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(317) 483-3093  |  jdsbuilds.com

service@jdsbuilds.com

Check out 
the steps 

by scanning 
the QR code.

"We would highly recommend Josh Smalling Roofing 
and Restoration as a reputable and competent 
company to represent entities to help resolve 
insurance claim disputes. They have a wealth of 
experience in working with both roofing 
manufacturers and insurance companies to resolve 
such issues."

Dale F. DePoy
Vice President, Board of Directors

The Jackson Center for
 Conductive Education

Call us for any home
and business needs!

WHAT
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HOUSE
FIRE?
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If you are interested in contributing or nominating REALTORS® for certain stories, please email us at 

brian.ramsey@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real 
Producers but remain solely those of the author(s). The publication contains paid advertisements by local companies.  These companies are not endorsed or 
specifically 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. NOTE: When community events take place, photographers may be present to take photos for that event and they may be 
used in this publication.
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If you are interested in contributing or nominating REALTORS® for certain stories, please email us at IndyTeam@realproducersmag.com.
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What’s your latest guilty pleasure?

YouTubing extremely talented guitar players 
and wondering why I can’t do that.

What was your favorite subject in school?

Art (and Geometry, I know, weird, right?)

What was your least favorite food as a kid?

Beets

What’s your biggest fear?

Being tied up to where I couldn’t move 
(claustrophobic). Shoot me now.

What was your first job? 

Small glass company cutting glass 
and installing windshields

If you could have any talent, 

what would you choose?

I’m a closet singer. If I acquired that 
talent, Chrissy would let me sing 

in other parts of the house.

What is your biggest pet peeve? 

Wet socks...after photographing a 
house in which the homeowner just 
decided to get the carpets cleaned.

What is your favorite vacation spot?

The Algarves in Portugal

What is something we don’t know about you? 

I once helped photograph John Daly for a 
book (back in the day). While setting up and 

framing the shot, the lead photographer 
wanted me to stand in and swing John 

Daly’s driver prior to him arriving.

RICK
R A M S E Y
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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!

JUNK REMOVAL

Junk King
(888) 888-5865
junk-king.com

JUNK REMOVAL SERVICES

Indy Trash Guy
(317) 200-6626
indytrashguy.com

MARKETING

Rocket Fuel
(317) 956-4116

MORTGAGE LENDER

Bailey and Wood Financial
(317) 535-4804

CrossCountry Mortgage
Rhonda Kuchik
(317) 846-1250

Everwise Credit Union
(260) 338-1888
www.everwisecu.com/

Fairway Mortgage
Angie Turley
(317) 797-0615

GVC Mortgage Carmel
(317) 796-3989

Hallmark Home Mortgage
Jordan Reichmann
(317) 345-1717

Nest Mortgage Group
(317) 538-9825
BradNiccum.com

Smith Team at  
Fairway Mortgage
(317) 508-7007

Union Home Mortgage
(317) 694-1733
UHM.com

MOVING & STORAGE

Coleman Worldwide Moving
(317) 870-5777
www.colemanallied.com

PAINTING - CUSTOM

Heritage Custom Painting
Jen Humricous
(317) 385-1951
Heritage-CustomPainting.com

PEST CONTROL

Franklin Pest Solutions
(815) 871-2733
FranklinPestSolutions.com

PHOTOGRAPHER

Indiana Sky Pics
Ron Smith
(317) 439-2640

PHOTOGRAPHY

360 Tour Designs of 
Central Indiana
Susie Chamberlin-Dawes
(317) 640-7257

RC Fine Pix
(317) 379-5378
www.rcfinepix.com

PLUMBING/DRAIN

All Pro Heating and Air
(317) 721-1227
callallproindy.com

REAL ESTATE 

PHOTOGRAPHY / 

VIDEOGRAPHY

Kelly Klemmensen 
Photography & Videography
(765) 480-0479
kellyklemmensen.com

RESTORATION

Becht Pride
(317) 783-2390

ROOFING

Ultra Dry Roofing
(616) 340-3492

ROOFING & RESTORATION

Josh Smalling Roofing & Restoration
(317) 483-3093
jdsbuilds.com

SECURITY / SAFETY

Castlewall Security & Video, LLC
Patty Thornberry
(317) 218-1007
CastlewallSecurity.com

TITLE & ESCROW

LETS Title
(317) 507-5731
letstitle.com

Meridian Title
(317) 966-2270
MeridianTitle.com

TITLE COMPANY

Meridian Title - Elkhart
(574) 293-3075
Meridiantitle.com

Nations Title
(269) 553-9904
NationsTitle.com

VIDEO MARKETING

Creative Native Films
(317) 208-9201
creativenativefilms.com

VIDEOGRAPHY / MARKETING

AJK Marketing
(317) 258-6560
www.ajkallas.com/

Up Above Video Services
(317) 460-5172
upabovevideoservices.com

ARCHITECTURE

Susan Yeley Homes
(812) 331-7959
www.susanyeleyhomes.com

BUILDER

David Weekley Homes
(317) 669-8605

Epcon Communities
Kara Shipman
(317) 258-6560

Estridge Homes
(317) 669-6200
www.estridge.com

Silverthorne Homes
(317) 707-4553

CARDS & GIFTS

Send Out Cards
(317) 496-0237

CARPET CLEANING

Oxifresh Carpet Cleaning
(317) 572-1220
www.oxifresh.com

CHIROPRACTOR

Chiropractor - Jordan Burns
(317) 595-9620

DEVELOPER

The Marina  
Limited Partnership
Rob Bussell
(317) 845-0270

HOME CLEANING

Spruce Clean
(317) 868-7963

HOME INSPECTION

Aardvark Home 
Inspectors, Inc
(800) 662-2080

Cornerstone Inspection 
Services
(317) 815-9497

Home Experts of Indiana
Shane Peterson
(317) 933-1000

Security Home Inspection
(317) 848-1744

HOME WARRANTY

Cinch Home Services
(317) 459-4350
cinchrealestate.com

HOUSE CLEANING

Becht Pride
(317) 783-2390

HVAC

All Pro Heating and Air
(317) 721-1227
callallproindy.com

INSPECTION  

SHEET REPAIRS

Crew Home Specialists
(317) 731-1000
CrewHomeSpecialists.com

INSURANCE

Voldico Insurance
Brent Turner
(317) 363-0752

INTERIOR DESIGN

Creative Concepts
(317) 731-1000
therightcolors.com

Susan Yeley Homes
(812) 331-7959
www.susanyeleyhomes.com

#1 in Units Closed at Fairway Mortgage 2022 & 2023

AUSTIN P. SMITHAUSTIN P. SMITH
BRANCH SALES MANAGER |  NMLS #262571
317.508.7007  •  SmithTeamFairway.com
SmithTeamLoans@FairwayMC.com

FLAG EXCHANGE
WEDNESDAY, JUNE 12TH
10AM - 6:30PM

FAIRWAY OFFICE
555 E. COUNTY LINE RD.,
SUITE 205, GREENWOOD

THE OLD FLAGS WILL BE TAKEN TO THE AMERICAN LEGION IN 
FRANKLIN FOR THEIR FLAG DAY CEREMONY ON JUNE 14TH.

OR IF YOU NEED A NEW FLAG, REGISTER WITH US!

REGISTER HERE!
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In my senior year of college I had the 
stomach ache of all stomach aches. It was 
the kind of stomach ache that prompted 
you to call your mom even though you are 
a 22 year old man. Joke was on me because 
when I called mom she told me to sit on the 
toilet and drink more water. Thanks mom.

The pain progressed and it was different 
than anything I had ever experienced so I 
went to the ER. I was there for a few hours 
and they couldn’t quite give me the reason I 
was in so much pain but the medicine they 
gave me seemed to cure the issue so they 
sent me home. 

The next morning the hospital called me 
and urged me to come back as soon as 
humanly possible. The overnight doctor 
took a look at all the reports and noticed 
something in mine that no else had caught. 
My appendix was about to burst and I 
needed an emergency appendectomy. I’m 
not sure who rushed faster, me or mom and 
dad all the way from Indiana. That would 
have been a pretty comical way to go. Mom 
telling me to sit on the toilet. Just me and 
Elvis. We laugh about it now. 

After the surgery the doctors explained 
that sometimes the appendix will burst 

which will immediately provide relief, but 
will spill poison into the person’s body 
unknowingly and claim their life. Thank 
God for the overnight doctor!

