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If you are interested in contributing or nominating REALTORS® for certain stories, please email us at 
andrew.schindler@n2co.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 Lincoln 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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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!

ACCOUNTING SERVICES

R/EAL Accounting
(402) 890-7077
www.realaccountingllc.com/

ADMINISTRATIVE SERVICES

BspokeIQ
(531) 500-7788
www.bspokeiq.com/

ASSOCIATION  

OF REALTORS®

Realtors Association 
of Lincoln
(402) 441-3620
lincolnrealtors.com/

CARPET CLEANING

PureCare Dry  
Carpet Cleaning
(402) 580-4850
purecarecarpet.com/

CLEANING - RESIDENTIAL/

COMMERCIAL

Dirty Deeds Midwest Cleaning
(712) 301-1457
www.dirtydeeds 
mwcleaning.com/

CRM

Bonzo
(614) 357-2367
getbonzo.com/

ESTATE SALES

My Silver Attic
(402) 937-1771
www.mysilverattic.com/

FINANCIAL ADVISOR

Edward Jones - Megan Gibbs
(402) 488-4564
www.edwardjones.com/
us-en/financial-advisor/
megan-gibbs

FLOORING

Underfoot Flooring Solutions
(402) 483-1502

HEALTH INSURANCE

Health Markets 
Insurance Agency
(402) 416-4628
www.healthmarkets.com/
local-health-insurance- 
agent/tlebo

HOME SECURITY

Lincoln American Electronics
(402) 421-1222
laesolutions.com/

HOME TECHNOLOGY

Diode Technologies
(402) 793-5124
diodetech.net/

INSURANCE

Farm Bureau Financial 
Services - David Duff
(402) 423-7109
www.fbfs.com/find-an-agent/
davidduff

Olive Branch Insurance
(402) 499-9585
olivebranchmutual.com/

INTERNET  

SERVICE PROVIDER

ALLO Communications
(402) 480-6550
www.allocommunications.
com/locations/lincoln/

JUNK REMOVAL

Combs Clearouts
(402) 570-4233
www.combsclearouts.com/

LAWN CARE & 

LANDSCAPING

Peterson Ground Roots
(402) 525-9970
www.facebook.com/
Petersongroundroots? 
mibextid=2JQ9oc

MED SPA

Allerica Aesthetics
(402) 781-4195
www.allerica.com/

MORTGAGE LENDING

Charter West Bank
(515) 783-3862
www.charterwest.com/
mortgages/

CMG Home Loans
(402) 219-1502
www.cmghomeloans.com/
mysite/noelle-jacquot

Gershman Mortgage
(402) 244-0378
www.gershman.com/
locations/lincoln-ne/

Guild Mortgage
(402) 416-3206
branches.guildmortgage.
com/ne/lincoln/
tara-suckstorf-850-hats.html

Lincoln Federal Savings Bank
Chris Elgert & Shane Podliska
(402) 421-8929
www.lincolnfed.com/blog/
meet-our-wilderness- 
hills-lending-team

Security First Bank
(402) 323-8004
security1stbank.com/
mortgage/

PAINTING

FreshEffects Painting
Tim Majorins
(402) 430-4053
fresheffectspainting.com/

PROFESSIONAL 

PHOTOGRAPHY

Corey Rourke Photography
(402) 466-4644
www.coreyrourke 
photography.com/

Stacy Ideus Photography
(308) 440-8043
www.stacyideus.com/

REAL ESTATE BROKERAGE

HOME Real Estate
(402) 578-1825
www.homerealestate.com/

REMODELING

Hess Contracting
(402) 750-6614
www.facebook.com/profile.
php?id=100042220070255

ROOFING & EXTERIORS

Antoine Exteriors
(402) 260-1099
www.antoineexteriorsllc.com/

BB Roofing
(402) 890-4469
www.bbroofing.com/

TITLE & ESCROW

402 Title Services
Holly Morgan
(402) 858-8000
www.402title.com/

Charter Title & Escrow
(402) 435-1244
www.charter-title.net/

Nebraska Title Company
(402) 476-8818
nebtitleco.com/locations#lincoln

VIDEOGRAPHER

Altitude Motion Media
(402) 417-0678
www.altitudemotion.com/

WILDLIFE REMOVAL 

& PREVENTION

Bats to Rats
(402) 310-0904
batstorats.com/

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

RYAN LINDBECK
Videographer

altitudemotion.com

JESS WELLAR
Writer

STACY IDEUS
Photographer

COLLIN GELDMEIER
Ad Manager

ANDREW  
SCHINDLER

Owner & Publisher
402-525-1277

COREY ROURKE
Photographer

We are R/EAL, and we 
can’t wait to meet you!

