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ELEVATE YOUR PRODUCTION CLASSIC_

BY PARTNERING WITH
TRINITY HOME LOANS

HOMES

are road o "fram.-Erg;li;ignal'.fIénd"e"'l'-si;imn_l:.cinzfﬁ:&ﬁ s Discover The Unbridled Majesty of Flying Horse.

rsion Rate by Teaming Up With | | ,_ |
a Mortgage Expert Who Removes Barriers. DRIN i r

Trinity Home Loans provides viable mortgage
solutions for those tricky cases, opening more
doors and elevating your success rate.

Today's market is all about affordabilify. We help potential buyers by
AF FO RD AB' LITY providing a complete financial picture, factoring in debt consolidation

SOLUTIONS and other vital aspects to formulate a realistic, budget-friendly plan to
afford current housing expenses.

We operate with no averiays to the insuring agencies guidelines, giving
FLEXIBLE LENDING you the edge to help more buyers secure financing approval, and
typically for a higher collar amount.
CRITERIA TR ?

Geared towards service-members and veterans, we are proficient in VA
loans which have generous credit {no minimum credit score) and debt-
SPECIALIZED IN VA to-income ratio considerations. Our flexibility with saller paid discount

MORTGAGES points, closing costs and debt-reduction BEYOND a cumulitive 4%
makes purchasing a home in today’s market envirenment rmore
accommedating to the average household budget,

J.D. PECK
(719) 445-5186
JD@THLOANS.NET

NMLS # 314883 E?% B A o
I i H ! I TR‘ I N I T Y =t I Classic Homes, Best Home Builder Gold Winner, 16 years running —_,
H OME L OANS F Flying Horse, Best New Community Gold Winner, 8 years running \:,

The Grandview Model, The Village of Turin at Flying Horse F LYING HO%E
s

2409 Parma Court, Colorado Springs, CO 80921
ClassicHomes.com | 719-722-3865 QI
BBR ===



PREFERRED PARTNERS

AIR DUCT CLEANING
Planet Duct

(719) 728-5111
planetduct.com

ASSISTANT TASKS
The On-Call Assistant
(719) 208-4605
theoncallassistant.com

BUILDER

Classic Homes
(719) 785-3309
classichomes.com

Vantage Homes Corp
www.vantagehomes
colorado.com

CARPET CLEANING
Creative Carpet Care
(719) 641-8600
ColoradoSprings
CarpetClean.com

CLOTHIER

Inherent Clothier

(719) 481-1038

123 N Tejon St.

Colorado Springs, CO 80903

FENG SHUI
Leading With Shui
Jen Weis

(719) 321-9913
leadingwithshui.com

FRAMING

Orly’s Art Gallery &
Custom Framing
(719) 630-3371
orlysgallery.com

GENERAL CONTRACTOR
Dreamscape Construction
Alex Wheeler

(719) 722-4294

HOME INSPECTION

Brick and Mortar Home
Inspection Inc.

(719) 648-2835
bandmhomeinspections.com

Ground Floor
Home Inspection
(719) 641-1555
groundfloorhome
inspection.com

them for supporting the REALTOR® community!

Premier One
Home Inspections
(719) 217-9594
PremierOneHome
Inspections.com

HOUSE CLEANING
Peak Cleaning Service
(719) 313-7650

HVAC/PLUMBING

Parkeys Heating, Plumbing,
& Air Conditioning

(719) 493-9596
parkeysco.com

INSURANCE

ALINK Insurance
(719) 219-8499
alink2insurance.com

Farmers Insurance

Michael Hendrickson Agency
(719) 572-5938
farmersagent.com/
mhenderickson

LANDSCAPER
719 Landscape Design
(719) 649-1196

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

MARKETING

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

MORTGAGE

Cherry Creek Mortgage
Ryan Wise

(719) 651-4613

Fairway Independent
Mortgage Corporation

(719) 925-9020
fairwayindependentmc.com

Fidelity Mortgage Solutions
Vaughn Littrell

(719) 290-0415
vaughnlittrell.com

Low Cost Mortgage
Mike Floren

(719) 362-0439
LCMLoans.com

Mortgage Solutions Financial
Leanna Hardwick

(719) 283-9577
mortgagesolutions.net

Visit us online or call to schedule
your next HVAC service proposal

720-487-9321 » ParkeysCo.com

2

Avoid Home
Inspection Issues

Performing maintenance, tune-up and cleaning prior to
showing a home can help ensure a smoother transaction later.

RESIDENTIAL « NEW CONSTRUCTION « COMMERCIAL

AIR CONDITIONING

Ve

HEATING
PLUMBING

4 - November 2023

Trinity Home Loans
JD Peck

(719) 355-9344
thloans.net/jd-peck

MORTGAGE LENDING /
REVERSE MORTGAGES
C2 Financial

Kevin Guttman

(719) 302-5820
www.reversemortgage
revolution.com

MOVING & STORAGE

5 Star Moving & Storage
(719) 417-4993
Sstarmovingandstorage.com

Arrow Moving and Storage
(719) 573-3460
arrowmoving.net

HAVE YOU HEARD?

NOTARY SERVICES
NorthEnd Notary Services
(719) 440-4843
northendnotaryservices.com

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

Casa Bay Photography
(541) 213-5435
CasaBayPhotography.com

PROPERTY MANAGEMENT
All County Colorado Springs
Property Management

(719) 445-7172
allcountycs.com

All County Colorado Springs
Property Management

(719) 445-7172
allcountycs.com

RADON MITIGATION

Pine Breeze Radon Mitigation
(719) 257-1251
pinebreezeradonmitigation.com

RESTORATION
AmeriDri Restoration
(719) 388-8509
AmeriDri.com

ROOFING

Rocky Mountain Roofing

& Restoration

John “Brendan” McKenna
(719) 237-5926
rockymountainroofing.com

Cyberbacker is giving away a FREE social
media marketing guide for real estate

professionals.

Scan to get
your own copy!
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@ www eyberbackeralaskacam
G} alaska@cyberbackericom
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O (206} 428-7509
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TITLE & ESCROW
Chicago Title of Colorado
(719) 602-9431
colorado.ctic.com

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

Fidelity National Title
(719) 590-17M1
FNTColorado.com

First American Title
(303) 334-2186
firstamcolorado.com

VIRTUAL ASSISTANT
Cyberbacker

(720) 706-9373
cyberbackercowyo.com

TASKBAR
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COLORADO SPRINGS Low Cost
REAL PRODUCERS TEAM LMOftgage
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Our Vision
for Colorado E
Springs Real S
Producers:
Brian Gowdy Sue Hunyady Tabby Halsrud
Publisher | Ad Specialist Content Coordinator
Advertising Sales COSads@ & Writer -
To elevate the 719-313-3028 realproducersma g.com yv ﬁ "X‘Ii 5 G 0 E) ‘r) F "Xﬁ J..
culture in real brian.gowdy@ e — g I

estate so agents realproducersma g.com
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better and treat

each other more
humanely. Better

communication

results in smoother }
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s - A Vs CHECK RATES LIVE!!
. A TR RS LCMLOANS.COM/INTEREST-RATES

Photographer Photographer
719-789-5558 541-213-5435

transactions,

happier clients
and more repeat
business for
everyone involved.
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home more t UCT

comfortable
for sho Wings

Planet Duct offers the most powerful
vent and duct cleaning in Colorado.

