


/'m A‘ We've been helping customers afford
( = the home of their dreams for many years
NATION ON E and we love what we do!

MORTGAGE CORPORATION

"If | could give 10 stars or more | would, "My daughter and | are forever grateful for
this isn't my first rodeo going through the Blaise and his team in making our dream
mortgage process but it is my first time dealing come true for first-time homebuyers.
with someone as competent, caring, witty and We will recommend you to everyone
professional as Blaise." - Lisa S., Google Review we know." - Jacqueline G, Google Review

Scan Here to
Learn More

Blaise Menzoni ¢ Branch Manager wwis 2432547
(856) 692-9494 ¢ bmenzoni@nationone.com

Visit the NMLS Consumer Access website for regulatory information about Nation One Mortgage Corporation. Licensed and approved in
CA, CT, DE, FL, GA, IL, KY, MD, MA, MI, MN, NH, NJ, NC, OH, PA, SC, TN, TX, VA, WI (NMLS ID 95618). Georgia Residential Mortgage
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fire Your {istings {ead Safe?

Do you need a "lead safe" or "lead-free" certification for your

rental property? We can inspect your rental and provide a
certificate in compliance with DCA and DOH requlations.

EVICTIONS & TURNOVERS
Do you have an upcoming lockout? Do you need a re-key?
We can be present for the eviction, remove the tenants' belongings, and
provide a quote on turning over your property.

RENTAL REHABS
Rehabbing a rental property? Doing a "BRRRR" style investment?
We've rehabbed dozens of rentals. Let us manage your next project.
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They are professional, punctual, and
are always just a phone call away.
They have a lot of professional
experience and offered valuable
insight and suggestions. 99

- Stephen Karakitsios,
Rental Investor

\

Email or call our office to schedule a lead inspection.

lead@sbsmro.com | (856) 885-2241
SideBySideMRO.com



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!

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

COACHING

TMI Coaching Co.

(856) 776-6886
terri.parker@tmicoaching.net

HOME & PROPERTY
INSPECTIONS

Dobbins Home Inspection, LLC
(609) 868-1053
DobbinsHomelnspection.com

Vitale Inspection Services, LLC
Carlo Vitale

(609) 751-8048
Vitalelnspection.com

Vivid Home Inspections
(609) 922-7456
VividHomelnspections.com

HOME WARRANTY

First American Home Warranty
Claudia Jones

(609) 471-8822
FirstAmRealEstate.com

INSURANCE AND
FINANCIAL SERVICES
State Farm

Missy Murray

(267) 229-3326
MissyInPhilly.com

LEAD PAINT INSPECTIONS
Side By Side MRO, LLC
(856) 885-2241
SidebySideMRO.com

LIFE / BUSINESS COACH
With Heart Coaching
Skye Michiels

(215) 266-4643
WithHeartCoaching.com

MORTGAGE
CrossCountry Mortgage
Terri Santiago-Parker
(856) 776-6886
TeamParkerCCM.com

Gateway Mortgage

Chris Wilhelm

(856) 810-1222
GatewayFirst.com/
locations-atms/Chris-Wilhelm

1O

Dobbins

Home Inspection

HOME & PROPERTY INSPECTIONS
DOBBINS HOME INSPECTION, LLC
(609) 868-1053
DobbinsHomelnspection.com

4 . March 2025

Logan Lending
Joseph Logan
(856) 430-3945
LoganLending.com

Maximus Mortgage Advisors
Matt Boyce

(856) 671-0642
MaxLoans.com

Nation One Mortgage
Blaise Menzoni

(856) 297-7087
NationOne.com/loan-officer/
Blaise-Menzoni

TD Bank

Lillian Hernandez

(609) 414-4955
TD.com/US/EN/Personal-Banking

MOVING / STORAGE

Keenan Transportation

(856) 217-5215
KeenanTransportation-NJ.com

PHOTOGRAPHY &
VIDEOGRAPHY

Kellyman Real Estate
Photography

(609) 807-8071
KellymanRealEstatePhotography.
com

STAGING

Actual Spaces
(609) 957-9892
ActualSpaces.com

TITLE SERVICES

Good To Be Home Title
(908) 621-1192
GoodToBeHomeTitle.com

Surety Title
(856) 988-8900
MySurety.com

VIDEOGRAPHER

Ryan Fuhs Videographer
(856) 448-5726
Ryn.Visual

HOME STAGING

STAGE YOUR HOUSE TO SELL FAST & FOR MORE 35

WWW.ACTUALSPACES.COM

609.957.9892

withheartcoachine.com /ithheartcoachi

SKYE
MICHIELS

Motivational Speaker,
Real Estate Expert & Coach

EXPERT INSIGHTS ON:

