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

Mason Buck

How 
interested 
should you 

be in 
Interest 
Rates?

Legally 
Speaking

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

®

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

January
Special 

Buy 1
Walk & Talk
Get 1 FREE*

*REALTOR® special 2 for 1 Staging Consultation $150
Contact Kim Gaston, Certified Stager/Owner

719-661-6987 or kim@frontporchinteriors.com
See our portfolio, www.frontporchinteriors.com
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ATTORNEYS

Priebe Law Firm

(719) 388-8899

priebelawfirm.com

AUTO

Lexus Of Colorado Springs

(719) 358-0111

LexusOfColorado

Springs.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.GroundFloorHome

Inspection.com

HOME LOANS

Rich Dillman - Caliber

Home Loans

(719) 694-5310

CaliberHomeLoans.com/

RDillman

HOUSE CLEANING 

SERVICE

Colorado Complete Cleaning

(719) 522-1104

INSURANCE

Alliance Insurance of

Colorado Springs

(719) 573-4155

AllianceInsurance

Colorado.com

American National

Insurance

(719) 776-9393

Solid Rock Insurance

(719) 574-0082

www.SolidRockAgency.com

MORTGAGE

Caliber Home Loans

(719) 466-8707

CaliberHomeLoans.com/

HeatherKunce

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

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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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

S E L L  M O R E .  E A R N  M O R E .  I T ’ S  T H AT  S I M P L E!

Earn an additional 
bonus commission 
for homes after the 

second closing.*

for the 2nd closing

OFFER AN
EXTRA

$1,000

for the 3rd closing

OFFER AN
EXTRA

$2,000

for any closing after that

OFFER AN
EXTRA

$3,000

We are looking for Millionaires! 

As you match buyers with new Oakwood Homes, you will earn 
points that place you into one of three millionaire status tiers!*

WWW.OAKWOODHOMESCO.COM     719.380.5092
*Program offer valid only on closing between 1/1/19 - 12/31/19. All offers for bonus prizes are subject to change at any 
time and subject to closed homes in 2019, in the Colorado Springs/Fountain market. See Sales Associate for details.

GRAND PRIZE TOTAL CAR CARE PACK AGE:
Oakwood’s top producer gets a one year Total Car Care Package: 

A year of car washes, gas and car payments. Valued at $12,000.

$1 MILLION DOLLAR CLUB
reaching 1 million dollars in closings

Receive a Special Gift

$2 MILLION DOLLAR CLUB
reaching 2 million dollars in closings

Receive a Special Gift

$3+ MILLION DOLLAR CLUB
reaching 3+ million dollars in closings

An All-Inclusive Cruise
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publisher’s note

GEORGE ADDAIR

HAPPY NEW YEAR, ROCKSTARS!

I hope this message finds all of you well 
rested and ready to start 2019 with goals set 

and ready to knock it out of the park! 

I am looking forward to another very successful 
year of growth, both personally and professionally. 
We have an interesting article this month on long-
term interest rates, and I encourage you to read it. 

The economy is strong and getting stronger each 
month, and with it should bring more buyers and 
sellers to our Colorado Springs market! 

Good luck and best wishes to all as we start 2019.

MARK VAN DUREN • Publisher 
Mark.VanDuren@n2pub.com
Real Producers 

Flying With Style (Flying Horse)

BanningLewisRanch.com

Woodmen Rd.
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Dublin Rd.

Vista
Del Pico

Vista
Dell

Valley

Vista
Cerro

COMMUNITY
4 YEARS IN A ROW!

#1 SELLING

From the low $300s
CovingtonHomesCO.com

719-448-5000

From the mid $200s
OakwoodHomesCO.com

719-380-5092

From the $300s
ClassicHomes.com

719-886-4995

LOOKING
FOR A

SIGN THAT
IT’S TIME

TO MOVE?

 How about
this one ?

OTHER SIDE OF FEAR
you’ve ever wanted, is on the 

Everything 

719.576.6683 (MOVE)  |  twomenandatruck.com
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Treasure
DAVIS

Pictures provided by Heidi Mossman with 
Capture Life Photography. To schedule your 

own portrait session, please call 303-877-1279. 

top producer

My husband Aaron and I were living in Salida, Colorado both working our tails 
off to contribute to our family’s success.  We had a beautiful baby girl, Serenity 
Aryn.  She was born 8 weeks early, a nerve-wracking time for my husband and 
I.  Aaron was working at Buena Vista Correctional Facility, while also running 
a successful sprinkler business. I was also working at Buena Vista Correc-
tional Facility and owned a wedding store called Wedding Treasure’s. We both 
worked countless hours, knowing that the time we invested into our family 
now, would payoff in the future.  My father in law also had a career in real 
estate in Colorado Springs.  He was very successful at it, making six figures and 
yet somehow made it look easy. 

When Serenity was 1 year old Aaron and I made the hard decision to sell our 
businesses and leave our state jobs.  We living in my husband’s hometown of 
Salida, Colorado. He is related to a plethora of people there, so there was a 
bit of comfort in knowing that we were surrounded by support of loved ones.  
Once we decided to sell our businesses and leave our state jobs, we knew we 
were in for a hard haul.  We also made this decision very thoughtfully, knowing 
it would be difficult, but completely worth it.  We made this decision on behalf 
of our family, but most importantly for our daughter.  
 
We moved to Colorado Springs in 2005. Even though I am native to Colorado 
Springs I was raised in Kansas City, Missouri. I loved Colorado Springs, it was 
the most quaint, big town that I knew of.  I knew Colorado Springs had so much 
to offer, but I didn’t actually know where to start.  What I did know, is that I 

was ready to hit the ground running, but not sure 
of how I was going to be successful in real estate. 
Four months into our move to Colorado Springs 
my father in law had an amazing opportunity that 
presented itself to him. This opportunity took him 
away from real estate. When he left town he also 
left with his knowledge, his database and contacts 
with him, in his mind. 