Specializing in 
accounting, 

bookkeeping, payroll, 
and taxes for real 

estate professionals

402-890-7077
info@realaccountingllc.com 
www.realaccountingllc.com

 Laur, Jenny, & Becc
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www.bbroofing.com

Nebraska's roofing and
exterior specialists

Roofing  -  Gutters  -  Windows  -  Siding 

Our HAAG Certified 
team is ready to 

provide your
free inspection.

Call Today!
402.890.4469
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A  L I F E T I M E  O F  I N T E G R I T Y

DAHLQUIST
DON

A seasoned REALTOR® who has spent over two decades building trust in Lincoln, Don Dahlquist’s phenomenal 

career has never been about chasing recognition or paychecks. “My satisfaction has always come from taking 

good care of my clients and being there for my family more than anything else,” Don shares.

SWITCHING GEARS 

Growing up on a farm in Oakland, 
Nebraska, Don’s early years were 
shaped by a strong work ethic and 
a love for the outdoors. He earned 
a bachelor’s degree in Agricultural 
Economics from UNL, and though he 
initially planned to return to farming, 
the farming crisis led him down a 
different career path.

“I rode horses as a boy, and just 
loved living on the farm,” Don 
recalls. “I thought for sure I was 
going to graduate from school with 
an ag degree and go back to farm life 
… But life doesn’t always work out 
the way you intended.”

Instead, Don found himself owning 
and operating two Amoco service sta-
tions from 1981 to 2001. However, life 
took another significant turn when 
Don suddenly needed more flexibility 
in his schedule to care for his young 
son as a single father.

“I enjoyed the process of buying and 
selling the commercial real estate that 
I owned and thought real estate would 
be a good fit for me,” he explains.

SURROUNDED BY EXCELLENCE 

In 2001, Don transitioned into real 
estate, bringing with him a wealth of 

experience and a knack for business. 
Reflecting on his early days, Don 
fondly remembers the mentors who 
helped shape his illustrious career.

“Before I started, I went to speak with 
Chuck Winkler, a retired agent and 
broker-owner in Grand Island who 
was very encouraging. My mentor 
in Lincoln was Donna Melichar; she 
really trained me and sadly died too 
young. Doug Hanna and Dan Mlnarik 
were also helpful when I started out.

“I have been fortunate to be sur-
rounded by some of the best, most 
experienced agents in the business in 

my office from day one, and they were 
all willing to share, encourage, and 
assist whenever I needed it,” he adds.

Over the years, Don has built a solid 
reputation for his professionalism and 
received numerous awards, including: 
Newcomer of the Year (2002), Agent 
Choice Award (2015), Realtor of the 
Year (2016); Donna Melichar Ultimate 
Professional Award (2020); Leader’s 
Circle Top 10% (2017-2023), and the 
President’s Award for Integrity (2023).

“Receiving the Donna Melichar 
Ultimate Professional Award was a 
big one for me; Donna was somebody 
that was very influential,” he notes. 
“The Agent Choice Award also meant 
a lot to me to be viewed so highly by 
my peers, as well as to be recognized 
with an integrity award because I 
worked hard over the years to earn 
that trust and respect.”

NO HIGHER COMPLIMENT 

To this day, Don’s business is built 
almost exclusively on referrals, a 
clear indication of the lasting rela-
tionships he has nurtured. To him, 
that is still the most fulfilling aspect 
of his career after all these years.

“My client-focused approach has 
been the cornerstone of my success,” 

cover story
By Jess Wellar
Photos By Stacy Ideus
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he affirms. “There’s no better feeling 
than having the folks I serve refer me 
to their family and friends.”

His advice to up-and-coming agents is 
grounded in consistency and education.

“Learn as much as you can, as fast as 
you can,” Don suggests. “I believe the 
knowledge I gained from getting my 
GRI and CRS designations within the 
first few years of being licensed was a 
game-changer. There’s really nothing 
new or secret about the business, 
learn from others and implement 
what fits your personality and goals.”

