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Make Sure Your Tenants or Listings Are Safe!

Email or call our office to schedule a lead inspection.

lead@sbsmro.com  |  (856) 885-2241  |  SideBySideMRO.com

LEAD PAINT INSPECTIONS
Do you need a "lead safe" or "lead-free" certification for your 
rental property? We can inspect your rental and provide a 
certificate in compliance with DCA and DOH regulations.

WE ALSO OFFER EVICTIONS & TURNOVERS AND RENTAL REHABS!

They are professional, punctual, and are 
always just a phone call away. They have a lot 
of professional experience and offered 
valuable insight and suggestions.

- Stephen Karakitsios,
Rental Investor
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

COACHING
TMI Coaching Co.
(856) 776-6886
Terri.Parker@TMICoaching.net

HOME & PROPERTY 
INSPECTIONS
Vivid Home Inspections
(609) 922-7456
VividHomeInspections.com

INSURANCE AND 
FINANCIAL SERVICES
State Farm
Missy Murray
(267) 229-3326
MissyInPhilly.com

JUNK REMOVAL
Junk Rescue
(844) 292-5865
Junk-Rescue.com

LEAD PAINT INSPECTIONS
Side By Side MRO, LLC
(856) 885-2241
SidebySideMRO.com

MORTGAGE
Citywide Home Mortgage
Chris Wilhelm
(609) 828-5503
Chris.Wilhelm@citywidehm.com

CrossCountry Mortgage
Terri Santiago-Parker
(856) 776-6886
TeamParkerCCM.COM

Maximus Mortgage Advisors
Matt Boyce
(856) 671-0642
MaxLoans.com

Nation One Mortgage 
Corporation
Blaise Menzoni
(856) 692-9494
NationOne.com/loan-officer/
Blaise-Menzoni

PHOTOGRAPHY
Jordan Fiordaliso Studio
(856) 723-5479
JordanFiordaliso.com

STAGING
Actual Spaces
(609) 957-9892
ActualSpaces.com

TITLE SERVICES
Good To Be Home Title
(908) 621-1192
GoodToBeHomeTitle.com

Pittman Title & Escrow
(856) 516-4197
PittmanTitle.com

Surety Title
(856) 988-8900
MySurety.com

VIDEO SERVICES
Reel Dependable Media
(302) 345-2255
View.Spiro.Media/RDPortfolio
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Dominique
Owner

PHOTOGRAPHY, VIDEOGRAPHY, 3D 
TOURS, FLOOR PLANS & MORE FOR

STAND-OUT LISTINGS!STAND-OUT LISTINGS!

Hello May, The Season of Celebration! 

May is a time to celebrate—the dedication, resilience, and 
heart that each of you brings to this industry and to this 
community. It’s a moment to pause and recognize not 
only how far we’ve come individually, but the incredible 
momentum we’ve built together.

What makes Real Producers so special goes far beyond 
the pages of a magazine. It’s the relationships formed, the 
encouragement shared, and the collective drive to see one 
another succeed. This community continues to thrive because 
of the energy, integrity, and passion each of you brings to it 
every single day.

As we move through this season, it’s a great reminder that 
success is not just measured in transactions or milestones, but 
in the connections we build and the impact we make along the 

Publisher’s

Kristin Brindley 

Owner/Publisher
South Jersey Real Producers
313-971-8312
Kristin@kristinbrindley.com

way. The strength of this network is rooted in collaboration, 
and that foundation continues to grow stronger with each 
passing month.

As we move through May, let’s carry this reminder:
“Joy multiplies when shared with others.” 

Here’s to continued growth, connection, and celebration—in 
business and in life.

Note
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Resilience, 
Relationships, and 

Real Impact

STEPHEN
BY GEORGE PAUL THOMAS 

PHOTOS BY JORDAN FIORDALISO

AGENT SPOTLIGHT

S
ome careers are carefully 
mapped out. Others reveal 
themselves when life 

changes direction.

