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PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate affiliate.

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

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

them for supporting the REALTOR® community!

ACCOUNTING SERVICES
R/EAL Accounting

(402) 890-7077
www.realaccountingllc.com/

ADMINISTRATIVE SERVICES
BspokelQ

(531) 500-7788
www.bspokeig.com/

ASSOCIATION

OF REALTORS®
Realtors Association
of Lincoln

(402) 441-3620
lincolnrealtors.com/

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

CLEANING -
RESIDENTIAL/
COMMERCIAL
Dirty Deeds
Midwest Cleaning
(712) 3011457
www.dirtydeedsmw
cleaning.com/

CRM

Bonzo

(614) 357-2367
getbonzo.com/

ESTATE SALES

My Silver Attic

(402) 9371771
www.mysilverattic.com/

FINANCIAL ADVISOR
Edward Jones -

Megan Gibbs

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

FLOORING
Underfoot Flooring Solutions
(402) 483-1502

HEALTH INSURANCE
Health Markets
Insurance Agency

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

HOME SECURITY

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

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

HVAC

Harley’s Heating &

Air Conditioning

(402) 466-3408
harleysheatingandair.com/

INSURANCE

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

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

INTERNET

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

JUNK REMOVAL

Combs Clearouts

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

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

MED SPA

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

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

CMG Home Loans

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

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

Guild Mortgage

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

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

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

MOVING &

PORTABLE STORAGE
UNITS - Moving &

Portable Storage

(402) 502-5022
unitsstorage.com/omaha-ne/

PAINTING

FreshEffects Painting
Tim Majorins

(402) 430-4053
fresheffectspainting.com/

PROFESSIONAL
PHOTOGRAPHY

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

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

REAL ESTATE BROKERAGE
HOME Real Estate

(402) 578-1825
www.homerealestate.com/

REMODELING

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

ROOFING & EXTERIORS
BB Roofing

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

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

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

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

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

WILDLIFE REMOVAL
& PREVENTION
Bats to Rats

(402) 310-0904
batstorats.com/
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MEET THE LINCOLN REAL PRODUCERS TEAM

ANDREW SCHINDLER COLLIN GELDMEIER COREY ROURKE
Owner & Publisher Ad Manager Photographer
402-525-1277

STACY IDEUS JESS WELLAR RYAN LINDBECK
Photographer Writer Videographer
altitudemotion.com

[N
ACCOUNTING LLC

Specializing in
accounting,
bookkeeping, payroll,
and taxes for real
estate professionals

info@realaccountinglic.com
www.realaccountinglic.com
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MCDERMOTT

P> cover story

By Jess Wellar
Photos By Stacy Ideus

It’s hard to imagine Zach McDermott being ruffled
by anything. As a father of four children under
the age of 10, Zach readily admits he doesn’t

get much sleep, but his even temperament

allows him to just ‘go with the flow’ with

his young brood and client care alike.

A devoted father, husband, and man of
faith, Zach blends his passion for serving
others with his role as an exceptional

Realtor at Red Door Realty.

“l am not trying to promote myself,
I’m just here as a servant leader to
help clients through the process,” Zach
shares. “l also know there’s so much
more to life than just my job.”

FAITH-BASED BEGINNINGS

A Lincoln native, Zach went
on to study psychology at
the University of Nebraska-
Lincoln, earning his degree
in 2011. His early career
was spent in a faith-based
role, working for FOCUS

(Fellowship of Catholic
University Students) as a

L] campus missionary, team

|

director, and eventually
overseeing men’s recruit-

ment on a national scale.

Zach’s work with FOCUS
took him to the University
of Kansas in Lawrence, a

move that changed his life.

“That’s how I met my wife,” Zach
recalls with a smile. “We got placed on

the same campus at the same time.”

The couple married in 2014,
and soon after, started a family.
With the arrival of their first
child in 2015 and their sec-
ond in 2017, Zach began to

reconsider his career path.



“At that point, I wanted to find a job that didn’t

require travel and fell into real estate,” he explains.

The decision was further sparked by his enjoyment
of the home-buying process when Zach’s family

moved back to Lincoln from Kansas.

“Real estate just kept coming back to me,” he reflects. “I
really enjoyed how fun buying a house was and told my
wife I could actually see myself doing this for a living.”

THE BIG PIVOT

As a provider of a large family, Zach admits it was

a tough decision to transition into a new career.

But the move was eased by the support of his wife,
Megan, a nurse who provided a financial buffer while

Zach built up his business.

It was also during this time that an old high school
friend, Tony Milana, played a significant role in

Zach’s career path.

