
N O R T H E R N  A R I Z O N A JULY 2026

Inspirational Realtor 
RICHELLE MILLS

Partner Spotlight
CHAD BURGUENO

Steven 
Scott

PHOTO BY KG PHOTOGRAPHY



Northern Arizona Real Producers • 32 • July 2026



Northern Arizona Real Producers • 54 • July 2026

Impress!
Elevate Your Listings with Custom Homes
Built and Renovated to

ROC #335118

CUSTOM HOME CONSTRUCTION ·  KITCHEN REMODELS ·  BATHROOM REMODELS
CUSTOM HOME DESIGN ·  CUSTOM ADDITIONS ·  RESIDENTIAL EXCAVATION SERVICES

"Top of the line work." - Tad B.
Insured - Bonded - Family Owned - Locally Owned 

TEKConstructionLLC@gmail.com
TEKConstructionAZ.com Call or Text

928-420-6443 or 928-710-3211
thewaytodoit@goldenroofing.biz

ROC #331571 
Licensed, Bonded, Insured

ROC 331671.

Ensuring Top-Quality Roofing Services
with Unwavering Reliability,

Meeting Deadlines with Precision & Excellence!
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YOU CLOSE DEALS.

We keep you looking & feeling

UNSTOPPABLE
Aboost Wellness & Aesthetics offers advanced wellness and aesthetic
treatments, including IV hydration, weight loss injections, Botox, fillers,

laser treatments, tattoo removal, and XERF skin tightening.

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

#jessDaesthetics

Exclusive Realtor Perk:

10% off all IV infusions.

Partner with a
Trusted Lender with

Proven Integrity & Success!

928.458.0507
325 W Gurley St

Ste 102
Prescott, AZ 86301

NMLS # 420524

“As a real estate agent, I’ve worked with many lenders over the years, 

and Danell Riggs is truly one of the best. She’s professional, sharp, and 

goes above and beyond for every client — whether it’s guiding them 

through their first home purchase or helping them navigate a complex 

loan. Her communication, knowledge, and dedication are unmatched, 

and she makes the entire process smooth and stress-free for both clients 

and agents. If you’re looking for the best mortgage loan officer in 

Prescott, Arizona, I can’t recommend Danell Riggs and her team enough. 

She’s one of my preferred lending partners and someone I trust 

completely with my clients — that says it all!

--Ana W

If you are interested in nominating people for certain stories, 
please email us at: NorthernArizona@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

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company 
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the 
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the 
assistance of artificial intelligence (AI) tools by authors or contributors and may not be independently verified by N2.

We are able to insure high-value, hard-to-place, and high-risk properties.

contact@myvipinsurance.com
928-327-1314

www.myvipinsurance.com

LOCAL BROKERS. REAL SAVINGS. VIP SERVICE.

THE MARKET IS
HEATING UP,
AND SO IS
SUMMER.
May kicks off one of the 
busiest real estate 
seasons in Northern 
Arizona, and I am here 
to help keep your 
transactions moving.

COVERAGE FOR EVERY "WHAT IF."
• Auto • Homeowners • Umbrella

• Motorcycle/ATV • Business • Life & Health

• Events/Wedding • Mexico/Travel Insurance. 

OR TOO SMALL

NO JOB
TOO BIG

Building Your Dream 
Around You

REMODELS | OUTDOOR LIVING | DECKS | NEW CONSTRUCTION

OWNER: HERB KEPPEL  
COVENANT BUILDERS AND 

RENOVATION LLC 

Local to Prescott 
for 46 years.

cbuilders316@gmail.com | CovenantBuildersAZ.com

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

ELECTRICIAN
High Valley Electric LLC
Broc Bishop
(928) 499-8755
Instagram @highvalleyelectric

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

HOME WARRANTY
Guard Home Warranty
(602) 245-0689
www.guardhomewarranty.com

Old Republic Home Warranty
Lindsey Smith
(602) 527-5200
orhp.com

INSPECTIONS
Silver Hammer Inspections
(928) 301-3319

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

VIP Insurance Professionals
Daneth Hollahan
(928) 327-1314
myvipinsurance.com

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

LAW FIRM
Evergreen Law LLC
Christina Howden
(928) 227-1111
evergreenlawaz.com

MORTGAGE
CMG Home Loans
Phyllis McDaniel
(928) 821-2046

Efinity Mortgage
(928) 533-7473
efinitymortgage.com

Fidelity Mortgage Team
Scott R Bell
(435) 272-1600
scottbell.benchmark.us 

Guild Mortgage
Travis Smart
(928) 848-1664 

Legacy Mutual Mortgage
(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
(928) 499-5160
kimberlymarshphotography.com

PROPERTY MANAGEMENT
UNLimited RE Property 
Management
David Weiss
(928) 275-1009
UNLimitedreaz.com

REMODELING
Covenant Builders
(928) 533-3203

ROOFING
Arizona Sky Roofing
(928) 600-0611
azskyroofing.com 

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
(928) 848-4490
ptaaz.com

ROC Title Agency West
(928) 223-4471

Yavapai Title Agency
Anthony Selna
(928) 592-7800
Amy Saunders
(928) 445-2528
yavapaititle.com

WATER FILTRATION 
AND PURIFICATION
H2O Health
(928) 899-7504
H2OHealth.com
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(928)713-0302   |  azkgphotography.com
kelsiann@azkgphotography.com          

Portraits - Pets
Nature/Urbanscapes - Western Lifestyle

Events - Weddings/Engagement

Golden Nuggets
P R E S E N T S

Richelle Mills 
People will forget what you said, people will forget what you 
did, but people will never forget how you made them feel. 

