
T A M P A  B A Y NOVEMBER 2026

Rising Star
HUNTER AVERY

Sponsor Spotlight 
SHAREE MANDEL

Amanda 
“Mandy” 
Fackler



Tampa Bay Real Producers • 32 • November 2026

REQUEST MORE INFORMATION HERE

5433 W Sligh Ave, Tampa, FL 33634 

DLcabinetry.com
We specialize in semi-custom cabinets for residential and commercial projects

TAMPA, FL | (813) 446-1423  | DLCABINETRY.COM
Gerardo Balmaseda - Business Development Rep 
Gerardo.B@dlcabinetry.com

DL CABINETRY

Built for Builders 
Who Expect More
Premium cabinetry solutions for 
new construction & multifamily projects

SCAN ME!

Kitchens · Bathrooms · Multifamily
Fast Turnaround & Reliable Supply
20+ Years Supporting Builders

Taking care of the insurance needs of real 
estate agents and their clients to ensure 
smooth and timely closings.

813.725.6445

813.280.1920
Peace of mind for your clients' largest and 

most important transactions with service 
that goes above and beyond.

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

607 W Horatio St Tampa, FL 33606
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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

NOMINATE YOUR 

FAVORITE VENDORS

Nominate 
Your Favorite 
Vendors
Just Scan The QR Code!

CABINETRY
DL Cabinetry - Tampa
(813) 243-5552
www.dlcabinetry.com

CUSTOM BUILDER
Gilk
gilk.com

HOME INSPECTION
A Radiant Property Inspection
Hank Lobdell
(813) 839-8416
Radiantinspect.com

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

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

NextGen Inspections
Curtis Antoine
(407) 801-2682
nextgeninspectors.com

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

HOME RENOVATION
On Point Construction 
Services, Inc
(866) 487-6676
www.itsonpointconstruction.com

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

HOME STAGING
Sublime Staging
(813) 546-2503
sublimestaging.com

The Staging Company FL
(210) 900-7772

HOME WARRANTY
Fidelity National 
Home Warranty
Tara Davis
(813) 904-0253
www.homewarranty.com

First American Home Warranty
Dominic Rock
(813) 344-7525
firstamrealestate.com

Home Warranty of America
Tina Romanik
(727) 340-3737
hwahomewarranty.com

INSURANCE
Goosehead Insurance
(813) 964-3012
goosehead.com/agents/fl/
wesley-chapel/murad-el-amir

Goosehead Insurance
(727) 914-9775
froidinsgroup.com

MDRN Insurance
(813) 725-6445
mdrninsurance.com

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

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

LOCKBOX / ACCESS 
MANAGEMENT
SentriLock
Jocelyn Hodson
(937) 956-4505
SentriLock.com

MEDIA PRODUCTIONS
Rank Media LLC
(919) 889-9324
rankmediallc.com

MORTGAGE BROKER
Bay to Bay Lending
DJ Rondeau
(813) 251-2700
BaytoBayLending.com

Bock Mortgage Group
(727) 457-6498
bockmortgage.com

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

MORTGAGE BROKER/ 
REVERSE MORTGAGE
Edge Home Finance
(503) 789-5811
TierOneLender.com

MORTGAGE LENDER
Jen Martinez Mortgage Team
Jennifer Martinez
(813) 480-4747
jenmartinez.com

Lincoln Lending Group
Frank Coto
(813) 765-1239
lincolnlend.com

Team Katie the Mortgage Lady
Katie Weldon
(978) 751-1934
teamkatie.com

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

PEST CONTROL
The Rodent Professionals
Dalton Ohara
(727) 922-4637
therodentprofessionals.com

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

REAL ESTATE PHOTOGRAPHY 
/ VIDEOGRAPHY
Totality Productions
(954) 445-4896
totalityproductions.com

REAL ESTATE 
PHOTOGRAPHY/VIDEOS
B Lively Images
Barry Lively
(813) 477-3398
LivelyListings.com

NTP 2 Photography
Eric Bunch
(813) 545-7569
ntp2.com

ROOFING
Magnum Restoration
(813) 606-4414
magnumrestoration.com

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

STAFFING / RECRUITING
Quintessential Agent 
Recruiting, LLC
(813) 956-5621
quintessentialagent 
recruiting.com

TERMITE & PEST CONTROL
Integrity Safer Lawns 
and Homes
(813) 526-2638
integritysaferhomes.com

TITLE AGENCY/ ATTORNEY
JK Closing Attorneys
(727) 432-8878
jkclosings.com

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

Coastal Collective Title
Lori LaCoppola
(813) 422-1328
CoastalCollectiveTitle.com

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

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

Investment Title
(727) 359-6898
investmenttitle.com

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

UTILITY CONCIERGE
Utility Helpers, LLC
utilityhelpers.com

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

Impressive Perspective
(813) 842-4597
impressiveperspective.com
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Meet
The

Team
Don Hill 

Area Director

Julisa Luciano 
Event Coordinator

Allie Serrano
Professional Photographer
Allie Serrano Portraits, LLC

Gerardo Luna 
Photographer

Eric Bunch
Event Photographer

Megan Sullivan 
Client Experience Director

Lori LaCoppola 
Client Relations Director

Carol Walker
Professional Photographer

Thomas Bruce Studio

Barry Lively
Professional Photographer

B. Lively Images

Elizabeth McCabe 
Director of Business  

Development

Brandon Sabbag 
Account Executive

Rob Horne 
Videographer

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 
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 
assistance of artificial intelligence (AI) tools by authors or contributors and may not be independently verified by N2.
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Book a
Listing &
Headshot
Session Today!

