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WHAT CLIENTS ARE SAYING
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"If | could give 10 stars, | absolutely would."
- Fernando Narro
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"Tiffany is the ultimate professional. Always keeping
me informed every step of the process."
- Eranna Adams
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"She went above and beyond. Professional,
knowledgeable, and dedicated to her clients."
- Shanelle Lewis
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"| ended up with the house of my dreams."
I'd recommend her to anyone."

- Barbara Waters
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CALL OR TEXT ME ANYTIME! (951) 420-6511
AronHomeLoan.com | NMLS #484553



Meet
The

Team

Nlope Van Vite.

Mike Maletich Marissa McCutchan Kaycee Hill -
Owner Publisher Ad Strategist l I E I n e E E
[ ]

Mitzie Maletich Terrina Russell
Promo Coordinator Writer

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 (Al) tools by authors or contributors and may not be independently verified by N2.

m DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect

NF‘;\: FENTURE YOUR REAL ESTATE TOOLKIT
o Property data, calculators & more.

What if One Conversation SCANTOSSIRIE FRECEERR!
Could Save Your Seller $50,0007?

. . , _ 20+ YEARS IN THE REAL

Protecting your clients doesn't end at closing. ESTATE INDUSTRY SERVICES
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Jennifer Horsburgh
Assistant Vice President
951-526-7248
jennifer.horsbhurgh@fnf.com
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Some surprises are fun in October. Title surprises aren’t.
Stewart Title helps uncover potential issues
before they become closing nightmares.
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Before your next listing gets spodoky, call us.

Eric Willis
® 951.764.1736

Stewart Title of California, Inc.
Inland Empire Division

® eric.willis@stewart.com 1391 Kalmia St. Ste 330
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our home organizing services

Bathrooms | Closets | Kitchens | Nurseries | Offices

Pantries | Playrooms | And everything in between...

METHOD

TRANSFORMING YOUR CLIENTS'
NEW HOUSE INTO A HOME

bri van lierop
OWNER, NEAT INLAND EMPIRE
& DESERT COMMUNITIES

951.243.4746
neatmethod.com
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our move and relocation services

Pre-move prep | Manage logistics | Unpack & organize

Create customized solutions | Ensure every detail is complete

Inland Empire Real Producers - 9



Preferred Partners

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!

BUILDER
Meritage Homes
(619) 246-1420

CLOSING GIFTS

Cut Above Gifts

Andy Burton

(951) 334-5301
www.cutabovegifts.com

ESCROW SERVICES
Corner Escrow

Lisa Dewitt

(951) 312-2073

New Venture Escrow
Tania Marks

(619) 807-0711
NewVentureEscrow.com

Lisa Masterson
Senior Account Executive
T: (980) 308-6489
C: (905) 210-3624
LisaMigorhomewarranty.com
my. orhpcomfEsamasterson
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HOME INSPECTION
Morrison Plus Property
Inspections

(877) 858-7587

HOME WARRANTY
Choice Home Warranty
(909) 367-5119

Fidelity Home Warranty
(760) 399-7160

First American Home Warranty
(951) 541-6086

Old Republic Home Protection
(951) 966-8883
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he market is
complicated.
We're not.

Attract new business, generate referrals, and create
a smoother experience from listing to closing and
beyond with Old Republic Home Warranty.

Contact us
today to
learn more.
Mikki Arango
Sanior Account Executive
T 1980 208-6498
C: (951) 966-8883
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HVAC
Even Flow Heating & Air
(951) 368-3584

INSURANCE
Lizarraga Insurance Agency
(951) 234-4720

JUNK REMOVAL & HAULING

950ne Hauling
(951) 764-6435

MORTGAGE
Aron Home Loans
(951) 378-4613

Locke Your Loan

Lara Locke

(951) 405-2454
www.lockeyourloan.com

Rural 1st
(502) 536-3955

RWM Home Loans
(909) 709-1396

Tiffany The Lender
(310) 806-8403

ORGANIZER
NEAT Method
(951) 243-4746

TITLE COMPANY
Chicago Title
Mary Thompson
(951)236-3369

Fidelity Title
Kambria Minton
(951)704-3933
Ryan Orr
909-767-0718
Rebecca Keogan
(951)434-5365

Lawyers Title
Lisa Favorite
(951)377-9638
Natalie Wilburn
(951)462-6483

Monarch Title Company
KS Team

MaryAnn Sharp
909-997-4668

Karl Kooser
951-347-7771

Stewart Title of California
Julie Putjenter
951-764-1757

Eric Willis

951-764-1736

Ticor Title
Amy Smith
(951)240-0330

WFG Title
Angella Kong
(818)476-4043

TRANSACTION COORDINATOR
Innovative Transactions

(951) 523-7382

WATER & MOLD REMEDIATION

All Dry Services of Riverside Co.

