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ASH OFFER BEFORE

IT EVEN HITS THE MARKET OR IF YOU
HAVE A STALE HARD TO SELL LISTING.

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.

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 . RESIDENTIAL COMMUNITY

- Located in North West Visalia at Shirk & Riggin

fi T 1B " - — :_ — Ty - A Master-Planned, Mixed-Use Community designed for modern living
'ﬁ\ - g [ - Thoughtfully crafted neighborhoods for every lifestyle
wedvat | = y I L , s . 4y - Close proximity to shopping, schools, and parks

oo f - o - Integrated bike paths and walking trails

- Now accepting reservations

o7 ey + Included Features — Gas Cooktop, Large Kitchen Islands,
i . - Choice of Elevation - Spanish, Ranch, or Farmhouse
'. : F g carletonacreshomes.com | 559.909.2492
.. . == -l
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WHEN TRADITIONAL LISTINGS

HAVE OBSTACLES, WE’RE YOUR
SIMPLE SOLUTION.

L—__ _.‘
S I M p L E MARIE MEZA I exp Realty 5 " License;766260
SOL'T"TIO N S marie@mariemeza.com | 559-246-4905 2004 W. Bratton Avenue, Kingsburg CA 93631 @ S Fhase > of

Kings Estates is
559-897-0349 | weststarconstruction.com now open

{ADE EASY Marie DRE#01772801 eXp Realty DRE #02188471



Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please

support these businesses and thank them for supporting the REALTOR® community!

1031 EXCHANGE SOLUTIONS
Accruit 1031 Exchange

Karen A. Clemans

(661) 319-1378
www.accruit.com

CLOSING GIFTS

Gifts with Double the Edge
(209) 324-4887
giftswithdoubletheedge.com

COMMERCIAL

MORTGAGE LENDING
AgWest Farm Credit - Country
Home Lending Division

(530) 379-2936
www.agwestfc.com/financing/
country-home-loans

CONCIERGE MEDICINE
The Ark Direct Primary Care
Noah Sarr

(559) 530-8151
thearkdpc.com

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

FINANCIAL ADVISOR
Edward Jones

Mike Young

(559) 732-2836
edwardjones.com/mike-young

Fresno
Clovis
Kingsburg
Reedley
Madera
Oakhurst

CHICAGOTITLEFRESNO.COM

(M) CHICAGO TITLE

Morgan Stanley
Eric Todd
(559) 679-6553

advisor.morganstanley.com/

the-todd-group

FITNESS / WELLNESS
Quadrant Fitness
Brian Duboski

(559) 610-4607
quadrantfitness.net

HOME INSPECTION
WIN Home Inspection
Nathan Houck

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

(559) 674-5332
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

10 Locations In The Central Valley:

Visalia
Tulare
Porterville
Hanford

CHICAGOTITLEVISALIA.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

INSPECTIONS

ABA Property Solutions, LLC
Robert Barr

(559) 315-3713
www.abahomeinspections.com

INSURANCE
28 Insurance
Chase Dias
(559) 680-2334

INTERIOR DESIGN STUDIO
Amparan Design

Seth Amparan

(559) 304-5258
www.amparandesign.com

LANDSCAPE DESIGNER/
LANDSCAPE CONTRACTOR
Charter Oak Landscape
Development

Devon Brown

(559) 802-4609
charteroaklandscape.com

LIFE COACH/MOTIVATIONAL
SPEAKER

Amplify

Coach Ronnie Holley

(559) 786-9990
amplifylevelup.com

MOBILE DETAILING
Mobile Shine Club
Matt Thomas

(559) 258-2158

MORTGAGE LENDERS
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

Royal Charter Mortgage
Aaron Bunting

(559) 972-8668
aaronbunting.com

MORTGAGE PROTECTION/
LIFE INSURANCE

Optimal Coverage

Damon Jimenez

(559) 230-7747
optimal-coverage.com

MOVING / STORAGE /
SECURED STORAGE
Derrel’s Mini Storage, Inc.
Ashley Ferguson

(559) 224-9900
www.derrels.com

Storland

Josh Miller

(559) 529-9448
www.storlandstorage.com/

NATURAL HAZARD
DISCLOSURE REPORTS
SnapNHD

Lisa Swenning
snapnhd.com

SnapNHD

Heather Ruggles
(559) 696-0357
www.SnapNHD.com

NEW HOME BUILDERS
West Star Construction
Dave Crinklaw

(559) 897-0349
weststarconstruction.com

OFFICE SPACE/CO WORKING
The Colab

(559) 769-8990
www.thecolabexeter.com

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@simplerealestate
solutions.com

SOCIAL MEDIA MARKETING/
MANAGEMENT

Siongs Marketing

Lucy Siong

(559) 575-1618

WIN Marketing Agency
Lily Winslow

(559) 381-5248
www.winmarketing.agency

SOLAR & MORE
Sunrun

Frank Andrews
(559) 300-8260
www.sunrun.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

TRANSPORTATION/
LIMOS/PARTY BUS

Absolute Comfort Limousine
Paul Mendes

(559) 804-1712
absolutecomfortlimousine.com/

WEALTH MANAGEMENT
Pacific Point Wealth
Management

(858) 776-6682
pacificpointwealth
management.com

Central Valley Real Producers - 5



Trusted Trades

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!

With 1 million homes and counting,
no one has more installation expertise.

FRANK ANDREWS
o
Sisd  559-300-8260
frank.andrews@sunrun.com
solarbatterynearme.com

rousdly sereing our Heal s

§ SNAPNHD

THE INDUSTRY LEADER FOR
MATURAL HAZARD DISCLOSURE REPORTING

559.696.0357 559.213.7404
HEATHER@SNAPNHD.COM LISA@SHNAPNHD.COM

Helping people on their
fitness journeys since 2015

£
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Matt Garcia

Matthewg8956@gmail.com
559.827.7384
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THEMOBILESHINECLUB COM | @ MOBILESHINECLUB

PROFE:ISIONAL
RELIABLE.
TAILING.

g \ CONTACT US
S\ 559.258.2158

559.529.9448 | STORLANDSTORAGE.COM

1
CENTRAL VALLEY'S .~
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. 1

Increase client Retention, Referrals
and you're Branding footprint with
money you are already spending!

Cutco branded closing gifts

Eric Cheshier
209-324-4887

cutcoclosinggifts@gmail.com

PROFILES
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If you are interested in contributing or nominating REALTORS for specific

ia Shawn

Event Recap: High Performance Experience
Luxury Living: 36040 Highway 33 - Coalinga, CA

stories, please email us at Brittney.shull@realproducersmag.com.