FAMILY FIRST AND FOREMOST 

Outside the office, Don’s family is 
his pride and joy. He and his wife 
Rochelle enjoy music, travel, and 
spending time at their countryside 
property. His son Nick and daughter-
in-law Emily, along with their soon-
to-be grandchild, live in St. Louis. His 
bonus daughter Ellie and her husband 
Ben, and their son August, are in 
Omaha, while bonus son Jake and his 
wife Hannah reside in Denver. Don 
looks forward to spending more time 
with them as he transitions into what 
he calls “pre-tirement.”

Don also looks forward to more spon-
taneous adventures with Rochelle. The 
couple often hit the road in their truck 
without a set destination, and the trips 
are chronicled by Rochelle in an online 
travel log to share with loved ones.

“My wife and I also have an ‘appoint-
ment’ every morning at 6:45 for a cup 
of coffee, devotions, and a game or 
two of whatever our current favor-
ite is,” he smiles. “This morning, we 
played a few games of Backgammon 
over breakfast.”

Music is another significant part of 
Don’s life. A quasi-professional musi-
cian, he plays guitar, banjo, mando-
lin, and bass, performing in various 
groups and on his church worship 

team. He also stays active by lifting 
weights and working on their acreage 
with his new tractor.

Giving back to the community has 
always been important to Don. He 
has been a TeamMate school men-
tor since the program started at his 
church in the early ‘90s, participates 
in Kiwanis Club activities, and reg-
ularly contributes to his company’s 
charity donation process.

For Don, feeling successful is all 
about achieving balance in life.

“I would define success as being able 
to provide for my family, have the 
free time to participate in my hobbies, 
and never having to sacrifice my own 
standards,” he offers.

ON THE HORIZON 

As Don eases back from the day-to-
day duties of real estate, he is confi-
dent in leaving his clients in capable 

hands. Heidi Brandt, who has been 
working with him for the past three 
years, is taking over his business 
slowly but surely.

“We have a mentor program in our 
office and I mentored plenty of others, 
but Heidi impressed me as being 
incredibly sharp. I asked her to cover 
for me a few years ago when I was on 
vacation and when I returned from 
my trip, I followed up with my clients. 
Every one of them thought she was 
great,” Don beams. “I’ve learned as 
much from Heidi as she has from me.”

Looking ahead, Don plans to stay con-
nected to the real estate world, albeit 
in a smaller capacity, while focusing 
more on family, music, and travel.

“I have always been straight with 
people and easy to work with,” Don 
concludes. “But I really just want to 
be remembered for taking great care 
of my clients.”

I  HAVE ALWAYS BEEN STRAIGHT WITH PEOPLE AND EASY TO 

WORK WITH, BUT I  REALLY JUST WANT TO BE REMEMBERED 

FOR TAKING GREAT CARE OF MY CLIENTS.
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For Ashley, it all boils down to the 
relationships. She told the story of 
a recent closing. The family wanted 
to move to Waverly, and they had a 
mini acreage to sell. But they were 
in it for the long haul. For almost a 
year, Ashley worked with the family, 
looking at every property that came 
on the market in Waverly. “They 
trusted me. It truly felt like a Goliath 
to them, and we worked it down, 
section by section with time and 
patience.” They made some simple 
tweaks to their house, according to 
Ashley’s game plan, and seamlessly 
sold their house. “I can’t tell you how 
often we stood in their driveway and 
chatted throughout the process. It 
was the beauty of the relationship 
piece of this business on all levels.”

And that’s what it’s always been about 
for Ashley: the relationships. But her 

favorite part of the job? “When cli-
ents come back. Some of my favorite 
clients moved to Massachusetts. And 
a few years later, they moved back 
to Nebraska. I almost cried because 
I couldn’t wait to help them and hug 
them! There aren’t many careers 
where you can build this kind of 
long-lasting relationships.” Ashley’s 
main goal is to be a resource for her 
clients, whether that means helping 
them solve problems buying and 
selling their houses or, as she added, 
“finding a place to get their hair cut or 
giving them advice about 
preschools.” To her, 
it is so much more 
than a house. It’s 
an honor.

cover rewind - august 2020

Ashley
HUSTAD

THERE AREN’T MANY 

CAREERS WHERE YOU 

CAN BUILD THIS KIND 

OF LONG-LASTING 

RELATIONSHIPS.
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TRUSTED

you ask. we deliver.

