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2004 W. Bratton Avenue, Kingsburg CA 93631

559-897-0349 | weststarconstruction.com

· Located in North West Visalia at Shirk & Riggin
· A Master-Planned, Mixed-Use Community designed for modern living

· �oughtfully crafted neighborhoods for every lifestyle
· Close proximity to shopping, schools, and parks

· Integrated bike paths and walking trails
· Now accepting reservations

· Included Features – Gas Cooktop, Large Kitchen Islands,
Choice of Elevation - Spanish, Ranch, or Farmhouse

RESIDENTIAL COMMUNITY

carletonacreshomes.com | 559.909.2492

Brought to you by

A NEIG H BORHO OD
FOR EVERY LI FEST YLE

Phase 5 of
Kings Estates is

now open

“We Build Better”

License #766260
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WIN A $250 

GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or 
older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) 

winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend 
on the total number of entries received each month. Winners will be notified via email. The N2 Company, d/b/a REAL PRODUCERS 

(collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as 
planned. By entering, participants agree to release and hold N2 harmless from any claims arising out of participation. N2 is not 

responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.

Chase Dias

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

Our core philosophy
is to challenge the status quo 
of how the insurance 
industry operates. Create 
complete transparency in 
a muddied system from 
the consultant to the 
insurance carrier side, 
analyze forward 
thinking strategies 
and help guide 
employers to new 
opportunities in the 
insurance process.

YOUR HOME WARRANTY
PARTNER!

We founded the home warranty industry in 
1971 and for more than 50 years, we’ve 
covered what others don’t, backed by our 
Shield Assurances. We have you covered!

Kr�t� Agu��
kristin.aguilar@ahs.com

(559) 309-7657

SUMMER OFFER: $100 OFF
Real Estate Plans August ONLY!

Video Chat is here! Free on 
selected plans, AHS members 
can video chat in minutes with 
live repair Experts on our AHS 
app, who can help assess or fix 
breakdowns in real time.
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

HWA Home Warranty 
of America
Franceen Holden
(559) 554-6445

INSPECTIONS
ABA Property Solutions, LLC
Robert Barr
(559) 315-3713
www.abahomeinspections.com

INSURANCE
28 Insurance
Chase Dias
(559) 680-2334

INTERIOR DESIGN STUDIO
Amparan Design
Seth Amparan
(559) 304-5258
www.amparandesign.com

LANDSCAPE DESIGNER/
LANDSCAPE CONTRACTOR
Charter Oak Landscape 
Development
Devon Brown
(559) 802-4609
charteroaklandscape.com

LENDERS
AgWest Farm Credit - Country 
Home Lending Division
(530) 379-2936
www.agwestfc.com/financing/
country-home-loans

LIFE COACH/MOTIVATIONAL 
SPEAKER
Amplify
Coach Ronnie Holley
(559) 786-9990
amplifylevelup.com

MOBILE DETAILING
Mobile Shine Club
Matt Thomas
(559) 258-2158

MORTGAGE LENDERS
Core Home Loans
Nancy Mota
(559) 740-8522
coreloans.com

Gold Standard Mortgage
Ryan Dias
(559) 318-6058
goldstandardmortgage.com/

Guild Mortgage
Patty Grissom
(559) 490-6972
branches.guildmortgage.com/ 
ca/fresno/patty-grissom- 
532-ckpg.html

Mid Valley Financial
Elizabath James
(559) 256-3620
7644 N Palm Ave
Fresno, CA 93619
www.mvloans.com

Nancy Mota Castillo 
Home Loans
Nancy Mota Castillo
(559) 909-6116
www.nancyhomeloans.com

MORTGAGE PROTECTION/
LIFE INSURANCE
Optimal Coverage
Damon Jimenez
(559) 230-7747
optimal-coverage.com

MOVING / STORAGE / 
SECURED STORAGE
Derrel’s Mini Storage, Inc.
Ashley Ferguson
(559) 224-9900
www.derrels.com

Storland
Josh Miller
(559) 529-9448
www.storlandstorage.com/

NATURAL HAZARD 
DISCLOSURE REPORTS
SnapNHD
Lisa Swenning
snapnhd.com

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

NEW HOME BUILDERS
West Star Construction
Dave Crinklaw
(559) 897-0349
weststarconstruction.com

PEST & TERMITE CONTROL
Hexapod Pest Control
Hector Davila
(559) 469-4400
hexapodpc.com

Mister Sprayman Pest Control
Bob Webster
(559) 338-5557
1450 Tollhouse Rd #107
Clovis, CA 93611
mistersprayman.net

PHOTOGRAPHY/VIDEO 
PRODUCTION
HouseHub Media
(559) 212-4067
www.househub.media/

Summit Visuals, LLC
Jose Lopez
(760) 258-6123
www.summitvisuals.com

REAL ESTATE COACHING
RealCop Real Estate Coaching
Shawn Cardoza
(559) 318-6727

REAL ESTATE INVESTMENTS
Simple Real Estate Solutions
Marie Meza
(559) 246-4905
info@simplerealestate 
solutions.com 

SOCIAL MEDIA MARKETING/ 
MANAGEMENT
Siongs Marketing
Lucy Siong
(559) 575-1618

WIN Marketing Agency
Lily Winslow
(559) 381-5248
www.winmarketing.agency

SOLAR & MORE
Sunrun
Frank Andrews
(559) 300-8260
www.sunrun.com/ 

TITLE & ESCROW
Chicago Title
Jennifer Shepherd
(559) 451-3700

First American Title
Karen Hunton
(559) 730-1444
www.firstam.com/ownership

Old Republic Title
Sarah Plowman
(559) 720-0657

TRANSPORTATION/
LIMOS/PARTY BUS
Absolute Comfort Limousine
Paul Mendes
(559) 804-1712
absolutecomfortlimousine.com/

WEALTH MANAGEMENT
Pacific Point Wealth 
Management
(858) 776-6682
pacificpointwealth 
management.com

CHICAGOTITLEVISALIA.COM

10 Locations In The Central Valley:

Visalia
Tulare

Porterville
Hanford

The Choice of the Valley

177

20241847

CHICAGOTITLEFRESNO.COM

Fresno
Clovis

Kingsburg
Reedley
Madera

Oakhurst

1031 EXCHANGE SOLUTIONS
Accruit 1031 Exchange
Karen A. Clemans
(661) 319-1378
www.accruit.com

CONCIERGE MEDICINE
The Ark Direct Primary Care
Noah Sarr
(559) 530-8151
thearkdpc.com

CUSTOM DESIGN & 
BUILD/REMODEL
Build with Ryan
Ryan Leffingwell
(559) 392-3307
buildwithryannow.com

CUTCO KNIFE SHARPENING 
AND SALES
Cutco
(209) 324-4887
giftswithdoubletheedge.com

