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Meritrust is proud to have Messina Hamlin on our team.

more than 20 years of real-estate experience. She strives to 
educate and inform her clients of their home loan options 
to set them up for financial success, and takes time to build 
personal relationships throughout the home-buying 
journey. 

Purchasing a home can be stressful, but Messina’s calm, 
professional demeanor, attention to detail and flexible 
availability provide all parties with peace of mind 
throughout the process – from the initial application to 
closing.

Messina is a leader in the real estate market who works 
tenaciously to protect her clients’ interests. She is known 
throughout our community for exceptional service and 
satisfied members.

To learn more about Messina and Meritrust’s unique home 
loan solutions, contact her today.

Messina Hamlin
Senior Real Estate Loan Originator
O: 316.558.5058
M: 316.737.3927
NMLS# 320780
Messina.hamlin@meritrustcu.org

meritrusthomeloans.com
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If it's Dead, Call Fred
316-262-FRED

24-hr Emergency Service
Fall is the time to get your heating system maintenance 

done. Neglecting your system can lead to dangerous 
conditions or simply just be left in the cold all night.
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If you are interested in contributing or nominating 
Realtors for certain stories, please email us at 
samantha.lucciarini@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions 
expressed therein do not necessarily reflect the views of N2 Publishing 

but remain solely those of the author(s). The paid advertisements 
contained within the Wichita Real Producers magazine are not endorsed 
or recommended by N2 Publishing or the publisher. Therefore, neither 
N2 Publishing nor the publisher may be held liable or responsible for 

business practices of these companies.
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S 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!

BUILDER

Craig Sharp Homes

(316) 775-2129

craigsharphomes.com

Paul Gray Homes

Paul Gray

(316) 978-9047

paulgrayhomes.com

COFFEE CAFE & DRIVE-THRU

Kookaburra Coffee

Edward Fox

(316) 683-0132

wichita.tradebank.com

COUNTERTOPS – 

GRANITE/QUARTZ

Keystone Solid Surfaces

Cyle Barnwell

(316) 778-1566

keystonesolidsurfaces.com

DEVELOPER

Schellenberg Development

(316) 721-2153

schellenbergdevelopment.com

FLOORING

Designer’s Home Gallery

Ben Henwood

(316) 440-8888

nouglyfloors.com

Jabara’s Carpet Outlet

Jason Jabara

(316) 267-2512

jabaras.com

HOME INSPECTION

Maybee Property Inspections

Erik Maybee

(316) 630-0003

maybeeinspections.com

Pillar To Post

Jason Hancock

(316) 570-1444

pillartopost.com/jasonhancock

INSURANCE AGENCY

American Family Insurance

Dylan Hartnett

(316) 775-5522

agent.amfam.com/dylan-hartnett/ks/

augusta

INSURANCE/FINANCIAL SERVICES

State Farm Insurance

Crystal McEachern

(316) 425-0925

callcrystalnow.com

INTERIOR DESIGN & 

HOME STAGING

Dawn’s Designs

Dawn Tucker

(316) 260-2064

dawnsdesignswichita.com

LENDER

US Mortgage Company

Will King

(316) 312-2936

kansasloanman.com

MORTGAGE

Gateway Mortgage Group

Kandi Jones

(316) 530-8123

gatewayloan.com/kandi-jones

KS State Bank

Grace Peterson

(316) 347-2209

gracehomeloan.com

Meritrust Credit Union

(316) 651-5152

meritrustcu.org

RCB Bank

Christy Almquist

(316) 247-7704

rcbbank.com

MORTGAGE BANKER

LeaderOne

Janie Carr

(316) 644-4749

janiecarr.mymortgage.site

MOVING / PACKING

Two Men And A Truck

Garret Petetman

(316) 558-5588

twomenwichita.com

PHOTOGRAPHER

Aaron Patton | Photographer

Aaron Patton

(316) 712-0937

aaronpatton.net

PHOTOGRAPHY

Adam Truckenmiller Photography

Adam Truckenmiller

(316) 323-9329

truckenmillerphotography.com

Tim Davis Photography

Tim Davis

(316) 250-7858

timdavisphotography.com

PICTURE FRAMING & 

RESTORATIONS

L’image

John Maida

(316) 618-4839

laminpro.com

PLUMBING/HVAC

Fredrick Plumbing Heating & Air 

Conditioning

(316) 262-3713

icalledfred.com

REAL ESTATE EDUCATION

Career Education Systems

(316) 651-0652

careereducationsystems.com

STAGING

Serendipity Staging and Decor

Marcella Stanley

(913) 406-5980

serendipitywichita.com

TITLE COMPANY

Security 1st Title

(316) 267-8371

security1st.com

VIDEOGRAPHER

Adler Grey Videography

Adam Dreher

(316) 619-2620

adlergreyvideography.com
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Attitude of

All Good Things Come From Gratitude

A Gateway
to your

dream home.
When you are looking for the resources and capabilities of a large national company, but don't want to sacri�ce speed or quality - turn to Gateway Mortgage Group.

Whether you are a �rst time homebuyer or a seasoned homeowner, Gateway has a wide range of smart mortgage solutions that are designed to meet nearly any need.
General Products:
    Conventional Loans
    VA Loans
    FHA & USDA Loans
    Construction and Rehab Loans (203k and HomeReady)

Speciality Products:
    Jumbo Loans
    Second Liens
    Manufactured Housing Loans
    Asset-Based Loans

Down Payment Assistance and Bond Programs
High LTV Loans
Doctor Loans

Kandi Jones
Loan Originator | NMLS 543291
O�ce: 316-530-8123 | Mobile: 316-644-1309
2131 N Collective Lane Wichita KS 67206
kandi.jones@gatewayloan.com | www.gatewayloan.com/kandi-jones

Gateway Mortgage Group, a division of Gateway First Bank. Member FDIC. Equal Housing Lender. NMLS 7233. HQ: 244 S Gateway Place, Jenks, OK 74037. Tel: 877.406-8109. Maryland Mortgage Lender License 19468.
Gateway Mortgage Group, LLC, a subsidiary of Gateway First Bank, 1 Holtec Drive, Ste 200, Marlton, NJ 08053. Tel: 856.810.1200. Licensed by the NJ Department of Banking and Insurance. NMLS 1857847.

Wichita Real Producers is 
grateful for growth!

Welcome our newest team 
members, Tim Davis, Lanie 
Schaber and Dave Danielson. 
Tim is an incredible local 
photographer and both Lanie 
and Dave are talented writers. 
All three of these profession-
als play an integral part to 
creating the beautiful, original 
and relevant content that you 
all enjoy.

We also want to welcome our 
newest business partners, Erik 
Maybee of Maybee Property 
Inspections, Mark Barker of 
Career Education Systems, 
Garret Peterman of Two Men 
And A Truck, Doug Barker of 
Shocker Pools, Dawn Tucker of 
Dawn’s Designs and Paul Gray 
of Paul Gray Homes.

