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(= PREMIERBANK

EXPECT MORE

CHANGE THE WAY YOUR CLIENTS DO MORTGAGE!
A Full-Service Bank with In-House Financing

Specialty Loan Options Available!
Bridge Loans | Low Down Payment Loans
Mortgages for Self-Employed Clients & More!

BRIAN HART

Mortgage Manager | NMLS #494732
bhart@premierbankne.com
C: (319) 538-8968

CHRIS ELLIS

Mortgage Financing | NMLS #1482248
cellis@premierbankne.com
C: (402) 641-0906

PremierBankNE.com
Member

=) 16802 Burke St.
LENDER Omaha, NE 68118 FDIC
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S ELEVATEWOURILISTING'TODAY!
"Sam the Concrete Man was very professional, easy to communicate with, timely,
and the price was fair! | would highly recommend them!" - STACEY PENROD

RESIDENTIAL
CONCRETE
SERVICES

sy e Patios
ey ¢ Driveways
| e Walkways =
e Much More... 3 ; o e

Book Now

for Summer f“ ‘
2024!

| Call for a free estimate and

ask about our specials! et roas 7 THE CONCRETE MAN

4 o z [ 2 6 5 [ o 0 4 4 DRIVEWAYS . PATIOS . WALKWAYS

® aksarben.samtheconcreteman.com




Ve Soutrey o [rret & Uutes
Y wtrronsy Slasly Viese!

Botox

Facials

Wellness Injections

Laser Hair Removal

Pelvic Floor Strengthening
Customized Weight Loss Programs
Hormone Replacement & Much More!

HarmonyMedSpa.net

6750 Mercy Rd, Suite 4, Omaha

TOOLS YOU DIDN'T KNOW

YOU NEEDED

——

51 SIMPLENEXUS £> TotalExpert
Mobile co-branded app
You will have the ability to monitor
the loan status.
You will have the ability to see who
has applied or sent documentation.
You will have the ability to share a
cobranded application link to the
borrower to complete an application Create your own lead capture sign-in
and get pre-qualified with me. forms for your open houses and
Every potential borrower will see your events.
logo and headshot - keeping buyers Contact management.

tied to you!
FREE FREE

© homebot |

Empowers customers to build wealth through homeownership.
An easy way to stay connected with your past clients and prospects.
A personalized monthly email that helps homeowners make educated
home wealth decisions about their investment.
Branded to you so that you stay top of mind.
They can track their current home value, understand their equity
position, calculate the trade-up potential, and so much more.

As a preferred Realtor Partner you will
have access to:

Create professional-quality Single
Property Sites in less than 10 minutes
using your MLS#.

Open House and program flyers.

$25 per month with a one time set up fee of $50.

SCAN HERE

TO START CO-BRANDING
ON SIMPLENEXUS NOW!

EMILY ZACH

Residential Mortgage Loan Originator

402.403.3213

ezach@peoplesmortgage.com

MORTGAGE COMPANY

ZBPeoples 7.z,

17330 WRIGHT ST. SUITE 200, OMAHA, NE 68130

pany, A DBA of
g informalon,




JAFFERY INSURANCE -

& FINANCIAL SERVICES
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Part 1 Leads

PROTECTING YOUR MOST VALUABLE ASSETS:
Cover photo courtesy of Natalie Jensen Photography. H O M E I A U T O I L I F E

If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at Stacey.Penrod@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 Omaha Real Producers magazine are not endorsed or recommended by The N2 ‘ CY RUS JAFFE RY BOBBY JAFFERY
' #:ii

Company or the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
FOUNDER & CEO VP OF SALES

i '?‘-'{ CYRUS@TEAMCYRUS.COM BOBBY@JAFFERYINSURANCE.COM

402.213.9890 402.718.5206

JAFFERYINSURANCE.COM
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AUTO DETAILING
Owner’s Pride

(402) 715-9749
ownersprideclub.com

CARPET/FLOORING
Floor Source

(402) 590-2626
floorsourceomaha.com

CHARCUTERIE BOARDS
& GRAZING TABLES

Graze Craze

(531) 999-1293
grazecraze.com/
omaha-ne-midtowncrossing

CLOSETS & STORAGE
The Closet Factory
(402) 697-3600
closetfactory.com

4
Let Me Find Your Family the
Perfect Healthcare Solution

THOUSANDS OF INSURANCE PLANS,
NATIONALLY RECOGNIZED BRANDS.
*

JON JACOBI, LUTCEF, FSS
LICENSED INSURANCE CONSULTANT

Jonathan.Jacobi@HealthMarkets.com

HealthMarkets Insurance Agency, Inc. is licensed in all
Service and product availability varies. Agents may bi
compensated based o

COMMERCIAL &
RESIDENTIAL CLEANING
Cano Complete Cleaning
(402) 706-9345
canocompletecleaning.com

CONCRETE SERVICES
Sam the Concrete Man
(402) 265-0044
aksarben.samthe
concreteman.com

CUSTOM CABINETS
Cabinet Design Studio
(531) 301-9550
cabinetsomaha.com

ESTATE SALES/
ONLINE AUCTIONS
Twist of Fate Estate Sales

(402) 510-8509
twistoffateestatesales.com

t All...

e rRets

HEALTH INSURANCE

“- !

402.517.0732

nrollment. No obligat
©2021 Healﬁlarkels 4BE4H|MII!1
I

them for supporting the REALTOR® community!

ESTATE/CLEANOUT
COMPANY

Forever Yesterday Exchange
(402) 281-4679
foreveryesterday
exchange.com

EXERCISE/FITNESS
The Exercise Coach
(402) 875-6596
exercisecoach.com

GENERAL CONTRACTOR
Streamline Services

(402) 690-6154
streamline370.com

HEALTH & WELLNESS
Elevate

(402) 250-3388
elevatestudios.com

Harmony Med Spa
(402) 915-6659
harmonymedspa.net

HOME STAGING
Rearranged for Change
(402) 981-3509
rearrangedforchange.com

HVAC

Haines Climate Control
(402) 981-4131
hainesclimatecontrol.com

Skradski Heating & Cooling
(402) 333-2928
heatomaha.com

INSURANCE

American Family Insurance
Terri Scholting

(402) 234-2504
tscholtingagency.com

First Priority Insurance
(402) 218-1069
firstpriorityinsure.com

My Insurance
(402) 991-6688
myinsuranceomaha.com

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

SWAGG Insurance
(402) 592-0900
swagginsurance.com

INSURANCE/FINANCIAL
SERVICES

Jaffery Insurance &
Financial Services

(402) 213-9890
jafferyinsurance.com

MORTGAGE LENDING
Barrett Financial Group
(402) 316-8176
Lizschreiber.com

Charter West Bank &
Mortgage Center
Francisco Serrano
(402) 339-2700
charterwest.com