+ Real estate market trends

» Creating deep client connections; “The
Forever Real Estate Client"

Cultivating a growth mindset for business
SLCCesSs

» The power of CRM organization

Reverse social media strategies to en;
your sphere of influence

Finding opportunity in a changing market

ACHIEVEMENTS
Founded With Heart Coaching

23+ YEARS
IN REAL ESTATE

0. 000+ Created an accountability
community of over 6K Realtors,
Professionals & Entrepreneurs

AGENTS TRAINED

10.1K
INSTAGRAM FOLLOWERS

Created and taught hundreds of
training curriculums for Realtors
actross the country

yahoo/

. - ‘@ - LABCOAT
inman- - @ :LABCAT AN hoo.

MATIONAL REALTOR
m ASSOCIATION OF 180 '|

REALTORS
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Your Local Resource

Claudia Jones
609-471-8822
claudiajones@firstam.com

First American

_ “Protecting Client
Home Warranty™

Relationships, Budget
and Time”

orking with us 1s a breeze!

N

01 EMAIL CONTRACT
—— Allyouneedtodois
email over the contract
and we’'ll take it from
there!

02 SIT BACK & RELAX
n — Within a few days, we'll
X have everything ready.
@)
O s.‘f,! 0O

B

03 CLOSING TABLE

— Let's sign some papers!

N,

|| 04 CELEBRATE!
E —— We make the process

easier for you, so you
can focus on your
client and celebrating.

e Seamless Transactions
e Open Communication
e Personalized Service

Kristen Cappitelli
(908) 621-1192 | goodtobehometitle.com
Kristen@goodtobehometitle.com
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LENDING

Joseph R. Logan

Founder & CEO

NMLS # 2530841
Personal NMLS # 1899225

856-430-3945

jlogan@loganlending.com
/7 B
JOIN THE
MORTGAGE MOVEMENT

Kristin Brindley Melissa Gale Wendy Ross Lexy Broussard

Chris Kellyman
Photographer

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers

magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the
publisher may be held liable or responsible for business practices of these companies.

PHOTOS & VIDEOS
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SOCIAL MEDIA CONTENT
FOR BUSINESSES

IRYN

VISUAL

RYAN FUHS
ryanfuhs38(@gmail.com
856-448-5726

ryn.visual
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PUBLISHER’S NOTE

REENAN

TRANSPORTATION
MOVING AND STORAGE

-

‘, Large Enoifgh to Handle.

W Small Fnough to Care.
v n | | . i
Why Us? || Se—
| + 100% Guarantee - We guarantee a quoted price that
“ won't change, no matter what happens during your move.

1 + 15 trucks '

\i—l40 background-checked employees

- N\ rving all 50 states . -
+ 25 years of experience in local and long-distance

March marks an exciting time for South Jersey Real Producers Our events are designed to inspire, connect, and celebrate Commercial, residential, and senior__moving services

as we officially update our Top 500 agents list for 2025. the remarkable professionals who define excellence in — - _OS|

/ .

Congratulations to the outstanding agents whose hard work our industry.
and achievements earned them a place in this elite group. You
should have received your 2025 Top 500 badge—a symbol of As we move into spring, take a moment to reflect on your = . "
your success and dedication to excellence. journey and the exciting opportunities ahead. Success in real ’ e >
estate isn’t about luck—it’s about strategy, resilience, and - > [
This month also brings an important milestone for our team: staying open to new possibilities. —— ' |
four years since the launch of the South Jersey publication. ‘ vE rr:' j‘ql ".‘k J\J
What started as one community has now grown into seven We’d love to hear from you! If you have feature story J : L“_' | | i:r'l'] 0l
markets nationwide, thanks to the incredible agents and ideas, event suggestions, or questions about this incredible ‘;J' I _:I U:u-u J :ETﬂ‘_ P
. , . Bludlng and Sioraygeg
partners who have supported us along the way. community, feel free to reach out. Here’s to a fantastic 2025, the e r :
start of our fifth year, and many more milestones ahead—we ‘ 1 | e .
As part of this prestigious network, we invite you to connect can’t wait to celebrate with you!
with fellow top producers at our exclusive events throughout
the year: Cheers to an extraordinary year ahead!

Mastermind - April 3rd

Denim & Diamonds Night — June 3rd

Mastermind — Oct 16th

Bonus Virtual Mastermind — Uniting all seven markets for a
powerful, shared experience in July

Kristin Brindley

Owner/Publisher MOVing queStionS? ContaCt US.

