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L A U N C H

P A R T Y
We have set the date and location of the Wichita Real Producers 
Launch Party!

We are kicking 2020 off right and this event is going to be an absolute 
blast. We will have the best real estate professionals in our market in 
attendance, so you do not want to miss this!

Put the event in your calendar right now, and clear your schedule. 
Seriously, I mean it. Stop, do it now...I’ll wait. Did you do it? Okay, great!

We look forward to seeing you there.

save the date

THURSDAY, FEBRUARY 27TH, 2020 12PM-3PM

MARK ARTS

1307 N. ROCK ROAD WICHITA, KS 67206

W I C H I TA

join us for complimentary food, drinks 
(of course), music, red carpet, and the 
who’s who in real estate—local Top 
Agents and Trusted Business Partners 
keeping it classy.
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YOUR ALL

IN ONE
Local Backyard
Specialists

832 N Webb Rd #400 Wichita, KS 67206
(316) 260-4717  •  www.ShockerPools.com

• POOL SERVICES    • IN-GROUND POOLS
• HOT TUBS    • ABOVE-GROUND POOLS
• CERTIFIED POOL INSPECTIONS
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Keystone Solid 
Surfaces is the 
premier fabricator 
& installer in the 
state of Kansas.

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

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

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

Credit Union of America

(316) 265-3272

CUofAmerica.com

BLINDS: SALES/REPAIRS/

CLEANING

Radical Bubbles

Ann Seybert

(316) 204-4694

radicalbubbles.com

BUILDER

Craig Sharp Homes

(316) 775-2129

craigsharphomes.com

Paul Gray Homes

Paul Gray

(316) 978-9047

paulgrayhomes.com

CABINETS AND GRANITE 

COUNTERTOPS

Wichita Granite & Cabinetry

(316) 945-8880

wichitagraniteandca

binetry.com

COFFEE CAFE & 

DRIVE-THRU

Kookaburra Coffee

Edward Fox

(316) 683-0132

wichita.tradebank.com

COUNTERTOPS – 

GRANITE/QUARTZ

Keystone Solid Surfaces

Cyle Barnwell

(316) 778-1566

keystonesolidsurfaces.com

DEVELOPER

Schellenberg Development

(316) 721-2153

schellenbergdevelop

ment.com

FLOORING

Designer’s Home Gallery

Ben Henwood

(316) 440-8888

nouglyfloors.com

Jabara’s Carpet Outlet

Jason Jabara

(316) 267-2512

jabaras.com

HOME INSPECTION

Maybee Property 

Inspections

Erik Maybee

(316) 630-0003

maybeeinspections.com

Pillar To Post

Jason Hancock

(316) 570-1444

pillartopost.com/ 

jasonhancock

Precision Home Inspection

Shane Neal

(316) 755-5120

ksprecisioninspections.com

INSURANCE AGENCY

American Family Insurance

Dylan Hartnett

(316) 775-5522

agent.amfam.com/dyl

an-hartnett/ks/augusta

INSURANCE/FINANCIAL 

SERVICES

Kansas Insurance Pros

Isaiah Thaw

(316) 223-7634

ksinsurancepros.com

State Farm Insurance

Crystal McEachern

(316) 425-0925

callcrystalnow.com

INTERIOR DESIGN & HOME 

STAGING

Dawn’s Designs

Dawn Tucker

(316) 260-2064

dawnsdesignswichita.com

LENDER

US Mortgage Company

Will King

(316) 312-2936

kansasloanman.com

MORTGAGE

Gateway Mortgage Group

Kandi Jones

(316) 530-8123

gatewayloan.com/

kandi-jones

KS State Bank

Grace Peterson

(316) 347-2209

gracehomeloan.com

Meritrust Credit Union

(316) 651-5152

meritrustcu.org

RCB Bank

Christy Almquist

(316) 247-7704

rcbbank.com

MORTGAGE BANKER

LeaderOne

Janie Carr

(316) 644-4749

janiecarr.mymortgage.site

MOVERS

Mighty Movers

Sherry Smith

(316) 685-5719

movingwichita.com

MOVING / PACKING

Two Men And A Truck

Garret Petetman

(316) 558-5588

twomenwichita.com

PHOTOGRAPHER

Aaron Patton | Photographer

Aaron Patton

(316) 712-0937

aaronpatton.net

Jennifer Ruggles 

Photography

Jennifer Ruggles

(615) 415-3029

jenniferrugglesphot

ograhpy.com

Tim Davis Photography

Tim Davis

(316) 250-7858

timdavisphotography.com

PICTURE FRAMING & 

RESTORATIONS

L’image

John Maida

(316) 618-4839

laminpro.com

PLUMBING/HVAC

Frederick Plumbing Heating 

& Air Conditioning

(316) 262-3713

icalledfred.com

POOL & SPA - DESIGN/

BUILD

Shocker Pools

Doug Baker

(316) 260-4717

shockerpools.com

REAL ESTATE EDUCATION

Career Education Systems

(316) 651-0652

careereducation 

systems.com

ROOFING & 

CONSTRUCTION

A & L Roofing

Art Lohrengel

(316) 721-5799

alroofing.org

SOCIAL MEDIA 

MARKETING/ 

MANAGEMENT

Ashlin Marketing

Ashley Streight

(316) 253-7900

ashlinmarketing.com

STAGING

Serendipity Staging and 

Decor

Marcella Stanley

(913) 406-5980

serendipitywichita.com

TITLE COMPANY

Security 1st Title

(316) 267-8371

security1st.com

VIDEOGRAPHY/

PHOTOGRAPHY

Adler Grey Collective

Adam Dreher

(316) 619-2620

adlergreyvideography.com

This section has been created to give you easier access when searching for a trusted real es-

tate affiliate. Take a minute to familiarize yourself with the businesses sponsoring your maga-

zine. These local businesses are proud to partner with you and make this magazine possible. 

Please support these businesses and thank them for supporting the REALTOR® community!
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Perspective
We’ve made it to 2020, Happy New Year friends!