CMG Home Loans
(402) 871-8128
cmghomeloans.com

Core Bank
(402) 898-3328
corebank.com

CrossCountry Mortgage
(402) 541-7023

(402) 319-5529
www.ccm.com

Gershman Mortgage
Kim Lopez
(402) 320-9015

Guaranteed Rate
Misty Hemphill-Wilson
(402) 708-0976
www.rate.com

i3 Bank
(402) 238-2245
i3bank.com

Northwest Bank
(402) 334-0300
bank-northwest.com

Peoples Mortgage

Emily Zach

(402) 403-3213
ezach.loans.peoplesmortgage.
com

Premier Bank
(402) 715-4691
PremierBankNE.com

Results Mortgage
(402) 542-5825
cindykinsler.com

U.S. Bank
Brittany Green
(402) 289-9021
USBank.com

Wilhelm Mortgage
(402) 210-8352
jeremywilhelm.com

MOVING COMPANY
10 Men Movers
(402) 860-2774
10menmovers.org

Firefighters on the Move
(402) 850-0145
firefightersonthemove.com

PEST CONTROL
Lien Termite & Pest
(402) 397-8884
lienpestcontrol.com

PHOTOGRAPHY

Natalie Jensen Photography
(402) 505-0522
nataliejensen
photography.com

PRINTING / PROMOTIONAL
Digital Express

(402) 614-0047
digxprint.com

HOME LOANS

ON -TIME CLOSING
GUARANTEE STARTS HERE

[=]

Get More with CMG

[=]

I

PROPERTY MANAGEMENT
NHS Commercial Property
Management

(402) 512-3525
heartlandforrent.com

REAL ESTATE PHOTOGRAPHY/
VIDEO/MATTERPORT

Amoura Productions

(402) 991-2095
amouraproductions.com

ROOFING & EXTERIORS
D&M Roofing

(402) 289-4776
dandmroofing.com

Red Rhino Roofs
(402) 502-4270
redrhinoroofs.com

Thompson Roofing
(402) 733-0981
thompsonroofingomaha.com

VIDEOGRAPHY / MARKETING
Glory Visuals

(402) 216-4830
gloryvisuals.com

WATER SOFTENING/
WATER SYSTEM
Clean Water Guys, Inc.
(402) 330-6440
cleanwaterguys.com

WINDOW TREATMENTS/
CUSTOM

Accent Window Fashions
(402) 390-2667
omahawindowcovering.com

Senior Loan Officer
NMLS #228625

sthorne@cmgfi.com

402.871.8128 - CMGHomeLoans.com

4141 N. 156th Street Suite 100, Omaha, NE 68116
Branch NMLS #1651595

Omaha Real Producers - 9



MEET THE OMAHA REAL PRODUCERS TEAM

STACEY PENROD ILONA POREBSKI DAVE DANIELSON
Publisher Editor Ad Strategist Writer
Stacey.Penrod@ OmahaNE.ads@n2co.com
n2co.com

402-677-7744

ol

JESS WELLAR NATALIE JENSEN MARGARET WOLF

Writer Photographer Photographer
NatalieJensen mwolfphotography.com
Photography.com

MATT BILLS AUSTIN HALL DARREN CLAUSEN
Photographer Videographer Videographer
Get It Sold GloryVisuals.com GloryVisuals.com
Listing Services GloryVisualsNe GloryVisualsNe
@gmail.com @gmail.com

10 - May 2024

One Dream. One Team.

Build Your Client's Dreams
with Supportive Lending Partners.

Brandon Martin Neil Galas Mike Dein Bradley Flanagan
Branch Manager Branch Manager Branch Manager Branch Manager
NMLS# 623852 NMLS# 2023721 NMLS# 543333 NMLS# 202074
402.570.6822 402.319.6629 402.210.9575 402.541.7023
Brandon.Martin@ccm.com Neil.Galas@ccm.com Michael.Dein@ccm.com BradTeam@CCM.com

Nathan Wymer Chris Nellis Cory Beckius Brian Stephens
Loan Officer Loan Officer Loan Officer Loan Officer
NMLS# 1560649 NMLS# 1481074 NMLS# 623800 NMLS: #943746
402.981.8071 402.210.1538 402.968.0042 402.206.8602
Nathan.Wymer@ccm.com Chris.Nellis@ccm.com Cory.Beckius@ccm.com Brian.Stephens@ccm.com

=

§3
. ‘;r,. A -
Morgan Walters Angela Chappell David Mango Chloe Hamel
Loan Officer Loan Officer Loan Officer Loan Officer/Team Lead
NLMS# 1281387 NMLS# 295907 NMLS# 2144427 NMLS# 0308143
402.682.2626 402.968.4334 402.599.3326 402.201.6787
Morgan.Walters@ccm.com Angela.Chappell@ccm.com David.Mango@ccm.com Chloe.Hamel@ccm.com

CROSSCOUNTRY:
MORITGAGE™

Branch NMLS# 2039102 | Company NMLS# 3029

NMLS# 2039102. Equal Housing Opportunity. All loans subject to underwriting approval. Certain restrictions apply. Call for details.
CrossCountry Mortgage, LLC. NMLS# 2039102. This piece is for professional realtor use only. It is not intended for consumers.



This is Travcisea, REALTORS,

) your trusted full-time mortgage advisor. L E T s G E T T H AT

Wit Frrson s ot s oot FIXED FOR YOUR CLIENTS!

‘f'l"-le‘";_ R : Inspection

SERRANO ) Storm Impact Reporting

TEAM Urer=== - Time Stamped Photos & Videos
48 Hour Turn Around Time

CALL OR TEXT OWNER ERIC OBEREMBT
TODAY TO SET UP AN INSPECTION!

