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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 

“We Don’t Succeed Unless You Do” 

Empire Title provides the necessary resources that  
give you time and efficiency in your business.   

I’m excited to announce I have 
relocated my office to offer you 

enhanced service. My strong 
dedication to my real estate 
partners remains the same.  

NEW BRAND 

MORE LOAN OPTIONS
 

BETTER SERVICE 

 

 

 

As an active Real Estate investor and mortgage banker I understand firsthand the importance of building a 
team of competent professionals to achieve my Real Estate clients’ expectations so I am constantly striving 

to connect and build relationships with Realtors in various markets throughout the state. Working with 
professional Realtors that embrace the same values as mine is crucial to a highly successful experience and 

establishing a strong long term relationship with each client. That is my dedication to you. 

Making the home buying process 
easier for you and your clients.

Darrell Gargala 
Mortgage Banker - NMLS# 853705 
Colorado State Bank and Trust - Mortgage 
10807 New Allegiance Drive, Ste 160 
Colorado Springs CO 80921 
719-452-4906 | Direct 
719-659-5900| Cell 
DGargala@csbt.com l 
www.darrellgargala.com
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30 WE’RE YOUR BANK
         WE’RE PEOPLES BANK

Mortgage Banker | NMLS 362541
719.660.7925 Cell
719.265.1351 Office
kgallegos@epeoples.com

KRISTINE GALLEGOS

mpeoples.com/krisgallegos

Mortgage Banker | NMLS 1491860
719.440.4772 Cell

719.260.2252 Office
mseube@epeoples.com

MATT SEUBE

mpeoples.com/mattseube

Convenience
Many of our loans are processed, 
underwritten and funded in-house. Breaking Records

Peoples Bank was ranked as the #1
purchase lender in El Paso County
in 2016.

Community Involvement
We support our community by donating 
our time and talents to local charities and 
non-profits.

Exceptional Rates
Our 40 years of experience ensures that
our clients receive the best loan to meet
their needs.

Exceptional Service
We strive to help our clients experience
the joys of home ownership.

3536 N. Academy Blvd

Colorado Springs, CO 80917

719-466-9004

Custom Catering for any event
Award Winning Catering! 

Full Service or Drop Off
Large or Small
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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

FLOORING

Carpet Direct

(719) 930-4847

CarpetDirectNow.com

GARAGE ORGANIZATION / 

STORAGE

Colorado Springs Garage

Storage and Racks

(239) 872-4422

GarageStorageAndRacks.com

HANDYMAN

Handyman Connection

(719) 884-2639

www.HandymanConnection.com

HANDYMAN & REMODELING

RC Roofing and Renovations

(719) 220-0696

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.GroundFloorHome

Inspection.com

Pine Breeze 

Home Inspections

(719) 332-3747

www.PineBreezeHome

Inspections.com

INSURANCE

Solid Rock Insurance

(719) 574-0082

www.SolidRockAgency.com

MORTGAGE

Bev Creswell 

Envoy Mortgage

(719) 822-2234

Colorado State Bank and

Trust Mortgage

Darrell Gargala

(719) 659-5900

Integrity First Financial

(719) 385-0777

www.IFFHomeLoans.com

Nova Home Loans

(719) 884-5500

www.NovaCOSprings.com

MORTGAGE BANKER

Peoples Bank

(719) 265-1351

www.Mpeoples.com/

KrisGallegos

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.PineBreezeHome

Inspections.com

PREFERRED PARTNERS

ROOFING

Pyramid Roofing Corp.

(719) 375-8055

TAX SERVICES

Your Tax Lady

(719) 548-4924

TITLE COMPANY

Capstone Title Company

(719) 228-1060

www.CapstoneTitleCo.com

Empire Title of Colorado Springs

(719) 884-5300

www.ETCOS.com

Fidelity National Title

(719) 590-1711

FNTColorado.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
We are very happy with the work RC Roofing and Renovations
did in our home. Ryan and his team were very professional 
through the entire process. They performed high quality work 
in a timely manner. We will definitely use them in the future! 
- R. Smith Roofing

Renovations
(719) 220-0696
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Hi

Hope you all have seen a pickup in activity as the market heads into 
the hot season! 

We will be hosting an event this month at the Flying Horse. Classic 
Homes has two brand new models that just opened and we will have 
a Real Producers social event on Monday, March 19 from 3 p.m. 
till 5 p.m. The event is free to all of you and will be catered by Salt 
of the Earth catering. The food should be great, and drinks will be 
provided. Please pass the word and plan to attend and see your peers 
and meet new top 500 agents! Inside this issue of Real Producers, 
you will find all the details. 

In this issue, you will notice we did not include the standings and we 
did this intentionally. In the April issue, we will publish the YEAR 
END 2017 standings, then, in May we will publish January-March 
2018 standings. Last year, we started the year standings in April, 
and only had two months of reporting activity. This made the report 
look a little off, as there was not enough time for most agents to have 
significant reporting time. 

This year should correct this. As always, I will be sending out a 
reminder email to all of you each month to continue the reporting 
process we have developed.

Finally, I typically meet with two-to-three top agents each week. 
Currently, we are booked for the Cover article through 2018 and 
into the spring of 2019! I will still be scheduling meetings and if you 
would like to meet please email me at mark.vanduren@n2pub.com.

Let’s make 2018 one of the best yet, and I sincerely hope to see all of 
you at the Classic Homes event on the 19th!
Mark 

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

publisher’s note

Real 
Producers!!

719-641-1555
GroundFloorHomeInspection.com

We are dedicated to helping home buyers
learn about their home, so that they can

make safe and informed decisions.

CARPENTRY • TILE • DECKS • DRYWALL • ELECTRICAL • FENCES • PAINTING • PLUMBING
REMODELING • REPAIRS • SHELVING AND STORAGE • MAINTENANCE • INSTALLATIONS

YOUR GET-IT-DONE
CONNECTION.

GET IT DONE - 
SCHEDULE YOUR 
PROJECT TODAY!

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

• Over 17 years LOCALLY owned 
   in Colorado Springs
• 35+ craftsmen that are our employees 
   and background checked annually

Handyman 
Contractor

GOLD 
WINNER

“
T.M. Colorado Springs, CO | January 20, 2018

     Knowledgeable, prompt, 
businesslike and courteous.”

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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top producer

PATRICK 
HOLLERAN

I hate change. Maybe it’s a “guy thing” … or maybe it’s just how God made me. When I think back to my early 

childhood, teenage years and even adulthood, I never seemed to embrace unexpected turns or detours on the 

road of life.  So, perhaps that’s what made me join the military…you know, because it’s such a predictable and 

stable career choice! No, that’s not the reason – if my memory serves me correctly, I think my dad got that ball 

rolling one lazy summer day about June 1986. I believe the conversation went something like this…

Dad: “I’m wondering what your plans 
are for college when you graduate 
high school next year.”
Me: “Well, I guess I’ll go.” (please 
understand that attending college was 
never really an “option” for me – I 
was simply being a “typical” 17-year-
old smarty pants, since I was fairly 
sure I had all the answers) 
Dad: “Glad to hear it, son.” And how 
might you be planning to pay for it?”
Me: “Ummmm…I was thinking you 
would take care of that!”
Dad: “No, that won’t be happening. 
Here’s the thing. Your grades are not 
good enough to earn an academic 

scholarship and you’re not good 
enough in any one sport to get an ath-
letic scholarship. So, you may want to 
consider ROTC.”
Me: “ROTC? What is that? I barely 
know how to spell it.” 
Dad: “You may want to look that up.”
The rest, as they say, is history. 

Born on the south side of Chicago, 
spent a few years in St Louis and 
“grew up” outside of Washington, DC 
… I guess the logical next step was 
choosing Ann Arbor, Michigan as my 
choice for post-high school education. 
It made sense to me, especially since 

U of M, potentially due to some cleri-
cal error in the office of admissions, 
decided to offer me an ROTC scholar-
ship if I blessed their campus with 
my presence. I don’t recall how many 
other universities were extending 
me an invitation at the time, but I’m 
confident the list was not long.

After four long years of studying 
many things I wasn’t necessarily sup-
posed to be studying, I graduated with 
a BA in Psychology and entered the 
United States Air Force. My first as-
signment was Vandenberg Air Force 
Base (AFB) in California. Twelve 

“ For the first time in a long time, I could actually 
choose something that made sense for my 

daughter and me…something that allowed me to 
interact with people, something that allowed me 
a flexible schedule to do things outside of work”
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address changes later, I retired from 
Peterson AFB right here in beautiful 
Colorado. Did I mention how much I 
hate change?