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

FINANCIAL ADVISOR
Edward Jones
Mike Young
(559) 732-2836
edwardjones.com/mike-young

Morgan Stanley
Eric Todd
(559) 679-6553
advisor.morganstanley.com/
the-todd-group

FITNESS / WELLNESS
Quadrant Fitness
Brian Duboski
(559) 610-4607
quadrantfitness.net

HOME INSPECTION
WIN Home Inspection
Nathan Houck
(559) 697-1833
www.visalia.wini.com

WIN Home Inspection
Rob Blackstone 
(559) 674-5332
www.visalia.wini.com

HOME STAGING
Upstaged
Traci Gardner
(559) 731-6831
www.facebook.com/
upstagedstyling

HOME WARRANTY
American Home Shield
Kristin Aguilar
(559) 309-7657
Pro.AHS.com

Fidelity National 
Home Warranty
Michaela Paz
(209) 639-2344

First American Home Warranty
Susan Britter
(559) 269-9191
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DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company 
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the 
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the 
assistance of artificial intelligence (AI) tools by authors or contributors and may not be independently verified by N2.

Meet
The

Team
Brittney Shull

Owner/Publisher
Evona Niewiadomska
Marketing/Operations

Christian & Kay Urena
Photographer/Videographer

Steven Peeples
Owner/Publisher

Dan Allsup
Content Coordinator

Tonya Riggs
Photographer

Jose Lopez
Photographer

Ken and Alisha Allison
Photographers

Commercial and Residential Pest
Termite and Rodent Control
Termite & Fungus Damage Repairs
No Contract Options

Get Your Free Estimate Today!
559.322.5252 | MisterSprayman.net

Your Experienced Local AllyFor Pest-Free Listings

Your Experienced Local AllyFor Pest-Free Listings

WE ARE THE EXPERTS
IN PEST CONTROL

SERVICE

www.summitvisuals.co

(760) 258-6123

VideoPhoto

Listing
Photography

Content
Creation

BUILT FOR AGENTS,
Trusted by Homeowners

Michaela Paz

SEE HOW I CAN
HELP COVER

YOUR CLIENTS!

209.639.2344
Michaela.paz@fnf.com
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Trusted Trades are valuable vendors who know 
how to serve the needs of Licensed Agents. You 
may not require their services for every transaction, 
but when the need arises, you’re grateful for them. 
This group of vendors is critical to your business.

Most importantly, these Trusted Trades 
will get the job done and make you 
look awesome to your clients!

Trusted Trades

Helping people on their
fitness journeys since 2015

strength and
conditioning coach

Matthewg8956@gmail.com
559.827.7384

Matt Garcia

AFFORDABLE & SECURE

559.529.9448  |  STORLANDSTORAGE.COM

THE #1 HOME SOLAR AND
BATTERY INSTALLER IN AMERICA!

W i t h  1  m i l l i o n  h o m e s  a n d  c o u n t i n g ,  
n o  o n e  h a s  m o r e  i n s t a l l a t i o n  e x p e r t i s e .

F RANK  ANDREWS
559-300-8260
frank.andrews@sunrun.com
solarbatterynearme.com

Eric Cheshier
209-324-4887
cutcoclosinggifts@gmail.com

Cutco branded closing gifts

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

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

MIND, BODY, AND SPIRIT WITH COACH HOLLEY
Coach Holley is a 29-year-old Visalia native, 
nationally recognized Life Coach and 
Fitness Trainer with a strong background in 
professional and collegiate athletics. He 
teaches the importance behind resiliency 
and building a strong social and emotional 
climate. Coach Holley and his team reshape 
people’s thoughts and feelings about 
themselves and their daily lives.

Absolute Body Armor is a division of 
Amplify that hosts a diverse range of 
amenities, such as modern training 
facilities, instructor-led Classes, personal 
trainers, nutritionists, and monthly 
memberships.

While Coach Holley would like to train 
everyone in-person at the ABA facility, some 
may not have availability for in-person 
sessions or live in other places throughout 
the world. To address this, he developed a 
virtual training solution through a 
personally designed app, allowing everyone 

to pursue their fitness goals online. With the 
Coach Holley Fit app, users gain access to 
tailored workouts, the ability to track 
nutrition and health information, and direct 
communication with Coach Holley, his team, 
and the Coach Holley Fit app community.

Our mission is to provide an outlet for 
families in our community to express 
themselves and to receive physical, mental, 
spiritual and emotional support.  We help 
them find who they really are, what they 
aspire to be, and support them on that 
journey. Along with our amazing training 
programs we also offer evidence -based 
programs for students and families through 
our AAMP and PAM courses. With Amplify 
you can work on both your mind and body. 
Visit us in person or give us a call!

PROTECTING WHAT YOU’VE BUILT.
GROWING WHAT YOU’RE STARTING.

pacificpointwealthmanagement.com
ben@pacificpointwealthmanagement.com

     @pacificpointwmgt
CA #4305158
858-776-6682

• 1031 Exchanges 
• Private REIT (Real Estate Investment Trust) investments
   -Multi-family
   -Self-storage
   -Industrial
   -Oil/Gas
   -Energy/infrastructure
   -Private credit lending
• Retirement Planning and Financial Planning
   -Custom Financial Plans IRA/Roth IRA's
   -401k
   -529 plans/college savings accounts
   -Trust and estate planning and investments

Pacific Point Wealth Management LLC. Investing involves risk, including possible loss of principal. Past performance does not guarantee future results.
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I
f you’ve been in the business more 
than a week, you know the feeling. 
You call a seller lead, you’re feeling 

good, and then, bam, “We’re just not 
ready yet.” Or, “We need to fix a few 
things first.” Or the classic, “How much 
commission do you charge?”

Here’s the good news: none of that is 
actually bad news. It just means you’re 
talking to a real, thinking human being 
who hasn’t met you yet. And in a market 
where sellers have more information 
(and more anxiety) than ever, the agents 
who win aren’t the ones with the slickest 
pitch. They’re the ones who know 
exactly what step of the process they’re 
in, and refuse to skip ahead.

The Three Steps You Can’t Shuffle 
Converting a seller lead into a signed 
listing always moves through the same 
three stops, in the same order:

1.	 Contact, that first phone call
2.	 Appointment, sitting down together, 

ideally at their kitchen table

3.	 Contract, the listing 
agreement gets signed

Simple enough on paper. But here’s 
where so many agents trip: they try to 
close the contract while they’re still on 
the phone. A seller says “we’re waiting 
for the market to improve” or “we 
haven’t decided on a price,” and the 
agent starts arguing pricing strategy 
right there in the call.

That’s a losing move. You’re fighting a 
battle three steps ahead of where you 
actually are.