(951) 554-2379

Insurance That Helps You

Cllose Jitte Confidence

v Responsive insurance support for real estate transactions.
v Coverage solutions designed for buyers and homeowners.
v Local expertise with a relationship driven approach.

-
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‘ Frstne’s with an indwsance bgency thal undesdlandi yous budineds.
myinsguru.com | 951.234.4720 | Chris@insguru.agency

LIZARRAGA

INSURANCE AGENC( INC

LAGUNA BEACH

NO TRICKS, JUST TREATS..
AND SMOOTH CLOSINGS.

Don’t Let Your Escrow Turn Into a Horror Story!
Corner Escrow * Where Closings Create Connections

CORNER

“Lisa DeWitt * 951.694.6300 Iisa@cror-neresc.‘rdv'\}.com
25220 Hancock Ave. Suite 350, Murrieta, CA ¢ cornerescrow.com

LAGUNA WOODS MISSION VIEJO TUSTIN BEVERLY HILLS MURRIETA CARLSBAD
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FRANCES REINOSO WAS 45
YEARS OLD WHEN SHE GOT
HER REAL ESTATE LICENSE.

For some, that might sound like
a late start. For Frances, it was
simply the beginning of the
right chapter.

She already knew the industry.
She had spent 10 years in lending
before stepping away from work
to stay home after the birth of her
two youngest children. But it did
not take long for real estate to pull
her back. This time, however, her
motivation was deeply personal.

“I decided to get back into the
industry so that I could help my
older kids purchase their first
home,” Frances said.

That decision became the
foundation for a career that has
grown largely through the very
thing that mattered to Frances
from the beginning: taking care
of people.

Her lending background gave

her an understanding of the
financial side of a transaction, but
Frances believes what has truly
set her apart has little to do with
paperwork, technology or even
sales. It is communication.

In an industry where so much
conversation now happens
through text messages,
Frances still believes in
picking up the phone.

“To me, it’s about providing
service and calling my client and
putting them at ease,” she said.
“Reassuring them and always
being a phone call away.”

That philosophy has come

full circle as former clients

have returned for additional
transactions and, perhaps even
more meaningfully, sent their
children, relatives and friends to
Frances when it was their turn to
buy or sell.

The referrals were what made
her realize she had found where
she belonged.

“Knowing that someone trusted
me enough with one of the
biggest decisions of their life,
and then felt confident enough
to recommend me to their family
and friends, meant everything to
me,” she said.

Some clients have worked
with Frances multiple times.
Others have introduced her
to another generation of their

family. She considers that kind
of trust one of the greatest
measures of her success.

It also explains the advice
she gives agents entering the
business: Pick up the phone.

“Every call is an opportunity, and
if you don’t answer, there’s a good
chance that client will call the
next agent who will,” she said.

Frances encourages new agents
to follow up, keep their promises
and give every client the same
level of attention regardless

of price point. Real estate, she
believes, is built one conversation
and one relationship at a time.

Her own business reflects

that. Much of her work comes
through repeat clients and
referrals, supported by social
media, networking and a strong
local presence. She describes
her brand through four words:
trust, relationships, experience
and results.

But the motivation behind that
business has always been family.

Frances is a mother of five
and grandmother of three.
Her favorite moments are
the ones when her children,

Inland Empire Real Producers - 13



TO ME, IT'S ABOUT PROVIDING SERVICE
AND CALLING MY CLIENT AND PUTTING

THEM AT EAS. REASSURING THEM AND
ALWAYS BEING A PHONE CALL




grandchildren and parents are
all together under one roof.
Summers often mean heading to
the river, boating and spending
time together at Lake Havasu.

“My greatest success will always
be my family and the memories
we create together,” she said.

That same focus on family

is shaping what comes next.
Over the next five years,
Frances hopes to purchase

at least five additional
investment properties, grow
her portfolio and create long-
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term financial security that can
benefit future generations.

For a woman who began

this chapter at 45, there is
something especially fitting
about looking ahead and still
seeing so much possibility.

“I think my journey is a reminder
that it is never too late to reinvent
yourself, take a chance on
yourself or pursue a new chapter
in your life,” Frances said.

