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Cover photo by Heidi Mossman with Capture . l
Life Photography. To schedule your own
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It's the little moments in your home that are the big things in life.
Our collaborative approach helps us ereate a home that is milor-made for the way
your family lives, Regular meetings with your Persemal Builder™ and our FlexSpace™
options ensure that you're getting the home you've always imagined. And, it's backed
by our industeyleading warranry - which is something very exrraordinary indeed.
Thae's The Weekley Way!

GOOD VIBES ON THE MESH

All Concerts at 142 S Raven Mine Orive 80905 | 4-7pm
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BLUE STEEL KERRY PASTINE & THE CRIME SCENE
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Homes from the $370s to $420s+
in the Colorado Springs area Dﬂ"l"ﬂ a THE UAGABUNDS BHASS ﬂUTHDRITY E BnHKELEY AUEHUE

. Enclave at Welf Ranch 719-639-2722 H

From the low $400s
7194530169

2. Eastridge at Meridian Ranch M“.E HIBH

From rhe high 3300
719453.0173%
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3. Gold Hill Mesa
From the high S3004
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Don'tletan kil your deal!

JTFUTUREQUEST is a PUNCH LIST PROFESSIONAL ONLINE BOOKING AT
"y
L

As an Investor, Landlord, and former BandMhomelnspections.com
Real Estate Professional, | know what it
takes to get the job done. We will meet Speak to our customer care team at

your deadlines, pull the permits, and 719-648-2835
handle the details to get you to the
closing table on time!
E WE DO IT ALL!
A Ifit's on your punch list, we'll put it on ours.

JTFuturequest | Licensed and Insured Professional | Remodeling Contractor B rl c k a n d M 0 rta r
(719) 229-4092 | www.jtfuturequest.com HOME INSPECTIONS 5 INC
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SO MUCH TO
LOVE IN NORTH
COLORADO SPRINGS.

Ranch. In Cordera, we're building historically-inspired
5 as well as the low-maintenance mid-century
les of élan. And there’s plenty of comfort and
craftsmanship in Cumbre Vista. Prices range from

the high $300s to the low $600s. Follow your

heart north, and let your new home be your

favorite destination.

Keller Homes

KellerHomes.com

6 - September 2019
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Caltan Homas Murphy's Casbom oy
Classle Homes Dabrwood Hosmei
Cavington Homen Reunion Homas
Ganvid Weekley Homas

Exgls View Conwbruction Wanguard Homes

Fadatres Homes

Galant Hamas Wamage Homaes

Gostzmann Custoom Homes  Willagras Lusury Homas
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FEATURED COMMUNITIES

Banning Lewis
Ranch

Flying Horse

Wolf Ranch

PLUS 14 COMMLUMNITIES
THROUGHOLUT

ELPASO COUNTY

Save the dates for
the 2020 Parade

Aug 7 - 23, 2020

GROW REFERRALS.
SHOW YOUR GRATITUDE.

Custom. Engraved. Executive-quality pen.
Your Name. In their hand every day.

SAMUELPENCO.COM

Support local. Handcrafted in Colorado.
Volume discounts. Gift box and shipping included.

PREFERRED PARTNERS

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!

ATTORNEYS
Priebe Law Firm
(719) 388-8899
priebelawfirm.com

AUTO

Lexus Of Colorado Springs
(719) 358-0111
LexusOfColoradoSprings.com

CATERING

Salt of the Earth
(719) 466-9004
sotecatering.com

DEVELOPER
Banning Lewis Ranch
(719) 380-5040

FLOORING

Carpet Direct

(719) 930-4847
CarpetDirectNow.com

HANDMADE PENS
Samuel Pen Co
(719) 310-9394
SamuelPenCo.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

Keller Homes, Inc.
(719) 388-2323
kellerhomes.com

Oakwood Homes
(719) 380-5092
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 IMPROVEMENT
JT Future Quest
(719) 229-4092

HOME INSPECTION

AmPro Inspections

(719) 648-4098
www.AmProlnspections.com

Brick and Mortar Home
Inspection Inc.

(719) 648-2835
bandmhomeinspections.com

Compass Home
Inspection, LLC

(719) 351-4241
CompassHIColorado.com

Ground Floor

Home Inspection

(719) 641-1555
www.GroundFloorHomeln-
spection.com

HOME LOANS

Rich Dillman

- Caliber Home Loans
(719) 694-5310
CaliberHomelLoans.com/
RDillman

HOUSE CLEANING SERVICE
Colorado Complete Cleaning
(719) 522-1104

INSURANCE

Alliance Insurance of
Colorado Springs

(719) 573-4155
AlliancelnsuranceColorado.com

American National Insurance
(719) 776-9393

American National Insurance
(719) 776-9393

Solid Rock Insurance
(719) 574-0082
www.SolidRockAgency.com

MARKETING

Connect Grafiks & Marketing
(719) 679-2626
ConnectGrafiks.com

MORTGAGE

Integrity First Financial
(719) 385-0777
www.|FFHomeLoans.com

Movement Mortgage

(719) 339-0744
www.movement.com/heather.
kunce

MOVERS

Two Men and a Truck
(719) 551-5085
www.TwoMen.com

NEIGHBORHOOD
Gold Hill Mesa
(719) 900-1461
GoldHillMesa.com

PAINTER

Happy Painting, Inc.
(719) 373-5550
HappyPainting.biz

PHOTOGRAPHY
Capture Life
Photography

(719) 789-5558
www.capturelife.photo

RESUME WRITING
SERVICE

A Platinum Resume
(719) 339-2659

ROOFING
TRITON Roofing
(719) 322-3673

TITLE COMPANY
Empire Title of
Colorado Springs
(719) 884-5300
www.ETCOS.com

First American Title
(719) 208-8330
FirstAmColorado.com

Heritage Title Company
(719) 592-9933
HeritageTCO.com

North American Title
(719) 578-4100
www.NAT.com

Unified Title Company
(719) 578-5900
www.UnifiedTitle.com

www.realproducersmag.com - 7
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Most of you know me as the Publisher of the Real Producers
magazine, but not many know my past experience prior to this
venture. For 25 years I was in Corporate America as a VP for
Verizon and later, Dex Media. My entire career was in sales and
sales management. I have hired, trained and mentored count-
less employees over the years and I have often been asked what
makes a great hire? What do you look for when hiring? Educa-

tion, past success, attitude?

T have been through countless meetings and groups trying to
identify what really makes this equation work. At one point, we
had hired a Boston consulting group to do a full-year study to

identify the key markers in what to look for in future hires.

After several million dollars in research, they eventually identified
a series of attributes they believed would be the “golden keys” to
identifying the best candidates and hiring successful salespeople.

The classic background was identified...education, past success in
sales, solid recommendations and finally, passing a “personality

profile,” specifically designed for our industry.

8 - September 2019
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CONTINUOUS
EFFORT — NOT
STRENGTH OR
INTELLIGENCE

— IS THE KEY
TO UNLOCKING
OUR
POTENTIAL.

2

Sir Winston Churchill

In short, did it work? Absolutely not...

This is why the above quote struck me when I was
working on this article. I meet with agents every
week and every one of us has a unique story and
background. No two of us are the same, have the same
background or experience. In fact, the divergence and

diversity in Real Estate are extraordinary.

Eventually, I came to the realization that the candi-
dates on paper, who looked like perfect hires, great
education, past experience, etc. typically failed, or
eventually gave up. The one and only determining
factor that had any real impact in hiring was the
candidate who could not afford to fail. That sounds
pretty basic, but it is true. Someone willing to do

“whatever it takes” to get the job done, was the key.