“Tony really helped me when I started out at
Bancwise with him in 2017,” Zach shares. Tony, now
an Associate Broker at Red Door, mentored Zach as

he took his first steps in the real estate world.

“Tony and a few other people from Bancwise then
decided to create Red Door and Tony invited me to
join him at the beginning of 2018,” Zach recalls. “I
liked Bancwise and it was a difficult decision to leave

— but I wanted to continue learning from Tony.”

Zach’s mentorship and consistency has certainly
paid off over the past seven years. In 2023 alone, he
closed 29 transactions, totaling $9 million in real
estate sales. This year, he’s on track to match or
exceed those numbers, with 20 transactions and $8

million already under his belt by October.

True success isn’t about stats for Zach though — it’s
about diligence. He notes this personal philosophy

has served him well in all aspects of his life.
“Success is not defined by the outcomes, but by stay-
ing dedicated and faithful to whatever task is in front

of you,” he shares.

A LAID-BACK APPROACH

Real estate has a tendency to be characterized by
high pressure and competition; but Zach’s laid-back

demeanor couldn’t be further from that description.

12 - November 2024
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| WOULD HOPE MY CLIENTS AND COLLEAGUES
WOULD SAY I’'M SOMEONE THEY CAN DEPEND ON

His approachability and respon-
siveness make him a favorite among
clients, particularly first-time home-
buyers who appreciate his patient and

straightforward manner.

“Personality-wise, I'm pretty flexible
and my temperament is to roll with the
punches,” Zach chuckles. “But I won’t
get pushed around negotiating either.
I'm also quick to respond; I understand

it’s a time-sensitive business.”

Moreover, Zach’s humility and ser-
vant leadership are at the core of his

professional ethos.

“There’s no ego with my work,” he
emphasizes. “I would hope my clients
and colleagues would say I'm some-
one they can depend on and count on,

always in their corner.”

This attitude not only endears him to his
clients but also sets a strong example for

newer agents. His advice to them?

AND COUNT ON, ALWAYS IN THEIR CORNER. ,,

L

W
—

“Be patient — building a business
doesn’t happen overnight. Also be true
to yourself and don’t be someone you're
not,” Zach suggests.

DEVOTED FAMILY MAN

Despite his demanding career, Zach
has his priorities straight. He and his
wife, Megan, have been married for a
decade and are the proud parents of
four young children: Gracie (9), Ella
(7), Maris (4), and Louis (1).

When he’s not working, Zach enjoys
staying active, spending his free time
on the golf course or playing basket-

ball in his church league.

“I'm borderline obsessed with golf; I
would play it year-round if the weather
let me,” he admits with a laugh.

Zach makes it a point to actively be
involved in several charities as well,
including Catholic Social Services,
FOCUS, and St. Joseph Catholic

Church. At St. Joe’s, Zach leads a small
men’s group that meets regularly, and
he also finds time to coach his daugh-

ter’s soccer team.

“Work is good to build character and
virtue and it allows me to provide for
my family, but 'm a lot of other things
before I'm a Realtor,” he reflects, high-
lighting his well-rounded life.

Looking ahead, Zach remains focused
on his family, faith, and personal
growth. His short- and long-term goals
are clear: to be the best version of
himself, a better husband, and a better
father, all while remaining grounded in

his professional endeavors.

“Down the road I might consider pursu-
ing my broker’s license; but presently,
I'm just trying to perfect my craft,” he
concludes. “I don’t want to ever get too
comfortable; I want to always look back
and see how I could improve to be more

efficient for my clients.”

Lincoln Real Producers - 13
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www.diodetech.net
402.793.5124
sales@diodetech.net
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Care

Ory Carpet Cleaning and Service
Not Just the Greenest, the Cleanest

Dry Carpet & Area Rug Cleaning
Upholstery Cleaning
Restretch, Patches & Repairs

402-580-4850

www.purecarecarpet.com

cover rewind -
november 2018

LOIS

For Lois, the most rewarding part about working in
real estate is closing day. “But it’s both a happy and
sad day,” she admits. As the process to close on a
home can sometimes be lengthy, Lois says it only
makes sense that her clients become friends along the
way. “Especially when working in new construction, I
sometimes meet with clients several times a week for
months on end, so I consider my clients my friends.
Closing is both happy and sad - sad in that I won’t have
the opportunity to connect with them as regularly, but
obviously happy that they’ll finally have the opportu-

nity to start making their house a home.”

“Make it happen” is a mantra that guides her business
success. “If you think you can sit back and have every-
thing come to you, you’re in the wrong business,” says
Lois, who admits that it took her five months to close
her first sale in the down market of 2009. “I wasn’t
sure that it was ever going to happen, but I wanted it

badly enough that I made it happen.”