Low Interest Rate - Fast Underwriting
7amto 11pm - 7 Days a Week « Easy Online Portal
Constant Communication

Contact Low Cost Mortgage Today!

MIKE FLOREN, OWNER, NMLS #1574886
MIKE@LCMLOANS.COM | 720-448-6610

LCMLOANS.COM | 719-362-0439

685 Citadel Drive E. Suite 290-9 | Colorado Springs, CO 80909

Ready to blast those allergens
into the cosmos?

Call Today for your FREE estimate.

X
19-728-5111 | PlanetDuct.com AR,
719-7 5 | =4 Low Cost Mortgage LLC NMLS #2357261, Low Cost Mortgage is not endorsed by, o acting on behalf of or at the direction of, the U5, Department of
K Housing and Urban Development, Federal Housing Administration, the Veterans Administration, the L5, department of Agriculture or the Federal
Government, All programs are subject to credit and income qualification, This is not a guarantee of financing or a firm offer of credit. i g
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Your boudoir
experience isn't
about the photos...

There are many misconceptions about what a boudoeir photography
session really is. While it's true that you will walk away with some
really beautiful artwork that will promote a positive self-image, we
are convinced that boudoir isn't really about the photos.... It's about
the experience. A transformation happens when you decide to push
yourself out of your comfort zone and rediscover who you are in the
process.

A boudoeir session may feel like a scary thing to attempt. Our clients
are women who are ready to be vulnerable, feel empowered, and are
courageous enough to try something new. Every client that walks
into our studio is very different. We believe that your boudoir
experience should be unique - designed by you, customized to fit
your taste and likes, and more importantly, to respect your
boundaries. Some women are very daring and want to bare it all.
while others are more conservative. Boudoir is for everyone.

Whether you want to wear lingerie, a beautiful robe, a gown. or
nothing at all, we believe there isn't just one way to be “sexy” and
there isn't “one right way™ to dress for a boudoir session. We want our
clients to discover what beauty and confidence means to them.

Our goal is to make the whole process stress-free and enjoyable,
Every client is nervous when they book their session, but we take
pride in the fact that we have created an approach designed to make
you feel comfortable before, during, and after the session.

Before your session we will discuss your wardrobe preferences, any
insecurities you may have, and answer questions about how to
prepare. The day of your session our professional hair and makeup
artist will focus on accentuating your natural beauty. Your time in
front of the camera will be full of laughter and silliness: we pose
ourselves to show you exactly how to look your best.

If you have wanted to book a session for some time, we encourage
you to take the leap! There is never a better time than now to do this
for you. We promise you will leave looking and feeling GREAT - and
feeling proud.

“What an incredible experience! | did a boudoir shoot and was 5o
nervous going into it. By the end | felt like o completely different
wiarnan! The teamn is incredible, they create such o fun environment
and Maria will roll ground on the floor to show you exactly how to
pase. [t is such on empowering experience. [ highly recommend
everyone do at least one boudoir shoot in their lifel” -Miss H.

If you are a mom, we bet you dedicate much of your time and energy
to your family and/or to your work, There is nothing wreng with doing
something for yourself, too. A luxurious boudoir experience is a great
way to pamper yourself!

EBold Babe Studio / Casa Bay Photography specializes in luxury
boudeoir and fine art portraiture. We also provide fun family and

unique high school senior portraits,
Contact us to learn more or book your session.

CASA BAY

= PHOTOGRAPHY —

scheduling@casabayphotography.com
541-213-5435
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Nationwide Mobile Notary &
Loan Signing Agent

Tiffany Schafer, Owner
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For articles, coverage, and advertising, contact Brian Gowdy at 719-313-3028; brian.gowdy@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain
solely those of the author(s). The paid advertisements contained within the Colorado Springs Real Producers magazine are not endorsed or recommended by The N2 Company or
the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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123 N TEJON ST.

THISISINHERENT.COM

CUSTOM CLOTHING
FCR THE REAL PRODUCERS

publisher’s note

Brian Gowdy & Bill McAfee just a few days before Bill’s official retirement.

Welcome to our Veterans-themed edition of Colorado
Springs Real Producers! Every real estate agent in this edi-

tion has served in the military — thank you for your service!

I am thrilled to announce a promotion within the Colorado
Springs Real Producers team. Starting in this edition, one of
our Writers, Tabby Halsrud, has been promoted to Content

Coordinator! Moving forward, Tabby will be working directly

FALL CLEAN-UP
FOR A FIRST

IMPRESSION! .‘ = *."r':-.: f

with our featured agents and partners to get their
stories and photos in place for the magazine. Thank

you for your dedication, Tabby!

As I'm typing this, the day is September 20th and

I had the pleasure of spending the afternoon at
ELEVATE the Real Estate Experience — Lana &
Bryan Rodriguez’s annual event for real estate
agents. I am impressed beyond belief. To have an
event with such quality speakers that Colorado
Springs agents don’t have to purchase a plane ticket
or lodging to attend in person is something special.
I'm not even a real estate agent and I was taking
notes! I hope each of you consider attending this
event next year. Lana and Bryan pour their hearts
into the event and it’s clear that their goal is to give
Colorado Springs real estate agents the chance to
better their careers and themselves. Thank you

Lana and Bryan!

As always, if you are enjoying this publication, the
best way to support me is to support our advertis-
ing vendors. Maybe you already work with some of
them and you have the opportunity to send them an
extra referral; maybe that means trying a vendor
for the first time; or maybe that means simply snap-
ping a photo of an ad and texting it to the owner to
let them know their ad is being seen and their ad
dollars are being put to good use. No matter what,
by reading the magazine and noticing the ads, you

are helping me grow my business.

Thank you all,

Brian Gowdy

Publisher | Advertising Sales
719-313-3028 | brian.gowdy@n2co.com

719

LANDSCAPE
DESIGN

Contact us today

(719) 649-1196
719landscape@gmail.com

®
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P veteran REALTOR®

Article Directed by Brian Gowdy
FliHi Photography

FROM MARINE MAJOR TO
REAL ESTATE MOGUL

Troy MacDonald had a decision to
make. He was seventeen years old
and was on a path that would, if
nothing changed, lead to prison...

A Humble Beginning

Growing up in Appleton,
Wisconsin, Troy and his siblings
were raised by their father. Their
mother died of a brain aneurism
when Troy was three years old
(and she was only thirty-three
years old), leaving his father

with the responsibility of raising
the kids while working multiple
part-time jobs to make ends meet.
Despite facing financial challenges,
Troy recalls they always had what

they needed but never luxuries.