S ——

Save Time, Agid AN Ol =Rl DANDMROOFING.COM = 402.289.4776
More Money, ; | |

Less Stress. i i
We offer reduced rates for buyers to 1. Allows for the 2. Reduces time to 3. .Sallzar can make ZW WMW

seller to make closing by reducing/ repaire/improvements

walk them back through the home, put repairs before listing.  eliminating inspection  per inspection, list for o
report and warranty in their name and contigency. more moneay! W%mm‘@

stand behind it for 1 year from date of
/ g 'j'- ,-'jl . E'__ : '.-' / / . .,
\ w ~ { o=
5 X . =~
5. It shows the sellers 4. Eliminates ‘buyer
are being proactive inspection' surprises,

inspection.
and the home is which are often costly,
ready to sell. time consuming and TWIST OF FATE ESTATE SALES

NEBRASKA'S MOST EXPERIENCED INEF‘ECTII'.;}N TEAM n
Seaw ond simplify yooy
- Cot anty Sitplgl
402-506-5711 D
INSPECTIXUSA.COM Rt a0, i 402.510.8509

e et TwistOfFateEstateSales.com

John Wanninger, Keith Helson,

N GirapectioiSe |in

12 - May 2024 Omaha Real Producers - 13
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Industry Affiliates = GOLD

Dear Real Producers of Omaha,

Success in real estate hinges not only on your

skills but also on the strength of your professional
network. As you navigate market complexities and
aim for exceptional client service, trusted industry
affiliates become your greatest asset, elevating your
business to new heights. Your network provides
leverage, setting you apart as a go-to resource in

your market.

Since real estate transactions involve a myriad

of moving parts, from financing, legal processes,
home inspections, and insurance, having a reliable
network of industry affiliates allows you to tap into
specialized expertise, ensuring every aspect of the
transaction is handled with precision and profes-
sionalism. Partnering with reputable mortgage bro-
kers, title companies, home inspectors, and other
professionals demonstrates your commitment to
offering comprehensive support throughout your

clients’ real estate journey.

Here at Omaha Real Producers, we understand the
importance of building a strong network within the
real estate community. Facilitating these profes-
sional connections is paramount to our mission.
‘We are proud to bring the best of the best together,

14 - May 2024

DY publisher’s note

providing opportunities for high-performing agents

to network not only amongst themselves but with

the finest industry affiliates in Greater Omaha. Our
preferred partners, who advertise in the magazine

and attend our events, all come highly recommended
by fellow top producers like you. We’re confident that
working together will be mutually beneficial, and we’re
delighted to help forge connections whenever and

wherever necessary.

Check out the index of preferred partners in the front
of the magazine for a list of exceptional and talented
affiliates we recommend. If you should need a trusted
ally you can call on anytime for various needs related
to your business and transactions, please consider
them first — and feel free to reach out to me directly if

you ever need a personal introduction.

Here’s to strong professional networks and to your

continued growth and prosperity!
Sincerely,

Stacey Penrod
Owner/Publisher
Omaha Real Producers
402-677-7744
Stacey.Penrod@n2co.com

100+
SATISEACTION

bu-l.l-.lill Lo

TOP PRODUCERS, (48
48

T0P RESULTS:

Guaranteeing Your
Clients' Financial
Success

»
5

|sty Hemphill-Wilson, Branch Manager

NMLS #324285

READY T0 ELEVATE 1210 N. 205th Street, Elkhorn, NE 68022 | C: (402) 708-0976
YOUR MORTGAGE misty.hemphillwilson@rate.com | rate.com
GAME? 760 W Gold Coast Rd #109,
Papillion, Nebraska 68046

Make A Lasting Impression...

Auto Wash ¢ Detailing ¢ Protection Services & more!

i
Scan to bookVour -

appointment today! : E**

OWNER’S PRIDE 402.715.9749 - OwnersPrideOma.com ¢ 13730 P St, Omaha

Omaha Real Producers - 15



Local Loans for
Your Greatest Goals

Whether you are building a new home or
purchasing an existing one, West Gate Bank can
help you to finance the home of your dreams.

Ready to get started? Contact a Lender Today!

"Mebraska REALTORSE Association's

Political Action Days were impactful for me,

having learned more about our opposition
to the EPIC (eliminate property, incomee, and
corporate tax) tax proposal. | found out
there's so much more than wnat meets the
eye with the proposal,” said ODABR 2024
President-Elect Jessica Sawyer.

Although it might sound fantastic, the
EPIC Tax proposal would be enormously
detrimental to Nebraska's economy and the
real estate business for various reascns. EPIC
Tax would allow Nebraska's current system
to be replaced by a consumption tax that
will need to be about three imes the
original proposal. Last estimates pul the
consumption tax in the 21 percent range if
you want to cantinue to fund local schools,
caunty offices, and other public services,
The new proposal would be an epic failure
for Mebraska,

Omaha Area Board of REALTORSE
Covernmental Affairs Director, Parre Neilan
of Meilan Strategy Group, sad, "We learned
there is no shortage of ideas to tax real
estate. EPIC would single-handedly tax
2Very por tian (.‘:[ a real estate transaction,

Mot just new construction but
everything from commissions to inspections

and all points in between,

The Tax Foundation, in a recent article,
published the following key findings
+ The proposed rate is based on flawed
calculations that donot reflect the tax
base defined in the underlying
proposal
+ Tax Foundation calculations suggest
that the EPIC plan would require a
statewide consurmption tax rate of 21.6
percent of more
« The EPIC Cption does not prevent local
governmeants from enacting
consumption taxes, meaning the total
rate could e much higher than
advertised.
ERPIC would likely result in substantial
cross-border shopping, allowing
Mebraskans close to a border with a
lower sales tax state ta escape the
higher rates while leaving taxpayers in
the interior of the state to bear the
brunt of the newly established
consumption tax
= The anticipated econamic benelits ol
the proposed tax overhaul are unlikely
to materialize under such a high
t:-::r'n-:'..'rn_::l i{]l!'l 1ax rale
= Policymakears seaking Lo constram
property taxes have better-targetad

ways to achieve these aims.

Cmaha Area Board of REALTORSE
current President Denise Poppen
highlighted the impertance of our ability to
communicate with lawmakers inthe 2024
political environment, Now, more than aver,
BPRAC has opened doors for REALTORSE,
and RPAC fundraising is taking on a whole
nEw urgency.

"If you have never invested, |
encourage you to join me voluntarily, If
yvou've supported RPAC in the past, thank
yaul | have learned through my involwement
howw our RPAC dollars empower our
collective voice.

Con't take the benefits of home
ownership, the 30-year mortgage, of even
your private property rights for granted,
They exist because REALTORSE support
candidates who support real estate

It's not about a political party; it's about
the REALTOR®S Party. RPAC gets us a seat at
the table 1o make sure legislators
understand the impertance of housing and
our industry.”