Honestly, I would have enjoyed stay-
ing in the military longer, but for 
a variety of reasons, it was time to 
“stop the train” and grow roots in this 
beautiful city. My challenge, however, 
was making the dreaded “transition” 
into civilian life. So, I had to do a lot 
of thinking and asked myself a lot 
of tough questions. What do I really 
enjoy? What skills do I have? What 
gives me energy?

Before you depart military service, 
you can attend a class that helps you 
write your resume, provides guest 
speakers that have been through 
what you are going through and 
gives you so many resources to use 
when choosing your “next life” that 
it almost becomes overwhelming. 
The biggest advantage I derived from 
it was the knowledge that I now 
had a choice! For the first time in a 
long time, I could actually choose 
something that made sense for my 
daughter and me…something that 
allowed me to interact with people, 
something that allowed me a flexible 
schedule to do things outside of work 
(see my daughter a lot more, volun-
teer, play golf, hang with friends) 
and something where I could finally 
have an impact in this world and 
leave a legacy. I spoke with Bill Hays, 
a long-standing and highly success-
ful agent with Keller Williams, over 
a couple of beers and the next thing I 
knew, I was a licensed realtor show-
ing rental properties to several of my 
military friends.

We all know God works in mysteri-
ous ways. One of His biggest myster-
ies is why he brought my beautiful 
bride, Bridget, into my life. I had been 
scraping by in real estate for my first 

year and decided to try online dating, 
seeing as I had a lot of free time on 
my hands. Once I convinced her to 
meet up with me at a local Mexican 
restaurant for our first date, I dazzled 
her with picnics, surprise office visits 
and spontaneous flower deliveries. 
She was so impressed, after keeping 
me on a “trial basis” for two years, 
that she married me in 2016. Around 
that same time, business really picked 
up and my “free” time became less 
and less. Bridget asked me where the 
picnics, visits and flowers went and I 
told her, “Hey, it means I’m actually 
doing well as an agent. Too much idle 
time is never good.” 

As a homeschooling mom, Bridget – a 
Pennsylvania transplant - discovered 

that she really had a love of learning 
new things and actually re-learning 
the old in a new way.  She also found 
that she enjoyed not only facilitat-
ing her own children’s education, but 
creating, leading and participating in 
programs within the homeschooling 
community to assist other parents 
teach their children and expand 
their knowledge.  She then began to 
think of ways she could channel her 
experience into a future career.  As 
her family became more independent, 
she saw an opportunity to explore 
this.  Through this exploration, and 
with a little help of her husband, she 
discovered real estate and decided to 
earn her license in March 2017.
We spent the first few months get-
ting used to working together and 

figuring out our roles and responsi-
bilities. Integrity 1st Team was born. 
Without a doubt, Bridget is both 
the brains and beauty of the opera-
tion – I just get to take the credit as 
the team leader. About three months 
ago, realizing our property manage-
ment business was also expanding 
faster than expected, we decided to 
expand our husband/wife team and 
brought on Mary Josefiak.

Mary grew up back east one of six 
children. She has lived in Colorado 
since 1989 and has enjoyed a pros-
perous career across many fields, to 
include finance, accounting, customer 
service, title work, and office manage-
ment. She has been a supervisor and 
may have the biggest heart of anyone 
I have ever known. Her incredible 
work ethic, knowledge of the local 
area and love of people make her a 
perfect fit for the team. 

My military career made me realize a 
couple of things. First, I hate change. 
Second, your word is what defines 
you – in other words, if you have no 
integrity, you have nothing. Bridget 
and I emphasize that with our four 
great kids. We have a twelve-year-old 
daughter, who is very active in sports 
and loves to socialize. We have a 
fifteen-year-old daughter, who enjoys 
her church youth group and loves 
to socialize. We have an eighteen-
year-old son, who loves skiing and 
dirt biking and loves to socialize. Our 
nineteen-year-old daughter works 
two jobs to help pay for college and 
loves to socialize. The common 
thread? They are all pretty sure they 
will never be real estate agents be-
cause they see how much we work!

So, what gives my team the fuel it needs 
to keep providing excellent service? 
It’s pretty simple really. We are simply 
blessed to have the clients we have. We 

are blessed to have been raised by great 
parents. We are blessed to have fantas-
tic kids. We are blessed to live in this 
great country. Due to those many bless-
ings, we just want to make the most 
of the opportunity we have been given 
within Keller Williams. We hold each 
other accountable to perform to our 
highest level every day. It comes down 
to one thing – we love what we do.

So, do I really hate change? Not so 
much. The reality of not knowing 
what I will be met with each day is 
terrifying, yet exciting. The ability to 
help others achieve their real estate 
dreams is stressful, yet powerful. 
The opportunity to work with my life 
partner is unique, yet awesome. The 
necessity of reacting to a versatile 
market or veering off course as my 
clients’ needs dictate is a fact of this 
great career. My team looks forward 
to serving clients in Colorado and 
beyond for many, many years. 

We are simply blessed to have the clients we have. We are blessed to have 
been raised by great parents. We are blessed to have fantastic kids. We are 

blessed to live in this great country. 
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1277 Kelly Johnson Blvd | Suite 100 | Colorado Springs, CO 80920 | 719-590-1711 | fntcolorado.com

There is a way to quickly access and create 

personalized professionally-designed brochures, 

postcards, letters, newsletters, social media posts 

and more! Contact us for more information.

Tools You Can Use
What if there was a way that you could quickly and easily 

access professionally-designed real estate brochures, 

postcards, letters and more and customize them with 

your information and photos?

Call me to learn more about this online resource where you can create marketing 

materials, download them for free, or have them printed and shipped to you.

self-promotional 
brochures

real estate 
postcards

open house 
guest lists

Tools You Can Use

real estate 
brochures 

real estate 
letters 

real estate 
newsletters

buyer 
presentations

Whether you are buying or selling a home or re�nancing you current mortgage, we would love to be your title company of choice.

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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Home Sales!

How Insurance Can Make 
A Difference In

Homeowners insurance is one of those topics that doesn’t 

get a lot of discussion, but it can really make a major 

impact on a home sale.  If you consider the volatility of 

the homeowner’s insurance market in Colorado right now, 

a real estate agent may be putting themselves at risk of 

losing a sale by not having an independent insurance 

agent, otherwise known as a broker, look at their cases.  

By Tony Breeden, Solid Rock 
Insurance Agency

In the last seven years, we have seen many wildfires, including 
two record fires in the Colorado Springs area (Waldo Canyon fire 
in 2012, Black Forest fire in 2013).  The city of Colorado Springs 
has also been severely impacted by bad weather (hail storms in 
7/2010, 6/2012, 5/2014, and two storms in 7/2016, windstorm in 
1/2017).  Due to these events, the homeowner’s insurance market 
is very turbulent.  It would be a challenge to find any homeown-
er’s insurance companies that are profitable right now.  Since in-
surance is meant to be a profitable business, many companies are 
making some major changes.  In theory, there are two primary 
ways to do this, increasing premiums or raising deductibles:

Almost every company has experienced rate increases over the 
course of the last 6 years.  About 6 years ago, the average home-
owner’s insurance annual premium was about $1,000 to $1,100.  
It is now closer to $1,500 to $1,600.  In other words, average 
premiums have increased 50% over the course of the last 5 years.  
What is really hard to believe about these rate increases is that 
the insurance companies are not close to being done yet.  Despite 
the increases, it doesn’t appear that any of the companies are 
closing in on that elusive profit.

Now there are two major companies right now that have made 
tremendous changes to their deductible structure.  Company “A” 
(a very big name company) is bringing all of their deductibles to 
a 1% deductible, while company “B” (another very big name com-
pany) is bringing their wind/hail deductible to 1%, while keeping 
their other peril deductibles at $1,000.  This is not normal at this 
time, but these companies would like for people to think it is.  For 
comparison sake, a very large majority of the other companies 
still offer a $1,000 all peril deductible, including wind and hail.  

