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for over

When: Wednesday, September 27th. 4 p.m.-7 p.m.
Games start at 5.
Who: You and our other Real Producers colleagues,
friends, and Real Producers partners

Contact Your Local Mortgage Experts Today
w w w.

CORP NMLS 2973 | BK 0018295
This is not a commitment to lend or extend credit.

2 • September 2017

.co m

What: An afternoon/evening of laughs and creating memories. Join us for food, drinks, and various
games, such as Win, Lose or Draw, Left Right Center,
Cornhole, and more. Join one of four teams to compete for a variety of prizes. The winning team will
be featured in an upcoming issue of Real Producers.
Who will win?

Who will be
the winning
team?

RSVP to Jenni Vega at
jenni.vega@realproducersmag.com
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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!

AIR CONDITIONING
Antrim Air, LLC
Talitha Gilmore
(480) 664-6575
HEALTH INSURANCE
Insurance Rx, LLC
Karla Flores
(480) 650-0018
HOME INSPECTION
ACSI
Scott Warga
(480) 636-7400
Checklist Inspections
John Tyler
(480) 361-8120
Precise Inspections
Craig Collier
(602) 345-0092
Statton Inspection
Services LLC
Paul Stratton
(480) 215-7264

The English Inspector
Billy Wade
(602) 568-0986

Nova Home Loans

HOME WARRANTY
2-10 Home Buyers
Warranty
Todd Marcell
(480) 489-6062

RedStone Mortgage
Matt Askland
(480) 759-1500 x1001

Choice Home Warranty
Sharp Chen
(949) 426-5450
MARKETING
Lister Assister
Chad O’Donnell
(602) 492-5006
MORTGAGE
Caliber Home Loans
Ken Starks
(714) 328-4475
Fairway Mortgage
Jon Tobias
(480) 626-2202

Greg Gale
(480) 626-2282

Wallick & Volk
Brian Rogerson
(480) 236-8287
Wallick & Volk
Stacy Neal
(602) 451-2473
MOVERS
Always Professional
in Moving
Ray and Bernie Lavigne
(480) 633-5555
PEST CONTROL
Bio-Chem Exterminating
Chris Jones
(602) 275-4888

Varsity Termite and
Pest Control
Tony Kaufman
(602) 757-8252

TITLE & ESCROW
Old Republic Title
Michelle Schwartz
(602) 631-3700

PHOTOGRAPHY
C Cefalu Photography
Carol Cefalu
(480) 822-7427

TITLE & ESCROW
JOINT VENTURE
PARTNER
Title Alliance
Lindsay Smith /
Jim Campbell
(610) 637-6871

PRINTING
Postnet - Ahwautukee
(480) 753-4160
Postnet - Chandler
(480) 917-2468

TITLE AGENCY
American Title
Laurie Marlowe
(480) 290-0948

ROOFING
AZ Roofing Works
Austin Gardener and
Piper Lindenmuth
(602) 283-3383

American Title
Cynthia Scheiern
(480) 292-3959

Shamrock Roofing
James Devore
(480) 888-6648

VIDEO SERVICES
Leanne Davis
(415) 618-9976

If you are interested in contributing or nominating Realtors for certain
stories, please email us at jenni.vega@realproducersmag.com.
DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the author(s). The publication contains
paid advertisements by local companies. These companies are not endorsed or specifically recommended by N2 Publishing or the publisher. Therefore, neither N2 Publishing nor the publisher may be held liable
or responsible for business practices of these companies. NOTE: When community events take place, photographers may be present to take photos for that event and they may be used in this publication.

4 • September 2017

www.realproducersmag.com • 5

M e e t T h e S o u t h e a st v a l l e y
r e a l P rod u c e rs T e a m

Publisher/Guest Writer:
Jenni Vega

Publisher Assistant:
Michele Jerrell

publisher’s note
Jenni Vega

Help!

Not just anybody
Help! You know I need someone
Editor:

Photographer

Debby Erdmann

Helllllllpppppppppp …

Carol Cefalù

Guest writer

Writer

We are looking for Realtors® to feature in upcoming issues!
Everyone you see in the magazine has been nominated by a
friend, colleague, or admirer—so help us make your Real Producers magazine your magazine! Here are the categories that we love
and are looking for:

Producers Southeast Valley launched with one thing in mind – to
stand out from every other industry publication out there. Celebrating the lifestyle and leisure choices available to the
most elite group of agents in our area is important to us.
What else would you like to see featured in this section?

Cover Story- A Top Realtor® who has a great heart.

Client Horror Stories- Who has the best client horror stories?
We want to have a fun cringe column. We know you got them.
(This will be for our October issue.)

On the Rise- A Realtor® in his/her first 1-5 years in the business who is making waves.

Jennifer Hillier

Jacob Cabezudo

Real Story- A Realtor® who either makes charitable impacts and contributions OR has an inspirational, tear-jerking
story to share.
Local Expert- A Realtor® who is an absolute expert in a particular aspect of the business.
Travel/Leisure- A Realtor® who knows how to live a large life,
not just in real estate, but in his/her personal time as well. Real

Email us at
Jenni.Vega@realproducersmag.com

As always, it’s an honor to
serve you.
Jenni Vega
Founder of Southeast Valley
Real Producers

Guest Writer:
Mark Stark
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Varsity
partner spotlight:

REST
EASY
WHEN YOU

Inspect With Us

Guaranteed
Trusted and Professional
Educaaonal and Informaaonal
Detailed and Thorough

Termite and Pest Control

Captain of the Pest Control Industry in the Valley
If you're facing a termite or scorpion problem, look
no further than Varsity Termite and Pest Control.
With tremendous personal service unique to every
client, especially real estate agents, Varsity is the top
choice in the valley for termite and scorpion control.
On top of this, Varsity's founder, Tony Kaufman, has
exceptional experience in the industry.
Tony worked for a national pest control company for ten years.
He specialized at being a termite tech and eventually earned a
management position. "I didn't really like management. I liked
the actual work and training along with meeting customers and
being out in the field." This character trait emulates the style of
the entire Varsity company with their hands-on, personal service.
"With my business," Tony explains, "I decided to keep it small.
I wanted to give customers personalized service. If they need to
call the owner, they can. If they need to contact someone on a
Saturday, they can. It's not a big, corporate situation. We like to
keep a personal touch."
The name Varsity reflects the idea that they are at the top of the
class in the pest control industry in the valley. "My wife Chris named
it because we are big into sports. If you're thinking of one word to
describe your business, what better name. People hear 'varsity,'
and they think that's the top team." They truly live up to their name
when it comes to superior service, quality, and production.
Varsity is primarily a termite inspection and control company. It
does offer other pest control to go along with the termite service.
"We specialize mostly in two things: termites and scorpions. When I
was starting the company, my goal was to be really good at the hard
stuff. You're always going to be busy because people need that."
"I spent a lot of time and effort in building our reputation, especially online. We're a five-star company with Google, Yelp, and
Angie's List. We are an A-plus rated Better Business Bureau
company. At this point, my next goal is to take the termite service
to an even bigger level. There are probably about two thousand
8 • September 2017