For Stephen Clyde, real 
estate was never the original 
destination. Born and raised in 
Berlin Township, New Jersey, 
he began his professional life 
as a municipal bond trader. But 
after the events of September 11 
disrupted the financial world, his 
future took an unexpected turn. 
What began as helping his late 
wife, Donna, with weekend open 
houses soon became a calling 
that would define the next two 
decades of his life.

Today, as the leader of the 
Stephen Clyde Real Estate Group 
with LPT Realty, “Real Estate 
Re-Imagined,” Stephen is known 
for his confidence, transparency, 
and unwavering focus on 
relationships. He describes 
himself as an open book with 
no filter. Clients appreciate the 
honesty. More than anything, they 
value consistency. His business 
is built almost entirely on 
repeat and referrals. “I’m about 
relationships, not transactions,” 
he says simply.

Deep Roots,  
Strong Foundations 
Stephen’s connection to Berlin 
Township runs deep. He was 
born and raised there, and his 
sister still lives in the home where 
they grew up. His father’s legacy 
is permanently woven into the 
community through Robert T. 
Clyde Sr. Memorial Park, named 
in his honor.

As the youngest of six children 
with four older sisters, Stephen 
was raised in a household 
centered on service and 
generosity. “My parents were 
always about giving back and 
helping others,” he says.  
Those values became the 
framework for both his 
business and his leadership.

He attended twelve years of 
Catholic school, from Our Lady 
of Mt. Carmel through Saint 
Augustine Prep, before heading 
to the University of Miami. Along 
the way, he even worked on two 
seasons of Miami Vice and later 
ran the New York City Marathon, 
experiences that reflect both 
discipline and drive.

A Partnership That  
Changed Everything 
Stephen officially began his real 
estate career in 2003, but the 
heart of that decision was Donna.

After September 11 reshaped the 
bond trading industry, Stephen 
faced uncertainty. “I was too poor 
and young to retire,” he recalls. 
Donna encouraged him to get 
licensed and help her with open 
houses. What began as support 
quickly became a shared passion.

Together, they built one of the top 
teams at Weichert in Voorhees 
before moving to REMAX, where 
they ranked in the top one 
percent worldwide. For more 
than thirty years, they were 
husband and wife, best friends, 
and business partners, building 
a thriving career while raising a 
family and later celebrating their 
grandchildren, Arianna and Dante.

Through it all, Stephen discovered 
what fulfilled him most: guiding 
people through important 
transitions and building long-
term trust.

Leadership Through Service 
Now operating under LPT Realty, 
Stephen remains intentionally 
dedicated to building deep, strong 
relationships with clients. His 
model is personal, accessible, and 
grounded in serving clients. He 
believes consistency and character 
matter more than volume.

His commitment to service 
extends far beyond real estate. 
A Rotarian for twenty-three 
years and three-time president 

Clyde
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of the Berlin Rotary, Stephen has 
devoted decades to community 
leadership. He has served as 
a former board member and 
volunteer for the Make-A-Wish 
Foundation of New Jersey, 
volunteered and served on the 
board of the Alicia Rose Victorious 
Foundation, and served as 
President of the Inter-Community 
Celebration Association for 
two years, which organizes the 
July Fourth parade for Berlin 
Township and Borough.

His guiding belief is simple: “We 
make a living by what we get, we 
make a life by what we give.”

Love, Loss, and Renewal 
On April 13, 2022, Stephen’s life 
changed forever when Donna 
passed away suddenly from 
a heart attack. The loss left a 
profound void. Grief consumed 

him, and for more than two years, 
he struggled, turning to alcohol in 
an attempt to cope.

“It was a darkness I never 
expected,” he shares candidly.

It was his sisters, Roberta and 
June, his brother-in-law Fran, and 
his fiancée Nancy Kowalik who 
intervened and helped him seek 
treatment. With their support, 
he entered rehab and began the 
difficult journey of recovery.

