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CALL US
Dennis: (303) 818-8109
Matt: (970) 381-1310

THE SMART CHOICE FOR ALL OF YOUR CLIENTS' 
ELECTRICAL NEEDS

Special ized Real Estate Electr ical System
Inspections and Home Inspection Reviews —

Electr ical System Warranty Before Closing

Commercial  E lectr ic  |   Residential  E lectr ic  |   EV Charging Stations  |   Solar
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Mobile: 720-300-6777
Office: 970-289-5499/623-250-7017
www.LoanFIT.us  |  Team@LoanFIT.us

Catherine Barnett (Eusea)
Mortgage Strategist &
Divorce Specialist 

# N M L S -  2 3 7 2 4 4

# C O - 1 0 0 0 2 9 9 6 3  A Z - 1 0 2 3 7 0 4

S e r v i n g  a l l  5 0  s t a t e s

BROKERING MORTGAGES
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Life insurance policies issued by COUNTRY Life Insurance Company® 
and COUNTRY Investors Life Assurance Company®, Bloomington, IL.

0621-106MM_16746-2/3/2023

Jason Percha, MDRT
Financial Advisor/Insurance Agent

1405 W 29th Street 
Loveland, CO 80538-2403 
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

RESTORATION SERVICES

Care Restoration and Cleaning
Chris Cramer
(970) 999-2160
restorationwithcare.com

ROOFING

NOCO Roofing
Troy Jennings
(970) 223-7663
NOCOroofing.com

Roof Source LLC
Brendan O’Keefe
(970) 691-0845
coloradoroofsource.com

SOLAR

Sandbox Solar
Justin Wojtarowicz
(970) 673-7733
sandboxsolar.com

TITLE COMPANY

Chicago Title of Colorado 
- Northern Colorado
Ryan Martin
(970) 666-7300
colorado.ctic.co

First American Title
Debra Myers
(970) 658-4685
firstamcolorado.com

TREE & SHRUB SERVICES

Northern Colorado Tree Service
James Gosser
(970) 775-8877
northerncoloradotreeservice.com

VIRTUAL ASSISTANT

Cyberbacker
Jake Clendenning
(720) 706-9373
cyberbackercowyo.com

AUTO SALES

Centennial Leasing & Sales 
of Northern Colorado
Toby Bauer
(970) 225-2205
fortcollins.clscars.com

BUILDING CODE 

CONSULTANT

Building Code Guru
Caleb Sulzen
(970) 480-0550
buildingcodeguru.com

CLOSING GIFTS

Athena Nicole Photography
Athena Henzler
(404) 610-6210
AthenaNicole 
Photography.com

CONTENT MARKETING/

BRANDING

A. B. Consulting & Media
Alyssa Benson
(970) 590-9271
abconsultingnoco.com

CRM

Bonzo
(614) 357-2367
getbonzo.com

ELECTRICAL SERVICES

Smartwire Electrical Services
Dennis DiCantio
(303) 818-8109
smartwireco.com

FINANCIAL ADVISOR

Country Financial
Jason Percha
(970) 669-1263
countryfinancial.com/ 
jason.percha

FLOORING & DESIGN

Northern Colorado Carpets
Derek Krasuski
(970) 226-6800
www.northerncolorado 
carpets.com

HOME INSPECTION

A Buyer’s Choice 
Home Inspection
Brett Datteri
(970) 475-6262 x1
abuyerschoice.com/
northern-colorado

Inspections Over Coffee
Bryan Zenner
(720) 845-5282
InspectionsOverCoffee.com

Kick A-Z Home Inspections
Christina Faulkenburg
(720) 726-7193
kicka-zhomeinspections.com

