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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

Fl�red �d F�ul�s.
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If you are interested in contributing or nominating Realtors for certain 
stories, please email us at mary.burrell@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 NoCo 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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WE GIVE YOUR
CLIENTS CHOICES

Money-Saving  |  OWNER-BUILDER PROGRAM
Time-Saving  |  TURNKEY PROGRAM

303-756-8870  |  homewrights.com

You can qualify for a new mortgage by 
excluding the monthly principal / interest / 
taxes / insurance / association dues payment 
of your current residence from your 
debt-to-income ratio.

CCM’S Proprietary Loans are designed 
for buyers who:
• Are unable to sell their house prior to   
   closing on a new home
• Can’t quality with two housing payments
• Are on a strict moving timeline

Program requirements:
• Letter of intent to list the current 
   residence within 90 days
• Proof of more than 20% equity in the 
   current residence
• Qualifying credit score and 
   debt-to-income ratio
• Additional 12 months of reserves

Call or email today so you can win in 
today’s ultra-competitive market!
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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/ 

BOOKS/ PAYROLL

Satellite Strategies
Steven Davis
(970) 232-3096
satellite-strategies.com

AUTO SALES

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

BUILDING CONSULTANTS

HomeWrights
Bill Beach
(719) 641-7252
homewrights.com

CATERING

Fresh Plate Catering
Tracie Hartman
(970) 461-1134
freshplatecatering.com

CLOSING GIFTS

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

CONCRETE RESURFACING

Rubberstone Solutions
Ryan Benson
(970) 631-7336
rubberstonesolutions.com

CRM

Bonzo
(614) 357-2367
getbonzo.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

FLOORING, TILE/

STONE,WINDOW 

TREATMENTS

Loveland Design Carpet 
One Floor & Home
Christy Gettman 
(970) 682-3989
www.lovelanddesign.com/

HOME BUILDER

Hartford Homes
Nicole Curtis
(720) 233-7137
hartfordco.com

HOME INSPECTION

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
Desiree Landt
(970) 773-1370
BlueRibbonHome 
Warranty.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 / 

DEMOLITION

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

MASTER PLANNED 

COMMUNITY

Kinston at Centerra
Pam Avirett
(303) 309-4810
centerra.com/kinston

MED SPA: AESTHETICS/

HORMONES/WEIGHT LOSS

Xanadu Med Spa
Mark Koepsell
(970) 482-1889
xanadumedspa.com

MORTGAGE / BANKING

FirstBank
Julie Meadows
(970) 282-3926
efirstbank.com

Mountain Valley Bank
Chris Coley
(970) 416-3353
bankmvb.com

MORTGAGES

1st City Mortgage Group
Mick Occhiato
(970) 266-9111
ftcollinsloan.com

Altitude Home Mortgage
Ken Schmidt
(970) 576-8473
AltitudeHomeMortgage.com

CrossCountry Mortgage
Sarah Dick
(970) 549-6223
www.crosscountrymortgage.
com/ryan-lendrum

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

Guild Mortgage
Ryan Abrahamson
(970) 530-0470
branches.guildmortgage.
com/co/fortcollins

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

PHOTO BOOTH RENTAL

Bumblebee Photobooth
Stephanie Woodard
(970) 215-2676
bumblebeepb.com

PROPERTY MANAGEMENT

All County  
Property Management
Carey Kienitz
(970) 825-1000
AllCountyFC.com

REAL ESTATE 

PHOTOGRAPHY

Erin Waynick Photography
Erin Waynick
(970) 217-9010
erinwaynickphoto.com

REMODELER

Renovation Sells 
Northern Colorado
Steve Swanson
(970) 818-5667
renovationsells.com/
northern-colorado 970.667.9133  |  283 E. 29th Street  |  Loveland, CO 80538

BJ Hill  |  Summit Insurance  |  Agency President 

Building a Better Future:
Insurance Solutions for You & Your Clients

ROOFING

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

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

RURAL MORTGAGES

Rural 1st
Kaleb Barton
(970) 896-6323
Rural1st.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
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Photo by A.B. Consulting & Media

S E A R S  R E A L  E STAT E

SONDRA HUDDLESTON

on the rise

WHY DID YOU PURSUE 

REAL ESTATE? 