Troy learned the value of hard
work from his father, who instilled
in him the importance of deter-
mination and discipline. As a
teenager, Troy rebelled against
the traditional path of higher
education, feeling that it wasn’t
an option for someone without
financial means. By the age of
seventeen, he found himself on a
troubling trajectory that would
have led to a dead-end.

A Life-Changing Decision
Realizing the need for a dras-
tic change, Troy enlisted in the

United States Marine Corps in the

spring of 2001—he went to boot
camp the week of 9/11. Little did
he know that this decision would
not only provide him with direc-
tion and purpose but also define
the rest of his life.

Troy’s journey in the Marines

was nothing short of exceptional.
He quickly stood out, earning the
titles of “Marine of the Month” and
“Marine of the Quarter” within his
battalion. It was during his time

in the Marines that he met his
future wife, a fellow “Marine of
the Quarter” in a sister Company

within the same Battalion.

Marriage and Continued Service
In 2003, Troy and his wife,
Jennifer, tied the knot. Jennifer
decided to leave the Marines after
four years, while Troy remained
in the service due to the maturity
and purpose he found it brought.
As their family grew with the
births of their daughters, Raegan
and Addison, Troy’s career took
him through various deployments

and promotions.

Troy’s journey in the Marines

led him to consider multiple
career paths. At one point, he
pursued becoming a pilot but was
derailed by severe air sickness.

Undeterred, he chose a new

Colorado Springs Real Producers
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path, ultimately deciding to become a Financial
Management Officer - Comptroller, a role that

would later prove beneficial in his civilian life.

A New Chapter in Colorado Springs

In 2019, Troy and his family made Colorado
Springs their home. As he approached the end of
his military career, he contemplated his next steps.
His passion for real estate emerged from his love
for buying homes, being a landlord, and building
wealth through real estate investments. Shortly
after arriving in Colorado Springs, he embarked on

a journey to earn his real estate license.

Balancing two full-time jobs, one as a Marine Major
and the other as a real estate agent, Troy’s relent-
less work ethic came to the forefront. He quickly
started building relationships within the real estate
community, offering his assistance at open houses

and networking with fellow agents over coffee.

A Resilient Transition

Troy’s transition into real estate wasn’t without

its challenges. Just as he was gaining momentum
in his new career, the COVID-19 pandemic hit,
causing fear and uncertainty in the housing market.
Deals fell through, and the future seemed uncer-
tain. However, Troy’s determination prevailed. He
turned to social media to connect with potential

clients and continued to build his real estate brand.

In his first year as a realtor, despite the obstacles
and still working full time on Active Duty in the
Marines, Troy closed 15 transactions, exceeding his
own expectations. His passion for helping people
achieve their financial goals through real estate

fueled his success.

The Final Milestone: Retirement and Beyond
In 2021, Troy submitted his retirement papers from

the Marines, officially retiring in October of that

14 - November 2023

year. With his real estate career gaining momen-
tum, he decided to focus solely on helping clients
navigate the real estate market. By his second year
in the industry (still on Active Duty), he completed
40 transactions, a testament to his commitment

and hard work.

Troy’s journey didn’t stop there. In 2022, he began
branding himself nationally, attending conferences
and building a network of real estate partners
across the country. With ambitious goals and a
commitment to excellence, he completed 60 trans-
actions that year, and began to add support around

him, including hiring administrative assistants.

A Bright Future

As Troy MacDonald continues his remarkable
journey in real estate, he remains dedicated to his
clients and his craft. He has served as a coach,
working to transform his real estate job into a
thriving business. Troy’s passion for real estate
and unwavering commitment to excellence are the

driving forces behind his success.

Yet, Troy’s journey isn’t solely about professional
accomplishments. It’s also about personal growth
and resilience. In 2021, he faced a health scare
during a family vacation to Disney World when he
experienced a collapsed lung. His determination to
enjoy the vacation led him to delay seeking medical
attention, a decision that could have cost him his
life. After undergoing lung surgery, spending multi-
ple weeks in the hospital, and an extended period of

recovery, Troy emerged stronger than ever.

The Opulent Group

Today, Troy co-owns the Opulent Group with
Krystal Mucha. The two launched their real estate
careers at the same brokerage at the same time.
Troy had made a post on the brokerage’s Facebook

page asking to connect with fellow agents and

—_—
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Krystal responded, marking the genesis of their
dynamic partnership. Over the years, they nurtured
their connection through coffee meetings, fostering
a collaborative relationship and contributing to the

growth of each other’s businesses.

In 2022, Troy and Krystal realized how much

their passions for helping their clients and train-
ing agents had aligned and how their differences
complimented each other. It was the fusion of these
shared values and distinctions that sparked their
partnership in real estate. Together, they crafted

the vision for The Opulent Group.
The Opulent Group is committed to two funda-

mental principles: delivering world-class service

to their clients and enriching the local real estate

T
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community by empowering agents through com-
prehensive training. Looking ahead, they are in
the process of establishing their office space,
envisioning it as a central hub for professionals in
their industry. Their aspiration is to be a source of
positivity in their community, making lasting con-
tributions to both their colleagues and the neigh-

borhoods they serve.

Troy MacDonald’s story is a testament to the power
of determination, hard work, and the pursuit of one’s
passions. From a rebellious teenager to a Marine
Major and now a successful real estate agent, he has
overcome every obstacle in his path. As he sets his
sights on completing 100 transactions in the coming
year, there’s no doubt that Troy’s future is as bright

as the Colorado sunsets he now calls home.

THE DREAM IS

THE |S SOLD SEPERATELY.
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FIDELITY MORTGAGE

SOLUTIONS

Vaughn Littrell
Vlittrell@fidelityms.com

(719) 290-0415
NMLS # 1092985

15455 Gleneagle Drive, Suite 230 | Colorado Springs CO 80921 | FidelityMortgageSolutions.com | NMLS #476792

Regulated by the division of Real Estate



WE HAVE SO MUCH
TO BE THANKFUL FOR
THIS SEASON!

From our Family-Owned and Operated
Business to Your Family,

Have a Happy Thanksgiving!

All County® Colorado Springs, CRMC

PROPERTY MANAGEMENT EXPERTS

We've handled situations involving Renter's and Landlord's insurance,
We've seen it all!

VISIT OUR LEARNING CENTER

Contact us today
pinebreezeradonmitigation.com
719-257-1251
Pinebreezeradonmitigation.com

Family Owned and Operated Since 1997

Max and Silky's Story
In the beginning of September, | got an
emergency call about a broken pipe. The
pictures to the left were included in the text
message. The look on the sweet Golden
Retriever Max's face as he gazed over his
flooded living room melted my heart.

