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LANDSCAPING

LANDSCAPE MAINTENANCE

SNOW REMOVAL

TRASH REMOVAL

  

Paired-patio Homes for those Seeking a 
High-excitement, Low-maintenance, 
Live-in-the-moment Lifestyle.
It’s known as a “wake up call.” You’re grinding your way 

through the daily hubbub, the same as always, when out of 

nowhere you have this “A ha!” moment. This epiphany. And you 

suddenly realize, it’s true. Every minute of every day is precious, 

just like your mom and dad used to tell you, and you can’t— 

make that, won’t—squander another second of your time 

sweating the small stu�.

Congratulations.

You’ve just taken your first step toward leading a richer, more 

fulfilling life. Next move? A beautiful, carefree, paired-patio 

“Legends Collection” home from Classic Homes. A home where 

you’ll enjoy low-maintenance, live-in-the-moment liberty, and 

a serious second chance at the pursuit of happiness.

THE VILLAGE OF CORTONA
AT FLYING HORSE
Paired Patio Homes from the upper $300s
2057 Ripple Ridge Road
Colorado Springs, CO 80921
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WOLF RANCH
Paired Patio Homes from the upper $300s
9127 Wolf Lake Dr.
Colorado Springs, CO  80924

LEXINGTON CROSSING AT BRIARGATE
Paired Patio Homes from the
mid to upper $300s
3275 Excelsior Dr.
Colorado Springs, CO  80920

SANCTUARY POINTE
Paired Patio Homes from the
low to mid $400s
1654 Summerglow Lane
Monument, CO  80132

THE LEGENDS COLLECTION. Low-Maintenance, Paired Patio 
Homes for the Finest in Carefree, Colorado Living.

See them today in Sanctuary Pointe, The Village of Cortona at 
Flying Horse, Wolf Ranch, and Lexington Crossing at Briargate. 

www.classichomes.com/paired-patio-homes  �e Legends Collection. Life’s Too Short For Anything Less.

Call 719-888-3445
For More Information. 

�e  �e  �e  �e  �e  LegendLegendLegend isTrue.
Carefree, Paired Patio Living 
is a Timeless Pleasure.

Homeowner 
Conveniences Included

Lexingto
n D
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719-375-8055
WWW.PYRAMIDCOLORADO.COM
5729 N. Academy Blvd. | Colorado Springs, Colorado 80907

Pyramid Roofing Corp not only 
promises to deliver exceptional 

customer service, we also 
promise to do everything 

possible to make your roof 
replacement a pleasurable 

experience.

We handle everything from prep 
to clean up and we try very hard
to leave your property as clean 

as possible.

PYRAMID ROOFING CORP

• LOCALLY OWNED

• RESIDENTIAL & COMMERCIAL ROOFS

• SPECIALISTS IN REPLACING
   HAIL & WIND DAMAGED ROOFS

• PROUDLY SERVING COLORADO
  SPRING SINCE 2009 

• A+ RATED ACCREDITED MEMBER
  OF THE COLORADO SPRINGS
  BETTER BUSINESS BUREAU

• WE STRONGLY BELIEVE IN 
  QUALITY OF WORKMANSHIP,
  RELIABILITY, INTEGRITY, ETHICS
  & EXCELLENT CUSTOMER  SERVICE.

“Done in one day, no mess no 
hassle and a professional 

finish. Thanks Pyramid 
Roofing Corp for a quality job 

and professional service!”
-BARRY KEATING

General Manager Dave Solon's Kia of 
Chapel Hills Colorado Springs

"The project started and
finished right on schedule 
just as Pyramid promised. 

Workers were polite, e�cient 
and cleaned up the complete 

job site when finished…"
- SCOTT DROST

Colorado Springs

We Understand the Timely Importance of Replacing
Roofs for Real Estate Transactions

Team Stats

37
Individual 

Stats

34
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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 magazine possible. Please support 

these businesses and thank them for supporting the REALTOR® community!

AUTO

Lexus Of Colorado Springs

(719) 358-0111

LexusOfColoradoSprings.com

CABINETS

Colorado Home Interiors LLC

(971) 806-4278

COHomeInteriors.com/

MyKitchenIsUgly

CATERING

Salt of the Earth

(719) 466-9004

sotecatering.com

CUSTOM HOME BUILDERS

Saddletree Homes

Blake Barcus

(719) 445-1821

FLOORING

Carpet Direct

(719) 930-4847

CarpetDirectNow.com

GARAGE ORGANIZATION/STORAGE

Colorado Springs Garage

Storage and Racks

(719) 460-5637

GarageStorageAndRacks.com

HANDYMAN

Handyman Connection

(719) 884-2639

www.HandymanConnection.com

HEATING & COOLING

Springs Heating & Cooling

(719) 235-3779

SpringsHAC.com

HOME BUILDER

Classic Homes

(719) 785-3309

www.ClassicHomes.com

Saint Aubyn Homes

(719) 244-3645

SaintAubynHomes.com

HOME INSPECTION

AmPro Inspections

(719) 648-4098

www.AmProInspections.com

Ground Floor Home Inspection

(719) 641-1555

www.GroundFloorHomeInspection.com

Pine Breeze Home Inspections

(719) 332-3747

www.PineBreezeHomeInspections.com

HOME LOANS

Rich Dillman - Caliber Home Loans

(719) 694-5310

CaliberHomeLoans.com/RDillman

INSURANCE

Solid Rock Insurance

(719) 574-0082

www.SolidRockAgency.com

KITCHEN & BATH REMODELING

Handyman Connection

(719) 884-2639

www.HandymanConnection.com

MORTGAGE

Bev Creswell Envoy Mortgage

(719) 822-2234

Integrity First Financial

(719) 385-0777

www.IFFHomeLoans.com

MORTGAGE BANKER

Community Banks of Colorado

Kristine Gallegos

(719) 265-1351

MOVERS

Two Men and a Truck

(719) 551-5085

www.TwoMen.com

PHOTOGRAPHY

Capture Life Photography

(303) 877-1279

www.capturelife.photo

Tara C Patty Photography

(719) 475-0160

TaraCPatty.com

RADON TESTING AND MITIGATION

Pine Breeze Home Inspections

(719) 332-3747

www.PineBreezeHomeInspections.com

ROOFING

Pyramid Roofing Corp.

(719) 375-8055

TITLE COMPANY

Empire Title of Colorado Springs

(719) 884-5300

www.ETCOS.com

Fidelity National Title

(719) 590-1711

FNTColorado.com

First American Title

(719) 208-8330

FirstAmColorado.com

Heritage Title Company

(719) 268-2460

HeritageTCO.com

North American Title

(719) 578-4100

www.NAT.com

Unified Title Company

(719) 578-5900

www.UnifiedTitle.com

VIDEO PRODUCTION/

DRONE SERVICES

pixvid LLC

(417) 844-5357

pixvid.net

WINDOW WASHING

I Do Windows

(719) 331-1754

ColoradoSpringsWindowWashing.com
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We can make owning a Lexus a reality. From a 
six-year, unlimited-mileage warranty to special 
financing and lease deals, it's now easier than 

ever to own a Lexus. Isn't it time that you 
experienced the luxury that Lexus drivers enjoy? 

Shop for a Certified Lexus at 
LexusOfColoradoSprings.com

LEXUS OF COLORADO SPRINGS
604 Auto Heights | Colorado Springs CO 80905

SALES (719) 387-8927 | SERVICE (719) 425-4806 | PARTS (719) 387-9395

Connecting You To More Clients
* Professional Real Estate Photography 
* Cinematic Aerial and Interior Videos 
* TruView Photography™ with 24 hr Turnaround 
* Blue Sky Guarantee and Virtual Tour Included 
* Interactive Floor Plans 
* FAA Licensed and Insured Drone Pilots

Creative Marketing Solutions
Go online at www.pixvid.net to book your appointment.
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Pat Dowling
Wayne has done our windows for just under 
fourteen years. He always does top-notch work, 
not to mention that he is a very nice guy!

