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We offer services for Individuals, 
Business Owners, Executives and 

Independent Professionals.

Affordable Rates ~ Friendly Service ~ Experienced & Professional 

Call today for a FREE consultation ~
Kathy Bylkas EA  "Your TaxLady"  

719-548 - 4924 
officemgr@taxladyllc.com   ~  www.yourtaxadyllc.com
401 Windchime Place  Colorado Springs, Co 80919

T

ax Preparation
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*for new clients
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to get a special rate.
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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.

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

ATTORNEYS

Priebe Law Firm

(719) 388-8899

priebelawfirm.com

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

(719) 445-1821

DEVELOPER

Banning Lewis Ranch

(719) 380-5040

FLOORING

Carpet Direct

(719) 930-4847

CarpetDirectNow.com

HEATING & COOLING

Springs Heating & Cooling

(719) 235-3779

SpringsHAC.com

HOME BUILDER

Classic Homes

(719) 785-3309

www.ClassicHomes.com

David Weekley Homes

(480) 768-4944

DavidWeekleyHomes.com

Oakwood Homes

(719) 963-0397

OakwoodHomesCO.com

Saint Aubyn Homes

(719) 244-3645

SaintAubynHomes.com

HOME BUILDERS ASSOCIATION

Housing & Building Association of 

Colorado Springs

(719) 592-1800

cshba.com

HOME INSPECTION

AmPro Inspections

(719) 648-4098

www.AmProInspections.com

Compass Home Inspection, LLC

(719) 351-4241

CompassHIColorado.com

Ground Floor Home Inspection

(719) 641-1555

www.GroundFloorHomeInspection.com

HOME LOANS

Rich Dillman - Caliber

Home Loans

(719) 694-5310

CaliberHomeLoans.com/RDillman

INSURANCE

American National Insurance

(719) 776-9393

Solid Rock Insurance

(719) 574-0082

www.SolidRockAgency.com

MORTGAGE

Fairway Mortgage

(719) 499-8061

Integrity First Financial

(719) 385-0777

www.IFFHomeLoans.com

MOVERS

Two Men and a Truck

(719) 551-5085

www.TwoMen.com

PAINTER

Happy Painting, Inc.

(719) 373-5550

HappyPainting.biz

PHOTOGRAPHY

Capture Life Photography

(303) 877-1279

www.capturelife.photo

STAGING

Front Porch Interiors, LLC

(719) 661-6987

frontporchinteriors.com

TAX SERVICES

Your Tax Lady

(719) 548-4924

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

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!
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It’s really strange how fast time 
goes by; just seemed like sum-
mer a few weeks ago. As the 
Christmas season approaches, I 

hope all of you find some time to 
spend with loved ones. Real estate 

takes a lot of hours and time away from 
those that are important to us, so I 
encourage all of you to “take a break,” 
no matter how short. Time is the one 
luxury we never have enough of. 

As the year wraps up, we will be pub-
lishing the final “year-end” numbers 

• 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 Use
Rheem
Products
From industry-leading 
innovations to next generation 
energy efficiencies, Rheem's 
been producing award-winning 
heating and cooling solutions 
for more than 65 years.

30+ years Experience | Licensed Colorado Electrician | Veteran Owned and Operated

719.351.4241 | WWW.COMPASSHICOLORADO.COM

Call MARK to Schedule your 5 Star Inspection Today!

to Military, Nurses, Teachers and 1st Responders10% Discount

Straight Forward reports
within 24 hours!

”“
publisher’s note

OUR BEST COMPETITORS REVEAL 
OUR WEAKNESSES. 

THE GOAL IS NOT TO BEAT OUR 
COMPETITION BUT RATHER 

IMPROVE OURSELVES.
SIMON SINEK

in the January issue. I highly encour-
age each of you to send these in. 

Finally, I know all of you at various 
times need new or replacement ven-
dors to aid in your business. 

All of the businesses who appear in 
the publications are recommended 
by a current top 500 agent. We don’t 
recommend anyone who is not recom-
mended to us first! So, have peace of 
mind and know that all the businesses 
are reputable and been vetted. Also, 

mention to them that you saw them in 
the magazine!

Wishing all of you a very merry 
Christmas, and a happy and successful 
New Year! Thank you for your continued 
support of Real Producers publication.

MARK VAN DUREN

Publisher 
Mark.VanDuren@n2pub.com
Real Producers 

Flying With Style (Flying Horse)
Cordera Living 
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WISE
By Bill McAfee, President, Empire Title 

of Colorado Springs LLC

There is no doubt that inter-
est rates do affect the real 

estate market. They will dictate 
how much we can buy and what 

our payments will be. I will give examples of both 
scenarios and dive a little deeper into our market, 
looking at other factors like consumer confidence 
and emotion. 

The first scenario deals with purchase power. If 
you have a $63,840 income and want to spend 25 
percent of your income on a home, this is how it 
would work. Twenty-five percent of $63,840 is 
$15,960; divide that by 12, and you have a monthly 
payment of $1,330 dollars. A 3.4-percent interest 
rate on a 30-year mortgage gives you the ability to 

It is obvious how an increase in inter-
est takes down purchasing power. 
Now let’s look at payments, which is 
what most people look at and is our 
second scenario. Payments are cal-
culated based on purchase price and 
interest rates. If you wanted a certain 

payment and have not maxed qualified 
on your income, here is a scenario: 
a $300,000 home at 3.4 percent 
amortized over 30 years would have 
a payment of $1,330. An increase in 
interest rates from 3.4 percent to 
4.72 percent would take payments 
from $1,330 to $1,560. Once again, a 
1.32-percent increase in interest rates 
increases the payment 17 percent. I 
have just given you the facts; now, 
let’s look at the real world. People buy 
on emotion and then try to justify it 
with logic.

According to The Wall Street Journal 
and Investopedia, consumer con-

Kim Gaston, Home Stylist/Owner

(719)661-6987  |  www.frontporchinteriors.com
kim@frontporchinteriors.com

®

Walk & Talk Consultations  |  Owner Occupied Staging
Vacant Property Staging  |  Architectural Photo Stylist

December
Walk & Talks

$150 

purchase a $300,000 home. The rea-
son I reference a 3.4-percent interest 
rate is because that is the lowest the 
Freddie Mac 30-year fixed mortgage 
has been since 1971, or the last 47 
years, according to the Freddie Mac 
website. (See Slide 1) 

Currently interest rates are at 4.72 
percent. Keeping income consistent, 
a 1.32-percent increase in interest 
rate lowers purchasing power from 
$300,000 to $256,000. A 1.32-percent 
increase in interest rates decreases your 
purchasing power by 14.67 percent.

fidence has hit an 18-year high. The “Consumer 
Confidence Index – CCI” is the leading economic 
indicator for the U.S. economy. This means people 
feel confident spending money because they believe 
economic conditions are good. Spending drives the 
U.S. economy, which includes real estate. There are 
other factors as well that indicate the real estate 

market may be plateauing, which is healthy in a ris-
ing interest rate environment. 

If home prices and interest rates are both moving 
up, we can logically see what it does to purchasing 
power and payments. With our real estate mar-
ket and Colorado Springs’ economy experiencing 
low unemployment, a good job market, increasing 
wages, low inflation, and a strong stock market, it’s 
easy to see why consumer confidence is high. 

When consumer confidence is high, people tend 
to buy. We have had interest rates over 18 percent 
on 30-year fixed mortgages in September of 1981. 
I call this the finger year. Looking at the slide, 
it looks like you got the finger if you borrowed 
money that year.

