted on
increasing his commission by a quarter
percent, describing it simply as a tip for
exceptional work.

Over the past decade, Peter has
maintained a ninety nine percent listing
success rate. He has been the number
one individual real estate agent in
Greater Prescott for four consecutive
years and remains the only individual
agent to consistently rank in the top

ten for more than a decade. In 2025,

he achieved the distinction of being
named the number one individual real
estate agent in the State of Arizona for
Coldwell Banker and ranked among the
top one hundred agents worldwide out
of more than sixty four thousand agents.

At the heart of Peter’s success is a
simple principle: people come first
always. His longtime motto, “Placing
your needs first,” guides every
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against buying or selling when it is not
in their best interest.

Peter believes that God leads clients to
him and him to his clients and views
real estate as both a responsibility and
a blessing. He has worked between fifty
and ninety hours a week throughout
his career, yet has never felt as though
he was working. Helping people is what
fuels his passion.

Peter believes Greater Prescott is one of
the best places in the country to live, big
enough to be big and small enough to

be small. Through his YouTube channel,
MovEnomics, he shares insights about
the community with more than six
thousand five hundred subscribers. His
tagline, “MovEnomics: Where Prescott Is
Everybody’s Hometown,” reflects both
pride and invitation.

Peter and his wife have been married
for thirty one years. Together, they
have five children, three living. Their
two oldest children passed away at
birth, a loss that deeply shaped their

transaction. He regularly advises clients

perspective on family and faith. They
are parents to a twenty seven year old
son, a twenty four year old daughter,
and a twenty one year old son. As a
family, they treasure time together,
often gathering around board games
and shared moments at home.

Peter has never measured success
by short term wins or market cycles.
For him, real estate has always
been about showing up consistently,
honoring commitments, and earning
trust over time. At fifty four, he has
no plans to slow down. In fact, his
goal is to continue working well into
his nineties, with the hope of building
a career that spans seventy years in
the business. He loves what he does
because he loves people and

the opportunity to serve them at

a high level.

That combination of passion,
persistence, and an uncompromising
commitment to marketing and service
is what has made Peter the top
individual real estate agent in
Greater Prescott.
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Pariner with a
Trusted Lender with
Proven Integrity & Success!

EXCELLENT
The Riggs Team was exceptional. They kept on top
of things and kept us informed of the progress of
our loan. If we had questions, they would respond
immediately and always have the right answers.

-Client
from Prescott, AZ “

928.458.0507
325 W Gurley St
Ste 102
Prescott, AZ 86301
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Portraits - Pets
Nature/Urbanscapes - Western Lifestyle
Events - Weddings/Engagement
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New Home Remodeling
Construction and Renovation

ROCH# 342938
ROC# 347993

House Cleaning

& Vacation Rental Management

928-800-1703
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LEANING SERVICES

Owr Services Include:

- Residentiol House Cleanings
- Real Estate Cleanings

= Construction Cleanings

- Airbnb/VRBO Cleanings
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Haosting:
Licensed & Insured wwwhometown-hosts.com

SCAN HERE  nsiconstruction.com
TO LEARN 781 Airpark Way Suite A1

MIIIIE! admin@nsiconstruction.com

Room Project Management
Additions and Consultation

Cottonwood, AZ 86326

(928) 821-9954

IN THE MONTH OF LOVE,

MAKE SURE WHAT YOU LOVE IS COVERED.
LOVE BOLDLY. PROTECT WISELY.

Auto Insurance - Home Owners Insurance + Matorcycle | ATV Insurance
Mexico Insurance « Business Insurance + Umbrella Insurance
Life Insurance - Health Insurance - Events | Wedding Insurance

’/—\

VIP Insurance Professionals works with top
carriers to find the best value for your coverage needs. Let us
handle the details while you enjoy what matters most.

LOGAL BRONERS. REAL SAVINGS. VIP SERVICE.