Today, Stephen proudly shares his 
sobriety date of May 28, 2025. He 
attends three meetings a week and 
remains committed to rebuilding 
his life with intention and 
humility. Recovery has become 
not only personal healing but also 
a way to help others find the path 
to healing and serenity. Through 
recovery, I am free to live a life 
beyond my wildest dreams.

“There is strength in 
vulnerability,” he says. “In sharing 
our stories, we can find healing.”

Family remains his anchor. 
He cherishes time with his 
grandchildren and enjoys 
concerts, movies, dominoes, and 
cards with loved ones. He has 
returned to cycling, skiing, and 

traveling, rediscovering joy in 
movement and connection. At 
home, he and Nancy are enjoying 
life with their kitten, Lucy. After 
growing up with boxers, the 
small but spirited addition has 
brought a new kind of energy 
into his world.

Stephen speaks openly about 
growth, accountability, and 
second chances. He understands 
that while grief may never 
disappear, purpose can be rebuilt 
through faith, community, and 
daily commitment.

Looking Ahead 
As he looks toward the future, 
Stephen remains focused on 
serving clients with integrity 
and continuing to build 
relationships that last well 
beyond the closing table.

His advice to aspiring top 
producers reflects the philosophy 
that has guided his entire life. 
“Serve your clients and give,” he 
says. “If you give it away in slices, 
it will come back in loaves.”

Stephen Clyde’s story is not just 
about real estate. It is about 
resilience, community, and the 
power of relationships to carry 
us forward. 
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Some agents sell homes. Valerie Coppola-Bellia builds trust.

Friendly, honest, and outgoing by nature, Valerie leads 
with transparency in an industry where that  
can sometimes feel rare. She is quick to admit she may 
even be “sometimes too honest,” but that honesty has 
become the foundation of a career defined by repeat and 
referral business.

Born in Philadelphia and raised in Washington Township, 
Valerie grew up surrounded by family. Her roots run deep in 
South Jersey, and that sense of community still shapes how she 
approaches her work today.

Built on Heart and Straight Talk
COPPOLA-BELLIA

BY LARRA ROQUE 

PHOTO COURTESY OF ALISON PALMA PHOTOGRAPHY

COVER STORY

Right after high school, she went to college intending to teach. 
After several years, she realized she wanted a different path. 
Before fully stepping into real estate, she spent 12 years in the 
hospitality industry. That experience sharpened her people 
skills, taught her how to read a room, and reinforced the 
importance of service.

Finding the Right Path 
Valerie first earned her real estate license in 2005. At the time, 
she was still working in hospitality and exploring real estate 
part-time while completing training classes. Eventually, she 
stepped back and placed her license on hold when she moved 
to Florida for three and a half years.

When she returned home in 2013, she made the decision to 
commit to real estate full-time.

The inspiration came from a simple conversation. A friend 
suggested she speak to his mother, who was in real estate. 
That introduction opened a door. What immediately 
appealed to Valerie was the freedom. “I liked the fact 
that you could work as much as you want and earn as 
much as you want without a ceiling,” she explains. The 
flexibility to control her income while still maintaining 
family life was equally important.

That balance of ambition and flexibility has defined her 
career ever since.

A Business Built on Integrity 
Today, Valerie is a solo agent and also serves as the office 
manager and what she describes as “the face” of her brokerage. 
In 2025, she closed over $15 million in sales volume across 49 
transactions. Her goal for 2026 is simple: beat her previous 
year. “I’d love to do 20 mil and hit platinum,” she says, “but as 
long as I do more volume than 2025, I will be happy.”

She has earned New Jersey Circle of Excellence Sales 
Awards every year since 2016, starting at Bronze, moving 
up to Silver, and most recently achieving Gold for 
surpassing $12 million in sales.

Still, for Valerie, production numbers are not the 
driving force.

“What sets me apart,” she says, “is my honesty.” She is 
unwavering in her belief that she would never allow a 

client to move forward with a purchase she would not feel 
comfortable making herself. She focuses on the long term 
rather than the transaction. “It’s not about transactions or 
monetary value. It’s about helping people, guiding them, and 
steering them in the right direction.”

