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YOUR TRUSTED
ADVOCATE
for Off-Market
Injuries

Personal Injury Lawyer

The Ridge Wellness + Social Club is Now Open, completing the Trilogy® Bickford Experience

The homes are here. The views are here. Now the Club that brings it all together is open and
ready to experience. For clients seeking a lifestyle defined by connection, wellness, recreation, and
remarkable views, there's never been a better time to discover Trilogy Bickford.

» Tour the fully realized community and experience the lifestyle firsthand.

(=) PHOONG LAW

Get Help
Now!

. SO
Trilogy.
=] E =] ANH PHOONG

Bickford
Sales: Shea Homes Marketing Company (CalDRE #01378646); Construction: SHALC GC, INC. (CSLB #1062050). Homes at Trilogy Bickford are intended for occupancy by at least one person 55 years of age or older, with certain - &
] @ - exceptions for younger persons as provided by law and the governing covenants, conditions and restrictions. This is not an offer of real estate for sale, nor a solicitation of an offer to buy, to residents of any state or province in which =
‘ registration and other legal requirements have not been fulfilled. Trademarks are property of their respective owners. Equal Housing Opportunity. Views not guaranteed and may change over time.
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1031
Exchanges

TRANSFORMING LISTINGS
ELEVATING BEANDS

MPAMNY TRUSTED BY SACRAMENTOS TOF REALTC

Asset Preservation is a leading 1031
exchange Qualified Intermediary, . 1
having completed mv.-r o
Exchangﬁ' o ] =
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Contact us today for a
free consultation!

An IRC 51031 Qualified Intermediary
apiexchange.com

838.438.7893
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@ WELOVE OUR AGENTS

. .taylo'r
Morrison.

Your Clients. More Choices.

Taylor Morrison has 20 communities and growing across Lincoln, Roseville,
Sacramento, and Elk Grove. From entry-level homes to resort-style living,
there's something for every buyer. Backed by 11 years as America’'s Most
Trusted® Home Buildert. Ask about our 2% agent commission program and

current availability.

taylormorrison.com/ca/sacramento
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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,

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

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.

CONSTRUCTION - RESTORATION - INSPECTIONS - PEST SOLUTIONS

916-481-0268 GOODLIFEGRP.COM

CSLE: 979670

6 - October 2026

KNG

el

' 1-888-888-JUNK. 2.

e
s
www, Janle ) com Gt i
-

f I.-" -rf fif - . £ ."r :
_I_;I.I.. I_- ':_."r_ .l' K.-|":_{J-. __:;_ -I. {,I'rr* L :_},; ‘.)‘.'.L{"I.;-’J.:':_{’!Jf
MMLS# 129963 | DRE# 01402583
Senior Mortgage Advisor
916-952-1686
heather@empirehomeloans.com

I'm Heather Hunter Jackson (MMLS #: 129963), and with over 20 years
of deep experience in the mortgage industry, | have committed
myself to providing tailored financial solutions that perfectly meet
Your unique needs,

Personalized Mortgage Solutions: Every financial scenario is unigue, and
| specialize in creating customized plans that align perfectly with your
specific circumstances,

Unwavering Ethical Standards: Built on a foundation of honesty and
transparency, you can trust me to offer sincere and stralghtforward advice
without any hidden agendas.

Exceptional Customer Service: | believe in building relationships that last
beyvond the closing table, ensuring that yvou feel supported throughout
your entire homaownership journey,

Deep Industry Knowledge: With my extensive expertise in market trends
and diverse loan products, | ensure that you recejve the most beneficial
guidance and options available.

Whether you're looking to purchase your first home, lower your rate,
cancel mortgage insurance, payoff debt and improve cash flow, or expand
your real estate portfolio, | am here to help you navigate the complexities
of mortgage financing.

When you work with me, you're not just a client you're part of a lifelong
partnership. My goal is to be your trusted advisor today, tomorrow, and for
all your future financial decisions.

1,900+

Junk Removal

& Google

ssional and Insured

JUNKoKING

a ﬁrishbnrlg COMmpany

We Take Just About Everything!

www.Junk-King.com  916-536-7871

INDEPENDENT MORTGAGE BROKER

Ao JJ)J () A
LA R s
Horre Loans Inc.

GET IN TOUCH

Emgpire Homa Loams lne.

friners at large  916.804-4768 € lomhiian

4 DBOCAL UCH SODBO-Pa515

S

OWNERSHIP TEAM THAT HAS A COMBINED 100 YEARS MORTGAGE EXPERIENCE

4401 HAZEL AVE., #135 | FAIR OAKS, CA 95628 | 916.804.4768 | WWW.EMPIREHOMELODANS.COM
CA DRE #020B86583 | NMLS #1838243 | CA CFL #60DBO-8B8315



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 Sacramento Real Producers REALTOR® community!

1031 EXCHANGE
Asset Preservation Inc
Avery Bibbs

(916) 621-9880

IPX 1031
(530) 755-8355
ipx1031.com

1031 EXCHANGE / DST’S
Legacy Investments

& Real Estate

(916) 908-1031
legacyire.com

55+ ACTIVE ADULT
COMMUNITY

Trilogy Bickford Ranch
(916) 823-8654

AC/HEATING/DUCT WORK/
HOT WATER TANK

HOTCO The Hot

Water Heater Co.

(916) 905-4468
www.hotwaterco.com

ATTORNEY/LAW FIRM
Phoong Law

(916) 475-6466
phoonglaw.com

CLEANING SERVICES
Meticulosity Cleaning
Jennifer Prado

(916) 410-4740
meticulocitycleaningca.com

CONSTRUCTION &
REMODELING

Good Life Construction
(916) 833-1379
goodlifeconstruction.com

CONSTRUCTION &
REMODELING

RiseCon North America
(650) 274-4484
www.risecon.com

CUSTOM CLOSETS,
OFFICES & GARAGES
California Closets
californiaclosets.com

8 - October 2026

ENTERTAINMENT / PARTIES
Top Tier Entertainment
Experiences Group

(916) 932-3275
toptierfoamparties.com

EVENT DESIGNS

Petite Events

(916) 716-9417
www.petiteeventsco.com

EVENT SERVICES
Coram Deo

(980) 777-3011
www.crmdeo.com

Edi Hsu Art
(408) 482-3806
www.edihsu.com

The Dancer’s Pantry
(916) 541-0619
www.thedancerspantry.com

FLOORING
Roseville Floors and More
(916) 617-6035

FLOORING SERVICES
Sacramento Valley Flooring
(916) 247-7105
Sacvalley-flooring.com

HANDYMAN SERVICES
Paul Mesa Handyman Services
(916) 305-3922

HOME & TERMITE INSPECTION
Finley Home Services

(916) 347-7000
finleyhomeservices.com

Nighthawk Inspections
(916) 587-4295
nighthawkinspections.com

Trifecta Home Services Corp.
(800) 610-3457
trifectahomeservices.com

Twin Termite
(916) 402-3966
www.twintermite.com

HOME BUILDER
Meritage Homes
(925) 360-0985
meritagehomes.com

HOME FIX & FLIP, INVESTING
& CONSULTING

NorCal Homes & Development
(916) 817-9501
norcalhomeslic.com

HOME ORGANIZATION
& DECLUTTERING
Home Method Co.

Kim Salisbury

(916) 533-3315
homemethodco.com

HOME STAGING

Welcome Home Staging
(916) 773-4400
www.welcomehomesac.com

HOME WARRANTY

First American Home Warranty
(609) 471-8822
firstamrealestate.com

HWA Home Warranty
(619) 241-5881
www.hwahomewarranty.com

INSURANCE

Justin Turner - Goosehead
Insurance

(951) 965-4651
www.goosehead.com/agents/
ca/grass-valley/justin-turner/

T.D. McNeil Insurance Services
Michael Colenzo

(916) 983-2561

TDMINS.com

JUNK REMOVAL

Junk King

Larry Alarcon

(916) 367-8477
junk-king.com/locations/
sacramento

JUNK REMOVAL & HAULING
All American Hauling

(916) 500-4060
allamericanjrd.com

MORTGAGE LENDING
AFC Mortgage

(916) 440-6989
www.afc360.com

Big Valley Mortgage
(916) 246-1491
bigvalleymortgage.com

Catalyst Mortgage
(916) 287-7777

CrossCountry Mortgage
(707) 672-3732
www.taraanayagroup.com

Delta Lending Group
(916) 601-7162
deltalending.com

Direct Realty Mortgage
(916) 833-7266
www.benkarimi.com

Element Mortgage

Kyle McCray

(916) 880-8059¢elementmortgage.
com

Empire Home Loans
Heather Hunter-Jackson
& Leo Whitton

(916) 952-1686
Empirehomeloans.com

Fairway Mortgage -
Lucia Lending Team
(916) 730-6339

Fordy Realty + Lending
(510) 846-6415
fordyrealty.com

Golden Bear Mortgage
(916) 761-2327
www.gbmc.com

Integrity Mortgage
(916) 987-0899
www.myintegritymortgage.com

JJ Mack Team - American
Pacific Mortgage

(916) 390-2463
www.JJMackTeam.com

Kevin Oto - Green
Haven Capital Inc.
(714) 457-2087
greenhavencap.com

Mason-McDuffie Mortgage
(484) 680-4852
www.jmloans.com

Nathan Sibbet - Loan Depot
(916) 320-3952
loanDepot.com/NSibbet

Nick Cunningham-Point Equity
(916) 302-2018
pointequity.com

RAC Home Loans
(510) 303-5464
www.rachomeloans.com

Street Home Lending
Nick Street

(916) 705-8282
StreetHomelLending.com

The Harris Team
(916) 765-4783
www.harristeam.co

MOVING COMPANY
Auburn Moving and Storage
(916) 786-8683
auburnmoving.com

Fuller Moving Services
(916) 349-1119
fullermoving.com

House to Home Moving Inc.

(916) 484-1144
HouseToHomeMoving.com

=E

FIGHTING HUMA

WORLDWIDE

NEW HOME COMMUNITY
Taylor Morrison

(916) 804-8658
www.taylormorrison.com/
ca/sacramento

NHD

Property ID
(800) 626-0106
propertyid.com

PAINTING SERVICES
Certa Pro Painting
(916) 361-1023

POOL CONTRACTOR
Sac Pool Pros
(530) 312-2614
www.sacpoolpros.com

PROPERTY MANAGEMENT
M&M Property Management
Larry Brown

(916) 922-1525

REAL ESTATE MEDIA

Daniel Oni Media Company LLC
(832) 315-1164
domediacompany.com

REAL ESTATE TRANSACTION
COORDINATOR

ClipDocs Transaction
Coordination

(818) 262-3225

clipdocs.net

o

\

:\ﬁAFFICKING

n2gives.com

REAL ESTATE VIDEO

& PHOTOGRAPHY

Douglas Barrett Photography
(530) 665-3105
www.dbphotography916.com

REMODELING KITCHEN/BATH
Top Notch Tile

Carlos Navarro

(209) 400-5287

RETIREMENT STRATEGIES
Legacy 72

(916) 287-7042
www.LegacySeventyTwo.com

REVERSE MORTGAGE
American Pacific Reverse
Mortgage Group

Liz Andersen

(916) 223-8869

ROOFING

Titan Roofing

(916) 975-3811
TitanRoofingCA.com

STAGING

Premiere Home Staging
Nicole Runkle

(916) 300-0402

Revive Design Co.
(916) 208-4490
revivedesigncollective.com

TITLE COMPANY

Chicago Title

(916) 508-4061
chicagotitlesacramento.com

Fidelity National Title
Jen Vicari

(916) 616-6755
norcalrealestate.com

First American Title
Erin Barton
(916) 798-4115

Placer Title

Matt Hargon (530) 721-0094
Nathan Blatnick (916) 802-3300
Bridgette Holmes (916) 500-9605
PlacerTitle.com

TREE SERVICES - ARBORIST
TreeMax Inc

(916) 580-7932
www.mytreemax.com

VIDEO PRODUCTION
Steezd Media

(707) 225-1678
steezdmedia.com

WINDOW COVERINGS
The Blind Guy

Mark Drennan

(916) 952-9421
blindguy.net

WINDOW SERVICES
Window Screen Solutions
Rich Downing

(916) 906-2033
windowscreensolutions.com

NHD

Win more listings. Grow
your business powered by
Property ID Max.
Debra Speer ———

Z£&5PROPERTY ID

Sacramento Real Producers - 9



PUBLISHER’S NOTE

NEXT GENERATION

+4 Real Estate ;; Knocking «7 - 44/

EWCOMERS
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Most issues of this magazine are filled
with agents who spent decades building
what they have. This one is about the
people building it right now.

The 25 agents in these pages were
nominated by peers, brokers, and
partners who noticed something—a first
year that looked like a fifth, a marketing
strategy nobody else was running, or a
name that kept coming up in the same
conversations. Some are already in the

3
e
7
I I '

Top 500, others are climbing toward it,
and they’re climbing fast. That’s the point.
This isn’t a leaderboard. It’s a forecast.