- Maya Angelou

Steven Scott 
You are a direct reflection of the top 5 people you 

spend the most time with 

N O R T H E R N  A R I Z O N A 

WWW.PTAAZ.COM

1570 WILLOW CREEK RD.
PRESCOTT, AZ 86301

(928) 778 - 2222

821 W. RIORDAN RD.
FLAGSTAFF, AZ 86001

(928) 774 - 3000

2955 N. LAKE VALLEY RD.
PRESCOTT VALLEY, AZ 86314

(928) 772 - 4800

923 E. GURLEY ST. STE 201
PRESCOTT, AZ 86301

(928) 778 - 6612

128 W. GRANT AVE. STE C.
WILLIAMS, AZ 86046

(928) 635 - 9496

2445 W. STATE ROUTE 89A, STE 3
SEDONA, AZ  86336

(928) 203 - 9190

300 W. 3RD ST.
WINSLOW, AZ 86047

(928) 289 - 2028

100 N. ELDEN
FLAGSTAFF, AZ 86001

(928) 779 - 0371

1056 VISTA AVE. UNIT A
PAGE, AZ 86040
(928) 645 - 0064

“Our success is directly linked to our people. Our team and 
‘local-first’ company culture are of what we are most proud” 

– BOB NEWLON | FOUNDER
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F or Chad Burgueno, mortgage 
lending has never been just about 
numbers, rates, or transactions. 

At its core, it has always been about 
helping people see opportunities they 
did not think were possible.

That perspective comes  
from experience.

Long before Chad became a respected 
mortgage lender in Northern Arizona, 
he was learning real estate firsthand 
through investing, renovations, 
construction, and problem-solving 
alongside his wife and family. Raised 
primarily in Sedona after moving from 
California as a teenager, Chad grew up 
working in construction and eventually 
began experimenting with small real 
estate investments of his own.

One of those early projects ended up 
changing the course of his  
career completely.

After purchasing a small parcel of land 
and moving a single-wide trailer onto 
the property, Chad and his wife quickly 
discovered how difficult it could be to 
finance nontraditional properties. The 
home was older, heavily distressed, and 
not financeable through conventional 
methods. Trying to solve that challenge 
introduced Chad to private lenders, 
creative financing, and the mortgage 
industry itself.

“That’s really what got me into lending,” 
Chad says.

What began as trying to solve his 
own real estate problems eventually 

turned into a decades-long mortgage 
career spanning wholesale lending, 
processing, retail lending, and 
investment financing. Along the way, 
Chad learned every side of the business 
from the ground up.

In fact, one of his earliest jobs in 
Phoenix was not glamorous at all.

“I came down thinking I had a processor 
position,” Chad recalls. “When I got 
there, I was basically making copies.”

Rather than becoming discouraged, 
he used the opportunity to learn the 
business inside and out. Within months, 
Chad worked his way up through the 
company and eventually transitioned 
into higher-level lending and account 
executive roles.

How Mortgage Lender CHAD BURGUENO 
Built a Career Around Creative Solutions

PHOTOS BY KG PHOTOGRAPHY

PARTNER SPOTLIGHT

“It’s REWARDING to 
watch people grow.” 

See Possibility

HELPING
PEOPLE
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even made sense financially. But after 
purchasing a home for his family, the 
client later called Chad with words he 
still remembers today.
“He said, ‘We have our life back.’”

For the first time, the family had 
space to gather, host their children 
and grandchildren, and truly enjoy 
time together in a home that belonged 
to them.

“That’s the part that really sticks with 
you,” Chad says. “Helping people 
improve their lives.”

In addition to traditional lending, 
Chad has developed a strong passion 
for working with real estate investors. 
Having been an investor himself for 
many years, he understands both the 
excitement and challenges investors 
face while scaling portfolios and 
identifying opportunities.

Over the years, Chad has helped 
everyone from first-time investors 
purchasing a single property to 
experienced investors rapidly 
expanding large portfolios.

“I’ve worked with investors that went 
from buying one property every six 
months to buying five or six a month,” 
he says.

That hands-on investment background 
also shaped Chad’s personal philosophy 
toward real estate.

Early in his investing journey, 
he focused heavily on buying, 
renovating, and flipping properties. 
But over time, he realized the greatest 
long-term wealth often came from 
holding strong assets instead of 
immediately selling them.

“I think I would have held more 
properties earlier on,” Chad says.
Today, Chad continues investing 
primarily throughout the Sedona-Verde 
Valley and Phoenix markets while 
remaining deeply connected to the local 
communities he serves.

Outside of lending, Chad enjoys 
traveling, mountain biking, snow 
trips, family gatherings, and spending 
time outdoors with his wife, children, 
and extended family. A recent trip to 

Indonesia became one of the most 
meaningful travel experiences of his life 
because of the warmth and kindness he 
encountered throughout the culture.