Objections Aren’t What 
They Look Like 
Here’s the mindset shift that changes 
everything: almost every objection 
you hear on that first call isn’t really 
an objection to meeting you. It’s an 
objection to listing right now. Those 
are two completely different things, 
and mixing them up is how agents talk 
themselves out of appointments they 
could have easily booked.

From “Maybe Later”
to “Sign Here”

BY SHAWN CARDOZA

REALCOP REAL ESTATE COACHING
is dedicated to empowering real estate professionals with the 
tools and strategies they need to succeed. From mastering
sales techniques to developing effective marketing strategies, 
RealCop Real Estate Coaching offers comprehensive support
to elevate your real estate career.

559.318.6727 / shawn@cardozaregroup.com

SHAWN CARDOZA
Founder of RealCop Real

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

in for “an information session,” you’re 
walking in to finish a conversation that’s 
already underway.

A strong packet doesn’t need to be 
complicated. It just needs a few honest 
ingredients: a little

about who you are, some homes you’ve 
sold, a couple of client testimonials, a 
clear explanation of how you market a 
home, and a short list of things the seller 
can gather in advance: HOA documents, 
mortgage info, a disclosure form. When 
you walk in and see that homework 
already done on the counter, you know 
you’re in good shape.

Own the Room, Then Ask Questions 
Once you’re in the home, small choices 
matter more than people think. Set your 
things down at the kitchen or dining 
table, not the couch. A table says “we’re 
here to make decisions.” A living room 
sofa says “we’re just chatting,” and 
chatting rarely ends in a signature.

Whether you walk the home with the 
sellers or on your own is honestly 
a matter of personal style. Both 
approaches work, and each has real 
advantages. What matters more is what 
happens once everyone sits back down: 
resist the urge to launch into a long list 
of your accomplishments. Instead, ask. 
Ask what worries them most. Ask what 

questions they still have. Let them talk 
before you do. People believe what they 
discover for themselves far more than 
what they’re told, and a seller who feels 
heard is a seller who’s ready to sign.

From there, a good needs conversation 
covers two directions: the upside of 
moving (more space, closer to family, a 
better school) and, gently, what happens 
if nothing changes at all.

People move toward their goals, but they 
move even faster away from discomfort. 
Helping a seller see both sides clearly, in 
their own words, is often the last thing 
standing between “we’re thinking about 
it” and “where do we sign?”

The Bottom Line 
Seller lead conversion isn’t about a 
magic script. It’s about discipline: 

refusing to skip from contact straight 
to contract, using every objection as 
a doorway to an appointment, and 
letting a little preparation do the 
convincing before you ever arrive. 
Master that sequence, and the sellers 
you’re talking to today become the 
listings you’re celebrating next month.

How about some free One on 
One Coaching to structure 
your business process?

Scan the code below for signup for  
your free coaching session!

COACHING CORNER

So instead of debating the 
objection, hand it right back as 
a reason to meet in person:

•	 Seller needs to find a home first? 
Great, that’s exactly why they need to 
sit down with you and get set up on 
real time listing alerts. 

•	 Seller thinks the house needs work? 
That’s a conversation best had 
walking through the rooms together, 
not guessing over the phone. 

•	 Seller wants to wait for more equity? 
A quick market snapshot in person 
will tell them far more than a guess 
ever could. 

•	 Worried about commission? As the old 
line goes, it’s easier to show than to tell. 
Save that conversation for the table. 

The truth is, distance makes everything 
vaguer. Answers given sight unseen 
are just guesses. Once you’re standing 
in their kitchen, your odds of earning 
that listing jump dramatically, so your 
only job on the phone is to get the 
appointment, full stop. Worry about the 
contract later.

Let a Simple Sheet Do 
the Heavy Lifting 
A short list of planned questions, call it a 
lead sheet, a discovery sheet, whatever 
you like, does

more work than most agents give it 
credit for. It keeps you in control of a 
conversation that could easily wander. 
It shows the seller you’re organized 
and prepared, which builds trust before 
you’ve even shaken hands. And, almost 
as a bonus, it naturally surfaces the real 
objections you’ll need to handle later: 
timing, price expectations, condition 
worries, motivation. Better to learn about 
those now, over the phone, than to be 
blindsided by them at the kitchen table.

Show Up Already Working 
Here’s where modern agents have an 
edge previous generations didn’t: you 
can start converting the lead before 
you ever knock on the door. A short, 
well put together welcome packet, sent 
digitally and, when possible, dropped off 
in person, quietly shifts the tone of the 
whole relationship. Instead of walking 

Winning the Seller Lead in Today’s Market
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Trustworthy & Reassuring
• Protection you can count on.
• Peace of mind you deserve.
• Your home’s best backup plan.
• We’ve got your home covered —
  so you can breathe easy.

Service-Focused
• When things break, we make it better.
• Fast fixes. No surprises.
• Repairs made simple. 
  Service made personal.

Modern & Clever
• Because stuff breaks. We don’t.
• Smart coverage for life’s “uh-oh” moments.
• Your home’s fixer-before-it’s-a-fiasco.

559-269-9191  |  sbritter@firstam.com
Susan Britter

KAREN A. CLEMANS, CES®

Business Development Director

(661) 319-1378

1031 EXCHANGE
SOLUTIONS BACKED

BY INDUSTRY-LEADING
CREDENTIALS

THE DOWNLOAD

STRONG BUSINESS HABITS SHOULD ALWAYS 

INCLUDE STRONG SAFETY HABITS.

Submitted by Tulare County of Realtors Media and PR Committee

Real Estate is a relationship driven business, but it is also 
one that places professionals in unique and sometimes 
unpredictable situations. From meeting new clients to 
showing vacant properties and hosting open houses, 
REALTORS® regularly step into environments that require 
awareness, preparation, and smart decision making. That 
is why Realtor Safety is not just a seasonal reminder. It is 
an essential part of professional practice.

REALTOR SAFETY: 
PROTECTING THE PROFESSIONAL 

BEHIND THE BUSINESS

The Tulare County 
Association of REALTORS® 
believes safety should be 
taken seriously at every 
level of the business. A 
successful career is not 
built only on production 
and performance. It is 
built on sustainability, 
professionalism, and the 
ability to serve clients 
confidently while protecting 
yourself along the way.

Safety starts with simple 
habits. Verifying identities, 
communicating schedules, 
using good judgment 
at appointments, and 
maintaining clear office 
or team protocols can go a 
long way in reducing risk. 
Technology can help, but 
awareness remains one of 
the most important tools 
a REALTOR® has. In a 
profession where flexibility 
and mobility are part of the 
job, preparation matters.

This conversation is 
especially important 
because safety is often 
overlooked in the rush 
of daily business. Agents 
are focused on customer 
service, timelines, contracts, 
and negotiations. But 
protecting yourself is 
part of protecting your 
business. Confidence 
grows when safety is part 
of your routine rather 
than an afterthought.

