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NATIONWIDE EXCHANGE SERVICES
www.apx 103 1.com | B0OD-436-103]

Deadls that close.
A partner who shows up.

Alyssa Caliendo
SENIOR LOAN OFFICER

NMLS #1849915

The service you'll love
with the firepower you
need: a full suite of loan
roducts and the
acking of America'’s #1
retail mortgage lender.

SCAN to view our
product portfolio

(=] 3 e vl B

Get in touch!

M (860) 307-5785
Alyssa.Caliendo@ccm.com
ccm.com/Alyssa-Caliendo

« Mortgage Executive Magazine * Scotsman Guide Top + National Mortgage News
Top 1% of Mortgage Originators Criginator & Top Top Producer 2024, 2023
in Armerica 2025, 2024 Emerging Star 2025

A
@D THE CALIENDO TEAM

CROSSCOUNTRY MORTGAGE

Equal Housing Cpportunity. Al leans subject to underwriting approval. Certain restrictions apply. Call for details. NMLS3029 | MMLS #1842915 | Branch NMLS
#1939196 (wwwnmilsconsumeraccess.org) CrossCountry Mortgage, LLC.
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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 REALTOR® community!

“CHECK OUT OUR

NEW SPONSORS!”

Home Temperature Pros
(619) 971-8828
hometemperaturepros.com

“THANK YOU TO OUR
RENEWING SPONSORS!”
Thornwood Financial
Eric Barbarita

(619) 902-0630
thornwoodfinancial.com

1031 EXCHANGE
apx1031

Jake Schiro
(800) 436-1031
apx1031.com

CLIENT APPRECIATION/
CLOSING GIFTS

Cutco

Eric Gillman

(858) 342-1175

EDUCATION

Pacific Southwest
Association of Realtors
(619) 421-7811
www.PSAR.org

Women'’s Council of
Realtors San Diego
(858) 735-8026
wcrsandiego.com

ENTERTAINMENT/GAMES
SD Pop Up Mini Golf

(310) 989-9418
www.sdpopupminigolf.com

ESCROW SERVICES
California Preferred Escrow
Yvonne Mendiola

(619) 475-4094
www.californiapreferred.com

Foundation Escrow Inc.
Natasha Keitges

(858) 527-5967
FoundationEscrow.com
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New Venture Escrow
MetroSouthRP

(619) 948-90M11
newventureescrow.com/contact/
chula-vista-branch/

Oakwood Escrow
Brianna Jensen

(858) 217-5264
www.oakwoodescrow.com

ESTATE SALES & AUCTIONS
Caring Transitions

Shannon Corrigan

(619) 459-3592
www.caringtransitions
sandiego.com

EVENT VENUE
Yellow Rose Inn
(619) 921-7791

FINANCIAL RESOURCES
World Financial Group/
World System Builder
Jonathan Pagtakhan

(619) 964-2327
www.worldsystembuilder.com/
mypage/jonathanp/

HOME DECOR & STAGING
Yellow Rose Home Staging
Bess Ouahidi

(858) 775-7465
www.yellowrosehome
staging.com

HOME INSPECTION

Coast to Cactus

Property Inspections
Danielle Wolter

(619) 672-7951
coasttocactusinspections.com

HOME WARRANTY
Choice Home Warranty,
San Diego

Hayley Dozier

(925) 499-1587
chwpro.com

INSURANCE SERVICES
Alistate

Steven Hovland

(619) 425-9400

JUNK REMOVAL SERVICES
The Junk Medics, LLC

(619) 376-3198
thejunkmedics.com

LEGAL DOCUMENT
ASSISTANCE

House Owl

Jason Piske

(619) 786-1663
www.myhouseowl.com

MORTGAGE

Barrett Financial Group, LLC
(619) 993-9623
cristencarverlender4U.com

MORTGAGE LENDER
Barrett Financial
Patrick Dunn

(619) 357-2736

MORTGAGE LOANS
Cross Country Mortgage
Alyssa Caliendo

(860) 307-5785

MORTGAGE SERVICES
Point Mortgage

Jason Murguia

(619) 519-0663
www.pointmtg.com

PHOTOGRAPHY
Closing Photos
(760) 895-5238
closingphotos.com

Insight Photos, Inc.
Don Anderson

(760) 705-6497
www.insightphotos.net

Linked Preview
Brandon Pease
(928) 322-6960

REAL ESTATE ATTORNEY
Ginder Law Group
(760) 294-7736

REAL ESTATE LAW
SoCal Realty Law
Shanna Welsh-Levin
(619) 232-7325
socalrealtylaw.com

REAL ESTATE SALES -
RENOVATION DESIGN
Renovate San Diego
Shelbi Nesbitt

(619) 751-7934
renovatesandiego.com

SOCIAL MEDIA
MARKETING/ MANAGEMENT
Renzi Social Co

Amanda Renzi

(609) 402-1729
www.renzisocialco.com

SOLAR CLEANING

& MAINTENANCE

South Bay Solar Cleaning
Marcos Delgado

(619) 971-5585
www.sbsolarcleaning.com

TERMITE & PEST CONTROL
Knight Termite & Pest Control
Kenneth Golaway

(619) 280-2400

TITLE COMPANY
Ticor Title

Tony Santiago
(619) 410-7917
www.ticorsd.com

VIDEO PRODUCTION/
DRONE SERVICES
Tommy Kreation

(704) 231-3371

Quality. Speed. Reliabili

For agents who already know presentation matters

® Home Photos
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® Aerial Photos, Videos, Fly-throughs
® \ideo Walk-throughs, Reels
® Zillow 3D Home Tours, Matterports

® Floor Plans

InsightPhot

net

Photos, Aerials, Videos, Matterports

x|

We bring the
course to You!
Perfect for
parties,
corporate
events, and
special
occasions
across
San Diego.

Sdpopupminigolf@gmail.com

310-989-9418

Uncover new listings within
your client network

Help tired
landlords retire
using DST's

Eric Barbarita
1031-DST Specialist
Fiduciary Financial Advisor

Schedule a Free Consult

619-902-0630

Eric@thornwoodfinancial.com
thornwoodfinancial.com

Securities offered through Concorde Investment Services, LLC (CIS) Member FINRA/SIPC. Advisory Services offered through
Concorde Asset Management (CAM), an SEC registered investment advisor. Insurance products offered through Concorde
Insurance Agency, (CIA). Thornwood Financial is independent of CIS, CAM and CIA. For Accredited Investors Only
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Meet

The
Team

Cathy Ginder Joseph Cottle Eric Ginder, Esq. Amanda Renzi
Publisher/Owner Writer Legal Pointers Social Media Manager

Maryam Habashi Meg Bogart Brandon Pease Lauren Finch
Business Development Coach Photographer Photographer Photographer
Closing Photos Linked Preview LLC

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
Cesar & Nayad Andre Shanna Welsh-Levin, Esq featured herein. Portions of this publication may
Reve Studios Inc. Legal Pointers include content created with the assistance of artificial
intelligence (Al) tools by authors or contributors and
Photographer may not be independently verified by N2.

PROPERTY INSURANCE FOR ALL
KINDS OF UNIQUE PROPERTIES

Great prices for homes & condos

Quick quotes, excellent service
Steve Hovland, CLU (agency owner) A I I t t
Hovland Insurance and Financial Services Ins. s a e

619-205-1585
stevenhovland@allstate.com

E;\umgi uchr (lbamboa @EG[S
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POIMTMOrgsya

25+ years of making home
ownership dreams come true.

Locally owned and operated
in San Diego.

Transactions closing in as
little as 10 days.

Every client matters.

Connect with
Point Mortgage today.

PointMtg.com

Protecting Real Estate Investors and Real Estate Professionals

Experience Our
Webinar Series
For Landlords

' Soﬁa!R l socalrealtylaw.com & E
cd t swelsh@socalrealtylaw.com 3‘?@
aw (619)332-1609 e m_“?g;

o e
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Greetings!