After decades in the mortgage industry, 
Chad believes success ultimately comes 
down to consistency, relationships, and 
finding the part of the business that 
genuinely excites you.

“There are many ways to succeed in this 
business,” Chad says. “You just have to 
follow the one that calls to you most.” 

Today, what separates Chad is not simply 
experience, but the way he approaches 
lending itself.

For him, mortgages are not just 
transactions. They are often life-
changing turning points for clients 
and families.

One of the most rewarding parts of his 
career has been helping people through 
difficult seasons where homeownership 
or investing initially seemed impossible. 
Chad recalls working with one client 
who was coming out of divorce and 
bankruptcy and felt completely 
overwhelmed financially. Over time, 
Chad helped him purchase a home, then 
an investment property, and eventually 
additional investments as his confidence 
and financial position improved.
“It’s rewarding to watch people grow,” 
Chad says.

Another client experience left an 
especially lasting impact. A man who 
managed an apartment complex 
received free housing as part of his 
compensation package and initially 
questioned whether buying a home 

THAT’S THE 
PART THAT 

REALLY STICKS 
WITH YOU.  

Helping people 
improve  

their lives.”
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When you define your ideal life first, 
time freedom, income consistency, and 
flexibility, you begin making different 
investment decisions.

You prioritize:
Recurring income over one-time wins
Simplicity over unnecessary scale
Sustainability over speed

And that is often what creates the most 
durable success.

A Simple Challenge for the Next  
90 Days 
If you are a REALTOR® or investor look-
ing to evolve, do not overcomplicate it.

Start here:
Pick one affordable market
Study what a good deal actually looks like
Connect with investors already  
active there
Focus on finding one solid,  
simple opportunity

Not a perfect one.

Just one that works.

Because the first deal does not just 
create income. It creates understanding.
And once that clicks, the entire business 
starts to look different.

The real opportunity in today’s 
market is not just doing more deals. 
It is doing better ones. The kind that 
builds freedom, not just income.

If you’re interested in learning more 
contact your publisher Jenni Vega. Jenni.
Vega@realproducersmag.com  

tighter. Margins 
are thinner.

Those investors 
are actively 
looking 
elsewhere.

REALTORS® 
who understand 
models like slow 
flipping can:
Connect clients to 
better-performing 
markets
Source off-market opportunities
Build investor relationships beyond 
single transactions
Begin acquiring deals themselves at 
lower entry points

In other words, they shift from being 
deal facilitators to deal creators.

Scaling Without Chaos 
One of the biggest misconceptions  
in real estate is that scaling  
requires complexity.

It does not.

Scalable businesses are built on:
Clear buy criteria
Repeatable systems
Consistent deal flow
Strong relationships

Many successful investors today are 
not relying heavily on the MLS. They 
are finding deals through referrals, 
direct outreach, local connections, and 
platforms like Facebook Marketplace.

The same applies to buyers.

This is still a relationship-driven 
business and always will be.

Building a Business That Actually 
Serves Your Life 
At some point, every successful 
REALTOR® faces a decision:

Do you keep building a business that 
demands more from you
Or one that gives more back?

The difference comes down to 
intentional design.

From that point forward, the focus 
became simple:
No overleveraging
No dependence on appreciation
No reliance on banks continuing 
favorable terms

Instead, the goal shifted toward 
something far more durable: consistent 
cash flow and simplicity.

The Strategy Most Agents Are Not 
Talking About 
This is where the concept of the “slow 
flip” enters the conversation and why it 
matters for today’s REALTORS®.

At its core, a slow flip is simple:
Buy an affordable property, often in 
lower-priced markets
Sell it as-is using owner financing
Create long-term monthly income instead 
of a one-time commission or flip profit

There is no major renovation timeline. 
No long-term landlord responsibilities. 
Instead, the property is sold to a tenant-
buyer, creating predictable income 
without operational complexity.

For REALTORS®, this model opens an 
entirely different lens on real estate. Not 
just as a transaction business, but as a 
wealth-building ecosystem.

Why This Works, Especially Now 
The modern housing market has 
created a gap that many REALTORS® 
see every day:

Why the Smartest REALTORS® 
Are Rethinking How Wealth Is 
Built in Real Estate

SLOW FLIPS, 
BIG PROFITS:  
A NEW PLAYBOOK 
FOR REALTORS

BY SCOTT JELENIK

Most people get into real estate chasing 
one thing: freedom.

Not just financial freedom, 
but control over their time, 
their income, and their 
future. Ironically, many of the 
traditional paths in the industry 
lead somewhere very different.

What starts as opportunity can 
quickly turn into obligation.

Early in my career, I followed 
the same blueprint most investors 
and agents are taught to trust. Rentals. 
Rehabs. Scaling portfolios. On paper, 
everything made sense. In reality, it felt 
like I had built a business that required 
constant attention. Contractors, repairs, 
vacancies, tenant issues. The income 
was there, but so was the stress.

That tension led to a simple but 
powerful question:

Why build a business that makes 
you feel trapped? 
That question is one more REALTORS® 
should be asking today.

The Wake-Up Call That 
Changes Everything 
For many in real estate, 
transformation does not 
come from theory. It 
comes from experience.