= OMAHA
#% REALTORS

Steve
Kucirek

US Navy Veteran
Mortgage Lending Team

402.292.1948

skucirek@westgate.bank

NMLS# 1734948

Guthrie
Steen

Mortgage Lending Team

Tyler
Peterson

Mortgage Lending Team

402.758.8716

tpeterson@westgate.bank

NMLS# 406012

Michael
Bittner

Residential

Construction Lending

402.758.8727 402.758.8730

gsteen@westgate.bank N mbittner@westgate.bank

NMLS# 400111 N

V4

WEST GATE BANK. @ S PRI

Our interest is you Member
NMLS#292134 FDIC %

Your Client's Luxury
Flooring Destination.

- All types of flooring
- Free Estimates within 24 hours
- Price matching

9757 S 140th St., Suite 9 | Omaha
402.590.2626 | FloorSourceOmaha.com

Omaha Real Producers - 17



Out of nearly 3,500 REALTORS® in the greater Omaha area, where 77 percent
sell two homes a year or less, Amy Schinco stands out as an exception,

consistently exceeding the norm.

From pharmaceutical sales to becom-
ing a sought-after Realtor, Amy’s
ascension in real estate is a direct
result of her knack for communica-

tion and professionalism while ensur-

ing any ego is left at the door.

“My day is alway centered around
making sure everyone in the trans-
action is happy — including buyer,
seller, other agents, lender, and title,”
she explains. “This makes a more

pleasant experience for all involved.”

A NATURAL SALESWOMAN

Originally from Sioux City, Iowa,

SCHINCO

Amy attended Kearney State College,
where she combined her athletic

prowess and academic interests. On a

four-year women’s basketball scholar-
ship, Amy was named MVP her senior
year while securing her Bachelor of
Science in Exercise Physiology. Post-

graduation, she enjoyed a successful 3

'L. —— —
SV
’ -L._H'. -y

stint in pharmaceutical sales with
Abbott and Pfizer before stepping
back to raise her children.

T T
SRR AAST .
PBEEERE’ WA E

I
i ——

: - ¥ = '
THE FOLLOW_UP QUEEN “I was in sports my whole life, and I oy . lI IIIII" ‘ .!ll l !
think there’s a certain internal dis- fiad A 4 —
g TNyt se——re

cipline involved when you play with o
other teammates looking up to you or
relying on you,” Amy reflects. “But I

}} cover StO ry also received all sorts of professional

= e Ml training from my pharmaceutical

Photos by Natalie Jensen sales background, and in that envi-
ronment with doctors and lawyers, it
gave me the confidence to sell luxury
houses and do those big deals. I'm

very comfortable in that arena.”

A QUICK STUDY

After her last child left for school in
2016, Amy obtained her real estate
license, a decision fueled by her
desire to dive back into the workforce

with greater flexibility and indepen-

dence. She was 100 percent invested

-

Omaha Real Producers - 19




in her new career from the start, driven by a
clear focus on growth and client satisfaction.

She advises aspiring agents to do the same.

“You have to work hard to make it happen,”

Amy asserts. “You need to be all in or not in

at all.”
- [ b ' . Over the past eight years, Amy continues to
s ' crush expectations at Berkshire Hathaway,
1_ recording over $18.5 million in sales volume
Ty : . d ] last year as a Luxury Collection Specialist and
L " J e ~ .
is aiming to exceed that figure this year.
,;. ’ Amy’s all-in approach is evident in her awards
? display case, as well, which includes closing

the largest residential real estate transaction
at her brokerage last year for a $6.5 million
' deal she double-ended that never even hit the
market. She is also the recipient of a Shining
Star Award for the largest increase in sales
volume at her brokerage, as well as multiple

Platinum and Gold Circle awards.

Amy’s secret sauce? Following up and follow-
ing through — every time. Even if the client
has already forgotten what they originally

asked her by the next day.

‘ ‘ L ¥ “My clients call me ‘The Follow-Up Queen,
o but I just pay attention to what I do and make
I’'VE NEVER N f a mental note on my phone to find answers

and get back to them,” she affirms. “I’ve never

COLD
Amy with her children,

CALLED low-up skills and professionalism has helped AJ and Isabella
OR me get referrals through word of mouth.

BOUGHT “I also have great attention to detail and I'm
a control freak,” she adds with a laugh. “I'm

cold called or bought leads; I think my fol-

LEADS 5 = a one-stop shop. I can’t relinquish control ,so
I THINK e : wi. X ] my clients only work with me.”

MY FOLLOW-UP ; OUTSIDE THE OFFICE
SKILLS AND Amy’s world outside of work revolves around

her loved ones, including two amazing chil-

PROFESSIONALISM i dren, Isabella (20), a sophomore at Texas
4 A&M, and AJ (18), who will be heading to
HAS HELPED ME - Arizona State University this fall. The family
GET REFERRALS : ' i also has three beloved pets — a Morkie named
Rocco, and two cats, Kit Kat and Spaz, who
THROUGH WORD

OF MOUTH. ,,

Amy describes as “full of personality.”

Omaha Real Producers - 21
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.
YOU HAVE TO WORK HARD TO M \‘ ‘_i. In her spare time, Amy enjoys staying Clea nwaterguys -

; ' active while getting plenty of sun-
HAPPEN. YOU NEED TO BE ALL IN OR ective whil gting waren A o s e -
HN AT ALL. ” '

“I play a lot of tennis and I am on
several USTA tennis teams,” she
shares. “This leads to hanging out

with my girlfriends and other social WATER SOLUTIONS

events, of course. I also like to gar-

den and plant my pots and flowers YOU R CLI E NTS
while taking meticulous care of my

yard. Sitting with family and friends CAN TRUST
ool at my firepit and having company

or with BHHS . i N &
ador Real Estate. over is a favorite too. 40+ Years of Experience

o L B2B/Office Solutions /
In addition, Amy makes it a point to J
give back by supporting a number New Construction
of worthy causes, including JDRF, Home Solutions & More

Sunshine Kids, and the Leukemia and

Lymphoma Society.

As Amy looks forward to continued
momentum in real estate, she remains
focused on enriching her client rela-

tionships and expanding her own real

estate portfolio while making time for

what really matters in life.

“Success, to me, is providing for my

family and having great relationships

with my clients while fulfilling my pas-

sion for helping people,” she concludes.

GET PRE-APPROVED TODAY!