INSURANCE YOU
CAN DESIGN TO
MEET YOUR EVER
CHANGING NEEDS

m Automobile insurance
B Business insurance
m Coverage you can customize to meet your needs

The couple had both gone to work that
morning, Max's mom came back at noon for
! lunch and found a broken pipe had turned
their first floor into a pond. Max was
stranded on the couch, but their little Yorkie,
Silky, was walking through the water shivering.

. Thankfully, they had renter's insurance. Their
insurance company put all four of them in a hotel. They
sent plumbers and restoration experts to their house
and helped them recover their personal items. The
items that couldn't be recovered were replaced.

———

Michael Hendrickson

Your Local Agent

1965 Dominion Way Ste 120, COLORADO SPRINGS, CO 80918
MHENDRICKSON @FARMERSAGENT.COM
https://agents.farmers.com/mhendrickson

Landlord Insurance

Do your clients have investment properties? Rental

| Property Insurance, also known as landlord insurance,
» provides liability coverage and helps pay to repair or

y rebuild your rental if it's damaged or destroyed by a
covered loss.

Call 719.572.5938 today!
Smart choices last a lifetime. m

Restrictions apply. Discounts may vary. Not available in all states. See your agent for details.

Insurance is underwritten by Farmers Insurance Exchange and other affiliated insurance F A R M E R S
companies, Visit farmers.com for a complete listing of companies, Not all insurers are

authorized to provide insurance in all states. Coverage is not available in all states, INSURANCE

We love Realtors! Visit us at: allcountyrealtors.com

;“ COL(R) Scott Glascock (719) 445-7172
, ${ " MPM® RMP® allcountycs.com

Broker/Owner contact@allcountycs.com

15741518
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Jacob “Jake” and Stacey Clendenning knew the
income and growth potential that came with
owning a Cyberbacker franchise but what truly
inspired them to invest in the business were the
philanthropic opportunities the platform pro-
vides. Cyberbacker is a virtual assistant services
staffing company which employs 3,700 people in
the Philippines. The company creates more than
careers—it offers a significant opportunity for its
employees to create abundance by providing first-
world income in a third-world country. Seeing how
the employees are making huge changes for their
families is what keeps Jacob and Stacey committed

to their business and to the people in it.

20 - November 2023

RBACKER_

Jacob was a Cyberbacker client before he was an
owner. The company formed in 2018 but it wasn’t
until 2021, after seeing firsthand the impact that
hiring a Cyberbacker brought to his coaching
business, that he and Stacey bought into the
company, launching two franchises in Colorado,
Wyoming, and Alaska. Together, they created 85
jobs last year alone! The Clendennings currently
live in Wyoming, but have roots in Colorado.
Through various career paths, they moved around
Colorado, Wyoming and Alaska. Jacob has a well
known Alaskan-based business partner, Barb
Huntley, who is an amazing business woman and a

wonderful mentor.

THE VALUE OF LEVERAGE

Jacob and Stacey both have direct experi-
ence of the real estate industry and under-
stand agents’ needs. Through Cyberbacker,
Jacob, Stacey, and their team support the
real estate industry by taking non-revenue
generating tasks off agents’ plates, freeing
their time for income-producing tasks.
Jacob and Stacey encourage agents to get
honest about what they need to do them-
selves versus what can be handed off to
someone else. “Many agents we’ve talked
to believe they are the one-best person to
do everything. We help them see that what
is actually their highest and best use of
time is focusing on their top 20% revenue
producing tasks and relationship building,
and to leverage everything else. Anything
that does not require a license can be done
remotely by our team. There’s only one
thing that a license allows you to do that
no one else can do—and that’s negotiate
with a fiduciary responsibility on behalf of
a buyer or seller. Every other task can be

done by someone else.”

Stacey added, “For businesses to really
thrive, you must have relationships. If
you aren’t the relationship builder at your
business because you're doing other things
that are pulling you away from that, maybe
it’s time for you to leverage.” Jacob and
Stacey suggest that the agents’ job should
be getting in front of people, making con-
nections, building relationships, having
conversations, and fulfilling the client’s
best experience. Stacey added, “I have
watched Jake try to do all the things in

his coaching business. When he invested
in a Cyberbacker and delegated tasks to
someone else, it gave him more time to be
present with his family and other relation-
ships. People don’t really understand what
leverage is or its value until they do it.”
Hiring help gives the agent more time for
the important tasks, allows them to create
efficiencies in the way they run their busi-
ness, and enables them to focus on other

additional wealth building opportunities.

HOW IT WORKS

Cyberbacker screens thousands of appli-
cants per week and hires people with
useful skills and the technology needed

to do the job. The pool is narrowed down

to those who best fit the clients’

needs, and the client makes the final

selection based on personality and
other factors. The talent remains a
Cyberbacker employee, which means
Cyberbacker handles training and
management of the employee so the
real estate agent can focus on their
sales tasks and not have to manage
staff. This also provides a tax benefit
to the client, because it’s a business
expense, not an employment expense.
Cyberbackers can work anywhere
from a nominal 5 hours per week to

a full time executive assistant type of

role depending on clients’ needs.

LED BY VISION
The vision for their Cyberbacker fran-

chises is to create 1000 careers in five

years. When they achieve that, the
Clendennings will know that they’ve
not only changed 1000 business own-
ers’ lives, but they’ve also changed
the lives of 1000 families. What sets
them apart from other virtual staffing
services is that Cyberbacker retains
employment of the staff and provides
training, coaching and growth oppor-
tunities, health benefits, retirement
plans, and capital programs that help

them buy homes and cars.

Jacob and Stacey are personally
invested in their business and in their
people. Jacob shared, “We chose

this because it called to us. It was
never on the business plan. When it
presented itself as an opportunity, it

was great to have the mindset and the

Colorado Springs Real Producers - 21



money and be able to say yes to create choice in our
lives.” Stacey added, “I just love our people! Our
team of Cyberbackers are so fun and we enjoy being

in relationships with them.”

CASTING A NET

The vast majority of their business currently comes
through referrals from existing clients who see

the value of the work. Jacob and Stacey have also
enjoyed connecting with potential clients through
the Real Producers events. They appreciate having
real conversations and building relationships with

the people they meet at the events.

Challenges that Jacob and Stacey face in their
business are educating agents and other prospec-
tive clients about the value of hiring help, and
getting them comfortable with the idea of hiring
someone to work remotely. They do this through
conversation with potential clients, by teaching
classes online, and by casting a wide net through
social media and email campaigns to create brand
awareness and to educate their followers. Jake likes
to remind clients: “COVID proved that everything
can be done remotely. During COVID, agents did
buyer consults remotely and showings via video.

Everyone was remote and the work still got done.”

WHAT MAKES THEM WORK

The biggest obstacle Jake and Stacey have both
overcome in their careers is their mindset. Jake
admitted, “My greatest obstacle was me - my mind-
set and my relationship with money.” He did a lot of
personal education through seminars and read-

ing to help him change his mindset. His business
partner Barb’s mentorship has been instrumental
in his own growth. She’s always challenging him to
think bigger, and to go for great rather than settling
for good. He ultimately made the decision that it’s
okay to make more money and to have more money.
Stacey worked through her own mindset shifts:
“I’ve always been very structured and regulated.
Watching Jake’s transformation helped me change
my mindset to abundance and growth, too.” The
shifting point was them both being open to chang-

ing and implementing what they were learning.