A word to the wise: When you emo-
tionally buy, try to use good informa-
tion to justify your decision. Here are 
the facts: From 1973 to 1986, those 13 
years had rates well above 8 percent; 
from 1986 to 2000, rates averaged 
around 8 percent; and, since 2000, 
rates have steadily declined until 
2013. In the past five years they have 
started climbing. In conclusion, for 40 
years the rates have been higher than 
they are now. We have been spoiled 
for the last seven years.

Here’s your way to emotionally buy 
and justify in today’s market. You are 
not getting the finger like you would 
have in 1981, and buying now makes 
the interest rate you got 85 percent 
better than those who have borrowed 
over the last 47 years. 

Source: Freddie Mac website . 

PEOPLE BUY ON 
EMOTION AND THEN 
TRY TO JUSTIFY IT 
WITH LOGIC. “

“
IT LOOKS LIKE YOU GOT THE 
FINGER IF YOU BORROWED 
MONEY THAT YEAR.

Interest 
rates mayRISE; 

here is a 
word to the 
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The secret to life is the law of attrac-
tion. One of my favorite books is The 
Secret by Rhonda Byrnes. I was intro-
duced to the law of attraction when I 
was 18, although I wasn’t introduced 
to the book until around 2012. From 
that time on, the book helped me real-
ize that life is not happening to you – 
YOU are creating it. After reading her 
book, I realized I am exactly where 
I am supposed to be, doing the exact 
things I am supposed to be doing.  

If you ask my colleagues in Colorado 
what comes to mind when they hear 
my name, “Monica Breckenridge,” 
you’ll probably hear “real estate 
agent” or “number-one Realtor in Col-
orado.” You may also hear “number 11 
Realtor in the nation as reported by 
Real Trends.” But most likely they’ll 
tell you that I am the owner of Pink 
Realty. What they don’t know is that 
I am also a proud Army brat (thank 
you, Dad, for your service to our na-
tion!), that I am a steadfast lover of 
animals (especially cats), an author, a 
USA National Champion Cyclist, and I 
am also a cancer survivor.  

Seems like a lot, right? Buddha hit the 
proverbial nail on the head when he 
said, “All that we are is the result of 
what we have thought.” I have been 
blessed to have some amazing life 
experiences. Never in my life grow-
ing up did I imagine myself being a 
REALTOR! After my dad retired, we 
settled in the Colorado Springs area. 
My brother and I are graduates of 
Widefield High School in Security, 
CO. At the time, I thought I had my 
life planned out after graduation. I 
knew I wanted to become a homi-
cide investigator for the local police 
department once I had completed my 
master’s degree in Forensic Science 
at the University of Colorado Colo-
rado Springs (UCCS). (Fun fact: I was 
the first student to graduate from the 

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

top producer

newly instituted Forensic Science 
Program at UCCS!) There are certain 
qualifications you must meet in order 
to become a homicide investigator, 
which includes three years of on-the-
job experience with the police depart-
ment. I began working as a fingerprint 
technician, to start banking my time 
towards becoming an investigator, and 
ultimately did not get selected for the 
program. Truthfully, I was devastated, 
however, after reading The Secret, I 
realized I had brought it upon myself.  

Those who know me well will attest to the fact 
that I am exceptionally independent. I did not 
want a boss. I did not want to rely on anybody for 
anything. I resented the fact that my schedule was 
dependent on someone else telling me when I had 
to work and how long I had to work. I made it no 
secret that I did not want to depend on anyone else 
for my income. If I were to succeed in my future 
endeavors, I wanted it to be on my own terms, not 
on anyone else’s laurels; but, let’s face the facts, 
life marches on, car payments need to be made, 
the bills continue to arrive, and, of course, I had 
to eat, so I had to continue working at the police 
department in order to pay the bills while looking 
for the perfect opportunity for me to become my 
own boss. I started searching around on various 
MeetUp groups, and started attending MeetUps 
about real estate, specifically real estate investing. I 
was intrigued! That is when it hit me: I wasn’t using 
the law of attraction! I had already decided what 
I wanted: to be my own boss. No wonder I wasn’t 
meant to be a homicide investigator!  

I absorbed everything real estate investing that I 
could. I would work the night shift at the police 
department, sleep a few hours, then hit the ground 
running the next day. My husband, Russ, likes to joke 
that my determination is my greatest strength, but 
it’s also my greatest weakness. I don’t give up, ever! 
I attended a seminar about real estate investing that 

I could get to, and, as the saying goes, 
that was the beginning of the end. I 
continued to work, attend seminars, 
and invest when I could. Instead of 
spending the profits I made from my 
investment deals, I invested in myself. 
One day I went to work, knowing that 
one of my cats was pregnant and in 
labor, and my boss wouldn’t let me off 
work to attend to mama kitty while the 
babies were being born. When I finally 
got off of work, my poor mama kitty 
was struggling to live, and one of the 
baby kittens had died; it was at that 
moment, I knew I had to quit the police 
department and take that proverbial 
leap of faith.  It was also at that mo-
ment that I was happy that I didn’t get 
what I thought was my dream job.  I 
KNEW I was going to be success-
ful.  Failure was not an option.  I started 
buying items for an office that I didn’t 
have yet.  I remember vividly purchas-
ing my first fax machine.  I didn’t have 
an office.  I didn’t even have a business, 
but I knew I would, and I did.  I started 
a real estate business when I wasn’t a 
real estate agent.  Some people would 

MONICA 
BRECKENRIDGE 
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call it backwards, unorthodox.  I know 
it was my thoughts, because thoughts 
become things. And here I am today, 
my started-backwards-company is now 
franchised all across the United States.  

I was drawn to real estate not only 
for the inherent perk of being my own 
boss, creating my own hours and being 
responsible for my own success, but 
also to help others.  When I first started 
investing in real estate, it was right 
around the time that the market took a 
downturn.  It was definitely a balancing 
act, reconciling the opportunity to help 
homeowners who could quite possibly 
lose everything, and suffer the conse-
quences of the aftermath, and earning 
enough to pay the bills.  I was able to 
master the balancing act, and found 
such a personal reward in (for lack of 
a better word) saving the homeowners 
from despair of a foreclosure.

I had finally found my niche.  I founded 
Pink Realty, and capitalized on the 
opportunity to give back. Who better 
to sponsor the “Pink” Games at local 
area schools than Pink Realty?  It is 
so cool to see an entire team decked 
out in pink, and to be able to sup-
port local schools and athletes while 
concurrently raising funds to donate 
to breast cancer research.  Addition-
ally, I began donating proceeds from 
every closing to the Susan G. Komen 
Foundation, in support of breast cancer 
research.   Each October, we ramp up 
our donations, and donate $100 to the 
Susan G. Komen foundation for every 
closing.  To date, we have donated over 
$100,000 to the foundation.  On June 
24th, 2012, I sponsored my first booth 
at a community event, which happened 
to be a cycling event for Susan G. Ko-
men.  Oh, how the world turns, at that 
moment, I had no inclination of cycling, 
let alone having my own cycling team, 
or even being a World and National 
Champion, but the law of attraction 
certainly worked in my favor.

I began cycling in 2016 for a couple 
of different reasons, one, it was an 
activity that I could do with my fam-

ily members, but it was also something I could do 
that would help me become more active, and more 
fit.  What was supposed to be a hobby became 
a lifestyle!  I embraced cycling just as I did real 
estate, feet first, all in.  I cycled everywhere.  Ev-
ery waking minute was spent on my bike.  I hired 
a trainer, and started cycling at the Velodrome, 
which is where the United States Olympic Cy-
cling Team trains!  It was awe-inspiring, working 
alongside athletes that had won gold medals at the 
Olympics.  The more I cycled, the more my confi-
dence increased.  I started racing locally, and much 
to my surprise, I was winning!  I ramped up my 
cycling even more.  I bought a new desk at the of-
fice, brought a trainer bike to the office, and would 
cycle in-place while working, averaging 100-plus 
miles every day, while I was doing my work.  It was 
perfect, the best of both worlds!  