HOME WARRANTY

Blue Ribbon Home Warranty
Amy Long
(970) 773-1370
BlueRibbonHome 
Warranty.com

Fidelity National 
Home Warranty
Penny Olender
(530) 859-2463
homewarranty.com

First American 
Home Warranty
Kyle Arenson
(970) 404-5099
firstamrealestate.com

HVAC SERVICES

Metal Mechanics Inc.
Michelle Culp
(970) 203-9954
metalmechanicshvac.com

INSURANCE BROKER

Country Financial
Jason Percha
(970) 669-1263
countryfinancial.com/ 
jason.percha

Summit Insurance
BJ Hill
(970) 667-9133
mysummitinsurance 
agency.com

JUNK REMOVAL 

& HAULING

Hulk Addicts Hauling 
and Junk Removal
Mike Howard
(970) 381-1176
hulkaddictsjunk.com

LABOR FOR HIRE, MOVING 

& LANDSCAPING

Laborjack
(970) 690-7709
www.Laborjack.com

MORTGAGE ADVISOR

Prime Lending
Josh Struck
(720) 257-3035
lo.primelending.com/ 
josh.struck

MORTGAGE LENDER

Academy Mortgage
Ryan Abrahamson
(970) 530-0470
academymortgage.com/
ryanabrahamson

MORTGAGES

Elevations Credit Union
Jennifer Shepherd
(970) 430-0787
elevationscu.com/mortgage

Excel Financial 
Mortgage Brokers
Lauren Juhl
(970) 407-8288
excelmortgagebrokers.com/
staff/lauren-juhl/

First Western Trust Bank
Justin Crowley
(970) 407-3100
myfw.com/mortgage-services

LoanFIT
Catherine Barnett
(720) 300-6777
LoanFIT.us

Success Mortgage 
Partners, Inc.
Doug Braden
(970) 689-0877
SuccessMortgage 
Partners.com

Universal Lending
Kim Martin
(970) 283-7686
ulc.com/klmartin

Velocity Lending
Josh Lyon
(970) 460-6677
NoCoLending.com

MOVING COMPANY

Skyline Moving Company
Stephen Skaer
(970) 685-3942
skylinemovingcolorado.com

REMODELER

Renovation Sells 
Northern Colorado
Steve Swanson
(970) 818-5667
renovationsells.com/
northern-colorado
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Madison Coble
Editor In Chief

Jacki Donaldson
Ad Strategist

Mary Burrell
Owner/Publisher

970-732-0469

Candace Braden
Client Concierge, 

Event Coordinator

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at mary.burrell@realproducersmag.com.
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Kate Shelton  
Writer
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Photographer,  

Social Media Coordinator

Christine Bowen 
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THANK 
YOU

pu
bl

is
he

r’s
 n

ot
e In this November issue, we extend our heartfelt gratitude and 

appreciation to the brave veterans who have transitioned into the 
real estate industry. Their commitment, discipline, and unwavering 
dedication have not only safeguarded our freedoms but are now 
helping shape the landscape of the real estate market. Through 
their unique experiences and skills acquired during their service, 
they bring a sense of purpose, integrity, and professionalism to 
their roles in this dynamic industry.

Thank you, veterans, for your service and for choosing real 
estate as your next mission. Your dedication continues to inspire 
us all.

With Gratitude,
Mary

TO OUR VETERANS!

US ARMY: 

Keith Huntsman
Barry Long
Larry Kendall
Hepburn Wilkins
Garrett Pastor
William Myers
Aaron Jennings
Steve Baumgaertner
Colin Johnson
Janice Ververs
Dave Trujillo
Tyler James
John Simmons
Keith Huntsman
Steve Foster

US NAVY: 

John D. Peden
John D. Valencia
Bud Razey
David Brown, CRS

US MARINES: 

Dustin Khaffaji
Duan Rockette
Michael McNear
Darin Glenn

US AIR FORCE: 
Erick Pastrana
James Hagerman
Jamison R. Walsh
Lucas Ray
Patrice Winans

US SPACE FORCE: 

Ashley Valles

THANK 
YOU

www.northerncoloradocarpets.com
970-226-6800

Family Owned Since 1976 & Veteran OperatedNorthern Colorado Carpets

Neutral carpet in stock to 
go with all trending paint 
colors. We are QUICK & 
a�ordable, let's spruce 
up your space to increase 
your home value. 