I’d like to extend a warm welcome to our newest business part-
ners, Shocker Pools, Might Movers, Kansas Insurance Pros and 
Credit Union of America. Remember, these businesses have been 
referred to Real Producers by top agents, they’ve been vetted and 
are the best at what they do. These trusted partners make Real 
Producers possible.

I’d like to offer you a fresh perspective of some best practices I 
learned in 2019. We grow through the experiences we have, the 
books we read and the people we surround ourselves with.

We all know that starting a business from the ground up requires 
unwavering faith and extraordinary effort. It may not be easy, 
but it is a simple equation. While establishing Real Producers, 
I’ve learned that activity is key and time is our most precious re-
source. This is especially true in real estate. If we are busy doing 
the right activities, we won’t have time to be consumed by worry, 
and the results naturally follow.

A favorite author and motivational speaker, Les Brown, states 
time and time again, “If we fail to make time for self-develop-
ment, we are forced to make time for pain and struggle.” I’ve read 
a lot of great books last year but here are a few of my top picks—
that offered me a fresh perspective!

1. The Miracle Morning by Hal Elrod (The Miracle Equation is an 
easy read also!)
2. The ONE Thing by Gary Keller
3. Good Profit by Charles Koch

A quote I heard from my father hundreds of times is advice that 
I’m now giving my teenager. “Show me your friends, I’ll show you 
your future.” No matter which stage in life we are in, this is true. 
We are a compilation of the 5 people we surround ourselves with. 

I urge you to start the New Year fresh, with the lessons and re-
flections gleaned from your 20/20 hindsight of 2019!

Sincerely,
Your friend, publisher, and  
fellow REALTOR®,
Samantha Lucciarini

publisher’s note

A Fresh 

If you are interested in contributing or nominating 
Realtors for certain stories, please email us at 
samantha.lucciarini@realproducersmag.com.

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

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

business practices of these companies.

M E E T  T H E

W I C H I TA
R E A L  P R O D U C E R S  T E A M

Aaron Patton
Photographer

Tim Davis 
Photographer

Adam Dreher 
Videographer &  

Photographer

Samantha Lucciarini 
Owner/Publisher 

316-258-4855

Jennifer Ruggles 
Photographer

Katherine Fondren 
Ads Strategist

Dave Danielson 
Writer

Lanie Schaber 
Editor

Heather Pluard
Writer
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top producer

Berkshire Hathaway

Written by Dave Danielson. 
Photos by Aaron Patton.

What prospects does the future hold? 

That’s a question each of us has probably asked 
ourselves at various points throughout our lives 
and careers. There are so many options and paths 
to take, that it can be daunting. One of the best 
ways to determine the future is to create it yourself. 
That’s what Tyson Bean has done. 

Building a Future
Before Tyson became President and Associate 
Broker with Pinnacle Realty Group, as part of Berk-
shire Hathaway HomeServices PenFed Realty, he 
started designing his own destiny. “I remember my 
mom asking me what I wanted to be when I grew 
up,” Tyson recalls. “So I asked her, ‘What makes 
the most money?’ She listed off several careers, like 
a doctor, a lawyer or an architect.”

Immediately, Tyson responded. His answer? His 
sights were set on being an architect.

“Growing up from that point on, I always wanted to 
pursue architecture as a career,” Tyson recalls. He 
went pretty far down the path of entering the archi-
tecture field, too. In fact, he completed a couple of 
years of college pursuing that direction.

Then a new path caught his eye.

“After my first two years in school, I decided to re-
route my plans and head into the business side of 
things. I chose a degree in marketing and entrepre-
neurship,” Tyson remembers.

In high school, Tyson had gained experience 
buying and flipping cars. “That experience had 
helped me see how money changed hands through 
that process,” he explains. With that experience, 
coupled with his entrepreneurial nature, Tyson 
took his skills and business sense into the world of 
real estate investing. As Tyson says, “From there, I 
decided to get my real estate license so that I could 
help other investors, as well as conventional buyers 
and sellers achieve their goals.”

That was 2007. 

In 2008, the bottom fell out of the financial market 
during the infamous economic downturn. But Tyson 
stayed the course with the designs he had for his 
future. “I was fortunate. From the time I left college 
to getting licensed, I was accumulating investment 
property,” he says. “I would buy and improve prop-
erties, gaining in the appreciated value. I kept my 
rental properties throughout that time. So with my 
investment properties, I ended up being insulated 
from the crash to some degree.”

Focusing on What Matters Most
As a relatively new agent at the time, Tyson was 
able to maintain his focus on helping his clients. 
“That’s what I’ve always really enjoyed about what 
I do in real estate … being able to help buyers, sell-
ers, and investors achieve their goals of homeown-
ership or becoming a first-time investor,” Tyson 
says. “I’ve also enjoyed being a problem solver for 
people. For example, in the unfortunate event that 
someone needs to sell a property, and they need to 
come up with a creative solution to find the most 
positive outcome for all parties involved.”

Designing His Own Destiny
BEAN 

TYSON 

Pinnacle Realty Group
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That approach has paid off in more ways than one 
for Tyson and his clients. There have been plenty 
of signs of success, including Tyson ranking as a 
top-producing agent within the city of Wichita, and 
ranking nationally with his team.

He is quick to heap praise on his team members and 
downplay his own success.

“I’m really proud of the way we consistently 
perform at a high level,” he smiles. “We have eight 
licensed agents and two administrative staff to sup-
port all of those efforts.” Tyson’s team has an office 
in downtown Wichita and also serves as a desig-
nated brokerage office, which gives his team added 
latitude and flexibility to operate independently.

Away from work, Tyson cherishes time spent 
with the love of his life, Tara. The two have been 
married for eight years. Together, they like to 
travel, with the aim of taking a quarterly trip of 
some type to get away, decompress and recharge. 
In addition, Tyson has a passion for giving back, 

assisting in raising funds for local causes such as the 
YMCA and Kidscope, Inc.