é |

WE ARE THE EXPERTS

IN PEST CONTROL
SERVICE

éﬁ“ﬁﬁav MAN L@J ”‘2” Commercial and Residential P8t
; — ——_:—”_—l-’_ﬁ ==l Termite and Rodent Control :
e l{:ﬂ Termite & Fungus Damage Repairs !

H’I No Contract Options

Gl Your Frec Estimatts Today!

999.322.5252 | MisterSprayman.net
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Meet

The
Team

Brittney Shull Steven Peeples Evona Niewiadomska Dan Allsup
Owner/Publisher Owner/Publisher Marketing/Operations Content Coordinator

Christian & Kay Urena Tonya Riggs Jose Lopez Ken and Alisha Allison
Photographer/Videographer Photographer Photographer Photographers

d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the

@ DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

\, Courtney Rosenberger

\ \ Sales Representative

| 559-359-5621
crosenberger@firstam.com

. Tammy Fuller
\ Sales Representative
) 559-993-8618
tfuller@firstam.com

Ann A. Kay

Sr. Commercial Escrow Officer
559-635-6803
akay@firstam.com

We're thankful for
for Owners.

Allyson Carreno
Senior Escrow Officer
559-625-1550
acarreno@firstam.com

Learn more about the benefits of
First American Title's Eagle Policy® for Owners N\ Lupe Aguilar

versus the Standard ALTA Owner's Policy. Ezgr%\ggggg

laguilar@firstam.com

Visalia Office: 559-625-1550 | 3000 W. Main Street, Visalia, CA 93291
Marilou Saldana
Escrow Officer

irst / ; \ 559-635-6802
©2026 First American Financial Corporation and/or its affiliates. w First American Title \ 9= Id ety
All rights reserved. | NYSE: FAF | NOV 2026 # msaldana@firstam.com
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4 We design and build mﬂtrfwoutdoor spaces!

I_D
CHARTER OAK

LAMDSTAPE DEVELOPMENT

113 North.Churéh Streett
SU|te 502 1 Vlsal|a Ch 9_3291

www.ABAHomelnspections.com GSM MORTGAGE

—

If You Can Dream It,

We Can e ITL.

m all loan types

© FHA © DSCR
© USDA © Commercial

© VA © Ag Loans

SEWER SCOPE

CERTIFIED ESPECToR -"l

© Conventional & Bank Statement

e Kima

NMLS# 2573177

559-315-3713

Residential & Commercial Central Valley + Central

Coast Living

Pruparty lnspactinns 559.905.4698 goldstandardmortgage.com

trima@goldstandardmortgage.com

“Whether you’re buying your first home or your next,

I look forward to guiding you every step of the way.”
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PUBLISHER’S

E

s we turn the corner toward the
A end of another year, I've found

myself thinking a lot about what
2026 has meant for Central Valley Real

Producers—and, more importantly, the
people who have made it what it is.

Before anything else, I want
to say thank you.

To every Realtor who picks up this
publication, attends an event, shares

a story, makes an introduction, or
simply takes the time to be part of this
community: thank you. And to our
Preferred Partners, whose continued
support makes this publication and
everything surrounding it possible,
thank you. There is no Central Valley
Real Producers without you. Your
support is not something we take lightly,
and it will always be our number one
priority to make sure the relationships
built here have real value.

This year has given us a lot to celebrate.

We’ve watched Realtors within

our Top 500 community reach new
milestones in their businesses, step
into leadership roles, grow their
teams, serve their communities, and
continue navigating an industry that
asks a lot of the people in it. Through
every feature, one thing continues to
stand out: behind the production are
real people, real families, and stories
that deserve to be told.

We’ve also watched our events continue
to grow into something I'm incredibly
proud of. They aren’t simply another
date on the calendar. They’ve become
rooms where people who may know
each other by reputation finally sit
down together, where Realtors discover
trusted resources, where Preferred
Partners build relationships instead of

10 - November 2026

collecting business cards, and where
collaboration feels natural.

Some of my favorite moments from 2026
weren’t necessarily the biggest ones.
They were the conversations after an
event. The introduction that turned into
a relationship. Seeing someone featured
in the magazine surrounded by people
genuinely excited to celebrate them.
Watching members of this community
show up for one another.

Those moments are what tell me we are
building something worthwhile.

As we move into this season of gratitude,
I also want to challenge each of us to be
intentional about telling people what
they mean to us. If there is a Realtor,
Preferred Partner, colleague, mentor,
client, or friend who has supported

you this year, reach out. Send the text.
Make the call. Write the note. Thank
them for the referral, the introduction,
the encouragement, or simply for being
someone you can count on.

We spend so much of the year moving
toward the next closing, the next
opportunity, and the next goal that it
can be easy to overlook the people who
helped us get there. Taking a moment to
acknowledge them matters.

And as the holidays approach, I hope we
give that same intention to the people
waiting for us at home.

Our businesses matter. Our goals matter.
But these next couple of months also
give us an opportunity to slow down
enough to enjoy the dinners, traditions,
conversations, and ordinary moments
with the people we love. Those are the
things that rarely make a production
report, but they are often the things we
remember most.

all

As we begin looking toward 2027, I
would genuinely love to hear from you.
What would you like to see more of?
What stories should we be telling? What
could make our events more valuable?
How can this publication better serve
the Top 500 Realtors and Preferred
Partners who make up this community?

Your feedback matters because this
was never intended to be a publication
that simply talks at the real estate
community. It should reflect the people
within it.

There is still plenty of 2026 left to
enjoy, celebrate, and build on, but as
Thanksgiving approaches, gratitude
feels like the right place to start.

Thank you for reading. Thank you for
showing up. Thank you for trusting us
with your stories, your relationships,
and your continued support.

Take care of your people. Tell them you
appreciate them. And when you have
the opportunity over these next couple
of months, be fully present with the
people who matter most.

I'm incredibly grateful for what we’ve
built together—and excited about where
we take it in 2027.

\ % |
"
Brittney Shull

Publisher
Central Valley Real Producers
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CORELOANS.COM
OR SECEAN BELONW:

HOME LOANS
“Creating Opportunities in Real Estate” E E
-

LOAN PROGRAMS AVAILABLE:

(=]

LOCATIONS

« CONVENTIONAL = ITIN LOANS

e FHA/ USDA/ VA * HARD MONEY

*» DOWN PAYMENT * COMMERCIAL
ASSISTANCE FINANCING

REACH OUT TO LEARN MORE CR EXPLORE
ADDITIONAL PROGRAMS AVAILABLE!