Convenient online scheduling
here - AZPrecise.com

companies in the valley, and we're in the top ten in terms of
production. And we're certainly in the top three in reputation."
Along with maintaining their more-than-solid reputation, Varsity
aims to bolster their online marketing and networking.
Tony and Chris have been married for 20 years and have two
adult children. They also have two grandchildren (seven and
three years old). In their free time, they love to travel and camp.
Tony describes three aspects that set Varsity Termite and Pest
Control apart from others in the industry. "Personalized service –
clients can call me and my staff anytime; we do a lot of real estate
work. Our real estate agents love that if they need to call me at
9:00 p.m. on Thursday because they have a situation, they can do
that." Secondly, Varsity follows through on whatever service they
promise to the fullest and on time. "We're sticklers for making
sure that we do what we say we're going to do. And we make sure
we're there. Customers love it. It's kind of an old school thing,
now. If you ask Varsity for something, it's gonna get done right."
Third, Varsity can relate to the situations that real estate agents
face. "Chris was a transaction coordinator for Keller Williams for
five years. When you use us for your real estate work, whether
it's inspections or just work, we understand what you're going
through, and we know what you need and how fast you need it. On
the service side, we want to make sure that you're getting quality
work at a fair price. We never cut corners in the work that we do."
Varsity is very active in the community. They support Heart of
Christ Ministries, a children's Christian program in Peru. In addition, Varsity supports Matthew's Crossing, a food bank in Chandler,
AZ, through donations and volunteering. Also, with their name
"Varsity" having to do with sports, they get involved with sponsoring
Little League teams when the opportunity arises.
Varsity stands above the rest when it comes to service, knowledge, reputation, and integrity. One of the most telling takeaways
from Tony Kaufman's personality as the founder is the joy he has
when serving others. "The biggest thing is the opportunity to help
people. It gives me immediate gratification. A client has a problem, and you solve it for him/her, and they're happy with it.”

E
FReEctions!

Insp

Varsity is always there for our clients even this Summer when its 120 degrees
outside! Tony and his team have really
mastered the art of customer service and
know just how to educate clients and
take care of their pest control and
termite needs. Varsity is one partner we
trust and can rely on before, during, and
after a home sale. --Mindy Jones
Nevarez, Realtor® Keller Williams

“Your Neighborhood Team”
FOR QUALITY TERMITE TREATMENT
& SCORPION CONTROL

» Family owned small business «
» A 5 Star customer reviewed company «
» Over 20 years of servicing the Easy Valley «
» Non Chemical Termite Solutions «

606-757-8252 • varsitytermiteandpestcontrol.com
www.realproducersmag.com • 9

Brad
Ahlstrom
and Steve
Coons
on the rise:

Steve and Brad

Brad started doing asset management
in 2014 and always had a dream of
pursuing a career in real estate. He
comes from a hospitality background,
having worked for Marriott Hotels,
and then moved on to business
development positions with local
construction companies. He realized
early on that there would always
be a ceiling on his earning potential
working for other people. So, in 2015,
Brad successfully recruited Steve, his
first cousin, and they became partners
in the resale division of Springs Realty.

Ross Farnsworth, Sr.

Steve graduated with a construction
management degree from Brigham Young University
and then moved home to Arizona to pursue his MRED
from Arizona State University, which he completed
in 2011. After his MRED program, Steve was hired by
Belfiore Real Estate Consulting and spent three years
collecting and analyzing data from new home builders
in the state of Arizona. Along the way, Steve invested
in his own rental properties and considers them to
be long-term investments. Brad knew that Steve’s
knowledge and experience would be a great asset
to Springs Realty, and Steve finally realized Brad’s
wisdom and joined the team in 2015.
1) How did you get started in real estate?
Our grandpa, Ross Farnsworth Sr., started developing retirement communities in the 1950s. He had a vision of bringing
“active adult living” to the East Valley. We grew up working and
volunteering in the four retirement communities that he went on
to build. So, as kids, we learned how to work by cutting lumber
for trees, maintaining golf courses, and working on demolition
crews. Our grandpa taught us that hard work pays off, and he
was famous for saying “pursue a steady course.” We now represent three generations of the Farnsworth family born in Mesa,
AZ, who work in real estate, and we hope to build on the great
legacy that our grandpa started.
2-3) When did you start, and what is your sales volume?
We did our first resale transaction in November 2015. In our
first full year of business, 2016, we completed 38 transactions
and $9.3 million in sales volume. Our goal for 2017 is to double
our first year's production, and as of June, we had completed 41
transactions and $8.9 million in sales volume (includes all transactions, new builds and resale).
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4) What has been your biggest obstacle
in getting started in real estate?
Being relatively new to residential resale, the
biggest obstacle we faced was aligning ourselves with affiliates that can help grow our
business. We found there are many people
who are good at what they do. But we want
to do business with those who are great at
what they do. Real Producers magazine has
helped us identify and meet up with affiliates
that have taken some of the load off of our
shoulders and enabled us to focus our efforts
on growing our business.
5) What is the number one thing that
contributed to your success so far?
Brad: Learning to listen. At times, it can be easy to go into a
first meeting with a new client and try to “wow” them with all
that we have to offer. It makes us feel good, right? But meeting
a client for the first time is an extremely important event and
could be the beginning of a great friendship or simply the starting
point to earning a commission check, both of which are great!
But something that has helped my success so far is cultivating my relationships with clients by listening to their interests
outside of the real estate transaction. I like for them to know that
I genuinely care about their lives outside of the ongoing transaction. I have an elderly client who lives in Minnesota who I helped
set up an Amazon Alexa device. We now keep each other in the
loop with cool, random products that are being sold on Amazon.
Another client likes classic cars, so when I see a classic car show
advertisement, I send it to him. We build trust with these clients
by listening and cultivating relationships, which, in turn, brings
client referrals. Bingo!
6) Who are your mentors?
Steve: Jim Belfiore, President of Belfiore Real Estate Consulting,
has been a major influence in my life. His passion for providing
accurate and timely data, treating his clients right, and his work
ethic helped me appreciate real estate more than I ever had before. Jim’s priority is his family, his employees and their families,
and his clients. Even though it has been two years since I worked
for him, I stay in contact with him and ask his advice on many
aspects of my life.
7) What inspires you, inside and outside of the business?
Brad: Details. I love finding the small details that make big differences. A popular sock company comes to mind – Stance socks.
This company has taken an everyday product, socks, and revo-
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lutionized them by simply imprinting designs on the socks and
stitching and adding a small circular logo on the inside of the ankle.
Why hasn’t anyone thought of this before now?! Everybody needs
a Realtor® like they need socks! But what is our differentiator
that makes us desired above those who have been in the business
for many years? Small details make the difference!
8) What's the most interesting experience that happened
to you so far in real estate? The most surprising thing?
More of a comical experience. We scheduled property photos
for one of our recent listings, and when we received the pictures
back we noticed that the seller’s prosthetic leg wasn’t removed
from the corner of the master bedroom! It was a funny conversation when another agent asked, “Does the prosthetic leg convey
with the property?”
9) What are your hobbies and passions outside of
the business?
Steve: I am passionate about my family, music, and sports. The
most important thing to me is my family. I enjoy spending time
with my wife and two sons. My wife runs a business from home,
making ceramics, so I get to help set up and take down at events