YOUR CLIENTS TRUST YOU.
GIVE THEM AN INSURANCE PARTNER THEY CAN TRUST.

Personal guidance. Customized coverage. Trusted protection.

Your clients count on you for more than finding the right home.  
Help them protect it, too.
I make home and auto insurance simple, personalized, and 
stress-free—so you can confidently connect your clients with 
someone they can trust.

Murad El-Amir
Independent Agency Owner

Goosehead Insurance

LET'S PARTNER.
Realtors • Loan Officers

Property Managers • Investors

813-964-3012 • murad.elamir@goosehead.com
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Remembering Amanda “Mandy” Fackler 
A Life That Left Lasting Footprints

LIFE IS SHORT

BY JEFF BEGGINS

COVER STORY

LOVE HARD  
HAVE FUN

T
There are people who enter 
our lives as coworkers, 
colleagues or friends — and 
somewhere along the way, 
they simply become family.

Amanda “Mandy” Fackler 
was one of those people. 
For nearly a decade, 
Mandy was an important 
part of our Century 21 
Beggins Enterprises 
family, working from our 
Madeira Beach office and 
serving buyers and sellers 
throughout Florida.

She was an exceptional 
real estate professional, 
a consistent top producer 
within our organization, 
and an internationally 
recognized CENTURY 21 
award winner within its 
global system.

Those accomplishments tell 
you that Mandy was very 
good at real estate.

But they don’t begin to tell 
you who Mandy was. 

Mandy was energy. She  
was laughter. She was 
love. She was fun. 

And above everything  
else, Mandy genuinely 
loved people. 

A Business  
About People 
Real estate has a funny  
way of becoming focused  
on numbers. We measure 
sales volume, listings, 
closings, rankings and 
awards. Mandy certainly 
earned her share of them.

But Mandy’s career was 
a beautiful reminder that 
behind every one of those 
numbers is a human being.

A family buying its 
first home. Someone 
relocating to Florida. A 
seller beginning a new 
chapter. A couple searching 
for their place near the 
water. Someone excited, 
nervous or overwhelmed 
who simply needs to know 
that the person beside 
them genuinely cares.

Mandy cared. 

She listened. She connected. 
She laughed with people. 
She made an experience 
that could be stressful feel 
exciting and enjoyable.

People didn’t feel like 
another transaction 
with Mandy. They 
felt like family. 

That feeling came through 
again and again over 
the years. Customers 
remembered how she 
listened, how comfortable 
she made them feel, 
how much fun they had 
with her, and how she 
somehow transformed a 
complicated process into 
a beautiful experience.

The sentiment was 
remarkably consistent:

She made us feel like we 
were her only clients.

She listened to what 
mattered to our family 
and somehow made the 
entire experience fun.

We started with a 
Realtor and finished 
with a friend.

These aren’t presented 
as quotations from 
individual reviews. They 
are something more 
important: a reflection 
of the experience Mandy 
created for people 
throughout her career.

Success With a 
Servant’s Heart 
Mandy showed us that 
being a tremendous 
producer and being a 
tremendous human 
being aren’t competing 
goals. In fact, they 
can be inseparable.

Her success came from 
relationships. From  
showing up. From 
listening. From caring.

She demonstrated that 
when you serve enough 
people and care deeply 
enough about the 
outcome, success has a 
way of following.

That is a lesson 
worth remembering 
in our industry.

At the end of our 
careers, people probably 
won’t remember 
where we ranked on 
a production report.

They will remember 
how we made them feel. 

And a lot of people 
remember exactly how 

Mandy made 
them feel.

Bigger Than 
Real Estate 

Of course, there 
was so much 
more to Mandy 
than real estate.

She had an 
enormous love 
for animals 
and a deep 
appreciation for 
the outdoors, 
nature and 
the beach.

That spirit fit Mandy 
perfectly. She loved being 
outside. She loved the 
beauty around her. She 
loved animals. She loved 
Florida and the water. She 
loved experiences. And 
she loved having fun.

Mandy didn’t just 
go through life. She 
experienced it. 

She brought an energy 
into a room that couldn’t 
be manufactured. There 
was a lightness about her, 
a sense that whatever 
was happening, there was 
probably an opportunity 
to laugh, smile and 
enjoy the moment.

That energy  
was contagious.

Her Life Defines Her 

Mandy’s life was tragically 
taken far too soon 
through an act of violence. 
It is heartbreaking 
beyond words.

But the circumstances 
surrounding Mandy’s 
death will never be the 
story that defines her.

Her life defines her. 

Her two beautiful daughters 
define her. Her loving 
mom and dad, her brother 
and her incredibly close 
extended family define her. 
Her friendships define her. 
The animals she loved, the 
beaches she enjoyed and the 
adventures she experienced 
define her. The families 
she helped define her. The 
laughter defines her.

The love defines her. 

For those of us at Century 
21 Beggins Enterprises who 
were fortunate enough 
to share nearly a decade 
with Mandy, there is an 
enormous hole where 
that personality, laughter 
and energy used to be.

But there is also 
tremendous gratitude.

Gratitude that we knew her. 
Gratitude that we laughed 
with her. Gratitude that 
we worked beside her. 
Gratitude that so many 
families trusted her. And 
gratitude that Mandy 
left all of us an example 
worth carrying forward.
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Lasting Footprints 

If there is one thing Mandy’s 
passing reminds all of us, 
it is something we know 
but too easily forget:

Life is short. Love hard. 
Have fun. Enjoy the journey. 
Leave lasting footprints. 

