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Residences from the $500s to over $7 million

South Naples beckons… introduce your clients to these three sought-after communities,  
with new neighborhoods, new models and new floor plans.

THE BUILDER YOU ADMIRE
IN THE COMMUNITIES YOU DESIRE

2639 Professional Circle  |  Suite 101  |  Naples, FL 34119  |  239.592.7344  |  StockDevelopment.com
*FOR A LIMITED TIME. CERTAIN RESTRICTIONS APPLY. COMMISSION PAID AT CLOSING OF THE HOME. SEE SALES ASSOCIATE FOR DETAILS.  PROGRAM IS SUBJECT TO CHANGE WITHOUT NOTICE. THIS 
PROGRAM IS VALID FOR ALL SALES WITHIN FIDDLER’S CREEK, NAPLES RESERVE AND THE ISLES OF COLLIER PRESERVE AND DOES NOT APPLY TO OTHER LOCATIONS. BROKER PARTICIPATION WELCOMED. 
ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING THE REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS REFERENCE SHOULD BE MADE TO THE 
DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE.NOT AN OFFERING WHERE PROHIBITED BY STATE LAW.

AT 
FIDDLER’S

CREEK
From the $500s

AT 
NAPLES 

RESERVE
From the $500s

AT 
THE ISLES OF

COLLIER PRESERVE
From the $600s

‘ 
‘ 

EARN

5% 
COMMISSION*

FLStockDevelopment

StockDevelopment



Brokers Welcome  Broker must accompany client during client’s initial visit to this community. Both the client and Broker must execute the Developer’s Registration Form on the initial visit. Broker must also execute the Developer’s Broker Participation 
Agreement. Broker bonus subject to change without notice. Valencia Bonita is being developed and sold by Bonita Springs Associates I, LLLP. Valencia Bonita is designed for residents aged 55 & older, and is intended to meet the exemption under the 
Federal Fair Housing Act. This is not an offering in states where prior registration is required. Prices, terms and features are subject to change without notice. ©2017 10400-016 6-27-17

55+ L IVING AT ITS BEST!55+ L IVING AT ITS BEST!
B O N I T A  S P R I N G S  f r o m  t h e  m i d  $ 3 0 0 s - $ 6 0 0 s

The 55+ 

LIFESTYLE 
tour the 
Clubhouse today!

CARLYLE - $650,900
3 BR, 3½ BA, Club Room, Great Room, Screened Covered Patio, 3-Car Garage

NANTUCKET - $367,900
2 BR, 2 BA, Great Room, Screened Covered Patio, 2-Car Garage

JULIA - $565,900
3 BR, 3½ BA, Den, Great Room, 3-Car Garage

CHANDON - $495,900
3 BR, 3 BA, Den, Great Room, 2-Car Garage

GLHOMES.COM  •  (239) 308-4600  •  Decorated Models Open Daily: 9am - 5pm 
28382 Turin Court  •  Bonita Springs, FL 34135  •  Take I-75 to Bonita Beach Road, then go East 4 miles and follow the signs.

 Broker must accompany client during client’s initial visit to this community. Both the client and Broker must execute the Developer’s Registration Form on the initial visit. Broker must also execute the Developer’s Broker Participation Agreement. *Broker bonus subject to change without notice and is available on early move-in homes, see sales associate for details.  
Valencia Bonita is  being developed and sold by Bonita Springs Associates I, LLLP. Valencia Bonita is designed for residents aged 55 & older, and is intended to meet the exemption under the Federal Fair Housing Act. This is not an offering in states where prior registration is required. Prices, terms and features are subject to change without notice. ©2020 10400-016  3/2/20

B R I N G  YO U R  C L I E N T S  T O D AY !B R I N G  YO U R  C L I E N T S  T O D AY !

CLUBHOUSE 
NOW OPEN!

With sophisticated new single-family and villa home designs, luxurious 
standard features, and an exciting, activity-filled 45,000 sq. ft. resort-style 
clubhouse, Valencia Bonita is redefining the 55+ lifestyle on Florida’s Gulf 
Coast.  Bring your clients today to tour fabulous Clubhouse and our 13 
designer-decorated models! 

10400-016 Naples Realtor Mag APR 2020-e.indd   110400-016 Naples Realtor Mag APR 2020-e.indd   1 3/3/20   10:47 AM3/3/20   10:47 AM
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DOWNING-FRYE REALTY, INC.

Naples:

Mike Hughes, 
Vice President
(239) 398-7572
MHughes@DFryeRealty.com

Naples, Marco Island,
Bonita Springs:
Shawn Strodoski, 
Recruiting Manager
(239) 330-0845
Shawn@DFryeRealty.com
www.JoinDFR.com

Bonita Springs:

Jerry Murphy, 
Mgr. Bonita Springs
(239) 877-2002
JMurphy@DFryeRealty.com

You’ve known our name since 1962.
OFFICES: 180 9th Street S. (U.S. 41), Naples, FL 34102   |  3620 Tamiami Trail N., Naples, FL 34103

27399 Riverview Center Blvd. #101, Bonita Springs, FL 34134  |  719 Bald Eagle Drive, Marco Island, FL 34145

FOR A CONFIDENTIAL DISCUSSION  PLEASE CALL:

You’re Worth More
at DOWNING-FRYE REALTY, INC.

If your answer is “NOT ENOUGH”, then call us to 

discover WHAT YOU WOULD HAVE EARNED if you had been

 with Downing-Frye Realty, Inc.

VOTED THE BEST
BEST REAL ESTATE OFFICE IN NAPLES 

FOR 17 OUT OF 18 YEARS
(NAPLES DAILY NEWS)

BEST REAL ESTATE OFFICE IN BONITA
FOR 10 YEARS (NEWS-PRESS)

Just do the math:
AVG. CLOSED SALES PRICE

$518,877*
ANNUAL CLOSED SALES 

2,805*

*1/1/19 – 12/31/19

COMMISSION

 100%

What’s in your pocket?

df



4

NaplesREALTOR®  |  Q2 2020

NABOR ® OFFICERS 2020
PRESIDENT 

Lauren Melo  

PRESIDENT-ELECT    
Corey McCloskey

VICE PRESIDENT/SECRETARY  
 Adam Vel lano

TREASURER    

Nick Bobzien
 

NABOR ® DIRECTORS 2020
Bil l Archer

Ryan Blegg i 

Chip Olson

Leah Paige

Jim Pi lon, Legal Advisor

PJ Smith

Paula Angelopoulos Urbinat i
Terr i lyn VanGorder

 
 

NABOR ® COMMITTEES 2020
Thank you for volunteer ing!

BUDGET & FINANCE

Nick Bobzien, Chair

COMMERCIAL
Darren Schoof, Chair

Gerald Lefebvre, Vice Chair 

COMMUNITY INVOLVEMENT 
Heather Haynes, Chair

Corl in Tucker, Vice Chair

EVENTS FOR NETWORKING
Terr i lyn VanGorder, Chair 

Jo Carter, Vice Chair

EVENTS–EXPO
Jorge Velasquez, Chair

dale Kubala, Vice Chair

EVENTS–ECONOMIC SUMMIT
Rick Fiorett i , Chair

Terr i lyn VanGorder, Vice Chair

EVENTS–GOLF
Mike York, Chair

Jordas Reyes, Vice Chair

EVENTS–PROFESSIONAL RECOGNITION
Mary Wal ler, Chair
Pat Ruf f, Vice Chair

GLOBAL BUSINESS
Izabela Wright, Chair

Nico Paredes, Vice Chair

GOVERNMENTAL ISSUES
Spencer Haynes, Chair

Stuart Tackett , Vice Chair

GRIEVANCE 
Diane Swick, Chair

Jim Pi lon, Vice Chair

LEADERSHIP DEVELOPMENT 
Ron Coburn, Chair

Renee Hahn, Vice Chair

LEGAL RESOURCES
Carr ie Lademan, Chair
Bi l l Morr is, Vice Chair

MEDIA RELATIONS
Lauren Melo, Chair

MEMBERSHIP
Gwen Davis-Gideon, Chair
Mari lyn Sainz, Vice Chair

MEMBERSHIP-NABOR® MAGAZINE
Mary Wal ler, Chair

MEMBERSHIP-NABOR® HISTORY
Spencer Haynes, Chair
Phi l Wood, Vice Chair

MLS 

Rick Baransk i, Chair
David Puskar ic, Vice Chair

PROFESSIONAL DEVELOPMENT
Debbie Zv ibleman, Chair 

Mike York, Vice Chair

PROFESSIONAL DEVELOPMENT–
INSTRUCTOR ADVISORY COUNCIL 

Amy Reinholdt, Chair

PROFESSIONAL STANDARDS
Wes Kunk le, Chair 

Pat P itocchi, Vice Chair

PROFESSIONAL STANDARDS–MEDIATION
Mario Val le, Chair 

Spencer Haynes, Vice Chair

RPAC
PJ Smith, Chair 

James Hinson, Vice Chair

YOUNG PROFESSIONALS NETWORK
David Jablonsk i, Chair 

Mar iana Birmingham, Vice Chair

 

NAPLES REALTOR ® MAGAZINE 
EDITORIAL BOARD

Marcia A lbert , Director of Market ing  
Derr ick Botana

Liz Cashman
Lauren Faby

Shel ly Jennings
Josh Neely

Tony Spano 
Paula Angelopoulos Urbinat i

Terr i lyn VanGorder, Director L ia ison
Mary Wal ler, Chair

NABOR ® STAFF 

CHIEF EXECUTIVE OFFICER 

Marty Manion

ADMINISTRATIVE ASSISTANT 

 Taiana Londono 

ADMINISTRATIVE ASSISTANT TO THE  

EXECUTIVE COMMITTEE 
Deborah Linv i l le

ASSISTANT TO THE CHIEF FINANCIAL OFFICER  
Deb Joyner

CHIEF ADMINISTRATIVE OFFICER 
Cor ie Chase

CHIEF FINANCIAL OFFICER 
Carl Russel l

COMMUNICATIONS/EVENTS COORDINATOR                      

Melissa Bognask i

DIRECTOR OF MARKETING 
Marcia A lbert

DIRECTOR OF MEMBERSHIP 
El izabeth Sagg io

DIRECTOR OF PROFESSIONAL  

DEVELOPMENT SERVICES 
Michel le McKenna

MEMBERSHIP ADMINISTRATORS 

Sherry Olson 
Zachary Duval l

MLS SUPPORT SPECIALIST 

Cheyenne Luckey

NETWORK TECHNICIAN 

Michael Bryant

REALTOR® STORE MANAGER 
Pam Ramsay

RECEPTIONIST 

Joan Welsher

VICE PRESIDENT OF MLS & BUSINESS TECHNOLOGY 

Eben Moran

VICE PRESIDENT OF PUBLIC POLICY 

Daniel le Brazi l Hudson 

VIDEOGRAPHER 

Wade Mastro

Naples REALTOR® magazine, 
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Board of REALTORS®, publ ished quarterly  
by the Naples Area Board of REALTORS® 

1455 Pine Ridge Road, Naples, FL 34109-2187

www.NABOR.com

www.NaplesArea.com

Phone: (239) 597-1666  Fax: (239) 597-7725

REALTOR® is a registered collective membership mark which may be used only by real estate professionals who are members of the NATIONAL ASSOCIATION OF REALTORS® (“NAR”) and 
subscribe to its strict Code of Ethics. The Code of Ethics of NAR® establishes a public and professional consensus against which the practice and conduct of REALTORS® may be judged. In joining a 
Board of REALTORS®, REALTORS® signify their intention to abide by the Code and thereby enhance the public and professional image of themselves and all other REALTORS®. Adherence to the 
Code is the first great bond between REALTORS® throughout the country.

Non-NABOR® advertisements herein do not imply NABOR®’s endorsement of any advertised product, service, or opinion. This publication is provided “as-is” without any representation or warranty, 
express or implied.

FOR ADVERTISING 
OPPORTUNITIES, PLEASE 

CONTACT:

Kimberley Evans 
Associate Publisher 

(239) 449-4157 
or kevans@gulfshorelife.com



We Help Real Estate Agents

Rough budgets to renovate a listing 
 to alleviate potential buyer cost concerns. We pay 

3% referral fee on our base contracts no limit.

Let Us Help You  
Close Your Next SALE!

Call 239.254.1990  •  www.turnkeynaples.com  •  6250 Shirley Street, Suite 502, Naples, FL 34109
License #CGC1509856

VOTED NAPLES BEST
RESIDENTIAL REMODELING COMPANY

10 TIMES

R E M O D E L S    |    A D D I T I O N S    |    N E W  H O M E S

0817.TurnKey.NABOR.indd   1 7/12/17   9:44 AM
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© Copyright Naples REALTOR® is published by Gulfshore Life, LLC. The entire 

document of Naples REALTOR® is © 2019 by Gulfshore Life, LLC. No portion 

may be reproduced in whole or in part by any means, including electronic 

retrieval systems without the express written permission of the publisher. 

Editorial content does not necessarily reflect the opinions of the publisher 

of this magazine. Editorial or advertising does not constitute advice but it is 

considered informative. Gulfshore Life is locally operated. 

As finalists in Gulfshore Life’s Readers Choice Awards 
for three years running, it’s more than luck that our 

country club community comes out on top. 
Show us with confidence. 

 
 

 
 
 
 
 
 
 JoinEagleCreek.com

Voted the “Best” 
Tennis Facility and 

Golf Course in Naples 
3 years in a row

PURCHASE OR REFINANCE

MOORELENDINGGROUP.COM

239.319.2579

Sierra Pacific Mortgage Company, Inc. dba Moore Lending Group. 
©2019 Sierra Pacific Mortgage Company, Inc. NMLS # 1788. (www.
nmlsconsumeraccess.org) Equal Housing Lender. Licensed in 
Florida MLD219. Branch  NMLS  1790434.



BIG ENOUGH TO IMPRESS,  
SMALL ENOUGH TO MAKE FRIENDS.

Is there such thing as a perfectly sized 
community? Where neighbors are never 
strangers and a welcoming spirit brightens 
each day? The answer is clear at Talis Park, 
where sweeping vistas and stunning design 
meet charm, intimacy and a thirst for living. 
Discover a most extraordinary community in 
the heart of paradise. You’ll see it fits just right.

Luxury Residences From the $600s   
239.449.5900   |   Naples, Fl

TalisPark.com

Broker participation welcomed. Prices, plans and specifications subject to change without notice. Oral representation cannot be relied upon as correctly stating the representations of the developer. For correct  
representations reference should be made to the documents required by section 718.503, Florida statutes, to be furnished by a developer to a buyer or lessee. Not an offering where prohibited by state law.

NEW ISOLA BELLA NEIGHBORHOOD 
OFFERING COMMISSIONS UP FRONT!



MESSAGE FROM THE PRESIDENT

O ONE KNOWS how bad the impact 
of the COVID-19 virus will be, which 
is why NABOR® is taking steps to slow 
the spread of the virus and protect our 

members and the public.
We have implemented the following proce-

dures to help keep you, your family and your 
business healthy and safe. 

In accordance with the recommendations and 
directives from the Centers for Disease Control and Prevention, along with local, state and 
federal regulators, and in order to minimize the spread of the Coronavirus (COVID-19), we 
have augmented our in-house cleaning procedures, increased frequency of cleanings and 
either canceled or postponed upcoming member events. While the decision to postpone 
some of our highly anticipated annual events was difficult to make, we are looking forward 
to rescheduling them in the future and anticipate your participation. 

We also understand that working environments have been dramatically impacted and 
many of you are now working from home. It is important for each of you to reach out to 
your Broker for guidance on office policies. It may be recommended that you speak to your 
customers in advance of any showings and to explain that there may be challenges when 
scheduling showings. It is imperative we follow the Code of Ethics in not only how we treat 
our fellow members but how we treat the public as well.

The Naples real estate market has shown resilience over the past few weeks. The number 
of interested buyers submitting contracts for homes was up 16.9 percent from Feb. 24 
through midday Tuesday, March 10, as compared to the same dates last year. Pending 
sales in 2020 during this date range totaled 824. In 2019, it was only 705. In addition, 
closed sales were up during that same time by 20 percent. Comparing February 2020 to the 
same month a year ago, average showings per listing were also better than last year despite 
the stock market’s wild ride in February and March, this year. The 5 showings per listing 
increased by 35 percent over February 2019's statistic of 3.7.

NABOR® realizes that the MLS is the lifeblood of your business. To be supportive 
through these trying times, your Board of Directors has voted to extend the deadline for 
MLS subscriber fees beyond April 1 to provide all members with uninterrupted service to 
their most important business tool, the MLS. Details to follow.

NABOR® will help our members weather this crisis as safely as possible. We ask that all 
members show kindness and support to one another. Together, we will survive this crisis 
and so will our industry.

I thank you for your membership and I am honored to be your 2020 President. 

Sincerely,

Lauren Melo
President

N

Helping 
members 
weather the 
pandemic
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A Florida Bar Board Certified 
Specialist in Real Estate Law, 
Kevin Lottes is proud to be 
named in the Best Lawyers in 
America for the eleventh year in 
a row. He credits these honors 
to his unwavering commitment 
to excellent client service.

The hiring of a lawyer is an important decision 
that should not be based solely on advertisement. 

Before you decide, please visit our website at  
www.swbcl.com to read about our  

qualifications and experience.