That is the key to sales and more importantly, the
key to real estate and life. Don’t get me wrong, the
other indicators do help, but the one underlying
feature in an individual is continuous effort! Con-
tinuous effort to improve, to learn and the inevita-
ble results will happen!

Have a great month!

MARK VAN DUREN
Publisher
Mark.VanDuren@n2pub.com
Real Producers
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HOME INSPECTION LLC
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* Interior and Exterior Painting

* Residential and Commercial Painting
* Window Replacements

* Stucco Repair

» Carpentry

Bamaini |
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Call MARK to Schedule your 5 Star Inspection Today!

ULORADU U

TWO MEN AND A TRUCK.
‘Movers Who Care.”

Free no-obligation estimates

Moving & packing services

Competitively priced boxes & packing supplies
Local & long-distcmce moving

Professional, trained, and uniformed movers

TWO MEN AND A TRUCK-

9.576.6683 (MOVE) | twomenandatruck.com

Each franchise is independently owned and operated.




‘ Firet Arverican Titleia Choose First American Title

for your next closing.

THE RANGE Making Closing Fees Simple
By including more services in our Closing fee, we've made it

easier to quote settlement fees and understand closing costs.

Here is an suample of fas that may OTHER COMPANY FIRST AMERICAN TITLE

be charged by ather companies.

Basic Resale Escrow Closing Service {

Recording Services ADDITIONAL CHARGE INCLUDED
Courier / Express Delivery ADDITIONAL CHARGE INCLUDED
Cashier's Checks ADDITIONAL CHARGE INCLUDED
Incoming / Cutgoing Wire 5ervices  ADDITIONAL CHARGE INCLUDED
Releaze Tracking Fee ADDITIONAL CHARGE INCLUDED

Titte pravuurm charged saparataly Apples o resdential resala framsaction only, Does nal incliade third party fees ar
thoris amponad By @ g rnmant anmy

COLORADO | Effective Dec 20, 2018

First American Title"

A SERVICE THAT'S
TRITON N\ OVER AND ABOVE

ROOFING & SOLAR

CLASSIC §

HOMES

At Triton Roofing & Solar, we work tirelessly to provide you with a

From the mid $300s From the $200s From the mid $300s knowledgeable experience and reliable roofing products that will
ClassicHomes.com OakwoodHomesCO.com CovingtonHomesCO.com leave your home and family protected for years to come.
719-886-4995 719-380-5092 719-448-5000

10 Years in the roofing and solar business exceeding our
customers’ expectations

We are a GAF Master Elite Contractor

Our former military owners offer high standards of quality
and attention to detail

We are the only Southern Colorado roofing company to
earn the GAF President’s Club and Triple Crown Awards
6 consecutive years

BANNING LEWIS RANCH™

COIoradO Sprlngs, AN OAKWOOD HOMES COMMUNITY N
#1 SELLING

COMMUNITY

5 YEARS O il s

IN A RGW! RETR Nty 0 I i | Dublinkd.

_ RES

Our HAAG Engineering Certified inspectors ensure a smooth
and seamless experience

Call us today for a FREE estimate: 719-322-3673
Or email: cos@tritonroofing.com

Woodmen Rd.

TRITON ROOFING & SOLAR

5170 North Union Boulevard, Suite 200
Colorado Springs, CO 80916

TRITONROOFING.COM

BanningLewisRanch.com
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www.realproducersmag.com - 11



- Mike

I\/\aCGuwe

J2onpold do) €4

T o S— .



am a lifelong Colorado resident. I grew up in

Southwest Colorado Springs and graduated

from St. Mary’s High School, where I met

my wife, Missy. We remember when Power’s

Boulevard was a dirt road and Woodmen
Road felt halfway to Denver. What a transformation
we have witnessed! Missy and I have been married 31
years and have had the pleasure of raising our family
in Colorado Springs. Our daughter Morgan is 24 and
works for NBC/Universal in New York City while
our son Mike will complete his degree in integrative
physiology from CU Boulder in May.

Recently, I was asked about a transformative situ-
ation in my life. Quickly my response was that the
loss of my father at a young age changed the trajec-
tory of my life. On my next birthday, I will be the
same age as my father when he died. That puts into
perspective what a young man he was at the time. In
the 1980s when Colorado Springs was amid a very
difficult economy, my father lost his business. As a
father of six
children, this
was financially
devastating.

I witnessed

a man being
stripped of
everything.

On appearance from the outside, yes, we were
struggling, but things seemed okay. Unfortunately,
behind closed doors, our world was coming apart.

I witnessed my father and family being stripped of
everything. Ultimately, the stress caused a major
heart attack that took his life. As a kid watching the
events that proceeded my dad’s death, I felt helpless
and couldn’t do anything to change the situation. At
that time, I adopted the attitude of self-reliance and
independence. My internal drive told me that I would
not be beaten. And at the same time, I developed an

awareness of people in need and a calling to serve.

After high school, we moved to San Francisco, where I
worked on the Pacific Stock Exchange trading floor and
Missy was getting her Bachelor’s of Nursing at USF. The
opportunity of working on the Equities and Options
trading floors taught me that perseverance, dedication
and hard work were the keys to success. After the
larger earthquake in 1989, we decided to move back to
stable ground — Home to Colorado. I took the opportu-
nity to transfer to Denver with Merrill Lynch.

14 - September 2019

66 The energy and collaboration are
second to none. We uplift, support and
encourage each other to aspire to be our
best. We become family... 99

While I loved the speed, energy and excitement of the
trading floors, I soon realized that sitting in a cubicle at
Merrill Lynch was not for me. So, I obtained my Real
Estate License in 1991 and embarked on my residential
Real Estate career at Coldwell Banker. Thankfully I had a
managing broker that coached, guided and mentored me.
I credit my success and longevity in the business to great

mentors that I have been fortunate to have along the way.

‘When we decided to begin a family, we returned to Colora-

do Springs, where are hearts always have been.

I began my Colorado Springs Real Estate career at Shields
Real Estate under the ownership of Cres & Mary Shields. I
have had the privilege to work for Bill Hurt and Joe Clem-
ent as Managing Brokers who were fantastic mentors,
coaches and are great friends to this day. Launching my
business in Colorado Springs meant working long hours,
open houses every weekend, floor duty, having the goal
every day to meet someone new, chasing every potential
opportunity, and building lasting relationships with cli-
ents. Most of these
practices still work
today, and when

my business is off, I
realize, I need to get
back to these basics.
My work ethic
hasn’t changed - 1
am out the door between 6:30-7:00 every morning and am
wrapping up the day about the same time in the evening.
To me, this is not a hardship, it is one of my greatest bless-
ings; I LOVE WHAT I DO!

After a career as a cardiac ICU nurse, Missy joined my
team and became licensed in 2005. Although we don’t deal
day-to-day with life and death, the human needs of care and
concern in Real Estate are evident daily. Missy brings to the
table compassionate care for our clients in communicating,
listening and encouraging them through their purchase

or sale. We are blessed to have dedicated long-time team
members, Rebekah Burley, who has been with our team for
10 years, and Tarema Underwood Riddle, who joined our
group five years ago. In a business with quite a bit of turn
over, we are fortunate to have such dedicated and loyal

team members who share our “Client-First” philosophy.