Getting into real estate 
was a natural pro-
gression from prior 
investments with 
my husband. I’ve 
always gravitated 
toward personalized 

interactions, and 
early on, I recognized 

a potential for success in 
this field. While some sug-

gested counseling or law, real estate 
allows me to guide clients through complex decisions, advo-
cating for their property rights and homeownership.

ADVICE FOR NEWCOMERS IN REAL ESTATE? 

Be picky about the firm you start with. If you have a great 
network that is likely to work with you, that’s fantastic! 
However, for most new agents, it’s not guaranteed that 
friends and family will choose to work with you right away. 
Opt for a firm that nurtures growth and provides proper 
training. Remember, you’re there to serve and solve prob-
lems that your clients don’t even know they have. People can 
sense a salesman from a mile away!

HOW DO YOU STAY GROUNDED? 

My family farms and ranches in Eastern Colorado, so when 
I get the chance, I head out of town for a weekend to help 
move or sort cattle, brand, build fences, etc. It’s hard work, 
but it’s also refreshing to escape to a place without houses, 
neighbors, or traffic. Additionally, I cherish time within my 
church community and supporting local businesses. The 
remainder of our time is spent fixing up a 1967 5,000-square-
foot home—complete with shag carpets and wallpaper. It has 
the potential to become our dream house!

FUTURE CAREER GOALS? 

I am still figuring out how to implement the systems within 
my business that work best for me. My short-term goals are 
to hone the specific systems, strategies, and structures that 

will allow me the capacity to handle smart growth. I 
have numbers in mind for how I would like my business 
to grow over the next few years, but it’s all for the end 
goal of becoming a staple business within our area and 
being able to bless the community well because of my 
success. Having grown up in an agricultural community 
and understanding the business and culture, I would 
love more opportunities to work with the farm and 
ranch sector. Those are my people.

HOW HAVE YOUR CHALLENGES SHAPED YOU? 

Like everyone, life has thrown me some curveballs, so I 
have had seasons when I had to reconcile how I thought 
life would go versus what it is. This first emboldened 
me to make the career change into real estate and has 
taught me to lean in where I’m at, when I’m there, with 
what I have, instead of just waiting for things to change. 
Ironically, I’ve learned that doors seem to open when 
you stay in your lane, do the uncomfortable thing, and 
stop caring what other people think.

WHAT MOTIVATES YOU? 

I just love the adventure that being a REALTOR® 
presents. The daily expectation that anything could 
happen and things can change in an instant motivates 
me to keep going. In just a couple of years, I have had so 
many surprises, full-circle moments, and what I would 
call divine appointments. This keeps me on my toes, 
watching for the next one. Walking alongside people 
during a real estate transaction is a sobering honor. Not 
only am I helping them obtain their constitutional right 
to private property, but oftentimes, I’m walking them 
through emotional times or hard seasons—both good 
and bad. Having access to their life in such an impactful 
time is an honor, and I want to do it well.

WHAT’S ON YOUR BUCKET LIST? 
I want to go back to New Zealand.

CAN’T LIVE WITHOUT? 

Indoor plumbing and a comfy bed.

If your clients are feeling the heat, 
chances are that their home appliances 
are, too. Keep them protected with 
comprehensive home warranty coverage 
that helps take the chill out of costly 
repair/replacement expenses.  

Contact me for details. 

It’s 
Out There! 

Your Local Resource 

Kyle Arenson 
 970.404.5099

karenson@fi rstam.com

©2024 First American Home Warranty Corporation. All rights reserved.         AD_AUG_KARENSON_MRP_8_24

fi rstamrealestate.com  |  Phone Orders: 800.444.9030

“Protecting Client Relationships, Budget and Time”
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Kinship + Town = Kinston

N E W  H O M E  C O M M U N I T Y
developed by McWhinney | Pam Avirett, Senior Marketing Director at 

McWhinney | Navannah Tischhauser, Marketing Manager at McWhinney | 
Brad Lenz, Project Executive for McWhinney

KINSTONat
“When you combine the words kinship and town, 
you get the word, Kinston. And that’s exactly what 
we’re going for with the Kinston Community, a 
beautiful mixture of kinship and neighborly bonds, 
and a town with all the amenities you could need 
near your home,” said Brad Lenz, Project Executive 
for McWhinney. 