As my training and interest in cycling deepened, I was 
gaining some local notoriety.  Other cyclists noticed 
me at the track.  I don’t like the spotlight on me, ever, 
but kept noticing how people would be checking out 
the cycling kits that other cyclists were wearing, and 
it would generally strike up a conversation about the 
sponsors on the kits. I had an “ah ha” moment, why 
not start my own cycling team?  We could have scores 
of cyclists riding around town, around the state and 
even around the country at various cycling races and 
events, all wearing pink!  My first thought after that 
was “I’m not a coach, I have no idea what I am doing!” 
But I quickly squashed that thought, and created the 
Pink Realty Cycling Team!  We ordered cycling kits, 
which were our trademark color Pink, and had Pink 
Realty’s logo on it - the cyclists were riding billboards! 
We didn’t even talk about real estate, it was 100% 
cycling all the time, however, the business from the 
cycling community exploded.  While business was 
increasing, so were the opportunities for me to give 
back.  I became a sponsor for  the Bicycle Racing As-
sociation of Colorado (BRAC), and the Front Rangers 
Junior Cycling, and even co-sponsored the Porsche 
Thunderbird Road Race at the United States Air Force 
Academy.  It was such an amazing feeling to give back 
to the cyclists who supported me, when I was just 
learning the ropes, the very cyclists who encouraged 
and empowered me to keep going, and cheered me 
on while I was racing at the Masters Track Cycling 
Nationals in South Carolina, and then when I raced in 
California at the Union Cycliste Internationale (UCI) 
Masters Track Cycling World Championships.  Even 
now, to this day, I am simply amazed at what was 
intended to be a personal growth activity led me down 
the path to win two gold medals!  I bet Russ isn’t joking 
about my determination now, is he?  All kidding aside, 

I know he is proud of me, and I know my 
determination was key to this success.

Despite the numerous irons in the 
fire, I still find time to cycle.  I love 
exploring the beautiful scenery as I 
cycle around the world.  My mother 
is from a small town called Gros-
sotheim, Germany, which makes me 
half German.  My Oma loves when I 
come to visit and I try to get back to 
visit as much as I can. The cycling 
trails in Germany are unparalleled!  I 
love cycling the trails in Germany so 
much, I bought not one, but two bikes 
to keep there, so I don’t have to fly a 
bike back and forth each time, and my 
mom has a bike to ride the trails with 
me when we are there.  Colorado is 
the perfect area to cycle. While the 
weather in Colorado can be notorious 
for its unpredictability, the 300 days 

of sunshine make it opportune for 
cycling as much as possible.  

The local area has beautiful trails to 
take advantage of and I am always 
on the lookout for a new trail or area 
to explore.  I love riding the trails lo-
cally, and lately I have been fortunate 
enough to get up into the mountains 
and explore areas I had not had the 
opportunity to yet, such as Maroon 
Bells, up near Aspen.  I am so thankful 
that my family has supported and em-
braced my cycling way of life, and even 
more excited that my mom and dad, 
and even my nephew Liam,  have taken 
up cycling and sometimes join me on 
my cycling adventures.  I remember 
when I first signed up to complete 
the Elephant Rock Ride, everyone in 
my family,  including my agents and 
employees, were skeptical that I would 

951 hours on my bike since getting the 
tracking device.  Holy smokes!  That’s 
a lot of hours!  For comparison, a typi-
cal full-time employee in the United 
States works on average 2,040 hours 
per year.  I’ve ridden almost a half of 
an employee’s worth of time, on top of 
running a successful real estate broker-
age, and opening 12 franchises over 
the past year, in addition to the design, 
construction and decoration of my new 
office building being built, which is 
anticipated to open soon!

My life is proof that positive thinking, 

and following the teachings of The 

Secret works.  All you have to do is: 

Decide what you want. Believe you 

have it. Believe you deserve it.  Believe 

it is possible. There is always 

something to be grateful for. Ask. 

Believe. Receive. You WILL succeed!  

complete the 62-mile ride.  I never had any doubt, I 
knew once I decided that I was going to participate in 
the ride, I would be successful.  To say I was nervous 
the day of the ride would be an understatement, but I 
had this calm, peaceful feeling that I was going to be 
okay, and that I would complete it, and I did! Looking 
back, at the time, 62-miles was daunting, and now 
it’s a drop in the bucket.  It isn’t uncommon for me to 
complete a 100-mile trail now, just for fun!  

I was cycling so much that I started wondering how 
much I actually HAVE been on a bike?  How many 
miles have I pedaled?  How many hours have I spent 
on my bike?  I went out and bought a device that 
syncs with an app called Strava, which monitors such 
statistics, around the middle of 2017. Since buying the 
device and creating a Strava account, I have cycled 
over 12,500 miles over the course of 866 rides!  I was 
floored when I saw the number!  That is a LOT of 
miles! Another really cool thing about Strava is that 
it tracks the amount of time that you’ve spent cycling 
on your bike, and as of this article, I’ve ridden over 
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I am a Colorado Springs native and 
have enjoyed living in this beautiful 
city. I have seen the city just keep 
growing and growing. I love the 
growth and love telling people I am 
a native. I spent most of my child-
hood here, but my parents divorced 
when I was younger, and my mother 
took a job in southwest Florida in Ft. 
Myers, FL. I was 13 years old going 
to Horace Mann Middle School and 
was sad to leave, but excited for a new 
adventure. We packed our house up, 
said bye to friends and family, and 
headed to sea level. Being in Florida 
as a teenager and going to a beach 
town, I loved it and loved the water. 
My mother was raising three kids by 
herself, and it was tough for her. We 
struggled and lived in a small home 
and didn’t have a lot of things, but we 
still enjoyed life. My mom, she remar-
ried; however, being happy for her, it 
was not a good fit. I began to see my 
mom verbally abused and treated in a 
way no one should be treated. At this 
time I was in my later years of high 
school, so I moved out of my home, 
wanting to just get away from all the 
negative inside the home. I felt bad 
in a way because my younger brother 
and sister had to stay, but I would 
come back and check on them during 
the week. Finally, my senior year my 
mother and I spoke, and she said she 
was getting a divorce, and I said you 
are going to be so much happier and 
you deserve so much more. I had to 
grow up at a young age, but I look at it 
as a positive it made me very indepen-
dent and made me know what I want 
in life and know how to treat others. 