Kevin R. Lottes
Real Estate   Corporate

239-552-4114

9132 Strada Place
Suite 207

Naples, Florida 
Kevin@LottesLaw.com

239-552-4178 (Fax)

file:///U|/Documents/Marketing/Copies%20of%20Ads%20&%20Logos/Certification%20logo%20RE.htm[11/27/2013 2:10:59 PM]



R E S E R V E  Y O U R  P L A C E  I N  PA R A D I S E  T O D AY 

5 8  S T U N N I N G  R E S I D E N C E S  F R O M  T H E  H I G H  $ 9 0 0 s

Sales Center Open Daily   •   GrandviewBayBeach.com   •   239-307-0211

4530 Bay Beach Lane, Fort Myers Beach, FL 33931 

 * ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING 
REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS, 
MAKE REFERENCE TO THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA 
STATUTES, TO BE FURNISHED BY  A DEVELOPER TO A BUYER OR LESSEE. TERMS 
AND CONDITIONS SUBJECT TO CHANGE. 3% REALTOR COMMISSION IS PAID ON 
SIGNED CONTRACTS WITH NO CONTINGENCIES, NON-REFUNDABLE 20% DEPOSIT 
HAS BEEN RECEIVED, AND RESCISSION PERIOD HAS EXPIRED. ©2020

D E V E L O P M E N T  G R O U P

A Project by

Welcome to Elevated  
Waterfront Living 

NOW UNDER CONSTRUCTION
3% COMMISSION - 100% PAID UP FRONT*

THE ONLY NEW TOWER WITH WALKABILIT Y  
TO THE BEACH ON ESTERO ISL AND

S PA C I O U S  R E S I D E N C E S  R A N G E 
F R O M  2 ,4 0 0  TO  2 , 9 0 0  S Q .  F T.

R E S O R T- I N S P I R E D  A M E N I T I E S

L U X U R I O U S  F E A T U R E S  
A N D  F I N I S H E S

P R I VA T E  G A T E D   C O M M U N I T Y

B O A T I N G  A C C E S S  TO  G U L F 
W I T H I N  M I N U T E S

WA L K A B L E  B E A C H  E N T R A N C E 

LBH-209 Grandview #8 Nabor 2020-02-9_8.12510.75_FR2.indd   1LBH-209 Grandview #8 Nabor 2020-02-9_8.12510.75_FR2.indd   1 2/19/20   9:06 AM2/19/20   9:06 AM



Florida Locations: Bonita Springs/Estero, Cape Coral, Captiva Island, Fort Myers, Naples/Marco Island, Ocala and Sanibel Island
North Carolina Locations: Cashiers, Highlands and Sapphire Valley/Lake Toxaway

• Agent Success and Development a Priority
• Largest Independent Local Brokerage
• Rich History Delivering Legendary Service
• Free Global Marketing 
• Offices Across the Region and Beyond
• Opportunities With Buyers, Sellers, Investors and Vacation Guests 

RoyalShellRealEstate.com  |  239.235.0580

Join our market-leading team of real estate professionals today  
and rise to your full potential.

WE MAINTAIN THE LEAD  
WITH A WINNING TEAM.

Surpass all your goals for business and professional growth with us.
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On New Year’s Eve, Florida native Budge 
Huskey took over as CEO of  Naples-based 
Premiere Sotheby’s International Realty, 
bringing with him 35 years of  experience in the 
real estate industry. 

Huskey, who watched his father succeed in 
real estate over a 60-year career, grew up to 
understand that the business is about more than 
sales and technical knowledge. It’s really about 
understanding people and creating genuine, 
personal relationships–a priority among 
Premiere Sotheby’s 1,160 agents. With these 
high standards, comes success–the brokerage 
ended 2019 with a record-breaking $5.2 billion 
in sales. 

Huskey is optimistic about the future of  the 
market, and why shouldn’t he be? After all, the 
Naples Area Board of  REALTORS® recently 
released sale figures showing that 2019 was the 
strongest year in local sales that the association 
ever recorded. The local market was up 5.6 
percent in sales and Premiere Sotheby’s in 
Naples was up 11 percent–almost doubling the pace of  the market. 

“It is a testament to the quality of  our people,” Huskey says. “It is all about the talent of  our agents and 
how professional they are and how committed they are to this business.”

Before coming to Southwest Florida, Huskey spent about six years working as the global CEO of  
Coldwell Banker Real Estate, in New Jersey. We sat down with him to discuss his life and career. Here are 
the highlights of  that conversation. 

Coming home to take the 
reins at Premier Sotheby’s 
 |  BY MIKAYLA CONNOR 

BUDGE HUSKEY



ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCE TO THE INFORMATION CONTAINED HEREIN AND THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA 
STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. Community features, amenities and pricing are approximate and subject to change without notice. The information and materials displayed on materials provided to you are solely intended to provide general information about proposed 
plans of WSR-Bonita Bay, LLC. These proposed plans are conceptual in nature and are subject to change or cancellation (in whole or in part) at any time without notice. Land uses, public and private facilities, improvements, and plans described or depicted on any materials are conceptual only, subject to gov-
ernment approvals and market factors, and subject to change without notice. Nothing in these materials obligates WSR-Bonita Bay, LLC, or any other entity to build any facilities or improvements, and there is no guarantee that any illustrated or described proposed future development will be implemented. 
Neither the information and materials provided to you, nor any communication made or given in connection with and of the foregoing may be deemed to constitute any representation or warranty or may otherwise be relied upon by any person or entity for any reason whatsoever. Equal Housing Opportunity.

Models & Sales Center Open Daily   |   26951 Country Club Drive, Bonita Bay   |   239.301.4940   |   SeaglassAtBonitaBay.com   |

It’s our Developer Closeout 
and perfect time to claim your home.

IT’S YOUR LAST CHANCE 
SEAGLASS IS ALMOST SOLD OUT

Luxury Coastal Contemporary 

Tower Estates from

$895,000

MOVE IN TODAY

$25K BONUS
TO REALTORS FOR SEAGLASS SALES

+3|4|5 PROGRAM 
Earn 3%, 4% or 5% commissions 
on sales at select Ronto properties.
visit ronto.com/2020club for details
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WHAT DID YOUR FATHER TEACH YOU 
ABOUT THE REAL ESTATE BUSINESS THAT  
YOU CARRY WITH YOU TODAY?
He was a true entrepreneur in every sense of  
the word. He had never worked for anyone 
else, would never work for anyone else, a 
huge risk taker, eternal optimist. But I’ve 
never seen anyone in my entire career of  35 
years in real estate who could compare with 
him in terms of  his ability to build trust and 
relate to people and make them feel special. 

YOU’RE ORIGINALLY FROM EUSTIS, FLO-
RIDA. HOW DID IT FEEL TO MOVE BACK TO 
FLORIDA FROM NEW JERSEY?
It was a no-brainer for me in a sense that 
it was exactly what I wanted to happen. I 
wanted to get back in the brokerage business, 
which is fundamentally different from the 
franchise business which I had been in the 
last six years. And I wanted to be back in 
Florida. It is our home. It is where we wanted 
to be.

WHAT DO YOU LOVE ABOUT THE NAPLES 
AREA?
Just the ability to walk to the beach, jump 
on our cocktail boat, go out and watch the 
sunset. We just could not be happier where 
we are. There’s nothing like it. 

HOW WOULD YOU DESCRIBE THE COLLIER 
COUNTY MARKET?
The market itself  is in very good condition. 
Last year, the whole market started off the 
year very slowly. The first quarter of  2019 
was challenging, and there was some concern 
about what was on the horizon. The year 
continued to build strength as we went 
through the final quarter and this market 

was incredibly strong. In fact, NABOR just 
released its sale figures and the market itself  
ended the year almost 6 percent up in sales 
from the prior year. It was the strongest year 
in sales for Naples that the association has on 
record. 

WHAT ARE THE GREATEST ADVANTAGES–
AND BIGGEST CHALLENGES–OF SELLING IN 
THIS MARKET?
One of  the advantages I believe is the 
consistent quality of  life. Naples is only 
getting more and more attractive and well 
known–not only nationally, but also around 
the world. We have this built-in demand that 
only seems to be increasing. Naples has a 
pretty balanced inventory so buyers coming 
here have options. 

One of  the greatest challenges we have 
as a market is that we have somewhat of  a 
stand-off between people who have owned 
their homes for 10, 20 or 30 years and have 
done very little to them and they expect the 
top dollar because it’s Naples, and then you 
have buyers looking at this saying, “I’m going 
to have to invest a fortune, hire contractors,” 
and they don’t want to deal with it. 

WHAT’S THE PRICE RANGE OF HOMES SOLD 
THROUGH SOTHEBY’S?
Our average sale price in this market is $1.1 
million this past year, which is about three 
times the average for the market. 

IF YOU COULD GIVE ONE PIECE OF ADVICE 
TO REALTORS® WHAT WOULD IT BE?
Reputation is your greatest asset. It is always 
guarding your reputation and always doing 
the right thing. 
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J Smith, managing broker at Golf  Life 
Navigators, loves her job. Not just because she 
loves helping buyers find the perfect house, 
and not just because she loves the game of  
golf, but because she is passionate about 

helping clients fuse their love of  the sport with finding 
their ideal home, club and course, all in one search. 

Smith describes the Golf  Life Navigators platform as 
an eHarmony-like questionnaire that allows the buyer 
to share what matters most to them while searching for 
property in a golf  community. What kind of  amenities are 
they interested in? What kind of  golfer are they? What’s 
their handicap preferences for golf  layout? The company’s 
services are expanding across the state and around the 
country with affiliates in areas that have a passion for golf  
properties, including Georgia, Arizona and the Carolinas.

 With a variety of  popular golf  communities in 
Naples–such as Mediterra, Bonita Bay, Grey Oaks 
and The Moorings–there’s a property for every type of  
buyer.  Smith, who also sits on the board of  directors of  
the Naples Area Board of  REALTORS®, covered a lot 
of  ground during a recent conversation. Here’s are some 
highlights.

Scoring with golf 
properties
|  BY MIKAYLA CONNOR 

PJ SMITH

P



                   REALTOR® Political
Action Committee (RPAC)
PROTECTS YOUR BUSINESS!

DISCLAIMER: Contributions are not deductible for federal income tax purposes. Contributions to RPAC are voluntary and are used for political purposes. The amounts indicated are merely guidelines and you may 
contribute more or less than the suggested amounts. The National Association of REALTORS® and its state and local associations will not favor or disadvantage any member because of the amount contributed or a 
decision not to contribute.  You may refuse to contribute without reprisal. Your contribution is split between National RPAC and the State PAC in your state.  Contact your State Association or PAC for information about 

the percentages of your contribution provided to National RPAC and to the State PAC. The National RPAC portion is used to support federal candidates and is charged against your limits under 52 U.S.C. 30116.

®

Protects Short-Term 
Vacation Rentals

Reduces Business
Rent Tax

Opposes Residential  
impact Fee Increase

Advocates for
REALTORS®

Elects Local 
REALTOR  Champions®

Serves as Property- 
Related Tax Watchdog

Improves
Water Quality

NABOR
Naples Area Board of REALTORS®

#RealtorParty    #NABOR    Realtor.org/RPAC    NABOR.COM

NATIONAL ASSOCIATION of REALTORS®

WHEN REALTORS® INVEST,
REALTORS® WIN!

2019 WINNER - Florida Realtors® PAC/Highest Participation Rate/Large Board

NABOR_RPACad2_RealtorInfoR1.indd   1 2/25/20   3:48 PM
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Modern Masterpieces  
Along the Water and White-Sand Beach 

Express your modern self at  
Miromar Lakes Beach & Golf Club,  

the #1 Community in the USA. 

Dramatic.  
Innovative. Exceptional.  

Our new  
Modern Architecture 

Collection 
reflects exactly 

who you are. 

Large windows for 
sweeping lake views.  

Bold designs. 
Home sites on our  

700-acre freshwater lake 
and white-sand beach. 

Plus, options for boat docks 
in your backyard!

 
Grand Estate Homes. 

Beach Houses. Estate Homes.  
Beach Villas. MODERN

From convenient 
floorplans to infinite 

customization 
possibilities.
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ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATION OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS, MAKE REFERENCE TO THIS ADVERTISEMENT AND TO THE DOCUMENTS REQUIRED BY SECTION 718.503, 
FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. This is not intended to be an offering or solicitation of sale in any jurisdiction where the development is not registered in accordance with applicable law or where such offering or 
solicitation would otherwise be prohibited by law. Prices, plans, artist’s renderings, photos, land uses, dimensions, specifications, improvements, materials, amenities and availability are subject to change without notice. Copyright © 2020, Miromar Development 
Corporation. Miromar Lakes is a registered service mark of Miromar Development Corporation.                                   Q220-0629

MiromarLakes.com ~ 239.425.2340 ~ 877.809.9444  
10160 Miromar Lakes Boulevard, Miromar Lakes, Florida 33913

NEW CONSTRUCTION HOMES ARE AVAILABLE FROM $1 MILLION TO OVER $7 MILLION.

Visit the Miromar Lakes Sales Gallery 
Contemporary, Coastal, Transitional and 

Mediterranean architecture  
also available.

We are where you want to be.®
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TATE?
I have a background in urban planning–so very 
different. I worked for the State of  Minnesota 
as a state planner, and I led an international 
architectural competition. That was my first  
entree into building, construction and archi-
tecture. 

 
HOW LONG HAVE YOU PLAYED GOLF?
I hired an LPGA player and went to Bayhill 
for two weeks and learned everything. That 
was about 20 years ago. It was the best thing 
I could have ever done because I didn’t learn 
any bad habits. I went and got fitted for my 
clubs. I learned the rules, had private club 
memberships in Minnesota (that’s where I 
am from) and won club championships. I’m 
very competitive. I played in the CME Pro-
Am, which was super fun.

WHAT ARE SOME OF THE CHALLENGES YOU 
FACE IN YOUR JOB?
Our platform works phenomenally well, but 
it requires you to nurture online connections. 
So my challenge, and my goal, is to develop 
relationships by building trust. I do that 
through a lot of  different ways such as, 
video marketing to get to know me, showing 
myself  with a pro on the course that they’re 
anticipating buying from, which shows that I 
know the course. I’ve played all the courses in 
Southwest Florida, some of  the best courses 
in the world, so it helps tremendously that I 
can speak their language. 

HOW IS THE DEMAND FOR YOUR BUSINESS?
My demand is high. I have probably 75 
active customers in golf  right now and now 
they come from all over–the Midwest, New 
York, New Jersey, California, Arizona. It’s 
unbelievable. 

Because I have an investor background, I 
also spend a lot of  time with investors who want 

to buy for Airbnb. I know that side inside and 
out. That’s why I am such a proponent when 
it comes to advocacy and short-term rentals. 
 
WHAT IS YOUR PRIMARY CONCERN WHILE 
FINDING THE RIGHT HOME FOR A BUYER IN 
A GOLF COMMUNITY?
My No. 1 concern is that they love the course, 
because if  they don’t love the course, and 
they have to go outside of  the development 
to play golf  at a course they enjoy, not a good 
job on my part.

WHAT ARE SOME FACTORS THAT AFFECT 
THE VALUE OF GOLF PROPERTIES?
Nowadays, having the home updated with the 
clean, coastal look is important. The layout 
also influences the pricing. The location 
within the development is also significant. 
I’m seeing that updated clubhouses with 
amenities like dog parks and wine tastings. 
Social venues are really driving the value. 

WHAT’S YOUR VISION FOR NABOR® AS A 
BOARD MEMBER?
My vision is to really represent our mem-
bership in a manner that helps them succeed 
and to balance that with advocacy. I am also 
a REALTORS® Political Action Committee 
chair, and my balance there is to help our 
community, environment and people in our 
community: water quality, affordable housing 
and short-term rentals. 

ARE THERE ANY POLITICAL CHALLENGES 
THE INDUSTRY IS CURRENTLY FACING?
Water quality is important from the city, 
coun-ty, state and federal levels. I sit on a 
panel that screens candidates for the next 
election. And by far, No. 1 is water quality, 
and this is the first time they all talk about 
it, and they’re all at the same table talking 
and going the same direction. I mean, who 
doesn’t want water quality?



And ours.

Enjoy your
achievements in life.

ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCE TO THE INFORMATION CONTAINED HERE IN AND THE 
DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. Community features, amenities and pricing are approximate and subject to change without notice. The 
information and materials displayed on materials provided to you are solely intended to provide general information about proposed plans of WSR-Bonita Bay 2, LLC. These proposed plans are conceptual in nature and are subject to change or 
cancellation (in whole or in part) at any time without notice. Land uses, public and private facilities, improvements, and plans described or depicted on any materials are conceptual only, subject to government approvals and market factors, and subject 
to change without notice. Nothing in these materials obligates WSR-Bonita Bay 2, LLC, or any other entity to build any facilities or improvements, and there is no guarantee that any illustrated or described proposed future development will be 
implemented. Neither the information and materials provided to you, nor any communication made or given in connection with and of the foregoing may be deemed to constitute any representation or warranty or may otherwise be relied upon by any 
person or entity for any reason.

Endless views. Fabulous floor plans from 4,200 to over 6,400 sq. ft.

And a lifestyle for a lifetime. Omega in Bonita Bay.           

