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Get Homes Market-Ready

Life transitions are hard, we make it easy.
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Get in touch.

Mark & Carrie Snyder
Tampa-St. Petersburg
Owners

LET THE FROID AGENCY WITH
GOOSEHEAD INSURANCE HELP MAKE
YOUR REAL ESTATE TRANSACTIONS
SMOOTH, FAST, AND RELIABLE.

HARRISON FROID
(727) 914-9775

License #W097900

9500 Koger Boulevard North,
Suite 215
St. Petersburg, FL 33702

harrison.froid@goosehead.com

« Lender/Realtor Focused
«  Access to 40+ A-Rated Carriers
* White-Glove Client Service

* We Shop, They Save!

goosehead”
INSURANCE
THE FROID AGENCY
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with AnnieMac’s
Cash2Keys!

Help your clients stand out
in a competitive market with
all-cash solutions that sellers
can't resist. Our unique
programs provide the edge
they need to secure their
dream home.

Ask me about Cash Offer
and Buy-Now-Sell-Later.

ANNIE |/

HOME MORTGAGE

Partner with me to make your clients’
dream home a reality!

Katie Weldon

Branch Manager |
NMLS #: 1094433
(978) 751-1934
katie@annie-mac.com

www. teamkatie.com
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DAN DAVIADOFF

Taking care of the insurance needs of real

estate agents and their clients to ensure
smooth and timely closings.

813.725.6445

TAYLOR OLIVERI

Peace of mind for your clients' largest and £

most important transactions with service
that goes above and beyond.

813.280.1920
Q.

DIGITAL TITLE

SOLUTIONS

TWO GREAT COMPANIES TOGETHER,
HERE TO HANDLE ALL YOUR CLIENTS' NEEDS!

607 W Horatio St Tampa, FL 33606



Preferred Pariners

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!

Al BUSINESS OPERATIONS
Stellar Al Solutions

(850) 266-3417
stellaraisolutions.com

CUSTOM BUILDER
Gilk
gilk.com

HOME INSPECTION

A Radiant Property Inspection
Hank Lobdell

(813) 839-8416
Radiantinspect.com

Get the Facts Home Inspection
(813) 785-4620
getthefactshomeinspection.com

Home Integrity LLC
(727) 284-6784
homeintegrityllc.net

NextGen Inspections
Curtis Antoine

(407) 801-2682
nextgeninspectors.com

Paramount Home Inspectors
(813) 616-1399
paramountinspectors.com

HOME RENOVATION

On Point Construction
Services, Inc

(866) 487-6676
www.itsonpointconstruction.com

HOME SERVICES
HOMEstretch

(727) 902-4452
home-stretch.com/
stpetersburg-clearwater

HOME STAGING

Staged to Sell Tampa Bay
(813) 784-3389
stagedtoselltb.com

Sublime Staging
(813) 546-2503

sublimestaging.com

The Staging Company FL
(210) 900-7772

8 - July 2026

HOME WARRANTY
Fidelity National

Home Warranty

Tara Davis

(813) 904-0253
www.homewarranty.com

First American Home Warranty
Dominic Rock

(813) 344-7525
firstamrealestate.com

Home Warranty of America
Tina Romanik

(727) 340-3737
hwahomewarranty.com

INSURANCE
Goosehead Insurance
(727) 914-9775
froidinsgroup.com

MDRN Insurance
(813) 725-6445
mdrninsurance.com

OneGroup
Jeremiah Flynn
(813) 602-9650
onegroup.com

Triton Insurance
(813) 967-3220
tritontampa.com/

LOCKBOX / ACCESS
MANAGEMENT
SentriLock

Jocelyn Hodson
(937) 956-4505
SentriLock.com

MEDIA PRODUCTIONS
Rank Media LLC

(919) 889-9324
rankmediallc.com

MORTGAGE BROKER
Bay to Bay Lending
DJ Rondeau

(813) 251-2700
BaytoBayLending.com

Bock Mortgage Group
Michael Bock

(727) 457-6498
bockmortgage.com

CrossCountry Mortgage
(Sam Gay)

Sam Gay

(218) 340-6474
crosscountrymortgage.com/
Tampa-FL-3495/Samuel-Gay/

MORTGAGE LENDER
Cross Country Mortgage
Ryan Boyd

(727) 742-7966
BoydHomelLoanTeam.com

JC Sommer - Movement
Mortgage

JC Sommer

(727) 244-1278
jcsommer.com

Jen Martinez Mortgage Team
Jennifer Martinez

(813) 480-4747
jenmartinez.com

Lincoln Lending Group
Frank Coto

(813) 765-1239
lincolnlend.com

Matek Mortgage Powered
by Mpire Financial

(407) 619-2488
matekmortgage.com

Team Katie the Mortgage Lady
Katie Weldon

(978) 751-1934

teamkatie.com

MORTGAGE LENDING
Florida Wholesale Mortgage
(813) 420-3887
floridawholesalemortages.com

PEST CONTROL

The Rodent Professionals
Dalton Ohara

(727) 922-4637
therodentprofessionals.com

PHOTOGRAPHY / PORTRAIT
PHOTOGRAPHY

Allie Serrano Portraits, LLC
(813) 501-7250
allieserranoportraits.com

Thomas Bruce Studio
(727) 577-5626
thomasbruce.com

REAL ESTATE PHOTOGRAPHY
/ VIDEOGRAPHY

Totality Productions

(954) 445-4896
totalityproductions.com

REAL ESTATE
PHOTOGRAPHY/VIDEOS
B Lively Images

Barry Lively

(813) 477-3398
LivelyListings.com

NTP 2 Photography
Eric Bunch

(813) 545-7569
ntp2.com

ROOFING

Magnum Restoration
(813) 606-4414
magnumrestoration.com

SCM Roofing
Shawn Alverson
(239) 339-7756
scmroofingfl.com

STAFFING / RECRUITING
Quintessential Agent
Recruiting, LLC

(813) 956-5621
quintessentialagent
recruiting.com

TERMITE & PEST CONTROL
Integrity Safer Lawns

and Homes

(813) 526-2638

TITLE AGENCY/ ATTORNEY
JK Closing Attorneys

(727) 432-8878
jkclosings.com

TITLE COMPANY

Blue Brick Title & Escrow
(727) 441-8880
bluebricktitle.com

Coastal Title Solutions
Jennifer McAlpine
(831) 760-9459
coastaltitlellc.com

Digital Title Solutions
(813) 280-1920
digitaltitlesolutions.com

Enterprise Title
(813) 961-3391
etotb.com

Investment Title
Sharee Mandel
(727) 359-6898
investmenttitle.com

Red Door Title
Katelyn Taylor
(813) 420-5612
reddoortitlegroup.com

University Title Agency
Lori LaCoppola

(813) 422-1328
u-titleagency.com

UTILITY CONCIERGE
Utility Helpers, LLC
utilityhelpers.com

VIDEOGRAPHER
AB 3 Visuals, LLC
(727) 203-4223
ab3visuals.com

Impressive Perspective
(813) 842-4597
impressiveperspective.com

Nominate
Your Favorite
Vendors

Just Scan The QR Code!
e
T
G2

NOMINATE YOUR
FAVORITE VENDORS
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ANYONE
LOOKING FOR

ON B
YOUR TEAM? @&

Account
Executives Do you have sales experience you’d like to utilize? industries in the Tampa Bay real estate community.
Needed We are looking to add new members to our team. Training is provided.