Over the last 28 years, I have built a business based on
personal relationships, specializing in past client repeat
and referral business and corporate and Military reloca-

tion. We recognize that buying and selling a home can be a




daunting and overwhelm-
ing process. We partner
with our clients every step
of the way, promising to handle
the details large and
small. Our goal is
to serve our clients
in such a way that we
always represent their
best interest. We never refer
to our clients as units, deals,
transactions or sales. They are
people - families and individuals
- that are walking through one of the
most stressful and emotional life events.
We are grateful to have been a part of their
process to find THEIR HOME where they raise
their children, gather around their table with
friend and family, and rest their heads at the end
of a long day. While working with sellers, we are
confident that we provide and constantly pursue
the newest and most innovative ways to market
and promote their home. This is followed up
with a commitment to serve and protect their

best interest all the way to closing.

As all REALTORSs® know, this is an industry
that can be more challenging and humbling than
any other life experience. There are many lean
years. In fact, my early years in Real Estate
could be a commercial for Tony Robbins...It

was late at night, and I couldn’t sleep. I turned
the TV on and there was Tony Robbins info-
mercial selling the “Personal Power” cassette
tape series. I spent the last $200 of credit on
my credit card to buy the set. I listened to that
series religiously multiple times over. I have
lent to friends and co-workers. I have purchased
the Robbins CD series and attended many live
events. Although Tony Robbins is not the an-
swer for everyone, I encourage all REALTORs®
to constantly seek knowledge, encouragement
and mentorship. From Miracle Morning to Rav-
ing Fans and Secrets of the Millionaire Mind, we
are constantly learning and implementing new
ways to grow as professionals and individuals.

This has been a key to our success.

In 2004, a group of top Real Estate agents from
various brokerages across Colorado Springs
began brainstorming sessions to discuss local
market trends, new technologies in the indus-

try, and how to better serve our clients. From

these mastermind meetings, the idea of The Platinum Group
Realtors was birthed. In January 2005, The Platinum Group
Realtors opened its doors as a place where like-minded indus-
try leaders collaborate to create a culture where the highest
professionalism, ethics and integrity are the standard. It is a
collaborative group that meets regularly to share innovative
ideas and strategies to best serve our clients and to elevate
the Real Estate industry. While there are companies that have
“producers” and other companies that are willing to share
ideas, it is rare to find the combination of highly productive,
established REALTORs® who are eager to share their expe-
rience and knowledge with one another for the betterment of
their clients and each other. I am fortunate to be surround-

ed by this amazing and unique group. I have always lived by
Jim Rohn’s words: “Don’t join an easy crowd — go where the
expectations are high, the challenge is great, the demands are

12

many and the victory is sweet!” I believe The Platinum Group

Realtors embodies this quote.

Over 14 years, it has been so rewarding to see The Platinum
Group Realtors grow from eight founding partners to over 70
licensed REALTORSs® who share this vision. The energy and
collaboration are second to none. We uplift, support and encour-

age each other to aspire to be our best. We become family...

Missy and I share a philosophy of: To whom much is given,
from him much is expected. The Real Estate Industry and
community of Colorado Springs have given us so much. We
love to enthusiastically serve our community. I have served on
the PPAR and RSC Board of Directors, PPAR Grievance Com-
mittee and am a major donor to RPAC. As a member of Peak
Producers, since its inception, I have been the president, vice
president or member of the Board of Directors and absolutely
love the collective giving spirit that has impacted organizations
such as Keep Colorado Springs Beautiful, Catholic Charities,

Springs Rescue Mission and Dream Centers.

Personally, we have served on the Board of Directors of Catho-
lic Charities and we are involved with Springs Rescue Mission
- New Life Program, Dream Centers’ Mary’s Home and COS I
Love You. These organizations have a common mission - they
serve people who are committed to improving their lives and
are seeking a hand up, not a handout. Through these orga-
nizations, we have had the pleasure of meeting some of the

toughest, most resilient and inspiring people.

It is with gratitude that I look back on the last 28 years for all
that life has given me. By far, my greatest blessings have been
my incredible clients that have become friends and my peers in

the Real Estate industry that have become like family.

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

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
pbe the ace under your sleeve
when negotiating with
insurance carriers. As an
insurance broker, we are
uniguely qualified.

« We shop the best insurance carriers all at once
. We're local

» Flexible Policies that Work for You

« Personal Agent Experience

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

Whether you're buying,

selling, refinancing, or Y \
building your dream home, r
you have a lot riding on - a

your loan officer.

As an experienced loan - 4 / I I
officer | have the knowledge r (buyers n0t'ce the deta,’s)
you need to explore the :
many financing options
available.

Chosen by more Colorado
REALTORS for pre-listing,
move-in and move-out
cleanings since 198/.

Heather Kunce

Loan Consultant
NMLS#: 418598 / State License: 100041525

719.339.0744

movement.com/lo/heather-kunce

G Call us today for a FREE estimate
coorapo  [19-201-1507 | Valerie Hampton

www.realproducersmag.com - 19

MOVEMENTMORTGAGE

Uite 300 | Colorado Springs, CO 80920

" 1755 elstar. Drive |
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By Robert O’Brien,
Real Producers Reporter
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Dr. Mike DiStefano, Chief Medical Officer
of Children’s Hospital Colorado, Colorado Springs

22 - September 2019

Note: This article represents a new series for Real Producers, called “IMPACT!”
The focus of this series will be to highlight happenings in the Greater Colorado
Springs area that will have an outsized effect, for good or ill on the economy
and/or lifestyle as well as the value of our properties in this community.
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That’s what a children’s hospital is, a hospital devoted solely to
kids. Children’s Hospital Colorado, Colorado Springs is a brand-
new “294,000-square-foot, 111-bed facility that will serve as south-
ern Colorado’s first pediatric-only hospital and provide more than
175,000 kids in southern Colorado and surrounding states with

pediatric care closer to home,” according to the organization.

Children’s Hospital Colorado, Colorado Springs belongs to the
same very large organization that operates a total of 18 health-
care facilities of various types throughout the State, including:
+ Children’s Hospital Colorado, Colorado Springs

* Memorial Hospital Central, Colorado Springs

* Outpatient Care at Briargate

* Therapy Care at Printers Park

..and Anschutz Medical Campus,
Aurora, KidStreet (designed to
provide daily rehabilitation services
for infants and children with
complex medical needs), Denver,
Outpatient and Urgent Care at
Uptown, Denver, Orthopedic Care,
Centennial, Therapy Care, Parker,
Outpatient and Urgent Care, Wheat
Ridge, Emergency Care at Parker
Adventist Hospital, Outpatient Care,
Parker, South Campus, Highlands
Ranch, Therapy Care, Highlands
Ranch, Therapy Care, Broomfield,
CU Specialty Clinic, Broomfield,
North Campus, Broomfield, Therapy

Care, Pueblo.

The new Briargate hospital has
294,000 “state-of-the-art square
feet entirely devoted to kids. That
means more kids in southern
Colorado get the care they need,
faster and closer to home,”

according to the organization.

By the numbers:

+ PEDIATRIC EMERGENCY: 33
Exam rooms, 6 Behavioral
health rooms

+ CANCER: 8 Private infusion rooms,
4 Infusion bays, 6 Exam rooms

* SURGERY: 8 Operating rooms, 33
Private recovery beds, 5 Extend-
ed-stay beds

+ HOSPITAL BEDS: (CRITICAL
CARE BEDS) 16 PICU (Intensive
Care) beds, 50 NICU (Neonatal
ICU) beds, 37 Medical surgery beds

* SLEEP: 3 Dedicated sleep study
beds, Dedicated space for EMU, EEG

+ IMAGING: 5 Imaging types: MRI,
CT, Plain film imaging,
Ultrasound, Fluoroscopy

+ THE FIRST: Pediatric-only hospital
in southern Colorado, Pediat-
ric-only emergency department in
southern Colorado, Pediatric-only
epilepsy monitoring unit in south-
ern Colorado, Pediatric-only oper-

ating room suites.

