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“Myself, and my team have used
Rampart Roofing over the last 5 years

with great success. They consistently
provide outstanding customer

service in working with my clients.
They are honest, professional

and detailed - and will give you a
straightforward evaluation on your
client’s roof. They are an outstanding
vendor that you can count onl”

- Greg Luczak,
Coldwell Banker
Residential Brokerage

Be part of a great community:

Be Neighborly.
Be Happy.

Be Adventurous.
Be Comfortable.
Be Strong.

Be Proud.

BE GOLD HILL MESA.

R/AMPART

Roofing, Inc.

Quality & Integrity On Every Roof

“We're committed to helping you sell homes through
roof certifications, roof repairs, and new roof installation.
All with a quick turnaround time!”

Call us today for a free roofing assessment! 719.487.ROOF | RampartRoofing.com
For more information about Gold Hill Mesa,

call (719) 633-2202 or go to

Dravidd Waeckley Howes HT::&“‘%] -I\/'I W.
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T0 DELIVER

"I’d highly recommend Bryan Emrick.
In addition to being thorough and so
great at what he does, he’s also so
kind and patient with my clients and
instills so much confidence in them
about the lending process. He’s

never too busy to take my calls and
guestions on the weekend and goes
the extra mile to make sure my clients

@ Bank Central
are taken care of. You just can’t go _

wrong recommending Bryan.” Bryan Emrick
- Jessica Daniels Mortgage Loan Originator

5278 N Nevada Ave #100
Colorado Springs, GO 80918

- — . 719.231.9029
T— bryan.emrick@bankcentral.net

™~ g Recognized by Forbes as oneof * N
~America’s Best Banks ten years in a row www.LoansWithBryan.com

4 . August 2020

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).

e | orson Ranch (Ft Carson) from the high 200's to the mid 300's

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

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

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

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

® 49 commission!

212 N Wahsatch Ave # 201
Colorado Springs, CO 80903

d_?,'ﬁ Saint Aubyn Homes (719) 304-4919

www.saintaubynhomes.com



g

L |
* ALL COLORADO RADON IS PLEASED -
T0 ANNOUNCE THE GRAND OPENING
OF OUR NEW LOVELAND OFFICE!

832 W. Eisenhower Blvd. Ste. C
Loveland, CO 80537
970.966.7853

WE ARE YOUR TRUSTED
SOURCE FOR RADON
MITIGATION AND TESTING.

We also offer several Indoor Air Quality
improvements from crawl space
encapsulation to home air filtration.

Ben Ingalls

(NEHA/NRPP CMT# 105986)

All Colorado Radon Mitigation, Inc.

303 618 4755 (mobile)

720 726 4556 (office)

»vr &, | www.AllColoradoRadon.com
PURIFIED www.CleanCrawlspaces.com
HOME AR S anac www.PurifiedHomeAir.com

YOUR REAL PRODUCERS PHOTOGRAPHER

Professional Headshots
- » g w9 — W

Family Portraits Real Estate Listings

i

the fi

rst

tfime!

CALL TODAY!  /19-/89-5558
pCapture Lite

FHOTON yPHY

www.capturelife.photo
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PREFERRED PARTNERS

APPLIANCES
Appliance Outlet
(719) 573-5802
aocolorado.com

AUTO

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

COMMUNITY
DEVELOPMENT
Cordera Community
(719) 867-2279

The Farm
(719) 867-2279
thefarmcolorado.com

DOWNSIZING &
DECLUTTERING

Things Forgotten

(719) 785-9222
thingsforgottennotgone.com

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

HEATING & COOLING
Springs Heating & Cooling
(719) 235-3779
springshac.com

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

Saint Aubyn Homes
(719) 244-3645
saintaubynhomes.com

Vantage Homes Corp
(719) 534-0984
www.vantagehomes
colorado.com

HOME INSPECTION
AmPro Inspections
(719) 581-7227
amproinspections.com

Brick and Mortar Home
Inspection Inc.

(719) 648-2835
bandmhomeinspections
.com

Pillar to Post
Stewart Ritter
(719) 494-5313
pillartopost.com/
stewartritter

Pillar to Post
Joshua Deck
(719) 210-0188
pillartopost.com/
joshuadeck

INSURANCE

Farmers Insurance
Michael Hendrickson
Agency

(719) 572-5938
farmersagent.com/mh
enderickson

MARKETING
Connect Grafiks &
Marketing

(719) 679-2626
connectgrafiks.com

MORTGAGE
Bank Central
Bryan Emrick
(719) 231-9029
LoansWithBryan

The Broadmoor
Mortgage Company
(719) 576-1900

MOVERS

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

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

PAINTER

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

PHOTOGRAPHER
Capture Life Photography
(719) 789-5558
capturelife.photo

Katie Marie Seniors
Photography

(719) 963-9321
www.katiemarieseniors.com

PROPERTY MANAGEMENT
Colorado Best Team @Pikes
Peak Dream Homes Realty
(719) 284-1900
www.coloradobestreal
estate.com

Colorado Springs Real Producers - 7

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!