- /Insu contact@myvipinsurance.com

. onals 928-327-1314
your life WWW.myvipinsurance.com

We are able to insure high-value, hard-to-place, and high-risk properties.
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Your Database
Knows VWhen You're

FAKING-]

BY GARRETT HAMLIN

You've heard it before. You probably know an agent like this,
especially if you previously practiced real estate in a huge
competitive market before moving to Northern Arizona. “Don’t
get too emotionally invested in clients. They don’t really care
about you, and they will forget your name right after closing.
Other agents? They’re competition, not colleagues. Love and
warmth and genuine care? That’s for your personal life. Real
estate requires a harder edge.”

I get it. When you’re chasing listings in a tough market, when
a deal falls apart at inspection, when clients you nurtured for
months choose another agent... it feels safer to build walls,

to keep things transactional. We like professional distance
because it feels like protection. But here’s the problem: that
hard edge is hurting your reputation and your business. And
honestly? It’s probably making you miserable, too.

The Stoics Knew Something We’ve Forgotten

Marcus Aurelius, emperor of Rome and not exactly known for
being soft, wrote extensively about love as a civic virtue. He
called it philanthropia, love of humankind.

Here’s the thing that shocked me when I first read the Stoics:
they didn’t see love as separate from professional excellence.
They saw it as fundamental to it. Marcus wrote, “We were born
to work together like feet, hands, eyes, like the two rows of
teeth, upper and lower. To obstruct each other is unnatural.”
The Stoics believed we’re fundamentally interconnected social
beings. They knew that trying to succeed in isolation goes
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against our nature. And when you work against your nature...
nothing flows. Everything becomes harder than it needs to be.

Seneca put it even more bluntly: “Wherever there is a human
being, there is an opportunity for kindness.” Notice he didn’t
say “except in real estate.” He didn’t carve out an exception for
competitive markets, stressed clients, or commissionectomies.

What Science Says About Connection
Okay, philosophy is great. But what does modern science say?

The Harvard Study of Adult Development, which followed
people for over 80 years, found that the quality of our
relationships is the single strongest predictor of health,
happiness, and professional success. Not wealth. Not
achievement. Relationships. All relationships, personal
and professional.

And here’s where it gets interesting for us in real estate:
researchers studying “relational energy” have found that
positive, genuine connections literally energize people.1 Those
energizing relationships predict better performance, more
creativity, and greater resilience when things go wrong. You
know that feeling after a listing appointment where you and
the sellers just clicked?

Or when another agent in your office sends a buyer your way
just because they thought of you? That’s relational energy. It’s
measurable. It’s real. It’s refreshing. The kicker? The people

who create these energizing connections aren’t just happier.
They’re more successful. They get more referrals, land better
listings, and build sustainable businesses. Do you want to live
like that more often?

The February Challenge

Here’s my challenge for you this month, and I know it
might feel uncomfortable at first because it requires
genuine consistency.

You already know about the 36-Touch system. Twelve personal
touches, twelve educational touches, twelve “just thinking

of you” touches spread across the year for your sphere of
influence. You’ve probably been to the training. Maybe you
even started it once with the intention of filling your pipeline.
But here’s the thing: most agents treat it like a marketing
obligation. A box to check. Another administrative thing to
delegate or crank out between meetings.

What if you approached it differently this month? What

if those 36 touches came from your heart, not your brain,
and became genuine acts of care? Not “staying top of mind”
but actually investing in people’s lives? The handwritten
note becomes a real celebration of their kid’s graduation.
The market update includes specific knowledge about their

Savvy businesses know it's all

about who many you reach — not how many.
Our niche publications, exclusive events, and
targeted digital marketing get your brand in
front of ideal clients affordably.

Let's talk!

Reach out to the publisher
of this magazine today.

[:J REAL PRODUCERS

neighborhood, not just generic stats. The “just because” call is
actually just because you remembered they mentioned a job
interview last time you talked.

Start with three people from your database this week. Not
your hottest leads. Not people you think might list soon. Three
people you genuinely want to care about. Reach out in a way
that serves them, not your pipeline.