South Jersey Real Producers

nsomes (856) 217-5215 - KeenanTransportation-NJ.com
sun@lristinbrindley.com info@keenantransportation-nj.com
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Q: Who receives this magazine?

A: The top 500 agents in the South Jersey area. We pull the
MLS numbers each year (by volume) for agents licensed

in our service area, which includes Burlington, Camden,
Gloucester, Cumberland, and Salem counties. We cut off the
list at number 500, and the next year’s distribution is born.
We did this again in January, based on the new top 500 agents
in sales volume for 2024.

Q: What is the goal of this magazine?

A: Real Producers is about building a stronger, more connected
real estate community. We believe that when we surround
ourselves with successful, like-minded individuals, we can
grow to new heights. This magazine is a platform designed to
bring together the top 500 real estate agents and our trusted
preferred partners, fostering an exclusive and collaborative
network. Each month, we share inspiring stories, celebrate
successes, and promote events that connect, inform, and
inspire. Our mission is to build relationships and empower
growth within the real estate industry.

Q: Does Real Producers have events?
A: Yes! We will have specific networking events throughout
the year.

Q: What is the process for being featured in this magazine?
A: Being featured is simple and starts with a nomination.
REALTORS®), affiliates, brokers, office leaders, and even
self-nominations are welcome! If you know someone with

an inspiring story, exceptional leadership, top-tier customer
service, or a remarkable commitment to giving back, we’d love
to hear about them.

12 - March 2025
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Since launching South Jersey Real Producers four years ago, we’ve often
heard the same questions. To save time, we’re sharing the answers here.
Remember, this publication is your voice, and our door is always open to

discuss anything about our community!

To nominate, send an email to wendy@kristinbrindley.com
and share why you believe they should be featured. Your
insights help us uncover stories we may not know about. Once
a nomination is submitted, we’ll reach out for an interview to
ensure the feature is a great fit. If selected, our team will take it
from there, coordinating an article write-up and scheduling a
professional photo shoot.

Q: What does it cost a Realtor/team to be featured?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so
nominate away! The only small fee you may incur would be for
professional lifestyle photos for the article.

Q: Who are the Preferred Partners?

A: Anyone listed as a “preferred partner” in the front of the
magazine is part of this community. They will have an ad in
every magazine issue, attend our events, and be part of our
online community. We don’t just find these businesses off the
street, nor do we work with all businesses that approach us.
One or many of you have personally referred every single
preferred partner you see in this publication. Our partners
hold a special piece to this puzzle since their partnership helps
support our monthly publication. Without them, we wouldn’t
be able to feature our top agents or host our social events.

Q: How can I refer a Preferred Partner?

A: If you know and want to recommend a
local business that works with top Realtors,
let us know!

SOUTH JERSEY

RP

BY THE
NUMBERS

WHAT SOUTH JERSEY'S TOP 500 AGENTS SOLD

TOTAL
TRANSACTIONS

LISTING SIDE
TRANSACTIONS

7,253

AVERAGE
SALES VOLUME
PER AGENT

/M
$10.6M

$5.3B

TOTAL
\D SALES
VOLUME

BUYING SIDE
TRANSACTIONS

O AVERAGE
j. TRANSACTIONS

PER AGENT

26.19
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For information on all South Jersey Real Producers events,
connect with us at info@southjerseyrealproducers.com

June 3, 2025 | 5-8 PM
Location TBD

we’ll help them find the right loan.

TD Right Step Morigage TD Home Access Morlgage cﬂﬂtﬂctﬂnﬂﬂfmr
Term 20-vear ed-mte A nor Rradiota Loan Officers today.
Minimum Down Payment e mdnimurm down payrmient 3% rminimum down pdaymeant
Mortgage Insurance (MI) Mo bosrowar-paid insurance Mo borrower-paid insuronce Lillian Hernander
(lender-paid Fl) (lender- Al

Low Down Payment Options Minirrurm of 500 of your Mirsirrurm of $500 of your H09-414-4955
{1-umnit properties)® cliert's own funds lient's own funds Lillian. Hernandez@td,.com
Additional e ircarms
Product Features It ate

MICOITE Census trocls Fransactions only Hans Molins
Additional home loan options are available to suit your clients’ needs. B09-230-4457

Hans.Molins@td.com

il v Bt vanes fou procerties with 7 o mose cnits See vour Mortage Lean Do for detalis E Bﬂnk
Wembes FAC, TIEani MA. | Loamsswbjectto credit apprewal. | FuatHousing Lindes &

7 ®) Vitale

\ INSPECTION SERVICES LLC
ﬂ l F? Residential | Commercial

are living and working in a sale
environment.

