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YOUR CLIENTS.
OUR PRIORITY.

When you partner with us, your clients
homeownership dreams are our priority.
With 45 years of combined experience and
thousands of closed loans, we understand the
importance of swift, customer-focused service.

Contact us today or

Lintoln
Federal

SAVINGS BANK

VP - Mortgage Loan Officer VP - Mortgage Loan Officer
2810 Copper Ridge Drive
spodliska@lincolnfed.com

402-325-4885 Shane Podllska

2810 Copper Ridge Drive
; celgert@lincolnfed.com
Chris Elgert 402-325-4880

CharterWest can help your buyers ease their way into a home with lower payments! A 2/1 buydown is a

30-year fixed rate loan with an interest rate that's discounted 2% during the first year and 19 the second year.
This allows buyers to simply step up at the end of the first and second year and then remain fixed for the
remainder of the loan. This type of loan comes with extra upfront costs that are often paid by the seller

or builder. There are additional details that vary according to the specific scenario.

Grive us. o colfl end (s disouss how 0 2/1 buydonn can helyp your buyers!

Destinee Roseberry » (402) 301-4041

“Destinee i FANTASTIC! | highly recommend her
to-work with when looking to finance for a house!
She was more than happy to answer any guestions
and was available anytime we needed her”
— Miranda |

Ron J. Svoboda » (402) 770-6030

“Ron was absolutely amazing during the home
buying process, Extremely informative and
ahways available if 1 had questions, Would 1
00%: recommend to anyone, especially
first-time home buyers like nysetf!™

Chris W,

Shari Barnhill » (402) 202-6267

“Shari Barnhull is top notch. She answered EVERY
guestion and more; She is very knowledgeable about
first-time programs and will get things done! No waiting
around, She will call, text; email anytire just to make
sureyou understand everything”
- Brancly D,

Jessica Thomas » (515) 783-3862

"lessica was a huge asset to our home-buying process
Working with her allowed us to gain more knowledge
of the many steps in purchasing a home, Jessica was
easy o communicate with, reliable, and truty helped
make our home purchase more enjoyable!”
— Breanna P,
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If you are interested in contributing or nominating REALTORS® for certain stories, please email us at

andrew.schindler@n2co.com.
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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
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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/

PAINTING

FreshEffects Painting
Tim Majorins

(402) 430-4053
fresheffectspainting.com/

PROFESSIONAL
PHOTOGRAPHY

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

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

REAL ESTATE BROKERAGE
HOME Real Estate

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

REMODELING

Hess Contracting

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

ROOFING & EXTERIORS
Antoine Exteriors

(402) 260-1099
www.antoineexteriorslic.com/

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

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

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

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

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

WILDLIFE REMOVAL
& PREVENTION
Bats to Rats

(402) 310-0904
batstorats.com/

@realproducers
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MEET THE LINCOLN REAL PRODUCERS TEAM

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

STACY IDEUS JESS WELLAR
Photographer Writer

DIODE!F

SMART HOME
LIGHTING CONTROL
MULTI-ROOM MUSIC &

HOME THEATER
OUTDOOR AV

CONTACT US

www.diodetech.net | 402-793-5124 5’53

el Y

COREY ROURKE
Photographer

RYAN LINDBECK
Videographer
altitudemotion.com

ELEVATE YOUR
ENTERTAINMENT SPACES
FOR THIS FOOTBALL SEASON
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top producer

By Jess Wellar
Photos By Stacy Ideus
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Katie VanderLey lives by this mantra, instilled by her dad,
and it’s clear in her approach to real estate. As an excep-
tional REALTOR® at Keller Williams Lincoln-Heartland,
Katie’s grit, integrity, and problem-solving skills continue

to make her an industry standout.

Originally from Iowa, Katie’s roots are firmly planted in
the values she learned early on helping her dad in the

hardware store business.

“I grew up in the store,” Katie recalls. “My earliest mem-
ories are from when I was 4 or 5. My dad managed the
business and later turned down the opportunity to buy it

and relocate it when a mall came to town.

“I think he later came to somewhat regret that decision,”
she continues. “So he projected onto me by always encour-
aging me to take chances and risks-one of those was to get

my real estate license.”

Katie’s education took her to Dordt
College, where she earned a Bachelor’s
in Communication: Public Relations
and Health: Recreation while still
holding down a job in the hardware
store. No stranger to hard work, Katie
has always done what it takes for her-

self and her family.

