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Better Customer Service and Client
Management with Moxi Works at Windermere
Windermere Tower

Properties is rolling
out Moxi Works.
This program is Win-
dermere’s latest inno-
vation to provide su-
perior customer service and better support for our
Agents. Windermere has long been recognized as a
leader in the Real Estate industry, providing agents
with superior support services to assist their clients
as they grow their business. Moxi Works is a won-
derful resource for agents to help assist their clients
reach their goal of purchasing their dream home.
With Moxi Works, it saves agents time and mon-

ey! It is a single-user data base that allows you to
communicate with your clients; it tracks and syncs
all of your devices at once on your smart phone.
We at Windermere are people -centric not sales-
centric, and helping our clients achieve their
goals, while having our agents be viewed as super
heroes, is our goal! Moxi Works monitors sales
low, sends real properties to our clients and cli-
ents receive a full monthly report until they ind
their DREAM HOME. It also reminds agents
of their purpose and values in assisting clients,
as they navigate the Real Estate maze. If you are
a buyer or seller and want to ind out how we
can help you sale your home, or help you search in
the most eficient, productive manner call us today!
Windermere Tower Properties is made up of

leading, local real
estate experts with
a passion for guid-
ing our clients in the
home buying and
selling process and

partnering with each other in improving our shared
communities. The founding principles of Wind-
ermere can be best summarized by Windermere
founder, John Jacobi, “to be irmly committed to
the belief that owners and agents must build strong
relationships with each other, be willing to share
knowledge and know-how, and learn to ask, even to
rely on each other for help. You don’t compete with
each other; you work toward the same professional
objectives. By doing that, everyone wins and there
are not only fewer mistakes and failures, but also
greater success.”
Whether you are looking to begin a career in Real

Estate, join a new company, or looking into buy-
ing and/or or selling a home, Windermere Tower
Properties is your best resource. Our locally owned
and operated company is part of a greater network
of more than 6,000 real estate agents throughout
the West. With being in the same location of over
25 years of local community expertise our broad
resources enables us to provide our clients with the
most comprehensive and professional service.
For more information, please contact us at: info@

windermeretower.com or at (951)-369-8002.

Commercial Real Estate:
The Beneits of Community

In the past few weeks we at
Rosenthal Land Advocates have
had the opportunity to further
discover the positive effect that
vibrant, close knit communities
can have on the value of real
estate.
As part of our work as land

advocates, we recently had a
meeting with Kevin Heitritter,
the President of Crossroads
Business Park’s community as-
sociation. Crossroads Business
Park (and Kevin’s business, In-
novative Document Solutions)
is located in Murrieta at 26855
Jefferson Avenue, directly
across the street from Temecula
Motorsports.
Kevin was quick to offer us his

assistance. RLA was retained to
manage and sell a bank owned
lex space within Crossroads
Business Park, and Kevin ex-
pressed concern that the prop-
erty would be “dumped” on the
market and possibly result in
diminished property values for
the other business park owners.
This was a very valid concern
being that after surviving the
recession, a few of the business
park owners were inally hoping
to reinance to take advantage
of rising property values, still
attractive interest rates and the
growing number of lenders re-
entering the market place.
The more I spoke with Kevin,

the more I was taken aback by
his authentic concern for the
well-being of the community
of business park owners that
he represented. For example,
even though Kevin expressed
interest in purchasing the space,
he irst wanted us to contact
another owner in the business
park because he thought he
could use the space more than
him. Another business owner
echoed Kevin’s remarks in shar-
ing with me how their vibrant
business park community as-
sociation transcended mere
“business relationships.” They
obviously have something very
special going on here.
I left Kevin promising that I

would share his concerns with

the bank and advocate that the
bank approve a budget for the
interior to be painted, re-car-
peted and the windows and such
be thoroughly cleaned. Due to
our excellent relationship with
the national bank that owns the
property, and being that the
bank is community minded,
they quickly approved a budget
for the work to be performed as
requested.
As demonstrated by RLA’s

recent successes, it is very clear
that by truly understanding a
property’s highest and best use
and marketing it to end users,
we can (as a result of bypass-
ing the middle man / investor)
substantially increase its selling
price. However, what is not as
clear is to what extent vibrant
community property associa-
tions enhance property value.
Recent scientiic indings sup-
port that “the human brain is
wired to connect with others so
strongly that it experiences what
they experience as if it was hap-
pening to us.” Hence it is un-
likely for one to have feelings of
loneliness or isolation whilst re-
maining “connected.” Because
robust communities create en-
vironments more conducive to
people connecting with others,
they are more sought after in
the market place.
However, the story does not

