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Inspire hope.
Deliver dreams.
Build prosperity.

Ben Nelson
Sales Manager, Producing

Mobile (503) 910-9872
Office (503) 673-3618
ben.nelson@academymortgage.com
NMLS ID# 1392905
State Lic: OR # 1392905; WA # MLO-1392905

Put your trust in Academy Mortgage and myself,
and I promise I will never have to ask for it again. 
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This section has been created to give you easier access when searching for a trusted real estate affiliate. Take a minute to familiarize 

yourself with the businesses sponsoring your magazine. These local businesses are proud to partner with you and make this maga-

zine possible. Please support these businesses and thank them for supporting the REALTOR® community!

1031 EXCHANGE

Beutler Exchange Group, LLC

(503) 748-1031

www.beutlerexchagegroup.com

BASEMENT WATERPROOFING

John’s Waterproofing

Company

(503) 419-0404

https:/ /www.johnswaterproofing.com /

CONTRACTOR

Bill Goff Construction

(503) 559-8670

www.billgoffconstruction.com

HOME LOANS

Academy Mortgage

Ben Nelson

(503) 910-9872

https:/ /academymortgage.com/lo / bennelson

HOME STAGING

Creative Concepts

(503) 881-0886

www.stagingoregon.com

HOUSE CLEANING SERVICES

Azucena’s Cleaning

(503) 779-5906

www.azucenacleaning.com

PHOTOGRAPHY / MULTIMEDIA

Foremost Marketing &

Media LLC

(503) 910-5686

www.foremostmm.com

PHOTOGRAPHY AND VIDEO SERVICES

Marks in Time Photography

(541) 905-1366

www.marksintimephotography.net

ROOFING & ROOF REPAIR

Anytime Roofing

(503) 446-0918

www.anytimeroofingllc.com

TITLE & ESCROW

Fidelity National Title Company

500 Liberty St. SE, Suite 200

Salem, OR 97301-3496

(503) 585-7219

www.fidelitytitleoregon. com

YARD / LAWN CARE

McKinley Landscape

Maintenance, LLC

(503) 393-0283

mckinleylandscapellc.com

PREFERRED PARTNERS

Excitement is growing and awareness increasing about who we 
are and what we’re about. To celebrate the debut of Willamette 
Valley Real Producers, we’ll be hosting an upcoming launch party 
in the coming months! Stay tuned for where and when that will 
be. An Evite will be sent closer to the date. 

By now, many of you have either met me or have become indirect-
ly acquainted through word of mouth or the monthly publication. 
For those of you still unfamiliar with Willamette Valley Real Pro-
ducers, I’ll be running a description of our purpose and program 
details one last time, for the month of May. Our purpose is simply 
this: to inform and inspire real estate agents and to honor their 
lives and careers. In so doing, Willamette Valley Real Producers 
hopes to play an important role in fostering a closer-knit com-
munity of Realtors and real estate professionals. Our publication 
has both a social and business aspect. Each month, we highlight 
top-producing agents, nominated based on their contribution to 
the industry and to the community. You are offered an exclusive, 
inside look into their lives and careers. Periodically, you will see 
content contributed by your Realtor associations, local people 
making a difference, and pillars of the community. 

This magazine is provided free of charge to you as the cost of pro-
ducing, printing, and mailing each issue is covered by our advertising 
partners. We always interview and screen our potential “Preferred 
Partners” to ensure that they can provide the types of services that 
you may need or want as a Realtor. Most all of them come from real-
tor referrals who gave them outstanding service praises! 

Along with the physical mailing of this publication, it is also 
sent digitally to emails. Also… Follow us on social media. We are 
building this piece up to keep you involved and informed! 

If you would like to contribute ideas, nominate Realtors for 
feature stories, or know an affiliate who should be part of our 
community, please reach out to me directly. Along with the 
monthly publication, we will host various social events to bring 
the Realtor community together. Events are relaxed and fun with 
free food, drinks and music at top restaurants, local breweries, 
spec homes, historic sites and more. The events are designed to 
increase organic relationships among Realtors and between top 
Realtors and top affiliates so that the best of the best can grow 
their businesses together. It is our goal that the events create a 
culture of community and relationship-building. 

I’ve said this many times over, but it can’t be stated enough, 
THANK YOU to our business partners who allow this magazine 
to be free to all top producers. THANK YOU also to the Real-
tors who contribute and collaborate to Willamette Valley Real 
Producers out of respect for their industry and love for their 
community. Willamette Valley Real Producers would not exist 
without you! See you all at our launch party! 

Sabrina Dikeman
Owner/ Publisher of Willamette Valley Real Producers 
Sabrina.Dikeman@realproducersmag.com
503-991-4341

"Willamette Valley Real Producers hopes to 
play an important role in fostering a closer-
knit community of Realtors and real estate 
professionals.” – Sabrina Dikeman

M E E T  T H E  W I L L A M E T T E  VA L L E Y  R E A L  P R O D U C E R S  T E A M

Sabrina Dikeman

Publisher
Rene Zepeda
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Writer
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Videographer & 
Photography
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His professional path has been a bit 
of a winding journey that is on a road 
much different than he envisioned. 
The West Salem native graduated 
from the University of Oregon with 
a degree in human physiology and a 
dream to work in physical therapy. 
Spending the summer looking for 
work in a tough job market, he took 
up an offer from a realtor friend of 
the family and went to work as an 
assistant. After a few months on the 
job and a year or so on his original 
career path, Fischer went back to real 
estate and today is the owner of John 
L Scott Salem West.
 

Fischer took over the business’s ownership re-
sponsibilities in November, after several years as a 
broker on the team.
 
“This was the role that I wanted to take,” he said. 
“I love real estate. The people I love working with 
the most are the first-time home buyers because I’m 
helping them create their dream of home owner-
ship. When they get into their first home, there’s 
nothing like it.”
 
As the owner of a thriving brokerage, now he is tak-
ing a new pleasure in helping new brokers achieve 
their own dreams.
 

“I think now that my role’s changed, 
my passion is working with new 
brokers and helping them find their 
niche, and assisting them to become 
successful,” he said. “I have a picture 
on my file cabinet in my office of 
the first house I sold. It’s an accom-
plishment for a broker to finally do 
that, and now I’ve gone from helping 
first-time home buyers to first-time 
brokers and helping them succeed.”
 
It was 2006 when Fischer first dab-
bled in real estate, after not being able 

managing broker feature

ZACH 
FISCHER 

Written by: Rick Osborn, Photography by Marlin Brownell 
of Foremost Marketing & Media

ZACH FISCHER HAS TAKEN THE 

PATH TO BUSINESS OWNERSHIP

In his personal life, Zach Fischer is passionate about 
traveling, with a recent trip to Japan under his belt and an 

upcoming jaunt to Spain in the works.
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to find work in physical therapy. After a quick couple of weeks, 
Fischer’s physical therapy job offer came in and he departed real 
estate for about a year. In that time, Fischer was unfulfilled in 
his career and found his way back into the real estate world. In 
a couple of months on the job, he had his real estate license. He 
worked in Salem and, for a time, and then with the No. 1 Team at 
the Lake Oswego John L Scott. That group did a lot of volume, 
but he missed the personalized service that he had provided as a 
broker in Salem, so he came back, and has been at John L Scott 
Salem West since 2008.
 
“It was a great crash course in doing high volume and those guys 
were doing tons of sales,” Fischer said. “With that training, what I 
learned was I wasn’t providing the service to my clients that I real-
ly wanted. I wasn’t practicing real estate the way I really wanted.”
  