This time of year, thankfulness 
becomes top-of-mind. So, I’d 
like to share with you my grat-
itude story since becoming the 
owner and publisher of Wichi-
ta Real Producers and how this 
all came to fruition.

I acquired the franchise in 
March 2019, after my “real 
estate” radar came across 
this opportunity through a 
friend and publisher of local 
neighborhood magazines. I 
hit the ground running at the 
beginning of April, meeting 

publisher’s note

as many brokers, agents 
and businesses that I could; 
averaging 20 meetings a 
week. It is my privilege and 
my responsibility to connect 
the Top Producing agents to 
one another and the “cream 
of the crop” businesses to 
you agents. I am fortunate to 
be able to build relationships 
with and love on some of the 
most influential individuals 
in the Wichita Metro.

As a third generation real 
estate professional, I’d like 
to think real estate is in my 
DNA. I’ve been around it 
my entire life, in one form 
or another. My grandfather, 
Mike Savina, was a builder, 
developer and served as a 
Metropolitan Area Planning 
County Commissioner. He 
worked closely with the Gar-
vey family. Together, they 
erected post offices across 
Kansas, the Fort Riley Army 
base housing, and several 
local Catholic churches, just 
to name a few. His business, 
Savina Builders, built several 
single family homes, apart-
ment complexes, bowling 
alleys and shopping centers 
all across the city. My grand-
mother, Wiladean Savina, 
was his right hand, manag-
ing several hundred residen-
tial properties throughout 
the city.

My father, Tom Tuttle, was 
a Broker here in Wichita 
for 30 years. He was best 
remembered by his ability 
to find the humor in any-
thing and make everyone 
laugh. He worked closely 
with the Federal bankrupt-
cy trustees as a consul-
tant, broker and property 
manager. He wore several 
real estate hats, including 
investor, property manag-
er, remodeler and roofer. 
My mother, Jan Tuttle, on 
the other hand, has stuck 
pretty closely to the more 
typical REALTOR® duties 
of buyers agent and sellers 
agent, for the last 14 years.

And now, I am excited to 
carry on the real estate 
family legacy. I enjoy being 
a licensed REALTOR® and 
Auctioneer, but I truly love 
being the owner of Real 
Producers. I am able to pos-
itively impact our Wichita 
community through the Real 
Producers platform. I tell 
REALTORS® and business 
owners that I’ve met with, 
“I have the best job in the 
city!”, and I mean it. If I’ve 
already met with you, you 
know this is true!

I am encouraged and 
inspired after every REAL-
TOR® meeting. Each of you 
has a story to tell and I’m the 

lucky one to hear them all 
and then share them with our 
real estate community. You 
all are so busy, you probably 
aren’t doing a lot of network-
ing with your peers, let alone 
having meaningful conversa-
tions or truly learning about 
one another. My goal is for 
you to eagerly open your 
publication each month and 
learn about other agents in 
a way that connects you and 
teaches you something. 

Every business owner I meet 
with teaches me something 
and connects me to my home-
town even more...no meeting 
is a waste of time! We are 
such a small town with usual-
ly only one degree of sepa-
ration. I thoroughly enjoy 
meeting the incredible people 
of this city and connecting 
the dots. Real Producers has 
been a perfect fit, a blessing 
at the perfect time. 

I can’t express how grateful I 
am to bring this to my home-
town and how much I love 
what I do, every single day. 
I genuinely can not wait to 
meet you all! And remember, 

the best time to 
be grateful, 

is always.

Gratitude
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MONDAY - FRIDAY 8:00 - 6:00PM  |  SATURDAY 8:00 - 3:00

LIFETIME INSTALLATION WARRANTY ON ALL WOOD, TILE & CARPET

Payment at closing accepted - convenient for your clients!

nouglyfloors.com  |  530 N Hydraulic Street Wichita, KS 67214  |  316-395-9949  |  ben@nouglyfloors.com

Would you like to reach the affluent home buyers of Wichita Area?
Each Magazine is free to the Residents of the Community. The publication is mailed monthly 
to the residents. The majority of every issue is written by residents of the community and 
select organizations. By taking this “partnership” approach with the community members, 
the magazines can maintain an intimate and relevant feel to each issue’s pictures and news.

>> Do you want to do business in these neighborhoods?

BECOME A PART OF THE COMMUNITY WITH N2! 

WHY IT WORKS

1. WILSON ESTATES

21st & Rock/Webb

Home Value: $500K - Millions
Age Range: 8 - 20 years old

2. LAKEPOINT/VICKRIDGE

13th & Rock/Webb

Home Value: $300K - Millions
Age Range: 20 - 50 years old

3. REFLECTION RIDGE/

NORTHRIDGE LAKES/

FOSSIL RIM ESTATES

Home Value: $250K - Millions
Age Range: 9 - 25 years old

4. THE HAWTHORNE

Home Value: $450K - Millions
Age Range: 3 - 12 years old

REAL PRODUCERS

13
2

4

SAMANTHA LUCCIARINI 

RP Wichita
samantha.lucciarini@realproducersmag.com  |  316.258.4855

BECOME A PART OF THE COMMUNITY WITH N2!

SAMANTHA LUCCIARINI 
RP Wichi ta 

samantha. lucciar in i@realproducersmag.com  |   316.258.4855

WHY IT WORKS
Would you like to reach the affluent home buyers of Wichita Area? 
Each Magazine is free to the Residents of the Community. The publication is mailed monthly to the residents. 
The majority of every issue is written by residents of the community and select organizations. By taking this 
“partnership” approach with the community members, the magazines can maintain an intimate and relevant 
feel to each issue’s pictures and news.
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REAL PRODUCERS

1. WILSON ESTATES 
21st & Rock/Webb
Home Value: $500K - Mil-
lions Age Range: 
8 - 20 years old

2. LAKEPOINT/VICKRIDGE 

13th & Rock/Webb
Home Value: $300K - 
Millions Age Range: 
20 - 50 years old

3. REFLECTION RIDGE/

NORTHRIDGE LAKES/

FOSSIL RIM ESTATES

Home Value: $250K - 
Millions 
Age Range: 9 - 25 years old

4. THE HAWTHORNE

Home Value: $450K - Millions Age 
Range: 3 - 12 years old
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Sundgren Realty

Building on 
a Legacy of 
Leadership

Every successful leader makes good 

use of the advantages they have at their 

disposal. But true success comes down 

to hard work, talent and sustained effort.

An excellent example of what can be 
achieved with dedication and experience 
is Jeremy Sundgren, REALTOR® and As-
sociate Broker at Sundgren Realty, Inc. 
in El Dorado, Kansas.