That philosophy has proven itself. When you consistently do 
the right thing, she believes, referrals follow. And they have.

Family, Music, and Movement 
If there is one thing that fuels Valerie outside of real estate, 
it is family.

She comes from what she proudly calls a huge Italian 
family, complete with four parents, three sisters, two 
brothers, and countless aunts, uncles, and cousins. At the 

center of it all is her daughter, whom she describes as her 
number one.

Her lively and energetic personality is reflected in her 
personal life. She loves practicing yoga, attending concerts, 
and going anywhere she can dance. She is also passionate 
about Philadelphia sports, proudly supporting her hometown 
teams whenever possible. Music holds a special place in her 

Valerie 
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heart, providing both comfort and happiness after long days of 
working with clients. 

There is a rhythm to her world. Work hard. Show up honestly. 
Make time for family. Move your body. Dance when you can.

If she had taken a different path earlier in life, Valerie jokes she 
might have become an attorney. “At least that’s what my mom 
always told me I should have been,” she says with a smile. 
Given her straightforward nature and strong sense of right and 
wrong, it is not hard to see the connection.

Living with Faith and Conviction 
Valerie believes deeply that what is meant to be will be. 
As simple as it sounds, that mindset grounds her. She also 

embraces a more direct affirmation style, laughing as she 
references a bold quote about a frog being “water-tight” 
when committing to something.

She is currently reading Let Them by Mel Robbins, 
continuing her personal growth journey while balancing 
a thriving business.

At the heart of it all is a woman who values integrity 
over image, relationships over recognition, and people 
over profit. She understands that buying a home is 
often the biggest purchase of someone’s life. It is where 
families begin, memories are created, and futures are 
shaped. Being trusted with that responsibility is what 
fulfills her most. 

IT’S NOT ABOUT TRANSACTIONS 
OR MONETARY VALUE. It’s about
helping people, guiding them, and steering 
them in the right direction.”
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JUNK REMOVAL • DUMPSTER RENTAL
DEMOLITION SERVICES • CLEANOUTS

DONATION SERVICES
(844) CYA-JUNK

jake@junk-rescue.com | junk-rescue.com

4.9 Rating
Based on 3493 reviews

Less Clutter. Faster Closings.Less Clutter. Faster Closings.

JAKE STILL  OWNER

DID SOMEONE SAY FREE CANDY?
YES!
We will bring a candy jar to your 
office and refill it each month. CALL TODAY!

Were you, the team or your 
business featured in an issue of 
Real Producers? Want a copy of 
your article or full magazines in 
which you were featured?

Print Me More!

S O U T H  J E R S E Y APRIL 2026

40
UNDER
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Class of 2026

SPECIAL ISSUE

40 UNDER 40 
We are delighted to present a special edition of South Jersey Real 
Producers, showcasing the extraordinary individuals who have 
been honored as the real estate industry’s 40 Under 40. These 
remarkable professionals are the trailblazers, trendsetters, and 
influencers to watch in the years ahead.

The honorees were selected for their outstanding real estate 
sales achievements, professionalism, ambition, innovation, 
community engagement, and exceptional character. They serve 
as inspiring leaders who generously share their time, wisdom, 
and support with the next generation of real estate agents.

Many of these exceptional agents have garnered accolades and 
recognition for their accomplishments in the field. They actively 
contribute to nonprofit organizations and important causes. 
You may have already encountered some of these remarkable 
individuals in our previous issues, and we are thrilled to 
showcase them once again in this special edition.

It is our privilege to present the South Jersey Region Real 
Producers’ 40 Under 40 Class of 2026, a group of not only 
outstanding agents but also extraordinary individuals who leave 
a lasting impact on both their clients and the community at large.

Keller Williams | The Alves Team 
ALVES 

Age: 32 | Years in Real Estate: 5 | 2025 Sales: $8.5M 

For Christopher Alves, real estate 
is more than a profession. It is a 
continuation of a legacy built on family, 
trust, and long-term relationships.