Thankfully, I was able to surround myself with 
an incredible group of people who showed me the 
ropes.  These mentors selflessly took the time, 
shared their valuable knowledge and experience, 
and demonstrated the value that contributed to 
overall success of their company.  We developed a 
business relationship, friendship, and became fam-
ily.  I am so thankful in the time, attention, and faith 
that they instilled in me.  I will forever be grateful 
in those friends who I worked alongside with.  
 
During this transitional time in our life, we were 
again blessed with another precious baby, our son, 
Sterling Michael. To our despair, Sterling was car-
ried full term, but still born April 21st, 2008. This 
tragedy flipped our world upside down, our lives 
were devastated. As you can imagine, the simplest 
of things like getting out of bed, felt impossible.  On 
one hand, I had a successful real estate business, on 
the other I was drowning in sorrow and didn’t know 
how to put one foot in front of the other.  

Through His saving grace, I had some amazing best 
friends in real estate who came along side me, up-
lifted me, and supported me through my tribulations.  
This support helped me endure what was the most 
painful experience in my life, and ensured that my 
successful business would not falter.  My friends and 
colleagues supported my well-being, and that of our 
clients.  They made sure I was going to be okay, and 
helped me to facilitate a first-class experience for our 
clients.  One memory I’ll share that will forever stay 
in my heart is from the outpouring of love and sup-
port from my clients, that attended my son’s funeral.  
When I reflect on this time, it always brings a smile 
to my face.  Even though remembering still hurts, 
it is impossible to forget the people who were there 
for me through this devastating tribulation.  Even in 
the instance where no one knew what to say to me, 
no one knew how to comfort me, I always knew that 
they were there when I needed them.  My clients and 
colleagues stayed by my side and never let me falter.  
This incredible act of kindness and grace, was a piv-
otal time in my life.  My clients showed me that I was 
much more to them, than just a realtor or someone 
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who helped them buy or sell a home.  
My clients and colleagues kept me 
in real estate, and I will forever be 
their friend and trusted advisor.  That 
experience did and will forever keep 
me grateful to the friends and family I 
have made in real estate.  

During this intense time of healing, 
my company had to shut its doors due 
to the poorly performing market in 
2009. This meant that I had to find a 
new office.  I had trepidations during 
my interview, but was so touched 
when the broker had the courage to 
say my son’s name during my inter-
view.  He remembered me pregnant 
with him, he acknowledged my story, 
and expressed his condolences for 
my loss.  That’s when I knew that this 
opportunity to work for this broker 
would be life changing, and I am truly 
blessed to work for him. His deliber-
ate act of compassion and sympathy, 
acknowledgement of my pain, and 
support through healing, was exactly 
who I wanted to align myself with.  
They have continued to teach me 

Since then we have built up a team of 16 people. The team is 
made up of 8 sales partners.  The team dynamics include myself, 
our listing manager, transaction manager, marketing manager, 
virtual assistant, ops manager, a CFO, and a director of first 
impressions. This team is dynamic, not only in contributions, but 
in personality, abilities, and philosophies.  One thing we all agree 
on is our dedication to the public, integrity in operations, and our 
love of real estate.  Our team this year has sold over 330 homes.  
We are committed to operational excellence, working smarter, 
not harder and streamlining the process for buyers and sellers.  
We truly understand the milestone, hardships, and stresses that 
are synonymous with buying or selling a home.  We do every-
thing in our power to lighten your load, and reduce the stresses.  
One thing I always promote to our team, and ensure they pro-
mote to others, is our team’s core values. 

Our core values include the word Charity which is what we love. 
We love to be involved in our community, creating a culture of 
awareness, hope and joy.  As a team, we are fulfilled in helping 
others, so charity is our watchword.  Our other core values include 
confidence, adaptability and innovation.  We understand that the 
market changes, we want our clients to know that we are not only 
malleable with the changes, but we are confident in doing so.  We 
strive to remain on top of the changes, and innovate new and 
creative ways of doing things.  Some other core values are hon-
esty and reliability.  The moral and ethical fiber of our beings are 
reflected in the services we provide, with authenticity and trust-
building.  Lastly, we believe in teamwork and being yes-minded.  

There is nothing we can’t accomplish when working together and 
staying positive.  We will stop at nothing to gain optimal client 
satisfaction.  We measure our success, based off the happiness and 
satisfaction of our clients before, during and after the sale.  

As I reflect back on what this business means to me, I cannot 
articulate the fulfillment that my experience has added to my life.  
I cherish every opportunity that I have to meet someone, through 
happy times, sad times, and arguable some of the roughest times 
of their lives.  I too was once a person, going through the hard-
est time in my life, and the people are what saw me through it.  
Because of my experiences, my career is my life, and my life is 
my passion.  I truly love to serve others, and be a person of value, 
to everyone that I meet.  

I want my clients to know that my end goal is to bring happiness 
and peace, during one of the most stressful and biggest invest-
ments in a person’s life.  I will never stop trying to improve and 
will always put client satisfaction first.  I sincerely appreciate 
your forever friendships.

I want my family to know that, you all are the reason I get out of 
bed every morning and work hard.  Through your eyes, I see what 
I mean to you, I know you are proud, and you are the reason for 
it.  I could never do what I have done, invested countless hours 
and late nights, without the support of my husband and under-
standing of my daughters.  I love you all endlessly, and appreciate 
the opportunity to provide for your future, and it’s my greatest 
blessing to be your mom and wife.  

I want my teammates to know, that none of this would be possible 
without your hard work, loyalty, and unyielding support of myself 
and our team.  You all never cease to amaze me, and I’m not sure 
how I am so fortunate to have found all of you.  You all inspire me 
everyday, and I will never stop working for you and trying to en-
rich your lives.  I hope to be that mentor in your life, that you can 
reflect back on for years to come.  You are my teammates, but also 
my best friends.  We are definitely stronger together!

This has truly been a fulfilling career, meeting some of the most 
amazing people, and I’m not finished yet.  I will continue to strive 
to transform the real estate world into something unimaginable.  
The experiences that I have had, both good and bad, has forever 
changed the trajectory of my life.  I am so grateful for all the 
hardship and lessons that it has taught me.  I could never express 
the thanks, for the love and support that I have been shown in 
this career.  I will work a lifetime to begin to payback the unspo-
ken debt, to that of my family, friends, acquaintances, teammates, 
and clients.  I love you all, and you will forever be in my heart.  