There are two types of insurance agents, captive agents and 
independent agents.  Captive agents have the ability to sell the 
insurance for one company.  For example, brands like State 
Farm, Farmers, American Family, and Allstate are sold by agents 
that can only sell that company’s products.  Independent agents 
have many companies within their agencies.  A good indepen-
dent agent should have at least 10 companies available to them.  
You may have heard of some of the companies represented by 
independent agencies, such as Safeco, Travelers, Progressive, and 
MetLife.  However, you probably haven’t heard of others, such as 
Secura, Auto-Owners, State Auto, and Chubb.  Typically, if you 
look into those companies, you will find that they are just as good 
as the “big name” companies, they just don’t spend as much in 
advertising as the “big name” companies do.  These companies 
depend on independent agents to get the word out.  

What people absolutely love about independent agencies is their 
flexibility.  Many of the companies that independent agents have 
to offer bundles auto and home insurance, which is one of the 
largest discounts you can offer on homeowner’s insurance. There 
are other companies that offer coverage on mobile or modular 
homes. Believe it or not, there is at least one carrier which will 
take a T-Lock shingle roof with a $1,000 deductible (as well as 
surplus lines carriers, which will be brought up later)!  There are 
also carriers that will accept any dog, as long as it doesn’t have 
a “bite history”. Also, if there is a person that has a couple of 
hail claims on their record, there are some companies that won’t 
count those claims against them.  Considering that Colorado 
ranks #2 in the United States for hail-related claims, this is a 
huge advantage that an independent agent can provide.  

Some independent agents can also offer access to surplus lines 
carriers, which will take almost anyone who is being rejected by 
the standard carriers. Typical examples that are typically quoted 
for surplus lines carriers are excessive claims, T-Lock shingles, 

fireline/brushfire scores, and earth homes. Overall, the rates are 
quite reasonable, and the coverages are very good. Overall, the 
claim satisfaction with those surplus lines carriers is better than 
expected as well. 

Experience definitely matters when selecting an independent 
insurance agent, as they have the experience to work through the 
crazy situations. It is absolutely possible to insure a person who 
had nine claims in five years, or a person with six claims in two 
years. Independent agencies have also saved a few deals with cli-
ents that were purchasing homes that needed to get their annual 
premium under a certain dollar amount to qualify for the loan. 
That can be pretty tricky to do, especially for a new homeowner 
who is self-employed. A lot of times, they can’t prove all of their 
income for the mortgage process, which lowers their ability to 
qualify for a home. If you are aware of anyone that is at risk for 
not getting a home loan due to not finding a reasonable premium, 
please contact an independent agent, as they have been able to 
help a lot of people in this situation.

Tony Breeden founded the Solid Rock Insurance Agency was start-
ed in March, 2012. Tony is joined by Shahn Christensen (partner), 
as well as Joanna Branson (agent/customer service representative) 
and Julie Massey (customer service representative).  Overall, they 
have over 30 years of experience in the insurance industry.  You 
can find them online at www.solidrockagency.com.  

Dare to Compare

719-574-0082
www.SolidRockAgency.com

2850 W Serendipity Circle. Suite 230 | 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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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

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

$35.00

off 
*for new clients

Mention 'Real Producers'
to get a special rate.

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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Mourn 
Hammy By Robert O’Brien Real 

Producer’s Reporter

The Disappearance of Denny’s in Colorado Springs

Over My

On June 7, 2017, news broke in The (Colorado Springs) Gazette and in most regional media that “State seizes 

Denny’s restaurants in Colorado Springs for back taxes.”  The Gazette story reported that “State regulators 

seized four Denny’s restaurants in Colorado Springs Tuesday and will take over four more southern Colorado 

locations Wednesday after current and former owners failed to pay nearly $191,000 in sales and payroll taxes, 

according to the state Department of Revenue.”

Restaurants close all the time.  Why did this seem that it was 
somehow a bigger story than typical restaurant shuttering’s?  
Was it the suddenness of it?  The 300 or so employees facing un-
expected, dramatic unemployment and the ensuing human drama 
and crisis it brought to many of those workers?  The number of 
properties involved, eight in total including Colorado Springs, 
Pueblo, Woodmen Park, Fountain and Burlington?  The sudden 
disappearance of the Moon Over My Hammy sandwich and the 
rest of the classic Denny’s menu?

In a way, it seemed like the sudden disappearance of a piece of 
Americana, like when Howard Johnson restaurants dominated 
the American landscape in the ‘50’s and ‘60’s and are now gone; 

think Route 66.  Not that Denny’s is really going anywhere, na-
tionally, but definitely in Southern Colorado.  And, the story has 
nothing to do with a lack of customers.  It boiled down to the dull, 
grey world of taxes.  That is, failure to pay.  So, the State closed-
in and closed-down.  Poof!  Denny’s was gone.

Who Owned All These Denny’s?
Warrants from the Colorado Dept. of Revenue confirm that the 
franchise owner, “Abe" or Ebrahim Imani owes $31,141 in sales tax 
from December of 2016. Imani also owes $159, 817 in wage with-
holdings from Dec. 2014 - Dec. 2016. The Dept. has since posted 
notices on all eight restaurants stating the properties are seized 
until the taxes are paid.  The Secretary of State's website lists 

Imani as the tax owner for all 
eight locations that are closed. 
Imani's company is listed as: 
"Cooper Restaurateur and 
Consulting Group LLC."

It was reported that on the 
day before the closures 
Imani left for California
Iman’s Linkedin profile says 
that he is “Proven independent 
consultant, helping companies 

translate their business goals to reality.”  Orange County, CA is listed 
as the location for the Imani Group, (which may explain why it was
reported that Imani left for California).  Education is listed as Uni-
versity of Northern Colorado.

The Secretary of State’s office reports that Cooper Restauranteur
and Consulting Group LLC, Address: 1579 W COSTILLA ST,
Colorado Springs, CO 80905 (i WEBPTA LLC) Voluntarily Dis-
solved July 3, 2017.

No Warning

Reports were that managers swooped in to each location and an-
nounced without warning that “this location is closed as of now.”  
Diners waiting for orders were asked to leave without their meals 
being served.  Diners in the middle of their meals were asked to 
leave.  It is not known for the purposes of this story if those who fin-
ished their meals were still required to pay their check before leav-
ing.  Employees asked what they were supposed to do with orders 
in preparation but not yet served.  “It’s okay,” they were told.  “Don’t 
worry about it.”  Employees were told to leave without any informa-
tion about getting paid.  The doors closed, lights were turned-out, 
and soon signs appeared on the doors informing potential customers 
that the restaurant was closed with no other information.

There had been reports that prior to the closures there had been 
complaints of employees not being paid.  When contacted by KKTV’s 
11 Call for Action, Imani told 11 News it was a problem with his pay-
roll company.  However, payroll problems persisted, including some 

workers being paid right out of the cash register.  Many if not most 
employees remained unpaid at the time of the closures.  

Denny’s corporate issued a statement soon after, that read in part:
"We are sorry that our franchisee has closed the Colorado 
Springs, Burlington, Fountain and Woodland Park locations. As 
franchisor, we have gone to great lengths in helping the franchi-
see keep these restaurants open, but unfortunately, he has closed 
them…We will be evaluating potential opportunities to reopen in 
the market in the near future.”

According to KKTV Channel 11 in Colorado Springs, “At one loca-
tion up the road from Chapel Hills Mall, cooks were still making 
orders when a woman came in and told everyone to leave. Cus-
tomers were forced to leave half-eaten plates behind as they were 
shooed out.  "All of us are out of jobs now," said Bradley Mauldin, 
an employee at the location.”

As for the newly-unemployed Denny’s workers, several area 
restaurants offered immediate job opportunities to them and the 
Pikes Peak Workforce Center said it would offer free assistance 
to the dislocated employees.

Most if not all of the Denny’s locations are now listed as being for 
lease.  One firm involved in the leasing process said that it is un-
likely that Denny’s will reoccupy the previous Denny’s locations.  
The far North Academy Blvd. location is a prime traffic location 
as cars enter 1-25 northbound, plus, there are several hotels im-
mediately adjacent and nearby to the property.

Meantime, if you are “Mourning Over (a) My
Hammy” in Southern Colorado, Denny’s is inviting all of us to take 
the short trip to Denver with this statement:  "We will be evaluat-
ing potential opportunities to reopen in the market in the near 
future and in the meantime, welcome area residents and visitors to 
enjoy our diner favorites at our 15 Denver area locations.”

Enjoy the drive.

Denny's ® and Moon Over My Hammy ® are registered trade-
marks of Denny’s Inc. 