Her career may have
started with wanting

4

4_-3.‘..

to help her own children buy
their first homes, but it has grown
into helping other families do

the same. More than anything,
Frances hopes the reputation she
leaves behind reflects how she
treated people along the way.

“I'm excited about what the future
holds,” she said, “and I truly feel
like I'm just getting started.” ®
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After more than 20 years in mortgage lending, | know that
the lender you recommend is a reflection of you and your
business. That’s something | take seriously.

My goal is to make you look good by giving your clients the
strategy, education, communication, and personal attention
they deserve. From straightforward buyers to complicated
scenarios that need a little creativity, my team and | work to
find solutions, anticipate challenges, and keep everyone
informed from preapproval through closing.

I don’t want to simply be another lender in your phone. |
want to be the lending partner you trust to help you win
clients, protect your transactions, and grow your business.

Have a buyer, a tough scenario, or just want a stronger
lending partner? Let’s talk.

Lot [Locke

<000

GOOGLE REVIEWS HAPPY CLIENTS
YEARS EXPERIENCE LOAN OPTIONS

CrossCountry Mortgage, LLC Company NMLS 3029
Laura A Locke NMLS 943946, Branch NMLS 2391286

‘fNo TRICKS. No SCARES A
Justa Smooth Path'to Closing.... &

Whel-it comes:to your next transaction, surprises are the last thingwou need. Gount on
Chicago Title.for the expertise and support that helps keep your closing moving [0t ard /

Get the Treat of a Smoother Closing.

CHICAGO-TITLE

®  PROTECTING WHAT-MATTERS-EMPOWERING YOUR SUCCESS.

REBECCA ACUNA MARY THOMPSON

Sales & Marketing VP of Business Development

951-219-0626 951-236-3369 | .

Rebecca.Acuna@ctt.com MaryK.Thompson@ctt.com |
Top 5% in the Nation

“Delivering peace of mind, one closing at a time.”

YOUR LOCAL SOLUTION FOR e

I

HAULING, CLEANOUTS & PROPERTY PREP s

Delivering fast, reliable junk removal with zero hassle!

Household Cleanouts - Construction Debris Removal - Appliance & Furniture Hauling
Yard Waste & Curbside Pickup - Same-Day or Next-Day Availability

Call or Text Us
for a FREE Quote!
(951) 764-6435

950nehauling
HAULING @ 950ne Hauling
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or Kathy Vineyard and Amanda Vineyard-

Gomez, real estate has never been simply

about selling houses. It is about family,
relationships and being invited into some of the
biggest moments in people’s lives.

Kathy’s journey into real estate began more than 25
years ago with a practical goal. She wanted a career
that would give her the flexibility to be present for
her children while earning additional income. She
never imagined that decision would eventually grow
into the business she and her daughter share today.
Amanda joined her mother when Kathy’s workload
became more than she could manage alone. Nearly
13 years later, the mother-daughter team with RE/
MAX Diamond Prestige has built a business around
the same values that brought them into the industry
in the first place: family, hard work and taking care
of people.

Their backgrounds may seem far removed from real
estate, but both women credit those early experiences
with shaping how they work with clients today.
Before becoming a Realtor, Kathy cleaned houses,
where being welcomed into people’s homes taught
her the importance of trust, consistency and personal
connection. Amanda worked in the bakery and deli
at Albertsons, developing relationships with regular
customers while learning the value of customer
service and making people feel appreciated. She

also had the advantage of growing up around real
estate and seeing firsthand the dedication her mother
brought to the profession.

Today, those lessons are at the heart of The
Vineyard Team.

“What you see is what you get” is more than a saying
for Kathy and Amanda. They describe themselves as
outgoing, personable, hardworking and sometimes

a little crazy, but honesty is nonnegotiable. They

are willing to give clients the good, the bad and
everything in between, even when that honesty could

cost them a transaction. They would rather walk
away from a sale than see someone make a financial
decision that is not right for them.

That philosophy is especially important in an area
of real estate they are passionate about: helping
people who may believe homeownership is out of
reach. They frequently work with first-time buyers
and clients who may benefit from down payment
assistance or other programs. Those transactions can
require additional patience, creativity and guidance,
but Kathy and Amanda say some of their proudest
moments come when they hand keys to someone
who once wondered whether owning a home would
ever be possible.

Their philosophy is simple: their brand is not about
selling the most houses. It is about helping more
people call one home.

Perhaps that is why their business continues to

be driven largely by relationships, referrals and
repeat clients. While Amanda has helped expand
their presence through social media and Google, the
team remains proud of its old-school foundation. A
recommendation from a former client still means
more to them than any advertisement.