For me, that moment 
came during the 2007 
market shift. Like 
many investors at the 
time, I was leveraging 
equity, refinancing, 

and expanding aggressively. It 
worked until it did not.

When lending tightened and credit 
lines froze, the model collapsed almost 
overnight. I lost more than 50 rental 
properties during that period.

It was not just a financial loss. It  
was clarity.
I realized I had built a system that 
depended on perfect conditions. Rising 
values, cooperative banks, and stable 
financing. When those disappeared, so 
did the foundation of the business.

That experience reshaped everything.

There are thousands of people who can 
afford monthly payments but cannot 
qualify for traditional financing.

That gap is where opportunity lives.

In lower-priced markets, the numbers 
become even more compelling:
Lower acquisition costs
Strong demand for workforce housing
Reliable payment structures

This is not about chasing appreciation. 
It is about building deals that work on 
day one.

And that is a mindset shift many in the 
industry still have not fully embraced.

Where Investors and Agents Get  
It Wrong 
Like any strategy, success comes down to 
execution and discipline.

The most common mistakes include:
Overpaying for properties
Buying in the wrong areas
Failing to properly screen buyers
Chasing excitement instead of  
solid numbers

The truth is, this model is not flashy.  
It does not rely on perfect timing or  
big wins.

It is built on consistency.

And in real estate, consistency almost 
always outperforms complexity.

The Opportunity for REALTORS® 
Here is where this becomes especially 
relevant for top REALTORS®.

Most think in terms of commissions, 
transactions, and volume.

But those creating long-term wealth are 
thinking differently.

They are asking:
How can I participate beyond the sale?
Where are my clients struggling to  
find returns?
How can I connect opportunities  
across markets?

In higher-priced regions, many investors 
are feeling squeezed. Cash flow is 
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120 N Marina St Suite A | Prescott, AZ 86301
O: 928-220-7673 | M: 928-848-1664

Travis Smart
Senior Loan O�cer | NMLS #1471121

The world can be chaotic, but your home purchase 
doesn't have to be. Make the Smart Choice!

Company NMLS # 3274

Photo Credit: KG Photography

SCAN HERE TO
LEARN MORE!

928.227.1111
EvergreenLawAZ.com

102 W. Gurley St, Suite 205
Prescott, AZ

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.

Let Freedom Ring!
Partner with a lender who keeps your deals 

moving and you and your clients celebrating!
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F or nearly 30 years, 
Flagstaff Realtor® 
Steven Scott has 

built his business the old 
fashioned way: through 
relationships, trust, and 
taking care of people long 
after the transaction is over.

While much of the real estate 
industry revolves around 
prospecting, online leads, 
and constant marketing, 
Steven took a different 
approach early in his career. 
Instead of trying to be 
everywhere, he focused on 
building lasting relationships 
within the Northern Arizona 
community and creating 
a client experience people 
genuinely wanted to refer to 
their friends and family.

That relationship first 
mindset has become 
the foundation of one of 

Northern Arizona’s most 
respected referral based real 
estate businesses.

“I’d rather go an inch wide 
and a mile deep,” Steven 
says. “If you truly take care of 
people, they remember that.”

That philosophy has become 
the foundation of one of 
Northern Arizona’s most 
respected referral based real 
estate businesses.

Born in Flagstaff and 
raised between Sedona and 
Flagstaff, Steven grew up 
around construction and 
real estate thanks to his 
father, who spent 30 years 
building custom homes 
in the Sedona area. While 
his father originally hoped 
Steven would eventually 
take over the construction 
business, Steven quickly 

Going an Inch Wide and a Mile Deep

Steven
PHOTOS BY KG 

PHOTOGRAPHY

COVER STORY

Scott
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realized his strengths 
leaned more toward  
sales, communication,  
and relationships.

“I didn’t really want to get 
my hands dirty,” he says with 
a laugh.

Steven earned his real estate 
license at just 18 years old, 
shortly after graduating high 

a much more natural fit for 
his personality and values.

That approach eventually led 
to another pivotal moment in 
his career: opening his own 
brokerage, Elevated Realty.

After years working under 
a large national real estate 
brand, Steven realized he 
wanted complete ownership 
over the reputation attached 
to his name and business. 
He recalls several moments 
where clients hesitated 
simply because of negative 
experiences they had with 
other agents under the same 
large company umbrella.

That realization pushed 
him toward building 
something more personal 
and locally rooted.

“At the end of the day, I 
wanted people to know 
exactly what they were 
getting when they worked 
with us,” he says.

Making that leap was 
intimidating at first. Leaving 
a nationally recognized 
company felt risky, but 
the response from the 

community surprised him in 
the best way possible.

“Our clients loved that 
we were locally owned,” 
Steven says. “It actually 
had the opposite effect of 
what I feared.”

Today, Steven continues 
to focus on the same core 
values that shaped his career 
from the beginning: trust, 
consistency, hard work, and 
authenticity. He credits much 
of that mindset to lessons 
passed down from his father.

“If you show up on time, 
you’re five minutes late,” 
Steven says. “And if you’ve 
got good people taking care 
of you and referring their 
friends and family, you 
don’t need to go through 
200 online leads to get  
one client.”