Lois speaks about the importance of putting others
first, both in her personal and professional life. “You
have to be very caring about others,” she says. “I
respect how [my clients] feel - sometimes just the tone
of my voice or how I deliver my message can make a

huge difference.” The feeling of satisfaction she

gets from helping people through a difficult

time is what has made real estate fit so
well into the goals and dreams she has
for herself and for her future in the
industry. “My favorite part is having

the opportunity to help others, while
doing what I love,” she expresses. In

an industry where making connec-

tions is key, Lois says, “I want to be
known as someone who is hard-working

and not afraid to go the extra mile.”
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CONTRACTING P» you ask. we deliver.

TRUSTED

TRADES

TRUSTED TRADES are valuable vendors who know how to serve

CUSTOM RENOVATIONS - KITCHENS - BATHROOMS
BASEMENTS - TILE WORK - VINYL FLOORING
PAINTING - FINISH CARPENTRY

402 750-6614
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the needs of REALTORS®. You may not require their services for every

transaction, but when the need arises, you’re grateful for them. This group @
of vendors is critical to your business. Most importantly, these Trusted

Trades will get the job done and make you look awesome to your clients!

Need an Ace Handyman?
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renew your space
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Maklng It Happen “I became a real estate agent because I love meeting new

people and helping others,” Grace shares. “I also enjoy
“Once, I was the seller’s agent and there how every transaction has different obstacles to work
was a debacle betwen the buyer and through, and it’s not the same thing every day.”

seller,” Grace Hartweg recalls with a
A Quick Study

Grace officially began her real estate career in January of last

good-natured laugh. “It was an early

closing, scheduled for 7:30 a.m. before ) . .
year, and with the guidance of her mentor, Gary Tharnish,

the buyer went to work. My seller was and others, she hit the ground running.

understandably annoyed with the buyer,

so I went over at 6 a.m. and cleaned the “Gary really helped a lot to teach me the ropes, and my brokers
house — even venturing under the deck — have also been amazing and super helpful,” she acknowledges,
to make the closing happen.” emphasizing the importance of having a strong support system.

In her first year, Grace completed five transactions totaling

$1.6 million in volume. By the end of 2024, she projects to

As an energetic young Realtor at HOME Real blow past those numbers with seven properties already closed
Estate, Grace takes her commitment to making and several more under contract, pushing her volume to at
her clients’ lives as stress-free as possible quite least $3 million. As her brokerage’s Newcomer of the Year in
seriously. By providing such above-and-beyond 2023, Grace also joined the prestigious Million Dollar Club.
service, Grace has managed to double her volume

from last year while snagging her brokerage’s Despite the challenges of starting out in a tough market,
Rookie of the Year award. Grace says her trust in God gave her a sense of peace.
Entrepreneurial Roots “I have leaned on my faith a lot throughout life, which has
Growing up in Waverly, Nebraska, Grace was sur- taught me to always trust God’s purpose, even when things
rounded by the influence of her parents, Carol and don’t go quite as planned,” she adds. “It helped me last

Jed, who were deeply involved in the real estate year when I wasn’t very busy and I prayed and knew that it
business. Her parents even started their own would all work out.”

home improvement company,
Midwest Home Designs, about
eight years ago, which focused
on buying, renovating, and sell-

ing properties.

“Given my family background,
I always knew that I would
eventually pursue a career

related to real estate; I just

wasn’t sure when it would ]E'
happen,” Grace reflects.

P> on the rise
After high school, Grace attended
Doane University, where she
initially balanced track and

rodeo before realizing that it

was too much to manage. She

| | A RT W E G then transferred to Southeast

Community College, where she

v e completed her associate’s degree
in business before venturing

- By Jess Wellar into the family business.
Photos By Corey Rourke Photography
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6 ‘ I have leaned on my faith a lot throughout life, which has taught me to 9 ?

always trust God’s purpose, even when things don’t go quite as planned.

Serious Service

What truly sets Grace apart is her relent-
less willingness to assist others. From
cleaning houses at 6 a.m. before a closing
to staying on top of every detail, Grace is

always ready to roll up her sleeves.

In addition, Grace has leveraged social
media savvy to stay top of mind with
her clients and prospects. She posts
almost daily, sharing updates, tips, and
insights that keep her engaged with
her audience. Her ability to connect
with people from all walks of life,
especially first-time homebuyers her
age and younger, has been a significant

factor in her rapid rise.

Grace’s “secret sauce” as an agent
though is simply showing up when
others don’t bother.

