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2004 W. Bratton Avenue, Kingsburg CA 93631

559-897-0349 | weststarconstruction.com

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

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

· Integrated bike paths and walking trails
· Now accepting reservations

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

RESIDENTIAL COMMUNITY

carletonacreshomes.com | 559.909.2492

Brought to you by

A NEIG H BORHO OD
FOR EVERY LI FEST YLE

Phase 5 of
Kings Estates is

now open

“We Build Better”

License #766260
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Check Us Out On Facebook!

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

U P S T A G E D

We  t a k e  l i s t i n g s  f r o m
l i s t e d  t o  L O V E D !

• CERTIFIED TRANSACTION COORDINATOR 
• CERTIFIED ZIPFORMS TRAINER

• INDEPENDENT 
`

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

FOCUS ON CLIENTS,
WHILE WE 

HANDLE THE 
DETAILS.

Take the Worry Out of Home Ownership
With a Home Warranty

Take the Worry Out of Home Ownership
With a Home Warranty

Our plans protect you against the 
high cost of unexpected repair 

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

household breakdowns alone.

Our plans protect you against the 
high cost of unexpected repair 

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

household breakdowns alone.

Franceen Holden
(559) 554-6445

franceen.holden@hwahomewarranty.com
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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! Please 
try and place the Preferred Partners toward the beginning of the magazine and if possible include Chicago Title Ad on the page.

Preferred Partners

PEST & TERMITE CONTROL
Hexapod Pest Control
Hector Davila
(559) 469-4400
hexapodpc.com

Mister Sprayman Pest Control
Bob Webster
(559) 338-5557
1450 Tollhouse Rd #107
Clovis, CA 93611
mistersprayman.net

PHOTOGRAPHY/VIDEO 
PRODUCTION
HouseHub Media
(559) 212-4067
www.househub.media/

Summit Visuals, LLC
Jose Lopez
(760) 258-6123
www.summitvisuals.com

REAL ESTATE COACHING
RealCop Real Estate Coaching
Shawn Cardoza
(559) 318-6727

REAL ESTATE INVESTMENTS
Simple Real Estate Solutions
Marie Meza
(559) 246-4905
info@simplerealestatesolutions.
com 

SOCIAL MEDIA MARKETING/ 
MANAGEMENT
Siongs Marketing
Lucy Siong
(559) 575-1618

WIN Marketing Agency
Lily Winslow
(559) 381-5248
www.winmarketing.agency

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

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

TITLE & ESCROW
Chicago Title
Jennifer Shepherd
(559) 451-3700

First American Title
Karen Hunton
(559) 730-1444
www.firstam.com/ownership

Old Republic Title
Sarah Plowman
(559) 720-0657

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

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

WEALTH MANAGEMENT
Pacific Point Wealth 
Management
(858) 776-6682
pacificpointwealthmanagement.
com

1031 EXCHANGE SOLUTIONS
Accruit 1031 Exchange
Karen A. Clemans
(661) 319-1378
www.accruit.com

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

CUSTOM CLOSETS, 
OFFICES & GARAGES
California Closets
californiaclosets.com

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

EVENT PLANNER
Events by Samantha
Samantha Adney
(559) 471-5708

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

Morgan Stanley
(559) 679-6553
advisor.morganstanley.com/
the-todd-group

FITNESS / WELLNESS
Quadrant Fitness
Brian Duboski
(559) 610-4607
quadrantfitness.net

HOME INSPECTION
ABA Property Solutions, LLC
(559) 315-3713
www.abahomeinspections.com 

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

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

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

HOME WARRANTY
American Home Shield
Kristin Aguilar
(559) 309-7657
Pro.AHS.com

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

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

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

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

INSURANCE
28 Insurance
Chase Dias
(559) 680-2334

Farmers insurance
Kelly Brooks
(559) 358-5203

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

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

LENDERS
AgWest Farm Credit - Country 
Home Lending Division
(530) 379-2936
www.agwestfc.com/ 
financing/country-home-loans

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

MOBILE DETAILING
Mobile Shine Club
Matt Thomas
(559) 258-2158

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

MORTGAGE LENDERS
American Pacific Mortgage
Paul Salazar
(559) 360-2763

Core Home Loans
Nancy Mota
(559) 740-8522
coreloans.com

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

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

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

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

Western Pioneer Financial 
and Properties
(559) 840-3333
wpfloans.com/

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

NATURAL HAZARD 
DISCLOSURE REPORTS
SnapNHD
Heather Ruggle
snapnhd.com

SnapNHD
Lisa Swenning
snapnhd.com

NEW HOME BUILDERS
West Star Construction
Dave Crinklaw
(559) 897-0349
weststarconstruction.com

CHICAGOTITLEVISALIA.COM

10 Locations In The Central Valley:

Visalia
Tulare

Porterville
Hanford

The Choice of the Valley

177

20241847

CHICAGOTITLEFRESNO.COM

Fresno
Clovis

Kingsburg
Reedley
Madera

Oakhurst
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Chase Dias

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

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

Host of Damon John Talks Podcast

Damon
Jimenez
��������������
�������
�����
	��
�����

SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but 
remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Meet
The

Team
Brittney Shull

Owner/Publisher
Evona Niewiadomska
Marketing/Operations

Christian & Kay Urena
Photographer/Videographer

Steven Peeples
Owner/Publisher

Dan Allsup
Content Coordinator

Tonya Riggs
Photographer

Jose Lopez
Photographer

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

Trusted Trades

Helping people on their
fitness journeys since 2015

strength and
conditioning coach

Matthewg8956@gmail.com
559.827.7384

Matt Garcia

AFFORDABLE & SECURE

559.529.9448  |  STORLANDSTORAGE.COM
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REALCOP REAL ESTATE COACHING
is dedicated to empowering real estate professionals with the 
tools and strategies they need to succeed. From mastering
sales techniques to developing effective marketing strategies, 
RealCop Real Estate Coaching offers comprehensive support
to elevate your real estate career.