In the June issue of Real Produc-

ers, we profiled a Doherty High
School sophomore, Schafer Reichart,
who contracted the flu on January

23 of this year: From the Colorado
Springs Gazette, By: Kevin Carmody
Mar 11, 2019: “After 45 days in the
hospital, Doherty sophomore Schafer
Reichart has finally returned home to

Colorado Springs.”

“On Jan. 23, Reichart was airlifted
to Children’s Hospital in Denver with
a life-threatening illness, caused by
the flu and a strep infection. He spent
days on life support as he underwent
respiratory, kidney and heart failure.
Gradually, Reichart’s condition im-
proved, and on Friday, he walked out
of the hospital.”

This story of an entire family in
crisis is relevant to the opening of
Children’s Hospital Colorado in Col-

orado Springs because not only did

www.realproducersmag.com - 23



he have to be flown to Denver for care
but then the parents had to spend weeks
in Denver with their son while he fought
for his life and then went into “recovery
care.” We speculate that had Children’s
been open here, in the Springs, Scha-
fer would have been taken directly to
Briargate rather than having to be flown
to Denver. And the parents would have
been local, rather than more than an
hour away. This is a huge quality of care,
quality of life issue for this community. A

very big improvement.

Real Producers spoke with Dr. Mike DiSte-
fano, Chief Medical Officer of Children’s
Hospital Colorado, Colorado Springs. A
former “Houstonite,” Dr. DiStefano moved
to Monument from Denver in May of this
year, along with his physician wife and
their three children, ages 12, 10 and 8.
Distefano met his future Colorado Springs-
based wife at Baylor College of Medicine.
From school the couple moved to Denver
where DiStefano became Medical Director
of the ER at Children’s, then Director of
Clinical Operations to Associate Section
Head, Pediatric Emergency Medicine and
now, the very first Chief Medical Officer at
Children’s Colorado Springs. What does a
Chief Medical Officer do?

“I am the administrative physician. So if
you think of it as you think of company
executives, you have a chief financial
officer and a chief executive officer. In
medicine, we have a chief medical officer
which is a physician who partners with a
chief nursing officer and we kind of help
as the organization makes decisions. I
help with those medical decisions to kind
of help align how do we want to position
ourselves from a medical standpoint. I'm
a liaison for all of the medical profession-
als not only here locally in our hospital
but also in the community. So I try to

be externally facing as well as trying to
represent those needs of the community
physicians, making sure that we’re align-

ing internally and externally.”

DiStephano continues, “It’s nice we’re
not a huge hospital. We’re not a 400-bed
hospital, we’re a 111-bed hospital. And so it

allows us to have formed some of those re-
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lationships that can take
a long time to form up in
an institution that’s very
large. So it’s been about
as wonderful as I could
probably anticipate.”

Asked what one of the
major impacts is of
having a facility like this
in Colorado Springs, Di-
Stephano says, “A good
example and I'm biased
because I'm an E.R. doc
is that we have an ER
that is fully staffed by
pediatric emergency
medicine physicians
which is totally new to
the community. That
sort of physician. There
have been some that
have kind of floated in
and out of the commu-
nity but to have it 24
hours a day seven days
a week is something
new and for us in emer-
gency medicine; it’s be-
ing a pediatrician first.
We’re pediatricians

that then end up getting
trained for an additional
three years in emergen-
cy medicine, rather than
emergency medicine
where you get trained;
and they do really good
things, but they get trained on all age
groups, right? And they do really
good things for all age groups. It’s that
5 percent that we truly know kids a
little bit differently and in a way that
I think somebody who goes through

general training just doesn’t get it.”

“So you know it helps one identify
some of the rarer things, so you get

a quicker diagnosis. It actually limits
tests for families which I think they
don’t necessarily appreciate all the
time. So decreasing the exposure to
radiology, decreasing the number of
needle sticks, that kind of thing. Hav-
ing that expertise and knowledge that

we didn’t have previously (in Colora-
do Springs). We’re gonna have ded-
icated pediatric radiologists. They’ll
be reading all of our films for the city
which we haven’t had in the past.”

“This whole building was built from
the perspective of children which is
different than any other building. As
you walk through it you’ll see things
that are truly architecturally built
for kids but then on the medical
side, we have anything and every-
thing you would need for any baby
or young adult. We go from less
than a kilogram and weight to adult-

size patients.”

What is the range of ages the hospital treats? “From O to 14, we are probably the hos-

pital of choice and from 14 to 18, we’re an option. When you start getting up in those
upper adolescent ages, it’s not black and white. Pediatrics is not like one day or you’re
a pediatric patient and the next day you’re not. And so that’s where it gets a little
tricky. Even after you get above the age of 18, we have some chronic patients who have
pediatric-specific diseases that require our expertise so that our adult colleagues and

some specialists
aren’t used to
seeing those dis-
eases. And so you
can go up into the
20s with some of
those patients and
we try to transi-
tion them at some
point. But it’s not
as black and white
as you would
think. So we defi-
nitely believe 14
and we are the re-
source for the city
and for the region.
Anything above
that I think we

are an option and
sometimes we are
the only option. If
you have a chronic
medical pediatric
medical condition,
you should really
be seen here

at Children’s.”

“ What’s

the hospital’s
core mission?
‘Our goal is to keep care

local for kids, and we’re

already seeing that.’ ’,

Real Producers thanks Dr. DiStephano for speaking
with us after a nine-hour shift in Children’s ER unit —
amazingly, he looked none the worse for the wear.
He was generous with his time and information

and we look forward to visiting with him again

in the future for a “progress report.” Incidentally,

the hospital is already far ahead than they had
initially projected in community acceptance and
“patient census,” in other words, patients. We would
also like to thank Sarah Davis, Communications

and Media Relations, Southern Colorado, (and
fellow Hoosier) for arranging for our time with Dr.
DiStephano, photos, press releases and directions
to the front door of the new hospital. We got lost
anyway, but that’s not her fault!
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“I am sorry honey, what did you say?”
“I said, you HAVE to be home from your business trip before I go

into labor!”
. “I absolutely will be, I promise!”
'M.'), llfe ha’s b een “We have three kids under 6 and no family here, I NEED YOU

HOME for this, I can’t do it all alone!”

a collage of

Yes, that was me, Sheryl Van Duren and a discussion with my

experlences° Put husband, Mark, on the birth of our fourth child. I have had a

life packed with experiences, trials, travel and of course, kids

them all together = .ty
and it Cr eates a I was born in Toledo, Ohio. My dad was no stranger to hard work,

. as he and my mom got married while he was still in graduate
portr alt Of WhO school. To pay for school and a family, he shoveled iron ore onto

a great lake’s freighter named the “Edmond Fitzgerald,” a freight-
I am What I er that would later sink in a massive storm on the Great Lakes
¢4

and be memorialized in the song by Gordon Lightfoot.
stand for and the
. As a dedicated worker, husband and father, he worked for Eli
expenenc es that I Lilly and became a very successful executive. My father has been

my mentor, teaching me all the values I hold dear...hard work,

bring to the table. dedication, honesty and integrity.

»» up-and-coming
real estate agent
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My mom was a classic “Leave It To
Beaver” wife and stay-at-home moth-
er. Caring for my younger brother
and me, dinner was always ready,

the house was perfect and she was
always dressed to the nines and put
together. She has a real talent for
decorating, design and class. These
are her gifts to me that I would utilize
throughout my life. I am also proud to
say my parents have been married for

55 years and still very much in love!