While his father, Joe, started Sundgren 
Realty in 1981, Jeremy has built onto the 
family legacy of leadership.

A TRADITION CONTINUES

Looking back, Jeremy remembers the 
first exposure he had to the business.

“I grew up mainly around the auction 
side of the business and doing what I 
could do to be involved from a young 
age,” Jeremy remembers.

As Jeremy reached adulthood, and his 
days at Flinthills High School came to 
an end, he went on to attend Kansas 
State University, a longstanding family 
tradition. The Sundgren family and the 
history of Kansas State have been in-
tertwined for a long time. In fact, when 
he headed to Manhattan, he represent-
ed the fifth generation of his family to 
become a Wildcat — dating back to the 
1800s. Jeremy also attended Butler 
Community College.

During his college years, Jeremy contin-
ued learning about the family business, 

SUNDGREN
JEREMY

By Dave Danielson 
Photos by Tim Davis

top producer

largely by watching his father’s example. He 
realized he had a strong interest in that line of 
work and was meant to continue the real estate 
tradition his father had started.

As he says, “As I got older, It was an option for 
me to become licensed. So I did that toward the 
end of college and moved back to El Dorado.”

As he dove in and joined Sundgren Realty full 
time in 2001, Jeremy took every opportunity he 
could to learn, grow and contribute.

As Jeremy says, “With my transition into the 
industry, I was fortunate to enter a family 
business where a solid reputation of hard work, 
knowledge and honesty had already been estab-
lished. I was given a chance early on to make 
a good start. I know a lot of people don’t have 
those opportunities.”

REWARDING SERVICE

From the beginning, Jeremy has enjoyed the 
journey of helping others.

“I like the fact that every day is different. You 
get to meet and work with new people daily 
and get to see and learn about new properties 
and help buyers and sellers purchase or sell a 
property that may be the largest investment 
they ever make in life,” he explains. “During 
those times, it’s very important that people 
have good guidance to help them through that 
process. And the fact that they trust us to help 
them with it is rewarding.”

Through time, Jeremy has taken pride in being 
part of the growing, talented team at Sundgren 
Realty. Today, the team boasts 11 individuals.
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As he says, “We have an awesome support team 
here that really helps us be successful. We aren’t 
a large company, but we are very productive.”

SIGNS OF SUCCESS

Last year, Jeremy recorded an impressive $56 
million in sales volume. And his career-to-date 
production stands at a staggering $480 million. 
The numbers are just one measure of Jeremy’s 
success. In 2011, he was recognized as a member 
of the prestigious “40 Under 40” group by the 
Wichita Business Journal.

While real estate is 
more than a full-time 
job, Jeremy’s free time 
revolves around his 
family, including his 
wife, Kelsey, who is 
also a licensed real 
estate agent at Sund-
gren Realty, and their two daughters, 
including Sylvie, who will be five in 
December, and Marigold, who will 
turn two years old in November.

“Kelsey is a wonderful person in so 
many ways, and she is very good 
at what she does. In fact, she is an 
excellent agent with our company,” 

 I THINK WHAT MAKES 

US SUCCESSFUL IS 

HARD WORK AND 

HONESTY. IF YOU 

WORK HARD AND YOU 

DO A GOOD, HONEST 

JOB, YOU WILL FIND 

SUCCESS IN ANYTHING 

YOU DECIDE TO ENTER. 

Jeremy smiles. “As a family, we are 
really into outdoor activities. We like 
to fish, explore, and hunt for Native 
American artifacts. And of course, we 
are big supporters of Kansas State foot-
ball and basketball.”

In addition to being a leader in real es-
tate, Jeremy is also a community leader 
with a strong drive to give back. He 
serves in a variety of capacities, includ-
ing as a member of the Foundation Board 
at Butler Community College in El Dora-
do, as well as on the Board of Trustees 
at the Susan B. Allen Memorial Hospital, 
along with the governing bodies of sever-
al other local organizations. The auction 
team at Sundgren Realty also supports 
many worthy causes by contributing 
their auctioneering skills during a num-
ber of fundraising events.

DEDICATED DIFFERENCE

Nothing in life is perfect. Each per-
son’s path is marked by challenges and 
triumphs. As Jeremy reflects on his 
path so far, he knows what has been 
key to his ability to move forward.

“Like everyone, the commitment of 
time and hard work have helped me 
overcome instances of underperfor-
mance or failure. I can think of many 
highs and lows throughout my real 
estate career and life in general,” 
Jeremy says. “Keeping everything in 
perspective and trying to not get too 
high after a success and remembering 
not to get too low after a failure have 
allowed me to get where I am today.”

With a spirit of dedication and sus-
tained effort, Jeremy continues to build 
on the Sundgren legacy of leadership.

“It might sound cliché, but I think 
what makes us successful is hard 
work and honesty. If you work hard 
and you do a good, honest job, you 
will find success in anything you de-
cide to enter. One thing I’d say to the 
next generation is not to compromise 
your integrity. No deal at all is better 
than a bad deal,” Jeremy emphasiz-
es. “I can’t imagine doing anything 
different than the career I’ve chosen. 
But for me, I want to be remembered 
as a good husband, dad and commu-
nity member. I think above all, that’s 
most important to me above and 
beyond being a good professional real 
estate salesperson.”
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One of the most attractive elements 
about real estate is the opportunities 
it presents.

One of those who was drawn to the 
industry is McKenna Wells. In just a 
year as a real estate agent, McKenna 
has shown she is one of the region’s 
true Rising Stars through her work 
with Berkshire Hathaway PenFed Re-
alty. But it’s not just the opportunities 
for herself that attracted McKenna.

As McKenna says, “I’ve always had a 
strong passion for helping others. And 
I know real estate is a great way to 
make a positive impact.”

Family Foundations
From the time she was a little girl 
growing up in Derby, Kansas, McKen-
na had an up-close-and-personal view 
of the powerful difference real estate 
can make in life. That’s because she 
literally grew up in the business.

“I’m the third generation of my family 
in the business. It started with my 
grandfather, who entered real estate 
after retiring from the Air Force. 
He also served several terms as the 
mayor of Derby,” McKenna recalls. 
“My mom is also a REALTOR®. I 
remember that, growing up, she would 
occasionally take my brother and me with her to show houses.”

After high school, McKenna attended Kansas State and earned 
her Political Science degree. As she completed her degree, she 
saw opportunity calling at home.

As McKenna says, “My mom had a really good opportunity with 
Berkshire Hathaway to have her own team. And I thought this is 
perfect. I had always wanted to work with her.”

Today, McKenna is part of the Tiffany Wells Team — a group that 
has six individuals.

Rewarding Results
The signs of success have definitely come. In 2018, the Tiffany 
Wells Team finished among the top 100 among all Berkshire 
Hathaway teams in the nation — a group that includes more than 
42,000 real estate agents.