A | Part-time, flexible hours. You can earn $1,000—
— APPlY $5,000/month for extra spending money. Perfect
Tod GY! for anyone who loves connecting with various

Please submit resume to don@
tampabayrealproducers.com for consideration.

NSPECITORS

#InspectWithTheBest

| Paramountinspectors.com

Info@paramountinspectors.com |
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Book a

&) Listing &
raphy Headshot
Session Today!

Email: contactus@ntp2.com

Phone: 813-545-7569
17401 Commerce Park Boulevard
Suite 103-1116, Tampa, Florida 33647 |
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r JC SOMMER ﬂ

BRANCH LEADER NMLS #1588030

— ATlone

WE KEEP CONVERSATION TO

YOUR THE FINAL

SIGNATURE, I'M
DEALS HERE TO SUPPORT
MOVING YOU AND YOUR
CLIENTS WITH
PERSONALIZED
LET'S CONNECT | LOAN SOLUTIONS

MOVEMENT Bezi2ZIA VY]] AND PROACTIVE
N I B c.sommeremovement.com] COMMUNICATION.

‘ Nova Real Estate Group

Number of Years in Real Estate? 3
Last Year’s Sales Volume: 2,500,000
Number of Units Sold Last Year: 5

Why did you become a real estate
agent? [ wanted to help families live out
the American Dream.

What did you do before you became a
real estate agent? [ was in school prior
to real estate.

What’s one seemingly insurmountable

ram
EM ROOF I NG challenge you’ve overcome in the
Tt fji' T past? What’d you learn from it? I am a

-'9\ . great learner. When I make a mistake,
\\ > = I take accountability.
SCM ROOFING is a GAF MasterElite Roofing Contractor .}"*"

What are some of your biggest dreams,
By focusing on roofing we are able to offer a e aspirations, or “bucket-list” items? I
competitive price, exceptional customer service - want to start developing to help those
and outstanding quality! in need.

3 D

What is your favorite part of being

@  Free consultations a real estate agent? I love helping

°® Our GAF lifetime roof system includes a 25 year families and seeing their faces when
workmanship warranty. . they open the doors to their new home.
Locally owned and operated with 30+ years of

o combi»rl'ned experienc:. Y What makes you different from other

agents? I love to help, am always

® Veterans, Activg Duty Military, First Responders there for others, and can always be

andTeachers Discounts.
) ) counted on.
"SCM Roofing was amazing and much faster than the
others | called.. " -Wesley Chapel Homeowner

855-SCM-ROOF What has been the biggest game-

"Professional. Quick & Easy. Would definitely use again." ;
-Tampa Homeowner scmroofingfl.com changer for you in your business?
7 : Following up and being persistent
Very Profess:_onal. Knowledgeable guys and zero trash Licensed Florida Contractor #CCC1331132 J i gup gp
was left behind!." -Tampa Homeowner . with prospects.

12 - July 2026 Tampa Bay Real Producers - 13
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‘ Compass / The Brescia Group

Team, or Single Agent? Team

If a team, what’s the “team name”? The
Brescia Group

Number of Years in Real Estate? 3

Last Year’s Sales Volume: 10 million
Number of Units Sold Last Year: 10

Why did you become a real estate
agent? My stepdad works in
commercial real estate. He was the one
who put the idea in my head. Ultimately,
real estate includes everything I love

to do (marketing, people, relationships,
and service).

What did you do before you became
a real estate agent? [ became a real
estate agent right out of college!

What’s one seemingly insurmountable
challenge you’ve overcome in the past?
What’d you learn from it? Protecting
my time from people who take
advantage of it!

What are some of your biggest
dreams, aspirations, or “bucket-list”
items? Create a space where women in
Tampa feel welcomed, supported, and
genuinely connected through Happy
Hour Social Club!

What are some ways that being a
millennial is an advantage for you as an
agent? Social media has been a huge
leverage tool for me and my business.
Understanding trends, relatability, and
eye-catching aesthetics!

What is your favorite part of being a
real estate agent? Watching people

14 - July 2026

achieve the dream
of homeownership
and helping them
through every single
step and hurdle!

What makes you
different from other
agents? [ devote
100% of my time to
my clients—it doesn’t
matter the time of day,
I'm there for them!

What does “success”
mean to you? To be

truly happy.

What has been

the biggest game
changer for you in
your business? The
sale is in the follow-
up—not salesy, but
providing true value
to clients.

What does your

typical day look like?

Workout in the morning at CAMP,
team meeting most days at the office
at 9:30, showings and listing prep,
follow-ups with clients, end the day
with a walk or activity, and watch a
show before bed!

What are some of your goals for this
year? Run a marathon.

How do you manage work/life
balance? Know what my priorities

are, even if that means taking a work
call at a life event!

Are there any organizations or
charities that you support (in
particular)? How? Happy Hour Social
Club—a social club for women to meet
other women!

What are your favorite tools, apps,
or bits of technology? Instagram,
TikTok, Linktree!

UNINSURABLE HOMES stalling your real estate deals?
HOME | AUTO | WATERCRAFT | UMBRELLA | BUSINESS

OneGroup specializes in finding solutions
for hard-to-insure properties.

« Active listening lets us identify unspoken
needs and risks.

Jeremiah Flynn
Cell: 813-436-3996
JFlynn@OneGroup.com

» Relationship driven, not price driven.

« Protection against damage/liability,

e ONEGROUP

and my contact A World of Risk Management

We're here for you! Call or stop in today! information. and Insurance Expertise
www.OneGroupFL.com - 324 S. Hyde Park Ave. - Tampa, FL 33606

personal loss.

e Peace of mind during unexpected events.

L and ﬁ w7 . vee.
HOME OF THE CLOSED.

This Fourth of July, celebrate smooth transactions,
clear titles, and stress-free closings.

One dedicated point of contact ¢ Full-service support on every transaction
Timely, accurate title commitments - Clear, consistent communication
Experienced and professional team ¢ Easy contract uploads or drop-off options

LoriLaCoppola

813-422-1328

Our experienced team has successfully handled
thousands of closings. This summer, we'’re here to
keep your transactions smooth, efficient, and
stress-free-so you can focus on what matters most.

UNIVERSITY

(813) 906-2810

Tampa Bay Real Producers - 15
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WEBSITE: TOTALITYPRODUCTIONS.COM
EMAIL: INFO@TOTALITYPRODUCTIONS.COM
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At Matek Mortgage we offer failored mortgage solutions from HOME INTEGRITY
competitive purchase rates to refinancing and reviews, Trust
us fo guide you with expertise and personalized care on
your hemeownership journey.

SELF-EMPLOYED | CONVENTIONAL
USDA | FHA | VA

a5

Logan Ware Greg Matthew
MMLS #2104273 MMLS #15440686

407.619.2488 | info@matekmorigage.com
2450 Maitland Center Plwy, Unit 200 Maitland, FL 32751 @

16 - July 2026

HOMEINTEGRITYLLC@GMAIL.COM

Number of Years in Real Estate? 4
Last Year’s Sales Volume: $4,389,049
Number Of Units Sold Last Year: 17-20.

Why did you become a real estate
agent? I became a real estate agent
because I truly love to see someone’s
smiling face because of something I did
for them! To be a part of potentially the
biggest purchase of their lives is truly
something special. I love everything
about real estate. The help I provide,
the flexibility it gives me in my
personal life, and the chance to meet
ALL of these amazing people every
single day of my life.