-Carlo Vitale

Owner and NJ
Licensed Home Inspector

'~

" OFFERING
CE COURSES

visit our site & schedule a class

% &k Wk A 161

Over 15,000 Properties Served

Licensed. Certified. Trusted

w7 4 609.751.8048
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PARTNER SPOTLIGHT

WITH HEART COACHING

kye Michiels is the kind of leader
S who thrives on action and

accountability. As the Founder
of With Heart Coaching, he is known
for his fun, disciplined, and dedicated
approach to business and personal
development. With years of experience
in real estate, he understands the
challenges professionals face, and his
mission is to help them navigate those
obstacles with confidence.

“Coaching is about more than just
strategy or tactics,” Michiels says.
16 - March 2025

Transforming Ambition into Action

BY GEORGE PAUL THOMAS

“It’s about transformation. I want to
see people become the best versions
of themselves, both professionally
and personally, by focusing on
doing business that enhances their
authenticity and humanity!”

A Natural Transition

Originally from Poughkeepsie, New
York, Michiels attended Syracuse
University before moving to
Philadelphia in 2000. His career started
as a high school history teacher but
quickly pivoted into real estate. After

two decades of working for both
Coldwell Banker and Keller Williams,
he transitioned to Compass Real Estate
as the National Head of Coaching.

For years, he focused on training and
development, helping agents maximize
their potential.

A turning point came in 2020 when

the pandemic disrupted industries
worldwide. Seeing the need for
motivation and connection, Michiels
launched The 6AMERS, a morning
accountability group that quickly gained

traction. “It started as a way to help
people stay on track, but it turned into
something much bigger,” he recalls.
“Over 6,000 people joined at some point,
and that experience showed me the
power of community-driven coaching.”

Building on that momentum, Michiels
founded With Heart Coaching in April
2024. As CEO, he is responsible for
developing training programs, leading
strategy sessions, and guiding marketing
and operations. His biggest challenge
has been convincing professionals to
invest in themselves, but he believes
that personal growth is the key to long-
term success. “People hesitate to spend
money on coaching, but when they do,
they see real transformation.”

For Michiels, the most fulfilling part

of his work is seeing people evolve.
“Watching someone gain confidence and
clarity—that’s what drives me.”

Building a Business with Purpose
Based in Philadelphia, With Heart
Coaching serves clients nationwide. Its
“Happy, Healthy, and More Human”
tagline embodies a holistic coaching
approach. Michiels manages a small,
dedicated team that includes Operations
Manager Christina Drake, Marketing
Manager Corine Ingrassia, and Client
Relations Specialist Lyramie Go.

What sets With Heart Coaching apart
is Michiels’ real-world experience.
“I've done every role inside of real
estate, and I know the challenges
firsthand,” he explains. Unlike many
coaching programs, his approach
isn’t just about revenue—it’s about
fulfillment. “When happiness comes
first, the money follows.”

The industry has changed
significantly in recent years, with
low inventory markets and increased

pressure on agents. Michiels sees
these challenges as opportunities.
“The real estate industry is evolving,
and professionals need tactical,
practical coaching to stay ahead. We
help them build profitable businesses
without sacrificing their well-being.”

His message to top-producing Realtors
is simple: With Heart Coaching helps
you make more money while living a
better life.

Life Beyond Coaching

While Michiels is deeply committed to
his business, his family and personal
interests keep him grounded. He is a
father to McKenzie (14) and Hudson (12),
and their family wouldn’t be complete
without Pickles, their pug.

“We love to travel, hit the beach, and
stay active,” Michiels says. Fitness, golf,
and exploring new restaurants are

66

Watching someone
gain confidence
and clarity—
THAT’'S WHAT
DRIVES ME.”

South Jersey Real Producers - 17



People hesitate to
spend money on
coaching, but when
they do, they see REAL

9
>

among his favorite pastimes. For him,
work-life balance isn’t just a concept—
it’s a priority.

If he weren’t coaching, Michiels says he
would return to real estate full-time. But
for now, he’s focused on helping others
find success in their own way. “I love

real estate, but coaching is where I can
create the most impact.”

A Vision for the Future

Michiels has no plans to slow down. His
vision for the next 5-10 years is to grow
With Heart Coaching into a company
that helps hundreds of thousands of

people achieve their business and
personal goals.