Abe Imani, Denny’s Franchise owner

Moon Over My Hammy iconic Denny’s menu item

Now-shuttered Denny’s on North Academy @ 1-25 entrance
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IF WE MISS YOUR HOME CLOSING DATE

*35 DAY GUARANTEE STARTS THE DAY THAT WE PERSONALLY MEET WITH YOU TO START YOUR LOAN PROCESS WITH IFF. 
ASSUMPTION IS MADE THAT ALL INFO PROVIDED TO IFF IS ACCURATE AND VERIFIABLE. BASED ON AUTOMATED APPROVAL 

WITH FANNIE MAE/FREDDIE MAC. BASED ON CLIENT PROVIDING UNDERWRITING DOCUMENTATION TO IFF WITHIN 48 HOURS 
THAT REQUEST IS MADE TO BORROWER. $1000.00 WILL BE CREDITED TO YOU ON YOUR HUD SETTLEMENT STATEMENT B

IFF IF WE DON'T MEET YOUR PURCHASE CLOSING DEADLINE. 

VICTOR KARNS, MORTGAGE BANKER 
(719) 360-3767, VIC@INTEGFIRST.COM 

CO #100023696 | NMLS #296856 | IFF NMLS #394990

 
 

SERVING EL PASO COUNTY SINCE 2002

VA PURCHASES - ZERO DOWN - PERIOD!
FHA PURCHASES

HISTORICALLY LOW RATES
CONSTRUCTION LOANS

LAND LOANS
INVESTMENT PROPERTY PURCHASES - 15% DOWN

Crystal Anniversary

719-375-8055
WWW.PYRAMIDCOLORADO.COM
5727 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
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Donkey Kong, and Pac Man.  We had a free ride in our minds until 
we were 18 so why save? Ha!

High school came around and I still didn’t know what I wanted to 
be, but I did know that college was the next step and Bridgewater 
State College in Massachusetts was the best decision I could have 
made. In college I was heavy into student activities, held two very 
social campus part-time jobs (i.e. didn’t really work, just talked to 
my friends), member of track team, President of Gamma Phi Beta 
sorority, Resident Assistant and still managed to graduate in 4 
years and get into graduate school for Higher Education studies. 
I wanted to be a Dean. As graduate school was coming to an end 
I applied to over 40 campus housing jobs at colleges and univer-
sities across the country and University of Colorado at Boulder 
chose me to run one of their Freshman residence halls. 

At the end of my two-year contract, I knew that a career in 
Higher Education wasn’t what I was cut out for and didn’t fit 
my personality or drive. I decided to take a year off, leaving 
everything behind to go on a solo adventure. I quickly received a 
contract job in Seoul, South Korea teaching English. I landed at 
the Seoul airport by myself and at 2:00 a.m. I remember calling 
my mom and saying, ‘Hi Mom, it’s Kimi and I just realized I am 
in South Korea’.  It didn’t take me long to make many Korean 
and expatriate friends, attend Korean language classes, and start 
exploring South Korea and Asia. I brought my trusty snowboard 
and got to frequently ride with the South Korean amateur team. 
As I was just about to sign up for a second contract year as an 
English instructor I was diagnosed with cancer and had to head 
back to Massachusetts for surgery. I was lucky as the Doctors 
caught it in time so my take on cancer was that it was a tempo-
rary inconvenience. My thoughts during that time is best said in 
the iconic words of Prince: And if the elevator tries to bring you 
down Go crazy - punch a higher floor!

I want to address my earlier comment about how my upbringing 
has affected my successful career in real estate. When my parents 
moved me, my sister Nikki and my brother Miki to Holden, Mas-
sachusetts in 1982 I thought I was being punished. My fun pre-teen 
years in Virginia Beach since age 3 was going to disappear. My 
parents didn’t let us turn on the electric heat, clothes dryer, or the 
dishwasher. A sort Laura Ingalls but I had did have a typewriter. I 
don’t remember complaining because it was warm and we got used 
to putting on frozen jeans just taken from the clothesline outside. 
Our house in Massachusetts was adjacent to national forest and 
was in the middle of nowhere. The long unpaved dirt driveway 
which during the long Winter season you just expected to park 
at the mailbox and walk all of the groceries 1/8 mile to the house. 
During my sophomore year in high school, my mom was my school 
bus driver and we would go with her early in the mornings to help 
her get the bus ready – defrosted, warmed up and swept. All in all a 
fantastic upbringing and I wouldn’t change a thing. I was taught the 
important basics from my mom and dad: Be yourself, work hard, 
treat all people well, do the right thing and stay goofy!

KIM KLAPAC

up and coming real 
estate agent

Friend: ‘You should be a real estate agent’.

Me: ‘What!? Why would you say that?’ 

Friend: ‘Because you can talk to a rock and get a response’.

…and that’s how it started seven years ago but little did I know it 
took much more than talking to a rock to become a successful real 
estate agent.  Three weeks after that conversation I started school 
at Kaplan on N Union Blvd. My first day of school was encouraging 
as I found the first of my future friends in real estate, Greg Luczak 
, Jermaine Butler, and Pam Higgins; all fantastic agents and still 
remain my friends to this day. Our study breaks at Leon Gessi 
Pizza were among the many highlights during that time. Finishing 
up real estate school, passing state and national exams and finding 
a brokerage firm to officially kick off my career was the easy part. I 
soon realized that this profession is complicated, stressful, reward-
ing, an emotional roller coaster, fun, not fun, dynamic, competi-
tive and a 24/7 lifestyle.  Today I am writing about myself as the 
up and coming real estate agent for this edition of Real Producer 

Magazine. My past experiences, relationships, my upbringing and 
other life happenings has shaped me and brought me to this point 
as it goes well beyond the last seven years of hard-work, sleepless 
nights, and 180+ closed transactions.

When I was growing up I wasn’t the type of child or teenager 
who knew what they wanted to be, nor followed a certain track 
of discipline to get me to a certain goal or dream. I wanted to be 
a Veterinarian when I was 10 years old, so I volunteered at the 
local SPCA cleaning dog kennels and walking dogs. I cried a river 
when my mom picked me up, just thinking of the dogs without 
homes or those who were injured and getting treatment. I was 
just too animal sensitive for that career so instead, I went the 
corporate route and my best friend Patricia and I got a paper 
route. We would ride around on our beach cruisers every day 
after elementary school throwing newspapers on our clients’ 
driveways. Every two weeks we would go door to door collect-
ing our tips – we were great at what we did and became the two 
kids with the most disposable income. We quickly squandered 
our earnings at the arcade playing countless hours of Centipede, 
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Individually my parents gave me their own unique advice. Two 
pieces of advice from Dad: ‘Kimberley, do you have thick skin? 
Well, you should. You should have skin like a labstah (lobster) – it 
will help you in life’.  The second piece of advice from my Dad I 
can’t put in print but in lieu of the four-word expletive followed 
with ‘em’ the translation is ‘don’t worry about it, don’t worry 
about them’. My dad was funny and giving and was kind to all. 
After the Navy, he became a mailman at the central Worcester 
post office and retired after over 25 years. He rarely missed a 
day of work and would get up at 4:00 a.m. every day to stoke the 
coal fire so we would wake up to a warm house. He was a hard 
worker, funny, even funnier dancer, and loved his family.

Advise from Mom: ‘Kimi, don’t have kids and don’t get married’. 
YES! I know you are thinking that this is super harsh advice and 
why would a mom say that? Trust me it is ALL in context (okay I 
did embrace advice #1 and tried advice #2). My mom was a very 
strong woman who worked hard to provide as best she could for 
her three kids and two to three dogs at a time. She went to all of 
our sports, drove us everywhere -- like a 5-star Uber driver, and 
kept the house in order. She gave me the advice because she was 
just plain tired and us kids and my Dad were driving her crazy 
most times. My mom was funny and goofy. The one trait that I was 
fortunate to gain from her was being strong and the sense of con-
viction. She was mamma bear and no one messed with her cubs.