This example for treating symptoms rather 
than problems is rather extreme. But I 
think we need to hear it. How often do 
we feel the pain of the moment and in an 
effort to relieve the pain we do something 
that provides temporary relief but hurts us 
overall in the long run? How many peo-
ple are impacted negatively because we 
decided to take the easy way out?

Confronting the problems almost always 
breeds positive results. Dig deep, go to 
the root. Either you fix the thing that is 
proving to be difficult or you scrap it alto-
gether removing it from being a problem 
any further. Ignoring problems is a recipe 
for disaster. 

Next time you are faced with a trial or 
obstacle, ask yourself if you are attacking 
the actual problem or simply a symptom. If 
you keep treating the pain, it could ulti-
mately become the thing that kills you. 

Can you imagine if I died on the toilet? 
Don’t be cruel. 

Death 
on a ToiletToilet

Remington Ramsey

publisher’s note
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YOUTH HOMELESSNESS AND GENERATIONAL POVERTY

Y outh homelessness is a pressing concern worldwide, 

with millions of young people experiencing 

homelessness each year. Factors such as family conflict, 

economic instability, and lack of affordable housing contribute 

to this issue. For many young people, homelessness is not 

just a temporary setback but a symptom of deeper-rooted 

problems, including generational poverty.

Generational poverty refers to a cycle in which poverty is 
passed down from one generation to the next. This cycle can 
be difficult to break due to various factors, including lack of 
access to education, limited job opportunities, and inade-
quate social support systems. Youth who experience home-
lessness are often caught in this cycle, as they face significant 
barriers to accessing education and stable employment.

91 Place is a REALTOR® Foundation grantee that is a beacon 
of hope for Indianapolis’ unhoused youth. 91 Place offers 
transitional housing, workforce development, and mental 
health support to homeless youth aged 16-24 in Indianapolis. 
The organization’s vision is to help these youth rebuild their 
lives and create a better future for themselves and their 
families through nurturing relationships. 91 Place is not just 
a shelter but a transformative experience that fosters dignity, 
creates opportunities, and guides marginalized youth toward 
independence and meaningful transformation. 

The following story is a representation of the amazing work 
91 Place continues to engage in. In April 2023, 91 Place was 
contacted by the McKinney-Vento Homeless liaison from 
a local public school regarding a high school senior named 
Rosa who had become homeless just eight weeks before 
graduation. Despite her challenging circumstances, Rosa 
remained dedicated to her education, attending school regu-
larly despite nights spent in a shelter. Recognizing that Rosa 
was at risk of dropping out, 91 Place intervened and provided 
her with housing in their transitional program.

Over the past 10 months, Rosa has thrived at 91 Place. 
With the support of her House Mentor Kensey and Case 
Manager Brad, she has learned to drive and purchased 
her first car using money she earned working at 91 Place’s 
coffee shop, The Neidhammer. Rosa is now applying to 
Ivy Tech to complete her basic requirements for a col-
lege degree, with aspirations of becoming an interpreter. 
Kensey and Rosa continue to build a strong foundation for 
her future as she prepares for college.

The REALTOR® Foundation believes that working together 
to provide the support, opportunities, and resources to 
young people, we can break the cycle of poverty and home-
lessness. To learn more about 91 Place and the REALTOR® 
Foundation, go to miborrealtorfoundation.org. 

The REALTOR®

Foundation Update
By Dawn Adams
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podcast.realproducersmag.com

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

MEET THE HOST
Real Producers Podcast is hosted by Remington Ramsey, 

creator of the Real Producers brand that reaches more 

than 100 markets nationwide. He is a real estate investor 

as well as an avid reader and writer.

Same Brand, New Reach – 

Tune in for free today
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Sarah Schaefer with White Stag Realty
Years in real estate (licensed in)
· Licensed in January 2021
Career Volume: $15,177,035
Last year’s total volume: $6.8 Million

Q. How early did you know that you 
wanted to be a real estate agent?
A. My dad has been a loan officer my whole life. When 
I was a kid, I would go to the office in the summers and 
would do different things like helping with mailers, creating 
yard signs. Then in January of 2020 I had quit my job to 
work for him full time doing lead generation as his ALO. 
I learned a lot about what it takes to process a buyer as 
a lender and that helped me as a realtor now. I was not 
planning at that time to go into real estate. In March of 
2020 my dad and I had to have a tough convo about not 
knowing what was going to happen with the future. It 
was then he had mentioned to me “ Sarah, you have been 
doing a great job of getting leads, have you considered just 
becoming a realtor?” I had been producing a lot of leads 
and several that closed in my few short months. I decided 
then that I would take the real estate course. 

Q. What people influenced you the most?
A. Of course, my dad! We are two peas in a pod. He has 
a inspiring life story and that always helps continue my 
respect towards the life we live now. I do feel like without 
my Innovations professor Don Wettrick it would have taken 
me much longer to get off the anti-college path. I spent the 
first three years of high school really going after getting into 
college. I feel like someone finally told me THINK BIG! It’s 
allowed and it’s okay! It was so liberating to just finally get 
to dream big and fail fast! His class was my canon moment in 
life. Lastly, I’ve got to give my boss Josh a shout out! He has 
truly helped me grow so much as an agent! 10/10 broker.

Q. What college did you attend, and what 
did you study (degree)? (if applicable)
A. IUPUI for 1 year; Communications and Business 
Leadership. College was a waste of time in my 
opinion. I also worked in college a full-time job at 
Enterprise Rent A car and I also was trying to start 
my own business called Warmglo. 

Q. What are the positives/rewards of what you do?
A. I love helping first time home buyers get into 
their first home with as little money out of pocket. 
My passion by night is being a personal shopper for 
myself. I love hunting for a good deal and the best 
price. That translates very well into helping my 
buyers. The second big positive is helping save my 
sellers cash with discounted listing fees. Discounted 
brokerages get a bad rap in the industry. We are a full-
service brokerage. I provide professional photography, 
large attractive yard signs, open houses, experience, 
etc. I love saving my seller’s equity. There are so many 
“services” that other agents will try to sell to their 
clients to help justify their “value” at a higher priced 
listing fee. Door to door knocking, mailers, email lists, 
extravagant open houses with catered food, but none 
of these things are bringing buyers to your home. I’m 
able to be flexible for all my clients and provide them 
the catered needs they have for the sale and still offer 
them a substantial discount. 

Q. What are the negatives / 
challenges of what you do?
A. I’m a young agent. I fully acknowledge that. I have 
to work very hard to gain my colleges respect often 
even when I’m out producing the agent. Just because 
I am 24 doesn’t mean I’m not fully capable of doing 
this job. But like Mama Ru says “If they ain’t paying 
your bills, pay them no mind.” 

Schaefer rising star from white stag realty
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If I could change one thing it w
ould be the bar to entry. There needs to

 be w
ay m

ore education and w
ay m

ore training. 

Q. What has contributed to 
your quicker success?
A. HARD WORK. I’m not a huge fan of grind 
culture. I think it’s a bit unhealthy. I do have 
very healthy boundaries with myself and 
my free time but I do work every single day. 
This is my business. When you run your 
own business you have to keep one foot in 
the door every day and check in. Even if 
it’s only 1 hour or a few emails and running 
over my pipeline I’m still checking in on 
things. That’s something I’m willing to do 
because the tradeoff is being able to go to 
Target on a rainy Tuesday afternoon while 
no one is there and have some peaceful me 
time. I don’t mind working on the weekends 
because I get to choose when I work. We 
all need boundaries and it’s healthy to 
set them with clients. There is no special 
sauce to working in real estate. It’s a direct 
correlation of how hard you work. 

Q. How do you define success?
A. Sucess to me is meeting my personal goals 
for myself. Constantly proving to myself that 
I am capable of anything I set my mind to. It’s 
not a one thing goal for me like a boat or a 
penthouse. It’s more just continuing to follow 
my passions and hopefully that continues to 
bring me joy and lifelong memories. 

Q. What makes your business 
different from others?
A. I think the thing that makes my business 
the most different is me. I have no kids, I 
only do real estate full time. I offer great 
discounts for buyers and sellers. Its just me 
running to show. I don’t have a transaction 
coordinator and a front office and all of these 
hoops for people to jump through. 

Q. If you could change one thing in your 
industry right now, what would it be?
A. If I could change one thing it would be 
the bar to entry. There needs to be way 
more education and way more training. I 
also think there needs to be some sort if 
minimum production to keep your license 
Active. If you have had your license for 10 
years and only sold 2 houses you are going 
to be very uneducated about the updated 
forms, market conditions, federal changes. 
You have to be proactive about your 
education and keeping current. 