At 23 years old and just starting out, the phone was ringing off 
the hook and business was booming for Fischer. Then, a reces-
sion changed everything. He learned how to hustle for business 
and learned out of necessity the ins and outs of short sales in a 
down economy.
 
“Short sales helped carry me through the downturn in the mar-
ket, but it’s been rewarding watching people rebound,” he said. 
“I’ve had clients since then where we initially did a short sale on 
their house and since then they’ve cleaned up their credit and 
they’ve bought homes again. I know that was a hard thing for a 
lot of people to essentially lose their house and had to get out of it 
that way. It was really just making sure to get them out of harm’s 
way the best way possible at the time.”
 
Now, Fischer’s business employs 37 brokers and three office em-
ployees in the brokerage portion and includes a property manage-
ment arm that employs four people. Fischer is enthusiastic about 
the team at his office.
 
“There’s a lot of sense of responsibility and what I want to cre-
ate is a better image for real estate brokers, as well as a higher 
standard,” Fischer said. “I think it’s pretty easy for people to get 
their license and suddenly they’re qualified. I think it needs to be 
more than that.”
 
So he coaches his team of new brokers on how to navigate com-
plicated transactions. By the time a new broker has completed 
his or her first contract unassisted, they have worked with 
Fischer on several contracts, so they are confident in their own 
work and experience.
 
In his spare time, Fischer is heavily invested in his home life. His 
girlfriend, Rori Coria, and he share a chocolate lab named Maya 
and both have family locally they enjoy spending time with. Coria 
is a wine-maker at her own family business – Coria Estates – and 
so both understand the importance and demands of running a 
business. They also understand all too well the importance of de-

voting time to family. As a man who values family, Fischer brings 
that value to work and uses it to help build and maintain a strong 
culture of teamwork and camaraderie. 
 
“Our brokerage is really kind of a family of brokers,” he said. “As 
much as my job is to be there and support the agents here, I have 
to say they really are a resource to me, too. I love coming to work 
every day and I love the people I work with. The reason we’ve had 
success here is because of them, and it’s a really great culture.”

To nominate a Managing Broker, email: Sabrina.dikeman@n2pub.com

“

”

I have a picture on 
my file cabinet in 

my office of the first 
house I sold. It’s an 
accomplishment for 

a broker to finally 
do that, and now I’ve 
gone from helping 

first-time home 
buyers to first-time 

brokers and helping 
them succeed.
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The health of your
family matters.

Up to 45% of the air you breathe
comes from your basement
or crawlspace.

Call today for your free inspection. 

CALENDAR OF EVENTS
MAY 2018

Tuesday, May 1, GAC- Government Affairs - 
Political Action Committee Meeting
12:00pm-1:00pm @ SAR Office 2794 12th St 
Director: Holly Sears
The GAC meetings are open to all members who are interested in 
getting an update on local issues that could affect your business.

Thursday, May 3, Graduate Realtor® Institute Course: Buyers - 
6.0 CE Hours
9:00 AM to 4:00 PM 
@ Salem Convention Center 
Instructor/Speaker -  
Caralee Angell, Principal Broker at Stellar Realty Northwest

Tuesday, May 8, SAR New Realtor® Orientation 
2:00pm-3:00pm @ SAR Office 2794 12th st Salem

Tuesday, May 8, GAC – Willamette Valley YIMBY Forum
1:30pm–4:00pm @ The Linn County Expo Center  
3700 Knox Butte Rd E Albany
The “Yes in My Backyard”: and its benefits to your community

Wednesday, May 9, 
1.0 CE Hours

SAR General Membership Meeting
9:00am-10:30am @ Salem Scottish Rite Center 
4090 Commercial St. NE Salem
Topic: Staging & Appraisal
Speakers: Margaret Oscilia & Sara Adams 

Thursday, May 10, PCAR Directors Meeting
9:00am @ Windermere - Dallas 

Thursday, May 10, SARCF (community fund) Board of Directors Meeting
9:00am - 10:00am @ @ SAR Office 2794 12th st Salem

Friday, May 11, Executive Committee Meeting
9:00am - 10:00am @ @ SAR Office 2794 12th st Salem

 Monday, May 16, SAR Special Events Committee Meeting 
8:30am - 10:00am @ @ SAR Office 2794 12th st Salem

 Monday, May 16, SAR Professional Development Committee Meeting
12:00pm - 1:00pm @ @ SAR Office 2794 12th st Salem

Tuesday, May 15,   PCAR Bowling Family Night
6:00pm @  Starlight Lanes, Dallas

Thursday, May 17, PCAR General Meeting
11:45am @ Oak Knoll Golf Course

Tuesday, May 22, WVGAC Meeting (Gov't Affaires Committee)
11:30am @ WVMLS - Salem 

Wednesday, May 23, SAR Annual BBQ
10:00am @ Pringle City Park, 606 Church St SE, 
 
Wednesday, May 23, NWAR Education Seminar
*Mt.Angel Festhalle 500 Wilco Highway NE, Mt Angel
*More information coming soon.

Thursday, May 24, WAOR Technology - 
6.0 CE Hours
9:00 AM to 4:00 PM @ Central Willamette Credit Union Admin Bldg  Albany
Instructor-Hector Ariceaga

Thursday, May 24,  Risk Advisory Seminar - 
1.0 CE Hours
12:00am-1:00pm @ Salem First Church of the Nazarene 
1550 Market St NE Salem
Speaker: Olivia Glantz, City of Salem Planner
Topic: Partitioning Subdivisions

association news

Oregon Association of Realtors
2110 Mission St SE #230

Salem, Oregon 97302
(503) 362-3645

www.oregonrealtors.org

Salem Association of Realtors
2794 12th Pl SE

Salem, Oregon 97302
(503)540-0081

www.salemrealtors.com

North Willamette Association of Realtors
2794 12th Pl SE

Salem, Oregon 97302
(503)540-0081

www.nwarrealtors.org

Polk County Association of Realtors
(503) 930-1047

www.polkcountyoregonrealestate.com

Willamette Association of Realtors
645 Waverly Dr. SE Ste 212

Albany, Oregon 97322
(541) 924-9267
www.waor.org
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Topic: “Working with Buyers” is designed to provide a solid foun-
dation upon which to build an outstanding relationship of service 
to your buyer clients.

Wednesday, May 9, SAR General 
Meeting – 1.0 CE Hours
8:30 a.m.–10:30 a.m. 
@ The Scottish Rite Center 
4090 Commercial St NE Salem
Topic: Staging & Appraisal
Speakers: Margaret Oscilia of Cre-
ative Concepts & Sara Adams of As-
sociated Independent Appraisers

Thursday, May 24, Risk Advisory – 
1.0 CE Hours
12:00 p.m.-1:00 p.m. @ Salem First 
Church of the Nazarene 1550 Market 
St. NE Salem
Topic: Partitioning of Subdivisions
Speaker: Olivia Glantz City of Salem 
Planner II
 
Thursday, May 24, WAOR Technol-
ogy - 6.0 CE Hours
9:00 a.m. to 4:00 p.m.@ Central Wil-
lamette Credit Union Admin Bldg 
(Classroom) 
7101 Supra Dr SW  Albany
Instructor-Hector Ariceaga
In this class, we will cover ev-
erything you need to know about 

using technology to prospect, market, and efficiently run your 
business. We will cover critical topics like data backups and se-
curity, to marketing and promotion systems, to emerging social 
media platforms.