“What has really helped me grow my
business is making sure I go to the
office almost every day and not putting
my real estate work on the back burner,
even when I'm not busy,” she points
out. “In this line of work, your efforts

directly correlate with your results,”.

Beyond The Office

When Grace isn’t helping clients, she’s
busy living a full life outside of work.
She remains deeply connected to her

close-knit family, which includes her

20 - November 2024

parents and her younger brothers,
Garret (18) and Gavin (15).

“One of our favorite activities as a
family is participating in rodeos,”
Grace shares. The whole family is
involved, with Grace and her mom
competing in barrel racing and her

youngest brother in team roping.

“We’re pretty spoiled here in Lincoln
to attend events almost every week-

end if we want to,” she adds.

Grace also has a deep love for ani-
mals. She recently got a puppy named
Tillie, an Aussie-Corgi mix toy, and

is the proud owner of three horses:

Dorthy, Gertie, and Raven. On top of

Carol Hartweg

everything, she teaches riding lessons to
all ages — a side gig that she’s passion-

ate about, with a waitlist to prove it.

Grace’s faith also plays a significant
role in her life, and she’s actively

involved in her church.

Looking ahead, Grace is excited about
the limitless opportunities her new
career affords, while continuing to

count her blessings each day.

“Despite my young age, I was raised to
appreciate the little things in life and
always find something to be grateful

for, even when times are tough.

“I plan to continue teaching lessons
as a side gig because it brings me joy.
Additionally, I intend to focus on improv-

ing my skills in barrel racing,” she grins.

Professionally, her goal is to continue
expanding her real estate sphere and

eventually start her own team.

“Ultimately, I aim to invest in
rental properties and build equity
through real estate,” Grace con-
cludes. “My dream is to acquire
land to house my horses and build

a home not too far from town.”

Grace Hartweg
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CLEANING & ORGANIZING

We Purely Care What’s
Under Your Foot.

Underfoot

| ‘ﬁ, A

Flooring Solutions

Commercial and Residential
Flooring Installation

https w.dirty smy aning.com

Broadloom Carpet
LVT/Luxury Vinyl Plank
Modular Carpet/Carpet Tile
Ceramic Tile and Grout
Engineered hardwood floors

SAVE TIME.

What Can Bonzo Do
For Your Business?
s Connect

Converse
Convert

@underfnutﬂunrmgsnluﬂnnslmcnln
402-483-1502
ela@underfootlincoln.com
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We Nail It Every Time WWW.bb Yo Oﬁn g. com Iwn

Roofing - Gutters - Windows - Siding

Nebraska's roofing and
exterior specialists

Our HAAG Certitfied
team is ready to
provide your
free inspection.

Call Today!
402.890.4469




REALTOR ASSOCIATION

OF LINCOLN'S

July &

A Monthly Member Spotlight

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

social media and this publication.

Their brokers nominated them...
here’s what they had to say about
our Qutstanding Performers:

September Winners

JULY
Kurt Agena,
Burrows Tracts Real Estate

“Kurt Agena, an experienced
REALTOR® with Burrows Tracts

Real Estate, offers his clients a

wealth of expertise by his presti-

glous GRI designation and his role as
President of the Tri County Chapter

of REALTORS®. His deep interest in

the difficult workings of'real estate and
its significant societal impact has been a
driving force throughout his career. Kurt finds

great fulfillment in guiding and mentoring others, both
through programs like TeamMates and within his commu-
nity. His commitment to the real estate profession enables

him to positively impact the lives of those he serves.”

SEPTEMBER
Heidi Brandt,
HOME Real Estate i

“Heidi has been an amazing
advocate for mental health
awareness and making the
conversation around mental
health an open discussion.

While many of us have a dream

or an idea of something that we
would like to accomplish, most of
us don’t take the initiative to act on
that idea. This past year Heidi did just that

and created a non-profit organization called the
Healing Heights Foundation. Her organization aims
to make mental health resources available to those
in need. It is an open space where people can find

support and understanding.

Through the Healing Heights Foundation, she cre-
ated an event called Hell on the Hill that is designed
to be analogous to the challenges we often face in

life. The event occurred in late September and was to

REALTO

L incoln
REALTOR

have taken place at the sledding hill
at Pioneers Park. (Hence the name,
Hell on the Hill.) Hell on the Hill
required you to complete 50
laps up and down the hill. (10
miles) As_ you were complet-
ing this challenge, there were
volunteers standing by that
were willing to take a lap for
you or take a lap with you if’you
Just needed some encouragement.
The concept being you can rest, you
can ask for help, but you can never give
up. Just like in life. And in typical life fashion,
Mother Nature threw her a curve ball with heavy
rain in the forecast for Sunday. On Saturday night
she pivoted and moved the event to Canoyer Garden
Center in their green houses and the event went one

without missing a beat.