Q. What advice would you give to those considering real estate?
A. Seriously consider how much you are going to give this. How 
much are you willing to go out of your comfort zone? Meet 
strangers. Make a fool of yourself to get better. Cold call 100 
people to get 100 voicemails for 3 months straight. Try and try 
and try until something starts to stick. 

Q. Anything else you want to say with this platform?
A. Stop paying more than you have to and list with White Stag 
Realty. Listing Agent Fee’s As Low As 1%. 
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Schedule your inspection today!  |  317-815-9497  |  CSINSPECTION.COM
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Amenities from the Past

home inspection
By Phil Thornberry 1. Laundry Chute

Laundry chutes were a common feature in older 
homes, designed to conveniently transport dirty laun-
dry from upper floors to the basement or main level 
where the washing machine was typically located. 
Today, with the advent of compact and quieter wash-
ing machines, laundry rooms have moved upstairs. 
However, the convenience of a laundry chute could 
still be useful in multi-story homes.

2. Cisterns

Cisterns were used to collect and store rainwater 
for household use. With increasing awareness of 
water conservation, cisterns could make a come-
back. Rainwater collected in cisterns can be used for 
Irrigation, watering plants, washing cars, or flushing 
toilets, reducing the demand for treated tap water. 
In a regional emergency this water could be treated 
and used for drinking and cooking. Water is typically 
collected from downspouts.

3. Boilers

Older homes often used boilers for heating, which pro-
vided a more comfortable heat compared to forced air 
systems. Hot water is circulated through radiators and 
in or under floors making the house more comfortable 
in cold weather. If the boiler is sized for it, hot water 
loops can also be installed in outside walks and even 
driveways making snow shoveling a thing of the past. 
The boilers have a longer life than forced air units but 
up front installation is more expensive. For air condi-
tioning a separate ducted system is needed.

4. Root Cellars

Root cellars were used to store fruits, vegetables, 
and other produce, providing a cool and dark envi-
ronment that helped preserve food before refrig-
eration was common. Today, they could serve as a 
sustainable option for storing produce, especially for 
gardeners who grow their own fruits and vegetables. 
These could also be used as a storm shelter since a 
large percentage of newer homes are built on slabs. 
There are several of these units available that are 
designed to be installed underground in the yard and 
blend into the landscaping.

5. Dumbwaiters

Dumbwaiters are small freight elevators about the size 
of a dishwasher intended to carry objects rather than 
people. In homes, they are used to transport items 
up and down between floors. In today’s multi-story 

homes, a dumbwaiter could be used to easily move items 
like groceries, laundry, or other heavy objects between 
floors. They take up much less room than standard eleva-
tors and are much less expensive. I know some town-
home owners that would love to have one.

6. Whole House Fans

Whole house fans were widely used before air condition-
ing was affordable. They can make your home comfort-
able even when the outside temperature is 80+ degrees. 
And you’re breathing fresh outdoor air. They also cool 
down the attic which can extend roof life. Simply open 
windows or doors where you are in the house and turn 
on the fan. It will amaze you. These are readily available 
and installation in an existing home is reasonable. 

7. TV Antenna

You would be surprised how many TV channels you 
can receive from the new antennas available. While it 
is location specific, I was able to receive over 30 with 
most being good quality HD signals. These units can be 
installed inside and there are no monthly fees. 

All products mentioned in this article 

are available commercially. 

that Could Be Useful Today



Indy Real Producers • 2524 • June 2024 @realproducers realproducersmag.com

HEY!
WE'VE GOT ALL THE SWAG!

CHECK OUT
OUR GIFTS!

 Do you do branded items? 

Kristen Staback
Real Estate Marketing 

& Gi�ing Strategist

kristen@360branding.net

812.632.0228You Name It, We Can Brand It.

Drinkware • Pop-By Items • Stationery • Bags • Coolers • 

Stickers • Post-Its
 • Kitchenware

Banners • Tablecloths • Blankets • Pens

 Co�ee Mugs • Cups • Backpacks • Coasters

Speakers • Journals • Outdoor

Games • Apparel • N
iche Items

 Gis • Charging Items

& Accessories

..and more!
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Janet Giles has experienced the moun-
taintops and the deep valleys of real 
estate sales, and she has been on every 
level in between. One thing is quite 
apparent; she truly loves the deal. “I 
also love coming to the office, mento-
ring other agents, and working with 
past clients and now, third-generations 
in families. I would describe myself as 
interested in the entrepreneurial side of 
the business over ‘big bucks,’ and I find 
that I sell and mentor through the art of 
storytelling,” she postulates.

Janet was born and raised in the 
Indianapolis area, but her family moved 
very often. She would come home from 
school and see a sign in the yard. One 
move took them out of the state to 
Kentucky, but eventually, she convinced 
her family to stay in Speedway for the last 
few years of high school. All in all, she 
attended nine schools in five years from 
her fifth-grade year to her sophomore 
year. Her family’s moving experiences 
probably gifted her with understanding 
and compassion to those in transition and 
made her a better agent.

Giles was voted “most likely to succeed” 
after high school by her classmates when 
finishing a medical assistant course, but 
her first choice of the medical profession 
was not a great one. She hated it, and 
she pivoted by selling her typing skills 
at a law firm where she spent twenty 
years amassing a great knowledge of 
contracts and the laws surrounding legal 

transactions. This November, Janet 
will celebrate 50 years in real estate, 
and the journey has caused her to 
travel many different roads paved 
with many different surfaces.

Janet had a great mentor early on 
(Gloria Bulger), and after many 
years of success both in real estate 
and at the Ice Miller Law Firm, she 
became a part of Homeyeah.com. 
It was the precursor to the later 
Zillow. The agency started with 
FSBO’s by offering the owners an 
opportunity to sell their home them-
selves. If that did not work after 
thirty days, Janet converted the 
home to an MLS listing.

Giles sold over 220 million dollars in 
two years and helped to start a mort-
gage company and a title company. 
Though she was working 16–18-hour 
days, she was focused upon doing 
things the right way. After a couple of 
years, she became convinced that not 
everyone was on the same page, so 
she left the company. Unfortunately, 
five years later, a lawsuit was filed, 
and since Janet had some assets, the 
opposing legal team came after her. 
For the next several “silent years,” 
Janet worked to pay off judgments 
and legal battles – most of which she 
won except for the last one which had 
the most devastating effects upon her 
personally and professionally.
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I  LOVE THE DEAL!

Janet
Giles
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One of the most memorable 
events that Janet was con-
nected to came in the late 1970’s 
when Century 21 appeared on 
the real estate scene. “There 
were about a half-dozen inde-
pendent agencies that came 
together, and during the night, 
the signs in the yards of listings 
were replaced with C21 signs. 
The next day, there was a huge 
article in the Star Press – with 
pictures of people in gold 
jackets, and from that moment, 
things became a Century 21 
world,” she remembers.

Along the journey, Janet had 
some challenges personally as 
well. She met her first husband 
at the age of 18, and they later 
had a son, Clark, who is an 
attorney and Associate General 
Counsel and North American 

Privacy Officer for a large 
international company. Later she 
met Rick Schultz in 2010, and 
they were married in June 2022. 
Janet has experienced the effects 
of heart issues, and last year, she 
suffered the loss of her adopted 
daughter. She knows what it is 
like to care for aging parents, 
and she has dealt with the bro-
kenness that life here offers.

For Janet Giles, there are always 
lessons to learn. She notes that 
“there is always a tomorrow,” 
and that “no matter what hap-
pens, there is always another 
deal out there to be won.” She 
understands that providing solu-
tions for clients and agents is the 
key, and she describes it as “The 
Secret.” “If we visualize some-
thing, it will most likely happen, 
so make sure your gaze is good!”

Janet says that through her struggles, she 
is very happy that life has worked out, 
and the family that she has at work now is 
confirmation. One of her greatest and most 
fulfilling tasks is to leverage her experi-
ence and extensive knowledge to mentor 
new and existing agents. She longs for that 
opportunity to grow even larger, and she 
loves to see their success.

Giles explains that the best agents have 
a good circle of influence, and they are 
quick to move on things. Good agents 
are not greedy, think quickly, and thirst 
for the opportunity to solve problems to 
make for great deals. She explains that 
hesitation is not the friend of real estate 
professionals, and she says that the bet-
ter agents are open to being confident and 
really want to do what they do. She helps 
them develop these traits.