that she sells in as well as dropping off packages to the post office. I started college as a music major, playing the string bass in
the symphony. I also played on the BYU Rugby team.
Brad: I love going to sporting events and music concerts. Family
time is super important to me as well, so I try to spend as much
time with my wife and two kids as possible. My wife is from San
Diego, so we try to take as many trips to the beach as possible.
One day, I hope to own a beach house of my own, but first, I need
to sell A LOT of homes!
10) What do you want to be remembered for?
When all is said and done, we hope people that know us can say,
“They are great, honest people. Period.” If our clients, family, and
friends can say this about us as people and our business, then our
lives will have been well spent.
11) Is there anything else you'd like to let Real
Producers know?
We were born only hours apart in the same hospital. We went to
the same preschool, elementary school, high school, and college.

Inspector's A SELLER’S

CORNER STELLAR INSPECTION

HOW TO PREPARE YOUR SELLER FOR A SMOOTH AND EASY INSPECTION PROCESS.
You just presented your client with a stellar offer, and they are
accepting. Next up come the hurdles in the race to closing.
Inspections, survey, appraisal, remedy etc. All of these processes
have their way of throwing up a road block to the finish line. I can’t
give you advice on all those things, I can certainly help you guide
your seller to a smooth and easy Home Inspection. The following
is a quick checklist you can go over with your seller to help make it
quick and painless.
• Treat the main home inspection as a showing, have something to
do away from the home for those 2-3 hours. Most inspectors
encourage buyer attendance during the inspection as it’s a great
time for the buyer to get familiar with the house and its systems,
ask questions of the inspector, take room measurements etc.
When the seller is present, the buyer may feel apprehensive about
exploring the home and asking questions.
• Try to make everything accessible for the inspector. Make sure
there is adequate space for the inspector to enter attic spaces, view
the water heater, access the electric panel (many times they are
pad locked) provide keys or unlock any pad locks on gates, pools,
etc. The inspector will be respectful of your things, and typically
won’t move your items to get in these areas. Chances are if
something is in the way, you’ll be getting a call to move those
items so the inspection can be completed.

• Have a copy of the property disclosure form available for the
inspector to review. Chances are the buyer may have questions
about any items noted here. Also, have any recent maintenance
receipts handy, such as HVAC maintenance records, roof repair
work, and any other recent repair or upgrade receipts.
• Finally, have the house in show ready shape. An impeccable house
during showing then clutter during inspection may plant seeds of
doubt in the buyers’ mind, and make it more difficult for the
inspector to navigate through their process.
• Have new air filters in HVAC returns. Heavily soiled filters can
cause a faulty AC differential and this can cause a buyer to think
there is a more in-depth issue. Plus, it shows the home is being
maintained.
• Change any burnt out light bulbs. That way it does not appear to
be an electrical issue. Again, this can make buyers feel the home is
not maintained.
• And most important for both the seller and for the buyer, is to
manage expectations. Most homes have a few things, and all issues
can be corrected.

John Tyler

General Manager | Checklist Inspections

Building Relationships
One Inspection at a Time!
GIVE US 5% OF YOUR CONFIDENCE
& WE WILL EARN THE OTHER 95%

(480) 361-8120
office@checklistaz.com
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real story:

Surviving Divorce

Max DeWitt
Jacob Cabezudo

One question: Will you be wax or steel? “When things get hot or nasty and there are challenges, you can go in two
directions,” Max DeWitt explains. “You can be wax, and when wax gets hot, it melts, evaporates, and falls apart. Or,
you can be steel. When steel gets hot, it strengthens, purifies, and cleans.”

Max, Elle, and Waylon
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In life, it is inevitable that we will face at least one tragedy that
will rock our world, either physically, mentally, or emotionally.
Whether it be a lost job, a natural disaster, or a death in the family, going to face-to-face with one of these scenarios is usually
unavoidable. Divorce is an underrated tragedy that too many
people face every year. The emotional toll it takes rivals each of
the other tragedies listed. It is often difficult to bounce back from
a failed marriage, as it can send you into a deep depression. But,

like any other non-apocalyptic disaster or negative event, you can
either give up or get up.
Max DeWitt married young while he was still attending Arizona
State University. "I wasn't happy. I wasn't myself. I couldn't be
myself. And when the divorce happened, I hit rock bottom. I
could hardly get out of bed every morning."
www.realproducersmag.com • 15

After five years, his marriage was over.
When at rock bottom, one has to be optimistic and willing to find
help. Max utilized both of these traits to rise from this low point in
his life. "It was surrounding myself with good people who helped
bring me up that turned me around. Danny Perkinson was a supportive friend who helped me eventually get into real estate. He
was also there to mentor me and guide me as I was starting out."
After a while, Max was ready to improve himself with the aid of
others. "I talked to people who had been through similar situations. I looked at it as an opportunity to perfect myself. So, I
started exercising again and focusing on making myself a better
person. And as I did that, simultaneously, my business grew. I
had the realization that I was not going to let these trials and difficulties crush me and kill my dreams of being successful."
Right before his divorce came into fruition, Max was in medical school and only planned for real estate to be a side gig. Once
the divorce happened, he quit going to class and started to fully
pursue real estate. Despite only having his license for a few
months prior, he felt that it was the right path for him. Devoting
100 percent of his focus to real estate allowed him to set big goals
and truly grow his business. "I decided I wanted to sell 25 houses
in 2015. That was a pretty lofty goal for a brand-new agent. I
can't remember exactly how many I sold, but it was somewhere
between 30 and 40 houses." Max's incredible fortitude shined
bright by selling so efficiently while in the midst of a divorce.
"A lot of people talk about strengthening your weaknesses. That
is not at all how I've tried to build my business. I have more of a
focus on my strengths." Max puts a strong emphasis on his communication skills to further his business rather than attempt to
potentially improve on a skill that is simply not his forte. Being
the best version of himself propels his career to new heights.
Max has 12 active agents who work with him. He values helping
struggling agents get back into the swing of things and impacting
their careers for the better. "I've been thriving off seeing other
agents start from something where they're not where they want
to be. Within a few months, we can have them closing more deals,
making more money, and doing good work for their clients."
After the divorce, Max questioned whether he'd ever fall in love
again. He didn't feel like taking the risk, nor did he have the selfconfidence at the time. However, once he met Elle, he gained the
confidence in getting back into a relationship through working on
himself. He had also regained the desire to love again. On falling
in love once more: "It's been the best decision I've made in my
entire life."
Max met his beautiful new wife, Elle, through real estate. They
work incredibly together, feeding off each other's willingness to
16 • September 2017

480-888-6648

ShamrockRoofingServices.com
30 Years of Quality Workmanship and Outstanding Customer Service
We appreciate our Real Estate Agents, never miss a close
with Shamrock Roofing Services.
meet obstacles head on. "When something comes our way that
throws a wrench in our day," he says of his relationship with
his wife, “we want to resolve the issue and move forward, and it
makes us happy. As other people would take challenges and be
frustrated with them, we take that frustration and we find satisfaction in solving problems and fixing things."