“I also worked two part-time jobs during
high school, while being in all sports and
music — the grocery store and my dad’s
hardware store,” she shares. Her mom
taught her how to make lists and time
management. “When my husband was in
vet school, I also worked a full-time and
two part-time jobs so he could focus on
his studies.”

The VanderLeys moved to Missouri for
Katie’s husband’s work and eventually
found their way to rural Nebraska to be closer to both sides
of the family in South Dakota and Iowa. That move turned

useful when Katie’s dad’s brain cancer returned in 2017.

“We originally moved so the kids could be closer to their

grandparents,” Katie remembers. “But God had a plan there.”

Eventually, with her husband’s and dad’s constant encour-
agement, and her youngest ready to head off to school,
Katie decided the timing was finally right and took her real

estate exam.

“My dad kept saying, ‘Katie, you know you can do this,”
she recalls. “But it took me almost 15 years from the time
it was first discussed while Brian was in vet school to
going all in when the kids went to school and I felt like I
could give it 110%.”

In 2018, Katie made the leap, joining Keller Williams
Lincoln-Heartland, where she quickly made a name for
herself working tirelessly to help clients while racking up

the miles on her truck to find them the perfect home.

Katie’s hard work in rural Central Nebraska and Lincoln

continues to pay off: last year, she closed 97 units, and



THE ‘KATIE LIST’
Katie notes her secret sauce to real estate is cen-
tered on solving problems and maintaining integ-

rity, something she learned long ago.

“My dad always pointed out people don’t come into
the hardware store unless they have a problem

and it’s our job to fix it,” she reflects. “I look at real
estate the same way with my list approach. No one
calls a REALTOR® unless they have a problem or

need and it’s great to provide them with a solution.”

Her ‘Katie List’ serves as a unique feature of the

service she provides to clients.

I get the deals closed for my clients,

but it is always about my clients — I do

not put myself first in any transaction.

she’s on track to exceed 100 units this year. In

addition to serving as Agent Leadership Council
Chair, her impressive stats have earned her mul-
tiple accolades, including being the Top Agent at
Keller Williams for Closed Units for the last five
years and a RealTrends Top Agent List for the State
of Nebraska from 2020 to 2024. This year’s award
placed her as number four in the state in Closed

Units, which to Katie means more families helped.

Additional awards include Triple and Quadruple
Gold, and Platinum statuses at Keller Williams
International. Katie was also the number two agent
in the Greater Heartland five-state region for closed
units in 2023, out of over 6,237 Agents.

“I don’t keep track of my volume, only my units; I'm
more focused on helping people,” Katie emphasizes.
“I truly care about my clients and I am not afraid to
tell someone that I don’t think what they are doing
is the right move; but at the same time, I am right

there to say, “Yes, let’s do this!” when it is.
“I get the deals closed for my clients, but it is

always about my clients — I do not put myself first

in any transaction.”

12 . September 2024

“Every listing gets the ‘Katie List,” she explains.
“I walk through a client’s home and we discuss
everything that might come up in an inspection.
It removes the emotion and stress when we get
feedback or inspection results because we’ve likely

already talked about the potential outcomes.”

Katie’s advice for new agents is simple — work
hard but keep life priorities straight.

“Give it 110%, but don’t ever forget your family
while doing so. Everyone needs to be all in, but
when you retire, you still want to have those family

members and relationships in your life.”

FUN ON THE FARM

When she’s not working, Katie enjoys a fulfilling
life with her family on their farm in Sutton. She’s
been married to Brian, an Epidemiologist at Great
Plains Veterinary Educational Center, for 20 amaz-
ing years. They have three children: Gerrit, a high
school senior; Gavin, a sophomore; and Johanna,

who’s just starting sixth grade.

The VanderLey acreage is bustling with animals
as well — four dogs, cats, cattle, sheep, chickens,
geese, and ducks. Katie’s love for photography,
particularly nature and architecture, is a favorite

hobby in her downtime.

“I enter some of my photos in the county and state
fair. Many of my works hang in our home,” she
shares. The family also enjoys traveling, with Costa

Rica and Alaska still on their list of places to visit.