559.318.6727 / shawn@cardozaregroup.com

SHAWN CARDOZA
Founder of RealCop Real

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

THE PROBLEM WITH  

ANNUAL THINKING
BY SHAWN CARDOZA, REAL ESTATE COACH

COACHING CORNER

 SCAN THE 
QR CODE TO 
JOIN OUR 
WEEKLY BIBLE 
DEVOTIONAL 
FOR REAL 
ESTATE 
PROFESSIONALS

2.	 Develop Weekly Tactics: Determine 
exactly what needs to happen 
each week to hit that goal. If you 
need 10 listings, you likely need 20 
listing appointments. If you need 20 
appointments, you likely need 200 
meaningful conversations. 

3.	 Establish a Weekly Routine:  
Your week should be a repeatable 
pattern. Monday is for planning 
and review. Tuesday through 
Thursday are for high-leverage lead 
generation. Friday is for follow-up 
and administrative wrap-up.

Step 3: Master the Lead Measures
A lag measure is a result: closings, GCI, 
or units sold. You cannot “do” a closing 
today. You can only “do” the activities 
that lead to a closing. These are your 
lead measures. They are predictive (they 
tell you what your future results will 
be) and influenceable (you have total 
control over them).

For a real estate professional, these 
three lead measures are the most 
workable and impactful:
1.	 Meaningful Conversations: This is 

not just “chatting.” A meaningful 
conversation is a two-wayexchange 
where youdiscuss real estate and 
either ask for business or a referral. 
Aim for a specific number daily (e.g., 
10 conversations). 

2.	 Face-to-Face Appointments: The 
number of times you sit down with 

a potential client is the leading 
indicator of your future income. If 
you aren’t on appointments, you 
aren’t in business.

3.	 Database Growth: Your database is 
your business. Adding two new people 
to your CRM every day ensures that 
your pipeline never runs dry.

Step 4: The Power of Time Blocking
If you do not protect your time, the 
world will take it from you. You must 
build a “bunker” around your one thing.

Schedule your lead generation during 
your peak energy hours, usually first 
thing in the morning. During this block, 
your phone should be on “Do Not 
Disturb,” your email tabs should be 
closed, and your staff (or family) should 
know you are unavailable. If you don’t 
hunt in the morning, you will spend the 
rest of the day starving.

Step 5: Score Your Execution, Not 
Your Results
In a 12-week year, you don’t just track 
sales; you track execution. This is where 
most agents fall short. They feel bad 
when they don’t get a listing, but they 
don’t feel bad when they skip their 
prospecting. Create a simple weekly 
scorecard. If you committed to 50 
conversations and you only did 30, 
your score is 60 percent. Your goal is to 
maintain an execution score of at least 85 
percent. If you hit your execution marks 

for 12 weeks straight, the results (the lag 
measures) will take care of themselves. It 
is mathematically impossible to fail if you 
consistently execute your lead measures 
at a high level.

Moving from Scattered to Strategic
This system is not about doing more; 
it is about doing less, better. It is about 
removing the distractions that give you 
the illusion of progress. When you focus 
on one thing within a 12-week sprint, 
you create a compounding effect that 
most agents will never experience. 
You stop being a “secret agent” waiting 
for the phone to ring and start being a 
proactive business owner who controls 
their destiny.

Are you willing to sacrifice the “busy 
work” that makes you feel safe for the 
“heavy lifting” that actually builds your 
bank account? If we were to design your 
first 12-week scoreboard right now, 
what is the single lead measure that 
would make the most impact on your 
GCI by the end of the quarter?

T
o achieve extraordinary results 
in real estate, you must stop 
living in the “gap” between what 

you know you should do and what you 
actually do. Most agents are busy, but 
very few are productive. They spend 
their days reacting to emails, putting out 
fires, and chasing shiny new marketing 
tools. This is the path to mediocrity. To 
break through, you must adopt a system 
that focuses on lead measures (the 
actions you control) rather than just lag 
measures (the results you want).

By integrating the core philosophies of 
Gary Keller’s The ONE Thing and Brian 
Moran’s The 12 Week Year, you can create 
a high-performance business model that 
thrives on focus and urgency.

The Problem with Annual Thinking
Most real estate agents set goals for the 
calendar year. They start in January 
with high hopes, lose momentum by 
March, and spend the summer in a state 
of comfortable complacency. It is only 

when October arrives that the “year-end 
push” begins. This annualized thinking 
is a trap. It suggests you have plenty of 
time to get back on track, which kills 
daily urgency. When you redefine your 
“year” as only 12 weeks long, everything 
changes. There is no longer a “middle 
of the year” slump. Every week counts. 
Every day matters. You are always in the 
“push” phase, which naturally increases 
your productivity.

Step 1: Find Your ONE Thing
The first step in this system is narrowing 
your focus. Gary Keller asks a powerful 
focusing question: “What is the one thing 
I can do such that by doing it everything 
else will be easier or unnecessary?”

In real estate, your one thing is almost 
always lead generation. However, “lead 
generation” is too broad. You must 
choose one specific lever. If you try to 
master door knocking, cold calling, social 
media ads, and geographic farming all at 
once, you will fail at all of them.

- If you have more time than money: 
Focus on outbound activities like 
prospecting your Sphere of Influence 
(SOI) or working expired listings. - If 
you have more money than time: 
Focus on inbound systems like high-
quality digital leads or sophisticated 
direct mail campaigns.