Leadership shapes every successful
real estate community, often through
the dedication of professionals who
step forward to serve their local
associations. In this September

issue, we’re recognizing the

leaders who invest their time,
expertise, and vision to strengthen
our industry, advocate for their

members, and help elevate the
standards of the profession.

Whether you're currently serving in a
leadership role or considering getting
involved, we hope these stories offer
valuable insights and inspiration.
Strong local associations don’t happen
by chance—they’re built by committed
individuals who believe in giving back
and leading with purpose.

NEED A HOME WARRANTY?

Here's why we're the

Thank you to the association leaders
whose service makes a lasting
impact on our profession and the
communities we serve. We hope you
enjoy this special issue.

Cheers!
Cathy Ginder-Publisher

cathy.ginder@n2co.com
858-735-8026

Why use Choice? Because with Hayley in your corner,
everything feels easy. She's the ©
knowledgeable and always there. On top of that, Choice keeps

in the game—

it simple, from competitively priced plan options to claims,
rmaking every transaction smoother.

10 - September 2026

+

Women's Counci 6 .

"':an Diego County

Sept. 15 12-2:30
Admiral Baker Clubhouse

MAKE IT A WIN-WIN SOLUTION:

SECURE CASH OFFERS FOR YOUR CLIENT

INVESTOR PARTNER

(619) 603-0915

@RENOVATESANDIEGOLLC

THOROUGH
RELIABLE
LOCAL

COAST o CACTUS

PROPERTY INSPECTIONS

Respunsiw Communication

Fast Scheduling
Same- Duy Reports

ITS

CALL OR TEXT FOR EASY SCHEDULING
619-648-1295 | |

coasttocactus
inspections.com

Metro South San Diego Real Producers - 11



INFUSE INSIGHTS

WHY AUTOOMATr
NAL

IS NO LONGER OPT

BY MARYAM HABASHI- TRANSFORMATIONAL BUSINESS COACH

In July, we discussed systems. In August, we discussed
marketing and branding.

The next logical step is automation.

Many professionals still spend valuable time completing
repetitive tasks that technology can handle more efficiently.

The challenge isn’t a lack of effort.

It’s a lack of leverage.

Manual follow-up, missed opportunities, inconsistent
communication, delayed responses, and administrative overload

prevent professionals from focusing on high-value activities.

Automation creates freedom.

THE MOST TRUSTED NAME IN ESCROW™

www.OakwoodEscrow.com
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Maryam Habashi, M.Ed.
Certified Behavior Profiling Coach

In sales, automation can support lead nurturing, appointment
reminders, follow-up campaigns, referral requests, and
client communication.

In leadership, automation can streamline recruiting,
onboarding, training, performance tracking, and
team communication.

Contrary to popular belief, automation does not
replace relationships.

It strengthens them.

When repetitive tasks are automated, professionals gain more
time to focus on strategy, leadership, client relationships, and
business growth.

INFUSE system, guides professionals in implementing
customized practical automation that improves efficiency
without sacrificing the personal touch that drives trust
and loyalty.

As we enter the final quarter of the year, ask yourself:

What tasks am I still doing manually that could be
automated tomorrow?

Growth becomes possible when capacity increases.

Maryam Habashi, M.Ed.Founder- INFUSE system
Transformational Business
development coach
Infusesystem.com

30 years field experience
Top-Rated Coaching Platform for
Measurable Results

SCAN TO BOOK YOUR
ONE-ON-ONE CALL!

Let’s Connect
https://calendly.com/mhabashi/
infuse-system-connection-call

0 hometemperaturepros.com

619-971-8828
@ License # 1154912

HEATING -+ AIR CONDITIONING . VENTILATION

Onlv 8% of people can name thelr realtor aﬁnr’_l years. Puta
SYSTEM in place TODAY to brand YOUR name with clients FOREVER!

xR GIVE! CUTCO!
Dava EINever{Consumed|/lUsed|DailyiForever,
2 o, 9 ClHighlQuality[&{Guaranteed|Forever]

REnGraved withiyourinio
11007 Iax{Deductibie asiMarketing
lincreaseiiop(of Mina &(Client Retention

@ SHIARP Contact Erc to get your Gitt System in Place &\ 7T

/RELENIION (858) 255-1142 « Eric@SharpRetention.com = oo

IF CREATING CONTENT FOR
SOCIALMEDIA FEELS LIKE
AFULL-TIME JOB...
TAGMEIN.

@,ﬁ?«/ gﬂu‘,ﬁ/ @y.

ELEVATED SOCIAL MEDIA & STRATEGIC MARKETING

HELPING REALTORS & SMALL BUSINESS OWNERS
SHOW UP ONLINE + SELL MORE.
WE OFFER:
@ DONE-FOR-YOU CONTENT CREATION
@ DONE-WITH-YOU STRATGIES
@ COACHING + CONTENT PLANNING
@ REELS, LISTINGS, LIFESTYLE SHOOTS

LET’S CONNECT

@ @RENZISOCIALCO

@ WWW.RENZISOCIALCO.COM
« RENZISOCIALCO@GMAIL.COM
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or buyers unhappy with some aspect 51t
of a transaction. Others, like one of
his recent cases involving intellectual
property, underscore the need for
attorneys to stay current.

o
9 e
-
=
=t -
T
EEEE.

3“
 ;
o

ET 4
i
'S
e
LT

- - -
g o v

X

“People don’t understand intellectual
property. They don’t understand that
you can’t see something on the internet,
think it looks cool and use it on your
website. There are consequences.”

BY DAVID CORNWELL
PHOTOS BY ELIZABETH
IRELAND PHOTOGRAPHY

To help stay current with issues and
further the legal profession, Eric has
served on the board of the North County
Bar Association and risk management

Eric Ginder doesn’t walk tightropes, work with
explosives or for the CIA, but he knows about risks.
As founder and lead attorney of the Ginder Law
Group, he knows how to handle and minimize risks

14 - September 2026

BALANCING
LAW & LIFE

in the real estate industry.

“Our job is to keep our clients in
business and profitable and that’s our
focus,” he says of his firm’s array of
corporate and litigation services. “If
you're a corporation or a brokerage, we
help you run your business right.”

Running a business right often means
working with clients behind the scenes
to manage and ensure procedures and
documents—corporate minutes, bylaws,
shareholders agreements and a myriad
of others—meet the letter of the law
and are as risk-free as possible. “Risk
management is what keeps our clients
out of litigation.”

While he enjoys the less adversarial
corporate and risk management aspects
of the business, he also enjoys being in
court and “mixing it up” when litigation
is necessary.

“I'wouldn’t be happy if all I did was
litigate,” he says. “On the other hand, I
was an athlete growing up so there’s a
competitive nature to me as well.”

“And if you don’t litigate, it’s harder to
keep abreast of what’s going on in the
real world,” he adds. Trial experience is
also necessary in keeping an attorney’s
courtroom skills sharp.

Many of the court cases the Ginder
Law Group handles involve regulatory
issues with brokers’ and agents’ licenses

reduction panels for both the North
County Association of Realtors and the
San Diego Association of Realtors.

Among community activities, he and

his wife Cathy have both served on the
Escondido Union school district’s Citizen
Oversight Committee to help ensure
millions of dollars in bond money was
spent responsibly.

After graduating from USC with a
degree in political science, followed by
Southwestern University School of Law
in 1995, Eric worked in general practice
in Los Angeles before moving to San
Diego two years later.

Growing up in the ‘80s with a policeman
father, he says he wasn’t interested in
following his dad into law enforcement
nor did he have an interest in becoming
a lawyer until starting college.