@realproducers

From Left: Gavin, Katie, Johanna, Brian, and Gerrit.
Photo credit: Amanda Douglas Photography

In addition to spending time with her loved ones,
Katie is deeply involved in her community, donat-
ing her time to several worthy organizations from
housing to food pantries. She serves on the board
of directors for her local TeamMates, a mentor-
ing program for kids, and the Assisted Living and
Nursing Community Home, which is in the process
of building a new facility.

“I like to bring a greater picture of ‘fix-it’ nature and

real estate perspective to the board,” she offers.

Looking to the future, Katie has no plans to rest on

her laurels.

“Professionally, I'm always learning. I have my
Associate Broker License, AHWD, GRI, ABR, and
there are a few more things to do. My assistant calls
my husband and I “The Alphabet Kids’ because we
have just as many letters behind our last names as
are in them!” she laughs. “But it keeps things going. I
also hope to hit over 100 units... It’s been close every
year, but I think this year I will crush that one!

“I can’t ask for anything more than the blessings I
have — a rewarding career, a supportive spouse,
three amazing kids, and parents who always

believed in me,” she concludes with a smile.

realproducersmag.com



Exceptional Service,
No Matter the Market:
Because Our Clients
. Deserve ﬁN othing Less GERSHMAN

1. MORTGAGE
In a market that's always changing, our dedication to T
exceptional service remains constant. Whether navigating : ; ~ b
a competitive landscape or guiding clients through a : A s - o
challenging process, our focus is on delivering a 5-star
experience every time, Because at Gershman Mortgage,
we believe that no matter the market, our clients deserve
the best—and that’s exactly what we strive to provide.

Jennie is great person, she is willing to

help regardless what the time is, explain

everything easily make everything
s simple. If you are ready to buy a house,
then Jennie is the right person.

-Ahmed A.

JENNIE SOVEY | LOAN OFFICER

M; 402.429.2245 | jsovey@gershman.com | jsovey.gershman.com | NMLS #1698492

Readﬁ to partner with a team that puts your clients first, no
matter the market? Contact the Gershman Mortgage team today!

ONna o

TRACY HINTON JUSTIN DAVISON KAYCI PARKER JEFF WAGNER  HOLLI ARTZ AMY DAVIS

Branch Manager Loan Officer Senior Loan Officer Loan Officer Loan Officer Loan Officer
M: 402,440 3782 M: 402309 6254 M: 4£02.332 6985 M: §02.310.4010 M: 402.440.21534 M: 402.310.3355
thinton@gershman.com jdavison@gershman.com kparker@gershman.com jwagner@gershman.com hartz@gershman.com adavis@gershman.com
thinton.gershman.com  jdavison.gershman.com kparker.gershmancom  jwagner.gershman.com hartz.gershman.com adavis.gershman.com

NMLS #5172 NMLS R1604492 NMLS #776812 NMLS 82472428 HMLS #776453 NMLS #583381
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Fundamental to Deck’s business philosophy is the maxim “success is spelled
W-0O-R-K,” a saying her former broker, Gib Eley, taught her and one which she
considers to still exemplify her work habits. “There have been months where
I’ve been on the phone for 8,000 minutes,” she says. “When people buy or sell
a home, it’s their biggest asset — you have to take that fiduciary responsibility
seriously, no matter what that requires you to do. I was just committed to
doing whatever it took - I’ve scrubbed toilets, cleaned houses, staged homes -

whatever needed to be done.” says Deck.

Deck credits many mentors for helping her find her
footing as a REALTOR® and to develop a love for
it. Mike Elgert, and Paul and Madonna Kardell
were early mentors, and impressed Deck with
their commitment to doing things the right

way and conducting business with integrity,
standards she still holds herself to rigorously.

It’s a type of relationship that Deck strives to

pay forward — she has encouraged many of her
friends and acquaintances over the years to become
REALTORS® as well.

“A REALTOR® is not a salesperson. They're a
matchmaker,” one of her promotional

items reads. “They introduce people

to homes, until they fall in love

with one. Then they’re a wedding

planner.” For Deck, this level

of personal investment in her.

clients’ needs and wishes is

simply part of the job, and

part of her ethic.

- september 2018
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A REALTOR®
ISNOT A
SALESPERSON.
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MATCHMAKER.
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P> you ask. we deliver.

TRUSTED

TRADES

TRUSTED TRADES are valuable vendors who know how to serve the needs

'” SERVICES

YOUR SATISFACTION
IS OUR PRIORITY

of REALTORS®. You may not require their services for every transaction, but
LOr A aUOTE,

GIVE US A ,_f,q; L ?"MPW 3 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

AMANDA EISENHAUER . .
. LICENSED PRODUCER job done and make you look awesome to your clients!