RADON TESTING AND
MITIGATION

All Colorado Radon
Mitigation

Ben Ingalls

(720) 726-4556
allcoloradoradon.com

REAL ESTATE
PHOTOGRAPHY
PixVid

(833) 715-7150
PixVid.net

RESUME WRITING
SERVICE

A Platinum Resume
(719) 339-2659

ROOFING
Rampart Roofing
(719) 487-7663

TITLE & ESCROW

WFG National Title
Sandra Kuhlman

(720) 475-8300
colorado.wfgnationaltitle
.com

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

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



SO MUCH TO
LOVE IN NORTH
COLORADO SPRINGS.

i

T

Springs. You'll find family-friendly homes in Wolf
Ranch. In Cordera, we're building historically-inspired
homes as well as the low-maintenance mid-century
styles of élan. And there's plenty of comfort and
craftsmanship in Cumbre Vista. Prices range from
the high $300s to the low ollow your

heart north, and let your new home be your

favorite destination.

Keller Homes

KellerHomes.com

8 - August 2020

PUBLISHER'S

NOTE

As I write this Publisher’s Note, some four weeks in ad-

vance of'its publication date, our nation is in the midst of
a powerful movement seeking justice. While much can be
said about these current events, I recognize that this mag-
azine exists not for you to hear my personal views and
values, but for you to hear the voices and stories of your
colleagues in the real estate industry. My hope is that

by continuing to introduce you to influencers within the
community through this magazine - revealing not only
what you might have in common but what might make
you different from one another - it can serve as a vehicle
for positivity and even for challenging your perspective.
Hard conversations are rightfully being had all around us
right now, but here in Colorado Springs Real Producers,
we commit to our mission of connecting, elevating, and
inspiring real estate professionals. Of being a communi-
ty that supports and cherishes every top producer and

respects your unique story.

Thank you,

Brian Gowdy

Publisher / Advertising Sales
719-313-3028
brian.gowdy@realproducersmag.com

Name Brand
Appliances.
Outlet Prices.

Appliance Outlet delivers the best value in
town by offering a combination of brand
new, open box and scratch and dent
appliances with brand new, in box
appliances giving you all the name brands
you want at wholesale prices.

flO)

Most appliances come with a 1 year warranty. Extended protection plans available up to 4 years.

AO

¢!
-
It's my mission to serve the heros that serve
our nataion and community everyday!

Call Today to Find Out About This Program!

Linda Schierholz | 719.330.0898
NMLS #275886-MLO #100028326 @
Linda@BroadmoorMortgage.com

Broadmoor rl’H E BR()AI) I\/l() ()R I\/IORTGAGE C()

Resident

24/7

ONLINE BOOKING AT
BandMhomelnspections.com

Speak to our customer care team at

719-648-2835

Brick and Mortar
HOME INSPECTIONS, INC

Colorado Springs Real Producers - 9



Familiar Faces Making Big Moves!

WFG National Title Insurance Company
is pleased to now serve you in Colorado Springs!

Lori Dunlop Diane Ferrin Teiah Hester Amanda Payne
Branch Manager Sr. Escrow Officer Escrow Officer Escrow Officer
Idunlop@wfgtitle.com dferrin@wfgtitle.com thester@wfgtitle.com akpayne@wfgtitle.com

4

AJ Archuleta Denise Gardner Len Schrad
Sales Executive Sales Executive Sales Executive
(719) 217-2815 (719) 659-8348 (719) 330-7991
aarchuleta@wfgtitle.com dgardner@wfgtitle.com Ischrad@wfgtitle.com

Colorado Springs Office

8610 Explorer Dr., Suite 105, Colorado Springs, CO 80920
Office: (719) 598-5355 | Fax: (719) 598-5366

WFG National Title Insurance Company+ COIOradO.ng nationaltitle.com

a Williston Financial Group company

MEET THE

COLORADO SPRINGS

REAL PRODUCERS TEAM

Andrea Hoffman Heidi Mossman Katie Luster-Work
Ad Specialist Photographer Photographer
andrea.hoffman@n2pub.com 303-877-1279 719-963-9321

Robert O’Brien Barbara Gart Sara Cripe Eilertson Bryan Petty;
Account Executive / Writer Writer Social Media Manager s Manager Videographer

bob.obrien@realproducersmag.com sara@connectgrafiks.com geneva@realproducersmag.com Pixvid

Agents, do your clients need
Property Management?
Our team can HELP!
...and we will LET YOU KNOW when
your clients are READY TO SELL!

(719) 265-5600 - www.ColoradoBestTeam.com

Colorado Springs Real Producers - 11
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By Barbara Gart | Photography by Heidi Mossman of Capture Life Photography

Jessica Daniels is a rare agent who not only specializes in buying and selling homes, but also

has the background and expertise to help her clients design or renovate to create the home of

their dreams. It only takes a few minutes talking to Jessica to realize that her greatest joy is

making her clients happy and helping them visualize what their home can become. This self-

described “house nerd” has been helping clients find the perfect home in Colorado Springs

since 2015, but what brought her to the Springs originally was not houses, but baseball.

Jessica grew up in Twin Falls, Idaho, a small town on
Snake River Canyon, with beautiful waterfalls, hiking
and camping. Jessica and her husband Mike met work-
ing in Minor League Baseball and were offered a posi-
tion in Colorado Springs with the Sky Sox. While she
and Mike loved living in Colorado Springs, the baseball
schedule can be extremely stressful, so when they
decided to start a family, they left baseball for new
careers. Mike opened up an insurance agency while
Jessica opened a home décor and furniture store. She
loved design consultation, but with two young kids at
home, she realized it was not the right time for a brick
and mortar business and sold the store. Jessica got her
certification and taught school for five years, but after
a while, she missed the creativity she felt working with
“all things home related,” and in 2015, she got her real

estate license and hasn’t looked back since.