“People always told me, ‘You should be
a lawyer because you’re not afraid of

public speaking, you speak well and
you’re a good persuasive writer,” he
recalls. “But then they would also say I
should be a doctor because no one can
read my handwriting.”

“I knew I couldn’t be a doctor because
I'm horrible at math,” he says.” So, law
seemed to be the logical course for me
and I loved it.”

Married to his wife, Cathy, since 1996,
the couple were high school classmates
in Glendale, a suburb of Los Angeles,
but didn’t start dating until shortly after
they graduated. Cathy is a local realtor
and publisher of Metro South San Diego
Real Producers magazine.

“She’s been the light of my life and the
highlight of my existence since I met
her,” Eric says of his wife.




OURE'A CORPORATION
OR A BROKERAGE, WE
HELP YOU RUN YOUR
BUSINESS RIGHT."
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Together they’ve raised two children,
Paige, 21, an upcoming senior in college
who is looking to follow her dad into
the practice of law, and Grady, 18, who
recently graduated high school and
recently earned his Eagle Scout Award.

Through the years, Eric says a
“centerpiece of family fun” has been
“our little floating condo,” the couples’
boat that they keep at Cabrillo Isle
Marina. “We wanted to have something
where Cathy and I and the kids could
hang out together, something that would
be fun and a little bit adventurous.”

“It takes us about half an hour to get
down to the marina,” he says. “You don’t
have to pack anything because you’ve
got clothes on the boat. You’ve just got
to throw some stuff in an overnight

bag, grab the computer if you need to

do some work and a half an hour later,
you’re down there and in a totally
different environment.”

The boating life has also had its
serendipitous aspects when new
neighbors moving into the boat slip

next to theirs four years ago led to Cathy
launching Real Producers.

Of all Eric’s roles in life, it’s those
of husband and dad that are closest to
his heart.

Both he and Cathy have been involved
with Cub Scouts, Boy Scouts and Girl
Scouts. Eric also coached both children
in youth sports through the years and
says he’s already looking forward to
camping and riding motorcycles in the
desert with his son this winter.

When their daughter first started

at Northern Arizona University, the
distance was strongly felt, so they
opted to purchase a cabin at Village
Camp in Flagstaff, near her college,
and the family makes regular trips up
there to visit. Eric enjoys mountain
biking, fly fishing, off roading, skiing in
winter, all which are handily available
in Flagstaff, allowing for some great
memories to be made.

THREE LOCATIONS.
ONE COMMITMENT TO EXCELLENCE ﬁ‘;ﬁ

-]

CLAIREMONT SERVICE CENTER
4340 Genesee Ave. Suite 203

San Diego, CA 92117 EL CAJON SERVICE CENTER

1150 Broadway, Suite 100
El Cajon, CA 92021

PACIFIC SOUTHWEST
ASSOCIATION OF REALTORS®

CHULA VISTA SERVICE CENTER
880 Canarios Ct., Suite 100
Chula Vista, CA 91910

House Ow/l

Protect your future and scale with confidence. Turn your
document reviews over to House Owl. Our expert
independent review and risk management education cut
through hundreds of disclosure pages and eliminate
overwhelm. We position you as the trusted expert, strengthen
your reputation, and generate consistent referrals, so you can
focus on listings, relationships, and closings.

PPy Gt

s Bislee - CIHO)/ o Lmler San Diego Real Estate and Branding Media

760-895-5238 | Closingphotos.com | @closingphotos

(619) 786-1663 - info@myhouseowl.com
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POINTERS

>

BY ERIC R.
GINDER, ESQ.
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DON'T LET
LEAD TO A LAWSUIT

ADUs are all the rage right now; they have
transformed California’s residential real estate
market. Buyers increasingly view an ADU as a way

to generate rental income, create housing for family
members, or increase the value of a property. Agents
see the potential to add an ADU to property as a
marketing tool; the temptation to market listings as
“ADU potential,” “ideal for an ADU,” or “perfect for
building an ADU” is often too great to ignore.

Those phrases may seem like harmless marketing
language but, hey, this is California, right? The reality
is that these phrases can expose sellers and real
estate professionals to significant legal liability if they
are not supported by facts.

California Law Makes ADUs Easier—but

Not Automatic

California has enacted numerous laws over the past
several years to encourage ADU construction and
reduce local barriers. State law has largely erased
local zoning that restricts minimum lot size, density
and such, and while these changes have made ADUs
more accessible than ever, they have not created a
blanket right to build an ADU on every residential
property. Whether an ADU can actually be built
depends on numerous factors, including:

 Existing setbacks
* Easements

» Utility availability

* Septic or sewer capacity

» Fire access requirements

* Coastal, historic, or environmental restrictions
* HOA restrictions where applicable

 Existing unpermitted structures
 Site-specific engineering or grading issues

As a result, two neighboring properties may have
very different development potential and an agent
characterizing a property as “perfect for an ADU”
may end up having to defend that advertisement in
Court. And if the language came from the agent and
not the seller, well, you might just end up paying the
seller’s legal bills too.

Why “Perfect for an ADU” Can Be Misleading
Statements in a Multiple Listing Service (MLS), online
listing, brochure, or social media advertisement

are not merely sales language—they can become
evidence in a later lawsuit.

Imagine the following scenario:

A listing advertises a property as “Perfect for an ADU.”
The buyer purchases the property intending to
construct a detached ADU to generate rental income.

After closing, the buyer learns that a recorded
utility easement, inadequate fire access, or local

development restriction makes the proposed ADU
impossible or economically impractical.

The buyer now claims that the listing induced the
purchase and seeks damages against the seller, listing
broker, and agent.

The resulting lawsuit may allege:

* Negligent misrepresentation

* Intentional misrepresentation
 False advertising

* Failure to disclose material facts
* Breach of fiduciary duty

* Professional negligence

Whether those claims ultimately succeed may
depend on the specific facts but defending them can
be costly and time-consuming.

Opinions Versus Representations

Some agents believe that describing a property as
“great for an ADU” is merely expressing an opinion.
California courts, however, often look beyond the
wording and examine how a reasonable buyer
would interpret the statement. If an agent appears
to possess specialized knowledge about zoning or
development potential, a buyer may reasonably
understand the statement as a factual representation
rather than sales puffery.

The greater the specificity, the greater the potential
liability. For example:

* “Buyer should investigate ADU possibilities.”
(Lower risk)

* “Property appears to have ADU potential.”
(Moderate risk)

» “City will approve an ADU.” (High risk)

* “Guaranteed ADU opportunity.” (Extremely high
risk and, yes, this was an over-the top example)

The safest course is to avoid making statements that
imply certainty unless the necessary due diligence
has already been completed and documented.

Due Diligence Is Not Optional

California real estate professionals are not expected
to be architects, engineers, or land-use attorneys.
However, they are expected to avoid making
representations that exceed their knowledge. Before
advertising ADU potential, consider whether anyone
has actually confirmed:

* Applicable zoning

* Local ADU regulations
 Utility requirements
* Easements

* Buildable area

* Permit history

 Existing code violations

* Any governmental restrictions
affecting development

If those questions have not been answered,
marketing should reflect that uncertainty rather than
assume approval.

Better Marketing Language

Instead of promising development potential, agents
can use language that encourages buyers to conduct
their own investigation.

Examples include:

* “Buyer should independently verify
ADU feasibility with the appropriate
governmental agencies.”

* “Potential development opportunities
may exist, subject to buyer investigation
and governmental approval.”

* “Property may offer opportunities for
future improvements; buyers should consult
the local planning department regarding
ADU requirements.”

While disclaimers do not eliminate liability, they help
avoid creating expectations that cannot be fulfilled.

Documentation Matters

Whenever discussions about ADUs occur, agents
should maintain clear written documentation
that the buyer has been advised that the

ability to build an ADU is not guaranteed

and that it is the buyer’s responsibility to

verify whether or not an ADU is possible.