These are the agents with the most
road in front of them, and a lot of them
are driving it differently. The way

they work, the way they market, the
way they build. An audience before a
database. Community before contact
lists. First-time homebuyers treated
like lifelong clients. They’re the Gen Z

M

Eleven agents in their twenties who
aren’t waiting their turn.

and the young millennial crowd, and
they’re ready to make their mark on the
Sacramento Region.

To our partners: these are the
relationships worth starting early.

To our veterans: a few of these agents
would love five minutes of your time.

And to the 25 in these pages —
congratulations. We’ll be watching.

Sacramento Real Producers - 11



25 UNDER 35

2026 Volume to Date: $11 Million

Why did you become a real

estate agent?

Sales was always something that piqued
my interest. My very first job straight
out of high school was selling kitchen
cutlery - I was the top sales rep in the
Western Region. My company paid for
trips to NY, Vegas, etc. The income was
awesome, but what was even more
awesome was the people I met along
the way. I loved meeting new people
and building connections. Because I
enjoyed it so much, I knew I wanted

to do something sales-related down
the road (after getting my degree). As I
was finishing up at Sac State, I saw my
childhood friend had started real estate
just a couple of years prior. I reached
out to him expressing my interest; he
told me what I had to do in order to get
licensed, and I did exactly that. I got
licensed, quit my job at a law firm, and
never looked back.

What advantages do you think your
youth affords you in your business?

I think my youth contributes to my
success in a few ways. 1) I am young
and do not have children. The day will
soon come when I do have kids, but I am
taking full advantage of the time that
I have right now. I am able to dedicate
the majority of my time to real estate
without feeling guilty that I am not
giving my children enough attention.
2) I think growing up with social media
gives me a strong understanding of
how powerful it can be as a tool for
marketing, building relationships, and
growing my business.

What’s one challenge you’ve overcome
so far in your real estate career? What

have you learned from it?

12 - October 2026

PHOTO BY OLHA MELOKHINA PHOTOGRAPHY

I have had agents talk negatively,
directly and/or behind my back because
of how I market on Instagram. I
wouldn’t say I've necessarily “learned”
anything from it aside from realizing not
everyone will want to see you succeed.
And that is okay.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into Real Estate?
Aside from making sure you
hire a good TC, I would say
taking social media seriously
has been the biggest game-
changer for me. It has \
completely shifted the : 1
dynamic of my business!

Advice for someone looking

Sy *
to get into real estate: don’t Y e
be shy, make sure you’re /-;:—m

intentionally trying to
build relationships.

What does “success” -

mean to you?

Great question: to me, success

is doing right by my clients and
knowing I'm giving it my all 100%
of the time. The numbers are going
to fluctuate, but the “success”

will come as long as I am putting
in the work and making sure

my clients are taken care of.

What is your favorite part

about being an agent? What

do you find most fulfilling?

I think my favorite part about being

an agent is seeing my clients’ faces
when we are officially closed and I am
handing over the keys. As cliché as it
sounds, when I see their faces/reactions,
it makes all of the early mornings and
long nights worth it.

Realty One Group Complete

¢ ClipTC by Clipdocs

66

Not everyone

ced transaction
coordination to streamline

Brond'& Customize your Transaction Froc

will want to see Get starte

you succeed.

And fhet is cbun?

Add Video Updates to Increose Client Engagemeant

Freedfgent & Cliant Portal with Live Timelines

Offer Submission Link & Review Portals

fenied in ] Compliance made simple with
November A- = accurate reporting

2025 Issue i, refable Matir s Hasand Do ropons
i Choa comnplianc for Calfornia rosd o5Tans

B Snapceor poger wich st knoss detaiiy

¥ Accurae Cieckounes daihared With case

clipte.com
(856} 977-3581
te@@cliodocs.net

Py . cxperts of systematizing the process of

rransaciion coordinarion...”
Coogio Reveows

o o> PEKING

“Frvslay len Bl | apprliel brve s TR me——

Every Space Has The
Opportunity to ’ /

We refine what's already remarkable — preserving your home'’s
essence while enhancing its beauty with effortless sophistication.

HOME ISN’'T JUST A PLACE.
It’s where new memories begin.

EXPERT PACKING.

SECURE STORAGE.
CAREFUL TRANSPORTATION,
Busbimn Moving & Storage
MRS Ty Move

WE'LL HANDLE

THE HEANY LIFTING

w0 your clienis con engoy
e wxditing part of maving
vty e et homa

ool efforifecs.
LIS EEFERENCED CREE YOLI EAN b
LT &
& asen |BCAL TERM (T i s sl

RECVINVE DESIGN CO.

ﬂf':l STAGING & STYLING
F \':j Contact Lauren Williams @ (916) 786-8683 @ AuburnMoving.com
"\. - (916) 208.4490 | Lauren@revivedesigncollective.com @ 545 Washington Bivd 4160 Reville CA 95473 P
L/ .
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25 UNDER 35

GUIDE Real Estate

What is the best advice you have
ever received? Do you have a mentor
or someone you look up to in this
business?

One of the best pieces of advice I've
received is that people do business
with people they know, like, and trust.
You don’t have to talk about real estate
24/7. The most important thing is
building genuine relationships, being
approachable, and showing people you
truly care for them.

Another lesson that has stayed with
me is that you don’t have to reinvent
the wheel. Learn from people who

are already successful, pay attention

to what’s working, and then make it
your own. I'm especially grateful to my
mentor, Cynthia Smith, who not only
taught me the business but also showed
me how much joy can come from a
career in real estate. She demonstrated
that this profession is about so much
more than buying and selling homes.
It’s about serving people and making a
positive impact in your community.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges in real
estate is that the market is constantly
changing, and you have to be willing

to adapt. When I first started during

PHOTO BY OLHA MELOKHINA PHOTOGRAPHY

more cautious buyers. Each market
requires a different strategy, and no two
transactions are ever the same.

Personally, one of my biggest challenges
was learning how to put myself out
there. I've always been more reserved,
and early on I found myself comparing
myself to agents who were naturally
more outgoing and outspoken. Over time,
Irealized I didn’t have to be the loudest
person in the room or fit into a certain
mold. Many of my clients appreciate the
calmness and thoughtfulness I bring

to the process. What I once saw as a
weakness became an advantage.

Are there any organizations or charities
that you support? How?

Giving back to the community has
always been important to me. Today,

I'm proud to serve as CEO and President
of FIG (Faith in Giving), formerly

known as the Mikuni Charitable
Organization, continuing a commitment
to philanthropy that has been part of my
life for many years.

My family founded Mikuni, and my
involvement with giving back started long
before I entered the real estate industry.
Growing up, I would help my dad at
hole during the Mikuni Charity
Golf Tournament, explaining the
challenge and interacting with

his

§16

I realized I
didn’t have to be

the / &w4 %Cf

e 956/ in the
room or fit into a
certain mold.”

leadership role with FIG, but the purpose
has remained the same: supporting
meaningful causes and organizations
that make a difference in our community.
Our team has raised nearly $4 million for
charity, and it’s incredibly rewarding to
see the impact that can be made when
people come together to give back.

What are some of your goals for this
year? (Personal and Professional)
Personally, one of my biggest goals is to
spend intentional time with Jesus each
morning and continue growing in my
faith. I want to grow in my love for God
so that I can better love and serve the
people around me.

Professionally, I want to continue
growing while staying true to the values
that have shaped my business. I've been
fortunate to be part of the Masters Club
(top 10% in Placer County) for the past
five years. I want to continue building
meaningful relationships, serving my
community, and helping people
navigate one of the biggest
decisions of their lives.

T.D. McNeil

Insurance Services

Peace of Mind

Your Partner in Providing the Best Rate for'Your Clients

Auto - Home - Commercial - Boat - Classic Car - Condo
Events - Flood - Life - Motor Home - Renters - RV - Umbrella

Call today to enawre the
beat hate Jor youn clients!

916-833-6990

michael@tdmins.com £ /

CA License #OH05099’_§

INFINENCED

Catch up to the world
your kids live in.}

FREE ACCESS

Transform Your Listings
with Our Flooring

ROSEVILLE

~—

Flooring Installation, Repair, & Maintenance
Hardwood | Luxury Vinyl Plank | Laminate | Trim

For Professional Floor Installation Call Today!

rosevillefloorinstall.com

Lic# 1117155

Enis & Narcissa Dzapo

Scan the QR code and use “SAFETY” at
checkout for FREE access to this virtual
course (a $90 value), available to you
through the generosity of N2GIVES.

COVID, we had to quickly adjust to new
ways of doing business. Since then, I've
experienced many different markets:
from historically low inventory, record-
low interest rates, intense multiple-offer
situations, and homes selling within
days, to a shifting market with higher
interest rates, more inventory, and

participants. Eventually, I started

playing in the tournament myself,
and once I got into real estate, I had the
opportunity to become a sponsor for the
putting contest.

Digital safety training
for the people kids
turn to first.

INFIENCED

Over the years, that

. ) A PROJECT OF -~ The Exodus Road
involvement has grown into a

INFLUENCED.ORG

14 - October 2026

Sacramento Real Producers - 15



JOHN MEUSSNER

Closings on time, every time.

and realtors with an efficient mortgage process that keeps
deals moving forward.

@ MASONMAC

John Meussner | Senior Loan Officer | NMLS# 138061

O (484) 680-4852 | @ john@masonmac.com
Q 12647 Alcosta Blvd, Suite 300 | San Ramon, CA. 94583

Do you or your

clients have qucstlons
about DSTSs?

Jamie Furlong is a top producer in Delaware
Statutory Trusts and your partner for
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What is your favorite part

about being an agent? What

do you find most fulfilling?

My favorite part about being a real
estate agent is helping people see
opportunities they may not have
recognized on their own. With my

background in residential construction,

I'love walking through a property
and seeing not just what it is today,
but what it can become. Whether

I'm helping a family find the right
home or assisting an investor with
their next fix-and-flip project, I enjoy
bringing strategy, creativity, and
problem-solving to every transaction.

What I find most fulfilling is creating
long-term relationships. Many of my
clients aren’t just buying or selling
one property; they’re building wealth,
growing their investment portfolio,

or taking on renovation projects
that transform homes and
neighborhoods. Being a trusted
advisor throughout that

process and watching my
clients achieve goals they once
thought were out of reach is
incredibly rewarding. At the
end of the day;, it’s not just
about closing deals; it’s
about helping people
build a future they’re
excited about.

What advantages do
you think your youth
affords you in your
business? If it’s not your
youth, how would you say
you differentiate yourself
from other agents?

I think my age helps

me stay adaptable. I'm
quick to embrace new
technology, modern

Nick Sadek
Sotheby’s
International
Realty
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marketing, and new ways of doing
business, but I don’t think that’s what
truly sets me apart. My background
in residential construction gives

me a different perspective on real
estate. I understand how homes

are built, what adds value, and
where buyers and sellers can create
opportunity. I also take pride in
being responsive, approachable, and
willing to put in the extra work to
help my clients achieve their goals.

What does “success” mean to you?
Success to me is being able to create
opportunities and provide value to

the people I work with. Whether

that’s helping a homeowner make the
right move, guiding a buyer through

an important decision, or helping an
investor achieve their goals, I enjoy
being part of the process and finding
solutions that create a positive outcome.

Long-term, success is building a
reputation as someone people
trust, someone who brings value
beyond the transaction, and
someone clients know they can
rely on for years to come. For me,
it’s not just about closing deals;
it’s about building lasting
relationships and making a
meaningful impact.

What does your

*  typical day

look like?

My typical day is a
mix of real estate,
personal projects,

and staying active. Right

now, 'm in the middle of
remodeling my own house, so
I usually keep my computer
open and go back and forth
between working with clients,
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handling real estate tasks, and making
progress on the renovation.

I also make it a priority to get into the
gym regularly. Staying disciplined
physically helps me stay focused
professionally. I enjoy having a schedule
that keeps me moving, whether that’s
working on a transaction, improving a
property, or investing in myself.

What is the best advice you

have ever received? Do you

have a mentor or someone you

look up to in this business?

The best advice I've received has
come from my mom, who has been

a mentor for me in real estate. She
has always emphasized that this
business is built on relationships and
reputation. Her advice has been to focus
on doing the right thing for people,
even when there isn’t an immediate
payoff, because trust and consistency
are what create long-term success.

Anything else you wish

to say or highlight?

I'want to take a moment to thank all

of my clients who have trusted me
throughout my journey in real estate. As
a young agent, I know you had countless
options when choosing someone to
represent you, and I truly appreciate
that you saw value in me and gave me
the opportunity to earn your trust.