After high school, I left to attend 
University of Florida (go Gators!). 
Living with all my friends in a house, 
it was a great time – sometimes too 
great of a time. I spent two years in 
Gainesville, FL, and then decided to 
go on a church mission down to Rio 
De Janeiro, Brazil. I remember think-
ing to myself that do I really want to 
leave all my friends and school for 
two years, but I am so glad I did. I 
learned so much about people and 
grew so much as a person. I think 

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

coming out of my comfort zone and having to go 
through learning a new language and struggling for 
a while made me mentally tougher. Once I returned 
home from Brazil, I wasn’t sure what my next step 
was, but then I received a call from a friend play-
ing soccer in Utah for Utah Valley University. He 
said, “Josh, come out here and play with us,” so I 
packed up my car went out with my soccer gear, 
and the coach gave me a tryout, and the next day I 
was enrolling at Utah Valley University. I loved 
playing soccer in college, and it was a lot of fun 
to be a student athlete. While attending classes, I 

was trying to figure out what I wanted to be when I 
grew up. It took me a while to nail down one thing. 
I explored a lot of different occupations, and finally 
one day I ran into a real estate investor. He told me 
he had just became a licensed realtor. I thought, 
that sounds interesting, and I think I am going to go 
take the classes and get licensed. This is how I fell 
into real estate, which has been a blessing to me 
and my family. So I began taking real estate classes 
once a week in Salt Lake City. I would drive up 
Wednesday evening and stay until 10 p.m. learning 
and getting ready to take the big test to get licensed. 
During this time in class, I just began to love real 
estate and the potential it had, and how many 
avenues there were to make money. I received my 
real estate license in 2006 and being a poor college 
student when I closed a deal I felt like a millionaire. 
I finished school with a business degree and just 
jumped into real estate.

I started with Century 21 and I would just come into 
the office like a young puppy excited about every-
thing. There were days that went so well, but then I 
had days that I was like, “What am I doing?” During 
this time, though, this is when I appreciated what my 
church mission taught me. To keep moving forward 
and keep working, and things will come about. My 
first year with Century 21 I was their rookie of the 
year, and my second year I became one of the top 
agents in the office. My time there was a lot of fun, 
and I learned a lot from other great realtors. By 
this time I was feeling pretty confident and knew 

up and coming real estate agent

Let’s go back the year 2001. I am a 19-year-old kid boarding an airplane heading to live in Rio De 

Janeiro, Brazil, for two years. I didn’t know the language and was suppose to learn it as fast as I could. 

I arrived in Rio De Janeiro, moved into a shack with dirt floor and had to take cold showers every 

morning. I had no money, and I went out every day and taught the people, learned about them, and 

they learned about me. Living in Brazil and seeing people that had great attitudes but having nothing 

was amazing to me. I spent two years walking through downtown Rio De Janeiro and loving the 

people there. Being in Brazil, I grew so much as a person. I experienced rejection, families not having 

anything but still wanting to help, but, most importantly, I learned to love people. When I left, it was like 

a funeral in a way. I knew that I might never see these people again, but we would always have those 

memories – but in Brazil, this is when I found out that I wanted to work with people and help them.

the business – then that thing called 
market crash happened. It was 2008, 
and I remember coming to the office 
and speaking with loan officers and 
other realtors about what was hap-
pening. They all seemed freaked out, 
and I remember thinking, well, people 
are going to still need to buy a home, 
and also people are going to need to 
short sale their homes rather than 
foreclose. A few of my best years were 
from 2008 to 2010. I did so many short 

sales, and I was able to help people get 
out of bad mortgages and save their 
credit. It was tough to meet families 
that had worked their whole life for a 
beautiful home to now have to sell it 
and restart. 

For me, I love to grow and build things, 
so after five years at Century 21, I re-
ally wanted to start or open a broker-
age. Being from Colorado Springs, I 
wanted to go back and do this in my 
hometown, so I came back home in 
2010. When I came back into town, I 
thought it would be best to start with 
a brokerage and just sell. For me, I 
knew that I would have to start all over 
again, so I went from the mountain top 
in Utah and then coming back down to 
the bottom and having to restart. I tell 
people all the time I have started a real 
estate business twice. Real estate isn’t 
for everyone, and having to restart 
in the Springs was a bit challenging 
due to me looking back at what I left 
in Utah, but I learned to let it go and 
move forward with a good attitude, 
and telling myself to keep working and 
you will make it happen. I worked with 

“
FOR ME, I KNEW THAT I WOULD HAVE 
TO START ALL OVER AGAIN, SO I WENT 
FROM THE MOUNTAIN TOP IN UTAH AND 
THEN COMING BACK DOWN TO THE 
BOTTOM AND HAVING TO RESTART. 
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RE/MAX for five more years, and en-
joyed my time there and learned from 
some great realtors. Over those five 
years I just worked hard to learn all 
the areas in the city and worked hard 
to get my name back out there. Being 
gone for such a long time, I had to do 
the fun stuff with real estate – make a 
lot of calls, meet a lot of people – but 
after a hard year of working hard, I 
was awarded the rookie of the year 
from RE/MAX. 

Being back in Colorado Springs, I was 
able to take my family to all the cool 
places we have in the city. My wife 
and I have four kids, Kassidy, Cade, 

Makayla, and Skylar. My wife is a hairdresser, but 
she is a full-time mom and helps me out a lot so I 
can work and help my office out. I try to balance 
my life out, but it can be tough. They are my “why,” 
and I love being with them. They have been with me 
through this journey, and I am grateful for them. 
My kids are very active from playing soccer to 
dance recitals, and having two young girls under 5 – 
I stay pretty busy with them.

After some time being back in Colorado Springs and 
selling, I kept feeling and thinking about opening 
a brokerage. It took me some time to jump in and 
go for it. I was getting ready to leave my comfort 
zone again and get uncomfortable, but I was excited 
to do it and get started. In the middle of 2015, it 
was July I began looking at real estate franchises. 

Now having been with Century 21 
and RE/MAX, I knew what I wanted 
in my brokerage and what I didn’t 
want. I always thought I could build 
a brokerage where we were a very 
close group and it was like a family. I 
opened NextHome Pikes Peak Realty 
January 2016. I was very excited 
and nervous to leave a big office and 
say bye to friends, but I knew it was 
time. When I opened my real estate 
office, I moved into a 10-by-10 office, 
and I remember thinking, “Did I make 
the right decision?” Feeling maybe a 
little lonely, I just kept working and 
selling homes, and just knew that the 
right people will come, it will just 

take some time. Our first year with 
NextHome was a challenge, but it was 
so much fun, and it was a year I grew 
a lot and knew I could do anything. I 
began to meet the right people, and 
we started to grow with the people 
that fit us and we fit them. My office 
means a lot to me, and we have nine 
agents, and we all think alike, and we 
all have the same goals. We all like to 
be loud, and we want to disrupt the 
traditional real estate offices; you can 
see that with our wall art. Our motto 
is to be loud and proud. We all work 
really hard and enjoy helping people 
with one of the biggest purchases 
they make in their life. People ask 
me why did or do you want to open 
a brokerage? I tell them I always 
wanted to have something I built, and 
I look into the future a lot and think, 
where do I want to be or what do you 
want to look back and say that’s cool; 
I did it. My office is something when I 

get older I can say I think we helped a lot of families 
out, but also hopefully we can say we helped a lot of 
realtors out and we all grew something great.  

I’m very grateful to have found real estate. I have 
had the opportunity to meet so many great fami-
lies and people. What I love about real estate is 
that every day is a different day, and I’m a com-
petitor, so I look at every day as a challenge and 
want to be my best, and I feel like real estate is 
that game for me. The things that have helped me 
out a lot in real estate is take it serious, be consis-
tent, and always keep learning. I remember when 
I was a young agent, and I love new agents – they 
are just excited about everything. Everyone needs 
to keep that kind of energy. My first summer in the 
business I was learning a lot about people but get-
ting beat up at times, and then this trainer came 
in and said I want to train you for eight weeks, 
and you will learn from some of the top agents in 
the nation. I was like, I’m all in, then he told me 
the price, and I was like, okay, maybe I’m not all 
in. I did the training, and it was the best thing for 
me. I’d say to always to keep up on education and 

attend trainings. I love learning from 
other realtors on what they are doing 
well and seeing what they are doing 
in their business to crush it. When I 
go to conferences, I am always going 
to dinner with top agents and pick-
ing their brain on what we can do to 
become better. This business is very 
rewarding, and it’s great to be in Col-
orado Springs. Our little office will 
keep growing with the right people, 
and I am excited for the future of our 
company and excited about the the 
growth in Colorado Springs. There 
are so many great realtors in the city, 
and it’s nice to see how everyone has 
high standards; it drives me crazy 
when people don’t take it serious 
while others work hard for people 
and make sure the consumer experi-
ence is the best. Thank you for the 
opportunity and keep watching us 
paint the city orange with NextHome 
and our mascot, Luke.
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This article will continue on last 
month’s article regarding how a 
probate matter can affect your list-
ings and closings. Colorado’s probate 
system is set up and maintained in 
an efficient manner. If you anticipate 
and take action early in the process, 
your listing and then eventual closing 
should not be hampered by probate-
related issues.