Specializing in all types of Residential Reroofing and Repair.

Max and Elle DeWitt both work for the Keller Williams Steadfast
Group. "We're constantly talking and working and changing how
we run our business on a daily basis." He goes on to describe,
"Having that support system has strengthened me and grown my
business. Elle is amazing."
Max has no regrets about anything that happened in the past
because it has put him in the position he is today with his business and with Elle. "It took hitting the lowest point in my life to
be able to put things back together and start from scratch. I like
where I'm at now so much more than where I could've been."
For anyone just removed from a failed marriage, Max encourages
you to shape yourself to maintain the confidence that you'll find
the right person for your life. "Perfect yourself so you can be a
person that is worth holding onto. Then, find somebody that sincerely wants to be with you. Not for the potential that you have
but for the person that you are."
www.realproducersmag.com • 17

Residential Pest Control • Commercial Pest Control
New Construction Protection • Termite WIR Inspections

• Complete Termite Treatments • Termite Spot Treatments • Termite Inspections
• Termite Pre-Treatments • Pest Control – Bugs, Insects • Bee’s • Rodent Removal,
Rodent Prooﬁng • Bird, Bat Removal And Exclusion • Complete Pest Home Sealing
Get a

FREE WIR

if treatment is required

WIR'S
STARTING AT $29

FREE CONSULTATION!
800-284-2392 • 602-275-4888 • www.biochemexterminating.com
3831 E. Illini St., Phoenix, AZ 85040 • License #: 4147
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processes, and procedures. It includes your profits, databases, employees, branding, culture, intellectual property, and so much more.

S i mp l i f y Yo u r

Plan for Success
Jennifer Hillier - Branch Manager, Berkshire Hathaway Home Services, Tempe Branch
Mark Stark - CEO, Berkshire Hathaway Home Services Arizona Properties

Real estate agents only get paid when they are successful. Clearly, it is imperative to make sure
your plan can be effectively executed in the field; otherwise, you risk falling into the trap of “sounds
good” but truly is no good!
There are four basic business stages that will help ensure your
plan of attack is built on a foundation of success:
•
•
•
•

Identifying and committing to your daily revenue foundation
Utilizing administrative and operational support
Asset building and enhancement
Exit strategy and wealth building

Stage 1: Identifying And Committing To Your Daily
Revenue Foundation
This stage identifies your desired income and units closed and clarifies the number of conversations needed on a daily basis to achieve
your goals. This stage also brings to light the specific activities you
will choose as your enjoyable vehicle to drive your business forward
and your personal skill sets that need sharpening.

To accomplish this stage, you must create a consistent habit that,
in turn, will produce a duplicable business level that you will be
able to depend on each and every year. Beware of the “next shiny
thing.” Stay true to your business model and goals.

Mortgage Adviser of the Month

Getting to Know Larry Schaick
• Mortgage Adviser since 1994

• More than 14 years of wholesale lending
experience and more than five years of face-to-face
retail originations
• Married with two sons

• Enjoys hiking, biking and golfing
Mortgage Adviser

• Recipe for Success: Providing a smooth loan process
with no surprises along the way

RedStone’s Vision

To enhance the lives of people and communities
through successful homeownership.
Direct: 480.759.1500 xt 1011
Email: larry@RedStoneMTG.com
www.MyArizonaLoan.com
© 2017, Peoples Home Equity, Inc. DBA RedStone Mortgage, 3323 E. Chandler Blvd., #23, Phoenix, AZ 85048. This is not a commitment
to lend. All programs are subject to credit approval. LIC #: BK-00909049, LIC #: 0925508, NMLS ID: 63371, Larry’s NMLS ID: 243432
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Most important are your databases. These represent gold in your
business. It provides you the opportunity to build rapport and
relationships with people who drive your continued success.
These relationships cannot be created by any mailer, technology,
or computer. These connections are proprietary to you. Your
continued goal should be to gather more relevant and meaningful information about the people in your databases to strengthen
your relationships, from family birthdays and favorite restaurants to what they like to do in their free time. The better job you
do, the more current business and asset value you will create.
There are a variety of layers in this stage to accomplish, many
of which will require you to go back to Stages 1 and 2 to refocus
and build.
Stage 4: Exit Strategy and Wealth-Building
The most important aspect of this stage is making sure you are as
clear as possible in your desired direction for your business and
your life.

Here are three key questions you need to continually answer:
1. Who are you?
2. What do you want?
3. What price are you willing to pay?
If you are not clear on the above, no one else can be.
Whatever your overall goals are--a legacy for your loved ones,
a future sale or a structured sale to continue bringing cash flow
long-term--these scenarios do not happen on their own. They
need to be evaluated, questioned, and managed to the outcome
you desire.
No matter what stage you are in today or what stage you want
to reach, there will always be an opportunity for growth. Each
stage presents its own challenges, and having experienced and
educated support around you to help you through your journey is
essential to your success.
What a great business we are all in! Here's to your future!

Health Insurance
NOT so affordable?!

NOTE: At any growth stage, there will be the necessity to go back
to stage one and revise or revamp your numbers to match your
accelerated growth.
Stage 2: Utilizing Administrative and Operational Support
The truth is, you can only get so far in this profession on your
own. Typically, a single agent doing all the work without help
can easily max out (burn out) at 50 units/year or less. Adding
support allows you the opportunity to do more business, effectively utilize your time, and work at your highest and best use.

Support comes in many forms, but primarily it is in the form of
administrative help. It can be hiring a single person as an administrative assistant or transaction manager, hiring a company that
specializes in the specific type of help you need, or adding a team
member to your team to focus on a business aspect that you don’t
enjoy doing anymore. Either way, this support positions you to do
more of the activities that are most important as well as generate
the most dollars.
Stage 3: Asset Building and Enhancement
Your business assets include, but are not limited to, your systems,

Karla Flores can help!
Call Today 480-650-0018
Individuals, Families, Small Groups
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BILLY WADE
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INSPECTION:

‘The English Inspector’
CALL FOR AN INSPECTION:

602-568-0986

The Non-Alarmist Inspector
Inspecting Valley Wide for 13 years
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Ann

as possible – open houses, handing out your business cards, more
networking, more phone calls."
Jacob
Cabezudo

“Sometimes, new agents think that they don't know enough. But
I think most of your education won't come from sitting in a class.
It's about going out there and doing it and maybe falling back on
your broker and more experienced agents to ask questions to.
You learn so much quicker by just putting yourself out there."