Once you identify this lever, it 
becomes your primary lead measure. 
Everything else in your schedule must 
bow to this activity.

Step 2: Transition to a 12-Week 
Execution Cycle
Stop planning for December and start 
planning for 12 weeks from today.

This timeframe is long enough to get 
significant work done, but short enough 
to keep you focused.
1.	 Set One Primary Goal: Instead of a  

list of ten goals, pick one. For 
example, “Secure 10 new listings in 
the next 12 weeks.” 
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Kelly Brooks Agency
Kelly Brooks
559.358.0917

kbrooksagency@gmail.com
Nationally recognized Prime Agent

INSURING TODAY FOR A BRIGHTER TOMORROW

$33B
Supported over $33 billion in 

real estate transactions 
through our suite of solutions

Accruit is redefining the standards in the 1031 industry by offering a robust suite of 1031 
exchange solutions, each designed to exceed client expectations and provide a scalable 
framework that adapts to clients’ needs and business goals.

Karen Clemans
Certified Exchange Specialist®

karenc@accruit.com
Cell: 661-319-1378  |  Office: 661-310-1541
www.accruit.com

26yrs
26 years of innovative 

1031 exchange solutions 
and services

$65B
Inspira Financial has 

over $65 billion assets 
under custody

$6.9B
Facilitated over $6.9 
billion in real estate 

transactions as the QI

1031 EXCHANGE SOLUTIONS
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SUBMITTED BY TULARE COUNTY OF REALTORS MEDIA AND PR COMMITTEE 

THE DOWNLOAD

C E L E B R AT I N G  T H E  D R E A M  
A N D  T H O S E  W H O  P R OT E C T  I T

NATIONAL 
HOMEOWNERSHIP 
MONTH

Homeownership 
remains one of 
the most powerful 

pathways to stability, pride, 
and long term wealth.

June is National 
Homeownership Month, a 
time to celebrate one of the 
most meaningful milestones 
in a person’s life and one of 
the strongest foundations 
for long term stability and 
wealth. Homeownership 
is more than a transaction. 
It represents opportunity, 
security, pride, and a lasting 
investment in the future.

For many families, 
owning a home is still 
one of the clearest paths 
to building generational 
wealth. It creates roots 
in a community, offers 
financial benefits over 
time, and gives people a 
sense of belonging that 
cannot be measured only 
in dollars. That is why 
National Homeownership 
Month matters. It gives 
us the opportunity to 
recognize not only the value 
of owning a home, but 
also the professionals and 
organizations working to 
protect access to it.

The Tulare County 
Association of REALTORS® 
plays an important role in 
supporting homeownership 
throughout our region. 
Through education, 
advocacy, and professional 
development, the association 
helps ensure that members 
are equipped to guide 
consumers with expertise 
and integrity. In a changing 
market, that level of 
professionalism matters 
more than ever.

REALTORS® do more than 
open doors and negotiate 
contracts. They help clients 
make informed decisions 
during some of the biggest 
financial moments of their 
lives. They answer questions, 
solve problems, calm fears, 
and help people navigate 
a process that can feel 
overwhelming. In many cases, 
they are helping a buyer 
achieve something their family 
has worked toward for years.

National Homeownership 
Month is also a reminder that 
protecting homeownership 
requires more than good 
intentions. It requires strong 
advocacy, ethical standards, 
and professionals who 
understand the local market. 
That is where organized Real 
Estate makes a difference. The 
Tulare County Association of 
REALTORS® helps strengthen 
that connection between 
service, leadership, and 
consumer confidence.

In Tulare County, 
homeownership remains 
central to the health of our 
communities. It supports 
families, neighborhoods, 
local businesses, and long 
term economic growth. Every 
successful closing contributes 
to something bigger than one 
transaction. It helps build 
stronger communities from 
the ground up.

This month, we celebrate the 
dream of homeownership 
and the professionals who 
help make it possible. The 
Tulare County Association 
of REALTORS® is proud to 
support the members who 
work every day to protect 
that dream and serve the 
people behind it.

We design and build unique 
outdoor spaces!

Led by husband and wife team 
Joel and Devon Brown

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

We design and build unique outdoor spaces!

Led by husband and wife team Joel and Devon Brown

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

mandy@goldstandardmortgage.com
1490 Draper Street Kingsburg, CA 93631
(406) 212-4598

If You Can Dream It, 
We Can 
Finance It.

Amanda Nelson
NMLS ID: 2541821

Specializing in:
• DSCR

• Commercial

• Ag Loans

• Bank Statement

• FHA

• USDA

• VA

• Conventional

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

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

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

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

Eric Todd
Financial Advisor
Senior Vice President
520 W Main St
Visalia, CA 93291
+1 559 636-5644
Eric.Todd@morganstanley.com
https://advisor.morganstan-
ley.com/the-todd-group
CA Insurance Lic. #0K61624
NMLS #1700901
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1031 Exchange FAQ:  
WHAT REALTORS 
SHOULD KNOW
KAREN CLEMANS, A CERTIFIED EXCHANGE SPECIALS WITH ACCRUIT 1031 EXCHANGE

ASK THE EXPERT

When Realtors work with investor 
clients, understanding the basics 
of a 1031 exchange can make a big 
difference. Karen Clemans of Accruit 
shared key insights on where these 
transactions can go wrong and what 
agents should know to better support 
their clients. The takeaway is simple: 
start the conversation early, understand 
the timeline, and help bring the right 
professionals into the process.

What is a 1031 exchange, and why 
does it matter to Realtors?
A 1031 exchange allows an investor 
to defer capital gains taxes when 
selling one investment property 
and purchasing another qualifying 
property. For Realtors, that matters 
because knowing an exchange may be 
in play can affect timing, strategy, and 
the professionals needed to keep the 
transaction on track.