Tyson credits his success to his early years and the 
guidance he received from his family. “My parents were al-
ways supporting my ideas, no matter how far-fetched they 
were,” he recalls.

Tyson has straightforward advice for those who are just 
getting into real estate. As he says, “When I talk with people 
getting into the business, I say don’t jeopardize your integrity. 
It’s more about the relationship and maintaining the relationship 
than it is about a transaction.”

The lasting sense of success Tyson enjoys is the feeling from 
helping others. “For me, a big measure of that is to be considered 
honorable among your peers, coworkers, and your community,” 
he says. “I want them to know they feel they were treated fairly… 
and that they had a natural and genuine experience. I really want 
them to feel like they were heard.”

Each day, Tyson continues to design a destiny that positively impacts 
those around him.

When I talk with people getting into the business, I say don’t 

jeopardize your integrity. It’s more about the relationship and 

maintaining the relationship than it is about a transaction.
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rising star 

Trent Gorges BERKSHIRE HATHAWAY
Written by Dave Danielson. 

Photos by Jen Ruggles.

When you meet Trent Gorges, 

it’s clear right away that you’re 

talking with a man who is making a 

positive, lasting mark on the world 

around him. In just a short time as a 

REALTOR® with Berkshire Hathaway 

HomeServices PenFed Realty, Trent 

has made a successful transition 

into the business, and is helping a 

mounting number of Wichita-area 

clients as this month’s Rising Star.

Crucial Crossroads
Before entering real estate, Trent 
was working a steady job and build-
ing success in life. Then something 
special happened when he and his 
wife, Kirsten, bought a house togeth-
er in 2015. “I remember thinking that 
the whole process was really cool,” 
Trent recalls. “And I said at the 
time, I think I want to do that.” Still, 
Trent took the time to really think it 
through and make the right decision 
for him and his family. “There were 
several things that stood out for me,” 
he remembers. “The flexibility was 
attractive to me and the fact that you 
can create your own success. That 
really drew me to the industry.”

In time, Trent came to a decision… he 
was set to make the move.

First Steps
Trent earned his license and started 
with Berkshire Hathaway HomeSer-
vices PenFed Realty in April 2017. 
Success followed soon afterward. 
During his first full year in the busi-
ness in 2018, Trent earned Rookie 
of the Year honors. And in 2019, he 
surpassed the $5 million mark. Trent 
credits good old-fashioned service 
and communication for his solid 
start in real estate. “From the begin-
ning, I just put a lot of emphasis on 

M a k i n g  a  L a s t i n g  M a r k

taking care of my clients … giving people exceptional service so 
they would turn around and tell others,” Trent points out. “I’ve 
also been in the area for a long time and grew up in the area… 
I have stayed active and told people what I do. Plus, the people 
I went to high school and college with are looking for houses, 
since many of them are at that stage.”

Powerful Influences
Trent also credits two of his mentors for their time and support 
in helping to ease his transition. “Cathie Barnard has consistently 
produced as an individual agent over the years with my same com-
pany. She’s always been there to help me, and I love how she does 
business,” Trent says. “And Jon Quincy is my Broker. Jon is always 
there to help, as well. And he runs an awesome West office.” As he 
looks to the passion he has for what he does, Trent sees the ability 
to help as many people as he can achieve their goals. 
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He also sees one of the 
drivers that first attract-
ed him—flexibility.

“I’m a big family guy and 
try to be a good husband. 
I take the kids to school, 
and I coach them in their 
sports,” he says. “So 
having that flexibility is 
huge to me … being able 
to control my own sched-
ule, and then grind it out 
when I need to grind it 
out, as well.”

Family First
Trent and Kirsten have 
four growing boys at 
home, including Kalem, 
Bentley, Brixton, and 
Brayson. “Kirsten is 
beautiful, kind, and she 
does an awesome job of 
running this household 
of boys,” he smiles.

Trent makes a lasting 
impact on people every-
where he goes—includ-
ing on the practice fields 
and basketball courts 
where he coaches his 
sons and their friends. 
“Coaching is very ful-
filling for me. I’ve been 
doing it since my oldest 
one was little. I started 
out in basketball. That 
was kind of my sport. 
I also coach them in 
baseball and soccer,” 
he explains. “And it’s 
been a great way to get 
to know some outstand-
ing families around the 
community, as well.”

Trent enjoys working 
out with weights and 
cardio in his free time. 
Plus, he and his family 

also enjoy visiting the zoo, spending 
time at a neighborhood park, taking 
walks, dining out occasionally and 
just enjoying time together at home.

Giving Back
All components of Trent’s life have 
a common theme … giving back and 
helping others, in addition to sup-
porting the local YMCA and being 
involved in church.  As Trent says, 
“Success for me is about being happy. 
I want to be successful as a father, 
a husband, and as a REALTOR®; it 
means a lot for me to be able to pro-
vide for my family in this way.”  

Trent’s clients understand and feel 
the impact he makes, as well.

“My hope is that the people I get 
a chance to work with know that 
I’m genuine and that I connect with 
them on a person-to-person basis,” 
he emphasizes. “I really want to do a 
good job for them, and know that we 
made a lasting friendship out of the 
deal, as well. In our business, we deal 
with somebody so much for a certain 
amount of time. You have a chance to 
build a pretty good bond and friend-
ship with them every day. I want to 
continue and keep that connection 
with them and be there for them.”

As he thinks about his own young 
career, Trent says one of the biggest 
things he would recommend to other 
newcomers is maintaining their sense 
of themselves. “I think a lot of it is 
being who you are. There are a lot of 
great tips out there about what you 
should do day-to-day to be successful,” 
he says. “But at the end of the day, it’s 
important to be yourself, and people 
will appreciate you and who you are.”

That’s something that Trent has 
clearly accomplished. Day in and day 
out, he does what it takes to make a 
lasting, positive mark on his commu-
nity as a true, Rising Star.
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sponsor spotlight

SCHELLENBERG 
DEVELOPMENT 

MARV SCHELLENBERG

Written by Katherine Fondren. 
Photos by Jennifer Ruggles.