FRESNO
VISALIA
PISMO

REEDLEY
SELMA
PORTERVILLE
(559) 808-2673
INFO@CORELOANS.COM

€ 2025 CORE HOME LOANS, A THVISFIN OF ALAMEDA MORTGAGE CORPLEATION MWL WITIGGS, UCENSED BY THE DEPARTIAINT OF FNARCIAL
FROFECTION AND INMOVATION LINDER THE SALFOAMA RESDENTIAL WOETSASE LENDING ACT

INSURANCE

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.

We take listings
from listed

TRACI GARDNE

| (550) 731-6831
\ Upstagedtraci@gmail.com

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

@ Check Us Out On Facebook! E
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COACHING CORNER

WHEN THE

MARKET GETS LOUD,

THE BEST

AGENTS GET QUIET

= -
-

BY SHAWN CARDOZA

ates are stuck, inventory is

piling up, gas is expensive, and

half the world feels like it’s on
fire. Here’s what separates the agents
who are quietly having their best year
from everyone else who’s just waiting
for things to go back to normal.

Let’s start with the version of
November nobody wants printed

on a postcard. Mortgage rates are
camped out and showing no interest in
leaving. Inventory has been climbing
for months, which sounds like good
news until you realize it means more
competition for every listing you

take. The pool of genuinely qualified
buyers has shrunk, because higher
rates and higher everything-else have
priced a chunk of them out of the
conversation entirely. Oil is expensive,
gas is expensive, and there’s enough
geopolitical tension in the headlines
that even people who can afford to
move are wondering if this is really
the month to do it. If you’re an agent
right now, you already know all of this.
You’re living it every time a lead goes
cold or a seller says “let’s just wait.”

12 - November 2026

Here’s the part that doesn’t make it into
the doom-scroll: this exact environment
is where real agents separate themselves
from the crowd. Not the agents with

the biggest ad budget. Not the ones who
got lucky riding a hot market for three
years. The ones who actually know how
to sit across from a scared, confused
human being and hand them clarity.
That skill was optional in 2021, when
houses sold themselves in a weekend. It
is the entire job now.

The Numbers, Without the Panic
Economists are more or less agreed
on the shape of things: rates hovering
in the 6’s through the rest of the year,
with only marginal relief likely into
2027. Nobody credible is forecasting

a return to 3% money. Price growth
has cooled to a crawl in most markets,
some are even seeing modest declines.
While the number of homes for sale
keeps rising faster than the number of
people ready to buy them. Translation:
for the first time in years, buyers have
real negotiating room, and sellers who
don’t adjust their expectations are the
ones getting stuck.

That’s not a crisis. That’s a rebalancing.
Markets that swing wildly toward
sellers eventually swing back toward
the middle, and the middle is actually

a healthier place for everyone to do
business — buyers just don’t feel that
yet, and most sellers haven’t accepted it.
Which is exactly where you come in.

Stop Selling the Rate. Start Selling
the Payment.

Every buyer who walks into your
pipeline this month is going to say some
version of “we’re just going to wait for
rates to come down.” Don’t argue with
that sentence — it’s not really about
rates. It’s about fear of doing the math
wrong. Your job is to actually do the
math with them: what does the real
monthly payment look like, what does
a seller concession or a temporary
buydown do to that number, and does
the decision make sense once it’s a
dollar figure instead of a headline. One
well-known industry line has been
making the rounds this year, and it’s
worth stealing: don’t marry the rate —
just date it. Buyers can refinance later.
They can’t go back in time and buy at
today’s price before it appreciates.

The agents thriving right now aren’t
the ones who sound the most confident
about where rates are headed next.
Nobody actually knows that, and clients
can smell false certainty. The agents
winning are the ones asking a better
question: if the payment worked, would
this move make sense for your life right
now? That question does more for your
business than any market prediction
ever will.

Your Sellers Aren’t Stubborn.
They’re Scared.

A seller who bought or refinanced at 3%
is not being irrational when they hesitate
to list. They’re staring down a genuinely
worse monthly payment on their next
place, and no amount of “the market’s
great, trust me” is going to move them.
What moves them is honesty about
pricing, paired with real options: rate
buydowns they can offer a buyer, closing
cost concessions, or simply the truth
about what happens to a home that sits
overpriced for ninety days versus one

priced right from day one. This is also
the season of the expired listing and the
quiet FSBO who’s realized selling alone
in a slower market is a lot harder than
it looked in the group chat. Those sellers
aren’t looking for hype. They’re looking
for the agent who shows up with a plan
instead of a pep talk.

By the Numbers — November 2026
* Average 30-year mortgage rate
fluctuating from 6.5% to 7.2%
* Inventory continuing to outpace
buyer demand
» National price growth flat, cooling fast
* Negotiating leverage
shifting toward buyers

Your Buyers Aren’t Gone. They’re
Waiting for Permission.

The buyers still in your pipeline right
now aren’t casual, they’re the ones

who actually have to move, whether
that’s a job, a growing family, or a lease
running out. What they’re missing

isn’t motivation. It’s permission to stop
waiting for a perfect moment that isn’t
coming. Give them real numbers instead
of vibes: a side-by-side of buying now
with a concession versus waiting a year
for a maybe-lower rate on a maybe-
higher price. Show them that a buyer’s
market with less competition and more
negotiating room might be the most
underrated opportunity they’ll see for

years. You're not talking anyone into
anything. You're just finally giving them
the full picture.

Be the Calm Nobody Else Is Offering
Every client you talk to this month has
already doom-scrolled the headlines:
rates, wars, gas prices, “market crash”
clickbait. They don’t need you to repeat
any of it. They need one person in
their life who can sit with all of that
noise and say, calmly, here’s what it
actually means for you, specifically,
this month. That’s not a marketing
tactic. It’s the entire value of hiring

a professional instead of clicking
around alone at midnight. Agents who
master that calm — who become the
translator between headlines and

real decisions — don’t just survive a
market like this one. They become the
person everyone refers their friends

to, long after the headlines change.

Five Lines to Use This Week

1. On rate hesitation: “Let’s not marry
the rate, unless you are planning to
sell next year. You buy for the long
term investment. Enjoy the home and
refinance when it does make sense
later. See if today’s payment works
for today’s life.”

2. On seller pricing pushback:
“I'm not here to tell you what
your house is worth to you. 'm

REALCOP REAL ESTATE (OACHING

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.

REAL:COP

—CONSULTING —

—SHAWN CARDOZA—

Founder of RealCop Real

here to tell you what it’s worth
to the market this month.”