Every client and every transaction has
helped me grow, and I'm grateful for the
relationships I've built along the way.
Thank you for believing in me, allowing
me to be part of some of your biggest
decisions, and trusting me to help guide
you through the process. I don’t take
that opportunity for granted.
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Why did you become a real estate agent?
Funny enough, I became a real estate
agent because I had always been told we
would have control over our schedules
(plot twist: that is not necessarily the
case). I have a passion for helping others
and watching people succeed. I have
always done better working for myself
and building a brand vs. clocking into

a 9-to-5. I saw real estate as a great
avenue to explore at a young age, which
seemed to check a lot of boxes for me,

so I jumped in at a young age, and it has
served me well.

What advantages do you think

your youth affords you in your
business? If it’s not your youth, how
would you say you differentiate
yourself from other agents?

I feel that more than anything, I know
how to communicate well. It has always
been one of my strengths and helps

me in many circumstances. Whether
that be an initial conversation over the
phone with a client, negotiations, or
networking with other professionals,
knowing how to communicate and “read
the room” is an extremely helpful tool
and something I only want to continue
getting better at.

Other than that, I do come from a
background in business ownership. I
used to own an automotive detailing
company and a wedding photography
business. Having had the experience
of owning and growing these two
businesses, the skills I learned
transferred over to real estate.

What does “success” mean to you?
“Success to me means being healthy,
happy, and grateful for the life I've built.
It means having a strong relationship
with my family and friends, having the
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freedom to travel, make memories, and
enjoy the people I love.

Professionally, success means building
a real estate business based on trust
and relationships. Where past clients
become lifelong friends and refer the
people they care about to me. It means
creating financial freedom, living
comfortably, and being able to enjoy the
rewards of my hard work... including a
few Porsches in the garage.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

Tused to get imposter syndrome due to
my age, being in a business surrounded by
people who are much older or have been
doing this a lot longer. I overcame this by
realizing this business isn’t about how
old you are or how long you've been in it.
It’s about how you treat people and being
able to deliver a high level of service.

What is the best advice you

have ever received? Do you

have a mentor or someone you

look up to in this business?

I'was once told, “Focus on working
with the people who want to work with
you.” And as simple as it sounds, it’s
true. In this business, there are many
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avenues that agents take to try and get
more business. But if you’re spending all
of your time chasing people who don’t
want to work with you, you’re missing
out on being able to deliver better
service to those who respect, like, and
trust you. Not every agent is the best fit
for every buyer/seller, and vice versa.

Ilook up to my mentor/team lead, Tyler
Chicourrat, who has stood alongside
me throughout most of my real estate
career thus far and has taught me
many lessons about what being a
successful real estate agent takes.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into real estate?
Networking! I can honestly say
that getting plugged into different
communities within the industry has
been such a game-changer. Not only
does it help get your name out there,
but you will also meet so many people
you will end up working with. I have
always said, “Collaboration
over competition.” If we
can collaborate with
our fellow agents and
affiliates, it makes
this job a whole lot
more manageable.
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At RAC Home Loans,

we don’t just finance homes,
we protect your reputation.

-
Robert ’ﬁ ‘

Carrillo )

HOME LOANS

NMLS#1030702

6085 Douglas Blvd. Granite Bay, CA 95746
@ 510.303.5464 ¢ rachomeloans.com

We partner closely with our agents to ensure their clients feel
confident, informed, and taken care of from pre-approval to keys.
That means fewer surprises, stronger offers, and smoother
escrows, especially when deals get complex.

a
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What our agent partners get:

e Fully vetted, strategy-driven pre-approvals

e Direct lender access with broker-level flexibility
e Clear communication and proactive updates

e Calm, confident guidance for your clients

When your client feels supported,

you look like the hero and referrals follow.

e Solutions for first-time buyers, veterans, luxury clients, and investors
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Why did you become a real estate agent?
I became a real estate agent because
Irealized the traditional college

path wasn’t the right fit for me. After
attending UC Davis for a year, I felt like
I'was simply going through the motions
without a clear sense of direction. I've
always had an entrepreneurial mindset.
As a kid, I was constantly finding ways
to buy, sell, and make money.

Real estate seemed like an opportunity
to combine my interest in business,
sales, and helping people through one
of the biggest financial decisions of their
lives. I decided to take a chance on it,
and it’s been one of the best decisions
I’'ve ever made.

What advantages do you think your
youth affords you in your business? If it’s
not your youth, how would you say you
differentiate yourself from other agents?
I think being younger gives me a
different perspective because I'm still

in the mindset of constantly learning
and finding ways to get better. 'm
always looking at what’s working, what’s
changing in the industry, and how I can
improve the experience for my clients.

One of the biggest advantages is that I
can relate to a lot of first-time buyers
and younger investors because I’'ve been
through many of the same decisions
myself. I understand the questions and
concerns they have, which helps build
trust early on.

What really differentiates me, though,

is my construction background from
flipping homes. It allows me to provide
insight that goes beyond buying and
selling. I can help buyers see potential in
a property, provide realistic renovation
estimates, and help sellers focus their
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time and money on improvements that
will actually maximize their return.

Are there any organizations or charities
that you support? How?

I'm a member of the Board of Directors
for AREAA Sacramento and a committee
member for SAR YPN, and both
organizations allow me to give back to
my community in different ways.

At AREAA, our mission is to educate

and advocate for homeownership
within the AAPI community. One of the
initiatives I'm most proud to be involved
with is AREAA Rebuild Day, where we
identify a local family whose home has
deferred maintenance or health and
safety concerns. We then bring together
volunteers and industry professionals

to update the home and create a safer
living environment for that family. We
also organize our annual Christmas
Adoption event, where we adopt around
a dozen local families and provide gifts
and essential items to help make the
holiday season a little brighter.

Through SAR YPN, I help organize
networking events and educational
mixers for professionals who are early in
their careers. While many attendees

are in real estate, the events are open

to people across different industries.

The goal is to create opportunities for
people to build relationships, learn

from one another, and grow both
personally and professionally.

Giving back is something that’s
always been important to me.

Real estate has given me a lot of
opportunities, and I think it’s
important to use those opportunities
to help others whenever I can.
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What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges I'm still
working on overcoming is putting
myself out there on social media. Being
on camera doesn’t come naturally to me,
and for a long time I worried about what
other people might think. Eventually,

I realized that if my content could
educate or help even one person, it was
worth getting uncomfortable. That shift
in mindset has helped me grow both
personally and professionally.

The real estate industry has changed
a lot since I got licensed in 2018. Social
media existed then, but it wasn’t
nearly as important as it is today. It’s
become one of the best ways to educate
consumers, build trust, and connect
with people before you ever meet them.
I've learned that growth often comes
from doing the things
that make you
uncomfortable,
and for me, that’s
been getting in
front of the
camera.
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Why did you become a real estate agent?
Representation has always been
something I'm passionate about. Before
real estate, I worked in the sports agency
industry, where I learned that trust

is the foundation of every successful
client relationship. Athletes rely on their
representatives to advocate for their
best interests, provide honest guidance,
and help them make some of the most
important decisions of their careers.

I'wanted to bring that same level of
trust, advocacy, and personalized
service into real estate. Buying or selling
real estate is one of the biggest financial
and personal decisions someone

will make, and I believe every client
deserves a representative who puts
their interests first and simply CARES.
My goal is to build lasting relationships
by delivering exceptional service with

a level of care that extends well beyond
the transaction.

Are there any organizations or
charities that you support? How?
Compass Young Professionals

Network. I serve as the President of the
Northern California Region and as the
Events Chair for the National Young
Professionals organization.

These leadership roles have given me
the opportunity to connect with and
learn from some of the industry’s top
emerging leaders while helping build a
stronger future for real estate. Through
networking, collaboration, and
educational summits, we’re creating
opportunities for young professionals
to grow, share ideas, and elevate the
level of service across our industry.
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old, I took

a leap into

real estate, and six years later, I can
confidently say I'm exactly where I'm
meant to be.

What has been the biggest game-
changer for you in this business?

What advice do you have for someone
looking to get into real estate?

The biggest game-changer for me has
been realizing that this business is built
on relationships, not transactions. Early
on, I thought success came from simply
working harder, but I've learned that it
comes from building trust, consistently
delivering value, and creating an
experience that clients remember long
after closing. When you genuinely care
about people and put their best interests
first, they become lifelong clients and

The discipline, resilience, and passion that
Taekwondo instilled in me have become
the foundation of my career. Today, I have
the privilege of advocating for my clients
through some of the biggest decisions

of their lives, and that responsibility is
something I never take for granted. 'm
grateful for every client who has trusted
me, every mentor who has invested in me,

your biggest advocates. and every challenge
that has
My advice for someone looking to get shaped me.

into real estate is to focus on becoming
the kind of person people want to work
with before focusing on becoming the
top producer. Learn the market, sharpen
your communication skills, and never
stop being a student of the industry. Be
hungry, stay humble, and embrace every
opportunity to learn. Most importantly,
remember that your reputation is your
greatest asset. Every interaction is an
opportunity to build trust, and trust is
what creates a lasting career.

Anything else you wish to say

or highlight?

I'm incredibly grateful to be recognized
as part of the Top 25 Under 35.

Before real estate, I spent 16 years
competing in Taekwondo and had the
honor of representing the USA National
Team for many of those years. When
that chapter of my life came to an
end, I wasn’t sure what my next
purpose would be. At 22 years
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Why did you become a real estate agent?
My wife and I purchased our first home
when I was just 20 years old, and the
entire experience fascinated me. At

the time, I wasn’t a Realtor, but I found
myself asking our agent question after
question because I genuinely wanted to
understand every part of the process.

Buying that home wasn’t easy. We sold
just about everything we owned, I drove
an $850 Toyota Camry with an oil leak to
save money, and for the first time in my
life, I owed more on my credit card than
I'had in my bank account. But we were
determined. We worked hard, saved
every dollar we could, and eventually
had enough for the down payment. The
day we got the keys to our first home is a
feeling I'll never forget.

After the purchase, I spent the next few
years working three jobs to rebuild

our savings and get us back on solid
financial footing. During that time, I
kept thinking back to how much I had
enjoyed the home-buying process and
how passionate I had become about
real estate. That’s when it clicked. I
realized I wanted a career where I
could help others experience that same
excitement and guide them through one
of the biggest milestones of their lives.
That passion is what led me to become
a Realtor, and it’s what continues to
motivate me every day.

What is your favorite part

about being an agent? What

do you find most fulfilling?

My favorite part of being a Realtor is
solving problems. No two transactions
are the same, and I enjoy finding creative
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solutions that help my clients achieve the
best possible outcome. Every problem
has a solution if you’re willing to work
toward it, and every challenge is an
opportunity to add value, build trust, and
make the process as smooth as possible.

What is the best advice you have ever
received? Do you have a mentor or
someone you look up to in this business?
The best advice I've ever received

is that people don’t care how much
you know until they know how
much you care. That has shaped the
way I approach real estate every

day. My goal is never to pressure
someone into making a decision.

It’s to educate them, understand
their goals, and help them make the
choice that’s best for them. Building
trust and long-term relationships
will always be more important to

me than any single transaction.

I've been fortunate to learn from

a number of experienced agents
and professionals throughout my
career. I try to take something away
from everyone I work with, whether
it’s their knowledge of the market,
negotiation skills, or how they care
for their clients. I also believe that
this industry is constantly evolving,
so I make it a priority to keep
learning and improving every day.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into real estate?

My biggest piece of advice is to be
patient and stay consistent. Success in
real estate doesn’t happen overnight,
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and there will be challenges along the
way. Focus on building relationships,
continue learning, and always put your
clients’ best interests first. Don’t be
afraid to embrace new technology, ask
questions, and learn from experienced
professionals. If you genuinely care
about helping people, are passionate
about real estate, and are willing to put
in the work, the results will follow.

My biggest game-changer has simply
been the time and consistency I advise
new agents to adhere to. Starting in
this industry, it is very easy to get
discouraged and compare yourself

to those around you. Remembering
that each situation is unique and each
individual will have
different obstacles

to overcome, you

can’t make these
comparisons. The
comparison you should
make is yourself today
to yourself one year
ago. If you like
what you see,
keep it up. If
you don’t see
the change you
hoped for, try
something
new and stay
diligent.
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What is your favorite part about being an agent?

What do you find most fulfilling?

What I find most fulfilling is helping my peers, friends, and family
buy their first home. I've watched many of them graduate college,

having every answer. It actually
get married, and start families. Being part of the next chapter, comes from (6 /’l—fvl’l Wﬂ// /
helping them find a place to call home, is something I never take 7

for granted. It’s a connection we’ll share for a lifetime! / eagrin 7 %ﬂz p/ﬁﬂ/z om 7/
What does “success” mean to you? 601/00/4 7 &% p(// / en 7‘0/ 5/,

The greatest reward is knowing I've built my business through
genuine relationships and referrals. Much of my work is with
first-time homebuyers, and there’s something incredibly
rewarding about being the person they trust to guide them
through such an important milestone. When clients feel
confident enough in their experience to send their friends and about. I've spent years intentionally building my personal
family my way, that means everything to me. Building a career brand by consistently showing up as myself.

rooted in trust, community, and relationships that continue
beyond the closing table is what success means to me.