It was a huge success! (See the story on 10lInow.com).
Heidi brings this same passion to her real estate cli-
ents and her career. She is making an impact on our

industry, our community and everyone around her.”

Associatio

industry education; and to act as an advocate for
personal property rights for all.

RS

Our Mission: To provide our
members avenues to community
service, access to ethics, professionalism and

P> ral spotlight
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Our Vision: To ensure the longevity of the REAL-
TOR® profession through community awareness of
our value and by equipping our members with the
tools necessary to promote professionalism, ethical
conduct and the value of personal property rights.
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[ M e W Grateful for Our Clients
lJ 1\1 l b HARDOE A R SN Thankful for the Journe);

This November, We want to express our gratitude to the

i = i;_'I'IA ND;C AP N e clients who trust Gershman Mortgage to guide them on :
“Nslglslllt?nvllosllsasrttollrgrge DlESIGINTINS TA‘ l._iITE_} ! IJH{}'I'PE‘E‘.!L n.c“ﬁ ﬁ | ! thgir 'hﬂMEDWHEI’ShiP jGUan}f. EI%%T%NA%PE

MOVING AND PORTABLE STORAGE

o T - LT _ It's our commitment to provide patience, expertise, and
WSS DIRT WO RKETEY {4 : z ;

All Moving and Storage Needs: LAWN MALNTENANCEL T He ‘ support to ensure every client feels cc:nﬁdent and

Staging | Mis-Matched Closing Dates | Remodeling AND MORE! ; : comfortable throughout the process. We're thankful for 4

the opportunity to help make homeownership.dreams
For more information, contact Chad: 402-840-5722 i i

chammerback@unitsofomaha.com | unitsstorage.com g o 5'-_‘ ool Bt come true.

On-Site, Relocation, or

Warehouse storage

options.

Personalized Service - i pa, - i
NO Call Centers et i o e ey o
Locally Owned and ey AN A:D._a'f.‘ M.
Operated 5. o "

i

PETERSON
R UK UL I:-I.-."‘_p.z._ 515_9910_

s LAPIGIRLLC @ 0WTL00 KSCOM
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Kayci was patient, helpful, and very
knowledgeable. We felt comfortable with
her right away! | truly believe we would

not have had such a great experience
buying our home without her. She is
amazing!

In the spirit of

W c.{) W PRINT IS STILL ALIVE.

we extend a heartfelt

-Hannah T.

KAYCI PARKER | LOAN OFFICER

M: 402.332.6985 | kparker@gershman.com | kparker.gershman.com | NMLS #776812

CHARTER TITLE

& ESCROW . AN e S\ gL Partner with Gershman Mortgage and experience the exceptional
Ae service that makes our clients thankful year-round.

Residential | Commercial

Celebrating two decades of print excellence,

now 800 niche magazines strong (and counting). TRACY HINTON JUSTIN DAVISON JENNIE SOVEY JEFF WAGNER AMY DAVIS
Branch Manager Loan Officer Loan Officer Loan Officer Loan Officer
M: £02.440.3782 M: 402.309.6254 M: £02.629.2245 M: 402.310.4010 M: 402.310.3355

e thinton@gershman.com jdavison@aershman.com  jsovey@gershman.com jwagner@gershman.com adavis@gershman.com
% N2 COMPANY. thinton.gershman.com Jdavison.gershman.com jsovey.gershman.com jwagner.gershman.com adavis.gershman.com
We are the team that has your bach. NMLS #5172 NMLS #1604492 NMLS #1698492 NMLS #2472428 NMLS #583381

: @ sTROLL. €A greet [ZREAL PRODUCERS oo hyport
wanw.charter-title.net | 402 4351244
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Bundleg
. Save

RS @ om

Bundling your insurance into a single
package policy saves time and money.

Add life insurance for your family and
you could save even more. Contact me to
schedule a SuperCheck® today.

David Duff

B&OO S A0th 5t Ste 114
Lirscaln, MNE
402.423.7109

davidduff fofsagents.com

B FARM BUREAU
WED. FINANCIAL SERVICES

It's your future, Lat's protect it

Niormbar JPE Fasim Bu

WHEN THE
FIRST IMPRESSION
COUNTS

402-466-4644
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‘llll NEBRASKA CALCULATOR THAT

TITLE DOES THE MOST.
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REAL ESTATE'S
#1 NET SHEET &
CLOSING COST APP
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I/\ OUR EXPERTS,
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[ | TEAM

»

Alyssa Danielle

Kaitlynn
Copeland Hutchins Hansen

Rourke

Corey
Photography.com

rourkephoto@gmail.com

financial focus sy edward Jones

CUTTING
SPENDING

can help boost retirement savings

Like most of us, you may someday want to enjoy a com-
fortable retirement. Your ability to achieve this goal will
depend on how much you save — but it also matters how

much you spend.