Wishing you all blessings in 
2018 and beyond!

about the everchanging fluctuation in real es-
tate practices, prompting me to always do what 
is right, and showing me that integrity and care is 
what matters most.  

In 2010, Aaron and I welcomed another blessing to 
our family.  We had our daughter Addyson Faith, 
and at that moment I knew my life was complete. Al-
though the process stirred up many mixed emotions, 
fear, and doubt, I knew that we were meant to be 
her parents, and she would be everything our family 
needed. She was born healthy and has continued 
to thrive.  For us, this was truly a dream come true. 
For me it was hard to exercise the faith through fear, 
but I knew that GOD was in control.  Through 9 long 
months, I had to make a conscious effort to step back 
and exercise faith.  Addy is our miracle, the missing 
piece to our family, and we are so grateful for her.  

Fast forward to 2012, my family was complete and 
I was laser focused to working hard for this family 
and providing them with a stable future.  Through 
hard work, I was blessed to have more leads than I 
knew what to do with.  Through my tenure in real 
estate, I was blessed to meet some incredible peo-
ple, some who left lasting impressions.  I reached 
out to an agent that I really enjoyed working with 
in the past.  I asked her if she wanted some refer-

rals.  At this time, I had an incredible 
assistant Angela.  Not only is Angela 
amazing at what she does, she fully 
supports me, always has my back, and 
deeply cares about clients the same 
way that I do. One of the hardest 
things in business is finding someone 
in the business who’s ethics align 
with yours.  So when you find that 
person, hang on to them because you 
will go far.  Before I knew it, I started 
building a team, common practice 
now, but a rare sight back then.  Not 
knowing much about team structure, 
etc. Angela and I teamed up with 
our first sales partner. Seeing our 
strengths and abilities, we continued 
to add to the team, very organically 
and with a firm plan, goals and objec-
tives in place with aspirations of with 
the aspirations of building an amazing 
team with a rock solid culture.  
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BACK

The CC Signature Group, with 
Coldwell Banker Residential Broker-
age, has a team goal of volunteering 
six times a year, giving back to the 
community in a variety of ways. In 
September, the team of agents and ad-
ministrative staff spent the afternoon 
volunteering at Crossfire Ministries’ 
food and clothes pantry, located at 
2120 E. La Salle St. While helping 
distribute food and working behind 
the scenes, the team learned about 
the mission at Crossfire Ministries, 
a Christian, faith-based nonprofit 
organization “seeking to put God’s 
love into action, and dedicated to 
offering hope and encouragement for 
a changed life by furnishing the daily 
necessities to those in need.” 

Crossfire Ministries has the fol-
lowing objectives:
To provide food, clothing and other 
basic items of daily living to those 
who lack them

To offer education and guidance that 
inspires and equips for greater social 
and financial responsibility

To engage in Christ-like activity that 
meets the requirements of a “fertile 
ground” ministry to those who give 
time, labor and finances into our cause

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

happypainting.biz | (719) 373-5550

To welcome and foster volunteer ser-
vice from outside sources who have a 
heart to serve their fellow man

Spreading the Gospel of Jesus Christ 
through steadfast obedience to His 
great command “to love Him with all 
our heart and love our neighbor as we 
love ourselves”

The CC Signature Group believes 
strongly in the great work of Cross-
fire Ministries, and were involved in 
their holiday activities, including the 
annual Thanksgiving distribution and 
Christmas Giveaway. The group plans 
to be involved with their ongoing 
activities throughout the year.

Crossfire Ministries’ vision goes to 
the heart of their mission: “We show 
up for the short term and with loose 
hands allow God to guide the long 
term. We go where God leads.”

Crossfire Ministries has opportunities for everyone 
to get involved and be a part of the good work 
they are doing throughout the year. For more 
information on donating time, food and clothing, 
please call Leslie to schedule an appointment, at 
719-447-1806 or 719-650-4336. 

Giving 

Camellia Coray
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the 

Historically, the percent-
age of homes sold from 
the MLS can be lumped 
between 12-27 per-
cent. Thus, our recent 
situation should have us 
pumping our fists in vic-
tory and joy! However, 
has our market gone 
over the hump? Not to 
dump on your parade, 
but the average percent-
age of sales from listings 
has trended downward 
since April 2018. Still, 
at over 70 percent, we 
should be jumping up 
and down in excitement 
for some time to come.
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Rich Dillman
Branch Manager

NMLS#: 298994  |  State License: 100011357

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

719.201.8193
rich.dillman@caliberhomeloans.com

We Specialize In
Working With Realtors

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

In October, 55.6 per-
cent of the listings on 

the real estate mar-
ket sold that month. 

Though that was a 
bump up from the 

month before, it was 
still a significant dump 

from the peak of 89.8 
percent in March 2018. 

Those incredible per-
centages that date back 

to December 2016 are 
indeed incredible – and 

not sustainable. I can 
hear your heart thump 

from here. 

By Michael Podoyak, 
Executive Manager of 

Empire Title
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REAL PRODUCERS 
AT CHI 

( C O L O R A D O  H O M E  I N T E R I O R S )

We were happy to host a Realtor 
event at Colorado Home Interiors on 
Tuesday, November 6. 

The turnout was great, and we had 
over 100 in attendance. CHI is a pre-
mier kitchen and bath design studio, 
and new to the Colorado Springs 
market, so a BIG shout out to James 
the owner and a BIG thank you. Lots 
of new faces and many connections 
were made, so you really don’t want 
to miss these events in the future. 

The food was catered by “Salt of the 
Earth” catering and was amazing! We 
highly recommend Salt of the Earth 
for any catering you may need. Patrick, 
the owner, is great to work with and 
always have unique and delicious food.  
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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!

We are planning a much larger 
event in the early spring, and it 
will be one you don’t want to 
miss! Look for the invitation in 
a coming issue! 