Get the Realtor discount 
and update your flooring 

before your furniture 
arrives! We are flexible 

with installation to meet 
your move in dates.

Listing a
Home?

Buyers
Moving In?

Carpet // Plank // Sheet Vinyl
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CYBERBACKER

A VIRTUAL 
ASSISTANT 
COMPANY 
DESIGNED FOR 
REAL ESTATE 
AGENTS

By Tabby 
Halsrud
Photos 

by Alyssa 
Benson, A.B. 

Consulting 
NoCo

partner spotlight

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.

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 
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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 

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.”

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.
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By Kate Shelton
Photos by Alyssa Benson, 
Eric’s Imagery

REALTOR® spotlight
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“When I was first getting 

started, there was a 

successful REALTOR® 

named Jackie Calhoon. 

I asked her how she 

stayed so busy. She told 

me that if I take care of 

the people right in front 

of me, I’ll never want 

for business. She was 

right,” said Shelley Ball-

Paddock, a Sears Real 

Estate agent. 

Thirty-nine years in, 
Shelley is now the 
experienced REALTOR® 

that new agents look to. Through 
housing booms and busts, Shelley has 
maintained her business by following 
Jackie’s advice – Shelley takes care of 
those around her. And it’s paid off. 

Shelley has become life-long friends 
with more clients than she can count. 
Shelley doesn’t buy leads or put her 
money into expensive advertising, she 
simply takes care of those around her. 
And that has taken care of her. 
“My motto is – do it now. When I 
think of something, I do it,” she said. 
“When someone – a friend, client, or 
relative – pops into my head, I call 
them or send a little text. If I can’t get 

to them right away, I make myself a note 
and do it as soon as I can. Checking in and 
staying in touch with people has made all 
the difference.” 

Shelley is a Northern Colorado native – she 
was born in Fort Collins and grew up in 
Greeley. She went to UNC and earned a 
journalism degree with a focus in radio and 
television broadcasting. During her senior 
year of college, she worked for Bill Naibauer 
of Weber Realty as his real estate assistant. 

“I worked for three hours a day and got a 
taste of the business. I loved it,” she said. 
“Bill sold me on being self-employed and 
after college, I decided to take his advice. 
I’m still here 39 years later.”

Over the years, Shelley has remained 
steady through every peak and valley in 
the market. She’s seen tremendous growth 
in Greeley, as well as massive changes in 
real estate. “When I started, there was no 
internet. The contracts were two pages, 
front and back,” she said. “We all had to get 
together to see the new listings come out 
every week and for the most part, agents 
stuck to their own markets because there 
was no way to see what was for sale every-
where else. Now, things are so different – 
we get buyers and agents from all over and 
things move so much quicker.”

DO IT NOW

Buyers and sellers 

haven’t changed. They 

still need REALTORS® to 

help them through all the 

steps. They need someone 

to guide them through 

the process and listen as 

things get stressful.S
E

A
R

S
 R

E
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A
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The thing that hasn’t changed 
in all those years is Shelley’s 
commitment to her clients. 
“Buyers and sellers haven’t 
changed,” she said. “They still 
need REALTORS® to help them 
through all the steps. They need 
someone to guide them through 
the process and listen as things 
get stressful.” 

Shelley has honed her craft to be 
the guide that her clients need. 
“We sometimes forget that buying 
and selling real estate is one of the 
most stressful things people go 
through. If I can ease the process 
at all, I will. Sometimes it’s just a 
simple call or text to provide an 
update or help them through hard 
conversations. They remember 
that you took the time to be there 
for them,” she said. 