Although she is a licensed agent, Jessica refers to her-
self as a “Home Specialist.” She says most REALTORS®
help people buy and sell houses, but aren’t necessarily
able to help with design or building a home from the
ground up. What sets Jessica apart is she has the ex-
perience and expertise to help clients in three areas of
homeownership. First, she can assist with the tradition-

al buying and selling of homes. Second, she has her own

design company, Jessica Daniels Designs, and works
with clients on home design, décor and renovations.
Lastly, she has worked extensively with custom home
builders and can help clients purchase land and build a
new home from the ground up. Jessica loves working in
all three areas that complement each other. She says, “I
love helping someone buy a house and then renovate it
before they move in to make it exactly what they want.
Or the moment when we do a renovation or build, and

they walk in and say it’s perfect.”

Jessica truly has the best interests of her clients in
mind with every design she does and wants to design
to their style, not her own. Nowhere is this more
apparent than when asked who her dream client is.
Jessica answered, “Someone who tells me “We don’t
know what we want. We only know what we don’t
want.” She then will ask lots of questions and talk
with them about their likes and dislikes. She also looks
at pictures with her clients and has them complete a
design guide questionnaire. Through this process, she
can tell their style, color palette, what they’re drawn
to, and says it’s the ultimate privilege for them to put
their trust in her to do the design for them. She loves
having a big unveiling, and since she is going off of

ll“

I love helping
someone buy a

house and then
renovate it before
they move i
make it exactly
what the

Or the
moment
when we do
a renovation
or build,
and they
walk in and
say it’s

perfect.

%



their desires, her clients are always happy in the end.
Jessica says a lot of designers have a certain style, and
a lot of their designs start to look similar because they
gravitate towards what they like over and over. Jessica
is different in that she really listens to what her clients
like and designs to “match their tastes and preferences,
not my own. They’re the ones living in it, and I want it
to match their style.” And since she is a REALTOR® in
addition to a designer, she also knows where it’s wise to

invest in renovations and where it’s not, so her clients

are not putting too much money into a renovation and
not getting it back when they sell.

We’re all in this

togethe

Jessica’s third area of real estate lies in new builds and
buying land. Jessica’s expertise and background in this
field include land acquisition, wells and septic systems,
soils testing, foundations, layout design and understand-
ing zoning and city requirements. These are complex
issues, and because she has extensive experience in
this area, she knows what to expect or where she can
find the answer if she doesn’t know. Often, Jessica will
partner with other REALTORS® whose clients are
buying land, going with new build construction or doing
large scale renovations. She loves to support other
REALTORS® and never wants to upstage them. In fact,
she often consults with other REALTORS® privately, so
they can take the information and give it to their clients

directly. As Jessica says, “We're all in this together.”

Jessica has always loved houses,
design, architecture, problem-solving
and helping people, so what she is
doing now in real estate is the perfect
fit for her personality and skill set.
Her biggest reward is helping people
and “serving my clients well.” No-
where is this more apparent than in
the first home she ever sold. Jessica
says, “From that very first trans-
action, I've gotten eight other client referrals, helped
eight other families to buy, sell or renovate. That’s my
favorite story because it affirms I'm reaching my goal to
truly help people. Your home
impacts so much of your life,
and having eight referrals from
my first home sale tells me I'm

serving my clients well.”

® The other aspect she finds most
rewarding about real estate
is that she gets to be creative.
She says, “It’s fulfilling to see
something that was, envision what it can be and see that
come to fruition. The ‘before and after’ and the journey
from conception to reality is extremely exciting and ful-
filling for me. And it’s even better to when my clients see

the end results and they’re shocked and wowed by it.”

When asked what advice she would give up-and-coming
agents, Jessica says to focus on the client and how you
can serve them. She points to the fact that a lot of people
get into the industry based on the promise to make a lot
of money. Jessica says, “If you focus on that, everything
you do is not genuine. Whereas if you focus on serving
and your clients’ needs and how you can be a real, au-
thentic influence in their life, you’re going to not only be

more productive but feel more fulfilled as a result.

Colorado Springs Real Producers -
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This industry is more about serving people than it is about putting up
big numbers. I feel like the agents I have met who are really good at what
they do, who get a lot of referrals and have a consistent

business, are genuine and there to serve.”

Outside of real estate, Jessica enjoys spending

time with her husband Mike and their three

kids, Madax, Beckett and Whitaker, who are all
named after baseball players. Even the family

dog Fenway is named after a baseball park! They

love going to concerts, sporting events, hiking

and exploring everything Colorado Springs f‘I
has to offer. I

Jessica is also involved in The
Success Collective, an organization
that is founded with the idea of fe-
male entrepreneurs supporting one
another. Jessica says, “So many
times in life, we can become com-
petitive, especially when you’re an
ambitious driven person, there can
be a spirit of competition. I think
it’s really important to recognize
that instead of seeing other am-
bitious women as competitors,
when yI)u can see them as allies
and band together, you can
accomplish so much good in the
world.” She goes on to say the
organization not only focuses
on entrepreneurs supporting
each other in busmess but
they also use the1r resources,
1 ‘collective skills gpi | talents t]
ﬁu‘ther!lnvest mﬂ‘ld support
the pomml}rllw around‘_ them
[] - I-i i‘?“" :
4w Jessica is also lﬂkae'l)ly paésidnate r4
about her farmly and keeps her -
kuds i mind ‘with everythmg
she oes. She wants to teach
her daughter to be a strong, A\
S 1ndependent"vv01rﬁan who cares '
fa'boqt otHets and te'ach her sons that'
,hard Work pays oﬂ' One of Jessmas i S
favorlte quotes is “Be humble. Be hua-4*5
. 'ﬁli gry And a,lway’% b the harde’s WOIIIkeI"
' the rgdn?&g&d ori;-tl’@ work‘sh 'indO
1 V'h‘t clie fs h r'ﬁtIa,rmly aqd h