R Chan
Lots of windows in this new house. It was a long, 
cold, windy day, but Wayne did an amazing job! 
What an amazing man! Have been doing 
business with him for a decade and cannot 
imagine entrusting anyone else with my 
beautiful home!

Allowing Springs businesses & residents to see clearly since 2004

ADDITIONAL SERVICES  |  Gutter Cleaning  •  Screen Repair  •  Chandelier Cleaning

ColoradoSpringsWindowWashing.com  •  (719) 331-1754  •  coloradospringswindowwashing@gmail.com

Camellia Coray
"I have been using I Do Windows for about 5 
years. Their customer service, work ethic and 

follow through are exceptional. I am so pleased 
with their service that I recommend them to all 

my clients in Real Estate."

We build the home you see
when you close your eyes and dream!

At Saddletree Homes we 
share the excitement our 
buyers feel when they 
dream of their new home. 
Our passion is capturing 
those dreams and making 
them reality.

We use the finest 
hand-picked craftsmen and 
designers, working together 
to ensure every detail of 
your home expresses your 
personal style and reflects 
the level of artistry that has 
become synonymous with 
the Saddletree name. 

Visit saddletreehomes.com, 
or call 719-BUILDER to 
schedule an appointment.

saddletreehomes.com
719-BUILDER

719.576.6683 (MOVE)  |  twomenandatruck.com

Coming up in the September issue, we will be featuring our first 
“BEST OF THE BEST” luxury SUV’s for agents. This has been a 
fun article to work on, as we review the top eight vehicles, and 
we road-tested them all. 

We also will be doing an exposé on the upcoming ballot measure 
to limit future growth in The Springs. This will be a very impor-
tant article as it may be on the November ballot, and every agent 
should know all the details and their potential impact. 

Finally, summer months are very busy, and we try to plan our 
events in the slower time of the season. We will be hosting two 
additional events this year and want to be sure you watch for the 
invitations, both in the magazine and email. We are planning on 
one in August/September and the second in October/November 
timeframe. Keep an eye out, and plan to join us!

As always, I want to personally thank you for the support and 
readership! Don’t forget to UTILIZE all the great vendors that 
have been vetted by several of the TOP 500 agents here in The 
Springs. They are true gems in the business!

Have a great rest of the summer!

Mark Van Duren  |  Publisher 
Mark.VanDuren@n2pub.com
Real Producers  |  Flying With Style (Flying Horse)  |  Cordera Living 

We have some pretty exciting articles 
planned for the coming months. I hope you 

have enjoyed reading our multi-part story 
on the housing shortage. We really try to 

get a good picture of the trends here in The 
Springs and interview those who can reveal 

what those trends mean for you. 

publisher’s noteHi, REAL PRODUCERS!!
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Rich Dillman
Sales Manager

NMLS#: 298994  |  State License: 100011357

1975 Research Pkwy., Suite 300
Colorado Springs, CO 80920

719.201.8193
rich.dillman@caliberhomeloans.com

Military & Veteran
Lending Professional 
As your local Caliber Home Loans 
representative, I'm dedicated to providing 
superior service and personal expert guidance 
throughout the home financing process.

• Heating
• Air Conditioners
• Evaporative Coolers
• Indoor Air Quality
• Humidifiers
• Water HeatersLICENSED. INSURED. HONEST. RELIABLE.

We answer our phones 24 hours a day!    719-235-3779 | SpringsHAC.com

We look forward
to exceeding your
expectations!

STOP Chasing Your Tail!
Unified Title is your

Unrivaled Resource
for your continued success.

Increase your production by utilizing the 
Unified Title Marketing Department

& Unified Title University.

719.578.5900
UnifiedTitle.com

PinebreezeHomeInspections.com
(719) 332-3747

Pinebreeze Home Inspections is a certified, insured, professional, 
family owned home inspection company based in Woodland Park, 
Colorado, serving the surrounding areas.

Colorado Springs & Pueblo, Canon City

Your Metro Mountain and Rural Home/
Commercial Property Inspector

Pinebreeze Home Inspections Offers
Home & Commercial Inspections
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As I listened to him carry the conversation for the next 45 min-
utes, I sit quietly and absorb the one-way dialogue. The gist of 
the sit-down is that I’m a good guy, people there like me, and they 
are all sad to see me go – what I’m hearing is that I’m not bring-
ing enough value. I had gone to school for marketing and graphic 
design, and I’d invested myself in this job pretty heavily. It was 
an opportunity for me to learn a lot, to explore some of my ideas 
on marketing and branding with a company that was branding 
from the ground up. I was working 50-plus hours a week for a 
very light salary, money was tight, and of course getting tighter. 

I’m 30 years old and facing starting over again with no prospects, 
no motivation, no direction, and I’m as close to rock bottom as 
I’ve seen. To wrap up the conversation, Mr. Boss tells me that I 
should start a company that does a la carte photos and video for 
real estate listings. That was one of the duties that I performed 
for the company, and he tells me “that’s what you’re good at.” I 
know the recommendation comes from a good place – but it feels 
like a sledge hammer to the gut. I leave the house and drive back 
home, shell-shocked and unable to shake the feeling my efforts 
and talents went completely unnoticed. I had no idea then that 
would be the best day of my life.

That entire day my mind was working overdrive, computing the 
options for my next move at 1,000 miles per minute. The rejec-
tion had lit a fire in me, and by 5 p.m. that day, I’d decided that I’m 
going to throw all my chips in the middle (including my dwindling 
savings account), throw caution to the wind, and get my real 
estate license. Our team had worked with ERA Shields for my 
first year with the company, and so I’d seen some of the top agents 
in that office and how they’d performed. I dug deep and found a 
confidence that I could do what they were doing. The real estate 
market was the worst that most of us in the industry had seen, 
and the attrition rate with new Realtors was extremely high. My 
back was against the wall, and I knew that at 30, I was running out 
of opportunities to start over. I had to make this one count. 

None of us go into real estate having studied the business and 
knowing if we have exactly what it takes to succeed. It’s an odd 
confluence of skills that are needed – you’re part salesman, part 
financial advisor, part accountant, and part therapist at times – 
and I’m not sure if there is any experience that truly prepares you 
for it. I came into this business with a grand total of zero sales 
experience; I just never saw myself working for commissions! I 
did have some history that I now see played a major role in bring-
ing me to this point.

Obviously I worked in the marketing side of the business, which 
gave me an amazing introduction to the industry and also gave 
me an opportunity to watch some top agents up close. This was 
invaluable, allowing me to see the amount of hours they invested 
in their business, their daily demeanor, and the amount of effort 
and energy they spent honing their craft. Because I had no prior 
experience in real estate, I think it gave me a chance to look at 
the business from a fresh perspective. I believe that one of my 
greatest advantages is that I was, and still am, able to look at the 
business with my own imagination, and I don’t feel forced to fol-
low some process because “that’s how it’s done.” I truly believe 
this continues to allow me a fresh perspective and allows me to 
approach marketing, customer service, relationships, and the 
rest of my business in a creative way.

My first job after college was working in auto insurance, process-
ing auto claims. I didn’t love the job, and it’s not easy when every 
client you’re dealing with just went through a traumatic event, 

Pictures provided by Heidi Mossman with Capture Life Photography. 
To schedule your own portrait session, please call 303-877-1279. 

top producer

It’s 2009. It’s 9 a.m., and I’m heading in to my job 

as a Marketing Assistant for a successful four-

agent team. I’d been there about a year and a half 

and really enjoyed my job. I liked collaborating on 

new ideas, I loved the people I worked with, and 

I enjoyed the business of helping sell houses. As 

I walk through the door of the home office, I’m 

intercepted by my boss, and instead of going to my 

office set up in their basement, I’m steered to the 

dining room table. I’m being fired.
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having just been in a car accident. I didn’t know it at the time, 
but that this job was giving me valuable experience talking on 
the phone, dealing with customers, and empathizing with them 
after a major life change. All skills I use every day now. I moved 
from claims to the Total Loss department, which also helped me 
get really good at delivering bad news, and then to Subrogation, 
collecting money owed from other insurance companies – which 
gave me some early experience negotiating. I spent about two 
years in the insurance industry before moving to the marketing 
job that got me into the real estate business.