It is important for you to understand 
that unless a property owner, prior 
to their death, titles the ownership of 
the property with a joint tenant(s), 
transfers the property into a trust 
or properly executes a Beneficiary 
Deed and then records the document 
in the county where the property is 
located before they die, the property 

will have to be probated in an estate 
administration proceeding before 
it can be transferred. But if done 
properly, the three ways cited above 
could mean that your client may avoid 
having to file a probate matter.   

If you should find yourself represent-
ing a client who owned a home along 
with another joint tenant(s), and the 
transfer documents were properly 
drafted with correct joint tenancy lan-
guage, then the process for transfer-
ring the deceased joint tenant is rela-
tively simple. Colorado law instructs 
how to prove the prima facie death of 
a joint tenant. A certificate of death or 
certified copy thereof must be record-
ed in the county where the property 
is located along with a supplementary 

LEGALLY
By Timothy 

J. Priebe, 
Esq.

SPEAKING
affidavit. When done correctly, the 
other joint tenant(s) will then own the 
portion of the joint tenancy previously 
owned by the deceased joint tenant. 

What can go wrong with a joint 
tenancy situation? The joint tenancy 
language must have been drafted 
correctly. I have represented parties 
where the joint tenancy language 
was not properly drafted and there-
fore the right of survivorship did not 
apply. The parties had thought they 
could use the above cited process but 
found instead that they had to open 
a probate administration to allow for 
the property to transfer. End of the 
world? No. But it did create a longer 
closing and unexpected costs in order 
for the house to close. 

If you represent a party and you find 
(hopefully sooner than right before 
closing) that the house is titled in the 
name of a trust, the parties may not 
have to file a probate matter. Howev-
er, this does create a situation where 
you need to find out more informa-
tion. A review of the trust needs to 
be done so that vital information 
can be collected. The executor of the 
trust needs to be determined as that 
is the party that can sign your listing 
agreement and other sales related 
documents. There could be a situation 
where there is a trust and then the 
property in question is then dedicated 
to another trust within that trust, 
which is set up for one or more par-
ties. You can also be assured that the 
title insurance company is going to 
want to see a copy of the trust as they 
complete their due diligence. It is best 
that you obtain this document early in 
the process.

Even if there is a trust, did the par-
ties properly transfer the property 
into the name of the trust? I have 

represented people who previously went through 
the time and expense of obtaining a trust and then 
were ill advised or not advised at all about how 
to fund the trust. This means that the property 
was not titled into the name of the trust. If this 
does not occur, then the trust can not be used to 
transfer the property. Instead a probate adminis-
tration will have to occur before the property can 
be transferred. 

Finally, there is the situation where the party 
transferred the property via a Beneficiary Deed. 
A Beneficiary Deed is a somewhat new document 
in Colorado. The law creating Beneficiary Deeds 
was signed in 2004. For the past year or so, I am 
seeing more people become aware of and asking 
for such Deeds, as well as seeing the Deeds as I 
represent parties in the sale of property. They are 
a very efficient way of allowing a property owner 
to transfer their property, upon their death, to 
another party without the need of probate or the 
expense of a full trust.

If a party that you are representing has acquired 
ownership via a Beneficiary Deed, assuming every-
thing was done correctly, there is no need for a pro-
bate matter. Upon taking the actions listed above, the 
property should transfer to the named beneficiary. 

A Beneficiary Deed transfers no 
ownership of the property to the 
listed beneficiaries while the property 
owner is alive. This is good news for 
the property owner while they are 
alive as the beneficiary can do noth-
ing with the property and creditors of 
the beneficiary can not attach liens or 
judgments to the property while the 
grantor is still alive. This removes the 
old problem of, for example, parents 
quit claiming their property to their 
children in order to avoid probate. At 
the time the quit claim was recorded, 
those children had ownership of 
the property. This could then allow 
the children’s creditors to lien the 
house while the parents were still 
alive. Again, if drafted and recorded 
properly, a Beneficiary Deed can be a 
benefit to property owners.

As you can see, it is important for 
you to ask questions early so you can 
provide better representation to your 
clients and avoid some major pitfalls 
for both you and them.
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THREE CONSECUTIVE 
YEARS CLAIM FREE
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 POLICY

AUTO
 POLICY
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Cashback
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IT’S AS SIMPLE AS 1, 2, 3…  
GET REWARDED WITH CASH FOR 
YOUR SMART DECISIONS
It’s as simple as…

1. Maintain a homeowner and auto policy with American National,
2. Remain claim free for three consecutive years, and
3. R

back after your third year.

BONUS: Your 25 percent reward continues every year as long as you 
remain claim free!

14-065-87131.V3.5.2017

5155 N Academy Blvd Suite 100
Colorado Springs, CO 80918-4053

mullins.agency@american-national.com

Associate General Agent

719.776.9393

MARVIN MULLINS

Products and services may not be available in all states. Terms, conditions and eligibility requirements will apply. Property and casualty products and services may be
underwritten by American National Property And Casualty Company, or American National General Insurance Company, both of Spring�eld, Missouri. American
National reserves the right to discontinue the Cashback program at any time.  Cashback is not available in all states.Homeowner premiums used to calculate
Cashback reward do not include earthquake, equipment breakdown, service line coverage and Identity Theft Protection endorsement premiums.   Claim free means
no paid claims of any type, other than roadside assistance, windshield repairs, homeowner earthquake, equipment breakdown, service line coverage and/or stolen
identity claims.

14-065.87651.V2.12.2016

With AMERICAN NATIONAL HOMEOWNERS insurance, 

you’ll get an array of exceptional features not o�ered by 

many insurers, including automatic coverage for home 

systems breakdowns, buried service lines and the 

replacement cost of personal belongings.

5155 N Academy Blvd Suite 100
Colorado Springs, CO 80918-4053

mullins.agency@american-national.com

Associate General Agent

719.776.9393

MARVIN MULLINS

Products and services may not be available in all states. Terms, conditions and eligibility requirements will apply. Property and casualty products and
services may be underwritten by American National Property And Casualty Company, or American National General Insurance Company, both of
Spring�eld, Missouri.
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NEW TAX RULES FOR SMALL 
BUSINESSES TO CONSIDER WHEN 

From Chris Maynard of Red Noland

TRUCKS AND SUV ADVANTAGES

Thanks to the 100-percent first-year bonus depreciation deduc-
tion provided by the Tax Cuts and Job Act of 2017, if a vehicle is 
going to be used for business in 2018, there are significant tax 
advantages to consider. In general, for trucks and heavy SUVs 
purchased after September 27, 2017, and used 100 percent for 
business, taxpayers get a depreciation deduction in the initial 

year equal to at least 100 percent of the cost of the new vehicle. 
The bonus depreciation is set to decrease to 80 percent for 2023, 
60 percent for 2024, 40 percent for 2025, and 20 percent for 
2026. In years 2027 and later, bonus depreciation is eliminated.