It’s not just her clients that 
Shelley takes care of. She’s 
delivered food to shut-in seniors 
through the Meals on Wheels 
program. “I deliver food every 

Monday at lunch. I’ve done it for 
twenty years. It’s often a high-
light of my week – the people I 
have met are just so thankful and 
grateful,” she said. 

When Shelley is not working, she 
enjoys spending time with her 
family. Shelley’s son, daughter-
in-law, and granddaughter live 
in Severance; Shelley spends as 
much time with them as she can. 
Shelley’s daughter and son-in-
law live in New York, and Shelley 
enjoys traveling back east to see 
them. Shelley’s husband, Rex, 
has always been her biggest sup-
porter, and together, they love 
to be outside, attend car shows, 
and eat good food. They have a 
Goldendoodle named Sofi that 
keeps them entertained. 

Shelley also recently went back 
to her radio roots and started 
a new radio show called Retro 
Rochelle. She plays countdowns 
of ‘70s music on Saturday morn-
ings. She is thoroughly enjoying 

being back on air and can’t wait 
to do more of it in the future. 

Shelley’s advice is to take care of 
those around you and the rest will 
come. “If something pops in my 
head, I take it as a message from 
God,” she said. “I act on it. You 
never know who needs to hear 
from you or who needs your help. 
If they’re in my head, I figure I 
better do something about it.”

Connect with Shelley at 
Shelleyb@searsrealestate.com 
and listen to her show on 93.5 FM 
Pirate Radio.

My motto is 
– do it now. 
When I think 
of something, 
I do it.
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Success Mortgage Partners, Inc. supports Equal Housing Opportunity. NMLS ID# 130562. This is 
informational only and is not an offer of credit or commitment to lend. Contact Success Mortgage 
Partners, Inc. to learn more about your eligibility for its mortgage products.

Licensed in Colorado and Wyoming 

VA FACTS
DID YOU KNOW?

Doug Braden
“Rocking On & Funding Loans”
Loan Originator NMLS # 231820
NAMB Certified Veterans Lending Specialist

       (970) 689-0877
        dbraden@smprate.com  

Did you know that a VA condo 

approval doesn’t expire, and VA 

doesn’t require an HOA 

questionnaire when doing 

a condo loan?

Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – 
Tune in for free today

podcast.realproducersmag.com
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C O L D W E L L  B A N K E R  R E A L T Y

By Christine Bowen | Photos by Alyssa Benson, A.B. Consulting NoCo

standout REALTOR® 

BARBARA GIESEY
Barbara Giesey, 

a seasoned real 

estate broker with 

a career spanning 

over 37 years, has 

been a guiding force 

in the Northern 

Colorado market 

for decades. While 

she has established 

herself as a respected 

figure in the industry, 

her journey to this 

point is one filled 

with dedication, 

adaptability, and a 

deep commitment to 

her clients.

Born and raised in 
Cedar Falls, Iowa, 
Barbara’s life took 
her on an unexpected 
journey across the 
United States thanks 
to her husband’s career with a major building 
material company. Barbara and Bryce, high school 
sweethearts, moved over 20 times before eventu-
ally returning to Northern Colorado, and specif-
ically Loveland, in 1991. Their decision to settle 
here was not solely based on professional oppor-
tunities, but also a strong desire to support family 
living in the area.

Before obtaining her real estate license, Barbara 
worked as an executive secretary. Her first expe-
rience related to real estate was while work-
ing in the corporate office for VanSchaack and 
Company in downtown Denver. This marked her 

initial exposure to the 
world of real estate, 
as VanSchaack and 
Company was one of 
Colorado’s premier 
real estate firms during 
the 1970s.

In 1985, shortly after 
moving to Huntsville, 
Alabama, Barbara 
seized the opportunity 
to explore her inter-
est in real estate. It 
was here that Barbara 
had the good fortune 
of meeting a builder 
whom she endearingly 
called “Uncle Bill.” He 
told her, “I am going 
to teach you how to 
build homes.” He took 
her under his wing and 
taught her the build-
ing process. Barbara 

flourished under Uncle Bill’s tutelage, working 
on his framing crew, and there she gained a deep 
understanding of the business from its very foun-
dation. She simultaneously pursued her real estate 
license, setting the stage for a fulfilling career. In 
1988, Bryce formed Pinnacle Building, Inc., and 
Barbara and Bryce began building residential homes 
together. From designing to building and decorat-
ing, they made a great team.