Since that fateful day, nearly 10 years ago, I’ve embarked on a 
journey that has taken me from flat broke to over $20 million a 

year in real estate sales, to now growing a team of my own. I’ve 
been through soaring ups and many trying days along the way, 
my self confidence has been tested, and I’ve had many difficult 
decisions to navigate. I have many years to go, and many more 
challenges to overcome, but I love what I do. I love this business. 
I relish the challenge that lies before me every day, and I am so 
thankful to have found my calling. Here is the rest of my story…

Unemployed and hungry to take advantage of my new opportunity, 
I went to Kaplan Real Estate School full time during the day. Kudos 
to those who can do it online (I struggle with self-paced learning). 
It was 2009, and the attrition rate within the business was very 
high, and the local real estate market was very poor. Of the 30 or 

so students in my class, only a few are still in the business at all, 
but I did form deep and important friendships with a couple of 
classmates – Jermaine Butler and Kim Klapac – that I still consider 
close friends today. This is important. This business offers so many 
different ways to succeed, and to fail, and having thought-partners 
that you can rely on is a critical part of growth in my opinion.

After gaining my license I started my career with a local franchise 
that offered favorable splits and low monthly payments. My lack 
of cash in hand made taking on a higher monthly premium feel 
impossible, and I felt an overwhelming urgency to need to get 
out of the red. I started on a 93/7 split and had a company with a 
franchise name – this was important to me. Branding has always 

been a passion of mine, and I knew that without any sales history 
of my own, I needed to attach myself to a brand that could add 
immediate legitimacy. High split, low cost, franchise name – this 
felt like a good fit. The brokerage had some solid support staff that 
were comfortable working with new agents, and they did a nice job 
of establishing the importance of contract compliance and proper 
ethics. They also set me up with a mentor that preached the impor-
tance of prospecting and constant business building. “Every day,” 
she said, “I think … what did I do to earn more business TODAY.” 
That thought process still sticks with me.

I was motivated and focused to succeed. I wouldn’t let this op-
portunity slip by, as I’d let so many others miss me in the past. I 
was diligent and started setting aside four to five hours a day for 
prospecting. I’d average about 22 hours a week cold-calling pros-
pects from outside of my sphere (I felt I had no personal sphere 
to lean on to start). Instead I focused on expired listings, FSBO’s, 
and working the NED list. It was a high rejection percentage, and 
I would call dozens of prospects a day, sometimes 100 in a week, 
just to get an appointment or two. My skin got thicker, my pitch 
got stronger, and I eventually became more comfortable on the 
phone selling myself. I was having the most success with expired 
listings, and started to focus most of my prospecting time in that 
area. In some time I started feeling like I was going on regular 
appointments, and my conversion rate on those appointments 
eventually started getting a little stronger. Over my first year in 
the business, I probably met with over 100 expired listings, and I 
got pretty good at evaluating why the property wasn’t selling. In 
2009 it wasn’t always a pricing issue – buyers had their choice 
of houses – so I would meet with the sellers and give them a 
free and earnest evaluation of why I thought their house wasn’t 
being chosen. Sometimes it needed a cleaning. Sometimes it 
needed some staging. Sometimes a fresh and energetic market-
ing approach would get the job done. I still feel that a lot of my 
strongest skills were developed from this practice, and I still have 
a database full of loyal clients that I met during this period of my 
career that refer me, and have bought and sold houses with me 
since then. I truly believe that it’s critical to share your growth 
and passion with your client base on a regular basis. I know that 
I have some clients that relish being with me for the majority of 
the journey. They feel like they were with me on the ground floor 
and feel a sense of pride in watching my professional growth, and 
I couldn’t be more thankful for their belief in me and support, 
even when at times my belief in myself wasn’t fully developed.

My first full year in the business I did about 23 deals. My average 
sales price was low, but I was in the business and in a market that 
was losing Realtors by the day – I was surviving and felt like I was 
getting better. Early in your career the learning curve is lighting 
fast. It seemed like every transaction was teaching me something 
new, and I was trying to soak it up like a sponge. I was taking busi-
ness wherever and however I could get it. I literally took a $45,000 
listing in Cripple Creek that might have, by the time it sold, broken 
me even on gas and marketing costs. This is an interesting point 
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of discussion, and I’ve heard really good Realtors on both sides of 
the subject. I’ve heard some say that our time is our biggest com-
modity and to spend it extremely wisely – including turning away 
business that doesn’t make financial sense. While I agree with the 
value of time, I will always believe that we are in the database-
building business. I believe that is the pulse of our business, and 
that, in the long run, those clients willing to support you, use you 
again, and refer you, are the only thing that can consistently drive 
your business. Fill your database with as many clients as you can, 
and regularly share with them your passions, goals, and successes. 
Until you build a database you can count on, you’re not building a 
business, simply providing a service.

After about two and a half years with my first brokerage, and 
about 50 closings under my belt, I was ready for a change. I had 
seen my business stagnate a bit from 23 deals to 21 deals in my 
second full year, as I was working on balancing the business I was 
getting with continuing to prospect. I wanted to accelerate my 
business growth as rapidly as possible. I met with Zane Whit-
field, who was the Managing Broker of Coldwell Banker Resi-
dential Brokerage at the time. I loved Coldwell Banker’s national 
presence and branding, and CB had access to a relocation lead 
database that was the best in the city. Coldwell was working with 
companies like USAA, Boeing, Lockheed Martin, Raytheon, and 
many others. These were the clients I wanted to get in front of! 
I convinced Zane to give me a shot and let me join the relocation 
team in the office. I was taking any deal I could get my hands 
on. Deals from relocation don’t pay as well as regular deals (and 
I took a company-friendly split for the right to be a part of the 
team), but I was using this as accelerant to my database fire – 
and it worked! 2012 was my first full year with Coldwell Banker, 
and I did over 40 transactions. I was in the business, excited to 
be working with new clients and practicing my skill set. Over 
the next couple of years, my business grew rapidly as I started 
seeing some of my past clients sell again, and refer me, as well as 
continuing to take on more and more leads from the relocation 
sources. In 2014 I sold over 60 homes, for over $16 million in vol-
ume. I remember clearly the day my closer and close friend, Ali 
Reasoner, helped put in perspective for me just how far I’d come. 
She had experience in the business, and I respected her perspec-
tive. I finally let it sink in that this business is what I was put on 
this earth to do. That was a transformative day for my business 
and my personal confidence. The next year I topped my goal of 
over $20 million in sales volume.

With my marketing background, I’ve always gravitated toward 
the listing side of the business. I knew I’d be a primarily listing 
agent from early in my career, and I have continued to grow the 
amount of listings that I take every year. “Listers last” is a motto 
that I’ve believed in early on, and I feel that listings are the best 
way to grow a real estate business, regardless of the momentum 
of the market. They allow you control over the product, includ-
ing marketing strategy, setting pricing, and presenting the home. 
Listings also allow you to promote yourself with the house you’re 

selling! I mean, let’s face it, it’s much easier for neighbors to know 
the agent whose name is on the sign than it is for them to know 
who brought the buyer. Every year I up my goals, including the 
number of listings, and percentage of listings to buyers that I take 
on. I also review my Listing Presentation every year and adjust 
it to the market that we’re in. I don’t ever want my pitch to feel 
static, formulaic or boring.

In 2015 and 2016, I sold over 80 properties by myself, carrying 
only a part-time unlicensed assistant for some of that time. I was 
still running my business with the fire of a brand-new agent, work-
ing tireless hours and doing literally everything. I was working 
every deal from start to finish and routinely logging 90-hour work 
weeks and definitely burning the candle at both ends. I was very 
nervous about losing the personal service that I was giving my cli-
ents, but in the process started to wear myself thin. My energy lev-
els started to wane and felt I wasn’t giving my clients my best on a 
regular basis. I truly believe that consistency is the benchmark for 
greatness. I think there are a lot of people in a lot of fields that are 
extraordinary at what they do when they’re on their A game … but 
there are a lot of people who will only give you their A game some 
of the time. I pride myself on being fully on and engaged every day, 
and I strive always to be consistently great. 