The Bottom Line

California’s expanding ADU laws have created
exciting opportunities for homeowners and investors,
but they have also increased the legal risks associated
with marketing residential property.

The phrase “perfect for building an ADU” may attract
buyers, but unless the property’s development
potential has been carefully verified, it may also
create expectations that lead to costly litigation.

Real estate professionals who understand that
effective marketing inspires interest without
making promises that cannot be guaranteed
will stay out of court. A carefully worded
listing, combined with appropriate disclosures
and documented due diligence, can help
protect both the client and the brokerage while
allowing buyers to make informed decisions.

Metro South San Diego Real Producers - 19



Exterior Home Cleaning Services | Commercial & Residential | Solar Panel Cleaning & Bird Proofing
Energy Maximation Solutions

Your market is moving. T e e

MEDIA &
MARKETING

Tommykreation is a media and marketing agency

based in San Diego, working with real estate -

professionals, loan officers, contractors, developers, i

and growing businesses serious about scale. NG

We run the full system: paid ads, content production, $5 875.500.00
video, photography, and social media management.
One team built around your goals so you always $4.29

have full visibility into what is working. F H%

Our clients are generating leads, closing deals, and
scaling their business. Built on strategy, tested on By
real campaigns, backed by data.

Real results.
Marcos Delgado

619.535.8947
SCAN ME www.sbsolarcleaning.com

@tommykreation
tommykreation.com

' life insurance (for families and businesses)
0 NEW VENTURE - wealth preseriiation rollovers
ik long term care
final ei‘(pen'sé

HOME BY - YELLOW {

Coming 2026
R O S E : tl?gr:el;liwroseinn.com

Empowering Realtors.

Are your sellers protected after closing?

S meiaLios. o ® Home Staging @ Interior Design
ectlbobgein oA @ Expert AirBnB @ Remodel &
Services Renovate
Let's protect vour sellers and strengthen
your business together.
Connect with us today!
TANIA MARKS GARY SEVILLA

Jonathan Pagtakhan | CA LH License: 093059

jpagtakhan.wfg@gmail.com | (619) 964-2327
wsbcampaign.com/jonathanpagtakhan

Contact us! 858-775-7465 | info@yellowrosehomestaging
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THE CARVER TE

Saln U

Your trusted
partner and
advocate when
obtaining the best
mortgage loan

for your needs.

Whether you're buying

or selling, refinancing, or
building a home, you need
a specialist who has your
best interest in mind.
Cristen Carver is excited

to offer her extensive
experience and knowledge
to explore your financing.

Cristen Carver

Lender4U - Cristen Carver NMLS #256000
Barrett Financial Group, LLC | Corp NMLS #181106
@ 9320 Fuerte Dr Suite 100, La Mesa, CA 91941

® (619) 993-9623 | Fax (800) 385-3630

© ccarver@barrettfinancial.com
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SALES TEAM

619.517.1366

619.651.6331

sales@cadliforniapreferred.com

We handle the heavy lifting so you
can focus on what matters most.

- Estate Cleanouts

- Downsizing « Pre-Listing
- Garage & Storage - Cleanouts
Cleanouts

« Property Cleanups E

Aﬁﬂ

Family Owned & Operated Since 2018 and proudly serve all of San Diego County

619-3/6-3198

We met up with seven of our local Association Presidents at Orfila Winery in beautiful
Escondido to create this month’s cover. We were joined by some of our Preferred
Partners, Angela Ricciardulli of Renzi Social Co and Alyssa Caliendo from Cross
Country Mortgage. After filming, everyone enjoyed some delicious wine from Orfila
and wood fired pizza from the onsite restaurant, Amalfi. Here is a glimpse “behind
the scenes”. Thank you to Orfila Winery for letting us use your location for this
feature. We hope you enjoy reading about the many Associations we have here in
San Diego and that you will join a few! All of our local Associations offer benefits on
various topics in our industry, training, networking and building rapport with clients
and affiliates while fostering leadership and growth.
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2026 PRESIDENT

National Association of Hispanic Real Estate Professionals (NAHREP)

PHOTOGRAPHY BY MEG BOGART- CLOSING PHOTOS

Tell us a bit about yourself. What were the
life events that led you to become a real
estate agent?

I am a San Diego Realtor, business
owner, mother of three, and the 2026
President of NAHREP San Diego.

My journey into real estate was

shaped by both my personal story

and my professional background.

I immigrated to the United States

from Guatemala as a child, and

from an early age I understood how
deeply stability, opportunity, and
homeownership can affect a family’s
future. Before becoming a Realtor, I
worked in finance and lending, including as
aloan officer and underwriter. That experience
taught me how money, credit, and financing decisions
shape a person’s ability to build wealth.

Real estate became the place where all of those experiences
came together. I wanted a career that allowed me to use

my financial knowledge, serve families directly, and help
people move into the next chapter of their lives. More than
twelve years later, I still believe a home is much more than a
transaction. It can represent safety, a fresh start, generational
wealth, and the fulfillment of a dream that may have taken
years to achieve.

What life experiences have shaped you both personally

and professionally?

Immigrating to this country, becoming a mother, building a
business, and navigating major life transitions have all shaped
the way I lead and serve. I know what it feels like to start over,
to carry responsibility for a family, and to continue moving
forward even when life does not go according to plan. Those
experiences have made me resilient, compassionate, and
deeply aware that every client has a story behind the sale or
purchase of a home.

Professionally, my background in finance and mortgage
lending gave me a strong foundation, but the greatest
lessons have come from the people I have served. I have
helped first-time buyers, military families, investors, and
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homeowners going through probate, divorce,
relocation, and other emotional transitions.
Those experiences taught me that
expertise matters, but so do patience,
communication, and empathy.

They also shaped my leadership
style. I believe people perform at
their best when they feel seen,
supported, and connected to a
purpose greater than themselves.

Do you have a favorite quote or
mantra that motivates you?
My personal mantra is: “Empower,
Advocate, Elevate.” It represents how I
approach both leadership and real estate.
I want to empower people with knowledge,
advocate for the opportunities and resources they

deserve, and elevate the professionals and communities
around me.

I also believe that leadership is not about the title you accept;
it is about showing up for the responsibility you volunteered
to carry. That reminder keeps me focused on consistency,
service, and creating meaningful results rather than simply
holding a position.

Besides your volunteerism, what are your interests

and hobbies?

Outside of real estate and NAHREP, I enjoy spending time
with my children, traveling, dancing, attending concerts

and Dodgers games, hiking, paddleboarding, working out,
practicing yoga and Pilates, and recently learning pickleball.
I also value wellness, meditation, and anything that helps me
stay grounded and present.

I'love creating experiences that bring people together, whether
that is a family celebration, a client appreciation event, or a
community gathering. At heart, I am very relationship-driven.
I enjoy good food, music, laughter, and making memories with
the people I love.

Tell us about your organization. What is its core mission,
values and goals.

The National Association of Hispanic Real Estate Professionals,
or NAHREDP, is a purpose-driven trade organization whose
mission is to advance sustainable Hispanic homeownership.

It does that by educating and empowering the real estate
professionals who serve Hispanic homebuyers and sellers,
advocating for public policy that supports homeownership,
and building relationships among industry leaders and
housing professionals.

At the San Diego chapter, our work is rooted in education,
advocacy, business development, leadership, and community
impact. We create opportunities for realtors, lenders, affiliates,
future professionals, and community members to learn,
connect, and grow. Our goal is not only to help more families
achieve homeownership, but also to help our members build
sustainable businesses, develop as leaders, and understand the
role they play in creating generational wealth. Our chapter’s
guiding message is “Empower, Advocate, Elevate,” and we
work to bring that message to life through every event,
partnership, and initiative.