_. 30 day'closings are
» overrated.

se in 22 days oplesst

With over 18 years of personal real estate exper
= fiean ensure that you and your clients have th

Stacey coverage for all your insurance
McCune,
Partner 402-238-5553 ¢ Stacey@Swagglinsurance.com ¢ Swagglinsurance.com

ELIZABETH SCHREIBER
Maorigage Loan Originator @ whkA ERC e bar.oom m lizglizschrelber.com l@ A02-316-8176

NMLS #1447344
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Winning Contracts in This Competitive Market is

WIHIAT Wis DO¥

-

L Hol

1974080, 10197

., '
Jeremy Wilhelm
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P> broker spotlight

By Jess Wellar

N DEEB

PRIME
HOME
REALTY

Photo by Natalie Jensen

A LIFETIME OF

A dynamic figure synonymous with
entrepreneurship and motivation, Van
Deeb exemplifies a passion-driven
career spanning four impressive
decades. As the CEO of Prime Home
Realty, Van continues to thrive in his
41st year in the business by redefining
industry standards while nurturing a

culture where agents flourish.

“I live my life by Mary Kay Ash’s
famous quote, ‘Pretend everybody
you meet has a sign around their
neck that reads ‘Make me feel
important.” This has been the key to
my success,” Van explains. “I have a

PhD in common sense.”

From the Basement to Brilliance
Born and raised in Omaha, Van
attended University of Nebraska for
marketing while playing football. But
before long, he opted to head to Dallas,
Texas, and got his degree in real estate
instead. Upon graduation in 1983, he
didn’t waste any time obtaining his
real estate license and knew from the

beginning this was his life’s calling.

“I'm the only businessman from a

family of preachers and teachers,”

INSPIRING AND INNOVATING

Van notes. “Real estate is my first
and only professional career; I was
so inspired to get into this business
because there is no ceiling and I'm a

hard worker.

“I also don’t like to have free time,”

he chuckles.

After spending the first decade of his
career with another brokerage, Van
decided in 1993 to form his own after
the realization hit him that no other
agency was putting the agents needs’

before those of leadership.

This unique approach paid off quickly
as he started Deeb Realty in his base-
ment and grew the business to over
400 agents in 16 years. Recognized

as the largest independent real estate
firm in the Midwest, Van decided to sell
the company to his general manager
(who eventually changed the name to
Nebraska Realty) after the company
became too large for his liking.

“I just wanted to create an environ-
ment where agents felt they owned
the company, not the broker,” Van

recalls. “I treated the agents in my

company like they were the customer
and that allowed them to be the best
version of themselves — not the bro-
ker dictating everything. In my com-
pany, the agents said ‘jump’ and my

leadership team asked ‘how high?””

Short-Lived Hiatus

After selling Deeb Realty, Van
planned to focus more on authoring
motivational books, as well as speak-
ing engagements. But he affirms those
plans lasted “roughly 30 minutes”

as the pull to foster a smaller, more
intimate brokerage was irresistible.
Thus, in 2010, Van opened Big Omaha
Realty, which recently rebranded to

Prime Home Realty.

“I sold Deeb Realty mostly because

it got too big. I didn’t even know half

of the agents and that’s just not my
style,” Van reflects. “My decision was
to downsize and focus on a boutique
brokerage model, emphasizing a tight-
knit, family-like atmosphere where

every agent’s voice matters.”

Van is quick to credit two leading ladies
for their help in making Prime Home

Realty the revolutionary brokerage it
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Van Deeb (center) with Chief
Marketing Officer Aileen Byer
(left) and COO Katie Keith (right)
(Photos by Natalie Jensen)

is today. He spent three years searching for the right
candidates to help him execute the vision of a bou-

tique brokerage, and his patience paid off.

“I have two truly wonderful ladies who help me
run Prime Home Realty, and I couldn’t do what I do
without them,” Van asserts. “Katie Keith is my COO

and Aileen Beyer is our chief marketing officer.

“We all are on the same page and want people to feel
like they matter — we value everyone and they know
it,” he adds.

At the heart of Prime Home Realty lies Van’s
ethos: agents are not just part of the team; they

are the team.

“Most companies focus on impressing the home-
buyer, but I treat my agents like they are the cus-
tomers,” Van remarks. “I’'m more of an agent’s agent
than a broker. We have a potluck at my house every

quarter, and it’s just fun to bond with people.”

This philosophy has not only retained talent but
has attracted it, fostering an environment where
agents feel valued, heard, and inspired. Van has

no plans for a repeat overgrowth situation and
notes PHR is currently at 25 agents and won’t

ever exceed a roster of 50. His brokerage is always
looking for the right cultural fit, but they turn away

more agents than they hire.

“Our leadership wants good humans and good
hearts,” Van points out. “We can teach them to sell

real estate.”

As the recipient of over 100 regional and national
sales awards, Van has plenty of sage advice to
offer newer agents that is grounded in his own

fruitful career.

“Stay focused, avoid negative people, and cre-

ate an unstoppable work ethic while learning as
much as you possibly can every day,” he counsels.
“Knowledge is power.”

Beyond the Business

Away from real estate, Van cherishes time with
his loved ones. He is a devoted father to his adult
daughter, Courtney, and an adoring pet parent to

Baxter, his beloved 11-pound Havanese companion.

As the author of six books, Van enjoys keeping busy
writing and traveling across the country as a motiva-

tional speaker when he’s not spoiling Baxter. He also
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“ Stay focused, avoid negative people,
and create an unstoppable work ethic
while learning as much as you possibly
can every day. Knowledge is power. ’,
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makes it a point to give back through various local char-
ities, including Chariots for Hope, and is highly involved
in his church. As Van looks ahead, his vision is clear:
he hopes his devotion to fostering a nurturing envi-
ronment in real estate and passion for motivational
speaking paves the way for a legacy rich in empower-

ing others to succeed as well.

“My short-term goals are to build Prime Home Realty
to be the absolute best boutique firm to work with and
have an unmatched family culture with good-hearted,
caring associates,” Van shares. “My long-term goals
are to stay healthy, continue to empower and inspire
people to be the best they can be, and spend more time

at my home in Arizona without ever retiring.

“My goal in my last chapter is to do everything in my
power to help agents fulfill their goals. It’s all about
them,” he concludes. “I want to leave a legacy of

knowledge and of having helped people move their

own needle.”