In 2017 I faced another difficult decision and decided to grow 
a team. Things were going well for me individually, and I was 
very happy with my growth professionally. I knew taking on the 
responsibility of other agents would be a challenge, and I would 
have to quickly cultivate some of the leadership skills that I didn’t 
need to use working alone. I was investing time in mentoring 
younger agents, and I really believe it’s our duty to the industry 
to do so, and started to really feel a satisfaction that came with 
sharing with them some of the things I’d learned along the way. 
There are so many ways to do this business well, and I have seen 
large teams, small teams, and individual agents alike that I truly 
respect and admire. I wanted to compete with the top teams 
in the city and the state, and I knew it would force me to grow 
myself in ways that I hadn’t been pushed before in this business. 
Expecting some growing pains, and ready for the challenge, I 
pushed forward with the forming of Luczak Real Estate. In De-
cember of 2017, I started my team.

I now have four licensed agents under me and four assistants. I start-
ed with two agents in January 2018, and within three months, two 
more came on board. I had gone from just me to a five-agent team 
in less than six months. The growth was rapid, and presented some 
definite challenges with training, goal setting, and culture build-
ing. I strive that my team have a creative, innovative, and dynamic 
approach to growth and our business. We always strive to have a 
client-first mentality, an ahead-of-the-curve attitude, and constantly 
striving to be the best. I’m lucky in that all of my team members truly 
want to be great in this business. It gives us all a purpose.

This business is full of challenges: long work days, constantly 
racing from one appointment to another, staggered eating pat-

terns, and sacrificing valuable family 
time to help our clients. One of the 
things that make it all so worth it 
is the city that we get to work this 
business in. As a Realtor, you truly 
become an ambassador of the city 
you live and work. My love affair with 
Colorado Springs began in 2005 when 
I first moved here. I loved the active 
lifestyle, constant sun, and feel of a 
city, with the convenience of a town. 
I still look at Pikes Peak and its many 
colors and angles in awe, and I enjoy 
the accessibility to Denver without 
having to deal with its daily traffic. 
In 2016 I bought a cabin in Floris-
sant, about an hour West of Colorado 
Springs, and that has solidified my 
love for Colorado even more. I enjoy 
spending my free time fishing, riding 
ATVs, hiking, and just enjoying the 
amazing mountain air. I relish the 
time that I get to take my son up there 
to show him all of the amazing views, 
trails, and spots that the mountains 
have to offer. It’s my zen place.  

I think back to early in my career, 
when I would attend a women’s con-
ference at the Pike’s Peak Association 
of Realtors, just so I could hear Bobbi 
Price speak. I am not a great reader, 
but Gary Keller’s The Millionaire Real 
Estate Agent digested easily for me. 
It’s because I love this business. I am 
passionate about it, work tirelessly on 
getting better every single year, and 
constantly strive to be the best at it. I 
think there is such a power that comes 
with doing something that you love, 
that you believe in, and that gives you 
a purpose. Real estate saved my life. I 
truly believe that. I don’t know where 
I would be without it, and I am excited 
every day to tackle the challenges that 
this industry brings. It’s an amazing 
business, and we get to do it in the best 
city in the world. Thank you, Colorado 
Springs, for all you’ve done for me. I 
owe you everything. And thank you to 
all of my clients who believed in me, 
supported me, and shared your homes 
and lives with me. It’s a debt I’ll never 
be able to fully repay. But I’ll wake up 
every day trying my best.
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Custom Catering for any event
Award Winning Catering! 

Full Service or Drop Off
Large or Small

We make it our goal to 
give you the menu and 

experience you want, in 
a budget you can afford.

719-466-9004  |  sotecatering@yahoo.com   |  www.sotecatering.com

A p r i l  2 0 1 7

C o l o r a d o  S p r i n g S 

i n f o r m i n g  a n d  i n s p i r i n g  r e a l  e s t a t e  a g e n t s

NOMINATE A 

COVER 
STORY
Please send all nominations to 

mark.vanduren@n2pub.com.

C O L O R A D O  S P R I N G S
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- 

www.GroundFloorHomeInspection.com

Adding Value to Your Real Estate Team
- Multi inspector �rm serving:
      Colorado Springs, Denver, Pueblo, Teller County
- National Technical Trainer – AHIT
- ASHI, AHIT  Certi�ed, InterNACHI member 
- Referring Party Coverage – To protect the Realtor
- All inspectors passed the National Home 
      Inspector Examination 
- 158+ – 5 Star Google reviews
- BBB A+ Rating
- Member: PPAR, ROCC, PAR, WCR
- RecallCheck – Complimentary Realtor advertising
- Certi�ed through DORA to teach Realtor CE classes 
- Online scheduling for your convenience 
- Your personalized Realtor Dashboard

Happy August!
May your August be blessed with wonderful family memories!

• 719-641-1555
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I was introduced to Wayne during the downturn of 2008. He was 
a senior real estate broker, and my husband and I were seasoned 
in the art of flipping homes; a partnership was quickly born. 
Wayne’s operating philosophy that, more often than not, the 
solution to a problem is one that benefits all parties was the way 
I felt real estate business should be conducted. When I decided 
to begin my real estate career several years ago, working with 
Wayne was the obvious path.
 
After a while, Wayne and I decided separately that we no longer 
wanted to be a part of a large national real estate office. Unbe-
knownst to the other, we both chose to join the Flying Horse Re-
alty team for their well-known integrity, local roots, commitment 
to maintain the dignity of others, and their rare win/win philoso-
phy. The exciting leap to Flying Horse Realty began in 2016.
 

The Flying Horse community reflects the best of what Colorado 
Springs has to offer! Living in this neighborhood is the closest we 
can find to being in a vacation resort community full time! I love 
the casual, elegant landscape, miles of walking paths, picturesque 
parks, community gatherings and Colorado lifestyle! We enjoy 
walking to the Club at Flying Horse for workouts, a nice yoga 
session or a swim. My daughters love the smoothies and curly 
fries by the pool! Not to mention living within walking distance to 
one of the nicest restaurants in town or a spa! The Steakhouse at 
Flying Horse offers an upscale atmosphere with award-winning 
food and drinks and is situated in the heart of Flying Horse. Life 
doesn’t get any better than this!
 
We relish attending the numerous community events throughout 
the year. The Fourth of July fireworks and concerts in the park LOIDOLT

Kathy
Wayne and I have the pleasure of working every day at Flying Horse Realty. 

We feel blessed to meet our neighbors, get to know the homes and the 
families living inside while helping folks buy and sell houses in the top-rated 

neighborhood in best of Colorado Springs!   

Pictures provided by Heidi Mossman with Capture Life Photography. 
To schedule your own portrait session, please call 303-877-1279. 

up and coming 
real estate agent
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are not only good family fun, but they bring the neighborhood 
together in a unique way!  
 
Almost two years later, we still love calling Flying Horse Realty 
our second home. We are so proud to help families settle into 
the neighborhood we love being a part of! When the time comes 
to move, it is our honor to provide accurate value estimates and 
negotiate for owners to get top dollar for their beautiful Flying 
Horse homes. Along with our real estate expertise, we additional-
ly provide our clients in-home staging, photography, a few boxes 
to help them get started and guidance to make the experience the 
best it can be!
 
Give us a call or a text if we can answer any home buying or selling 
questions or if you think you may be ready to start your next hous-

ing chapter! We’ll be able to provide you with an accurate home 
estimate if you’re selling, and if you’re looking to buy, there’s no-
body who knows this area better than we do! We are full of energy, 
passion, and knowledge and are ready to assist you!
 

We can’t wait to hear from you – and maybe 
we’ll see you at one of the wonderful 
community events! Enjoy your day in this 
wonderful community!  

Kathy: 719-641-2977  
Wayne: 719-460-4649

“Along with our real estate expertise, we 

additionally provide our clients in-home 

staging, photography, a few boxes to 

help them get started and guidance to 

make the experience the best it can be!
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What IS it?