I would describe 
myself as 
interested in the 
entrepreneurial 
side of the 
business over 
‘big bucks,’ and 
I find that I sell 
and mentor 
through the art 
of storytelling.
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Send Out Cards

Whether you have invitations to send out, thank you cards
to write, or just want to send a card "just because", Polly
can help! Call today to discuss your options. (317) 496-0237

sendoutcards.com/greet

Stay Top of Mind with

POLLY HULSEMAN
Relationship Marketing

Have
a great

summer!
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TRADITIONAL
STEAM CLEANING

WANT 
EXCLUSIVE 

DEALS? 
Use Code 

MIBOR 
When 

Scheduling.

Uses About 95% Less Water 
Than Traditional Steam Cleaning!

Dries in About One Hour

Virtually No Risk of "Wick Back"

Portable, Sleek,
Energy-Efficient Equipment

Uses 40-60 Gallons of Water to Clean
a Standard Home

Dries in 12-24 Hours

Risk of "Wick Back"

Inconvenient Equipment
(Long Hoses, Noisy, Polluting Generators)

Capt�e
with photography and videography!

We also offer Matterport 3D Virtual Scans.

Your Listings From New Heights

Call Daniel Diaz today to schedule.

317-460-5172
danieltdiaz@upabovevideoservices.com
UpAboveVideoServices.com

VETERAN
OWNED

BUSINESS
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What Does That Really Mean?
Kristen Olsen (Women’s Council of Realtors, Indiana 2024 State President)

women’s council of realtors 

Today more than ever we are faced 
with the realization that even when 
we think and know we are doing the 
right thing, oftentimes others think we 
are not and don’t have their best inter-
ests in mind. You work hard to exer-
cise your due diligence, making sure to 
dot your I’s and cross your T’s only to 
find someone doesn’t think you made 
the right decisions on their behalf and 
took advantage of the situation. This 
in turn often leads to false rumors and 
innuendos and people make disparag-
ing remarks without any real cor-
roboration to back it up. What is the 
next step for you? You’re still think-
ing you “did the right thing” while 
starting to question if you really did?

 We are always conscious of the potential risk 
of fraud, lawsuits, fines and potential defa-
mation of character. Constantly looking over 
our shoulders. Worrying about someone not 
being completely satisfied with your work or 
maybe you. This is hard to comprehend when 
you try so very hard to always “do the right 
thing”? You lead with a “servant’s heart”, 
putting others’ needs before your own- making 
each individual’s growth and development, 
both personally and professionally, a priority.

 Is doing the right thing what makes the 
people happy or is it something completely 
different? Do we need to “do the right thing”? 
How do we know if that’s the correct path 
to take? Well we could look at transparency 
for instance, being true and honest that 

alone could be considered as “doing the right 
thing”. How can being transparent be con-
sidered as “doing the right thing” you ask? 
A few examples would be; Full disclosure 
of all pertinent facts, taking time to explain 
a contract, disclosing an affiliation or per-
sonal interest in a situation. Transparency 
alone is such a strong word and by being 
transparent you can alleviate doubt which 
intern leads some down a rabbit hole.

 Someone once told me at times you’ll need 
to step up and be a bigger person in life, 
although it was never explained to me why? 
I thought about it often after that person 
passed away. Over the years, I have learned 
through experience that sometimes while 
trying to do the right thing you have to be 

the bigger person, even though you might 
not agree with the other individuals view-
points, values, beliefs or decisions. There 
will be things in life that you may not like; 
or even feel like you don’t want to do but 
you have to adjust, compromise and adapt. 
When you do all of the wisdom you’ve 
learned makes complete sense. Being true 
to yourself and sticking to your values 
while leading others in the right direction 
is what “doing the write thing” is all about.

 Like tending to a garden, if you water it 
then it will grow but if you don’t water the 
garden, it will die. Doing the right thing is a 
choice not a requirement, taking that extra 
step could lead to a long lasting relationship 
that could blossom into something bigger.

Doing the
Right Thing
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P R O P E R T Y  I M P R O V E M E N T  S P E C I A L I S T S

We are inspection sheet repair experts and can 
complete 100% of the inspection report!

(317) 731-1000 OFFICE       (317) 339-2944 TEXT
ERIC@CREWHOMESPECIALISTS.com • CREWHOMESPECIALISTS.COM

Helping realtors to sell more houses!

Frank Is Into D.I .Y. . . .'De s t roy I t Yourse lf ! ’

I’ l l go ahe ad and 
ca l l Cre w Home 

Spec ia l is ts !

ERIC SCHNELLER

Whether you're looking to hire for a video project for 
Real Estate, an Event, a Product or Ad Content,

we can help! 

LET'S GET CREATIVE! Reach out to me today.
Josh@CreativeNativeFilms.com  //      CreativeNativeFilms.com

JOSH SMITH

Full-Service Title Company Covering all of Indiana

Call our team today!

Our team of professionals will guide your
client through a seamless closing process!
Our team of professionals will guide your

client through a seamless closing process!

317-969-5387317-969-5387

"The BEST IN MORGAN COUNTY" - Cheri
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DANIEL DIAZ DANIEL DIAZ DANIEL DIAZ
By Kelsey Ramsey

partner spotlight from up 
above videography servicesBEYOND THE LENS: 

THE AERIAL ARTISTRY OF DANIEL DIAZ

W
hen it comes to photography and 

videography, there are those who 

capture moments, and then there are 

those who elevate them to soaring heights. Meet 

Daniel Diaz, the visionary owner and “lead pilot” of 

Up Above Video Services, a maverick in the world 

of drone videography. Specializing in real estate 

and events, Diaz’s unique journey from the Marine 

Corps to mastering the skies above is as captivating 

as the footage he captures.

Daniel Diaz’s journey into the world of photography 
and videography was not just a career choice; it was a 
passion cultivated from his early days serving in the 
Marine Corps. “Photography has been a big part of my 
life for a long time,” Diaz reflects, reminiscing about 
his time in Japan, where he fell in love with capturing 
the essence of nature and Japanese culture through his 
lens. Joining the Marine Corps right after college, Diaz’s 
path led him to Okinawa, Japan, where he honed his 
skills while stationed there.

His experiences weren’t confined to military duties; Diaz 
seized opportunities to immerse himself in local commu-
nities, even providing humanitarian relief to orphanages 
during a deployment in the Philippines. These experi-
ences ignited his passion for storytelling through visuals, 
laying the foundation for his future endeavors.

The evolution of technology paved the way for Diaz’s 
foray into drone videography. Witnessing the potential 
of drones to capture the progression of project builds 
sparked his interest in utilizing them for his personal 
business. Diaz’s military background provided a 
unique perspective, allowing him to see beyond con-
ventional photography. As he notes, “Anyone could be 
a photographer, but I have a different skillset to offer 
to take listings to the next level.”

In 2023, Diaz founded Up Above Video Services, 
aptly named to tie his military experience to his 
entrepreneurial venture. With a keen eye for 
impromptu moments and a mastery of angles and 
light, Diaz’s aerial expertise sets him apart in the 
competitive world of videography.

For Diaz, success isn’t just about capturing stunning foot-
age; it’s about providing unparalleled service. Offering 
drone and 3D virtual tours as complimentary services, 
Diaz aims to elevate his clients above the rest. “I want to 
set my clients apart from others,” he asserts, emphasiz-
ing his commitment to exceeding expectations.
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What fuels Diaz’s passion for his 
craft? It’s the journey from hobby to 
artistry, from capturing moments on 
a cellphone to mastering advanced 
equipment. Reflecting on his most 
fulfilling moments, Diaz recounts the 
satisfaction of witnessing the evolu-
tion of a construction site through his 
photography, transforming dirt into a 
narrative of progress.

Beyond the skies and lenses, Diaz 
finds joy in his time at home with his 
daughter and dogs. Aryanna is deeply 
involved in cross country, competitive 
cheer, and AAU JR Fever basketball, 
and Sundays are reserved for quality 
father-daughter moments. His Marine 
Corps comrades remain close, gather-
ing annually for reunions, a testament 
to the bonds forged in service.

From his humble beginnings in the 
Marine Corps to pioneering the skies 
with Up Above Video Services, Diaz 

embodies the spirit of adventure and innovation. With com-
mitment to excellence and a passion for storytelling, Diaz 
continues to soar above and beyond, transforming moments 
into masterpieces, one frame at a time.