Adams
Building Relationships and
Caring for Customers
In the industry today, it’s not always an agent's top
priority to personally care about their clients. However, in
order to develop a strong business, strong relationships
should be made. Meeting people and extending the
reach of your name can simultaneously extend the

Ann with her husband Michael and children Evan and Ava

reach of your business. It is this care for her customers

mom and a full-time real estate agent. I do not think that is possible. I think hiring people is necessary, so you can have a balance
of your work and family life."

and creation of relationships that has propelled Ann
Adams to the top of the real estate industry in the valley.
At a young age, she looked up to her parents and admired what
they did for a living. “I've wanted to start my own business since
I was eight years old. My dad and mom had their own business.
I grew up as the daughter of entrepreneurs, and I loved that our
name was on the business."
Prior to real estate, Ann developed a background in sales, selling
for a large pharmaceutical and a medical device company. Her
skills shined, as she was number two out of thousands in the nation in medical sales, winning Sales Representative of the Year
for her company.
“The number one thing in any sales is that it's always a skill and
numbers game. You don't have to be the best, but you do need
to be persistent. You just have to make more calls, get better at
selling and closing. If you can learn more about the motivation of
people and show them that you care more about their needs, then
that can earn you more business because people ultimately want
to know if you care. Going the extra mile and delivering better
service than expected is always the number one goal."
With 17 years of experience, Ann understands the basis of what
it takes to be at the pinnacle of the industry. In her real estate
career today, Ann is an active broker who practices real estate
and loves helping clients with their real estate needs. She has
showing agents, two virtual assistants, an office manager, and
a professional stager to help her manage the work. This allows
Ann to outperform several teams and still provide personal service. Negotiating and getting a great deal is Ann’s favorite thing
to do. Many brokers sit in an office and don’t actively engage
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with clients, and this is not something Ann wants to focus on.
She continues to challenge herself by taking more advanced legal
and technology classes.
Her passion is to strive to be better and lead by example. Mentoring her agents to be their best and continue their education
is how she leads her agents. She is selective and strives to be a
high-value boutique office, providing a higher level of service. At
times, Ann has offered organizing and concierge services when
clients have a more comprehensive need. Having the ability to offer that next level of services helps clients transition without the
stress. She has helped coordinate moving, repairs, and transitions to senior living.
Since she's been in real estate, Ann has gotten used to being in
the top 1% or 2% of Realtors®. She earned her head-of-thepack status early on when she won Rookie of the Year. Last year
alone, Ann produced approximately $12 million in business and
has solid plans to sharpen it for the future. "My biggest goals over
the next few years are to be more efficient with my follow-ups,
more targeted with my marketing, and to be a better mentor to
my key individuals who I help."
At home, Ann has a 12-year-old daughter and 11-year-old son.
Having just left medical sales at the time of their births, Ann was
uncertain about keeping up with her business while raising her
family. She called on the help of an assistant at work and, years
later, a nanny. "Some people think you can be both a full-time

On upgrading the way she manages her career, Ann believes that
how you set goals matters when it comes to production. “A trick
that I have just implemented is to set shorter goal time frames."
She found that she can do better when she has a goal to complete
in two weeks rather than an annual goal. “I would allow myself
to procrastinate. So, if I have a shorter goal, and I make it bigger
than I think is possible, I tend to have a better sense of urgency
and get more things done."
Ann wants to take a more targeted approach when sharpening
her skills to market within different aspects of the industry. “I
may branch off and find a niche in different areas of real estate.
The more you niche in specific areas and become an expert, the
better service you can give to people. When you spread yourself
too thin, your service almost becomes diluted. I want to be more
of an expert in more niche areas and less of a jack-of-all-trades."
She also values being very picky about who she associates with
and the business avenues she takes. “In real estate, if agents
choose inexperienced or low-fee options, they may get that type
of result or quality of information. They're not that well-educated
when buying or selling a home." A poor decision on your professional for real estate could cost you far more than you think you
would save.
One of the best traits Ann has is her helpful advice to up-andcoming agents. Rather than there being a specific formula to success in real estate, Ann suggests that it is a lot simpler than many
assume. “I think that new agents make everything a little harder
than it needs to be," Ann explains. “You need to just get out there.
Even if you're fearful, you need to be in front of people as much

Ann had similar thoughts at the beginning of her career. “When
I was a new agent, I hesitated at getting going because I felt
like I didn't know enough. I wasn't confident enough with the
contract. I didn't have the perfect presentation. You do better
when you get out there and let yourself fail almost immediately, rather than sit there and try to practice. It’s important to
practice and role play, but not at the expense or getting in front
of people daily. A lot of agents think they can go to a broker
who has a bunch of classes, and that's the magic pill. I think the
magic pill is knocking on doors and getting face-to-face." Ann
points out that agents who focus on going to classes more than
going through authentic experiences in the world of real estate
may be hindering their growth.
Outside of work, Ann has a thirst for knowledge. “Whether it's
about health, nutrition, or anything, I like to learn new things."
She also enjoys hiking South Mountain, visits to Clear Lake Iowa
every July 4th, snow skiing in Colorado, water skiing on Lake
Powell and traveling to La Jolla, CA or Mexico to enjoy the ocean.
The personal facet of real estate is something that Ann holds
dear. "I enjoy helping families find the home that they're going
to love, raise their family in, and have memories in. Handing
them the key to their home – that’s an exciting and rewarding
experience. The purchase of a home can be one of the most joyful
events in life."
Ann recalls a time in her business that sticks out in her mind,
when she saw a lady that she met working at a Circle K. “She
lived close to me, so I saw her quite frequently, and I knew her
name. And you never know where you’re going to get the business. I handed her my business card and she looked at me and
said, ‘I really want to buy a house.' She was a single mom; she
never thought she could afford it. We worked through it, and she
got into a program where she saved for her down payment. She
had to work a lot of overtime and attend classes, but we found
a house. Handing her the keys – I have never seen anybody as
happy as that woman was." Ann choked up telling this story. This
is what she has been in the business for. “It wasn't my biggest
paycheck, but it was the most rewarding sale I've ever had."
Ann Adams' pure love and care for providing the dream house to
her clients, her dedication to setting a step-by-step path higher
for her career, and knowledgeable mentoring of other agents have
helped her make her mark on the real estate industry as a whole
as well as individual buyers and sellers.
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Kyoto,

Japan

Jeff Raskin with Jenni Vega

Nara, outside of Kyoto

Silver Pavillion in Kyoto

Preparing to go inside a temple

Jeffrey Raskin, the Valley's well-known Realtor® and technology instructor, loves Japan. So do I (Jenni, your magazine
publisher). Both Jeffrey and I went to Japan not wanting to go and thinking of all the places in the world we would rather see
first. Little did I know, that in July 2015 when I left Japan for the first time, I would experience grief upon leaving and would
eventually go back. Jeffrey's love affair with Japan began in the 80s and is further described in our interview below.
Our photos will focus on one area of Japan, Kyoto.
Kyoto was recently voted the #4 "Best City in the
World" by Travel and Leisure magazine. It's known
as the cultural heart of the country, with over 1,000
true masterpieces of temples and architecture,
many of them centuries old. Being in Kyoto is like
being transported back in time and being in an
Oriental fairy tale.
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Jenni: How did your love affair with Japan start:
Jeffrey: My high school in Prescott was part of a
foreign exchange program. I was told to choose three
countries I wanted to live in for over two months.
Australia and a few European countries were at the
top of my list. I was told by the program director
that they would try to put me where I wanted, but it
would also be based on my background and experience. Because I played piano, I was matched with

a Japanese family near Kyoto, whose son also was
skilled at playing the piano. I thought that trip would
be my first and last time ever in Japan. But I went
back again in college to live and study there for a
year. My wife and I later went back and lived there
for five years after college.
Jenni: Your wife is Japanese. How did you meet?
Jeffrey: I took Japanese in college at ASU. Surprisingly, I got my first D in college at Japanese class. My
wife became my tutor, and we turned my D into an A.
Jenni: As you know, many people do not realize
what Japan has to offer. What are your recommended "must-see" places or sights?