“The first things that come
to mind when I think of
Jessica are her energy and
creativity. She has such
good, positive energy all
the time. It is contagious
and gets everyone else
around her going too.
This is most obvious in
meetings and working
with clients. She has
a big heart and just
really wants to help
everybody that she can.
That was most evident
when helping her with a
family that came to the
United States from the

Democratic Republic of | :

the Congo. She dld not &zwe

IPTL ]
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VANTAGE

NEW MODELS
NOW OPEN

REALTORS TRUST

VANTAGE
HOMES

gl

VISIT A MODEL HOME TODAY
to see all that Vantage Homes

has to offer you and vyour buyers.
[

Call 719.375.2183 or email
CONCIERGE@VHCO.COM.

We Use
Rheem
Products

ESes

~ innovations to next

- generation energy
efficiencies, Rheem's
~ been producing

" award-winning

_ — —_—_)_ From industry-leading ?;.
- ¢

heating and cooling RN

solutions for more than 65 years.

%eem PRO

PARTNER

ASK US ABOUT NEW LOTS
COMING SOON AND AVAILABLE NOW

Schedule your visit TODAY!

= [\

LICENSED INSURED HONEST. RELIABLE

Heating Indoor Air Quality :
Air Conditioners ~ Humidifiers 3

Evaporative Water
Coolers Heaters

We answer our phones 24 hoursaday' 719- 235 3779 | SprlngsHAC com

Colorado Springs Real Producers - 17




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 TASS
ever to own a Lexus. Isn't it time that you . b Wl

experienced the luxury that Lexus drivers enjoy?
Shop for a Certified Lexus at

R | TOWN THAT WORKS
REALTOR HOURo

Interior and Exterior Painting
Residential and Commercial Painting
Window Replacements ¢ Stucco Repair * Carpentry

L]
L I

= = LEXUS OF COLORADO SPRINGS
- 604 Auto Heights | Colorado Springs CO 80905
SALES (719) 387-8927 | SERVICE (719) 425-4806 | PARTS (719) 387-9395

2
i CLOSINGEACH
SAFELY avo SECURELY

Srappy %

: " Heritage 1975 Research Parkway, Suite 105 90 South Cascade Ave., Suite 950
TiﬂE CUITIDEH\_I Colorado Springs, CO B0920 = 719.592.9933 Colorado Springs, CO 80903 = T19.639.7810

ﬁ Commonwealth

www.heritagetco.com
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After passing his exam, Josh began Managing Partners, I realized this is where
}} [1SIN g Sta [ looking for a brokerage that could pro- I wanted to be and hang my license. I felt
vide great training and leadership. He like Coldwell Banker had given me a great

found both with Coldwell Banker and his ~ foundation in real estate, and I really want-
mentor, Chris Lutyen. Josh says Coldwell  ed to branch out and see what I could do
Banker didn’t have a formal mentor pro- with TCER.” Josh loves the culture of The
gram, but Chris made himself available to ~ Cutting Edge, Realtors® and says it “feels

Josh whenever he had questions, and the like family.”

questions turned into a mentorship which
eventually turned into a friendship. Josh When asked what sets him apart from
appreciates that Chris took him “under his other agents, Josh says his unorthodox

wing,” which was a great way to start his education has given him a unique perspec-

real estate career and learn the business. tive on life and people, which he brings

into his business. He also prides himself

In the spring of 2020, Josh moved to The on being there for his clients 24/7. He says

T h 2 C u tt | n g E d g S ) R €4 l t ors © Cutting Edge, Realtors®. Josh says, “After

meeting with Gary Martinez, one of the and he makes sure he is not so busy where

he always answers his phone or texts back,

By Barbara Gart
Photography courtesy of Katie Luster-Work
of Katie Marie Photography

osh Bouwkamp brings a unique perspective to real

estate. Not only was he homeschooled in a family

with seven kids, but he also has lived in Colorado
Springs for over 24 years and is an expert on the different
areas and neighborhoods within the city. Josh was born in
Wisconsin, but moved to Colorado for the first time with
his family in 1986. As Josh says, “I'm not a native but I
got here as fast as I could.” Josh’s family lived in Colorado
until 1995, when they moved to Rochester, Minnesota,
and Josh completed high school at public school for the
first time. Josh grew to love Minnesota and considers it
his second home, but missed the beauty of Colorado and
moved back after he graduated high school.