Do you have a new listing
that needs cleaning?

The Standard of
Excellence for Quality
Cleaning Service

www.azucenascleaning.com
503-779-5906

azucenascleaning@gmail.com

Residential & Commercial
All Natural Products

Thursday, May 3, Graduate Realtor® 
Institute Course: Buyers - 
6.0 CE Hours
9:00 a.m. to 4:00 p.m. 
@ Salem Convention Center 
200 Commercial St SE Salem
Instructor/Speaker - Caralee Angell, 
Principal Broker at Stellar Realty 
Northwest  

Sabrina Dikeman

What movement am I referring to? 
To most of you, Real Producers is a 
new name and new publication, but 
believe me when I say that you will 
soon know it as a household name 
in the industry. Indianapolis was the 
starting point for a program that is 
now in over 50 markets across the 
nation. That’s a lot of traction in just 
two short years. As we grew, we knew 
that we wanted to brand ourselves the 
same across the board but to never 
lose sight of the local mission. 

This magazine has been success-
ful because of its ability to connect 

top-producing agents with preferred partners and 
with each other. There are many other reasons that 
make it successful, but, at its core, that is what this 
is all about. 

The vision is simple: We want to be a one-stop 
shop for top-producing agents. So how do REAL-
TORS®, the Affiliates & the Real Estate Community 
benefit?  What’s in it for the REALTOR? It is truly 
a badge of honor to receive the magazine. Being in 
the top group of agents out of 1,500+ agents is an 
accomplishment in itself. There are countless perks 
to being featured in the magazine, but one of my fa-
vorites is the element of humanizing a local legend 
in real estate. What’s in it for our affiliate part-
ners? The struggle is real. How do we connect with 
influential, top-producing agents in our market? 
How do we cultivate relationships with this group? 
Our partners get constant exposure through the 
monthly magazine and the quarterly events. The 
hard work is done. Partners just need to show up!

What’s in it for the publisher? Our publishers have 
the unique ability to connect with a group of people 

REALTHE UPDATE

JOIN THE 
MOVEMENT. 

Let’s get REAL… 
this movement 
has caught fire. 

CONTINUING 
EDUCATION 

OPPORTUNITIES

MAY 2018

that is otherwise pretty difficult to get 
in front of. We are all busy building 
our own businesses. Our publish-
ers are entrusted with featuring top 
agents, connecting our partners, and 
producing quality content on a regu-
lar basis. Where do you fit in all this? 
It’s simple. Connect us with people. 
Who should be on the next cover? 
What business is catering to the top 
REALTORS® at a high level? 

MY COMPANY IS 

PROUD
TO BE AN ADVERTISER WITH THE 

WILLAMETE VALLEY REAL PRODUCERS MAGAZINE.

This beautiful and high-quality publication is a great 
resource for the realtors in the area and is a unique 
and inspiring view into their lives and what mat-
ters in the industry. It gives John's Waterproofing a 
chance to connect and work with our Realtor com-

munity in a powerful way that affects the industry 
and our local neighborhoods.
 
Tamara Collins of John’s Waterproofing
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business spotlight

For Information on becoming one of our Preferred Affliates, 
email sabrina.dikeman@n2pub.com

Cutting-edge Video: Video production used 
to require at least a dozen people and some very 
expensive equipment. “Now most of our shoots 
are done with 2 or 3 people from our team and the 
digital editing process yields incredibly creative 
and high-quality video productions”, Marlin ex-
plains. They use a Red camera capable of shooting 
8K, and the incredible quality of the camera allows 
postproduction work to produce Hollywood-quality 
videos. Foremost’s video creative director, Nathan 
Holstedt, excels in ‘telling the story’ by planning 
the shoots, then shooting and editing a compelling 
video that engages the viewer emotionally about 
the work and mission of the client.
 

Web Design and SEO: Web design used to be clunky 
and frustrating. Platforms like Wordpress and third-
party marketing solutions offer a continually expand-
ing set of tools which the Foremost web team uses to 
promote their numerous clients. Glenn and Ryan Earls 
of In Local Marketing LLC, a father and son team, 
provide state-of-the-art web design and Search Engine 
Optimization (SEO) for Foremost clients. 
 
“Lots of people say they can do SEO, but very few 
do it as successfully as Glenn and Ryan do,” ex-
plains Marlin. “Our specialty is helping service-ori-
ented businesses with local and regional footprints 
get on the first page of Google. Only experience and 
keeping a keen eye on the Internet landscape can 
accomplish the kind of results Glenn and Ryan get.”
 
Living with a camera in hand:
“I bought a 35mm film camera when I was a fresh-
man in high school with money I earned working on 

my parent’s farm. I haven’t stopped taking photos 
since,” Marlin explains. His undergraduate degree 
is in Communications, with a minor in Photography 
and another in Audio-Visual Instruction.”
 
He has done portfolio shoots of houses at the Street 
of Dreams in Portland and has done work for con-
tractors, landscapers, healthcare providers, public 
agencies, wineries, retail businesses, non-profit 
organizations, service providers, and restaurants, to 
name a few. “It’s almost like I live with a camera in my 

hand,” he describes, “and I love it that way.” Marlin 
does most of the photography for this Real Producers 
magazine. He is also the primary graphic designer on 
the Foremost team, for digital and digital applications.
 
Services Under One Roof
“Clients like working with us because of our strong 
commitment to customer service, quality and provid-
ing most of their marketing and media needs under one 
roof,” Marlin says. “They don’t have to deal with 5-6 
companies to get their video, photo, web design, SEO, 
graphic design, and content creation for social media 
done.” Foremost is an ESB certified company and 
previously completed the 5-year Business Accelerator 
program (2011-2016) offered by Chemeketa Commu-
nity College’s Small Business Development Center. 
 
Marlin can be reached at 503-910-5686, 
mbrownell@foremostmm.com, or through 
foremostmm.com.

“I love this digital world we live in,” says Marlin Brownell, owner of Foremost 
Marketing and Media, “because we can promote our clients in much more 

effective ways - in less time and with less cost. The paradigm shift to Internet 
marketing, along with digital cameras and editing techniques, plus web soft-

ware advances, makes marketing fun and enjoyable.”

MEET OUR PHOTOGRAPHER

MARLIN 
BROWNELL
FOREMOST MARKETING & MEDIA
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WORTHY 

Center for Hope 
& Safety. Their 
program offers a 
safe refuge and 
support to vic-
tims and survi-
vors of domestic 
violence, sexual 
assault, stalking 
and human traf-

ficking. Their programs and services 
inform survivors of their options and 
support them in their choices.

SALEM ASSOCIATION OF REALTORS 

ANNUAL 

AWARDS
Hundreds of 
people gath-
ered at the Sa-
lem Conven-

tion Center on March 7th to celebrate 
the accomplishments of their peers in 
the real-estate industry. Salem Asso-
ciation of REALTORS® held their An-
nual Awards Banquet and Celebration 
and presented 7 prestigious awards: 
Realtor of the Year, Commercial Real-
tor of the Year, Affiliate of the Year, 
Rising Star of the Year, Distinguished 
Service Award, the Salem Association 
of REALTORS®  Allen Jones Memorial 
Award, and two President’s Awards. 
These awards were given to outstand-
ing members of the Association who 
have contributed in various ways.