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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REALTOR GUARANTEE
Integrity First Financial, Inc. will pay you, the 

Realtor, $3,000.00 if we do not close your 
client’s loan after issuance of Approval.

Guidelines:
•  Not applicable if appraised value is not equal to or greater than purchase price;
•  Borrower must maintain credit score (or better) when approval was issued;
•  Borrower must maintain the employment when approved with no changes whatsoever;

Victor Karns
Mortgage Loan Officer
NMLS #  296856
CO License # 100023696
IFF NMLS # 394990

VICTOR KARNS
719-360-3767

THREE CONSECUTIVE 
YEARS CLAIM FREE

HOMEOWNER
 POLICY

AUTO
 POLICY

500
DOLLARSMILLION

500500
Cashback

R E WA R D S

+ +

IT’S AS SIMPLE AS 1, 2, 3…  
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By Timothy J. 
Priebe, Esq.

This article will continue on the probate theme and 
how it can intersects with your listings and/or clos-
ings. The advice that I offer my broker clients and 
those who attend my seminars is to ask questions. 
In the answers to those questions are signals that 
you need to train yourself to pick up on. By doing 
so, you can head off problems before they become 
major issues. Issues that can cause your client to get 
frustrated with you, time delays with the title insur-
ance company and worse case – the loss of a pur-
chase/sale of a house that you are connected with.

When initially speaking with a potential listing cli-
ent, see if you pick up on the following item:

Potential client is not on title to the house.

Before you look at me sideways and say this is a no-brainer, 
rest assured that this has happened many times in my prac-
tice. Agents will just assume that a person would not seek 
their services unless they own the property that they want 
listed. But what could be happening is the person seeking your 
services assumes that they have the power to sell the house. 
Why would they think that? Some of the many reasons that I 
have heard in representing agents are, “Dad (who is now de-
ceased) told me that I get the house when he dies” or “It is in 
Mom’s will that I get the house” (but there is no probate filed). 

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

LEGALLY
SPEAKING

To people who do not know the law, these reasons make perfect 
sense. In Colorado, in order for real estate to be transferred, a 
probate must be filed. One of the first actions taken in the open-
ing of a probate, is for the Judge, via a Court Order, to appoint 
and authorize a Personal Representative. In Colorado, that is the 
name of the position given the person who is responsible for the 
orderly administration of the probate case. The Personal Rep-
resentative is also given the responsibility to begin the sale of 
probate assets as directed by the Will. 

If the person who is on title to the house is not alive, they cannot 
be your client. Due to this, you will need to have the person who is 
authorized by the court to act on behalf of the estate, the Personal 
Representative. It is the Personal Representative that can sign your 
listing agreement. It is the Personal Representative that will have the 
authority to sign the Personal Representative Deed. This is the Deed 
that will transfer the estate property while the probate is ongoing. 

So what document will you need from the Personal Representa-
tive? The court order naming a person as the Personal Represen-
tative is a document that is either labeled as Letters Testamen-
tary or Letters of Administration. 

What is the difference between the two? 

The Letters Testamentary will apply to those deceased parties 
that had a valid Will. The Letters of Administration apply to 

those deceased parties that did not have a Will. Both name the 
Personal Representative and have the same force of law. 

It could very well be that the person whom you are talking to 
may be the person who can be properly named as the Personal 
Representative, but they have not gone through the process to be 
named. If you find yourself in this position, have that person start 
the process of being named the Personal Representative as soon 
as they can. Without the court order, you will not be in a position 
to assist them in the selling of the home. It does not make sense 
to have them sign your listing agreement before they are appoint-
ed as Personal Representative either. They have no power to do 
anything until they are appointed. 

The next question that I normally get is: How long will it take to 
get someone appointed by the Court? 

It can depend on a number of factors – how busy is the court, how 
busy am I, what documents does the client have, for example. I 
will say the quickest time has been a week with the average time 
being approximately two weeks.

Again, asking these questions up front, before a seller comes 
along, with provide us all with what is needed time. If you 
have questions, please feel free to call or email me. Your ques-
tions may prompt an article in the future where others can 
learn from it also. 
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How interested should you 
be in Interest Rates?
Real Producers asked some very interested local 
professionals what they see in their crystal balls

Rising interest rates is something which 
most can agree will continue. The 
predictions are the Fed will most likely 
continue to raise base rates into 2020.

In an article by Alain Sherter, CBS’s 
Moneywatch, November 8, 2018, 
Sherter writes, “The benchmark fed-
eral funds rate remains in a range of 
2 percent to 2.25 percent. The FOMC 
(Federal Open Market Committee) 
said it expects to continue gradually 
raising rates as the economy expands, 
noting that inflation remains tame.”

Sherter further notes: “Michael 
Pearce, senior U.S. economist with 

Capital Economics, thinks that would be followed by 
two more rate hikes in the first half of 2019. By the 
middle of next year, however, we expect economic 
growth to slow below its potential pace, which would 
force the Fed to the sidelines,” he said in a note.

With housing prices soaring and interest rates ris-
ing, some may be tempted to wait out the market. 
Erik J. Martin, in a November article in The Mort-
gage Reports publication titled “What Happens 
To Home Buying Power As Rates Rise?” (https://
themortgagereports.com/21682/how-mortgage-
rates-affect-buying-power), he writes:

“What is the risk of waiting? If the interest rate 
increases 1 percent, this would likely put many buy-
ers out of the market,” says Andrew Saltman, CEO of 

Mark Ferguson, a Greeley, Colorado-based REAL-
TOR® and property investor, agrees.

“Rates are at one of the lowest levels in the his-
tory of the United States, and waiting for them to 
get lower is a huge gamble,” says Ferguson. “An-
other thing to remember is that, as mortgage rates 
increase, the amount of principal paid down every 
month decreases. More money in the early years 
of the loan goes toward interest, which makes 
higher mortgage rates even less desirable.”