What did you do before you
became a real estate agent? [ was
in college. I worked in the restaurant
industry my entire childhood and all
throughout college. This was my first
“real” job, and it could not have been
a better choice for me or for what I
was looking for in a job.

What’s one seemingly
insurmountable challenge you’ve
overcome in the past? What’d you
learn from it? Saving my money for
downtime in the market! No matter
how good you are, there are slow
months. So, I had to learn the hard

30 UNDER 30

‘ The Agency FL

way. SAVE YOUR MONEY FOR THOSE
SLOW MONTHS.

What are some of your biggest dreams,
aspirations, or “bucket-list” items? My
biggest dream in real estate is to help

as many of my friends and family as
possible with these types of transactions.
I have already helped some of my closest
friends buy homes, and it felt SO GOOD.

What are some ways that being

a millennial is an advantage for

you as an agent? Keeping up

with the current trends. ALWAYS
being available for my clients and
ALWAYS communicating with zero
sugarcoating involved. The social
media aspect is key in today’s market.

What does your typical day look like?
I'wake up, lead generate for a few
hours, and do some “busy work” on my
computer. Then, during the day after

I eat lunch, I will either head out for
some showings or go to the gym. After
that, more calls and busy work on my
computer until it is time for dinner.
Then at night, I'll be talking to my
friends and playing with my cat until it
is time for bed!

Are there any organizations or charities
that you support (in particular)?

How? Ronald McDonald House in
Philadelphia:) Baking goods and
donating them to the kids!

What are your favorite tools, apps, or
bits of technology? Google Calendar

is my LIFE SAVER when it comes to
managing my schedule. Everything I do
in life goes into my Google Calendar.

Tampa Bay Real Producers - 17
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Yulia

Exp Realty

Team: FIG Team Maximum Tampa
formally Maximum Tampa Group
Number of Years in Real Estate? 6

Last Year’s Sales Volume: $51.96M
volume (2024) as LPT has not submitted
2025 numbers yet

Number of Units Sold Last Year:

144 sides

Why did you become a real estate
agent? [ didn’t get into real estate by
accident; it was both a necessity and a
purpose. After Hurricane Maria, I had to
start over from zero. I needed something
that gave me freedom and allowed me

18 - July 2026

to help others do the same. What started
as an opportunity became a calling. In
my first year, I sold 32 homes, and today
Ilead my own team. Now I help families
and agents build stability, wealth, and
something of their own.

What did you do before you became a
real estate agent? I worked as an analyst
in Hillsborough County Public Schools.

What’s one seemingly insurmountable
challenge you’ve overcome in the past?
What’d you learn from it? Starting over
from zero after Hurricane Maria was

my biggest challenge. New place,
no network, no safety net and
becoming a new mom at the same
time. It felt overwhelming, but it
pushed me to build from pure faith,
discipline, and consistency. What
Ilearned is that pressure reveals
capacity. When you don’t have a
backup plan, you become the plan
and with the right mindset, you can
build something bigger than where
you started.

What are some of your biggest
dreams, aspirations, or “bucket-
list” items? My biggest aspiration
is to build something that goes
beyond me, a global, faith-based
organization that develops leaders
and creates lasting impact through
business, growth, and purpose. 'm
currently building and preparing
to launch Maximum Alliance

next month, alongside high-level
leaders aligned in values, vision,
and execution. This isn’t just about
real estate. It’s about creating a
true community where agents
grow personally, professionally,
and spiritually. There’s a clear gap
in the industry for this kind of
environment, and we’re stepping
in to fill it.

What has been the biggest game-
changer for you in your business?
The biggest game-changer in my
business happened this year by
choosing alignment over comfort.
I made the decision to switch
brokerages and walk away from
being a founding member, leaving
behind everything I had built to
pursue a bigger vision. It wasn’t the
easy move, but it was the right one.
That decision led to aligning with
high-level leaders who share the
same values and long-term vision,
and ultimately merging teams
with Veronica Figueroa to build
something much greater than any
of us could do alone: the FIG team
and the Maximum Tampa Group.
That shift took me from operating
within a business to truly building
one with scale, structure, and long-
term impact in mind.

FOLLOW US ON

@su ncnasttainparealtors

CHECK OUT THE

Suncoast Tampa Living Podcast

DOWNLOAD THE
STAR Member Hub

Scan Here
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WHOLESALE MORTGAGE

WHERE AFFORDARILITY MEETE EXSTLLE

YOUR SECRET
WEAPON

Top agents don't need another lender
--they need a strategist.

als before they fall apart with our

S5, NOt just cl KOHomelLoan endingFlorida.biz

E‘J Text "Partner" to (813) 420 3887. Let's build the next win together.

Slue Briick

en life gives

you lism;zgs... TR

TURN “I'M NOT SURE” INTO
“LET'S MAKE AN OFFER.”

Your buy
momentum 8 L provide both

insight on feasibility, cost, and design opportunities.

Contact us to book a free Design Insight Session
or request a Budget Snapshot for your client.

We'll help you close them smoothly and stress-free.

YOUR TRUSTED TITLE PARTMER FOR EVERY TRANSACTION.

B

t. (813) 538-9806
@ designsolutions@gilk.com
G #CGC1525373

e
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Fatigato

‘ LPT Realty / Paramount Home Group

Team: Paramount Home Group
Number of Years in Real Estate? 1
Last Year’s Sales Volume: $4,280,000
Number of Units Sold Last Year: 12

Why did you become a real estate
agent? I became a real estate agent

in Florida because of the scale of
opportunity and the responsibility that
comes with it. The Tampa Bay market
is one of the fastest-growing in the
country, with constant relocation, new
development, and shifting demand.

I saw an opportunity to step into a
space where I could combine strategy,

market knowledge, and strong
client advocacy to guide people
through high-stakes decisions.

What did you do before you
became a real estate agent? Before
becoming a real estate agent, I built
my foundation in sales and earned
my Master’s degree in business
analytics. That experience gave me
a strong understanding of data,
negotiation, and client behavior—
skills that directly translate into real
estate. It allowed me to approach the
business from both a relationship-

30 UNDER 30

driven and analytical perspective,
helping my clients make informed,
strategic decisions.

What makes you different from other
agents? What sets me apart is the
combination of strategy, consistency,
and client experience. I approach every
transaction with a strong analytical
mindset, backed by my background

in business analytics, while also
prioritizing clear communication and
responsiveness. I'm very intentional
about how I position listings, negotiate,
and guide clients through the process.
At the same time, I treat my business
with a high level of discipline—staying
consistent with follow-up, marketing,
and client service. That balance allows
me to deliver both a strong experience
and strong results.

Are there any organizations or charities
that you support (in particular)? How?

I have a strong personal connection to
supporting veterans, as my grandfather
served in the Air Force and passed
away while on duty. Because of that, I
have a deep respect for those who have
served and the sacrifices they’ve made.
As I continue to grow my real estate
business, 'm interested in expanding
how I can support veterans—whether
that’s through awareness, connecting
them with resources, or helping them
navigate homeownership opportunities.
It’s something I'm passionate about
continuing to build on over time.

What are your favorite tools, apps, or
bits of technology? I prioritize tools

that help me operate efficiently while
maintaining a high level of service. My
CRM is central to my business, allowing
me to stay organized, track client
communication, and ensure consistent
follow-up. I also utilize platforms like
Dotloop to streamline transactions and
create a seamless experience, along with
social media tools such as Instagram
and TikTok to market properties and
build my brand. Leveraging the right
technology allows me to stay responsive,
create opportunities, and deliver a

more efficient and elevated experience
for my clients.