 The Salem Association of REALTORS® 
Annual Awards Banquet and Celebra-

tion is always enthusiastically antici-
pated. This year’s winners were among 
some of the local real-estate industry’s 
most successful members. Attendees 
honored to share the evening with like-
minded real estate industry enthusiasts 
for a wonderful time of celebration 
and reflection. Here’s to 2018! With an 
outstanding number of attendees this 
year's awards ceremony was a hit! 

REALTOR® OF THE YEAR – Kelly 
Martin, of Berkshire Hathaway Home 
Services Real Estate Professionals, in 
recognition of her high principals, ethi-
cal standards in the conduct of Real Es-
tate practices, as well as her outstanding 
service to the REALTOR® Association 
and the Salem Community. Kelly cur-
rently serves as President Elect on the 
SAR Board of Directors and as Presi-
dent of the SAR Community Fund. 

COMMERCIAL  REALTOR® AWARD – George 
Grabenhorst, of SVN Commercial Advisors, in rec-
ognition of his longtime honest and ethical service 
to the Real Estate business community, cooperation 
with fellow REALTORS®, service to the commu-
nity, and for a history of exemplary service to the 
Salem Association of REALTORS®. George cur-
rently serves on the SAR Board of Directors and is 
the immediate past President for Oregon Associa-
tion of REALTORS®.

AFFILIATE OF THE YEAR – Mary Schenk, of 
Amerititle, for outstanding service as a contributor 
to the Real Estate industry, and to the Salem As-
sociation of REALTORS®.  

 RISING STAR – Sarie Scott, of Gysin Realty Group 
as a newcomer to the profession whose enthusiasm, 
achievement, and professionalism show strong in-
dications for success in the field as well as promise 
for leadership in the organization. 

ALLEN JONES MEMORIAL AWARD – Sue Curths, 
of Berkshire Hathaway Home Services Real Estate 
Professionals. This prestigious award honors Sue’s 
longtime honest and ethical service to the Real Es-
tate business, the REALTORS® Association and for 
her community involvement. Sue currently serves 
as Treasurer on the SAR Board of Directors. 

Allen Jones was a symbol of fair and ethical deal-
ings. Serving as SAR President in 1959, received 
the Realtor of the Year Award in 1980 and worked 
with the Professional Standards Committee. The 
award is given to someone who is recognized by 
all as a standard-bearer for fair dealings, and co-
operation with fellow REALTORS. Those qualities 
are exhibited through year-in, year-out service 
and willingness to help when called upon and be-
ing known for friendliness, cheerfulness, willing-
ness to share, and integrity.

PRESIDENT’S AWARDS – James Montgomery, of 
HomeSmart Realty Group and in memory of Hope 
Bulgin, for a long history of exemplary and willful 
service to the Salem Association of REALTORS® 
and for their community involvement. 

DISTINGUISHED SERVICE AWARD – Pam Mc-
Colly, of Windermere Pacific West Properties for 
her outstanding service as a contributor to the 
Real Estate Industry, Salem Association of REAL-
TORS®, and the community. Pam has served on the 
SAR Board of Directors for the past seven years, 
and currently serves as Immediate Past President.

sar community fund

RECIPIENTS

Kelly Martin, Realtor 
of the Year

Pam McColly, 
Distinguished Service 

Award

Sue Curths, Allen 
Jones Memorial 

Award

Sarie Scott, Rising 
Star

Hope Bulgin, 
President’s Award

George Grabenhorst, 
Commercial Realtor 

of the Year

Mary Schenk of 
Amerititle, Affiliate of 

the Year

James Montgomery, 
President’s Award

The Salem Association of REALTORS® Community Fund was founded in 2004 as a way for 
REALTORS® and industry affiliates in the Salem/Keizer area to have a positive impact on 
the community. SARCF is a charitable (501c3) organization with the following goals:
 * To help break the cycle of homelessness and provide opportunities for affordable housing
 * To serve disadvantaged children and families in crisis
 * To contribute to the livability of the community and build a sense of pride in neighborhoods

THIS QUARTER'S GRANT RECIPIENTS INCLUDE THESE 4 WORTHY AND 
IMPACTFUL ORGANIZATIONS:

TOTAL GIVEN THE QUARTER: $13,300.00

Salem Free Clinics. This 
donation is helping them 
to be able to hire a volun-
teer coordinator to help 
them continue provid-
ing medical, dental, and 
mental health services to 
low income, uninsured 
recipients of Marion 
and Polk Counties. With 
over 400 volunteers and 
5,000 patient visits per 
year, they are able to 
bring hope and health to 
our community.

Keizer Chamber Foun-
dation. With a mission 
to better their commu-
nity, Keizer Chamber 
Foundation will use 
the money to help both 
McNary and Claggett 
Kloset Projects. No 
child should be without 
adequate clothing or 
food in Keizer!

Journeys to Hope. This program pro-
vides services to individuals through 
positive life-changing experiences 
with a mission of Empowering at-risk 
youth and families to break the cycle 
of brokenness. Teen Reach Adventure 
Camps (T.R.A.C.) services youth ages 
12 – 15 years old, who have survived 
abuse, abandonment and neglect and 
live within the foster care system. In 
2018 Journeys to Hope will serve 48 
youth and train/support 95 volun-
teers. Journeys to Hope also finan-
cially supports TRAClife mentoring.  



18 • May 2018 www.realproducersmag.com • 19

Landscape Clean-up  •  Mowing  •  edging  •  Trimming
Landscape Staging  •  Bark  •  Rock  •  Harscape

Junk Removal  •  Sod  •  Irrigation

facebook.com/McKinleyLandscape

Is Your Client's Yard Scaring Off Home buyers?

503-935-1893

On Wednesday, May 8, 2018, the Willamette Valley YIMBY Forum 
sponsored by SAR, NWAR, WAR, NAT and the Willamette Valley 
Multiple Listing Service, is taking place at the Linn County Expo 
Center in Albany from 1:00 - 4:00 pm. This is a FREE event.

YIMBY is a grassroots, pro-housing development movement formed 
to directly counter the NIMBY (“Not in My Backyard”) movement, 
which opposes new housing.  In the U.S., YIMBY got its start in 
Boulder, New York and San Francisco over the last few years. 

Like much of Oregon's metropolitan and suburban cities, the 
Willamette Valley is feeling the effects of severe housing short-
age. Increasingly Soaring housing costs, low real estate inven-
tory, and increasing migration to Oregon from other states is the 
reality. The amount of building compared to population increase 
is not close to keeping pace. Local zoning and land use regula-
tions, and the related development review processes, make it 
increasingly difficult to build new housing in many communities, 
leading to inadequate housing supply and higher housing costs. 
Finding smart, responsible, well-panned ways of addressing 
these issue is a necessity. YIMBY advocates for building more 
housing in hopes of easing exploding rents and home prices. 

Willamette Valley YIMBY Forum
Wednesday, May 8, 2018 
1:30-4:00pm
Linn County Expo Center
3700 Knox Butte Rd E Albany, OR

' '

1031 Exchange Questions
Answered Today!
Help Your Clients Use Section 1031 Like-Kind
Exchanges to Preserve Investment Net Worth.
Give Toija Beutler and her staff a call.