Growing up around the industry, 
Christopher saw firsthand how real 
estate could impact families and 
shape communities. Joining the family 
business felt like a natural next step, 
especially after gaining experience 
managing other business operations. 
The transition allowed him to blend 
leadership skills with a passion  
for helping people navigate major  
life decisions.

Over the past five years, Christopher 
has built his role within The Alves 
Team at Keller Williams, closing $8.5 
million in sales in 2025. His approach 
centers on understanding what truly 

motivates his clients. He believes every 
transaction starts with uncovering 
the deeper purpose behind a move. 
“Understanding someone’s why helps 
guide every recommendation I make,” 
Christopher explains.

One of his defining professional lessons 
has been learning to focus forward. 
Early in his career, he found that 
dwelling on missed opportunities or 
difficult transactions slowed growth. 
Adopting a mindset centered on 
progress and adaptability became a 
major turning point, allowing him to 
stay solution-focused and resilient.

Christopher is especially known for 
prioritizing his clients’ confidence in 
their decisions. “If someone is not fully 
ready or has doubts, we slow down,” 
he says. “My goal is to make sure they 

feel 100 percent comfortable with 
the path they choose.” That patience 
has helped him build strong, lasting 
relationships across buyers, renters, 
and investors alike.

Success, for Christopher, extends 
beyond production numbers. It 
includes achieving personal milestones, 
maintaining strong health and fitness 
goals, and creating meaningful 
experiences with his family.

Looking ahead, Christopher is working 
with his family to construct two new 
construction homes, with one already 
underway. Personally, he plans to 
compete in another Spartan Race or 
Tough Mudder and hopes to take his 
wife on a two-week trip to Japan to 
experience its culture, cuisine, and 
automotive scene.

CHRISTOPHER 

Keller Williams Moorestown | Amber Cruse Realty Group 
Age: 30 | Years in Real Estate: 2.5 | 2025 Sales: $5.12M 

NICK 
Hometown Realty Associates 

BERARDINUCCI
Age: 37 | Years in Real Estate: 6 | 2025 Sales: $10M+

Dominique Bell’s real estate career began 
the moment she bought her first home.

At 25, she realized homeownership 
was far more attainable than she had 
grown up believing. Encouraged by 
the agent who guided her through the 
process, she discovered the industry 
was simply another form of helping 
people. That idea resonated deeply after 
years of working in case management, 
supporting individuals with intellectual 
disabilities and autism. The work was 
meaningful, but burnout and limited 
growth pushed her to seek a new path.

Transitioning was not immediate. For 
over two years, Dominique balanced a 
full-time job in finance while building 

her real estate business on nights and 
weekends. The hardest step was trusting 
herself enough to let go of stability. “I 
had to start identifying as a Realtor 
before it felt safe,” she says. The shift 
paid off. Within her first year on a team, 
she reached $3 million in production, 
and in 2025, she surpassed $5 million 
and served 22 families.

Joining the Amber Cruse Realty Group 
was a pivotal moment in Dominique’s 
real estate career. Surrounded by 
like-minded professionals, she gained 
mentorship, accountability, and 
confidence to fully commit to her career.

Her passion centers on education 
and advocacy, particularly for first-

time buyers who never believed 
homeownership was possible. She 
approaches every transaction with 
patience and clarity, determined to 
replace fear with understanding.

Success, to Dominique, means breaking 
generational cycles and building stability 
while maintaining purpose and faith. For 
2026, she aims to exceed 26 units, reach 
$20 million in production, begin writing 
a book, and pursue public speaking 
opportunities. Long-term, she hopes to 
create a nonprofit that provides housing 
grants for individuals with disabilities.

For Dominique, real estate is not just 
about closing deals. It is about opening 
doors that once felt permanently closed.

Discipline, not circumstance, is what Nick 
Berardinucci believes defines success. 
He doesn’t chase control over markets 
or outcomes, only control over his effort, 
preparation, and standards.