The Tulare County 
Association of REALTORS® 
supports members by 
reinforcing the importance 
of education, awareness, 
and industry best practices. 
These reminders are not 
about fear. They are about 
professionalism. They are 
about creating a culture 
where agents feel prepared, 
informed, and supported.

For newer agents, safety 
training can create a strong 
foundation from the start. For 
experienced professionals, it 
is a chance to revisit habits 
and strengthen routines. No 
matter how long you have 
been in the business, there is 
always value in sharpening 
your awareness.

Realtor Safety Month is a 
timely reminder that the 
person behind the business 
matters. Protecting your 
time, your space, your 
personal information, and 
your physical safety is part 
of long term success. The 
best professionals do not 
just show up prepared for 
the transaction. They show 
up prepared for the realities 
of the job.

The Tulare County 
Association of REALTORS® is 
proud to support a culture of 
professionalism that includes 
safety, confidence, and care 
for every member.

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

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

Taxes can have a signi�cant
impact on your future wealth.

Morgan Stanley Smith Barney LLC (“Morgan Stanley”) and its Financial Advisors and Private 
Wealth Advisors do not provide any tax/legal advice. Consult your own tax/legal advisor 
before making any tax or legal-related investment decisions.
© 2025 Morgan Stanley Smith Barney LLC. Member SIPC. CRC4986338 11/25 
556766_2996998 01/23

Eric Todd
Financial Advisor
Senior Vice President
520 W Main St
Visalia, CA 93291
+1 559 636-5644
Eric.Todd@morganstanley.com
https://advisor.morganstan-
ley.com/the-todd-group
CA Insurance Lic. #0K61624
NMLS #1700901
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Paul Mendes • 559.334.3234 • absolutecomfortlimousine.com

Yo u r  c l i e n t s  d e s e r v e

Luxury
Take the Worry Out of Home Ownership

With a Home Warranty
Take the Worry Out of Home Ownership

With a Home Warranty

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Our plans protect you against the 
high cost of unexpected repair 

bills. With a home warranty plan 
from HWA, you don't have to face 

household breakdowns alone.

Franceen Holden
(559) 554-6445

franceen.holden@hwahomewarranty.com

U P S T A G E D

T RAC I  G A R D N E R
(559) 731-6831
upstagedtraci@gmail.com

Check Us Out On Facebook!
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Susan Cardenas is one 
of those people.

The quote she lives by is simple, 
but it says everything about the 
woman behind the business. “If 
I have joy, I have everything.” 
It is not a cute line pulled from 
a coffee mug or a temporary 
mindset borrowed from a better 
season. For Susan, it is hard earned 
truth. It is a belief shaped by loss, 
survival, faith, sacrifice, and a long 
road back to herself.

Before Real Estate, Susan spent 
more than twenty years in the 
dental field, working her way from 
dental assistant to office manager. 
It was stable. It was respectable. 
It was rewarding in many ways. 
It also had a ceiling. She knew 
how to work hard. She knew how 
to lead. She knew how to treat 
someone else’s business like it was 
her own. But she also knew what 
it felt like to hit a limit and hear, in 
one way or another, that there was 
only so far she could go.

Then life hit all at once.

She was grieving the loss of 
her mother. She was walking 
through a second divorce. She 
was diagnosed with a rare heart 
condition that eventually led 
to a pacemaker. She had to sell 
the home she had worked so 

hard to buy as a single mother. 
Emotionally, financially, physically, 
it was one of the darkest seasons 
of her life. Susan does not hide 
that. She talks about it with 
honesty, and that honesty is part 
of what makes her story land 
so deeply. She was not stepping 
into a dream career from a place 
of comfort. She was rebuilding 
from the middle of heartbreak.

In the middle of everything, she 
felt God place it on her heart to 
get her Real Estate license and she 
couldn’t ignore it.

That moment changed everything.

It did not mean the road suddenly 
became easy. It meant she finally 
had direction. Susan stepped into 
Real Estate as a fresh start, but 
also as an act of faith. She was not 
just changing careers. She was 
reclaiming her future. She was 
refusing to let her hardest season 
be the end of her story.

Like many agents, her early years 
were not glamorous. She started 
part time while still working full 
time in dental. She taught herself 
systems. She learned by doing. 
She kept moving. Then came 
2018, one of the hardest chapters 
in her business, when she had to 
borrow money just to make her T

CARDENAS
SUSAN “IF I HAVE JOY, I HAVE EVERYTHING.”

SUSAN CARDENAS  
DID NOT JUST REBUILD  

A CAREER.  

SHE REBUILT 
A LIFE.

SUSAN 
CARDENAS

T
here are some people whose success makes 
immediate sense the moment you sit with 
them. Not because of the awards. Not 
because of the numbers. Not because of 
the polished title after their name. It makes 
sense because of the weight they have 
carried, the grit they built in private, and the 
way they still choose to show up with heart.

WRITTEN BY CENTRAL VALLEY REAL PRODUCERS  ••  PHOTOS BY SUMMIT VISUALS
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starting over. That is why her 
clients so often say they felt like 
they were her only client. She 
makes people feel seen. She 
makes them feel safe. She makes 
them feel carried.

Her business has grown through 
referrals, reviews, and trust. 
That is not an accident. That is 
what happens when a woman 
builds her name on integrity 
and follow through. It is also 
why being nominated by peers 
means so much to her. In a 
competitive industry, respect 
from colleagues says something 
real. Susan has earned that 
respect the old fashioned way. 
She has been consistent. She has 
been collaborative. She has been 
willing to do what it takes to get 
people to the finish line, even 
when the work asks more of her 
than anyone sees.

And still, her story 
gets even deeper.

Susan is a proud mother to Steven 
and Christopher, grandmother 
to Dean, Lucian, and her bonus 
grandsons, and the daughter 
of immigrants whose sacrifice 
shaped her from the beginning. 
She grew up watching her 
parents move seasonally 

wherever there was work, and 
that left an imprint. It taught her 
responsibility, resilience, and 
grit at a young age, along with a 
deep appreciation for stability, 
homeownership, and service. 
It helps explain her passion for 
Habitat for Humanity, where 
she has served on the board and 
as Chair, and why she cares so 
deeply about helping people not 
just transact, but truly move into 
a better chapter.

It also explains her heart for 
single women and single mothers.

Susan knows what it means to 
carry the full weight. She knows 
what it feels like to wonder how 
the bills will get paid, how the 
future will hold, how a woman 
keeps going when life has asked 

too much for too long. That is 
why helping a first time buyer or 
a single mom land keys is never 
routine for her. It is personal. It is 
sacred in its own way.