A child making a lifelong 
friend. A new baby 
coming home for the first 
time. A family Christmas. 

An annual backyard barbecue. These 
are the things Marv Schellenberg 
sees when he looks at a vacant 
piece of land.  For more than 30 
years, the Schellenberg family has 
provided developments for other 
Wichita families to make long-lasting, 
special memories, one neighborhood 
at a time, through their company—
Schellenberg Development.

Owner, Marv Schellenberg, first had 
an interest in real estate while studying 
business administration and economics 
at Tabor College in Hillsboro, Kansas. 
He got his real estate license while in 
college, but continued on a career path 
in his chosen field of study to become a 
financial analyst for Boeing. The idea of 
developing a piece of property was first 
brought to him by a close friend and 
mentor, and Marv was intrigued. “The 
idea of taking an empty space and creat-
ing something new was so interesting 
to me,” says Marv, “And 31 years later, I 
am still intrigued with development and 
have been doing it ever since.” That first 
development of 450 acres, called Re-
flection Ridge, is where Marv still lives 
today with his wife of 38 years, Andrea, 
and their dog, Reagan.

The evolution of a Schellenberg de-
velopment first starts with location, 
proximity to shopping, and easy ac-

Bringing People and Communities Together
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Arbor Creek  |   yourhomewichita.com  |   Chrislary1@gmail .com | 316-640-1186

Don’t let them settle for less,
let’s build it at Arbor Creek.

Starting at $225k
The Estates – Starting at $325k

Goddard School District – located directly next door to Amelia Earhart Elementary

cess to highways. The terrain of a piece of land is 
evaluated for possible amenities, such as whether 
it has a creek or other natural water feature, a va-
riety of trees, or other native plants. “One unique 
thing in our developments is that we enhance the 
beauty of the parcel of land by building berms and 
planting native grasses, wildflowers, shrubs, and 
trees,” shares Marv. “This provides natural beau-
ty, especially with the changes in seasons.”  

Next, the planning of utilities is done for streets, 
sewers, and water. “We have limited points of entry 
into our neighborhoods and design wide, winding 
roads and medians to help slow down traffic and 
make the streets safer for our residents,” explains 
Marv. “We also use sidewalks to help link people 
together and create easy walking access to the 
nearby school, swimming pool, playground, club-
house, and pickleball courts.” After the infrastruc-
ture is completed, Schellenberg utilizes its Builder 
Program to select a group of reputable builders to 
construct houses for the development. Finally, they 
begin marketing it to the public, and the neighbor-
hood can start to grow.

Marv is not the only Schellenberg who works in the 
business. All four of his children work in different 
aspects of Schellenberg Development. His daugh-
ter, Audrey, is involved with residential marketing. 
Marv’s son, Dylan, works with marketing, new 

home sales, and the commercial division. Cody is involved with 
the residential and commercial development division, and Jesse 
works with property management and development of the Villas. 
“I told my children to follow their passions, and their passions 
led them here; they are an integral part of the business,” Marv 
tells us. Marv’s job is to find that large parcel of dirt that will be 
transformed into a beautiful community for families to create 
memories.

According to Marv, there are a few unique things about work-
ing with Schellenberg Development for both homeowners and 
REALTORS® alike. “No developer is going to take better care of 
their clients,” he explains. “We are always available if they need 
anything, beginning at their first visit to the models to the closing 
of their home.” Schellenberg also offers an annual trip to differ-
ent locales around the world as a ‘Thank you’ to the REALTORS® 
they work with—this has been a tradition for over 20 years. “We 
love to thank our REALTORS® with this purely fun and relaxing 
trip,” says Marv, who enjoys going on these trips as well.

Schellenberg Development is a family business that develops 
neighborhoods featuring quality homes from $225K to $1M 
plus in and around West Wichita. Their current projects include 
Estancia, Bay Country and their newest development, Arbor 
Creek, which is currently pre-selling with streets being com-
pleted by March 2020. 

For more information on Schellenberg’s developments or their REALTOR® 
incentive Program, please call 316-721-2153 or visit yourhomewichita.com.
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A & L
Roofing, LLC

• ROOFING SERVICES
• SIDING SERVICES
• CUSTOM WINDOWS
• SEAMLESS GUTTERS

QUALITY CRAFTSMANSHIP
OVER 28 YEARS CONTRACTING EXPERIENCE

A & L Roofing LLC, a locally owned and operated general 
contractor, has the experience and expertise required to 

serve all of your construction needs.

Serving Wichita, El Dorado, 
and Wellington, KS 

316-721-5799
alroofing.orgA+ Rated Member of the BBB since 1997
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Pioneering 
Generations of Real 
Estate Success

Nestor’s 
beginning in 

the business was 
almost as humble as 

his grandfather’s. He 
graduated from Notre 
Dame as an ROTC Army 
Officer and immedi-
ately went into basic 
training. The military 
paid him $226 a month, 
and Nestor remembers 
thinking he never had it 
so good. After serving 
four years in the military, 
he contemplated reen-
listing, before ultimately 
deciding to retire as a 
U.S. Army Captain of the 
89th Division in 1960. 
The following year, he 
returned to Wichita to 
join his family’s small 
real estate firm. 

At the time, J.P. 
Weigand and Sons had a 
single location and was 
comprised of just three 
residential agents in ad-
dition to Nestor’s father, 
brother, and uncle. The 
office was so cramped, 
Nestor had to use the 
conference room when 

it was empty because 
there wasn’t a place to 
put another desk. He 
began his career with a 
passion for real estate 
and a love of helping 
people, but he had to 
learn the art of sales. 
It took 22 showings to 
the same buyer before 
he sold his first listing. 
That $10,000 deal still 
makes him proud. 

“My grandfather taught 
me that integrity is 
more important than 
the transaction,” Nestor 
says. “You have to 
put your client ahead 
of your commission. 
Clients are smarter than 
some people realize, 
and they know if you’re 
putting them first or 
second. They should al-
ways walk away happy.” 