Before real estate, Nick spent years in 
the service industry while balancing 
school and coaching, experiences that 
shaped a people-first mindset. He quickly 
recognized a consistent thread in his 
life: he was most fulfilled when helping 
others. Real estate became a natural 
outlet for that instinct. “I’ve always been 
drawn to working with people,” he says. 
“This career lets me serve them in one of 
the biggest decisions they’ll ever make.”

His greatest early challenge wasn’t 
external competition, but internal 
growth. Nick openly credits much of his 

success to confronting negative thinking 
patterns and replacing them with 
disciplined habits. That shift transformed 
his confidence and gave structure to his 
work ethic. The personal development 
came first, the business results followed.

Six years into his career, Nick has 
established himself as a trusted 
advisor known for accessibility and 
accountability. As an independent agent 
with Hometown Realty Associates, he 
values the collaborative culture that 
supports his growth while allowing him 
to maintain his personal approach. In 
2025, he exceeded $10 million in sales 
volume, fueled largely by repeat clients 
and referrals.

He attributes his edge to the depth of his 
relationships. “Clients aren’t just hiring 

one agent,” he explains. “They’re tapping 
into years of experience, connections, 
and resources I’ve built along the way.”

For Nick, achievement isn’t measured 
strictly by numbers. It’s the ability to 
be present for family and invest in the 
community that shaped him. For eight 
years, he has volunteered as an assistant 
coach for the Cinnaminson High School 
baseball team, a role he values as much 
as any professional milestone.

Looking ahead, Nick remains focused 
on growth through continued education 
and refinement of his craft. His long-
term vision is simple: build a career that 
delivers impact while protecting time for 
the people who matter most.

DOMINIQUE BELL

Promos! 

What the heck is a promo? A promo is a four-page, magazine-
quality-grade paper with your full article and photos, and you 
on the cover of the publication.

Why do I need those? 

These reprints are a professional marketing tool that can help 
brand you, your team and/or your business.
• Use on listing appointments
• Send out to friends and family
• Send to clients with your holiday greetings
• Brokers, use as recruiting tools for capturing new talent
• Use when farming your favorite neighborhood

What if I changed companies or need something corrected in 

my article? 

No worries! We can make any changes needed. We send you a 
proof, you approve, and then they are sent to you via FedEx.

Who can buy these? 

The realtor who was featured, the broker, our partner or 
family. Anyone who wants to promote you!

How do I order? 
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SERHANT. New Jersey LLC Age: 38 | Years in Real Estate: 6 | 2025 Sales: $9M

PHOTO COURTESY OF SERHANT. STUDIOS 

KEVIN 
Keller Williams Realty | Team NJPA 
Age: 30 | Years in Real Estate: 10 | 2025 Sales: $3.37M 

Long before Heather Bonato ever held 
a real estate license, the industry had 
already captured her imagination. What 
began as a childhood game grew into a 
career defined by passion, purpose, and 
meaningful impact.

Before entering real estate, Heather 
built a wide-ranging professional 
background that sharpened both her 
business acumen and people-first 
mindset. She worked in B2B sales across 
several industries, including wholesale 
diamonds, recruiting, insurance, and 
advertising. While she excelled in each 
role, she felt a persistent pull toward 
entrepreneurship and meaningful 
impact. That desire led her to open 
a yoga studio in Philadelphia with a 
strong focus on events and community 
gatherings, an experience that taught 

her invaluable lessons about leadership, 
operations, and running a business. 
Once she became a licensed real estate 
agent, everything clicked. “I truly 
believe all of my past experience gave 
me the skills needed to succeed as a solo 
agent,” she shares.

One of Heather’s greatest contributions 
to her clients in real estate has been 
helping manage emotions in high-
stress situations, always remaining 
supportive and solution-oriented. 
Clients can often arrive overwhelmed, 
and Heather sees her role as removing 
as much stress as possible from their 
plates with strategies and results. 
“Real estate comes with problems, but 
navigating them and finding solutions 
is what I love most,” she says. That 
calm, steady approach has become a 
hallmark of her client experience.