Tampa Bay Real Producers - 21



Asya

‘ LPT Realty

Number of Years in Real Estate? 3
Last Year’s Sales Volume: 180,000
Number of Units Sold Last Year: 2

Why did you become a real estate
agent? [ was exposed to real estate
growing up, watching my parents own
and manage property. That experience
naturally sparked my interest, and after
graduating college, I chose to get my real
estate license. It’s been one of the best
decisions I've made so far.

What did you do before real estate?
Before becoming a real estate agent,

22 - July 2026

I spent four years at Florida A&M
University from 2019 to 2023. After
graduating, I worked as a manager
at Macy’s from 2024 to 2025, where
I developed strong leadership and
customer service skills.

What’s one seemingly insurmountable
challenge you’ve overcome in the
past? What’d you learn from it? I've
faced several challenges in my life,

but one that stands out was tearing

my ACL during my senior year of
college. It affected me both physically
and mentally. I chose to delay surgery

so I wouldn’t be on crutches
during graduation, which meant
enduring a period where I

couldn’t drive or walk normally.
During that time, I leaned on my
faith, stayed disciplined with my
rehabilitation, and found ways to
remain focused. I used the setback
as an opportunity to grow, and I
earned my real estate license while
recovering. Today, I've regained
my strength and returned to the
gym, lifting and training as usual.
That experience strengthened my
resilience and reinforced my ability
to stay focused and push forward.

What are your dreams and goals
this year? This year, my goals are
focused on growth in every area of
my life. In real estate, I'm aiming
to close more deals, gain valuable
experience, and continue learning
so I can better serve my clients. I'm
also working toward my long-term
goal of attending law school, with
plans to start in Fall 2027.

Personally, I want to make more
time for my spiritual growth—
whether that’s prayer, reflection,
or simply taking quiet time to
reset. I want to pour more into
my hobbies, especially poetry, and
continue developing my creative
side. ’'m also focused on staying
consistent with my fitness, building
strength, and maintaining a
healthy lifestyle.

What has been the biggest game-
changer for you in your business?
One of the biggest game changers
for me has been my team, Legacy
Home Group. I'm truly grateful for
my team leader, Kristen, and the
agents I work with. We support each
other, hold each other accountable,
and help one another stay
consistent, even on the tough days.

Another major factor in growing
my business has been staying
consistent with my contacts and
pouring into my database. I focus
on building real relationships,
staying connected, and always
following through on my word.

SEAN SHERIDAN

Fouader, Rank Medla LLE

RANK MEDIA

| assist real estate agents and brands |
stand out \\"“h lllgll quallty, slrateglc :
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Visit our
for
Eased ln Tampa, FL more info

www.rankmediallc.com

At On Point Construction Services, we
turm yotr visfon info resality with
paceptional servioe, £4.P STELLAR

Work Like a

Learn More 0 . i B
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Joe)

Legerski

LPT Realty

Team, or Single Agent? Team

If a team, what’s the “team name”?
Paramount Home Group

Number of Years in Real Estate?: 1
Last Year’s Sales Volume: 4,874,980
Number of Units Sold Last Year: 12

24 - July 2026

Why did you become a real estate
agent? I love helping people and
meeting new people!

What did you do before you became a
real estate agent? Data Analyst

What’s One Seemingly-
Insurmountable Challenge You’ve
Overcome in the Past? What’d you
learn from it? Quit my full-time job
to become an agent and be able to
provide for myself. I learned not to
give up and to stick to the process.

What are some of your biggest
dreams, aspirations, or “bucket-
list” items? Financial freedom and
having a family I can fully support.

What are some ways that being a
millennial is an advantage for you
as an agent? I'm hungry.

What is your favorite part of
being a real estate agent?
Meeting people from all walks of
life and helping them through a
complicated process.

What makes you different from
other agents? I truly care,

want to protect my clients, and
constantly learn about the entire
business to better support them.
I will also do whatever it takes
to satisfy my clients and provide
excellent service.

What does “success” mean to
you? Being better than the year
before in all areas of my life.

What has been the biggest game
changer for you in your business?
Paramount Home Group

What does your typical day look
like? Gym, work, and finding some
time for family and friends.

What are some of your goals

for this year? (Personally &
Professionally) Start investing
again. Professionally, I want to sell
35 homes.

How do you manage work/life
balance? I need to get better at
it, but I make time for myself to
disconnect. Also, a couple

of vacations.

What are your favorite tools,
apps, or bits of technology?
Follow Up Boss

Number of Years in Real Estate? 5
Last Year’s Sales Volume: 3,282,900
Number Of Units Sold Last Year: 10

Why did you become a real estate
agent? I became a real estate agent
because of a lesson I learned the hard
way. At 19, I purchased my first home
without professional representation,
hoping to save money. Unfortunately,

cre’z, ‘ LPT Realty

skipping an inspection and
navigating the process alone
led to significant unforeseen
costs and repairs after I moved
in. That experience ignited

a passion in me to be the
advocate I didn’t have. My goal
is to ensure that no client of
mine ever has to learn those
expensive lessons alone.

30 UNDER 30

What did you do before you became a
real estate agent? Technical trainer for
a software company.

What’s One Seemingly Insurmountable
Challenge You’ve Overcome in the Past?
The greatest challenge I've overcome
wasn’t a specific transaction, but rather
the hurdle of self-doubt. For a long time,
Ilooked to others for permission or
validation of my potential. Overcoming
that meant making the conscious
decision to believe in my own vision
more than the opinions of those around
me. This journey taught me that true
confidence isn’t the absence of fear, but
the decision to move forward anyway.
Today, that internal conviction is what
allows me to advocate fiercely for my
clients, even in high-pressure situations.

What are some of your biggest dreams,
aspirations, or “bucket-list” items?

My biggest aspiration is to be able to
live without worrying about where

the funds are coming from, develop

and own residential and commercial
properties to generate enough wealth to
last generations.

What is your favorite part of being a
real estate agent? The flexibility my
schedule allows.

What has been the biggest game
changer for you in your business?
The biggest game changer for me
has been learning and implementing
all the software systems Paramount
Home Group provides to us agents,
which have really made our work
much more efficient.

What does your typical day look like?
Gym, get ready, dog walk, office visit,
printouts for showings, phone calls with
clients, driving to properties, driving
home, and writing offers for my clients.

What are some of your goals for this
year? To sell $12+ million in real estate
and become a fiancée.

How do you manage work/life balance?
I religiously take Sundays off, no matter

what, for church and family time.
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Bella?»

Arango

‘ 5 Star Real Estate

Team or Single Agent? Single Agent
Number of Years in Real Estate? 3
Last Year’s Sales Volume: $7.8 million
Number Of Units Sold Last Year: 22

Why did you become a real estate
agent? I was born and raised in St. Pete,
and I absolutely love Tampa Bay. It’s
home to me, and I love that I can help

other people make it home for them

as well. The atmosphere, the coastline,
and the people are what make this area
so special. 've always felt incredibly
grateful to live here, and I love the kind
of people our area attracts. Seeing how
many people want to live, work, and
invest here makes me excited to be part
of that journey. I got into real estate

because I want to help people
create a life here, whether that
means finding a home, building

an investment portfolio, or simply
planting roots in a community that
offers such a high quality of life. I
get excited and feel honored to be
on that journey with them.