Kinston is a new home community in Centerra, 
located at the I-25 and Highway 34 interchange. 
Kinston is just over six hundred acres and is being 
developed for a wide variety of new-build resi-
dential homes, enticing amenities, a delightful 
neighborhood café open to all, and an intentional 
community-based vision.

“More than 20 years ago, the McWhinneys realized 
this area was something special. The views, the 
easy access to major transportation corridors, and 
superior retail and employment opportunities in 
the area made it a great place to build a community. 
They started with the Centerra master plan and it 
just flourished since then,” said Brad. 

Work began in the Kinston area in late 2020. By 
spring of 2022, the first of the Kinston homes went 
on the market and the response has been incredi-
ble. Kinston has been the fastest-selling new home 
community for many months, and as of today, over 
200 homes now have residents. Upon completion, 
the community will expand to approximately 2,900 
residential units. 

The thing that makes Kinston special is that it has 
been designed with diversity – and connection – in 
mind. “Kinston caters to a wide range of homebuyers 
(and their budgets) with its diverse housing options. 
Future homeowners can choose from single-family 
homes, semi-custom homes, comfortable paired 
homes, townhomes, or even built-for-rent options 
for those seeking flexibility,” said Pam Avirett, the 
Senior Marketing Director at McWhinny. 

“The Kinston vision has always been to have a 
wide and diverse array of home options for our 
residents,” added Brad. “Right now, we have three 
different home builders offering several distinct 
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beverages. “The Hub Café by Fresh Plate is great,” said Brad. 
“Their food is fairly priced and everything is super fresh. They 
definitely live up to their name.”

The area is known for its miles and miles of walking trails, with 
more planned in the future as the community expands. There is 
also an activity lawn, splash pad, and several park areas. In the 
future, residents will enjoy a pool and a fitness center. 

“Our vision of making a true neighborhood with strong commu-
nity connections is coming to life,” said Brad. “It’s really special 
to see. People love living here and it’s clear why – it has the best 
of both worlds – town and kinship.” 

The Kinston team invites REALTORS® and their clients to stop 
by the Kinston Hub anytime. The welcome center team is avail-
able to assist you in finding the perfect home for your client, and 
The Hub is a great place to enjoy a beverage and a meal. 

“At Kinston, residents get the best of both worlds: all the 
benefits and peace of mind of a brand-new 
home – the latest appliances, ener-
gy-efficient systems, and other 
customizable features – all within 
a well-established and thriving 
community surrounded by con-
venient options for shopping, 
dining, and entertain-
ment,” said Pam. It’s 
worth a visit. 

Learn more 

about the 

community, builders, 

and options at www.

centerra.com/kinston. 

START YOUR TOUR: 
Kinston Hub | 6402 Union Creek Drive
Loveland, CO 80538

home collections. This not only prevents that cookie-cut-
ter look, but it also ensures that there’s something 

for everyone. No matter what stage of life you’re 
in, or what kind of home you need, we have 
something for you.”

The current Kinston home builders include 
Richmond American Homes, David 

Weekley Homes, and Bridgewater 
Homes – with more to come. 

Richmond American Homes is 
focusing on building their 

Urban Collection – 
upgraded paired 

homes that give 
residents access 

to the Kinston 
amenities without 

outdoor maintenance. 
David Weekley Homes offers 

townhomes, as well as single-fam-
ily homes. These homes appeal to 

young families and those looking for more 
space. The Bridgewater Homes collection 

is the community’s top-end offering with luxury 
single-family homes. Lennar Homes will also start 

building in Kinston in 2025. VellaTerra is now leasing 
beautiful two-story paired homes for those currently in a life 

stage conducive to renting.

An Active Adult neighborhood is also planned for Kinston in the 
coming years. This ‘community within the community’ will be 
designed with home styles and special amenity offerings that will 
appeal to the ever-growing 55+ aged demographic who may care 
for neighbors who are in a similar phase of life. Additionally, the 
Kinston Commons will include a variety of home styles that will be 
designed for those who prefer a more urban feel; it will be walk-
able and provide an efficient and lower maintenance lifestyle.