ROCK
YOU CAN’T GET THERE FROM HERE…

By Robert O’Brien, Real Producers reporter

It’s surprisingly difficult to get information 
about this rock formation you can see from 
I-25 on the Air Force Academy grounds.

We found out that, literally, “you can’t get 
there from here” … anymore.

There is a trail leading to it, but it is now 
closed. According to the Air Force Academy, 
Cadets don’t even march out to it any more.

It seems there is an issue with a rare tree, 
unconfirmed (possibly the “prayer tree,” a 
tree with limbs “trained” by the Ute tribe into 
shapes). At this point, no further information.

Real Producers had planned on visiting the 
iconic formation for some close-ups. That’s 

not going to happen, again, according 
to the Air Force Academy.  

There is a much more famous “Ca-
thedral Rock’” in Sedona, AZ. When 
you do an internet search, that is 
the rock formation that comes up as 
opposed to our nice formation in the 
foothills of the Springs.

The primary purpose of the ‘What 
IS It?’ series is to identify unusual, 
unique or puzzling features of the 
front range, which many might see 
frequently or from time to time and 
wonder “what the heck IS that?”  

Cathedral Rock can be seen from the 
exits at I-25 at North Gate Blvd, I-25 
and Baptist Road and I-25 and Inter-
quest Parkway, looking west from 
the Interstate. It’s a rock formation 
like others you might see in Garden 
of Gods, only in this case it stands 
as a ghostly presence alone amongst 
a sea of green Ponderosa Pines. We 

would have loved to have experienced it up close 
and then share it with you, but, for now at least, 
that can’t happen.  

We were lucky enough to have found the one per-
son in the State, who is actually an expert on this 
rock formation, and he is Matt Morgan, Assistant 
Director/Senior Research Geologist, Colorado Geo-
logical Survey, College of Earth Resource Sciences 
and Engineering, Colorado School of Mines, and 
this is what he told us about Cathedral Rock:

“Yes, I know the one, since I mapped it! It is com-
posed of a rock unit called the Dawson Arkose. 
The Dawson Arkose, in the region of the USAFA, is 
composed predominantly of the minerals feldspar 
and quartz (maybe small bits of mica); arkose is a 
type of sedimentary rock (sandstone) composed of 
at least 25 percent feldspar. 

“The mineral fragments that make up the rock 
are ‘synorogenic’ deposits of sediments that were 
eroded from a rapidly uplifting Front Range some 
70 million years ago, transported across an active 
fault zone along the mountain front, and deposited 
in the western part of a subsiding Denver Basin.
 

CA R P E N T RY  •  T I L E  •  D EC KS  •  D RY WA L L
E L ECT R I CA L  •  F E N C ES  •  PA I N T I N G  •  P LUM B I N G

R E MO D E L I N G  •  R E PA I R S  •  S H E LV I N G  A N D  STO R AG E
MA I N T E N A N C E  •  I N STA L L AT I O N S

YOUR GET-IT-DONE
CONNECTION.

(719) 884-2639 | www.HandymanConnection.com

GET IT DONE - 
SCHEDULE YOUR 
PROJECT TODAY!

• Over 18 years LOCALLY owned 
   in Colorado Springs
• 35+ craftsmen that are our employees 
   and background checked annually

“
R.R.  |  Colorado Springs, CO  |  6-16-2018

My technician was wonderful
and did a great job. ”

“The Cathedral Rock is an erod-
ed remnant, probably carved by 
wind and water, similar to other 
‘monuments’ in the area.” – Matt 
Morgan, geologist

CATHEDRAL

Robert O’Brien, Real 
Producers reporter

Cathedral 
Rock as seen 
from I-25 
at Baptist 
Road. Photo 
by Sheryl 
VanDuren.

Cathedral Rock 
is on Air Force 

Academy 
grounds and is 

now off limits 
not only to 

the public but 
also for Cadet 
training. Photo 

courtesy of 
the Air Force 

Academy.

“The unit locally contains occasional
thin beds (or layers) of gray claystone 
and sandy claystone, or dark-brown to 
brownish-gray, organic-rich siltstone 
to coarse sandstone containing abun-
dant plant fragments. The Cathedral 
Rock is an eroded remnant, probably 
carved by wind and water, similar to 
other ‘monuments’ in the area.”

Mr. Morgan added: “One last thing, you 
can find the area mapped by CGS on 
the Palmer Lake quadrangle geologic 
map. Please link to here: https://store.
coloradogeologicalsurvey.org/product/
geologic-map-palmer-lake-quadrangle-
el-paso-colorado/”

Thank you, Matt!

So, now you know what it is. Now you 
can dazzle your friends and family, as 
well as clients, with your knowledge 
of the Front Range! Not ALL of the 
beautiful monument formations are in 
Garden of the Gods.
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For Part One of this two-part series, 
Real Producers interviewed some 
of the top builders in the Greater 
Colorado Springs area as to why they 
thought there was a persistent short-
age of available homes for sale in the 
Colorado Springs MLS (see the June 
2018 issue of Real Producers).

For ‘Part Two,’ Real Producers inter-
viewed several prominent Realtors 
in the greater Colorado Springs area 
to find out what they are doing to 
deal with this historic shortage.  We 
spoke with:

• Joe Clement, Owner. 
 RE/MAX PROPERTIES, INC 
• Vicki Westapher, Associate 
 RE/MAX PROPERTIES, INC 
• Bruce Betts Owner 
 RE/MAX ADVANTAGE
• Debbie Reardon, Reardon Partners, 

The Platinum Group Realtors

a home themselves, so they don’t 
list their property.

 
· Higher interest rates and home 

prices are keeping some sellers 
in their current residences. Why 
go into the market now when prices 
and interest rates are going up 
monthly/ quarterly and “I’d get less 
house for the money,” a potential 
seller/buyer might reason.

Debbie Reardon of Reardon Partners/
The Platinum Group added a few more:

· Backlog of homes that were not 
built during The Great Reces-
sion.  Existing builders in the area 
just can’t adequately scale-up to 
meet current demand.  Nationally, 
there needs to be approximately 1 
million new homes built per year, but 
only 600,000 were built last year. 
This is not only affecting our area.

· People who went through foreclosure eight or so years 
ago are now getting back into the market.

· Adults 60+ didn’t used to move; now seniors even in 
their 90’s are in the market.  And getting mortgages.

The Realtors with whom we spoke for Part Two are all concerned 
with helping their clients face the new market realities as well 
as trying to find new and innovative ways of maintaining and 

By Robert O’Brien, 
Real Producers reporter

There is a historic shortage of homes for sale in the Greater Colorado Springs market.  
How are Some of Colorado Springs Leading Realtors Dealing With It?

Part Two

GONE?
HAVE  

ALL THE Houses Where

Is there a consensus among these four leading bro-
kers as well as the builders with whom we spoke 
last month regarding the causes of the historic 
shortage of homes available for sale in the Colorado 
Springs MLS area?  There is.  To review:

· The economy. Historic low unemployment 
rates, new, good-paying jobs coming to the area. 
More good, high-paying jobs projected to keep 
coming to the Springs, especially in high tech, 
technical, building trades, and military contrac-
tors.

 
· Population growth. Can’t keep up with demand.

This will continue for the foreseeable future.
 
· Buyers moving into the area from out of 

state therefore, not selling their existing home in 
this area. This means a net loss to regional stand-
ing inventory for sale.

 
· A person who might want to upsize or 

downsize might not list their home be-
cause they are afraid they won’t be able to find 

growing their businesses during this challenging time. And by 
challenging, we mean having approximately 1200 homes listed 
(as this is being written) in MLS vs., say, 6,000, in more ‘normal’ 
times, and 4700 Realtors now vs. approximately 2,500 two years 
ago, following the disastrous period following the 2008 economic 
meltdown (The Great Recession). We might refer to that period 
as it applies to Realtors as ‘The Great Winnowing.’