3. On a nervous first-time buyer:
“You’re not trying to time the market.
You're trying to time your life.”

4. On an expired listing: “What
changed since your home came
off the market, the house, or the
strategy?”

5. On ‘we’ll just wait’: What would
need to happen, or what would need
to change in order for it to make
sense for you to make the move?

The market didn’t get worse this
November. It just stopped rewarding
people for showing up late to a hot
streak. It started rewarding the agents
who can read a room, run real numbers,
and tell the truth kindly. That’s a much
smaller club than it used to be which
means there’s more room in it for you
than there’s been in years!

Go get it!

Want some free coaching
material? Scan the QR code
and download away!

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

559.318.6727 / shawn@cardozaregroup.com I

WY“’“FW
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THE DOWNLOAD

PROFESSIONAL STANDARDS
AND THE CODE OF ETHICS:

THE STRENGTH BEHIND
THE REALTOR® NAME

What does it mean to be rich?

What makes your life feel rich? Whether it's
watching your kids discover new passions
or finding what brings your family closer,
we're here to help you build a life you love.

THE REALTOR® DIFFERENCE IS NOT ONLY MARKET KNOWLEDGE.
IT1S THE COMMITMENT TO A HIGHER STANDARD.

In any market, professionalism matters. In a competitive
market, it matters even more. One of the clearest
distinctions between a real estate licensee and a

REALTOR® is the commitment to a higher standard of
conduct. That commitment is rooted in professional
standards and the Code of Ethics.

The Tulare County
Association of REALTORS®
recognizes that the strength
of the REALTOR® brand
depends on more than
production. It depends on
trust. Consumers want to

work with professionals
who are knowledgeable,
accountable, and committed
to doing business the right
way. The Code of Ethics
helps protect that trust by
setting expectations for how

AN

—
Turare County b
Association of REALTORS' (B

REALTOR® NEIGHBOR

YOUR COMMUNITY
YOUR ADVANTAGE

OR AFFILIATE

SUCCESS
STARTS WITH
MEMBERSHIP -

WHETHER YOU'RE A REALTOR® OR AN AFFILIATE,
TCAOR CONNECTS YOU TO THE TOOLS, EDUCATION,
AND PEOPLE THAT HELP YOU SUCCEED.

GROW YOUR BUSINESS, STRENGTHEN YOUR COMMUNITY,
AND ELEVATE YOUR CAREER.

JUIN &) ss9.627. 1776
B8 info@tularecountyrealtors.com
www.tularecountyrealtors.com

a B
i TODAY @ snrumsms
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REALTORS® serve clients,
cooperate with one another,
and uphold the integrity of
the profession.

This is more than a
required standard. It

is a powerful business
advantage. In a world
where reputation travels
quickly, ethical leadership
sets professionals apart. It
tells clients and colleagues
that you are serious about
your responsibilities and
committed to serving with
honesty, fairness, and
professionalism.

Professional standards also
strengthen the industry
from within. They create
consistency. They provide
accountability. They offer

a framework for resolving
disputes and maintaining
confidence in the
marketplace. That matters not
just for individual members,
but for the reputation of the
profession as a whole.

The Tulare County
Association of REALTORS®
plays an important role in
supporting those standards
through education,
resources, and guidance for
members. This work helps
reinforce what it means to
carry the REALTOR® name

and why that distinction
continues to matter.

For top producing agents and
newer professionals alike,

the Code of Ethics is not just
something to review for
compliance. It is something

to lead from. It shapes

how business is done, how
relationships are built, and
how trust is earned over time.

In many ways, the strongest
careers are built on more
than market knowledge.
They are built on character.
Consumers may remember
the deal, but they also
remember how they were
treated. Colleagues remember
how professionals show up,
communicate, and cooperate.
Ethics influences all of it.

The REALTOR® difference

is not only what we know.

It is how we serve. The
Tulare County Association

of REALTORS® is proud

to support a culture of
professionalism that protects
members, strengthens
consumer trust, and keeps
the industry moving forward
with integrity.

That standard is worth
protecting, and it is one
of the greatest values
membership provides.

EFA-21550-A-E-AD © 2026 EDWARD D. JONES CO. ALL RIGHTS RESERVED. AECSPAD

For memories that last

Day-of Coordination & Event Planner

Samantha Adney
(559) 471-5708

connectatsamanthasevents@gmail.com
@events.by.samantha

Contact me today.

edwardjones.com/findyourrich
Member SIPC

Mike Young
Financial Advisor

527 S Pinkham Street, Suite B
Visalia, CA 93292
559-732-2836

OPTIMAL COVERAGE

SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.

Damon
Jimenez

(559) 230-7747
damon.jimenez@gmail.com
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Old Republic Title has protected the property
rights of countless Americans for more than a century.

In an industry where markets move, rates shift, and property values fluctuate, our role remains unchanged: protecting
each transaction with the unwavering integrity that defines our legacy. Our experienced professionals work with
meticulous care, safeguarding consumers’ ownership rights, supporting real estate professionals through a smooth
closing process, upholding lenders’ lien priority and investment security, and reinforcing confidence for investors.
Together, these efforts help preserve ownership today and the property rights that shape tomorrow.

oldrepublictitle.com/fresno * 559-440-9249 (© 2026 01d Republic Title Al Rights Reserved
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Aaron Bunting

Mortgage Loan Officer | NMLS #2816233
559-972-8668 | Aaron@royalcharter.com
6440 N. Maroa Ave, Fresno, CA 93704

high cost of unexpected repair
bills. With a home warranty plan
fromHWA, yoij don't hgye to face

household breakdowns alone.

@ Royal Charter
Pre-Approved.
Closed with Confidence.

NMLS #2816233 | Royal Charter Mortgage
Licensed by the California Department of Financial Protection and Innovation (DFPI)

Franceen Holden
(559) 554-6445

franceen.holden@hwahomewarranty.com

Pre-approval is not a commitment to lend. Subject to complete application, credit, income, assets,
property approval, underwriting conditions, and program guidelines.
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INSPIRING REALTOR

or Mandolyn Servillo, Real
F Estate has never been only about

property. It has always been
about people, belonging, and the quiet
responsibility of stepping forward when
someone needs help.

“I consider myself a matchmaker,”
Mandolyn says. “I find a person’s
needs and I match that with the
home that makes the most sense
for their family dynamic.”

That word, matchmaker, says a lot
about the way Mandolyn approaches
her work. She is not just looking for the
right floor plan, the right price point, or
the right neighborhood. She is listening
for the feeling. The moment when a
client stops trying to force themselves
into a house and starts to recognize
themselves in it. The energy shifts. The
conversation changes. The home begins
to make sense.

“That is when I know the match has
been made,” she says.