Those relationships also explain what keeps them
passionate about the industry. There was no single
transaction that convinced Kathy and Amanda

they had chosen the right career. Instead, they are
reminded with every closing. It is the first-time
buyer receiving keys, the family finding the place
where they will raise their children, new parents
bringing a baby home or someone finding the house
where they plan to retire. Being trusted to walk
alongside clients through the excitement, stress and
uncertainty of those moments is something neither
takes for granted.

As hard as they work, Kathy and Amanda are equally
intentional about remembering why they work.

Inland Empire Real Producers - 21



Family remains at the center of their lives. They enjoy
camping, boating at their home in Lake Havasu, riding
RZRs and dirt bikes in the desert and continuing
traditions their family has shared for more than 42
years. Amanda and her husband Johnny also love
traveling and discovering new restaurants with their
children, while Kathy and her retired husband enjoy a
slightly slower pace these days.

That perspective also shapes their definition of
success. Becoming top 10 or top 25 agents in their
area would be an incredible accomplishment,

but it is not their ultimate measure. Five years
from now, they hope they are healthy, still
working together, still helping clients and, most
importantly, still present for school drop-offs,

sporting events, family dinners, vacations and
time with their children and grandchildren.

After decades in the industry, the Vineyard Team’s
story still comes back to the people who made it
possible. Kathy and Amanda remain grateful for
the clients who trusted them, returned to them and
referred their friends and family.

They may have built the business through hard work,
but they never forget who gave them the opportunity
to build it.

And after all these years, they are still excited every
time they get the chance to help someone find their
way home.

“WHAT YOU SEE IS
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~ MORE THAN MORTGAGES.

Proud supporters of the Inland Empire Real Producers network.

We're not just financing homes—we're investing in relationships. We believe great
communities are built by great professionals, and we're grateful to stand beside the
agents who make it happen every day.

Here's to More Homes. More Families. More Success.
LENDING

" RWM 858-794-2155
R U — TEAM —
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wome Loans RWMLoans.com/Riverside
POWERED BY RWM HOME LOANS

Company NMLS: 79445 Company DRE: 01174642
7177 Brockton Ave Suite 225, Riverside
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Protection From -
Life’s Little FRIGHT

Since nearly half of o
members experience
ghastly home systerm
failures in their first yaar
of coverage,” make S
your clients are protec
— s0 scary breakdowns
don't become financial
nightmares. |

Let’s Connect.

“Based on Fist Amadoan Hesr
Warranty Tists yedr seal ¢ Eracis
Jarsiary 1, 2085 Decernbt SRS,

firstamrealestate.com

Phone Orders:
800-444-9030

........

FROM CONTRACT TO CLOSE,
CONSIDER IT COVERED.

We handle everything from paperwork
to deadlines, so you can focus on
clients, closings, and production.

v 22 Years of Real Estate Experience

v Certified CAR Forms Trainer

v E&O Insured for Added Protection

v Member, CA Association of Transaction Coordinators

%\
. . 1 \
Partner with a pro who keeps deals moving! 2o

i

Wirtual Real Extobe
Tronsoction Coordinator

FRANCINE GONZALEZ

Transaction Coordinator
Call or Text: 951-523-7382 J

_

Your Local Resources

Tracie Bagnoli Lisa Caouette

High Desert, San Bemarding Intand Empire and
County, Corana, Norco, Riverside, Mauntain Cities
Redlands, and surounding aras |50 ette@firstam.com
tbagnoli@firstam.com 909-967-2082
909-614-9391

Amanda McMillien Brock

Coachells Valley, Southwest Riverside and
Imperial Counties

amcmillien@firstam.com
951-541-6086

ELI0E Birst vmnerican Home Wity Comontion. Al rghts reserved. | ADINLANDEMPIRE MAP. 1026
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MorrisQO)n

Property Inspections

WHAT YOU CAN'T SEE,
MAY COST YOU.

Not all inspections are created equal.
Protect your next deal and partner
with Morrison Property Inspections.

POOL - DRONE - SEWER - THERMAL

Meet the Sterkel Team
BLAKE STERKEL, Owner

Office: 877-858-PLUS
Text: 909-851-7091
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For Shantae Short, real estate was never part of a perfectly mapped-out career plan. It was a leap of
faith, one that ultimately gave her the flexibility, purpose, and connection she had been looking for.