Congress has also kept a generous “section 179” expensing al-
lowance resulting in significant tax deductions for taxpayers 

• Interior and Exterior Painting
• Residential and Commercial Painting
• Window Replacements
• Stucco Repair
• Carpentry

happypainting.biz | (719) 373-5550719.576.6683 (MOVE)  |  twomenandatruck.com

who elect out of the 100-percent bonus deduction, have taxable 
income, bought a truck or heavy SUV in 2017 and used it 100 per-
cent for business. Taxpayers that purchased a heavy SUV receive 
a “section 179” deduction up to $25,000 in the initial year. The 
rules that limit the amount of annual depreciation that can be 
deducted on passenger automobiles do not apply to heavy (over 
6,000 pounds) SUVs or trucks. However, the $25,000 limitation 
does not apply to trucks with a 6-and-a-half-foot cargo bed.

It is important to note that in order to receive these tax benefits, 
the vehicle will have to be used 100 percent for business
purposes. If an automobile was used only 85 percent for business, 
the cost value that could be expensed is only 85 percent of the
costs to acquire. For example, if a vehicle was purchased for 
$50,000, and each year 10,000 total miles are driven, with
8,500 miles being for business purposes, $42,500 would be the 
total deduction that would be allowed for the vehicle.
This could be $42,500 in the initial year if bonus depreciation ap-
plies, $25,000 in the first year with 17,500 deducted
throughout the life of the vehicle using the § 179 deduction, or the 
full $42,500 deducted over the next five years if no
accelerated depreciation is elected.

PASSENGER AUTO ADVANTAGES

The first-year bonus depreciation break coupled with a generous 
expensing allowance will result in significant tax
deductions for taxpayers who bought passenger autos after 2017 
and used them for business.

With the Tax Cuts and Job Act of 2017, the first-year additional 
depreciation limit allowed when coupled with bonus deprecia-
tion remains at $8,000. Additionally, there is only one set of 
dollar limits for passenger autos placed in service after Decem-
ber 31, 2017. A passenger auto is defined as a car less than 6,000 
pounds in unloaded gross vehicle weight or loaded gross vehicle 

weight for vehicles with a truck chassis. The first-year limit on 
depreciation for passenger autos is $10,000 plus the $8,000 al-
lowed if bonus depreciation is taken, for a total of $18,000. For 
example, if you purchased a new passenger auto for $30,000 
during 2017 and used it 100 percent for business, you would 
be able to expense $18,000 in the first year. The remaining 
$12,000 would be deducted throughout the succeeding years in 
which the vehicle is owned.

Again, the deduction would reduce significantly if the favorable 
bonus depreciation is not extended past 2027. Assume
the same facts above for the new passenger auto. You would only 
be eligible for the $10,000 deduction versus the total
deduction of $18,000 when the special limit of $8,000 is no lon-
ger allowed due to the expiration of bonus depreciation.

NEW VERSUS USED

Please note, generally, the “section 179” expense and 100-percent 
bonus depreciation can be utilized on new or used qualified
vehicles. The addition of used vehicles potentially being eligible 
for bonus depreciation was added under the Tax Cuts
and Jobs Act of 2017.

TRADE-INS OF BUSINESS VEHICLES

It is important to remember that the Tax Cuts and Jobs Act of 
2017 eliminated the taxpayer favorable treatment of like kind 
exchanges under Code Sec. 1031 that was previously allowed. 
Taxpayers will now have a gain or loss on the traded-in auto, 
which will be dependent upon the trade-in value and remaining 
basis of the vehicle. The newly purchased vehicles depreciable 
cost will simply be its original net cost.

I hope this information is helpful. Please call Buddy Newton or 
Jordan Empey at Stockman Kast Ryan + Company at 719-630-
1186 for more details about how they apply to you.

BUYING A CAR
FOR YOUR BUSINESS
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ONE MAN, ONE COMPANY,
ONE MISSION: 

“My father was in the U.S. Army, stationed in Germany, which is 
where he met my mother. They had two sons together, my brother 
and I. My father left Germany when I was 2, so I never knew him, 
my whole life. So, I grew up as a German with dual citizenship.”  

Mullins left Germany in 1991 to go to the U.S. to meet his father. 
“My goal was to start a whole new life. My father was in West 
Virginia at that time and is still there. I spent about a year in West 
Virginia, then moved to Ohio and finally found Colorado. And that 
was it! I knew I had found my place.” Mullins was preceded in com-
ing to the U.S. by his brother by about four months. The reunion 

Robert O’Brien, Real 
Producers Reporter

Marvin Mullins graduated with a master’s in Culinary Art from Gewerbliche Schule Calw in Germany. So, naturally, he moved to America 

and decided to sell insurance. The classic American success story, with some twists and turns. But clearly Mr. Mullins IS an American 

success story. His office is festooned with awards, and he says many more are at home. “The awards are nice,” he says, but that’s not 

what is important to him. It’s helping people when they most need it – with a check. THAT is real help,” he smiles.

Marvin Mullins

Back row left: Daughter 
Sabrina, Mullins.  Front row left: 

Grandson Jayden; wife, Yulis; 
grandson Joshua. The dog is a 

blue heeler, Tessi.

“TO HELP PEOPLE”

with their father was a bust, so, basically, these brothers were 
in America with practically no resources. Even so, Mullins says, 
“Even though we had very little, it was the right move.”

Both brothers live in Colorado now. “We had to rebuild our lives, 
basically, over here. There were many days we didn’t know what 
to eat. We didn’t have any money. We had nothing, really. We 
started from scratch. At that time I was 30 years old.

A lot has happened since those lean, dark days of living in a room 
with no heat or water, and a broken window for a view.

“They do not do 

ANY advertising 

whatsoever.  You 

will never see a TV 

ad.  They are doing 

some social media 

now, but still no 

advertising.”  He 

says that is the 

reason most people 

have never heard of 

American National 

and “also the reason 

most of the clients 

that come to us 

come by referral.  

“

”

While still in Germany, Mullins was drafted into the 
German military in the mid-1980s then staying for 
four years “to earn some money,” says Mullins. It 
was while serving in the military that Mullins was 
introduced to the insurance business, which he did 
part time. “I really, really enjoyed it. In school, math 
and finance were always my best subjects.” Mullins 
was in the process of building his own insurance 
agency in Germany when he and his brother made 
the decision to move to the United States.

While working in Greeley at UNC, using his culi-
nary degree and experience, Mullins became execu-
tive chef and was in charge of not only feeding the 
students but also the chef for the Broncos’ training 
camp. “That was fun,” he quipped. During that time, 
he obtained his Colorado insurance license so he 
could return to his first loves, the financial industry.

“And then I began rebuilding the agency I had 
started in Germany part time,” he said. In 1996 he 
moved to Colorado Springs from Greeley and set 
up his agency. “I was brand new in town, so it was 
a tough challenge, because I didn’t know anybody 
in the Springs.” This is the agency Mullins oper-
ates today with American National Insurance, the 
company with which he began. That is 22 years of 
consistency and success.

This reporter confessed to Mullins that “I had never 
heard of American National Insurance until today.” 
My subject smiled knowingly. “A lot of people have 

never heard of American National.” 
And then he pulled a large 100th An-
niversary beautifully hardbound book 
for American National Insurance and 
launched into a brief history of the 
company. “They began in 1905. The 
originators of the company had been 
cotton farmers in Texas. The name 
and location of the company has not 
changed in all that time.  