Beautiful, exclusive and yours from the low $2 millions to over $6 million.

26951 Country Club Drive, Bonita Springs
OmegaBonitaBay.com | 239.301.4940

3 | 4 | 5 Program
Earn 3%, 4% or 5% commissions on select Ronto properties. 
Register today at www.Ronto.com/2020Club for details.
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Keepin’ it sandy
Collier County renourishes the 
shores of three standout beaches   
|  BY JAYNIE TICE 

icturesque views of the area’s soft, cascading 
white beaches, sapphire skies and gently 
rolling jade waves captivate people from 
across the country and around the world. And 
beachfront properties in Southwest Florida 
are coveted by locals and visitors alike. That’s 

why protecting and pampering the shoreline is a must. This 
January, Collier County completed a project to renourish 
the shores of Clam Pass, Park Shore and North Park Shore 
beaches in Naples. 

Beach nourishment–or renourishment, in this case–
consists of bringing new sand onto the shores either by truck 
or pipelines to replace any that was lost to erosion or drift. 
This not only makes the beaches wider and more appealing, 
but also provides safety benefits come hurricane season.

Pristine beaches are a major selling point in Southwest 
Florida real estate and sales of the properties that dot the coast 
make up a large portion of local REALTOR® transactions. 
According to the Naples Area Board of REALTORS’® 
2019 Annual Report on the Naples Area Housing Market, 
zip code 34103, which is home to Clam Pass, Park Shore 
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and North Park Shore beaches had more than 500 sales 
in 2019. What’s more, the Naples Beach area yielded 
more than 1,700 sales in 2019 and in December saw a 
59 percent increase in closed sales from the same month 
in 2018.  

“Our beaches are special for their soft, sugary sand, 
which the residents love just as much as the visitors,” says 
REALTOR® Mari Vesci of The Vesci Real Estate Team 
on Gulfshore Drive. Vesci has specialized in beachfront 
property in the area for more than three decades and 
says she has seen firsthand the positive impact of these 
renourishment projects. 

Collier County Coastal Zone Manager Gary McAlpin 
says the renourishment of the three beaches helps not 
only raise property values, but also protects against 
storm surge and helps maintain the structural integrity 
of buildings on the shoreline. “This particular project 
will have a positive effect on real estate values along 
Gulfshore Drive,” McAlpin explains. 

This most recent renourishment project cost a total of 
$5 million and took about four months to complete. The 



joinpremiere.com      239-732-7837
NAPLES  |  DOWNTOWN NAPLES  |  MARCO ISLAND  |  BONITA SPRINGS  |  FT. MYERS  |  CAPE CORAL

“For 17 years Premiere Plus Realty has 
revolutionized the 100% model by giving 
everything we can to support our agents 
as they grow their business.” 

MARLO RIMES
Broker

1400+ Professionals

100% Commission

2019 Top Transactions 

2019 Top Producer in Sales Volume

.
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“It’s paramount that Collier County stays on top of our 
beaches. The beaches draw people to our area, and whether 
they come to visit or to live here, it’s a huge part of our 
economy.”– REALTOR® Mari Vesci FO
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county’s team of project managers and 
inspectors worked sunup to sundown with 
Earth Tech Enterprises hauling 165,000 
tons of sand to split between the three 
beaches. This took about 70 trucks making 
three to four trips a day from Stewart 
Mining in Immokalee, which provided the 
sand. McAlpin says they waited until the 
close of sea turtle nesting season to begin 
the project.

Vesci made the move to Naples from 
her own  coastal community in Delaware 
when she discovered the gorgeous beaches, 
watercolor sunsets and balmy temperatures 
of Southwest Florida. Thanks to county 
efforts like this one, she can assure her real 
estate clients that the area’s beaches are 
consistently clean and well-maintained.

“It needs to be an ongoing project to 
keep our beaches beautiful,” she says. 

McAlpin says the county intends to 
renourish the beaches every five years, 
depending on the water conditions and 
any erosion damage. These particular 
beaches were previously renourished 
between 2013 and 2016. The county 
monitors the beaches each year, checking 
for erosion and displaced dunes. “If we have enough sand on the beach, 
all the dunes will be in the right places, which protects the structure of 
buildings along the shore,” he explains. 

With the support from REALTORS®, county officials and 
organizations like Earth Tech and Stewart Mining, coastal real estate 
is in good hands. “This is one of many projects we do to enhance our 
environment, tourism and safety in the community,” McAlpin says. With 
the beaches attracting more and more tourists, REALTORS® have more 
opportunities to turn a one-time visitor into an full-time member of the 
community.

“The beaches are important to everyone,” Vesci says. “They’re like the 
cherry on top of the sundae that is Naples.”



Exciting new condos with amazing amenities in Downtown Naples.
Sales Center: 1101 Central Ave • 239-302-6848 • 1111Central.com

Perfecting
Development

The hottest new development in
Downtown Naples is almost ready !

Stop by and take a peek.

CHECK OUT OUR 3|4|5 PROGRAM
Earn 3%, 4% or 5% commissions on select Ronto properties.
Visit www.Ronto.com/2020Club

Sales Gallery Open Daily | 1030 3rd Avenue South #101 | NaplesQuattro.com | 239.228.5800
              ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS MAKE REFERENCE TO THE INFORMATION CONTAINED HERE IN AND THE DOCUMENTS REQUIRED BY                           
             SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. Community features, amenities and pricing are approximate and subject to change without notice. The information and materials displayed on materials provided to you are solely intended to 
provide general information about proposed plans of WSR Old Naples, LLC. These proposed plans are conceptual in nature and are subject to change or cancellation (in whole or in part) at any time without notice. Land uses, public and private facilities, improvements, and plans described or depicted on any 
materials are conceptual only, subject to government approvals and market factors, and subject to change without notice. Nothing in these materials obligates WSR Old Naples, LLC, or any other entity to build any facilities or improvements, and there is no guarantee that any illustrated or described proposed future 
development will be implemented. Neither the information and materials provided to you, nor any communication made or given in connection with and of the foregoing may be deemed to constitute any representation or warranty or may otherwise be relied upon by any person or entity for any reason whatsoever. 
Equal Housing Opportunity.

Pre-Construction Pricing. Limited-Time O�er. 

3 | 4 | 5 Program
Earn 3%, 4% or 5% commissions on select Ronto properties. 
Register today at www.Ronto.com/2020Club for details.

We’re doing a number on Downtown Naples.

This little number is taking Naples by storm. Spacious residences from 2,300 to 3,800 sq. ft.

At prices half of what you would find in comparable homes Downtown.

Squarely located in renowned Naples Square and within walking distance to everything.

That’s Quattro. Four times fabulous. Prices from $1.3 million.
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HE 2020 FLORIDA LEGISLATURE proved to be a mixed bag when 
it came to legislation impacting the state’s REALTORS®. Some bills of  
direct interest to the profession and property owners cleared both houses, 
while others were indefinitely postponed.

Florida Realtors® and its political action committee honed in on leg-
islative priorities intended to protect the rights of  homeowners, promote 

business and community growth, safeguard Florida’s natural resources and provide Floridians 
with more affordable housing options.

Here are some of  the highs and lows from the Florida House and Senate’s 60-day session, 
extended into mid-March to deliver a balanced budget amidst a dramatic ending affected by 
the coronavirus pandemic.

AFFORDABLE HOUSING
Senate Bill 998 and House Bill 1339 passed both houses, creating community development and 
housing legislation that have been converted into an act for presentation to Gov. Ron DeSantis 
that would be effective as of  July 1. 

The act allows local governments to approve affordable housing developments on any prop-
erty zoned residential, commercial or industrial. It also provides additional accountability and 
training for Affordable Housing Advisory Committees and Local Housing Assistance Plans.

In addition to authorizing boards of  county commissioners to approve development of  af-
fordable housing on any parcel, the legislation revises the information that the county budget 
officer must submit to the Office of  Economic and Demographic Research regarding the final 
budget and the county's economic status. It also amends the Florida Interlocal Cooperation Act 

Florida’s legislative session was 
a mixed bag when it came to real 
estate issues
Some bills impacting REALTORS® passed both 
houses, while others were postponed indefinitely.
|  BY TIM ATEN

T
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We’re doing a number on Downtown Naples.

This little number is taking Naples by storm. Spacious residences from 2,300 to 3,800 sq. ft.

At prices half of what you would find in comparable homes Downtown.

Squarely located in renowned Naples Square and within walking distance to everything.

That’s Quattro. Four times fabulous. Prices from $1.3 million.



Conroy, Conroy & Durant, P.A. (“CC&D”) is a boutique real estate law firm which has focused on 
real estate solutions for over 27 years. Founded by attorneys with deep roots in the community, 
CC&D has grown to help our clients navigate Naples’ increasingly competitive and sophisticated 
real estate market. Whether seeking representation in the purchase or sale of commercial 
or residential property, our team of lawyers has experience handling complex real estate 
transactions with integrity.

Reputable: CC&D has four attorneys who are board certified in real estate law by the Florida Bar. 
In addition, each partner has achieved an AV-rating by Martindale-Hubbell, demonstrating the 
highest level of professional excellence and ethics.
 
Reliable: Over the years we have not only developed procedures for the various types of real 
estate transactions, but also established relationships with local companies involved in real 
estate transactions, both of which allows us to provide our clients with reliable and prompt 
service. 

Accessible: Each real estate transaction has a legal team comprised of an attorney, paralegal, 
and legal assistant, which lends itself to an increased level of communication and availability.  

The attorneys and staff at CC&D are proud of our commitment to excellence in real estate. 

Conroy, Conroy & Durant, P.A.

2210 Vanderbilt Beach Rd., Suite 1201 

Naples, FL 34109

(239) 649-5200

Fax: (239) 649-8140 

naplespropertylaw.com

Residential and Commercial 
Real Estate

Real Estate Finance

Construction Law

Condominium Law

Corporate Law

Landlord Tenant Law

Focused Real Estate Solutions

Conroy, Conroy & Durant, P.A.

CC&D.0519.NABORi.ndd.indd   1 4/16/19   1:10 PM
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of  1969 to authorize private entities to enter 
into specified loan agreements.

ENVIRONMENT
Senate Bill 712 and House Bill 1343, known 
as the Clean Waterways Act, also jointly 
passed both houses and will become effec-
tive July 1. Florida Realtors® promoted this 
effort because they recognized that pristine 
water is an integral part of  the environment 
for residents and tourists of  the Sunshine 
State. 

Considered the main environmental bill 
of  the 2020 session, the legislation considers 
findings from the Blue-Green Algae Task 
Force, a panel of  scientists tapped by De-
Santis to propose policies for tackling toxic 
outbreaks that closed beaches and harmed 
tourism during recent summers. 

The bill transfers oversight and regulation 
for the permitting of  septic tanks—formally 
known as “Onsite Treatment and Disposal 
Systems”—from the Florida Department of  
Health to the Department of  Environmen-
tal Protection and includes the ban on un-
treated sewage discharge. This environmen-
tal resource management act requires the 
Department of  Health to provide a specific 
report to the governor and the Legislature 
and directs water management districts to 
submit consolidated annual reports to the 
Office of  Economic and Demographic Re-
search.

REAL ESTATE CONVEYANCES
House Bill 469 and Senate Bill 1224 were 
unanimously approved and also become 

effective July 1. The legislation simply elimi-
nates the two-witness requirement for real es-
tate leases longer than a year. The real estate 
conveyances provision provides that subscrib-
ing witnesses are not required to validate cer-
tain instruments conveying leasehold interest 
in real property. 

RESTRICTIVE COVENANTS
House Bill 733 unanimously passed the 
House earlier this month after its third 
reading, but its companion legislation, Senate 
Bill 802, was indefinitely postponed and 
withdrawn from consideration in the Senate 
on the last day of  the regular session.

Designed to extinguish discriminatory re-
strictive covenants, the Marketable Record 
Title Act would have revised what types of  
interests are extinguished by a marketable 
record title and would have made discrimina-

tory restrictions unlawful and unenforceable.

VACATION RENTALS
Both heavily amended, Senate Bill 1128 
and House Bill 1011 looked as if  they would 
successfully preempt the regulation of  short-
term vacation rentals from local governments 
to the state. On the final day of  the session, 
however, the bills were indefinitely postponed 
and withdrawn from consideration.

The proposed legislation was a vehicle to 
more uniformly enforce issues and collect 
bed taxes by requiring that short-term rent-
al property owners obtain licenses issued 
by the Division of  Hotels and Restaurants 
of  the Department of  Business and Profes-
sional Regulation. It was designed to strike 
a balance between addressing community 
concerns while preserving private property 
rights.



COOL APP:  
CAMSCANNER

TURN YOUR PHONE INTO 
A DOCUMENT SCAN-
NER–but not just any kind of 
document scanner. With the 
CamScanner app, your phone 
will produce professional-qual-
ity documents that you can 
edit, update, annotate and send 
straight to clients. You can also 
crop .pdfs, enhance the quality 
of images, convert images to 
text, print wirelessly, sync with 
other devices and collaborate 
with colleagues. The app even 
supports 16 languages! You can 
use CamScanner for everything 
from simple contracts to closing 
documents. Prices range from 
free for the basic account to 
$4.99 a month for the premium 
to $6.99 a month for the business 
version (which starts at three 
users). camscanner.com

FOR OPENERS
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Where you’re treated like Family!
239-597-1694

MyAgent@MikeHornInsurance.com

Mike Horn, Jr. Agent/Principal
www.MikeHornInsurance.com

4151 Corporate Square Naples, Florida 34104
www.naples.housemaster.com

239-430-8220

THE ONLY INSPECTION 
COMPANY IN SOUTHWEST 
FLORIDA THAT HAS A ONE 
YEAR LIMITED GUARANTEE.

JOHN PRETE
OWNER/OPERATOR

• Exceptional Customer Service from the first phone call!

• Comprehensive, full-color reports with pictures  
delivered the same day.

• Mold/Air Quality Analysis, Radon Testing,

• 4 pt Inspections / Wind Mitigation Reports.

• All Florida State Licensed Inspectors.

• Fully Insured, General Liability – E&O Insurance.

• Referral Liability Certificates Available.

• Ask about Our Pre-Listing Inspection Program.

• Free Concierge service to all customers.

$25Off
on any standard HouseMaster home 
inspection. Limit one per customer

Call your local HouseMaster office to redeem: 
239-430-8220
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COOL APP:  
CAMSCANNER
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lorida’s tourism in-
dustry is a top eco-
nomic driver to the 
state’s GDP and is 
growing faster than 
the U.S. Economy, 
consumer spending, 

health care spending, and spending on 
recreation (Rockport Analytics Bureau of 
Economic Analysis, 2017).

According to Visit Florida (2018), the 
state has experienced eight consecutive 
years of record-breaking visitation. In 
2018, the state received 127 million visi-
tors, making Florida one of the most pop-
ular tourist destinations in the world. In 
2017, out-of-state visitors added $85.9 bil-
lion to Florida’s economy resulting in every 
81 visitors supporting one Florida job (Visit 
Florida, 2018). It is clear that the Florida 
tourism industry is vital to the economic 
welfare of the state.

Florida’s vacation rental home industry 
is an important component of the lodging 
industry that contributes to the overall 
tourist experience as well as the economic 
contribution that the tourism industry is 
able to make to the state of Florida. How-
ever, to date, the economic impact of the 
vacation rental home industry on Florida’s 
overall econ¬omy is largely undetermined, 
due, in part, to the lack of a statewide anal-
ysis.

To determine the true extent of the eco-
nomic impact of vacation rental homes to 
the state, Florida Realtors® partnered with 
the University of Central Florida and the 
Florida Vacation Rental Managers Associ-
ation to produce a comprehensive report of 
the phenomenon.

The report focuses on the economic im-
pact of the vacation rental home industry 
in 25 Florida counties: Escambia, Santa 
Rosa, Okaloosa, Walton, Bay, Gulf, Frank-

A look at the true economic impact of 
vacation rentals in Florida
Florida Realtors partnered on a study that found that 
in 25 counties surveyed, the rental-home business 
accounted for $27.4 billion in sales in 2018.

lin, Nassau, Duval, Pinellas, Hillsborough, 
Manatee, Sarasota, Charlotte, Lee, Col-
lier, Monroe, Miami-Dade, Broward, Palm 
Beach, Orange, Osceola, Brevard, Volu-
sia, and Flagler. When combined, these 25 
counties include 89.3 percent of the total 
amount of registered vacation rental homes 
in the state of Florida.

Here are highlights of  the report’s findings 
that will be noteworthy to vacation rental 
stakeholders and others interested in this 
rapidly growing industry.

• �In total, the 2018 economic impact 
of Florida’s vacation rental home in-
dustry in the 25 targeted counties was 
roughly $27.4 billion in sales.

• �This represents approximately $16.6 
billion in direct spending and $10.8 
billion in indirect spending.

• �The $16.6 billion in direct spending 
represents 18.7 percent of the total di-
rect spending of the Florida tourism 
industry in 2017 and translates to 1.6 

percent of the total gross domestic 
product for Florida in 2018.

• �The direct spending amounts to near-
ly $46 million a day and approximate-
ly $1.9 million every hour reverberat-
ing through the state’s economy.

• �The direct spending supports roughly 
115,000 jobs with one job being creat-
ed for every $144,181 spent.