ENDLESS OPPORTUNITIESrising star
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At the same time, McKenna has 
made a successful transition into 
the industry — with $3.7 million in 
sales volume.

During her first year or so in the 
industry, McKenna has experienced 
challenges, opportunities and growth.

“As I’ve progressed, probably my 
biggest challenge has been finding a 
good way to manage my time. Real 
estate is awesome, because you get to 
make your own schedule, but being 
25, I’m working on developing that 
organization and balance,” McKenna 
points out.

McKenna has found that her sphere of 
influence has been very important to 
her early success.

“I’ve sold a lot of houses to my friends 
who are at that age when they’re 
looking to get into their first homes,” 
she says. “One of the favorite parts 
of what I get to do is working with 
first-time homebuyers. It’s like we’re 
going through the process together. 
I feel their excitement. At the same 
time, I’m so excited and energized for 
them. It just really makes my job a lot 
of fun.”

When she’s not working, McKenna enjoys the time she gets to 
spend with her boyfriend and family, including her Labrador, 
Tucker.

“I’m the oldest of three siblings, and my two younger brothers 
have always been very involved with sports. My youngest brother 
is very active in wrestling right now,” she says. “My parents and 
grandparents have been a really big influence on me, too. We’ve 
always enjoyed traveling together and celebrating life events.”

Pursuing Her Passion
In the meantime, McKenna enjoys the path she’s taking in real 
estate that has become her passion.

“It is very rewarding working with people and helping them … 
it’s the opportunity to be part of that milestone in their lives. It’s 
a big deal in life,” McKenna emphasizes. “Plus, I really enjoy the 
relationships I’m building and the fact that some of them have 
become my friends.”
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As she reflects on the results she is already creating in her own 
career, McKenna offers a very helpful perspective for others who 
are just getting started, as well.

“From my experience, I can say that it’s important to always 
make yourself available. Also, I’d remind newer agents to really 
consider sticking to open houses. While social media and market-
ing has its advantages, it can be difficult to finance a lot of that,” 
she explains. “For me, open houses have been the best way to get 
exposure. The results from open houses may not be immediate, 
but it’s very rewarding. I remember the first time I got a lead from 
an open house. It was an amazing feeling.”

McKenna is a big believer in working from your own strengths.

“It’s really important to be yourself. You’re going to click with 
some people and not with others,” she says. “I’ve always been 
really open. And I think that’s one of the reasons why real estate 
seems to be a good fit for me. I feel comfortable approaching 
people and working with them.”

One of McKenna’s favorite parts of real estate is the opportunity 
to work with her mom.

“If I wouldn’t have had my mom’s knowledge, support and 
expertise, I wouldn’t be headed on the path that I am. I’m really 
thankful and blessed to have someone like her to look up to,” 
McKenna smiles.

“I wouldn’t be anywhere without her help. Through her 22 years 
in real estate, I saw how many people admired her and came 
to her for advice. When she got her own team, so many people 
wanted to be a part of it. She has definitely worked for where she 
is. It’s another reason why real estate fits my dreams and goals 
for the future. The opportunities are endless.”

One of the most attractive ele-
ments about real estate is the 

opportunities it presents.

One of those who 
was drawn to 

the industry is 
McKenna Wells. 
In just a year 
as a real estate 
agent, McKenna 
has shown she 
is one of the re-

gion’s true Rising 
Stars through her 

work with Berkshire 
Hathaway PenFed Re-

alty. But it’s not just the opportunities for herself that attract-
ed McKenna.

As McKenna says, “I’ve always had a strong passion for help-
ing others. And I know real estate is a great way to make a 
positive impact.”

Family Foundations
From the time she was a little girl growing up in Derby, Kansas, 
McKenna had an up-close-and-personal view of the powerful 
difference real estate can make in life. That’s because she literally 
grew up in the business.

“I’m the third generation of my family in the business. It started 
with my grandfather, who entered real estate after retiring from 
the Air Force. He also served several terms as the mayor of Der-
by,” McKenna recalls. “My mom is also a REALTOR®. I remember 
that, growing up, she would occasionally take my brother and me 
with her to show houses.”

After high school, McKenna attended Kansas State and earned 
her Political Science degree. As she completed her degree, she 
saw opportunity calling at home.

As McKenna says, “My mom had a really good opportunity with 
Berkshire Hathaway to have her own team. And I thought this is 
perfect. I had always wanted to work with her.”

Today, McKenna is part of the Tiffany Wells Team — a group that 
has six individuals.

Rewarding Results
The signs of success have definitely come. In 2018, the Tiffany 
Wells Team finished among the top 100 among all Berkshire 
Hathaway teams in the nation — a group that includes more than 
42,000 real estate agents.

At the same time, McKenna has made a successful transition into 
the industry — with $3.7 million in sales volume.

During her first year or so in the industry, McKenna has experi-
enced challenges, opportunities and growth.

“As I’ve progressed, probably my biggest challenge has been 
finding a good way to manage my time. Real estate is awesome, 
because you get to make your own schedule, but being 25, I’m 
working on developing that organization and balance,” McKenna 
points out.

McKenna has found that her sphere of influence has been very 
important to her early success.

“I’ve sold a lot of houses to my friends who are at that age when 
they’re looking to get into their first homes,” she says. “One of the 
favorite parts of what I get to do is working with first-time home-

buyers. It’s like we’re going through the process 
together. I feel their excitement. At the same 
time, I’m so excited and energized for them. It 
just really makes my job a lot of fun.”

When she’s not working, McKenna enjoys the 
time she gets to spend with her boyfriend and 
family, including her Labrador, Tucker.

“I’m the oldest of three siblings, and my two 
younger brothers have always been very in-
volved with sports. My youngest brother is very 
active in wrestling right now,” she says. “My 
parents and grandparents have been a really 
big influence on me, too. We’ve always enjoyed 
traveling together and celebrating life events.”

Pursuing Her Passion
In the meantime, McKenna enjoys the path she’s 
taking in real estate that has become her passion.

“It is very rewarding working with people and 
helping them … it’s the opportunity to be part 
of that milestone in their lives. It’s a big deal in 
life,” McKenna emphasizes. “Plus, I really enjoy 
the relationships I’m building and the fact that 
some of them have become my friends.”

As she reflects on the results she is already 
creating in her own career, McKenna offers a 
very helpful perspective for others who are just 
getting started, as well.

“From my experience, I can say that it’s import-
ant to always make yourself available. Also, I’d 
remind newer agents to really consider stick-
ing to open houses. While social media and 
marketing has its advantages, it can be difficult 
to finance a lot of that,” she explains. “For me, 
open houses have been the best way to get expo-
sure. The results from open houses may not be 
immediate, but it’s very rewarding. I remember 
the first time I got a lead from an open house. It 
was an amazing feeling.”