Josh began his career in concrete construction and
worked in the industry for 17 years. He retired from
concrete work in 2016 and went to work for an
engineering company. Josh calls the move “a great

experience” and found the transition from working in “B Ui | d in g 1 h ose

construction to an office environment very eye-open-
ing and educational. In 2018, he decided to get his R E LAT I o N s H I Ps
real estate license and went from working full-time . )

to becoming a full-time student. Although the =W h a t l t S d b ou t
licensing exam was nerve-wracking, he passed with an d SAVAS! ry‘t h | N g

over 90% and excitedly “jumped into real estate

with both feet.” else will follow.”

20 - August 2020

SET GOALS

he can’t handle each transaction as if it
was his only one. “That’s how I approach
my business, being very hands-on, make
myself available, provide as stress-free
experience as possible, and be there every
step of the way.” Being there for his clients
doesn’t end at the closing table either. Josh
says, “I want to go above and beyond for
my clients, just because we close the deal
that doesn’t end our relationship or my

commitment to you as your agent.”

Another aspect that sets Josh apart is his
knowledge of the city. He says he’s noticed
a lot of agents are new to Colorado, but he
has lived here so long “I rarely use GPS in
my car because I know the city so well.”
Josh says living here for so long, he knows
all of the neighborhoods and makes it a
point to stay educated about what’s going
on in the community, schools and keeping
up with changes and new things coming
into town. While he has sold homes all
over Colorado Springs, he specializes in
the eastern part of town in the 80922/
80923 zip codes, including Springs Ranch

where he lives.

Colorado Springs Real Producers -



“That’'s how
| | approach
Initially, going from - m y b us | nNess y

construction to real es-

tate was challenging for . ) : ' b e | N g Ve ry

Josh. He realized he is a

people person and found H A N D s = o N 5

that doing foundation

and engineering work, Mma k e m y Se | f
he didn’t get the person-

al l'elationlliPS like he _ . AVA I L A B L E g
wanted. Now that he’s p rov | d e as

in real estate, he says,

“I feel like I have those J STRESS-FREE

relationships now, and

it’s much easier to build . | e X p e r | e n C e a S

them in real estate. I love

talking with people, I love g Y - .' pOSS|b|e, and be

the business, I love grab-

bing coffee and getting ¢ : ' I N ¥ ! t h ere eve ry S T_ e p

to know people. Building ! ' — 'Y
those relationships is ) O f t h e Wada y 5
what it’s about and every-

thing else will follow.”

Josh may have only been

in the business for two

years, but he has devel-

oped a favorite real estate

story in that time. He

worked with a client last

year to list their home,

and there were many ob-

stacles to overcome with the sale. Josh says he “kept on
persevering, kept fighting and moving forward, finding
solutions for issues we were confronted with, and in the
end, we sold the house with grit and determination.”

He says it was a great feeling when they finally got to

the closing table.

Watching families find homes they love is one of

Josh’s greatest rewards. He says, “I love helping
people find the perfect home. I don’t think there’s a
better feeling. I love seeing my clients smile, imag-
ining their furniture in the home and living there.

It’s such a great feeling to see people so happy.”

22 - August 2020



Josh says that if he had any advice to give to
up-and-coming agents, it would be to keep I
grinding. He says, “It’s not easy, but keep '
working, you’re going to have dry spells, but
never give up. Take all the training you can,
start building those relationships and edu-
cate yourself. Don’t focus on the numbers,
but focus on gaining knowledge and build-

ing relationships and the rest with follow.”

Josh says he’s blessed to live in Colorado
and enjoys exploring the state with his
daughter Amaris. The two like to go
hiking, camping, skiing, off-roading,
swimming and go to concerts at Red
Rocks. Josh also loves to give back,
volunteering at Amaris’ school, and L
for the non-profit COSILoveYou and
with the Care and Share Food Bank

for Southern Colorado. His favorite

quote is, “Never let another man do
for you what you are fully capa-
ble of doing for yourself,” and it’s
pretty clear that this rising star
is fully capable of having a very
bright future.

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.
719.576.6683 (MOVE) | twomenandatruck.com

Each franchise is independently owned and operated.
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The Inspection
Advantage

Whether your clients are buying or selling, a Pillar To Post
home inspection will give therm peace of mind about the home

* Choice of Home Inspection Packages
» Report printed on-site
» Convenient scheduling

A Stewart Ritter Joshua Deck

| | PILLARTOPOST 719-494-5313 719-633-5639

stewart.ritter@pillartopost.com joshua.deckiapillartopost.com
HOME INSPECTORS pillartopost.com/stewartritter pillartopost.com/joshuadeck
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INSURANCE YOU CAN
DESIGN TO MEET YOUR
EVER CHANGING NEEDS

m Coverage you can customize to meet your needs
m Homeowners insurance
m Landlord/Vacant/Vacation home insurance

Michael Hendrickson

Your Local Agent

24SWEBER ST STE 135

COLORADO SPRINGS, CO 80903
MHENDRICKSON@FARMERSAGENT.COM
https://agents.farmers.com/mhendrickson

Call 719.572.5938 £
today! FARMERS

Smart choices last a lifetime. INSURANCE
Restictonsapply. iscounts may vary Notavaiableinall e your agent for defals. Insuranc b d d other affiiated Visit
farmers.com fora compl g of companies. Not all provid einall states. C Il stat

Colorado Springs Real Producers - 25



26

Custom Catering for any event ' We make it our goal to
Award Winning Catering| e give you the menu and

Full Service or Drop Off

Large or Small

Kara Varner
MAOM, CARW, CPRW, CRS-MTC, CEIC

August 2020

experience you want, in
a budget you can afford.