Here’s what I've learned in real estate: when you approach
your sphere as people you’re genuinely invested in rather
than a database to mine... everything changes. Not because
you're being strategic, though the referrals do tend to follow.
But because you’re being human. Because you’re following
timeless Biblical wisdom and loving your (future) neighbor.

In a world of drip campaigns, “just checking in about your
home search” calls, and Al bots that do the texting for us, being
genuinely human is the most valuable thing you can offer. Try
it. Implement your 36-Touch system this year, but do it with
real love. You might be surprised how much genuine care for
your clients’ and sphere’s well-being changes your business.
And honestly? It'll probably change you, too.

1. Owens, B. P, Baker, W. E., Sumpter, D. M., & Cameron, K. S. (2016). Relational energy

at work: Implications for job engagement and job performance. Journal of Applied
Psychology, 101(1), 35-49

WE PROMISE THE MOST
EXPERT THOROUGH CLEANING EVER

Carpet & Upholstery
Cleaning

Free Estimates - Tile and Grout Cleaning + Carpet & Upholstery Cleaning
RV [ Motorhome Cleaning « Emergency Flood Service - Oriental & Area Rug
CleaningPowerful Truck Mounted Units « Teflon Fabric & Carpet Protectors
Environmentally Friendly Products

Scan here to visit our website
20% DISCOUNT

ExpertCarpetandUpholsteryCleaning.com

(928) 282-3836
(928) 567-7334
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Why Your Listings Are Turning Into Rentals

BY DAVID WEISS

As we move through 2026, the real estate landscape has entered
a “Great Reset.” For you as a buy-and-sell agent, the “sold” sign is
becoming harder to plant. We are seeing a significant surge in a

specific demographic: the Accidental Landlord.

These aren’t seasoned investors; they are your clients—
homeowners who intended to sell but found themselves forced
into the rental market. Understanding why this is happening

is the key to keeping your pipeline full when the market
eventually swings back.

The Two Pillars of the Accidental Landlord Surge

1. The “Golden Handcuffs” of Sub-4% Rates

The primary driver this year is the massive interest rate gap.
Many homeowners have mortgage rates locked in at 2.5% to
3.5% from years ago. While life events—job transfers, growing
families, or divorces—necessitate a move, the math on selling
just doesn’t add up.

If they sell and buy a new home at today’s ~6.3% rates, they lose
their most valuable financial asset: cheap debt. Instead, these
savvy homeowners are choosing to “rent and move.” They keep
their low-payment property as a cash-flowing asset and rent a
home in their new location, waiting for rates to stabilize before
they commit to a new purchase.

2. The Price Gap and “Sticky” Expectations

The second driver is the shift in market dynamics. After years
of record highs, home values have stabilized or softened in
many regions. However, many sellers are still anchored to 2024
peak pricing.

When a property sits for 60+ days without an offer that meets
their “number” and they have high equity, they aren’t willing to
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do a fire sale. Rather than taking a perceived loss, they choose
to delist and wait out the market. This “wait and see” approach
turns a failed listing into a long-term rental overnight.

Why a Property Management Partner is Your Secret Weapon
When a client decides they can’t or won’t sell, your instinct
might be to wish them luck and move on to the next lead. This

is a mistake. If you let that client walk away to manage the
property themselves or find a random manager, you lose the
“tail” of that transaction.

By partnering with a professional property manager, you
provide a “Third Option” that protects your future commission:

The “Tag-Back” Guarantee: Professional property
management firms often have “Realtor Protection” programs.
When you refer a client, they tag you as the Agent of Record.
If the client decides to sell the property in the future, the
manager will refer them back to you.

Professional Preservation: An accidental landlord is

often overwhelmed. If they have a bad experience with a
tenant or a maintenance disaster, they risk damage to the
home and a landlord/tenant-caused financial nightmare. A
professional manager can mitigate risk and ensure the home
is maintained to “sale-ready” standards.

Be the Total Expert: In 2026, agents who only know how

to sell are becoming obsolete. Agents who can provide

a comprehensive “Hold vs. Sell” analysis—backed by a
management partner—are the ones winning long-term loyalty.

