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1627 S 104TH LN.
TOLLESON, ARIZONA

602.509.8653
anthony@mrgaragedooraz.com

Updating Safety and
Luxury in Homes of AZ!

Follow Us On         

Updating Safety and
Luxury in Homes of AZ!

identify the improvements that will have the greatest impact 
on how buyers see and experience the home.

Here are a few areas worth looking at before the listing  
goes live.

Start with paint and lighting. 
These are often two of the simplest ways to change the feel 
of a home. Light, neutral paint can make rooms feel cleaner, 
brighter and larger. Good lighting can do the same. Sometimes 
changing a dated fixture or simply improving the quality and 
consistency of the lighting can make a surprising difference.

Look at the kitchen through a buyer’s eyes. 
A full kitchen remodel may not be necessary. Dated countertops, 
worn cabinets or old hardware, however, can make the entire 
kitchen feel older than it is. Strategic improvements to the 
surfaces buyers notice first can have a much bigger impact than 
spending money on things they may never notice.

Take care of the little things. 
Loose handrails, missing GFCI outlets, broken fixtures and 
other maintenance items may seem minor, but buyers often 
see them as evidence that a home hasn’t been well maintained. 
They can also become unnecessary issues during an inspection.

Don’t overlook the first impression. 
Before buyers see the kitchen, bathrooms or flooring, they see 
the front of the house. Trimmed landscaping, fresh mulch and 
a clean, well-maintained entry can influence how buyers feel 
before they ever walk through the door.

Most importantly, don’t assume renovation automatically 
means a major project.

Sometimes a home needs significant updating to compete. 
Other times, a relatively small investment in the right areas is 
enough to completely change buyer perception.

That’s where good pre-listing strategy comes in.

Before recommending that a seller spend money, ask a 
different question:

Will this improvement change how a buyer sees  
the home? 
If the answer is yes, it may be worth considering. If the answer 
is no, that money may be better left in the seller’s pocket.

BY BRAD MCCAUGHEY

AGENT INFO

Whether you're a realtor wanting to offer closing 
gifts, a business owner looking for branded items, 
or a friend looking for unique housewarming gifts, 

we've got something for everyone 

SaltyCharmGiftCo.com
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One of the most common questions sellers ask their agents is 
also one of the hardest to answer:

“What should I fix before I put my home on the market?”

The answer usually isn’t everything.

After spending more than 25 years in real estate and now 
working as a general contractor, I’ve seen this question from 
both sides. One of the biggest mistakes sellers make is assuming 
that every improvement adds value. It doesn’t. The goal is to 

Brad McCaughey is a licensed, bonded and insured general 
contractor and spent 25+ years in real estate as an agent and 
broker. He works with REALTORS®, teams, and brokerages 
in renovating to sell and buy. He has published two books,  
“Renovate Your Business”  and  “The Bridge Agent”, and 
owns Renovation Sells in North Phoenix. 

WHAT SHOULD 
YOUR SELLER FIX 
BEFORE LISTING?
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Even though Laurie now leads a 
boutique brokerage, starting her own 
business was never part of the plan. 
With a laugh, she admits that real estate 
was never really part of the plan either. 
However, she took encouragement 
from her husband, Phillip, who believed 
she had the ability to accomplish great 
things within the industry.

After moving to Arizona in 1996, Laurie 
helped grow the family construction 
business, gaining valuable experience 
that would later shape her career in 
real estate. Working behind the scenes, 
she discovered her strengths, learned 
to think bigger, and eventually took 
the leap into an industry that felt like a 
natural fit.

As an administrator for the construc-
tion company, Laurie developed first-
hand knowledge of building materials, 
timelines, repairs, and communication 
between contractors and clients. She also 
saw how important trust and guidance 
were during major decisions, which in-
spired her to earn her real estate license.

In 2002, Laurie began her real estate 
journey part-time while raising two 
children with another on the way. Even 
after becoming licensed, she continued 

balancing both careers until 2012, when 
she committed to real estate full time. 
Her construction background remains an 
important part of how she serves clients 
today. Her understanding of repairs, 
renovations, and costs helps buyers and 
sellers make informed decisions, whether 
they are preparing a home for inspection 
or considering a future project. It is 
practical knowledge that has become a 
defining part of her brand.

That hands on approach also explains 
why, despite serving as designated 
broker, she still spends plenty of time in 
the field. “I’m hands-on, and I sell because 
I truly love it,”  she says. While many 
brokers step away from production as 
their brokerages grow, Laurie believes 
staying active keeps her connected to 
the market and better equipped to guide 
the agents she supports. Her attention to 
detail and strong sense of responsibility 
shape every decision she makes because 
protecting both her clients and her 
agents has always been at the heart of 
how she leads.