Kinston is purposely designed to cultivate community building and 
strong connections and relationships. Kinston employs a commu-
nity engagement team that hosts clubs, activities, and meet-ups; 
there are plenty of common spaces to meet neighbors. “Kinston 
offers a unique blend of new homes ranging from classic to vil-
lage-modern, interconnected with parks and trails – all centered 
around the Kinston Hub community gathering space. Kinston is 
perfect for those seeking a home that promotes a vibrant lifestyle 
with a focus on nature, walkability, parks, and community spaces. 
These elements foster a stronger sense of belonging and connec-
tion with neighbors and within the community,” said Pam. 

The Kinston Hub provides a beautiful gathering space for resi-
dents and their guests. The space also includes a public eatery, 
The Hub Café by Fresh Plate. This restaurant is open to everyone 
all day and has coffee, a wide variety of food items, and alcoholic 

Navannah 
Tischhauser

Pam 
Avirett

When you combine 
the words kinship 
and town, you get 
the word, Kinston. 
And that’s exactly 
what we’re going 

for with the Kinston 
Community, a 

beautiful mixture 
of kinship and 

neighborly bonds, 
and a town with all 
the amenities you 
could need near 

your home.
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Planned Service • Preventative Maintenance
Indoor Air Quality • Humidifiers

Ductwork • New Construction • Retrofit
Furnace Install & Repair • AC & Heat Pump

Install & Repair • Basement Finishes
Boilers • Mini Splits • In-floor Heating

PROVIDING THE
PERFECT CLIMATE

for You and Your Clients

Mike & Michele Culp,
Owners

970-203-9954 • www.metalmechanicshvac.com

NoCo's Best Spot to
Get Down to Business.

NoCo's Best Spot to
Get Down to Business.

6402 Union Creek Drive, Loveland, CO | 970-461-1134
tracie@freshplatecatering.com | freshplatecatering.com

Delicious Breakfast, Lunch, & Dinner
Free Wifi  Drink Specials  Cool Vibes

Join Us
for Remote Work Wednesday
at HUB Cafe by Fresh Plate!

Design Solutions That Sell
Partner With Us for 

Stunning Floors & More 

360 S. Lincoln Ave., 
Loveland

970.667.3590
LovelandDesign.com

Desiree' Landt
970-773-1370

NoCo@brhw.com

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

Trust Blue Ribbon Home Warranty
to Safeguard Your Clients' Investments.

Partner With Us
for Your Clients'
Peace of Mind

 

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 | (970)669-1263
www.countryfinancial.com/jason.percha | jason.percha@countryfinancial.com

 
  

Empowering Your
Financial Success, One 

Smart Step at a Time



NoCo Real Producers • 2120 • August 2024 @realproducers realproducersmag.com

J
a

n
ic

e 
&

 A
ri

el

RE/MAX 
Alliance 
Loveland

MORE THAN  
JUST REALTORS®

If one were to poll Janice and Ariel Ververs’ clients about their stand-out 
quality in the local real estate space, the consensus would likely be that they 
are service-focused. Many REALTORS® share this attribute, but Janice and 
Ariel, a mother-daughter powerhouse at RE/MAX Alliance Loveland, are 
steadfast in their mission to minimize their clients’ stress during an often-
tumultuous time. They have scoured bathrooms and painted the interior of 
houses. They have orchestrated and held estate sales, and they stage their 

clients’ homes at no cost to the sellers. Their staging efforts have grown 
such that they now have a storage unit for all their home goods. 

By Jacki Donaldson
Photos by Erin Waynick, 
Erin Waynick Photography
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When clients work with the Ververs 
Team, they become family and are on 
the lifelong guest list for events like a 
February Galentine’s party, a July cli-
ent appreciation BBQ and educational 
sessions. The ladies recently hosted a 
workshop featuring a female general 
contractor who taught attendees how 
to do their own tile work. “We want 
to be more than just REALTORS®,” 
they share. “We want to add value to 
our clients’ lives, wherever they are 
in life and whatever their needs are. 
Seeing them breathe a little easier is a 
beautiful thing.”

Janice entered the industry in 
February 2020, just before everyone 
began holding their breath about 
what the pandemic had in store. 
Having advanced from salesperson 

to general manager at large Denver 
automotive dealerships over the 
course of 25 years, Janice had a skill-
set suited to the intricacies of real 
estate. Seeking a shorter commute 
and more flexibility to enjoy family 
time, she got her license. Meanwhile, 
Ariel was finishing college for 
graphic design, and as COVID shut 
everything down, she found herself 
with an open schedule. When her 
mom approached her about joining 
her in real estate, Ariel accepted the 
challenge. By April 2021, mother and 
daughter were in business together.