Back to post South Korea adventure and how I got to writing this 
article. All healed up and bored out of my mind from recovering I 
decided to join corporate America and I landed a fantastic market-
ing job in Los Angeles working for an airline OEM parts company 
whose clients included most international airlines. The job was 
a great starting point, and marketing and sales is where I knew I 
should be  – it’s where I excelled. On the weekends I taught snow-
boarding at Mt High which rounded out the Cali life I dreamed 
about. Two years later, the company moved its marketing head-
quarters to San Antonio, TX. I chose not to follow as at that point I 
loved snowboarding too much to leave the snow. After a quick stint 
working as a personal assistant to Johnny Buss of the WNBA Los 
Angeles Sparks, I headed to Denver, CO and worked selling natural 
gas to commercial clients in the Denver/Boulder area. I kept my 
passion for snowboarding strong by dabbling in some jump com-
petitions and riding as much as I could get in during the season. 
Lucky for us here in Colorado the season goes on and on!   

Two years later, beautiful Colorado Springs is where I ended up 
and where I consider home. I hit the job market in 2000 and was 
extremely fortunate to work for Plasmon, a data archiving company 
on Garden of the Gods. I worked as a time and materials manager for 
eight years and every day it felt like I was working with family. We 
built strong friendships and after the company went bankrupt at the 
end of 2008 many of us still remain friends for life.

Somewhere in here, I must speak of my boys -- my beagles -- 
Handsome Henry and Little Luckey. Sadly, my Luckey at 16 years 
of age passed away one week after the photo shoot for this article. 
Handsome Henry is 18 years old and still a champ. These two 

hounds kept me sane when coming home from an insane day. They 
are my everyday hiking companions and they have walked and run 
thousands of miles of trails with me in N. Cheyenne Canon. This is 
the one place where my mind rests. In between listening to nature, 
watching the hawks fly, getting out of the way of the pack of wan-
dering deer or just talking to the locals, I simply am calm. This is 
my go-to place, my peaceful place, my engaging place, my church, 
my fresh air…my break. Soooo don’t ask me ‘How’s the market’ if 
you see me on the trails and open space … I may not hear you. 

My current career as a real estate agent was not planned and not 
a career I envisioned for myself prior to 2010. In fact, when that 
friend of mine mentioned that I should be a real estate agent, I 
was taken aback. My first house in Old Colorado City was bought 
without a real estate agent, as a for sale by owner and found in the 
newspaper (yup print) as an open house advertisement. My cur-
rent home was also purchased as a for sale by owner with no agent 
representation. Both I remember as being stressful times trying to 
get to closing with no real understanding of the process. Without 
any history of working with an agent my only perception (with-
out basis) was how fun and easy the career would be! Just show 
homes when you want, put a sign in a yard and meet clients, while 
wearing nice clothes. My colleagues and friends in the industry are 
probably smiling right now and totally agreeing that this is how 
many feel our profession truly works – we have a glamorous ca-
reer. The fact is, being successful in real estate is not solely based 
one’s financials, but how your clients and colleagues perceive you 
- would they jump on the chance to refer you? If you really work 
hard and do your absolute best 100% of the time our career choice 
turns into a lifestyle and that is what I was thinking last summer 
while driving north on I-25.  I think, worry, read, listen, advocate, 
practice, dream (yes nightmares about deadlines) real estate all of 
the time, literally. I love what I do.

…and that my friends is how it comes full circle to Me: ‘What!? 
Why would you say that?’ now up and coming real estate agent!

The End. 

7 1 9 . 5 7 8 . 5 9 0 0
We are a full-service provider of title insurance, 
escrow and related products for residential and 
commercial real estate transactions across Colorado.

101 South Sahwatch Street, Suite 212
Colorado Springs, CO 80903

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
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“Inventory 
Story”By Michael Podoyak, 

Executive Manager 
Empire Title of 

Colorado Springs, LLC

“Once upon a midnight dreary, while I pondered, weak 
and weary…” the local real estate market was nothing 
to write home about, especially if you were a Seller 
in it.  The low point – and “it was a dark and stormy 
night” indeed – came in January 2009 when the 
number of residential homes sold was just 8.4% of the 
homes listed in the Pikes Peak Multiple Listing Service. 
Nine years ago this month, 413 homes closed out of 
the 4,925 listed on the MLS.

“It was the best of times, it was the worst of times, 
it was the age of wisdom, it was the age of foolish-
ness.”  That time was not even when our area’s 
listings were at their highest.  The previous peak, 
possibly of all time, hit prior to that in July 2007 
with 7,065 homes listed for sale.  The last peak 
came after, in July 2010, with 5,955 homes on the 
market.  Also, though that was the lowest month 
of home sales since at least 2003, things certainly 
didn’t improve right away with only 464 homes sold 
the following January, 460 sold in January 2011 
and 474 sold in January 2012. 

Then, “all this happened, more or less.”  Now, our 
real estate market is making history!  The number of 
listings has steadily declined to 1,350 in December 
2017 – among the three lowest months in decades.  
The number of homes sales has also been declining 
because of the lack of inventory.  December saw the 
fourth consecutive monthly decline, dropping to 
1,206 sales compared to the all-time peak of 1,743 
this past June.  This has resulted in a record percent-
age of listed homes sold last month of 89.33%!

“Happy families are all alike; every unhappy fam-
ily is unhappy in its own way.”  With this drought 
of listings, we have broken another record in the 
number of months of inventory available.  Theoreti-
cally, if not one more house was listed for sale, it 
would take just a single month to exhaust what is 
currently on the market.

Of course, that is an extremely simplified story 
due to the disparity in home prices on the mar-
ket.  The median sales price in December 2017 of 
$285,000 tied for second for the all-time high in 
our area; first place was just $250 higher last June.  
Almost 63% of the homes sold last month did so at 
$250,000 or greater.  For the year of 2017, nearly 
59% sold at or above that price – especially chal-
lenging or impossible for first-time buyers and 
lower-income families.

For Buyers that find something, they like in their 
price range, “My advice is, never do tomorrow what 
you can do today.  Procrastination is the thief of 
time.”  In these market conditions, it can also be the 
thief of “…and they lived happily ever after.”

Inventory in Number of Months
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719-930-4847
CarpetDirectCO-Springs.com

©2017 North American Title Group, LLC and its subsidiaries. All Rights 
Reserved. North American Title Group, LLC and its subsidiaries are not 
responsible for any errors or omissions, or for the results obtained from the 
use of this information. 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 17-10536 R 02.10.17

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

www.nat.com/CO

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

Our customers have come to rely on North American Title’s strength and 
stability over the past 60+ years. With over 130 offices coast to coast, we 
offer national coverage and local expertise – all backed by the financial 
strength of our S&P 500 parent company. In addition, we are the largest 
title company to be Best Practices Certified by Aprio (formerly HA&W),  
offering extra assurances for privacy and security for personal information as 
well as attentive customer service.

To learn more about the benefits of working with North American Title, visit  
www.nat.com/COBPCertificationBenefits.

Count on North American Title for smooth closings today and peace of mind tomorrow.
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Do you and/or your staff REALLY need sexual 
harassment training?

Sexual Harassment

By Robert O’Brien 
Real Producer’s Reporter

Everyone has seen the news reports of the downfall of dozens of celebrities, almost instantly going from famous to 

infamous overnight.  Hollywood mogul Harvey Weinstein, Today Show host Matt Lauer, FOX News commentator Bill 

O’Reilly, Saturday Night Live! alum and comic-turned Senator Al Franken, former FOX News chief Roger Ailes, MSNBC’s 

Morning Joe panelist Mark Halpern, and the list goes on and on.  This seeming tidal wave of sexual harassment headlines 

isn’t new, however.  There was the infamous case of the (now Supreme Court Justice) Clarence Thomas Hearings (1991), 

the Navy Tailhook Scandal (1991 and the David Letterman “blackmail” sexual harassment incident, where Letterman 

admitted on his show of his improprieties with certain staff members when threatened with blackmail (2009).

While the famous get the headlines, the real story is 
that sexual harassment goes on every day in offices, 
in the field, almost anywhere where two or more 
people gather.  A recent study found that:

1.	 1 in every 4 women experience sexual harass-
ment in the workplace. 

2.	 A similar poll found 1 in 10 men experiencing 
sexual harassment as well. 

3.	 A fourth of men are concerned of becoming 
falsely accused of sexual harassment.

So, what do you know about sexual harassment 
and how it might apply to where you work?  What, 
exactly, or inexactly, constitutes sexual harassment 
in the workplace?  Have you been a victim?  Pos-
sibly an inadvertent (or worse) perpetrator?  Is the 
subject complicated or is it one of those “you know 
it when you see it” things?  Is there a difference if 
sexual harassment occurs in the field or in the of-
fice, with or by an associate or a client?