He lives by a few key mantras,
including “Be Where Your Feet Are,”
“The Action IS the Answer,” and
“Goals Are Not Finish Lines, But Mile
Markers.” These principles guide
both his coaching philosophy and his
personal outlook on life.

For Michiels, success isn’t just about
numbers—it’s about helping people
unlock their full potential. “I run

all of my businesses WITH HEART,
which means with love, care, passion,
and drive.”

His advice to real estate professionals?
“Keep it simple and keep it human.”

As With Heart Coaching continues to
grow, one thing is clear: Skye Michiels
isn’t just teaching success—he’s helping
people build lives they love.

If you’re ready to elevate your
business and personal life, now
is the time to invest in yourself.
Schedule a free coaching call
with Skye Michiels today.

Email skye@withheartcoaching.
com and reference Real
Producers to take the next step
toward success.

South Jersey Real Producers - 19
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VIVID

INSFECTIONS

Be Featured in
Real Producers

Apply for you or someone you know to be
featured in an upcoming article.

WHO WE FEATURE:
BUY BACK
GUARANTEE High-performing agents who've Agents who perform in the top 500 in
been in real estate for less than the market and have an interesting or
5years. inspirational story to tell.
TERMITES & WDO
W h O n e e d S Highly recommended and EF @
e . L 1 DRONE IMAGING strongly er_\dorsed .real estate and hﬁgl[;
more [ ]St I n g S F. home service providers. .E.l#-;- :-
(609)922-7456 ' (> THERMAL IMAGING
Who needs better help serving NJ & i
marketing themselves as a Realtor? Egsteria @ RECALL CHEK

S
Who is currently utilizing the most efficient
technology to improve their business?

% KELLYMAN REAL ESTATE PHOTOGRAPHY

SURETY HAS THE ANSWERS Photos « 3D:Matterport Virtual ‘Tours's Drone ¢ Video

L &

- NEXT Level!

SURETY,

TITLE COMPANY

SCAN THE QR CODE TO CHECK OUT OUR WEBSITE OR HEAD TO THE LINKS BELOW

]

'/ Office Locations: locationsmysurety.com .| Title Quote: quote.mysurety.com

[ online Order: order.mysuraty.com 7, Sales Team: sales.mysuraty.com

REQUEST AN APPOINTMENT TODAY!
609-807-8071 * KREPV.com ©®©

1.(800) 90-title | www.mysuraty.com |[f ¥ 2.in B
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Straight Talk and
Relentless Drive

BY GEORGE PAUL THOMAS
PHOTOS BY CHRIS KELLYMAN

Jason Freni isn’t your typical real

estate agent. Direct-to-the-point and
candid, he brings authenticity to every
interaction—a quality that friends,
clients, and colleagues appreciate. “I tell
you what I feel and just keep it real.,”
he says. “Anyone who knows me knows
I'wear it on my sleeve.” With roots in
South Jersey, he grew up in Audubon.
Jason’s straightforward personality
and tireless work ethic were shaped
early on. Prior to entering real estate

in 2006, Jason spent 15 years in the
auto industry, managing aftermarket
installations, and got to the point of
running a shop. These experiences
instilled a commitment to follow
through and an unrelenting focus on
details—qualities that have translated
seamlessly into his real estate career.

A Journey with Expanding Horizons
For Jason, life started out in South Jersey,
and he spent much of his early years in
Audubon, where he was raised. Despite
forgoing college—opting instead for one
brief semester—he quickly immersed
himself in the auto business, spending
15 years in the auto aftermarket
installations industry. Those years, Jason
explains, taught him the core principles
he carries into real estate today: “Keep
everything honest,” he says. “I tell
people how things are as they are, and
I've always done that.”

The straightforward approach has
shaped his philosophy in the business

Keep everything honest.
| tell people how things
are as they are, and I’'ve
always done that.”

world. In the auto industry, he honed
meticulous attention to detail and a
commitment to follow-up—traits he
views as indispensable, whether dealing
with a complex sale or guiding clients
through one of the most significant
transactions of their lives. “Whether it’s
real estate or any other field, follow-up
is key,” Jason notes. “Making sure that
jobs get done and that every detail is
attended to is essential.”

Yet, in the mid-2000s, Jason began
questioning the path he was on. Despite
his career successes, he felt constrained
by the limited growth opportunities
that corporate life often presented.

This moment of introspection led him
to pivot into real estate in 2006. He

had always held a curiosity about the
profession, dating back to the early
1990s, when friends working as realtors
sparked his interest. “I saw friends
making good money, and I thought,
‘What exactly do they do? They’d tell
me they sold houses, and I'd think,

‘Oh, that sounds fun!” he recalls. But

it wasn’t until he was ready to make a
real change that he took the leap. The
freedom of real estate—particularly the
chance to control his own time—allowed
him to balance his career with his
growing family, a key motivator for his
career switch.