Salt ;?r:ffu' Earth

A Platinum Zeesme.

CARE ER ACADE MY

Sample Course offerings:
e Elevator Pitch in 5 Steps ® How to Create Your Real Estate / Broker / Agent Resume and Bio

e Salary Negotiations e 10 Steps to Building Your ROCK STAR Credibility Checklist
¢ The Ultimate Networking Guide e Interview Tips

A Platinum Resume Career Academy
719-339-2659
www.aplatinumresume.com/career-academy

\:_--. @eie

Premlum Radon MltlgatiSh
Systems Startlng at $997

"No Surprises" Quotes

Guaranteed Best Price

719 -347-1711

radon-ra ngers.com

US VETERAN OWNED AND OPERATED
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By Robert O’Brien I

Photography by Heidi Mossman of Capture Life P| ography

.

:

When Jermaine Butler was asked what he

most wants people to know about him, his

answer was, “l just want them to know that |

am building a business for the long haul, not

just until the next thing comes along. I'll do

this until | can’t do it anymore. | take my...
this business..very seriously.”
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When Jermaine Butler was asked what he most wants peo-

ple to know about him, his answer was, “I just want them to
know that I am building a business for the long haul, not just
until the next thing comes along. I’ll do this until I can’t do it

anymore. I take my...this business...very seriously.”

“Very hard-working” is a consistent theme for those de-
scribing how and why Jermaine has found success as a
REALTOR®. This would include a diverse group of friends,
co-workers and supervisors, such as Chris Lutyen, Manag-
ing Broker at Chris’ Real Estate home since 2013, Coldwell

Banker Residential Brokerage: “Jermaine is an extremely

44
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thoughtful agent and he’s a very hard worker.” Lutyen goes
on to say “he just always works extremely hard, not only
for his clients but for the industry as well. He’s always
putting in the extra effort and going the extra mile.” The
Managing Broker concludes that Jermaine is a consistent

top producer, hitting “high marks” every year.

While Butler has always been a hard worker that effort
did not translate into what one would think of as “career
success.” He had a bit of a winding road in his journey to
Top Producing REALTOR®. There were the years after
high school where Butler labored mightily in what he
refers to as “workforce” jobs. The mili-
tary life, he decided, was not for him. And
college? Not yet. “I wasn’t into either at the

time,” he remembers.

Jermaine comes from a military family,
starting with his “granddad,” an Army Mas-
ter Sergeant who, after “serving all over the

world,” according to Butler, decided to re-

S main in Colorado Springs after retiring from

the service. Jermaine’s mom and dad met in
the Springs; his dad was in the army and his
mother eventually joined the service. There
was an intervening period where Jermaine
and his mom moved to Philadelphia, the
original home of the family, but eventually,
he moved back to Colorado Springs and lived
with his grandmother with whom he says

“I was very, very close.” Jermaine’s mother,
upon completing her service, moved back to
this area and Colorado Springs has been the

“family home” ever since.

“My first job out of high school was at MCI,
which became MCI/Worldcom, in telemar-
keting—sales,” explains Butler. “At the time,
the company had 5,000 employees in Colora-
do Springs, so it was one of THE companies
to work for.” Jermaine explains that at that
point he was living with his mother. With his
new job and income, he was able to buy his
first car. “It’s surprising how many people I
know in real estate worked for MCI at some
point,” he noted. It was a time when Colora-
do Springs was a relatively small town with
a very large tech footprint, including such

companies as Hewlett Packard.

66

My goal is
always to help
my client find
the home they

can love.
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While still working at MCI, Butler took a
part-time job with Airborne Express (now
DHL) and became part of a plane crew.
“We loaded freight into metal containers
called ‘cans’ and then loaded those onto

the planes,” he explains. He’d do his shift
at MCI during the day and then go immedi-
ately to the Airborne job for several hours
of hard labor. Note: This is where the “very
hard-working” legend began.

Eventually, Butler says, he left MCI and
became a full-time delivery driver with
Airborne. “That’s when I went from not
knowing how to get around town very well
to learning every part of the Springs and the
surrounding area. Before that job, I didn’t

even know the west side of town existed!”

In 2005, Butler left
Airborne and went into
military security as a
civilian but says that a
friend of his was doing

well in flipping houses in

Atlanta, and that is when Help people and the

he first became interested
in a possible career in real
estate. “It was an epipha-
ny,” he says. “I didn’t want
to just do jobs’ for the rest
of my life.”

After getting his real es-

tate license, Butler went

to work for The Herman

Group (now ERA Herman Group Real
Estate) in 2010. “I really learned a lot about

the profession there,” remembers Jermaine.

“I really didn’t have any formal office train-
ing...so I had to learn to use a computer,
how to FAX...some basic stuff.” He says he
did learn how to get around a real estate

office and how to prospect, do deals, etc.”

In 2012, Butler says he hit a “rough patch,”
income-wise, so he took a part-time job
with FedEx. “I worked at FedEx from 2:30

am to 7:00 am, went home to change then
went to work in real estate until the eve-
ning.” Rinse, repeat. He says he got used to
being sleep deprived.

After a year of working two jobs, in 2013, a
friend at Coldwell Banker told Butler there
was an opportunity in the relocation team at
that agency. “I really appreciated the oppor-
tunity at ERA Herman Group, but I felt the
opportunity with the relocation team would
be a great fit for me.” Butler joined Coldwell
Banker Residential Brokerage and has been

with the agency ever since.
Butler points out that growing a book of busi-

ness from scratch in 2012-’13, there wasn’t

really wasn’t a robust Zillow or Realtor.com

66

money will come.