“They do not do ANY advertising 
whatsoever. You will never see a TV 
ad. They are doing some social media 
now, but still no advertising.” He says 
that is the reason most people have 
never heard of American National and 
“also the reason most of the clients 
that come to us come by referral. We 
are a referral-only company.”

So the question is, as a “referral-only 
company,” how has Marvin Mul-
lins been so successful? All those 
awards, including one spectacular one 
perched atop a shelf, which is a giant 
gold eagle memorializing his achieve-
ment of being the top agent nationally 
with American National Insurance.  

“I love people, and, I think, my clients 
like me.” How’s that for simplicity?

There are three “pillars” that make up 
Mullins’ agency business. “Property 
and casualty, life insurance and retire-
ment planning,” he says. Of course, 
based on his love of people and want-
ing to help people, that fourth pillar 
is people. Finally, in the end, what’s 
most important to Mr. Mullins is his 
family: his wife, daughter and grand-
kids. See the picture, and you will see 
the love and pride evident in his smile. 
In all ways, it could be said, this man 
certainly “made it in America.”

Mullins has been with the same company for 
22 years.
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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!

BEST IN SPRINGS LIVING AWARDS
With a booming housing market, 
strong industry development, and 
high-quality job growth, it’s no doubt 
that Colorado Springs consistently 
ranks as one of the top places to 
live in the nation. As a place we all 
call home, there is no better way to 
celebrate the housing and building 
industry’s top-tier design talent than 
going head to head in a new friendly 
yet fierce awards competition. 

The Housing & Building Associa-
tion of Colorado Springs (CSHBA) is 
proud to introduce the inaugural Best 
in Springs Living Awards (BSLA). 
This exciting new event will be the 
local building industry’s premier resi-
dential design awards program. BSLA 
spotlights the most creative and tal-
ented building industry professionals 
who have redefined design excellence 
for homes and communities through-
out the Pikes Peak Region. Winning 
projects showcase what local building 
industry professionals need to know 
to set their product apart and hit the 

right mark with today’s highly edu-
cated and discerning home buyers. 

As Colorado Springs’ Real Produc-
ers, this could be an exciting jump-
start to developing key relationships 
with your local homebuilding coun-
terparts and a great way to generate 
more sales. Take advantage of the 
sponsorship opportunities and stay 
at the front of all the excitement!

Deadline to enter the awards is 
January 31, 2019. Judging will occur 
at the International Builders Show 
in February by a panel of national 
experts and the winners will be an-
nounced on May 1, 2019 at the Best 
in Springs Living Awards Banquet. 

*Entries are open to both HBA Mem-
bers and non-HBA Members.
 
Sponsorship or Entry ques-
tions? Contact Shirley Rouse at 
(719) 592-1800, ext. 117 or email 
shirley@cshba.com.

A GREAT HOME STARTS 
WITH A GREAT DESIGN.

Buying a home is the most significant purchase people will make in their lifetime. Turning their hopes and dreams into reality through 
design excellence and connection between home and community is what Best in Springs Living is all about.

Housing and Building Association 
of Colorado Springs

BEST IN SPRINGS

C
S

H
B

A
 



30 • December 2018 www.realproducersmag.com • 31

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

PRIEBE LAW FIRM, LLC
T I M O T H Y  J .  P R I E B E

H O W  C A N  W E  H E L P  Y O U  T O D A Y ?
REAL ESTATE LAW   •  WILLS AND TRUSTS

PROBATE AND RELATED MATTERS  •  BUSINESS L IT IGATION
BUSINESS AND CORPORATE LAW   •  ASSET PROTECTION

Over 20 years of experience representing Agents like you with your legal needs.

(719) 388-8899  •  pr iebelawfi rm.com
1880 OFFICE CLUB POINTE, SUITE 1500, COLORADO SPRINGS, CO 80920
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These two honey farmers, apiarists, or apiculturists 
as they are called, have hives at both their homes. 
Real Producers visited the hives at Rick Squires 
homestead. In addition to the beekeeping operation, 
Mr. Squires has a few dozen 20-foot-high poles 
for what was his hops crop (he’s gotten out of his 
successful hops business), chickens, a duck and 
fish pond, and a custom wooden bowl making setup 
(make a great gift!). The other partner in “Plan 
B,” the honey business, is Claudia Swenson, who, 
in addition to her hives maintains a small herd of 
alpacas. These are two busy people!

As Claudia tells it, the bee season is roughly April 
through September. Bees don’t like nor do much 
when it’s cold except keep the queen alive. The life 
of a bee is roughly six weeks, while a queen can 
live up to five years. Queens live a pampered life, 
as long as she is laying those 2,000 (yes, 2,000) 
eggs per day! For months. Male bees, or drones, 
do nothing their entire their lives except wait to be 
chosen for the queen for mating. At the end of the 
season, they are kicked out of the hive. Then they 
die. The females spend their lives doing every job 
in the hive. Then, toward the end of their six-week 
lives, they gather nectar – then they die. “So the 
bees we start out with in April are not the bees we 
end up with in September,” instructs Ms. Swenson.

Claudia demonstrated “suiting up” in a “bee suit” 
(that is the real name), which consists of a white 
onesie, a cloth and netting head cover, and long, 
thick gloves. Of course, no one wants to get stung. 
“We do get stung,” Swenson laughed. Ms. Swen-
son then walked us up a small hill to where the 
hives are kept. There was something like half a 
dozen or so white boxes, or hives, surrounded by 
wire fencing, which is electrified when the bears 

decide to come calling (bears, honey, Winnie the Pooh…). The hives are on 
the ground, most are double hives, one on top of the other. The top hive is 
covered with a metal plate held down with a cinder block. There are “frames” 
from inside the hives which have been placed outside so the bees can clean 
them. Bees are just always working. There were dozens of bees buzzing 
around, going to and from the hives taking the wax off the combs and bring-
ing it into the hives. Very efficient operation.

Beekeepers usually buy “3 pounds of bees and a queen,” says Swenson. 
“Pounds of bees?” I asked. “Three pounds of bees is about 10,000 bees,” she 
explains. “This is called a package of bees.” And that queen lays 2,000 eggs per 
day from May through end of September, which is about a quarter of a million 
eggs. That’s a LOT of bees. The cycle goes on all season. “Some beekeepers 
re-queen each year, some do not. “We don’t,” says Swenson. So beekeepers 
buy new “packages” of bees each year. Swenson says the price of “bee pack-
ages” have gone up dramatically, from roughly $25 per package to more than 
double that. Queens can mate with just one drone from her hive or one from an 
outside hive. The goal is obtaining the DNA from the drone, and then she never 
mates again. She keeps that DNA her entire life. In a Game of Thrones kind of 
hive intrigue, if the drones sense that the queen is not doing her job, the drones 
will sneak in other queens. The “real” hive queen will remain clueless. If the 
real queen continues to slack off, one of the “stealth” queens will eventually kill 
her and take over. So, being queen isn’t as easy as it looks, apparently.

By Robert O’Brien, 
Real Producers 

reporter

T h e  b e e s  d o  ( m o s t  o f )  t h e  w o r k

a taste
forHoney 

What IS it?

On a 19th-century homestead in Monument, just north of downtown, there 
be bees. And honey. And the two people who work with those thousands 

of bees to produce genuine Colorado honey.

Claudia Swenson has been in the 
honey business for nearly 10 years.