Tell people you love them. 
Laugh a little louder. Spend 

time outside. Go to the 
beach. Love your animals. 
Take the trip. Make the 
memory. Be there for 
somebody who needs you.

And if you’re fortunate 
enough to have a career 
that allows you to touch 
people’s lives, don’t simply 
do business with them.

Serve them. 

Because someday the 
contracts will be gone. The 
commission checks will 
be spent. The production 
reports will be forgotten. But 
the people whose lives you 
touched will remember.

The stories will remain.  
The laughter will remain. 
The love will remain.

And the footprints  
will remain. 

Mandy was an award-
winning real estate 
professional and a 
tremendous producer. But 

her greatest production was 
never measured in dollars.

It was measured in people. 

And by that measure, 
Amanda “Mandy” Fackler 
lived one incredibly 
successful life.

Celebrating Mandy 

In the most fitting setting 
imaginable, family, friends, 
colleagues and everyone 
whose life Mandy touched 
gathered near the beach 
to celebrate her life on 
what would have been 
her birthday on Saturday, 
October 3, 2026. From 6:00 
p.m. through sunset, people 
gathered at the City of 
Madeira Beach — Archibald 
Memorial Beach Park 
Pavilion.

People came with stories, 
memories, and laughed, 
cried, hugged and celebrated 
a woman who brought an 
extraordinary amount of life 
into the lives of others.

And as the sun set over the 
Gulf on Mandy’s birthday, 
we remembered something 
she taught us simply by the 
way she lived:

Life is short. Love  
hard. Have fun. Enjoy  
the journey. Leave  
lasting footprints. 

Amanda “Mandy” Fackler 

Forever loved. Forever 
remembered. Forever 
family.

Jeff Beggins 

Partner | Broker 
Owner | Friend 

PEOPLE DIDN’T FEEL LIKE ANOTHER TRANSACTION 
WITH MANDY. THEY FELT LIKE FAMILY. 
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PHOTO CREDIT: ERIC BUNCH, PHOTOGRAPHER 

& VIDEOGRAPHER, NTP 2 PHOTOGRAPHY

RISING STAR

A LIFETIME OF SERVICE, BUILT LONG 
BEFORE REAL ESTATE

AVERY: 
HunterHunter

Before Real Estate 
Hunter Avery thought he had his future 
figured out.

Like many aspiring healthcare 
professionals, he enrolled at the 
University of Florida with plans of 
becoming a dentist. He shadowed 
dentists, asked questions, and 
envisioned what his life would look 
like years down the road. But the closer 
he came to that future, the more he 
realized something was missing.

“It wasn’t the hard work that made me 
question it,” Hunter says. “It was the 
thought of waking up twenty years later 
and realizing I had chosen a career that 
didn’t truly align with who I am.”

While he loved the idea of helping 
people regain confidence by 
transforming their smiles, he knew he 
wanted something more dynamic.

“I’m a hands-on person,” he explains. 
“I wanted a career where every day 
was different, where I could meet new 
people, solve problems, and continually 
learn. I wanted something that wasn’t 
confined to four walls.”

Ironically, the career that checked every 
one of those boxes had been preparing 
him since childhood.

A Childhood Built on Hard Work 
Long before he was showing homes 
throughout Tampa Bay, Hunter learned 
the value of hard work from the person 
who influenced him most: his mother, 
Jodi Avery.

Raised by a single mother alongside 
his three sisters, Hunter grew up 
watching Jodi build a successful real 
estate business from the ground up. 
She instilled old-school values that 
continue to guide him today: show 
up when you say you will, be honest 
always, keep your word, work hard, 
and always treat others the way you 
want to be treated.

As a young boy, Hunter and his sisters 
spent countless afternoons rollerblading 
through neighborhoods delivering flyers 
for their mother’s business. They folded 
brochures, stamped envelopes around 
the kitchen table, and learned firsthand 
that success wasn’t something you were 
given—it was earned one conversation, 
one relationship, and one act of 
consistency at a time.

“My faith also played a huge role in 
shaping who I am,” Hunter says. “I 
was raised to live by the Golden Rule. 
Treat people the way you’d want to be 
treated, and everything else tends to 
take care of itself.”

Looking back, those simple afternoons 
became some of the earliest lessons that 
would shape his career.

“I don’t think I realized it at the 
time,” he says, “but I was learning 
entrepreneurship, discipline, and the 
importance of serving others long 
before I ever had a real estate license.”

Finding His Own Path 
Growing up around real estate made 
the business feel familiar, but Hunter 
never imagined he would one day build 
a career alongside his family.

He earned his real estate license 
immediately after graduating high 
school, initially planning to use it as a 
valuable skill while pursuing dentistry. 
Instead, that license quietly opened 
doors he never expected.

Working behind the scenes with his 
mother, top-producing Broker Associate 
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Free consultations

Our GAF lifetime roof system includes a 25 year 
workmanship warranty.

Locally owned and operated with 30+ years of 
combined experience.

Veterans, Active Duty Military, First Responders 
and Teachers Discounts.

855-SCM-ROOF
scmroofingfl.com

Licensed Florida Contractor #CCC1331132

SCM ROOFING is a GAF MasterElite Roofing Contractor

By focusing on roofing we are able to offer a 
competitive price, exceptional customer service 
and outstanding quality!