McKenna is a big believer in working from your 
own strengths.

“It’s really important to be yourself. You’re going 
to click with some people and not with others,” 
she says. “I’ve always been really open. And I 
think that’s one of the reasons why real estate 
seems to be a good fit for me. I feel comfortable 
approaching people and working with them.”

One of McKenna’s favorite parts of real 
estate is the opportunity to work with 
her mom.

“If I wouldn’t have had my mom’s knowl-
edge, support and expertise, I wouldn’t 
be headed on the path that I am. I’m real-
ly thankful and blessed to have someone 
like her to look up to,” McKenna smiles.

“I wouldn’t be anywhere without her 
help. Through her 22 years in real es-
tate, I saw how many people admired 
her and came to her for advice. When 
she got her own team, so many people 
wanted to be a part of it. She has defi-
nitely worked for where she is. It’s 
another reason why real estate fits 
my dreams and goals for the future. 
The opportunities are endless.”

“I’ve always had a strong passion for 
helping others. And I know real estate is a 

great way to make a positive impact.”
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Keystone Solid 
Surfaces is the 
premier fabricator 
& installer in the 
state of Kansas.

We use 
state-of-the-art 
equipment and 
experienced 
personnel
to design and install 
custom countertops.

C O M M E R C I A L   •   R E S I D E N T I A L   •   R E T A I L

Do you have a project we can help with?
3 1 6 - 7 7 8 - 1 5 6 6   •   K E Y S T O N E S O L I D S U R F A C E S . C O M

1 2 5 0  N  M A I N   •   B E N T O N ,  K S  6 7 0 1 7
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WENGER

By Lanie Schaber 
Photos by 

Truckenmiller Photography

Nominated by
 Kim & Brian Bischler

Sue Wenger grew up in the central part of Missouri, on a 480-
acre farm on the top of the Ozarks. Upon graduation, she went 
off to college at Central Methodist College. There Sue met 
her husband, Mike, who was a transfer student from Florida. 
Both graduated with a Bachelor’s in Music Education, and 
they moved back to Sue’s hometown, Vienna, teaching high 
school and elementary music classes for 4 years. Mike had 
a dream of being a college band director, which required a 
Master’s degree. So, the couple transferred to Oklahoma 
State University, where Sue worked as a receptionist in the 
music department and Mike was a grad assistant while they 
pursued their Master’s degrees. Needing a career change, 
Mike took a job opportunity as a manager at the Music 
Center in Derby.

After a few months, the Wengers gathered enough funds to purchase 
their first home on Main Street, Mulvane—an old two-story, that 
needed a lot of ‘fixing up’. “We weren’t really sure what we were 
getting ourselves into,” laughs Sue. “We knew nothing about buying 
or renovating a home.” After a few years of hard work updating the 
home, the Wengers made the decision to sell. A twist of fate, Sue 
signed up for a class in the basement of the old Warren Company 
real estate building in Derby. “I discovered through the learning pro-
cess that the course came with a test, and if you pass, you receive a 
license—more specifically, a real estate license,” Sue jokingly tells 
us. She and Mike realized that this could be a huge opportunity for 
Sue to work part-time in real estate and still be at home with their 
first-born daughter, Susan.

Mike had recently switched gears and started a mortgage compa-
ny with a local broker. He also began his residential construction 
career with the owner of Charles Realty, Inc., Charlie English, 
who also recruited Sue to work as an agent in his firm. “He was 
so encouraging and positive,” Sue says. “It was a great platform 
for me to operate from.” Charles Realty was a fairly small office 

celebrating leaders

SUE

Reece Nichols
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of 5 or 6 agents. At that time in Mulvane, the pop-
ulation was 4,300 people. There were 2 real estate 
companies in town, almost directly across the 
street from each other!

Sue worked for Charles Realty for 10 years; she 
and Mike then took a hiatus and moved to Branson, 
MO, to move closer to grandparents, just to move 
back after 6 months in 1990, as Mike discovered 
he didn’t want to ‘blast through the mountains’ to 
build foundations. Sue then opened an independent 
agency, Sue Wenger, Inc, and in 1992, she and Mike 
bought their own RE/MAX franchise. They held it 
for about 10 years, then Sue transitioned back to 
‘independence’ having her own real estate company.

In the early 2000s J.P. Weigand & Sons, Inc. grant-
ed authorization for Sue to establish a branch office 
in Mulvane which eventually led to her becoming 
Assistant Broker at the Weigand East 13th office in 
Wichita. Sue is certain that everyone was thinking 
“sheesh, she can’t sit still!” but the life changes she 
experienced and lessons learned were invaluable. 
In February 2019, Sue began a supervising broker 
position with RE/MAX Solutions and as of October, 
Sue has joined ReeceNichols South Central Kansas, 
a new Wichita franchise with the potential for new 
learning experiences.

Passionate about the industry that has offered her 
so many opportunities through the years, Sue is 
hoping to share with newer agents the tried, true, 

and increasingly changing and challenging methods of the business. She 
also likes being in the trenches selling, and this opportunity with Reece 
has given her the best of both worlds. Licensed since 1979, with over forty 
years of real estate experience, Sue has certainly ‘seen a few things’. “Ev-
ery day is a different day; real estate is always changing, and it helps to 
always make it a priority to stay on top of things and keep learning,” she 
says. Four decades ago, Sue was a new agent with a lot of knowledge and 
talent, but she did not yet have the life experiences under her belt that her 
customers and clients would use to make decisions about whether to buy 

or sell, rent or stay put. “It can be overwhelming 
for a new agent to be in the middle of a transaction 
working with the buyer, seller, lender, and other 
broker trying to tie all the pieces together,” she 
explains. Her advice? “Talk to each other. Be 
grounded, understand what you are asking each 
person to do, and know your limitations. It is 
okay if you do not know the answer—you can 
go and find out.”

For Sue, working with people and being 
able to satisfy the things they feel are 
needs is rewarding. Sue has had the same 
phone number since 1990—thirty years! 
“It’s funny, I will have past clients call 
me and ask if I can help them, all be-
cause they remember the phone num-
ber,” laughs Sue. “That phone number 
has never let me down!” Sue enjoys 
the lifelong friends that she has 
made through real estate. “Where 
else can you work with first-time 
home buyers, then forty years 
later sell their home so that they 
can retire or downsize? Working 
with generations of families has 
been such a blessing. It has tru-
ly been a rewarding lifetime,” 
she tells us.