Her early career included a pivotal mentorship under 
Mary Propst, a well-known and respected Real Estate 
Broker and the Owner of Century 21 Accent Realty, 
Inc. Mary was known for her unwavering commitment 

I believe that hard 

work has been the 

cornerstone of my 

journey. I am proud 

of my Midwestern 

values that have 

followed me 

through life. When 

I say I am going to 

do something… 

I do it!
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to excellence and education. 
Barbara credits Mary for instilling 
in her the importance of writing 
contracts clearly with meticulous 
attention to detail. Barbara says, 
“I credit her to this day for my 
professional approach to real 
estate and contracts.”

Over the course of her real 
estate career, Barbara has worn 
many hats, including that of 
a relocation director, adding 
diverse experiences to her port-
folio. Additionally, she holds 
the coveted CRS (Certified 
Residential Specialist) desig-
nation which is reserved for 
only 2% of Realtors nationwide. 
Her deep understanding of the 
industry and dedication to her 
clients have earned her the 
trust of many. Barbara’s clien-
tele spans the spectrum, from 
first-time homebuyers whom 
she is eager to educate about 
the home-buying process to 
seniors looking to transition to 
their next phase of life.

Barbara finds satisfaction in 
mentoring agents and believes 
that choosing the right managing 
broker for support and training 
is important. Her suggestions to 
licensees: Nurture your sphere 
of influence, get involved in your 
community, hold open houses, 
and use social media. Building 
your business requires dedication 
to learning. Eliminate distrac-
tions, find your style, and exceed 
your clients’ expectations. 

Barbara’s commitment extends 
beyond her professional life. She 
has been an active participant in 
various community organizations, 
such as the past president of 
Habitat for Humanity and for the 

past 19 years Philomathean “Philo” 
Club, where she continues to give 
back to her community.

When she is not working, Barbara 
enjoys walking, reading, baking, 
and motorcycle riding with her 
husband. Walking on the beach 
and picking up shells at their 
family home on Fort Myers Beach 
is her favorite place to escape. 
Her love for the arts and music, 
nurtured in a musically inclined 
family, is a testament to her well-
rounded interests. Barbara’s true 
joy, however, lies in spending time 
with her family: daughter, Sunny; 
son-in-law, Michael; and three 
grandchildren: Emma, Avery, and 
Bode, who live in the area.

If there’s one thing Barbara would 
like to convey about herself, it 
would be this: “I believe that hard 
work has been the cornerstone 
of my journey. I am proud of my 
Midwestern values that have 
followed me through life. When I 
say I am going to do something…I 
do it! This is reflected in the 
way I conduct my business and 
interact with my clients, building 
lasting relationships.”

Barbara is passionate about what 
she does. “I am proud of my work 
ethic, integrity, and the knowl-
edge I bring to each transaction,” 
she says. “It is an honor to work 
with my clients. The nicest com-
pliment someone can give me is 
when they reach back out to have 
me help a friend or family mem-
ber. It’s been a rewarding career 
helping families fulfill their 
dream of homeownership.” 

Connect with Barbara at 

Barbara@barbaragiesey.com  

or (970) 222-4035.

I am proud of 

my work ethic, 

integrity, and the 

knowledge I bring 

to each transaction.
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Amy Long
970-773-1370 | AmyL@BRHW.com

Fall Back to Basics Is as Easy as 
A  Order a Home Warranty for your Listings/Sellers
B  Order a Home Warranty for your Buyers
C  Enjoy Peace of Mind

Honest & affordable protection for Colorado homeowners!  |  BlueRibbonHomeWarranty.com

A, B, CA, B, C
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Dave Trujillo, a seasoned 
REALTOR® at The Group with 
26 years of experience, was born 
and raised in Cheyenne, Wyoming. 
He and his wife, Janet, who have 
been married for 38 years, even-
tually found their way to Northern 
Colorado. Together, they have built 
a life filled with family, adventure, 
and unwavering friendships. 