Beekeeper Claudia Swenson points out the hives at one 
of the two hive locations for the Monument beekeeping 

operation for “Plan B Monument Colorado Honey.”
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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

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

Thank you for being our valued customers. 
To our customers and friends, we extend our best wishes

for a joyous holiday season and successful New Year!

So, Real Producers asked, where’s the honey? Real 
Producers was going to tie this article into Christ-
mas gift giving: “Genuine Colorado honey would 
make a great, unique gifts for Realtors and brokers 
to give to clients, associates and employees.” We 
wanted to know if Plan B Monument Colorado 
Honey had gift baskets available in addition to just 
jars of pure Colorado honey.

Whoops. Plan B has NO honey to sell this year. “This 
was a particularly bad year for us in honey produc-
tion,” noted Swenson. Squires agree. “Why so?” we 
asked. “Spraying,” was the answer. “Spraying what?” 
we asked. “Herbicides,” was the answer. There is 
a now-infamous ingredient in herbicides such as 
Roundup. In one article, the headline read: “A new 
study is providing more evidence to suggest that 
glyphosate, the main ingredient in Monsanto’s popu-
lar weed-killer, is harmful to honeybees.” Swenson 
says that she has seen one railroad passing through 
Monument spraying up to 5 feet on either side of 
the tracks. People spray their yards. Municipalities 
spray. Farms spray. The bees die. Fewer bees, less 
honey. Lawsuits are pending, but in the meantime, 
beekeepers like Claudia Swenson and Rick Squires 
carry on. To that, Real Producers says “thank you!”

About Claudia Swenson: Born and raised in Pueblo, 
CO. Graduated from Centennial High School. Started 
college, then got married, started a family. Went into 
the military with husband (ROTC) and also lived in 
Europe. After a divorce, moved to Wyoming, became 
a psych nurse and eventually became an RN, and 
started a drug and alcohol program at the hospital 
where she worked. Moved to Maine. Moved to Paige, 
AZ, and became a Magistrate Judge for six years and 

was appointed to the Domestic Violence Commission for the State. Then moved 
back to Colorado 20 years ago. She worked for the City of Monument as did her 
second husband, who was the first policeman hired by the City, and now there is 
a road named after him (he passed away roughly a year ago).

Holiday gift ideas: Visit https://www.honeyvillecolorado.com/ for Colorado 
honey gift baskets. We think that would be a great, unique gift for this holiday 
season! Also visit http://www.pikespeakbeekeepers.org/ for an interactive 
map of where you can buy local Colorado honey. Another unique gift possibility 
is Rick Squires’ custom wood bowls. They are beautifully hand-crafted master-
pieces! Contact Rick at info@planbee-honey.net. Or call him at 719-237-5248.

A frame from a hive; they are now 
plastic rather than wax because 
they are much easier to handle. 

This is the business end of a hive.

Plan B beekeepers Rick Squires 
and Claudia Swenson. They hope 
to be able to have enough honey 
to sell next year.

Some of Rick Squires’ handmade 
wood bowls. Bee-you-tiful!
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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
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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.

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

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 48 18 66 $35,015,200 $14,476,000 $49,491,200

2 Mike MacGuire The Platinum Group Realtors 39 36 75 $15,430,715 $14,113,348 $29,544,063

3 Mark Salas Best Realty, Inc 30 62 92 $7,584,000 $14,562,171 $22,146,171

4 Cherise Selley Selley Group Real Estate, LLC 22 31 53 $8,632,947 $13,427,881 $22,060,828

5 Monica L Shea The Platinum Group Realtors 24 36 60 $8,681,400 $12,675,571 $21,356,971

6 Nathan Johnson REMAX Real Estate Group 16 52 68 $4,199,500 $15,240,546 $19,440,046

7 Michelle Fisher RE/MAX Properties, Inc. 31 16 47 $9,423,300 $6,152,854 $15,576,154

8 Rob Henderson ERA Shields Real Estate 20 16 36 $7,006,970 $6,961,520 $14,264,490

9 Chris Clark Pikes Peak Homes and Land 36 9 45 $10,987,703 $2,750,000 $13,737,703

10 Scott Coddington Pulse Real Estate Group, LLC 23 16 39 $8,250,500 $5,185,475 $13,435,975

11 Danielle Frisbie The Platinum Group Realtors 7 17 24 $3,928,795 $8,780,564 $12,709,359

12 Jamie Krakofsky Remax Real Estate Group 13 23 36 $3,720,500 $7,790,400 $11,510,900

13 Bill Hourigan The Platinum Group, Realtors 15 11 26 $6,011,250 $4,855,198 $10,866,448

14 Maggie Easton RE/MAX Properties, Inc. 13 13 26 $5,332,899 $5,305,009 $10,637,908

15 Darlene Cramm Shorewood Real Estate 5 19 24 $2,115,000 $5,780,300 $7,895,300

16 Craig Rogers The Platnum Group 10 13 23 $4,373,242 $3,491,600 $7,864,842

17 Susanna Haynie Co-RE Group, LLC 12 14 26 $4,127,000 $3,534,000 $7,661,000

18 Linda Lafferty The Platinum Group Realtors 11 8 19 $3,529,000 $3,901,597 $7,430,597

19 Rachel Buller Manitou Springs Real Estate, LLC 9 13 22 $2,811,000 $3,489,600 $6,300,600

20 Baylee Carter Coldwell Banker Red Rock Realty 13 4 17 $4,426,000 $1,259,261 $5,685,261

21 Eric Estrada Keller Williams Partners 6 16 22 $1,388,950 $3,810,412 $5,199,362

Information is self-provided and current as of 11-8-2018
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.

TOP AGENTS COULD BE READING 
ABOUT YOUR COMPANY RIGHT NOW.

Spread your unique message to hundreds of local Realtors each month. 

REALPRODUCERSMAG.COM
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Get an extra 6 months of 
coverage with a 12 month 
warranty purchase, at no 

with a 90 Day Limited Structural 
and Mechanical Warranty.

90 Day Warranty

Runs the model and serial 
numbers of all household 

appliances to let you know if 
there has ever been a recall.

RecallChek

Protects the home for 90 
days against any 

sewer/waste line issues.

SewerGard

If you move in to your new 
home and mold is present that 
was not found when inspected, 

up to $2000.

MoldSafe

5 year for leaks.

5 Year Roof 

18 Month Warranty

719.581.7227   

“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”

 

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.

# Team Name List 
Side

 Sold 
Side 

Total 
Sides

 $ Volume 
List Side

$ Volume 
Sold Side

Total $ 
Volume

1 The Nathan Johnson Team 42 118 160 $11,796,500 $31,032,756 $42,829,256

2 Pulse Real Estate Group, LLC 52 72 124 $17,093,200 $22,872,218 $39,965,418

3 The Kibler Group 56.3 78.6 134.9 $16,256,965 $21,724,144 $37,981,109

4 Roshek Group 56 63 119 $18,478,167 $15,079,489 $33,557,656

5 Bobbi Price Team 57 20 77 $16,578,009 $7,431,198 $24,009,207

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

7 The Dunfee Group 20 24 44 $4,946,186 $6,992,945 $11,939,131

8 THE EG GROUP AT KELLER WILLIAMS PARTNERS 16 26 42 $2,067,102 $4,700,764 $6,767,866

Information is self-provided and current as of 11-8-2018
To learn how you can get your stats onto this page, please contact Mark.VanDuren@N2pub.com. 
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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

Northgate Blvd.

Baptist Road

Interquest Pkwy. Pow
ers Blvd.

Briargate Pkwy.

Research Pkwy.

Woodmen Rd.
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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
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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 
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