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
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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 aloved 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

WHERE YOU
START DOES
NOT HAVE TO
DECIDE WHERE
YOU FINISH -1

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.

Trustworthy & Reassuring

« Protection you can count on.

« Peace of mind you deserve.

* Your home’s best backup plan.

* We've got your home covered —
S0 you can breathe easy.

Service-Focused
* When things break, we make it better.
¢« +FXY 8§]JX 3T XZWUWNXJIX
« Repairs made simple.
Service made personal.

Modern & Clever

« Because stuff breaks. We don't.

« Smart coverage for life’s “uh-oh” moments.

e >TZW MTRJAX 8§]JW GJKTWJ NY~

- Susan Britter
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REAL ESTATE MEDIA

... _EVERY HOME HAS A STORY,

WE HELP YOU TELLAT

I

WWW.HOUSEHUB.MEDIA g

INVISIBLE
INTRUDERS

ARE LURKING IN YOUR HOME

Call Today 559-999-4852

Mold Inspections - Air Testing - Remediation

Luke@fresnomoldbusters.com
FresnoMoldBusters.com

W (o The Kealfors we work wifh:
szer&ngWW,

“ 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.

“-?'F_USTIﬂFf i

Competitive Rates - Customized Solutions N‘_ﬂ / ' MID VALLEY
VAL | FINANCIAL

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

REAL ESTATE
INSPECTION
AND TERMITE
CONTROL

BIRD AND
RODENT
EXCLUSION

Hexapod Pest Control

CALL: (559) 670-0565 / carellano@hexapodpc.com
10th Ave, Kingsburg, CA 93631 / Office hours: M-F 8am to 5pm
| speak Spanish / Yo hablo Espariol
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PARTNER SPOTLIGHT
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EDWARD JONES™

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.

PHOTOS BY KEN ALLISON
WRITTEN BY CENTRAL VALLEY
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

NMREMENT

EMENT

ICATION

INEXPECTED

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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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
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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.
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FIDELITY®
NATIONAL

HOME WARRANTY
Pichaelon Pw;,

BUILT FOR AGENTS,

Trusted by Homeowners

SEE HOW | CAN
HELP COVER
YOUR CLIENTS!

209.639.2344

Michaela.paz@fnf.com

oto, Video, and
pcial Content

lit to elevate listings
d personal brands in
competitive Market

(760) 258-6123 4 joselopez@summitvisuals.co

LR

FRANCHESCA GUERRERO

YOUR TIME & MONEY MATTER.
LET'S NOT WASTE EITHER.

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.

Specializing in:

« Down Payment Assistance
(DPA) Programs

+ FHA Loans

« Conventional Loans

+ VA Loans

« USDA Loans

« Other Mortgage Programs too!

N4

WESTERN PIONEER

ForN A NOCIT A

fran@wpfloans.com
559-412-9621

'SEWER SCOPE

CEMTIFIED NSPECTOR - "l

559-315-3713

Residential & Commercial
Property Inspections
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YOUR CLIENTS CLOSED.
MBUILD WHAT’S NEXT.

3Uying a home is one of the biggest financial milestones
our clients will ever experience. It is only the beginning.

» At Pacific Point Wealth Management, we partner with
‘ reaI estate professionals to offer complimentary financial
WS 6 months after closing.

1elp your clients:

Jn their mortgage with long-term goals
drove cash flow and savings
for investments, retirement, and taxes
Id a clear financial roadmap

IS a simple way to stay valuable and
gthen relationships after the deal is done.

Give your clients a reason to remember you beyond closing.

E A : WE'LL GIVE YOU A CASH OFFER BEFORE
pacificpointwealthmanagement.com ; $ TR IT EVEN HITS THE MARKET OR IF YOU
£\ PACIFIC Pen@paciicpolntuealimanagement.com ), SRR HAVE A STALE HARD TO SELL LISTING.
N/ POlNT CA #4305158 L

858-776-6682

Need a fast solution for a hard-to-sell home?2

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 offers and handle the details so your clients can
move forward with confidence.

el CASH PURCHASES | QUICK CLOSINGS | NO REPAIRS OR SHOWINGS

)
1 el Dl * *
Cre l\]MC 3, 0LD REPUBLICSEEIEY NO LISTING HEADACHES | WE PAY YOUR COMMISSION

BOME LOANS NANCY TA CASTILLO IF THE HOME IS RESOLD YOU CAN BE THE LISTING AGENT

e L L LR ] e

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

EXPERIENCE
MATTERS

With nearly 30 YEARS in : A
the lending industry, il andles a vari
you can trust me to . '

provide the best

options for your

clients and assist you ‘
in closing MORE '
DEALS in 2026! R ™

MOBILE HOMES - AGRICULTURAL
| COMMERCIAL - RESIDENTIAL

CONTACT US TODAY TO EXPERIENCE THE ORT DIFFERENCE!
FRESNO OFFICE: 7451 N. Remington Ave. Fresno, CA 93711 | 559.440.9249
KINGSBURG OFFICE: 1470 Draper St. Klngsburg, CA 93631 | 559.538.1036

P TIRIL o

WHEN TRADITIONAL LISTINGS
HAVE OBSTACLES, WE’RE YOUR
SIMPLE SOLUTION.

SCAN TO
LEARN MORE NANCY MOTA CASTILLO

SR LOAN OFFICER
E Tq E NMLS #284902
NANCY@CORELOANS.COM
ﬁ - 559.909.6116
Hablo Espanol

L—__ _.‘
......... s (Wi o ¥ s I M PLE MARIE MEZA I Real Broker
NANCYHOMELOANS.COM b il SOLUTIONS marie@mariemeza.com | 559-246-4905

2024 CORE HOME LOANS. A DIVISION OF ALMEDA MORTGAGE CORPORATION, NMLS #271603, LICENSED BY THE © 2025 0ld Republic Title
DEPARTMENT OF FINANCIAL PROTECTION AND INNOVATION UNDER THE CALIFORNIA RESIDENTIAL MORTGAGE LENDING ACT

‘:%‘: OLD REPUBLIC INSURANCE GROUP

IADE EASY Marie DRE#01772801 Real Broker DRE #02022092
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

California Association of REALTORS® Certified

WIN

HOME INSPECTION
Wi

SERVING THE ENTIRE

Nathan Houck - Owner/Inspector

WIN Home Inspection Visalia
www.wini.com/visalia
559-303-5100

WIN Home Inspection Hanford
www.wini.com/hanford
559-415-3500

WIN Home Inspection Porterville
www.wini.com/porterville
559-615-5505

L__
SERVICES INCLUDE:

. Home inspection . Sewer Scope

« Pre-list inspection . Mold Test
. Pool & Spa

Rob Blackstone - Owner/Inspector
WIN Home Inspection Madera-Merced
www.wini.com/maderamerced
559-674-5332