Before entering the world of real 
estate, Dave had an impressive 
career in the military. During 
the Gulf War (Desert Storm), he 
served as a 24T, specializing as a 
Patriot Missile System Operator/
Technician. Dave says, “Our unit 
achieved a remarkable milestone, 
being credited as the first to 
successfully intercept an enemy 
missile (Scud) with a missile during 
wartime!” Dave’s dedication and 
commitment were further exem-
plified when he was chosen by 
his company captain to meet with 
General Norman Schwarzkopf in 
the heart of the desert at a secret 
location, commemorated by a cher-
ished photo of the encounter.

Following his military service, 
Dave transitioned to a role with 
the Fort Collins-Loveland Water 
District, dedicating seven years to 
this vital community service before 
getting into real estate, obtaining 
his license in 1998.

Dave got into the real estate indus-
try driven by his lifelong desire to 
have his own business. Even though 
it involves serving clients and not 
always having complete control 
over one’s schedule, he believed he 
had the potential for success in this 
field. With a strong work ethic cul-
tivated during his military service, 
Dave was well-prepared for the 
rigors of real estate. His commit-
ment to early mornings, punctual-
ity, and respect for both superiors Trujillo

Dave
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and subordinates from his military days became 
invaluable assets in his real estate career.

Dave’s versatility as a realtor is evident in his 
diverse clientele. He serves a wide range of cli-
ents, from first-time homebuyers to individuals 
looking to buy or sell large ranches and farms. 
When it comes to working in the unique world of 
farms and ranches, Dave navigates intricacies like 
survey issues, crop ownership, water rights, min-
eral rights, and access concerns with expertise. 
“This specialized niche accounts for a large part of 
my business”, states Dave. 

Dave’s success in real estate is not solely the result 
of his own efforts. He is quick to acknowledge the 
mentors who have played pivotal roles in his jour-
ney. Notable figures like Larry Kendall, founder of 
The Group, and Gus Williams, his first employer in 
real estate, have both influenced his path. He also 

speaks fondly of his friendship with Dwight Sailer, 
the founder of HighCraft Builders, John Simmons, 
Ryan Spencer, and Rick Brent who have been pil-
lars of support. Dave says with affection, “And last 
but not least, my amazing wife who encouraged me 
and supported me when I had no clue what I was 
getting my family into when I decided to do this 
without a steady income.”

When asked about his advice for up-and-coming 
realtors in today’s competitive market, Dave’s 
message is simple: Show up. He emphasizes the 
importance of daily dedication and taking care of 
customers. In a profession where reputation and 
relationships matter, consistent effort and solid 
commitment are key.

One of Dave’s proudest moments in his career 
involved helping an out-of-state buyer find their 
dream property. Initially uncertain, the client 

Dave with General Schwarzkopf 
during the Desert Storm War
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eventually trusted Dave to the extent that he toured 
the state of Colorado on three separate occasions 
over several days with him, ultimately purchasing 
a multi-million-dollar ranch. This success story is 
a testament to Dave’s dedication and ability to con-
nect with his clients on a personal level. Dave says, 
“It was one of the greatest experiences in my life. I 
got to see the most incredible ranches in Colorado. 
We trusted each other and it worked.”

Beyond his professional life, Dave and his wife are 
deeply engaged in their community. While Dave 
himself is not actively involved in any community 
organizations, he and his wife have made a signifi-
cant impact through their philanthropic endeavors. 
Their giving spirit extends to various charitable 
causes and individuals in need. Their generosity 
often goes unnoticed, as they prefer to help without 
seeking recognition or the limelight.