5665 Meadows Rd., Suite 140, Lake Oswego, OR 97035  •  503.748.1031  •  Toll free: 844.414.1031

Providing 1031 Tax-Deferred Exchange Services

Toija Beutler,
Attorney

FREE CONSULATIONS

Business
Boldly
• Digital & Social Media

• Website Design & Support

• Reputation Management

• Graphics Packages

• Full Service Marketing

503-269-2990
www.businessboldly.com

YIMBY
Yes In My Backyard
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J Nash leverages broad experience to help clients 
and give back to his community

Written by: Rick Osborn, Photography by Marlin 

Brownell of Foremost Marketing & Media

Nash – who heads up the Nash Team at Legacy 
Real Estate – has experience in virtually all as-
pects of the commercial real estate transaction, 
and he’s putting his know-how to work by help-
ing his clients find the perfect places to start or 
expand their businesses.
 
“I really enjoy supporting economic growth and I’ve 
never felt closer to economic growth than working 
with landlords and working with tenants to create 
spaces for jobs,” Nash said. “I help my clients pro-
vide places for jobs.”
 
That’s such an important factor in Nash’s work 
that he only focuses on commercial properties, 
having worked in brokerage and other occupations 
in the commercial real estate industry the past 
11 years. His experience includes 2 years in title 
and escrow, 2 years in lending and 2 years in the 
tax and accounting sides of the business, prior to 
becoming a broker.
 

It’s About Community AJ Nash realized a long time ago that the 
best way to create jobs in the community is by 

giving them a place to go to work.

on the rise
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In his fifth year as a broker, he’s found that prior experience in 
areas that support commercial real estate to be invaluable.
 
“I think my leg up is that I have direct work experience in a 
number of areas we count on as commercial brokers,” he said. 
“Because of this experience, I can help issue spot problems be-
fore they come up, and navigate non-traditional solutions to get 
deals done.”
 
His education – he holds a bachelor’s degree in economics and 
an MBA, both from Willamette University – also helps him know 
the right questions to help his clients find the best spaces to meet 

their business needs and objectives. That includes looking at op-
eration and strategic planning, as well as workflow processes.
 
The 35-year-old recorded his best year at $15 million in transac-
tions, but he’s on pace to achieve $20 million or more in 2018 if 
the market conditions continue. He’s got a small team of three 
working with him, and is still in growth mode. With a number 
of years ahead of him in this industry, this business is less about 
large transactions and commissions to Nash, and more about cul-
tivating long-term relationships. Helping a client find a space to 
lease, although the commission is often much smaller than sales 
transactions, often is the beginning of a long-term relationship.
 

“I’m helping a client find the right 
space to lease for their business now, 
and will be there as an advisor as 
they plan out expansions or possibly 
the purchase of their own building 
down the road,” he said. “We are a 
business advisor that provides guid-
ance for real estate decisions, which 
is often one of the larger expense 
decisions a business will make.”
 
Nash couldn’t have achieved his suc-
cess without strong mentoring early 

in his career, and he says that’s the only way to 
learn the ropes. 
 
“You’ve got to find a good mentor,” he said. “This 
is one of those jobs that experience outweighs 
anything else you can try to do through educa-
tion. Anyone trying to get into the commercial real 
estate realm should do the research and identify 
someone to work alongside for two-to-three years 
to learn the business. It takes a while to fully grasp 
the nuances of commercial real estate and you need 
a good mentor with significant experience.”
 
Nash also counts on his team, which is essential 
to his own business’s success. His current team 
includes Rich Karlson, transaction manager and 
broker; Phil Bailey, a broker specializing in lease 
activities and investment properties; and Kassandra 
Bruhn, the team’s marketing manager. As a North-
west Montana native who came to Salem originally 
to play soccer and go to school at Willamette, Nash 
knows the importance of team, and community.
 
He coaches soccer at McNary High School. He 
also serves as a live commentator for the Portland 
Timbers U23 team, so his passion for soccer has 
persisted. He’s also involved in numerous community 
and economic development groups. Nash is incom-
ing president of the Keizer Rotary Club. He’s also a 
member of the Marion County Economic Develop-
ment Advisory Board. Five years ago, he helped cre-

ate the Salem Sharks – an opportunity 
to help entrepreneurs in the com-
munity pitch their ideas to investors 
– and served on the Launch Team of 
Lemonade Day Salem/Keizer to help 
empower youth and infuse entrepre-
neurial creativity among youth. In ad-
dition, Nash is a past board member of 
the Keizer Chamber of Commerce and 
Salem Area Young Professionals.
 
Finding time to serve community 
is important, and so is family. Nash 
said that he pursued commercial real 
estate initially because real estate has 
always fascinated him. But residen-
tial realtors spend a lot of weekends 
and evenings showing homes. That’s 
time Nash wanted to devote to his 
new family, so he took the commer-
cial path. The career path has been 
extremely rewarding professionally.
 
“I made the decision with family in 
mind. This business allowed me to 
achieve my personal goals, and still 
gave me the opportunity to spend eve-
nings and weekends with my family,” 
he said. “It’s very rewarding to help 
small business owners go through the 
mechanics of how and why to choose 
the right space for their businesses. 
The most rewarding piece is to look 
back after you’ve helped someone tran-
sition and watch them thrive, reaching 
a new level of success, and it may have 
been because of the physical location 
or functional space they are in. I’ve 
never felt closer to the cultivation of 
jobs in the community I love than I 
have working as a commercial broker.”

Know an agent that has a story to tell?We want 
to know! Email sabrina.dikeman@n2pub.com

We are a business advisor that 

provides guidance for real estate 

decisions, which is often one of 

the larger expense decisions a 

business will make.
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City of Salem, City Council Ward 8
Jim Lewis, Incumbent is supported 
by SAR. It is a contested race with 
Micki Varney also on the ballot. 

SAR’s government affairs com-
mittee and Board of Directors 
voted unanimously to support Jim 
Lewis’ campaign. Jim lewis is a big 

proponent for the Salem River Crossing bridge. Jim Lewis be-
lieves it is essential now and to help up prepare for the future. 
He states that, “as our community continues to grow, suffers 
from constant traffic congestion, faces a significant public safe-
ty risk from the overdue Cascadia earthquake, and each time 
our bridge becomes impassible with the slightest fender bender. 
We need to build it now!” He has been leading the effort on this 
project since his days on the Salem Planning Commission. Jim 
Lewis also involved in a number of private and public initiatives 
to help address homelessness, and wants to engage in all side of 
this issue in order to address the root cause and symptoms of 

MAY 15, 2018 

LOCAL PRIMARY 
ELECTIONS

ASSOCIATION SUPPORT
Marion County Commissioner 
Position 1

Kevin Cameron (R) – Incumbent 
is supported by SAR for Marion 
County Commissioner Position 1. It 
is a contested race with Mark Pease 
(R), and Shelaswau Crier (D) also 
on the ballot. 

SAR’s government affairs committee and Board of Directors 
voted unanimously to support the reelection campaign of Marion 
County Commissioner Kevin Cameron. Kevin Cameron’s priori-
ties include jobs and economy, Education, Public Safety, health 
care and seniors, and government accountability. 

Steve McCoid, Incumbent is sup-
ported by SAR I up for re-election 
for City of Salem, City Council 
Ward 4. It is a contested race with 
Jackie Leung also on the ballot. 

SAR’s government affairs com-
mittee and Board of Directors 
voted unanimously to contribute 

to Kevin’s campaign from SARs political action committee. Steve 
McCoid currently represents Ward 4 on Salem's City Council. 

Steve believes in effective, efficient government; creating jobs; 
smart budgeting; & open communication. He favors building the 
Third Bridge, or Salem River Crossing, which generally covers 
south of Kuebler Blvd and east of Liberty Rd.