In the January, 2018 edition of the National As-
sociation of Realtors (NAR) Magazine, Realtor 
Mag, there is a little quiz you can take which tests 
your awareness of what constitutes sexual harass-
ment ( https://www.nar.realtor/RMOQuiz2.nsf/

SexualHarassmentQuiz?OpenForm). The correct 
answers will appear at the end of this article; don’t 
peek!  See how you do.  

QUIZ: Sexual Harassment 
Awareness

Sexual harassment is a serious offense that not only 
interferes with work performance, but also can 
create a hostile, intimidating, and offensive work 
environment. Gain a better awareness of what con-
stitutes sexual harassment with this simple test.

1.	 Most sexual harassment is based on 
sexual advances.

	 True
	 False

2. 	 Before someone can complain of sexual 
harassment, he or she must have lost 
some tangible job benefit. 

	 True
	 False

3. 	 The company can be held liable for sexu-
al harassment committed by its brokers 
or sales associates.

	 True
	 False

4. 	 A broker can be held liable if a client, 
customer, contractor, or other non-em-
ployee sexually harasses a sales associ-
ate.

	 True
	 False

5. 	 If you are talking to a co-worker about 
sexual fantasies and another sales as-
sociate overhears the conversation, 
that person can’t complain of sexual 
harassment because the comment wasn’t 
directed at him or her.

	 True
	 False

6. 	 If a person submits to sexual harassment 
and engages in a sexual act with someone 
from the office, he or she can’t complain 
about it afterward.

	 True
	 False

The NAR Code of Conduct and Sexual Harassment 
Policy includes the following types of behavior 
which can be classified as sexual harassment:

“Verbal: Sexual innuendoes, suggestive com-
ments, jokes of a sexual nature, sexual proposi-
tions, threats.“Non-Verbal: Sexually suggestive 
objects or pictures, graphic commentaries, sugges-
tive or insulting sounds, leering, whistling, obscene 
gestures.“Physical: Unwanted physical contact, 
including touching, pinching, brushing the body, co-
erced sexual intercourse, assault.The policy contin-
ues:  “Whatever form it takes -- verbal, non-verbal 
or physical -- sexual harassment is insulting and 
demeaning to the recipient and cannot be tolerated. 
Sexual harassment of any member or staff by any 
member or staff will not be tolerated.” The National 
Association of Realtors posts it’s sexual harassment 
policy on it’s website: https://www.nar.realtor/ae/

manage-your-association/ 

association-policy/code-of-conduct-and-sexual-

harassment-policy.  

Question:  As a company do you 
have to offer sexual harassment 
training in Colorado?

According to the nolo.com/legal-encyclopedia, 
(https://www.nolo.com/legal-encyclopedia/do-

conduct-workplace-training-harassment.html),  
the answer to that question is “no.”  From the 
research Real Producers has done on the topic, it 
seems highly advisable regardless of the size of 
your company (say, two or more?) to offer sexual 
harassment training. There are only two states as 
of this writing which require companies to provide 
sexual harassment training (neither is Colorado).  
Sexual harassment training could be required, 
however, as the result of a legal claim against 
your firm.  Wouldn’t you like to be able to dem-
onstrate in that instance that you offered training 
prior to any incident?

To bite or not to bite
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According to AnnaMarie Mudd, long-time Sellstate Alliance 
Realty agent and Realtor, teacher and trainer, “there are good 
reasons to provide training to everyone in your company:

·	 Training establishes standards of acceptable and appropriate 
behavior and tells employees what to do if they think they’ve 
experienced harassment. 

·	 It reinforces the message (already sent by your policy) that the 
company is serious about preventing and correcting violations.

·	 By training supervisors, an employer prepares its frontline re-
sponders to watch for, prevent,and address potential problems 
early and effectively. This willpromote a work environment 
that’s comfortable, functional, and legally compliant. It will en-
sure that your company becomes aware of brewing trouble as 
soon as possible. And, it will help your company defend itself 
against certain types of harassment claims.

·	 Some companies resist training because it costs time and 
money. However, investing in training is a really cost-effective 
preventive measure. Training protects employees and employ 
ers from the greater damage (to emotions, productivity, and the 
bottom line) that harassment can inflict in the workplace.

The Federal Government weighs in on this topic with a surpris-
ingly concise description of sexual harassment.  According to the 
US Equal Employment Opportunity Commission, “It is unlawful 
to harass a person (an applicant or employee) because of that 
person’s sex. Harassment can include “sexual harassment” or 
unwelcome sexual advances, requests for sexual favors, and other 
verbal or physical harassment of a sexual nature.Harassment 
does not have to be of a sexual nature, however, and can include 
offensive remarks about a person’s sex. For example, it is illegal 
to harass a woman by making offensive comments about women 
in general.Both victim and the harasser can be either a woman or 
a man, and the victim and harasser can be the same sex. Although 
the law doesn’t prohibit simple teasing, offhand comments, or 
isolated incidents that are not very serious, harassment is illegal 
when it is so frequent or severe that it creates a hostile or offen-
sive work environment or when it results in an adverse employ-
ment decision (such as the victim being fired or demoted).The 
harasser can be the victim’s supervisor, a supervisor in another 
area, a co-worker, or someone who is not an employee of the 
employer, such as a client or customer.”  
https://www.eeoc.gov/laws/types/sexual_harassment.cfm

Where can you get  
Sexual Harassment training?
There were 21,600,000 results when we searched “Sexual 
Harassment Training” in Google.  Prices for what were mostly 
online courses ranged from $45 for an individual, two-hour on-
line course, to $1500 on up for group training.  Real Producers is 
not going to provide a list of available training as it would require 
vetting each one.  We suggest you carefully look-into the quali-
fications of the provider to offer such training and certainly find 

out what you can regarding user satisfaction and 
any complaints.  Do they offer certification of any 
kind?  Do they offer one-time or ongoing training?  
Is it just online or do they offer on-premises train-
ing, such as Thomson Reuters? Having minimally 
a company “Sexual Harassment” manual/policy 
everyone can read, where owners and managers, 
brokers and Realtors, can sign and date that they 
read and agree to comply with your policy, seems 
essential.  How about a staff meeting with Q&A and 
openness?  The last thing anyone wants, in the field 
or in the office, is a toxic workplace.  Or where a 
current employee is experiencing a situation that 
is causing them, and possibly others in the firm, 
great discomfort, fear and poor performance.  Get 
ahead of any problems.  Be prepared.  Look at all 
the people and companies that that were shocked, 
shocked, that suddenly an employee, co-worker or 
you stand accused of sexual harassment or worse.  
Or that someone in your company, or a co-worker 
or you are a victim of sexual harassment, or worse.  
It happens.  It’s happening.  Minimize the risks; it 
just makes sense. Note:  This article is addressed 
to employees, managers and owners.  If the com-
pany you work for does not offer sexual harassment 
training, show “the boss” this article).

Quiz Answers:

1.	 False  Sexual harassment can be a power issue 
and may not involve an actual advance

2.	 False  No tangible benefit, such as a promo-
tion or a pay raise, needs to have been lost for 
sexual harassment to occur. Actions that create 
a hostile work environment are also illegal.

3.	 True  The company may be held liable for 
sexual harassment by the broker and, in some 
cases, the sales associates during work-related 
activities

4.	 True  The broker may be liable if he or she 
was notified of the conduct and failed to take 
immediate corrective action

5.	 False   If a conversation interferes with the 
person’s work and creates an offensive, intimi-
dating, or hostile work environment, it may be 
sexual harassment.

6.	 False  The issue is whether the advances were 
welcome, not whether the complainant’s par-
ticipation was voluntary.

Quiz reprinted from REALTOR® Magazine by permission of 
the National Association of REALTORS®. Copyright 2018. All 
rights reserved.

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!