"SCM Roofing was amazing and much faster than the 
  others I called.. " -Wesley Chapel Homeowner

"Professional. Quick & Easy. Would definitely use again." 
  -Tampa Homeowner

"Very Professional. Knowledgeable guys and zero trash 
  was left behind!." -Tampa Homeowner

FOR A CLOSING PARTNER 
YOU CAN COUNT ON.

Grateful 

This Thanksgiving, trust JK Closing Attorneys to help 
keep your transactions smooth, stress-free, and 
moving toward the closing table. From contract to 
closing, Realtors count on us for responsive 
communication, reliable title services, and solutions 
that keep deals moving forward.

Contact Rachel 
FOR A FREE AS-IS CONTRACT 
REVIEW BY AN ATTORNEY!

Local. Experienced. Trusted.
Your closing partner in Tampa Bay.

Rachel Jewell
727-432-8878 | jkclosings.com
rachel@jkclosings.com

GIVE THANKS FOR A CLOSING
That Goes Smoothly

Jodi Avery, Hunter immersed himself in 
every aspect of the business. He handled 
paperwork, technology, photography, 
videography, digital marketing, artificial 
intelligence, and client support, gaining 
a deep understanding of real estate long 
before he ever represented a buyer.

“I never thought I’d end up working in 
the family business,” he says. “Looking 
back, it’s been one of the biggest 
blessings in my life.”

Today, Hunter works alongside his mother 
and his sister, Elizabeth Uline, Operations 
Manager and Buyer’s Specialist, at Keller 
Williams South Tampa.

Creating His Own Value 
Rather than trying to compete with 
seasoned agents based solely on years of 
experience, Hunter intentionally created 
his own value.

He immersed himself in photography, 
drone videography, digital marketing, 
artificial intelligence, and emerging 
technology, helping modernize the 
team’s marketing while learning every 
stage of the transaction process.

“Our goal has always been to deliver 
concierge-level service in every aspect of 
the business,” he says.

Those years taught him far more than 
photography.

“They gave me an inside look at how 
buyers think, how homes are marketed, 
and what truly influences someone to 
make an offer.”

As demand for his time continued to 
grow, Hunter transitioned into working 
full-time with buyers, particularly those 
relocating to Tampa, Florida.

Today, his office is rarely an office.

One day he’s touring waterfront homes 
in St. Petersburg. The next he’s helping 
clients compare neighborhoods across 
Tampa, Dunedin, Palm Harbor, New 
Port Richey, and Clearwater.

“As a Tampa Bay native, I’ve watched 
Hillsborough, Pinellas, and Pasco 
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counties grow and evolve over the past 
twenty-five years,” Hunter says. “That 
allows me to give buyers insight that goes 
far beyond what they can read online.”

Having personally lived in communities 
including New Port Richey, Westchase, 
Largo, Pinellas Park, South Tampa, 
Downtown Tampa, Town ‘N’ Country, 
Oldsmar, and Palm Harbor, he enjoys 
helping buyers understand not only the 
homes they’re considering but also the 
lifestyle each community offers.

More Advisor Than Salesperson 
One thing surprises many of Hunter’s 
clients.

Despite making his living in sales, he 
doesn’t consider himself a salesperson.

“Honestly, I don’t like salespeople,” 
he says with a laugh. “Homes sell 
themselves. My job isn’t to convince 
someone to buy a house. My 
responsibility is to determine whether 
it’s a smart investment, negotiate the 
best possible price, and help clients 
avoid expensive mistakes.”

That philosophy shapes every 
conversation.

“We’re not focused on the dollar,” he says. 
“We’re focused on delivering exceptional 
concierge service and genuinely caring 
about the people we serve.”

While buyers naturally focus on 
bedrooms, finishes, and square 
footage, Hunter is already thinking 
several steps ahead.

Is the property in a flood-prone area? 
How will the floor plan appeal to future 
buyers? Was the home built with quality 
craftsmanship? Could today’s dream home 
become tomorrow’s financial burden?

His goal isn’t simply helping someone 
buy a house.

It’s helping them make one of the biggest 
financial decisions of their lives.

Experience Beyond His Years 
Working alongside the Jodi Avery Team 
has given Hunter exposure to more 
than 800 successful transactions and 

over 50 years of combined real estate 
experience throughout Tampa Bay.

“Real estate becomes about recognizing 
patterns,” he explains. “Once you’ve 
seen enough transactions, you start 
anticipating problems before they 
happen. Experience teaches you how 
to protect clients before small issues 
become expensive ones.”

That perspective has become especially 
valuable in today’s rapidly changing 
market.

“Markets shift. Buyer behavior changes. 
Interest rates change. Experienced 
agents recognize those trends early and 
adjust their strategy before everyone 
else catches up.”

Hunter often compares his role to 
that of a trusted advisor rather than a 
salesperson.

“It’s like ordering at a restaurant,” 
he says. “Some people already know 
exactly what they want. Others simply 
need someone to help them think 

through the options. If someone tells 
me they want a certain neighborhood, 
I’ll ask why. Is it because of the 
commute? The schools? The lifestyle? 
Sometimes there’s an even better 
option they hadn’t considered.”

Never Stop Learning 
Hunter believes great agents never stop 
improving.

He continually invests in professional 
development, studying negotiation, 
leadership, technology, market trends, 
and business strategy.

One book that significantly influenced his 
thinking was The Millionaire Real Estate 
Agent (MREA), which challenged him 
to think beyond simply selling homes 
and instead build systems focused on 
delivering exceptional client experiences.

“The industry is always changing,” he 
says. “If you’re not learning, you’re 
falling behind.”