What the Realtors have to say

 Joe Clement, Owner, The 
Clement Group, RE/MAX 
PROPERTIES, INC.

Joe Clement, Owner. RE/
MAX PROPERTIES, INC. 
has launched a major 
new initiative for his firm 
called Matchmaker.  

Clement’s firm opened in 1986, 32 
years, and currently has 220 affiliated 
agents across five offices.  Suffice it to 
say RE/MAX Properties has a huge da-
tabase of transactions over those thirty 
two years, and that is the key to the 
success of the Matchmaker program.

Matchmaker looks at the ap-
proximately 93,000 transac-
tions that Clements firm has 
handled over the years, and 
seeks out potential buyers and 
sellers with whom the firm has 
or has had with each one. Most 

Debbie Reardon, Debbie Rear-
don, Reardon Partners, Platinum 
Group Realtors.  

Debbie Rear-
don sites three 
reasons not 
mentioned by 
other builders 

and Realtors with whom we spoke for 
the current shortage of homes for sale 
in the Pikes Peak MLS:

• Lack of new construction (regionally). 
• Boomers/Seniors (60 to 90) be-

coming active in the market where 
historically they would stay in their 
homes. This pool also includes those 
who served in the military and are 
moving back here.

• Foreclosure recovery; those who 
went through foreclosure during the 
housing bust are back in the market.

in the database will not be cur-
rently active in the market. The 
question would be posed to the 
potential client, “If we can find 
a buyer or we can find a seller 
who might not be in the market 
or may not be listed in MLS cur-
rently, would you be interested 
in possibly buying or selling?

Going back to one of the current issues 
for sellers especially is that if they sell 
their home, in this tight market, what 
if they can’t find a new home for them-
selves?  Naturally, a potential buyer 
in many instances simply can’t find a 
property that suits their needs.  

“This new program can match buyers 
and sellers not in the market.  These 
people may feel ‘stuck’ due to the 
variety of issues in today’s market.  
Matchmaker might help those folks 
get un-stuck if we can help them find 
a property not on the market but 
exactly or close to exactly what they 
have been looking for.  It’s the same 
for a seller who’d, say, like to down-
size, but they are afraid of the current 
market because of what they’ve 
heard,” says Clement.  

Clement is doing what other success-
ful Realtors are doing in this unique 
market; taking advantage of their 
best assets and putting them to work.  
With RE/MAX Properties, those as-
sets are size, years in the marketplace 
and innovation.



30 • August 2018 www.realproducersmag.com • 31

 Vicki Westapher, Associate, RE/
MAX PROPERTIES, INC

“The shortage of proper-
ties on the market isn’t 
just Colorado Springs or 
the Front Range MLS, it’s 
across the country in the 
major markets.

“People who are first time home buy-
ers probably have been renting, and 
in this market they are having a very, 
very difficult time moving from that 
position to home ownership because 
of the difficulty in competing with the 
rest of the market.  

“One of the things I do with them is I really 
try hard to get them (first time home buyers) 
in an emotional and a financial position to 
write a very competitive offer before we ever 
go out and look at a home.”

“They need to understand that if they are not pre-
pared to pay their own closing costs and prepaids, we 
need to find a place for that to come from other than 
the seller, because that’s going to keep them from get-
ting a home.  They will not be able to compete unless 
we can find a house that is currently on the market.  
And that’s one of the things I’ve done as well, sending 
out a buyer need email, saying ‘I’ve got a buyer with 
this need do you have anything coming up.’”

Westapher says she does not have a crystal ball.  “At 
the beginning of the year I usually do a (business) 
prediction for my staff, and it’s sort of a game.  ‘How 
right will I be?’  My whole thing has been I really 
did feel that we (Realtors in the market, not just 
Westapher’s firm) were going to start having some 
difficulties by the end of this summer and the end of 
this year.  When I say that from a real estate agent 
perspective, I am talking about our (the market’s) 
business and our ability to make the same kind of liv-
ing we were making in the past couple of years.  And 
the lack of something to sell really affects it.  

“With buyers and nothing to sell it’s like a 
grocery store with empty shelves.”

What is Reardon Partners doing to 
deal with this shortage?

“I think the thing about markets 
changing is now one said, is that 
nobody ever says, ‘Realtors, gather 
around, on July first, the market is 
going to change.’  Now, we have to 
train you to work in that market.  We 
all have to learn this new market.  
Wow, what happened?  All of a sud-
den I’m in a new market and I have 
to meld into that market, learn how 
to work in it.  And so I think that is 
a challenge for us as real estate bro-
kers.  We’re having to constantly stay 
educated and learn what to do in a 
new market; Platinum Group is really 
good at keeping us educated.”

A positive for Reardon Partners is 
“I’ve always been a lister.”  

Because she has been active in 
the market for 25 years, Rear-
don is sustained to a high degree 
with referrals;  “this is 80% of 
my business,” says Reardon.  

She has also specialized in the North-
west part of town, centered in the 
Peregrine area, so she and her firm 
are well-known and trusted with a 
specific geographical group.

“We stay in touch with our clients.  
We have a lot of client events and 
parties.  I am really dialed-in to the 
Peregrine events.  We really help the 
community, this year we’re working 
with Good Will Industries and work-
ing with a couple of other non-profits.

Reardon also notes that she and her 
agents are working harder now, “be-
cause now there is multiple interest 
in my listings.  Before, you would put 
your house on the market, and in two 
weeks we’d get an offer and present 
it to the client, negotiate, and then, 
hopefully, after a few of these, we’re 

done.  Not now.  Recently, in one 
weekend, we had 20 showings and 
got five offers.  That Monday we’re 
reviewing those five offers, so those 
meetings with clients are longer.  

Now, for every deal, we’re doing 
ten times the work.”

Another phenomenon is that in El 
Paso County “approximately 30% of 
contracts are terminating because 
buyers are feeling very pressured to 
get under contract.  They are paying a 
lot of money for these houses, they’re 
going over list, they are waiving 
contingencies, and 30% of the time 
the buyers are backing out.  Up until 
two years ago I never had a contract 
terminate,” claims Reardon.

According to Reardon, “Markets 
will come and go, you can’t let the 
market control your business.”

Bruce Betts, Bruce Betts Team, 
RE/MAX ADVANTAGE.  

Our conversation with 
Bruce Betts began with a 
statistic:  “Denver hous-
ing prices and rentals 
are 50% higher than in 

the Springs,” said Betts.  “Twenty 
percent of the listings in our MLS are 
outside of El Paso County.  We have 
Denver brokers and buyers coming 

down here.”  Bets says his firm has 
been marketing in the Denver MLS 
for years.  “There are those who are 
saying we are going to run out of 
housing because households are being 
created faster than homes are being 
built when you look at the numbers 
nationally.”

Betts says they recently had a little 
townhome/condo on the market for 
$150,000.  Most of the offers that 
came in between $155-162,000, but 
one of the offers was for $190,000.  
“In talking to the agent for the high 
offer, they just want to get control 
of the property and then they are 
going let the appraiser determine the 
price of the property.  Well, the seller 
doesn’t want to play that game; it’s 
too much of an unknown.  One of the 
other agents told me that the offer 
they made on this property was the 
eighth one they had done for their 
buyer without getting selected.  It’s 
only a matter of time before that 
buyer decides to rent instead of buy-
ing, if they can find something.”

“We’re in uncharted waters 
now,” says Betts.

“I’ve never seen inventory so low and 
demand so high.”  Betts is a big believ-
er in data mining; looking at trends 
and also teaching his agents to under-
stand how to view sales and inventory 
statistics to be able to spot market 
trends, year-over-year or multiple-
year analysis.  “The strongest demand 
I’ve ever seen is a three month supply 
of homes for sale.  When the supply 
gets to be 30 days which is where we 
are now, its uncharted waters.”

Betts does not see much of a change 
in the current market for the next 
twelve to eighteen months.