Confidence doesn’t come from

having hundreds of conversations.”

People want to work with someone they know and trust,
and authenticity creates that connection long before a
Whether I’'m teaching a cycling class or helping real estate conversation begins.
someone buy or sell a home, both of my careers are
rooted in the same purpose: building community.
In each role, I have the opportunity to bring people
together, build genuine relationships, and guide
them through meaningful milestones, whether that’s
reaching a fitness goal or navigating one of life’s
biggest financial decisions. It all comes down to
showing up as my authentic self, earning people’s
trust, and creating a sense of community.

Building a brand takes time and consistency. By

staying true to who I am, I've built a business

fueled by relationships, referrals, and
community.

What’s one challenge you’ve overcome so

far in your real estate career? What have

you learned from it?

One of the biggest challenges I had to

overcome was learning to trust my own
knowledge. Real estate is an industry

where there’s always more to learn,

and early on I sometimes questioned

whether I knew enough.

What are your favorite tools, apps,
or bits of technology?
The power of social media.

I believe social media is one of the most
powerful ways to stay connected
with your current sphere while
continuing to grow it. I strive to
show up authentically by sharing
my everyday life, not just real
estate, but also cycling, fashion,

Over the past six or seven years,
I've realized that confidence
doesn’t come from having every
answer. It actually comes from
continually learning, preparing, facing

and the things challenges, and having hundreds of
I'm genuinely conversations.
passionate
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Why did you become a real estate agent?
Everything I've done professionally has
been rooted in community. I majored in
Community and Regional Development
at UC Davis and began my career in

the education nonprofit space, where
my focus was always on creating
opportunities and making a meaningful
impact in people’s lives.

When I entered the real estate industry,
I never expected to become an agent. I
began behind the scenes in marketing
and operations, where I learned the
business from the ground up.

The more I immersed myself in the
industry, the more I fell in love with
each client’s journey. Every transaction
is deeply personal, and no two stories
are ever the same. Becoming an agent
felt like the natural progression of
everything I had been building toward.

What does “success” mean to you?
To me, success isn’t measured by
awards, rankings, or number of
transactions.

Success is reflected in the lives you
change and the impact you have on
people’s everyday lives.

On a personal level, success means never
becoming complacent. I want to continue
learning, challenging myself, and raising

the standard I hold myself to.

And if 'm being completely honest,
success also means making my mom
and dad proud.
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What are some of your goals for this
year, personal and professional?
Professionally, one of my biggest goals
this year is to reach 30 transactions to
close out my first year, while continuing
to elevate the level of service I provide.
I'm also focused on refining my systems,
building stronger community and
business partnerships, and supporting
causes that are meaningful to me.

Personally, 'm committed to stepping
outside of my comfort zone. I've
found that the more I grow as a
person, I'm able to show up for

my clients, my community, and

the people around me.

What’s one challenge
you’ve overcome so

far in your real estate
career? What have you
learned from it?

One of the biggest
challenges I've overcome
has been stepping out from
behind the scenes. I have
an introvert personality,

so stepping into the
spotlight as an agent was
challenging. But I knew
that if I wanted to build

the career I envisioned,

I couldn’t let discomfort
dictate my decision. Instead,
I committed to showing up
consistently.

But I knew that if I
wanted to build the career
I envisioned, I couldn’t

let discomfort dictate
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learning from each experience,
and trusting that consistency
compounds over time.
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my decisions. Instead, I committed to
showing up consistently.

That experience taught me that success
comes from continuing to show up,
learning from each experience, and
trusting that consistency compounds
over time.

This October will mark my first year as
a full-time agent. When I decided to
pursue real estate full-time, I had
a job offer on the table that came
with the security of a steady
paycheck. A friend encouraged
me to bet on myself, and after
a lot of reflection, I turned
down the offer and
committed to building
a career in real estate.
That decision changed
my life.

Let my story be a

reminder that the

biggest risk you can

take isn’t whether or

not to bet on yourself.
Rather, never taking
the chance to find

out what you're
capable of.
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(W) CHICAGO TITLE

MEET OUR CITRUS HEIGHTS TEAM

el b L &ka ZWZ LAWY CHICAGO
'HY AGENTS PARTNER WITH CHICAGO TITLE FITLE

» Proactive transaction support to protect your timeline

» Consistent communication to keep all parties aligned from open to close

* Thorough and precise handling of the details to help prevent last-minute surprises
+ Local market insight to help you navigate complexity with confidence

= A smooth, guided closing experience to help clients feel supported at every step

I~

(fert 9"7(7 > | Branch Manager & Escrow Officer

With 47 years in the Title & Escrow industry, Cheri Suttf is a trusted expert and respected leader. Since
joining Chicago Title in 2007, she has delivered exceptional service through responsiveness, extensive
knowledge, and meticulous attention to detail. Cheri enjoys handiing all types of residential transactions
and believes every client deserves a smooth, well-communicated closing. The relationships she has built
with clients and real estate ?ruhssiﬂnals remain among the most rewarding parts of her career. Known
for her guick wit, thoughtful appreach, and signature sense of humor, Cherl combines expertise with
genuine connection. Outside the office, she enjoys gardening, traveling, spending time at the ocean,
making memories with her son and daughter, and life with her dogs, Shelby and Stella. For Cheri,
helping people through one of life’s greatest milestones is a privilege that continues to'inspire her.
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Kelly Fontes-Hyde  Terra Fletcher Will Sayre
Sales Manager Escrow Manager Counry Manager

/V/M'ﬂ-- gfﬁrz,?i/ﬂ | Escrow Officer

With 24 years in the Title & Escrow industry, Maria Spaeth is passionate about helping clients navigate
one of life's biggest milestones with confidence and ease, Known for her open communication,
attention to detail, and caring; relationship-first approach, she remains présent, approachable, and
available throughout every transaction - ?r'om assisting first-time homebuyers to guiding families
through the sale of a loved one's estate. Clients and real estate partners appreciate Maria's bubbly
personality, strong communication, and dedication to earning their trust while creating a smooth,
successful closing, Outside the office, Maria has been happily married for 22 years and recently
welcomed a son-in-law when her daughter married. She loves time with her granddog, Luka, golfing,
relaxing at the lake, attending country concerts, and traveling to Tennessee to visit her daughter.
Maria brings genuine care, energy, and enthusiasm to everything she does,

w2 TURKINGINSTIGHT
4 INTO OPPORTUNITY"

PROVIDING PRECISION, PARTNERSHIP, & PEACE OF MIND

ChicagoTitleSacramento.com

;‘"{ffbﬂzufm, zf/ﬂ}rg-- | Escrow Officer

With 24 years in the Title & Escrow industry, Adreana Davis helps clients navigate their transactions
with confidence and peace of mind. Since joining Chicago Title in August 2025, she has built her
business on exceptional service, thoughtful communication, and genuine care. Known for her
proactive approach, responsiveness, and attention to detail, Adreana believes every transaction
deserves a personalized experience. She listens first, meets clients where they are, and finds solutions
that support a smoath, successful closing. First-time buyers, seasoned investors, families navigating
life transitions, and real estate professionals value her patience, knuwledﬁe, professionalism, and
commitment to doing what's right. Qutside the office; Adreana has been happily married for 11 years
and enjoys her degs, Coco and Bumi, traveling, music, and celebrating special moments with family
and friends. Her warmth and caring nature shine through in every relationship she builds.

( v S {’/ﬂ"f | Escrow Officer

With 40 yearsin the Title & Escrow industry, Lori Adorno has built her career on exceptional service,
trusted relationships, and providing steady guidance through one of life's most pivotal moments. Since
joining Chicago Title two years ago, she has earned the confidence of buyers, sellers, and real estate
professionals through open communication, thoughtful problem-solving, and a calm, reassuring
approach. Lori especially enjoys helping first-time buyers achieve homeownership and supporting
sellers as they begin their next chapter. Clients appreciate her friendly personality, organization, and
commitment to cloasing every transaction on time. Qutside the office, Lori cherishes time with her three
sons, caring for her mom, and making memories with loved ones. She also enjoys walking, gardening,
adventures with her children and friends, planning girls’ trips, and spending time with her new
pupples, Winnie and Auggie. Lori brings positivity, warmth, and dedication to every part of her life:

/[/rrf/ 2 /V/ /,@me- | Sales Executive

With 24 years serving the Tri-County area, Nicole McKane has built her career on lasting relationships
and the belief that business is about far more than individual transactions. Responsive, dependahble,
and genuinely invested in her clients’ success, she has earned the trust of real estate agents and
lenders throughout the region. More than a sales executive, Nicole strives to be a true business partner
by celebrating her clients”successes, creating meaningful connections, and providing the support and
resources they need to succeed. She believes exceptional service extends beyond the transaction and
takes pride in relationships that last well beyond the closing table. Qutside the office, Nicole is a proud
wife and mother of two boys who is deeply involved in the local soccer community. She also enjoys
cheering from the sidelines, golfing, live music, reading, and traveling with family and friends.

ChicagoTitleSacramento.com
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Why did you become a real estate agent?  living it alongside me 7/”7 6’W//L4 &4 [EI%8[E] Trusted by Sacramento’s Top-Producing Realtors Since 1996 Sean Whitten wewgses sdio | ovs #2435128
It happened in a roundabout way. My them makes a real ; H : e e e e 'S
mom, Laura Eklund, has been an agent difference. when the business gets hard.” obd g mm};;gti?grjgx E‘I;g Sg;?a%e‘{:nm e HE_H'}J&LE : 91 62827459
for nearly 25 years. I'm 26, so real estate =
has essentially been the family language That’s the edge '
my whole life. As a kid, though, having my generation brings.
a mom who was always working got We’re not relating to this market industry before I ever got licensed, and
old fast, and even though the industry from memory, we’re relating to it now we get to grow something together, o
fascinated me, I rebelled and charted my because we’re in it. We’ve had to build on our terms. That’s rare, and I don’t N o Trl c s
own course first. income and buy homes in these exact take it for granted. To anyone reading L
conditions. We also grew up at the this, client, fellow agent, or someone
That course led me into mortgages. I got intersection of it all, technology, social just starting out, I'd say: ®
my mortgage license in 2021, started on media, and now the early wave of Al put God first, focus o ca ry u rp rl se s ®
the retail side, then moved into brokering reshaping how business gets done. on what you can
and hard money lending. Along the way, This market is the only one we’ve control, surround
I picked up skills in building and running ever known, and honestly, that’s an yourself with people
sales teams and I realized the real advantage in itself. No baggage from who make you
opportunity wasn’t doing it on my own. “how it used to be,” just full focus on better, and the results
It was bringing what I'd learned into the how to win in how it actually is now. will follow.
family business.

NIGHTHAWK INSPECTIONS

Anything else you wish to say or

I then got my real estate license in 2024, highlight?
and instead of joining my mom’s existing If there’s one thing I want people to b
team, we built a new one together from take away from this, it’s that none
the ground up. What started as her of this happens without
business is now ours, and growing it God first. Every door
side by side is exactly what it was always that’s opened for me-
meant to be: a true family business. getting into mortgages,
getting licensed, building ¢ [=]=% 4 =]
What advantages do you think your this team with my < > r ' I < E < > E
youth affords you in your business? mom- I see as part r I
Beting a younger agent deﬁr.utely comes of a bigger plan HOME STAGING & DESIGN E
with advantages, tech savviness and a I'm grateful for, not
fresh perspective, sure, but more than something I built alone.
that, it’s relatability. There’s a whole Faith is what keeps me
new generation of buyers entering this grounded when the
market now, people in my own age business gets hard.
group, and a lot of them can’t genuinely
connect with an agent who came up in Beyond that, this has
a completely different era. It’s not their never just been about = "
fault, the market today is a different closing deals; it’s about ! 5
animal than it was 20, 30, 40 years ago. building something with - - ..-'_,:“-'f'.-:; = o
Buying a first home now is harder than my family that lasts. My . : ! ; e : =
it’s ever been, and when a buyer in mom spent almost 25 N .
their early twenties is navigating that years building her Prepq" n g yo ur ho me to Siq n d o Ut In th e Reql ESiqte Ma rket
reality, having an agent who’s actually reputation in this www.premierehomestaginglic.com | 916.300.0402
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Complimentany-Branding Videos for Your

Buyers & Referrals
Let's Partner for Seamless, Market-Ready Success

LYNEL FORD

LENDING + BRANDING

Lamzﬁ ford

MORE THAN

DREAMER

JULLIAN WALLACE

Brand Strategy & Creative
Solutions for Agents
& Homebuyers

NMLS# 1993005

Residential Lown Specialist

FHA | VA | Conventional = Partnering with Lynel Ford

for Buyer Success Stories

COMPLIMENTARY BUYER
BRANDING PACKAGE

Includes custom welcome videos, social
media content, and agent collaboration

@ manifestwallace

Why did you become a real estate agent?
I'm a huge car guy, and when I was

in high school, about my sophomore
year, I was getting my phone fixed at a
local shop when someone drove up in a
brand-new Porsche GT3. I waited for him
to finish whatever he was doing, and I
asked him what he does for a living to
drive my dream car. After he told me he
was a real estate agent, that’s really all I
had to hear. My parents made me go to
community college, and shortly after I
was finished, I became a full-time agent.