To set your listings apart and go above and beyond for your 
clients, contact Daniel Diaz at danieltdiaz@upabovevideoser-
vices.com. His services include listing photos, drone footage, 
and 3D virtual tours. 

I WANT TO SET MY CLIENTS APART FROM OTHERS.
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AIR • HEATING • PLUMBING • DRAINS

Cool
Call or text
to speak

with our experts!
317-721-1227

CallAllProIndy.com
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MR. COOK PART 1

home security
Patty Thornberry

I pull forward past his drive and get out. Soon, another 
woman, then another stop and get out. One of these 
women, who I will call Barb, lives in the neighborhood 
and knows the man. We approach him and ask if he 
needs help. He says yes because he just can’t get up. 
The neighbor wanted to lift him up, but I stopped her 
as I remembered the rule from my CPR training that 
says if the scene is safe, do not move the victim before 
you assess them. The rest of my training kicked in and I 
started asking questions to assess the situation.

I wanted to know what happened, what hurt, and for 
him to show me what he can and can’t move. I also asked 
him his name, Robert Cook but he goes by Bob. He tells 
me that he was mowing the yard and was cleaning the 
bottom of the mower to get the grass off (I see the table 
knife on the ground). He remembered kneeling down 
and then lost his balance and fell over. This was good to 
know he did not fall from a standing position.

Bob kept saying he just wanted help to get up, that 
he was fine, but we were concerned about his leg, so 
before we could help him get up, we needed to see 
that he could move his legs OK. I asked him if he could 
move his right leg, he did very proficiently, then asked 
him to move his left leg, he said yes and proceeded to 
grab his leg with both arms to move it. That is the leg 
that got caught under him when he fell or tipped over. 
My fear was Bob broke his hip.

Bob had a light jacket on, the kind you wear in the rain. 
When he lifted his left arm to move his leg, we noticed 
it was soaked in blood. We asked him if it would be ok if 
we took his jacket off, because permission is important 
when you have a victim that can speak for themselves. 
Once we removed his jacket, we could see his elbow was 
in bad shape. His fragile skin had been torn in the fall 
and it had rolled up his forearm and you could see his 
muscle and bone. The blood was unbelievable. 

By this time, a man across the street saw us and came 
over. When he saw Bob’s elbow, he ran home and got 
a kit to wrap it to stop the bleeding. With the bleeding 
stopped, Bob was adamant he wanted to get up so we 
found a lawn chair in his garage and safely moved him 
to it, telling him at if at any time he felt pain, we would 
stop. Despite his protest that he could stand, we deter-
mined that he should not put weight on his leg. 

We knew he needed medical attention and needed a 
family member involved. Barb asked Bob where his 
daughter’s number was. He was so deliberate with his 
instructions as to where her phone number was, go in 

the garage, open the door, go left, go around the dining 
room table, and on the floor, you will see her number. 
I sprinted in, following his instructions exactly and 
there it was. I called his daughter and was so thankful 
she answered (who answers strange numbers with 
all the robo calls?!). I gave her my name, told her the 
situation and that we needed her and an ambulance. 
She said she was 20 minutes away, teaching a class 
and would call an ambulance on her way. 

I looked Bob in the eye and told him his daughter 
is on her way to take care of him, you will be fine. I 
explained to Bob the questions the paramedics would 
ask him and he recited the answers promptly, high 
blood pressure medicine, born in 1931...I did the 
math and thought to myself this man is up at 9:00am 
mowing his lawn! I later found out his daughter paid 
for lawn service to mow it, but Bob would not have it. 
In that moment, the question hit me. How do we keep 
our aging parents, friends, and neighbors safe without 
taking away their independence?

Stay tuned for an update on Bob and the answers to 
that question in part 2 of this story.

I can’t stop thinking about what happened on the way to work yesterday. It was roughly 9:00 am 
and I was late and in a hurry to make up time. As luck would have it, I was waiting for traffic at the 

busy entrance of my neighborhood, and looked across the street at the house with the elderly man 
who meticulously maintains his yard. I notice him sitting at an awkward angle in his driveway, with 

his lawnmower tipped over. Something had happened. 
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Let’s Get You A Free Quote!
317.662.2741
ColemanAllied.com

W E  H E L P  M O V E  L I V E S  F O R W A R D :
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DO LESS; DO IT BEST

ALMOST 100 YEARS AGO, THE TERM “AMERICAN DREAM” WAS COINED IN A 
BEST-SELLING BOOK TITLED, “EPIC OF AMERICA.” MANY HAVE CONCLUDED 
THAT THE CONCEPT REFERS TO A LIFE THAT IS BETTER, MORE FULFILLING, AND 
ENRICHING THAN EXPECTED BUT ACCESSIBLE TO ALL WHO DESIRE TO PROVIDE 
THE STAMINA AND HARD WORK TO MAKE THE MOST OF THEIR OPPORTUNITIES. 

Sure, America, in the past, seemed to 
provide the opportunity for many to 
better themselves. It seems harder 
now, but many are still dreaming. 
Some have postulated that educa-
tion and property are two of the 
most prominent keys to this eagerly 
anticipated path, and Manzil Kohli is 
certainly a wonderful illustration of 
the art of leveraging these things to 
achieve what he calls the definition 
of success: quality of life.

Manzil was born in India, attended 
a Catholic school, completed his 
four-year bachelor’s degree in 
computer science and technol-
ogy, and then went on to earn his 
MBA. He launched his professional 
career with the comparable Ivy 
League company called IIT – think 
MIT only in India. He eventually 
ventured to America and took a 
job for a few years at IBM. Manzil 
moved to Indiana and was mar-
ried in 2009 to Payal Bhatia, who 
works as a Physical Therapist. 
Manzil picked up some serious 
skills in other positions as well 
during a stint at Price Waterhouse 
and KBMG, as a Senior Executive.

K O H L I
By Dr. Brian Ramsey
Photos by Kelly Klemmensen

cover story from vylla home
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The key to this time period is that Manzil lived 
fiscally conservative, and so upon arriving in 
Fishers, Indiana, he purchased his first home – a 
three-bedroom abode. Later, he bought eight 
more houses in the subdivision which propelled 
him into the world of real estate sales and invest-
ment. He earned his license in 2016 and then 
transitioned to full-time sales while enjoying 
the passive income from his earlier investment 
properties. Manzil attained a great portfolio and 
later added a team to “flip houses” too.

Today, Manzil Kohli is the team lead and owner 
of the local Vylla Brokerage – with 22 agents. 
Most of the team is bilingual, and they have 
a dynamic culture that is well suited for any 
buyer, including people from China, India, 
Pakistan, and other foreign lands. Adding to 
his entrepreneurial design, Manzil also owns a 
mortgage company and an investment manage-
ment company that oversees more than 570 
homes (called KPS). Kohli owns 41 houses him-
self, and he shows no signs of slowing down.

For Manzil, his motivation is to achieve a 
quality of life that keeps his focus on his family 
and personal goals. “I regret that in the early 
days of working for Corporate America, I was 
sometimes absent from my family, but I have 
corrected that. Now, I can do life my way, and 
we try to work eight months and spend 3-4 
months away. I do not think the opportunity to 
earn is about amassing materialistic gains but 
about providing the right kind of life for my 
family,” he expounds.

I DO NOT THINK 
THE OPPORTUNITY 
TO EARN IS 
ABOUT AMASSING 
MATERIALISTIC GAINS  
BUT ABOUT 
PROVIDING THE 
RIGHT KIND OF LIFE 
FOR MY FAMILY.
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Someday, people will try to 
remember Manzil’s efforts 
and accomplishments; he 
trusts that they will talk about 
the fact that he was a wealth 
builder. He wants to be the 
guy who mentored others to 
do the same and provided well 
for the next generations of his 
extended family. Manzil might 
make this process look too 
easy, but he distinctly remem-
bers coming to this area with 
no sphere, little understanding 
of the real estate world and no 
safety net. He operates from 
the mantra that whatever 
you try to make happen, “Do 
less and Do it as your best.” 
He also adds the idea that we 
should never do anything for 
free either. “I try not to be the 
jack of all trades, but as I focus 
on the right activities, I can 
master my trade with passion, 
perfection, and a niche; then 
the money will automatically 
follow,” he says.