TRADES
TRUSTED TRADES are valuable vendors who know how to serve 

the needs of REALTORS®. You may not require their services for 

every transaction, but when the need arises, you’re grateful for 

them. This group of vendors is critical to your business. Most 

importantly, these Trusted Trades will get the job done and make 

you look awesome to your clients!
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ALYSSA
It’s telling that Alyssa Weber has 
never once had to make a cold call in 
her three years as a REALTOR® at 
Wood Bros. A proud member of the 
A-Team, Alyssa considers herself 
fortunate to have landed with such 
an amazing group of women after 
a decade working in the restaurant 
industry and starting her own clean-
ing business.

“First and foremost, Amy Mosser 
and Laura Bonta are my friends more 
than my colleagues,” Alyssa beams. 
“I would be absolutely lost if it wasn’t 
for them. But I also have a consid-
erable network from my restaurant 
days of serving cocktails and making 
customers lifelong friends.”

From Homeschooling to Hustling 
Growing up in Firth, Nebraska, Alyssa 
was homeschooled for all 13 years by 
her incredible mother.

“My work ethic came from my mom. 
She’s the hardest worker that you will 
ever meet,” Alyssa proudly shares. 
“Being able to homeschool and raise 
two girls while keeping an acreage 
going, she is a jack of all trades!

“We had a lot of responsibilities grow-
ing up, so work ethic was instilled, and 
we were also taught to treat people 
with kindness, and respect.”

Before real estate, Alyssa spent 
nearly a decade in the restaurant 
industry and later started her own 
cleaning business, Spruce Cleaning. 
This entrepreneurial spirit and love of 
serving others laid the foundation for 
her quick success as a Realtor.

“It’s very daunting to go into real 
estate, but my background working at 
a restaurant helped me with a warm 
network of referrals,” she affirms.

A Little Encouragement Goes A  
Long Way 
Alyssa’s transition into real estate 
was sparked by the encouragement of 
Amy Mosser, who was a regular at the 
restaurant where Alyssa worked.

“Amy was always so kind and so giv-
ing. When she found out I was start-
ing a cleaning business, she hired me 
to clean her house,” Alyssa recalls. 
“Then when I was very pregnant with 
my first son, she saw how hard I was 

working, looked me right in the eyes, 
and told me to come make a bigger 
difference and a bigger impact by join-
ing her team.”

Amy’s belief in Alyssa’s potential 
continues to pay off. Last year, Alyssa 
closed nearly $4.8 million in trans-
actions, contributing to the A-Team’s 
status as the ongoing number one 
team in sales at Wood Bros for many 
years and counting.

Alyssa is also quick to praise her team-
mate Laura for her incredible support.

“Laura is the backbone of our team. 
She does all of the admin for us,” 
Alyssa notes.

“Our team’s motto is, ‘Never let your 
mind go to scarcity.’ This powerful 
mantra reminds us to stay focused 
with a positive, abundant mindset,” 
she adds.

What sets Alyssa apart as a Realtor 
is her genuine intent on building 
lifelong relationships, prioritizing 
people over transactions.

“It’s not about the money so much for 
me but rather making people feel seen 
and valued,” she asserts. “We give 
advice and direction to our clients, 
and the end result is beautiful. They 
get their dream house, or their first 
home that they’ve longed and saved 
up for. I absolutely love helping peo-
ple while getting to know them and 
their family.”

Family First 
Outside of work, Alyssa’s life is 
devoted to her loved ones. She and her 
husband Ben, who she met at a gas sta-
tion in Hickman after a football game, 
have been together since she was 15.

“Our first date was Norris’s home-
coming!” she smiles. “The rest is 

T H E  U L T I M A T E  C O N N E C T O R

on the rise
By Jess Wellar
Photos By Corey Rourke Photography
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history. We’ve been 
together for 20 
years and will be 
married for 15 years 
this September.

“Besides Amy, my 
husband was the 
person that said 
‘You can do any-
thing you put your 
mind to.’ Ben is the 
driving force behind 
me when I start 
to doubt myself, 
always encouraging 
me to keep going.”

The couple are busy raising two 
young sons, Owen, 3, and Wyatt, 1, 
who keep them on their toes while 
bringing immense joy to their lives.