The Bottom Line

Don’t view a “no-sale” as a lost lead. View it as a delayed listing.
By placing your client in the hands of a trusted property manager
today, you ensure that when the market corrects, and they are
ready to sell, you are the only agent they call.
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Program:

For each referral that leads to a signed property agreement
with the owner. The referring agent receives the following:
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UNLimitedreAZ.com

10% of one month’s rent as a referral fee for closed business

Owners of Rental Properties

If the owner of the property decides buy property or sell property that
business is referred to the agent who originally gave us the lead that led
to procurement of the property.

Current and future tenants, likely to be future buyers

Contact information for all current and future tenants of the property.
Many of our current tenants rent for one or two years in preparation to
buy. Having their contact information in your CRM is likely to lead to a
purchase agreement!

A Resource You Can Count On

Whenever you need expert guidance on investments, you can count on
us! Whether it's recent CMAs, leasing inquiries, landlord-tenant advice,
or anything in between, we're here to help. Don't hesitate to reach
out—we’re always ready to assist!

928.275.1009

UNLimitedreAZcom

Designated Broker

928-224-5911
david@unlimitedreaz.com
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120 N Marina St Suite A | Prescott, AZ 86301
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Travis Smart
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13 Month Full-Service Warranty

30 Years Servicing the Real Estate Industry
Freon Included in our Plans

Multi-Year and New Construction Plans
Free Listing Coverage

480-326-1225
kpayne@hwahomewarranty.com
www.hwahomewarranty.com
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HYPORT DIGITAL
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Elevate Your Digital
Presence Effortlessly

CONNECT

|E SOCIAL EMAIL
! REACH

Trusted by 10,000+ small businesses across the US, our
done-for-you strategy lets you shine online without the hassle.
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SOCIAL REACH EMAIL CONNECT

Focus on running your business while we

handle your organic social media, crafting
posts that reflect your unique brand voice
and engage your ideal audience.

Build brand recognition and connect
with your customers through targeted
email and SMS campaigns.

* 16 custom posts per month
¢ Live Zoom call with a social media expert

* Two emails and one text per month
* Custom-designed to fit your brand
* Automated reporting * Sending and scheduling

* Optimized time and day posting * Performance reporting

PRICING PER PRODUCT

Non-Member Pricing: $499 /month Member Pricing: $299 / month

One-Time Set-Up Fee: $99

Ready to stand out and connect?
Contact the publisher of this magazine today to get started.
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Jared Folsom builds his real estate
business the same way he approaches
negotiations and relationships, with

a disciplined approach rooted in
client advocacy.

Now with Berkshire Hathaway
HomeServices and based in Sedona,
Jared entered real estate in 2023, but his
trajectory reflects far more than a single
start date. His path into the industry
was shaped by years of responsibility,
leadership, and decision making long
before he ever wrote his first contract.

Jared grew up on a dairy farm

in Maine, where consistency and
accountability were not optional.
Those early lessons carried him into a
career in nursing, and later into hotel
management, where he developed

a deep understanding of service,
operations, and people under pressure.
Each chapter sharpened skills that now
define how he shows up as a Realtor.

Before fully committing to sales, Jared
launched a short term rental business in
Sedona. While the venture grew quickly,
he soon recognized what truly energized
him. It was not managing properties
behind the scenes. It was the transaction
itself. The strategy. The negotiation. The
process of helping buyers and sellers
move forward with confidence.

That realization led him to pursue
real estate sales with a clear focus on
representation, not pressure.

Since entering the field, Jared has

built steady momentum by doing the
fundamentals well. He approaches
each transaction with discipline,

strong communication, and a clear
understanding of market dynamics. His

clients benefit from his ability to stay
calm in complex situations and to guide
decisions without urgency or theatrics.

Jared serves clients throughout Arizona,
including Sedona, Flagstaff, Phoenix,
and Tucson. His versatility allows him
to work across markets, price points,
and property types without relying on a
single formula. Whether working with

first time buyers or seasoned investors,
his approach remains consistent and
client centered.