Shantae grew up watching her aunt work in
real estate, so the industry was familiar. Still, she
initially pursued a different path, earning a degree in
education with plans to become a teacher. Once she entered
the classroom, she realized it was not the right fit.

Years later, while working in a career that did not offer the
flexibility she wanted as a mother, Shantae and her husband,
JJ, were looking to purchase a home. She began considering a
different future.

“Why not take a chance on myself?” she remembers thinking.

With JJ supporting her, Shantae earned her real estate license
in 2019 and began building what would eventually become her
business with Mogul Real Estate. The early days were anything
but easy. She remembers wanting to quit often, sometimes
daily, but she continued showing up.

Over time, she discovered that her background in education
had prepared her for real estate in unexpected ways. Courses
in psychology helped her better understand personalities,
motivations, and emotions, skills that became invaluable when
guiding clients through major financial and personal decisions.

That ability to understand people remains central to her
approach today.

Shantae describes herself as relationship-driven, authentic,
and straightforward. She is not interested in giving clients a
sales pitch and disappearing once the paperwork is signed. For
her, the relationship matters long after closing.

“What you see is what you get,” she says.

Those relationships are also what confirmed she had found the
right career. There was no single transaction that convinced
her. Instead, it was becoming part of so many different stories
and hearing clients tell her after closing, “I couldn’t have done
this without you.”

Her passion goes beyond helping people buy and sell homes.
Shantae wants clients to understand how real estate can
contribute to their long-term financial future, particularly
through generational wealth.

She encourages families to think beyond getting the keys and
consider what happens to the asset they are building. She
wants homeowners to understand equity, planning, and the
importance of protecting what they may someday pass to the
next generation.

That emphasis on education fits naturally with the brand
she has created, “This Short Girl Sells.” It is intentionally
approachable, authentic, knowledgeable, and fun.

“I'm not trying to be the stereotypical real estate agent,” she
says. “I want people to know that they can call me, ask me the
hard questions, and get an honest answer.”

Social media, community events, referrals, and personal
relationships all play important roles in growing that brand.
Shantae also enjoys showcasing life throughout the Temecula
Valley and surrounding communities, highlighting local
businesses, restaurants, schools, neighborhoods, and events
alongside the homes she sells.

Community involvement has become another extension of her
work. Alongside her friend Katrina, Shantae created a women’s
social group called “You Can Sit With Us,” which brings women
together while supporting local charities and businesses.

She also supports schools, youth sports, families, and other
community organizations.

Outside of work, Shantae’s greatest priority is her family. She
loves spending time with JJ and their children, Jay and Dara,
whether they are vacationing, taking Jeep trips, enjoying
winery days, or simply making memories together.

She credits J] as an essential part of everything she has built.

Five years from now, Shantae hopes her business will have
grown into something bigger than herself, with an expanded
focus on education, homeownership, investing, generational
wealth, and community impact.

Her advice to agents just getting started reflects her own journey.

“Don’t quit just because it’s hard,” she says. “Don’t compare
your beginning to someone else’s highlight reel.”
CONTINUED »
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For Shantae, success comes down to consistency, relationships,
authenticity, perseverance, and continuing to learn. Most
importantly, it means being willing to take a chance before you
have everything figured out.

“There is only one you, and that’s your competitive advantage,”
she says. “So be you and find your people.”
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WRITTEN BY TERRINA RUSSELL

hen Emily Kreger entered real estate in November 2005, she was not necessarily
looking for a new fullime career. She was looking for something that would give
her more of what had suddenly become incredibly valuable: time with her family.

At the time, Emily was
working in management
for a Fortune 100 company
and overseeing a staff

of more than 40 people.
The demanding schedule
had become increasingly
difficult after starting a
family. She knew staying
home full time was not the
right fit for her either, so her
husband suggested she give
real estate a try.

“I always had a small passion
for real estate after I took a
class on it in college,” Emily
says. “I was excited to finally
give it a try.”

What began as a part-time
career quickly grew into
much more. More than 20
years later, Emily is still
in the business and still
motivated by the people
behind every transaction.

Her previous career

turned out to be excellent
preparation. Managing a
large team taught Emily
how to juggle competing
priorities, communicate
with different personalities,
develop people and take
the lead when a situation
called for it. Those skills
became particularly valuable
in an industry where no
two clients, transactions or
challenges are exactly alike.

Emily believes her
willingness to tackle those

challenges is one of the
things that sets her apart.

“I truly care about my
clients, not the commission,”
she says. “I'm a problem
solver. No task is too big or
too small, and the phrase Tl
do it tomorrow’ doesn’t exist
in my vocabulary.”