402.499.,9585  °'vebranchmutualcom &

N AE s fresheffects

HAN%FEL%FEJ t renew your space
vaseiore i wone s Lincoln’s Quality Painting Service
im ;& * T l Call today for a free estimate!
b4 i A 1
Tim Majorins 402-937-9330
ﬁnHS Lincoln
402.204.8213

& & *

Uplront Pricing Granal Cosmemaunication Flaxible & Rollabls Locally Cramed

HEATING - * Donations

4224 Progressive Ave Lincoln, NE 68504
402-466-3408 « info@harleyshvac.com  harleysheatingandair.com
harleys_hvac @ harleyshvac

- Disposal

WHEN THE

FIRST IMPRESSION SO s a%,ﬁ;l -

COUNTS

402-466-4644 rourkephoto@gmail.com

COMPLETE PROPERTY
REMOVAL 1-1,-\N;15JE3.-1F_,_1~£

routs{@gmail.com
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P> On the rise

By Jess Wellar
Photos By Corey Rourke Photography

BETTER WITH EACH MOVE

Having owned seven houses of her
own previously while building two
from the ground up, it’s safe to say
this isn’t Dorothy McManaman’s first
real estate rodeo. Having navigated
through three previous careers as
well, Dorothy’s already busy making
a significant impact in less than two
years as part of the Encompass Real
Estate Team at Nebraska Realty.

“I started in real estate at 60 years old,
but I have learned many things over
the years in regards to making connec-
tions and paying attention to details,”

Dorothy explains with a smile.

A LIFETIME OF SALES

Originally from Bellevue, Nebraska,
Dorothy grew up in Lincoln, where
she attended Lincoln Southeast High
School before earning a Bachelor of
Science degree from the University
of Nebraska-Lincoln. Her career path
initially led her into retail sales and
management, where she spent 15

years honing her people skills.

“Sales definitely helped me feel
comfortable around people and
read what they really are wanting,”
Dorothy recalls. “Of course I also
got used to working on commission
since you didn’t get paid unless you

12

sold a product

After her stint in retail, Dorothy
co-owned a landscape and design
business for roughly a dozen years.
This period not only nurtured her
passion for plants but also sharpened
her business acumen and appreciation
for aesthetics and detail. Her next
adventure was in promotional product
sales, another 12-year experience

that further solidified her expertise in

building client relationships.

Dorothy’s transition into real estate
was finally sparked by the relentless
encouragement of her long-time
friend, Jen Stai. The two met at a
Huskers football tailgate 17 years ago
and Jen kept after Dorothy to get her

license for years.

Jen’s encouragement finally led
Dorothy to meet Arla Meyer, now her

broker, who left a lasting impression.

“Arla is amazing,” Dorothy beams.
“When I met her for coffee, I knew

this is where I should be.”

NEW DIRECTION

Since starting her real estate

career in October 2022, Dorothy
has achieved remarkable success.
Perhaps her most memorable listing

will always be her first one though,

as Dorothy’s mother-in-law passed
away and she listed the house for

her family.

“I do think she would be proud of
me and the way I handled the sale,”

Dorothy reflects.

In her first full year as a Realtor,
Dorothy completed 20 transactions
totaling $6.45 million in volume while
snagging Nebraska Realty’s 2023
Rookie of the Year for Lincoln Metro.
Her projections for the current year
are even more impressive, with an

expected volume of $8 million.

Dorothy’s fledgling achievements
also include being consistently recog-
nized among the Top 50 Agents in the
team category and receiving several

high-ranking team awards.

Lincoln Real Producers - 19




Regardless of her accolades, Dorothy
says helping others achieve their goals

is the true benchmark of her success.

“If my clients feel that I have helped
them, we were able to form a strong
connection, and I made an impact
in their life, I would feel that I have

achieved my goal,” she offers.

RELATIONSHIPS AND FAITH

For Dorothy, real estate is not just
about sales but about building mean-
ingful, lasting relationships, some-
thing she learned over years in sales

and promotions.

Dorothy’s faith also plays a crucial
role in her upbeat, relaxed demeanor.
Many buyers look to her as a calm,
reassuring presence, especially young
first-time home-buyers who may be

nervous and frazzled.