• �Overall, the industry generates 312 
jobs statewide every day, 13 jobs every 
hour and one job every 5 minutes.

• �In 2018, the total amount of tour-
ists staying in vacation rental homes 
in Florida was 14,233,274, which 
equates to 11.2 percent of the total 127 
million tourists that came to Florida 
in 2018.

• �On average, visitors staying in vaca-
tion rental homes spent nearly $46 
million per day in Florida, which is an 
economically significant number.

Copyright Florida Realtors®

F
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26%
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We’re Big On The Little Things.
Our air conditioning expertise has made us a trusted home and commercial 
comfort leader. But you may enjoy some other Conditioned Air trademarks. Like 
a friendly, helpful staff that makes your day less stressful. Service technicians 
who provide timely solutions and don’t play games. And a team who believes 
in creating a customer experience that leaves you smiling. 

For big results, and all the little things that make getting there more pleasant, 
Conditioned Air is the better way.
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Make the comfortable choice 
and call Conditioned Air today.

NO quotas. NO high pressure sales. Techs receive NO commissions on parts used. 
NO deposit accepted on new equipment. Bonuses are earned on COMPLIMENTS.

Honesty • Integrity • Respect • Safety • 100% Purposeful Effort • Exceed Expectations

1.888.COLD.AIR • 239.643.2445 • ConditionedAir.com
3786 Mercantile Avenue • Naples 34104

Serving All Of Southwest Florida! • License# CAC1819590

DEMOLITION

BEFORE AFTER

(Licensed and Insured)

239.772.4662 
HONC.com  |  Demo@honc.com

AFTERBEFORE
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On Message

–Christine Citr ano, 
Florida Women's 

Council of REALTORS® 
2020 President

Fear is a liar. We 
often are the one 
obstacle standing 
in our way. If we 
simply trust that 
we know what 
we're doing and 
are willing to 
take a chance on 
ourselves, amazing 
things can happen.

Learn the secrets of how our bodies 
communicate our thoughts and feelings 
when national speaker Jan Hargrave, 
one of the country’s leading behavioral 
authorities, holds her seminar How to 
Read a Person Like a Book for NABOR® 
members. Hargrave will show you how 
read the behavior and body language 
of just about anybody: your family 
members, your associates and your 
clients. She’s shared her skills with The 
New York Times, NBC News, CBS News, 
Fox Television and a slew of popular TV 
shows and publications. Now Hargrave 
shares her expertise with you. Don’t miss 
her. Thursday, June 25, from 3 p.m. to 
4:30 p.m. at the Worthington Country 
Club, 13550 Worthington Way in Bonita 
Springs. Tickets are $20 for NABOR® 
members and $30 for non-members. 
Register at nabor.com.

MAY 1–RPAC Auction, Country Club 
of Naples, 185 Burning Tree Drive, 
Naples

APRIL 21–Economic Summit, Hilton 
Naples, 5111 Tamiami Trail N., Naples

MAY 9–Family Fun Day, NABOR® 
office, 1455 Pine Ridge Road, Naples

MAY 21–Member Business Meeting, 
NABOR® office, 1455 Pine Ridge 
Road, Naples

MAY 29–REALTOR® Expo, Ritz 
Carlton Golf Resort,  2600 Tiburon 
Drive, Naples

JUNE 16–Politics in the Park, 
NABOR® office, 1455 Pine Ridge 
Road, Naples

SAVE THE 
DATE …

NATIONAL 
SPEAKER  
SERIES FEATUR-

FOR OPENERS
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BY ARTIS HENDERSON

TO BUILD OR  
TO RENOVATE?

T H AT  I S  T H E  Q U E S T I O N
Local experts weigh in on what’s hotter:  
new construction or property renovation
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aples real estate has been dropping jaws for decades. From its beauty, to its location, 
to its over-the-top price tags, the Naples area has some of the most talked-about 
properties in the nation. Last June, that talk was on hyperdrive with the sale of 2500 
Gordon Drive in Port Royal. People were floored by the sales price, an astonishing 
$48.8 million that made it the most expensive house in Southwest Florida. 

That buzz only got louder when, a few short months later, the 10,825-square-foot 
mansion, built in 1994, was demolished. The reason? Its undisclosed owners plan 
to build a new house on the site.

The dramatic purchase, demolition and soon-to-be rebuild has industry leaders 
asking: Is new construction the only way to go? Or is there still a place for renovation in the 
Southwest Florida real estate market?

Despite what’s happening on Gordon Drive, the national obsession over home-renovation 
shows seems to point to a preference for renovation over new construction. From Fixer Upper to 
Property Brothers to Flip or Flop, viewers—and home owners—are transfixed by the possibility of a 
stunning update to an older property. If TV-watching habits are any indication of the consumer 
mindset, then renovation is hot right now. And sales of existing homes in Naples are booming. 
According to the 2019 Year End Market Report released by Naples Area Board of REALTORS® 
in January, existing home sales through December 2019 were the highest in a decade. But with 
fresh developments spreading east across Collier County, and buyers eager to get into those 
sparkling homes, new construction looks equally viable.

Thomas Lykos, president of the Lykos Group—a firm that specializes in design, remodeling 
and new construction in Naples—says both options are popular across Collier County. “Pelican 
Bay is a hot neighborhood for both renovations and new home construction,” he says, “and the 
City of Naples remains a hot area for both renovations and new home construction.”

When it comes to popular spots for renovations, Lykos points to the golf communities across 
the area. “Many of the gated golf communities are becoming more popular for renovations as the 
housing stock ages,” he notes. Another option? Beachfront condominiums. “A buyer purchases a 
condo unit in a building based on the location of the building and the amenities then they renovate 
the condo unit to their specifications,” Lykos adds.

When it comes to the recent trend in sustainability 
and environmentally conscious design, Lykos says 
new construction is often a better fit. “Typically, new 
construction incorporates more energy-efficient and 
environmentally friendly construction materials and 
procedures into the construction of new homes,” he 
says. “As new technology and materials are developed, 
they are more easily incorporated into a new home than 
trying to retrofit into an existing structure.”

At the Lykos Group, renovations outnumber new 
construction on the group’s current list of projects. But, 
Lykos says, historically he sees more money spent on 
new construction than home renovations and repairs. 
HomeAdvisor has compiled a list of average costs for 
typical home improvement projects. According to the 

Pelican Bay is a hot 

neighborhood for both 

renovations and new 

home construction. 
AND THE CITY OF NAPLES 
REMAINS A HOT AREA FOR BOTH 
RENOVATIONS AND NEW HOME 
CONSTRUCTION. 
—THOMAS LYKOS, PRESIDENT OF 
THE LYKOS GROUP

N
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site, the national average for a kitchen 
remodel is roughly $22,000. The national 
average for a bathroom remodel is around 
$9,700. Flooring updates average $2,800. 

When it comes to sales, Lykos believes 
new construction has a leg up. “New homes 
sell better when the buyer is new to the city 
or neighborhood,” he says, “and new homes 
sell better when the buyer can afford the 
new home compared to a comparable older, 
renovated home.”

Still, he points to important benefits of 
renovating an older home, like time and 
money. “A whole-house remodel costs less 
than building a new home,” Lykos says, 
“and a whole house remodel usually takes 
less time than building a new home.” Plus, 
if owners love their current neighborhood or 
school district, there’s the added upside of 
not having to relocate.

The benefit of staying put is not 
insignificant, says Scott Kish, principal at 
KTS Homes in Naples. “If you love your 
house and don’t want to move, sometimes 
you’re not willing to go through the long 
process of building a new custom home.”

Kish’s portfolio includes designs for 
renovations to existing homes as well as new 

construction sites. His clients make their 
building decisions for a variety of reasons.

Kish remembers one customer he met 
after she’d seen one of the model homes 
designed by his firm. She loved the model, 
and invited Kish to see her current home in 
Fiddler’s Creek. It was a one-in-a-million 
lot. The pair discussed her options, and after 
considering all the possibilities, including 
new construction, the client decided on a 
whole-house remodel. When the project 
was completed, she was thrilled with her 
decision. Not only did she have an updated, 
modern house, but she got to keep the 
location she loved.

This scenario, Kish says, is often the 
case he encounters when he’s speaking 
to potential clients about their primary 
residence. “Unless someone is trying to get 
out of the home from an equity standpoint, 
or if they’re tired of living there, I don’t see 
many clients up and leaving for the fun of 
it.” 

But for clients who are looking to buy a 
second home, new construction is often their 
first choice. Kish explains: “Down here, this 
is a vacation market. People are looking to 
buy a second or third home—sometimes 

Building a 

custom home 

is a very time-

intensive 

process.
WHEN PEOPLE WANT 
SOMETHING SPECIFIC 
AND UNIQUE, A PROJECT 
CAN TAKE UP TO TWO 
YEARS. SOMETIMES 
GOING THROUGH THE 
PROCESS OF BUILDING A 
NEW HOME ISN’T WORTH 
IT, SO THEY STAY IN 
THEIR EXISTING HOME. 
—SCOTT KISH, 
PRINCIPAL AT KTS 
HOMES
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Still, the remodel versus new construction 
decision is often governed less by a client’s 
desires and more by supply and demand. 
“Take the condo market,” Kish explains. 
“There are only so many condos on the 
market. If they like the floorplan but don’t 
like the finishes, then they’re going to buy 
it and do a remodel.” At the end of the day, 
he says, there are only so many lots and 
homesites available.

Jacquie Walter, owner of Homes by 
Jacquie Walter, is a real estate agent and 
designer who shows her clients both homes 
that would benefit from a renovation project 
and new construction. With her background 
in design, she brings unique insight to the 
home-buying or selling process. “I can look 
at a space and see what the possibilities are. 
I pride myself on being able to take people 

into a home and saying. ‘This is what you 
can do with this.’ or ‘This is an easy fix.’”

Recently, she’s found that her clients are 
less interested in big renovation projects. “In 
this market, everybody is looking for move-
in ready.” In the last year, her contracts 
have all been for new construction homes, 
for a variety of reasons. “There’s always 
something in a house that people don’t like,” 
she says. “If they can start from square one 
instead, then they can build the house of 
their dreams.”

This is especially true for neighborhoods 
where new construction is still happening. 
Reselling in those areas is particularly tough, 
Walter says. “No matter how beautiful an 
existing house is,” he adds, “people will 
always find something they would rather do 
themselves.”

a fourth. When they come to the market, 
they’re looking for the specific features they 
want already in the house. Those clients are 
better for new home construction versus 
a remodel. With a remodel, they’d have 
to go through the hassle of finding a place 
then doing the remodel versus just finding a 
location and going into a build.”

Whichever choice a client makes, Kish 
says cost is an important factor. If it’s a 
rehab, a good portion of the budget goes 
toward taking everything out. With new 
construction, every dollar the client spends 
goes toward something brand new. “Their 
dollar goes a little farther, to some extent,” he 
says. But with new construction, the design 
and engineering costs might be heavier and 
new homes call for higher impact fees than a 
renovation project.
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materials are conceptual only, subject to government approvals and market factors, and subject to change without notice. Nothing in these materials obligates WSR Old Naples, LLC, or any other entity to build any facilities or improvements, and there is no guarantee that any illustrated or described proposed future 
development will be implemented. Neither the information and materials provided to you, nor any communication made or given in connection with and of the foregoing may be deemed to constitute any representation or warranty or may otherwise be relied upon by any person or entity for any reason whatsoever. 
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Pre-Construction Pricing. Limited-Time O�er. 

3 | 4 | 5 Program
Earn 3%, 4% or 5% commissions on select Ronto properties. 
Register today at www.Ronto.com/2020Club for details.

We’re doing a number on Downtown Naples.

This little number is taking Naples by storm. Spacious residences from 2,300 to 3,800 sq. ft.

At prices half of what you would find in comparable homes Downtown.

Squarely located in renowned Naples Square and within walking distance to everything.

That’s Quattro. Four times fabulous. Prices from $1.3 million.
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Timing is also a factor in the decision 
whether to build a new home or renovate 
an existing one. Because many of the 
properties Walter shows are for clients 
who plan to use the house as a retirement 
home, her clients are often willing to take 
their time. “They’re not opposed to waiting 
the time it takes for new construction,” she 
says. “People are willing to wait for the 
right thing in this market.”

When her clients do take on renovation 
projects, she often sees kitchens and 
bathroom at the top of their lists. Flooring 
is another big investment that her clients 
often undertake. “It’s the best return on 

investment that you can make,” she says. 
Garage doors, updated driveways and 
impact glass in doors and windows are also 
big spots for renovation dollars.

And dollars are always key. In the 
renovate-versus-build-new decision, the 
amount of money at a client’s disposal will 
ultimately shape the final decision. With 
enough funds, clients can take on whatever 
projects they choose, whether it’s a full-
home rehab in a neighborhood they love 
or from-the-ground-up new construction 
in a just-debuted community. Either 
way, they’re sure to get the home of their 
dreams. NR
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This little number is taking Naples by storm. Spacious residences from 2,300 to 3,800 sq. ft.

At prices half of what you would find in comparable homes Downtown.

Squarely located in renowned Naples Square and within walking distance to everything.

That’s Quattro. Four times fabulous. Prices from $1.3 million.
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ousing-affordability advoca-
tes are finally starting to see 
progress in Collier County 
when it comes to addressing 
this well-documented need.

 “I think we are making 
moves in terms of housing affordability 
that previously wouldn’t have been heard 
of,” says Cormac Giblin, housing, grant 
development and operations manager for 
Collier County’s Community and Human 
Services Division. “We’re trying to address 
this issue head on now.”

That issue was first clearly spelled out in 
a 2017 Urban Land Institute study, which 
found that in 2015, 40 percent of Collier 
County households were cost-burdened 
and spending more than 30 percent of their 
gross incomes on housing. And nearly half 
of those 58,685 households were severely 
cost-burdened and spending more than 50 
percent of their gross incomes on housing.

The Collier County Community Housing 
Plan was released in October 2017 with the 
goal of adding more affordable housing 
units in Collier County, where about 
40,000 people commute daily from Lee and 
Charlotte Counties or other areas outside of 
Collier County. “We have so many people 

BY BETH LUBERECKI

Housing af fordabil ity remains a hot topic in Coll ier County, 
but there are positive developments on the horizon.

TA K I N G  S T E P S  T O 
TA C K L E  A  T O U G H 

I S S U E

$65,675 according to data from Florida’s 
Office of Economic and Demographic 
Research. That would include essential 
services personnel like teachers, firefighters 
and police officers.

In December 2019, the project received 
$7.8 million in Community Development 
Block Grant-Disaster Recovery funding 
from the Florida Housing Finance 
Corporation made available for the 
construction of affordable and workforce 
housing in Florida counties impacted by 
Hurricanes Irma and Michael. Currently 
in the design phase, the project will likely 
submit for permits in late spring, with the 
aim of breaking ground in the first quarter 
of 2021.

In looking at Collier County—where the 
median closed price of a home was $332,514 
in 2019—McDowell Housing Partners saw 
a community that was underserved in terms 
of housing affordability. “The population 
growth has been dramatic, yet the housing 
that is there to service the working class has 
been lagging far behind,” says Christopher 
Shear, managing director of McDowell 
Housing Partners. 

He says the cost and limited availability 
of land, as well as the general costs of 

H who work here who do not live here,” says 
Mary Waller, a REALTOR® with Better 
Homes and Gardens Real Estate Pristine 
in Naples, as well as a member of both 
the Collier County Affordable Housing 
Advisory Committee and the Naples Area 
Board of REALTORS®. “They get paid 
and take their money back to where they 
live.”

Giblin says a key piece in that housing 
plan is using county-owned land to partner 
with the private sector. That’s the model 
being used for what’s called the Bembridge 
project, which is taking some major steps 
forward. The 82-unit apartment complex 
will be located on about five acres along 
Santa Barbara Boulevard in Naples owned 
by Collier County. That land will then be 
leased for 99 years to McDowell Housing 
Partners, the developer of the project and an 
affiliate of McDowell Properties, a national 
developer of affordable and workforce 
housing that has more than 40,000 units in 
operation.

The complex’s one-, two- and three-
bedroom apartments will serve Collier 
County residents earning between 30 
percent and 80 percent of the county’s 
area median household income, which is 
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construction in Collier County have all 
contributed to a lack of affordable housing. 
“There hasn’t been the market dynamics 
to make the economics work without 
some assistance,” he says. “There’s a lot of 
demand, but it’s very hard given the current 
market conditions to be able to build and 
support these developments without the 
subsidy that is provided through a tax-
credit program or in partnerships with local 
communities who provide things like free or 
discounted land.”

BUILDING ON SUCCESS
Collier County is now evaluating proposals 
for a larger affordable housing development 
on 30 acres at the Golden Gate golf course 
property in Naples. “It will be the same 
model of using county-owned land to 
partner with a private-sector developer to 
produce housing that is affordable,” says 
Giblin. “We hope to replicate the success 
of the Bembridge project with the Golden 
Gate site.”

The county is reviewing six proposals 
made in response to the RFP, which included 
goals to provide housing for essential 
services personnel as well as senior citizens 
and veterans. Giblin expects the selection 

committee to present their top picks to the 
Board of County Commissioners in late 
March.