And saving and spending are certainly related: The
more you can reduce your spending, the more money
you could have available to save for retirement through
your IRA and your 4£01(k) or other employer-sponsored
retirement plan. Over many years, even relatively small
amounts diverted from spending to saving and investing

could add up substantially.

How can you go about potentially reducing your spend-

ing? Here are a few suggestions:

« Use a budgeting tool. If you’re not already doing
so, you might want to consider using a free online
budgeting tool. Among other capabilities, these apps
can place your spending in categories — groceries,
travel, entertainment, and so on — which can
reveal redundancies that, once eliminated, could
save you money. For example, you might find that
you’re spending a not-insignificant amount on
streaming services you rarely use. Or you might
be surprised at how often you go the grocery
store, rather than consolidating your visits and

reducing the likelihood of “impulse” purchases.

- Take advantage of employee benefits. If you work
for a mid-size or large company, you may have an
extensive employee benefit plan, which could include
discounts on some products and services. Also, if
you are enrolled in a high-deductible health plan
through your employer, you might have access to a
health savings account (HSA) or flexible spending
account (FSA), either of which may let you lower
your out-of-pocket health care costs by using pre-
tax dollars to pay for deductibles, copayments,

coinsurance and some other qualified expenses.

« Shop around for insurance. To some extent, we are

all creatures of habit, which can be good in some

circumstances and not so good in others. In the “not so good”
category, many people stick with their auto, homeowners and
life insurance policies year after year, even though they might
be able to save some money by switching to another company.
But even if you stay with your current company, you might
find ways to save money by taking steps such as adding a home

security system. Check with your insurer to learn more.

« Compare credit cards. There’s a piece of financial advice
that essentially says: “Pay cash for everything” — and this
isn’t a bad idea. Ideally, you might want to use a credit card
strictly for items such as car rentals or hotel reservations,
and you should pay off the bill each month to avoid interest
charges. Sometimes, though, you may need to use your card
for other purposes, and it may not always be possible to pay
your bill in full. That’s why you’ll want to review credit cards
periodically to find one with lower interest rates, a favorable

balance transfer offer and a better rewards program.

It’s not always easy to cut down on your spending, but when you
do, it can provide more peace of mind — and an opportunity to

boost your savings for what could be a long and active retirement.

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

Edward Jones

> gdwardjones.com | Mamber SIPC

Worried about reaching your financial
goals?
Let's map out your future together.

F ' Megan R Gibbs, CRPC™
Financial Advisor
3207 Pioneers Blvd Ste 35
L Lincoln, NE 68502
402-488-4564
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On Friday, October 11th, we
gathered at The Champions Club
for the 3rd annual RP Gala, and

it was a night to remember!

This event was made possible
by many of our generous part-
ners - a special thanks to our
Headline Sponsor: BB Roofing.

We dressed up and went all

out and enjoyed a wonderful
evening filled with cocktails and
wonderful food, AND gave out
some amazing awards to some
amazing people! On top of all
the fun, collectively, we were
able to raise over $20,000 for

VisionarYouth!

a

7

Congratulations to the 2024 RP Gala Award
Winners:

Sunshine Award —

Sandi Osterman (Nebraska Realty)

REALTOR® on the Rise —
Alyssa Weber (Woods Bros Realty)

Ultimate Connector —
Matt Kirkland (Giving Realty)

Service Award —
Heidi Brandt (HOME Real Estate)

Funniest Real Estate Story —
Kim Soucie (Coldwell Banker - NHS Real Estate)

Best Cover Story -
Amy Fries (Woods Bros Realty)

REALTORS® REALTOR® —
Rachel Rentschler (The 1867

Collective)
Partner of the Year — 402 Title

ICON Award — Paul & Madonna
Kardell (HOME Real Estate)

Thank you to everyone who
attended and made our 3rd Gala

an amazing night. Zincoln Real
Producers is proud to provide an
opportunity and atmosphere for
Lincoln’s Top REALTORS® and pre-
ferred partners to network, collab-
orate and strengthen relationships.
We’re excited to see you at our next

event soon!