“I always remember that God is with
me and somehow he is going to help
me figure this out. He is in control,”
Dorothy points out. “I meet so many
new people and hopefully they see
Christ through me as I approach things

with a kind and positive attitude.

“I pray for my clients too,” she adds.

“This is my new ministry.”

MOST CHERISHED ROLE
Outside of her new career, Dorothy

enjoys the love and support of her

20 - September 2024

close-knit family. She has been
married to her husband, Mark, for 42
years. “We started dating at 16!” she
reminisces. The couple have two chil-
dren: Meredith, a physician assistant
in dermatology, and Tyler, who works

in demolition/construction.

Dorothy also cherishes her two
granddaughters, Marley and Maci,
and enjoys spending time with her
grand-dog, Harper, an Irish cream
lab, who she frequently dog sits while
her daughter is at work — even if she

is “a real handful!”

Dorothy may have plenty of hobbies,

but gardening is her life-long passion.

“I absolutely love gardening — that
was such a big part of my life for a long
time! Now I try to get my granddaugh-
ters to help me so we can all appreci-

ate gardening together,” she smiles.

She also enjoys yoga, biking, walking,
interior decorating, and spending
quality time laughing and enjoying
life with her loved ones. Dorothy is
deeply involved in her faith as well
through the International Bible Study
Fellowship (BSF] for the last 16 years.
She has held leadership positions
through the years as well.

ON THE HORIZON
As she looks to the future, Dorothy is

excited to continue making new con-

nections in real estate while she aims
to ramp up her philanthropic efforts
again now that her grandchildren are
getting older.

“I would like to help on a commit-
tee for affordable housing and tiny
houses to give back to the commu-

nity,” she shares.

Dorothy also envisions a long-term
career in real estate, with a focus on

helping others.

“I see myself in real estate for a long

time to come — in the same capacity,
but perhaps less sales down the road
and more just helping other people in

Lincoln,” she concludes.

“Life is about relationships and hav-
ing the capability to meet new fam-
ilies. I am able to hear their stories,
make connections, and help others
find their forever homes where they

can continue to grow.”
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PROTECT WHAT

MATTERS MOST
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At LAE, we understand that buying a new home is one of the biggest investments you'll make.
That's why we offer state-of-the-art security, surveillance, and smart home solutions designed to

protect and enhance your new space.

“

LAE

SMARTER SECURITY SOLUTIONS

www laesolutions.com
402-421-1222



P> ral spotlight

Connie BURLEIGH

CJ BURLEIGH REAL ESTATE,
PAST PRESIDENTS ADVISORY COMMITTEE CHAIR

Committee Statement of Purpose:

1. To review current issues of the association
and make formal recommendations to the
Board of Directors and/or the committees of
the association.

2. Be a forum for the promotion of the
REALTOR® and business ethics.

3. Provide a forum for the exchange of informa-

tion and ideas.

We asked Connie about herself, her career and the
Past Presidents Advisory Committee. Here’s what
she had to say:

Q: How did you first get involved in the REALTORS
Association of Lincoln?

A: When I became a Broker in 2006 and started my
company, I wanted to be more informed, so I went

to a Broker/Owner meeting.

Q: What made you want to volunteer your time as a
part of this Committee?

22 - September 2024

A: 1 am a Past President and have been involved in

my Association for many years.

Q: What’s one area you want the Committee to
focus on in 2024?

A: Helping members navigate the changes facing the
industry. The Past Presidents have so much knowl-
edge and experience. They have led members through

many changes. We can give positive encouragement!

Q: What’s your favorite thing about your job?
A: Helping others. I enjoy seeing others succeed
and encouraging members to get involved and to

not stop trying to reach goals!

Q: What is the best piece of advice you

have received?

A: Find a need and fill it! If you are determined, you
will find a way to do almost anything!

Q: What would you want the title of your biography
to be?
A: “She has her Father’s Eyes! Finding the good...”

FIND A NEED AND FILL IT! IF YOU ARE DETERMINED,
YOU WILL FIND A WAY TO DO ALMOST ANYTHING!

Q: When you were a kid, what did you want to be
when you grew up?
A: I wanted to be a singer. Unfortunately, I

couldn’t sing!

Q: What do you like to do in your free time?
A: Spend time with my family, grandkids and
good friends.

Q: If you were to win an award, who would you
thank in your acceptance speech?