What is one of the biggest  
mistakes investors make?
One of the most common mistakes is 
waiting too long to involve a Qualified 
Intermediary. If the seller receives the 
sale proceeds directly, the exchange 
can be disqualified. This is why early 
planning matters so much and why 
Realtors should raise the question 
anytime a client is selling an investment 
property and planning to reinvest.

What kinds of properties qualify?
Properties involved in a 1031 exchange 
must generally be held for investment or 
business use. A primary residence does 

not qualify. A vacation home intended 
for personal use does not qualify either. 
This is one of the most important 
distinctions for Realtors to understand 
so clients are not making assumptions 
based on the wrong type of property.

What should Realtors know  
about timing?
The timeline is critical. Investors have 
45 days from the sale of the relinquished 
property to identify potential 
replacement properties and 180 days to 
complete the purchase. These deadlines 
are strict, which means organization, 
communication, and speed matter 
throughout the process.

Are there ownership rules  
Realtors should watch for?
Yes. In general, the same taxpayer who 
sells the relinquished property must also 
acquire the replacement property. Once 
LLCs, trusts, partnerships, or married 
ownership are involved, the details can 
become more complex, which is why 
expert guidance is so important.

What is the biggest takeaway  
for Realtors?
Realtors do not need to be the tax 
advisor, but they do need to recognize 
the opportunity, understand the 
structure, and connect clients with the 
right experts before costly mistakes 
are made. As Karen Clemans of Accruit 
emphasizes, a well planned exchange 
starts with the right conversations early, 
and that is where a knowledgeable 
Realtor can bring real value.

YOUR HOME WARRANTY
PARTNER!

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

Kr�t� Agu��
kristin.aguilar@ahs.com

(559) 309-7657

SUMMER OFFER: $100 OFF
Real Estate Plans August ONLY!

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

For memories that last 

a lifetime

Day-of Coordination & Event Planner

Samantha Adney

(559) 471-5708

connectatsamanthasevents@gmail.com 
     @events.by.samantha

• Comprehensive primary care visits.

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

• Preventive care and annual physicals.

• Acute visits (sick visits).

• Basic in-office procedures*

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

• Coordination of care with
   specialists and labs.

What services are included
in the membership?

559-530-8151
www.thearkdpc.com

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

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

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

Karen A. Clemans Certified Exchange Specialist® Business Development Director | Accruit 
Bakersfield, CA - Western Region www.accruit.com Direct – 661-310-1541 Mobile – 661-319-1378
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Commercial and Residential Pest
Termite and Rodent Control
Termite & Fungus Damage Repairs
No Contract Options

Get Your Free Estimate Today!
559.322.5252 | MisterSprayman.net

Your Experienced Local AllyFor Pest-Free Listings

Your Experienced Local AllyFor Pest-Free Listings

WE ARE THE EXPERTS
IN PEST CONTROL

SERVICE

As an American Pacific Mortgage I am dedicated to helping 
you obtain the loan that is tailored to your unique financial 

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

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

PAUL SALAZAR,
Branch Manager, Loan Officer
NMLS# 349562 / DRE#01314440

paul.salazar@apmortgage.com
559-360-2763  |  Fresno #1678

1080 W. Shaw #105 Fresno, CA 93711

YOUR FINANCIAL SUCCESS
IS MY GOAL
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& AD DESIGNIN MAGAZINE

But don’t just take our 
word for it. Take theirs.

n2co.com

If you can
DREAM it,
WE CAN
FINANCE it.

Ryan Dias • 559-318-6058

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

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

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

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

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

Our mission is to provide an outlet for 
families in our community to express 
themselves and to receive physical, mental, 
spiritual and emotional support.  We help 
them find who they really are, what they 
aspire to be, and support them on that 
journey. Along with our amazing training 
programs we also offer evidence -based 
programs for students and families through 
our AAMP and PAM courses. With Amplify 
you can work on both your mind and body. 
Visit us in person or give us a call!
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PHOTOS BY CHRISTIAN URENA

COVER STORY

What a 
Father BuildsCraig, Clay

That is what makes their story the 
right one for a Father’s Day cover.

This is not just a story about 
production, longevity, or a 
respected company name. It is a 
story about what a father builds 
when he gives his children more 
than a business. He gives them a 
standard. He gives them a work 
ethic. He gives them a way of 
carrying themselves in the world. 
And if he does it right, that legacy 
does not feel heavy. It feels lived in.

Craig was raised on a row 
crop farm in Pixley, California. 
Agriculture was not something he 
studied from a distance. It was in 
his blood. He studied at California 
Polytechnic State University, San 
Luis Obispo as an Ag Business 
major, expecting he would come 
home and help on the family 
farm. But life changed course, 
and the family sold the farm 
before he graduated. A different 

path opened. Real Estate was 
already in the family through his 
grandfather, and then through his 
father and uncle. Craig stepped 
into the business with the same 
practical understanding that farm 
life had already taught him.

He got licensed in 1978, became a 
broker in 1981, and helped grow 
the business into a respected 
operation with deep roots in 
Residential, Agricultural, and 
Commercial Real Estate.

But what stands out most is 
not the length of time. It is the 
steadiness of his philosophy.

Do the right thing.

Never let the money lead.

Ask enough questions to 
understand what is really going 
on in a client’s life.

Then help.

That mindset did not stay with 
Craig alone. It became part of the 
family culture.

Clay and Bryce were not 
introduced to the business in 
adulthood. They were raised 
inside it. Open houses, sign 
placement, measuring properties, 
office life, the rhythm of deals, 
the conversations around clients 
and contracts. This was their 
normal. They were not watching 
Real Estate from the outside. They 
were absorbing it while growing 
up. In many ways, the business 
was never something they 
discovered later. It was already 
part of who they were.