Last year, after an especially 
strong season in business, Susan 
finally got the chance to do 
something she had wanted to do 
for a long time. When she was 
raising her boys on her own, a 
kind couple had once blessed her 
with a Christmas bonus at a time 
when it meant more than they 
could have known. She never 
forgot it. So when she had the 
opportunity, she paid it forward 
by creating a Christmas gift for 
single moms. What started as 
one act of generosity turned into 
five women being blessed after 
someone matched her donation. 

mortgage payment. That kind 
of moment humbles a person. It 
strips away ego. It makes every 
next step feel heavier.

But it also reveals what someone 
is made of.

Susan stayed.

She kept showing up. She gained 
support, and joining the Discover 
Team became a major turning 
point, sharpening her skills, 
building confidence, and creating 
momentum. By the end of 2019, 
she had come back strong, 
earning Top Overall Producer at 
RE/MAX Success and reaching 
Platinum level production. In the 
years that followed, consistency 
became her signature. Not flash. 
Not noise. Consistency. After that 
season, Susan stepped back into 
a solo role as a Broker Associate. 
In 2025, she achieved Chairman’s 

Club, one of the highest levels 
of production within RE/MAX 
at a national level. Today, she 
is stepping into a new chapter, 
intentionally building her own 
team, including her son.

What makes Susan stand out, 
though, is not only what she 
has achieved. It is how she has 
achieved it.

Ask her what she does, and she 
will not start with sales. She says, 
“I serve.” That answer tells you 
almost everything you need to 
know. Susan approaches Real 
Estate as something deeply 
personal. To her, this is not just 
about contracts and closings. It 
is about walking people through 
some of the most emotional and 
life changing decisions they will 
ever make. She understands the 
urgency, the fear, the uncertainty, 
and the stakes. She knows what 
it feels like when home is tied 
to survival, dignity, family, and 

SHE TURNED 

SURVIVAL 
INTO 

SERVICE,  
AND SERVICE 

 INTO SOMETHING 
THAT LASTS.
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That moment says more about 
Susan than any production award 
ever could. She did not just survive 
her hard years. She turned them 
into compassion. She turned them 
into generosity. She turned them 
into joy for someone else.

That is the thread in her story.

Joy.

Not because life was easy.

Not because she avoided pain.

Not because she somehow 
escaped the hard parts.

Joy because she refused to let 
darkness define her. Joy because 
her faith stayed louder than fear. 
Joy because she kept rebuilding. 
Joy because she learned that 
success means very little if you 
lose your soul on the way there. 

And joy because now, after 
years of surviving, she is finally 
allowing herself to enjoy the fruit 
of what she has built.

Susan Cardenas is proof that 
resilience can still be soft. That 
strength can still be warm. That 
a woman can be direct, tough, 
competitive, and deeply caring 
all at once. She is living proof that 
you can go through heartbreak, 
health battles, financial fear, and 
reinvention, and still come out the 
other side with your heart intact.

Maybe that is why her story will 
stay with people.

Because underneath the 
production, the leadership, the 
designations, and the success, 
Susan offers something even 
more powerful. She offers 
permission. Permission to begin 
again. Permission to trust that 
the hard season is not the whole 
story. Permission to believe that 
faith, consistency, and courage 
can still build a beautiful life.

And maybe most of all, she reminds 
us that when joy returns, so does 
everything else that matters.

WHAT MAKES 
SUSAN 

UNFORGETTABLE IS 
NOT JUST  

HOW HARD SHE  
WORKS, BUT  

HOW 
DEEPLY SHE 

CARES.

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

PARTNER WITH US TODAY!

Competitive Rates  •  Customized Solutions
RESIDENTIAL, COMMERCIAL & AG REAL ESTATE

Close More Sales with a Mortgage Lender

You Can Trust
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1490 Draper St, Kingsburg, Ca

559.318.6058IG: @goldstandardmortgage

teamdias@goldstandardmortgage.com
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SiongLucy “It’s not what we do 
differently, it’s how we 
treat people differently.” 

Lucy Siong knows what it 
means to build something 
with heart.

Before Siong Marketing 
became a respected name 
in the Central Valley real 
estate community, Lucy 
was simply someone paying 
attention. While working 
as a receptionist at Keller 
Williams Fresno, she noticed 
something a lot of people 
missed: Realtors didn’t 
just need marketing, they 
needed someone who could 
truly help them grow. They 
needed more than a nice 
graphic or an occasional 
social post. They needed 
strategy, consistency, and 
a partner who understood 
how to position them in a 
competitive market.

That realization 
changed everything.

Lucy was majoring in 
marketing at the time, and 
the deeper she got into both 
school and the real estate 
world, the more aligned 
it all felt. What started as 
helping with social media 
quickly grew into graphic 
design, postcards, flyers, 
branding, and creative 
support for Realtors trying 
to build something bigger. 
One opportunity opened 
the door to another. One 
yes became another skill. 
One client became another 
relationship. Over time, 
those relationships shaped 
not only her career, but the 
kind of business owner she 
wanted to become.

Still, the journey wasn’t clean 
or comfortable.

SPONSOR SPOTLIGHT

We want to be 
your long term 
marketing 
partner.” 

WRITTEN BY CENTRAL VALLEY REAL PRODUCERS
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Like many young 
entrepreneurs, Lucy went 
through a season where 
passion and practicality were 
in constant tug-of-war. After 
leaving Keller Williams, she 
focused on social media for 
Realtors, but she was still 
learning how to actually run 
a business. She was finishing 
school, pursuing her master’s 
degree, and trying to figure 
out what stability was 
supposed to look like. So 
she did what many smart, 
responsible people do: she 
got a job and tried to follow 
the safer path.

But even with the degree, 
even with the structure, 
something felt off. She 
remembers sitting at the 
same desk every day, 

finishing her work early, 
and feeling like she was 
made for more than what 
was in front of her. She 
wanted a bigger challenge. 
Eventually, that feeling 
became too loud to ignore. 
Betting on herself was 
scary because there was 
no guaranteed income, no 
safety net, no promise it 
would all work out. There 
was only instinct, ambition, 
and the belief that she 
was capable of building 
something meaningful.

So she went for it.

Lucy carries a deep trust 
that if something isn’t meant 
for her, something better 
is coming. That mindset 
has helped her navigate 

the very real weight of 
entrepreneurship: the 
pressure of building a team, 
the responsibility of creating 
stability for other people, 
the hard decisions that come 
when growth is painful 
before it’s rewarding. She 
doesn’t sugarcoat that part. 
Running a business can 
be heavy. It can make you 
question yourself. It can 

stretch you in ways no one 
sees. But Lucy also knows 
that support matters, and 
she’s quick to credit the 
people who have helped 
hold her up.