Westapher feels that interest rates 
and prices will hit a ceiling at some 
point.  “It has to,” she says.  “I hear 
prognosticators say ‘we’re on a roll, 
this...a great economy…is going to 
keep going.  I just can’t see how that 
is going to happen.  I’m one of those 
people whose focus is on the long 
term, and I don’t wait until I’m in pain 
to make adjustments in my business.  
I’ve already made them.”  Westapher 
is predicting less activity by the end 
of this year.

In conclusion, builders and Realtors 
are all making adjustments to deal 
with the current historic shortage 
of “standing inventory” in the Pikes 
Peak MLS.  Everyone seems to be 
working harder and some are trying 
new initiatives.  As Bruce Betts says, 
“We’re in uncharted waters now.”

CHECKOUT OUR 5 STAR REVIEWS
ON GOOGLE AND HOME ADVISOR 

(719) 460-5637 WWW.GARAGESTORAGEANDRACKS.COM

G E T  Y O U R  S P A C E  B A C K
 Shelving & Racks • Overhead Storage • Garage Cabinets & Work Tops • Garage Flooring • Garage & Closet Organization

"I sell real estate and
want all my clients to
do this. It truly adds

value to your home."  

Send your clients to us
if you want to add value

to your listings!
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We bring the showroom directly to you, so you can 
bring your unique vision for your home or office to 

life at your convenience.

The Carpet Direct Process: 
there’s a reason we do the things we do... 

to bring you unbeatable flooring value!

719-930-4847
CarpetDirectCO-Springs.com

1277 Kelly Johnson Blvd | Suite 100 | Colorado Springs, CO 80920 | 719-590-1711 | fntcolorado.com

DOING GOOD “DEEDS” EVERY DAY!
To us, it’s not just about the transaction – it’s about long term relationships. 

Our escrow team brings that personal touch and professionalism to everything they do.

Just like our beautiful community
– we’re here and you’re always welcome -

Stop by and see us!

Larissa Morris
Escrow O�cer
lmorris@fnf.com
(719) 590-1711

Laurie Thompson
Escrow O�cer
lthompson@fnf.com
(719) 268-0345

Kelly LeCato
Escrow O�cer
Kelly.LeCato@fnf.com
(719) 590-1711

Chris Sabin
Escrow O�cer
csabin@fnf.com
(719) 268-0350

Tara Graham
Vice President/
Escrow Closing Agent
tgraham@fnf.com
(719) 268-0355

212 N Wahsatch Ave # 201
Colorado Springs, CO 80903
(719) 304-4919
www.saintaubynhomes.com

Saint Aubyn Homes

• Lorson Ranch (Ft Carson) from the high 200's to the mid 300's 

• Meridian Ranch (Peyton/Falcon) from the high 200's to the mid 400's 

• Wolf Ranch (Briargate) from the high 300's to the high 400's 

• Mountain Valley Preserve (next to BLR) from the high 200's to the high 300's 

• Village Center (Monument) from the low 400's 

• 4% commission!
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August 3—19, 2018 

Homes are open 10 am—6 pm 

(closed on Mondays & Tuesdays) 

Show Your Clients Some Love!  
Enjoy half-priced tickets for the 2018 Parade of Homes  
 
Let your clients know how much you appreciate their business with tickets to the 2018 Parade 
of Homes! Half-priced tickets for REALTORS go on sale Friday, July 20 at the PPAR and HBA 
offices - $75 for a pack of 10.  
 
WHAT TO EXPECT 
This year's Parade will feature 37 homes by 27 builders plus Oakwood Homes Design Center, 
with hub sites at Banning Lewis Ranch, Gold Hill Mesa and Flying Horse. Many of this year's 
homes will be scattered throughout Colorado Springs and Monument, showcasing some of the 
finest neighborhoods in El Paso County. Homes range from 1,700 square feet to almost 8,000 
square feet, at prices around $250,000 to $2,800,000! The Parade runs 10 AM-6 PM , August 
3-19. (Parade homes will be closed Mondays and Tuesdays.) 
 
You and your clients can enter a chance to win a $5,000 shopping spree from La-Z-Boy Furni-
ture Galleries, an Apple Watch when they visit all the Parade home or a Whirlpool refrigerator 
when they visit the Oakwood Homes Design Center. 
 

The Parade of Homes is sponsored by... 
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11. Alliance Builders
12. All About The Home
13. Galiant Homes
14. Alliance Builders
15. BrookStone Homes
16. Vantage Homes
17. Comito Building and Design 
18. Jayden Homes 
19. Century Communities 
20. Custom Design Builders
21. Level 1 Homes
22. Masterbilt Homes
23. Rampart Custom Homes
24. Covington Homes
25. Vanguard Homes
26. JM Weston Homes
27. Goetzmann Custom Homes
28. Keller Homes
29. Antelope Ridge
30. Keller Homes
31. Richmond American Homes
32. David Weekley Homes
33. Richmond American Homes
34. All About Home Design
35. Copperleaf Homes
36. Solid Rock Custom Homes 
37. The Newport Company
38. Oakwood Homes - Design Center

 FLYING HORSE
 1. Alliance Builders
 2. Classic Homes
 3. Lost Creek Construction

BANNING LEWIS RANCH
 4. Oakwood Homes
 5. Oakwood Homes
 6. Oakwood Homes
 7. Oakwood Homes.

GOLD HILL MESA
 8. David Weekley Homes
 9. Hi-Point Home Builders
 10. Hi-Point Home Builders

MAIN SITES

INDIVIDUAL
HOMES

wood Homes Design Center, with hub sites at 
Banning Lewis Ranch, Gold Hill Mesa and Flying 
Horse. Many of this year's homes will be scattered 
throughout Colorado Springs and Monument, 
showcasing some of the finest neighborhoods in 
El Paso County. Homes range from 1,700 square 
feet to almost 8,000 square feet, at prices around 
$250,000 to $2,800,000! The Parade runs 10 AM-6 
PM , August 3-19. (Parade homes will be closed 
Mondays and Tuesdays.)
 

You and your clients can enter a 
chance to win a $5,000 shopping 
spree from La-Z-Boy Furniture Gal-
leries, an Apple Watch when they 
visit all the Parade home or a GE 
Refrigerator when they visit the Oak-
wood Homes Design Center.

The Parade of Homes is sponsored by...

Show Your Clients Some

August 3—19, 2018
Homes are open 10 am—6 pm

(closed on Mondays & Tuesdays)
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By Bill McAfee, President – Empire Title of Colorado Springs, LLC 

The monthly records continue to be 
broken. The average sales price for 

June was $361,499. This is 1.5% above 
the previous month’s record of $ 355,927 

(Slide #1).  The median price $324,750 was 
up above the previous month’s record of $317,250 
(Slide #2).  These records will continue to be bro-
ken as supply cannot satisfy current demand. 

In this competitive market, getting offers accepted is 
everything - and one way to get your offer accepted is 
use cash or conventional financing. Sellers and their 
agents understand that the most desirable financing 
is conventional. Cash is always king, but unfortunate-
ly we cannot all be kings. For the rest of the kingdom, 
conventional financing works well. Conventional 
loans totaled 49% of the transactions in June (Slide 
#3). These loans work well if the buyer wants to 
bring in extra money to make the deal work. 

Here is an illustration: purchase price of $330,000 
with borrower bringing 20% down. This means the 
borrower will bring $66,000 to the closing table, 
and the loan will be $264,000. Escalation clauses 
and waving appraisal provisions up to a certain 
price are becoming more common.  In our example, 
the appraisal comes in low at $310,000. This means 
the lender will loan 80% of that appraisal value, 
which is now only $248,000 - $16,000 less than 
what the borrower was expecting.  To still purchase 
at the full price of $330,000, the borrower is now 
responsible for the $66,000 original 20% down pay-
ment plus the $16,000 loan shortage, resulting in 
$82,000 of his own money at the closing table.

So, the question is what’s going up? The answer 
is Average price, Median price and the number of 
conventional loans attractive to sellers in today’s 
market.  And maybe a fair amount of anxiety.