One of the proposals being reviewed was 
coordinated by the Community Foundation 
of Collier County and includes the possibility 
of about $10 million of funding from the 
Richard M. Schulze Family Foundation 
and the nonprofit foundation at Naples 
retirement community Moorings Park. 
It calls for a minimum of 350 affordable 
housing units, 100 of which would be 
earmarked for seniors and veterans and the 
rest aimed at essential employees.

The need to support those vital county 
workers was made clear in the 2017 Collier 
County Community Needs and Assets 
Assessment done by the Richard M. 
Schulze Family Foundation, says Eileen 
Connolly-Keesler, president and CEO 
of the Community Foundation of Collier 
County. “Sometimes people get the attitude 
of, ‘What should we care if they’re living 
in Lee County or Collier County?’” she 
says. “But they should be a part of the 
community. When a government employee 
can’t afford to live here and have kids in our 
school system, I think that is a problem.”

If their proposal is chosen, it would 

It will be the same 

model of using 

county-owned land 

to partner with 

a private-sector 

developer to produce 

housing that is 

affordable.
WE HOPE TO REPLICATE THE 
SUCCESS OF THE BEMBRIDGE 
PROJECT WITH THE GOLDEN 
GATE SITE.”
–CORMAC GIBLIN, HOUSING, 
GRANT DEVELOPMENT AND 
OPERATIONS MANAGER FOR 
COLLIER COUNTY'S COMMUNITY 
AND HUMAN SERVICES DIVISION
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require finding a nonprofit developer to 
handle the construction and management 
of the housing project. The community 
foundation would continue acting as a 
coordinator and could end up kicking in 
some funding as well.

“We’re looking at launching a $5 million 
campaign around housing issues, so it’s 
very possible some of those dollars could 
be shifted over to this project, particularly 
around seniors and veterans,” says Connolly-
Keesler. “So we’re keeping that in mind as 
we’re talking with donors and raising money 
for issues affecting this community.”

If their proposal isn’t chosen for this 
project, it’s possible the parties would 
explore doing something similar elsewhere. 
“The problem is that land is so expensive 
in Collier County,” says Connolly-Keesler. 
“When you start throwing in millions to 
purchase land, it jacks those rents up. The 
county needs to be a part of the solution. 
We’re not going to throw philanthropic 
dollars at it without the county having some 
skin in the game.”

EXPANDING THE REACH
In Immokalee, the Immokalee Fair Housing 
Alliance is moving forward with its project 
to build 128 two- and three-bedroom 
affordable apartments on 9.5 acres at Lake 
Trafford Road and 19th Street, with rents 
averaging around $850 a month. It’s moving 
through the county approval process, 
with a public hearing before the planning 
commission scheduled in April. 

The alliance has raised the $750,000 
needed to purchase the land and conduct the 
necessary environmental and traffic studies. 
Next steps include raising the millions of 
dollars needed to build the project, which 
will service Collier County residents making 
60 percent of the area median income or 
below.

“We’re prioritizing farm-worker families 
who work year-round in Immokalee, as 
well as other low- and moderate-income 
families,” says Dr. Arol I. Buntzman, 
chairman/CEO of the Immokalee Fair 
Housing Alliance. “And from all the early 
indications, if we were building 10 times as 
many units, they would be full.”

The alliance is also in discussions with 
a landowner about either purchasing seven 
acres of land or doing a joint venture on 

a project to build housing for teachers, 
firefighters and other low- or moderate-
income government and nonprofit employees 
in Immokalee.

“For people in the upper-middle and upper 
incomes, their quality of life will deteriorate 
if we cannot attract and keep people working 
in the low- and moderate-income areas,” 
says Buntzman. “Who’s going to cut the 
grass in the gated communities? Who’s going 
to clean the swimming pools or work in the 
grocery store? Having decent, affordable, 
safe housing benefits everybody. And if we 
don’t have it, it’s going to start hurting us.”

It definitely stung when Naples medical 
device manufacturer Arthrex decided to 
expand in South Carolina, partly because of 
the challenges around workforce housing in 
Collier County. “A lot of people don’t want 
to drive an hour every day,” says Waller. 
“The lack of affordable housing touches on 
everyone.”

Future development of the rural lands 
area of the county continues to be a hot topic 
of discussion. When Rivergrass Village was 

We’re prioritizing 
farm-worker 
families who work 
year-round in 
Immokalee, as well 
as other low- and 
moderate-income 
families. 
AND FROM ALL THE EARLY 

INDICATIONS, IF WE WERE 

BUILDING 10 TIMES AS MANY 

UNITS, THEY WOULD BE FULL.

–DR. AROL I. BUNTZMAN, 

CHAIRMAN/CEO OF THE 

IMMOKALEE FAIR HOUSING 

ALLIANCE
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approved by the county recently, developer 
Collier Enterprises did not include any 
affordable housing in the project but made 
a $500,000 donation to help fund down-
payment assistance for essential services 
personnel buying homes in Rivergrass.

“The preference would always be for 
the developer to provide the units on site 
within their development, so that we have 
some permanently affordable homes in the 
county,” says Giblin. He says that the rules 
governing the development of the rural 
lands area are currently under review and 
that regulations around affordable housing 
are one thing being looked at during 
that process, a recommendation that was 
advocated for by the Affordable Housing 
Advisory Committee.

Collier County has also created an 
Affordable Housing Trust Fund, though it’s 
still early days for that. Currently money 
only goes into that fund when surplus 
county land gets sold, and it’s got a balance 
of just $160,000. But the Affordable Housing 
Advisory Committee has been tasked with 

finding other funding sources for the trust. 
“And we’re going to turn every stone,” says 
Waller, NABOR’s Citizen of the Year in 
2016.

NABOR itself also continues to push 
forward on the issue of housing affordability. 
“I believe we can always do more for housing 
that is affordable in Collier County,” says  
Lauren Melo, president of NABOR. “NA- 
BOR lobbies the state each year for 
affordable housing at Great American Real-
tor Days. It has been a key talking point for 
as long as I can remember.”

REALTORS® know that quality of life 
plays a big part in their ability to sell homes. 
“When people move into town, they ask 
about the school district,” says Connolly-
Keesler. “If we can’t keep our good teachers 
and we start seeing problems in our district, 
that’s going to affect housing. If crime goes 
up because we can’t hire good police officers 
because they can’t afford to live here, that’s 
going to affect housing.”

Giblin says that numerous studies have 
debunked the myth that affordable housing 

lowers property values. “Proximity to 
housing that’s affordable actually increases 
property values,” he says. “You’ve got a built-
in workforce and it reduces other strains, like 
on the roads. Think about the infrastructure 
that we’re spending on, and the time spent 
in traffic. If (current commuters) were to live 
closer to where they work, the savings would 
trickle down everywhere.”

And Shear, of McDowell Housing Part-
ners, wants REALTORS® to remember 
that projects like the Bembridge site can 
help turn renters into homebuyers in Collier 
County, by allowing them to live within 
their means and hopefully save some money 
for the future. “What we’re trying to do is 
find ways to get people into good quality 
housing but also allow upward mobility to 
ultimately move to homeownership,” he 
says. “Don’t forget about the people who 
reside in these communities, because they 
have jobs and careers. We would love to see 
more people moving out of our communities 
to find themselves in new homes that they 
own.” NR
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ollier County’s inventory of homes for sale is 
getting a little tight–but a booming national 
economy and a thriving local market for new 
construction should provide a robust supply of 
homes throughout 2020.

“Existing inventory is falling but it’s still 
above what’s considered equilibrium for the 
market,” says David Cobb, regional manager of 

housing data provider Metrostudy. “In December we were sitting at 6.8 
months’ supply and normal is six. So it’s gotten better because it was at 
nine or 10 months’ supply a couple years ago.”

The bottom line, Cobb says, is that “the economy looks really strong. 
I think builders are going to have a pretty good 2020–so long as we 
don’t get hit with one of these wild-card events–because the economic 
metrics are good nationally and they’re good locally.”

Still, experts say, one statistic doesn’t apply to every neighborhood, 
as Collier County continues to grow and new communities spring up 
along Immokalee Road, State Road 951 and East Tamiami Trail. 
Growth in the supply of new homes is being led from the eastern edge 
of the county: two of the top three Collier County communities for new-
home starts in 2019 were Ave Maria (No. 1 at 306) and Orange Blossom 
Ranch (No. 3 at 209), according to Metrostudy. Naples Reserve, in 
second place at 211 starts, is located off U.S. 41 near State Road 951, as 
is another major project, Fiddler’s Creek.

As those corridors have matured, there’s been a fundamental change 
in the way people think about where to live in Naples, says Wes Kunkle, 
president and managing broker at Kunkle International Realty.

“I remember when people would say, ‘I don’t really want to be east of 
41,’” he says. “And then it was I-75: ‘I don’t really want to be east of 75.’ 
Now you hardly hear that terminology anymore.” Home buyers are 
now willing to look east because of “the lure of the new home compared 
to the 20-year-old home,” Kunkle adds.

Meanwhile, prices west of U.S. 41 have increased so sharply that 

there’s little in the area that most people can afford and nowhere to 
build new homes, said Coco Amar, vice president for strategic growth 
in South Florida for William Raveis Real Estate.

“The pricing for that aging inventory is still not low enough to attract 
the rehab group, the reconstruction group or the renovation group,” 
she says. “There isn’t enough of a cushion. So you have a whole segment 
of the inventory that really needs to be redone and it’s kind of stuck 
there and people are opting to move for the new, which is of course in 
different locations.”

Mike Hughes, vice president and general manager for Downing-
Frye Realty, says Collier’s robust health care industry may be a draw as 
well. “Proximity to hospitals and doctors is a nice amenity” for aging 
baby boomers, he notes.

The future of residential growth may be in the 185,000-acre Rural 
Lands Stewardship Area, created to allow a string of mixed-use 
communities east of Golden Gate Estates along the county’s eastern 
fringe. The program allows the formation of the so-called “rural 
villages” to provide the opportunity for growth after the rest of the 
county’s been largely built out. Ave Maria, approved in 2005, was the 
first of the controversial “rural villages” to be approved in the area. 
A second, Collier Enterprises’ 1,000-acre Rivergrass Village, was 
approved Jan. 28 by the county commission. But the vote was 3-2, with 
opposition voiced by environmental groups concerned about possible 
overdevelopment. Rivergrass is approved for 2,500 homes and 100,000 
square feet of commercial space on 1,000 acres along Oil Well Road 
east of Golden Gate.

Besides Ave Maria and Rivergrass, four more rural villages have been 
proposed. If all are approved, they’d have a total of up to 2.745 million 
square feet of commercial along with homes for 62,858 residents.

Hughes acknowledges that “the county is kind of wrestling with” the 
rural villages concept but that they’d be a good source of new inventory 
in the future. “I’m very intrigued by it, to be honest,” he says. “I love 
the idea.”

C
BY DICK HOGAN

We show you where new homes are being built throughout 
Collier County.
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THE BIG PLAYERS
These are the top five communities for 
generating new-home inventory in Collier 
County, leading the industry in new-home 
starts in 2019:

�1) Ave Maria
306 starts in 2019
Builders: Del Webb, CC Homes, Pulte 
Homes, Lennar Homes
5076 Annunciation Circle #104, Ave Maria 
34142
Located south of Immokalee on the eastern 
edge of Collier County. It was created as 
the first of the “rural villages” where future 
growth is planned.

2) Naples Reserve
211 starts in 2019
Builders: Ashton Woods, D.R. Horton, 
Florida Lifestyle Homes, KTS Homes,  
Lundstrom Development, Marvin 
Development, McGarvey Custom Homes, 
Stock Signature Homes 
14745 Leeland Drive, Naples 34114
Located in south Naples off U.S. 41.
From $354,900.

3) Orange Blossom Ranch
209 starts in 2019
Builders: Lennar Homes, Pulte Homes
1976 Parson St., Naples 34120
Located off I-75 in eastern Collier County.
Townhomes, villas and manor and executive 
home designs from 1,417 square feet to more 
than 3,000 square feet.

4) Isles of Collier Preserve
171 starts in 2019
Builder: Minto Homes, Stock Signature 
Homes
5445 Caribe Ave., Naples 34113
Located off Tamiami Trail East in south 
Naples.
Single-family homes and condominiums.
$374,900-$1,090,900.

5) Bent Creek Preserve
162 starts by Lennar
9432 Greenleigh Court, Naples 34120
Located south of Immokalee Road east of 
Collier Boulevard in North Naples

Single-family homes and villas from the mid-
$200,000s.

A WIDE RANGE OF COMMUNITIES
Here are some of the residential communities 
where homes are being built now in Collier 
County.

6) Abaco Pointe
Toll Brothers
14723 Kingfisher Loop, Naples 34120
Villa homes.
$336,995-$497,495.

7) Arboretum
Mattamy Homes
Bayshore Drive and Thomasson Drive, 
Naples
4720 Bayshore Dr, Naples, FL 34112
$288,990 to $363,345.
Coach homes and villas.

8) Avalon
Neal Communities
6916 Avalon Circle, Naples 34112
$321,609-$329,172.
Carriage homes, 1,660 square feet.

9) Azure at Hacienda Lakes
Toll Brothers
8786 Saint Lucia Drive, Naples 34114
Located east of Collier Boulevard along 
Rattlesnake Hammock Road.
$476,995-$639,995.

10) Compass Landing
Mattamy Homes
3725 Helmsman Drive, Naples 34120
$392,990-$542,990.
1,994 square feet-3,747 square feet.

11) Esplanade at Hacienda Lakes
Taylor Morrison
8603 Maggiore Court 34114
Located east of Collier Boulevard along 
Rattlesnake Hammock Road.
$346,900-$483,382.

12) Fiddler’s Creek
Ashton Woods, Taylor Morrison, Pulte 
Homes, D.R. Horton, Stock  Development, 
Gulf Bay Homes, Harbourside Custom 

Homes
8152 Fiddler’s Creek Parkway, Naples 33114.
Located on Collier Boulevard near Marco 
Island.

13) Fronterra
CC Homes
8725 Madrid Circle, Naples 34104.
Near Davis Boulevard and Collier Boulevard 
just west of I-75.
$277,990-$363,990. 
1,133 square feet-2,529 square feet.

14) Golden Gate
Maronda Homes
2944 Everglades Blvd., Naples 34120
$228,900-$439,166. 
1,273 square feet-3,130 square feet.

15) Greyhawk at Golf Course of the 
Everglades
Pulte Homes
9252 Cormorant Drive, Naples 34120
$398,990-$766,975.
1,691 square feet-3,900 square feet.

16) La Morada
WCI
2371 Montserrat Lane, #102, Naples 34120
$309,999-$339,999.
Coach homes, 1,741 square feet-2,110 square 
feet.

17) Lely Resort
Stock Development, Lundstrom Development
8020 Grand Lely Drive, Naples 34113
Near Tamiami Trail East and Collier 
Boulevard in south Naples

18) Marquesa Isles
Neal Communities
2122 Marquesa Circle, Naples 34112
Off County Barn Road near Davis Boulevard 
in east Naples
$336,990-$432,387

19) Miramonte at Grey Oaks
Ronto Group
2386 Grey Oaks Dr N, Naples, FL 34105
From $1,795,000
Villas and single-family homes.
3,700 square feet-5,000 square feet.
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20) Naples Square
The Ronto Group
1030 Third Ave. S., Naples 34102
Condominiums
From $1,425,422.

21) Palazzo at Naples
Toll Brothers
10133 Florence Circle, Naples 34119
$449,995-$724,995.

22) Richmond Park
Neal Communities
2311 Sawyers Hill Road, Naples 34120
$269,990-$305,443.

23) Seychelles
Neal Communities
2665 Seychelles Circle, Naples, FL 34112
$294,990-$324,990.

24) StoneCreek
GL Homes
4068 Nova Lane, Naples  34119
$460,900-$632,900.

25) TwinEagles
Minto Communities
$703,300-$753,768.
Single-family homes, golf course 
community.

26) Vanderbilt Reserve
Sobel Co.
7419 Pristine Drive, Naples 34119
$299,990-$337,490.

27) Villages at Cordoba at Lely 
Resort
Cordoba Development LLC
Near Tamiami Trail East and Collier 
Boulevard in south Naples
$497,200-$551,400.
1,544 square foot-2,219-square-foot 
single-family homes.

28) Winding Cypress
DiVosta Homes
7225 Wiregrass Court, Naples 34114
$384,990-$663,180.
1,671 square feet-2,852 square feet.

®

All just steps 
away at Genova.

3% Commission Paid Upfront*

*Developer reserves the right to revoke or change incentive at any time without prior notice. All 
dimensions are approximate. Actual gross square footage may vary. All images are conceptual 
renderings and developer reserves the right to make modifications, including amenities, without 

prior notice. Prices subject to change without notice.  ORAL REPRESENTATIONS CANNOT BE RELIED UPON ORAL REPRESENTATIONS CANNOT BE RELIED UPON 
AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS, AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS, 
MAKE REFERENCE TO THIS BROCHURE AND TO THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA MAKE REFERENCE TO THIS BROCHURE AND TO THE DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA 
STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE.STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE.

LOUNGELIFT

RUB ROLL

On all signed contracts upon receipt  
of full deposit. 

This is condominium living like you’ve never seen it 
before. Spacious, open floor plans all nestled within a 

community reminiscent of the Italian Riviera.
Prices from mid $300s - 700s.