What makes the Clendennings work as business
partners is that they share many common inter-
ests and a similar mindset, but they complement
each other through different skill sets. Jake is the
visionary, the driver, a “get it done” kinda guy. He is

also the “celebrity” and enjoys getting up in front of
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thousands of people. He admitted
he is not good at taking his big
visions and detailing out what
needs to be done to achieve those
visions. That’s where Stacey’s
talents pick up. Jake shared that
Stacey is really good about asking
the tough questions to challenge
him. Stacey added, “I'm the con-
servative one and my strength is
playing the support role...setting
up the appointments, ironing his
clothes to ensure he looks good,
and doing the things behind the
scenes to make it a great experi-

ence for everybody.”

Jacob boiled it down to this:
“There’s no rocket science or
degrees behind this. At the end
of the day, we're just people.
We’ve been married 28 years
and have been business part-
ners for at least half that. We
have two grown daughters.

‘We live in Wyoming because it
supports our lifestyle. We love
being outdoors - hiking, hunting,
gardening, fishing, camping, and
four-wheeling. We’re just people
and so are the people that we
hire. Everyone has a skill set
that we can leverage and use to

move ourselves forward.”

Cherry Creek

A Division of Guild Mortgage

Let’s Make Your Clients’
Dreams Come True, Together

| absolutely love working with and referring my
clients to Ryan. With Ryan, | know my clients
will receive the highest level of excellence and
care! I've worked with other lenders, and can
say with confidence, he’s incomparable.
- Callie A, REALTOR®

FREE GUIDE!
SCAN TO DOWNLOAD MY
FIRST TIME BUYER'S GUIDE

Ryan Wise

Senior Loan Officer, NML 151319

719.651.4613
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}} real producers events

On Wednesday, September 6th, a

o
stellar group of real estate agents Habltat

for Humanity

and Preferred Vendors at Real
Producers got our hands dirty this
morning volunteering with Pikes
Peak Habitat for Humanity!

Our group divided and conquered:
Josh Bouwkamp and Megan Donnelly
cut soffit for the home’s exterior
while Abigail Thompson, Alexandra
Bedwell, Payton Wright, Leann
Johnson, Dan McMenamin, and Brian
Gowdy dug trenches with precision to

the very inch!

Thank you to everyone who volun-
teered and we hope to see each of you

at our next giving back event!

Email brian.gowdy@n2co.com to sign up for
our next Volunteer Day event!
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Habitat

for Humanity'

HOMESTEAD

VANTAGE () STERLING RANCH

STERLING RANCH MODEL

NOW OPEN:!

82735 NAT LOVE DRIVE

CALL TODAY TO MAKE AN
APPOINTMENT 719.463.8572

Monday - Saturday:
Summer | 10:00am -
Winter | Qam - P
Madels Closed Sundays - Call for an appointment
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Written by Tabby Halsrud

Clint Jordan had originally planned

to have a long military career. He was
active for nearly 22 years, serving in the
air force as a fireman. His plans changed
in 2017 when he received orders to Guam.
He had already been in Jordan for about
six months and didn’t want to leave his
family for an additional three years.
Clint chose to retire instead. Not having
any other job prospects lined up, he
posted on Facebook that he was looking
for new opportunities. A realtor friend
reached out and recommended Clint

pursue his real estate license.

—

Clint started as a solo agent, working for a few
different brokerages before he started his own team
about three years ago. Clint is now a part owner/
investor at Keller Williams Broadmoor and runs

his own 719 Veterans Home Team. Clint acknowl-
edges that hiring his personal assistant, Kassie,

was a total game changer for him and his business.
“She’s great at everything I suck at and hate doing.
In hiring her, I bought back more of my time so I
could focus on bigger picture tasks and activities

like networking.”

Clint’s wife Lisa also recently joined his team. She
noticed Clint was doing everything on his own
and wanted to take some stress off his back. She
secretly started working on getting her license

and surprised him with that news one night. “The
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original intent was for her to do
showings, but I quickly put her in the
role of Client Relations Manager. She
does many of the things I don’t have
time to do. She makes the personal
touches and calls. She’s killing it with

the contracts, too.”

Clint said it’s important to have a
good team - not just ‘a’ team. “Kassie
and Lisa are both critical to my suc-
cess. Now I don’t waste time doing
things I'm not good at.”

VETERAN-CENTRIC APPROACH
What Clint loves most about real
estate is the impact it has when
veterans close on a house sale. “They
used the money they received from
the government to buy a house a few
years ago and when they sell, they
get a big check they can use to pay
off debt. It’s empowering. I love to
educate military personnel on the
benefits of buying a house and the
payoff they can see later.”

Clint shared that the real estate mar-
ket can be brutal. “You’re competing
with a bunch of really good agents

that have been marketing for years.
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‘We had to learn how to market to

get our name out there and reach the
right people. It would be really easy
to sit back and be content with a few
houses a year, but we want to figure
out how to do more transactions to
make more money and give more back

to the community.”

GIVING BACK THROUGH PURPOSE
AND PASSION

Clint gives back through a variety of
initiatives. Shortly after he left the
military, he and Lisa opened a gym,
CrossFit Bonnie and Clyde, too. Right
from the start, Clint saw an opportu-
nity to connect his two careers and
his desire to give back by offering a
free gym membership for his new
real estate clients. CrossFit Bonnie
and Clyde quickly grew to over 100
members. When Lisa started manag-
ing the gym after the first couple of
years, Clint went full time with real
estate. “I started to put more effort
into real estate and put that money
back into the gym because that’s
where my heart really was.” Clint has
since bought a building with plans to
further expand the gym as it contin-

ues to grow.

Clint now partners with Mt Carmel
Veterans Center on the Hero Health
Project, which offers free gym member-
ship to even more people. Additionally,
when the gym isn’t open for CrossFit,
they open it up for classes offered

by other practitioners through the

Mt Carmel partnership. Lenders and
others have the opportunity to support
the Hero Health Project by covering
the cost of gym memberships through
donation. Clint also runs a nationwide
network called Military Real Estate
Network (MRE), a referral network
for realtors, vets and military spouses,
which ultimately supports the funding
of the Hero Health Project.

Clint and Lisa are making health and
fitness more available to those who
otherwise couldn’t afford it. “Our goal
has always been to offer free member-
ship for veterans and their families. We
don’t want money to be the factor that
keeps people from going to the gym. The
average CrossFit membership is $150 a
month. When you’re coming out of the
military, you don’t know what to do and
you don’t make a lot of money. So one
of the first things to go is your health
and fitness membership because it’s not
affordable. You need to use that money
to take care of your family. We want
people to continue prioritizing their

health and to keep coming to the gym.”