It wasn’t long before 
Nestor earned a reputa-
tion for getting the job 
done right, and he was 
soon in high demand. 
“I worked all the time,” 
he recalls. “My name 

was on the door, and my customers gave me a lot of 
referrals. There came a point when I couldn’t per-
sonally take on anymore, and I realized we should 
expand. Growing the firm became more important 
to me than my career.” 

Even though he loved meeting with clients, Nestor 
gave up that part of the business and shifted into man-
agement. He credits his father for being the catalyst 
that shaped J.P. Weigand and Sons into what it is 
today. However, it was Nestor who put a growth plan 
into action - and he went about it boldly. “My dad and 
uncle weren’t for expanding the business, so I started 
buying strategic office buildings in Wichita without 
telling them until after the deals were closed,” he 
chuckles. “At that point, what could they do? In 1983, 
I bought our first new building at 387 Woodlawn, and 
I just continued buying properties that we could grow 
into. It was a slow and steady process of going from 
one step to another to another.” 

Prime office space was just half of the equation. The 
other half was filling those offices with talented agents 
who reflected the Weigand philosophy. “The first year, 
I hired three phenomenal agents,” Nestor says. “They 
were all talented, hard-working people with a local 
reputation for high-quality work. Both the residential 
and commercial sides of our business increased, and 
I was able to hire more agents every year. One thing 
all of our hires have in common is high integrity. If 
an agent is only looking to make money and doesn’t 
put the customer’s needs first, then they don’t belong 
here. Our culture is different. We succeed by helping 
those around us succeed first.” 

celebrating leaders
Written by Heather Pluard. Photos by Aaron Patton.
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When J.P. Weigand rolled up to 

Wichita in a covered wagon 118-years-
ago, he knew right away it would be a 

boomtown. So, he pitched a tent and 
started selling real estate before real 
estate was even a licensed business. 
As astute as he was, J.P. never could 

have guessed how his grandson, Nestor 
Weigand Jr., would turn his pop-up 

operation into a Wichita empire with 
connections around the world. 
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“Real estate is a wonderful but chal-
lenging business,” says Nestor. “It’s a 
worthwhile career, but agents have to 
decide if they’re willing to make sac-
rifices to make it work. The customer 
is king, and we always have to meet 
their needs. We do a lot of work after 
the contract is signed, making sure 
everything is correct, and all prob-
lems are solved before we close on 
any deal. A lot of things come up that 
you don’t anticipate. You have to have 
a passion for helping people to be 
successful in this business. And you 
have to work hard.” 

In 1990, Nestor threw that passion 
and work ethic into a run for Gov-
ernor of Kansas. He was four points 
up on election night, but he ended up 
losing the race to the sitting Repub-
lican governor. Running against the 
establishment was another bold move 
on Nestor’s part, especially after 
being explicitly told not to do it by 
Senator Bob Dole. 

“I ran because I felt like there needed 
to be change,” recalls Nestor. “I didn’t 
like the tax policies at the time, and I 

thought it was important to present other opinions. 
But I wasn’t a very good candidate. I didn’t like the 
political game and I hadn’t thought of politics as a 
career before then. Even though I didn’t win, I don’t 
regret running. The whole process was a growth 
experience for me. You never know how you might 
be influencing others.” 

Armed with his new political experience, Nestor 
briefly toyed with the idea of running for the Senate 
in 1996. He went as far as forming an exploratory 
committee before deciding to remain faithful to real 
estate, where he was already an established leader 
on all levels. Nestor was President of the Wichita 
Area Association of REALTORS® in 1974 and Pres-
ident of the Kansas Association of REALTORS® 
in 1978. In 1988, he was elected President of the 
National Association of REALTORS®, where he 
continues to serve as a Director. Since 1984, Nestor 
has been an active member of the International 
Real Estate Federation, also known as FIABCI. In 
2000 and 2001, he served as the World President of 
FIABCI—which is headquartered in Paris. 

“People from all over the world get together and 
exchange ideas about real estate,” says Nestor 
of his involvement with FIABCI. “It has been a 
wonderful experience, and I still keep in touch 
with many of the people I’ve met there. I may go to 
the meeting in Moscow later this year if I can fit it 

in.” But where Nestor truly loves to 
spend his time is right here in Wich-
ita. “It’s a marvelous place to live,” 
he says. “The culture here is unpar-
alleled. People are down-to-earth 
and ethical. There’s a strong sense of 
community in Wichita that you won’t 
find in many other places.” 

Nestor has always been an active 
member of the Wichita community. 
He is a Past Chairman of the Board of 
Heartspring, a local non-profit that 
serves children and families with spe-
cial needs like autism. Nestor has also 
served on the Board of Directors of 
the Wichita Sympathy Society and as 
a member of the Board for the Kansas 
Health Foundation, Kansas Highway 
Commission, and the Wichita Area 
Chamber of Commerce. He is a past 
member of the Board of Directors of 
Central State Bank, 4th National Bank. 
Presently, Nestor is Chairman of the 
Board of Wesley Medical Center. 

Nestor also volunteers quite a bit for 
national non-profits. He serves on 
the Board of Directors of the CATO 
Institute and the International Hous-
ing Coalition, both headquartered in 
Washington D.C., as well as the Board 
of Directors for Freedom Partners, 
headquartered in Arlington, VA. 