Interest rates
and prices
are rising,
should
you wait?
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Radon
What This Certified Radon Tech 
Would Like Realtors to Know

By Treese Kjeldsen, Ground Floor Home 
Inspection Certified Radon Tech and 

Executive Administrator

There are three things I have been told by 
experienced realtors as I am setting up/
taking down radon tests in homes, that 
I would like to address. The first is: Ra-
don is just a bunch of hogwash anyway, 
or variations of that theme. The science 
behind radon and radon measure-
ment is well-established.  All realtors 
should familiarize themselves with The 
Citizen’s Guide to Radon, which can be 

found at this link and is free:  

https://www.epa.gov/sites/production/
files/2016-12/documents/2016_a_citi-

zens_guide_to_radon.pdf.  Radon exposure is 
the second-leading cause of lung cancer (second 

to smoking, of course), and the leading cause among 
non-smokers.  Doctors are just beginning to look at 
home testing of radon when lung cancer is present 
in families that are non-smokers and have resided 
in their home for a lengthy time.  Additionally, 65% 
of the homes tested in Teller County and 46% of the 
homes tested in El Paso County have radon above the 
EPA recommended maximum of 4.0pCi/L.  I think 
the “hogwash” idea is because radon gas is colorless, 
odorless, and tasteless.  I like to say “it won’t kill you 
overnight like carbon monoxide, but it can kill you 
and your family in 20 years.”  From the above EPA 
publication: “Radon is a radioactive gas.  It comes 
from the natural decay of uranium that is found in 
nearly all soils.  It typically moves up through the 
ground to the air above and into your home through 
cracks and other holes in the foundation.  Your home 
traps radon inside, where it can build up.  Any home 
may have a radon problem.  This means new and old 
homes, well- sealed and drafty homes, and homes 
with or without basements.” One home can test high, 
the next-door neighbor can test low.  You don’t know 
until you test!

This brings me to the second thing I hear all the time:  
We don’t need to test for radon because we don’t have 
a basement.  According to my RTCA Radon Measure-
ment Operators Course Manual, basements do have 
the highest concentration of radon, because they tend 
to be more “buttoned up” even in the summer.  How-
ever, if your home is on a radon source and permeable 
soil, and during the winter months when it’s closed 
up, the ground-floor level is your lowest level for 
radon collection purposes.  Each level up in a home 
measures approximately half the level below.  If the 
basement measures out at 10.0 pCi/L, the first floor 
can be assumed to be 5.0 pCi/L, second floor 2.5, etc.  
Notice in this case, the first floor is still dangerous to 
breathe.  A first-floor can easily collect as much as 

a basement, although it tends to be more easily dis-
persed by opening windows in the summer … unless 
the AC is running all summer and just recirculating 
the radon through the home.

The third statement is something along the lines 
of: we don’t need to test, we’re not on granite.  
Radon is a decay product of uranium, naturally 
occurring; and as a result of mining.  Radon has its 
own decay products, which are the actual cancer-
causing culprits.  I don’t even want to be reminded 
of the chemistry from my cert course!  I think the 
confusion here is that you probably don’t know 
what your home is really built on, and that it’s also 
affected by air pressure differentials, holes in the 
foundation, radon in the construction materials 
themselves, the water content of the soils.  The air 
pressure in a house is generally less than in the sur-
rounding air and soil; this makes the house act like 
a vacuum, drawing soil gasses including radon up 
into the home.  Where did this “granite” thing come 
from?   Not sure, but here’s something interesting 
and logical when you think about it:  If your home is 
built on a solid granite slab, the radon will actually 
move up and around the solid slab, perhaps totally 
missing your home on its journey up through the 
soils.  If your home is on gravel or sand, the soil 
gasses move as straight up as possible, possibly 
entering your home through foundation cracks or 
around pipe/electrical entrances.  

Interesting things about radon and radon testing:

1.	 Sellers will sometimes read online that putting 
a fan on the test apparatus will lower the result.  
That can happen…….but sometimes the fan acts 
to create more of an air pressure differential 
in the home and can pull more radon into the 
home, and can increase the radon measured.   
Karma.  

2.	 Wind and rain can affect the test results.  Lots of 
rain can “flood” the pathways in the soil that the 
radon gas takes upward through what’s under 
the home, and can force more radon into the 
home.  Wind can increase the air pressure dif-
ferential between the home and the soil, pulling 
more radon up into the building.  

The great thing is that radon gas is easily, and not 
too expensively,  mitigated once found, keeping 
your clients safe and healthy. 

Photo credit: chainsawjournal.com
Photo credit: safeairradontesting.com

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

save the date

Afternoon Social

Please plan to join us at Classic 
Homes in the Flying Horse for a late 
afternoon social!

Food and drink will be provided by 
us, and catered by SALT OF THE 
EARTH CATERING 

Come socialize and see old friends, 
meet new high producing agents and 
tour the new models built by Classic 
Homes in the Flying Horse!
We look forward to seeing you there!

MONDAY, MARCH 19  FROM 3 P.M. 

TO 5 P.M.

Classic Homes
2015 Walnut Creek Ct.
Colorado Springs, CO 80921From the initial 

consultation, the project 
design and layout, 
financing, choosing 
materials, scheduling 
demos and installs, to the 
clean up... we are here to 
walk with you 
hand-in-hand, to ensure 
the regular flow of life is 
back to normal as quick 
as possible...
 

Normal with a new 
beautiful home 

interior to be 
specific!

Design 719-243-6312
Install 719-243-6315
Office 719-243-6313
Sales@COHomeInteriors.com
COHomeInteriors.com

CHI “Colorado Home Interiors”

A new kitchen
is a new home

Showroom Address: 
3609 Austin Bluffs Pkwy
Unit 20
Colorado Springs, CO  80918
United States

Cabinets • Countertops
Flooring • Tile • Closets

Pantries • and more
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Top Agents From 2017  current as of 2/8/2018