According to Neil Irwin in The New York Times 
column “The Upshot,” October 2018, “We are 
getting into that zone where the typical mortgage 
payment is increasing much faster than incomes, 
and that’s going to put a brake on some markets,” 
said Aaron Terrazas, a senior economist at the 
real estate site Zillow.

In effect, higher mortgage rates could depress the 
rate of price appreciation of houses, as home buy-
ers cannot bid as aggressively for properties as 
they could when rates were lower.”

But for all the stock market palpitations and risks 
to particular interest-rate sensitive industries, the 
message to take from the recent rise in interest 
rates is an unambiguously good one: This expan-
sion may have some life in it yet.”

What’s the local take on rising interest rates?

Real Producers reached out to several knowledge-
able leaders in the local and regional mortgage 
lending business. Here is their take:

Kevin Bent, Branch Manager, Caliber 
Home Loans:

There are a lot of conversations regarding the 
rising interest rates. I have been through these 
markets a few times in my 27-year career as a 
lender.  It is very important that we, realtors and 
lenders, and homebuyers focus on the payment 
they can afford and put less emphasis on the in-
terest rates. When they take out a mortgage, they 
make a commitment to make a monthly payment 
that they can afford. Historically rates are still 
low. Rates are predicted to continue to rise but I 

do believe will level off over the next few months. 
Here is a quick background of how the market had 
shifted to the all-time lows we have seen... With the 
collapse of the market overseas, investors stopped 
buying U.S.-mortgage-backed securities. The Fed 
stepped in and bought many billions of dollars in 
mortgage-backed securities each month to drive 
the rates down to all-time lows. As the Fed con-
tinues to exit this strategy the rates have steadily 
increased. The rates are predicted to stabilize over 
time. Cost of waiting could easily price more home 
buyers out of the market. Buying now and having 
the protection from rate and home-price increases 
is important for anyone wanting a new home. If the 
rates do move down, refinancing may become an 
option.  

My thoughts on housing sales: 2019 will be a good 
year. Now that the home prices have leveled the 
bidding frenzy that was going on has mellowed. 
Many people I have pre-approved backed off of 
selling their current home to purchase another 
one due to the uncertainty of finding a new home. 
Buyers seem to be taking more time to look and not 
feel pressured into just getting something under 
contract, even if the home was not what they were 
looking for. With rents’ upward costs, it is still 
often less to purchase a home over the long haul.”

Jason Miller, General Manager, Integ-
rity First Financial Inc.:

Up, up, and away…

While long-term rates have dipped, some equity in-
vestors have retreated to the bond market, which usu-
ally happens during stock market corrections. Once 
the dust settles, long rates should move up again. The 
Federal Reserve’s rate hike program will put upward 
pressure on long term rates well into 2019. 

Here are predictions about where the average rate for 
30-year fixed mortgages is headed in the near future:
   
The Mortgage Bankers Association predicts it will 
rise to 4.8 percent by the end of 2018.

Freddie Mac expects it to average 4.6 percent for 
2018 and jump to an average of 5.1 percent in 2019.

By Robert O’Brien, 
Real Producers 

reporter

Carbon Capital in Ponte Vedra Beach, 
FL. That’s because the typical buyer 
would need to look at homes that cost 
about $35,000 less, if rates rose by 
1 percent. “Consider that $35,000 is 
usually the difference between an ex-
tra bedroom they need or a certain zip 
code with better schools or an older 
home versus a newer home.”

There’s another cost to waiting, too.

“Home values are rising in most 
areas of the country, so today’s nice 
$300,000 starter home is likely to cost 
over $320,000 a year from today,” Par-
sons says. “Buyers will be ahead of the 
game by getting into the market today.”
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Realtor.com says the rate will average 4.6 percent 
and reach 5 percent by year-end.

Mortgage rates are drifting upward and will contin-
ue to present continued affordability challenges for 
prospective buyers – especially first-time buyers.

Borrowing costs are moving up right now for three 
main reasons: the very strong economy, higher U.S 
government debt issuances, and global trade tensions. 

Furthermore, the president has already vowed to 
respond to the Chinese by implementing tariffs on 
most remaining Chinese imports.

China could possibly see a 25-percent tariff on all 
imports by the beginning of 2019.

Combine all those factors, and interest rates are 
likely to continue rising throughout 2018 into 2019 
and beyond.

Bill McAfee, President, Empire Title 
What follows is an excerpt from an article 
on interest rates by Mr. McAfee.

According to The Wall Street Journal and 
Investopedia, consumer confidence 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 rising 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 emotionally buy, try 
to use good information 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.

Melanie A. Henn, 
Senior Mortgage Advisor 

News programs may broadcast mortgage 
rates have jumped to the highest levels in near-

ly 8 years but let’s not go jumping to conclusions. 

Although the fear of higher rates threatens to put 
a damper on our booming housing market here in 
Colorado Springs, these recent rate increases are 
nothing out of the ordinary. When compared to 
historic data from forecast-chart.com a “5% rate is 
just 68 basis points higher than the national aver-
age over the last ten years” (SignalTrend Inc). On a 
loan of two hundred thousand dollars that’s about 
an eighty dollar a month difference. It’s an added 
expense buyers need to keep in mind, but according 
to bankrate.com this added cost has only translated 
to a “2.3 percent decline in mortgage applica-
tions for purchases” and a “4.3 percent decline in 
refinance applications” (Kearns). These recent rate 
increases are only a minor added expense when 
compared to past interest rates and don’t negate 
the many financial benefits of homeownership.

Looking at the five year forecast, rates will most 
likely fluctuate but should stay around 4 percent. 
Forecast-chart.com  says there is a “92% chance 
rates will stay below 4.66%” (SignalTrend Inc). On 
the low end though don’t expect rates to fall any-
where below 3%, since a likelihood of this happening 
is only projected as “13%”(SignalTrend Inc). In con-
clusion the forecast looks bright, with these recent 
rate increases representing only a slight additional 
cost Buyers will incur with the purchase of a home. 

In the end, shelter and food are major basic necessi-
ties.  People will continue to purchase homes, move up, 
move down, or take cash out due to divorce situations, 
to consolidate debt, or to send their kids to college. 

