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in 1982 and his real estate license in 2004. His real
estate expertise includes helping buyers and sellers,
property management, investment properties, and
foreclosures for single-family homes, and excess

and surplus property. He also has expertise in condo-
minium insurance sales, commercial insurance, and
personal insurance. His real estate specialties include
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commercial, residential, management, BPOs and in-
spections.

“I decided to join Crye-Leike because of its perfor-
mance and good will in the Mid-South,” Coll-Camalez
said.“With Crye-Leike, | am in a better position to serve
my existing residential clientele, asset managers,and
expand in commercial real estate, business broker-

age, the Act 20/22 market, luxury market, as well as
the referrals, due to emigration tendencies.”
Headquartered in Memphis, Tenn., Crye-Leike’s
more than 3,100 sales associates, 800 employees, and
126 company-owned and franchise offices spread
across nine states, generated $6.36 billion in sales
volume in 2016 - its biggest year ever -and is on track

to achieve the company’s goal of $6.7 billion in sales
volume this year. Crye-Leike Franchises has 29 inde-
pendently-owned and operated franchise brokers
located in Tennessee, Arkansas, Mississippi, Kentucky,
Florida, and Puerto Rico. The Crye-Leike San Juan Real
Estate office (sanjuan.crye-leike.com) is located at 268
Ponce de Leon, Suite 1014, San Juan, PR, 00918.
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