Her family story runs deep 
in that gratitude. Lucy’s 
family immigrated from Laos 
during the Vietnam War, 
first to France, then to Santa 

Ana, and eventually to the 
Central Valley. Her parents 
built a family strawberry 
stand, Siong Strawberry, that 
provided for their household. 
A business built on sacrifice, 
survival, and a work ethic 
that left an imprint on the 
next generation. When her 
parents eventually retired, 
that legacy didn’t end. In 
many ways, Siong Marketing 
is a continuation of it: a 
business built on courage, 
labor, and hope.

That background explains 
so much about how Lucy 
sees people. She isn’t 
driven only by creativity 
or analytics, though both 
matter. What matters most 
to her is people. She wants 
her clients to grow. She 
wants her team to grow. She 
wants the people around 
her to feel like someone is 
invested in their future. She 
talks often about culture and 

the importance of building 
a team that supports one 
another and believes success 
is shared: if one person wins, 
everyone wins. That isn’t just 
something she says. It’s how 
she leads, and it’s how she 
serves Realtors.

Lucy and her team don’t 
approach marketing as a 
one-time transaction. They 
approach it as a long-term 
partnership, especially 
important for top-producing 
Realtors, who think 
differently. They recognize 
value. They know consistency 
matters. They see marketing 
not as an extra, but as part 
of the machine that keeps 
their business growing. 
They’re not just looking for 
someone to make things 
look good. They’re looking 
for a partner who helps 
them stay visible, relevant, 
polished, and connected 
to the market they serve.

That’s where Siong 
Marketing brings real value.

Today, Siong Marketing has 
served over 150 Realtors 
across the Central Valley. 
Since launching five 
years ago, the agency has 
grown from a one-person 
operation to a team of 
five, offering social media, 
graphic design, websites, 
brand consultation, listing 
photos, listing videos, 
and creative strategy 
— a true one-stop-shop 
marketing agency.

What makes that valuable 
to top producers isn’t just 
convenience. It’s depth 
of partnership. Rather 
than outsourcing pieces 
to multiple vendors, 
Realtors work with one 
team that learns their 
voice, understands their 
brand, and grows with 
them over time. Lucy wants 

to be the kind of partner 
who builds momentum 
year after year, not just 
fills a short-term need.

That idea is woven into her 
entire story. Lucy knows 
what it means to be given a 
shot, to have someone see 
potential in her before the 
results fully show up. That’s 
why she values relationships 
so deeply, why collaboration 
matters so much to her, and 
why she continues to show 
up for this community with 
genuine intent. She’s building 
a business that helps other 
businesses rise.

At the center of it all, Lucy 
isn’t just helping people 
market themselves better. 
She’s helping them feel seen, 
supported, and positioned 
for more.

That kind of work 
leaves a mark. 

Success to me is 
finding opportunities. 

Opportunities leads  
to success.”
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Affordable, membership-based care built 
around you, not insurance.

SKIP URGENT CARE.
TEXT YOUR
PROVIDER 
INSTEAD.
Direct Text Access 
Same & Next Day Visits
Individual & Family Care

NOAH SARR

LEARN MORE AT TheArkDPC.com | 559-530-8151 

We design and build unique 
outdoor spaces!

Led by husband and wife team 
Joel and Devon Brown

559-802-4609
hello@charteroakland-
scape.com
113 North Church Street Suite 
502 Visalia, CA 93291

We design and build unique outdoor spaces!

Led by husband and wife team Joel and Devon Brown

113 North Church Street
Suite 502  |  Visalia, CA 93291559-802-4609  •  hello@charteroaklandscape.com

Host of Damon John Talks Podcast

Damon
Jimenez
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SECURE YOUR
FINANCIAL FREEDOM

A Plan That Protects Your Family’s Future.

(559) 392-3307

rkbuildersus@gmail.com

Buildwithryannow.com

CUSTOM HOMES, ADUS, STEEL BUILDINGS,
KITCHEN AND BATHS, AND MORE!

TOP CHOICE FOR RELIABLE GENERAL CONTRACTORS
IN FRESNO, CALIFORNIA

RYAN K
LEFFINGWELL

For memories that last 

a lifetime

Day-of Coordination & Event Planner

Samantha Adney

(559) 471-5708

connectatsamanthasevents@gmail.com 
     @events.by.samantha

With nearly 30 YEARS in 
the lending industry, 
you can trust me to 
provide the best 
options for your 
clients and assist you 
in closing MORE 
DEALS in 2026!
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NANCY MOTA CASTILLO
SR LOAN OFFICER
NMLS #284902
NANCY@CORELOANS.COM
559.909.6116
Hablo Espanol
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GUESS WHO? 

If You Can Dream It, 
We Can 
Finance It.

Specializing in  in all loan types:
• DSCR

• Commercial

• Ag Loans

• Bank Statement

• FHA

• USDA

• VA

• Conventional

559.779.1556 | ethan@goldstandardmortgage.com

Ethan Winslow
NMLS# 2573177

“Whether you’re buying your first 
home or your next, I look forward to 
guiding you every step of the way.”

School
Back    

EDIT ION

 to 

S chool’s back in session, and 
we’re taking a trip down 
memory lane. For this 

special Back to School edition of 
Central Valley Real Producers, we 
asked some of the area’s top real 
estate professionals to dig through 
old photo albums and share 
their favorite childhood pictures 
— along with a few fun facts 
about growing up. The results? 
Gap-toothed grins, questionable 
haircuts, and a lot of kids who got 
in trouble for talking too much!

Can you match the kid in the 
photo to the agent you know 
today? Study the clues, take 
your best guess, then flip to 
the answer key to see how 

you did. Get ready for some 
laughs, a little nostalgia, and 
a friendly guessing game as 
we celebrate the personalities 
behind the professionals.

HOW TO PLAY 
Each entry below is numbered — no names attached. Read the 
childhood photo and Q&A clues, make your guess, then check the 
answer key at the end of the section to see who’s who.
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Back    School THEN NOW to 

1 ?

5 ?

9 ?

13 ?

17 ?

2 ?

6 ?

10 ?

14 ?

18 ?

3 ?

7 ?

11 ?

15 ?

19 ?

4 ?

8 ?

12 ?

16 ?