Life Outside Real Estate 
Away from work, Hunter enjoys 
maintaining a balanced lifestyle. 
You’ll usually find him in the gym, 
experimenting with new recipes, 
trying Tampa Bay’s newest restaurants, 
relaxing at Honeymoon Island with 
friends, or spending time with his two 
rescue cats, Oliver and Twix.

Much like rescuing his cats, Hunter 
finds genuine fulfillment in helping 
buyers and sellers avoid costly mistakes, 
navigate one of life’s biggest financial 
decisions with confidence, and ultimately 
find a place they’re proud to call home.

For Hunter Avery, real estate has never 
been about selling houses.

It’s about serving people and facilitating 
the best possible outcome in their 
real estate journey with integrity, tact, 
compassion, and a commitment to 
building relationships that last long after 
the closing table. 
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More Than
WRITTEN BY 

ELIZABETH MCCABE

SPONSOR SPOTLIGHT

PAPERWORK
Sharee Mandel once worked at 
Walmart. For three hours. She was 
assigned to the “10 items or less” line. 
Then two customers rolled up with 
full carts. That was apparently enough 
retail experience for one lifetime.

Fortunately, Sharee already knew where she 
belonged. She had been working in the title and legal 
world since she was 15, and more than three decades 
later, she is still there — bringing a self-described 
“Northern work ethic,” a paralegal’s eye for detail 
and an almost obsessive level of personal attention to 
Investment Title.

“I am not a salesperson,” Sharee says. “I am your title 
agent.” And she means it.

Starting at 15 
Born and raised in Chicago, Sharee answered an 
advertisement for a receptionist at a real estate  
law firm when she was just 15. She was quickly 
promoted to legal assistant and eventually worked 
alongside six attorneys.

After several years, she joined First American Title 
and eventually managed a 25-person title office in 
Northbrook, Illinois. She also went on to earn two 
associate degrees and a bachelor’s degree in Paralegal 
Studies from St. Petersburg College and became a 
licensed Florida REALTOR®.

That early experience gave her exposure to real 
estate as well as bankruptcy, family law and probate, 
knowledge that would prove invaluable later. After 
moving to Florida in 2008, Sharee briefly returned 
to paralegal work before realizing where she really 
wanted to be.

“I need to get back into real estate,” she remembers.

Today, after 34 years in the industry, she has helped 
thousands of people through transactions ranging 
from small lots and first-time purchases to luxury 
homes and commercial properties. Her experience 
also encompasses investor closings, complex title 
issues and curative matters.

But Sharee knows that what’s on paper is often only  
part of the story.

A home may be sold because of a divorce, death, financial 
difficulty or major life transition. Whatever the circumstances, 
she sees real estate as the beginning of something new.

“Real estate is always about a new chapter,” she says.

When Experience Matters 
Sharee is especially seasoned in short sales and foreclosures, 
experience sharpened during the 2008 housing crash.

When the market crashed, she shifted her focus to 
helping homeowners affected by it, working on short-
sale negotiations and mortgage modification programs. 
Later, as property values recovered, she helped struggling 
homeowners caught in foreclosure situations explore 
whether selling could put them in a better financial position.

She has encountered homeowners who stopped making 
mortgage payments and assumed the bank already owned 
their property. In some cases, Sharee says, there were still 
options available to sell the home and avoid foreclosure.

“Being able to help people is the biggest thing in this 
business,” she says.

That problem-solving mentality extends to  
every transaction.

She also brings an unmistakably positive attitude—and plenty 
of humor—to an industry that can sometimes feel stressful. 
Whether she is dressing as a “loan shark,” transforming 
herself into a “house for sale” for Halloween or bringing her 
beloved dog along to industry events, Sharee has a special way 
of making business both memorable and fun. Her lighthearted 
approach helps put people at ease, but it never comes at 
the expense of the professionalism, precision and personal 
attention she brings to every transaction.

Sharee joined Investment Title in 2020 after years of working 
with different title companies and seeing firsthand how 
dramatically practices could vary.

Today, Investment Title has approximately 30  
licensed employees with more than 500 years of combined 
industry experience. Its owners are hands-on, and bilingual 
services are available for Spanish-speaking clients.

Sharee serves as a Premier Title & Client Experience Partner, 
working with REALTORS®, lenders, buyers and sellers on 
both residential and commercial transactions.

Sharee herself has been recognized as an outstanding title 
agent by Old Republic for three years, an achievement tied 
to clean files, reconciliations and avoiding claims.

One-on-One Means One-on-One 
Sharee doesn’t hand clients off to a processor.

“I take a one-on-one approach,” she says.

For Sharee, that means direct access rather than call 
centers or unnecessary handoffs. She personally stays 
involved from listing through closing and beyond, 
providing proactive communication, guidance and 
problem-solving along the way.

That can mean answering questions at 9 p.m., reviewing 
title information or preparing detailed net sheets so agents 
and sellers have a realistic picture of the  
numbers before closing.

Her numbers-driven approach is particularly useful 
to REALTORS®. Give Sharee the property address, 
commission and purchase price, and she can prepare 
a customized net sheet and use available title and 
mortgage information to help estimate the seller’s 
bottom line. She also provides contract guidance and 
educational support designed to help agents negotiate 
with greater confidence and keep transactions moving.

“If our REALTORS® are working at nine at night, our title 
person should be accessible,” she says.

Her Chicago legal background also shaped her philosophy. 
When someone hires a professional, Sharee believes that 
person should actually handle the work.

After all, referrals reflect on the REALTOR® who made them.