Manzil does not have a crystal 
ball, but he thinks that current 
market events and indicators 
may suggest that real estate 
sales could become much 
more difficult and elusive. He 
is poised to grow his property 
management company and home 
flipping/renovation businesses 
exponentially. Inflation will 
continue to take a toll, and 
he projects that there will be 
many more foreclosures, people 
transitioning, and difficult 
times. Still, he hopes to seize the 
opportunity to expand his hold-
ings, and he wants to forge into 
new territory: land development.

One thing is for sure, Manzil 
will find a way to accomplish 
his goals by working smarter 
and doing his best!

DO LESS AND DO IT AS YOUR BEST.
I TRY NOT TO BE THE JACK OF ALL 
TRADES, BUT AS I FOCUS ON THE 
RIGHT ACTIVITIES, I CAN MASTER MY 
TRADE WITH PASSION, PERFECTION, 
AND A NICHE; THEN THE MONEY WILL 
AUTOMATICALLY FOLLOW.
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ROCKIN' LOANS:
WHERE MUSIC

MEETS
MORTGAGES!

We Are The House Band
Approvals In-House, Underwriting 

In-House, Closing Department In-House

Closing Loans > Strumming Strings
Loan programs are like guitar 

chords...we play them all!

While the love for music runs deep, there's something even more 
satisfying—closing loans! Brad thrives on the excitement of sealing the deal in the 

world of real estate finance. Because there's nothing quite like the feeling of 
helping your buyers find their perfect home.

Ready to jam? Contact us today and let's rock your way to homeownership!
1 Hour Pre-Approvals 7 Days a Week • Close On Time Guarantee

BRAD NICCUM
OWNER, BANKER >> NMLS# 1642106

317-538-9825
Brad@NCLLending.com  |  www.BradNiccum.com

NMLS #139952

1-800-662-2080
AARDVARKINSPECT.COM

Make aSplash
THIS SUMMER WITH CONFIDENCE!

Mention this ad
to jump into

savings and receive

$50 OFF! 
Don't miss out on

this refreshing o�er!

Schedule a pool inspection with
your next home inspection.
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MASTERCLASS RECAP — 

FROM WELFARE TO MILLIONAIRE

APRIL 2024

By Marcy Fox, Fox and Company Real Estate,  
C21 Scheetz, mfox@c21scheetz.com, 317.588.0122
Photos by RC Fine Pix

wealth. He reminded us that building 
wealth doesn’t start with spending. 

Stephanie Evelo of Keller Williams 

Evelo Team wrapped it up with 

a few key reminders: 

1. Do the things now that will pay off later. 
2. Identify the aching goal in your 

gut and determine the fear that 
you need to overcome it. 

3. The fear of loss is greater 
than the fear of gain. 

4. Be faithful to whatever God is 
putting on your heart and mind. 

“For I know the plans I have for you” 
declares the LORD, “plans to prosper 
you and not harm you, plans to give you 
hope and a future.” - Jeremiah 29:11.

Let’s make 2024 the year of more! 

Many stayed for more conversation 
over lunch at Parks Place Pub.

Please plan to attend each MasterClass 
which meets at the same place every 
month on the second Thursday. 
As they say at Parks Place Pub – 
your friends are already here!

Scan the QR code 

to sign up for the 

next Masterclass! 

Masterclass Indy continues to 
give us a wealth of knowledge 
every month and the April panel 
was right on point with Austin 
Cheviron with Cheviron Coaching. 

Are we living in a scarcity 
mindset? Or can we find full-
ness in all the positive?

This industry will allow us to 
sit back and rot, but instead we 
should all choose to rise. Frankly 
speaking, we are the only factor 
that gets in the way of our own 
business. It’s all about mindset.

Doing the things that are hard can 
help make life seem easy and having a 
goal or mission that aligns with what 
we want out of life is the key. Austin 
encouraged us that in order to do that, 
we must make systems that work for us 
and serve in alignment with our goals.

The key takeaway here was 
that our budget needs to sup-
port where we want to go. 

Austin’s “Wealth Machine” can help 
keep us on track when we prioritize 
our spending and take the seeds out 
of our commission checks to build 
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@DrJordanBurns

www.drjordanburns.com
#AligningSpinesAndMinds

Dr. Jordan Burns

CHIROPRACTIC | CUPPING | DECOMPRESSION

FIRST VISIT ONLY $99

BOOK YOUR APPOINTMENT
WITH DR. JORDAN BURNS!

I will crack you up!
Indy's Favorite Chiropractor

We created key words to describe the 
various qualities of these greats and fit 
them under one of the words in our title: 
REAL. In their own words, here is the 
secret sauce to their success. 

MIKE DECK, BERKSHIRE HATHAWAY 

HOMESERVICES INDIANA REALTY:

· Relationships. That is what this business 
is all about and always will be. 

· Resourcefulness. Never has there been a time in my 
30 years that agents have been more valuable and 
to be successful, have had to be more resourceful. 

· Responsibility. Lastly, we still have a responsibility 
in this market to be fair to our fellow agents as 
well as protect our clients the best we can. 

MATT MCLAUGHLIN, MATT 

MCLAUGHLIN & ASSOCIATES:

· Empathy. IIt is important to know how others 
are feeling during this process, and putting 
yourself in their shoes is step one. 

· Elevating: Once you know your mission, it 
is our job to elevate the buyer to a place 
that will make them as happy and excited 
about their purchase as possible. 

· Ethics. I don’t need to say much. DO the 
right things. Do what you say you will do, be 
honest, and think of others and not yourself.

DICK RICHWINE, BERKSHIRE HATHAWAY 

HOMESERVICES INDIANA REALTY:

· Attitude. Have an attitude of giving. If you always 
try to give more than you expect to get back, a 
lot of clients’ doors will naturally open to you.

· Accommodation. More clients will want to work 
with you if you are accommodating by blending 
your schedule and priorities in line with theirs.

· Authenticity. When clients believe that you truly are 
a giver and are extremely accommodating, they will 
typically welcome the opportunity to work with you.

· Lifestyle I find a lot 
of opportunities to 
blend work and fun, 
because I’m friendly with 
my clients.I also find 
intentional time to get 
away a few times a year. 

· Learning Staying open to 
learning and not getting 

caught in the trap of “the way 
things have always been” has 
been a big part of my success. 

· Loyalty Trust and caring are 
ingredients that lead you to be 
loyal. That’s the kind of loyalty 
I want to cultivate. Not just a 
“use my real estate services 
again and again” type of loyalty.

BIF WARD, BIF WARD REAL ESTATE GROUP:

cover rewind

The $100 Million Group
Mike Deck, Matt McLaughlin, Dick Richwine and Bif Ward
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(317) 449-ROOF • UltraDryRoofing.com
Serving Indianapolis & Surrounding Areas

TOP-RATED
ROOFING COMPANY IN INDY

Great communication between myself, the owners, and my insurance company.
Job completed as promised, and with excellent workmanship. The owner came out to 

check on the work, and to make sure we were kept informed throughout the job. 
Wouldn’t hesitate to use them again. - Brad, Google Review

• Residential Roof Replacement
• Insurance Roof Replacement
• Residential Repairs
• Inspections & Consultations 

GET A FREE ROOFING INSPECTION TODAY!
FREE ESTIMATES!
*QR code linked to https://customer.service.workwave.com/online-booking/wizard?accessToken=d993f6dd-af5b-4765-a406-8c7c8dce3d03

with text: 

(317) 783-2390 • BechtPride.com
*FB Logo* /BechtPride *Twitter Logo* @BechtPrideClean

"" FROM HANDYMAN
SERVICES TO MAJOR
REMODEL PROJECTS,
BECHT PRIDE WILL GET
THE JOB DONE!
• Home Repairs
• Remodeling/Construction
• Painting
• Power Washing & Window
  Cleaning

(317) 783-2390 • BechtPride.com       BechtPride       @BechtPrideClean

We take pride in
    everything we do!“ “

FREE ESTIMATES!

B O O K  T O D A Y !
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WE HAVE THE ANSWERS TO

YOUR QUESTIONS

FAQFAQ
Q. Who receives this magazine?

A: The top 500 real estate agents 
based on last year’s volume. It takes 
10.3million in sold volume to be in 
this select group of REALTORS®.

Q. Do real estate agents have to 

pay for magazines or events?

A: NO! The magazine and the events 
are FREE to the agents and paid for 
by the partners who advertise.

Q. When are the events?

A: We typically have one event per 
quarter. These are mostly social 
events where we give out food and 
prizes and celebrate the success of 
those who have been featured. 