Janice and Ariel are a package deal, 
a two-for-one force walking together 
beside their clients and leveraging 
their strengths for the most excep-
tional outcomes. “I feel blessed to 

be able to work with Ariel,” Janice 
beams. “She is extremely creative and 
talented, and she brings so much to 
the team.” Ariel, whose social-media 
prowess and Google Calendar magic 
inspire Janice, reveals that she and 
her mother, a high-energy individual 
who hits the ground running at 5:30 
a.m. every day, do not always agree, 
which makes for a strong partnership. 
“We are also from different gener-
ations and can appeal to different 
demographics,” Ariel adds. 

Janice inspires Ariel to pour into 
the community and often takes her 
along on her endeavors. Janice drives 
a Meals on Wheels route and is 
involved in the Loveland Rotary Club, 
the Northern Colorado Legislative 
Alliance and Loveland’s affordable 

housing program. Veteran causes are 
also a priority for the Ververs Team. 
Janice is a United States Army vet-
eran, and her husband and two sons 
are also veterans. “We are Homes 
for Heroes affiliates, which means 
we give a portion of our commission 
to veterans and other heroes to help 
them save on homes,” explains Janice, 
whose community work feeds her 
soul. She is incredibly proud to have 
run for Loveland Mayor in 2023.

Janice and Ariel are grateful their 
efforts have earned them a refer-
ral-based business. “That means we 
are doing something right,” Ariel 
comments. “We have worked out the 
bugs and the growing pains and have 
a really good system going — we 

are living our best life.” Still, they 
continually strive to grow. “Last 
year, we rented a cabin in Estes Park, 
and we sat and talked about how to 
keep building our business and what 
we wanted to do different this year,” 
Janice remarks. Different is what 
propels these women to shine in real 
estate. Case in point: During COVID, 
Janice set out on a socially distanced 
ice cream social. She rode her ice 
cream bike, complete with a cooler 
and umbrella, and recruited family 
members and volunteers to help 
pass out 2,000 ice pops. Talk about 
creative marketing!

Part of Janice and Ariel’s secret to 
success is setting aside time for them-
selves. Ariel enjoys the foodie culture, 

finding the gems among menus 
near and far, and she relishes in the 
moments she spends with her two 
pups, who are the loves of her life. 
Janice cherishes time with her hus-
band and four children (two daugh-
ters and two sons) and is smitten with 
her three grandchildren. Grandma 
sleepovers are a big hit. Carving out 
space for personal well-being allows 
this dynamic duo to consistently 
bring value to their professional 
world, where they are not just making 
deals — they are making a difference.

Connect with Janice and Ariel at 

ververs-team.homesincolorado.com.

We want to add 

to our clients’ lives, 

wherever they are 

in life and whatever 

their needs are. 

Seeing them breathe 

a little easier is a 

beautiful thing.
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relaxrelax
(970) 825-1000

AllCountyFC.com

Providing a worry-free experience for investment property owners

REFRESHING,
LOCAL MORTGAGE
LENDING.

CLOSING 
HOME LOANS 
ON TIME WITH 
NO SURPRISES.

No middle-man markups, no multiple 
layers of management absorbing margins 
and making loans more expensive.

BUILDER
DISCOUNTS

& ASK ABOUT
FREE

REFINANCES
ASK ABOUT
OUR 12-DAY
CLOSINGS!

Ken Schmidt
OWNER/ORIGINATOR
970-576-8473
Ken@AltitudeLoan.com
AltitudeHomeMortgage.com
NMLS 306214 / LMB 100047960YOUR ORBIT TO SUCCESS

Bookkeeping • Accounting
Payroll • Consulting

Call or text (970) 235-2009
contact@satellite-strategies.com

www.satellite-strategies.com

Sell More,
Stress Less:
Outsource your accounting tasks
to boost e�ciency, cut costs, and

grow your business
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By Jacki 
Donaldson

Photos 
by A.B. 

Consulting  
& Media
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t Stephanie Nealy-Higman received 
a phone call recently from one of 
her many happy buyers. The woman 
relayed her joy about constructing 
a chicken coop on the property that 
Stephanie helped her family purchase. 
“She was going all out on the coop,” 
Stephanie smiles. “She had even hung 
curtains. I just love that they found 
their forever home.”