“Title companies are not all the same,” she says. And title 
insurance, she adds, can seem unnecessary right up until 
the moment it becomes very necessary.

“You never need it until you need it.”

For Sharee, the goal isn’t simply getting a transaction 
closed. Her extensive legal and title background helps her 
identify potential problems, work through complex title 
issues and protect clients from problems that could follow 
them after closing.

“I don’t only handle paperwork,” she says. “It’s way more 
than that.”

Invested in REALTORS® 
Sharee’s support doesn’t end at the closing table.

Investment Title offers continuing education 
opportunities, and Sharee regularly helps agents review 
title matters, understand closing numbers and navigate 
unusual situations. She also serves as a director of 
NAHREP and looks for opportunities to support the  
real estate community.

Investment Title is collaborating with SERHANT. as a 
sponsor for the grand reopening of the sales gallery for the 
Roche Bobois project in St. Pete.

Sharee has a simple philosophy about supporting agents: 
“The more I feed REALTORS®, the more they feed me.”

After 34 years, thousands of clients and considerably more 
than three hours in this particular profession, Sharee has 
clearly found the right fit. Because to her, title isn’t simply 
about moving paperwork from one desk to another. It’s 
about providing clarity, anticipating problems and making 
sure the people she serves have someone personally 
invested in getting the transaction across the finish line.

It’s about protecting the transaction, helping people 
through major transitions and making sure that when one 
chapter closes, the next one can begin with confidence.

CONTACT HER TODAY! 
727-914-5278  |  SHAREEM@INVESTMENTTITLE.COM 
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The N2 Company was named to Inc.’s 
Best in Business list for Social Good — 
the authoritative list of companies that 
make a meaningful impact beyond profit.

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

Read how THIS magazine is part of something bigger.

INC.
SAYS

Tampa Bay Real Producers, 
Informing and Inspiring 

Real Estate Agents

 5 COPIES     $50 per month
10 COPIES     $97.50 per month

15 COPIES     $142.50 per month
20 COPIES     $180 per month 

BROKER OFFICE SUBSCRIPTIONS

When Real Producers magazines are within reach, clients 
not only recognize your appreciation for high-quality content 

but your association with top-producing industry partners.

For all questions, please reach out to Don Hill at  
don.hill@realproducersmag.com.

MONTHLY SUBSCRIPTION  
COST BREAK DOWN:

ENSURE YOUR CLIENTS ARE PREPARED.

(813) 251-2700
326 S. Hyde Park Ave, Tampa, FL 33606

BaytoBayLending.com
info@BayToBayLending.com

NMLS ID #4102

RATES ARE SHIFTING. 

Bay to Bay Lending Helps Realtors Close Faster.

• Residential & Commercial Loans
• Refinance Loans
• Fast, Reliable Closings
• DSCR / Bank Statement Programs
• Weekend Loan Officer Support
• Open House Partnership Opportunities
• Flexible Solutions for More
  Buyers - No Minimum
  Credit Score Required

Call us... We are 
here for you! 
Llámanos.. 

¡Estamos aquí 
para ti!  
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Like our Tampa 
Bay Real Producers 
Facebook Page. 
Follow us on 
Instagram.

Stay Connected on

FOR THOSE WHO SERVED. FOR THE REALTORS WHO SERVE THEM.

Edge Home Finance Corporation NMLS #801464 | Licensed Mortgage Broker | FL, OR, WA, AZ, TX, TN, OH, MI, VA, GA, MO | Not a�liated with the VA or any government agency

(503) 789-5811 tieronelender.com

Your Veteran clients deserve a lender who understands their 
service—and the importance of getting them home.

SEAN ROWLEY
MORTGAGE BROKER | NMLS #2003532

RETIRED U.S. ARMY VETERAN
20+ YEARS OF DISTINGUISHED SERVICE

YOUR VA LENDING PARTNER

VA LOAN EXPERTISE • FAST PRE-APPROVALS • RESPONSIVE SERVICE

Social Media
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7 
Stop waiting for sellers to raise 
their hand—start turning your 
buyers into a listing machine.

Gritty, Proven Ways Gritty, Proven Ways 
Your Buyers Can Your Buyers Can 
Score You ListingsScore You Listings

BY COACH WAYNE SALMANS | FORMER MEGA AGENT & FOUNDER OF HERO NATION COACHING

About the Author 
Wayne Salmans
 World-Class Coach, Author, and Keynote Speaker
Founder, Hero Nation Coaching
Wayne has coached over 7,000 entrepreneurs, was honored as 30 Under 30 by Realtor 
Magazine, and is ranked among the top coaches in the world. He’s the coach leaders call 
when they’re done with one-size-fits-all advice—and ready to win their way.

CTA: “Thinking about selling or know 
someone who is? Hit reply or text me. No 
pressure—just possibilities.” 

3. Knock Doors With a Promise
If a buyer loves a neighborhood, don’t 
just set them up on a search—get your 
shoes on and knock doors.

“Hi, I’m Wayne. I promised my buyers 
I’d personally knock on every door 
in this neighborhood to find them a 
home. They’re pre-approved, flexible on 
timing, and love this street. Do you know 
of anyone even considering a move?”

It’s bold. It’s real. And it flat-out works.

People respect a promise. And they 
love being part of a story—especially one 
where they get to help someone else.

4. Create a “Buyer Wanted” Flyer or 
Door Hanger
Use bold, clear language:

“I HAVE A BUYER FOR YOUR 
NEIGHBORHOOD” 

Include:

•	 A brief story of your buyer
•	 Their wants and needs (with emotion)
•	 Your contact info

Deliver these by hand in a 2- to 3-block 
radius of where your buyer wants to live.