Q. How do I become a 

partner of the magazine?

A: Contact Remington Ramsey or 
someone on the Indy Real Producers 
Magazine team to discuss becoming a 
partner. Partners have access to the 

top agents via events, the monthly 
magazine, and social media. 

Q. How do I advertise?

A: We have options for advertising in 
our partnership agreements. All of 
our partners are personally vetted by 
the Indy Real Producers team. Email 
indyteam@realproducersmag.com to 
learn more. 

Q. Can I nominate someone or be 

nominated for a featured article?

A: YES! - Reach out via email 
for us to send you a form.

Q. How did this magazine start?

A: Real Producers is a local magazine 
currently found in over 120 markets 
nationwide. It started in Indianapolis 
as a concept to highlight top-
producing agents regardless of brand 
and connect them to the best vendors 
in town. Follow us on social media 
and reach out to find out how you 
can become a part of the platform. 



Indy Real Producers • 6362 • June 2024 @realproducers realproducersmag.com

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

1 Mike Deck 26 7 40 $40,121,290 

2 Mike Scheetz 84 0 84 $37,117,433 

3 Matt McLaughlin 38 2 42 $33,670,896 

4 Justin Steill 34 1 36 $25,164,637 

5 Lindsey Smalling 69 5 79 $23,216,266 

6 Kevin Hudson 32 15 62 $22,282,662 

7 Carrie Holle 35 1 37 $20,652,478 

8 Allen Williams 37 2 41 $18,969,796 

9 Michelle Chandler 35 11 57 $18,715,296 

10 Eric Forney 53 0 53 $18,383,045 

11 Erika Frantz 44 0 44 $18,095,305 

12 Alex Montagano 50 3 56 $17,259,800 

13 Bif Ward 15 1 17 $17,053,450 

14 Chandra Sekhar Alokam 42 0 42 $16,407,945 

15 Stephen Clark 34 1 36 $16,046,728 

16 Jamie Boer 24 3 30 $15,878,265 

17 Mike Feldman 20 4 28 $15,255,750 

18 Russell Harmeyer 0 3 6 $14,481,240 

19 Stephanie Evelo 46 0 46 $14,474,129 

20 Eric Wolfe 47 11 69 $14,420,483 

21 Robbin Edwards 16 0 16 $13,526,800 

22 Kelly Dather 28 1 30 $13,509,995 

23 Steve Lew 39 6 51 $13,158,200 

24 David Brenton 34 4 42 $13,123,267 

25 Jennil Salazar 8 3 14 $12,688,900 

26 Chris Schulhof 12 3 18 $12,568,500 

27 Mark Linder 16 0 16 $12,561,824 

28 Christi Coffey 11 3 17 $12,089,980 

29 Shannon Gilbert 30 0 30 $11,943,665 

30 Amber Greene 11 9 29 $11,855,016 

31 Jerrod Klein 31 0 31 $11,814,225 

32 Timeko Whitaker 23 1 25 $11,204,799 

33 Laura Heigl 10 0 10 $11,037,527 

Teams and Individuals   January 1, 2024 to April 30, 2024.

TOP 200 STANDINGS

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

34 Lora Reynolds 40 1 42 $10,818,000 

35 James Robinson 17 2 21 $10,575,400 

36 Staci Woods 23 1 25 $10,318,599 

37 Summer Hudson 36 0 36 $10,301,500 

38 Denis O'Brien 35 2 39 $10,264,250 

39 Laura Turner 24 0 24 $10,258,019 

40 Scott Chain 35 3 41 $10,178,480 

41 Meighan Wise 14 1 16 $10,169,990 

42 Jennifer Shopp 23 0 23 $10,157,771 

43 Kristian Gaynor 15 0 15 $9,844,205 

44 Chad Hess 25 10 45 $9,743,938 

45 Brian Sanders 14 0 14 $9,703,000 

46 Brigette Nolting 20 2 24 $9,673,800 

47 Luis Coronel 56 3 62 $9,614,400 

48 Mamadou Gueye 23 1 25 $9,534,095 

49 Lisa Graham 3 0 3 $9,259,360 

50 Leigh Burchyett 18 2 22 $9,107,515 

Disclaimer:  Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not 
included. MLS is not responsible for submitting this data. Some teams may report each agent individually. Indy Real Producers does not 
alter or compile this data, nor claim responsibility for the stats reported to/by MLS. Data is based off of Mibor counties.
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Jordan Reichmann
Branch Manager/SVP

NMLS# 1383159
317.345.1717

jreichmann@1hallmark.com
mortgageswithjordan.com

Hallmark Home Mortgage, LLC NMLS# 53441. This is an advertisement and not a commitment to lend. All loans are subject to credit, underwriting, and property approval 
guidelines. For further information on Hallmark’s Company and Mortgage Loan Originator’s licensing visit http://www.nmlsconsumeraccess.org/.

Hallmark Home Mortgage, LLC NMLS# 53441. This is an advertisement and not a commitment to lend. All loans are subject to credit, underwriting, and property approval 
guidelines. For further information on Hallmark’s Company and Mortgage Loan Originator’s licensing visit http://www.nmlsconsumeraccess.org/.

Jordan Reichmann
Branch Manager/SVP

NMLS# 1383159
317.345.1717

jreichmann@1hallmark.com
mortgageswithjordan.com

Hallmark Home Mortgage, LLC NMLS# 53441. This is an advertisement and not a commitment to lend. All loans are subject to credit, underwriting, and property approval 
guidelines. For further information on Hallmark’s Company and Mortgage Loan Originator’s licensing visit http://www.nmlsconsumeraccess.org/.

Hallmark Home Mortgage, LLC NMLS# 53441. This is an advertisement and not a commitment to lend. All loans are subject to credit, underwriting, and property approval 
guidelines. For further information on Hallmark’s Company and Mortgage Loan Originator’s licensing visit http://www.nmlsconsumeraccess.org/.

REACH OUT TO ME TODAY!

Splash INTO A
Great Mortgage Experience!

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

51 Christopher Fahy 18 1 20 $8,921,461 

52 Jenny Lauck 26 0 26 $8,812,427 

53 Laura Waters 23 2 27 $8,792,900 

54 Sena Taylor 24 0 24 $8,641,995 

55 Tim O'Connor 19 0 19 $8,493,100 

56 Jared Cowan 15 3 21 $8,442,150 

57 Troy Dixon 23 0 23 $8,348,145 

58 Drew Wyant 26 2 30 $8,250,856 

59 Devon Shaw 40 0 40 $8,207,000 

60 Jeffrey Cummings 23 1 25 $8,099,895 

61 Scott Smith 37 1 39 $8,049,200 

62 Kevin Elson 19 3 25 $7,925,750 

63 Bina Ahluwalia 14 2 18 $7,827,522 

64 Andre Grimes 29 0 29 $7,800,625 

65 Mary Wernke 7 0 7 $7,790,000 

66 Chris Harcourt 19 6 31 $7,742,150 

67 Patrick Tumbarello 17 0 17 $7,734,899 

Disclaimer:  Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data. Some teams may report each agent individually. Indy Real Producers does not alter or compile this data, nor claim 
responsibility for the stats reported to/by MLS. Data is based off of Mibor counties.