We moved to Indiana for my father’s
career at Eli Lilly and we moved
several additional times growing

up. My parents insisted I work from
a young age and I will never forget
working the summer of my 7th-grade
year, “detasseling corn,” all the bugs,
heat and sweat were unbearable, but
the pay was good. Later, I worked on
the production line at Eli Lilly boxing
products. In no way a “glamorous”
job, but it taught me what it meant to

be on time and a dedicated worker.

I later graduated from Ball State
University and after I graduated

from college met my husband, Mark,
32 - September 2019

and a year and a half later we were married.
Mark started his career with GTE (later
Verizon) and we joked it stood for
“Get transferred everywhere” and
wow, was that true! We started
our journey in Indiana, bought
our first house, a cute ranch-
er that we purchased for
$100,000 and had our first
child, Jacob. Mark was
doing quite well and I was
a human resources man-
ager for a medium-sized
business. My time in HR
really developed my skills
in listening and counsel-
ing employees. Looking
back, my life has been full
of experiences like this that
would prepare me for my future
in Real Estate.

Mark was promoted, transferred, and
we moved to Dallas, Texas. It was common
that he would depart for the new job some months
before me and I would stay behind to get the house
ready to sell, then we would pack up and move. I
was eight months pregnant during this move so be-
tween working, raising an 18-month-old and getting
a house sold was a big challenge. I was alone, as
Mark was in Dallas and my family was four hours
away. It was just one more experience that I look
back on, that, again, was getting me ready for my

future. Nothing in life is wasted!

We loved Dallas; the weather was a real change
from the cold winters of Indiana. We stayed in
Dallas for four years and developed a lot of lifelong
friends. We welcomed our second child, Holly,
while we were in Texas. Life was great, I had be-
come a stay at home mom raising our children and
taking care of the home. It really was a fun time,
but I just wasn’t fulfilled! I had to do MORE! Some-
thing, anything!

You will laugh at this one, but I took a job with the
local school as a crossing guard! During this time, I
also dabbled in “Southern Living At Home” parties
and selling educational books. These were more for
my “social life” than anything else, but it got me out
of the house making friends and learning how to be

a great communicator.

Once again, we received a promotion and with that
came a transfer to another state. It was a big opportu-

nity, but also a life change. The company asked us to

move to Seattle, Washington! Oh,
the weather! Neither of us had
ever been to the Northwest and
really only knew of Seattle from
what we saw on the Tom Hanks

movie, “Sleepless in Seattle.”

We took the job, sight unseen
and once again, Mark headed off
while I stayed behind with the
kids and sold the house. The RE-
ALTOR® we used was the same
REALTOR® we had purchased
with four years before. She was
terrific and she had made a big
impression on me. She was a
“luxury” agent, although at that
time we were NOT in the luxury
price. Here was this REALTOR®,
who really listened and gave us
the time we needed. We really
felt special and not just a com-

mission check.

Seattle really turned out to be
one of our greatest adventures.
Yes, the weather was challeng-
ing, but for the eight weeks of
summer, there is no place like it!
We camped, hiked and explored.
It was a different adventure
each weekend. Mark was doing
great, we had a beautiful place
to call home with two children
with another one on the way. It
was here that I got a different
perspective on what an agent is
NOT to do. We worked with a
gentleman who should not have
been a REALTOR®. He didn’t
listen, didn’t properly search in
the correct areas of town, didn’t
have his facts right, you name it,

it didn’t happen.

Finally, one weekend, Mark
went out on his own and found
our new home. This was before
Zillow and the internet. I real-
ized that if T ever went into real
estate, my business would look

very different than his.

One evening Mark came home
from work while we were in
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¥,
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®®e® Seattle, sat me down and said, “You know how you have always wanted to

move south?” I said, YES! Desperately thinking we were going back to Texas
or perhaps, Florida! Then his answer came, “Well, my dear, we are moving
south again!” I squealed and jumped! Where, where? Then, the shoe dropped,
“Well, we are moving south, to Portland, Oregon!” Was he kidding me? Four
hours south doesn’t count in my book! I laugh now, as he had done so very
well as it was yet another big promotion for us. The problem was, I was preg-
nant AGAIN with our third child and I just knew what was coming! We were
in Seattle for a brief 18 months and we welcomed our third child, Matthew, at
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the tail end of our time there. Sleep-

less in Seattle, it was!

Once again, Mark headed off to his
new position and I was again left at
home but now with two under the age
of 6 and a newborn. So, again, I cared
for the kids, got the house ready and
sold, all while Mark was in Portland.
Don’t get me wrong, Mark did come
home on the weekends for this move,
but during the week, I was a single par-
ent. It really taught me organization,
scheduling and prioritizing the things
that just had to be done. Skills that are

so critical in my business every day.

‘We bought a wonderful home over-
looking the Willamette Valley, high
up on a hill. The misty mornings there
were absolutely breathtaking! The
official “End of the Oregon Trail” was
visible from our front porch, down

in the valley. In Oregon, like Seattle,
we hiked, explored and again, had yet
another adventure. We decided to
“round out” the family by having our
fourth child and “Grand Finale.”

While I was pregnant, Mark again
came home with news. We were
moving, but this time to the opposite
coast! He was promoted to vice pres-
ident of the newly merged “Verizon”
and we would be based in Philadel-
phia. Wow! What a change! Going
from Indiana, Texas, Seattle, Portland
and now, Philly, talk about a culture
shock! Still a stay at home mom and
wife, Mark once again packed up and
headed out to Philly. This time was
different, as he had made it clear he
had to come home EVERY weekend
to be with us! I was seven months
pregnant with our last and had three
other children under 7 at home. It
was really a lot to even think about,
as we really had few close friends

and absolutely no family in Oregon to
help me out. Mark would depart every
Monday morning at 6am, fly across
the country and then work all week in
Philly. Every Friday at 4pm, he would
fly back, land at lam Saturday with a
three-hour time change every week to

be with us for a brief day and a half.

I had made it crystal clear HE HAD
TO BE HOME when I went into labor!
I didn’t have any backup, no choice
and I needed HIM! My due date was
imminent and Mark was in Philly, he
ASSURED me he would indeed be
home and BEFORE I went into labor!
He landed in Portland and got home
at lam. Sure enough, I went into labor
at 4am! A three-hour cushion! What a
relief! We welcomed our “grand fina-
le,” Hannah, in November 2000.

‘We moved just before Christmas that
year. I orchestrated the REALTOR®,
the sale, the movers and packed up all
the odds and ends with four kids, one
being a toddler and a 5-week-old baby!
There was a LOT more to deal with,
after four kids and years of belongings!
‘We had decided to build a new home in
Philly and the new house would not be
ready for a month after we relocated.
‘When we flew out of Portland, we felt
like we were literally homeless. With
the old home sold and gone and the
new one not ready, we were indeed
homeless. We spent Christmas that
year with Mark’s family in Chicago and
I stayed with my mother-in-law for
three weeks until our new home was
complete. It’s still all a blur, but it came
off without a hitch!

After we settled in Philly, we did
encounter culture shock. If you have
never lived on the east coast, it is quite
different. In no way bad, just different.
Being “outsiders,” it was hard to make
close friends, but after a while, we
made some of the best friendships of
our lives. We explored NYC, Philly, all
the history the east coast has to offer.

Living on the east coast in the early
2000s was heart-wrenching. I re-
member it like it was yesterday...I got
a strange call from my mother-in-law
saying a plane had just flown into a
building in NYC. At the time, I had
just dropped the kids off at school and
thought it was just a bad accident.