You’ll be surprised how often someone 
emails you a few days later with: “We’ve 
been thinking about selling…” 

Bonus: You’ve now branded yourself as 
the local matchmaker.

5. Film a Weekly Buyer  
Matchmaker Reel
Every week, feature a different buyer in 
a short video (45 seconds or less):

“Hey [City], I’ve got a rockstar client 
moving back home to be closer to 
grandkids. She’s looking for a quiet 
2-bedroom home near parks and trails. 
She’s ready to move quickly—if you or 
someone you know has been thinking 
about selling, I’d love to connect the dots!”

Add captions. Post to Reels, TikTok, 
Stories, YouTube Shorts.

Why it works: It builds omnipresence. 
It shows you’re active. And it sparks 
inbound conversations like wildfire.

6. Post in Local Facebook Groups 
with Purpose
Leverage local groups the right way. 
Once a week, post something like:

“I’m working with a family looking to 
move into [Neighborhood Name]. They 
need a fenced yard and a quiet street. 
We’ve seen everything on the MLS—just 
wondering if anyone here is thinking 
about selling? I’d love to chat.”

Real. Relational. Not spammy. These 
groups are full of low-key sellers waiting 
for a reason to take action.

7. Mail Handwritten Notes to 
Neighborhood Homeowners
Yes, handwritten. 

Short and sweet:

“Hi,

Would you be interested in selling your 
home to a client of mine?

 If so, give me a call on my cell at 469-
500-3642.”

Simple. Direct. Powerful.

Most agents won’t do this. You will. 

Final Thoughts from the Field

“If you’re not marketing your buyers, 
you’re leaving listings on the table.”  — 
Brian Inskip 

This approach is part hustle, part 
heart. It’s about bringing visibility to 
the work you’re already doing—and in 
doing so, activating a whole new layer of 
seller conversations.

So here’s your challenge:

This week, pick one of these tactics.

Put it in motion.

 And watch what happens when you 
start treating your buyers like the listing 
magnets they are.

Let’s get gritty.

Let’s get loud.

Let’s go serve at a higher level.

Want more?

Head to www.TheHeroNation.com

At Hero Nation Coaching, we help 
people get where they want to go faster 
and with fewer bruises. 

Ready to go deeper? Book a session: 

www.HNStrategySession.com

We’ve all heard it a thousand times:

“Get a listing, and the buyers will come.”

And yes—listings are leverage. Listings 
are visibility. Listings are king.

But what if I told you the buyers you’re 
already working with… are secretly the 
best listing generators you’ve got?

This idea flipped my brain years ago, 
and it’s never left me. My friend Brian 
Inskip was the first to say it out loud 
and build a system around it. Brian calls 
it “My Buyer Listings.” And it’s not just 
a tactic—it’s a mindset shift. He said:

“Most agents go halfway. They help 
buyers find homes, but they don’t make it 
public. They’re quiet about the work.” 

Brian’s challenge? Be loud about it. 

While other agents were quietly 
shepherding buyers from open house to 
open house, we were out loud about it. 

We marketed our buyers publicly and 
creatively, and in return, we didn’t just 
find them homes—we uncovered sellers.

Here is your tactical playbook: 7 gritty, 
slightly fun, deeply effective ways to 
use your buyers to find your 
next listing. 

Let’s go.

1. Turn Buyer Searches into  
Social Posts
Forget boring market stats. Want 
engagement? Post like this:

“I have a buyer looking for a 3–4 
bedroom home in downtown [City] or 
nearby neighborhoods. They love big 
backyards and updated kitchens. Budget 
up to $700k. Flexible on move-in. Know 
a home that might be a match?”

You don’t name names. You don’t violate 
privacy. You just do the one thing every 
seller wants to see: proof that you’re 
working hard and that you have real 
buyers ready to go.

Result?

•	 Sellers DM you
•	 Buyers reach out because they see 

you hustling
•	 You build a rep as a connector—not 

just a closer

2. Send a “Buyers Looking For…” 
Email Once a Month
Subject line: Buyers Looking for Homes 
Like Yours 

This belongs in your monthly rhythm. 
Highlight one or two buyer profiles and 
share exactly what they’re hunting for.

“Jake and Sarah are relocating from 
Denver. They’re looking for a 4-bedroom 
with a home office and a backyard big 
enough for two Labradors. $500–$600k. 
Would love to close before the holidays, 
but they’re flexible on timing.” 

Give just enough detail to start the 
wheels turning.

Flip the Script: 
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TAMPA BAY AREA LICENSED 
INSPECTION EXPERTS
TAMPA BAY AREA LICENSED 
INSPECTION EXPERTS

813.785.4620
GetTheFactsHomeInspection.com

REPORTS WITHIN 24 HOURS | OFFICE HOURS 7 DAYS A WEEK | ONLINE ORDERING | AND SO MUCH MORE.

Zero Upfront Cost:
With our pay at close option 

which ensures you pay nothing 
upfront!

Our team of experienced 
inspectors are capable of home 
inspection, insurance reports, 

sewer scope, pool inspections and 
lots more.

We back everything up with 
a 180 day warranty.

LIC#JB500703

THE RIGHT BROKERAGE 
CHANGES EVERYTHING. 

Connecting Agents With 
Brokerages That Align With 

Their Goals and Vision.

WE FIND 
THE RIGHT FIT 

 SO YOU CAN THRIVE.