20 ?
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What did you want to be 
when you grew up? 
I wanted to work for a 
professional sports team

What was your 
childhood nickname?  
RockyFish

What was the most common 
comment that would come 
back on your report card? 
Has trouble staying on task

What was the most trouble 
you ever got into as a kid? 
Got caught sneaking out at a 
friend’s house to TP houses

What was your first job? 
Doing deliveries for 
a title company

What was your biggest 
childhood accomplishment? 
I played three sports all four 
years of high school 

If your elementary school 
teacher described you in 
three words, what would 
they be? 
Sweet, Sassy and Kind

What did you want to be 
when you grew up? 
A math teacher 

What was your 
childhood nickname? 
N/A 

What was the most 
common comment on 
your report card?
 “Talks too much in class” 

What was the most trouble 
you ever got into as a kid? 
I was a good kid:-) 

What was your first job? 
Foster Freeze milkshake girl 

What was your biggest 
childhood accomplishment?
Survived without cell 
phones, drank from a 
hose, no computers 

If your elementary teacher 
described you in three words:
 Talkative, energetic, intelligent

What did you want to be 
when you grew up? 
A doctor 

What was your 
childhood nickname? 
Luisito 

What was the most 
common comment on 
your report card?
Best in class 

What was the most trouble 
you ever got into as a kid? 
Letting a classmate copy my 
whole test 

What was your first job? 
Paper boy at The 
Hanford Sentinel 

What was your biggest 
childhood accomplishment? 
Being a straight‑A student 

If your elementary teacher 
described you in three words:
 Sweet, quiet, overachiever

1

2 3

Back    School to 

What did you want to be 
when you grew up? 
Farmer 

What was your childhood 
nickname? Tata  

What was the most common 
comment on your report card?
 Talkative 

What was the most trouble 
you ever got into as a kid? 
Cruised “the stone” at 
15 with a truck I wasn’t 
old enough to drive 

What was your first job? 
Lumber mill 

What was your biggest 
childhood accomplishment? 
Taking care of my sister while 
mom worked two jobs 

If your elementary teacher 
described you in three words:
 Talks too much

What did you want to be 
when you grew up? 
A medical missionary 

What was your childhood 
nickname? 
NiNi and Nano 

What was the most common 
comment on your report card? 
Bright, but always talking and 
distracting classmates 

What was the most trouble 
you ever got into as a kid? 
Instigating situations for fun 

What was your first job? 
CNA 

What was your biggest 
childhood accomplishment? 
Being able to repay my parents 
for their sacrifices 

If your elementary teacher 
described you in three words: 
Compassionate, honest, leader

What did you want to be 
when you grew up?
 A teacher 

What was your childhood 
nickname? Nay  

What was the most common 
comment on your report card?
 Quiet, always helping others, 
stands up for others 

What was the most trouble 
you ever got into as a kid?
 Punching a boy in 
kindergarten for bullying 

What was your first job? 
Wedding catering 

What was your biggest 
childhood accomplishment? 
Youngest kid to enter the 
spelling bee 

If your elementary teacher 
described you in three words: 
Sweet, helpful, quiet

4 5 6

GUESS WHO
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What did you want to be 
when you grew up? 
Nurse, FBI profiler, Business, 
and  Real estate 

What was your 
childhood nickname?
 Flaca or Nessa 

What was the most 
common comment on 
your report card?
Good student, very talkative 

What was the most trouble 
you ever got into as a kid? 
Fighting with my younger sister 

What was your first job? 
Mervyn’s cashier + stocker 

What was your biggest 
childhood accomplishment?
 Community involvement + 
CSET scholarship 

If your elementary teacher 
described you in three words:
 Helpful, curious, hardworking

What did you want to be 
when you grew up? 
A mom or a teacher 

What was your childhood 
nickname? Bobo  

What was the most 
common comment on 
your report card? 
Talks too much 

What was the most trouble 
you ever got into as a kid?
 Stealing a $0.10 candy and 
being forced to return it 

What was your first job? 
Lunas in Old Town Clovis 

What was your biggest 
childhood accomplishment? 
Being best friends with my mom

If your elementary teacher 
described you in three words: 
Nurturer, chatterbox, mentor

What did you want to be 
when you grew up? 
Police officer 

What was your 
childhood nickname? 
Glo

What was the most 
common comment on 
your report card? 
Talks a lot 

What was the most trouble 
you ever got into as a kid? 
A fight at school 

What was your first job? 
Field work 

What was your biggest 
childhood accomplishment? 
Always being a good student 

If your elementary teacher 
described you in three words: 
You’re a good kid

What did you want to be 
when you grew up? 
An attorney 

What was your 
childhood nickname? 
Bucky Beaver 

What was the most 
common comment on your 
report card? 
“Jennifer is doing great… happy 
to have her in my class.” 

What was the most trouble 
you ever got into as a kid?
 Arguing with sisters + hiding a 
German shepherd puppy 

What was your first job?
 Sal’s Donuts in Clovis 

What was your biggest 
childhood accomplishment? 
Making a (maybe‑half‑court) 
basketball shot 

If your elementary teacher 
described you in three words:
 Friendly, helpful, laid back

What did you want to be 
when you grew up? 
Accountant/business owner

What was your 
childhood nickname?
 Big C 

What was the most 
common comment on 
your report card?
 Very good at taking direction 

What was the most trouble 
you ever got into as a kid? 
Arrested during ditch day 

What was your first job? 
Round Table Pizza 

What was your biggest 
childhood accomplishment? 
Buying my first car 

If your elementary teacher 
described you in three words: 
Quiet, detailed, friendly

What did you want to be 
when you grew up? 
Physical therapist 

What was your 
childhood nickname? 
Hondo 

What was the most 
common comment on 
your report card?
 Conscientious, hard worker 

What was the most trouble 
you ever got into as a kid?
Hit mom’s car with a weed eater 

What was your first job? 
Grocery store 

What was your biggest 
childhood accomplishment? 
18 home runs at age 12 

If your elementary teacher 
described you in three words:
 Smart, athletic, kind

11

8

12

9

13

10

7

What did you want to be 
when you grew up? 
A teacher 

What was your childhood 
nickname? Chanelly  

What was the most 
common comment on 
your report card?

 Talks too much 

What was the most 
trouble you ever 
got into as a kid?
Ditching school 

What was your first job? 
Appointment setter for a 
vacuum company 

What was your biggest 
childhood accomplishment? 
Writing for the 
 school newspaper 

If your elementary 
teacher described 
you in three words:
Talkative, friendly, 
highly organized

14

What did you want to be 
when you grew up? 
Johnny Knoxville 

What was your childhood 
nickname? D Man  

What was the most 
common comment on 

your report card? 
Talks a little too much

What was the most trouble 
you ever got into as a kid?
Stealing a skateboard 

What was your first job? 
Warehouse work 

What was your 
biggest childhood 
accomplishment? 
Not getting expelled 

If your elementary 
teacher described you in 
three words: 
Has the potential
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What did you want to be 
when you grew up?
 Weather girl 

What was your 
childhood nickname? 
LeeLee or BoomBoom 

What was the most 
common comment on 
your report card? 
Talks too much 

What was the most trouble 
you ever got into as a kid? 
Rolling tea bags to 
“smoke” like grandma 

What was your first job? 
Cashier at hardware store 

What was your biggest 
childhood accomplishment? 
Keeping her family functioning 
while still being a kid 