I called Mark and he was very busy
and also brushed it off. Then it came
flooding in as to what had indeed hap-
pened. That was Monday, September

11, 2001. The city shut down all the bridges and
Mark closed his offices. I immediately went
back to get the kids from school and we

all were home glued to the TV.

Fast-forward four years and Mark
was offered a job in Denver, Colo-
rado, with Dex Media.

The old story starts all over

again. Now with four kids, very
happy and settled in Philly, we set
out for the next leg to this adven-
ture. This time, however, I was NOT
pregnant but we did have a dog, named
Daisy, added to our clan. With four kids,
a dog and all the stuff a family accumulates,

I again cared for the sale, and move.

We selected Castle Rock, CO, and moved into an
existing home in Castle Pines Village. We fell in
love with the pine trees, mountains and beautiful
sunsets. Immediately we started “renovating”
the entire home. I guess you could call us “Chip
and Joanne” of the early 2000s as we tore

that house apart and made it ours. Mark and I
worked in tandem on this one and the finished

product was breathtaking.

Mark finally left corporate America and after years
in Castle Rock and we moved to Colorado Springs
where Mark started publishing magazines. With my
kids all grown up, a son-in-love, Daniel, added to
the family and two beautiful grandbabies (Malachi
and Lucy) that rounded out the bunch, I finally had
the time to think about what I wanted to do when
my job as a stay at home mother came to a close

and my nest became empty.

People are my passion...finding a place to call home
is my passion and sharing in the excitement of
“where I live” is a passion. Why not put all these
together and chase my dream of becoming a REAL-
TOR®? After much prayer and discussion, I decided

to pursue my dream.

My first three years I worked with Camellia
Coray, who is a wonderful mentor and friend.
Ilearned the keys to being an outstanding
agent and what it was like to work on a solid
team, a team who encouraged and built each
other up on a daily basis. She reinforced that
real estate is never about the money, but about
doing what’s right for the client. I have also had
the opportunity of being a solo agent with The
Cutting Edge, Realtors and have gleaned from

I am here to help,

to guide and council my
clients in the decision that’s
best for them. After all, it
should be a new adventure

and I, for one, can tell

you a lifetime of

those experiences!

some of the top agents in town and
what makes them successful. The
“Why” behind what motivates and
makes them tick.

My life has been a collage of experi-
ences. Put them all together and it
creates a portrait of who I am, what

I stand for and the experiences that I
bring to the table. Looking back, I can
see the “why” behind all of my expe-
riences in moving. I love listening to
my people, helping guide them in ful-
filling their dreams and creating new
memories. What makes me uniquely
suited as an agent is, I have walked in
my clients’ shoes. I know the hard-
ships first hand, in buying/selling and
all the things that absolutely have to
happen to make it to the end.

To buy or sell a home is a huge
investment in time and resources.
Most people have numerous memo-
ries and an emotional connection to
their home, while others are trying to
imagine creating those future memo-
ries in a new home. I am here to help,
to guide and council my clients in the
decision that’s best for them. After
all, it should be a new adventure and
I, for one, can tell you a lifetime of

those experiences!

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

What({IS It?

po you sELieve IN MAGIC?

By Robert O’Brien,
Real Producers Reporter
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About a year and a half or so ago, Michael Gar-
man assumed he was dying. Then he got a call. It
was from the UCSD Medical Center, San Diego.

Flashback to about 10 years ago and Garman

got some disturbing news. “The Mayo Clinic
gave me two years to live. I had lung disease and
pulmonary hypertension.” While the sculptor
lived well past the two-year prediction, his health
continued to deteriorate. Roughly two years ago,
mostly wheelchair-bound and needing oxygen,
he bought a burial plot in Manitou Springs and
moved to Newport Beach (CA) to be near his
daughter. Apparently, it helped to be at sea level,
presumably because there’s more oxygen at sea

level than at over 6,000 feet in Colorado Springs.

Garmin researched his disease and “found out
that in San Diego the UCSD Medical Center was
the gold standard hub of my rather rare malady
and I got into their program.” After he said he
“signed up for their program,” he says he went
on with his (deteriorating) life and almost forgot
about the program. Then, he says, “I got that
call.” They informed Michael that he needed to
get into pre-op for surgery “in about two weeks.”
About 18 months ago, the artist endured both
lung and heart surgery, including a quadruple
bypass. Within three days, he says he was “walk-
ing upstairs. And doing just great. (I) feel I'm

getting much better now.” Garman commented

T \ i
Garman lounging in front
of one of his street scenes

that before the surgery he never would have had the
stamina to give the tour and be on his feet for over two
hours during our interview, spanning the first and third
floors of his building in Old Colorado City.

The fact that we were

interviewing a living,
breathing Michael Garman
is, in his opinion, ‘one of
those cliché miracles.’

From the August 11, 2008 edition of the Colorado
Springs Gazette: “It’s official: Michael Garman Produc-
tions to close.” The article explained: “The 70-year-old
flew into Colorado Springs from Germany on Monday
for a press conference to make official what fans of
his work have been talking about for a week: Michael
Garman Productions will stop making reproductions
of Garman’s sculptures at the end of this year, and
the gallery in Old Colorado City will close once the
remaining inventory is sold — probably in spring or
early summer 2009. Garman said his health is the
problem. He was diagnosed with congestive heart fail-
ure, and doctors have given him only a couple of years
to live. It’s time, he said, to focus on other things.”
www.realproducersmag.com - 39
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Well, now we know ‘the
rest of the story,’ as radio’s
Paul Harvey used to say.
Michael Garman is alive
and well and working
harder than ever as an
artist and entrepreneur.

2

The overall character of Magic Town, Garman’s

“magical masterpiece” is a reflection of his love of “the
common man (and woman).” The setting is nostalgic,
with red brick facades, tenements, alleyways and
common people doing common things. A milkman,

a short-order cook, a woman in a shabby apartment
combing her hair at her vanity, people out on fire
escapes. All of this is a reflection of the artist’s own

famously vagabond lifestyle as a young man.

From his website (https://www.michaelgarman.com/
about/): “In 1959 (he was 21), Michael Garman hitch-
hiked into Mexico with $35 in his pocket and his Nikon
camera for what he thought would be a two-week
sojourn. When his money ran out, he would charm his

way into a restaurant, offering to sweep the floor or

1959 Peru:
A dashing vagabond

h 2018: Sculpting Priaire Rose

something for a bit to eat or a drink. More often than not, the owner would give him

a meal and a place to sleep. ‘No one I asked hired me, but everyone fed me.”

He hitchhiked his way further south through Central and South America. Two
years later, he had traveled all the way to Santiago, Chile, where he talked his
way for free into the School of Fine Arts. It was here that he discovered his
talent for sculpting. “I would sculpt my characters, street people, vendors and
such,” Michael Garman relates, “and the school would fire them for free. Then I
would go door to door and sell them for $5 or $10.”

So when you visit Magic Town, you may better understand the “look” of the

red brick buildings, prolific alleyways and ordinary people in a kind of tatterde-
malion world...tenement buildings, alleyways and people dressed in hand-me-
downs, when taking into consideration this “world” in part comes from not only
Garman’s wanderings in South America mid-20th century but also cities such as
Dallas, San Francisco and Philadelphia in the 1960s and ‘70s, including Colorado
Springs. Cities just beginning the transition from turn-of-the-century brick and
stone to the “international” wave; steel and glass. In Magic Town, you see cities
and people in a three-dimensional time capsule, all from the mind and memories

and talent of an artist who had first-hand experience with all of it, worldwide.