• Personalized guidance based on your goals and lifestyle. 
• Provide valuable insight into Florida brokerages. 
• Expert advocacy to negotiate the best opportunity for you. 
• Support every step of the way before, during and after your move.

BETTER BROKERAGE. BETTER BUSINESS. BETTER YOU.

813-956-5621         Monicaqarllc@gmail.com
quintessentialagentrecruiting.com        @quintessentialagentrecruiting

AT NO COST TO THE AGENT.

Monica Smith | Founder

THE KEYS OPEN THE DOOR.
A Home Warranty Opens The Relationship.

Help protect your buyers from unexpected repair costs
with an HWA Home Warranty—so they remember the 

peace of mind you provided long after move-in day.

Tammy Birchler Account Executive

407-341-8090
tbirchler@hwahomewarranty.com

• Major systems & appliances
• Flexible coverage options
• Added value for every transaction

Because great Realtors think beyond closing day.

A BOUTIQUE TITLE COMPANY
BUILT AROUND Relationships

(813) 544-8626  |  WE'RE HERE TO ENSURE A SMOOTH AND PROFESSIONAL PROCESS.

BOUTIQUE SERVICE 
Personalized attention from contract to close.

CLEAR COMMUNICATION 
Fast responses, proactive updates, always in the know.

MOBILE & FLEXIBLE CLOSINGS 
On your schedule. Wherever business takes you.

FLORIDA EXPERTISE 
Deep knowledge. Real solutions. Smooth closings.

RELATIONSHIPS FIRST 
We value trust, loyalty, and lasting partnerships.

Services:

(813) 422-1328
Lori LaCoppola
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Do you have sales experience you’d like to utilize? 
We are looking to add new members to our team. 
Part-time, flexible hours. You can earn $1,000— 
$5,000/month for extra spending money. Perfect 
for anyone who loves connecting with various 

industries in the Tampa Bay real estate community. 
Training is provided. 

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

Account 
Executives 

Needed 
— Apply 

Today!

ANYONE 
LOOKING FOR 
SOME EXTRA 
MONEY ON 
YOUR TEAM?



Tampa Bay Real Producers • 4140 • November 2026

Florida’s success has always been rooted 
in one simple promise: If you work hard, 
you should have the opportunity to build a 
life here and own a home.

Today, that promise is increasingly  
at risk.

Since 2019, Florida’s property values have surged. According 
to Florida Department of Revenue data, the state’s total 
value of real property increased from approximately $3.8 
trillion in 2019 to more than $6.5 trillion in 2025. That 
represents an increase of roughly 70%. In many communities, 
individual homeowners have seen values rise dramatically.

But our public services did not suddenly become twice as 
valuable simply because our homes did. Roads, fire protection, 
law enforcement, water systems and other essential services 
remain fundamentally the same services Floridians rely on every 
day. At the same time, higher property values can automatically 
generate substantially more tax revenue for local governments.

That is not a sustainable path to affordability.

If we allow property taxes to continue rising alongside 
property values without meaningful relief, we risk creating a 
Florida where homeownership is reserved for fewer and fewer 
people. Young families, retirees and working Floridians could 
find themselves priced out not only by the cost of buying a 
home, but by the ongoing cost of keeping it.

That is why Amendment 3 matters.

In simple terms, Amendment 3 would give homeowners with 
a qualifying homestead a much larger portion of their home’s 
assessed value that is exempt from certain property taxes. 
The exemption would increase from the current $50,000 to 
$150,000 in 2027 and $250,000 in 2028, with the exemption 
then adjusted for inflation. It would also reduce the annual 
assessment cap on nonhome stead properties from 10% to 5%. 
The amendment requires approval from at least 60% of voters.

The need for an updated exemption is straightforward. 
Florida’s standard $50,000 homestead exemption has 
been in place for many years, while the cost of homes and 

virtually everything else has increased substantially. Florida 
homeowners should not be expected to rely on a tax benefit 
that has failed to keep pace with the value of the asset it was 
designed to protect.

Property tax relief does not mean we stop investing in our 
communities. It means we find a better balance, one that 
protects essential services while ensuring that Florida remains 
a place where people can afford to live, work and own a home.

As the Voice of Real Estate, Florida Realtors has a responsibility 
to advocate on behalf of homeowners while protecting the 
health of the real estate market.

Florida’s way of life is worth protecting. And sustainable 
homeownership must remain at the heart of that effort.

Protecting Florida’s 
Way of Life Requires 
Property Tax Relief
BY CHUCK BONFIGLIO 

JR., 2026 PRESIDENT 

FLORIDA REALTORS®

FROM THE DESK OF THE PRESIDENT:
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 THOROUGH.
RELIABLE.

LOCAL.
Partner with inspectors

who know Florida—
and know what to look for.

INSPECTIONS
THAT WEATHER THE MARKET

813.616.1399
Paramountinspectors.com

Info@paramountinspectors.com

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

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

Scan for
more information 
and my contact 

information.

OneGroup specializes in finding solutions 
for hard-to-insure properties.
• Active listening lets us identify unspoken    
 needs and risks.
• Relationship driven, not price driven.
• Protection against damage/liability, 
 personal loss.
• Peace of mind during unexpected events.

We’re here for you! Call or stop in today!
www.OneGroupFL.com • 324 S. Hyde Park Ave. • Tampa, FL 33606

MELBOURNE BOCA RATON NAPLES TAMPA



9151 Currency St.
Irving, TX 75063

Sublimestaging.com
Call Or Text 813-546-2503

for a quick quote 

@sublime_staging