Has it been difficult to balance your servant leadership with
your real estate business? How do you make time for both?
Yes, balance can be challenging because both real estate and
volunteer leadership are relationship-based and can require
immediate attention. My clients deserve a high level of service,
and my responsibility as President also requires preparation,
follow-through, and presence. I have learned that balance does
not always mean giving everything equal time every day. It
means being intentional about priorities and understanding
what requires my attention in each season.

I rely on time-blocking, clear calendars, systems, delegation,
and a strong support network. I also try to plan major chapter
initiatives well in advance and protect dedicated hours for
my clients and business. Most importantly, I remind myself
that I do not have to do everything personally in order to lead
effectively. Developing other leaders and trusting them with
responsibility is part of servant leadership. When the board
works as a team, we serve the organization better and each
person has the opportunity to grow.

How do you encourage others to join your organization, and
to step up to leadership positions?

I encourage people to experience NAHREP for themselves. I
invite them to attend an event, meet our members, participate
in a class, or volunteer on a committee. Once people feel the
energy and understand the mission, they often see that the
organization offers much more than networking. It is a place to
learn, build genuine relationships, gain industry exposure, and
develop personally and professionally.

When I see leadership potential in someone, I try to name it.
Many people do not step forward because they are waiting to
feel completely ready, and leadership rarely begins that way. I
remind them that they do not need to know everything before
they serve. They need commitment, integrity, a willingness to
learn, and the courage to show up. I also believe leaders should

create real opportunities for others, not simply ask for
help. Giving someone ownership of a project, supporting
them through it, and recognizing their contribution helps
build confidence and prepares them for the next level.

In closing, is there anything you would like to include
about your organization?

Serving as the 2026 President of NAHREP San Diego has
been one of the greatest honors of my career. My hope
is that our work continues to empower professionals,
strengthen families, and inspire the next generation of
leaders to give back.

I am proud that NAHREP San Diego brings together people
from across our industry and our community. Whether
someone is an established professional, a new agent, a
future homeowner, an investor, or simply looking for a
place to connect and learn, there is room for them in our
mission. My hope is that our work leaves a lasting impact:
more informed professionals, more empowered families,
stronger partnerships, and a new generation of leaders who
understand that success is most meaningful when it creates
opportunity for others.
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Asian Real Estate Association of America (AREAA)
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Tell us a bit about yourself. What were the
life events that led you to become a real
estate agent?

I'm actually a mortgage lender, not a

real estate agent. I was introduced to the
industry through my father, who has

spent many years growing a business

in mortgage lending. Growing up, I saw
firsthand the impact that helping someone
buy a home could have on a family’s
future, and that inspired me to pursue a
career in the business myself.

L3
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Once I entered the industry, I realized many families weren’t
held back by a lack of opportunity, they simply lacked
access to clear, trustworthy guidance. That gave

me a sense of purpose, and since then I've

dedicated my career to helping people

navigate the home financing process with
confidence, clarity, and creativity.

’
What life experiences have | -q ‘__"
shaped you both personally -
and professionally?

Working with hundreds of families |

has taught me that every home F‘

purchase tells a different story. I've
celebrated incredible milestones

with clients, and I've also helped

families overcome obstacles they never
thought they could. Those experiences

have reinforced the importance of empathy,
patience, and listening before advising. Personally,
they’ve reminded me that success isn’t measured by
transactions, it’s measured by the lasting impact you have
on people’s lives.

Do you have a favorite quote or mantra that motivates you?
“Stop selling and start making a difference.”

That quote was shared with me by one of my mentors, and
it’s become the philosophy that guides my business. All
industries require some aspect of sales, and I believe that
when you stop focusing on your personal desire and start
focusing on genuinely helping people, everything else falls
into place. Whether someone becomes a client or not, my
goal is to educate, provide honest guidance, and leave them
better off than when we first met. If you do that good things
will come.

Besides your volunteerism, what are your interests

and hobbies?

I enjoy running ultra marathons, surfing, and playing

golf. Ultra running has taught me that meaningful
accomplishments rarely happen overnight, they come from
consistency, discipline, and embracing discomfort. Surfing
reminds me to stay present, and golf has been a constant
lesson in patience and humility. Each of those hobbies has
shaped the way I approach both business and life.

Tell us about your organization. What is its core mission,
values and goals?

The Asian Real Estate Association of America is committed to
advancing sustainable homeownership through education,
advocacy, and professional development. We bring together
professionals from every corner of the real estate industry to
better serve our communities while helping develop the next
generation of leaders.

One initiative I'm especially proud of is helping raise
funds for our first-time homebuyer grant program, which
provides financial assistance to deserving homebuyers in our

community. It’s a tangible example of our mission in action,
creating opportunities and helping more families
overcome barriers to homeownership.

At its core, AREAA is about expanding
access, empowering future leaders,
and ensuring more families have
the resources and knowledge they
need to achieve the dream
of homeownership.
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What drew you to become a
leader within your organization?
What first drew me to
leadership within AREAA

was the incredible group of

leaders I met when I joined the
organization. Their passion, generosity,
and commitment to serving others

inspired me and showed me the impact that

strong leadership can have on a community.
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As I became more involved, I developed a passion

for AREAA’s mission of expanding homeownership
opportunities through education, advocacy, and community
engagement. That passion motivated me to step into a
leadership role and help continue the positive trajectory
our chapter has built.

Has it been difficult to balance your servant leadership with
your real estate business? How do you make time for both?
The key is finding amazing people you can lean on.

Whether that’s a great assistant or the other leaders in your
organization, you're able to accomplish so much more when
you’re surrounded by people who genuinely care.

Do you feel it has benefitted your business to be involved
with your organization?

Absolutely. I've found that if you do excellent work and build
genuine relationships, the business will follow.

More importantly, serving in a leadership role pushes you
to grow personally. You become a better communicator,

a better collaborator, and more thoughtful in how you
work with others. That kind of personal and professional
development has a much greater impact over the course of
a career than more transactions in the short term.

In closing, is there anything you would like to include about
your organization?

One of the things 'm most proud of about AREAA San

Diego is that it truly feels like a community. Our members

are passionate about helping one another succeed,

expanding access to homeownership, and giving back to the
neighborhoods we serve. I'm grateful for the opportunity to
lead alongside such dedicated volunteers, and I'm excited
about the impact we’ll continue to make together. We often say
that we're in the relationship business, and AREAA embodies
that every day.



2026 PRESIDENT

Pacific Southwest Association of Realtors (PSAR)
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Tell us a bit about yourself. What were the life events that led
you to become a real estate agent?

I'have called San Diego home my entire life, and I am a

wife, mother, entrepreneur and proud daughter of Mexican
immigrants. Before entering real estate, I served as a San Diego
County Deputy Sheriff, an experience that taught me discipline,
composure, communication and how to support people during
some of the most challenging moments of their lives.

I became a licensed real estate professional in 2004 and quickly
realized that this industry offered something special: the
opportunity to serve people while also building a business and
creating a better future for my family. What began as a career
transition became my calling. Over the years, I have built and
led brokerages, teams and real estate related businesses. Today,
I am a founding partner of Realty of America, a California
broker, co-owner of multiple businesses and the President of
the Pacific Southwest Association of REALTORS®.

What life experiences have shaped you both personally

and professionally?

My years in law enforcement strengthened my resilience

and ability to remain calm under pressure, while real estate
taught me entrepreneurship, adaptability and the importance
of relationships.
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I have also experienced seasons when I was underestimated
as a female leader or had to walk away from opportunities
that were no longer aligned with my values. Those moments
taught me to trust myself, protect my integrity and have the
courage to begin again. Personally, marriage, motherhood and
raising a blended family have taught me patience, perspective
and the importance of being present. Every experience has
reinforced my belief that leadership is not about a title. It is
about how you show up for people.

Do you have a favorite quote or mantra that motivates you?
One of my favorite mantras is, “Lift as you climb.”