Clint knows what he’s passionate about
and everything supports that passion.
“It’s important to find purpose and
know what ignites you. I love fitness
and health and I love being at the gym.
Showing houses is no longer where

the bulk of my time should be spent.
What I love is when I sell you a house
and now I get to help you with your
health and fitness at the gym. Then
you tell your friends that your gym

guy is a realtor and they get a free gym
membership, too. Now we’re building a
bigger community. For Lisa and I, our
main focus is health. Real estate is our
job that helps us fund the sense of com-

munity we’re building at the gym.”
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It’s important to find purpose and know what ignites you. I love fitness and

health and I love being at the gym. Showing houses is no longer where the bulk of '
my time should be spent. What I love is when I sell you a house and now I get to
help you with your health and fitness at the gym. HOME INSPECTION, INC. 719-641-1555
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Do You Have Senior Clients Who Think
They CANNOT AFFORD TO Move?

: A Rewverse Mortgage can help your clients increase their purchasing power by 35-40%
DREAMSCAPE CONSTRUCTION | \ onets Py P SPOCErRy
You dream it we scape it e |

Turning Inspections into Impressions!

Let us help you transform properties

into compelling, move-in-ready homes. = N
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Alex is truly a professional. He's our
go-to contractor for any project. He
was instrumental in helping us with
our first house flip and continues to
impress our clients with anything
from a new deck to a new kitchen
upgrade. Highly recommended! N
~Siobhan Celusta, eXp Realty

T9-722-4294

wheeleﬁE@:cloud.cm 7 s .:,:"“H,,./ ”.
CONNECT
w,m us ) 4 Attention REALTORS®! Unleash the untapped potential of your database. Make connections
with clients aged 62 and above who might feel financially constrained to relocate at this
5895 Delmonico Dr. #320 point in life. Share with them the solution to not only SELL their current home but also
Colorado Springs, CO 80919 CHICAGO TITLE to aid them in PURCHASING the perfect home for their future years!
719.593.1661 OF COLORADO

Contact Kevin Guttman to Learn How You Can Get Both the
LISTING and the SALE While Putting Your Clients in a home
that better suits this stage of life.

C c2
Financial ...

Kevin A. Guttman GET STARTED
Reverse Mortgage Specialist To DAY

NMLS #384936 CO #100022215

719-302-5820 - KGuttman@C2FinancialCorp.com o P
www.ReverseMortgageRevolution.com m ;g @ @

Continuing Education Courses Offered

SVP | Sales Executive
ben.gosz@ctt.com
719.602.9431

Escrow Officer
megan.dnnnel}y@ctt,cum
19.726.4511
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DY partner spotlight
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P11l McAfee
& ASHLEY BUSH

THE LEGACY OF EMPIRE TITLE

“What is Bill McAfee doing here?”
Ashley Bush stormed to her boss’s
office after passing Bill on the way out
of their building. “I cannot stand him.”

It was the second time Ashley had
encountered Bill. The two first met in
1996 at a Certified Closers luncheon;
Ashley was the President of the orga-
nization and Bill was the speaker for
the event that day. “I didn’t like him,”
Ashley recalls. “You could even say, 1
hated him at first sight.”

Ashley’s boss, the Director of
Stewart Title, had invited Bill in for
an interview. Bill was the top sales
rep for Associated Title at the time

and Stewart Title wanted to bring

him aboard. “I’'m considering hiring
him,” her boss replied. Ashley glared
but her boss had already made up his
mind. Bill was hired and there was
nothing she could do about it.

“My first day,” Bill describes, “it was
like walking into a saloon in an old
western movie. I opened the door and
everyone would go silent. They would
glance at me out of the corner of their
eye only to ignore me for the rest of

the day.”

“I got everyone in the office to dislike
him before he even started,” Ashley
says. “I wanted him to feel as unwel-
come as possible so that, maybe, he

would leave.”

It lasted for weeks. But Bill went
to work; he brought over a lot of
business from his previous company.

‘With Bill silent and shunned in the

office, Ashley coincidentally grew

less irritated by his presence. She
started accepting some of his deals.
In a short time, Ashley became Bill’s

designated closer.

It may have taken her a while to
admit it, but Ashley began to like Bill.

The two became friends. They even

stayed connected after they both went
to different companies.

“I always liked Ashley,” Bill says.
“She’s a hard worker and we have

a lot in common. Though it did take

a while for her to warm up to me. I

don’t know what that was all about.”

In 2020, Stewart Title purchased both
Empire Title and Legacy Title. Bill,
who led Empire, and Ashley, who led
Legacy, started checking in with each
other. Takeovers are always chal-
lenging and both cared so much about
their companies. Plus, Bill already

had retirement on his mind.

“I'm a 32-year
overnight success!”
—Bill McAfee

The two teased the idea of Empire
Title and Legacy Title merging. “If 1
were to retire, I would need someone
I was confident could carry the com-
pany on without me,” Bill says. “And I

knew that person was Ashley.”

To their surprise, the managers
at Stewart pitched the idea of the
companies merging. What began as a

whisper would become a reality.

Merging Empire Title and Legacy Title
was an ideal outcome. Empire had the
majority of the resale business and

Legacy had the majority of the builder




business. It came at the perfect time.

As the post-pandemic real estate mar-
ket slowed, the merger saved both Bill
and Ashley from having to lay off large

numbers of employees.

The merger came with its challenges.
“It was like blending two families
together,” Ashley says. “Every
employee is unique; they have differ-
ent needs. Nothing is a one-size-fits-

all solution.”

Looking back, Bill will never forget
the blessing of making a living doing
what he loves. His original vision for
Empire Title was to create a company

that didn’t have a corporate feel. “We
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WE WANTED TO
CREATE A CULTURE
WHERE PEOPLE
WOULD WORK HARD
BUT ALSO HAVE FUN

ENOUGH TO BE THEIR
TRUE SELVES.

2

wanted to create a culture where peo-

ple would work hard but also have fun

in the process. We wanted our team
to be comfortable enough to be their

true selves.”

The high points of Bill’s career were
every time he was able to help both
clients and employees get through
their personal and professional chal-
lenges. “There is nothing like helping
people who were financially devas-
tated get back on their feet,” he says.

The low point came in 2020, during the
pandemic when people grew divided

and friends lost faith in one another.

“If I were to leave a legacy,” Bill says, “it
would be that you can do things right,
with great character, and still be suc-
cessful. It’s the act of giving and helping

others that makes you great in the end.”

In retirement, Bill will be getting involved
with the non-profits. There are so many
he is passionate toward but he never had
much time of his own to give to them.

He intends to serve on the boards of
Reclaiming Hope, whose purpose is to
help survivors of human trafficking at the
time of their recovery, and Venture Off,
whose purpose is to take underprivileged

kids on outdoor adventures.