As the former CEO of the Oregon Restaurant Association, Mc-
Coid is especially aware of small business concerns and the chal-
lenges they face. He has been a consistent supporter of housing 
issues during his time on the City Council McCoid has served as 
City Council President for 3 1/2 of his first four years on Council, 
earning the respect of his fellow Council members.
. He is also active about Salem’s homelessness issue and the De-
troit Lake2-year water supply/core of engineers issue. 

Real Estate Photos Video Home Tours

Client Tessmonial Videos Aerial Services

Book online at:

MarksInTimePhotography.com

homelessness. His other top priorities: Better Roads and Local 
jobs & a stronger economy. 

I am seeking re-election to the Salem City Council Ward 8 seat 
for many reasons and a growing number as the days go by.  I first 
ran four years ago under the “Keep Salem moving” banner and 
it should now say “keep Salem moving forward”. I have some 
concerns that we as a community are putting too much focus on 
how to make Salem better for those of us that are here now and 
not enough attention on how we need to prepare for the future 
residents, including our children and grandchildren.   Jim Lewis-
Candidate for Salem City Council, Ward 8

The SARGAC has also formed a candidate interview 

subcommittee to interview the candidates running 

for mayor and county commissioner position to and 

poke county commissioner position two and three.
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EFFICIENT
OIL TANK

DECOMMISSIONING

Turn to Bill Goff Construction for all your 
environmental consultation needs. Count on our 
licensed, bonded, and insured business for your 

environmental consultation.

BILL GOFF CONSTRUCTION
OIL TANK REMOVAL  •  LOCATING  •  TESTING

SOIL REMEDIATION  •  ABANDONMENT  •  CLEAN UP

503-559-8670
Bi l lGof fCons t ruc t ion.com  •  CCB #52834

House Bill 4007 (Effective June 2, 2018 – awaiting Gover-
nor’s signature)

House Bill 4007 aims to both help increase affordable housing 
and boost the number of first-time homebuyers in the state.

While the problem would seem eas-
ily fixed, the situation is awkward 
because two lawmakers on the House 
Agriculture Committee — Brad Witt, 
D-Clatskanie, and David Brock Smith, 
R-Port Orford — said they weren't 
aware the "urban growth boundary" 
provision was omitted accidentally.

During a Feb. 6 hearing before the 
committee, Witt said he supported the 
earlier legislation because he wanted 
to allow more accessory dwellings in 
rural areas and would be disappointed 
to see the provision changed.

Oregon is facing a housing crisis, so 
additional ADUs in rural areas would 
increase the housing supply without 
spending public money, said Mike 
Eliason, legislative director of AOR.

The law could be changed to allow coun-
ties to choose whether to allow ADUs in 
rural areas or to establish standards for 
their development, he said.

House Joint Resolution 201 
(Filed with Secretary of state)

Proposes amendment to Oregon 
Constitution to allow municipal 
corporations to use certain bonded 
indebtedness to finance capital costs 
of affordable housing, with certain 
limitations.

In February 2018, The Oregon House 
of Representatives voted unanimously 
to pass a piece of legislature that would 
help Oregon communities finance af-
fordable housing developments. 

The proposed amendment was intro-
duced as House Joint Resolution 201. 
It would ease a restriction in the Or-
egon Constitution that says local gov-
ernments may not "raise money for, or 
loan its credit to, or in aid of" a private 
company. The provision was originally 
adopted in 1859 and amended in 1917.

The restriction conflicts with the way 
affordable housing projects are tradi-
tionally financed in Oregon. Almost 
all are funded by a mix of government 

agencies, non-profit organizations and private de-
velopers. All contribute financially to the projects.

HJR 201, if approved by the Senate and Oregon vot-
ers, would allow counties and cities to finance the 
capital costs of building affordable housing through 
the use of bonds.

Both Democrat and Republican lawmakers spoke 
out in favor of the bill, calling it a boon for local 
communities in their pursuit of providing affordable 
housing for their constituents.

*2018 Oregon Legislature refers proposed state con-
stutional amendment to November 2018 ballot.

Current Law: Bonds are debt instruments issued by 
an entity with a promise to repay the original amount 
of the bond plus interest over a designated time. 
The state’s authority to authorize bonds comes from 
constitutional and statutory provisions. Issuance of 
bonds is used to finance public investments. Article 
XI, section 9 of the Oregon Constitution prohibits a 
county or city from assisting corporations by becom-
ing a stockholder in, raising money for, or loaning the 
state’s credit to any joint company, corporation, or as-
sociation. Bill Summary: House Joint Resolution 201 
refers to the voters, for their approval or rejection at 
the next general election, an amendment to the Or-
egon Constitution that exempts affordable housing-
related bonds from the prohibitions in Article XI, 
section 9, if certain conditions are met.

ISSUE THAT AFFECT YOU

VoteYour

C O U N T S !

By Shawn Cleave OAR Government Affairs Director 

“If both sides are unhappy, then it’s probably a good 
compromise” is a turn of phrase that’s too frequently 
used at the Oregon State Capitol. But the assumption 
that compromise is good for democracy is not always 
true. And retreating to political rhetoric and tribalism 

Lawmakers increased what’s known as the document-recording 
fee from $20 to $60. The money will be put to use in a variety of 
ways, including to preserve and develop affordable rental housing, 
programs to help the homeless and boost services for veterans.

The same bill also included a program creating a first-time 
homebuyer savings account. It allows a homebuyer to put aside 
$10,000 a year and up to $50,000 over a 10-year period toward 
a down payment. Private lenders would have to agree to the pro-
gram, and the money would not be taxed.

HB 4034 Auxiliary Dwelling Units
An unintentional omission from an Oregon land use bill in 2017 
has re-opened the debate over "accessory dwelling units" in rural 
areas this year.

Legislation aimed at easing Oregon's affordable housing crisis, 
Senate Bill 1051, was approved by lawmakers during the tail end 
of the previous legislative session.

Under one provision of that bill, ADUs — sometimes called "gran-
ny flats" — can be built in areas zoned for detached single-family 
dwellings in cities with more than 2,500 residents and counties 
with more than 15,000 residents. Unless the “error” is fixed, ADU 
would be allowed outside urban growth boundaries in rural areas. 

Critics of ADUs in rural areas argue that increasing such hous-
ing would strain existing groundwater sources, septic tanks and 
rural roads.

Lawmakers are now being urged to pass House Bill 4034, which 
would correct the earlier "scrivener's error," by lobbyists from 
organizations that don't often agree on development issues: 1,000 
Friends of Oregon, a conservation group, and the Oregon Home 
Builders Association.

isn’t the best tactic, either.  It’s been three 
and a half years since I joined OAR as 
your Government Affairs Director. I’ve 
worked in partisan politics in various 
capacities and I’ve always been frus-
trated with “red vs. blue” politics; good 
policy is where I like to hang my hat as 
opposed to any party line. I love our non-
partisan rallying cry: “We are REALTOR 
Party.” It’s the foundation of our advo-
cacy and, in these uncertain political 
times, my guiding light at the Capitol. 