That determination became
especially meaningful
when Emily worked with

a first-time buyer who

had previously been told
homeownership was not
possible for them. Instead
of accepting that answer,
Emily worked with the client,
looked for a path forward
and ultimately helped them
purchase their first home.

That experience
confirmed she had
found the right career.

“I love getting the deals done
that people said couldn’t

be done,” she says. “I feel
fulfilled knowing I help
people find homes they
really love and that 'm
making a difference, one
house at a time.”

It is also why her advice

to newer agents is simple:
hire a coach. Emily credits
coaching with helping

her grow professionally

by providing guidance,
accountability and someone
willing to challenge her.

Combined with her work
ethic and ability to think
outside the box, it has helped
her navigate a business

that often requires finding
solutions long before an offer
is ever written.

Her next chapter is focused
on growth. Over the next
five years, Emily hopes to
build a team of capable
professionals, including

a buyer’s agent and an
assistant. The goal is not
simply to do more business.
She wants the support
necessary to continue giving
her clients her best while
creating more time to give
back to her community.

For years, much of that
community involvement
centered around her
daughters’ schools. From
serving as a Reading Buddy
in elementary school to
holding positions on the
band board, Emily remained
involved from kindergarten
through senior year. Now
that both daughters are in
college, she is considering
what giving back will look
like next.

Her oldest daughter, 23, is
beginning her third year

of medical school, while
her youngest, 19, is starting
her junior year of college.
Emily is quick to credit
both her daughters and her
husband for supporting a

career that does not always
fit neatly within traditional
business hours.

Outside of work, she

enjoys antiquing, estate
sales, gardening, traveling,
working in her yard and,
perhaps unsurprisingly,
watching real estate shows.

Her personality is also
woven throughout the
Emily Kreger Realty brand.
Clients may find her
through print, social media,
networking, sponsored
events or short-form
videos, but there is one
detail that is particularly
hard to miss: red. Her

car is red. Her business
cards feature red. Even
her closing gifts carry the
signature color.

The branding may make
Emily recognizable, but she
hopes it is the experience
clients remember. To her, a
transaction has never been
just about a property.

“Behind every home is a
person, a family and a story,”
she says.

After more than two
decades in real estate,
that remains the heart of
the business Emily has
built, and the reason she
is still looking forward
to becoming better

than she is today. ¥

CONTINUED »
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Our professional restoration team is trained to restore your

property back to pre-damaged condition. ] OUR CI.OSING GIFTS
Our Services N - CAN’T BE BEAT.

Choosing us means getting a seamless, stress-free
recovery from start to finish. We combine expert
restoration with high-quality reconstruction,
) ensuring your property is returned to its original
Woater Damage Mold Remediation ~ Fire Damage Odor Control condition with efficiency and care.

From emergency extraction  From professional inspection ~From specialized cleaning to  From deep-cleaning to high-
to final repairs, we handle to safe removal, we handle  complete structural repairs,  tech neutralization, we handle ° 24/7 Emergency Services ° Local & Family Owned
every step of your water every step of your mold we handle every step of your every step of your odor
restoration project. remediation project. fire and smoke restoration removal project.

project @ IICRC Certified Firm @ CSLB #1145032

#70027882
O 951-554-2DRY

@alldryrivco alldryrivco.com info.rivco@myalldry.com

OUR PRODUCTS ARE PERFECT FOR:

*Current & Future Closings *Going Back to Past Clients ¢Referral Gifts
*Thank You Gift after a Listing Presentation *Staying Top of Mind
*Show Appreciation e¢Raffle Prizes *Donations / Giveaways / Silent Auctions

Problems Dou't Start at Closing. Neither Do We.

Open Title Early | We'll Review the Prelim | Close with Confidence

Most title issues aren't discovered on closing day; they begin long
before. We open title early, identify potential issues quickly, and
keep your transaction moving before delays happen.

All of the above is tax deductible since it is engraved with your contact information*
Have you used our gifting strategy for something that is not listed? Share it with us and we will send you a free piece of Cutco!
*Consult your CPA

Every smooth closing is more than a transaction,

It's Your Reputation. HELPING REALTORS® & BUSINESS PROFESSIONALS RETAIN
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www. KarlAndMaryAnn.com . .
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Senior Account Executive

951.314.7663 | akong@wfgtitle.com

“Your Top Resource for Everything Title & Escrow!”

Qver £5 years of experience helping agents, brokers and lenders! Contact Angella Today

‘ WFG National Title