21530 Strada Nuova Circle #101, Estero, FL 33928
239-948-2929

Genova-Florida.com
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GRANDVIEW AT BAY BEACH COMES TO 
FORT MYERS BEACH
We take a side trip to this new Lee County condo 
development.

New luxury condominiums for active retirees may be 
a thing of the past in the largely built-out area west of 
U.S. 41 in Naples.

But Naples-based London Bay Development Group 
is bringing its trademark cutting-edge design and 
modern amenities to Grandview at Bay Beach condo, 
which broke ground in February at the south end of 
Fort Myers Beach.

The 11-story tower within the gated Waterside 
neighborhood at Bay Beach will have 58 waterfront 
residences starting in the high $900,000s.

“We’ve already seen great interest from homebuyers 
motivated by the desire to live within walking distance 
of the beach, and enjoy world-class panoramic views 
and resort-style amenities,” said Mark Wilson, president 
of London Bay Development.

Scheduled to open the summer of 2021, Grandview 
will feature amenities ranging up to 11-foot ceilings and 
private two-car garages for the six penthouse units, plus 
Waterside’s tennis courts, walking and jogging paths, 
fishing pier and beach access.

–Dick Hogan

• Naples new construction from the 190’s
• 20 customizable floor plans
• Custom builder
• One time closings
• Down payment as low as 3.5%
•  Full 3% Realtor commission paid prior to  

ground breaking

METRO HOME BUILDERS, INC.  |  107 Weber Blvd. N., Naples, FL 34120 
info@metrohomebuilders.com  |  MetroHomeBuilders.com 

(239) 348-3085

Visit our  beautiful model  home today!
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Priced from the High $100s
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Call 239.352.3903
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Put more miles on your golf cart 
THAN YOUR CAR .

With schools, shops, parks, pools, and more all just moments  

from your front door, it seems the golf cart is the unofficial  

vehicle of Ave Maria. Which reminds us: at what point do  

you have to stop calling it a golf cart?
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healthy economy and increasing numbers of middle-income residents are combining 
to result in a surge of commercial development in Collier County.

Many of the new residents are drawn by one thing, says Mike Hughes, vice president 
and general manager for Downing-Frye Realty: “Jobs.”

That’s what sets Naples apart from other Florida communities, he said. “A lot of retirees still 
need to supplement their income. We have jobs. And if you go up the west coast there are some 
areas that have waterfront property just like us but they don’t have the jobs.”

Hughes adds that  “A lot of the jobs up north, you don’t have to work in that particular area. 
A lot of those jobs, those people can work anywhere. You can kind of live wherever you want to 
live.”

Commercial builders are gauging where the new residential construction is going and are 
acting accordingly, says Wes Kunkle, president and managing broker at Kunkle International 
Realty.

Growing together
COMMERCIAL GROWTH AND RESIDENTIAL DEVELOPMENT  

GO HAND-IN-HAND.

BY DICK HOGAN 

A



Residences from the $500s to over $7 million

South Naples beckons… introduce your clients to these three sought-after communities,  
with new neighborhoods, new models and new floor plans.
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“I think it’s that developers are being smart 
enough that they’re building commercial 
development around the residential so that 
you’re not that far away from, say, a Publix or 
Whole Foods or anything like that,” he said.

In part, Kunkle explains, the expansion 
eastward is driven by the lack of inventory to 
the west. “I think that for the normal buyer 
and seller,” he says “it’s the lure of the new 
home.”

But, he says, increased retail development 
means prospective home buyers are now 
more willing to broaden their search. “I don’t 
hear anything about location anymore,” he 
adds.

Coco Amar, vice president for strategic 
growth in South Florida for William Raveis 
Real Estate, said the newcomers are a 
different breed: younger, often with families 
and less able to pay the higher prices that 
prevail west of U.S. 41.

“Are we getting a different demographic 
coming into Collier County? I believe the 
answer to that is ‘Yes,’” she says. “We’re 
getting a very different, broader demographic 
of different status. And that, of course, 
changes the game, as well.” 

These newcomers are happy to snap up the 
homes being built in communities that have 
sprung up as development marches east along 
Immokalee Road, State Road 951 (Collier 
Boulevard) and U.S. 41, she says.

That, in turn, spurs commercial growth 
throughout the county, Amar said.

Here are some of the recent commercial 
projects that are planned or under way 
throughout the county:

ARTHREX
Arthrex, the medical device manufacturer 
that is the county’s largest private-sector 
employer, is building a new six-story, 
300,000-square-foot headquarters scheduled 
to open later this year. The new building is 
part of a three-structure expansion that will 
also mean the hiring of 560 new employees.

Arthrex has also developed a 160-

room, four-story hotel and a two-story, 
38,000-square-foot wellness and medical 
facility with an employee fitness center and 
health clinic.

ONE NAPLES
Stock Development is moving through 
the county review process with plans for 
its proposed mixed-use development One 
Naples a block from Vanderbilt Beach in 
North Naples. 

The company’s original plan for the six-
acre site drew protest from nearby residents 
who contend that its proposed condo tower 
was too high and that the project would 
cause too much additional traffic on local 
roads. The revised plans include two 16-story 
high-rise condominium towers instead of the 
original 21-story one. One Naples would also 
have up to 25,000 square feet of commercial 
development.

PARADISE COAST SPORTS 
COMPLEX
The first phase of Paradise Coast Sports 
Complex is scheduled to open this summer 
with four fields. Once fully completed, it 
will have 19 fields, a lake and a 5,000-seat 
stadium.

Collier County officials hope to attract 
both local and visiting amateur sports events 
with the complex. Paid for with $80 million 
in tourist tax revenue, the facility is expected 
to be complete by 2021. It’s being built on 
a 60-acre tract on the northeast corner of 
Interstate 745 and Collier Boulevard.

A number of new hotels have already 
opened close to the complex, according 
to information provided by the county: a 
WoodSpring Suites extended stay hotel 
at City Gate and a new Staybridge Suites 
at Lely are operating while several other 

family-oriented, mid-range hotels are under 
construction on the north side of the county.

New hotels mean new jobs for residents, and 
the visitors staying in them are expected to 
add more than $1.8 billion to the community 
from tourism each year, according to the 
county.

Also underway are promotional efforts with 
sporting event planners, arts organizations 
and music promoters.

BURLINGTON COAT FACTORY
More than 10 years after the Kmart at Collier 
Boulevard and U.S. 41 in East Naples shut 
down, its space is finally being filled by some 
major retailers. Burlington Coat Factory, 
Home Goods and Planet Fitness plan to move 
into the Freedom Square, where the Kmart 
closed its doors in October 2009.

That’s not the only hard-luck retail space 
being repurposed in Collier’s commercial 
development boom.

Organic grocery store Lucky’s Market 
announced Jan. 27 that it had filed for 
bankruptcy protection in January and shut 
down most of its stores–including the location 
it was leasing at 3815 Tamiami Trail E. in 
East Naples. However, Lucky’s is now under 
contract to sell that store (and four others in 
the state) to Publix.

NEW KEISER UNIVERSITY CAMPUS
The first phase of a new two-story, 
40,000-square-foot Keiser University location 
is taking shape on a vacant six-acre site at 
4001 Tamiami Trail E. in East Naples and 
scheduled to be completed by late summer. 

The campus will be constructed in two 
phases, with a two-story building in each 
phase. The second smaller, 25,000-square-
foot building will be used for university 
expansion or other commercial use. NRResidences from the $500s to over $7 million

South Naples beckons… introduce your clients to these three sought-after communities,  
with new neighborhoods, new models and new floor plans.

THE BUILDER YOU ADMIRE
IN THE COMMUNITIES YOU DESIRE

2639 Professional Circle  |  Suite 101  |  Naples, FL 34119  |  239.592.7344  |  StockDevelopment.com
*FOR A LIMITED TIME. CERTAIN RESTRICTIONS APPLY. COMMISSION PAID AT CLOSING OF THE HOME. SEE SALES ASSOCIATE FOR DETAILS.  PROGRAM IS SUBJECT TO CHANGE WITHOUT NOTICE. THIS 
PROGRAM IS VALID FOR ALL SALES WITHIN FIDDLER’S CREEK, NAPLES RESERVE AND THE ISLES OF COLLIER PRESERVE AND DOES NOT APPLY TO OTHER LOCATIONS. BROKER PARTICIPATION WELCOMED. 
ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING THE REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS REFERENCE SHOULD BE MADE TO THE 
DOCUMENTS REQUIRED BY SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE.NOT AN OFFERING WHERE PROHIBITED BY STATE LAW.

AT 
FIDDLER’S

CREEK
From the $500s

AT 
NAPLES 

RESERVE
From the $500s

AT 
THE ISLES OF

COLLIER PRESERVE
From the $600s

‘ 
‘ 

EARN

5% 
COMMISSION*

FLStockDevelopment

StockDevelopment



Elegance. 

Elevated.

Estates from over 4,000 to over 5,000 square feet under air, priced from over $4 million to over $8 million.

mystiquepelicanbay.com  |  239.598.9900  |  6885 Pelican Bay Boulevard

©Copyright 2020, Pelican 1 Owner, LLC. ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE DEVELOPER. FOR CORRECT REPRESENTATIONS, MAKE REFERENCE TO THE CONTRACT, AND TO THE DOCUMENTS 
REQUIRED BY SECTION 718.503, FLORIDA STATUTES, TO BE FURNISHED BY A DEVELOPER TO A BUYER OR LESSEE. Prices and availability subject to change without notice. No Federal Agency has judged the merits or value, if any, of this property. Gulf Bay® Group of Companies. 
Creators of the Pelican Bay Skyline. Gulf Bay® Marketing Group, Inc. REALTORS®.
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Get Smart

rime prevention and safety 
awareness are trending topics  
among REALTORS® follo-
wing a few well-publicized inci- 
dences involving real estate 
professionals. In 2015, Janice 
Tisdale, a real estate agent in 

Texas, was held hostage during a showing by 
a buyer who wanted $4,000. In what became 
a national case the year before, real estate 
agent and wealthy broker Beverly Carter was 
kidnapped by prospective buyers and lost her 
life.

It’s tough to imagine Naples as an area 
where REALTORS® would need to think 
twice about their safety, but it pays to be vigilant 
and take the proper precautions.

Captain Tim Guerrette of  the Collier 
County Sheriff’s Office, who is also a broker 
for Florida Pro Realty, acknowledges that 
Neapolitans often take the town’s general 
tranquility for granted. “I think because of  the 
community we live in we have a tendency to feel 
really safe,” he says. “People have a tendency to 
drop their guard because of  that.”

But locally, REALTOR® safety has centered 
around incidences in which agents found 
themselves the victims of  stalking. Prospective 
buyers will see an image of  an attractive 
real estate agent on signage, or in person at 
a sales center, and begin tracking them by 
making frequent return visits. Fortunately, 
these specific situations did not escalate, but 
Guerrette adds that victims don’t usually notify 
law enforcement because they believe the 
situation doesn’t warrant police intervention. 
To help combat this, Guerrette urges agents 
to use caution with their profile pictures on 
the internet and to always dress professionally, 

in business attire. He also recommends using 
professional photos, not ones that were taken 
when the REALTOR® was at the beach with 
family or in another personal setting. 

When it comes to showing houses, there are 
a number of  precautions that REALTORS® 
can take to ensure their safety. They should 
first become acquainted with the area if  they 
aren’t already. Being familiar with the layout 
of  a rural area, like Golden Gate Estates, for 
example, or knowing when an area will be less 
populated—say, a condo building off season—
is an advantage. Guerrette adds that having 
your mobile phone completely charged is 
“probably the most important thing.” 

In the event that you’re in an area with poor 
cell service, ask someone to go with you or tell a 
coworker or family member where you’re going 
and give them the exact address. Guerrette 
recommends having that person contact you 
at a designated time if  they don’t hear from 
you first. Once you arrive at the address, park 
your car in a position where you can easily drive 
away. 

For an extra layer of  protection, Guerrette 
recommends gathering as much information 
on the prospective buyer as possible prior to 
meeting them. When clients call to schedule an 
appointment for a showing, Guerrette typically 
asks for their full name, number and a checklist 
of  who will be coming to the showing. “It’s 
OK to be nosey and know who you’re meeting 
with,” he says. Even setting up an initial 
meeting at a Starbucks to go over properties can 
help you get a feel for the person. 

FOREWARN is a safety app designed 
exclusively to give REALTORS® background 
checks on buyers and mitigate potential risks. 
Inputting basic information into the app, such 

as the client’s name or phone number, will give 
the agent a rundown of  the buyer’s information, 
including any criminal history, current assets 
and financial risks. To subscribe to the app, the 
agent must fill out an online application with 
their real estate credentials. 

It’s best to err on the side of  caution if  you 
feel apprehensive about a particular person. 
Ultimately, Guerrette says to listen to your gut. 
“Go with your sixth sense; that truly is probably 
the best,” he says. “We have a tendency in real 
estate to please, but slow down and find out 
who you’re dealing with and try to learn about 
the person you’re going to show the house to.” 
He explains that if  you’re feeling uneasy, it’s 
acceptable to bring another REALTOR® with 
you or cancel the appointment altogether and 
reschedule for another time.

Hosting an open house doesn’t usually allow 
agents the advantage of  knowing who they’ll 
be dealing with, but it does give them the 
opportunity to scope out their surroundings. 
Guerrette tells REALTORS® to familiarize 
themselves with the home, including where all 
the doors are and how they unlock. He adds 
that Florida homes typically have glass sliders 
with intricate locking mechanisms, so an agent 
should know how they operate before officially 
opening the home.

If  an agent is sitting in an open house alone, 
he or she can prop open an emergency window, 
but Guerrette warns against doing this for any 
additional doors or windows. “If  you open 
up everything, people can get in every way, as 
well,” he says. “It’s good to have a one-point 
entry with knowledge of  how to exit if  needed.”

Adhering to this advice allows REALTORS® 
to gain control and gives them the chance to 
avoid a potentially risky or unsafe situation. 

C

Safety in selling 
Here are a few preventative measures to keep agents safe 

during showings and open houses.  |  BY TESS RAINES
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PRACTICE FACILITY

CLUBHOUSE

NEIGHBORING COMMUNITIES
TPC GOLF COURSE

Beyond visually stunning, custom homes at Peninsula also feature superior 
materials and construction techniques. This means your clients can immerse in 
luxury as well as uncompromising quality. It’s the last opportunity to buy new, 
and lasting, within the prestigious community of Treviso Bay.

Quick Delivery

Available

Sold

Choice homesites selling fast!

COASTAL CONTEMPORARY GOLF & WATERFRONT HOMES STARTING AT 1.6M   |   THE LAST CHANCE TO BUY NEW IN TREVISO BAY

The Peninsula is represented by Premier Sotheby’s International Realty. This site plan is for conceptual and illustrative purposes and may not be relied upon as accurately reflecting the final site development plan. The site plan is preliminary and subject to change without notice. 
Oral representations cannot be relied upon as correctly stating representations of the developer. For correct representations reference the documents required by section 718.503, Florida Statutes. Renderings and graphic depictions, including of views, are artistic conceptions 
and are not to be relied on. Dimensions, sizes and locations are approximate. Sizes, views, plans, specifications, and prices are subject to change without notice.

Onsite Sales Center Open Daily 10-5

9050 Treviso Bay Blvd, Naples

PeninsulaNaples.com

239.249.6830

Exclusively by 
Imperial Homes
of Naples



53

NaplesREALTOR®  |  Q2 2019

G
E

T 
SM

A
R

T

osing a child to drowning is 
a parent’s worst nightmare, 
and because of  Florida’s 
water-centric environment, 
these tragedies happen 
all too often. According 

to the Florida Department of  Children and 
Families, 88 children died by drowning in the 
state in 2018. 

Child drowning often occurs when 
parents are busy or when there are no layers 
of  protection in place, according to Paula 
DiGrigoli, executive director of  NCH Safe 
and Healthy Children’s Coalition of  Collier 
County.

“It happens to the best parents,” she says. 
“That’s why we have to have these barriers. 
Children are very curious.”

The Safe and Healthy Children’s Coalition 
works with over 70 local and national agencies 
and engages with the community regularly to 
ensure families are aware of  all water safety 
measures. They have established Life Jacket 
Loaner Stations at local beaches and hold the 
annual Great Naples Duck Race and Safety 
Festival. The funds from this event go toward 
swimming lessons and providing water safety 
materials and door and window alarms for 
families with young children. 

DiGrigoli explains that many incidences 
of  child drowning occur when a parent or 
grandparent believes that the child is with 
another family member. “A lot of  people feel 
that ‘I’m a great parent and I know where 
my children are going to be.’ You can’t,” she 

says. “A lot of  drownings are when parents are 
cooking or mom is using the bathroom (while) 
the children are watching TV.” Simply turning 
away for a minute is enough time for a tragedy 
to take place.

She emphasizes the importance of  multiple 
layers of  protection for families in a home with 
a pool or neighboring pond. Door alarms sold 
on Amazon and Home Depot work well to 
alert parents that a child might have wandered 
outdoors, but DiGrigoli advises parents to 
attach them high up on the door so a child 
can’t reach and potentially disable them. Any 
mesh or aluminum pool fence works to deter 
children as well, but patio furniture and toys—
anything a child can climb—should also be 
put away when the pool is not in use.