Success is much more meaningful when you use it to create
opportunities for others. I believe we all have a responsibility
to share what we have learned, open doors and help develop
the next generation of leaders.

Tell us about your organization. What is its core mission,
values and goals?

The Pacific Southwest Association of REALTORS® exists to
empower real estate professionals. PSAR is a welcoming and
diverse community serving San Diego County. Its vision is to
create a thriving industry in which our members are trusted

advisors who drive innovation, protect private property
rights and help make homeownership accessible to all.

Our values include professionalism, ethics, inclusivity,
transparency, trust and compassion. Our goals are to
provide our members with exceptional education, tools,
advocacy, leadership development and meaningful
opportunities to connect. We also work to elevate the
REALTOR® profession and ensure that our members
have a strong voice on issues affecting housing,
property rights and the communities we serve.

What drew you to become a leader within
your organization?

Iinitially became involved because I wanted to understand
the industry beyond my own transactions and
business. The more involved I became, the more I
realized how many decisions affecting our clients,
our businesses and private property rights are
made when REALTORS® are not in the room.

I wanted to be part of those conversations and
help ensure that our members and communities
were represented. Over time, I also discovered
how much I enjoyed developing leaders,
connecting people and helping others find their
voice. Leadership within PSAR gave me an
opportunity to serve an industry that has given
so much to me.

Do you feel it has benefited your business to be
involved with your organization?

Absolutely, although that was never the reason

I became involved. Leadership has expanded

my network, deepened my industry knowledge
and helped me become a more informed broker
and advisor. It has given me greater insight into
legislation, professional standards, market trends
and the issues affecting both REALTORS® and
property owners.

Most importantly, it has created genuine
relationships and long-term credibility. I often

tell agents that their perspective, and frequently
their production, grows in direct proportion to the
rooms they are willing to enter. Being involved
exposes you to people, ideas and opportunities
that you may never encounter if you remain
focused only on your next transaction.

How do you encourage others to join

your organization, and to step up to

leadership positions?

I encourage people to start by simply showing
up. Attend a class, participate in a pitch session,
volunteer for an event or join a committee that
aligns with something you care about. You do not

need to begin with a title, and you do not need to wait until you
feel completely ready.

Leadership begins with participation, curiosity and a
willingness to contribute. I also believe invitations matter.
Sometimes talented people do not step forward because no
one has ever personally told them, “I see leadership in you.”
Part of my responsibility is to recognize potential, extend that
invitation and create space for new voices to be heard.

In closing, is there anything you would like to include about
your organization?

PSAR is more than a provider of membership benefits. It is a
community where real estate professionals can connect, learn,
lead and advocate for the future of homeownership.
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Tell us a bit about yourself. What were the life events that led
you to become a real estate agent?

After years of working in finance and education, I earned my
real estate license in 2016. I planned to practice real estate on
the side but balancing it with a full-time career left me without
the bandwidth to pursue it seriously.

Everything changed in 2020. During the COVID-19 pandemic,
my branch closed, and my wife and I began shopping for a
home with a Realtor. When I saw the net sheet and realized
what the agent would earn, I decided it was time to renew my
license and truly give real estate a chance.

My own home became my first sale. Although my mother was
very concerned about me leaving the security of a salaried
position, I took the leap. After starting in May, I sold five homes
during my first year—and I was hooked.

For me, real estate quickly became about much more than
earning a commission. The satisfaction of handing a family
the keys to their new home is unmatched. Knowing that I
played a part in changing not only their lives, but also the
lives of their children and generations to come, gives my
work a deeper purpose. Helping families build stability,
create memories, and establish generational wealth is what
continues to drive me today.

What life experiences have shaped you both personally

and professionally?

First and foremost, being the father of six children has

shaped me more than any other experience. The challenges,
successes, and struggles of parenthood have taught me
patience, resilience, responsibility, and how to treat people
with compassion and understanding. Raising six children has
also shown me that every person is different and that effective
communication begins with listening.

My time serving in the U.S. Navy and traveling around the
world gave me a deep respect for different people, cultures,

and perspectives.
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National
Association
of Real Estate
Brokers
(NAREB)

My work ethic comes from my parents, especially my father.
He would leave home at four in the morning to drive to his
jobsite and often would not return until seven or eight at night.

Together, these experiences have shaped me into the father,
veteran, leader, and real estate professional I am today. They
influence how I serve my clients, lead my team, and show up
for my family and community.

Do you have a favorite quote or mantra that motivates you?
There is a reason the front windshield is so large and the
rearview mirror so small

Besides your volunteerism, what are your interests

and hobbies?

I'have been a die-hard Los Angeles Rams fan since I was five
years old. I especially enjoy traveling to away games, where I
can cheer on my team while exploring new cities. Since I love
history, these trips also give me an opportunity to learn how

each city was shaped by its people, culture, and circumstances.

Another passion of mine is cooking and hosting gatherings
for friends and family. I will often attend a friend’s event and
volunteer to handle the cooking. One of my favorite moments
is the silence that falls over the room after everyone gets their
plate—that is how I know they are truly enjoying the food.

Because I was raised in the mountains, I have always
had a strong connection to the outdoors. I enjoy walking,
hiking, camping, and just about anything involving the
water. Whether I am exploring a new city, preparing

a meal for the people I care about, or spending time in
nature, I value experiences that bring people together
and create lasting memories.

Tell us about your organization. What is its core mission,
values and goals.

The National Association of Real Estate Brokers

(NAREB) is a professional organization dedicated to
promoting democracy in housing and increasing Black
homeownership. Founded in 1947, NAREB was created

at a time when African Americans were excluded from
many mainstream real estate organizations and faced
widespread discrimination in housing.

Our mission is to advocate for equal access to
homeownership, fair housing, and economic opportunity
for underserved communities. Our core values include
advocacy, education, integrity, service, professional
excellence, and community empowerment.

Through the San Diego chapter, our goals
are to educate future homeowners,
support and develop real estate
professionals, advocate for policies

that expand housing opportunities,

and build meaningful partnerships

with community organizations,

financial institutions, and industry
leaders. We are especially focused on
closing the racial homeownership gap
and helping families use real estate as a
pathway to stability, generational wealth,
and stronger communities.

At the heart of NAREB is our guiding principle:
“Democracy in Housing.” We believe everyone deserves a
fair opportunity to own a home, build wealth, and create a
lasting legacy for future generations.

What drew you to become a leader within

your organization?

What drew me to leadership within NAREB was the
opportunity to make a meaningful difference beyond
individual real estate transactions. As a real estate
professional, Navy veteran, father, and community
advocate, I have seen how access to homeownership
can change the direction of a family for generations. I
wanted to use my experience and platform to help remove
barriers and create opportunities for more families in
underserved communities.

NAREB’s mission of “Democracy in Housing” strongly
aligns with my personal values. I believe leadership is not
about holding a title—it is about serving others, bringing

people together, and turning ideas into action. Becoming a
leader allowed me to support other real estate professionals,
strengthen community partnerships, expand homebuyer
education, and advocate for policies that increase fair and
equitable access to housing.

How do you encourage others to join your organization, and
to step up to leadership positions?

I encourage others to join NAREB by helping them
understand that membership is about more than attending
meetings or adding another organization to their résumé.

It is an opportunity to become part of a mission centered

on “Democracy in Housing,” professional development,
community service, advocacy, and increasing Black
homeownership. I share the impact of our work and invite
people to attend an event, serve on a committee, or participate
in a community initiative so they can experience the
organization firsthand.

When encouraging members to pursue leadership, I remind
them that they do not have to know everything before stepping
forward. Leadership begins with a willingness to serve,
learn, and follow through. I try to identify each
person’s strengths, connect them with a role that
fits their interests, and provide the mentorship
and support they need to succeed. My goal
is not simply to recruit members, but to
develop future leaders who will carry
NAREB’s mission forward and expand its
impact for generations to come.