VAN DEEB
402-680-8448

TR PR - e

Van Deeb is broker/owner of Prime Home Realty (Photo by Natalie Jensen) Photo by Elissa Defreese
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AdoreMOM

Revolutionizing Senior Living Transitions
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PY side hustle

By Jess Wellar

In a world where the needs of seniors
are evolving, AdoreMOM stands out
as a pioneer, providing a unique blend
of services through its senior place-
ment and life enrichment offerings.
Established in 2021 by four visionary
owners, AdoreMOM is dedicated to
simplifying the process of transition-
ing seniors into new communities
while also fostering social connec-
tions and enriching lives through

innovative solutions.
ONE-STOP SHOP

What truly sets AdoreMOM apart is

their all-encompassing approach.

“Unlike most senior placement com-
panies, we are an all-in-one place-
ment service,” says Cassandra Zeisler,
one of the owners of AdoreMOM.
“Our business model offers a solution
to all steps of the process from pre- to

post-placement.”

“The inspiration for AdoreMOM
started a few years back with an
elderly client that had no support
network. She was selling her home
but had no resources to help guide
her toward her best individual choice
in the expansive and diverse local
senior living market. We formed a
friendship, and as I learned, there is a
sensitive and emotional nature when
dealing with issues and factors that go
into staging, downsizing, and transi-
tioning an older adult. The need was
there, the resources were not. That

is when I decided to form a team of
experts in real estate and senior living
to form what is now AdoreMom,” says

co-founder Elizabeth Lowndes.

Cassandra emphasizes their com-
pany’s role as facilitators for real

estate agents.

“Many agents grow a lifelong rela-
tionship with their clients built on
trust. When the time comes for the
final home sale, we want agents to be

equipped with the knowledge and tools

Elizabeth Lowndes (Photo by Matt Bills)
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Cassandra Zeisler (left) and Elizabeth Lowndes (right), both REALTORS® with Better Homes and Gardens The Good Life Group, are co-owners of
AdoreMOM. (Photos by Matt Bills)

to best serve their needs. The baby boomer demo-
graphics equate to an estimated 76.4 million people
who will be needing assistance. We want agents to be

successful navigating these delicate situations!”

AGENT REFERRAL PROGRAM:
AdoreMOM Offers a $1,000 Placement

Referral Bonus!

AdoreMOM is dedicated to adding value to every
agent while also showing appreciation to real estate
agents with a $1,000 referral bonus. The agent will

be paid post move-in.

“Trying to understand the intricacies of these
communities can be overwhelming. This program
was designed to assist agents that have a client who
needs help finding a senior living community. Our
placement specialist will intake the lead, assess
their needs with a discovery call, schedule an
in-person evaluation, and match them to a com-
munity that meets their individual lifestyle, care,

financial and culture preferences.

36 - May 2024

“Understanding senior placement is a great way to set yourself apart

from other agents and prepare for this specialized wave of business.”
PLANS FOR GROWTH

Currently working with over 50 senior living communities around

Omaha, AdoreMOM doesn’t just stop at placement services; they

envision a vibrant, socially connected life for seniors as well.

Photo by Matt Bills

To tackle this, they offer a unique, free app, My Adore
Social, facilitating social engagement and community

involvement for seniors through fun events.

“Our goal is to transform their lives and replace loneli-
ness with purpose,” notes Cassandra. “Social isolation,
in seniors, is one of the largest factors contributing to
their health decline.”

As AdoreMOM continues to grow and expand its reach
to other communities, their commitment to simpli-
fying senior transitions remains steadfast. For those
navigating the complex, overwhelming reality of senior
living transitions, AdoreMOM is more than a service;
it’s a compassionate teammate, offering solace and
support in times of uncertainty. Looking to the future,
the business is poised for success as the demographics

shift towards an aging population.
UPCOMING CLASS

AdoreMOM is excited to invite all REALTORS® to their
upcoming class on July 19th at 12 p.m. Hosted at the
office of Better Homes and Gardens Real Estate, this
educational session offers insights into senior place-

ment and counts for one continuing education credit.

To register for this invaluable opportunity, contact
Cassandra Zeisler at 402-612-4023 for a link to RSVP.
Join AdoreMOM in preparing for the future of senior
care and real estate by visiting www.adoremom today
to learn more.

Photo by Matt Bills
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By April Tucker and Jennifer Tucker
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In the crowded marketplace of today, where every
brand is vying for attention, it is easy to get lost in
the sea of logos, fonts, and color schemes. While
these elements are crucial for creating consistency
and recognition, there’s a deeper layer to branding
that often goes unnoticed but is equally important:
the pillars of your brand. These pillars are not just
about aesthetics; they’re about storytelling, about
the unique aspects that make your brand truly
yours. It’s time to think about branding in a whole
new way, focusing on what makes you stand out

beyond the visual elements.

DEVELOPING YOUR BRAND PILLARS:

THE SUPERPOWERS OF YOU

Your brand pillars are essentially the “superpow-
ers” that differentiate your brand from others. They
are the core aspects of your identity and values that
resonate with your audience on a personal level.
How do you uncover these superpowers? Here are
some guiding questions to help you delve deeper

into what makes your brand uniquely you:

« Who is your audience for your business?
Understanding your audience is the first step in
crafting a brand that speaks directly to them.

« What do you enjoy doing in your spare time?
Your passions can be a great source of inspiration
for your brand’s identity.

« What are you better at than most people? This
question helps you identify your strengths and
how they can be leveraged in your branding.

« When going on social media, what do you gravi-
tate towards watching the most? Your interests on
social media can reveal a lot about what you value
and enjoy, which can be reflected in your brand.

- Do you have any family or pets that you can talk
about or showcase on social media? Personal
stories and connections make your brand more
relatable and human.

- What hobbies do you have that you spend a lot
of time doing? Hobbies can be a rich source of
inspiration and a way to connect with your audi-
ence on a personal level.

« Is there anything special about the city/town/
location you live in that others would be inter-
ested in knowing more about? Local charm can
be a unique aspect of your brand identity.

« If you could only talk about one thing for the rest
of your life, what would that be? This question
helps you pinpoint your true passion, which can
be a central pillar of your brand.

« When it comes to your job, what aspect of it do
you feel you are amazing at? Highlighting your

expertise can set you apart in your field.

« What are your principles/values in life, and how do you lead
by them? Your values are the foundation of your brand and

should be reflected in every aspect of it.

UNCOVERING THE TYING FACTORS

As you think through these questions, patterns will start to
emerge. These patterns are the essence of your brand’s iden-
tity, the things that make you “YOU.” Whether it’s a passion

for antiquing, a love for tacos, or a life dedicated to coaching
baseball, these unique interests and values are what will set your

brand apart in a crowded marketplace.