Clay took a more structured 
route into the profession. 
After high school, he studied 
at California Polytechnic State 
University, Pomona. While there, 
he shifted his academic focus 

For some families, Real Estate is 
a career path. For the Smiths, it 
feels more like a language passed 
down at the dinner table, in the 
truck, through office walls, and 

across generations. Craig Smith is 
the father. Clay Smith and Bryce 
Smith are the sons. Together, they 

represent something increasingly 
rare in business and even rarer in 
life: a family that has figured out 

how to work side by side, speak 
honestly, disagree freely, and still 

stay deeply connected.

SMITH& Bryce
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from Mechanical Engineering 
to Finance, Real Estate and 
Law. He got licensed in 2006 
and spent time working for 
another broker before returning 
home after graduating in 2008. 
That mattered, and it gave him 
perspective. It also gave him 
experience beyond the family 
business, which made his 
eventual return more intentional.

He started selling Real Estate in 
2008, in a market that did not 
hand anyone easy wins. That 
timing shaped him. He learned 
through challenge, not comfort, 
and that matters when you are 
the one expected to lead later.

Now, Clay carries a different 
kind of weight. He is not just 
a salesperson. He is broker, 
manager, owner, problem solver, 
and steward of the company’s 
future. He and his wife, Marissa, 
made the decision to move the 
business forward, and with that 
came more than a title change. 
It came with responsibility 
for agents, staff, systems, and 
families beyond his own. Legacy 
sounds noble from the outside. 
On the inside, it often looks like 
stress, accountability, and a lot 
of decisions that nobody else can 
make for you.

Bryce’s path feels different, but 
no less rooted. He played baseball 
and studied at Porterville College 
and earned his Ag Business degree 
from California State University, 
Stanislaus, then came home, took 
the test in 2012, and got to work. 
There is something especially 
honest about the way he talks 
about Real Estate. He is not trying 
to romanticize it. He knows it is 
work and knows the business 
does not owe you anything. He 
knows every morning can feel 
like waking up unemployed if 
there is nothing in the pipeline. 
But he also knows relationships 
are the real foundation. For Bryce, 
the work has always been about 
more than transactions. It is about 
friendships, family, trust, and 
staying present enough to help 
people all the way through.

That distinction says a lot about 
the Smiths as a whole. They are 
not polished in a performative 
way. They are real. Their 
conversations are blunt, their 
humor is sharp, their honesty is 

At the end of the 
day, it’s not our 

decision.  We’re just guiding 
them and 

communicating.”

Underneath all of it is an open 
door culture that extends 
beyond the family. The Smiths 
care deeply about the agents in 
their office. Weekly meetings 
still matter. Questions are 
welcomed, experience is shared, 
and help is always available. 
There is no mystery around 
their belief that if you are going 
to lead people, you had better 
actually show up for them.

That spirit did not come  
from nowhere.

Craig’s influence is obvious in 
the visible ways. The discipline. 
The routine. The phone calls. 
The consistency. He still treats 
prospecting as a habit, not an 
occasional burst of motivation. 
He still believes that if you want 
business, you go find it. He still 
gets up early, works out, gets 
dressed, and goes to the office. 
That kind of leadership does 
not need a speech. People see it. 
Clay comments, “We could not 
have built this without our loyal 
trusted sales associates.”

But the story would be incomplete 
without talking about Karen, 
Craig’s wife and mother to Clay 
and Bryce.

If Craig gave the business its face 
and its voice, Karen gave it its 
structure. The family says it plainly. 

She was the glue. She handled 
the financials, the back office, the 
daily operations, the unseen work 
that kept everything moving. She 
opened the office, filled the gaps, 
carried what others did not want 
to do, and made it all function. In 
a Father’s Day story, that matters. 
Because the strongest fathers are 
rarely building alone. They are 
often able to lead because someone 
beside them is carrying an 
enormous share of the weight.

The Smiths know that. They say it. 
They respect it. And that honesty 
makes the story better.

There is also something powerful 
about the fact that this family 
actually enjoys being together. 
Bryce remembers sharing an 
office with Clay for years. He 
remembers sitting in his mom’s 
office and talking. He remembers 
the four of them going to lunch. 
He remembers the silence in the 
car before lunch turning into 
another family moment. That kind 
of memory is not about business 
metrics. It is about proximity. Time. 
Repetition. A life built together.

That may be the heart of this 
Father’s Day story.

Craig and Karen did not just build 
a brokerage. They built a life their 
sons wanted to come home to. 
They built a standard their sons 
respected enough to continue. They 
built a culture where work and 
family were not always separate, 
but were still meaningful. They 
built something worth taking over.

And now the story is shifting again.

Clay and Marissa are leading the 
company forward. Bryce is growing 
deeper into his own lane while 
continuing to work alongside his 
dad. Craig is still doing what he does 
best, especially in the agricultural 
and commercial space where 
experience cannot be faked. The 
next chapter is already happening 
in real time. It is not neat. It is 
not overly scripted. It is a family 
business, which means it is messy, 
funny, stressful, loyal, and very real.

That is exactly why it matters.

For Father’s Day, the Smiths 
remind us that legacy is not just 
what a father leaves behind. It is 
what he lives out in front of his 
children for years until they know 
how to carry it too. 

immediate, they call each other 
out and above all, they support 
each other. They know each 
other’s strengths and flaws too 
well to pretend otherwise. And 
maybe that is why it works.