In closing, is there anything
you would like to include about
your organization?
In closing, I would emphasize that NAREB
San Diego does much more than serve real
estate professionals—we actively stand up for
San Diegans. Most recently, we advocated regarding
the proposed Measure A and the impact that additional
taxes could have on homeowners. We believe our responsibility
includes protecting homeownership, promoting housing
stability, and ensuring the voices of our communities are heard.

We are also hands-on in the neighborhoods we serve.

Our members have provided volunteer labor to improve
living conditions for residents in need. Following the
devastating floods that disproportionately affected minority
neighborhoods, we were on the front lines providing essential
supplies, educating homeowners, and helping protect families
from predatory individuals attempting to take advantage of
their circumstances.

If you are looking for something more meaningful than

simply being a Realtor and collecting commission checks, I
encourage you to join an organization that aligns with your
values. NAREB offers an opportunity to use your profession,
experience, and voice to make a genuine and lasting difference
in your community.
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2026 PRESIDENT

Women’s Council of Realtors San Diego County
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Tell us a bit about yourself. What were
the life events that led you to become
a real estate agent?

I graduated with a degree in

computer programming in1985 and
accepted a position with a mortgage
company in 1985. During my first

five years in the mortgage industry,

I discovered my passion for helping
people achieve homeownership

and decided to expand my career by
earning my real estate license. In 1991,
I'became a licensed realtor and have
been serving my clients as a mortgage loan
originator ever since. My background in the
mortgage industry, combined with my experience

working with real estate agents, gives me a unique
understanding of the home buying process. I am passionate
about helping families achieve the dream of homeownership
while providing knowledgeable guidance and exceptional
service every step of the way.

What life experiences have shaped you both personally

and professionally?

When I entered the mortgage industry, it was predominantly
a male profession. As someone who believes in empowering
women and creating opportunities for others, I recognized the
importance of having a voice and stepping into leadership.

I worked my way up in the industry and served as a branch
manager for a large nationwide mortgage company from 2013
through 2019.

In 2013, I'joined the Women’s Council of Realtors San Diego to
advocate for women in the real estate industry. Through my
involvement, I have committed to supporting, mentoring and
empowering women while helping create opportunities for
professional growth, leadership, and collaboration throughout
San Diego County.

Do you have a favorite quote or mantra that
motivates you?
Yes!

“To me, FEARLESS is not the absence of
fear. FEARLESS is having fears. FEARLESS
is having doubts. FEARLESS is living
in spite of those things that scare you
to death. FEARLESS is falling madly in
love again, even though you’ve been hurt
before. FEARLESS is getting back up and
fighting for what you want over and over
again... even though every time you’ve tried
before, you've lost. Letting go is FEARLESS. Then,
moving on and being alright.. That’s FEARLESS too.
Love is FEARLESS.” — Taylor Swift

Besides your volunteerism, what are your interests

and hobbies?

You can usually find me enjoying country music, from live
concerts to line dancing with my girlfriends. Ilove spending
quality time with my 4 children and 4 grandchildren, making
memories wherever we can. I'm happiest on the water,
whether it’s paddleboarding, water skiing, relaxing at the
beach or spending the day at the lake. Family fun and the
outdoors keep me grounded and energized!

Tell us about your organization. What is its core mission,
values and goals?
Women’s Council of Realtors Mission Statement...

We are a network of successful Realtors, advancing women
as professionals and leaders in business, the industry and the
communities we serve.

What drew you to become a leader within your organization?
As a strong advocate for women, I have always been passionate
about supporting and empowering women to succeed in

business. That’s why I became actively involved with The
Women’s Council of Realtors. I believe in the organizations
mission and love being a part of an organization that invests in
the growth and success of woman. They align perfectly with
my values and my commitment to helping others achieve their
full potential.

Has it been difficult to balance your servant leadership with
your real estate business? How do you make time for both?
It’s not easy and requires strong organization, discipline and
effective time management. I rely heavily on time blocking to
stay on top of my responsibilities and to ensure I can give my
best to both my business and my leadership commitments.
One of the ways our network supports this balance is by
scheduling our industry events a year in advance, allowing me
to plan ahead and manage my business, family and volunteer
responsibilities effectively. While it takes dedication, serving
alongside other industry leaders and making a positive impact
on our profession makes the commitment incredibly rewarding.

Do you feel it has benefitted your business to be involved
with your organization?

The Women’s Council of Realtors has had a tremendous impact
on my business by building meaningful relationships with

real estate professionals throughout California. The Mortgage
broker I am affiliated with, lends nationwide and these
connections have opened the door to serving clients not only in
California but in every state across the country.

Beyond the business opportunities, my involvement has
connected me with some of the strongest leaders in our
industry. Learning from and collaborating with these
leaders has strengthened my leadership skills, expanded my
professional network, and given me valuable insights that
continue to benefit both my career and the clients I serve.

How do you encourage others to join your organization, and
to step up to leadership positions?

I encourage others to join our organization and step into
leadership, not set into leadership. The Women’s Council

of Realtors is more than a networking organization, it is a
leadership development platform for real estate professionals
who want to make a difference in their communities, advocate
for our industry, and help shape the future of real estate.

In closing, is there anything you would like to include about
your organization?

Our Manta “Leaders Made Here” truly reflects what we

do. Women’s Council of Realtors provides the education,
mentorship, and hands-on leadership experience that prepares
members to serve at the local, state, and national levels.
Whether someone’s goal is to become a leader within their
local association, the California Association of Realtors, The
National Association of Realtors, or simply become a stronger
leader in their own business, we provide the skills, confidence,
and opportunities to make that vision a reality.
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Tell us a bit about yourself. What were the life events that led
you to become a real estate agent?

I am a San Diego transplant (like a lot of folks) who grew up

in Sacramento, CA. I started my career in Web Development
and after we sold the company I wanted to get into real estate
investing. As I started to invest, I saw just how much real estate
agents were earning in commissions and decided I would
rather save the money and get licensed myself. I had no idea
or plans to earn my real estate license, move on to my broker
license, and eventually get my MLO license as well. It’s been a
journey of more than 20 years and counting.

What life experiences have shaped you both personally

and professionally?

When I'look back at my upbringing, I think my dad and oldest
brother being entrepreneurs shaped me the most personally
and professionally. I have never been afraid to take risks,
knowing they’re required for any level of success. When I met
and married my wife, she empowered and encouraged me

to be able to take on more risks because she has always been
my biggest supporter. Having been married for more than 20
years, we have built a life together of God first, family second,
and our kids are the benefactors of a blessed life. My work
provides fulfillment daily, and I am just focused on making a
positive impact on the communities I serve.

Do you have a favorite quote or mantra that motivates you?
My favorite quote of all time is from the motivational speaker
and Pastor Eric Thomas (aka ET The Hip Hop Preacher). Every
time I speak in public, I end my presentation with this quote:
“You have to take advantage of an opportunity of a lifetime, in
the lifetime of the opportunity.” To me it’s a personal reminder
to take action, don’t waste precious time, and take full
advantage of every opportunity we get to make a difference.

Besides your volunteerism, what are your
interests and hobbies?

Aside from volunteering, I am usually
reading a good book (on a beach
somewhere around the world) or on
the baseball diamond still enjoying

a game I learned as a kid. Living in
San Diego, I do get plenty of time

to get out on the golf course as well
with friends, business partners, and
my family.

Tell us about your organization. What
is its core mission, values and goals?
Our organization is the Veterans
Association of Real Estate Professionals
(VAREP). We have more than 30 chapters around

the country and we help real estate professionals serve

our military and veteran communities the right way. Our
mission is to assist Veterans, Servicemembers, and Surviving
Spouses with financial stability, housing security, sustainable
homeownership, economic opportunity, and VA loan access.
At the core we want to help every veteran and military family
member integrate, heal, and thrive. One aspect of this goal is
to ensure they utilize all the benefits they have earned, with a
focus on the VA home loan benefit.