Sources: Kearns, Deborah. “Mortgage Rates Unchanged As Homeowners Stay Put.” Bankrate, Bankrate.com, www.bankrate.com/mortgages/analysis/.
SignalTrend Inc. “30 Year Mortgage Interest Rate Forecast.” ForecastChart.com, www.forecast-chart.com/year-mortgage-30.html.
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My journey really starts with a spoiled 16-year-old 
me who has it all. My family had been through a lot 
of issues before this time that I won’t go into, but 
we’re standing on the other side looking back feeling 
solid. My mother is making good money as a loan 
officer, and I am falling in love with motocross. At 
this time I have a vision in my head that my mom is 
superwoman and can get me whatever I want. New 
bikes, tournament entries – life is feeling so good. 

It is at these points that you start to wonder if some-
thing is going to go down. The thought of “how long 
can this last?” enters into your subconscious. Life, 
it turns out, had a painful drop in store for me. This 
spiral starts with my mom being right, and me ag-
gressively arguing otherwise. As I said, at this point 
in my life, I’m feeling invincible. I had survived and 
made it through an incredible rough and traumatic 
childhood. I was succeeding at a sport that I loved 
and had a great passion for; nothing was going to 
slow me down! I could not have been more off base. 

There was a practice meet at a track called Speed-
world in Whittmann, AZ. My friends were going, 
and naturally I didn’t want to be left out. My mother 
had a different feeling and wanted me to miss this 
one. Being 16, I of course argued until she finally 
gave me what I wanted. What I got that day was a 
brutal injury that would affect me for years. 

It’s my first ride out the gate at this practice; I’m 
feeling fresh and ready to go. We come up to the 
first turn, and I get cut off. When I go to correct, I 
grab a bit too much of my front brake and hitting a 
small bump that sends me into a front flip. All I can 
really recall of this is flying end over end before I 
splat on the ground with my bike crushing my right 
leg. I’m able to get the bike off me, but I can’t stand 
up. Athletes all throughout sports are afraid of this 
injury. My ACL had torn completely. To this day it 
is still the worst pain that I’ve ever felt. This was an 
abrupt end to my motocross career and what gave 

me happiness and purpose. It was also the start of 
a long, painful recovery process. All of sophomore 
year I was in a brace and doing physical therapy. I 
could only sit and watch as my friends did all the 
things I loved. 

Depression is the only word to describe my mental 
state during the recovery process. Not only had I 
just lost my passion, but I lost my grandfather as 
well. This took a huge toll on me because he had 
played a major role in my life growing up and truly 
helped raise me. Not only did this hurt me, it de-
stroyed my mom. She lost her job at the bank, and 
just like that we went from having everything to 
having nothing. Her car was repossessed; we had to 
sell the house and my motorcycles. 

We took everything we had left and moved to Queen 
Creek, AZ. I’m struggling at a new school; I’m in and 
out of detention, and just constantly in trouble. It’s 
coming down to the end of the semester, and with 
just two weeks left I drop out. I tell my mom I’ll get 
my GED with no set plan of getting it. She said if I 
wasn’t going to go to school, she wanted me to work, 
so I got my first-ever job at a local golf course. I 
cleaned and maintained all the golf carts. It wasn’t 
the flashiest job, but it was something to keep me out 
of trouble, which is what I needed. 

Once again, as soon as life seems to stabilize, some-
thing happens. I came home one day to find a letter 
from my mom saying she’s leaving to Las Vegas, and 
my dad will be picking me up to take me to live with 
him and my brother in Colorado. There was no part 
of me that wanted to do this, so I packed my clothes 
and moved in with my best friend and his mom in 
Mesa, AZ. While I was sleeping on the couch, try-
ing to figure out what was going on with my life I 
discovered my next real passion, working out. Even 
though I had no idea what I was going to do, I had 

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

up and coming real estate agent

Trying to decide where to start this story is a difficult decision. However, my whole life has been a 

domino effect of tough decisions. There is so much that has gone into making me who I am today, 

but I can only go into so much of it for this article. While I understand that there is a protocol for 

this article, I want my story to be as raw and uncut as possible so that you can see me. I know my 

story may be a surprise, or even a shock to you. I ask that you keep in mind it’s not about how you 

start a journey but how you finish it. 
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found something that gave me a purpose and drive 
that I hadn’t known before. Its summertime and I’m 
working two jobs trying to get some finances put 
away so I have the means to change things around. 
During the week you could find me at Tropical 
Smoothie, and on the weekends I was at The Egg & 
I. It was during this time in my life I started to re-
ally learn the value of a strong work ethic, which is 
something I truly never want to lose. 

School is coming back around and I make the deci-
sion that I want to get back in school. I quickly 
realized it wouldn’t be that simple. Because I wasn’t 
18 yet, and I didn’t have a legal guardian with me I 
wasn’t able to enroll. So now I had to watch as all my 
friends went back to school and I couldn’t join them. 
This brought me to the decision that would take me 
to a new state, and a new life. I got a plane ticket 
and flew to Colorado to live with my Dad in Foun-
tain. Due to me having dropped out the year before 
I didn’t have the credits to attend Mesa Ridge right 
away. So I instead ended up Ombudsman Second 
Chance School working diligently to get the credits I 
needed to return to a normal High school. 

Unfortunately I wasn’t able to just slide right into 
a new school, even after getting all of the credits 
I needed to catch back up. The principal at Mesa 
Ridge had received all of my past records from 
schools in Arizona and was concerned with my 
reputation to say the least. So before I was allowed 
to start my new life at a new school I had to have a 
private interview. Essentially I was told that if any 
of my previous “traits” were to be seen I would be 
kicked out of school immediately without warning. 
Needless to say I was on an incredibly short leash, 
but I was officially starting my junior year. 