Negotiation is one of Jared’s strongest
skills, and it is also where his values are

most evident.

In one notable Sedona transaction
involving buyers from San Francisco,
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Jared guided clients who had been
searching for more than a year and had
written multiple offers before finding
the right home. In another deal, he made
the difficult decision to walk away from
a transaction when the seller would not
meet his client’s final offer, despite the
gap being relatively small.

While it would have been easy to push
the deal forward, Jared stayed firm in
his fiduciary responsibility.

The client later expressed deep
appreciation for his integrity and
advocacy. That commitment to doing
what is right is a defining feature of
his business.
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Jared believes real estate should
never feel rushed or forced. He
prioritizes education, transparency,
and thoughtful guidance so clients can
make decisions they feel confident
standing behind. That philosophy
aligns closely with why he chose
Berkshire Hathaway HomeServices.
After a brief conversation with
Mentor Nisreen Hawley, Jared knew
the brand and culture matched
both his professional values and
personal lifestyle.

Outside of real estate, Jared values
experiences with his family and
time spent recharging. He and his
wife make it a tradition to alternate

choosing their vacation destinations
each year, a balance that has taken
them to places like Amsterdam,
Denmark, and Paris. He golfs at
private courses in Anthem, follows
football closely as a loyal Green Bay
Packers fan, and has developed a
fondness for his bourbon collection.
His sons keep him busy with golf,
flag football, and soccer, and family
remains central to how he defines
success. He lives by the words of
Wayne Gretzky “you miss 100% of
shots that you don’t take” while
following his own credo to his
clients that he will always “under
promise and over deliver” with
each transaction.

Looking ahead, Jared is focused on
expanding his Sedona listings and
continuing to build a reputation rooted
in trust, consistency, and results.

He maintains a strong pipeline of
motivated buyers and approaches
growth thoughtfully, choosing quality
relationships over volume.

Jared Folsom is building a real estate
business grounded in discipline,
perspective, and respect for the people
he represents. In Northern Arizona

and beyond, his steady rise reflects a
professional who understands that the
strongest businesses are built one client
at a time.
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,)ENVOY
Lender Paid 1-0 Buydown

Envoy’s lender funded buydown programs allow the cost of the buydown to be built into
the pricing.* This means, no seller concessions are needed and no money out of pocket
for the borrower at closing for the buydown subsidy.**

Available For

Conventional FHA Standard and High-Balance

FNMA High-Balancing and FHLMC Super Conforming ~ USDA

*Alower interest rate may be available without a lender paid buydown. **Applicants must qualify using full note rate. The qualifying rate is
not reduced during the temporary buydown period. The illustration is for educational purposes only.

Chris Gurnsey
Branch Manager | NMLS# 653994

623-764-3778
chris.gurnsey@envoymortgage.com

503E Gurley St. Office #4 | Prescott, AZ 86301
Licensed in AZ, TN, TX, VA
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PRECISION IN EVERY INSPECTION. PEACE OF MIND IN EVERY HOME.
Northern Arizona’s Most Recognized Home Inspection Company!

« Residential and Commercial
Building Inspections

« Termite Reports

« Sewer Scopes

« Air Quality/Mold Tests
« Radon Tests

« Well Inspections w/ Flow Test SILVER HAMMER

« Water Potability Sampling NI el le Ll

« HUD Foundation Engineering
Certifications

Contact Card

S 928.254.0024 info@silverhammerinspections.com
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

WE SPECIALIZE IN: Estate Planning | Asset Protection | Deed Work

WE HELP PEOPLE PROTECT THEIR
ASSETS & PRESERVE WEALTH

At Evergreen Law LLC,you will find an unparalleled experience,
rooted'in trust. We offer exceptional estate planning and asset
protection services, personalized to your specific needs.
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LLC 102 W. Gurley St, Suite 206 SCAN HERE TO
Prescott, AZ LEARN MORE!