BRINGING YOUR BRAND TO LIFE

Once you’ve identified your brand pillars, you’ll find that the
other elements like colors, fonts, and logos begin to fall into place
more naturally. These visual elements should complement and
reflect your brand’s core identity, creating a cohesive and authen-

tic brand experience.

For instance, if one of your pillars is your love for homesteading,
your brand colors might include earthy tones that reflect nature
and sustainability, while your logo could incorporate elements of
farm life. Your social media content might share tips on sustain-
able living, personal stories from your homesteading journey,
and the joys and challenges of living close to the land. Your news-

letter might include recipes from the homestead.

THRIVING IN A UNIQUE BRAND

In a world where consumers are looking for authenticity and
connection, your brand’s superpowers are what make you memo-
rable and relatable. By going beyond traditional branding elements
and diving deep into the pillars of your brand, you create a unique
space for yourself in the marketplace. Remember, people want to
connect with you not just for what you sell but for who you are.
Let your brand’s superpowers shine through, and watch as your

audience grows not just in numbers, but in loyalty and engagement.

April and Jennifer Tucker, leaders of Copper
Group Real Estate, specialize in real estate
and brand design. April, a combat medic
veteran with extensive real estate experi-

ence, brings integrity and expertise to her
work, with over 400 closings throughout her
career. She’s a USA Today National Agent
to Watch and has been featured twice on
the cover of Omaha Real Producers mag-

April Tucker

azine. Jenn, with eight years in real estate

and a military spouse background, focuses

on authentic connections and efficient 3
processes. Both drive her success at Copper JEnm Tuekar
Real Estate Group, and she has been recognized

with awards like Better Homes and Gardens Emerald Elite and
Omaha Real Producers magazine Rising Star. Together, April and
Jenn lead businesses to excellence with integrity and innovation.
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Real Estate

By Scott Bergmann

In the rapidly evolving landscape of
real estate, the integration of artificial
intelligence (AI) has emerged as a
transformative force, reshaping the
way professionals operate and inter-
act with clients. Embracing Al isn’t
just about adopting new technologies;
it’s about leveraging them to enhance
our ability to connect, understand,

and serve our clients better.

Facing Fears and Embracing AI
Initially, the concept of Al may evoke
fear or uncertainty, reminiscent of
science fiction scenarios. However,
like many of you, my introduction to
Al and specifically ChatGPT, came
about a year and a half ago. It scared
the bejeezus out of me. Recognizing
its potential to revolutionize the

real estate industry, I embarked on a

44 . May 2024
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in the Age of Al — Part 1

journey to explore its capabilities and

uncover its benefits firsthand.

The Real Deal on Al in Real Estate

Al isn’t merely about streamlin-

ing tasks; it’s about enhancing the
authenticity of our interactions with
clients. By leveraging Al technologies,
such as advanced algorithms and
automation tools, we can optimize
various aspects of our workflow, from
market analysis to client communi-
cation. This enables us to focus on
our strengths - fostering meaningful
connections and delivering personal-
ized services that resonate with our

clients’ needs.

Examples of Al in Action
Consider the use of Al for market

analysis. Instead of spending hours

poring over data, Al algorithms

can provide valuable insights into
market trends, optimal timing for
transactions, and pricing strategies.
Similarly, Al-powered tools can
streamline administrative tasks, such
as scheduling appointments and man-
aging client communication, allowing
us to allocate more time to cultivate

relationships with clients.

The Future of Real Estate with AI
Looking ahead, the potential applica-
tions of Al in real estate are bound-
less. Imagine virtual reality tours
powered by Al offering immersive
property experiences tailored to
individual preferences. Furthermore,
Al-driven smart contracts could
revolutionize the transaction process,

ensuring efficiency and transparency

for all parties involved. Additionally,
AT’s role in sustainable property
management is poised to contribute
to the creation of greener, smarter

living spaces.

Embracing A.Lthenticity in

Our Practice

As we integrate Al into our daily
operations, it’s essential to stay true
to the core values of our profession.
Al should augment, rather than
replace, the human element in real
estate. By embracing Al, we’re not
only staying ahead of the curve but
also redefining industry standards,
offering unparalleled service and

authenticity in every transaction.

Personalizing Client Experiences
with AI

Al enables us to personalize client
experiences in ways previously
unimaginable. By analyzing data from
past interactions and market trends,

Al can anticipate clients’ needs and

BEYOND INDIVIDUAL INTERACTIONS,
Al OFFERS SIGNIFICANT POTENTIAL FOR
COMMUNITY ENGAGEMENT AND
MARKET POSITIONING.

preferences, facilitating tailored
recommendations and communication
strategies. This predictive capabil-

ity enhances client satisfaction and
loyalty, positioning us as trusted advi-

sors in their real estate journey.

Leveraging Al for

Community Engagement

Beyond individual interactions,

Al offers significant potential for
community engagement and market
positioning. Through social media
analysis and online engagement
tracking, Al tools can identify trends
and interests within our community,
enabling us to create content that
resonates with our audience. By
leveraging Al in this way, we not only
establish ourselves as industry lead-
ers but also foster a sense of belong-

ing within our community.

As we navigate the dynamic land-
scape of real estate, the integration of

Al represents a pivotal opportunity

for growth and innovation. By
embracing Al technologies with an
open mind and a commitment to
authenticity, we can redefine industry
standards, enhance client experi-
ences, and shape a future that is

responsive, personal, and connected.

As we embark on this journey into
the age of A, I encourage my fellow
real estate professionals to explore
the potential of Al in their practices.
Let’s not only embrace change but
also lead with innovation and authen-
ticity, transforming the way we work,
connect, and thrive in this exciting

new era.

Stay tuned for the next installment,
where we’ll delve into practical

tips for integrating Al into your
real estate business. Together, let’s
embark on this transformative jour-
ney and unlock the full potential of

real estate in the age of Al

Scott Bergmann is a licensed REALTOR® with Realty
ONE Group Sterling, here in Omaha Nebraska. He

is looked at in the real estate industry as an early
adopter of Al and travels the nation doing in-person
workshops for real estate agents and brokerages and
rooms of anywhere between 50 to 600, speaking specifi-

cally about Al tools and resources that real estate agents should be using.