TOP 200 STANDINGS

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

68 Jason O'Neil 7 1 9 $7,713,009 

69 Elizabeth Marks-Strauss 11 2 15 $7,658,754 

70 Kristie Smith 7 2 11 $7,631,770 

71 Michael Johnson 13 0 13 $7,568,820 

72 Rachel Patterson 13 0 13 $7,532,430 

73 Mark Dudley 27 5 37 $7,531,770 

74 Sean Daniels 22 0 22 $7,526,900 

75 Donald Wilder 16 1 18 $7,445,230 

76 Carl Vargas 16 0 16 $7,428,300 

77 Alexis Alvey 10 0 10 $7,405,400 

78 Garrett Brooks 28 0 28 $7,384,403 

79 Kyle Williams 14 0 14 $7,366,900 

80 Steven Rupp 19 0 19 $7,330,165 

81 Craig McLaurin 21 0 21 $7,326,215 

82 Gregory Leugers 6 4 14 $7,323,950 

83 Steve Silver 19 6 31 $7,243,145 

84 James Smock 24 0 24 $7,217,434 

85 Jeffrey Paxson 24 0 24 $7,212,550 

86 Molly Hadley 17 1 19 $7,164,200 

87 Jennifer Turner 17 2 21 $7,053,550 

88 Tracy Wright 4 2 8 $6,999,999 

89 Peter Stewart 32 3 38 $6,984,100 

90 Jeremy Sandlin 26 1 28 $6,972,800 

91 Ryan Orr 34 1 36 $6,965,250 

92 Traci Garontakos 5 2 9 $6,931,000 

93 Patrick Watkins 20 0 20 $6,844,245 

94 Stevee Clifton 8 2 12 $6,840,000 

95 Basim Najeeb 22 1 24 $6,788,000 

96 Jennifer Brammer 10 0 10 $6,763,500 

97 Joel Mathews 12 4 20 $6,741,600 

98 Susan Falck-Neal 13 3 19 $6,738,937 

99 Chris Price 30 1 32 $6,721,705 

100 Patrick Keller 21 0 21 $6,692,289 

Teams and Individuals   January 1, 2024 to April 30, 2024.
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 (317) 640-7257 | 360TourDesigns.com/Central-Indiana | susie@360tourdesigns.com 

REAL ESTATE 
MEDIA AND 
MARKETING 

KITS

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

101 Stephanie Scott 2 3 8 $6,619,000 

102 Corina Jones 18 2 22 $6,534,103 

103 Jennifer Goodspeed 13 0 13 $6,524,300 

104 Manzil Kohli 17 0 17 $6,523,385 

105 Joseph Wootan 20 0 20 $6,455,300 

106 Diane Brooks 17 0 17 $6,444,752 

107 Allison Steck 4 1 6 $6,443,000 

108 Jason Hess 23 0 23 $6,404,000 

109 Matthew Meyers 9 1 11 $6,372,265 

110 Eli Skinner 23 0 23 $6,331,300 

111 Carrie Abfall 8 2 12 $6,305,430 

112 Matthew Reffeitt 19 0 19 $6,289,000 

113 Heather Upton 22 2 26 $6,265,685 

114 Sai Lakshmana Vankayala 18 2 22 $6,250,190 

115 Dody Mariscotti 15 1 17 $6,212,900 

116 Angela McComiskey 14 0 14 $6,189,500 

117 Jacilynn Ferris 24 0 24 $6,183,800 

Disclaimer:  Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data. Some teams may report each agent individually. Indy Real Producers does not alter or compile this data, nor claim 
responsibility for the stats reported to/by MLS. Data is based off of Mibor counties.

TOP 200 STANDINGS

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

118 Ross Graham 25 0 25 $6,154,900 

119 Dean Glascock 8 3 14 $6,122,000 

120 Fred Nelson 8 2 12 $6,106,000 

121 Julie Preston 17 0 17 $6,085,800 

122 Terry Young 53 0 53 $6,062,777 

123 Brian Wignall 12 0 12 $6,041,609 

124 Derek Gutting 10 1 12 $5,901,300 

125 Patrick Daves 20 0 20 $5,897,300 

126 Jeneene West 22 1 24 $5,891,026 

127 David Baird 4 2 8 $5,825,918 

128 Ann Williams 9 0 9 $5,784,331 

129 Tina Smith 6 0 6 $5,784,000 

130 Lisa Kercheval Aerne 12 0 12 $5,770,353 

131 Amy Spillman 16 0 16 $5,751,780 

132 James Embry 18 0 18 $5,701,720 

133 Phyllis Gillingham 10 1 12 $5,694,497 

134 Matthew Kressley 9 0 9 $5,688,500 

135 Rochelle Perkins 21 1 23 $5,686,150 

136 Michael Price 22 0 22 $5,670,400 

137 Argenita Miller 3 0 3 $5,600,000 

138 Dawn Whalen 20 0 20 $5,591,855 

139 James Talhelm 15 1 17 $5,561,000 

140 Nicole Yunker 17 0 17 $5,556,845 

141 Danielle Robinson 15 0 15 $5,554,320 

142 Maher Batarseh 13 1 15 $5,549,692 

143 David Charles 15 2 19 $5,537,500 

144 Christine Williams 5 1 7 $5,519,674 

145 Sarah Sanders 17 2 21 $5,499,850 

146 Todd Cook 20 0 20 $5,499,500 

147 Arjun Dhital 15 1 17 $5,493,900 

148 Kristin Glassburn 13 0 13 $5,424,000 

149 Zeida Suljkanovic 17 0 17 $5,420,255 

150 Michael Lyons 13 0 13 $5,416,714 

Teams and Individuals   January 1, 2024 to April 30, 2024.
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Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

151 Michael Fox 7 0 7 $5,394,500 

152 Chanda Johnson 14 0 14 $5,372,900 

153 Andrea Ratcliff 12 0 12 $5,323,450 

154 Matt King 6 0 6 $5,308,501 

155 Chukwudi Ikechukwu 13 2 17 $5,307,342 

156 Erica Shupert 17 0 17 $5,294,225 

157 Wendy Zin 17 0 17 $5,292,645 

158 Max Moore 15 2 19 $5,284,065 

159 Christy Cutsinger 11 0 11 $5,277,000 

160 Ellen Orzeske 11 0 11 $5,249,450 

161 Jordan Logan 5 0 5 $5,240,091 

162 Jennifer Marlow 14 1 16 $5,238,100 

163 Lindsay Sears 9 1 11 $5,221,540 

164 Philip Aaron 2 1 4 $5,174,900 

165 Blake Cardenas 18 0 18 $5,163,958 

166 Kirby South 1 0 1 $5,100,000 

167 Val Hooton 8 0 8 $5,098,400 

TOP 200 STANDINGS

Disclaimer:  Information is pulled directly from MLS. New construction or numbers not reported to MLS within the date range listed are not included. MLS is 
not responsible for submitting this data. Some teams may report each agent individually. Indy Real Producers does not alter or compile this data, nor claim 
responsibility for the stats reported to/by MLS. Data is based off of Mibor counties.

Rank Agent Name # Units Sold 

- 1 Side

# Units Sold 

- 2 Sides

Total # Tran. 

Sides

Total Tran. 

Vol

168 Mary Boustani 7 1 9 $5,077,740 

169 Jodi Gandy 20 0 20 $5,068,666 

170 Timothy McCulloch 1 10 21 $5,040,500 

171 Scott Lindsay 8 2 12 $5,036,691 

172 Christopher McGuire 15 0 15 $5,022,700 

173 Dan Huber 10 1 12 $5,015,000 

174 John Long 10 0 10 $4,971,000 

175 Natalie Clayton 12 0 12 $4,939,500 

176 Julie Schnepp 16 1 18 $4,936,588 

177 Donna Tewmey 9 5 19 $4,911,500 

178 Katy Zirkelbach 14 0 14 $4,899,025 

179 Lisa Stokes 14 1 16 $4,883,100 

180 Cynthia Yosha-Snyder 9 1 11 $4,881,500 

181 Renee Peek 10 0 10 $4,872,227 

182 Lisa Batts 9 1 11 $4,871,300 

183 Michelle West 19 0 19 $4,848,157 

184 Angelica Brewer 15 0 15 $4,833,190 

185 Katrina Matheis 17 1 19 $4,832,565 

186 Greg Morrison 9 0 9 $4,831,400 

187 Preeti Kaur 11 3 17 $4,831,183 

188 Derek Manis 10 2 14 $4,826,531 

189 Bryan Arnold 13 0 13 $4,820,900 

190 Nathaniel VanPelt 13 0 13 $4,793,000 

191 Clay Burris 11 1 13 $4,786,400 

192 Shelly Walters 7 1 9 $4,780,820 

193 Todd Ferris 9 0 9 $4,700,317 

194 Kelly Todd 7 0 7 $4,691,600 

195 Benjamin Jones 8 0 8 $4,654,593 

196 Joe Everhart 12 0 12 $4,646,025 

197 Drew Schroeder 9 0 9 $4,640,464 

198 Ryan Radecki 13 0 13 $4,628,474 

199 Jane Wells 6 0 6 $4,623,998 

200 Brian Heaney 16 0 16 $4,616,625 

Teams and Individuals   January 1, 2024 to April 30, 2024.
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susanyeleyhomes.com

Photo by: Eric Rudd

Residential Interiors

Architecture & Decor

125+ 5-Star Reviews      Lowest Prices

Speedy Service     Recycle & Donate

indytrashguy.com

Save This
Number NOW!

Call Your RELIABLE & LOCAL
Junk Removal Expert!

Indy Trash Guy
JASON

317-533-9541

VETERAN OWNED
BUSINESS