“I don’t have that long to do this; I have to hustle to get it done.” This is Michael
Garmin during the tour of Magic Town, both celebrating the fact that he has been

given a kind of reprieve at what had seemed inevitable a little more than a year ago

Gallery Exterior %
= # L4

(his imminent demise) and lamenting what he per-
ceives as less time than he would like to “complete”
his project. As he gives the tour, he is constantly spot-
ting things he’d like to change or improve or add-to.
Not only is he once again carving new sculptures for
the exhibit (and for his own enjoyment) but he has a
major new ambition to dramatically upgrade the tech-
nological backbone of his miniature city. He wants to
add new micro-spots to better illuminate the sculpted
masterpieces populating his Town. Lighting overall

in this exhibit is subdued so that the eye is drawn to
the sculptures and the scenes in the windows and
doorways. To the tricks created by mirrors cleverly
embedded throughout.

But Michael is never satisfied. Super 8 movie loops
evolved into VHS tape to now digital. He wants his
digital scenes and people (augmenting, not replacing
the sculpted and molded pieces) to eventually be 3D
holograms. But still, at its essence, this incredible cre-
ation called Magic Town is populated by figures con-
ceived by Garman’s imagination and then they literally
become his friends. His “hearts neighborhood.”

“Ultimately,” the artist explains as he is talking
about the other things he wishes to do with his cre-
ation, “is I listen to them. I do what they want me
to do.” He is referring to the characters he started
creating as a child with pipe cleaners, using those
bendable fuzzy wires to create miniature “friends”
in scenes he would flesh out with objects he would
make and play with. This shaped the rest of his

life. The artist claims most of what he does in his
creative process is spontaneous and occurs in short
bursts. “I'm really not good at long-term thinking,”
he says. That is hard to grasp when you look at the
body of his work, especially a creation that is still

growing and changing after nearly 40 years.

In referring to the further “magical elements” Gar-
man has in mind for Magic Town, the artist jokes
that “It’s going to get to the point where we’re going
to have to ask people to sign a release, so if they

faint we’re not liable.” Clearly, this newly-mint-

1972: Datby Street is
going to 3rd Annual

ed octogenarian has a lot of new surprises up his sleeve. He clearly enjoys

interacting with patrons of the massive exhibit in 1/6 scale. “I sometimes come

down here 10 times a day.”

Garman revealed that “I don’t like the art world, I don’t like artists. I don’t
like museums.” Surprising words from a world-renowned artist-sculptor.
What Garman is referring to, broadly speaking, is the “elitism” he sees dom-
inating the world of original art. “I don’t do commissions. Never have, never
will.” He is egalitarian in his philosophy that his art should be available to
everyone at an affordable price. His entire enterprise is devoted to hand-fin-
ished, hand-painted reproductions. He tells the story of a doctor in New
Jersey who wanted to buy what was then a one-of-a-kind scene (in a shadow
box), only to learn Garman had produced six reproductions of it. The doc-
tor told him, “I'd be ashamed to display this in my home knowing there was
more than one.” This infuriated the artist who adds, “I called him a son-of-a-
b*tch. How would you like it if John Steinbeck sold the original manuscript
of Cannery Row to William Randolph Hearst? You would never get to read it.
And that is anti-art.” The artist’s proletariat sensibilities in both his art and
his desire to share that art is probably the biggest reason Magic Town exists,
as well as his art being affordable and thus on display in homes throughout
the world. Garman sees his hand-finished pieces as akin to publishing; books,
magazine, movies everyone can enjoy affordably. He has spent a lifetime

going against type; “Art isn’t real estate,” he fumes. Xy
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Inside Magic Town

All of the sculptures are reproduced right on the Magic Town
premises in the basement. By the way, most are cast in “casting ce-
ment” called Hydrocal®; more delicate pieces are cast in a polyes-
ter resin, both from rubber molds, then finished, painted, and then
an “extra” finishing touch invented by Garman to add a three-di-

mensional look to the piece after it is painted (“distressing”).

Original pieces can be repurposed, such as the famous figure of a
man hawking newspapers. The studio will create a one-of-a-kind
miniature newspaper with a front-page picture of a house just
purchased by a client of a REALTOR®. “Read All About It!” With a
plaque, it becomes a unique, one-of-a-kind housewarming gift from
the REALTOR® (check with the gallery for more information).

719.578.590 0

) Unsffied

101 South Sahwatch Street, Suite 212
Colorado Springs, CO 80903
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According to the Magic Town website

(https://www.michaelgarman.com/magic-town/):

Michael Garman began constructing Magic Town in 1975 and

has been adding on to it ever since. He describes it as a “gritty
Americana.” He blends humor and honesty to portray a world as
familiar as any big-city neighborhood, and as fantastical as “It’s a
Small World” by Walt Disney.

Michael Garman’s Magic Town
is a 3,000 square-foot miniature
city that combines hundreds of
intricately detailed sculptures and
cityscapes with magical elements
to create one of the world’s truly
unique attractions.

“It’s a gigantic playground for the mind,” says its creator, Mi-
chael Garman. “Part carnival, part dollhouse, part sculpture.”
This 3,000-square-foot miniature city was inspired by Garman’s
own experiences as a vagabond in the 1950s and ‘60s. “These are
snapshots of my time in Buenos Aires, Santiago, San Francisco,
Dallas, and Philadelphia,” Garman explains. “It took me over a
million dollars and parts of four decades to pull it from my mind
and get the thing built.”

Magic Town consists of the Magic Town exhibit fronted by a
gallery of reproductions for purchase. Each is hand-painted and

finished by an artist working for the studio.

Magic Town is located at 2418 W Colorado Ave. (corner of 24th
Street across from Bancroft Park) in Old Colorado City, Colorado
Springs. Contact the web site for hours and admission pricing,
but we can tell you it’s very reasonable starting at $5 for an adult

ticket and it goes down from there, including kids under 6 free.

Thanks to Mary Koehler, Public Relations Director for Michael
Garman Productions, for her patient assistance in setting up our
interview with Mr. Garman and staying with us throughout. Ms.
Koehler, we learned, worked with Garman on an autobiography
which has not yet been published. We think that book should get
into print sooner rather than later so the artist can go on a book

tour and recount his amazing life, still “a work in progress.”

Note: The “What IS It?” series is designed to highlight unique features of the
Pikes Peak area. REALTORs® don't just sell homes, they sell the community
experience. We hope this series acts as either new information or a reminder of
some of what makes the Greater Colorado Springs area so very special.

The Carpet Direct Process:

there’s a reason we do the things we do...
to bring you unbeatable flooring value!

\

Saving you up to 60% off big box retail
flooring prices Carpet Direct is your
complete brand name flooring source.
We bring the showroom directly to you, so you can

bring your unique vision for your home or office to
life at your convenience.

719-930-4847
CarpetDirectCO-Springs.com

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 P

604 Auto Helghts | Colorado Springs CO 80905
SALES (719) 387-8927 | SERVICE (719) 425-4806 | PARTS (719) 387-9395
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IT’'S AS SIMPLE AS 1, 2, 3..

GET REWARDED WITH CASH FOR
YOUR SMART DECISIONS
It's as simple as...
1. Maintain a homeowner and auto policy with American National,
2. Remain claim free for three consecutive years, and
3. Receive 25 percent of your first year auto and home premiums

back after your third year.