If you haven’t noticed a trend yet, I don’t always 
do what I’m told. The end of my junior year is ap-
proaching and my mom tells me she’s back in Ari-
zona, so without a second thought I transfer back to 
Red Mountain HS. All of my friends that I grew up 
with were there and it just felt like what I needed 
to do. How wrong I was. Shortly after returning I 
fell back into my old ways and was constantly in 
trouble. I’m living back in Mesa and I’m rolling with 
a bad crowd. One night I get jumped about a block 
away from my house and I take a baseball bat to the 
back of the head. Next thing I know I wake up in a 
hospital room with cops all around and a choice, 
stay in Arizona and prepare for the worst, or move 
back to Colorado. I took the second option and my 
father came and picked me up and this time it stuck 
with me that I was going to where I needed to be. 

I enroll at Mesa Ridge again but this time stay 
through to the end and I walk with the graduat-
ing Class of 2010. For those doing the math yes I 
was 20 years old when I graduated High school, 
but I stuck it out and I’m glad I did. I wish I could 
say things leveled out for me after graduation, but 
unfortunately a lot more had to happen to me first. 
Part one of post High school me is a new girlfriend 
that was definitely the best influence in my life at 
the time. It was thanks to her encouragement that I 
went to college, a place that I never thought I’d be. 
There I was on the steps of Colorado Mesa Univer-
sity and thinking just a few years before I was in an 
ambulance with a cracked skull. It’s amazing what 
time does. My freshman year I was locked in and fo-
cused at CMU and was prepared to go the distance. 

Summer time comes and I’m home from college I start 
working full time for a warehouse doing shipping and 
receiving for Kroger. The end of July is coming and 
I decide to switch schools to UCCS and the positive 
influence in my life that is my girlfriend decides that 
things are over and we go our separate ways. This 
leads me to getting back with an ex-girlfriend who 
wants me to move to Tempe, Arizona. You would 
think I would have learned by now, but I’m extremely 
hard headed and stubborn. Next thing I know I drop 
out of UCCS mid semester and move into a 1 bedroom 
1 bathroom apartment. I was working for a company 
called Zerorez cleaning carpets and driving a van. 

Now life decided to take another major turn. I’ve 
been in Tempe for a little over 6 months and my 
lease expires, my relationship was getting really 
bad, and work was going as well as everything else. 
This brings me to a new low place. I have every-
thing I own packed into my car, and I’m sleeping in 
it every night. I still have my fitness grind and 24hr 
Fitness is my escape from everything going on. It’s 
also where I’m showering and getting dressed. As 
I try to figure out what my next move is going to be 
I get the call that would change my life and finally 
put me on a path towards a better me. 

The call was from my mother. She wanted to tell 
me that she was recently diagnosed with congestive 
heart failure and was going to be having her first 
heart surgery in Colorado. As you can imagine this 
hit me hard. I was terrified of losing my mother, 
and the fear of this happening gave me a new found 
inspiration to get myself together. I started the 
drive back to Colorado, and this time I promised 
myself it would be for good. 
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My mom has her first surgery just a 
few days after I get back. Thank the 
Lord it went well and she was on the 
recovery side. Now that I had peace 
knowing she was going to be okay I 
had to find some work to start build-
ing my life. So at the prime age of 23 
I got a job at Academy Bank as a uni-
versal banker. I’m working at the bank 
full time, plus I picked up a second 
job for Cellucor doing demos of their 
products at Costco. Despite working 
both of these jobs I still found time 
to get more serious about my fitness 
and bodybuilding work. This was my 
life’s structure for almost 2 years, and 
then suddenly the management came 
in and said the bank would be closing 
down in 90 days. Once again I was 
put back in square one; however, this 
time I had faith in myself so I made 
the turn around quick. I got hired at 
another bank in 2015, and just picked 
up right where I left off. 

Those who know me know how big 
working out is in my life, and in 2015 

I chose to take that passion and put it to the test. 
I did my first ever bodybuilding competition in 
Cheyenne, Wyoming. I took 6th place which hit me 
pretty hard, and I knew I had to follow it up with 
another one. So I signed up for the NPC Rocky 
Mountain Championship, and once again I took 6th 
place. This lit a fire under me and I promised myself 
I’d never place that low again. Call me competitive 
if you like, but I call myself committed and I contin-
ued to work on myself every day.

I no longer think of things happening to me as lows 
or highs because I know I can pull myself out of 
anything. My confidence level was at a level it had 
never been before but it did get tested. I went into 
work Friday, August 26th, 2016 after just returning 
from a vacation. I sit down at my desk and my boss 
calls me into her office. I’m being fired. As I try to 
swallow my pride my boss hit me with something 
that would motivate me more than any compli-
ment ever could. “You’re young, you’ll bounce back” 
those were the parting words I received that day. 
After this I wasn’t thinking bank jobs anymore, it 
was time to start thinking big.

I signed up for Real Estate school the next day, and 
8 months plus a lot of side jobs later; I was sitting 

in Keller Williams Partners ready to 
take the market by storm. It definitely 
was a massive learning curve for me 
at first. I felt like a small fish in a big 
pond, and I knew that if I wanted 
anything in this business I would have 
to fight and work hard for it. My first 
deal set the precedence for me. A 
past colleague of mine saw that I was 
getting into Real Estate and wanted 
me to sell her condo on the west side. 
I ended up selling it in under a week 
for the highest value the complex had 
ever seen. That deal turned into two 
more in the same complex, one for 
sale by owner, and another that was a 
sign call. Next thing I know I wake up 
one day with the opportunity to write 
an article about my story so far. I 
know I always say that I get lucky, but 
in truth you are a result of the work 
you put in. I want to leave you with a 
quote that has helped sculpt me into 
who I am today, “live every day to be 
better than yesterday.” 
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INDIVIDUAL STATS