Working on and off for 15 years with 
this family, Stephanie helped them 
navigate a challenging scenario last 
year, as the family’s dream acreage 
was about $300,000 over budget. 
“The property had been on the mar-
ket for a long period of time, so we 
still looked at it,” Stephanie shares. “I 
also had a great relationship with the 
listing agent, and because of mar-
ket conditions, we worked together 
to negotiate the right price and got 
them in the home.” Since closing, 
Stephanie has received calls and 
texts with photos documenting all the 
work the family is pouring into their 

beautiful abode. Embracing the motto 
“You don’t know if you don’t ask,” 
Stephanie never dashes her clients’ 
hopes. “I will try anything,” says the 
24-year real estate veteran.

A native of Greeley, CO, Stephanie 
started working for a real estate 

S T E P H A N I E

Nealy-Higman
EXP REALTY

D E C A D E S  O F  D E D I C A T I O N

T h e  p a t h  i s n ’ t  a l w a y s  e a s y  a n d  c a n  b e  l i k e 

a  p u z z l e .  S o m e  o f  t h e  p i e c e s  a r e  b i g  a n d 

s t r e s s f u l ,  a n d  p l o t t i n g  o u t  t h e  m a p  f o r  t h e m  i s 

e x t r e m e l y  r e w a r d i n g.
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always easy and can be like a puzzle,” Stephanie 
comments. “Some of the pieces are big and stress-
ful, and plotting out the map for them is extremely 
rewarding.” Stephanie considers her clients family, 
always going above and beyond for her buyers and 
sellers. “I don’t take any part of working with them 
lightly,” she emphasizes.

Although her experience in the industry is one of 
her stand-out assets, Stephanie recalls the chal-
lenge of being a young agent. She was rather shy 
and had to work hard to emerge from her comfort 
zone, and people were often skeptical about her 
age. “People underestimated me all the time, but I 
took their reservations as a motivating challenge,” 
she explains. What Stephanie’s age did not out-
wardly reveal was her knowledge. “Knowledge is 
power, and I am always learning,” she remarks. 
Today, she leverages her extensive background and 
the wisdom she gleans from being a high-producing 
agent, reading, attending conferences and listening 
to business and mindset podcasts to help others 
advance their careers. She also teaches agents 
to build a database immediately, as she did. As a 
result, she doesn’t buy leads and is proud that her 
database is 100% previous clients and referrals. She 
takes pride in doing business at a higher level.

When Stephanie is not busy shining in real estate, 
she cherishes family time. Recently married, she 
and her husband stay busy with her daughter, who 
is 14, and her step-daughter, who is 8. Stephanie’s 
husband, who works in real estate for Whitetail 
Properties and his family business, enjoys all 
things hunting and, most of all, his family. He 
and Stephanie enjoy being outdoors and golfing. 
Stephanie is a fitness lover and also serves in her 
church. “My appetite in life has changed,” she 
remarks. “Time goes so quickly, and I am trying 
to slow down to enjoy the last few years I have at 
home with my daughter.”

Stephanie’s appetite for real estate has not changed 
for more than two decades. Not everyone knows 
right out of high school what their professional 
passion is. Stephanie is one of the lucky ones. “I am 
beyond blessed,” she beams. “I knew real estate was 
my gift; it doesn’t feel like a job. I absolutely love 
what I do, and the rewards are far greater than any 
of the hardships.”

Connect with Stephanie at nealysteph@gmail.com.

company and earned her real estate license when 
she was 19. She began knocking on doors and 
working leads for her broker and quickly became so 
skilled that the broker encouraged her to start sell-
ing. She took his advice and has never looked back.

Three years later, back in Northern Colorado, 
Stephanie went to work with RE/MAX, where she 
remained for 15 years. She credits the brokers who 
believed in and mentored her during her younger 
years. “I wouldn’t be where I am today without 
their mentorship,” she explains. Stephanie once 
owned and operated a RE/MAX franchise and com-
panion mortgage company, Motto Mortgage, earn-
ing consistent accolades for her accomplishments. 
After a life-changing event, she sold the companies. 