What are some of your biggest
dreams, aspirations, or “bucket-
list” items? This is a hard question
for me because, at only 27, I've
already been fortunate enough

to accomplish many of the things
that were once on my bucket list.
I bought my first home at 22, have
traveled to 20+ countries, lived
abroad, married an incredible
man, and truly get to live out

my dream career every day in
real estate. Because of that, my
biggest aspirations now are less
about checking boxes and more
about continuing to grow into

the best version of myself. I want
to keep building a life 'm proud
of, continue providing for my
family, and enjoy this beautiful life
while making the most of every
opportunity along the way.

What are some of your goals

for this year? (Personally &
Professionally) Professionally,
my goal this year is to serve 30
families and continue growing
my business by increasing my
overall production and volume.
More than anything, I want to
keep improving the level of service
and experience I provide to each
client while building a strong,
sustainable business.

Personally, I would love to
continue making our home

feel more and more like us. We
turned our first property into a
rental, and our second home is
our primary residence, so I really
enjoy decorating and bringing

it to life. I also love hosting and
want to keep having people over,
enjoying our space, and creating a
home that feels warm, welcoming,
and full of life.

ITlITlAa

LeSeure

‘ Keller Williams St. Pete

Team or Single Agent? Single Agent
Number of Years in Real Estate? 2
Last Year’s Sales Volume: $2.7 Million
Number of Units Sold Last Year: 7

Why did you become a real estate
agent? To become the owner of a
successful business and take care of
my community. To provide a much-

needed service with great care
and compassion.

What did you do before you became
a real estate agent? Hospitality

What’s One Seemingly
Insurmountable Challenge You’ve
Overcome in the Past? I had to

30 UNDER 30

figure out how to support myself
through college, so I took on real estate
as a full-time college student. I learned
that I truly can do anything I want if I
have persistence and grit.

What are some of your biggest
dreams, aspirations, or “bucket-list”
items? Open a non-profit/volunteer
organization to help support the
homeless community in Tampa Bay.
Travel to all 7 continents.

Buy my parents a beach condo so they
can visit me!

What makes you different from other
agents? I always answer my phone,
100% of the time. I never need the deal
to close more than the buyer/seller
needs it to.

What does “success” mean to you?
Success to me means to be able to put
my sister through college, purchase a
place in St. Pete for my family to come
visit, and to be happy, healthy, and
financially stable.

What does your typical day look like?
I'wake up, I go to the gym/do a Pilates
class, I come back home, and read for
about 30 minutes. Then I check my
emails and texts, follow up with any
leads and clients that I have under
contract. I will spend time in the office
lead generating, posting on social
media, and preparing for upcoming
appointments and open houses. I
usually try to get outside and go on a
walk in the afternoon. I then eat dinner
with my family and take another sunset
walk to reflect on my day. Then I plan
my next day.

What are some of your goals for this
year? Sell $15 million in real estate,
become Tampa Bay Real Producers 30
under 30, and have 100 open houses.

Are there any organizations or charities
that you support (in particular)? How?
Ronald McDonald House - I donate a
portion of all my commissions to the
Ronald McDonald House.

What are your favorite tools, apps, or
bits of technology? Claude, CapCat,
TikTok, ChatGPT, Pinterest
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LISTINGS THAT STAND OUT.

Keren
Bolanos

As a minority, these are things we’re
often not taught. That’s why I built
my business by consistently showing
up and educating everyone I came
across about homeownership. In just

From stunning photography to immersive 3D tours,we help
realtors showcase properties, ottract buyers, and close faster.

Professional Photography

Interiar, exterior, twilight & virtual staging
Video Tours

HD walkthroughs, vertical reels & listing videos
Aerial Services

Drone os & video that elevate every listing

3D Tours

Matterport, Zillow tours & floor plons

@"’. JEN MARTINEZ TEAM
CROSSCOUNTRY MORTGAGE:

3 Cffce did

+ AMERICA'S #1 RETAIL MORTGAGE LENDER +
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Residential & Commercial e Sewer Scopes

WDO e Air Quality Tests ® Water Quality Tests

Free Repair Estimates e Pay at Closing Options

Ne

\v’

‘ LPT Realty

Team or Single Agent? Team

If a team, what’s the “team name”?
Paramount Home Group

Number of Years in Real Estate? 6

Last Year’s Sales Volume: $8.9 M
Number of Units Sold Last Year: 30 with
4 pending for 2026 and 2 referrals out
of state.

Why did you become a real estate
agent? When I first got into real
estate, I thought it meant freedom—
making my own schedule, raising a
new baby, and selling homes. I had
been a strong salesperson in New

York, so I figured... how could I not
succeed here?

But it turned into so much more
than that.

Real estate isn’t just about selling
for me anymore—it’s about
educating people on the limitless
opportunities that come with
owning or investing in a home.

I’'ve made it my mission to help my
buyers save thousands of dollars, so
they can truly believe in the power
of real estate.

a year, I've helped clients as young as
19 and others in their 60s—including
veterans—reach goals they once
thought were out of reach.

The one thing they all had in common?
No one had ever taken the time to
explain it or guide them the way I did.

I show up as a human—someone who
once wanted to own a home too. I show
up as a friend who just knows a little
more than they do. I don’t come in as a
salesperson. I come in as a real Latina
single mom who genuinely cares, who
wants to get to know you, and who’s
invested in your journey.

Real estate became a passion—because
it allows me to help others build
generational wealth. It gave me purpose:
to be the exception, to lead by example,
and to show others what’s possible... just
by being a familiar face.

What does “success” mean to you?

I measure my success by something
different—by whether the lights stay
on, the water is running, and how many
families I've impacted along the way.
From the smiles, to the kids running
around choosing their rooms... that’s
what success looks like to me.

I came from nothing. From going door
to door with a garbage bag of clothes,
never knowing where I'd stay next.
From front steps to front steps—tired,
unbathed, unfed, and feeling like no one
truly cared.

So success, for me, was never about
material things. It became a feeling.

A feeling of helping someone. A feeling
of watching a family achieve something
they thought was out of reach. A
feeling of standing there with them
when they get the keys—not as my
accomplishment, but as theirs.
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Juan

‘ LPT Realty - Paramount Home Group

Team or Single Agent: Single Agent
Number of Years in Real Estate? 7
Last Year’s Sales Volume: $5,232,380
Number of Units Sold Last Year: 10

Why did you become a real estate
agent? Couldn’t afford college. I grew up
around real estate.

30 - July 2026

What did you do before you became a
real estate agent? Nothing.

What’s One Seemingly
Insurmountable Challenge You’ve
Overcome in the Past? I'm not that
important and it’s not about me. It’s
about the client and getting them the

best deal possible. You’re not
“the GOAT” for being good at real
estate. You’re competent.

What are some of your biggest
dreams, aspirations, or “bucket-
list” items? 100M closed in a year.

What are some ways that being
a millennial is an advantage for
you as an agent? 'm Gen Z and
make tenured agents sweat their
leverage out.

What is your favorite part of being
a real estate agent? First-time
homeownership and homeowners
walking away with equity and the
power to start their next chapter as
they please.

What makes you different from
other agents? No amount of
conflict obstructs my self-worth.

What does “success” mean to
you? My clients’ satisfaction.

What has been the biggest game
changer for you in your business?
Keegan Siegfried

What does your typical day look
like? Calendar management

all day - tracking status all day,
following up half of the day. Done
by 8 p.m. always.

What are some of your goals for
this year? 24 deals this year and
the best shape of my life.