# Name Office Name List 

Side

Sold 

Side 

Total 

Sides

 $ Volume 

List Side

$ Volume 

Sold Side

Total $ 

Volume

1 Kevin Patterson The Patterson Group 54 22 76 $39,278,200 $16,829,000 $56,107,200

2 Mark Ewell Turner Associates 140 0 140 $43,758,691 $0 $43,758,691

3 Kathy Loidolt Flying Horse Realty 52 38 90 $18,723,100 $17,478,510 $36,201,610

4 Mike MacGuire The Platinum Group Realtors 43 38 81 $17,049,615 $15,305,092 $32,354,707

5 Mark Salas Best Realty, Inc 69 34 103 $16,388,833 $8,164,500 $24,553,333

6 Cherise Selley Selley Group Real Estate, LLC 24 33 57 $9,565,380 $14,173,456 $23,738,836

7 Nathan Johnson RE/MAX Real Estate Group 20 57 77 $4,965,500 $17,120,817 $22,086,317

8 Monica Shea The Platinum Group Realtors 25 37 62 $8,097,900 $12,940,571 $21,038,471

9 Chris Clark Pikes Peak Homes and Land 38 9 47 $11,667,603 $2,750,000 $14,417,603

10 Matthew Orsillo Kenney and Company $13,995,302

11 Angela Fugate MacKenzie-Jackson Real Estate 29 18 47 $8,275,800 $5,371,500 $13,647,300

12 Dustin Kimberlin Keller Williams Premier Realty 22 23 45 $6,627,400 $6,926,000 $13,553,400

13 Bill Hourigan The Platinum Group, Realtors 19 12 31 $8,205,250 $5,124,198 $13,329,448

14 Mike Kenney Kenney and Company $13,204,558

15 Jennifer  Lohrig Walston Group 12 19 31 $3,434,400 $9,654,566 $13,088,966

16 Casey Fortune Great Colorado Homes 11 20 31 $3,337,900 $9,069,350 $12,407,250

17 Jamie Krakofsky Remax Real Estate Group 24 13 37 $3,720,500 $8,100,400 $11,820,900

18 Dave Sanders Re/Max Real Estate Group 13 27 40 $4,011,000 $743,978 $11,443,978

19 Maggie Easton RE/MAX Properties, Inc. 14 13 27 $5,562,009 $5,532,889 $10,894,898

20 Rhonda Brennan Mountain Desert Realty, LLC 11 13 24 $5,048,800 $4,533,092 $9,581,892

21 Meri Burgess MacKenzie-Jackson Real Estate 22 13 35 $5,795,400 $2,523,300 $8,318,700

22 Sara Foxley Smith Kenney and Company $7,950,400

23 Aaron Moore Kenney and Company $7,797,900

24 Larry Knop MacKenzie-Jackson Real Estate 7 20 27 $2,118,628 $5,264,900 $7,383,528

25 Rachel Buller Manitou Springs Real Estate, LLC 9 15 24 $2,811,000 $4,466,600 $7,277,600

26 Marie Sweetland Coldwell Banker Red Rock Realty 8 14 22 $2,340,500 $4,618,708 $6,959,208

27 Brandon Burnett Kenney and Company $5,823,261

28 ERIC ESTRADA THE EG GROUP AT KELLER WILLIAMS PARTNERS 6 18 24 $1,388,950 $4,420,578 $5,809,528

29 Chris Culp Kenney and Company $5,688,600

Information is self-provided and current as of 12/13/18
To learn how you can get your stats onto this page, please contact Mark.VanDuren@N2pub.com. 

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

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

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

Saint Aubyn Homes

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

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

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

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

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

• 4% commission!
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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 Nathan Johnson Team 47 132 179 $12,854,500 $34,775,927 $47,630,427

2 MacKenzie-Jackson Real Estate 60 82 142 $17,323,028 $21,213,100 $38,536,128

3 Roshek Group 63 67 130 $20,641,167 $16,049,489 $36,690,656

4 BG Partners 22 11 33 $22,189,659 $9,180,000 $31,369,659

5 Shawn Keehn- Dave Brown Team 53 59 112 $12,721,537 $17,567,837 $30,289,374

6 The Sanders Team 30 67 97 $9,589,775 $20,596,272 $30,186,047

7 The Bobbi Price Team 62 30 92 $17,787,593 $7,431,198 $25,218,791

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

9 The Barcus Team 23 7 30 $16,022,838 $3,469,231 $19,492,069

10 The Hunstiger Team 19 32 51 $6,645,000 $10,046,218 $16,691,218

11 The Dunfee Group 22 28 50 $5,166,186 $6,992,945 $12,159,131

12 Team Stephens - Daniel Stephens - RE/MAX Real Estate Group 15 25 40 $3,888,852 $8,161,119 $12,049,971

13 THE EG GROUP AT KELLER WILLIAMS PARTNERS 17 28 45 $2,236,102 $5,310,930 $7,547,032

14 Daniel Kenney $6,889,830

Information is self-provided and current as of 12/13/18
To learn how you can get your stats onto this page, please contact Mark.VanDuren@N2pub.com. 

“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”

 

The Alliance
Advantage
We get it and we got it.

With 20 years of experience, 
we've been there and we've 
seen it. We know insurance 
isn't a fun thing to buy, but it 
doesn't have to be painful.
 
Here at Alliance, we want to 
be the ace under your sleeve 
when negotiating with 
insurance carriers. As an 
insurance broker, we are 
uniquely qualified.

•  We shop the best insurance carriers all at once
•  We're local
•  Flexible Policies that Work for You
•  Personal Agent Experience

Alliance Insurance of Colorado Springs

Darrell Wilson     719-573-4155     allianceinsurancecolorado.com
2630 Tenderfoot Hill St #203     Colorado Springs, CO 80906

As your local
Caliber Home Loans 
representative, I'm 

dedicated to providing 
superior service and 

personal expert 
guidance throughout 
the home financing 

process.

Heather Kunce
Loan Consultant

NMLS#: 418598 / State License: 100041525

719.339.0744
heather.kunce@CaliberHomeLoans.com

2 N. Cascade Ave., Suite 520  •  Colorado Springs, CO 80903
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CHOOSING NORTH AMERICAN TITLE gives you access to knowledgeable and dedicated 
title and escrow professionals who guide you through the closing process reliably, 
effectively and efficiently. You and your clients will reap the rewards of our expertise.  
Let us take your next transaction to a smooth conclusion.

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

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

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

WWW.NAT.COM/CO