GOINGUP!!
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INDIVIDUAL STATS

# Name Office Name List 

Side

Sold 

Side 

Total 

Sides

 $ Volume 

List Side

$ Volume 

Sold Side

Total $ 

Volume

1 Kevin Patterson The Patterson Group 25 7 32 $17,682,200 $5,895,000 $23,577,200

2 Mark Ewell Turner Associates 52 0 52 $16,460,069 $0 $16,460,069

3 Tom Downing The Platinum Group, Realtors 20 25 45 $6,706,600 $8,426,736 $15,133,336

4 Mark Salas Best Realty INC 18 40 58 $4,529,750 $8,386,821 $12,916,571

5 Nathan Johnson RE/MAX Real Estate Group 10 29 39 $2,500,500 $9,263,896 $11,764,396

6 Cherise Selley Selley Group Real Estate, LLC 13 18 31 $4,248,947 $7,512,695 $11,761,642

7 Monica Shea The Platinum Group Realtors 16 18 34 $5,629,400 $5,550,252 $11,179,652

8 Mike Rosenhahn Great Colorado Homes 11 18 29 $4,023,250 $6,696,900 $10,720,150

9 Michelle Fisher RE/MAX Properties, Inc. 17 10 27 $5,101,300 $3,916,754 $9,018,054

10 Scott Coddington Pulse Real Estate Group 16 11 27 $5,544,000 $3,430,450 $8,974,450

11 Peggy Ulmer ERA Shields 8 16 24 $2,875,300 $5,978,430 $8,853,730

12 Dustin Kimberlin Keller Williams Premier Realty 14 14 28 $4,392,600 $4,358,600 $8,751,200

13 Derek Wagner Keller Williams Premier 13 11 24 $4,138,900 $4,346,800 $8,485,700

14 Sumer Liebold 8z Real Estate 6 13 19 $1,764,000 $6,494,800 $8,258,800

15 Taryn Simental RE/MAX PROPERTIES 7 22 29 $1,780,000 $6,256,000 $8,036,000

16 Jamie Krakofsky Remax Real Estate Group 10 11 21 $2,885,000 $4,349,400 $7,234,400

17 Chris J Clark Pikes Peak Homes and Land 17 6 23 $5,423,868 $1,750,000 $7,173,868

18 Maggie Easton RE/MAX Properties, Inc. 11 4 15 $4,564,900 $2,394,600 $6,959,500

19 Kim Klapac Coldwell Banker Residential Brokerage 13 10 23 $3,229,850 $3,335,040 $6,564,890

20 Dave Sanders Re/Max Real Estate Group 7 9 16 $2,504,000 $2,992,762 $5,496,762

21 Craig Rogers The Platinum Group, Realtors 6 10 16 $1,824,300 $3,237,436 $5,061,736

22 ERIC ESTRADA KELLER WILLIAMS PARTNERS 4 13 17 $1,044,950 $3,240,630 $4,285,580

23 Marie Sweetland Sweet Life Real Estate 7 5 12 $2,114,500 $1,803,297 $3,917,797

24 ROBIN M SEARLE Sellstate Alliance Realty 5 7 12 $1,432,500 $1,983,700 $3,416,200

25 Linda Lafferty The Platinum Group 2 6 8 $587,500 $2,156,000 $2,743,500

26 Whitney Lewis Manitou Springs Real Estate, LLC 1 4 5 $374,500 $1,205,000 $1,579,500

27 Rachel Buller Manitou Springs Real Estate, LLC 2 4 6 $590,000 $958,900 $1,548,900

Information is self-provided and current as of 7/12/18
To learn how you can get your stats onto this page, please contact 
   Mark.VanDuren@N2pub.com.

Realtor stats are provided directly from each Realtor and are in no way associated with MLS or the Pikes Peak Association of Realtors. If you would like 

your numbers to be considered for the standings page, please ensure you email forward them to Mark Van Duren at Mark.Vanduren@n2pub.com.

Dare to Compare

719-574-0082  |  www.SolidRockAgency.com
2918 Austin Bluffs Parkway Suite 200, Colorado Springs, CO 80917

What makes us different from the “big” insurance
companies? “CHOICE.” The big insurance companies
can only sell insurance for that one company. If their
product isn’t competitive, there is not anything that

they can do! By representing numerous companies, we
can present numerous quotes. You will have the ability

to CHOOSE which company you want to work with.
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“We Don’t Succeed
 

 Empire Title of Colorado Springs 
5755 Mark Dabling Blvd., Suite 110, Colorado Springs, CO 80919 

Phone: (719) 884-5300 - Fax: (719) 884-5304 
www.etcos.com 

 

Empire Title of Woodland Park 
350 N. Pine St., Woodland Park, CO 80863 

Phone: (719) 686-9888 - Fax: (719) 686-8208 
www.empirewp.com 

 
Empire Title of Canon City 

1220 Main St., Canon City, CO 81212 
Phone: (719) 275-4900 - Fax: (719) 235-5029 

www.empirecanon.com 
Unless You Do”

 

Information is self-provided and current as of 7/12/18
TEAM STATS

Realtor stats are provided directly from each Realtor and are in no way associated with MLS or the Pikes Peak Association of Realtors. If you would like your 

numbers to be considered for the standings page, please ensure you email forward them to Mark Van Duren at Mark.Vanduren@n2pub.com.

To learn how you can get your stats onto this page, please contact 
  Mark.VanDuren@N2pub.com.

# Team Name List 
Side

 Sold 
Side 

Total 
Sides

 $ Volume 
List Side

$ Volume 
Sold Side

Total $ 
Volume

1 The Nathan Johnson Team 26 75 101 $6,517,500 $21,855,896 $28,373,396

2 Pulse Real Estate Group LLC 28 49 77 $9,742,400 $15,367,786 $25,110,186

3 Jason Daniels & Associates at RE/MAX Millennium 32 47 79 $9,453,900 $14,416,557 $23,870,457

4 The Kibler Group 34.2 48.1 82.3 $9,495,266 $12,769,205 $22,264,471

5 The Sanders Team 21 41 62 $7,200,000 $12,115,021 $19,915,021

6 Bobbi Price Team` 35 4 39 $11,551,559 $1,473,150 $13,024,709

7 Jason Daniels & Associates at RE/MAX Millennium 18 22 40 $5,378,850 $7,146,972 $12,525,822

8 The Dunfee Group 12 18 30 $3,274,100 $5,134,945 $8,409,045

9 THE EG GROUP AT KELLER WILLIAMS PARTNERS 16 11 27 $1,735,850 $3,685,630 $5,421,480

Broker Office

SUBSCRIPTIONS
When Real Producers magazines are within reach, clients not 

only recognize your appreciation for high-quality content but your 

association with top-producing industry partners.

MONTHLY SUBSCRIPTION COST BREAK DOWN:

5 COPIES

10 COPIES

15 COPIES

20 COPIES

$50

$97.50

$142.50

$180

per
month

per
month

per
month

per
month

For all questions, please reach out to Mark Van Duren at

Mark.VanDuren@n2pub.com

C O L O R A D O  S P R I N G S

I N F O R M I N G  A N D  I N S P I R I N G  R E A L  E S T A T E  A G E N T S
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The first step is admitting you have a problem,
the next step is getting help.

LEARN MORE AT MyKitchenIsUgly.com Contact: 719.243.6312
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CHOOSING NORTH AMERICAN TITLE gives you access to knowledgeable and dedicated 
title and escrow professionals who guide you through the closing process reliably, 
effectively and efficiently. You and your clients will reap the rewards of our expertise.  
Let us take your next transaction to a smooth conclusion.

COLORADO SPRINGS – DOWNTOWN  
102 North Cascade | Suite 330 
Colorado Springs, CO 80903 
t: 719.578.4100

COLORADO SPRINGS – NORTH 
8610 Explorer Drive | Suite 105 
Colorado Springs, CO 80920 
t: 719.598.5355

©2018 North American Title Group, LLC and its 
subsidiaries. All Rights Reserved. North American Title 
Company and related design and Like Clockwork are 
registered Service Marks of North American Title Group, 
LLC or its corporate parent.  | CO 18-12705 R 2.22.18 

WWW.NAT.COM/CO