Bill will be staying involved as a con-
sultant with Empire Title. He will also
continue to support his other compa-
nies: Short Sale Solutions, Assumption
Solutions, and Pikes Peak School of
Real Estate.

And in his retirement, Bill will be working
on forgiveness. Real estate is a challeng-
ing industry where some people are loyal
and others say they’re loyal. “I've always
been good about not taking the stress of
the job home,” Bill says. “It’s just business
after all and you cannot control every-
thing.” As a man of faith, Bill lives by the
Serenity Prayer: God, grant me the seren-
ity to accept the things I cannot change,
the courage to change the things I can,
and the wisdom to know the difference. In
the end, the hardest person to forgive, Bill

admits, is himself.

August 31st, 2023 was Bill McAfee’s final
day as President of Empire Title. “It’s like
I've raised a kid and now I get to pass it

off to Ashley. I look forward to seeing the
style and brand she puts on Empire Title.

I have absolute faith in her.”

“My vision is not a whole lot different
from Bill’s, only my ways are more cor-
rect,” Ashley says with a wink towards

her business partner and lifelong friend.

Carpele
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Fresh Clean Carpel.

Move-In Ready!

www.ColoradoSpringsCarpetClean.com

Carpet Cleaning | 24/7 Water Restoration
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P> veteran REALTOR

JAMIE
OFSKY

Written by Tabby Halsrud
Casa Bay Photography

When Jamie Krakofsky retired from the Army in 2014, he had sent out around 90 job

applications but hadn’t found the right fit. Jamie was invited to consider real estate by Bryan,

the realtor who sold Jamie his own home. Jamie admitted that his first reaction was a strong

one against becoming a realtor. “I said | needed a job with a consistent paycheck and benefits.

But Bryan offered to buy me some leads to help me get started. | ended up driving around with

him for a week and it seemed like something | could do.” Jamie went to school at Kaplan and

got his license. He had one home under contract before he even passed the test.

Jamie had a strong start, selling about 38 houses
that first year and 48 the second. “I made $98,000
with a 50/50 split in my first seven months. I took
that as a sign I was doing the right thing. I had been
walking the path of God for 20 years and decided to

keep doing what was being presented to me.”

Jamie has been doing real estate for nine years and
has a team of his own now. He loves the excitement
that first-time home buyers have when they get
their keys. He also enjoys working with military
clients. It gives him a sense of joy to help ease their
pain of transitioning out of the military. “It’s excit-
ing to help people through the process. Our systems

help make the process more seamless for them.”

LEVERAGING THE NEVER QUIT MENTALITY
Jamie believes his military background has helped
him be more successful in his current career.
“When you’re in the military, you have to put

your boots on every day and go out and do it. You
develop a ‘never quit, don’t surrender’ mentality.
Throughout your military career, you get dealt
obstacles everyday. This grunt mentality helps us
deal with daily challenges and failures in real estate
and contributes to our success.” Jamie believes that
failures are just opportunities to learn other ways
to do things.

One of his earliest lessons involved learning to
work with other agents to put the needs of the
clients first. “This isn’t about us. It’s about those
that we serve. It resonated with me very early on
that it’s not about agent versus agent. It’s about how
we can best serve our clients to create a win/win

scenario for everybody.”

Jamie has also learned how to work with agents on
his own team, too. “I've been learning to lead and
manage, while still being motivating and support-

ing. I'm learning new ways to deal with things that

come up on the team. It’s important to have the right
people in place and know how to navigate it when
not everyone fits with the team culture. Overall, it’s
been fun building the relationships on my team while
also building the culture. We’re very family oriented
and do a lot of stuff together. It’s really important to
build those relationships so they trust that I'm going
to guide them appropriately.”

Jamie has a number of military personnel on his
team and believes they are the best realtors because
they have a ‘no quit’ mentality. This common
experience they share creates an understanding of
how to support each other and how he can push his
team without triggering them. “They know how I
am and how I operate, which helps them be more
successful. They know when I'm pushing them to

get more productive, it’s out of love.”

RELATIONSHIPS OVER TRANSACTIONS

Jamie and his team focus on relationships over trans-
actions. “We build from a focus on long-term relation-
ships, which creates trust, gratitude and awareness.
‘We communicate with our clients regularly and
clients know they can contact us for anything - even
if they need guidance on how to find a specific vendor
or where to go for the best pizza or steak. We do a

lot with our clients, hosting 3-4 parties per year and

sending birthday and anniversary cards.”

Jamie is proud of growing his team to the level it’s
at now without a bunch of leads. Even though he
got his own start largely from purchased leads,

he has transitioned largely to a relationship and
referral model. The shift occurred after he attended
a seminar and learned some ideas for how to do

it differently. “I shifted from almost 100% leads to
almost 100% relational and I’'ve made more money
doing it the new way. I believe it’s truly the only
sustainable way to build this business.” Now he

teaches his team how to build their business based
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on relationships, too. Jamie and his team have
seen tremendous success, but it took a little
probing for him to talk about it. He’s proud that
they are #32 in the state and in the top 10%

across the country.

THE GIFTS OF GIVING BACK

Jamie believes in giving back and he and his team
support a variety of local nonprofits. Jamie is the
Vice President of Victory Service Dogs, which
helps veterans with PTSD get service dogs. “I
love the cause. I had a service dog when I got out
of the military. I suffered from PTSD really bad.
It took five years of therapy, my service dog, and
buckling down in my career to get through it. I
chose not to live the path of misery and figured
out how to cope with it instead. It wasn’t easy
and some days are still a struggle. I chose not to
let it weigh me down. My family and my career
helped me. I did what I needed to do. I chose not

to let it consume me.”

Jamie and his wife also give back daily after adopt-
ing a child who is now three years old. “We have
three biological children ages 26, 24 and 20 and
I’'m very proud of them. Next to the birth of my bio-
logical children, being able to voluntarily give back
to a life has been one of the greatest joys we’ve ever
had. I don’t think we would have been able to do

it without the financial successes we’ve had. He’s
been a great blessing to our family and it’s one of

the greatest gifts we’ve been able to give.”
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THIS ISN'T
ABOUT US. IT’S
ABOUT THOSE
THAT WE SERVE.
IT RESONATED
WITH ME VERY
EARLY ON THAT
IT°’S NOT ABOUT
AGENT VERSUS

AGENT. IT’S
ABOUT HOW WE
CAN BEST SERVE
OUR CLIENTS TO
CREATE A WIN/
WIN SCENARIO
FOR EVERYBODY.
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WE"FUN VA LOANS

E LR &\,

'OTHER LENDERS WON'T.

If your clients want it, and the VA allows it, we’ll help you help them get it. To learn more about our
VA loan program, along with other valuable service advantages we offer, call Leanna Hardwick at
(719) 660-5370, or visit mortgagesolutions.net.

Proudly serving our Veterans and military families.