Sue has served many 
years at the local, state, 
and national levels of the 
REALTOR® associations. 
In 2018, Sue was nominat-
ed for the Distinguished 
Service Award at the State 
Association level. “It was 
an honor; and such a hum-
bling experience,” she tells 
us. Over the years Sue has 
volunteered and served her 
community well with years 
of choir directing, handbell 
directing, coaching travel-
ing softball teams, working 
with Chamber and school 
organizations, in addition 
to the many committees, 
task forces, and tireless 
work she has put in for the 
REALTOR® community. 
Sue was appointed by the 
Governor in 2013 to serve 

Every day is a different day; 
real estate is always changing, 
and it helps to always make 
it a priority to stay on top of 
things and keep learning.

on the Kansas Real Estate Commission 
which is the licensing authority for the 
State of Kansas. Kansas licensees number 
over 15,000 and it has been an exciting 
experience to be a part of the growth 
(educationally and technologically) of the 
agents, brokers, and the Agency.

Sue and Mike have 3 daughters—Su-
san, Samantha, and Rachael. Susan has 
2 daughters—Averie (10) and Abby (7). 
Samantha has 3 girls—Annika (9) and twin 
daughters, Kylee and Elena (7) “Mike was 
very excited the first Christmas we had a 
son-in-law,” laughs Sue. “We had ladders, 
drills, and other types of non-frilly things!” 
When Sue has free time, she likes to bake 
chocolate chip cookies with her grandkids. 
She loves to garden, care for her chicken, 
and enjoy her time relaxing on her deck, 
watching the hummingbirds.



26 • November 2019 www.realproducersmag.com • 27

As REALTORS®, you care about find-
ing the best homes for our clients and 
doing good work in our community. 
That’s why you will love the mission 
of this month’s featured charity! 
Family Promise of Greater Wichita 
works with children and families in 
a homeless crisis to get back on their 
feet and into a home of their own.

THE NEED

Each school year, Greater Wichita 
schools provide services to more 
than 2500 children who are in a 
homeless situation. This may mean 
they have temporary lodging at a 
shelter, are doubled up with family, 
are in unsafe or exploitative situa-
tions, stay in motels, or even sleep in 
a car or tent outside.

People become homeless for a variety 
of reasons – many parents were living 
paycheck to paycheck and suddenly 
faced a job loss, eviction, or unexpect-
ed medical bills. Others experience a 
family breakup or disruption of rela-
tionships in their support network.

These numbers, as well as the stories 
of countless local families and the 
maxed capacity of other shelters, are 
the reason why Family Promise began 
in Wichita in 2016.

THE PROGRAM

Our dream is that every family would 
have a home of their own.

•	 	 Family Promise brings together 
existing community resources in 
order to achieve this dream:

•	 	 Over 40 partner Congregations 
of various denominations and 
faiths take turns hosting families 
for one week at a time, four times 
per year.

F a m i l y  P r o m i s e  o f  G r e a t e r  W i c h i t a

Annual Fundraiser Gala

Thursday, November 14, 2019
Wichita Boathouse

515 S. Wichita St, Wichita, KS 67202
5:30 VIP Reception | 6:30 Doors Open

Heavy Hors d’oeuvres | Cocktail or Business Attire
Tickets: www.FamilyPromiseWichita.org 

FAMILY PROMISE OF GREATER WICHITA

Annual Fundraiser Gala

Thursday, November 14, 2019
Wichita Boathouse

515 S. Wichita St, Wichita, KS 67202
5:30 VIP Reception | 6:30 Doors Open

Heavy Hors d’oeuvres | Cocktail or Business Attire
Tickets: www.FamilyPromiseWichita.org 

FAMILY PROMISE OF GREATER WICHITA

E M P OW E R I N G  H O M E L E S S 
FA M I L I E S  TO  AC H I E V E 
S U STA I N A B L E  I N D E P E N D E N C E

charity spotlight

•	 	 Additional Congregations and com-
munity groups provide volunteers, 
meals, supplies, transportation, 
and financial donations.

•	 	 Our dedicated Case Managers work 
with families to set and achieve 
their goals of a sustainable life – 
housing, jobs, childcare, education, 
and whatever unique needs the 
family may have.

•	 	 Volunteers help staff the office, 
drive families to appointments, 
serve on work teams, help program 
graduates move into new homes, 
and plan fundraisers.

•	 	 This allows us to operate at about 
a third of the cost of a traditional 
shelter!

•	 	 The Family Promise program is 
based on a nationwide model that 
is also changing lives in over 200 
other communities, and we are 
proud to be a part of that network 
– together we served 126,000 
people in 2018.

Locally, we served 20 families in 2018 and are 
growing our program – we have worked with 26 
families already this year!

WAYS TO HELP

We have a spot for everyone to be involved in this 
great mission. Here are some current opportunities 
to meet the needs of guest families and their chil-
dren. Your involvement with local housing would fit 
perfectly with our mission. We are excited to hear 
any other ideas you have.
FUNDRAISERS: attend our Hope is the Anchor Gala 
coming up November 14
BUSINESS PARTNERSHIPS: sponsor a segment of 
our program or an event
LOCAL ADVOCATES: speak to groups and associa-
tions about our work.
LANDLORDS: help us partner with landlords who 
may be willing to give a second chance to people 
who are working to repair their credit and/or re-
build their rental history.

MOVING ASSISTANCE: provide fund-
ing or volunteer time to help families 
when they move in.

Please follow us on social media and 
contact us to find out more. Thanks 
for all you are doing to improve the 
lives of Wichitans and build our 
community.

Family Promise of Greater Wichita

www.familypromisewichita.org

www.facebook.com/

familypromisewichita

P.O. Box 75001, Wichita, KS 67209

316-977-7026

helen@familypromisewichita.org
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HVAC & Plumbing
Frederick Plumbing Heating and Air Conditioning is fami-
ly-owned and operated. Chris’s father—Gary Highfill, mother—
Jan Highfill, and daughter—Megan Highfill have been instru-
mental to the success of the business. A second-generation 
HVAC and plumbing specialist, Chris grew up working under 
his father who has been in the HVAC business since 1967. “I am 
passionate about my craft, and I couldn’t imagine doing anything 
else,” Chris tells us.

With thirty em-
ployees, Frederick 
Plumbing Heating 
and Air Condi-
tioning provide 
residential and 
light commercial 
plumbing and HVAC 
solutions. They 
work with their 
trusted REAL-
TOR® partners 
and their clients 
on new home sales 
and installations, 
house remodels, 
investment proper-
ties, and more. “A 
traditional home 
inspection and a 
home warranty are 
not always enough,” 
explains Chris. “It 
is crucial to partner 
with an accredited 
HVAC and plumbing specialist who can come out and evalu-
ate the systems in the home. Not only can we provide a more 
detailed report of the state of the equipment, but we can also 
provide clients with a service agreement, saving your client 
time, money, and ensuring quality service.” Frederick Plumbing 
Heating and Air Conditioning Service provide clients with a 
service plan including 2 check-ups included per year, helping 
to maintain the life and integrity of the equipment. They offer a 
20% discount on any additional HVAC services as well. “HVAC 
maintenance is comparable to car maintenance,” Chris explains. 
“Whether it is a new-build home or a twenty-year-old home, it 
is important to tune-up the machinery for energy efficiency and 
the highest level of air quality.”