>> event h|g h||ght ® Photos By: Corey Rourke Photography
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Ultimate
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Matt Kirkland
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Osterman
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4TITLE SERVICES

Your Satisfaction
Is Our Priority

. Best Rates ' by
~ 100% Trusted . '] ah We are dedicated to providing

excellent customer service and £ &
Customer Care * 1) B are trained to acknowledge -
Small Town SQTVFC&J 'ﬁk‘w& - even the tiniest of details. We
take pride in making .
your transaction &
closing experience as
quick & easy as possible.
Far a quote, give us

7 ve| Brcmch

V' Free Quote

a call teday!

AMANDA EISENHAUER Holly Morgan, Escrow Officer
LICENSED PRODUCER 6001 S. 58th St,, Ste. A | Lincoln, NE 68516
402.499.9585 elivebranchmutual.com B Phone & Fax: 402.858.1418
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‘k Elevate
Your
Journey

Experience a dynamic environment, callaborate with
_ inspiring individuals, and leverage advanced systems
- for unlimited career possibilities.

REAL ESTATE

HOMErealestate.com §X =R
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AFTER

THOUSANDS OF
IN-HOME VIEWERS
AT EVERY SALE

Preparing a plan to move
Executing a super fun Estate Sale
Clearing out remaining items

b ZaN T
SILVER ATTIC

Estate Sales # Move Management

FREE NO-OBLIGATION IN-HOME ASSESMENT

www.mysilverattic.com | 402.937.1771
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By Jess Wellar
Photos By Stacy Ideus
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Health | Medicare | Small Group | Life | Supplemental

Kets.

WITH HEALTHMARKETS

NAVIGATING INSURANCE gEeJel=ansi=:

When it comes to navigating
the world of health, life, and
Medicare insurance options,
the myriad of choices can be
overwhelming. It’s little wonder
most people put off making a
decision as long as possible.

That’s where Travis Lebo of
HealthMarkets Insurance in Lincoln
thrives on making the process easier for
locals. With 28 years in the insurance
industry, Travis’s passion for helping cli-
ents find the right insurance plan is fueled
by his desire to empower people to make
the best decisions for their health and

financial well-being.

“I am a problem solver and an analytical
thinker, and I enjoy being able to use those
skill sets in helping other small business
owners and entrepreneurially-minded

folks,” Travis explains.

ROOTED IN EDUCATION

Travis attended Concordia University,
earning a degree in mathematics and actu-
arial sciences. After graduation, he spent
the next two-plus decades in the corporate
insurance world before deciding to take

the leap as a small business owner.

“Breaking away from the corporate world
and into being a small business owner was
a huge step; but this decision has given

me the most gratifying experiences of my
professional career,” Travis emphasizes.
“It was scary, but that’s why I love work-
ing with other small business owners and
trying to help them manage their risk to be

the best version of themselves every day.”

Travis joined HealthMarkets four years
ago and loves being part of their national

platform, as he notes they do a terrific job

of adapting to constant legislation

changes in the industry.

“Health insurance and Medicare
regulations continue to change regu-
larly,” he points. “It’s still a little bit
of a political football. One stroke of
a pen can change things for subsi-
dies, tax credits, plan availability

— but no matter what changes come
in, it creates opportunity for us as

trusted advisors.”

A PERSONAL TOUCH

Travis’s primary focus is on helping
individuals find the best life, health, and
Medicare insurance plans. Whether it’s
short-term or long-term plans, supple-
mental coverage, or accident protec-
tion, Travis has a solution tailored to

match each client’s unique needs.

One of the key advantages of work-
ing with Travis is the personalized
service he provides. This attentive

approach extends to every aspect

of his business, from helping clients
make policy changes to reviewing

coverage details or finding tax credits.

“I’'m not a salesman,” Travis says. “I
work on referrals. I want every initial
point of contact to be informative and

not a product sale.”

He adds, “If you try to do something
online, you’re not really going to
understand what policy you’re buying
versus another policy and I can lay
out expectations. The worst thing is
to buy a policy and then go to use it
and it doesn’t fit — then I didn’t do

my job to meet your needs.”

NAVIGATING CHANGE

The insurance landscape has seen
significant changes in recent years,
particularly with the introduction of
the Affordable Care Act. For Travis,
staying ahead of ever-evolving legis-
lation changes is crucial to providing

the best service to his clients.
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reshaped our industry over the past decade or

so,” he affirms.

However, Travis believes that these ongoing
changes are what make his role as an insurance

advisor so necessary and valuable.

“I like to look at these changes as the reason

I’'m here,” he offers.

BEYOND THE BUSINESS

When he’s not busy helping clients navigate
their complex insurance needs, Travis enjoys
spending quality time with his brood. Travis and
his wife, Renae, who works as a teacher and
financial assistant at a church, have two sons

— Tanner, who just graduated with a degree in
Cybersecurity and is preparing for law school,
and Logan, who is a freshman at UNL and com-

petes on the track and field team.