Today, Jason’s successful track record in
real estate reflects his commitment and
expertise. He has served on his office’s

Agent Leadership Council (ALC) for
several years, contributing his insights
and experience to help shape strategic
decisions within his brokerage.

A solo agent, Jason’s production

has consistently ranked among the
best. He has earned the New Jersey
Circle of Excellence Silver Level for
production for three consecutive
years, underscoring his dedication and
performance. He is also a consistent
Superior Performer award winner.
Additionally, he has been recognized
as a “3 Time Culture Icon” in his office.
A testament to his influence within his
brokerage. In 2022, he was awarded
the top listing agent for the 4th
quarter, an honor that highlights his
exceptional ability to deliver in a field
of over 6,000 agents.

Jason’s real estate business is unique,

focusing on the REO market and
managing foreclosures. Many agents

South Jersey Real Producers - 23




struggle with this area, which requires
significant effort and time to master.
He manages everything from property
clear-outs to evictions and oversees all
rehabilitation projects, balancing costs
and returns for maximum value. Jason
selects designs, color schemes, and
layouts for home renovations, beginning
this work six months to a year before
properties hit the market. He enjoys
the challenges, as each project offers
something new.

His wife recently joined the business
as part of her retirement plan,
bringing her background in education
to the real estate world. As Jason’s

real estate endeavors grow, he’s also
considering building a team to manage
his expanding responsibilities while
exploring new business ventures.

A Personal Life

For Jason, family time and community
engagement go hand-in-hand with

his career ambitions. Married to his
wife, Tamah, the couple raised three
children who are now adults: twin
boys, age 24, and a daughter, age

20. Despite busy lives, Jason shares
that their family makes an annual
tradition of vacationing in Hilton Head
Island, South Carolina. “It’s something
I always look forward to,” he says,
noting the trips keep their bond strong
as the kids grow older.

also finds time for the outdoors, often
camping with his wife and their dog
Maverick. “We have a little camper we
take out,” he says. “It’s a great way

to disconnect and just enjoy each
other’s company.”

One of Jason’s dogs, he has three, is a
familiar face at his real estate office,
having even earned a feature in a local
article as “the Realtor dog.” As Jason
puts it, “He’s like the office dog, and
everyone loves him.” He just loves
coming to the office to see everyone!

His dedication to community service
shines through his involvement with
KW Cares, Keller Williams’ charitable
initiative, which donates to local and
national causes. From hurricane relief
efforts to supporting colleagues facing
tough times, Jason contributes to the
fund from every closing.

Ambitious Goals, Clear Focus

Jason has set ambitious goals for the
years ahead, driven by a shift in mindset
and inspired by just wanting to help
more people succeed. Rather than
chasing clients, he now lets business
come naturally. “If someone wants to
work with me, I expect commitment. I
offer a lot of value to my clients through
my years of real estate experience and
also life experiences.

In the short term, Jason aims to help
his wife transition into retirement after
three decades of education. “Teaching

isn’t what it used to be, and it’s time for
her next chapter,” he shares.

For Jason, success also means adhering
to a core principle: doing things right the
first time. His advice to aspiring agents?
“I think the number one reason why
agents fail is due to lack of follow-up.
Without purposeful follow-up, you won’t
see results.” He also notes, as you will
hear from many successful agents, “Go
out there and find a niche—something
you are comfortable doing—and master
it. For example, if you like doing open
houses, learn how to host the best open
house and create an awesome follow-up
program. There are many ways to get
business in real estate, but you need to
be good at one or two things to achieve
great success in this industry.”

As he continues to scale, Jason remains
firmly committed to purposeful growth
and the values that drive his business.

HAT Y

WHAT WE OFFE
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- Conventional

FHA, USDA, VA Loans

- One Close Construction
- Jumbo Loans

Renovation Loans (203k, 203h)

- First-time Homebuyer Programs

Bank Statement Programs

Equity Bridge Programs
Non-warrantable Condos
Profit & Loss Only

Down Payment Assistance

Asset Utilization

Self-employed/1099
2-1 Buydown
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maxloans.com

*Some products are offered
through third party originations.
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For First Responders and Frontline Workers

Outside of work, Jason channels his
energy into health and fitness and
plays on a men’s soccer team, which
he describes as “a true passion and
my outlet.” His team plays year-round,
with seasons in the spring and fall. He