Scott specializes in marketing and technology, as well as coaching on Al.
Whether he is found on an Al real estate podcast or an in-person work-
shop, his love for Al can be heard and felt. He’s passionate about coaching

agents to the reach their maximum potential and firmly believes Al should

be an important tool in their tool belt.
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Handling
Long-Term
Leads

P> marketing matters

By Todd Lebowitz

As an agent, sometimes you gain a
client out of the blue who looks at a
few houses, puts in an offer, and sails
through the closing. However, as most
of us know, that’s the exception to the
rule. More often than not, you’ll be
managing long-term leads, everything
from the aging couple not yet ready to
sell to a first-time buyer who has anal-

ysis paralysis when choosing a home.

But whatever the finer details are, the
end result is a prospect with poten-
tial who may require a longer-term
approach to get them to the finish line.
Below are some ideas for effectively
managing these types of leads without

getting too bogged down and distracted.

Identify the long-term prospects.

It’s important to first identify when
someone is going to take longer than
usual to make a decisive move. These
very warm leads require nurtur-

ing; it’s worth it to categorize them
quickly as a slow-burn so you don’t

apply too much pressure.

Maintain regular communication.
So you don’t forget about these
slow bloomers, set up a schedule for
reaching out, whether it’s through
personalized emails, informative
newsletters, or texts. Keeping the
conversation alive helps build trust

and ensures you stay on their radar.

Provide value with quality content.
Share industry insights, local market
trends, and tips that may be relevant
to your potential buyer or seller. By
positioning yourself as an expert, you
reinforce your credibility and demon-
strate your commitment to their real

estate journey.

Leverage social media platforms.
Stay connected through social media
to maintain a presence in your leads’
digital lives. Share relevant content,
engage in discussions, and showcase
your achievements. But don’t forget
to make things entertaining and inter-
esting by sharing parts of your life

and personality!

Adapt and personalize your
approach. People’s circumstances and
preferences can change over time. Be
adaptable in your approach and take
the time to understand any shifts in
your leads’ priorities. Personalizing
your interactions shows genuine
interest and increases the likelihood
of converting a lead into a client when
the time is right.

Handling long-term leads requires a
delicate balance of persistence, adapt-
ability, and strategic communication.
By implementing these tips, you can
nurture relationships, stay top of
mind, and ultimately, convert those

long-term leads into satisfied clients.

Remember, success in real estate is

often a marathon, not a sprint!

With more than 25
years of expe-
rience, Todd
Lebowitz is CEO
and owner of My
Marketing Matters,

which he runs with his

business partner Ram Devaguptapu.
Together, they have grown the
company to be a recognized leader
in real estate marketing with more
than 20,000 clients locally, region-
ally, and nationwide.
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* Move-In/Move-Out Cleaning

% One-Time Deep Cleaning anO

* Carpet Cleaning/Floor Maintenance :
* Window Cleaning ok * * J
* Routine Home Cleaning COMPLETE y

% Commercial Cleaning

(402) 706-9345 « canocompletecleaning.com gmz/ﬁrgdwa{w&%[%wwrfm[

The next time your
client needs a new
roof or repalrs

402.733.0981

THOMPSONROOFINGOMAHA.COM
BTHOMPSONROOFING@ECOX.NET
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RENT | DELIVER | SET-UP

Servicing personal, corporate, educational events!

(402) 670-5995 | MRPICNICOMAHA.COM
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Homeowners, bullders, interior CES-gI':E'S and the public are welcome.
Experienced designers are available to assist you.

INFO@& f“#i.E'!HET‘*Uf'l—"aH”- L»J"" l 1) 30 Take a Virtual Tour
tudio af trr s preferre 5 @ e " of our Showroom
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Get pre-qualified with our Will DeRosear Sam Hamrick Ryan Schlabs
Northwest Bank Mortgage App 402-689-8410 402-536-0636 531-301-2093

MMLS#E32430 NMLS#EB5700 NMLS#T720173

@ NORTHWEST BANK 14320 Arbor 5t, Omaha | 9719 Giles Rd, La Vista

3333 N 168th Ct, Omaha | NW.bank

FDIC NMLS#486668
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GLORY VISUALS

EXCELLENCE DELIVERED EVERY TIME

i
Delight
Your Senses

* Personalized and professionally
packaged gifts

Leadership of a national lender. *Raiime, + Large variety of psckasing szes
] I Full-Service C“_Stom'zed or any group size
Dedication of a local partner. Full-service e e

¢ Delivery services to the Omaha area

Restaurant!

Gat the personalized mortgage service and GrazeCraze.com
step-by-step guidance you deserve, backed by the 531.999.1293
220 S. 3lst Ave.,

strength and solutions U.S. Bank offers: #3109. Omaha. NE

- LS. Bank lending available in all 50 states

Loan options for your needs to buy, build or bormow

Conventional fixed- and adjustable-rate mortgages

FROFPERTY

- Jumbao loans with increased lending limits et

- FHA and VA mortgages available

YOUR PREMIER

Martgage Loan Officer
office: 402-963-2152 Property Management Company
cell: 402-T14-6280

soott.hove@usbank.com

NMLS # 502086

Summer Franco
Mortgage Sales Supervisor
office: 402-289-9021

o iy gy B iy Stephanie Matson Doug Todd DeeAnn Roundy
call: 402-850-9899 Broyarty Meanager Property iManager Chwnir / Proerty Manoger
summer franco@usbank.com

NMLS # 992463 I
Loan approval is subject to credit approval and program guidelines. .
Mot all ioan programs are avallable in all states for all loan amounts

interest rates and program terms are subject 1o change without notic Toemmie Richardson  Emily Malousek Jammia Urbano
Visit usbank.com to leam more about U.5. Bank products and services Froperty Mandoer Froperty Manager Director of OparaTons

Maortgage, home equity and credit products are offered by

@ .5, Bank National Association. Deposit products are offered E }{ C E L L E N C E D E L | V E R E D

- by 1.5, Bank Mational Association, Member FDIC WIWW.HEARTLANDFORRENT.COM
LEnDER B2022 U5, Bank % 402-512-3525 " — 1 EVERY TIME

b ——————
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YEARS OF
THE N2 COMPANY

LET US HANDLE YOUR CLIENTS" HVAC NEEDS!
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ST 1951

We Can Help Your
Buyer/Seller Clients With: - ~J .
- Air Conditioner Clean & Checks T
- Furnace Clean & Checks

- Air Conditioner Repair & Installation
- Furnace Repair & Installation

- Heat Pump Repair & Installation
- Indoor Air Quality

Family Owned & Ope:rated for 70+ Years!

an | @ PRO

PARTNER
402.858.0734 - HeatOmaha.com