Frederick Plumbing Heating and Air Conditioning service 
guarantee to respond to a call within twenty-four hours. “I have 
seen clients endure an entire summer without air conditioning 
because their warranty company spent three months search-

sponsor spotlight 

stablished in 1918, Frederick 
Plumbing Heating and Air 
Conditioning has upheld a 
reputation of service and 
integrity in the Wichita 
community. President/Owner, 
Chris Highfill, bought the 
company in June 2016, adhering 
to the same values the company 

established one hundred and one years ago. “I will do 
whatever it takes to make sure my clients are taken 
care of,” Chris says. “I was born and raised here. My 
children and grandchildren go to school here; these 
are my neighbors, my community, and they deserve 
the best in quality and service.”

ing for the cheapest repair option,” Chris tells us. At Frederick 
Plumbing Heating and Air, they do not simply ‘patch it up and 
walk away’, just for the equipment to fail again a week later 
and multiple service calls to be made. Instead, they send out 
their top-notch technicians, within one day. “As a REALTOR® 
I know caring for your clients is a priority; you aim to provide 
the highest quality of service, and we will help you do just that,” 
Chris says.

Water heaters are only made to last 8-10 years. Plumbing 
breakdowns happen throughout the year, and it can be hard to 
determine when they will occur. The last thing a homeowner 
wants to experience is a watery mess in the basement, potential-
ly causing mold issues. “It is important to have a trusted, local 
professional evaluate your plumbing systems and stay on top of 
maintenance,” Chris explains. “A lot of my REALTOR® partners 
call me when they are purchasing a new investment home and 
ask me to come out to examine the HVAC and plumbing. It is the 
ultimate feeling to have built that trusted reputation,” Chris tells 
us. “I truly enjoy these partnerships.”

When he has free time, Chris volunteers with the Wichita Wag-
onMasters who work with multiple local charities throughout 
the year, giving back to raise funds and invest in their communi-
ty. When he isn’t giving back, Chris is all about family time. He 
has three children that are grown, and he is a proud grandfather. 

FREDRICK

Chris Highfill
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All of Chris’s family is local, and they like to visit Chris’s parent’s cabin on Table Rock 
Lake to swim, boat, water ski and enjoy each other’s company.

For Chris, success is the enjoyment he feels in taking care of his customers in the best 
possible way he can. “I have worked for a client who then sent me to their mother, grand-
father, and cousin,” Chris tells us. “These referrals are the ultimate badge of trust, I want 
to spread the way we do things throughout the community—making it better!”

If you would like to get in touch with Chris from Frederick Plumbing Heating and Air Conditioning, give him a call 
at 316.262.3733, visit online www.icalledfred.com and like and follow them on Facebook!

316-320-0443  •  WWW.JABARAS.COM  •  M/W/F/SA 9AM-5:30PM  •  TU/TH 9AM-7PM

 Fall
SALE

B E A U T I SAVE UP TO

$1000
on select flooring styles,

including flooring from Shaw

October 1 - November 16
Special Financing Available*

*Must be credit approved. See store for details.

Hurry! REGISTER TODAY!

Get Your Broker's License in 2019 & SAVE!
Go to www.CESWichita.com or call 800-748-7715 to register.

LAST CHANCE
for a Broker's License
under the old rules.

 To avoid DOUBLE the class 
hours on January 1, 2020,
you'll have to pass the exam 
and apply for a license in 2019! 
The last class in 2019 in 
Wichita will be held Nov.
18-21 from 8-5 pm at 3450
N. Rock Road, #404. 
Mark Barker, DREI will instruct.

“I am passionate 
about my craft, and 
I couldn’t imagine 
doing anything else.”
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TOP 300 REALTORS®

Nestor Weigand

Nicholas Weathers

Samar Edenfield

Sonja Seidl

Trent Gorges

Season Wedman

Tiffany Wells

Stephanie Jakub

Chonci Lekawa

Keely HillardJason Perez

Eric Locke

Jason Garraway

Amelia Sumerell

Amanda Rempe DeLaine Lacey

Bud Cortner Debi Strange

Jamie Hanson

Kelly WatkinsBraden McCurdy & Megan Niedens

Mark Sudduth

Kirk Short Justin & Krista Chandler
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WICHITAWichita
Real Producers

Get to Know Your
real games

Send a picture of your completed puzzle to samantha.lucciarini@realproducersmag.com for a chance to win a prize!

November Real Producers

Across Down

1

2 3

4

5

6

7

8

9

10 11

12

3

4

6

8

9

10

11

12

Name of coffee shop off W Central that you
MUST visit soon!

First & Last Name of September cover story

Sue Wenger recently accepted a new role at
which brokerage

Last name of your publisher's grandfather

How many children does Chris Highfill have

Jeremy Sundgren was which genera�on to
a�end K-State

Last name of new trusted business partner that
does home inspec�ons

Which bank is having an open house that you
should definitely a�end on November 21st

1

2

5

7

9

McKenna Wells graduated from which college

Which license will require double the amount of
hours in 2020

Family Promise gala, Hope is the _____

Last name of newest staff photographer

How many FREE events is RSCK hos�ng in
November

w w w . t r u c k e n m i l l e r p h o t o g r a p h y . c o m
3 1 6 - 3 2 3 - 9 3 2 9

HEADSHOTS  |  REAL ESTATE PHOTOGRAPHY  |  360 DEGREE TOURS  |  PRODUCT PHOTOGRAPHY

Across

3. Name of coffee shop off W Central that you MUST visit soon!
4. First & Last Name of September cover story
6. Sue Wenger recently accepted a new role at which brokerage
8. Last name of your publisher’s grandfather
9. How many children does Chris Highfill have
10. Jeremy Sundgren was which genera on to 

a end K-State
11. Last name of new trusted business partner that does home 

inspec ons
12. Which bank is having an open house that you should definitely 

a end on November 21st

Down

1. McKenna Wells graduated from which college
2. Which license will require double the amount of hours in 2020
5. Family Promise gala, Hope is the _____
7. Last name of newest staff photographer
9. How many FREE events is RSCK hos ng in November
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What I do isn’t just about creating a publication. As part of N2 
Publishing’s national team, I am encouraged to make a positive 
impact in the local community (and beyond) in a few different 
ways: through my product (this pulbication), our profit, and our 
people. Here’s how:

Product: We offer free advertising space to nonprofits in 
our publications. 
Profit: A portion of N2 Publishing’s revenue is donated to fight 
human trafficking $8.5 million to date!). Learn more at n2gives.com.
People: Team members are encouraged to #SkipWorkDoGood on 
N2 Serves Day.