If your elementary teacher 
described you in three words: 
Talkative, outgoing, friendly

What did you want to be 
when you grew up?
 Stock broker 

What was your 
childhood nickname? 
Marky 

What was the most 
common comment on 
your report card? 
Good at math 

What was the most trouble 
you ever got into as a kid? 
Busted partying at the drive‑in 

What was your first job? 
Tennis instructor 

What was your biggest 
childhood accomplishment? 
Ranked 2nd in Northern CA, 9th 
in the state 

If your elementary teacher 
described you in three words: 
Happy, kind, curious

What did you want to be 
when you grew up?
 Movie star or event planner 

W hat was your 
childhood nickname? 
Manda 

What was the most 
common comment on 
your report card? 
Creative, strong leadership, 
doodles too much 

What was the most trouble 
you ever got into as a kid? 
Breaking rules in art class 

What was your first job? 
Competitive cheer coach and a 
Event planner in NYC 

What was your biggest 
childhood accomplishment? 
12 regional + 8 national 
championships 

If your elementary teacher 
described you in three words: 
Creative, ambitious, competitive

What did you want to be 
when you grew up? 
Something with plants 
and homes 

What was your 
childhood nickname? 
Chubby (even though 
she wasn’t) 

What was the most 
common comment on 
your report card? 
Quiet 

What was the most trouble 
you ever got into as a kid? 
Declined to answer 

What was your first job? 
Family packing house — fruit 
boxes + payroll 

What was your biggest 
childhood accomplishment? 
Playing high school 
football for a year 

If your elementary teacher 
described you in three words: 
Smart, shy, soft‑spoken

What did you want to be 
when you grew up? 
A Mom!  And then I wanted to 
be a Fashion Designer. 

What was your 
childhood nickname? 
LoLo

What was the most 
common comment on 
your report card? 
She talks too much!

What was the most trouble 
you ever got into as a kid? 
I really didn’t get into trouble. ;)

What was your first job? 
Neighborhood Nanny: 
The first real job was 
Burger King. 

What was your biggest 
childhood accomplishment? 
Not having to wear glasses 
anymore! Being an all around 
athlete, I played all sports.

If your elementary teacher 
described you in three words:
 Friendly, thoughtful, chatty.

What did you want to be 
when you grew up?
 Volleyball player 

What was your 
childhood nickname? 
Kala 

What was the most 
common comment on 
your report card? 
Can’t remember 

What was the most trouble 
you ever got into as a kid? 
Cutting classes 

What was your first job? 
Contempo Casuals 

What was your biggest 
childhood accomplishment? 
Athletic scholarship to SDSU 

If your elementary teacher 
described you in three words: 
Competitive, kind, tall
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ANSWERS: GUESS WHO? 

SchoolBack     to 
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MICHAELA PAZ
Michaela.Paz@fnf.com
209-639-2344
Fidelity Home Warranty Disclosure Source NHD

JASON FARRIS	  
Jason@Fresyes.com	  
559-708-8768	  
FresYes Realty Group - REAL Brokerage

MICHAEL COOPER 
mikecooper@realtyconcepts.com 
559-321-3988 
Realty Concepts

DAMON JIMENEZ 
damon.jimenez@gmail.com 
559-230-7747 
Optimal Coverage

HEATHER RUGGLES
Heather@SnapNHD.com
559-696-0357
SnapNHD

COURTNEY ROSENBERGER 
Crosenberger@firstam.com 
559-359-5621 
First American Title

ROCKY DIXON 
dixonr@ctt.com 
559-804-1805 
Chicago Title

MARIE MEZA 
MARIE@MARIEMEZA.COM 
559-246-4905 
eXp Realty

CHANEL CRIADO 
Chanel@pinkkeyrealestate.com 
(559) 761-5216 
Pink Key Real Estate

LEEANDRA DUPREE 
leeandradupree@gmail.com 
559-333-1145 
AREA, Brokered by eXp of California, Inc

JANESSA BUNCH 
Jdbunch@ft.newyorklife.com	  
559-618-6471	  
New York Life

VANESSA MIRABAL 
vmirabal@kw.com 
559-308-3001 
Keller Williams Realty Venture

AMANDA BRAZZELL 
contact@brazzellbusiness.com 
559-238-5692 
RAHM Creative

LUIS MORAN MEZA 
Luis@thearkreg.com	 
(559)410-2883	  
The Ark Real Estate Group | Bloom Group

LAURA MATHER-MOLLICA 
Lmather@Londonproperties.com 
559-341-2476 
London Properties, Ltd.

SARAH GILLESPIE PETTY
Sarahsellsfresno@yahoo.com
559-375-6841
Executive Realty

MARK ALLEN AVEDIAN 
MarkAvedian@gmail.com 
559-303-1322 
Avedian Properties

SABRINA AVENIDA 
sabrina.avenida21@gmail.com 
559-759-3103 
Independent Broker Network

GLORIA DE LA TORRE 
gloriadelatorrec21@gmail.com 
559-593-6781 
Century 21 Select Services

JENNIFER YAGER 
jen@fresyes.com 
559-472-6579 
Real Broker
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EDIT ION CLASS DISMISSED — here are your Back to School matches.
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Need a fast solution for a hard-to-sell home?Need a fast solution for a hard-to-sell home?

WE'LL GIVE YOU A CASH OFFER BEFORE
IT EVEN HITS THE MARKET OR IF YOU
HAVE A STALE HARD TO SELL LISTING.

WHEN TRADITIONAL LISTINGS
HAVE OBSTACLES, WE’RE YOUR

SIMPLE SOLUTION.

WHEN TRADITIONAL LISTINGS
HAVE OBSTACLES, WE’RE YOUR

SIMPLE SOLUTION.

MARIE MEZA | eXp Realty
marie@mariemeza.com | 559-246-4905

 Marie DRE#01772801  eXp Realty DRE #02188471

Perfect for sellers who don’t want to list due to repairs, need to close fast, or have properties 
that just aren’t moving. We make fair cash o�ers and handle the details so your clients can 

move forward with confidence.

CASH PURCHASES  |  QUICK CLOSINGS  |  NO REPAIRS OR SHOWINGS
NO LISTING HEADACHES  |  WE PAY YOUR COMMISSION

IF THE HOME IS RESOLD YOU CAN BE THE LISTING AGENT

GENERAL
PEST

CONTROL

BIRD AND
RODENT

EXCLUSION

REAL ESTATE
INSPECTION

AND TERMITE
CONTROL

CALL: (559) 670-0565  /  carellano@hexapodpc.com
10th Ave, Kingsburg, CA 93631  /  O�ce hours: M-F  8am to 5pm

I speak Spanish  /  Yo hablo Español



9151 Currency St.
Irving, TX 75063