Jeffrey: Kyoto is a given. Seeing the Golden Pavillion in Kyoto is a must. Seeing a geisha is pretty cool.
Outside of Kyoto in Nara, seeing the hundreds of
deer roaming around the temples and shopping area
is really neat. Japan also had really, really good food.
I highly recommend staying with a local family, eating with chopsticks, seeing how they live, etc.
Jenni: Speaking of staying with a family, I did that
on my last trip there, and it opened my eyes to how
respectful their culture is. I borrowed my host's
raincoat, and when I gave it back to him, he was
shocked that I didn't think to wipe it down beforehand. What has been your experiences with the
people in this regard?
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Refreshingly different - we've got
the art of the walk-through handled!
A geisha in the bamboo forest

Let Stratton Inspection Services make sure your
buying, selling, or warranty inspection is done
thoroughly and professionally from top to bottom.

Jeffrey’s in-laws’ house

480-215-7264

Jeffrey with his family and host family from high school
Fushimi Inari in Kyoto

Jeffrey: That's the Japanese for you! If you're on
a flight with American people and Japanese people,
once the plane lands, you'll notice that all the
Americans get off the plane and leave their pillow
and blanket bunched up on their seat. And there's
nothing wrong with that; we all know they will get
picked up by the flight attendants. But, because the
pillow and blanket are not personal belongings of
the passengers, you will see all the Japanese perfectly fold their blankets up and nicely leave their
pillows on top. If you borrow a book to an American, you half expect to never get it back. If you borrow it to a Japanese person, not only will you get it
back, but if they even cause one crease in that book
while they have it, they will buy you a new one.

STRATTONINSPECTIONS@GMAIL.COM
WWW.STRATTONINSPECTIONS.COM

1757 E Baseline Rd. Bldg2, Suite 107 | Gilbert, AZ 85233

Licensed & Insured | Supra Key (Lockbox) Access | Professional, Dependable,and Reliable | Highly Recommended

Emily and Carren at the Golden
Pavillion, Kyoto

One of numerous plastic food displays
in Japan

CELL: 949-426-5450 | CLAIMS: 888-531-5403
REAL ESTATE CUSTOMER SERVICE / SALES: 888-275-2980

Aside from being respectful, Japan is also one of
the safest countries in the world. If you lose something, you will get it back. You'll never encounter a
nicer set of people in your life!

Stay tuned for a Tokyo article in 2018!
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Jeffrey and family

Nara
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Top 150 Standings

Disclaimer: This list was compiled using Broker Metrics reports. Closed unit and dollar sales production were determined by Broker Metrics between January 1, 2017, and July 31, 2017. It
is important to note that an individual licensee’s production may be greater than that reported in Broker Metrics. For instance, Broker Metrics is not the primary resource for reporting new
home construction sales, commercial sales, and leasing, land, property management, nor multi-family sales. Therefore, for this purpose, totals closed production is determined solely by the
closed listing and sale production reported to Broker Metrics.

Teams and Individuals Closed date from January 1, 2017 - July 31, 2017
#

Last Name

Last Name

Office Name

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

#

First Name

26

Michael

Last Name

Cunningham

Office Name

West Usa Realty

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

39

$13,317,827.00

1

Brian

Bair

Offerpad

464

$104,796,509.00

2

Kenny

Klaus

Keller Williams Integrity First

143.5

$37,055,273.00

27

Mary Jo

Santistevan

Berkshire Hathaway Homeservices Arizona

40

$12,885,066.00

28

Melanie

Hunsaker

Orange Realty

33.5

$12,869,499.00

3

Carol A.

Royse

Keller Williams Realty East Valley

114.5

$32,359,500.00

4

Dawn

Faraci

Lennar Sales Corp

89

$31,854,919.00

29

Janine

Igliane

Keller Williams Realty East Valley

37

$12,775,661.00

30

Rebecca

Dorn

Redefy

39.5

$12,740,250.00

5

Catherine

Renshaw

Calatlantic Homes Of Arizona

67

$28,257,938.00

6

Carin

Nguyen

Keller Williams Realty Phoenix

90.5

$24,611,940.00

7

James

Samsing

Real Home Services & Solutions

97.5

$22,159,979.00

8

Randy

Courtney

Weichert, Realtors - Courtney Valleywide

60

$21,156,975.00

9

Rachael

Richards

Rachael Richards Realty

57.5

$20,790,650.00

31

Henry

Wang

Revelation Real Estate

38.5

$12,707,470.00

32

Michael

Kent

RE/MAX Alliance Group

47.5

$12,705,996.00

33

Jason

Crittenden

Realty One Group

45.5

$12,546,025.00

34

Nate

Randleman

Stunning Homes Realty

49.5

$12,331,550.00

35

Timothy J

Cusick

Homelife Professionals

43

$12,263,849.00

36

Merrill

Jencks

Revelation Real Estate

41

$12,245,550.00

10

Rebecca

Rains

Berkshire Hathaway Homeservices Arizona Properties

69

$19,879,564.00

11

Brett

Tanner

Keller Williams Realty Phoenix

84.5

$19,700,650.00

12

Rick

Metcalfe

Canam Realty Group

84.5

$18,500,190.00

13

Benjamin

Arredondo

My Home Group Real Estate, LLC

52.5

$18,305,140.00

14

Tanner

Milne

The Menlo Group Commercial Real Estate

27

$16,784,950.00

15

Scott

Dempsey

Redfin Corporation

41

$15,589,600.00

16

Steven

Allphin

Perkinson Properties LLC

85

$15,546,850.00

17

Geoffrey

Adams

Realty One Group

44

$14,420,292.00

18

Richard

Johnson

Coldwell Banker Residential Brokerage

42

$14,375,200.00

44

Michael

Smith

Homesmart

28.5

$11,617,372.00

19

Curtis

Johnson

Revelation Real Estate

52.5

$13,980,731.00

45

William

Ryan

RE/MAX Infinity

32

$11,469,669.00

20

Ben

Leeson

Arizona Experience Realty, LLC

40

$13,956,794.00

46

Gina

Mcmullen

Redfin Corporation

34

$11,440,506.00

21

Renee

Merritt

Russ Lyon Sotheby's International Realty

27

$13,925,500.00

47

Jason

Zhang

Gold Trust Realty

34.5

$11,337,278.00

37

Damian

Godoy

Argo Real Estate Professionals

62.5

$12,184,498.00

38

Darwin

Wall

Prosmart Realty

31

$12,173,815.00

39

Zachary

Cates

Revelation Real Estate

31

$12,064,100.00

40

Alan

Kittelman

Show Appeal Realty

60

$11,837,999.00

41

Terry

Young

Revelation Real Estate

37.5

$11,809,890.00

42

Russell

Mills

Gentry Real Estate Group

47

$11,694,700.00

43

Sandy

Thompson

Revelation Real Estate

42.5

$11,640,900.00

22

Mark

Captain

Keller Williams Legacy One

46.5

$13,660,700.00

48

Kirk

Erickson

Schreiner Realty

33.5

$11,048,439.00

23

Janine

Long

Lockman & Long Real Estate

43

$13,588,783.00

49

Gus

Palmisano

Keller Williams Integrity First

41

$10,994,150.00

24

Bonny L.