How do you manage work/life
balance? It’s one and the same
because I'm a business, man, not
a businessman.

Are there any organizations or
charities that you support (in
particular)? How? LGBTQ+

What are your favorite tools,
apps, or bits of technology?
Follow Up Boss

Staging boosts sale
speed by 73%...

Saves up to 60% on
price reductions...

81% of buyers report
increased interest.
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Stevenson

‘ LIS el LILE

Team or Single Agent? Team

If a team, what’s the “team name”?
Paramount Home Group

Number of Years in Real Estate? 3 Years
Last Year’s Sales Volume: $8.82 Million

Team Volume: $399 Million
(Paramount Home Group)
Number Of Units Sold Last Year: 23.5

Why did you become a real estate
agent? [ was already in a sales job
and got recommended by another
REALTOR® friend to join the industry
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since she thought I worked well with
people. The rest is history!

What did you do before you became a
real estate agent? I worked as a door-
to-door salesman for ADT and, prior to
that, worked at the Florida Department
of Environmental Protection as an
Environmental Specialist.

What’s One Seemingly Insurmountable
Challenge You’ve Overcome in the
Past? I have overcome a lot in my life,
from living in the projects growing up,
losing loved ones, and dealing with a lot
of anxiety for a few years. I was raised
that when things are not going well in
life, I must go to the source. The source
for me is God. I began to pray every day
and have kept that ritual since. I believe
that God, along with my parents and
close friends, is the reason I was able to
overcome. I still have my struggles, but
now I KNOW for sure I can get through
anything. I am truly blessed!

What are some of your biggest dreams,
aspirations, or “bucket-list” items? To
travel around the world someday. I have
yet to leave the country, and I would
love my first out-of-country experience
to be somewhere in Africa. I am not sure
where in Africa yet, but I would love to
visit some of the villages that still exist
there. I definitely want to try different
food places around the country as well. I
have a full list already!

What makes you different from other
agents? I think my willingness to always
find a way to make a deal work and my
ability to also empathize with my clients
separates me from other REALTORS®. I
almost always find a way to make a deal
work because I hate canceling a deal
unless it’s absolutely necessary. Also, I
do not see people as just a check. Once
you are my client, you are in my life
forever. I make sure to check in with

all of my past clients periodically using
my CRM and following up with them on
special dates.
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Angel >
Bueno

‘ Treasured Home Collection

Team or Single Agent? Single Agent
Number of Years in Real Estate? 4
Last Year’s Sales Volume: $1,950,000
Number Of Units Sold Last Year: 4

Why did you become a real estate
agent? [ became a real estate agent
because I've always loved working
with people and helping them navigate
big life decisions. Real estate is one
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of those careers where you get to be
part problem-solver, part advisor,
part therapist, and part hype person.
Iliked the idea of building a business
that allowed me to serve people in a
very personal way while also creating
something of my own.

What did you do before you became
a real estate agent? Before real estate,

I worked in the property and
casualty insurance industry for
about five years, and before that I
worked in the automotive industry.
Both taught me a lot about
communication, problem-solving,
customer service, and how to guide
people through decisions that can
feel overwhelming. Looking back,
it all connected pretty naturally

to real estate because so much

of this business is helping people
understand their options and feel
confident moving forward.

What does your typical day

look like? Every day looks a

little different in real estate, but
Wednesdays are probably the best
example because they are usually
my busiest days. I start the morning
hosting a real estate networking
pitch group in Palm Harbor, where
agents and affiliates come together
to share new listings, buyers’
wants and needs, market updates,
and resources. We usually have
over 30 people each week, so it is

a great way to stay connected and
plugged into what is happening
locally. At noon, I jump on my
coaching call with my mindset and
transformational coach, Shannon,
whom I've been working with for
over two years.

I also serve as Vice Chair of STAR
YPN and Treasurer for the LGBTQ+
Real Estate Alliance, so our board
and committee meetings usually
fall on the second and third
Wednesdays of the month. In
between all of that, I am handling
client communication, showings,
listing work, marketing, follow-up,
and whatever random real estate
fire decides to pop up that day. If
all goes well, Ilike to end the day
by going to dance class with my
husband and then cooking a good
dinner at home. It is busy, but it

is a mix of business, community,
personal growth, and real life,
which feels very much like me.

Coastal Title Solutions

At Coastal Title Solutions, we do more than just process paperwork — we provide support, guid-
ance, and peace of mind from contract to close. Whether you're a real estate agent, buyer, or
seller, our dedicated team ensures a smooth, stress-free closing experience.

Contact Coastal Title Solutions
today — your trusted partner in
every transaction.

Personalized Support & Clear Commiunication
Fast, Reliable Title & Escrow Services
Mobile Notary & Remote Closings Available

Residential & Commercial Transactions o -
Jennifer McAlpine

D
We're here to answer your questions, solve 9
problems quickly, and keep your deals on track.
Close with confidence.

@ PEST CONTROL
pros SERVICES

If you have a rodent or wildlife issue at home, or if you
just need some reassurance, give us a call today to
schedule a 100% free inspection!

Our Services Include :

& Trapping

& Repellents/Deterrents
& sanitation

& Home Exclusion

& And Morel

DALTONOHARAGITH DEMTP| SIONALS COM 500 CLEYELAHD STREET SUITE 374
T27-922-4437 CLEARWATER, FL 33755

er rodent trapping, rodent remeoval, rodent exclusion, rodent sanitation and rodent remediation services to all
within o 50 miles radius of Tampa Florida
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Francheska

‘ LPT Realty

Team or Single Agent? Team

If a team, what’s the “team name”?
Paramount Home Group

Number of Years in Real Estate? 5
Last Year’s Sales Volume: $5.6M
Number Of Units Sold Last Year: 14

Why did you become a real estate
agent? I'm passionate about connecting
with new people, caring for their needs,
and guiding them through one of life’s
special milestones.

What did you do before you became
a real estate agent? I used to work for
T-Mobile as a sales associate.

What’s One Seemingly Insurmountable
Challenge You’ve Overcome in the
Past? One seemingly insurmountable
36 - July 2026

challenge I overcame was helping a
transaction stay together after major
inspection issues and financing delays
threatened to derail the sale just days
before closing. Both the buyers and
sellers were stressed, emotions were
high, and it looked like the deal might
fall apart.

I stayed focused on communication,
problem-solving, and keeping everyone
informed throughout the process. By
coordinating with lenders, inspectors,
contractors, and both parties, we

were able to negotiate solutions and
successfully close the transaction.

What I learned from that experience
is that real estate is not just about
buying and selling homes, it’s

about staying calm under
pressure, being resourceful, and
advocating for your clients every
step of the way. Challenges will
come up, but professionalism,
persistence, and communication
can make all the difference.

W hat are some of your biggest
dreams, aspirations, or “bucket-
list” items? One of my biggest
aspirations is to continue growing
both personally and professionally
while building lasting
relationships through real estate.
I want to help as many families as
possible achieve homeownership
and create positive experiences
during such an important
milestone in their lives.

A few of my personal bucket-list
goals include traveling more,
experiencing different cultures,
and creating long-term financial
freedom for my family. I also
hope to continue expanding

my knowledge and success in
real estate so I can eventually
mentor and inspire others
entering the industry.

What makes you different from
other agents? What makes me
different from other agents is the
level of care, communication, and
dedication I bring to every client
relationship. I truly take the time to
understand my clients’ needs, goals,
and concerns so I can provide a
personalized experience rather than
a one-size-fits-all approach.