One of the biggest focuses for 
Steven in 2026 is continuing 
to expand further into the 
commercial real estate space. 
While commercial real estate 
is not new to him, and he has 
successfully worked in that 
arena throughout his career, 
he is now taking the next 

step by pursuing his CCIM 
Institute designation, one of 
the industry’s most respected 
credentials in commercial 
real estate.

The designation process 
typically takes about two 
years to complete and 
reflects a deep level of 
expertise in commercial 
investment, analysis, and 
negotiation. For Steven, 
the goal is simple: continue 
growing so he can fully 
serve clients at an even 
higher level, whether  
they are buying, selling, 
leasing, or investing in 
commercial properties.

“I always want to make sure 
we are evolving and growing 
with our clients’ needs,” 
Steven says. “Commercial 
real estate has always 
interested me because there 
are so many different layers 
to it, from investments and 
development to helping local 
businesses grow.”

Outside of real estate, 
Steven and his wife Kat, 
a local mortgage lender 
with Highland Mortgage, 
enjoy traveling, boating, 

and spending time together 
whenever they can unplug 
from work. From vacations 
in the British Virgin 
Islands to years spent 
boating at Lake Powell and 
Lake Havasu, they have 
intentionally built a life 
focused on experiences  
and balance.

“At the end of the day, 
none of this matters more 
than the people you love,” 
Steven says. 

“Nobody’s going to sit on 
their deathbed wishing 
they were producer of  
the quarter.”

That perspective may be 
one of the biggest reasons 
Steven’s clients continue 
referring him year after 
year. In a business where so 
many people try to become 
something bigger than 
themselves, Steven has found 
success by simply being 
exactly who he is.

One piece of advice he 
carries with him still rings 
true today: “Just being you is 
good enough to be great.” 

I’d rather 
go an inch 
wide and a 
mile deep. 
If you truly 
take care of 
people, they 
remember 
that.”

school. After two semesters of 
college, he made the decision 
to fully commit to real estate 
and start building his career 
from the ground up.

Nearly three decades later, 
that decision has paid off.

What makes Steven’s 
business especially unique 
is not just his longevity, 

but the way he approaches 
his clients long after the 
transaction is over. While 
many agents move on to the 
next deal after closing day, 
Steven believes that is when 
the real relationship begins.

“I joke that I come with the 
house,” he says.

Clients he worked with 20 
years ago still call him today 
asking for recommendations 
on roofers, plumbers, 
contractors, veterinarians, 
dentists, or even where to 
get a good haircut in town. 
Over the years, Steven has 
intentionally built strong 
relationships throughout the 
local business community 
so he can confidently 
connect clients with trusted 
professionals whenever they 
need help.

“I want to be their trusted 
advisor outside of just real 
estate,” he explains.

That commitment to 
relationships is also why 
his business remains 
almost entirely referral 
based. Steven estimates 
that nearly 100 percent of 
his business comes from 
past clients, referrals, and 
long term relationships 
rather than traditional 
prospecting methods.

Early in his career, he 
experimented with some 
of the typical real estate 
strategies like cold calls and 
open houses, but quickly 
realized it did not align with 
who he was.

“I don’t like when people 
interrupt my day trying to sell 
me something,” he says. “So 
I found myself asking why I 
would turn around and do 
that to somebody else.”

Instead, Steven chose to pour 
his energy into creating an 
exceptional client experience 
and staying deeply connected 
to the people he serves. 
Client appreciation parties, 
ongoing follow up, and 
genuine friendships became 
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Sedona (928) 282-3836 
Verde Valley 

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

FOR NEW CL IENTS

20% DISCOUNT

Carpet & Upholstery
Cleaning

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

INSURANCE MADE SIMPLE. SERVICE MADE PERSONAL.

(928) 237-5094

Proudly serving Northern Arizona with auto, home,
renters, life, and business insurance. Whether

you're updating your coverage or getting started
for the first time, our team is here to make the
process simple and straightforward. Bilingual

service available in English and Spanish.

MAKAYLA CHADWICK
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highvalleyelectric@outlook.com

Electricity isn't
just a necessity, 
It's a Statement!

High Valley Electric is providing
 Arizona with 20+ years of experience

in quality electrical work.

NMLS 667897 | NMLS 1566096
DRE# 2220355 | WCL DRE# 02022356

Scan to connect with 
Caleb Boone—let’s 
find your perfect fit!

I T ' S  A  G OO D  T I M E  TO  B U Y ;
YOUR MISSION STARTS HERE.

C a l e b  B o o n e  Branch  Manager  •  928-814-9086 •  cboone@westcap i ta l lend ing .com •  NMLS 667897

The content is presented for information purposes only. This is not a commitment to lend or
extend credit. All Loans are subject to credit approval. Other restrictions may apply. See
Company website for additional information www.WestCapitalLending.com
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Mills

I n Prescott, where mountain views, small-town 
charm, and community connections run deep, 
one Realtor® has built a business centered on 
something much bigger than real estate. For 

her, the work has never been about simply buying 
and selling homes. It has always been about people, 
relationships, and showing up for others during life’s 
most important moments.