When Dave is not working, he cherishes quality 
time with his family, especially his three grand-
kids, Kanon (7), Addison (6), and Daxon (4). Their 
shared activities include biking, exploring nature, 
and fostering a love for fishing. Their son, Shane, 
lives in Denver, and their daughter, Devin, and hus-
band Mike, live a short distance away making time 
with the grandkids easy. Dave’s passion for fishing 
is undeniable, and he revels in the opportunity to 

unwind and clear his mind whether it’s deep-sea 
fishing, fly fishing or hillbilly fishing!  

Travel has become an increasingly significant 
part of Dave and Janet’s life since her retirement 
from the school district in 2020. Dave says, “In 
November 2022, we took a 2 1/2-week trip to 
Egypt and hope to enjoy similar journeys like 
this in the future.” Dave and Janet also love 
adventures across the United States and are even 
considering purchasing another home in a place 
where they’d like to spend more time. Their pri-
mary getaway is their second home in Saratoga, 
Wyoming, a place filled with cherished memories 
and fishing opportunities. 

In a world where self-promotion often takes 
center stage, Dave and his wife’s private lifestyle 
of cherishing their tight-knit family is one that he 
describes as “the simple joys of life”.  He goes on to 
say, “People familiar with me are aware of my aver-
sion to the spotlight. Convincing me to participate 
in this article required considerable effort, given 
my preference for privacy. I’m not the person who 
shares every detail of my life on Facebook.” While 
Dave may be a private person, his dedication to 
helping others and making a positive impact on the 
world around him speaks volumes about the kind of 
REALTOR® and person he is. 

I N  A  WO R L D  W H E R E  S E L F- P R O M OT I O N  O FT E N 

TA K E S  C E N T E R  S TAG E ,  D AV E  A N D  H I S  W I F E ’ S 

P R I VAT E  L I F E S T Y L E  O F  C H E R I S H I N G  T H E I R 

T I G H T- K N I T  FA M I LY  I S  O N E  T H AT  H E  D E S C R I B E S 

A S  “ T H E  S I M P L E  J OYS  O F  L I F E ” .
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Providing First-Class Tree Care & Customer Service to 
You & Your Clients

Plant Health Care • Expert Pruning • Tree Removal • Stump Grinding
Locally owned. Licensed and insured.

Now
Offering

Plant Health
Care!
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NMLS# 477166

8100+ Transactions & $2.3 Billion Personally Originated Since 2001

Navigating Through 
High Rates and Low 
Predictability

If 2023 has taught us anything, it’s to expect the unexpected. The 
much-repeated investment disclaimer that “past performance is 
not indicative of future results” seems appropriate as we ebb and 

 
Mortgage rates seem to rise on bad news, and fall after Fed rate 
hikes. Homebuyer demand surges and wanes for no apparent 
reason, and many of us are left scratching our heads, as none 
of it seems to make any traditional or practical sense. It’s an 
unprecedented era of real estate – the likes of which no “expert” 
or “forecaster” has ever seen.

Despite these challenges, the most effective strategies would 
seem to be the most fundamental:

• Work with what you have, without trying to predict the 

or waiting for the rates to come down, is a losing bet more 
often than not.

• 
a comfortable solution for everyone. Sometimes all it takes is 
a question or suggestion to open up a plethora of additional 
solutions (gift funds, debt consolidation, alternative 

• Do your best work. This is the time to over-communicate, 
over-collaborate, and outperform.

In the coming months, we’ll collectively continue to cross our 

goes from here.  Whether it’s lower rates, more inventory, or a 

give.  In the meantime, the best we can do is to prepare for any 
outcome and play the cards the market has dealt us – even if we 
don’t yet know which game we’re playing.

Justin Crowley
Sr. Loan Originator
NMLS# 378544 
970.691.2214

200 S. College Ave Ste 10, 
Fort Collins, CO
80524