Long before Mandolyn became known
in Kingsburg’s new construction space
through her work with Kings Estates
and West Star Construction, the seed of
Real Estate had already been planted.
Her mother was a Realtor for a short
season when Mandolyn was young, and
she remembers going along to open
houses and offices, watching from the
background and believing her mom had

one of the most exciting jobs in the world.

But her path into the industry was not
instant or easy. Before Mandolyn went

Mandolyn

SERVILLO

IF YOU SEE A NEED, TAKE THE LEAD

after school program at an elementary
school in Orange Cove, serving low
income and underprivileged children
and families. The work mattered deeply
to her because it was personal. She
understood many of those families
because she had come from a similar
background herself.

Service was not something she learned
later in business. It was woven into her
early life.

“My parents have always been in service
industries,” she says. “I have always
been taught to serve.”

"

Still, she eventually realized that her
heart for helping people needed more
room. She loved the children she
worked with, but she often felt limited
by what she could provide. She wanted
to do more than care. She wanted to
create change.

Real Estate became the vehicle that
allowed her to serve in a different way.

When COVID disrupted her after school
program work, Mandolyn found herself
standing at a crossroads. She had
already been licensed, but she had not
fully stepped into the profession. The
shutdown forced the question.

Was she going to keep circling the
dream, or finally take herself seriously?

She chose the leap.
Since then, she has not looked back.

The early years, however, were not
polished. Mandolyn entered the industry

at 23 with very little life experience,
very few connections, and a lot of self
doubt. At first, she tried to shape herself
into what she thought a “good Realtor”
was supposed to look like. That version
never quite fit.

“My biggest challenge was learning to
show up as myself,” she says.

For a while, she felt out of place. She
struggled to connect. She questioned
whether she belonged in rooms

filled with people who seemed more
experienced, more confident, and more
established. But over time, Mandolyn
began to understand that her power was
not in becoming someone else. It was in
becoming more fully herself.

IF YOU SEE A NEED,

take the lead -

all in on Real Estate, she worked in an

NTRAL VALLEY
REAL PRODU
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I consider myself
a matchmaker.

| FIND A PERSON'S NEEDS AND |
MATCH THAT WITH THE HOME THAT
MAKES THE MOST SENSE FOR

THEIR FAMILY DYNAMIC.”

Once she stopped performing and
started showing up authentically, her
business changed. Her relationships
changed. The people she was meant to
serve began to find her.

One of the moments that confirmed she
was in the right place came through
one of her first meaningful clients, a
woman from Germany who had lived
in Mandolyn’s hometown of Reedley for
20 years. Mandolyn helped her sell her
home and relocate back to Germany.
Afterward, the client wrote her a letter.

“She wrote that I was the first person
in America to make her feel like she
belonged here,” Mandolyn remembers.

The words stayed with her. They also
broke her heart a little. How could
someone live somewhere for two
decades and still feel unseen?

That moment clarified something
for Mandolyn. Real Estate could be
more than a transaction. It could

be a final act of care. It could be
dignity. It could be welcome. It could

be someone saying, even if only
for a moment, you belong here.

That same heart shows up outside of
business, too.

Recently, Mandolyn helped relocate an
older family member who had been
living alone on a four and a half acre
property hundreds of miles away. After
her aunt passed away, he had been
struggling, and the family worried
about his safety. Mandolyn saw the need
and began pushing for a plan. Within
about 10 days, she and her family
made it happen. They cleaned, packed,
preserved what mattered, and brought
him back to Reedley where he could be
close to family.

“That was probably my biggest win in a
long time,” she says. “I have peace of mind
knowing that someone Ilove is safe.”

It is the kind of story that reveals
Mandolyn’s core principle better than
any resume could.

“If you see a need, take the lead.”

For Mandolyn, that is not a slogan. It

is a way of life. If someone needs help
moving, she shows up. If something
needs to be cleaned, handled, organized,
or carried, she is usually one of the first
calls. If she has the capacity, she believes
she has a responsibility.

That sense of responsibility is deeply
connected to the mindset work she has

had to do along the way. Coming from a
low income family, Mandolyn has had to
unlearn scarcity. She has had to challenge
the belief that opportunity is reserved for
other people. She has had to give herself
permission to build a life that looks
different from where she started.

“There is more than enough,” she says.
“And I am allowed to have it, too.”

That belief has become part of the legacy
she wants to leave. Mandolyn wants
people to understand that opportunity
does not have to begin with you in order
to come through you. You do not have to
be born into abundance to create it. You
do not have to come from ownership to
help others find home.

Mandolyn knows that truth personally.
Her parents have rented their entire
lives, and she understands what it
feels like as a child not to have the
security of knowing, this is ours. Today,
helping families buy homes means
something deeper to her. She knows
that when she hands over keys, she

is often giving children something

she once longed for herself.

Outside of Real Estate, Mandolyn is
grounded by her big Italian family, her
fiancé, her parents, her siblings, and

her nieces and nephews. Her family is
her reset. She loves riding bikes through
her hometown, cooking, hosting family
gatherings, and being surrounded by the
people who remind her why she works
so hard. She is especially grateful to still
have her parents and to be in a position
to help care for them.

Professionally, Mandolyn is still hungry
for growth. She is excited by the
potential in Real Estate, from flips and
rentals to investments and multi units.
Her next dream is to step further into
ownership and investing, trusting God
to guide the right opportunity.

But even as her goals expand, her
message remains simple.

“You can do it, too,” she says. “You can
do anything you put your mind and
heart and soul into.”

For the newer agent, the first time buyer,
the person trying to break generational
patterns, or the dreamer wondering

if they are allowed to want more,
Mandolyn’s story offers a clear answer.

Yes, you are allowed.
And when you see the need,

take the lead. ¥
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REAL ESTATE MEDIA
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EVERY HOME HAS A STORY,
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FIDELITY®
NATIONAL
HOME WARRANTY

Pichaelon Pa;,
BUILT FOR AGENTS,

Trusted by Homeowners

SEE HOW | CAN
HELP COVER
YOUR CLIENTS!

§ 209.639.2344

Michaela.paz@fnf.com
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Boost
Your
Brand

Grow Your Audience!

Powerful Social Media strategies
lo elevale your business

Our Services

Content Listing
Creation Photography

Reach out
Today!

O www.summitvisuals.co
(% (760) 258-6123

PROTECTING WHAT YOU’VE BUILT.
| AL YOU’RE STARTING.

1 Exchanges

Private REIT (Real Estate Investment Trust) investments
-Multi-family

storage

strial

33S

gy/infrastructure

te credit lending

ment Planning and Financial Planning

om Financial Plans IRA/Roth IRA's

plans/college savings accounts
t and estate planning and investments

pacificpointwealthmanagement.com

f"\ PAC'F'C ben@pacificpointwealthmanagement.com
(©) @pacificpointwmgt
\“ "" POINT 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.