Now working with eXp Realty, Stephanie is soaring 
as a certified negotiation expert with a luxury des-
ignation and is well-versed in residential, farm and 
ranch and investment properties. She adores work-
ing with first-time homebuyers, creating a roadmap 
for their path to homeownership. “The path isn’t 

I  k n e w  r e a l  e s t a t e 

w a s  m y  g i f t ;  i t 

d o e s n ’ t  f e e l  l i k e  a 

j o b .  I  a b s o l u t e l y 

l o v e  w h a t  I  d o ,  a n d 

t h e  r e w a r d s  a r e  f a r 

g r e a t e r  t h a n  a n y  o f 

t h e  h a r d s h i p s .



NoCo Real Producers • 3130 • August 2024 @realproducers realproducersmag.com

(970) 691-0845



NoCo Real Producers • 3332 • August 2024 @realproducers realproducersmag.com

MONTOYA
PRES
MONTOYAMONTOYA
C3 Real Estate Solutions

By Kate Shelton
Photos by A.B. Consulting & Media

cover story

P
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P res Montoya has spent 
his whole life pushing 
for more. Pres’ hard 
work has made a 

difference in the lives of hundreds 
of people, including his real estate 
clients. This dogged pursuit of 
dreams for everyone around him 
has made Pres an upstanding 
citizen and a top REALTOR® at 
C3 Real Estate Solutions. He’s 
motivated for more and our whole 
community is better for it. 

Growing up in Fort Lupton, 
Colorado, life wasn’t always easy 
for Pres. He knew that if he was 
going to change his trajectory, 

he needed an education. He 
attended the University of 
Northern Colorado and has made 
Greeley his home since. After 
college, he worked for many 
years as a probation officer for 
troubled youth. 

“That job was hard, but man, 
it was rewarding,” he said. “I 
could see these kids just needed 
someone to love them and guide 
them through life. They needed 
someone in their corner and they 
needed to be taught how to do 
life right. That job was tough, but 
it taught me so much about how 
education plays a crucial role in 

someone’s life and where they 
end up.”

Pres soon found that he needed 
to make a career shift to make 
the large-scale impact he 
dreamed of. A friend encouraged 
him to get a real estate license 
and pursue a job that allowed for 
more flexibility to help the com-
munity he’d grown to love. 

In 1980, Pres became an agent. 
By 1984, he became a partner 
with The Team at Coldwell 
Banker. Together, they rose 
to the number eight rank of 
Coldwell Banker groups across 
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the country. In the early years, 
Pres built his business based 
on the people he knew from his 
time working in the courts. “I’ve 
always been very involved in the 
community,” he explained. “My 
first clients were the judges, law-
yers, and case workers I worked 
with as a probation officer. It 
gave me a great foundation to 
build a referral business.” 

“The main thing I like about real 
estate is that it gives me a unique 
way to teach people really valu-
able and important life lessons. 
So many of my clients think they 
could never own a home, but I get 
to show them that it’s possible. 
I get to help them do more with 
their life than they ever thought 
possible,” he said. 

It didn’t take long for his business 
to explode. Pres became a top 
agent in Greeley and he helped 
hundreds of families buy and sell 
homes. In 1991, The Team merged 
with Sears Real Estate to give 
their clients the best experience 
and service possible. 

“That was a great move for us,” 
he detailed. “We formed an 
amazing team which gave us the 
ability to help so many people 
in Greeley and beyond. I am so 
proud of the work we did and all 
the people we touched.” 

Real estate afforded Pres the 
opportunity and flexibility to give 
back to the community in big and 
small ways. He helped found two 
education-based organizations 

So many of my 
clients think they 
could never own 
a home, but I get 

to show them that 
it’s possible. I get 

to help them do 
more with their 

life than they ever 
thought possible.
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that have impacted countless 
students over the years. 

The Greeley Dream Team is a 
program that identifies high-risk 
students in the area. The student 
is matched with a positive role 
model who helps nurture and 
counsel them through school. 
The goal is to get them to grad-
uation so the students can go on 
to do even more. The program 
began more than thirty years 
ago, and they’ve worked with 
hundreds of students. Pres men-
tored many of them himself. The 
Greeley Dream Team has nearly 
a 100% graduation rate and many 
of their students go on to college 
or vocational school.

Pres also helped found a program 
at UNC known as Cumbres – or 
peaks in English. This organi-
zation is designed to recruit, 
retain, and graduate Latino and 
impoverished students with an 
interest in the education field. It’s 
been in existence for more than 
15 years and they have provided 
thousands of dollars in scholar-
ships and hundreds of hours of 
mentorship to UNC students. 