I’m proud of the advocacy our Govern-
ment Affairs Key Committee has pro-
vided as we’ve developed our First Time 
Home Buyer Savings Account legisla-
tion (HB 4007). As the immediate past 
and current committee chairs, Vikki 
Breese-Iverson and Randy Shaw have 
been fantastic leaders, and they have 
presided over a cohesive agenda that 
absolutely demonstrates our commit-
ment to advancing the American Dream 
of Home Ownership above any party 
affiliation or personal political bent.  
The current 2018 Legislative session 
has been about compromise, but not for 
the sake of compromise alone. HB 4007 
is the second time we’ve introduced 
our savings account legislation. This 
session, we included policies related 
to funding through document record-
ing fees for existing rental assistance 
and homelessness initiatives. While 
we haven’t landed on language that 
we absolutely agree with, we still have 
a path forward and are continuing to 
negotiate in good faith with lawmakers 
on both sides of the aisle.  On Thursday, 
February 15, the House Committee on 
Housing and Human Services moved HB 
4007 to the House Committee on Rev-
enue, a necessary step towards a House 
vote and (ideally) eventual passage 
into law. Unfortunately, OAR cannot 
support the current version of the bill 
based on a fee structure for real estate 
document recording that is overly 
burdensome for homeowners. But we 
still have time to work on and achieve 
a resolution.  If you have a moment, 
please take the time to send an email to 
Representative Alissa KenyGuyer (D-
Salem) to thank her for giving OAR the 
opportunity to further develop HB 4007.

Politics Without Party 
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Lillian Kay was an only child, but during her early years, it would 
have been hard to tell.
 
The 25-year-old broker with HomeSmart Realty Group said 
that her mom had numerous siblings and she was blessed with 
hundreds of cousins nearby while she was growing up in the Sa-
lem area. Today, Kay is sharing her feeling of family with a new 
generation of young people by volunteering in a number of groups 
oriented toward helping and nurturing children, many of them 
the most vulnerable in the community.
 
Kay donates a large amount of time with Family Building Blocks, 
a local nonprofit that has a mission to “keep children safe and 
families together.” The group serves 750 families and 1,100 chil-
dren each year in Marion and Polk counties. 
 
Founded in 1997, Family Building Blocks operates a certified re-
lief nursery. It focuses on partnering with families who have the 

greatest needs and supports parents to form strong bonds with 
their children to increase their readiness for their future. It’s 
the only organization of its kind in the community and provides 
the most intensive specialized prevention services at no costs to 
families who are facing overwhelming life circumstances.
 
As the only child of Ukrainian immigrants, Kay grew up know-
ing that poverty existed in her community. She also knew that, 
though her parents worked hard – her father is a contractor 
and her mother owned a European delicatessen for many years 
– she was able to enjoy what most would call a normal child-
hood. Then, she attended a fund-raiser luncheon event put on 
by Family Building Blocks. It touched her in such a way that 
she wanted to help give children the same kind of stability she 
enjoyed in her childhood.
 

LILLIAN KAY
was surrounded by loving family, and now she’s 

PAYING IT FORWARD

agents give back
Written by: Rick Osborn, Photography by Marlin 

Brownell of Foremost Marketing & Media



30 • May 2018 www.realproducersmag.com • 31

“I never really felt like an only child 
and my mom had eight siblings and 
so I always had 100 cousins around,” 
Kay said. “I have a huge heart for 
it. I just felt I was so blessed with 
the most amazing parents that I just 
couldn’t imagine people having any-
thing less than that.”
 
Kay wanted to see children who 
aren’t as fortunate as she was grow-

ing up enjoy the stability of a loving 
home with parents who are equipped 
to take care of them.
 
“My parents worked hard, and they 
worked long, but my grandma always 

helped me,” she said. “Poverty was a 
thing, but I never considered myself 
in that bracket. My mom would pick 
me up, drop me off and go to things 
with me. I noticed that other kids 
didn’t have that.”
 
Though she has a busy schedule with 
her demanding career as a real estate 
broker, it helps that she has some 
flexibility in her schedule. She also 
is thankful for an understanding hus-
band – Joshua Kay, who also works in 
real estate and is involved in numer-
ous community activities. They don’t 
have any children of their own right 
now, though they are raising a golden 
retriever puppy named Scooter.
 
Lillian Kay has served on the Fam-
ily Building Blocks Young Leaders 
Council, which she currently chairs, 
since 2014. That was when she first 
got involved with the group.
 
“I just felt a calling in my heart,” she 
said. “I got super emotional with these 
testimonials of children who don’t 

have a great record of staying off the 
street, staying out of trouble or keep-
ing their grades up. It struck me that I 
want to help give back. It wanted to do 
what I can to make those children have 
better lives. I slowly started getting 

involved and have been growing that 
passion ever since.”
 
Now, she is the Family Building 
Blocks Board. She puts in about 5 to 
10 hours a week with the group, on 
average, and puts in a lot more time 
around big fund-raisers and other 
events to build resources for the pro-
gram and awareness in the commu-
nity. She also is involved with event 
planning and fund-raising in the local 
Boys and Girls Club and other groups 
that support local children. Through 
steady emails and other communica-
tion, Kay is immersed in Family Build-
ing Blocks daily. It’s her top priority 
for her volunteer work.
 
Though she is heavily involved in 
Family Building Blocks, she only gets 
to see the work of helping children 
from a distance. It is important that 
the program provide stability and so 
only volunteers who work with the 
children regularly get to interact with 
them. But she finds the work to be re-
warding when she does get to observe 
the work that is happening to help 
children and families.
 
“I saw this little child still in a diaper 
walk over and put their plate in the 
trash and wash their hands,” she 
said. “That’s something they might 
not learn at home and that’s just a 
life skill. I want every child to be able 
to grow up and have that life, where 
they’re guided and supported, and to 
be successful.”

If you know an Agent that supports a non-
profit or worthy community program, we want 
to know and help support them too!  Email 
sabrina.dikeman@n2pub.com

“I just felt a calling in my heart,” she said. “I 

got super emotional with these testimonials 

of children who don’t have a great record of 

staying off the street, staying out of trouble or 

keeping their grades up. It struck me that I want 

to help give back. It wanted to do what I can to 

make those children have better lives. 

Lillian with her father, 
Olexy Stanko

Lillian with Family 
Building Blocks 
Executive Director, 
PATRICE ALTENHOFEN
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The company revealed last September that it has 
800 million users, and 500 million daily active 
users, making it one of the most popular social net-
works worldwide. Best known for its photo sharing, 
it is also a popular marketing channel for brands — 
especially brands that play well visually — making 
it an ideal platform for realtors. 
 
While beautiful photos of houses are useful, Insta-
gram lets users geotag and hashtag photos, linking 
them to specific locations, making it especially 
beneficial for the localized business of real estate. 
If an image is worth a thousand words, a video is 
worth even more, and with 10 times more engage-
ment than Facebook, Instagram is one of the best 
platforms for real estate lead generation. 
 
Why Instagram? 
You have the ability to generate leads from local 
homeowners looking to sell or buy, out-of-town 

social media marketing for realtors®

INSTAGRAM

by: Laura Noggle

realtors looking for referral agents in the area, 
out-of-town buyers looking for homes, past 
clients who keep up with you, new clients who 
discover you, and referral clients who are tagged 
by a mutual connection.
 
What are the benefits? 
Branding! You are not just a “Realtor,” you are a 
person with unique character, telling an impactful, 
visual story through your Instagram account. A tai-
lored, professional account allows potential clients 
to immediately see that you are a local expert and 
know your stuff. By providing value and informa-
tion related to real estate, you will become their 
go-to person the next time they move.
 