In addition to serving the community 
and being CEO of J.P. Weigand & Sons, 
Nestor enjoys spending time with 
his family. “I didn’t manage work-life 
balance very well when I was younger, 
“ Nestor admits. “My wife had enough 
of me working all of the time. We 
divorced in 1985, but she blessed me 
with three sons. Now I also have four 
grandkids, and I try and see them as 
much as possible. We all just spent 
Christmas together in Colorado. That’s 
my idea of relaxing, to be surrounded 
by family in a place we love. I travel all 
the time for work, so I’m not really a 
vacation-taking kind of guy.” 
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313-320-0443 | www.Jabaras.com | M/W/F/SA - 9:00 AM til 5:30 PM | Tu/Th - 9:00AM - 7PM

Huge Discounts, Truckload Specials, Roll Specials, Hourly Door Prizes

Warehouse
SALESALE

up to 9090 %
OFF RETAIL

New Year, New Floors

Friday, January 18th, and Saturday, January 19th

Carpet Outlet

In fact, Nestor admits he still works 
seven days a week and has no plans 
to retire anytime soon. He typically 
starts his day at 7 am with a meeting 
at the hospital and gets into the office 
around 9 am, often working straight 
through lunch. His workday ends 
around 7 pm, but Nestor usually has 
a dinner meeting or community event 
after-hours. Sometimes, he’ll even 
bop back into the office afterward to 
finish a few things up. “I’m still having 
fun every single day,” Nestor says. 
“Even though there are headaches 
and problems from time-to-time, 
I’ve been lucky enough to surround 
myself with great and talented people 
who live up to the standard of ethics 
my grandfather exemplified when he 
started the company.” 

J.P. Weigand & Sons’ leadership team 
now includes Peggy Ward, President 
& CFO, Tony Utter, V.P. & Gener-
al Manager Commercial Division, 

and Kimberly Brace, V.P. & General 
Manager Residential Division. Each 
of the firm’s seven locations also has a 
top-notch managing broker. Nestor’s 
team is one of his greatest assets, and 
he’s happy to say it now includes a 
fourth-generation Weigand. 

“My son Johnathan joined us a year ago 
as a commercial sales associate and is 
doing a great job,” Nestor says. “We’re 
just a small business doing the best we 
can.” These are humble words about 
a company that has a long history of 
doing exceptionally well. Today, J.P. 
Weigand & Sons has over $500-mil-
lion in real estate sales annually and 
more than 200 associates operating 
in all parts of South Central Kansas. 
Real Trends has ranked Weigand as 
the #1 real estate agency in Wichita 
for 28 years in a row, and The Wichita 
Business Journal has ranked Weigand 
#1 since they started publishing the list. 
The firm is also a member of Leading 

Real Estate Companies 
of the World, a highly 
prestigious network of 
market-leading, indepen-
dent residential broker-
ages known for excep-
tional client experiences. 
Membership is based on 
strict criteria and is by 
invitation-only. 

“I wish I could tell you 
what the company will 
look like in another 100 
years, but I’m not smart 
enough to predict the 
future,” Nestor laughs. “I 
just thank God every day. 
I appreciate my health, 
and I try to live life with 
both hands.” It’s clear 
that the pioneering spirit 
still runs deep in the 
Weigand family! 
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1800 S West St, Wichita, KS 67213

(316) 945-8880 | wichitagraniteandcabinetry.com | wgcusa316@gmail.com

Locally-owned | Competitive Pricing | Award-winning Craftsmanship

Wichita Granite
& Cabinetry

CHECK OUT SOME OF CITY’S TOP 300 PRODUCING REALTORS

1 3

6

10

7

11

2

4

8

12

5

9

Cleve Smith

Johnathan Weigand 

and George Laham

Sam Ritchie

Tammy Schmidt

Isaac Barker

Caitlin Sudduth and 

Erik Maybee

Nancy Shih

Alex Carbajal

Pam Flesher and 

Pam Hesse

Jeremy Sundgren

Sunni Goentzel and 

Cathy Sheets

Shane Phillips

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

COMMUNITY
MEET THE



34 • January 2020 www.realproducersmag.com • 35

Keller 
Williams 
Realty

Some things seem to just go well  

together… like they belong. 

That’s the way it is for Brian and Kim Bischler, 
who team up in life as husband and wife, and in 
real estate as Team Leader and Associate Broker 
with Keller Williams Signature Partners.

As Kim says, “We are passionate about each other. 
We are truly a team in every sense of the word. 
We do have passion in everything we do. We’ve 
been married for 17 years. There is a tremendous 
amount of respect. We also have a passion for our 
clients, their deals, and for the industry.” As Brian 
says, “We’re about people first. We see our role as 
helping them get through that with our passion for 
the job. For us, it’s all about the people.”

It’s clear that Brian and Kim share the same dream 
for serving those around them.

Joining Forces

Even before they joined each other, Brian and Kim 
were positive forces in the world individually.

Kim grew up in real estate. 

“That’s a tremendous understatement,” she laughs. 
Kim’s mother was a real estate broker. She wrote 
seven real estate books that are still in publication. 
The extent of Kim’s immersion and interest in the 
business even showed up in kindergarten. “When my 
kindergarten teacher asked us to draw a picture of 
a house, I asked if she wanted it to be a bungalow, a 
two-story, or a ranch,” she remembers with a smile. 
“I got my license the day after my 18th birthday.” 
After graduating with a business information major 
and minor in real estate, Kim took the corporate 
route working in database management and more 
before returning to real estate.

Brian began his career in the mechanics industry 
when he was younger, and then moved into the 
world of printing, where he poured his energy into 
running a printing press for 15 years.

As Brian and Kim grew closer and started their bond 
in life, they also decided on moving forward together 
in real estate. As Brian says, “We went into real estate 

Kim & Brian 
BISCHLER
Teaming and Dreaming Together

niche agent
Written by Dave Danielson.  
Photos by Tim Davis.
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cold turkey. We knew 
that would enable us 
to spend more time 
with our kids and be 
there for them.”

Fast Start. Solid 
Foundation.

They hit the ground 
running, earning Rook-

ie of the Year honors 
their first full year in the 

business in 2003. Their 
accolades have continued 

to grow, being named to Keller 
Williams’ Masters circle and con-

sistently performing among the top one 
percent of the organization’s REALTORS®.

Their sense of fulfillment goes much deeper 
than numbers.

“It’s very satisfying getting your seller client or buyer client to 
the end of the transaction… knowing that once you’ve educated them, they 

have the information they need to make good decisions throughout the transac-
tion,” Brian says. “We’ve always believed that if you give people the right tools 
and information, they will be equipped to make the right decisions. It means a 
lot at the end that you really helped them out.”