“Family is my first priority — without 
them I have nothing. I want to be a 
top agent, but never at the expense of 
my family,” Alyssa emphasizes.

In her free time, Alyssa loves spend-
ing time with her brood, as well as 
her tight-knit extended family that 
lives close by, and being outdoors at 
every opportunity.

“We love to travel but if we didn’t see 
the ocean, it wasn’t a true vacation,” 
she points out. “We just enjoyed a 
memorable trip to the Dominican 
Republic for my parents’ 40th anni-
versary and they took all 10 of us! It 
was so beautiful and so much fun to 
all be together.”

Alyssa is also committed to giving 
back to her community as she plans 
to volunteer for the White Cane 
Foundation when school is back in 
session this fall.

“WCF is a wonderful nonprofit that 
supports children in low-income 
schools by providing two new outfits, 

and other essentials so they can look 
and feel they’re best for school,” 
Alyssa explains. “They’re in 18 
schools now and growing.”

A Bright Future 
Looking ahead, Alyssa has clear, 
heartfelt ambitions on all levels.

“My big professional goal is to be 
a Top 10 Percent Producer. Amy’s 
always encouraging me to visual-
ize what that success looks like, so 
I can already see myself walking 
into Wilderness Ridge where the 

celebration is held each year,” she 
envisions with a smile.

On a more personal note, Alyssa is 
dedicated to continuing the most 
important job of all.

“I want to raise well-rounded, 
respectful young men who are hard-
working, for the next generation,” she 
concludes. “We’re so blessed, on our 
acreage, we live within a five-mile 
radius of all our family. So success 
to me looks a lot different than most. 
Knowing that my little family is happy 
and healthy is truly all I can ask for.”

FAMILY IS MY FIRST 

PRIORITY — without them I 

have nothing. I want to be 

a top agent, but never at 

the expense of my family.
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AVID REALTY
brokerage highlight

As a real estate agent have you ever thought to 

yourself that the standards of the agents around you 

are different than your own? Or maybe you feel like 

your values aren’t lining up with the brokerage you 

find yourself at? 

This is the situation that Kyle Gabriel and Theron 
Ahlman found themselves in a few years ago. With 
continued unmet personal standards and wondering 
what was next, Avid Realty was formed and became 
a 100% locally owned real estate company.

Kyle Gabriel and Theron Ahlman grew up and have lived in 
Nebraska their entire lives, and believe what they say and 
do, matters. When you walk into the Avid Realty office you 
will see their core values: Honesty, Integrity and Passion 
is how they operate. These core values are shared and 
followed by every agent at Avid Realty.

Before bringing an agent on board, Avid Realty ensures 
the agent is the right fit, and will do their best when work-
ing with others. Avid Realty’s trusted agents love building 
relationships, supporting families and business, and ensur-
ing complete satisfaction at every turn. From the start of a 
transaction to the final negotiation, you can have confi-
dence knowing that an Avid Realty agent will be available 
to you and can help you. The owners of Avid Realty truly 
care about their agents, and get to know them on a deeper 
level while also helping you grow your business.

When it comes to the business side of Avid Realty, they 
believe in doing way more than just putting a For Sale 
sign in the yard. Through proper marketing, professional 
photography, and connecting the client with any needed 
resources they will go above and beyond to help get their 
clients the most money for their property. 

When you list a home with an Avid Realty agent you get 
their marketing advantage, which includes: numerous 
different websites, social media, which includes sharing 
on the brokerage social media, a local graphic artist who 
creates a home information sheet, printouts of disclosures 
to make it easier on the buyer, and also carefully thought 
out yard signs that grab others attention. 

Brand standards and professionalism are incredibly 
important to Avid Realty so they can ensure that their 
clients and agents have a worry free experience.

It won’t take you long to find Avid Realty, which is driven by 
their belief in small business. Avid Realty’s presence can be 
found at local car shows, golf tournaments, local race tracks, 
on race cars driven by adults and kids, supporting local base-
ball teams, supporting local schools, and many others.

Avid Realty wants to be known as a brokerage that knows 
and cares about their agents and their success. Kyle and 
Theron are proud to be running a locally owned, small 
brokerage that adds value to not only their agents but the 
community too!
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Our Mission: To provide our 
members avenues to community 

service, access to ethics, professionalism and 
industry education; and to act as an advocate for 
personal property rights for all.