) Fire (v Military (v EMS Teachers (. Doctors & Nurses

*This communication is not an offer for extension of credit or 8 commitment to lend. Eligibiity is subject to completion of an application and verification of home ownership
pocupancy, title, income, employment, credit, home value, collateral, and all applicable underwriting requirements. Not all programs are avallable in all areas and some
products ame offered through third panty anginations. Emm Loans, LLC, dba Maximas Mortgage Advisors, NMLS #2826 s an Equal Housing Lernder | www maxkoans. com |
BEG-664 4632 | 1950 Route 7O E, Swite 300, Cheory Hill, NJ 08003 | hitps.maxdoans com/state-licensing/. Offers may vary and are subject to change at any time without notice
hitps:ffoww nmisconsumeraceess arg/EntityDetads aspu/COMPANY 2926

Friday tradition! We frequent Brooklyn Pizza almost every week and love supporting our favorite
local small businesses—great food and even better community!
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Crafting A Career Of Connection And Success

BY GEORGE PAUL THOMAS
PHOTOS BY CHRIS KELLYMAN

Nick Christopher’s journey into real estate is as authentic as it
gets. Reserved by nature but steadfast in determination, Nick
carved out his place in the competitive world of real estate
through resilience, hard work, and an unshakable belief in
the value of building strong connections. As the leader of
Christopher Property Group under RE/MAX Community, he’s
not just a REALTOR®—he’s a trusted guide helping clients
navigate one of the biggest decisions of their lives.

From Surveyor to Realtor

For Nick, success in real estate wasn’t planned from the start.
Born and raised in Philadelphia and moving to South Jersey
in middle school, his professional life began far from property
showings and closing deals. With a few college courses under
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his belt, Nick started his career as a land surveyor. The job
required precision and a keen eye for detail—qualities that
would later become invaluable in his real estate work.

“Surveying taught me the importance of laying a solid
foundation. Whether it’s land or relationships, you need
something strong to build on,” Nick reflects.

But in 2006, life threw him an unexpected curveball. Nick was
laid off just weeks before buying his family home, with his
first child turning one. Instead of feeling defeated, he saw an
opportunity. “I'd always had an interest in real estate, and that
moment was the push I needed to take the course and go all
in,” he shares. What started as a leap of faith quickly turned

into a full-time career, one that aligned perfectly with his
values of hard work and adaptability.

“Real estate is a career where your efforts directly translate
to results. If you stay consistent, the rewards can be life-
changing,” he emphasizes. Nearly two decades later, this
philosophy continues to guide him as he balances personal
growth with professional success.

Leading by Example

Today, Nick is at the helm of Christopher Property Group, a
team that thrives under his responsive and solution-driven
leadership. In 2024, the group completed 76 transactions,
closing an impressive $23.8 million in total volume. For 2025,
they’re on track to surpass that with a projected $30 million.

Nick’s accolades speak volumes about his commitment to
excellence. Since 2015, he has consistently been an NJAR
Platinum Producer and has received the award since 2010. In
2022, he became a member of the RE/MAX Platinum Club. His
achievements include being the #1 Century 21 Agent in New
Jersey in 2021 and leading the #1 Century 21 Team in New
Jersey in 2022, as well as receiving numerous other accolades,
including recognition from Philadelphia Magazine and guest
appearances on podcasts for his knowledge and experience.

When asked what sets him apart from other REALTORS®,

Nick points to his ability to listen and adapt. “It’s about
responsiveness and being easy to work with. At the end of the
day, our job is to close the deal. I focus on finding solutions that
work for everyone,” he explains.

This collaborative mindset isn’t just a strategy—it’s a defining
feature of Nick’s approach to business. Clients and colleagues
alike appreciate his calm demeanor and ability to navigate
challenges with pragmatism and patience.

The Family Man

Nick’s life isn’t all about contracts and closings. His heart lies
with his family—his wife, Gretchen, and their two children,
Marco, 17, and Giana, 14. Family time is sacred for Nick,
whether it’s traveling, exploring new restaurants, cheering at
the kids’ sports games, or watching the Eagles play on Sundays.

“Watching Marco and Giana pursue their passions and grow
into themselves is one of my greatest joys,” he says.

Outside of work, Nick enjoys spending time with friends,
staying active at the gym, and dreaming about the next big
adventure. If not in real estate, he imagines he’d still be in an
industry tied to his passions for housing or cars—two areas

|
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that, like real estate, allow him to
combine strategy with creativity.