“It’s a pleasure for me 
to go to work every 

day and work alongside my two sons.”
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Paul Mendes • 559.334.3234 • absolutecomfortlimousine.com

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

Luxury
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THE ROAD  
HE CHOSE

EDDIE
R E N D O N

S ome careers are 
built on a master 
plan. Eddie 
Rendon’s was  

built on choices.

Not perfect choices. Not 
easy choices. Not polished, 
straight line, everything 
worked out the first time 
choices. The kind that come 
when life gets loud, pressure 
gets real, and one decision 
can move you toward 
stability or away from it. 
That is what makes Eddie’s 
story worth telling. He did 
not arrive in Real Estate by 
inheritance, shortcuts, or a 
carefully scripted roadmap. 
He got here by learning 
early that where you start 
does not have to decide 
where you finish.

Eddie grew up in Fresno, 
shaped by hardworking 
parents, a strong example 
of marriage, and a 
neighborhood that taught 
him to pay attention. His 
father served in the military. 
His parents built a life the 
hard way, and he watched 
them buy their first home 
when he was still a kid. He 
remembers that moment 
clearly. Even then, there was 
something about watching an 
agent drive his family from 
house to house that stayed 
with him. It looked like a 
career built on movement, 
trust, and helping people 
reach something bigger than 
where they were.

Long before he entered Real 
Estate, Eddie was already 
learning how to work. He 
delivered newspapers as a 

There was a season in Eddie’s 
life when things could have 
gone another way. He has 
spoken openly about rougher 
surroundings, close calls, 
and friends whose lives did 
not unfold the way anyone 
would have hoped. He knows 
what it means to stand 
near the edge of a different 
ending. That awareness 
still shapes him. It is one 
reason his story carries 
weight. Eddie does not talk 
like someone who assumes 
success was inevitable. 
He talks like someone 
who knows it was earned, 
protected, and chosen more 
than once.

The pivot into Real Estate 
started with his own move. 
While selling a home in 
Fresno and purchasing a 
home in Las Vegas for his 
work relocation, Eddie 
began asking questions. A 
lot of them. The broker who 
sold his home connected 
him to a loan officer in Las 
Vegas, and that loan officer 
connected him to a Realtor. 
Eddie stayed curious. He 
shadowed the loan officer 
after his own transaction 
closed, got licensed in 
Nevada, and stepped into the 
mortgage side first. Less than 
two years later, he moved 
back to Fresno, got licensed 
in California, and ended up 
working for the very broker 
who had sold his house in 
the first place. It is one of 
those full circle moments 
that sounds scripted until 
you realize life occasionally 
writes better stories than any 
of us could.

The risk was real. He walked 
away from a stable income 
and stepped into a business 
that offered no guarantees. 
It was not a dramatic leap 
for the sake of ego. It was 

a necessary one. One path 
had stopped making sense 
for the life he wanted, the 
father he wanted to be, and 
the future he was trying to 
build. So he bet on himself 
and came home.

That bet did not pay 
off overnight. But over 
time, transaction after 
transaction, mentorship 
after mentorship, Eddie 
found his lane. He worked 
as both a loan officer and 
Realtor for several years 
before choosing to focus 
on sales. He earned his 
broker’s license young, 
became Broker/Owner of 
the company where he 
had started, later moved 
through a national brokerage 
environment, and in 2025 
joined Iron Key Real Estate 
as a Broker Associate. That 
journey matters because it 

gave him range. He has seen 
the business from multiple 
sides, and that perspective 
made him sharper, steadier, 
and more intentional about 
how he wants to operate.

Ask Eddie what guides him, 
and his answer is simple: 
information, innovation, 
integrity. Three words. 
No fluff. Just a working 

kid. At sixteen, he started 
in fast food and took that 
job seriously. What many 
people dismiss as entry 
level work became one of 
the first proving grounds 
of his life. He learned 
discipline, customer 
service, accountability, 
and how to lead under 
pressure. He moved from 
cook to shift manager 
to assistant manager to 
general manager, eventually 
becoming a district trainer 
who traveled state to state 
helping open stores and 
train teams. What looked 
small from the outside was 
teaching him something 
foundational. Work ethic 
compounds. The way you do 
one job becomes the way you 
do every job.

He also became a father 
young. That mattered. It 
forced him to grow up 
faster and think differently 
about what kind of man he 
wanted to be. Responsibility 
stopped being abstract. It 
was personal now. He was 
not just trying to build a 
future for himself. He was 
trying to build one his son 
could count on.

PHOTOS BY JOSE LOPEZ
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MAN ON THE MOVE

WORK ETHIC 
COMPOUNDS. 

THE WAY YOU 
DO ONE JOB 

BECOMES THE 
WAY YOU DO 

EVERY JOB.”
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(559) 392-3307

rkbuildersus@gmail.com

Buildwithryannow.com

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

TOP CHOICE FOR RELIABLE GENERAL CONTRACTORS
IN FRESNO, CALIFORNIA

RYAN K
LEFFINGWELL

a cycle. He meets people 
there. He understands that 
the paperwork matters, the 
negotiating matters, and 
the strategy matters, but the 
emotion matters too. In a 
business where it is easy to 
become numb to the stakes, 
Eddie has stayed close to 
what they really are.

There is also a quiet 
endurance to Eddie that 
shows up outside the office. 
He runs marathons and 
half marathons. He has 
completed Spartan races. He 
trains hard, not for attention, 
but because fitness is one of 
the places he resets. When 
motivation dips, he returns 
to faith and movement. He 
prays. He runs. He finds 
perspective outdoors, in 
the kind of scenery that 
reminds him his problems 
are smaller than they feel 
in the moment. Earlier 
this year, he completed a 
marathon after logging more 
than 500 training miles, 
using the race to honor the 
memory of a loved one lost 
to Parkinson’s. That says 

something important about 
him. He does not just endure 
difficulty. He gives it purpose.