Long before real estate entered the picture, life was 
already shaped by community, family, and the belief 
that kindness matters. Through both joyful seasons 
and difficult ones, one lesson became clear over and 
over again: people may not remember every detail of 
what you said or did, but they always remember how 
you made them feel.

That perspective eventually became the foundation 
for her career as a Realtor®.

“I realized pretty quickly that real estate is never 
really about houses,” she says. “It’s about people 
walking through major life changes.”

Those changes can look different for every client. 
Sometimes it is a young couple buying their first 
home together. Sometimes it is a family relocating for 
a fresh start. Other times, it is someone navigating 
grief, illness, divorce, or uncertainty while trying to 
make important decisions about their future.

One of the moments that left the biggest impact on 
her involved a client facing an incredibly difficult 
personal season while also trying to make housing 
decisions for their family. What stood out most 
was not the contract or negotiation itself, but the 
realization that what the client truly needed was 
someone calm, steady, and compassionate in the 
middle of a stressful situation.

“That experience reminded me how important it is to 
simply be present for people,” she says. “Sometimes 
people just need someone who genuinely cares.”

That heart for people has become one of the 
defining characteristics of her business. While 
many transactions end at the closing table, her 

THE REALTOR® WHO SHOWS UP 
WHEN PEOPLE NEED IT MOST

PHOTOS BY KIMBERLY MARSH PHOTOGRAPHY

INSPIRATIONAL REALTOR®

RICHELLE 
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relationships with clients often continue long 
afterward. Friends become clients, clients become 
family friends, and the connections built along the 
way are what she treasures most.

Her approach is deeply personal because she 
understands every person’s story is different. Some 
clients are excited and full of anticipation. Others are 
overwhelmed or emotionally exhausted. Either way, 
she believes everyone deserves patience, honesty, 
and support throughout the process.

Outside of real estate, her passion for community 
involvement is just as strong.

Cancer support, in particular, holds a special 
place in her heart because nearly everyone has 
experienced watching someone they love walk 
through that journey. It is not something that 
affects just one person. It affects entire families, 
friendships, and communities.

Being involved with organizations like Ridin’ for a 
Cure and fundraising efforts connected to Prescott 
Frontier Days has only strengthened her belief in the 
power of local community support.

“What makes it especially meaningful is knowing 
the support stays local,” she says. “You are helping 
people right here at home. Friends, neighbors, 
parents, families.”

She has witnessed firsthand how powerful it can 
be when people rally around one another during 
difficult times. Those experiences continue shaping 
not only her business, but also the kind of person she 
strives to be every day.

That same sense of connection is one of the reasons 
she loves Northern Arizona so much.

Many clients are initially drawn to Prescott and the 
surrounding mountain communities because of the 
beauty, four seasons, outdoor lifestyle, and slower 
pace. But what often surprises them most is the 
feeling they get once they arrive.

“There’s just something special about the people 
here,” she says. “There’s warmth, community, and a 
genuine sense of belonging.”

Helping people discover not only a home, but also a 
place where they truly feel connected, remains one of 
the most rewarding parts of the job.

When she is not working, life revolves around family, 
community events, the outdoors, laughter, and 
making memories with the people she loves most. 
Those moments keep life grounded and serve as a 
constant reminder of what matters most.

At the center of everything she does is a simple belief: 
success means very little unless it positively impacts 
the lives of others.

And if the legacy she leaves behind is one where 
people felt supported, encouraged, and cared for 
during life’s biggest moments, that would mean more 
than any sale ever could. 

W H AT  M A K E S 
I T  E S P E C I A L LY 
m e a n i n g f u l 
i s  k n o w i n g  t h e  s u p p o r t 

s t a y s  l o c a l .  Yo u  a r e  h e l p i n g 
p e o p l e  r i g h t  h e r e  a t 
h o m e .  Fr i e n d s ,  n e i g h b o r s , 
p a r e n t s ,  f a m i l i e s . ”
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You Sell Homes 
Faster with

Cleaner Water.

Dive into a world where water purity meets 
family and pet health with PureVita. 

Your health, your home, your choice.

CALL US TODAY:

928-899-7504

FREE
Coliform &

Bacteria Tests
for Wells

Be Confident
In Your Water!

CLOSE FASTER.
AVOID WATER ISSUES.
We fix water problems so you can close deals.

WATER ISSUES CAN:
Delay inspections. Jeopardize financing. Cost you the deal.
We solve them-FAST.

FAST TESTING. FAST SOLUTIONS.
Quick well water testing and solutions to keep 
your deals moving.

BUYER-FRIENDLY OPTIONS.
Pay at the close of escrow so your buyer 
doesn't have to.

www.h2oHealth.com 

BUY A FILTER, OR BE A FILTER!
We build the right system for

what's in your water.

We move FAST to get your 
problems solved so you can 

get closed.

Pay at the close of escrow so 
the buyer doesn't have to 

come out of pocket to 
correct any issues.
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We’ve entered an era where consumers 
may not know if they are speaking to 
a real person, an AI chatbot, or an AI-
generated version of the professional 
they’re working with. A few days ago, 
I called a company and it took me a 
minute to figure out that I was talking 
to an AI bot and not a real person. Even 
though I KNEW it was an AI bot, I still 
replied with, “Thank you, you too,” 
when it told me to have a nice day at the 
end of our conversation.