This month – a month filled with joy and giving – I want to tell you 
more about how N2 makes an impact through our people. As a 
company, N2 takes special care in bringing people on our team who 
fit the culture of humility, camaraderie, and respect. It’s no surprise, 
then, that many of us are willing to put down our work (at least for a 
day) and help those in need in our local communities. 

On September 27, all 1,000+ N2 team members across the coun-
try were encouraged to quit work early and volunteer as part of 
our second annual N2 Serves Day! 

I personally pledged to serve four volunteer hours with ICT SOS. 
To find out how other team members chose to give back, search 
the hashtag #SkipWorkDoGood on social media.

At the end of the day, we all hope to make a positive impact 
through the work we do. And what better month than this to 
recollect on how great it feels to give and help others in need? 
I’m happy to say that bringing you this publication every month 
brings me personal joy, and so did volunteering with ICT SOS. 
If you’d like to find out more about N2 Serves Day and how we 
work to make an impact, visit n2pub.com/impact.

Samantha Lucciarini

Client: Schellenberg Development
Size: Full

Location: Standard
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CALENDAR OF EVENTS

Friday, November 1 - Saturday, November 30
All Day

Career Education Systems Online 

Continuing Education

Obtain all 12 hours of continuing education with 
audio from an experienced instructor along with 

engaging interactions. Email gen_info@ceskc.com or 
call 1-816-444-7277 for more information.

 www.cebetter.com

Monday, November 11
12:45pm - 1:30pm

RSCK MLS Rules & Regulations - FREE

RSCK 170 W. Dewey Conference Center Room A

Non-accredited MLS course

Wednesday, November 13
9:00am -10:30am

Secrets of Success - FREE

RSCK 170 W. Dewey Conference Center

Non-accredited professional development

Monday, November 18
9:00am -10:00am

RSCK Breakfast Brief - FREE

RSCK 170 W. Dewey, Conference Center Room B

Real Estate Photography and Virtual Staging

Thursday, November 21
4:30pm - 7:30pm

RCB Bank Grand Opening

7137 W Central Avenue, Wichita, KS 67212

Calling all Realtors! Come join in celebrating the 
Grand Opening of the new RCB Bank location at 

Central & Ridge. This is a come-and-go event, food 
and drinks will be served. No need to RSVP. Contact 
Christy Almquist with any questions, 316-247-7706

Monday, December 16
9:00am -12:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Salesperson 3 Credit Hours: 
ORGANIZATIONAL SKILLS

Monday, December 16
1:00pm - 4:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Salesperson 3 Credit Hours: 
NETWORKING AND REAL ESTATE

Tuesday, December 17
9:00am -12:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Kansas Required Salesperson and Broker Core

Tuesday, December 17
1:00pm - 4:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Kansas Required Broker Core

Wednesday, December 18
9:00am -12:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Salesperson 3 Credit Hours: CREATING WEALTH

Wednesday, December 18
1:00pm - 4:00pm

Career Education Systems Continuing Education

3450 N Rock Road, Suite 404

Salesperson 3 Credit Hours: 1031 EXCHANGES, 
NOT JUST FOR INVESTORS ANYMORE

local events
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Client: Paul Gray Homes
Size: 1/4

Location: Standard Broker Office

SUBSCRIPTIONS
When Real Producers magazines are within reach, clients not only 

recognize your appreciation for high-quality content, but your 

association with top-producing industry partners.

MONTHLY SUBSCRIPTION COST BREAK DOWN:

5 COPIES

10 COPIES

15 COPIES

20 COPIES

$50

$97.50

$142.50

$180

per
month

per
month

per
month

per
month

For all questions, please reach out to Wichita Real 

Producers,  at samantha.lucciarini@realproducersmag.com or 

by phone at 316-258-4855.

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

W I C H I TA
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PROFESSIONAL HOME INSPECTIONS
316-630-0003 | maybeeinspections.com | erik@maybeeinspections.com | 301 South Meridian Ave. | Wichita, KS 67213

FAQ
ABOUT THIS MAGAZINE

We realize that Real Producers is a new concept 

here in Wichita, and some of you may be wondering 

what it’s all about. That is why we have created 

a “FAQ’s About This Magazine” page. Here we 

will answer the most commonly asked questions 

around the country regarding our program. My door 

is always open to discuss anything regarding this 

community – this publication is 100% designed to be 

your voice!

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 300 agents in RSCK 
MLS. We pulled the MLS numbers 
(by volume) from January 1, 2018–
December 31, 2018. We cut the list 
off at #300, and the distribution 
was born. For this year’s list, the 
minimum production level for our 
group is on pace for $3.4 million in 
2018. The list will reset at the end of 2018 for next year, and 
continue to update annually. This elite audience is only 12% of 
the local real estate agents, but represents nearly 70% of the 
residential business! 

Q: WHAT IS THE PROCESS FOR BEING FEATURED IN THIS MAGAZINE?

A: It’s really simple – every feature you see has first been nomi-
nated. You can nominate other agents, affiliates, brokers, owners, 
or even yourself! Office leaders can also nominate agents. We 
will consider anyone brought to our attention, because we don’t 
know everyone’s story, so we need your help to learn about them. 
A nomination currently looks like this: you email us at samantha.
lucciarini@realproducersmag.com with the subject line, “Nomi-
nation: (Name of Nominee),” and explain why you are nominating 
them to be featured. It could be they have an amazing story that 
needs to be told – perhaps they overcame extreme obstacles, 
they are an exceptional leader, have the best customer service, or 
they give back to the community in a big way. The next step is an 
interview with us to ensure it’s a good fit. If it all works out, then 
we put the wheels in motion for our writer to conduct an inter-
view and for our photographers to schedule a photo shoot.

Q: WHAT DOES IT COST A REALTOR®/TEAM TO BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so 
nominate away! We are not a pay-to-play model. We share real 
stories of real producers.

Q: WHO ARE THE PREFERRED PARTNERS?

A: Anyone listed as a “preferred partner” in the front of the mag-
azine is a part of this community. They will have an ad in every 
issue of the magazine, attend our quarterly events, and be a part 
of our online community. We don’t just find these businesses off 
the street, nor do we work with all businesses that approach us. 
One or many of you have recommended every single preferred 
partner you see in this publication. We won’t even meet with a 
business that has not been vetted by one of you and “stamped 
for approval”, in a sense. Our goal is to create a powerhouse 
network, not only for the best agents in the area, but the best 
affiliates, as well, so we can grow stronger together.

Q: HOW CAN I RECOMMEND A PREFERRED PARTNER?

A: If you have a recommendation for a local business that works 
with top producing agent, please let us know! Send an email to 
samantha.lucciarini@realproducersmag.com.



Client: US Mortgage Company
Size: 1/2

Location: Standard
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