Our Vision: To ensure the longevity of the REAL-
TOR® profession through community awareness of 
our value and by equipping our members with the 
tools necessary to promote professionalism, ethical 
conduct and the value of personal property rights.

Susan Ferris, RE/MAX Concepts 
“Susan is a wealth of knowledge when 
it comes to real estate. Her leadership 
skills are shown on her team and 
within the community.” 

MAY 

Kelani Baber, RE/MAX Concepts
“Kelani is dedicated to her field and to 
her community. She is a major volun-
teer and contributor to Tunnels for 
Towers and many other organizations 
benefiting families of service men and 
women who have given their lives for 
their community.” 

Tai Pleasant, Woods Bros Realty
“Tai has done a great job stepping up 
and getting involved. He is currently a 
Director on the RAL Board of Directors 
and attends Governmental Affairs, 
public relations and YPN committees. He 
is also involved in our community. He helps 

APRIL 

Brandon Parde, Burrows Tracts  
Real Estate 
“Brandon comes from a solid founda-
tion in sales, having recently transi-
tioned from a full-time sales role to 
pursue his real estate career full-time, 
and he’s been excelling ever since. He 
actively participates in various community events and read-
ily assists within our brokerage when needed. His commit-
ment to growth is evident as he prepares to pursue his GRI 
designation come April.” 

Jenna Ferris, RE/MAX Concepts
“Jenna is incredibly dedicated and 
loyal to her community and her job. 
Her skills as a leader and passion for 
real estate show through her actions 
as a team lead and when she is serv-
ing her community.” 

April, May and June Winners

REALTOR® ASSOCIATION OF LINCOLN’S 
OUTSTANDING PERFORMERS 

ral spotlight

many youths by being an assistant track coach at Lincoln 
Northeast high school. He is an advocate for all Realtors 
and consumers alike. He will travel to help others with 
their real estate needs.” 

Clay Schaardt, Burrows Tracts  
Real Estate
“As the team leader of Schaardt 
Auction Team at Burrows Tracts 
Real Estate, Clay exemplifies 
his dedication and leadership not 
only with his clients but also within 
his community. His commitment to the 
community allows him to serve on the local fire depart-
ment and volunteer his time and service at numerous 
local charities and benefit auctions. Clay serves as the 
primary auctioneer for Burrows Tracts Real Estate and 
consistently demonstrates his expertise when it comes 

to auctioning real estate. He currently sits on the board of 
directors for the Nebraska Auctioneers Association.” 

JUNE 

Mike Harris, Burrows Tracts  
Real Estate
“After a distinguished 23-year 
career in the Army, and retiring as a 
Lieutenant Colonel, Mike transitioned 
into real estate, leveraging his extensive 
relocation experience to ease the stress of the 
process for his clients whether buying or selling. His top 
priority is to make each transaction go as seamlessly as 
possible. Additionally, with Mike’s background in building 
his own cafe in Lincoln, Mike possesses valuable expertise 
in commercial real estate and is a member of the Midlands 
Regional CIE. Outside of real estate, Mike is involved in his 
small-town community at the local American Legion Post 
and throughout other organizations.

A Monthly Member Spotlight 
This monthly nomination recognizes REALTORS® who are raising the bar within their industry and 
community. These “Outstanding Performers” strive to be active within their association(s), operate with 
integrity, and contribute to the local community. They are nominated by their brokers and recognized in 
the REALTORS® Association of Lincoln’s e-newsletters, social media and this publication.

Their brokers nominated them…here’s what they had to say about our Outstanding Performers: 
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•	 Student loans – You can withdraw funds from a 529 plan to 
repay qualified federal private and student loans, up to $10,000 
for each 529 plan beneficiary and another $10,000 for each of 
the beneficiary’s siblings.

Another potential advantage of a 529 plan is its transferability. 
If you’ve named a child as a 529 plan beneficiary, and that child 
eventually chooses not to pursue any post-secondary education, 
you — as the account owner — can name another family mem-
ber as beneficiary. And with the passage of the SECURE 2.0 Act, 
any unused 529 plan funds up to a lifetime limit of $35,000 can 
be transferred to a Roth IRA for a beneficiary, free of taxes and 
penalties. There are certain rules governing this 529-to-Roth 
move — for example, you must have had your 529 plan at least 
15 years — so you’ll want to consult with your tax advisor before 
making any moves in this area.