However, one of  these layers alone is 
not enough to prevent a drowning. A child’s 
curious nature can lead them to figuring out 
how to get past a baby gate or through a 
door with an alarm that has weak batteries. 
Because of  this, DiGrigoli recommends 
implementing additional safety measures, 
such as a “designated water watcher”—
someone whose duty at family gatherings or 
pool parties is to keep a close eye on the pool 
for short periods of  time before assigning 
another adult to supervise. 

In the event that a child is missing, parents 
are encouraged to check every source of  
water first—bathtubs, pools or neighboring 
ponds and canals. Don’t just glance from 
a distance—go to the edge and look to the 

bottom.
“The last layer that we recommend is 

learning to respond in case of  an emergency,” 
DiGrigoli says. “Learn CPR and call 911. 
Those seconds count.”

There were three child drownings in 
Collier County during 2019, and two of  
those were children of  families visiting from 
up north. DiGrigoli says that out-of-state 
families typically don’t have pools and are 
often unaware of  the dangers. This puts 
REALTORS® who are renting and selling 
homes to these families in a powerful position 
to reverse the statistics. 

“REALTORS® can maybe provide 
the water safety booklets that we have and 
emphasize the four points of  protection 
(barriers, supervision, learning to swim and first 
aid response) to guide them to us,” DiGrigoli 
says. REALTORS® can access these materials 
by emailing info@safehealthychildren.org 
or calling (239) 624-4033. To avoid scaring 
families out of  renting or purchasing house 
with a pool, she adds that REALTORS® can 
even hold the conversation on child water 
safety until after the closing of  the home. 

She’s thankful for the first responders and 
other agencies collaborating for child safety 
awareness in the county, but she acknowledges 
that REALTOR®s are a vital link in this 
equation. The ultimate goal, she says, is “for 
REALTORS® to say, ‘we want everyone to 
buy homes with pools—and we want them to 
be safe.’”

To Sell and Protect 
Pools are a major factor in child drownings—as a REALTOR®, you can help prevent a 

tragedy.   

|  BY TESS RAINES

Barriers will give you time 
to avoid a tragedy. 

–Paula DiGrigoli, executive 
director of NCH Safe and 

Healthy Children’s Coalition 
of Collier County

L
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DBPR APP 
TAPS INTO 
THE STATE’S 
BUSINESS 
RECORDS.
WITH THE FLORIDA 
DEPARTMENT OF 
BUSINESS AND 
PROFESSIONAL 
REGULATION’S MOBILE 
APP users can search the 
agency’s records for businesses 
and professionals licensed 
by the state. An invaluable 
tool for REALTORS®, real 
estate professionals can verify 
licenses by name or number, 
search for inspections of hotels 
and restaurants throughout the 
state and submit complaints 
about unlicensed activity all 
with a few finger swipes.

SPECIAL OFFER $99Regular  $199.00

Real Estate 10 Point  
AC Inspection

Record all pertinent information on system  
including model, serial number, and age.

Check that thermostat is functioning.

Heat, AC and Fan all work.

Check filter and note its condition.

Record temperature split.

Visually inspect of all duct connections to  
Air Handler.

 Visually check drain line for proper pitch, 
trap, float switch, and currently  
draining.

Visually check all disconnect, whip, and 
electrical connections at  
AH & CU cabinets.

 Visually check area surrounding condenser 
to make sure it is clear of debris.

 Check condenser to make sure compressor 
and fan are working. Check refrigerant line 
condition.

3506 Exchange Ave., Naples, FL 34104
www.dolphinacnaples.com    LIC# CAC 1819939

239.596.9044
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PROUD TO SERVE 
THE LEGAL NEEDS OF 

THE SOUTHWEST FLORIDA 
REAL ESTATE COMMUNITY

Serving clients in real estate matters, including 
financing, leasing, sales and acquisitions.

HAHN LOESER & PARKS LLP  |  HAHNLAW.COM
NAPLES  |  5811 PELICAN BAY BOULEVARD  |  SUITE 650  |  239.254.2900  

FORT MYERS  | 2400 FIRST STREET  |  SUITE 300  |  239.337.6700

JAYNE SKINDZIER
jskindzier@hahnlaw.com  |  239.254.2925

We Help
Small Employers

Deal with Growth
Attract and retain valuable  

employees through our small  
group health insurance plans.

Taking care of your business and your family.

Patti Monahan

239-352-5326
CALL FOR A CONSULTATION

AND QUOTE TODAY!
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ABOR®’s Global Business 
Committee strives to educate 
REALTORS® on all aspects 
of  business dealings and 

transactions with international 
customers. 

In 2019, 36,400 homes in 
Florida were purchased by 

foreign buyers, equaling 9 percent of  total 
existing home sales in the state, according to 
Florida Realtors®. Because such a large number 
of  real estate clients are from other countries, 
including Canada, Germany, Spain, Albania 
and Cuba, it’s important for REALTORS® to 
know how to promote Naples and make the 
purchasing process smoother. On the flipside, 
area locals may be looking to purchase property 
in another country and need to work with an 
agent that is well-versed in international real 
estate affairs. The Global Business Committee 
collaborates with National Association of  
REALTORS® to provide agents with classes 
and networking events that prepare them for 
complex global transactions. 

Izabela Wright, the chair of  NABOR®’s 
Global Business Committee, explains that there 
are a number of  things that must be considered 
in an international transaction. “Global 
transactions are significantly different and more 
complex than domestic deals,” she says. “From 
currency issues and financing, to visa and tax 
laws, working with a REALTOR® who knows 
how to handle these differences can make or 
break a real estate transaction.”

She explains that the educational programs 
provided to members by the committee are the 
most important resource for informing agents. 
Topics cover currency exchange and investment 
performance to regional market conditions and 
tax issues. “Our last class was about U.S. rentals 
for foreign customers when they buy property 
here and they want to rent it,” says Wright. “We 
also have classes about immigration updates for 
international customers. They have limitations 
when they come to the U.S. We give updates 
about this.”

The committee also invites speakers to 
the classes for additional layers of  education 

on a specific topic. Past speakers 
have included Carol Obermeier 
and Brian Solis, the director and 
manager of  air service development 
for Southwest Florida International 
Airport, respectively.  NABOR® 
partners with the airport, which 
is a major link for attracting 
international customers to Naples.

One of  the committee’s major 
goals is to help REALTORS® 
become Certified International 
Property Specialist designees, or 
CIPS, which indicates that an 
agent is equipped with the tools 
and knowledge to properly and 

effectively navigate the global real estate market. 
This is an NAR® designation that is recognized 
nationally. 

The potential to be a CIPS designee also 
benefits REALTORS® by growing their 
business, says Wright. “The number of  CIPS 
designees in NABOR® is growing every year 
but we have over 6,700 members and around 
80 CIPS designees, so there is still a lot of  
potential,” she explains. “Naples is a beautiful 
destination for second homes for a lot of  our 
international customers.” 

Lana Svjetlana Butsky is a member of  
the Global Business Committee and a CIPS 
designee. “CIPS courses prepared me to work 
with buyers and sellers from different countries 
with a greater understanding of  their culture 
and customs,” she says. “I receive more referrals, 
serve my foreign buyers and sellers better and 
help U.S. buyers purchase properties in other 
countries.”

Several committee members themselves have 
rich international roots from all over the world. 
Wright, for instance, is originally from Poland, 
and Butsky is a native of  Yugoslavia. The 
diversity of  the members makes the committee 
an educational resource in itself, where members 
can turn to each other for information or advice 
on the area from which they hail.

A CIPS institute training will be offered later 
this year–on Sept. 8, 9, 10, 11 and 14–to those 
interested in becoming a CIPS designee. Each 
session will consist of  a full-day class that covers 
information on transaction tools, local markets 
and real estate customers from different regions 
around the world. The classes will be held at 
NABOR®, and those interested can register 
at nabor.com. Once the course is completed, 
REALTORS® must fill out and submit a CIPs 
application to NAR®.

N

Bonjour! ¡Hola! Hello!
NABOR®’s Global Business Committee helps REALTORS® successfully 

navigate global transactions and welcome international buyers 

|  BY TESS RAINES
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EXPLORE
like you’re on

VACATION.

©2020, Fiddler’s Creek Realty, Inc. Licensed Real Estate Broker. ORAL REPRESENTATIONS CANNOT BE RELIED UPON AS CORRECTLY STATING REPRESENTATIONS OF THE BROKER, BUILDER OR SELLER. FOR CORRECT REPRESENTATIONS, MAKE REFERENCE TO THE DOCUMENTS 
REQUIRED BY FLORIDA LAW TO BE FURNISHED TO A BUYER OR LESSEE. All features, amenities, prices and availability are subject to change without notice. Ownership of property within Fiddler’s Creek does not entitle an Owner to any right, title, interest or otherwise to use all planned Club facilities, 
but rather an opportunity to join, subject to the payment of assessments, fees and applicable regulations. All club facilities as presently proposed are not constructed nor will all proposed facilities be located within the property encompassed in the Fiddler’s Creek PUD. Development and construction of these 
facilities is contingent upon receipt of all applicable governmental permits and approvals.

RESIDENCES FROM THE $400s TO OVER $2 MILLION  |  FiddlersCreek .com

239.732.9300  |  8152 Fiddler ’s Creek Parkway, Naples , FL 34114

At Fiddler’s Creek, we offer the opportunity to enjoy amenities that go beyond the expected, 

from a magnifi cent lagoon-style pool to an award-winning golf course to an unforgettable white 

sugar-sand beach. And all of this mingles with a wide array of gorgeously designed residences. 

Fiddler’s Creek may feel like a resort, but for you there’s never any checkout time.
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MLS

License: CGC1508697

IMAGINE > PLaN > CELEBRATE

Renovations from $400K       I       RemodelingNaples.com       I       239-594-8510

We love what we do, so will you.TM

The home of your dreams calls for more than great ideas. It deserves detailed 
scheduling, a meticulous renovation process and close collaboration among 
everyone involved. At The Lykos Group, this distinct approach has led to the most 
stunning results and delighted clients in Southwest Florida for over 25 years.
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Dear Corie: I am a REALTOR® and I have been a member of XYZ REALTOR® Association for almost eight years. I 
have worked with a variety of real estate buyers and sellers throughout this time and I meet a lot of new potential 
clients and customers based upon referrals. 
Recently, I obtained a listing for a home and I immediately placed it into the MLS with the following specific 
showing instructions: “Call Listing Agent,” “Call Listing Office,” “No Sign on Property,” and “Short Notice OK.” With 
the seller’s permission, I provide the garage door code for access when showings by cooperating REALTORS® are 
requested. The home has been on the market for roughly one month now.
When I contacted my seller earlier today to discuss a potential offer, he brought to my attention that there was a 
recent showing of his home by REALTOR® Sneaky. REALTOR® Sneaky did not contact me or my office in advance 
as required by the showing instructions. When I questioned my seller further, I found out that REALTOR® Sneaky 
approached my seller to present an exclusive offer to rent/lease his property. My seller said that he felt pressured 
and signed the agreement to rent/lease this property that I currently have listed for sale! He went on to further 
explain that REALTOR Sneaky had previously had his home listed for sale, prior to my listing the property for sale 
and that prior listing had the exact same showing instructions. It appears REALTOR® Sneaky kept the garage door 
code and used it to enter the property without contacting me first!!
Needless to say, I was furious when I heard this. Every REALTOR® knows that he or she should not be engaging 
in any practice or taking any action inconsistent with exclusive representation or exclusive brokerage relationship 
agreements that other REALTORS® have with clients!
I am considering filing an ethics complaint against REALTOR® Sneaky for interfering with my exclusive representa-
tion agreement that I have with this seller!  Can you provide some guidance on whether I have grounds? 
Signed, Furious!!

DEAR FURIOUS:  Based on what you have described, there are a few considerations under the Code of  Ethics 
before filing a complaint. First, you might have an argument that there was a violation of  Article 3, as supported 
by Standard of  Practice 3-9.  Standard of  Practice 3-9 states that REALTORS® shall not provide access to listed 
property on terms other than those established by the owner or the listing broker.  It is unclear, based on what 
you described  whether REALTOR® Sneaky accessed the property to show it to prospective buyers or whether 
REALTOR® Sneaky  was conducting a showing for rent/lease pursuant to its rental listing agreement with the 
seller.  If  the former applies, you may not have a case against REALTOR® Sneaky. You might need to obtain some 
additional information.  

Second, as for the exclusive offer to rent/lease agreement that was signed by your seller, please note that Article 
16, as supported by Standard of  Practice 16-3, states the following: Article 16 does not preclude REALTORS® from 
contacting the client of  another broker for the purpose of  offering to provide, or entering into a contract to provide, a different type of  real 
estate service unrelated to the type of  service currently being provided (e.g., property management as opposed to brokerage) or from offering 
the same type of  service for property not subject to other brokers’ exclusive agreements. 

It’s important for you to note that for a complainant in any ethics hearing before the Professional Standards 
Committee, the ultimate burden of  proving that the Code of  Ethics was violated is at all times on the complainant. 

Dear Corie: Is it sneaky or 
just a different type of real 
estate service?
BY CORIE CHASE

ETHICS
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&Clear, strong, and convincing is the standard of  proof  for which a violation of  the Code of  

Ethics may be found by a hearing panel. The National Association of  REALTORS® defines 
clear, strong, and convincing as that measure or degree of  proof  which will produce a firm 
belief  or conviction as to the allegations sought to be established. 

Based on the information you have provided, you may need to do some additional fact-
finding to determine whether you can maintain a claim and meet the required standard of  
proof.  At this point, it is hard to say how this case might conclude if  it were to be brought 
before a hearing panel of  the Professional Standards Committee.

Corie Chase is the Chief  Administrative Officer for the Naples Area Board of  REALTORS®. 
(239) 597-1666 or Corie@NABOR.com
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LEGAL INTELLIGENCE

How to avoid 
contracting pitfalls
BY SHARON ZUCCARO, ESQ., AND JEFF JONES
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How to avoid 
contracting pitfalls
BY SHARON ZUCCARO, ESQ., AND JEFF JONES
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LEGAL INTELLIGENCE

1.	How can I make sure that I have the 
correct Seller information when  
writing a Sales Contract ?

•	 Pull the Last Deed of Record from the 
Property Appraiser’s Office.

•	 Does the name in the listing match 
the Deed?  If not, ask the listing agent 
why not?  Perhaps someone has passed 
away and a probate has been completed.  
There could be a good reason, but 
maybe not.

•	 If the Deed shows title in a trust, be sure 
to use the Trustee’s name and Trust 
name on the Contract ( John Doe as 
Trustee of the John Doe Trust dated 
1/1/2020) and have the Trustee sign as 
Trustee.  If there is a different trustee 
name in the listing than on the Deed, 
verify whether the original trustee has 
died or resigned.  Speak with an attorney 
if you are unsure how to proceed.

2.	What do I do if I learn that a per 
son listed in the last Deed of Re-
cord has passed away ?
Was the title held by decedent and  
another person with rights of survivor-
ship? 

•	 The survivor can sign the contract to 
sell the property.  

•	 Notify the closing agent that one of the 
parties has passed away.

•	 Obtain a Certified Copy of the Death 
Certificate.

     Was the title was held by decedent 
alone or as tenants in common (no right 
of survivorship)? 

•	 A probate must be done and a Personal 
Representative must be appointed.  The 
Seller in the Contract should be listed 
as Jane Doe, Personal Representative of 
the Estate of John Doe.

•	 The Personal Representative must 
be appointed by local probate court 
through Letters of Administration.  
The probate from another state has no 
jurisdiction over Florida real property.

3.	What is required to identify the 
Escrow Agent on a Sales Contract ?

•	 61J2-14.008(b) When a deposit is 
placed or to be placed with a title 
company or an attorney, the licensee 
who prepared or presented the sales 
contract (“Licensee”), shall indicate on 
that contract the name, address and 
telephone number of such title company 
or attorney. 

•	 If you fail to include that information on 
the Contract, it is a FREC violation and 
you are subject to fines.

•	 Writing TBD does not count.  Talk to 
client about escrow/closing agent before 
writing the offer.

4.	How do I determine the Effective 
Date of the Sales Contract ?

•	 The Effective Date is the last date either 
Buyer or Seller signs or initials the 
contract in NABOR, so if the parties 
do not date their initials after several 
counteroffers, the legal Effective Date 
could be several days before there is a 
fully executed contract and the Buyer’s 
inspection period could be shortened.

•	 The Effective Date is always “Day 
0” when counting time periods and 
deadlines in the Contract
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5.	What are the most important 
things to review before submitting 
an Offer or Counter offer ?

•	 Make sure the period of offer and 
acceptance has not expired.

•	 Make sure all signatures and initials are 
dated.

•	 Make sure all amounts on Page 1 are 
correct and that the addition is correct.

•	 Make sure the Escrow Agent is named 
with complete contact information.

•	 Make sure that all parties are named 
correctly along with their contact 
information.

6.	If there is more than one HOA in 
the community what is required?

•	 Prepare an HOA Disclosure Summary 
for each HOA.

•	 Check to make sure that the name of the 
HOA is spelled correctly.

•	 Verify that all the required amounts are 
current and exactly correct.

•	 Do not insert amounts that are not 
specifically required anywhere on the 
form.
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LEGAL INTELLIGENCE

guage refers back to the amount on 
Page 1, so if the mortgage amount on 
Page 1 is blank, then the contingency is 
meaningless.