What truly excites Laurie about  
real estate is the variety each day 
brings. From distinctive homes and 
retirement properties to investment 
opportunities, commercial real estate, 

WHEN  WORLDS  COL L I DE

Mendoza

AGENT LIFE

Some  peop l e  b u i l d  a 
c a r e e r  b y  f o l l ow i ng 
a  c a r e f u l l y  mapped 
p l a n ,  wh i l e  o t h e r s  f i n d 
t h emse l v e s  s t a nd i n g 
a t  t h e  i n t e r s e c t i o n  o f 
o ppo r t u n i t y,  p e r s i s t e n c e , 
a nd  a  f ew  unexpe c t e d 
n udge s  f r om  t h e  p eop l e 
who  know  t h em  be s t . 
F o r  L AUR I E  MENDOZA , 
t h e  p a t h  t o  b e c om i ng  t h e 
owne r  a nd  d e s i g na t e d 
b r o ke r  o f  Imp r e s a  R ea l 
E s t a t e  s e ems  t o  h a v e 
b een  s h aped  b y  b o t h . 

Laurie 

WRITTEN BY KENDRA WOODWARD

PHOTOGRAPHY BY  

SARAH MEDINA PHOTOGRAPHY

PHOTOGRAPHED AT K. HOVNANIAN® 

HOMES IN VICTORY AT VERRADO
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land, and even selling mobile home 
parks, she embraces every opportunity 
to expand her knowledge. She thrives 
on learning new facets of the industry, 
navigating changing market cycles, 
and using evolving technology to better 
serve her clients.

Somewhere along the way, another 
title became part of her story when 
Laurie was crowned Mrs. Arizona 
America in 2014. The role gave her 
new opportunities to support women, 
children, and animals through 
local organizations while building 
meaningful connections within the 
Verrado community she loves. It also 
earned her the nickname AZ Queen 
of Real Estate. “It was kind of funny at 
the time, but then it stuck,” she laughs, 
explaining how the title naturally 
became part of her branding. Her 
love for animals also shows up in her 
business through Chloe, her beloved 
rescue dog and frequent marketing 

sidekick, whom Laurie jokingly calls the 
secret sauce for selling homes.

Outside of real estate, Laurie’s favorite 
role is one that does not come with a 
license or title: being the matriarch of a 
family that genuinely enjoys spending 
time together. She and Phillip recently 
celebrated 35 years of marriage, and 
their home has become what the family 
affectionately calls “home base.” Their 
son lives just a bike ride away, their 
oldest daughter’s house is visible from 
their front door, and their youngest 
daughter just moved back home to 
continue her college education. Nearly 
every holiday, birthday, and family 
gathering somehow ends up back at 
Laurie’s house. With six grandchildren 
and one more on the way, their home 
is always filled with love, laughter, and 
just the right amount of chaos!

Laurie is also a signed model and 
actress with the FORD/Robert Black 

Agency, appearing in everything from 
billboard campaigns and magazine 
covers to television commercials. 
Her work in the industry has 
taught her valuable lessons about 
marketing, rejection, adaptability, 
and confidence, all of which have 
strengthened her real estate career. 
Her two worlds recently came together 
when a California casting agency 
searching for a real estate professional 
discovered her through the hashtag 
AZQueenOfRealEstate.

When Laurie carves out time for herself, 
she enjoys traveling in the RV, working 
out, practicing yoga, meditating, reading, 
and listening to podcasts. For her, the 
different parts of life have never truly 
existed separately. Her construction 
background, charitable work, modeling 
and acting career, family, brokerage, 
and the relationships she has built along 
the way have all shaped the woman and 
business owner she is today. 

I ’M  HANDS -
ON ,  &  I  S E L L 
B ECAUSE  I 
T RULY  LOVE  I T. ”
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Born in Long Beach, California, but 
raised in Phoenix, Noah grew up 
surrounded by a family that encouraged 
him to dream big while staying 
grounded. “I come from a supportive 
family that has always encouraged me 
to pursue my goals,” he says, admitting 
that his sisters and mothers had a major 
influence on honing his manners while 
his mother’s Swedish roots introduced 
him to different cultures through travel 
at an early age. Those experiences 
helped shape his perspective on the 
world and his career path, while 
his upbringing in Phoenix gave him 
something equally valuable: a genuine 
understanding of the communities he 
now serves. “I enjoy being part of a 
growing city and helping people find 
opportunities through homeownership.”

Long before deciding that real estate 
was going to be the career path he 
followed, Noah was fascinated by 
finance, investing, and the way smart 
decisions could shape someone’s future. 
His parents, Liz Aronsohn and Terrie 
Greshel, owned rental properties 
and often invited him to help, giving 
him an early glimpse into his future 
while teaching Noah lessons that still 
influence him today. That foundation 
eventually led him to Arizona State 
University, where he is currently 
pursuing a Bachelor’s degree in Finance 
with a minor in Real Estate while 
simultaneously building his business 
as an agent with the Valle Home Group 
at West USA Realty since earning his 
license in 2025.