INDIVIDUAL STATS

# Name Office List 

Side

Sold 

Side

Total 

Sides

$ Volume 

List Side

$ Volume 

Sold Side

Total $ 

Volume

1 Mark Ewell Turner Associates 192 0 192 $57,975,146 $0 $57,975,146

2 Lana Rodriguez RE/MAX PROPERTIES, INC. 56 109 165 $14,994,700 $29,136,245 $44,130,945

3 Dean Weissman The Platinum Group, Realtors 35 25 60 $21,681,450 $9,579,762 $31,261,212

4 Tammi Stuart Keller Williams Clients Choice Realty 33 34 67 $12,867,483 $11,193,072 $24,060,555

5 Kathy  Loidolt Flying Horse Realty 31 29 60 $12,431,500 $11,403,751 $23,835,251

6 Suzanne Adamson All Seasons, LLC 101 40 141 $18,346,450 $4,251,127 $23,806,877

7 Chris and Mary Watson Re/Max Real Estate Group 34 37 71 $10,751,700 $11,316,795 $22,068,495

8 Derek Wagner Keller Williams Premier 33 34 67 $11,275,209 $9,718,696 $20,993,905

9 Jodi Bohenna Keller Williams Clients' Choice 39 27 66 $11,986,200 $8,660,345 $20,646,545

10 Mark Salas 3595 E Fountian BLVD #250 30 55 85 $759,000 $12,588,610 $18,904,335

11 Michelle Fisher RE/MAX Properties, Inc. 20 44 64 $12,478,900 $6,385,100 $18,864,000

12 Chad Lauber Coldwell Banker Residential 10 60 70 $3,877,000 $14,248,551 $18,125,551

13 Dave Sanders Re/Max Real Estate Group 37 27 64 $8,411,400 $8,705,901 $17,117,301

14 Amber Wolcott RE/MAX Real Estate Group 15 45 60 $3,552,500 $12,547,950 $16,100,450

15 Craig McConnell Avalar Real Estate 35 20 55 $9,923,500 $6,115,500 $16,039,000

16 Mike Rosenhahn Great Colorado Homes 17 32 49 $5,298,408 $10,515,002 $15,813,410

17 Rob Henderson ERA Shields Real Estate 29 18 47 $9,558,359 $6,184,500 $15,742,850

18 Cindy Linder RE/MAX Advantage 34 25 59 $8,394,013 $7,331,792 $15,725,805

19 Kim Klapac Coldwell Banker Residential Brokerage 27 26 53 $7,357,900 $8,049,836 $15,407,736

20 Blake Barcus Bold Street Properties 25 $14,790,807 $525,000 $15,315,807

21 Linda Lafferty The Platinum Group 15 22 37 $5,684,000 $9,335,133 $15,019,133

22 Leighanne Potts RE/MAX Properties, Inc. 18 35 53 $3,915,800 $10,853,150 $14,768,950

23 Pam Palone RE/MAX Properties, Inc. 29 25 54 $6,974,000 $7,024,950 $13,998,950

24 Bill Hourigan The Platinum Group, Realtors 22 15 37 $7,358,950 $6,239,096 $13,598,046

25 Russ Winther Weichert, Realtors-PikesPeakGroup 16 31 47 $4,364,250 $8,108,000 $12,472,250

26 Lisa Robinson RE/MAX Advantage 21 22 43 $5,651,625 $6,218,339 $11,869,964

27 Dana Williams RE/MAX Advantage 16 22 38 $4,953,500 $6,877,611 $11,831,111

28 Jamie Krakofsky Remax Real Estate Group 13 31 44 $3,818,200 $7,940,600 $11,757,800

29 Meri Burgess The Cutting Edge, Realtors 27 25 52 $6,922,300 $4,736,149 $11,658,449

30 Maggie Easton RE/MAX Properties, Inc. 14 14 28 $5,017,400 $6,388,750 $11,406,150

31 Craig Rogers The Platinum Group Realtors 10 16 26 $3,317,000 $8,025,250 $11,342,250

32 Casey Fortune Great Colorado Homes 8 23 31 $2,088,000 $9,227,800 $11,315,800

33 Lauren Stadjuhar Re/Max Properties, Inc 12 9 21 $6,696,500 $4,553,889 $11,250,389

34 Dan Donivan RE/MAX Advantage Realty 25 10 35 $7,915,600 $3,165,766 $11,081,366 Disclaimer: 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.

# Name Office List 

Side

Sold 

Side

Total 

Sides

$ Volume 

List Side

$ Volume 

Sold Side

Total $ 

Volume

35 Ann Heiring RE/MAX Advantage 11 20 31 $3,571,800 $6,753,095 $10,324,895

36 Chris J Clark Pikes Peak Homes and Land 14 24 38 $7,168,700 $2,774,900 $9,943,600

37 Jennifer Montoya, MBA Coldwell Banker Residential Brokerage - 

Colorado Springs

17 16 33 $4,168,100 $4,951,957 $9,120,057

38 Rachel Buller Manitou Springs Real Estate, LLC, Rachel 

Buller

20 9 29 $6,082,616 $2,662,000 $8,744,616

39 Cheryle Burgess RE/MAX Advantage 15 12 27 $4,988,200 $3,704,362 $8,692,562

40 Darcy Lee Coldwell Banker Residential 14 15 29 $3,993,900 $4,619,300 $8,613,200

41 Pamela Weatherford Colorado Springs Best Real Estate Keller 

Williams Clients Choice

13 11 24 $3,738,675 $4,863,043 $8,601,718

42 ROBIN M SEARLE Sellstate Alliance Realty 14 15 29 $3,840,593 $4,712,633 $8,553,226

43 Ryan Moberly Remax Real Estate Group 15 18 0 $3,641,000 $4,677,200 $8,318,200

44 Marnie Terry RE/MAX Advantage 11 7 18 $5,029,400 $2,754,500 $7,783,900

45 Cristina Delacruz RE/MAX Advantage 16 13 29 $4,199,600 $3,572,993 $7,772,593

46 Amy Cerrone RE/MAX Advantage 13 10 23 $3,725,500 $3,556,751 $7,282,251

47 Peggy Ulmer ERA Shields 7 18 25 $1,611,000 $5,509,052 $7,120,052

48 Lorraine Sayer RE/MAX Advantage 11 12 23 $3,044,500 $4,028,382 $7,072,882

49 Roxann Siudzinski RE/MAX Advantage 12 8 20 $3,710,700 $2,956,400 $6,667,100

50 April DeNio IBEX Realty Group 13 8 21 $4,115,695 $2,526,510 $6,642,205

51 Sheri Booth Keller Williams Clients' Choice Realty 27 0.8 27.8 $6,458,900 $140,750 $6,599,650

52 Cheryl Pixley RE/MAX Advantage 17 10 27 $4,375,150 $1,978,100 $6,353,250

53 Ben Quigley RE/MAX Advantage 8 18 26 $1,861,700 $4,429,508 $6,291,208

54 Gordon Dean RE/MAX Advantage 12 13 25 $3,377,500 $2,893,950 $6,271,450

55 Jonathan Cole RE/MAX Advantage 12 9 21 $3,743,400 $2,525,962 $6,269,362

56 Stephanie Diede RE/MAX Advantage 11 7 18 $3,215,000 $2,844,100 $6,059,100

57 Dan Menna RE/MAX Advantage 10 13 23 $2,499,000 $3,554,593 $6,053,593

58 Gary Jordan RE/MAX Advantage 7 11 18 $2,142,000 $3,717,010 $5,859,010

59 Mary Lynch RE/MAX Advantage 11 9 20 $2,449,000 $3,237,500 $5,686,500

60 Jesse Campillo RE/MAX Advantage 7 10 17 $2,700,300 $2,595,278 $5,295,578

61 Michael Jensen RE/MAX Advantage 9 5 14 $2,872,470 $2,194,000 $5,066,470

62 Geraldine Berry RE/MAX Advantage 6 11 17 $1,439,500 $3,332,591 $4,772,091

63 Tiffany Black RE/MAX Advantage 5 8 13 $1,255,000 $2,468,516 $3,723,516
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# Team Name List Side Sold 

Side

Total 

Sides

$ Volume  

List Side

$ Volume 

Sold Side

Total $ Volume

1 Monica Breckenridge 251 210 461 $64,506,395 $58,273,200 $122,779,595

2 Brian Maecker 117 67 184 $33,489,908 $21,535,533 $55,025,441

3 The Kibler Group 83 114.4 197.4 $21,277,995 $27,798,219 $49,076,214

4 Cole Underwood 52 52 104 $16,724,644 $18,738,353 $35,462,997

5 The Bobbi Price Team 75 39 114 $24,250,000 $10,750,000 $35,000,000

6 Dave Brown Team 81 63 141 $18,538,000 $15,527,762 $34,065,762

7 Roshek Group 46 66 112 $15,090,425 $17,268,783 $32,359,208

8 Jason Daniels & Associates 40 69 109 $11,224,200 $20,059,071 $31,283,271

9 Jerry Clark 57 35 92 $16,837,950 $13,198,576 $30,036,526

10 Darrell Wass 39 45 84 $14,119,400 $15,518,975 $29,638,375

11 The Sanders Team 56 63 119 $10,639,800 $18,229,321 $28,869,121

12 The Becky Gloriod Partners 27 20 47 $17,117,790 $10,685,864 $27,803,654

13 The Fisk Team 42 35 77 $12,085,101 $12,552,611 $24,637,712

14 Chris Schaller 36 54 90 $9,904,800 $14,235,181 $24,139,981

15 Kimberly Hunstiger 35 39 74 $10,646,310 $11,754,057 $22,400,367

16 Bruce Betts 41 21 62 $13,071,040 $7,613,709 $20,684,749

17 Jacob Burger 14 33 47 $4,791,550 $9,666,546 $14,458,096

18 The Dunfee Group- Keller Williams Partners 25 30 55 $6,543,550 $7,532,766 $14,076,316

19 Wendy Henderson 12 10 22 $6,454,200 $4,707,984 $11,162,184

20 Integrity 1st Team CO 7 13 20 $2,288,000 $3,632,866 $5,920,866

Disclaimer: 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 From 2017  current as of 2/8/2018

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

S U B S C R I B E  T O

Real Producers, Colorado Springs Edition is Free 

to the Top 500 Teams and individuals ranked on 

the MLS. If you would like to purchase a monthly 

subscription to this publication or would like 

extra copies of any of our issues, please email 

mark.vanduren@n2pub.com.
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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 $380s
2057 Ripple Ridge Road
Colorado Springs, CO 80921
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WOLF RANCH
Paired Patio Homes from the $360s
9127 Wolf Lake Dr.
Colorado Springs, CO  80924

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

SANCTUARY POINTE
Paired Patio Homes from the $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  

Lexingto
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�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

LANDSCAPING 

LANDSCAPE MAINTENANCE

SNOW REMOVAL 

TRASH REMOVAL 

*Pricing and availability subject to change.



(719) 460-5637 WWW.GARAGESTORAGEANDRACKS.COM

G E T  Y O U R  S P A C E  B A C K
Shelving and racks • Overhead storage • Garage cabinets and work tops • Garage Flooring• Garage and Closet Organization

and an additional $25 for scheduling 
at time of estimate. Must present 

coupon and cannot be used with other 
offers or prior services.

$25 OFF
ANY JOB
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