•	 The Mortgage Contingency Date allow 
reasonable time for loan processing 
and approval if not waived or extended 
on that Date the Seller can cancel the 
Contract.

•	 To extend the Contract up to 10 days 
when solely a Lender delay under the 
CFPB rule the Buyer must first waive 
their contingency and notify the Seller 
in writing.

9.	What issues are important if the 
Seller is foreign? 

•	 FIRPTA will apply … best to have your 

7.	What is a Pending Special Assess-
ment?

•	 Sellers will want to disclose any pen-
ding assessments to avoid potential 
responsibility for the assessment which 
has not been levied as of the date of the 
Contract.  

•	 The Seller can add a pending assessment 
disclosure in the Other Terms and 
Conditions section.

8.	For a Buyer using a Financing 
Contingency what are the key 
issues in the Contract?

•	 Use the figure that the borrower will  
actually apply for Page 1 of the Con-
tract.  

•	 The actual financing contingency lan-

MOORINGS
PARK
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Buyer contact their Attorney and/or 
Financial Advisor for details and advice

•	 If the purchase price is from $300,000 
to $1 million determine if the Buyer 
has been advised to be able to sign a 
personal use certification at closing. 
This will reduce the withholding 
amount for the Seller.

•	 If the purchase price is under $300,000 
the Seller is exempt from withholding if 
the Buyer is advised to be able to sign 
the personal use certification.

•	 If you are working with a Buyer who 
intends to use the property for personal 
use (as defined in FIRPTA) and is 
advised to be able to do so, then include 
the FIRPTA addendum to make their 
offer more attractive to the Seller.

14311 Metropolis Ave., Suite 101  •  Fort Myers, FL 33912  •   (239) 561-8022  •  FLHFL.com

Some Dreams Are Meant to Be Built
Quail West • Pine Ridge Estates • Naples Reserve • On Your Lot

Quail West 
The St. Kitts

Building Award-Winning  Custom 
Homes in Southwest Florida  

Since 1993

Exquisite Architecture.  
True Craftsmanship.  
Attention to Detail.

Pine Ridge Estates
The St. Martin II

Naples Reserve
MLS # 220018674

Marco Island
MLS # 220017456
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Partying and politicking
RPAC’s big kickoff event was held on Jan. 16 at Celebration Park 
in Naples–and celebrate is is just what everybody did.

1
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1.	 (l to r) Stuart Tackett, Ken 
Abbott and Brett Brown

2.	 (l to r) Danielle Brazil-
Hudson, Laurie Herbers and 
PJ Smith

3.	 (l to r) Cheyenne Luckey, 
Melissa Bognaski and James 
Hinson

4.	 2003 NABOR® Pres. Jim Pilon 
and 2010 NABOR® Pres.
Brenda Fioretti

5.	 2017 NABOR® Pres. Dominic 
and Linda Pallini

6.	 James Hinson and Gwen 
Gideon

7.	 The event at full swing in 
Celebration Park.

Photos: Wade Mastro
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No CDD Fees!   |   For location, hours of operation and further details about our award-winning communities, visit MintoUSA.com

Discover the new look of luxury at Minto.
Award-winning homes and communities from Florida’s Premier Homebuilder.

*3% commission advancement plus 2% bonus will be paid out after all required deposits have cleared, all option selections completed, and mortgage commitment or proof of funds received. Realtor must bring in 
customer for customer to receive additional incentive. Please see a New Home Sales Professional for details. Commission advancement will be paid after all required deposits have cleared, all option selections 
completed, and mortgage commitment or proof of funds received. ©Minto Communities, LLC 2020. All rights reserved. Content may not be reproduced, copied, altered, distributed, stored or transferred in 
any form or by any means without express written permission. Artist’s renderings, dimensions, specifications, prices and features are approximate and subject to change without notice. Minto, the Minto logo,  
The Isles of Collier Preserve, and The Isles of Collier Preserve logo are trademarks of Minto Communities, LLC and/or its affiliates. CGC 1519880. 2020

MintoUSA.com

• Classic Old Florida Clubhouse

• Resort-Style Pool & Lap Pool

• Event Lawn & Cabanas

• Fitness Center

• Pickleball & Tennis Courts

• Kayak & Paddleboard Launches

• The Overlook Bar & Grill – Now Open!

• Preview 24 Furnished Models

Luxury Villas, Coach Homes & Single-Family Homes from the high $300s to over $1.5 million

5445 Caribe Ave, Naples FL 34113

(239) 360-3109

Realtors earnRealtors earn

5%5%**
  

Luxury waterfront living 5 minutes from downtown & the beachesLuxury waterfront living 5 minutes from downtown & the beaches

MINTT-009_minto_ICP_nabor_ad.indd   1MINTT-009_minto_ICP_nabor_ad.indd   1 3/12/20   1:14 PM3/12/20   1:14 PM
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Come on, get happy!
NABOR®’s Young Professionals Network held its first monthly Happy Hour on 
Jan. 30 at the Hampton Social. 

1.	 James Hinson, YPN Committee Chair David Jablonski, Michael Cook, and YPN Committee Director Liaison Nick Bobzien 
2.	 Atia Hart, Sara Brand, Cheyenne Luckey and Amy Sonnicksen
3.	 Stephanie Ross and Rosa Madrid

Photos: Melissa Bognaski
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The annual Great American 
REALTOR® Days event 
was held in Tallahassee 
from Feb. 3 through Feb. 
5. REALTORS® from all 
over Florida, including a 
contingent from NABOR®, 
converged on the state 
capital to meet with 
lawmakers and let their 
voices be heard on the issues 
impacting the real estate 
industry. 

1

Great American NABOR® Days

NABORHOOD
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Serving Southwest Florida From Brandon to Naples           Hiring Licensed Home Inspectors 

 
2016 - 2017 Crystal R 

2018-2020  
Golden R President’s Circle 

Women’s Council of Realtors 
& CRS Florida State Sponsor 

www.SWFHomeInspections.com                        

Residential - Commercial - New Construction Phase Inspections - Mold, Radon, Lead Paint, FHA Well Water Testing 

239-330-9910 941-493-4334 



1.	 Gov. Ron DeSantis giving the keynote 
address at the Legislative Luncheon.

2.	 2009 NABOR® Pres. Brett Brown tells the 
audience at the Legislative Luncheon 
what he sees as the benefits of investing 
in RPAC.

3.	 A group meeting with Sen. 
Kathleen Passidomo (R-District 28).                           
(l to r) Paula Angelopoulos Urbinati, 
PJ Smith, Sen. Kathleen Passidomo, 
Terrilyn VanGorder, Steve Joselyn, Marco 
Island Area Association of REALTORS® 
Association Executive Kandy Sweeney, 
2020 NABOR® Pres. Lauren Melo, Nick 
Bobzien, Bette McGilvray, MIAAOR® Pres. 
Ileana Bogaert, Rosemary Langkawel, 
2012 NABOR® Pres. Bill Poteet, Danielle 
Hudson, 2009 NABOR® Pres. Brett 
Brown, 2007 NABOR® Pres. Spencer 
Haynes.

Photos: Wade Mastro 
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1.	 (l to r) Maureen Thomas, Patty Wood and Diane Harris
2.	 (l to r) Danielle Sneed, Mike Sneed, Luis Gomez and Rick Romeo

Welcome aboard!
NABOR held its new members networking event at Noodles 
Café in Naples on Nov. 19.

NABORHOOD

72

NaplesREALTOR®  |  Q2 2020

See for yourself how simple we can make your business meeting. 
You’ll find the value you receive as attractive as the many amenities 
you’ll discover when you book your next business event at the 
Naples Conference Center. Call today for member rates.

NAPLES CONFERENCE CENTER
Corie Chase (239) 597-1666 x 224
1455 Pine Ridge Road, Naples, FL 34109
www.NaplesConferenceCenter.com

ExCEPTiONAL FACiLiTiES
Flexible space for 
groups up to 250

OuTSTANdiNg VALuE
Affordable rates 
with free Wi-Fi

CONVENiENT LOCATiON
Centrally located
for easy access

♦

♦

♦

Making business a pleasure
C O N F E R E N C E  C E N T E R

BANQuET FACiLiTiES CONFERENCE FACiLiTiES

NAPLES

provided by

CLASSROOm FACiLiTiES



Visions of sugar plums …
NABOR®’s Young Professionals Network held its Holiday Pajama Party on Dec. 12. The mood was anything but sleepy 
as partygoers donned their favorite nighttime couture. 

1.	 (l to r) YPN Committee Chair David Jablonski, Zachary Kaye and YPN Committee Vice Chair Mariana Birmingham.
2.	 (l to r) Zack Shackleton, Sagan Trombley and Morgan Hila
3.	 The gang gathers ’round Santa.

Photos: Wade Mastro
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BUSINESS PROFESSIONALISM, ESPECIALLY IN REAL 
ESTATE, is crucial to the success of a partnership or transaction. 
It’s easy to dismiss professionalism in the favor of casual interac-
tions—which modern technology makes incredibly accessible—but 
clients are longing to work with someone who puts their needs first. 
The old rules of etiquette still apply. In fact, they are as important 
as ever.  

Evelyn Cannata, who owns the Etiquette by Evelyn consulting 
service in Naples, believes that because the local real estate business 
is so competitive, standing out from other REALTORS® simply has 
to be your No. 1 goal. The key to achieving that aim is to build 
meaningful relationships with your clients.  

“They have to become part of your family,” says Cannata. “It is 
building warmth, empathy, conscientiousness and optimism.”  

She likens each client interaction to what she calls a “custom fit-
ting,” in which agents tailor their service to the individual and his or 
her needs. Cannata suggests REALTORS® invite their client out for 
lunch or coffee to chat and get to know more about them. 

“Learn their personal history, their wants and their needs so you 
become armed with information and can anticipate their needs be-
fore they even tell you,” she explains.  

She adds that REALTORS® can extend their courteousness to 
the information they give a client. Any details that are crucial to the 
home or property being considered should not be omitted. 

“You have to know your product inside and out: the neighbor-

hood, school system, if children are in the picture, and safety fac-
tors,” she says. “You never want your client to feel blindsided or not 
informed if they forgot or did not ask you something they should 
have.” 

To establish good customer service over the phone, Cannata rec-
ommends that agents follow a formula when answering or placing 
a call: “State your full name, title and company,” she says. “Always 
return a call or a follow-up—unfortunately, today that does not al-
ways happen.” 

Cannata reiterates that first impressions matter—what you wear 
and the state of your office when meeting a client will create an 
image of you that the client will remember. To ensure that the im-
pression is positive, dress the part of the consummate professional. 
It should almost go without saying that wearing jeans and a T-shirt 
when meeting a new client is a big mistake.

During that meeting, greet the client with eye contact and a firm 
handshake. Cannata advises agents to maintain open body lan-
guage by keeping the arms and legs uncrossed and hands out of your 
pockets. This shows that you are alert and attentive to the client, she 
explains. 

Showing a client how much you care makes the difference in a 
market that is highly competitive. A client who trusts you and has 
confidence in your work is likely to earn you several new referrals. 

–TESS RAINES
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Nothing could be finer 
than a meal at Lake Park 
Diner
WHY WE LOVE IT: Lake Park Diner, which opened in 
November, brings together all the best of  what the team of  Chef  
Michael Voorhis and developer Adam Smith created at first the 
Bevy restaurant downtown Naples, and later their Smith Organics 
food truck, in an upscale diner and garden setting. It’s perfect for 
grabbing a quick and healthy business-day breakfast or lunch to go 
or for a relaxing al fresco dinner with craft cocktails and splurge-y 
desserts that make you feel like a grown-up kid. 

IDEAL MEAL: Dinner time calls for a specialty cocktail to ease 
the workday’s tensions. Try the Pineapple Ridge for the kick of  
tequila and heat of  muddled jalapeños stirred with pineapple 
and lime juice, house sour mix and tajin seasoning, a Mexican 
blend of  chili peppers, salt and lime. For starters, the Fry Flight 
lets you sample a hat trick of  sweet potato fries with avocado aioli, 
truffle fries with garlic aioli and herbed fries with kalamata aioli. 
Specialties of  the house include rotisserie chicken and grass-fed 
burgers or go gourmet with Miso Wild Salmon and organic brown 
rice, miso-glazed sweet potato and kale and pumpkin seed pesto. 
Whatever you order, save room for one of  LPD’s crazy dessert 
shakes. Crazy, because not only do you get a creative shake, like the 
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When it comes to professionalism, etiquette is as important as ever.

Etiquette Check

red velvet one, for instance, but also a wedge of  cake or maybe a 
donut for “garnish.” 

VIBE: Grab a wood-slat table on the covered patio wrapped in 
podocarpus yews and other greenery. Peruse the menu posted 
outside, then head to the order window. It all sounds like a fast-
food chain operation, but it is far from it. Your order arrives on 
lovely tableware with real utensils (unless you’re getting it to go, 
in which case everything is disposable but earth-friendly). It’s like 
you’re on a designer picnic.

944 Seventh Ave. N., Naples, (239) 228-6351, thelakeparkdiner.com
 –CHELLE KOSTER WALTON
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COOL TOOLS:  
THE OWL

SIZE DOESN'T MEAN MUCH IN CAR-ESCAPE DEVICES. The 
OWL, for Open Window for Life, is a credit card-sized tool (3.2 x 0.1 x 2.1 
inches) marketed as being more than five times more powerful than bulky, 
often hard-to-use spring devices. Inserted between the door and window chan-
nel, the OWL requires only the ability to easily pull the card back less than two 
inches to break a window in an emergency situation.

The OWL is flat, sleek, compact and weighs less than one ounce. It easily 
fits into a pocket, purse, wallet or behind a car visor. It also features a recessed 
safety seat belt cutter ideally aligned for a precise cutting angle. For more in-
formation, visit generaltools.com
$12.95 (two-pack). amazon.com

Out and About
BAKER MUSEUM AT ARTIS–NAPLES PRESENTS COLOR FIELD. Jump at your last chance to see the bold 
colors and shapes that make up this interactive sculpture exhibition placed in and around The Baker Museum. See piec-
es like the untitled, oversized wind chime by Sam Falls and the hanging sculpture Hunnybunny (In a Pickle) made by Claire 
Helen Ashley from duct tape, rope and canvas. Through May 10, artisnaples.org

–JAYNIE BARTLEY
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EGRETS ONLY ... 
and some herons, as well, at J.N. "Ding" Darling National Wildlife Refuge.
Photo by Nick Shirgio



D.R. HORTON AMERICA’S BUILDER

Home for every stage of life.SM

D.R. HORTON
from the low $200s*

Featuring a myriad of     
single-family, twin villa,

carriage home and
townhome designs

EXPRESS HOMES
from the mid $100s*

Value you expect from 
a newly-constructed                          

home at an attractive,                   
affordable price

FREEDOM HOMES
from the high $100s*

Communities cater to                         
the unique lifestyle                                             
of active adults with          

a diverse range                                                    
of amenities

EMERALD HOMES
from the mid $500s*

Highly livable homes that 
combine luxurious

upgrades
and functionality

5%^
Commission

EVERY DAY

3%^
Commission

EVERY DAY

3%^
Commission

EVERY DAY

3%^
Commission

EVERY DAY

Total Commission Paid in SWFL for FY 2019

$14,592,693**
Are you getting        

your share? 

D.R. Horton is A Equal Housing Opportunity Builder.  Home and community information, including pricing, included features, terms, availability and amenities are subject to change or prior 
sale at any time without notice or obligation.  Picutres, photographs, features, colors and sizes are approximate for illustration purposes only and will vary from the homes as built.  **Amount 
represents total broker commissions paid by the Southwest Florida division to the Southwest Florida Real Estate Agents for the period 10/1/18 through 9/30/19.  Commission percentages 
on each contract may vary. ^3-5% commission is only available for homes in DR Horton Southwest Florida communities.  Commissions are earned and paid at closing.  Offer subject to 
change at any time without notice.  Offer cannot be combined with any other offer.  Total commission paid is subject to limitations, if any, on total broker commission imposed by 
homebuyer’s lender.  Florida Registered Building Contractor License CBC#1258802.

To view move in ready homes, please visit drhorton.com/swfla



BRAND POWER 
           A Trusted Lifestyle Brand 

PROVEN LEAD GEN PROGRAM 
           Better Leads

BE BETTER UNIVERSITY 
           Education, Technology and Training

ATTRACTIVE COMMISSION PLANS 
           Increase Your Commission

OUR FOCUS IS ON YOU 
           Fun Culture, Great Support, Concierge Service

Greg and Kathy Zorn
Brokers/Owners

Kathy@BHGREpristine.com     239-537-3995

BetterRealEstateCareer.com     BHGREpristine.com

Contact us today. 

EXPECT BETTER 

©2018 Florida Home Realty, Inc. All rights reserved.  Better Homes and Gardens® and the Better Homes and Gardens Real Estate Logo are registered service marks owned by Meredith Corporation and licensed to 
Better Homes and Gardens Real Estate LLC.  Florida Home Realty Inc. fully supports the principles of the Fair Housing Act and the Equal Opportunity Act.  Each franchise is independently owner and operated.  
Any services or products provided by independently owned and operated franchisees are not provided by, affiliated with or related to better Homes and Gardens Real Estate LLC nor any of its affiliated companies.
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