Now let me assure you that this isn’t a 
doomsday warning that the sky is falling 

THE HUMAN 
ADVANTAGE IN 
THE AGE OF AI

Mindset 

BY JACKI SEMERAU TAIT

due to AI and we should all boycott 
ChatGPT, Claude, and all the other LLMs 
(Large Language Models) out there. 
Personally, I’m a big fan of what AI can 
do. I use it everyday as I’m sure many of 
you do, too.

In a relationship-built business like real 
estate, it’s not IF you should use it or not. 
It’s HOW you should use it. This article is 
a good example of the point I’m making. 
AI helped me organize my thoughts and 
the flow of the article. But the words 
you’re reading right now? All personally 
typed out on my keyboard. 

We are in an industry that relies heavily 
on trust with our clients. If you’re 
leaning too much on AI, you’re subtly 
and subconsciously eroding the very 
trust you rely on for your success. 
Here are a few things to consider before 
you listen to all the newly found AI 
Gurus in our industry.

Humans are wired to recognize 
other humans. 
Our communication is largely 
dependent on the small micro cues 
we give one another. And while the AI 
developers are getting better at making 

human-like AI characters appear real, 
they haven’t perfected it. 

Have you ever watched a video and 
found yourself scrutinizing it to see 
if it’s the actual person or not? Now 
consider this - when you have had that 
experience, do you actually remember 
what the content was about? Or do you 
just remember trying to find the glitches 
that would affirm your suspicions? 

If you haven’t heard of the “Uncanny 
Valley” effect, I encourage you to look 
it up. Better yet, ask your favorite 
LLM to give you a breakdown on what 
it is and how it could be affecting 
your content. For the context of this 
article, it is the experience that your 
audience has when watching your AI 
twin. The person may not be able to 
actually articulate why something feels 
inauthentic, but their biological wiring 
is warning them that things aren’t what 
they seem to be. 

The very technology designed to help 
you appear more present is actually 
making you less trustworthy on a 
subconscious level.

Efficiency cannot replace 
emotional safety. 
Top producing agents have long 
recognized that there are two keys  
to a successful business: Systems 
and Relationships.

But in the age of AI, many agents are 
forgetting which is which. They are 
systematizing things that they should be 
showing up for in person, and staying 
hands-on with things that could easily 
be systematized. 

I was recently at a real estate 
conference where one of the speakers 
encouraged us to use Hey Gen to 
create our AI twin, then set it up to 
reach out to a prospect automatically 
when the prospect entered your 

CRM. Seriously? If someone’s first 
impression of you is fake, do you 
think that would help or hurt your 
ability to gain their trust? 

Of course if you’re going to run a 
high performance business, you do 
need systems that greet prospects 
immediately. Instead of sending 
an automated AI video of yourself 
immediately, set up your system to 
greet them with a text and email 
inviting them to schedule a call. Then 
pick up the phone and actually call 
them. Try to get voice-on-voice as soon 
as possible in order to kickstart your 
professional relationship.

If you want to maintain trust with 
your clients and prospects, you’ll resist 
the urge to use AI when a personal 
connection is necessary. 

The fiduciary risk nobody is  
talking about. 
I recently watched a video where the 
“guru” was encouraging agents to load 
an offer into ChatGPT and ask it to give 
suggestions on negotiating points that 
can give the client the edge. Another 
resource was encouraging agents 
to connect Claude Cowork to their 
transaction management system in order 
to manage their files and eliminate the 
expense of a transaction coordinator.

What those “experts” are failing to 
consider is that AI is an open source. 
Open. As in, not private.

A recent court ruling (United States 
vs. Heppner, S.D.N.Y. Feb 10, 2026) 
ruled that an attorney had violated 
the attorney-client privilege of 
confidentiality by using Claude to help 
prepare documents. How does that case 
ruling relate to your fiduciary duty of 
confidentiality to your clients? If you 
are uploading contracts that contain 
sensitive information, you’re violating 
your duty. 

That same case found that by asking 
Claude for help in preparing documents, 
the attorney was found to be seeking 
legal advice from a third party software 
that does not, in fact, hold a law degree. 
If you’re asking your favorite LLM for 
advice on how to negotiate terms, write 
verbiage for contracts, and other tasks 
where holding a real estate license is 
necessary, could you also be guilty of the 
same offense as the attorney in this case?

As fiduciaries, we should be asking 
whether convenience is causing us 
to compromise confidentiality. I’m 
certainly not suggesting that you 
become anti-AI. But rather to make 
sure you are pro-responsibility in your 
actions when using AI.

Overall, AI is a tool that can be 
immensely valuable in a real estate 
professional’s career. The best agents 
will recognize that AI can help increase 
efficiency, improve research, and help 
with marketing campaigns and systems. 

But they will equally recognize the 
importance of when to double down 
on human connection and how to 
protect their clients according to their 
fiduciary duties. 

As a tool, a resource, a guide, AI is a 
powerful way to help you shine as 
a real estate professional. But as an 
assistant, a broker, a replacement for 
doing the work, it has the potential to 
be your downfall.

In a marketplace increasingly filled 
with artificial intelligence, authentic 
intelligence may become the most 
valuable asset an agent can offer. 