What drew you to become a leader within your organization?
I'was invited to attend a VAREP conference in San Diego by a
mentor and friend Derek Barksdale. He was getting involved
in the reboot of the San Diego Chapter and asked if I wanted
to help. I started as the Education Director then filled several
other positions over the years to eventually become the
President for the last two years. I am passionate about helping
our Veterans, I did not serve in the military myself, but I

have family who has and want to honor them and our local
military community as a “thank you” for the freedoms I enjoy
every day.

What are the pros and cons of being President for an
Industry association?

As a President of an Industry Association there are additional
responsibilities that you must balance with your existing
schedule and business. I've found that you “make time” for
the things that matter most to you. I am lucky to have such

an involved and supportive Board of Directors who have the
same passion for helping our military community and have
the skillset to ensure our chapter continues to grow. When you
lead a VAREP chapter you get the satisfaction of knowing you
are helping military families buy their first home and build
generational wealth the right way. I have focused my career on
helping first time homebuyers, so my role in VAREP provides
an opportunity to have an even greater impact.

Has it been difficult to balance your servant leadership with
your real estate business? How do you make time for both?
When it comes to balancing my leadership role with my

business, I have found that some days are a little crazier than

others. Luckily for me my position and
my business align, but I have also spent
many years serving in Board positions,
so I've learned over the years to
delegate and step back when needed.
If you have a great team of Board
Members, Committee Members, and
Volunteers, it makes the job and
“finding balance” a lot easier. At
this point in my career, I refer a lot
of business to other agents as I focus
more on working in the nonprofit
sector and finding ways to create a
legacy beyond my years on this earth.
I have been given some great advice by
mentors throughout my career so I lean on
that guidance on the tough and long days knowing
that balance is a lot like a seesaw, some days you are
up too high in one area of life, but you can always rebalance
yourself throughout the week.

Do you feel it has benefitted your business to be involved
with your organization?

Being involved with VAREP has benefitted my business
because I have been able to build relationships throughout
the industry and meet more people than I normally would.

I always laugh about it with our Board because our mixers
and events force me to get out of the house and out of the
office, when my instinct is to be “antisocial”. Our organization
has such an impact on our community and our city, so the
exposure to policy and politicians has been an eye-opening and
complimentary benefit as well.

How do you encourage others to join your organization, and
to step up to leadership positions?

We’re really selective about who we want to join our Board.
It’s important to bring on people who are passionate about
our military and veteran communities. When we are doing
the work, impacting families, and educating the real estate
professionals throughout San Diego, we naturally draw people
who want to join the mission and want to step up. A lot of real
estate professionals have prior military service in our area, So
they will often come early or stay late after events to help and
look to “give” more than they receive even when it comes to
our monthly lunch and learns, mixers, and fundraising events.

In closing, is there anything you would like to include about
your organization?

It’s important to me that local real estate professionals know
how to properly serve our military community. Also, we have
been on a mission for the industry to respect the VA home loan
and the servicemembers and spouses who have earned the
benefit through their sacrifice. The negative perception of the VA
home loan must end, and we must start putting it on a pedestal
knowing the sacrifice that was made to earn it. VAREP San Diego
is exposing the myths, educating local agents and lenders, and
giving back to make sure those who fought to protect this land,
have an opportunity to own a piece of it themselves

Metro South San Diego Real Producers - 35



Tell us a bit about yourself. What were the life events that led
you to become a real estate agent?

Real estate wasn’t my first career; it was one I grew into
through a genuine love of helping people. I began in banking
in England and when I moved to San Diego I entered the
mortgage industry, working as a processor, underwriter,

and eventually owning my own mortgage brokerage. That
experience gave me a solid understanding of financing and the
home buying process from the inside out.

Eventually, I realized what I enjoyed most wasn’t just the
numbers, it was guiding people through one of the biggest
decisions of their lives. That led me into real estate more than
25 years ago, and I've never looked back. Today I specialize

in helping people navigate life’s transitions, whether they’re
downsizing, settling a trust or probate estate, or simply moving
into the next chapter of their lives.

What life experiences have shaped you both personally

and professionally?

One of the biggest lessons I've learned is that success rarely
happens overnight. Whether it’s building a business, serving in
leadership, or running a marathon, meaningful achievements
come from consistently showing up.

Running my first marathon taught me discipline more than
anything else. Nobody sees the early morning training runs or
the days you don’t feel like doing the work. They only see race
day. That lesson has stayed with me throughout my career.
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Relationships, trust, and leadership are built the very same
way, through consistency over time.

I've also learned that listening is often more important than
talking. Every client has a story, and every leadership role
has reminded me that understanding people comes before
solving problems.

Do you have a favorite quote or mantra that motivates you?
I often remind myself: “Success isn’t built in the spotlight. It’s
built in the moments no one sees.”

That mindset has guided both my business and my volunteer
leadership. The daily habits, the preparation, and doing the
right thing when nobody is watching ultimately create long-
term success.

Besides your volunteerism, what are your interests

and hobbies?

I enjoy staying active and challenging myself physically.

I enjoy running and along with hiking and exploring
everything San Diego has to offer. I also love discovering
local restaurants, coffee shops, community events, and
hidden gems throughout San Diego County. It ties in nicely
with my work because I genuinely enjoy introducing
people not just to a home, but to the community they’ll
become part of. Most importantly, I value spending

time with family and friends. Those relationships

are what keep everything else in perspective.

Tell us about your organization. What is its core mission,
values and goals?

The Residential Real Estate Council (RRC) exists to elevate
the professionalism of REALTORS® through education,
networking, and collaboration. The CRS Designation is
recognized as the highest credential awarded to residential
real estate professionals. What I appreciate most about our
organization is that it is built around sharing knowledge
rather than competing against one another. Members
openly exchange ideas, best practices, and experiences that
ultimately help us better serve our clients. At its heart, RRC
believes that better educated REALTORS® create better
outcomes for consumers.

What drew you to become a leader within your organization?
Leadership was never about adding another title after my
name. I simply wanted to give back to an organization

that had given so much to me throughout my career. As

I became more involved, I realized I could help create
opportunities for others, encourage future leaders, and
leave the organization stronger than I found it. Watching
someone else grow in confidence or step into leadership for
the first time is incredibly rewarding. Service has always
been more important to me than recognition.

Has it been difficult to balance your servant leadership with
your real estate business? How do you make time for both?
Like most REALTORS®, I wear many hats. Balancing
leadership with my business requires good planning, strong
systems, and being intentional about how I spend my time.
I calendar almost everything, prioritize what truly matters,
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and remind myself that saying “yes” to one opportunity
sometimes means saying “no” to another. While volunteering
certainly requires time, I’ve found it gives back far more
than it takes.

Do you feel it has benefitted your business to be involved
with your organization?

Absolutely, but perhaps not in the way people expect. While
leadership has certainly expanded my professional network,
the greatest benefit has been personal growth. I've become a
better communicator, a stronger listener, and more confident
in handling difficult conversations. Clients don’t necessarily
choose me because I've held leadership positions. They choose
me because the skills I've developed through leadership make
me a better REALTOR®.

In closing, is there anything you would like to include about
your organization?

One of the things I value most about the Residential Real
Estate Council is the sense of community it creates. While
we all run independent businesses, this organization
reminds us that we don’t have to build them alone. I've
formed friendships that span the country, learned from
some of the best professionals in our industry, and had
opportunities I never imagined when I first became
involved. If you’re looking for an organization that
challenges you to grow, encourages collaboration, and truly
invests in its members, I would wholeheartedly encourage
you to become involved with the Residential Real Estate
Council. It’s been one of the most rewarding parts of my
professional journey.
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