What does “success” mean to you?
Success is very simple to define for me.
All Twant is to be able to do the things I
want with the people Ilove while
not having to worry about the cost
associated with that. And... do it
while driving a Porsche GT3.

What does your typical
day look like?

My typical workday is
pretty much the same
Monday through
Friday.

I'm in the office
by 8:30 at the
latest, power
up with

the team

until 9, lead
generation/
outbound

calls until 12,
one hour for lunch,
follow-up until 3, then
the rest of the day is for
showings, appointments,
or more calls. I try to be
home by 6, and I try to take
one full day off a week.

25 UNDER 35

Keller
Williams

PHOTO BY OLHA MELOKHINA PHOTOGRAPHY

Saturday and Sunday are dedicated to
open houses, at least two on Saturday
and one Sunday, then any showings

or appointments. If nothing else is
happening on Sunday after the open
house, then I typically give that time to
do whatever I want.

When you aren’t working, what’s your
favorite way to spend time?

When I'm not working, I spend time

with my best friend /girlfriend, Adriana.

We’re both extremely active people,

and recently we have spent a lot of time

renovating our first house. When we

aren’t swinging hammers, we train

for triathlons, camp, backpack/

hike, and play disc golf.

What’s one challenge you’ve
overcome so far in your real
estate career? What have
you learned from it?
One challenge I had to
overcome in my career
is looking young.
There’s nothing I can
do about it aside from
knowing more than
agents who are older
than me and being
able to deliver that
information better
than they can.

I realized very quickly
that age means
nothing.
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All I want is to be
able to do the things

I want w&% 7% 4
%&&%/ e [ sie...

And do it while driving
a Porsche GT3.”

People know you are knowledgeable,
trust your experience, and you carry
yourself older than you are.

What is the best advice you

have ever received? Do you

have a mentor or someone you
look up to in this business?

Jake DaRosa has been my mentor
from day one, and man, have I
been a pain in his butt. When I first
started in real estate, I was 21 and
thought I knew everything... My way
was the best way, even if he had
20+ years of experience on me.

I finally became coachable, and

the best advice he gave me was to
practice my conversations. You have
to internalize everything about the
structure of the conversation and
what to say, then you can personalize
it to make it sound like you.

The faster you can internalize the

framework, the faster you can start
helping more people!

Sacramento Real Producers - 35
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Why did you become a real estate agent?
Long before I became a Realtor, I

knew I wanted to be one. After buying
and selling four homes myself, I
experienced how overwhelming the
process could feel and how often

simple questions went unanswered.

I remember thinking that if I ever
became an agent, I wanted my clients to
feel informed instead of intimidated.

I've always found purpose in helping
people, and that experience became the
foundation of my business. I became
the agent I wish I had, one who believes
education, communication, and trust
aren’t extras, they’re the standard.

What is your favorite part

about being an agent? What

do you find most fulfilling?

The most fulfilling part of my job is
helping people realize homeownership
is possible when they never thought
it was. Many of my clients come to
me believing they’ll never be able
to buy a home because no one in
their family has, or because the
process feels overwhelming.

Watching that doubt turn into
confidence and handing them the keys
to a home they once thought was out of
reach is something I'll never get tired

of. Helping someone buy or sell a home
is rewarding, but helping change what
they believe is possible for their family’s
future is what means the most to me.

What does “success” mean to you?
Success has never been just about what
I achieve. It’s about who I'm able to
impact because of it. To me, success
means creating a life where my family
is cared for, my clients are genuinely
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served, and my
business allows me
to give back to the
community that has
given so much to me.

I feel incredibly blessed,

and I believe those blessings are meant
to be shared. If my success only benefits
me, then I don’t think it’s success.

Are there any organizations or charities
that you support? How?

Giving back has always been important
to me because this community isn’t just
where I work, it's where my husband
and I are raising our three children.
Throughout the year, I sponsor grocery
giveaways for local families, support
school and community events, partner
with local nonprofits, and look for
opportunities to serve wherever I can.

I don’t believe community involvement
should be something we do when it’s
convenient. I believe it’s a responsibility,
and I'm grateful to be in a position
where I can give back.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges early in my
career was building a business before
I'had a reputation. Every client was an
opportunity to earn someone’s trust, and
I never took that lightly.

It taught me that consistency matters
more than shortcuts, and that the
way you make people feel will
always be remembered long
after the transaction is over.
Looking back, I'm grateful I
had to build my business

Gateway Properties |
REAL Broker

If my S C €55 only benefits

me, then I don’t think it’s success.”

one relationship at a time because
it’s the foundation everything
else has been built on.

What has been the biggest game-
changer for you in this business?

What advice do you have for someone
looking to get into real estate?

The biggest game-changer for me

was realizing that authenticity isn’t a
weakness; it’s an advantage. The more I
stopped trying to fit a mold and focused
on serving people in a way that felt true
to who I am, the more my business grew.

My advice to anyone
getting into real estate
is simple: never build
a business at the
expense of your
character. The
way you build
your business
will become
your

reputation.

riseCon

30+ YEARS BUILDING EXPERIENCE

o ADU’S
HOME REMODELS
B3 CUSTOM HOMES

~  Mortgage Solutions
to Meet Your Clients'
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]  UsComed!  Valerie
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Branch Manager 2014 Capitol Ave #200 Loan Officer

Sacramento, CA 95811
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Delta Lending Group is powered by Alameda Mortgage Corporation NMLS #271603. Licensed by the
Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act.
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916-361-1023
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INDUSTRY EXPERT

RE:THINK

Different question:s.
Different perspectives.
Different outcomes.

BY RICKY O’NEAL, EXACTLY WHAT TO SAY -
CERTIFIED GUIDE

I was recently talking with a coaching
client who was devastated after losing

a listing to another agent. On paper, it
didn’t make sense. She sells more homes
than anyone in her city. She’s the top
agent in her market. Her numbers are
incredible, and she’s earned the right to
be proud of them. So naturally, during the
listing appointment, she shared them.

Her production. Her list-to-sales-price
ratio. Her experience. And one of her
most impressive stats, her average days
on market is just four days, compared
to nearly 30 days in her market. Sounds
like a pretty compelling reason to hire
her, right? Well it was actually the
reason the seller didn’t.

The seller was terrified the home would
sell too quickly. She didn’t know where
she was going next and was worried
she’d sell her house and have nowhere
to live. My client thought she needed to
prove she could sell the home. The seller
needed to know she could protect her
transition. She was solving the wrong
problem at the right time.

I think this happens more than we
realize. Real estate agents are trained to
present. They learn listing presentations,
buyer presentations, scripts, stats, market
data, value propositions and objection
handlers. But how much time do they
spend learning to stay curious, ask the
right questions and actually listen?

We’re trained to be problem solvers.
But before we solve, we need to
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become better problem seekers. When
we lead with everything that makes
us impressive, we accidentally make
ourselves the hero of a story that was
never supposed to be about us. Your
client is the hero.

Our job is to stay curious long enough to
understand what problem they actually
need us to solve. Because the right
solution to the wrong problem is still the
wrong solution.

Your next opportunity may not require
a better presentation. It may require a
better conversation. As an Exactly What
To Say Certified Guide, I help agents
and industry leaders learn to connect
before they convince and understand
before they advise, so that their actions
create greater outcomes. If better
conversations could help you capture
opportunities that may currently be
falling through your fingers, would it
make sense to connect for a Business
Development Call? Use the website
below to schedule a call today.

EpT!FIED GU]‘DE

rr Y

Ricky O’Neal

Exactly What To Say, Certified Guide
Leadership & Conversation Coach
Helping Leaders & Real Estate
Professionals Refine
Conversations That Convert,
Connect, and Drive Growth.
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WHAT TO SAY

Protection From

Life’s Little FRICHTS

Since nearly half of our #
members experience ghasty
home system failuresin '
their first yvear of cover:
make sure your client

are protected — so scary
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Golden Bear

MORTGAGE CORPORATION

PUT THE STRENGTH OF
THE BEAR BEHIND YOU

916.337.4000
916.761.2327

www.gbmc.com
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Bri Milani Debbie Banducci
707-71B-6792 530-276-4777
bmilani@fahw.com dbanducci@fabw.com

Stephanie Jeter
916-316-0533
sjeter@fahw.com
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TOF NOTCH TILE-

OUR SERVICES:

BATHROOM & KITCHEN REMODELING "
TILE & FLOORING INSTALLATION
BACKSPLASH INSTALLATION
CLUSTOM COUNTERTORS

@ toprotchtileinc.com
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House to Home Moving is a full-service moving company dedicated to providing
top quality direct shipment moving services at an affordable price.

YOUR STRESS FREE MOVING SOLUTION
LOCAL & LONG DISTANCE  PACKING & UNPACKING

WITH JUSTIN INGOLIA,
JULIE SHROYER,
AND BUZZ HOWARD
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PROFESSIONAL « COURTEQUS » FRIENDLY « CAREFUL = DETAIL ORIENTED = TRAINED « EXPERIENCED We're unIOCking a new chapter With

podcast, focused on sharing pivotal
moments and insights from Sacramento’s top

@ goosehead leaders, entrepreneurs, and business owners.
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Smarter Insurance. By Design.

Time is Money. We'll Save You Both.

Elevate Every Listing.
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Phone: 916-722-T665
Justin does the policy
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Web: WN.S-ECPDD][]TOS.E‘.BI’I’E Auto to Life Insurance

d ything in between.
9300 Tokay Ln, Sacramento CA 95829 \ BIG , - 57 F R d
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Why did you become a real estate agent? What’s one challenge you’ve overcome so far in your real
I saw it as an opportunity to build the life I wanted and become estate career? What have you learned from it?
the person I want to be. I've learned that how far I go with my production comes down
to my ability to get out of my own way, and that anything and
What is your favorite part about being an everything I want out of life and this career is possible, but I
agent? What do you find most fulfilling? have to put the work in.
I think one of my favorite things about being an agent is all
the cool people I've met who started as clients and became
friends. Working alongside somebody for three, six,
or even 12 months and finally bringing everything
together is a really cool experience.

What has been the biggest game-changer for you
in this business? What advice do you have for
someone looking to get into real estate?
The biggest game-changer for me was getting
into other rooms and seeing other people
trying to do what I was trying to do, and
realizing they had the same fears, obstacles,
and objections I did. It made me realize that I
was on the right path.

What does “success” mean to you?

Success to me means living life to your fullest
potential in every area and impacting those you
come in contact with in a positive way.

Are there any organizations or charities
that you support? How?

I support opportunities for young teens
through my Jiu Jitsu academy with
small contributions and support,
as well as my local church.

I'had to continue to persevere and keep
getting better at my skills and my craft.
Eventually, through time and
effort, the results start to come
through. It just takes 90 to
120 days of commitment,
and you can really see
some big changes in your
business and life.
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Anything and
everything

We also organize our own
grassroots donations and
food drives for the homeless.
Last Thanksgiving, my
colleagues, friends,
volunteers, and Nine 16 Jiu
Jitsu staff and members all
came to our office and put
together 180 Thanksgiving
plates to give to the
homeless in downtown
Sacramento, along with
clothes, blankets, and

I want out
of life and
this career is
possible, but

additional items. %

[ alre f:}/ ﬁwf
We try to do this fﬁ«f/ werl inl
once a year.
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$437B+ Funded 2nd Largest Extensive Suite
in Loans Since 2010 MNonbank Retail Mortgage Lender of Mortgage Products

With 18 years in the mortgage industry, my knowledge of mortgage programs and underwriting
guidelines makes me great at what | do. Since my start, | have helped over 4,000 families purchase
homes or save money through refinancing. Serving a client in what can be a complicated process
of home buying and making the experience the best it can be is one of my daily goals.

Call, text, email, or scan the code for any of your home financing needs!

Every person counts, every
situation is different, and | am

N.uthun here to offer the best options
Sibbet available for YOU while making

this process smooth.