At home, he is proudest of 
the life he has built with 
his wife and children. He 
speaks with gratitude about 
his marriage of 19 years, his 
son’s growth as an Air Force 
Reservist and Emergency 
Room Technician, and his 
daughter’s progress in a 
life skills program through 
Sanger Unified and Fresno 
State. Success, to Eddie, 
is not a flashy number 
on a leaderboard. It is 
being present. It is being 
dependable. It is becoming 
the kind of man his younger 
self needed to see.

That may be the strongest 
thread in Eddie’s story. He 
has built a life that answers 
the uncertainty he once 
knew. Not with perfection, 
but with consistency. 
Not with talk, but with 
action. He has become the 
kind of professional who 
understands that trust is 
earned slowly and protected 

daily. He has also become 
the kind of person who 
knows that character is built 
in private long before it is 
recognized in public.

If there is one takeaway from 
Eddie Rendon’s story, it is this: 
your life is not defined by the 
hardest thing you survived, 
the roughest place you came 
from, or the mistake you 
could have let become your 
identity. It is defined by what 
you choose next.

That is the thread through 
all of it. The early jobs. The 
hard turns. The mentors. The 
family. The clients. The miles. 
The business. Integrity is not 
just part of Eddie’s story. It 
is the reason the story kept 
getting better. 

philosophy. He believes 
clients can make the right 
decisions when they are 
given the right information. 
He believes some situations 
require creativity and 
persistence to solve. And 
above all, he believes 
integrity still matters. That 
is not branding language 
for him. It is operational 
language. It shows up in 
how he advises, how he 
communicates, and how he 
carries responsibility for 
people who trust him.

That mindset is why Eddie 
is known for going over 
and above. He wakes up 
early. He stays up late. He 
works while out of town. He 
keeps his phone on and his 
laptop nearby because he 
believes the job is to show 
up, especially when people 
need steadiness most. He 
is not chasing the image 
of service. He is doing the 
actual work of it.

And for all the experience 
he has with investors and 
high level clients, what still 
lights him up most is the 
first time homebuyer. He 
knows it may sound simple, 
but for him it is not generic. 
It is deeply personal. He 
remembers his own parents 
buying their first home, and 
his own first home purchase 
at the young age of 21. He 
understands that for many 
clients, buying a home is not 
just a transaction. It is proof 
that sacrifice amounted  
to something.

That perspective gives Eddie 
an edge that cannot be faked. 
He knows homeownership 
means different things to 
different people. For some 
it is security. For others it 
is pride, legacy, freedom, 
or proof that they broke 

WHERE YOU 
START DOES 

NOT HAVE TO 
DECIDE WHERE 

YOU FINISH.”

Trustworthy & Reassuring
• Protection you can count on.
• Peace of mind you deserve.
• Your home’s best backup plan.
• We’ve got your home covered —
  so you can breathe easy.

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

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

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

The N2 Company was named to Inc.’s 
Best in Business list for Social Good — 
the authoritative list of companies that 
make a meaningful impact beyond profit.

Here’s the part we’re most proud of:
The magazine you’re reading is part
of that impact.

Read how THIS magazine is part of something bigger.

INC.
SAYS
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GENERAL
PEST

CONTROL

BIRD AND
RODENT

EXCLUSION

REAL ESTATE
INSPECTION

AND TERMITE
CONTROL

CALL: (559) 670-0565  /  carellano@hexapodpc.com
10th Ave, Kingsburg, CA 93631  /  O�ce hours: M-F  8am to 5pm

I speak Spanish  /  Yo hablo Español

Luke@fresnomoldbusters.com
FresnoMoldBusters.com

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

ARE LURKING IN YOUR HOME

INVISIBLE
INTRUDERS

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

PARTNER WITH US TODAY!

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

Count on us for fast communication, 
smooth closings, and lending solutions 
that make you look good. Your clients 

deserve the best — and so do you.

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

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

A STEADY 
GUIDE WHO 

TURNS MONEY 
STRESS INTO 
A CONFIDENT 

PLAN

PHOTOS BY KEN ALLISON
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REAL PRODUCERS

In his words, “I help 
people make wise financial 
decisions by empowering 
them to live with freedom 
and joy in their finances.” 
That mindset shows up 
in every meeting. Money 
matters, but it is not the 
point. The point is what 
money makes possible when 
a family feels steady about 
where they are headed.

Mike grew up in Visalia 
and spent years serving in 
nonprofit ministry, walking 
with people through 
meaningful seasons of life. 
That foundation shaped the 
way he views leadership, 
responsibility, and trust. 
When he made the transition 
to Edward Jones, it was 
not about walking away 
from service. It was about 
expanding it. He wanted a 
new challenge and a new 
way to help families steward 
what they had been given. 
He talked to advisors he 
respected, asked thoughtful 
questions, and ultimately 
chose Edward Jones because 
he aligned with its long term 
investment philosophy and 
values centered approach.

Ask Mike what separates 
him, and he does not lead 
with performance charts 
or bold predictions. He 
leads with how he treats 
people. “People are more 
important than things,” he 
says, and he means it in the 
complicated moments, not 
just the celebratory ones. If a 
client is navigating divorce, 
loss, retirement, or a major 
transition, the first priority is 
understanding what matters 
most to them. That same 
principle shapes his working 
style. He listens carefully, 
educates with clarity, and 
creates a low pressure 
environment where clients 

Mike Young has a calm 
way of talking about 
finances that makes 
people feel like they 

can finally exhale. Not 
because he tells them 

what they want to hear, 
but because he makes 
the complex feel clear. 

He listens first, explains 
with patience and clarity, 
and replaces vague goals 

with a plan clients can 
have confidence in.