end here. Besides having a
particularly vibrant community
of business owners, Crossroads
Business Park seems to have a
built in hedge against the ever
increasing growth of Amazon

and other online retail stores.
It turns out that the business
park’s lexible zoning and its
large open spaces are ideal for
experience-based businesses
-- businesses where customers
naturally connect with staff and
with each other as they share
the experience and joy of: learn-
ing a new dance step or karate
move, using collaborative work
spaces, or witnessing a child
rolling over for the irst time
during a mommy and me class.
It is these types of experience

orientated spaces that will thrive
in the electronic age—spaces
where people feel alive and
present as they connect to one
another via shared passions and
experiences. RLA is very grate-
ful to have the full support of the
City of Murrieta, its Economic
Development Director Bruce
Coleman, and the President of
Crossroads Business Park Kevin
Heitritter in the marketing and
selling of this dynamic bank
owned lex space. However, we
now want to hear from you—the
people that live, work and shop
in the community. So pick up
the phone and tell us what you
want to see at 26855 Jefferson
Avenue, Unit D, Murrieta, Ca
(directly across the street from
Temecula Motorsports). David
can be reached at 949-943-2926
or by email at david@rosenthal-
landadvcocates.com
David earned a B.A. in Po-

litical Science from UCLA in
2002, summa cum laude, Phi
Beta Kappa and a M.S. in Real
Estate Development from Co-
lumbia University in New York,
New York in 2007. He grew up
working for his father in the
construction industry and later
as a banker in Newport Beach,
CA. David is a graduate of
Leadership Tomorrow, former
President of the Irvine Police
Academy Alumni Association
and founder and President of
Rosenthal Land Advocates. He
is a licensed real estate broker,
general contractor and a mem-
ber of the Urban Land Institute
(ULI).

David Rosenthal

New Home or Resale
You may be like many buyers out who are unsure

whether they want to purchase a resale home or a
brand new home. With the cost of homes increas-
ing in the Inland Empire it is becoming more and
more possible for a buyer to purchase a brand new
built home rather than a resale home. This is be-
cause sellers of resale homes are listing their homes
at equivalent prices of newly built homes. Here is
a list of reasons why a resale home or brand new
home might be for you.
A resale home is for you if you...
• like developed landscaping and lush natural sur-
roundings and don’t want to have to establish it; a
resale home may be the right choice for you.
• want to know the character and history of the po-
tential neighborhood and want to
associate yourself with its identity, then you may
want to choose a resale home in a
location that allows you to do that.
• want to know your potential neighbors before you
move in and not expect surprises like a shopping
mall or restaurant next to your new home, a resale
home may be the right one for you.
• wish to spend a little less
• desire more land or space
Generally Resale homes tend to have lower taxes

especially if they were built prior to the year 1990.
Also Resale homes tend to have large lot sizes creat-
ing more privacy for the owners.
A brand new home is for you if you...
• like the experience of a fresh start, and enjoy fos-
tering relationships with other new home builders.
Families, who buy a new home in a particular area,
are at a common level, facing similar challenges and
life-changing situations, which draw them

together into a community.
• are concerned about the
electricity consumption and
want a more energy-eficient
home. New homes have tech-
nological improvements to
heating and cooling systems,
insulation, construction tech-
nology, etc.
• consider technology access
critical. This includes pre-
wiring for high speed internet

connection or multiple phone lines.
• love decorating the home from scratch like pick-
ing your own colors from paint to carpeting. You can
even pick your own cabinet styles and countertops.
For new home buyers please be sure to check

your tax rate prior to purchasing because often
times you will pay higher taxes for new builds or
even homes that were built within the last 15 years
or so. Also ask if your new home has any special as-
sessments or Mello Roos. You’ll ind that some new
builds have both Special Assessments and Mello
Roos, so be cautious and be well informed of what
you are buying. Generally new builds lack Mature
Vegetation so if you’re looking for a large tree to
build a tree house for the kids then you may want to
consider buying a Resale home or settle for a jungle
gym with swing set for the kids.
If you are interested in finding out any further information on

resale homes or brand new built homes, please do not hesitate
to contact your Highly Motivated REALTOR Ben Rubalcava,
Re/Max Partners, at (951)444-5825. BRE License #01877582.
You can also email me at benrubalcava@yahoo.com or visit
me at www.buyandsellinriversidecounty.com or http://www.
facebook.com/benjamin.rubalcava.1 or lastly you can visit me
at http://www.zillow.com/profile/benrubalcava1/

Ben Rubalcava
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