The Lebo family also includes Wrigley, their
8-year-old mini Goldendoodle, named in honor
of their love for the Cubs after their World

Series win in 2016.

“Health insurance regulations have completely

“Sports and sporting events are a big part of our
lives; personally, I enjoy golf but do not get out to
play nearly enough,” Travis says of his hobbies.
“We are foodies though and love a fun food expe-
rience. A trip to the Amalfi Coast in Italy this
summer has sparked an interest in pizza-making
(from scratch) and my wife and I enjoy hosting a

pizza-making and wine experience with friends.”

Looking ahead, Travis remains optimistic about

the future of his ever-changing business.

“As a trusted advisor, it’s my job to stay on top
of the changes and help my clients make the
best educated decision on their health insur-
ance needs,” Travis concludes. “I am also a

free resource!

“There are no bad questions, and I have built my
business on helping people protect themselves
and their loved ones, first and foremost, from
the devastating effect that unexpected medical
expenses can have on their families and the abil-

ity to provide for them moving forward.”

To get in touch with Travis Lebo for your free consultation, give him a call

today at 402-416-4628 or email him at TLebo@HealthMarkets.com.
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As a trusted advisor, it’s my job to stay on top of
the changes and help my clients make the best

educated decisieir health insurance needs.




Confused about
health insurance?
DON'T LETYOUR HOME

[ can help!
BEAZOO! ————

Answer your health care reform questions

Identify if you are eligible for a sub

« Review your product options and costs
WHO WE ARE BAT REMOVAL

Owned and operated by AND EXCLUSION

Dot Patten. a leader in 2 WILDLIFE | call 402) 416-4628

wildlife and pest gt el £ ot e e MR Rt
= TRAPPING AND ; miints toadavul

management and for your free quote today!

prevention in the Lincoln PREVENTION y q '-y

and surrounding areas for

15 years. Specialize in M- RODENT

humane removal and CONTROL Efil El...ﬁE

prevention. Licensed,

permitted, and insured,

B e i reaontia CQ_ INSPECTIONS

and commercial buildings,

T as PRy R T =

(402) 416-4628 . ;

s faalthMarkats com [=]
schools, apartments, and

churches. heajth HeaithMarkets Insurance Agency

CONTACT US TODAY! 402-781-8691 Markets e

Assist with the application process

Travis Lebo

batstorats bats2rats@gmail.com

BatstoRats batstorats.com

I'VB m[]ve[]] Loans to ﬁt Closing loans

and opening
your “fe doors since 1960.

Guild Mortgagte has become one
of the nation’s leading

I am thrilled 1o share I am now even better
equipped to guide my buyers through this ever
changing market with Guild Mortgogel I will to
continue to provide a customized loan process

for my clients to fit their long and short term

financial goals. I toke pride in offering options on
varlous programs as well as education on the
process every step of the way,

Having Guild at my side has opened up
possiblities to help even more buyers see their
dream of homeownership become o reality. with
access o hundreds of programs from 100%
financing to jumbo loans, and everything in
between, I om eoger to guide your buyers home.

In addition, our operations staff is local, our
underwriting in house and aur Ioans are kept and
serviced by Guiid, so we are able to stay In
contoct untii their need for you, their agent, arises
again to direct them back to you.

Tara suckstorf

Loan Officer
MMLS 1430954

indepandent mortgage providers
by Tollowing a simple rule--doing
whal's right for our customers.

Qur local branches spaciolize in
residenticl home loans. For 60
years, we've grown through
referrals, through every economic
cycle. Today, no other morigage
lender has our stability, experience,
and uncompromising focus on
cusiomear service.

nal Service

‘we are known for our Tasi
pre-approvals & on time closings.

Partnering directly with Fannie Mae,
Freddie Mac and Ginnie Mae gives
us the loan program to fit most
SHualions,

LA0.4

C: 402-416-3206
taras@guildmortgoge.net

Apply Online 5
guildmertgage.com/tarasuckstort &

mortgage o
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FROM YOUR STARTER HOME.
T0 YOUR FOREVER HOME.

WE'RE THE BANK for all you're doing.

Security First Bank is here with competitive rates, flexible mortgage options, and personalized service to
guide you through every milestone. Speak with vour local mortgage loan officer today.

New Home Purchase | Refinance | Home Equity | Construction

@ Security
First
Bank

: | 1 I Blaamber
5505 Red Rock Lane | Lincoln, NE Torailer Patirs Elizabeth Rezac Celsey Pflughaupt FDIC %
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