He also pushed for positive 
changes in the community by 
working with state and local 
governments. Pres was appointed 
to three Governor-Appointed 
Commissions, created to make 
recommendations and advise 
the legislature. Governor Owens 
appointed Pres to the Colorado 
Commission on Higher Education 
twice, and Governor Ritter 

named Pres the only real estate 
agent from Greeley to be named 
to the Colorado Commission of 
Real Estate board. 

Pres also became very heavily 
involved in the Jobs of Hope 
program. They work with men 
who have been incarcerated to 
help reintegrate them back into 
society. On Tuesday evenings 
and every other Saturday, Pres 
mentors young men at the House 
of Hope. He’s seen many wonder-
ful transformations and stories of 
hope over the years. 

After almost two decades at 
Sears Real Estate, Pres decided 
to slow his business to focus on 
his own family. He spent years 
helping raise his granddaugh-
ter, Aryssa, while her mother 
was in college. He continued to 
give back to the community and 
foster relationships. 

Pres was never able to fully give up 
his love for helping people through 
real estate though. He worked 
independently for several years, 
helping his clients and his family at 
the same time. 

Now that his granddaughter is 
grown, Pres joined the C3 Real 
Estate office in Greeley in 2022. 
“I thought I could retire, but I just 
love it too much,” he said with a 
laugh. “C3 is everything I wanted in 
a brokerage – they’re honest, full of 
integrity, and do so many good things 
in our community.” 

Pres was recently named the 
Managing Broker of the Greeley 
location. “The team is young and 
very motivated. I love being an 
agent, but I love guiding and teach-
ing my team even more. We’re going 
to do big things together,” he said. 

When he’s not working, Pres loves to 
spend time with his wife, Diane, their 
family, and their grandkids. Aryssa 
recently obtained her real estate 
license and plans to join C3 while 
finishing her last year of college. Pres 
is enjoying showing her the ropes. 
He also spends as much time with his 
grandson, AJ, as he can. 

Pres doesn’t see himself slowing 
down any time soon. He loves that 
real estate allows him to make a 
positive impact in the community in 
so many ways. He will keep pushing 
his team, clients, family, and mentees 
for more. 

CONNECT WITH PRES AT  
pmontoya@c3-re.com.

I love being an 
agent, but I love 

guiding and 
teaching my team 
even more. We’re 

going to do big 
things together.

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!

Now is the time 
to schedule 

Spring fertilizer 
and EAB 

treatments!
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Once enough loan data is available (Property address, purchase 
price, closing date, Debt-To-Income Ratio, FICO, etc), a lender 
can submit an application through these AUSs, which deliver an 
assessment of (among many things) whether or not an appraisal is 
required.   In other words, 

These systems are mainly scouring county record sale data, along 
with data from recently-submitted appraisals.  Loan details, such 
as down payment, borrower credit scores, and/or occupancy type, 
are merely a secondary level of analysis.  In other words, if there 
isn't enough data available for a waiver to be possible, it won't 
matter if a buyer has a huge down payment, or an 800 FICO - A 
PIW just might not be in the cards.

In short, it's a bit of a "black box," and you may not know whether 
or why a waiver is available, until the lender can process a 
complete AUS submission.  As for your next transaction, may the 
odds forever be in your favor...

Dispelling the Myths an g Insight

For any transaction with financing, there will inevitably be a 
conversation about th

 These 
implied risks can affect the success of any contract, or at the very 
least, make for interesting posturing and negotiating along the 
way.  It's no surprise, therefore, that when a lender offers an 
appraisal waiver (Property Inspection Waiver or "PIW"), buyers 
and sellers can breathe a sigh of collective relief.  The 
understanding of how, when, and why these PIWs can be granted, 
however, remains largely misunderstood by the common home 
buyer/seller.

First, it's important to understand *  grants the waiver (as it is 
not the originating lender).  The two f lending agencies, 
Fannie Mae (FNMA) and Freddie Mac (FHLMC), host electronic 
Automated Underwriting Systems ) which lenders utilize to 
complete the underwriting approval process.

8200+ Transactions & $2.5+ Billion Personally Originated Since 2001

Understanding
Appraisal Waivers