MIKE 
Young 

EDWARD JONES

feel comfortable asking 
honest questions.

On the investment side, 
Mike’s approach is 
disciplined and patient. 
“I’m uninterested in making 
quick money, because if 
you can make quick money, 
you lose it quickly too.” His 
focus is long term, quality 
investments and helping 
clients stay anchored when 
headlines and volatility 
try to pull them off course. 

He believes consistency, 
perspective, and thoughtful 
planning outperform 
reaction and impulse  
over time.

In recent years, Mike 
has leaned deeper into 
comprehensive financial 
planning. This process looks 
beyond a single account or 
isolated goal. It evaluates 
the full financial picture, 
including cash flow, risk 
management, retirement 
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From fast, custom digital quotes to a completely 
streamlined online loan application and approval 

process, you can get your money and do what you 
want with it — usually in less than 30 days.

Your time & money matter.
Let's not waste either.
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• Down Payment Assistance 
(DPA) Programs

• FHA Loans

• Conventional Loans

• VA Loans

• USDA Loans

• Other Mortgage Programs too!

Specializing in:

planning, and wealth 
transfer. “Financial planning 
takes into account their whole 
financial life,” Mike explains, 
“and we work in concert 
with their estate planning 
attorney and CPA to make 
sure everything is synced up.” 
The result is clarity. Clients 
understand not only what 
they own, but why they own 
it and how it supports their 
long term vision.

For top Realtors, Mike sees 
an especially meaningful 
opportunity for collaboration. 
Real Estate is one of the most 
powerful wealth building 
tools available to families, 
and a home purchase often 
triggers important financial 
questions. Mike believes those 
moments deserve thoughtful 
follow up. “A financial 
advisor six months to a year 
after that home purchase 
could be really helpful,” he 
says. When clients settle into 

their new home, they start 
thinking about taxes, cash 
flow, protection, and future 
goals. A trusted financial 
partner can help them align 
their new investment with 
the rest of their financial life.

Mike also recognizes that 
many Realtors operate as self 
employed business owners, 
often juggling production, 
marketing, and family 
life while also trying to 
manage their own financial 
strategy. He enjoys helping 
professionals create structure 
around retirement savings, 
protection strategies, and 
long term planning. “I want to 
help my clients pass on their 
wealth in a tax smart way,” 
he says. That mindset applies 
just as much to entrepreneurs 
as it does to retirees.

The value Mike brings to 
Real Estate relationships is 
twofold. First, he elevates 

the client experience. A 
referral to a steady, values 
driven advisor reinforces 
that the Realtor is thinking 
beyond the closing table. 
Second, he strengthens the 
professional relationship 
itself. Connecting with top 
Realtors allows Mike to 
understand the rhythm of 
the market, the concerns 
buyers and sellers are 
facing, and how financial 
planning can support better 
decision making.

At the core of it all is trust. 
Mike measures success not 
by short term gains, but by 
whether families feel secure, 
informed, and confident 
in the path ahead. When 
financial decisions are 
rooted in clarity and aligned 
with personal values, people 
do not just build wealth. 
They build peace of mind. 

I’m uninterested 
in making 

QUICK 
MONEY, 
because if you 
can make quick 
money, you 

LOSE IT 
QUICKLY 
TOO.

BUILT FOR AGENTS,
Trusted by Homeowners

Michaela Paz

SEE HOW I CAN
HELP COVER

YOUR CLIENTS!

209.639.2344
Michaela.paz@fnf.com
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Need a fast solution for a hard-to-sell home?Need a fast solution for a hard-to-sell home?

WE'LL GIVE YOU A CASH OFFER BEFORE
IT EVEN HITS THE MARKET OR IF YOU
HAVE A STALE HARD TO SELL LISTING.

WHEN TRADITIONAL LISTINGS
HAVE OBSTACLES, WE’RE YOUR

SIMPLE SOLUTION.

WHEN TRADITIONAL LISTINGS
HAVE OBSTACLES, WE’RE YOUR

SIMPLE SOLUTION.

MARIE MEZA | Real Broker
marie@mariemeza.com | 559-246-4905
 Marie DRE#01772801 Real Broker DRE #02022092

Perfect for sellers who don’t want to list due to repairs, need to close fast, or have properties 
that just aren’t moving. We make fair cash o�ers and handle the details so your clients can 

move forward with confidence.

CASH PURCHASES  |  QUICK CLOSINGS  |  NO REPAIRS OR SHOWINGS
NO LISTING HEADACHES  |  WE PAY YOUR COMMISSION

IF THE HOME IS RESOLD YOU CAN BE THE LISTING AGENT

YOUR CLIENTS CLOSED.
NOW HELP THEM BUILD WHAT’S NEXT.

pacificpointwealthmanagement.com
ben@pacificpointwealthmanagement.com

     @pacificpointwmgt
CA #4305158
858-776-6682

Pacific Point Wealth Management LLC. Investing involves risk, including possible loss of principal. Past performance does not guarantee future results.

Buying a home is one of the biggest financial milestones 
your clients will ever experience. It is only the beginning.
At Pacific Point Wealth Management, we partner with 
real estate professionals to o�er complimentary financial 
reviews 6 months after closing. 
We help your clients:
• Align their mortgage with long-term goals
• Improve cash flow and savings
• Plan for investments, retirement, and taxes
• Build a clear financial roadmap
This is a simple way to stay valuable and
strengthen relationships after the deal is done.

Give your clients a reason to remember you beyond closing.

With nearly 30 YEARS in 
the lending industry, 
you can trust me to 
provide the best 
options for your 
clients and assist you 
in closing MORE 
DEALS in 2026!

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

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

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



9151 Currency St.
Irving, TX 75063