Today, Heather is a solo agent with 
SERHANT. New Jersey LLC. In 2025, 
she closed nearly $9 million in sales 
across 21 transactions, earning trust 
through diligence, advocacy, and 
genuine care. Her passion for the work 
is unmistakable, and she takes greater 
pride in her clients’ victories than her 
own compensation.

Success, for Heather, is balance. It means 
helping families achieve their real estate 
goals while being fully present as a 
mother to her daughters, Juliana and 
Aubrie, and building a faith-centered 
life with her soon-to-be husband, Nick, 
and their dog, Charlie. Looking ahead, 
she plans to continue growing her 
investment portfolio, expanding her 
business year over year, and pursuing 
Gold and Platinum recognition, all while 
keeping God, family, and purpose at the 
center of everything she does.

Kevin Brown believes the value of a 
real estate agent shows up most clearly 
when having to navigate the inevitable 
challenges and speed bumps that come 
up during a transaction.

More recently in his career, a 
contractor backed out of a renovation 
loan at the last minute, threatening to 
derail the entire transaction. Instead 
of accepting defeat, Kevin spent hours 
calling companies until he secured a 
replacement in time to keep the deal 
alive. The experience reinforced a 
mindset instilled in him early on — one 
that now defines his business: issues 
will arise; either prevent them or be 
ready to solve them.

“Deals can have last-minute issues,” he 
says. “If you maintain a problem-solving 
mindset, you can find a way to fix them.

Before entering real estate a decade 
ago, Kevin worked as an iron worker, 
a hands-on role that built discipline 
and practical knowledge about 
construction and property structure. 
That background still helps him guide 
buyers through condition concerns and 
renovation potential.

Now part of Team NJPA at Keller 
Williams Realty, Kevin closed $3.37 
million across 13 transactions in 2025. 
His approach centers on honesty 
and advocacy. He treats clients as an 
extension of himself and speaks up 
whenever something does not feel right, 
ensuring they move forward with clarity 
and confidence.

Relationships have been the most 
important factor in his longevity. 
Trusted connections with lenders, 
inspectors, and title professionals allow 
him to create a reliable experience for 
clients from start to finish.

Success, for Kevin, is measured in repeat 
business and referrals earned through 
consistency over time. Outside of 
work, he serves as vice president of the 
Gloucester City Irish Society.

Looking ahead, Kevin’s goal is simple 
and focused: help at least 15 families 
successfully buy or sell their homes 
this year while continuing to be the 
dependable resource they rely on long 
after closing day.

MEGHAN
Keller Williams 

BROWN
Age: 38 | Years in Real Estate: 6 | 2025 Sales: $13.8M 

JORDAN
The Neff Group | Real Broker LLC 

CASS
Age: 33 | Years in Real Estate: 0.5 | 2025 Sales: $3.13M 

Meghan Brown’s days are rarely quiet. 
Between client calls, team meetings, 
school events, and cheer practice, she 
moves through life at a fast pace, one 
that requires intention, flexibility, and a 
deep sense of purpose. For Meghan, real 
estate became the career that allowed 
her to lead, provide, and still show up 
fully for her family.

Before entering real estate, Meghan 
built a strong foundation in sales as a 
district manager. While she enjoyed 
leadership, she wanted a career that 
offered more control over her time. “I 
wanted flexibility so I could be more 
present with my kids,” she explains. 

One of Meghan’s greatest challenges 
has been learning how to balance it all. 

She is deeply involved in her children’s 
lives, serving as her daughter’s cheer 
coach, President of the cheer board, 
Vice President of the PTO, and class 
mom for her toddler. At the same 
time, her role has expanded beyond 
production into training and mentoring 
agents. “I work a lot,” she says honestly. 
“I love what I do, but I’ve had to learn 
when to pause and protect time for my 
family.” Short vacations and intentional 
resets have become essential to 
maintaining that balance.