Holland

Keller Williams Realty Sonoran Living

23

$13,509,379.00

50

Jennifer

Felker

RE/MAX Infinity

16

$10,969,400.00

25

Karl

Tunberg

Midland Real Estate Alliance

32

$13,413,046.00

TOP 1%
MORTGAGE

ORIGINATORS
in America 2011 - 2016

• Variety of Jumbo Loans
• Physician/Professional Loans
• Veteran & First Responder Loans

FREE
APPRAISAL

COVERED!

Moving People
and Companies
Since 2007

ASK ABOUT OUR OFFER FOR A

Contact Our Team to Get Pre-Qualified Today!
480.626.2282 • TheGaleTeam.com • TheGaleTeam@novahomeloans.com

* This offer is valid only for loan applicants of Greg Gale with NOVA® Home Loans. Ad must be mentioned at the time of application. Loan amount must be a minimum of
$100,000. Appraisal cost will be applied as CREDIT at closing and is valid for banked loans only. Additional terms and conditions may apply.
Greg Gale, Vice President/Branch Manager NMLS 193428 / 6720 N. Scottsdale Rd. Suite 160 • Scottsdale, AZ 85253 / BK 0902429 / NOVA NMLS 3087 / Equal Housing Opportunity
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RELAX, We’ve Got You

•
•
•
•
•
•

Full Service Moving
Hot Tub Moves
Labor Service
Crating
High End Deliveries
Antiques

•
•
•
•
•
•

Residential Moves
Commercial Moves
Piano
Storage
Flat Rate Prices
FREE IN-HOME ESTIMATES!

Call Today (480) 633-5555
apiminc1@gmail.com

www.alwaysprofessionalmoving.com
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Top 150 Standings

Disclaimer: This list was compiled using Broker Metrics reports. Closed unit and dollar sales production were determined by Broker Metrics between January 1, 2017, and July 31, 2017. It
is important to note that an individual licensee’s production may be greater than that reported in Broker Metrics. For instance, Broker Metrics is not the primary resource for reporting new
home construction sales, commercial sales, and leasing, land, property management, nor multi-family sales. Therefore, for this purpose, totals closed production is determined solely by the
closed listing and sale production reported to Broker Metrics.

Teams and Individuals Closed date from January 1, 2017 - July 31, 2017
#

First Name

Last Name

Office Name

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

#

First Name

Last Name

Office Name

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

51

Mike

Mendoza

Keller Williams Realty Sonoran Living

27.5

$10,829,700.00

76

Amy N

Nelson

Keller Williams Realty East Valley

29.5

$9,168,351.00

52

Christy

Rios

Keller Williams Integrity First

26.5

$10,708,700.00

77

Cynthia

Dewine

Century 21 Arizona Foothills

30

$9,137,127.00

53

Byron

Applegate

Pivotal Real Estate Solutions, LLC

36

$10,576,395.00

78

Bret

Johnson

Realty Executives

28

$9,119,250.00

54

Bill

Olmstead

Keller Williams Realty East Valley

35.5

$10,533,300.00

79

Shanna

Day

Keller Williams Realty East Valley

21

$9,050,000.00

55

Matthew

Coates

Revelation Real Estate

34

$10,447,460.00

80

Pamm

Seago-Peterlin

Century 21 Seago

30

$8,986,788.00

56

Michaelann

Haffner

RE/MAX Infinity

34

$10,433,800.00

81

Barbara A

Shadoan

RE/MAX Classic

40

$8,980,250.00

57

Richard

Ashby

Ashby Realty Group, LLC

33

$10,315,464.00

82

Layne

Peterson

Perkinson Properties LLC

42

$8,950,540.00

58

Justin

Cook

RE/MAX Solutions

29.5

$10,185,050.00

83

James

Sanson

Keller Williams Realty Phoenix

47.5

$8,856,790.00

59

Lisa

Miguel

West Usa Realty

27.5

$10,146,300.00

84

Randy

Dix

Keller Williams Realty East Valley

27

$8,846,200.00

60

Katherine

Walsh

Keller Williams Realty East Valley

38

$10,089,555.00

85

Steven

Drew

RE/MAX Renaissance Realty

41.5

$8,761,434.00

61

Trent

Windsor

S. J. Fowler Real Estate, Inc.

32.5

$9,981,070.00

86

Suzanne M

Rabold

West Usa Realty

12

$8,751,000.00

62

Lacey

Washburn

Realty One Group

31

$9,962,742.00

87

Denise

Pias

RE/MAX Alliance Group

19

$8,666,300.00

63

Becky

Kolb

Keller Williams Integrity First

28

$9,934,495.00

88

Darlin

Gutteridge

RE/MAX Renaissance Realty

25

$8,644,796.00

64

Daniel

Mullins

Altus Realty LLC

33.5

$9,932,300.00

89

Shirley

Nichols

Redefy

22.5

$8,573,750.00

65

Steve

Trang

Stunning Homes Realty

46

$9,931,138.00

90

Michelle

Biagi Bauer

Realty Executives

31

$8,564,748.00

66

Hani

Aldulaimi

Keller Williams Realty East Valley

14.5

$9,911,500.00

91

Cory

Whyte

RE/MAX Infinity

20

$8,560,600.00

67

Carlie

Goulet

Keller Williams Realty Phoenix

33.5

$9,897,288.00

92

Mark

Carvalho

Carvalho Real Estate

29

$8,525,770.00

68

Angela

Larson

Keller Williams Realty Phoenix

52

$9,878,196.00

93

Sergio

Santizo

Keller Williams Realty Phoenix

27.5

$8,508,800.00

69

Elizabeth

Rolfe

Homesmart

18.5

$9,809,000.00

94

Kimberly

Healy-Franzetti

West Usa Realty

27

$8,441,790.00

70

James

Watson

Keller Williams Realty Sonoran Living

33.5

$9,807,620.00

95

Jody

Poling

Hyres International, LLC

13

$8,338,900.00

71

Annette

Holmes

Rachael Richards Realty

31.5

$9,731,250.00

96

Caleb

Williams

Williams Property Co.