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
Jjourney. 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!

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

SEEK WHOLENESS ABOVE SUCCESS

= L

PHOTOS BY LONE WOLF MEDIA ¢ WRITTEN BY CENTRAL VALLEY REAL PRODUCERS

Blake Shawn has never been interested in building a career
that only looks good from the outside.

COVER STORY

MIA

There was a time when he might have
measured success the way many in Real
Estate are taught to measure it. More
recognition. More growth. More proof
that the dream was working. But today,
Blake sees success through a much
different lens.

“Seek wholeness above success.”

That simple sentence has become
more than a piece of advice. It is

the thread that runs through his
story. It is the result of hard fought
lessons, deep personal work,
surrendered faith, and a life that has
taught him the difference between
performing well and living aligned.

For Blake, Real Estate is not just about
property. It is about people moving from
one chapter into the next. It is about
solving problems, creating safety, and
walking with clients through moments
that are often emotional, uncertain, and
deeply personal.

“I solve problems and help
people move from one chapter
into their next,” he says.

That perspective did not come
from a polished path. It came
from living real life.

Before Real Estate, Blake worked in
property management and, before that,
as a ditch tender. He studied kinesiology
at Cal Poly with thoughts of pursuing
physical therapy. He loved sports,
especially baseball, and assumed that
passion might shape his future. But over
time, he began to recognize something
else in himself. He had a natural

ability to connect with people, to sell,

to navigate complex situations, and to
thrive in environments that were never
exactly the same twice.

Real Estate gave him that.
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No two transactions felt identical. No
two clients had the same story. Every
situation came with its own fingerprint.
For someone who never felt built for
monotony, the industry offered both
challenge and purpose.

But Blake’s entry into Real Estate

also came during a hard and trying
season of life. He was rebuilding. He
was getting back on his feet. He knew
he had a heart for serving people
and an entrepreneurial drive, and
Real Estate felt like a place where
those two pieces could meet.

He went all in.

Since then, his career has included
growth, failure, reinvention, heartbreak,
leadership, and healing. Some of the
failures were public. Some were private.
All of them shaped him.

He has walked through the loss of loved
ones, dissolved partnerships, the strain

of entrepreneurship, the pressure of

26 - November 2026
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leadership, the reality of building while
also trying to be present at home, and the
quiet internal work of becoming whole.

For a season, Blake chased what many
ambitious leaders chase. He wanted

to build something big. He wanted to
recreate what he had seen others build.
He wanted to make an undeniable mark
in the marketplace.

And in many ways, he did.

He helped create something visible
and ambitious in Tulare. He pursued

downtown revitalization. He bought
and restored buildings with a former
partner. He helped create a coworking
space and Real Estate office concept
before many people fully understood
what that could be.

On the outside, it looked like momentum.

On the inside, Blake now recognizes that
not everything was aligned.

“I'had a closet full of masks,” he says. “I
knew which one to pull out depending
on the room I was walking into.”

That realization became a turning
point. Blake was successful by outside
standards, but he was exhausted
internally. He was showing up in
rooms, at events, in business, and
even at home, but he could feel the
difference between being physically
present and being fully present.

Eventually, he reached a place where his
prayer changed.

(1

SUCCESS ON THE
OUTSIDE MEANS
NOTHING IF
YOU ARE NOT

ALIGNED ON
THE INSIDE-

—_

He was no longer asking for more. He
was asking for alignment.

He wanted to be the same person
everywhere. In business. At home. With
his team. With his clients. With God.
With himself.

That prayer did not immediately make
life easier. In fact, from the outside,
things began to fall apart. Partnerships
dissolved. Buildings were sold. Dreams
had to be surrendered. The brokerage
he once thought he was meant to build
changed direction. The pressure became
intense enough that Blake questioned
whether he was even supposed to
continue in Real Estate.

But as painful as that season was, Blake
now sees it as part of the refining.

Success had to be redefined.

For him, the answer was not to quit. It
was to rebuild differently.

The Shawn Team ultimately aligned
with Real, a move Blake is grateful for

today. But the larger shift was not about
brokerage. It was about posture. It was
about letting go of ego, releasing the
need to force outcomes, and trusting
that what was meant for him could not
be stolen, replicated, or diminished by
someone else’s actions or opinions.

He began choosing wholeness over image.
That choice changed how he leads.

Blake is known for creating something
unique and authentic in the
marketplace. He describes his role as
being a safe place for clients and agents
to grow. His leadership is not built on
perfection. It is built on honesty.

There was a moment during one of
his hardest seasons when he sent a
message to the agents who remained
with him. He told them he loved them.
He thanked them for staying. He
admitted that he did not know exactly
what he could give them in that
moment, but he was willing to keep
going if they were.

The response was healing.

People told him they saw his heart. They
told him that if it was just him, they
would still be there.

For a leader who had once believed his
value was tied to what he could provide,
that moment mattered.

It gave him permission to be human.

Today, Blake’s team culture reflects

that same honesty. He jokes that some
trainings feel more like therapy sessions,
but behind that is a sincere belief that
agents need more than scripts, systems,
and market talk. They need places
where they can be real. They need
examples of leadership that do not
pretend to have everything figured out.

Blake is willing to be that kind of leader.

His view of legacy is simple and deeply
personal. He wants to love people well.
He wants people to feel seen and safe in
every stage of their walk.



That applies to clients. It applies to
agents. It applies to the people he meets
in coffee shops, where he often chooses
to work because he values organic
conversations over office small talk.

It applies to the community he serves.
And it applies at home, where his most
important titles are husband and dad.

Blake has been married to his wife, Mia,
for eight years. Together, they have two
children, Mykah Joy and Asher James,
and they honor the memory of their first
baby, Elias, whom they never got to meet
in this life.

Becoming a husband and father
reshaped Blake more than any business
milestone ever could.

He wants to be present before work,
after work, on weekends, and at every
event. He wants his family to receive

the same version of him that the rest
of the world sees. He has learned that
alignment starts at home.

When things were hardest, Mia gave
him the kind of love that did not depend

66

SEEK
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on performance. She reminded him that
even if everything material changed,
they would still have what mattered
most if they were together.

That kind of love helped silence the ego.

It also helped Blake understand success
in a new way.