There have been many memorable deals. One that sticks with Kim from 2019 in-
volved a couple of well-known business leaders. Together, she and Brian helped the 
business owners find a property for their mother that accommodated her disabili-
ties, and they did it by finding an inexpensive property that could be rehabbed.

As Kim says, “It wasn’t about the amount of money… it was being able to 
positively impact someone’s life.”

A Life of Joy
Away from work, Brian and Kim enjoy time with their children—Gibson Ward, 
Max Ward, Hayley Bischler, their daughter Kelsey and her husband Paul 
Schlageck, and their son, Gage; also their daughter Lindsey, her husband, Todd 
Langford, and their children—Riley and Tyson. In their free time, Brian and Kim 
enjoy being outdoors and travel—including taking road trips where they can take 
their time and explore the surprises that arise before them. 

The path Brian and Kim take together is filled with opportunities to serve… and to 
do it together. “We love having the freedom to impact as many lives as we can for 

the positive,” Kim says. 
Brian agrees, saying, “We 
have a drive for taking 
care of transactions no 
matter what size they 
are. We’re all people, and 
we all need to be treated 
the same way.”

Kim and Brian are 
strong proponents of 
the lifestyle that their 
careers afford them.

“I believe we are in the 
most amazing career 
on the planet. We get 
to help people with the 
most intimate purchase 
of their lives… we are 
passionate and dedicat-
ed to their purchase,” 
Kim says. “This is 
intense and important 
to them.” 

Brian is proud of the 
impact he and Kim are 
able to have with people 
by being consistent — 
and being themselves. 
“We are who we are in 
every situation,” Brian 
emphasizes. “We give 
the people we work 
with everything we 
have. We work hard so 
our clients come back 
to us; we’d like to have a 
solid relationship with 
them forever.”
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volunteer spotlight

One Day At A Time

Tammy Schmidt, Broker/Owner of Tammy Kay & Co.

Written by Heather Pluard.

Tammy Schmidt, with Keller Wil-
liams Hometown Partners &  Broker/
Owner of Tammy Kay & Co., has 
made it her mission to help others 
and change lives. Setting an example 
as a REALTOR® in her community, 
Tammy has invested her time giving 
back, founding One Day at A Time 
Faith-Based Sober Living; a cause 
near and dear to her heart. 
 
Tammy grew up exposed to addiction 
issues, and her son worked very hard 
to overcome his. Watching her son 
struggle to live a drug-free life inspired 
Tammy to help others do the same. 
 

If you would like to volunteer, get involved or gather more 
information about this unique addiction recovery home, 
please visit https://onedayatatime-faithbasedsoberl.
godaddysites.com/services.

FAITH-BASED SOBER LIVING

Adam-Team Leader

Tammy and her son, Collin

Tammy and her husband, Larry

“The sober living house that my son lived in was 
in a crime-ridden neighborhood,” Tammy re-
calls. “The house itself needed upkeep and wasn’t 
well-maintained. It didn’t feel like a home where 
anyone would want to live. My son spent a year 
there. I used to go over and cook and spend time 
with him and the other residents. Soon I felt God 
pulling on my heartstrings. As a REALTOR® and a 
mother, I knew I could do more.” 
 
Tammy brought her husband on board to start a new 
faith-based sober living home in Wichita, KS. They 
sold an investment property and used the proceeds 
to buy a house located in a good neighborhood. Then 
Tammy went to work, making sure it was a warm 
and welcoming environment for people who were 
choosing to find recovery and new beginnings. 
 
As important as the environment, is the program 
Tammy put in place to help residents re-focus their 
lives. “We plant seeds and help people develop 
their relationship with Jesus and know that they 
are forgiven and accepted,” Tammy explains. “We 
practice with AA/NA Principles and Biblical teach-
ings.  Planting seeds to help people grow in their 
connection to a higher power and loving on them 
when they need it most.” 
 
Residents have weekly Bible studies, discipleships, 
and house meetings. They are expected to attend 
church weekly, engage in the house community and 
pass random drug and alcohol testing. A drug and 
alcohol therapist also comes in once a month to do 
group sessions. There are beds for eight full-time 
residents in the home, with a recommended stay of 
at least one year. 
 
“It brings tears to my eyes to hear the guys say 
this truly feels like home,” says Tammy. “To know 
it’s a spot where they can invite their families to 
visit and feel proud of where they’re living and 
what they’re accomplishing.” 
 
Last month marked the first anniversary of the 
sober house, and Tammy says it’s been a rewarding 
year. Her son lived in the home for six months be-
fore outgrowing the need for a structured environ-
ment. He has a great job now and recently closed 
on his first home. Tammy is proud to offer such a 
necessary stepping stone between the brokenness 
of addiction to the wellness of clean living. 

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

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

24-hr Emergency Service
Make sure your heating system maintenance is done. 

Neglecting your system can lead to dangerous 
conditions or simply just be left in the cold all night.

WAYS A COMPANY 
CAN SPEND  $3 MILLION:

TO LEARN MORE, VISIT N2GIVES.COM

N2 Publishing – the company behind every Real Producers magazine – believes in 
a future where everyone is free. This year, we donated 2% of our revenue, or $3 
million, to support nonprofits that rescue and rehabilitate victims of sex slavery 
and forced labor. And it was only possible because of the support of our industry 
partners and engaged readers. Because of you.

UPGRADE THE
OFFICE WITH 
FANCY FURNITURE  
AND GADGETS

GIVE THE 
C-SUITE A
NICE RAISE

BUY A 
PRIVATE JET

ENABLE THE RESCUE 
OF THOUSANDS OF 

HUMAN TRAFFICKING 
VICTIMS WORLDWIDE
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B U Y I N G  A  H O M E   |   R E F I N A N C I N G

Branch Office: (NMLS ID#1405053) 405 S. Holland, Suite B, Wichita, KS 67209. Kansas License Mortgage Company, License #MC.0025044-BR.002. US Mortgage Corporation is not an agent of or acting on behalf of or at the direction of HUD/FHA/VA/USDA or the Federal government. 
Rates, fees, and program guidelines are subject to change without notice. Some loans arranged through third party providers. Certain restrictions may apply. This is not intended as an offer to extend credit nor it is a commitment to lend. Corporate Office (NMLS ID#3901): 201 Old 

Country Road, Suite 140, Melville, NY 11747; (800)LOANS-15. Kansas Licensed Mortgage Company, License #MC.0025044.