29

to rely on...it took knocking on doors and lots

of phone calls. He worked expired listings
neighborhood by neighborhood. He worked
For Sale By Owner listings. His persistence
and hard work eventually paid off. Jermaine
says in his first year at Coldwell he did 33
“deals.” Then in 2014, 40. And from then on

it’s been in the range of 50 per year.

In 2015, Butler met his partner, Whitney,
and in 2016 they were blessed with a baby

girl, who they named Zuri. Jermaine says

the name is Swahili for “beautiful.”
“And she is,” he says with pride.

He adds that having a child...and a
family unit...has changed him. “Now
T have to consider the future of my
partner, my daughter..my family.” He
says it really brings focus to every-
thing he does, in both his personal

and professional life.

In talking about his successful career
in real estate, Butler feels that the
jobs he had before becoming a RE-
ALTOR® prepared him for the hard
work it would take to truly build a
lasting career. For example, in one
instance he showed a client over 70
properties before they found the
right one. “My goal is
always to help my client
find the home they can
love.” Jermaine’s prima-
ry business philosophy
is “help people and the

money will come.”

By the way, in any spare
time he has, Jermaine’s
“hobby” is cooking. “I do
areally good Alfredo.” He
hinted he is popular on the

pot luck circuit.

Finally, if what your
friends say about you
when you’re not around
is any measure of the quality of one’s
character, here are some of the words

they use to describe Jermaine Butler:

Tammy Byrd-Fulbright: “Shirt off his
back, hard-working, humble, honest,

funny, awesome person.”
Terry Williams: “Surrounds himself

with successful people. He pushes

me, I push him.”
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Your Clients Don’t Need to
Stress When Downsizing! a
g » 2 pixvid

Whether your customers are q:alcluttelring or S— ps connecting you to more clients
relocating residences, Goodwill's “Things

Forgotten, Not Gone" program offers a wide
range of professional services managed by
highly experienced and attentive staff.

_ Listing a Home?
Things Forgotten has been a household name i i g . ) - -y _
in our community for 15 years. We are licensed, . ' ‘.I s - - You should know about PixVid... Book On-line 24/7

insured and have an A-Plus rating with the Better www.plxvid.net
Business Bureau. Your clients can call or visit us
online today for a free consultation ... and let us
remove the worry, so they can move on with life.

WE CAN PROVIDE CUSTOMIZED, FOLLOW-
UP SERVICES TO YOUR CLIENTS:

= Full-Scale Move Management: We will pack,
unpack and organize their new home so they
can unwind and enjoy it from day one.

House Clearings/Concierge Service:
Whether selling, giving away or donating no-
longer-needed items, we will take care of all the
details while handling their timeless treasures
with "white glove treatment”’

Estate & Consignment Sales: We can manage
all aspects of your clients' personal property
sales—offering customizable services and
pricing options.

Decluttering Projects/Light House Keeping: Certified move manager Jen works closely with caregivers
When moving or downsizing, we can remove such as Bob (left) and Ben (above) to assist them with
excess items and conduct a “clean SU‘JE‘Ep” of their moves ensuring .r‘fm.-‘gn.'rﬂ care is talken with their
the home. loved ones as well as their jn*.i's‘ﬂm.!‘f F;n’mrgfugs.

Q} DMscover Goodwlil's Senior Move Service ‘ Spend Less Fast
Things Forgotten o Q0 NI oays on Market %/ Tumaround

Not Gone Never a cloudy day. We'll Professionally photographed Get your photos fast! We edit
always make sure your listing homes spend less time on the overnight so you'll have them
is presented in the best light. market. next day by noon.

$A  (719) 428-9271

m ThingsFaorgotten@DiscoverMyGoodwill.org
ThingsForgottenNotGone.com

Contact: +1 833.715.7150 Email: orders@pixvid.net



FOR THE LOVE OF LINEAR

A heart-winning, first-of-its-kind park system

LIMVE ABUNDANTLY

The Farm is proud to introduce Colorado Springs’ first linear park system—
parks and pockel parks that run from end-to-end through the entire community,
all connected and navigable by a thoughtfully considered trail system.

You are invited to get outside and find your heart in nahare every day.

Single-family and custom homesites
from the $400s to $1 million+.

GOETZMANN CUSTOM HOMES VANGUARD HOMES
719,54 TiR4 7
¥ Vangua rdnewhomeas

SADDLETREE HOMES VANTAGE HOMES

719-BUILD 712597 6373
saddletreehory oI v 0

ay, and for In

TheFarmColorado.com

P» ask the expert

AGENTS

Being real estate photographers, we have the
opportunity to work with a lot of amazing
real estate agents. When you photograph
thousands of homes, you start to notice what
makes the successful agents stand out. Here
are the top five habits of successful agents

when it comes to marketing their listing.

By Dmitry Choukline,
PixVid
www.pixvid.net
833-715-7150

Many agents skipped out on a piece of market-

ing because they “don’t do drones on anything
less than x.” Consider all factors when determining the appropriate mar-
keting levels such as location, price, and the marketing potential for your
brand. Just because a home will sell quickly, doesn’t mean you can’t use a

gorgeous listing to represent your marketing in the future.