One of his earliest mentors, Kevin Blain,
helped Blake see what was possible from a
smaller Central Valley community. Blake is
grateful for the front row seat Kevin gave
him to vision, ambition, and possibility.
Blake also carries a tender awareness of
the weight success can place on a person’s
soul. He speaks of Kevin with respect,
gratitude, and care, recognizing both the
impact he made and the deeper reminder
that outward achievement can never
replace inner peace.

That lesson lives at the
heart of Blake’s story.

Seek wholeness above success.

For Blake, faith is central to that pursuit.
His journey has included sobriety,

healing, counseling, surrender, and
the ongoing process of understanding
what it means to be fully loved by God
without needing to perform for it.

He is still becoming, and he is not afraid
to say so.

That may be one of the most powerful
parts of his leadership. He is not
offering a finished product. He is
offering a real one.

He is intentional, resilient, and servant
hearted. He is competitive enough to
warn people that they will have a hard
time beating him in ping pong. He
loves spending time with his family,
watching baseball, playing sports,

and hopes to get back into fishing.

He is naturally optimistic, even in

a challenging market, because he
believes the best is still ahead.

Real Estate, to Blake, remains a business
where one phone call can change the
day. That uncertainty would drain some
people. For Blake, it keeps him engaged.
It reminds him to keep showing up.

But he shows up differently now.
Not to prove.
Not to perform.

Not to chase a version of success that
costs him his soul.

He shows up aligned.

He shows up as a husband, father,
leader, Realtor, and man of faith who
is learning to value peace more than
applause. He shows up as someone
who has been through the wrestle and
is willing to talk honestly about it. He

shows up as someone who believes
that loving people well is not a soft
goal. It is the goal.

For newer agents, his advice is not
about chasing a number or building a
business that looks impressive from the
outside. It is about falling in love with
the process of becoming.

Love the journey. Love the growth. Love
the work that happens inside you while
you are building what is in front of you.

Because in Blake Shawn’s story, success
is not the absence of hardship. It is not
the size of the platform. It is not the
approval of the industry.

Success is alignment.

And wholeness is worth more than
anything success can offer. #
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Working with investors?

Assist buyers to secure financing using
the subject property’s cash flow.

Program highlights:
No employment verification or tax returns
LTVs up to 80%

Loan amounts to $2.5M
Credit scores as low as 660

Real estate investors can benefit from a Debt Service
Coverage Ratio (DSCR) mortgage, which is a type of
non-income loan. To qualify, investors simply divide
the property’s annual gross rental income by its annual

Gross property income
mortgage debt to calculate the DSCR.

Rent, investment gains, etc.
DSCR =
G“l Id Let’s help your clients expand PITIA
mortgage their real estate portfolio. _ Principal, interest, taxes,
insurance and association dues

Alicia Morfin

Senior Loan Officer NMLS

ID# 293114 2318 W.

Sunnyside Ave.

Suite 5

Visalia, CA 93277
0:559.627.1823
amorfin@guildmortgage.net
ApplyOnline Apply Online
www.homeloansbypatty.com guildmortgage.com/aliciamorfin

Patty Grissom

Branch Manager NMLS ID#
350159 7485 North Palm
Avenue Suite 103 Fresno, CA
93711 O: 559.490.6972 | M:
559.307.7611
pgrissom@guildmortgage.net

QUADRANT FITNESS

STRENGTH TRAINING-PILATES-NUTRITION-PRIVATE TRAINING

YOUR FIRST
- - CLASS

= , T i
= o 2 - - IS FREEI

i ! ; ] LA " USE PROMD EO0E
ip.-‘t‘ o - . TN j “TREE

2

S SIGN UP ON
\ "THE QUADRAN
¥ . FITNESS APP

1155 N FOWLER AWE

ABSOLUTE COMFORT
LIMOUSINE

"ANYTHING ELSE IS JUST A RIDE"
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SOCIAL MEDIA MANAGEMENT, CONTENT SHOOTS,
BRAND AWARENESS & MORE

WIN

MARKETING AGENCY )

Your next win is one call away.
(559)381-5248 | @win.marketingagency

American

Home Shield”
YOUR HOME H
WARRANTY — |
PARTNER.

We have you covered!

¢ Adult Primary Care TELEHEALTH MEMBERSHIPS:
50+ YEARS MORE REAL-TIME. @ Women's Health $99/month
OF TRUST COVERAGE. REPAIR HELP. for adults
Feurcder of the industry ‘Wi pary mose on claims Watted mxperts and video Q Perimenopause N L i .
thass m other n ot bl 41wt skt 0 minimum monthly commitment.
e Sl ": e & Menopause Registration fee applies.

FACETIME FOR = =) Jal) Hormone Therapy
YOUR HOME. y

MEET

Cathy Glasgow

NOW ACCEPTING PATIENTS
AT THE ARK DIRECT PRIMARY CARE

A board-certified Family Nurse Practitioner with more than 24 years
of healthcare experience, Cathy brings compassionate, whole-person
care to you through convenient telehealth visits.

A busy schedule shouldn't
put your health on hold.

@ Weight Management
Instant FaceTime comnections & Wellness
to repair experts
Included on all plans for
faster assessments

See the issue. Get clear

answers and options. Frislin J,-,;Fm-{;u
Help scheduling and CENTRAL CALIFORMIA Cathy Glasgow | Adult Telehealth Care
tracking your repair Markvaskadde iy Noah Sarr, FNP-C, PMHNP-C | In-Office & Telehealth Care
Ongoing support and Amarican LEARN MORE OR REQUEST MEMBERSHIP
resources after the sale Home Shiskd =
 (5509) 309-7657 TheArkDPC.com | 559-530-8151 | 511 W. Visalia Rd., Exeter
@ proAHS.com Membership is not health insurance.
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EVENT RECAP
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HIGH PERFORMANCE EXPERIENCE

PHOTOS BY TRAVIS BIRCHFIELD

A huge THANK YOU to everyone who
helped make the High Performance
Experience such an incredible event!

We are especially grateful to our keynote
speakers Ricky Mendez, Angelica
Ventrice, and Jenna Ellis for sharing
their time, expertise, energy, and insights
with our community. From mindset and
business growth to wellness, resilience,
breathwork, and creating sustainable
success, each brought something truly
valuable to the experience.

We also want to give a HUGE thank you to
all of the incredible vendors and partners
who sponsored and supported this event:

Accruit » Miracle Med Lounge * Ohana
Pantry ¢ Optimize U Centers * Lisa
Marie Alchemy ¢ Janessa Domingque
Bunch with New York Life ¢ Saja
Desserts & Coffee « BQR Esthetics ©
Massage by Adawn ¢ Travis Birchfield
Photography * Siong Marketing  Fire
Foods Meal Prep ¢ Liv More Beauty °
Damsel in Defense

Events like this simply wouldn’t be
possible without the businesses and
people who believe in what we’re
building and show up to support

our Central Valley Real Producers
community. We are so grateful to each
and every one of you!