Jacki Tait is with eXp Realty. She is 
the founder of the Relational Real 
Estate Framework, focused on 
helping agents grow their businesses 
through intentional relationships. 
RealEstateByRelationship.com

TALK ABOUT AI IS EVERYWHERE. ARE YOU SEEING MORE AND MORE AI COURSES, COACHES, 
AND CHEAT-SHEETS IN YOUR INSTAGRAM ADS? HAVE YOU ALSO NOTICED HOW MANY OF 
THE OTHER AGENTS YOU’RE CONNECTED TO ARE USING AI IN THEIR VIDEO CONTENT? 

Matters 
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Fresh off the plane 
from Tampa, the 
energy from the 
2026 Rentvine User 
Conference is still 
palpable. While the 
Florida sun was 

bright, the real heat was generated 
inside the JW Marriott, where property 
managers (PMs) and innovators 
gathered to discuss the seismic shift 
occurring in our industry. One word 
dominated every breakout session and 
keynote: AI. 

In 2026, we are no longer just talking 
about ChatGPT writing property 
descriptions. We have moved into the 
era of Agentic AI. The most forward-
thinking PMs are now using artificial 
intelligence to bridge the gap between 
fragmented software programs. By 
leveraging AI to enable “conversations” 
between their CRM, accounting 
software, and maintenance platforms, 
they are effectively automating data 
input and complex workflows that used 
to require hours of manual entry. 

The Rise of “Vibe Coding” 
One of the most fascinating trends 
highlighted in Tampa was the 
emergence of “vibe coding.” This isn’t 
about property managers suddenly 

Reflections from the 2026 
Rentvine User Conference

of the Future

BY DAVID WEISS

COACHING CORNER

becoming software engineers; it’s about 
using natural language to build custom 
tools. We saw savvy PMs demonstrate 
how they are “vibe coding” their own 
bespoke VOIP phone systems—tailoring 
how calls are routed, how sentiment is 
analyzed in real-time, and how data is 
logged, all without writing a single line 
of traditional code. 

Simultaneously, software creators are 
moving away from static dashboards. 
They are embedding AI agents directly 
within their platforms. These agents 
don’t just wait for a command; they 
anticipate the user experience, surfacing 
the most urgent tasks and streamlining 
the navigation to a point where the 
software feels less like a tool and more 
like a digital colleague. 

The Human Guardrails 
However, amidst the excitement of “vibe 
coding” and autonomous workflows, a 
sobering theme emerged: the necessity 
of the human touch. As real estate 
professionals, we operate in an industry 
built on trust, homes, and significant 
financial assets. 

While AI can scale our efficiency, we 
must remain vigilant against: 
•	 Depersonalization: An 

unsupervised AI might answer a 

tenant’s question at 2:00 AM, but 
does it do so with the empathy 
required when a pipe has burst? 

•	 Data Leaks: Without 
strict guardrails, the very 
“conversational” nature of AI—
connecting different software 
programs—can expose personal 
data in ways we never intended. 

•	 The “Black Box” Problem: Letting 
AI run unsupervised can lead to 
unwanted customer experiences 
where logic loops or “hallucinations” 
create confusion rather than clarity. 

The Bigger Picture 
This evolution isn’t limited to property 
management; it is a preview of the 
future of real estate as a whole. From 
predictive market analytics to AI-
driven virtual staging, the technology 
is here to stay. But as we integrate 
these tools, our role as managers and 
brokers shifts from “data enters” to 
“algorithm overseers.” 

The takeaway from Tampa is clear: 
the future belongs to those who 
embrace AI to remove the friction of 
the mundane, while doubling down 
on the human relationships that the 
machines can’t replicate. We can code 
the “vibe,” but we must still provide 
the soul.

The

Vibe
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• Residential and Commercial  
Building Inspections

• Termite Reports

• Sewer Scopes

• Air Quality/Mold Tests

• Radon Tests

• Well Inspections w/ Flow Test

• Water Potability Sampling

• HUD Foundation Engineering 
Certifications

PRECISION IN EVERY INSPECTION. PEACE OF MIND IN EVERY HOME.
Northern Arizona’s Most Recognized Home Inspection Company!

Contact Card

Pricing Guide

 928.254.0024         info@silverhammerinspections.com

THE  ROOF ING  COMPANY  THAT  HE L P S  YOU  CLOSE

FASTER.

Partner with a roofing
team that agents trust.

Northern Arizona: 928-600-0611
Central Arizona: 602-881-6073

info@azskyroofing.com

BOOK A  FREE  
INSPECTION  TODAY !

Scan to visit
AZSkyRoofing.com

Roof Installation • Roof Repair 

Storm Damage Repair

Roof Replacement

Residential & Commercial Roofing



9151 Currency St.
Irving, TX 75063

Chad Burgueno of Fairway Home Mortgage - Loan Officer
NMLS # 255393
chad.burgueno@fairwaymc.com
(602) 410-4197 - Cell | 928-634-5490 - Office
 HomeLoansByChad.com
1865 W. State Route 89A, Suite D | Sedona, AZ 86336
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Together,
We Can Watch Your Client’s 
Dream Blossom into Reality!