21

$8,231,500.00

72

Robert

Cushing

Jk Realty

14

$9,395,600.00

97

Tina

Sloat

RE/MAX Infinity

32

$8,169,800.00

73

Kraig

Klaus

Keller Williams Integrity First

34

$9,354,583.00

98

Aimee

Lunt

RE/MAX Solutions

27.5

$8,165,375.00

74

Adam

Prather

RE/MAX Alliance Group

27.5

$9,313,940.00

99

James

Carlisto

RE/MAX Alliance Group

29

$8,151,230.00

75

Randy

Duncan

Realty Executives

35

$9,264,200.00

100

Jesse

Herfel

Keller Williams Integrity First

36.5

$8,149,319.00

S U B SCRI B E T O
S o u t h e a s t Va l l e y

If you would like to purchase a monthly subscription to
this publication or would like extra copies of any of our
issues, please email jenni.vega@realproducersmag.com
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Top 150 Standings

Disclaimer: This list was compiled using Broker Metrics reports. Closed unit and dollar sales production were determined by Broker Metrics between January 1, 2017, and July 31, 2017. It
is important to note that an individual licensee’s production may be greater than that reported in Broker Metrics. For instance, Broker Metrics is not the primary resource for reporting new
home construction sales, commercial sales, and leasing, land, property management, nor multi-family sales. Therefore, for this purpose, totals closed production is determined solely by the
closed listing and sale production reported to Broker Metrics.

Teams and Individuals Closed date from January 1, 2017 - July 31, 2017
#

First Name

Last Name

Office Name

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

#

First Name

Last Name

Office Name

Total #

Total $

01/01/2017 - 07/31/2017

01/01/2017 - 07/31/2017

101

Pam

Eagan

Realty Executives

15.5

$8,144,300.00

126

Maureen

Waters

RE/MAX Foothills

24

$7,183,915.00

102

Paul

Whittle

American Allstar Realty

41

$8,109,590.00

127

Gregory

Hagopian

RE/MAX Solutions

20

$7,171,830.00

103

Kelly

Jensen

Homesmart

27.5

$8,011,855.00

128

Donna

Leeds

West Usa Realty

17

$7,095,349.00

Roger

Marble

Marble Real Estate

18

$7,060,571.00

Karrie

Law

RE/MAX Foothills

22

$7,057,550.00

104

Diane

Bearse

Realty Executives

23.5

$7,960,250.00

129

105

Kerry

Jackson

United Brokers Group

31

$7,901,300.00

130

106

William

Nager

Stunning Homes Realty

28.5

$7,897,400.00

131

Paul

Aslaber

Keller Williams Realty Sonoran Living

18

$7,052,599.00

107

Gina

Donnelly

Prosmart Realty

25.5

$7,887,540.00

132

Cathy

Abramson

Visionary Properties

23

$7,042,400.00

108

Heather

Werner

Ravenswood Realty

29.5

$7,844,499.00

133

Kevin

Wilson

Brewer & Stratton Property Management LL

29

$7,040,750.00

109

Cindy

Flowers

Keller Williams Intgrty Fir

30.5

$7,838,450.00

134

Francine

Nolan

Cactus Mountain Properties, LLC

24

$7,007,900.00

110

Sabrina

Song

Keller Williams Realty Phoenix

33.5

$7,832,000.00

135

Carol

Gruber

Revelation Real Estate

32

$6,987,455.00

111

Marci

Burgoyne

Crown Key Real Estate

27

$7,797,900.00

136

Hilary

Sutter

My Home Group Real Estate, LLC

23

$6,961,000.00

112

David

Courtright

Coldwell Banker Residential Brokerage

22.5

$7,766,500.00

137

Michele

Keith

Homesmart

15.5

$6,933,500.00

113

Rob

Hale

Elite Results Realty

30.5

$7,746,552.00

138

Scott

Cook

RE/MAX Solutions

25.5

$6,927,750.00

114

Daniel

Callahan

RE/MAX Classic

34

$7,681,400.00

139

David

Rose

Prosmart Realty

22

$6,926,265.00

115

Alyson

Titcomb

RE/MAX Alliance Group

26.5

$7,605,700.00

140

Jean

Grimes

Century 21 Arizona Foothills

25

$6,912,100.00

116

Casey

Jann

Keller Williams Realty Phoenix

28.5

$7,536,080.00

141

Cindy

Desanti White

West Usa Realty

17.5

$6,876,025.00

117

Amy

Jones

Keller Williams Integrity First

23

$7,515,390.00

142

Diane

Alexander

Keller Williams Integrity First

26

$6,842,370.00

118

Kathy

Camamo

Amazing AZ Homes

24.5

$7,501,025.00

143

William

May

Breinholt May Realty & Investments

28.5

$6,796,700.00

119

Carrie

Faison

My Home Group Real Estate, LLC

27

$7,472,500.00

144

Mark

Gunning

West Usa Realty

20

$6,795,200.00

120

Nate

Hunsaker

Keller Williams Realty Sonoran Living

13

$7,443,336.00

145

Mike

Santistevan

Berkshire Hathaway Homeservices Arizona

19.5

$6,793,800.00

121

Mary

O'Hara

Keller Williams Legacy One

16

$7,438,450.00

146

Scott

Simas

Treehouse Realty, LLC

22.5

$6,784,490.00

122

Martin F.

Griffin

West Usa Realty

12.5

$7,433,600.00

147

Josh

Whittemore

Prosmart Realty

33.5

$6,755,950.00

123

Susan

Reginato

West Usa Realty

20

$7,426,650.00

148

Tj

Kelley

Arizona Experience Realty, LLC

18.5

$6,753,794.00

124

Mary

Almaguer

Apache Gold Realty, LLC

41.5

$7,226,000.00

149

Dawn

Matesi

United Brokers Group

18

$6,751,210.00

125

Lalena

Christopherson

West Usa Realty

17

$7,191,500.00

150

Cathy

Carter

RE/MAX Infinity

17

$6,745,750.00

We are the Realtor Roofer
We provide quality service and
products for all your roofing needs.

Single Family Homes, New Construction,
Retail Buildings & Multi-Family Housing

Free Roof Estimates
COE Payment Programs
Request Your Quote Online

Roof Repairs • Roof Replacements • Wood Work
Truss Repairs • Fascia Replacement

Foam

Tile

Shingle

Modiﬁed Bitumen

Let us provide you a FREE Estimate,
so you can decide what you need to do...
www.azroofingworks.com
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Giving Time Back to Busy Agents
Save Time & Sell More with Our Most
Popular & Comprehensive Package
STANDARD
LISTING
PACKAGE

149

$

We can customize a program that fits your needs.
Pick and choose from our full a la carte menu.

Call (602) 492-5006
Info@ListerAssister.com

ListerAssister.com

INCLUDES*:
• Wide angle photography
• Next day availability
• Sign and post service
• MLS data entry
& much, much more!
*Includes up to 1,000 SqFt. In service area.
Additional $10 per 1,000 SqFt.
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