Senior Loan Consultant
NMLS #450926

[ (916) 320-3952
= nsibbet@IloanDepot.com
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"~ Inthis economy a Reverse

-- Mortgage can be a strategy ) Keller
Williams

« Create greater cash - flow flexibility =

s I t -ﬁ d t' t . PHOTO BY OLHA MELOKHINA PHOTOGRAPHY
* Supplement fixed retirement income l
« Reduce pressure on investmentsin

the market P ‘ ‘
+ Establish a line of credit to use as needed ot %y

_ (no payment required) . What is your favorite part That willingness to /&ﬂ/”?/ft
= & . about being an agent? What i .
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Ilove the challenge and excitement wavs I differentiate mvyself.”
Reach out to me if | can be a resource to you Yo of building a business and leading Y e
. - a team. What makes real estate

your clients and loved ones.

especially meaningful to me is the
opportunity to help clients navigate
one of the largest financial decisions
LIZ ANDERSEN nMis# 1263245  liz.andersen@apmortgage.com of their lives and take important
Account Executive 3000 Lava Ridge Court , Suite #103 steps toward building long-term
wealth through homeownership. I
also deeply value the relationships I
have built along the way, both with
the clients I serve and the agents
I'have the privilege of leading.

Are there any organizations or charities
that you support? How?

I am deeply involved with my

local church, Encounter Church
Sacramento, where I lead the youth
ministry. It is incredibly meaningful

to have the opportunity to mentor
students, build relationships with

them, and have conversations that

can positively impact their lives.

916.223.8869 Roseville, CA 95661/ 150590

NEED SCREENS OR REPAIRS?

Call Rich Downing For A WOW
Experience Today! —

What advantages do you think your
youth affords you in your business? If it’s
not your youth, how would you say you
differentiate yourself from other agents?
I'would say one of my greatest
advantages is my ability to stay flexible
- and pivot as the market changes. Real
( ; \ ( : \ estate is constantly evolving, so having
S o a learning-based mindset has been
essential to my growth.

Serving the next generation is

something I am very passionate about,
and it is one of the most rewarding
ways I give back to my community.

What does your typical day look like?
I typically start my day by making coffee
and spending time reading the Bible and
praying. After that, I work out, make
breakfast for my kids, and head to the
office. My workday usually begins with
social media marketing and creating

I am always looking for new ways
to improve, whether that means
the house. embracing technology, adjusting my

Because the dream is not just to buy

' Re-Screen/New Screens

lHIIHI

' Sliding Screen Doors
/ 80-90% SunScreens
' Pet Tuff Screens

\/ S/Idlng Glass DOOrRepa/f SOLUTIONS AND MORE
v Window Washing

916.906.2033. | windowscreensolutions.com
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The dream is to keep the house.
Protect the family inside it.
Retire with confidence.

And leave behind clarity instead of

confusion.

marketing strategies, or finding better
ways to serve my clients and lead

my team. That willingness to learn
and adapt is one of the main ways I
differentiate myself from other agents.

What does “success” mean to you?
Loving Jesus well. Being a good
husband. Being the best dad I can be.
Serving others.

content, followed by client follow-up calls,
transaction management, and coaching
the agents on my team. Every day looks a
little different, but it is usually a balance of
serving clients, developing my team, and
continuing to grow our business.

What are some of your goals for this
year, personal and professional?

My personal goal is to build a well for a
village in Uganda. This is a village our
church has known. My professional goal
is to close 110 units with the team.
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‘Kevin Oto is an outstanding
: < professional and an exceptional

' ’ person. | honestly cannot say

[ 3 enough about his integrity, his

. / u & &? in-depth understanding of the

entire loan process, and his

willingness to work for the best ‘
possible outcome. Kevin is ¢
PHOTO BY OLHA MELOKHINA PHOTOGRAPHY quick to respond to all issues } °
and continuously works as a q
strong advocate for his clients 1!

needs. He provides honest and
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What is your favorite part about being an agent? // A/ transparent answers. Thank
What do you find most fulfilling? conf7s((np(es. you so much to Kevin and his
Connecting with and assisting people from all walks of life. You decide your mindset, great team! We h/’gh/y

Being a part of a client’s next chapter.

your enthusiasm, and how recommend Green Haven

Capital.”-Angela C.

H ”
What advantages do you think your youth affords you in you respond to adversity.

your business? If it’s not your youth, how would you say you
differentiate yourself from other agents?

I bring a high level of energy, urgency, and creativity to every
transaction while staying open to new technology and evolving
marketing strategies. I think what truly sets me apart is my
work ethic and willingness to be proactive rather than waiting
for opportunities to come to me.

200+ Five Star

Google

Reviews

What does “success” mean to you?

Success, to me, means creating a secure, fulfilling, and
inspiring life for my beautiful wife, Indy, our daughter, Julia,
and, of course, our dog, Charlie. It’s about giving my family the
freedom to enjoy life together while being someone they can
always depend on.

What are some of your goals for this year,
personal and professional?
Determined to be the world’s best dad.

Expert Mortgage Advice
for Homebuyers

What’s one challenge you’ve overcome so far
in your real estate career? What have you
learned from it?

I think everyone in this space would agree
that every day presents different and unique
challenges.

Begin your home loan process today!
Our mortgage advisors are standing by.

Control the controllables. You decide your
mindset, your enthusiasm, and how you
respond to adversity.

Request a free personalized
rate quote.

What has been the biggest game-
changer for you in this business? What
advice do you have for someone
looking to get into real estate?

The biggest game-changer for me in
this business has been realizing that
consistency trumps the latest and
greatest every time.

KEVIN OTO —
President/ Broker ALy
NMLS#: 62641

(800) 618-9508 ext. 1001
koto@greenhavencap.com
greenhavencap.com

GREEN HAVEN
— CAPITAL INC—
MORTGAGE LOANS

50 - October 2026




25 UNDER 35

JULI

Why did you become a real estate agent?
I got my license directly out of college,
with no idea what to do with my career.
From there, I closed 14 escrows in my
first year and never looked back!

What is your favorite part about being an
agent? What do you find most fulfilling?
One of my favorite parts of being a
Realtor is getting to grow alongside
my clients. It often starts with helping
them buy their very first home, and
before I know it, 'm helping them
find their second or even third.

Along the way, I get to watch their
lives change, welcoming babies,
adopting dogs, growing their families,
and reaching new milestones that
lead them to their next chapter.

It’s incredibly special to feel like 'm a small
part of their family’s journey. Helping
someone buy or sell a home is one of the
biggest decisions they’ll ever make, and I
will never take the trust my clients place

in me for granted. Being part of these
moments is truly the best part of what I do,
and I'm so grateful for every family that
allows me to be part of their story.

What does “success” mean to you?

My perspective on success has shifted

a lot this year. When I first entered this
industry, I felt like success was measured
by the number of homes you sold. That
is just how our industry has traditionally
been structured. Brokerages highlight
their top producers, agents celebrate
their sales numbers, and there is a
constant focus on production.

For the last eight years, I have been
chasing that version of success. I wanted
to be at the top, sell more homes, and
continue pushing myself further. While I
am still incredibly proud of what I have
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accomplished, this year I have started
to realize that success means something
different to me.

Success is finding the balance between
loving my career, working with clients
who truly value the service I provide,
and still being present for my family
and my children. I have learned that the
number of transactions alone doesn’t
define the impact I have or the kind of
life I want to create.

This year, I have become more
intentional about the clients I choose

to work with and the relationships I
invest in. There is something incredibly
empowering about building a business
that supports my life rather than
allowing my business to completely
dictate it. I still have big goals

and a passion for what I
do, but I now measure
success by the quality of
my relationships, the
experiences I create

for my clients, and the
ability to be present
for the people who
matter most.

What is the

best advice

you have

ever

received?

One piece

of advice I
consistently hear
from agents who
have grown
children is the
importance

of being fully
present when you
are home with

66

There is something

incredibly
empowering about

building a /,»ng ess

fhat sefoloort
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than allowing
my business to
completely dictate it.”

your family. I have heard so many

of them say that, looking back, their
children remember the moments when
they were distracted, always on the
phone, or not fully available.

That advice has really stuck with me.
This year, I have made a conscious
effort to be more intentional about
creating separation between my
work and home life. Real estate
can easily consume every hour
of the day, and because I care
so deeply about my clients, it
can be difficult to step away.
However, I have realized
that being present with my
children and my family
is just as important as
building my business.

I am still learning and
finding that balance, but
this is something I have
truly taken to heart and
have started implementing
at home. My goal is to build
a successful business while
also creating memories
and being fully
present for the
moments that
matter most.
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Why did you become a real estate agent?
I bought my first house at 19 years old,
and that’s when I quickly realized that
real estate is one of the most powerful
ways to build wealth and create
opportunities for future generations.
Owning a home at such a young age
opened my eyes to what was possible,
and I knew I wanted to help other
families achieve the same thing. That’s
what inspired me to become a Realtor,
to help people build generational
wealth and create a better future for
their families.

I've always loved helping people win
and accomplish goals they once thought
were out of reach. But if 'm being
completely honest, another reason I

got into real estate is because I'm the
oldest of eight siblings and I've always
had a strong personality. I've never
liked being told what to do or having
someone else control my time. I wanted
the freedom to build my own business,
create my own schedule, and be in
charge of my future. Real estate gave
me the opportunity to do exactly that
while helping others change their lives
through homeownership.

What does “success” mean to you?
Success to me means having control
over my time and building a business
that gives me the freedom to be present
for my family. I have an 8-month-old
baby, and being a mother is my favorite
role. The ability to create my own
schedule, delegate effectively, and be
there for the moments that matter most
is something I never take for granted.

Success is also being known as the go-to
agent in my city, someone clients trust,
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respect, and confidently refer to their
friends and family. Knowing that people
have such a great experience working
with me that they continue sending
business my way is one of the biggest
compliments I can receive.

At the end of the day, success isn’t just
about money. It’s about freedom, impact,
strong relationships, and creating a life
that 'm genuinely proud of.

Are there any organizations or charities
that you support? How?

One thing I'm especially proud of is
giving back to the city where I was born,
Guadalajara, Jalisco, Mexico. I donate
shoes to children and families in need
because I believe success means lifting
others up along the way.

Giving back has always been important
to me, and one of my biggest goals is

to start a nonprofit organization that
helps first-time homebuyers. There are
so many hardworking families who
have the income and credit to qualify
for a home but don’t have the funds
needed for a down payment. I

want to help bridge that gap and
create more opportunities for
families to become homeowners,
build generational wealth, and

create a better future for their
families.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges I've
overcome in real estate is becoming

a new mom while continuing to be a
top-producing agent and leading a real
estate team that I mentor and coach.
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I’ve never been
someone who waits
for permission to go

after w%wffwwnf”

Balancing motherhood, my clients, and
the women on my team has pushed me
to become more intentional with my
time, improve my systems, and learn
how to delegate.

My daughter is my biggest motivation,
and becoming a mom has actually made
me a better leader, business owner, and
real estate professional. It’s taught me
how to prioritize what matters most
while still showing up at a high level for
my family, clients, and team.
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Why did you become a real estate agent?
I became a real estate agent because

I wanted to take control of my own
future while building something
meaningful in the community

I call home. Real estate gave

me the opportunity to combine
entrepreneurship with service. I
enjoy helping people navigate one of
the biggest financial and emotional
decisions of their lives, while also
building a business that reflects my
values, work ethic, and commitment
to the Sacramento area. The ability

to create opportunities for my family
while making a positive impact on the
lives of others is what drew me to the
profession and continues to motivate
me every day.

What advantages do you think your
youth affords you in your business?
Being a younger agent has given me a
unique advantage in today’s market.
Clients often recognize the energy,
motivation, and work ethic that I bring
to the table. I grew up with technology
and social media, so I naturally
incorporate modern marketing
strategies, digital communication, and
data-driven tools into my business.

At the same time, I think people
appreciate seeing someone who is

still in the growth and hustle phase of
building a business. It creates a level of
responsiveness, dedication, and attention
to detail that clients value when making
important real estate decisions.

What does “success” mean to you?
Success means helping as many people
as possible while creating a life that
allows me to be present for my family.
Professionally, I measure success by the
trust clients place in me and the positive
impact I can make through my work.

Personally, success means having the
flexibility to be there for the moments
that matter most with my wife and
daughter while also enjoying the
rewards that come from years of hard
work and discipline. Ultimately, success
is finding the balance between serving
others, building a meaningful business,
and creating the life you’ve always
envisioned for your family.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges I've
overcome is building my business
entirely from scratch. I didn’t come
from a real estate family, I didn’t
inherit a book of business, and I

didn’t start on a large team.

From day one, I built everything myself
through prospecting, networking,
marketing, and consistently serving
clients at a high level. It wasn’t easy,
but it taught me the importance of
perseverance, adaptability, and
long-term thinking. Looking
back, overcoming those early
challenges gave me the
foundation and confidence that
Irely on today.

What is the best
advice you have
ever received?

One of the best pieces
of advice I've ever
received is, “People
don’t care how

much you know
until they know

how much you care.”

Real estate is ultimately
a relationship business,
and technical knowledge

alone isn’t enough. The ability to listen,
show empathy, understand people’s
goals, and genuinely care about their
outcome is what builds trust. That
philosophy has shaped how I approach
every client interaction and has been one
of the biggest contributors to my success.

What has been the biggest game-
changer for you in this business?

What advice do you have for someone
looking to get into real estate?