BONUS: Your 25 percent reward continues every year as long as you

MILLION DOLLARS crondmtee
Cashback”

REWARDS

AUTO

MARVIN MULLINS

Associate General Agent

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

SMART THINKING, REWARDED®

® mullins.agency@american-national.com

e RN ® 719.776.9393

(LA AT

AMERICAN
NATIONAL

14-065-87131.V3.5.2017

RESORT-STYLE"
COMING SOON T

YOUR REAL PRODUCERS PHOTOGRAPHER

Professional Headshots Family Fortraits Real Estate Listings

BANNING LEWIS RANCH.

A NEW 55+ ONLY COMMUNITY

Join the growing interest list for community details and more.

MyOakwoodLife.com

COME TO LIFE WITH: g -
10,000 sq. ft. Private Clubhouse ¢ Swimming Pool TS
'

Pickleball ¢ Bocce Ball © Fitness Center ¢ Entertaining Kitchen
OAKWOO D@

Community Lifestyle Director Offering Daily Activities ComME To Lire

Main Floor Living * Low Maintenance

& www.realproducersmag.com - 45
© 2019 OakwoodlLife L




p» empire title Average Sales Price

DEMAND AND
SUPPLY AND
INTEREST RATES
ARE THE ANSWER.

What is the question? ;

By Bill McAfee, President Empire
Title of Colorado Springs, LLC

FEEi)

The Front Range market continues to set records. The month of July set a record Median

-!I‘:‘!

sales price of $332,000. (See slide #1) Average price was the second highest of record at L
$372,607. Demand is still incredibly strong with 1,662 homes sold in July, which is the HHHEH ""‘
third best in history. (See Slide #2) Demand is truly a factor driving this market - but what

about supply?

Active listings for the month of July was 2,199. This is down 8% from July of 2018; however,
it is up 79% from the low of 1,229 in February of 2018. (See slide #3) The third factor driving

this market is low interest rates.

Interest rates for the month of July was 3.75% (See slide #5) This is just .35% higher than 3.4%,

which is the lowest Freddie Mac 30 Year mortgages have ever been. This rate gives buyers a

| ,M ) IR | tremendous amount of purchasing power, even though house prices continue to increase.
P

T I T L E So the question is, what keeps this market driving ahead at the current pace? The answer is

www.etcos.com high demand, low supply and incredible low interest rates.

Median Sales Price
e Freddie Mac 30 Yr. Fixed

s Rate Mortgage

o
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ECTGRAFIKS

Open the facebook messenger

.:._.' ; YOU %1 '.' f I: "'\._II- app, click the camera ican

and HOLD your finger down over
WITH CURHENT & FUTURE CLIENTS this scan Eﬂt‘:& whi|§ lining it up in

the circle that appears.

Facebook Marketing ™ Just Listed/Sold Postcards

Get all your marketing questions
answered immediately!

Lead Generation ™ Home Flyers

fﬁ—i - E) =,
Branding/Logo Design ™ Listing Packages :_jgmraf / HAN
.'-:l'fll‘ll:l
Social Media Posting ™ Email Blasts Gt /

/e e’ 'I.\

719.679.2626 | connectgratiks@yahoo.com “\ :
connectgrahks.com

62(/05@0@ Yotk potential with...

,% A Platinum Zecame

SERVICE.
QUALITY.

Q| O

Professional resume writing and career services
by a 4X Certified Professional Resume Writer

Add value for your clients: We can provide a competitive

‘value added’ service for your clients - offer our career services
to relocating clients and their families. We provide 15% 18 Month Warranty RecallChek MoldSafe
commission for secured clients. Ask about our promotional Get an extra 6 months of Runs the model and serial If you move in to your new
packets customized for your prospects and clients. coverage with a 12 month numbers of all household home and mold is present that
warranty purchase, at no appliances to let you know if was not found when inspected,
™ additional cost, courtesy of there has ever been a recall you're covered for remediation
. ) } Residential Warranty Services. ' up to $2000.
Elevate YOUR presence with professional branding:
Our modern, professional and cutting edge Biographies, Resumes,
and Linked|In Profiles provide that competitive touch in any industry. —@— —o G—
Talk with us today!
90 Day Warranty SewerGard . StYea‘\L_ir Roglf
: We back all of our inspections Protects the home for 90 rotection Flan
Ca” us fOI’ a free COI’]SUl’[a’EIOﬂ - 71 9'339'2659 with a 90 Day Limited Structural days against any Warranties the roof for
. . . and Mechanical Warranty. sewer/waste line issues. 5 year for leaks.
E-mail - info@aplatinumresume.net

www.APlatinumBRBesume.com

Kara Varner
MAOM, CARW, CPRW, CRS-MTC, CEIC Always a military discount

719.581.7227 - www.AmProlnspections.com
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Homeowner
Conveniences Included

LANDSCAPING
LANDSCAPE MAINTENANCE
SNOW REMOVAL
TRASH REMOVAL

CAREFREE, PAIRED PATIO LIVING %
IS A TIMELESS PLEASURE. '

Legend is True

Paired-patio Homes for those Seeking a
High-excitement, Low-maintenance,
Live-in-the-moment Lifestyle.

It's known as a "wake up call.” You're grinding your way
through the daily hubbub, the same as always, when out of
nowhere you have this "A hal" moment. This epiphany. And you
suddenly realize, it's true. Every minute of every day is precious,
Just like your mom and dad used to tell you, and you can't—
make that, won't—squander another second of your time
sweating the small stuff.

Congratulations.

You've just taken your first step toward leading a richer, more
fulfilling life. Next move? A beautiful, carefree, paired-patio
“Legends Collection” home from Classic Homes. A home where
you'll enjoy low-maintenance, live-in-the-moment liberty, and
a serious second chance at the pursuit of happiness:

Tl f,lg.’r;";grdi'; Collection, I_{'ﬁ v Tov Shore Foy _.fi,r{]'f.l'li,f':.r‘f L,

THE LEGENDS COLLECTION. Low-Maintenance. Paired Patio
Homes for the Finest in Carefree, Colorado Living.
See them today in Sanctuary Pointe, The Village of Cortona at

Flying Horse, Wolf Ranch, and Lexington Crossing at Briargate.

CLASSIC

HOMES

Call 719-888-3445

For Maore Information.
wiww, classichomes.com/ pri‘f red- pa tio-homes

Baptist Road

mlllﬁlgg
RUSSIN

AT REIAERLATS

Py J8sEOIa) oY

Morthgate Blvd.

SANCTUARY POINTE _
Paired Patio Homes from the $410s
1654 Surmmerglow Lane
Maonument, CO 80132

THE VILLAGE OF CORTONA
AT FLYING HORSE

Paired Patio Homes from the
upper 5400s

2057 Ripple Ridge Road
Colorado Springs, CO 80921

WOLF RANCH

Paired Patio Homes from the upper $400s
9127 Wolf Lake Dr.

Colorado Springs, CO B0924

LEXINGTON CROSSING AT BRIARGATE
Paired Patio Homes from the

mid $300s

3275 Excelsior Dr.

Colorado Springs, CO 80920
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At North American Title

YOUR Next Transaction is
OUR Most Important Transaction

You've done the hard part; you've got the signed contract
in hand. Relax and let us quide your client’s real estate
transaction to a successful close. At North American Title,
you have access to knowledgeable and dedicated title and
escrow professionals to answer your questions and follow
up on the details.

Count on us. We have you covered!

COLORADO SPRINGS — DOWNTOWN COLORADO SPRINGS — NORTH
102 North Cascade | Suite 330 8610 Explorer Drive | Suite 105
Colorado Springs, CO 80903 Colorado Springs, CO 80920

t:719.578.4100 t: 719.598.5355