Admittedly balancing college and 
entrepreneurship hasn’t always 
been easy, but Noah believes the two 
complement one another in a way 
many agents don’t get to experience. “I 
have always been interested in finance, 
investing, and helping people achieve 
financial goals. Real estate combines all 
three and gives me the opportunity to 
make a meaningful impact on people’s 
lives while building a business of 
my own.” Thanks to his passion and 
education in finance, as well as the 
industry expertise he gleaned from his 
moms, Noah’s ability to analyze market 
trends, investment opportunities, and 
affordability for clients has become 

somewhat of a specialty for him. “It also 
allows me to explain the financial side 
of homeownership in a way that is easy 
to understand.”

More than anything, Noah hopes 
his journey encourages other young 
professionals who may wonder if they’re 
too young to succeed. “I want to show 
other young professionals that age is not 
a limitation if you are willing to work 
hard, stay disciplined, and continuously 

learn,” he says, crediting much of his 
own growth to intentionally surrounding 
himself with people who challenge him 
to become better and putting in the 
work…every single day. “I want readers 
to know that the success I have been able 
to achieve is due to surrounding myself 
with people who are where I want to be. 
If you are not confident in yourself then 
others will see it. Make goals that others 
think are impossible and do not be like 
others; you are yourself.”

Your Only 
Limit is the 
One You Set

ARONSOHN

WRITTEN BY KENDRA WOODWARD

PHOTOGRAPHY BY PAULSON PHOTOGRAPHIC

ON THE RISE

Building a real estate career 
at 20 years old requires more 
than just ambition. It takes 
the confidence to walk into 
rooms where you’re often 
the youngest person, the 
discipline to keep learning 
when others are relaxing, 
and a willingness to let your 
work speak louder than 
your age. And that’s exactly 
the path Noah Aronsohn 
has chosen, proving that 
consistency and preparation 
can open doors long before 
most people ever expected. 

NOAH
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While Noah embraces professional 
photography, drone imagery, digital 
marketing, and social media like 
many of his colleagues, he believes 
his greatest responsibility to the client 
is helping them fully understand the 
decisions they’re making. “I focus on 
educating my clients, advocating for 
their best interests, and maintaining 
clear communication throughout the 
process.” From frequent open houses 
to detailed weekly feedback, he enjoys 
thinking creatively and finding solutions 
that other agents may overlook because, 
to him, informed clients become 
confident clients, and confident clients 
refer their friends and family.

Noah also credits his team leaders and 
mentors, Kevin Valle and Ryan Reed of 
the Valle Home Group, with accelerating 
his growth and helping him develop the 
skills needed to serve clients at a high 
level. Their guidance has reinforced a 
philosophy he carries into every day, 
that, “Success in real estate comes 
from consistency, not shortcuts.” It’s 
a reminder that every conversation, 
every showing, and every transaction is 
another opportunity to improve himself 
while helping someone else build long-
term financial security.

Away from work and the classroom, 
Noah enjoys golfing, traveling, 

discovering new restaurants, and 
spending time with family and friends. 
Even then, his curiosity rarely takes 
a day off as he admits he’s constantly 
reading and learning about business, 
finance, investing, and real estate. 
Looking ahead, he plans to complete his 
degree, continue growing his business, 
and expand his investment knowledge 
in the coming year, but one goal 
stands above the rest: “I want to help a 
minimum of 100 families in the next five 
years.” And for someone who believes 
the future belongs to those who are 
willing to keep learning, it feels less like 
a lofty ambition and more like the next 
milestone already in motion. 

Success in real 
estate comes 
from consistency, 
not shortcuts.”
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Have you used our gifting strategy for something that is not listed? Share it with us and we will send you a free piece of Cutco!
*Consult your CPA 

All of the above is tax deductible since it is engraved with your contact information*

•Current & Future Closings •Going Back to Past Clients •Referral Gifts
•Thank You Gift after a Listing Presentation •Staying Top of Mind

•Show Appreciation  •Raffle Prizes •Donations / Giveaways / Silent Auctions

OUR PRODUCTS ARE PERFECT FOR:

NO
TRICKS,

ALL TREATS! 
OUR CLOSING GIFTS

CAN’T BE BEAT.

cut_above_gifts�cut_above_gifts�

480-721-9759
CutcoJenni@gmail.com

CutcoGifting.com

Jenni
Vega

HELPING REALTORS®

& BUSINESS
PROFESSIONALS
RETAIN THEIR

CLIENTS FOR THE
PAST ¼ CENTURY

Navigating Home 
Ownership, Stress-Free.
We handle the detours that come up so your 
closings stay on track.



9151 Currency St.
Irving, TX 75063