One of the biggest game-changers in my
business has been living and working
in the Stone Ridge neighborhood

of East Roseville. Being part of the
community allows me to build authentic
relationships, stay connected to local
market trends, and serve the people
around me at a high level.

Another major game-changer has
simply been time and experience. As I've
entered my fifth year in the business,
I've started to see the long-term benefits
of consistently doing the right thing. This
is the first year where the majority
of my business has come from past
clients and referrals, which is
incredibly rewarding.

For anyone considering a career
in real estate, my advice is to
focus on consistency and
patience. Success rarely
happens overnight.
Commit to serving
people well, continue
learning, stay
disciplined during
difficult periods, and
understand that trust
is earned over time.
If you’re willing to put in
the work and stay focused
on helping others, the
opportunities are endless.
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What is your favorite part about being an agent?

What do you find most fulfilling?

My favorite part about being an agent is the relationship that

I am able to build with my clients in a short amount of time.
Someone buying or selling a home goes through a ton of
emotions in a relatively short time frame, and I have always
loved being able to guide people through these times. It isn’t
always easy, but it’s very fulfilling to go through the experience
with someone and be able to get them where they want to be.

What advantages do you think your youth

affords you in your business?

My youth has been the biggest key to my success. I got into the
business when I was 23 years old and was lucky enough to find
a great mentor and team that really pushed me and supported
me. Because of this, I have had a ton of experience in all

types of different situations, and I think that being younger
and having the experience that I do initially surprises a lot of
people, and then it helps me earn their business.

What does “success” mean to you?

To me, success is more about the journey
than hitting a certain goal. The person that
you become and the mistakes that you
learn from on the way to achieving big
goals is what success is all about to me.

What are your favorite tools, apps,
or bits of technology?

I'll keep it simple; it’s my phone. I can
run my whole business from it. But
specifically, it’s the telephone
part of it. Over the past 10 years,
every person I've ever helped
achieve their real estate goal has
always started with a phone call.

I'm not a huge texter, and I'm
not great with social media,
so I much prefer getting

on the phone with people.
Whether it’s good news or
bad news, I always prefer

to deliver it over a phone
call, so it’s the one app that I
use the most.
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What is the best advice you have ever received? Do you have
a mentor or someone you look up to in this business?

My business partner, Steve LaMothe, has been my mentor
since the day I got my real estate license 10 years ago. The
amount that I've been able to learn from him over the years is
something that I am extremely grateful for.

I get advice constantly from him that helps me in business
and life, but the one thing that comes to mind is when I first
got licensed, he told me to really give it my all for three years
straight. Do whatever needs to be done, meet with everyone
that you can, work every day, talk to as many people as you
can, and take every single opportunity that comes up, and it
will make a lasting impact on the rest of your career.

That was the best advice I could have been given at that time.

What has been the biggest game-changer for you in this

business? What advice do you have for someone looking to
get into real estate?

The biggest game-changer for me in this business has been
my brokerage, Keller Williams Realty in Roseville. 'm
surrounded by some of the best agents whom I continue

to learn from day in and day out. I've met some great
people here and through Keller Williams in general, and
they have made a huge impact on my business.

For anyone looking into real estate, I think you
should really interrogate why you want to do
it and what you’re looking for. It’s a tough
business, and it requires being able to get
really uncomfortable.
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Why did you become a real estate agent?
My interest in real estate actually
started long before I became an agent.
I'worked in property management
during college before receiving the
opportunity to become an on-air host
and correspondent for Golf Channel.

Then, in 2020, the pandemic hit. I was
laid off from Golf Channel and found out
I'was pregnant with my first child on
the very first day of lockdown. I already
knew I wanted to make a career change
once I started a family, so I decided it
was the right time to pursue something
I had always been interested in. I
studied for my real estate license during
lockdown and passed the exam just one
month before giving birth.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges

I have overcome in my real

estate career is confidence.

Over time, I learned that confidence does
not mean knowing every answer or never
making a mistake. It means trusting my
experience, doing my research, and being
willing to give honest advice, even when it
may not be what someone wants to hear.

The biggest lesson I have learned is that
confidence comes from preparation,
experience, and remembering that
honesty serves people better than simply
telling them what they want to hear.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into real estate?

The biggest game-changer for me in
this business was learning to hire help
before I felt completely ready.

My biggest advice for someone
considering real estate is that you
have to treat it like a full-time job,
and you cannot be afraid to ask for
the business. You cannot consistently
put in part-time effort and expect
full-time results. Real estate also does
not always fit neatly into traditional
working hours. Even when you are
technically off, you still need to be
responsive, aware, and willing to
show up when your clients need you.

Finally, focus on genuinely helping and
serving others. Be the friend who checks

in, makes introductions, shares referrals,

and supports the people around you.
Strong businesses are built through
strong relationships, and you cannot
expect people to support you if those
relationships only flow in one direction.

Anything else you wish

to say or highlight?

One of the things I am most excited
about right now is the launch and
growth of Clubhouse Realty. Starting
a team has pushed me outside of my
comfort zone and challenged me to
grow from an individual agent into a
leader, mentor, and business owner.

My goal is to build a team where
agents feel supported, connected,

and genuinely equipped to succeed.
Real estate can be a very independent
business, and it is easy for newer
agents to feel like they are expected
to figure everything out on their

own. I want Clubhouse Realty to offer

the collaboration, accountability,
education, and encouragement
that I would have appreciated
when I was starting my career.

I am incredibly proud of what

we are building and excited to
create a team culture where agents
can grow their businesses while
still building lives they love.
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for our owners and tenants, eliminating the n
speak to different staff members for different situations!
This means accountability!

All our property managers are licensed and experts
on current California laws and regulations in the
rental marketplace. This means we guide and protect
our owners!

We pay $500 for an owner referra ho becon
property management client.

Call Darren 916-500-8188 | d.babby@mmproperties.com

DRE# 01100901

FINANCIAL

81% of Kevin’s 2024 Purchase Transactions
Cleared for Closing within 10 Days of Application

916.440.6999 « kevin.afc360.com teamkev@afc360.coﬁ * 1424 21st Street
]
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Michelle Anapelsky Julie Bergstrom Connie Continelli Rachael Huff Cory Lawver Jan Lippi
Midtown{Sierra Oaks Roseville Roseville Grass Valley Land Park Raosaville
916.284.1626 916.801.4360 916,298,938 916.996.4339 916.548.1856 916.716.9305

Proudly Serving Sacramento, Placer And El Dorado Counties!
THE EXPERTS YOU NEED. THE PARTNERS YOU CAN TRUST.

www.PlacerTitle.com

Fall is a season of change—but a
smooth closing never goes out of season.

e

Your clients count
on you...you can
count on us for your
next transaction.
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Karin Kwong, Mertgage Consultant
(916) B34-1915
karin@catalystmtg.com

MMLS# 448184

Paige De Kleer, Senicr Mortgage
Loon Originator

(916} 390-3272
pdekleer@ootalystmibg.com
MMLS# 1381002

LOCAL MORTGAGE EXPERTS

FIND THE

RIGHT FIT
FOR YOU.

Fast track mortgoge options,
in-house underwriting, and
local experts ready to

help you move faster.

*
coterbuct
MORTGAGE

Igniting a difference

Mg
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Duc-Hanh Nguyen,
Senior Mortgoge Loan Officer
(916) 740-5623
dnguyen@catalystmtg.com

MMLS# 2014521

Stacey Medinas,
EVP of Production and Sales
Senior Loan Advisor

smedinas@catalystmitg.com

JONETTISRMNIPNY LS # 224022 / DRE #01396792

ﬂ Bank Statements

.

- CALL NOW -

916.287.7777

CATALYSTMORTGAGE.COM

California DFF1 License #600DB00446307 MMLS # 236472

Califormio Residential Mortgoge Lending Act License # 01795233 An Approved Equal Housing Lender

=

ECUAL HOUSHG
LEMDER

Why did you become a real estate agent?
Driven by a deep passion for music,

art, and community, I spent a decade
applying that creative energy to real
estate marketing, where I focused

on helping agents and mortgage

pros scale using unconventional,
cutting-edge strategies.

Over time, my artistic mindset and
drive for innovation sparked a shift
in perspective. I finally realized that
a home is an intersection of self-
expression and human connection,
where it acts as both a reflection of
personal taste and a safe haven for
community. Bridging that gap to help
clients find spaces that truly resonate
made stepping directly into real estate
the obvious next move.
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What advantages do you think your
youth affords you in your business?
My youth, and I guess my funny

little brain, affords me two massive
advantages: 1. an absolute refusal to
accept the industry sentiment, “That’s
the way things have always been done,”
and 2. a natural fluency in modern,
inventive strategies.

I often joke that “I'm not your
grandmother’s Realtor,” and I say that
with the utmost respect for tradition!
But my core mission is to un-gatekeep
this industry. For generations, real
estate has felt guarded, wrapped in
confusing jargon and intimidating
barriers. Unbound by legacy habits,

I bring a bold, fresh perspective that
strips away the fear, demystifies the
process, and proves that owning a
home in California is truly accessible to
people from all walks of life.

What does “success” mean to you?

Happiness. Fulfillment. Love. Art. Freedom.

When you aren’t working, what’s your
favorite way to spend time?
I love sitting in the music studio for
hours just tinkering with new synths
or plug-ins and writing new melodies
or hooks. I believe inherently, as
humans, we all have a creative side
that is underfed. By prioritizing our
creativity and our artistic health,

everything else in life becomes better.

Additionally, I'm still trying to push
for the highest ranking in the Apex
Legends video game.

I’'m not your 7%M//M7%w j2 @w{‘/‘m.”
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Above all, I never seem to get enough

of just sitting in the backyard and
spending quality time with my girlfriend
and our pets, which we call our little
family. Sitting around and collectively
doing absolutely nothing with the
people Ilove has arguably been the
most rewarding thing I can do as a
human. You should try it sometime.
Being bored is so darn rewarding.

What’s one challenge you’ve overcome
so far in your real estate career?

What have you learned from it?

I think all agents can relate to this, but
the ups and downs of the economy

and the real estate market are some of
the biggest challenges I've faced in my
career. I am a full-time Realtor, so there
is no backup income. No backup plan.

So I'had to learn, through trial by fire,
that sometimes, in uncertain economic
times, all you can do is keep your head
down and GO TO WORK. Do the work
that no one else wants to do. This
proves and accentuates your value as a
Realtor. And, as a result, you meet and
acquire lifetime clients who trust in
your ability and keep your career going.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into real estate?

At the end of the day, the biggest
game-changer for me came down to
authenticity and energy. When you
lead with intent and lead with heart,
everything else falls into place.

What I love most about real estate is that
it’s a direct mirror of your work ethic.
It’s one of those rare fields where your
output equals your input. Put in care,
honesty, and hard work, and you will
build something incredible.
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Why did you become a real estate agent?
Growing up in Southern California,
I’d ride my skateboard to the beach
or a friend’s house, and every time
I passed a for-sale sign, I'd stop and

grab a flyer just out of curiosity.
I couldn’t tell you why, but real
estate always pulled at me.

That curiosity turned into something

real once I realized this business is really

about people. I played collegiate golf at
Sacramento State,

B
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and that experience built the self-
motivation and drive I needed. Once I
put those two things together, hard work
and a genuine love for people, I knew

I'd found not just a career, but a path to
build my life around.

What does “success” mean to you?
For me, success isn’t just a number of
closings or a sales volume goal, even
though I'm chasing both this year. It’s
being able to build a business efficient
enough that it doesn’t take everything
from me to run it.

It’s picking my daughter up from
daycare early, getting a round of golf in
on a busy week, and still showing up
fully for my clients without anything
falling through the cracks.

Success is knowing that the people who
trust me with one of the biggest decisions
of their life got taken care of, and that I
got to be present for my own life while I
did it. If T can keep both of those things
true at the same time, that’s the win.

What’s one challenge you’ve
overcome so far in your real estate
career? What have you learned
from it?

Building the confidence to know

I could be a top producer in a sea
of incredibly talented agents. That
wasn’t easy.

One of the biggest lessons this business has
taught me is that every missed listing or
lost buyer is a chance to learn, not a reason
to spiral. It’s hard not to take it personally,
hard not to sit in regret. But if you can
remove the noise and actually learn from
it, you’ll show up better next time.

Systems create

O 6 goﬁfo/n &@ .

Relationships create

feelly

You need both.

It’s not about the deal you just
lost. It’s about whether you're
better for the next at-bat.

What has been the biggest game-
changer for you in this business?

The biggest game-changer for me has

been finally building real systems around
my business instead of relying on hustle
alone. For years,  was doing everything
from memory, staying on top of clients,
follow-up, marketing, all of it in my head or
scattered across different tools.

Once I committed to putting real structure
behind it- a true CRM, consistent follow-up
plans, a clear process for every client- it
freed me up to focus on what actually
matters: the people in front of me.