Nick’s commitment to
community is just as strong

as his dedication to family.
Through Christopher Property
Group, he actively supports
causes like the Unforgotten
Haven and sponsors families in
need during the holidays. When
small businesses were struggling
due to COVID-19, Nick launched
a series of small business interviews to spotlight and support
local entrepreneurs, with nearly 30 interviews conducted to
date and more planned for the future. “Giving back is a way
to stay connected to what matters most. It’s about more than
business; it’s about making an impact,” he shares.

A Blueprint for Success

Nick isn’t slowing down anytime soon. In the next 5-10 years,
he envisions expanding his rental portfolio, purchasing a
vacation home, and growing Christopher Property Group by
adding 2-3 more agents. His leadership style, grounded in goal-
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setting and execution, ensures that his team remains focused
and motivated.

“There’s no tomorrow; let’s get all this s**** done today,” Nick
quotes Dana White with a laugh. But the sentiment behind it
is serious. His approach combines urgency with intentionality,
ensuring that both his personal and professional goals are met
head-on.

For those looking to break into the industry or reach new
heights, Nick offers tried-and-true advice: “Stay consistent.

Don’t chase every new fad—stick to the
basics. A handwritten card will always
mean more than a text or email. And
most importantly, listen to your clients
and tailor your approach to their needs.”

Nick Christopher’s story is a testament
to the power of resilience, adaptability,
and a relentless drive to succeed. From
navigating a career shift to building

a thriving business, he embodies

what it means to turn challenges

into opportunities. Whether guiding
his clients to their dream homes or
mentoring his team to greatness, Nick
proves that with hard work and heart,
anything is possible.

Stay consistent. Don’t chase
every new fad—stick to
the basics. A handwritten
card will always mean more
than a text or email. And
most importantly, listen to
your clients and tailor your
approach to their needs
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W TMI
Business Coaching

UNLOCK YOUR FULL POTENTIAL AND ACHIEVE EXTRAORDINARY SUCCESS

WHAT WE OFFER

PRODUCTIVITY & TIME MANAGEMENT
FINANCIAL MANAGEMENT

DEFINING GOALS & IMPLEMENTING PLANS
STRATEGY & DEVELOPMENT

TRAINING ON LEADERSHIP

SYSTEMS & GROWTH

« & & 8 = @

SET UP YOUR
6’ ORIENTATION TODAY!

Ypur 7{,,{@ 856-689-6331

rri Santiaogo-Parker
ounder & Coach
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WE HELP YOU CLOSE DEALS.

Fast, hassle-free insurance for your clients- so you
\ ) can focus on selling homes.

StateFarm

oo

Quick & Free Quotes @
Seamless Closings @

Bilingual @

Serving PA, NJ, NY, DE, & MD o

Missy Murray | State Farm® Insurance Agent

Call or Text 24/7 ‘ H\
(215) 613-0262

THE PARKER TEAM

CROSSCOUNTRY MORTGAGE™

WHAT’S YOUR

Your Success is Our Priority:

« Bilingual Team:

We speak your clients’ language for
smooth, stress-free transactions

Event-Driven Growth:

We just hosted 3 major events to
help realtors connect and thrive.

Residential & Commercial Loans:

From homes to businesses, we've
got your financing needs covered.

In-House Marketing Support:

Flyers, swag, social mediag,
newsletters - let us handle the
details.

We're more than just a lender - we're your partner in success.

| absolutely love working
with CrossCountry
Mortgage. | trust them
with every deal | send
them. My clients have

been beyond happy with
the work they do, and
everyone on Terri Parker’s
team is hardworking and
committed. | trust them

so much with my
business!

TErrI Snntmga Parher | Divisional Vice President
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9151 Currency St.
Irving, TX 75063

DANA AILES
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EXPERIENCE IN THE MORTGAGE INDUSTRY

BEST ADVICE I'VE RECEIVED

much you CARE
MOST SATISFYING PART OF WORKING WITH CLIENTS

nacmevable, YWalking inta a closing and -.;:_'l':_l"i-!': d Dig

hiug and in some cases tears....Makes it all worth it
HOW I'M DIFFERENT FROM OTHER LOAN OFFICERS
| am a Veteran. When Lwas in the Air Force, | learned

that reqardless of what job you are assigned, you do it

with 100% conviction. That means going above and
o i VN . Tl vl e | Al T i Foi v e e
2EVoOng T dil OF auLy 1dL 1S What | Q0 Tar my |_| NS

LAST BOOK | REA

Bob Burg & Jehn David Mann

P
& Gdﬁiﬁgy

908.409.0344
Dana.Ailles@GatewaylLoan.com