I'm also very responsive, detail-
oriented, and committed to
making the process as smooth and
stress-free as possible. Whether

it’s educating first-time buyers,
negotiating on behalf of my clients,
or staying proactive throughout a
transaction, I strive to make people
feel supported and confident every
step of the way.

Most importantly, I genuinely
enjoy helping people and building
long-term relationships, not just
completing transactions.

Ally

Russell

Keller Williams Tampa Central

Team or Single Agent? Team

| f a team, what’s the “team name”?
KVA GROUP

Number of Years in Real Estate? 6
Last Year’s Sales Volume: N/A

Other Sales Volume Under Your
“Leadership”: 160,000,000+

Number Of Units Sold Last Year: 200+

Why did you become a real estate
agent? To be able to pay my bills &
have a better quality of life. Also,
because it looked cool.

What did you do before you
became a real estate agent?
Server at Hattricks, Cart Girl at
Avila, Intern at Outback Bowl

What’s One Seemingly
Insurmountable Challenge
You’ve Overcome in the Past?
To keep pushing forward even

at your lowest points in life and
never give up. I was evicted from
my college apartment when I
started my career and pushed
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forward through the day as if I had not.
Showed up to my showings and open
houses, and no one knew a thing. Try
and always show up as your best self.

I know if anything bad happens, the
outcome or learning lesson is always
greater. And that is true for me.

What are some of your biggest dreams,
aspirations, or “bucket-list” items? [
would love to start a separate company,
build it, and then sell it. One day, the
idea will come to me. For right now, I am
focused on work and traveling more this
year. I am fairly simple.

What are some ways that being a
millennial is an advantage for you as
an agent? [ understand marketing, and
sometimes understand how people may
receive whatever I am portraying.

What does “success” mean to

you? Being able to wake up and do
whatever you want and not have a to-
do list waiting.

What has been the biggest game
changer for you in your business?
Marketing + learning how to tell people
what to do. You are the expert in this
field, not the client.

What does your typical day look like? I
work out in the morning at Lifetime or
walk Riverwalk, change/eat breakfast,
sit at my desk at home working, and
then head in and out of appointments.
I think my neighbors catch me leaving
the house in such a hurry every day in
about 3+ different outfits.

What are some of your goals for this
year? I want to travel more and enjoy
the fruits of my labor. Professionally, I
would like to make a lot more money
this year and target certain sales to
reach my goal.

Are there any organizations or charities
that you support (in particular)? How?
Radiant Church, homeless people

What are your favorite tools, apps,
or bits of technology? Instagram,
CapCut, Canva
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Elizabeth

‘ Keller Williams South Tampa

Team or Single Agent? Team

If a team, what’s the “team name”? The
Jodi Avery Team

Number of Years in Real Estate? 5

Last Year’s Sales Volume: 36,960,290
Number of Units Sold Last Year: 94

What did you do before you became
a real estate agent? I was in college at
Florida Atlantic University, studying
physical therapy.

What are some of your biggest dreams,
aspirations, or “bucket-list” items?

One of my biggest bucket-list goals is to
build my own real estate portfolio and
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become more involved in renovations
and transforming properties myself.
I've always loved seeing the potential
in homes, and I would love to take

on projects where I can bring spaces
back to life while creating long-term
investments for the future.

I also hope to continue giving back to
the community in bigger ways and build
a career and life that positively impacts
the people around me.

What are some ways that being a
millennial is an advantage for you as
an agent? Being a millennial has been a

huge advantage for me as an agent
because I'm very adaptable, tech-
savvy, and quick when it comes

to communication and problem-
solving. I grew up alongside
constantly changing technology,

so things like digital marketing,
social media, online branding, and
newer advertising strategies come
naturally to me.

I also think being younger

helps me relate to many buyers
and sellers in today’s market. I
understand how people search
for homes now, what catches
attention online, and how
important fast communication

is throughout a transaction.
Whether it’s quickly navigating an
area with tools like Google Maps,
creating social media marketing
for listings, or staying on top of
newer trends in advertising, 'm
able to use technology to better
serve my clients and market
homes effectively.

What makes you different from
other agents? What makes me
different from other agents is that
I genuinely care about the people
I work with and the experience
they have throughout the process.
I'm very hands-on, responsive,
and detail-oriented, and I pride
myself on being someone clients
can rely on.

I also think my background
gives me a unique perspective.
Growing up around real estate
and working alongside my mom,
Jodi Avery, and my brother,
Hunter Avery, has allowed

me to gain a lot of real-world
experience at a young age. I
combine that experience with
modern marketing, social
media, technology, and strong
communication to help clients
navigate today’s market in a
way that feels both professional
and relatable.

Lindsay

Piramo

‘ Keller Williams St. Pete

Team or Single Agent? Single Agent
Number of Years in Real Estate? 4
Number Of Units Sold Last Year: 10

Q: Why did you become a real estate
agent? I got into real estate after
reaching a turning point in my career.
I'had worked in tech sales for six years
and eventually realized I felt burned
out and unfulfilled. From the outside, it
looked like success, but internally, I felt
like I had hit a ceiling. I started studying

for my real estate license while
still working full time, and

the more I learned, the more
Irealized it aligned with both
my ambition and my passion
for helping people in a more
meaningful way. Three months
after getting licensed, I made the
leap into real estate full time.

Q: What did you do before real
estate? Before real estate, I lived
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a few very different professional lives.
My original dream was to become a
marine mammal trainer, so I spent years
working in aquariums, rescues, and
volunteering with FWC during marine
animal strandings. I even worked as

the only U.S. dolphin trainer at a facility
in Punta Cana, Dominican Republic,
which was one of the most rewarding
experiences of my life.

When I returned to the U.S., I shifted
into tech startups and spent six years in
sales and business development. Real
estate started as a side passion while I
was in tech, but eventually became the
thing I was most excited about.

Q: What makes you different from other
agents? I genuinely believe real estate
professionals should hold themselves

to a higher standard. Too often, I've

seen agents approach this business
transactionally or communicate poorly
with clients. For me, real estate is about
professionalism, relationships, and long-
term trust.

I care deeply about how people feel
throughout the process, not just the
outcome at closing. My goal is for
clients to feel supported, educated, and
protected during one of the biggest
decisions of their lives.

Q: What are some of your biggest goals
and aspirations? One of my biggest
aspirations is to eventually be involved
in large-scale real estate and sports
development projects. I've seen how
much impact development can have on
a community, not just through buyers
and sellers, but through the ripple effect
it creates for local businesses and the
overall growth of a city.

I would love to help bring
meaningful sports and entertainment
development projects to the Tampa
Bay area and eventually other cities
as well. Outside of business, traveling
the world is also high on my bucket
list because I love experiencing
different cultures and perspectives.
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Audre

Sartam

‘ The Tenpenny Collection

Team or Single Agent? Single Agent
Number of Years in Real Estate? 2 years
licensed, but been in the industry since
the womb

Last Year’s Sales Volume: Personal $0.
Other Sales Volume Under Your
“Leadership,” Brokerage

Sales: $40,202,300

Number Of Units Sold Last Year:
Personal: 0 / Brokerage: 44

Why did you become a real estate
agent? I became a licensed real estate
agent because I wanted to better
understand the knowledge, strategy,
and day-to-day decisions that shape my
agents’ businesses. My goal has always
been to support them as thoughtfully
and effectively as possible, and getting
licensed allowed me to gain a deeper
40 - July 2026

perspective on what they navigate every
day. I've even considered pursuing

my broker’s associate license, not
necessarily to change my role, but to
continue growing in any way that helps
me better serve my agents.