L7\ i
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LUXURY LIVING

BHOA0) HIGHWAY 33 - COALINGA, CA

This stunning home blends luxury and
craftsmanship across a gated property
located on 40 acres. Interior offers a
living and family room, elegant tile and
hardwood flooring, all brick interior
walls, rich Redwood ceilings throughout,
dual-pane windows, spectacular views,
gourmet kitchen featuring two cooktops,
built-in microwave, double wall ovens,
trash compactor, premium Corian
countertops with recessed lighting,
EXCEPTIONAL HOME WITH RESORT STYLE LIVING & PREMIUM UPGRADES!  custom cabinetry, cozy sitting area for
LISTED BY TINA L. BROOKS REALTOR - DRE LIC. #01834447 quiet morning coffee and a walk-in
pantry including a mini refrigerator.
The formal dining room is adjacent
to an elegant bar area - complete
with a wine refrigerator and sink.
The primary suite offers hardwood
floors and large windows with endless
views, the spa-like bathroom boasts a
double vanity with Corian countertops,
Jacuzzi soaking tub, separate shower
and spacious walk-in closet. Two
additional bedrooms share a Jack-and-
Jill bathroom and the fourth bedroom
located at the end of the hall is ideal for
guests. Additional interior highlights
include skylights, copper countertops &
sinks brought in from Mexico, central
vacuum system, dual- zone AC controls,
whole-home intercom system, double
water heaters, two fireplaces, indoor
laundry room with storage closets,
sink, electric washer/dryer hookups
and freezer. Outside offers a pebble-
tech pool, above-ground spa with
automatic cover, outdoor bathroom,
covered patio, Queen’s Outdoor Kitchen
complete with Granite counter tops,
built-in refrigerator, BBQ with hood,
stove, auto ice-maker, sink, warming
drawers, fireplace, TV, overhead heaters,
surround sound, recessed lighting,
Redwood ceiling, walk-around porch
and auto window & door shades.
Additional structures on the property
include a two-car garage, brick chicken
coop with storage area, barn with tack
room, and a storage building, mature
fruit trees, lush lawn, and a gravel/
asphalt driveway with a gated entry and
an alarm system. Owned solar as well!
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Grateful for YOU and
honored to be a part of
- “.your home buying journey!

pA/P “f‘x e |

TNER WiTH Us TODAY’

Competitive Rates « Customized Solutions MF | MID VALLEY
RESIDENTIAL, COMMERCIAL & AG REAL ESTATE FINANC IAL

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

Bring us your
dreams, we'll help

with the plans.

Trustworthy & Reassuring

+ Protection you can count on.

- Peace of mind you deserve.

- Your home’s best backup plan.
FirstAmerfcan . \We've got your home covered —

Home Warraniy™
Build your dream home from the ground up with a local S0 y?u SRl BT R
lender who specializes in rural residential financing. From Servu:e-lfocused )
bare land to all-in-one construction loans, we'll simplify the piishhingsbieslceimakelBbetten
, ) ) , ) ' i - Fast fixes. No surprises.
process with flexible financing options, local expertise and . Repairs made simple.
personalized service. Service made personal.

Modern & Clever
.- Because stuff breaks. We don't.
- Smart coverage for life’s “uh-oh” moments.

Learn more at AgWestFC.com.

e/‘zQ « Your home's fixer-before-it's-a-fiasco.
N

2} Equal Housing Lender Ag\Ne (\ = o

This institution is an equal opportunity provider and employer. FARM CREDIT e Susan Br/tter

559-269-9191 | sbritter@firstam.com
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1031 EXCHANGE
SOLUTIONS BACKED

BY INDUSTRY-LEADING
CREDENTIALS

KAREN A. CLEMANS, CES®
Business Development Director

(661) 319-1378

c‘ (=] el
Lo ; A

Revolutionizing 1031 L'.'_F_.._

. J exchanges through q‘%;'.-l‘r'.t'.

- world-class service & "'::'-'I' '

Accruit | innovative technologies —

b

inar

Morgan Stanley

coere | Nuc

Taxes can have a significant : VI
PeME Leans | NANCY MOTA CASTILLO

impact on your future wealth.

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

EXPERIENCE
MATTERS

With nearly 30 YEARS in
the lending industry,
you can trust me to
provide the best
options for your

Eric Todd clients and assist you
Financial Advisor in closing MORE

Senior Vice President DEALS in 2026!
520 W Main St

Visalia, CA 93291
+1559 636-5644
. EricTodd@morganstanley.com

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

Contact me to learn more.

SCAN TO
LEARN MORE NANCY MOTA CASTILLO

|| https/advisormorganstan- ﬁ’l\?/llfso#éSI:I‘?E))zFF’CER
ey he-todd-
euconvihe todd 9roup NANCY@CORELOANS.COM

CA Insurance Lic. #0K61624

el 1w
NMLS #1700901 e 559.909.6116
._f Hablo Espanol

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. CR(4986338 11/25

NANCYHOMELOANS.COM
2024 CORE HOME LOANS. A DIVSION OF ALMEDA MORTGAGE CORPORATION, NMILS #271603,ICENSED BY THE

556766_2996998 01/23 DEPARTMENT OF FINANCIAL PROTECTION AND INNOVATION UNDER THE CALIFORNIA RESIDENTIAL MORTGAGE LENDING ACT
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YOUR -
MARKETING
PARTNER

MARKETING STRATEGY » - F
SOCIAL MEDI:MANAGEMENT
EMAIL CAMPAIGNS -
CONTENT CREATION

VIDEO MA‘E_KEUNP
BERANDING CONSULTATION
PRINT ADVERTISING

EVENT MARKETING

& MORE! -

MARKETING

DRIVE GROWTH WITH INNOVATIVE MARKETING SOLUTIONS

LUCY SIONG
LUCYeSIONGSMARKETING.COM
20¥.9735.1616




REAL ESTATE

INSPECTION

AND TERMITE
CONTROL

BIRD AND
RODENT
EXCLUSION

IR REREFEEEE.

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 Espafiol

THE WORK TIME.

EVENT TIME.
Colab &&=

CONNECT. CREATE. COLLABORATE. AND EVENT SPACE IN
DOWNTOWN EXETER

122 SOUTH E STREET E

EXETER, CA 93221 = SCAN
SCHEDULE A TOUR — 'i

(559) 594-8008 p IO TOUR

THECOLABEXETER.COM [=] =
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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