Mmortgage .
__J solttionsfinancial

Leanna Hardwick
Branch Manager, NMLS # 232051, LMB 100020544

(719) 660-5370

Leanna.Hardwick@MortgageSolutions.net

Equal Housing Lender ©2023 Mortgage Solutions of Colorado, LLC, dba Mortgage Solutions Financial NMLS #61602.
5455 N. Union Blvd. Colorado Springs, Co 80918

ROCKY MOUNTAIN
ROOFING & RESTORATION

WE ARE HAPPY TO HELP WITH REPAIRS,
REPLACEMENT, AND/OR CERTIFICATIONS!

EE@

"John and the team at
Rocky Mtn. Roofing has been
a fantastic extension of our
business by taking optimal
<4 care of our clients with their >
roofing repair needs!
We appreciate his
communication, hard work,
and assurance of quality
\results through the process!”
~Mikayla Drinkwine, Stone Gable Realty

Roofing & Gutters | Siding & Painting | Drone Inspections
(719) 237-5926 | RockyMountainRoofing.com

|
ARROW” ...
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Moving & Storage Co., Inc.

Residential Moving - Office Moving  Corporate Moving
International Moving - Specialized Moving

Warehousing Distribution and Storage

Call us or visit our website for a quote

719.573.3460

www.arrowmoving.net

The On-Call Assistant

szﬁ Dow anef \\

Qour T fmmu@«/

X
‘

Click below to find out how
we could help you

Colorado Springs Real Producers
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Meet our Colorado Springs

E sernw [eans

Maddie Davis, Escrow Assistant

Celine Hendrickson, Escrow Assistant
Laurie Thompson, Escrow Officer
Tara Graham, Escrow Officer/Regional VP
Michelle Webb, Escrow Officer

Keep your friends close,
and your Closer closer.

1755 TELSTAR DRIVE | SUITE #1071
COLORADO SPRINGS, CO 80920
719-590-1711

FNTCOLORADO.COM
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ORLY’S

ART GALLERY

Original Art & Framing ¢ Hanging & Delivery Available (£)

Visit us online for updated information.
orlysgallery.com - 719.630.3371
730 South Tejon, Colorado Springs

Open Monday-Friday T0am-5pm - Saturday: 10:30am to 2pm
Closed Sunday & Monday: Appointments Available!

Let us help &
youwithyour ‘4
move-out! ¢

_—
—
S

We would love the opportunity to help
you with your cleaning needs.

Move Outs ¢ Stage Cleaning * Residential « Office Spaces

CLERNG &s

CALL OR TEXT TO SCHEDULE
719.313.7650 | peakcleaningsvs@gmail.com

EUN FACTS

ABOUT YOUR

»» around town

To read more about real estate
agents in Colorado Springs,
follow Colorado Springs Real
Producers’ Facebook and
Instagram pages.

Kellie Peek participates in taekwondo with both of
her children.

Growing up, Michael Moffat spent his summers on his
grandparents’ farm in western Nebraska and dreamt of
becoming a farmer when he grew up!

Back in high school, Amy Knight and her
friends would wrestle pigs at their county fair
in her home town of Wheatland, Wyoming.

Originally from Puebla, Mexico, Sol Martin
learned to speak English by immersing herself
in TV shows and translating music lyrics!

Welcome Alex Wheeler with Dreamscape
Construction as our newest Preferred Vendor at
Real Producers! They are you go-to for all your
General Contractor and Handyman needs!
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“1 have known Isela for a couple of years now
(wow). | have never seen anyone so dialed in
to insurance. She truly loves this stuff and it
shows! It's not just her help with my personal

and business insurance; but | have also had her
speak a few times at my

real estate meetings. Stop

looking and call Isela! You

will not be disappointed!”

Isela Owens
Senior Insurance Advisor

o =Tl .
cmall - )} m

TO INITIATE YOUR
CUSTOMIZED
INSURANCE

QUOTE

PREMIERON

HOME INSPECTIONS 4 | ™

Call or Schedule Online 24/7!

info @ prem ieroneco.com WL premieroneco.com

719.217.9594
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FAIRWAY

INTRODUCING

Darrell Harrison

Loan Officer

NMLS# 1494126

719-985-7162

13570 Meadowgrass Dr. Suite 200
Colorado Springs, COS 80921

Hometown

| have considered Colorado Springs my home
for a little over 16 years now. Prior to moving to
the Springs, | lived in the Bay Area, California
for many years. Even though the majority of
my life was spent in California | have always
considered myself an Oregonian. | was born in
a small town called Medford in the Willamette
Valley in Southern Oregon. Those who have
visited Oregon will know the beautiful rivers
and great fishing in this area of our country.
Anyone who knows me well knows that | am a
huge University of Oregon Ducks fan and
follow any of their sports that | can watch on
TV here in Colorado.

How long have you worked in the industry?

| entered the Mortgage industry specifically
about six years ago now. The Real Estate
Industry has been in my blood pretty much
since birth. My father was a Real Estate
Developer, and | was looking to follow in his
footsteps. | ended up working as a title sales
representative a couple of years after
graduating college. My Title Career lasted over
25 years leading me to Colorado, eventually
being the Division President of Stewart Title in
Colorado Springs. After spending that time in
title insurance, | decided to make a change to
originate mortgages, and that has been the
best decision | have ever made.

INDEPENDENT MORTGAGE CORPORATION

What is your favorite part of being a lender?
Originating mortgage loans has been such a
thrilling experience. When | made the move to
this career, | was not sure what to expect. |
have had the opportunity to contribute to the
process of seeing hundreds of buyers
successfully purchase a home for themselves
and their families. Being at the closing table
and seeing the keys being handed to the new
owner never gets old. The thrill and elation of
this experience really have no rival. Sometimes
this process takes months to years from
beginning to end and it is worth every second.
Seeing the smiles of the borrowers and their
children, if they have them, is more satisfying
than most things | have ever been through.

What is one thing you would tell a first-time
homebuyer?

Buying a home can be the most significant
financial transaction that is experienced in
one’s life. When | am working with someone
who is buying their first home, | definitely want
to make sure they are completely
understanding what they are doing in the
process. Changing your status from a renter to
an owner is a huge step and | take that very
seriously. The main message which | make sure
that new buyers understand is that they are
now paying down the principal on their own
home as opposed to paying it for someone
else. There are very few other investments
available that can build wealth and prosperity
as much as owning real estate.

Copyright©2023 Fairway Mortgage Corporation.
NMLS#2289.4750 S. Biltmore Lane, Madison, WI 53718,
1-866-912-4800. Restrictions and limitations may apply. All
rights reserved. Equal Housing Opportunity. &
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3 locations to
serve you better

Colorado Springs:

5555 Tech Center Dr. Suite 110
Colorado Springs, CO 80919
719-884-5300

Colorado Springs North:
8605 Explorer Dr. Suite 250
Colorado Springs, CO 80920
719-884-5300

Canon City:

1220 Main 5t

Canon City, CO. 81212
719-275-4900

WE DoN’T SUCCEED
UNLESS You Do!

Empire Title * etcos.com