What did you do before you became

a real estate agent? Before becoming
licensed in real estate, I worked as a
Customer Experience Manager for a
local business in the home and design
industry. My role focused on supporting
clients throughout the order process,
from purchase to delivery.

What’s One Seemingly-Insurmountable
Challenge You’ve Overcome in the
Past? As COVID began to wind down, I
knew I was ready to get out of the house

and step into a new challenge. I
joined a small local business in
our community that was growing
quickly and serving a high volume
of customers. Like many fast-
growing businesses, the client-
facing side had taken priority, and
the internal systems needed time
and attention to catch up with

the pace of growth. Over time,
customer concerns, misplaced
inventory, and unresolved issues
had accumulated, and I was given
the opportunity to help bring
organization and resolution to
that area of the business. Through
patience, documented processes,
consistent follow-up, and genuine
care for each customer, I helped
resolve more than 230 workplace
issues in one year, totaling over $1
million in inventory.

That experience taught me the
importance of documented
systems and processes in creating
a fully functioning organization.
Even when a team is talented

and working hard, without

clear structure, communication
can break down, issues can be
repeated, and people may not have
the tools they need to succeed.

What are some of your biggest
dreams, aspirations, or “bucket-
list” items? Personally, one of

my biggest dreams is to remodel
vacation homes in different parts
of the world. I have always been
fascinated by how homes look

and feel differently depending on
where they are. The architecture
and culture in other parts of the
world are so inspiring to me, and
creating a place that feels like home
in those destinations would be an
incredible achievement. When I am
not using the homes, I would love
to rent them through Airbnb or
VRBO and turn them into a source
of passive income.

Professionally, I want to continue
building a full-service boutique
brokerage that provides
unparalleled service and support
for our agents.
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Abigail

The Tenpenny Collection

Team or Single Agent? Single Agent
Number of Years in Real Estate? 3
Last Year’s Sales Volume: 2,190,000
Number Of Units Sold Last Year: 4

Why did you become a real estate
agent? I became a REALTOR® to

help people. It has led me to enjoy
helping people during emotional sales
or purchases.

What did you do before you became
a real estate agent? [ was a student
at the University of South Florida

What’s One Seemingly
Insurmountable Challenge You’ve
Overcome in the Past? [ was flooded
during the 2024 hurricanes. At first,
it seemed unreal, but the amount

of support and community that
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backed us was amazing. Although it
was a challenge, having friends, family,
colleagues, and the St. Pete community
made me realize how strong we are
and how important it is to be a part of a
community like the one we have here!

What is your favorite part of being a
real estate agent? My favorite part of
being a real estate agent is collaborating
with my peers. It is so great to have such
a close community!

What makes you different from other
agents? I grew up in real estate. While
other kids were in aftercare, I was

in meetings and going to different

real estate offices. Being a part of

this community for my whole life, it’s
allowed me to make connections that I
am very grateful for.

What has been the biggest game
changer for you in your business? My
brokerage. Having the amazing support
and knowledge from my broker, Rachel
Tenpenny, is the biggest game changer. I
don’t think I would be as knowledgeable
if it weren’t for always learning from my
broker and team.

What does your typical day look like?
Every morning I wake up and check
what has come on the market in the
last 24 hours, then follow up with
emails and communication with my
clients. I either head into the office

or have appointments scheduled for
most of the day, but when there is
downtime, I like to use it for outreach
and more follow-up.

How do you manage work/life balance?
I calendar block religiously! At first, it
felt overwhelming, but I realized how
important it is to make time for yourself
and for your family.

Are there any organizations or charities
that you support (in particular)? How? I
support SPCA by donating beds, blankets
and other items that might make the
animals more comfortable while finding
their forever home!
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SPONSOR SPOTLIGHT

Paramount Home
INSPECTORS

Doesn’t Leave Anything To Chance

“You can’t replace the knowledge of
someone in your corner who knows
what’s going on.” Dale Gerstenberger
says that simply, but it hits. Because if
you’ve ever bought a home, you know
that moment. The excitement is there,
sure. But so is that quiet voice in the
back of your mind asking... what am

I missing?

That’s where Paramount Home
Inspectors comes in.

And not in a “check the boxes and send
a report” kind of way. In a real way.

Dale didn’t start out in this industry.

His background is in auto insurance
fraud investigation and IT, basically, a
career built on asking questions and not
taking things at face value. But when his
company started talking about training
robots to do parts of his job, he saw
where things were heading.

“I could see the writing on the wall,”
he says.

More importantly, he wanted something
that actually felt rewarding. So in 2020,
Paramount Home Inspectors was born.
And from the beginning, the goal was
simple: help people. Really help them.

“We get the opportunity to verify that
the house is safe and in good condition,”
Dale explains. “But we also get to offer
insight—as fellow Florida homeowners,
as someone who understands the
insurance market—just to make the
transition a little easier.”

That’s the difference. Because a lot of
inspection companies will advertise a

lower price to get you in the door... and
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then start adding on services. Wind
mitigation. Four-point inspections.
Suddenly that “great deal” doesn’t feel
so great, especially with the inflated
price tag.

Dale doesn’t play that game.

“We include what you need,” he says.
“And I'm going to tell you exactly how
itis. I don’t beat around the bush and
sugarcoat.” It’s direct. It’s honest. And it
builds trust fast.

The inspections themselves? Thorough.
About an hour per 1,000 square feet,
with a minimum of two hours. Nothing
rushed. Nothing skipped. And you’ll
have your report the same day, often
before you even go to bed.

That level of detail has caught things
others might miss. Like a newer
construction home where roof trusses
weren’t properly secured. The builder
called Dale the next day. It was a big deal
and it was caught early.

That’s what this work is, really. A little
bit of detective work. A little bit of
“wait... why does that look like that?”

“It’s kind of like a fun game of hide
and seek with defects,” he says. And he
actually enjoys it.

Another thing he values?
Communication. And lots of it.
“Communication is key to me,” he
comments. Setting expectations is what
he does best.

Active Interests
Outside of work, Dale plays hockey in the
position of goalie, of course. “Goalies are

the weird guy on the team,” he laughs.
When he tells people, they encourage
him, “That makes sense for you.” After
all, you have to be analytical and have
laser-quick reflexes. It’s a position that
requires focus, quick reactions, and
being okay standing alone for a bit while
everything moves around you.

Kind of fitting, honestly. Because that’s
what he does for his clients. He stands
in that space, looks at everything closely,
and makes sure nothing slips through.

When not working, you can find Dale
spending time with his wife. They also
enjoy the constant companionship of
their four dogs, two German Shepherds,
a deaf Golden Retriever, and a Pit
Dalmatian Golden mix.

Family-Oriented

Paramount is intentionally small.

Local. Family-oriented. Not trying to be
everywhere or do everything. Just trying
to do this well.

And the name? It’s a nod to his
business partner’s family bakery in
New Jersey, but it also quietly says
what they’re aiming for. To be the
best at what they do. No shortcuts. No
guessing. No surprises.

Just someone in your corner who knows
what they’re looking at, and isn’t afraid
to tell you the truth.

CONTACT THEM TODAY!
PARAMOUNT HOME
INSPECTORS
PARAMOUNTINSPECTORS.COM
813-616-1399

You can’t replace the

of someone in your corner who
knows what’s going on.”
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