Systems create consistency. Relationships
create loyalty. You need both.

My advice for anyone getting into real
estate is this: it’s a people business before
it’s anything else. The contracts, the market
knowledge, the negotiating- you’ll learn

all of that. But if you don’t genuinely care
about the people you’re working with and
you're not willing to put in the work when
no one’s watching, none of that other stuff
matters. Shake as many hands as you can,
follow up more than feels comfortable, and
let your systems support your relationships
instead of replacing them.
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Why did you become a real estate agent?
I didn’t become a Realtor® because
I'was passionate about houses. I

became one because I wanted to build
something of my own. I was drawn to

a career where my success would be
determined by my work ethic, integrity,
and the relationships I built with people.

Over time, I realized real estate is about

so much more than buying and selling
property. You're helping families start new
chapters, helping first-time buyers achieve
a dream they never thought possible, and
guiding people through some of the biggest
financial decisions of their lives.

Knowing that my clients trust me during
those moments is something I never
take for granted, and it’s what continues
to motivate me every day.

How do you differentiate

yourself from other agents?

I don’t think my age is what defines my
success. If anything, it motivates me

to work hard to gain my clients’ trust
and prove myself in an industry where
experience is highly valued.

What sets me apart is the level of service
I provide. I treat every transaction as if it
were my own. I would never sell a home
to someone that I wouldn’t purchase
myself. Ironically, I often find myself
talking buyers out of purchasing a home
more often than talking them into one.
If I don’t believe it’s the right fit, I'll tell
them. I'd rather lose a sale than have a
client make a decision they’ll regret.

What are some of your goals for this
year, both personal and professional?
This has already been one of the biggest
years of my life. I recently got engaged

PETERZ o]

to my amazing fiancée, Sabrina, so this
year is filled with exciting milestones
both personally and professionally.

On the personal side, my biggest goals
are to purchase our first home together
and start planning our wedding. They’re
two milestones I've dreamed about for
years, and I'm excited to experience
them alongside someone who has been
so supportive throughout my journey.

Professionally, my goal is to surpass $25
million in sales volume, and I'm proud
to say I'm on pace to achieve that. 'm
also incredibly grateful to have recently
broken into the luxury market, which
has been a longtime goal of mine.

As exciting as the numbers are, 'm
most looking forward to continuing to
grow my business while providing the
same level of service and dedication
that has helped me get to this point.
At the end of the day, my personal
and professional goals go hand in
hand. Building a successful business
has allowed me to build the life I've
always envisioned, and I'm excited
for everything that’s ahead, both in
my career and with my future wife.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

I think one of the biggest challenges I
had to overcome was simply believing
in myself early on. I got into real
estate at a young age, and there

were definitely moments where

I wondered if people would take

me seriously. When you’re asking
someone to trust you with one of the
biggest financial decisions of their
life, it’s natural to feel that pressure.

Nick Sadek
Sotheby’s

International Realty

People don’t choose an

agent because of their age.

7%?’/7 &% 665C S6fneone
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Instead of letting that intimidate me,
I decided I would let my work speak
for itself. I showed up prepared,
stayed honest, communicated as
much as possible, and treated

every client the way I'd want

my own family to be treated.

Over time, I realized that people don’t
choose an agent because of their age.
They choose someone they trust. That
experience taught me that confidence
isn’t something you’re born with; it’s
something you build. Every client

I helped, every challenge I worked
through, and every relationship I built
gave me a little more
confidence in myself.

Looking back, 'm
grateful for those
early doubts

because they
pushed me to
become the
agentIam

today.



First . Fraud

First on Fraud is a trusted podcast for real estate
professionals looking to stay ahead of fraud risk.

Tune in for top crime stories, expert interviews, and practical insights

on emerging fraud trends impacting the industry. Stay informed and

First American Title Sierra Oaks Escrow Team

Shelly Gantenbein
Investor Sales & Marketing
916-708-2603
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What is your favorite part about being an
agent? What do you find most fulfilling?
My favorite part of my job is
educating first-time home buyers

and being an advisor to investors

and other more seasoned clients to
help them make the right decision
regarding buying or selling.

The most fulfilling feeling is when
clients are genuinely happy with my
service and send me a referral. It shows
that I did my absolute best and that they
trust me enough to tell someone else,
“Praney will take care of you.”

What advantages do you think your
youth affords you in your business?
My social media presence gives my
followers, young and old, a level

of trust because they get to see
different parts of my life. My
successful closing posts also
give them confidence that
I'm active in the market

and keeping up with its
changing dynamics.

Ilove the interactions
I'have with buyers and
sellers. Whether they

see me as a son, younger
brother, or good friend,
they feel comfortable
communicating with me,
and that helps create a
smoother transaction.

Are there any organizations
or charities that you
support? How?

I'm part of “LOFT BOYS,” which
started as a golf group and has since
grown into a group of guys who help
various families, the community,
and charities on an as-needed basis.
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We also donate money every
quarter, chip in every Sunday,
sponsor other charity events, and
volunteer our time as needed.

What are some of your goals for this
year, both personal and professional?
Personally, I want to plan a successful
wedding and complete many projects
around my new two-acre property.

Professionally, I want to start looking
into other flip properties and begin the
path to becoming a broker.

What’s one challenge you’ve overcome
so far in your real estate career?
What have you learned from it?
Buyers and sellers get a lot of

information from social media
and reels, which is not always
correct or applicable to
their situation. At times,
educating them on
the truth may not sit
well with clients
because they may
start to think I
don’t have their
best interests
in mind.

I’'ve learned to provide clients with
current and applicable links to
information so they can do their
own reading and ask the right
questions to better understand

it. I also have professionals like
CPAs, contractors, and lenders

on speed dial to help answer
questions for my clients and me.

What has been the biggest game-
changer for you in this business?
What advice do you have for someone
looking to get into real estate?

The game-changer for my business
has been becoming a mortgage

loan originator while being a

Realtor. My buyers and sellers

enjoy my knowledge from both

parts of the real estate world.

For buyers, I'm able to be a one-stop
shop. Before writing an offer, I can
give them accurate estimated numbers
to help them make the best decision.
We’re also able to write offers with DU
approval rather than pre-approval,
which helps get our offers accepted.

For my sellers, 'm able to price their
homes well while keeping the appraisal
in mind. When we receive offers, Ido a
thorough check on the buyers and ask
the right questions of their lenders, which
helps deals close on time and smoothly.

Real estate has an endless amount of
opportunities, and you are the only one
who can grow it into what you want

it to be. Always act ethically and do
good work, as this is a referral-based
business. Be ready to change your plans
around your clients!

HAND YOUR CLIENT
THE KEYS TO
LIFE.BUILT.BETTER.

Merifage

Over the past 35+ years, Meritage Homes has defined what quality homebuilding means and how
that translates to a better home for your clients. Every Meritage home comes standard with
unparalleled energy-efficiency built in, smart home technology and designer-curated interior finishes.
With ample inventory of quick move-ins, your clients can buy a new home with the features they
want on a timeline that works for them.

SACRAMENTO

Scan the code fo view
available quick move-in homes

BAY AREA

Scan the code fo view
available quick move-in homes

WE RECOGNIZE YOUR EXPERTISE & ACCOLADES | WE RESPECT YOUR CONNECTIONS & INFLUENCE

As a valued partner, you can receive 3% commission
when your clients purchase any Northern California home.

for more information visit meritagehomes.com/agents

**Important terms and conditions apply.**. Broker will receive a 3% bonus in connection with purchase agreements for select, quick move-in homes (commencement of construction and selection of options, if applicable, must have already occurred) in Meritage
Homes’ Northern California area that are entered into by buyer and accepted by Meritage Homes starting on January 1, 2024 and will close on or before December 31, 2024. Promotion void and will not be honored if the home closing does not occur on or prior to
December 31, 2024. Must be a licensed real estate agent/broker in the State of California to receive bonus and any other commission and must accompany buyer(s) on first sales office visit. Agents Rock Rewards Program and any details associated therewith
can be found at http://www.meritagehomes.com/agent. Promotion must be mentioned at time of contract and is not valid on contract re-writes, transfers, or for buyers who have had a previous contract with Meritage Homes entity canceled for any reason.
Promotion is applicable solely upon closing and buyer’s compliance with all terms and conditions of qualifying contract. Promotion subject to any applicable governmental and lender restrictions, and will be reduced or withdrawn to the extent required by any
such restrictions. Promotion void where prohibited by law and shall be limited in all events to the specific terms set forth in the binding contract for the specific home. Meritage Homes reserves the right to cancel or change this promotion at any time, without
prior notice or obligation. Promotion cannot be combined with any other promotion or incentive. Visit www.meritagehomes.com/featuredescriptions for information and disclaimers about energy-efficient features and associated claims. Not an offer or solicitation
to sell real property. Offers to sell real property may only be made and accepted at the sales center for individual Meritage Homes communities. Meritage Homes®, Setting the standard for energy-efficient homes® and Life. Built. Better.® are registered
trademarks of Meritage Homes Corporation. ©2024 Meritage Homes Corporation. Al rights reserved
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Grind Your Way to More Closings
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3400 Douglas Blvd., Suite 260,

Roseville, CA 95661

nick@lucialendingteam.com

PHOTO BY OLHA MELOKHINA PHOTOGRAPHY

Why did you become a real estate agent?
Ibecame a real estate agent in

2017 during my last year of college.
Truthfully, it wasn’t some lifelong
dream of mine. A mentor offered me

an internship, showed me what the
business was like, and told me he
thought I'd be good at it. Around the
same time, my best friend decided to get
into real estate too, so I figured, “Why
not?” I took my licensing exam during
my last semester of college and decided
to see if it was something I’d enjoy.

What surprised me was how much
Iliked it. I enjoyed meeting people,
solving problems, and helping families
through such an important milestone

in their lives. I also appreciated that the
harder I worked, the more opportunities
I created for myself. I didn’t get into real
estate because I had some grand plan. I
simply said yes to an opportunity, gave it
an honest shot, and found a career that
ended up being a great fit for me.

What is your favorite part about being an
agent? What do you find most fulfilling?
My favorite part of being a real estate
agent is helping people achieve something
they never thought was possible. Whether
it’s getting a first-time buyer into their first
home or finding a solution to what feels
like an impossible situation, I love turning
obstacles into opportunities.

The most fulfilling part, though,

is hearing clients tell me I

changed their perception of what

a real estate agent could be. When they
describe me as genuine, honest, and
someone they could truly trust, that’s far
more rewarding than closing any deal.

What does “success” mean to you?
To me, success isn’t a number. It’s

well in every area that matters most. If
I can be fully present with my family,
provide for them financially, serve my
clients with excellence, and continue
becoming a better husband, father, and

person, I'd consider that a successful life.

Of course, I want to be one of the top
agents in my market because I take
pride in my work. But I never want
business success to come at the expense
of the people or priorities that matter
most. If I can excel professionally
without sacrificing those things, that’s
what success looks like to me.

Are there any organizations or charities
that you support? How?

Giving back is an important part

of my life. I regularly volunteer
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many deals

I’'m closing.”

with the Prison Ministry at Folsom
State Prison, where I have the
opportunity to encourage and
mentor men in their faith.

I also support Agape International
Missions (AIM), Sweet Dreams
Foundation, Heal & Thrive Global, and
my local church, Bayside Folsom.

What’s one challenge you’ve overcome
so far in your real estate career? What
have you learned from it?

One of the biggest challenges has been
learning to navigate the slow seasons.
Early on, I felt like I always had to be
busy. Now I've learned to embrace
those times. If work is quiet on a
weekend, it’s an opportunity to take
my family to Tahoe, spend time with
my boys while they’re still young, be
present with friends, or volunteer.

I've learned that my worth isn’t tied to
how many deals I'm closing. If I stay
consistent and trust the process, the
business always comes back around.

What is the best advice you

have ever received? Do you

have a mentor or someone you

look up to in this business?

I've been fortunate to have several
mentors throughout my career,
starting with Mony Nop and Gail
DeMarco, along with many colleagues
and friends who continue to challenge
and encourage me. I believe there’s
always something to learn from the
people around you.

The best advice I've ever received is,
“There’s never a wrong time to do the
right thing, and there’s never a right
time to do the wrong thing.” It’s a simple
principle that’s shaped the way I do

smeme  Www.lucialendingteam.com

alignment. It’s knowing I'm showing up business and treat people.
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

ATTN: REALTORS
GOT A HOME WITH

NorCal

ON YOUR HANDS? ' N

Helping Realtors turn challenging listings into future opportunities.

We purchase as-is properties, distressed homes, and vacant land

that may be difficult to sell traditionally—eliminating the stress of
repairs, cleanup, or lengthy negotiations for both agents and
sellers. After transforming the property through renovation,

flipping, or new construction, we partner with you again fo relist

and sell the finished project. One difficult listing can become two

successful transactions.

We buy difficult properties as-is —

— while helping
revitalize the communities we serve.