Let’s take a quick look at a few of the top dos and 
don'ts for realtor-based Instagram accounts:
 

DO:
Always, always, always! 
Tag the location. 
When you first upload a photo, you 
will be given the option to “Add Loca-
tion” right underneath “Tag People” 
— don’t skip this step! Specific 
neighborhoods can be tagged, but 
even tagging “Fort Wayne” is enough 
to ensure your listing is seen by the 
right people in the right area. Insta-
gram stories can also be both tagged 
and geotagged, which makes them 
show up in the local discover area.

Keep it professional. 
To really get the full advantage of us-
ing Instagram for business, you need 
a business Facebook account, which 
you will then link to your business 
Instagram. Be sure to include which 
real estate company you work for in 
your bio, a link to your website or list-
ings, and, once again, your location. A 
business Instagram account lets you 
view statistics on audience, profile 
visits, discovery, reach, impressions, 
demographics and more. It also lets 
you create promotions. Be sure to 
keep posts theme-related, profes-
sional, and consider these questions 
before you post: “Would I want my 
boss to see this? Would this inspire 
someone to choose me as a realtor?” 
If not, don’t post it.

Use clear, crisp images. 
This should go without saying, but no 
blurry photos, please! Ideally, your 
profile photo is a professional head-
shot, and all posted pics are bright 
and in focus. Poor-quality photos can 
make or break your brand because 
it reflects on your attention to detail 
as a realtor, level of professionalism, 
and, of course, it’s important to show 
off the houses in the best light. Same 
rules apply for video.

Write captions and use hashtags. 
Who doesn’t like free advertising? 
Captions are a chance to highlight 
listing details and provide informa-
tion. A maximum of 30 hashtags can 
be used per photo, and these are 30 
different chances for your photo to 

be found by potential clients. We recommend us-
ing one or two in the caption (#FortWayne!), and 
put the rest in a comment. Don’t skip these steps! 
They’re just as important as clear photos/video.

Share to Facebook and Twitter too. 
Connect your Instagram with your Twitter and 
business Facebook account, and share to all three 
when you post.
 
DON’T:
Make your account private. 
This should go without saying, but you’ll find a 
surprising amount of private realtor accounts on 
Instagram. Keep it public, unless you’re not looking 
for more clients.

Use stock photography. 
The quickest way to kill your validity is to use stock 
images. Don’t pull images from Pinterest or the 
internet — most phones have excellent cameras 
these days; take your own, or call a professional. 

Be repetitive. 
Mix it up! No one wants to see seven selfies in a 
row, or anything multiple times in a row. Highlight 
different elements of houses, aerial views, and mix 
in a little bit of Fort Wayne — become a digital 
mayor, or at least a knowledgeable rep of the area. 

Post images with text, 
or screenshots of web pages. 
Instagram is a highly visual platform; users are 
looking for beautiful images, not images with 
text overlay. Save inspirational quotes, stock 
images or cartoons for your personal account or 
a different platform.

Give up. 
It takes time to build an audience and 
figure out what gets the best results. 
Mix up your posting strategy/style 
if you’re not seeing the results 
you’re looking for.
 
As a media marketer, I can’t 
tell you how many times 
I see business Instagram 
accounts that make me 
cringe, and my eyes start 
to bleed. If you want to 
turn a view into a client, 
it’s important that you 
follow these rules of 
thumb, and always put 
your best photo (or video) 

forward. Instagram is the perfect 
ground from which to nurture solid 
leads, but you need to do more than 
just post stellar content. Be sure to 
engage with other users, like photos, 
and always reply to comments.  
 
Still not sure how to get started? 
Check out a successful real estate 
agent account on Instagram, and try 
an emulate their style, while making 
it your own. For example, @RealEs-
tateKirby is an Indiana-based account 
with over 34,000 followers. He com-
bines carefully curated shots of his 
personal life with high-quality real es-
tate photography — take note of how 
he does his hashtags (in a comment).
 
From featuring beautiful interior and 
exterior shots that show off your listing, 
to focusing on networking, open houses, 
and local lifestyle, Instagram offers a 
unique — and popular —  platform on 
which you can market your business. 
Once you master the basics, you can get 
creative, tailoring your posts to attract 
the type of clientele you’re looking for, 
and establishing your name as a local 
real estate go-to agent.
 
Keep it fresh, keep it original, 
provide information and remem-
ber — consistency is key.

Instagram — one of the hottest and fastest growing social media platforms currently available — but 
how can you, as a realtor, make it work for you and your brand?
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AUCTION

U N C O R K E D

W I N E

MAY 19, 2018
5 - 10 PM | ZENITH VINEYARD

PURCHASE TICKETS
View the Live Auction Preview 

Limited tickets ($250) and tables ($2,500) available online 
familybuildingblocks.org/events/#uncorked

THE MID-VALLEY’S PREMIER 

WINE AUCTION BENEFITING 

FAMILY BUILDING BLOCKS
Held in the heart of Oregon’s esteemed wine 
country, Uncorked Wine Auction features a 
Wine Maker’s Reception, gourmet three-course 
meal, and silent and live auctions offering 
exclusive luxury experience packages. 
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Sponsor the event! Call Family Building Blocks at 503.566.2132.

19 Years of Experience as a Loan Consultant with Landmark Professional Mortgage

1255 Lee St SE
Ste 200 Salem, OR 97302

NMLS CO 399162
NMLS ID 270783 ORML 5038

KATY CANALES
Mortgage Loan Originator
Landmark Professional Mortgage
www.bestloanprogram.com
503.581.8100

Have your clients apply online at BestLoanProgram.com
and we will take it from there!

DO YOU WANT QUICK, RELIABLE PRE-APPROVALS?

DO YOU WANT WEEKLY UPDATES THROUGHOUT THE 
ENTIRE LOAN PROCESS?

DO YOU WANT A TEAM THAT IS ALWAYS AVAILABLE 
AND HAS OVER 40 YEARS COMBINED EXPERIENCE?

DO YOU WANT YOUR CLIENTS TO HAVE AN ENJOYABLE 
EXPERIENCE?

TEAM CANALES IS
HERE TO HELP!

VA, FHA, USDA, Conventional, Manufactured homes – we do it all! 

Call for a fast quote today!

Full Roof Replacements (Single, composition or metal)
Roofing Repairs  •  Gutter Installation & Cleaning  •  Moss Removal

503-446-0918
AnyTimeRoofingLLC.com

• 
•  
• 
• 
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Trusted everywhere,
every day.

Salem Downtown
(503) 585-7219

Salem 20th Street SE
(503) 370-9119

Albany
(541) 924-0767

Corvallis
(541) 754-7131

Lebanon
(541) 259-1073

Randy Leeper
County Manager

Wayne Baldwin
Escrow Manager

Kelli Terjeson
Sales Manager

Katrina Albers
Sales Executive

Cinda Brundidge
Sales Executive

Tracey Sherrell
Sales Executive

Tifany White
Customer Service Rep

Christine Brinton
Escrow Officer

KimberLee Chasteen
Escrow Officer

Teresa Doerfler
Escrow Officer

Robbie Sue Erion
Escrow Officer

Cindy Gardner
Escrow Officer

Shelby Keys
Escrow Officer

Kelley Miller
Escrow Officer

Joan Cuff
Escrow Officer

Deone Wilson
Escrow Officer

Meet the team dedicated to your successful closings and exceptional experience.
Visit us online at FidelityTitleOregon.com  |  Contact us at CustomerServiceSalem@fnf.com