There is an agent that we shoot a new listing for sometimes three to four
times a week. Without fail, that agent will make sure the home is cleaned,
staged, photo-ready and vacant by the time we arrive every single time.
‘We have completed over 200+ shoots for this agent in the last two years.

It is possible to avoid the last-minute scramble.

One of the most important abilities is being a master of client manage-
ment. The agent’s attitude and professionalism sets the tone for the entire
transaction. Oftentimes we’ve had to work around homeowners, stagers,
and cleaning crew. Setting expectations and staying on top of the sched-

ule is what sets many agents apart.

S
oy

SUCCESSFUL <=

The biggest contribution that an agent can make to their
photoshoot is to make sure everything is prepped and
ready to go before the photographer arrives. The words
that any photographer dreads hearing is “we’re just go-

ing to move a few things from room to room.”

The best photos we’ve ever taken have always been in a
staged vacant home. Having the space and time to work
out our compositions lets us figure out the best way to

showcase your listing. Once your photographer arrives,
give them space to work in a clean and staged home and

you’ll always love the results.

When it comes down to what makes an agent successful,
we’ve found that the agents who are organized, trust
their team and set proper expectations always rise to the
top. It is possible to avoid the last-minute scramble and

those that can set the stage for the photographer will

always have great photos come back.
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»» ask the expert

Why Every REALTOR®
Needs a Professional Biography

Why do your clients want to work with
you? Slick marketing, social media
presence, or endless advertising may
capture their attention at first, however,

most likely they need to have what I call

a “fuzzy feel-good” feeling in order to
make the commitment to secure you as

their REALTOR®.

By Kara Varner

One tool that I have found over the years that is very success-

ful for my REALTOR® clients, especially new REALTORS® or
REALTORS® working with clients that are out of town, is a
concise, powerful, yet RELATABLE professional biography. The
biography has an isolated reputation of being only for academic,
medical, and legal professionals; however, it is widely becoming a
marketing device for advancing social connection. Though we are
“social distancing,” and especially because we ARE social distanc-
ing, a biography can help tell your “story,” relay your expertise,
and “connect” you to your prospective client in a way that Face-
book pages and LinkedIn Profiles are not able to.

What exactly is a Professional Biography?

A professional biography is a one to four paragraph document

about you and your career journey utilizing strategic and influ-
ential storytelling. A well-crafted biography can establish and

deepen the “know, like and trust” factors that prospects often

need before investing in you and your service.

What does a biography do?

A professional biography communicates “who you are” and “what
you have done” guickly to the reader. It can detail credentials,
hobbies and interests, and family. Yes, even your Labradoodle can

get a shout out!
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As a REALTOR®, how do you best use a Professional Biography?

You might need a professional biography when...

*  You mail or distribute marketing information via a
binder/folder

*  Participate in networking events

*  Publish an article or write a guest post

*  Speak at conferences, affiliations or almost anywhere

*  For inclusion in company literature

*  Link to your bio from your social media

*  Post it on your website

Quick tips for crafting your bio:

*  Capture the reader’s attention through an engaging summa-
ry. Make sure to write in third person.

*  Provide the basics: name, profession, and expertise.

*  Relay career highlights with quantifiable data.

*  Are you known for anything specific in your industry?

*  Include credentials and education.

*  Follow up with appropriate hobbies or interests and interject

a little personality or humor.

Give me a call if you need help structuring your biography.

I'm always here to help!

Kara Varner, MAOM, CARW, CPRW, CRS-MTC, CEIC
4X Certified Professional Resume Writer

Website: https://www.APlatinumResume.com

Email: info@aplatinumresume.net

Phone: 719-339-2659

Conneect: https;//www.linkedin.com/in/karavarner/
Click here to schedule with us today:

https://www.aplatinumresume.com/contact-us.html
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RAISE YOUR GAME.

EXCEED THEIR EXPECTATIONS.

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

Personalized Colorado closing gifts.

VOLUME DISCOUNTS
@realproducers
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SAFETY IS OUR PRIORITY
Model homes are open to private appointments or virtual tours. For builder contact information and to schedule an appointment
or virtual meeting visit: cordera.com/ home-builders

They’ve made Cordera even better.

W/ N—
CORDERA

Where the American dream lives on.

Cordera is always getting better.
Stop by and explore the recently unveiled, innovative 16-acre Wild Rumpus park or see yourself getting ready for
a swim in our new, now open lap pool. And that’s all in addition to the wildly popular clubhouse and family pool
with splash-zone. Come see what else is new in this family-friendly premier community with great D-20 schools.

Find homes from the $450s to $900s. Connect with builders. See what’s new.

7W 9963932W Cordera.com

——————e
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Empire Title of Colorado Springs

5555 Tech Center Drive, Suite 110, Colorado Springs, CO 80919
Phone: (719) 884-5300 - Fax: (719) 884-5304

www.etcos.com

Title of Colorado Springs, LLC

Empire Title of Woodland Park Empire Title of Canon City
350 N. Pine St., Woodland Park, CO 80863 1220 Main St., Canon City, CO 81212
Phone: (719) 686-9888 - Fax: (719) 686-8208 Phone: (719) 275-4900 - Fax: (719) 235-5029
www.empirewp.com www.empirecanon.com

A locally-owned company in its 1'7th year of serving the local community.

“We Don’t Succeed Unless You Do”’