Will King  |  Branch Manager/Loan Officer
NMLS #459176

Office: (316) 665-7343  |  Cell: (316) 312-2936
ksloanman@usmortgage.com

www.kansasloanman.com

1. Listing Goals
2. Selling Goals
3. Call Will King
  at US Mortgage

For a Wichita, KS, mover 
you can count on, the 
name to remember 
is Mighty Movers 
Moving and 
Delivery 
Service. 

Give us a call today to
schedule your move.

316-202-3703
movingwichita.com

BEF ORE Y OU M AKE
T HE BIG

DECISION . . . CALL
PRECISION

SHANE NEAL, CPI  •  (316)755-5120
homeinspector@ksprecisioninspections.com

www.ksprecisioninspections.com NACHI 19020137
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MONDAY - FRIDAY 8:00 - 6:00PM  |  SATURDAY 8:00 - 3:00

LIFETIME INSTALLATION WARRANTY ON ALL WOOD, TILE & CARPET

Payment at closing accepted - convenient for your clients!

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

ask the expert

Your Health Insurance 
Questions Answered!
Jason Garraway, Health Insurance Consultant Written by Jason Garraway.

There is no doubt that leaving corporate America 
to pursue your dream as an entrepreneur/small 
business owner is one of the most exhilarating 
decisions you’ll ever make. It is time to sink or 
swim, to finally make what you are worth, and reap 
the direct rewards of your own hard work. But the 
transition to being self-employed bears with it some 
unique challenges that few consider. 

One of the hardest questions to answer is – 

What do I do about my family’s health insurance?

Unfortunately, many entrepreneurs approach the 
topic of health insurance with a “head-in-the-
sand” mentality. Health insurance can be confus-
ing, and solutions are not always apparent. So, 
what is a self-employed business owner to do?

CHANGE YOUR MINDSET
Growing up, my dad used to tell me that “boring 
people find things to be boring.” What he was really 
trying to communicate is that my attitude affects my 
outcome. Rather than fall into the trap of negativity 
bred by confusion, determine that you will educate 
yourself. See health insurance as a problem to be 
solved, not an impossible task. There are solutions!

ACCEPT THAT THERE IS MORE THAN ONE 
WAY TO GET THE JOB DONE
Albert Einstein defined insanity as doing the same 
thing over and over again, then expecting a different 
result. Nothing could describe the traditional health 
insurance market better! The answer to health 
insurance is seldom the same for everyone. Be open 
to new ideas and creative solutions. Just like an ex-
perienced REALTOR® will tell you that there are no 
two real estate transactions alike, the same is true 
when solving health insurance problems.

DEVELOP A STRATEGY THAT  
WORKS FOR YOU
Strategy is key. Top real estate professionals 

If you have questions regarding your health insurance options, 
you can reach Jason on his cell 316.706.6012, email info@
individualhealthconsulting.com,  or visit him online https://www.
individualhealthconsulting.com/ 

are not successful by 
accident. They succeed 
because they develop, 
tweak and work a win-
ning strategy. So, what 
is your health insurance 
strategy? Quit shooting 
in the dark! Consider 
your budget. What 
kind of claims are you 
likely to face based on 
your family history and 
age-range? If you were 
to become ill, how or 
where would you want 
to be treated? Have you 
considered that there 
may be federal subsidies 
available to you to help 
you purchase health 

insurance through the Affordable Care Act? 
Are there options available that are not on 
the exchange? Is concierge medicine a valid 
option for your primary doctoring needs? 
Will a share program work better in your 
situation than traditional health insurance? 
Look at the options, then blend them togeth-
er into a strategy that works for you.

DON’T BE AFRAID TO ASK FOR HELP
Business owners who try to solve health 
insurance problems on their own are remi-
niscent of homeowners who try to sell their 
home without using a real estate profession-
al. Yes, they might get lucky–even a blind 
squirrel finds a nut occasionally. But more 
often than not, they mess things up by not 
asking for professional help. Seeking help 
isn’t a sign of weakness; it is one of the first 
steps in solving a problem.
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ACROSS

3. Kim Bischler’s mother authored how many books
4. The number of J.P. Weigand locations
8. The first Schellenberg neighborhood development was  
 _____Ridge
10. Wichita Real Producer’s newest team member, a writer, _____ 
11. Trent Gorges and his wife Kristen have how many boys

DOWN

1. In college, Tyson Bean flipped what
2. The Launch Party for Wichita Real Producers is which month 

*Mark your calendars
5. How many residents can Tammy Schmidt’s sober  

house accommodate
6. Which political office did Nestor Weigand run for in 1990
7. Jason Garraway, this month’s Ask the Expert columnist, is an 

expert in which kind of insurance
9. Marv Schellenberg attended which college in Hillsboro, KS

WICHITAWichita
Real Producers

Get to Know Your
real games

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

January RP

Across Down

1

2

3

4 5

6

7

8

9
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11

3

4

8

10

11

Kim Bischler's mother authored how many
books

The number of JP Weigand locaons

The 1st Schellenberg development was ___
Ridge

Wichita Real Producer's newest team member, a
writer ___ Pluard

Trent Gorges and his wife Kristen have how
many boys

1

2

5

6

7

9

In college, Tyson Bean flipped what

The Launch Party date has been moved to which
month

How many residents can Tammy Schmidt's sober
house accommodate

Which polical office did Nestor Weigand run for
in 1990

Jason Garraway, this month's Ask the Expert, is
an expert in which kind of insurance

Marv Schellenberg aend which college in
Hillsboro, KS
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