If you’d like to invest in your children’s future education, a 529 
plan can be a good choice — so study up on it soon.

This article was written by Edward Jones for use by your local Edward Jones 
Financial Advisor. Edward Jones, Member SIPC

The school year will soon be here. And if you have 
young children, you’re one year closer to the day when 
they may be headed off to college. When that day 
arrives, will you be financially prepared?

College isn’t cheap. For the 2023–24 academic year, 
the average cost — including tuition, fees, housing, 
food, books, transportation and other expenses — was 
nearly $29,000 for in-state students at four-year public 
colleges and universities, and about $60,000 for private 
schools, according to the College Board. Most students 
do get some type of financial aid or scholarships, or 
both, but even the “net” price of college can be consid-
erable. So, it’s a good idea to begin a savings program as 
early as you can.

One popular way to build money for college expenses is 
through a 529 education savings plan. When you invest 
in a 529 plan, your earnings can grow tax deferred and 
your withdrawals are federally tax free when used for 
qualified education expenses — tuition, fees, books and 
so on. And while you can invest in any state’s 529 plan, 
you might be able to deduct your contributions from 
your state income tax or receive a state tax credit if you 
invest in your own state’s plan.

Despite these tax benefits, some people are concerned 
that a 529 plan can prove costly in terms of lost financial 
aid. And the value of a 529 plan is looked at as an invest-
ment asset on the Free Application for Federal Student 
Aid (FAFSA). However, recent changes to FAFSA may 
mean that a 529 plan has a relatively small effect on the 
amount of aid you may receive.

A 529 plan also can be used to pay for other  
costs, including:
•	 K-12 expenses –You can use a 529 plan to pay K-12 

expenses, up to $10,000 per student per year. Not all 
states comply with this 529 expansion for K-12, so 
you might not be able to claim deductions and your 
withdrawals could be subject to state tax penalties.

•	 Apprenticeship programs – A 529 plan can be used to 
pay for most expenses connected to apprenticeship 
programs registered with the U.S. Department of 
Labor. These programs are often available at commu-
nity colleges and combine classroom education with 
on-the-job training.

financial focus By Edward Jones

529 PLAN CAN HELP EASE COLLEGE  

‘ S T I C K E R  S H O C K ’

402-750-6614

CUSTOM RENOVATIONS - KITCHENS - BATHROOMS
BASEMENTS - TILE WORK - VINYL FLOORING

PAINTING - FINISH CARPENTRY
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ANSWERING THE  
CALL OF THE WILD

partner spotlight
By Jess Wellar | Photos By Stacy Ideus

“I started this business as 

a solo entrepreneur; I was 

just a guy in a truck,” recalls 

Daine Patton. “With five 

full-time employees now, 

this success all goes back to 

my first customers and their 

word-of-mouth referrals … 

I find it fulfilling as I drive 

around town, I can point to 

a great number of houses 

that we’ve helped over the 

past nine and a half years.”

As the proud owner of Bats 
to Rats Wildlife Control and 
Prevention, Daine’s state-
wide business continues 
to thrive from its base in 
Lincoln, with big expansion 
plans on the way.

YEARS OF EXPERIENCE 
A Lincoln native, Daine has 
been in the pest control 
industry since 2007.

“I started in the industry 
because I wanted to work 
outside; I just didn’t want 
to do construction,” Daine 
explains. “After a cou-
ple years of treating bugs 
though, I realized I did not 
love the use of all those 
chemicals and decided I 
liked sealing houses up for 
mice and bats more.”

Daine went to work for a 
larger wildlife company 
and discovered his true 
calling. Five years later, he 
left to start Bats to Rats and 
business quickly boomed. 
Within two years, he was 
joined by his cousin, Aaron 

Dreeszen, who is now his 
lead wildlife technician.

Now with four full-time 
technicians, Bats to Rats 
provides essential ser-
vices ranging from bat and 
rodent exclusion to nuisance 
wildlife removal and animal 
damage repairs. Whether it’s 
raccoons, snakes, squirrels, 
birds, or even muskrats, 
Daine’s team is ready to 
handle it all without the use 
of harsh chemicals, ensuring 
a more humane and environ-
mentally friendly approach. 
They even travel, servicing 
the entire state of Nebraska, 
as well as parts of Kansas, 
Iowa and Missouri.