In 2025, Meghan closed 32 transactions 
totaling $12.5 million in sales as a key 
member of The Michael Tyszka Team at 
Keller Williams. Joining the team was a 
turning point in her career. “I finally felt 
supported in a way that allowed me to 

grow,” she shares. Today, she remains 
a top-three producer on the team while 
also serving as a mentor to newer agents, 
a role she finds incredibly rewarding.

Outside of real estate, Meghan is 
passionate about giving back. She 
actively supports the Washington 
Township Youth Cheerleading 
Association and is committed to helping 
the organization one day secure a 
permanent practice space. She and 
her husband, whose steady support 
gave her the confidence to make the 
career transition and fully pursue her 
business, also foster dogs through the 
Bruno Project, including their foster fail, 
Shiloh, who has become a permanent 
part of their family

For Jordan Cass, real estate represents 
evolution. While continuing her decade-
long career in corporate accounting as 
a CPA, she chose to expand into real 
estate to build something of her own, 
combining financial expertise with 
a passion for helping families build 
wealth through homeownership.

For more than ten years, Jordan has 
built a strong foundation in corporate 
accounting, developing deep experience 
in financial strategy, structure, and 
analysis. Rather than leaving that career 
behind, she leveraged it. Real estate 
became a natural extension of her 
skill set — one that allows her to apply 
financial insight in a more personal, 
community-centered way. “Starting over 
or stepping into something totally new 

can feel overwhelming,” she shares. 
“But growth only happens when you 
are willing to bet on yourself.” That leap 
ultimately opened the door to a career 
she genuinely loves.

That mindset shaped her transition into 
real estate just six months ago. Joining 
The Neff Group at Real Broker LLC 
placed her alongside strong, supportive 
women who value collaboration, 
growth, and service. That environment 
helped her build confidence early and 
reinforced her belief that surrounding 
yourself with the right people makes all 
the difference.

In her first six months, Jordan closed 
$3.13 million in sales across eight 
transactions, with a strong focus on 

guiding first-time buyers through 
one of the most significant financial 
decisions of their lives. She is 
known for her thoughtful guidance, 
organization, and calm presence. 
“Confidence creates momentum,” 
she says. “Once I trusted myself and 
stopped comparing my journey to 
others, everything started to click.”

Success, for Jordan, means building 
intentionally. As she continues to 
grow in both corporate accounting 
and real estate, her focus remains 
clear: expand her impact, invest 
wisely, and create opportunities that 
last beyond this generation.
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Bloom Where You’re Planted:  
A Celebration of Community  
and Growth 

The Bloom Where You’re Planted 
event was a vibrant and meaningful 
gathering that celebrated connection, 
leadership, and continued growth 
within the Real Producers community.

Held on Thursday, March 12, 2026, 
at Surety Title Company, the evening 
brought together top-producing 
agents and trusted partners for an 
experience centered on relationship-
building and encouragement.

The Bloom Where You’re Planted 
theme reflected an important reminder 
within the real estate industry: growth 
often begins by investing in the 
community around you. Throughout the 
evening, guests gathered to reconnect, 
share insights, and strengthen the 
relationships that continue to shape the 
success of the Real Producers network.

Beyond the conversations and 
connections, the event created space 

MARCH 12, 2026
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for agents and partners to celebrate the 
impact they are making in their markets 
and communities. The energy in the 
room reflected the collaborative spirit 
that defines Real Producers — a culture 
rooted in encouragement, partnership, 
and shared success.

We extend our sincere gratitude to 
Nation One Mortgage, Surety Title, 
Cross Country Mortgage, and Reel 
Dependable Media for sponsoring 
this celebration and investing in the 
strength of our community. We also 
thank Jordan Fiordaliso Studio 
and Reel Dependable Media for 
capturing the moments that allow this 
experience to live on long after the 
event concluded.

Bloom Where You’re Planted was more 
than an event — it was a reminder that 
when professionals come together to 
support one another, success grows 
stronger for everyone involved.

For more information on all South Jersey 
Real Producers events, please contact us 
at info@southjerseyrealproducers.com. 

Bloom Where
You’re Planted
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