“After about two years 
of being on my own, the 
amount of people calling and 
wanting help was getting 
to the point where I had no 
extra time for anything else,” 
Daine remembers. “Aaron 
decided to come work with 
me and he is still here today; 
we also have John Lorenz 
who has been a wildlife tech 
for the last 2.5 years and 
Louis Morley and Adrian 
Nissen are our newest tech-
nicians in training. Maria 

Milam started as my office 
admin part-time in 2019 and 
now has been our full-time 
office manager since 2020.

“There just aren’t too many 
companies that do what we 
do, and do it well, and are 
also willing to travel,” he 
continues. “Within 24 to 48 
hours, we can respond to a 
call. When I was just start-
ing out by myself, it would 
take three or four weeks to 
schedule an appointment 
because I was booked out.”

FULFILLING WORK 

For Daine, the most 
rewarding aspect of his 
job is solving unique 
problems for people 
while educating them 

and resolving the issue 
with the least amount of 

stress possible. The only 
thing that tops that feeling, 
Daine adds, is when he 
reads a great Google review 
and realizes it was one of 
his team members who was 
responsible for providing 
the service.

“I find great joy in seeing 
my team solve problems and 
create solutions for clients 
without me being directly 
associated with the job,” 
he affirms. “Not only do we 
provide services for ongoing 
or current issues, but we 
can provide inspection ser-
vices on properties and also 
provide preventative mea-
sures so homeowners have 
less things to worry about 
in the purchase or selling of 
a property.”

Bats to Rats continues to set 
itself apart by leading with 
education and transparency 



Lincoln Real Producers • 3736 • August 2024 @realproducers realproducersmag.com

rather than fear, while also 
providing a warranty for 
their work. This approach 
not only builds trust but also 
ensures that customers are 
well-informed about the ser-
vices they are receiving.

“We give a one-year guaran-
tee on all the exclusion work 
that we do,” Daine empha-
sizes. “We also are big on 
communication and answer 
our phone or call you back if 
you continue to have issues.”

“I wish we could take care of 
every issue 100 percent of the 
time, but I understand that is 
not always possible,” he adds. 
“I make sure that we com-
municate as much to our cus-
tomers as possible and will 
try our best to make things 
right if problems continue.”

Moreover, Daine’s passion 
for helping others solve 

problems extends 
beyond wildlife con-

trol. He also partici-
pates in a coaching 

group for small 
business own-
ers through 
Roomful of 
Masters. By 

sharing his 
experiences and 

insights, Daine offers 
invaluable guidance 

and support to new 
entrepreneurs, helping 

them navigate the challenges 
of running a business.

“We lead to the level we’re 
at. I try to provide advice 
for people just starting out 
in business when I was in 
their shoes nine years ago,” 
he shares.

BEYOND THE BUSINESS 

When he’s not busy 

removing nuisance wildlife, Daine enjoys spending 
quality time with his loved ones, hitting the gym 
regularly, and coaching others. Married to wife 
Lena for 13 wonderful years, the couple have three 
sons — Charles (19), Harvey (11), and Franklin (7) 
— that keep them occupied driving from one event 
to the next.

Despite everyone’s busy schedules, the Patton fam-
ily loves to travel together and has exciting plans to 
look forward to this summer, with a trip to Utah in 
the works.

Looking to the future, Daine is also excited about 
the growth of his company. One immediate goal is 
establishing a physical location in Omaha by the 
end of the year, with more offices servicing more 
states over the coming years.

“We are trying to put the right pieces and processes 
together for continued growth to be able to serve 
more people at the highest level,” Daine concludes.

“I am very grateful for this community and the 
opportunities it has provided my family, my team, 
and myself,” he continues. “Without a strong word 

of mouth presence this company would not be 
where it has grown to. I do not take that for granted 
and make sure to try my best to provide everyone 
who calls with the best service we can.”

For anyone needing wildlife control and prevention 
services, Daine’s team at Bats to Rats is ready to 
help. Visit www.batstorats.com or call 402-781-8691 
to book an appointment today.

From Left: John Lorenz, Aaron Dreeszen, Daine Patton, Maria Milam, 
Adrian Nissen, and Louis Morley
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