A: It’s a long list! God, for grace and guidance!
Lots of mentors: Marcia Weddle, Judy Sasek, Pat
Ohmberger, and Darlene Starman. Lots of mem-

bers that I worked side by side with on committee

L incoln
REALTOR

REALTORS
Associatio

projects, and Association CEOs and staff. My
builder and friends Blake and Kathy Collingsworth.
My husband and family for unbelievable love and
support. Great friends that inspire me every day!

Q: If money was no object, what would your dream
house look like and where in the world would it be?
A: Probably a beautiful home on the Cayman

Islands so I could be by the ocean and my daughter!

To get involved in this committee or learn more
about our other committees and opportunities to get
involved, please contact feedback@lincolnrealtors.
com or (402) 441-3622.

‘ Our Mission: To provide our

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

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

REAL Brd f CERS.| O

Celebrating two decades of print excellence,
now 800 niche magazines strong (and counting).

N2 COMPANY.
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financial focus sy edward Jones

KNOW THE RISKS OF INVESTING
— AND NOT INVESTING

Investing involves risk — and so does not investing. You
should know how both these types of risk can affect

your ability to reach your financial goals.

Let’s start with the risks associated with investing.
There’s not a single investment risk because different
types of investments carry different types of risk. Here’s
a look at three investment categories and some of the

risks connected with them:

« Stocks - When you invest in stocks or stock-based
mutual funds, you will incur the risk that the value of
your investments may decline. Stock prices can fall for
any number of reasons — lower-than-expected earnings,
a change in management, change in consumer tastes,
and so on. Although the historical trend for stocks has
been positive, there will always be periods when prices
are down. One way to help defend against this volatility
is to hold stocks for the long term, rather than con-
stantly buying and selling, and to own a mix of stocks

from different industries and even different countries.

« Bonds - When market interest rates rise, the value of
your bonds can decline because investors won’t pay
full price for them when they can get the newer ones
that offer higher rates. Another type of risk associated
with bonds is credit risk, which essentially describes
the risk that the bond issuer may default, potentially
disrupting your flow of interest payments. However,
you can help mitigate this risk by purchasing invest-
ment-grade bonds that receive the highest credit

ratings from independent rating agencies.

« Certificates of deposit (CDs) - Although CDs are
generally considered safe because their principal is
guaranteed, they do carry reinvestment risk — the
risk that you won’t be able to reinvest the proceeds
of a maturing CD at the same interest rate. To help
protect against this risk, you could own CDs of vary-
ing maturities. When market rates are low, you’ll still
have your longer-term CDs paying higher interest, and
when market rates rise, you can reinvest the money
from your maturing shorter-term CDs into the new,

higher paying ones.

Now, let’s turn to a completely different type of risk —
the risk of not investing. And this risk is easy to under-

stand: If you don’t invest, or if you consistently invest

only in the most conservative vehicles, your money may not grow
enough to allow you to reach your important long-term goals,

such as a comfortable retirement.

Of course, this doesn’t mean you should never own conserva-

tive investments, including CDs and some types of bonds. When
you're saving for a short term goal, such as a down payment on

a house, a wedding or a long vacation, you want the money to be
there when you need it, so an investment that offers protection of
principal may be appropriate, even if it doesn’t provide much in
the way of growth.

For those long-term goals, though, you may need to build an
investment portfolio that contains growth potential and that
reflects your personal risk tolerance and time horizon. Over time,
your risk tolerance may change. As you get closer to retirement,
you may want to take a somewhat more conservative approach —

but you’ll always need some elements of growth.

When you invest, risk can’t be eliminated, but it can be managed.
Keeping this in mind, consider a long-term investment strategy

that allows for risk but also offers the possibility of reward.

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

Edward Jones

> gdwardjones.com | Mamber 5IPC

College or retirement? Find out how to
prepare for both.

Megan R Gibbs, CRPC™
Financial Advisor

3207 Pioneers Blvd Ste 35
Lincaln, NE 68502
402-488-4564
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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

N2
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Chill Out with
Cool Mortgage Products

The dog days of summer are here! Luckily, we have unigue products & programs
to help your clients beat the heat of today's housing market

ALL IN . Float Dswn option

Lo

Home financing and banking combined to help homeowners potentially I rates go down, you benefit. If rates go up, you're protected
save tens of thousands of dollars in martgage interest and achieve
maortgage freedom in less time

B home RATE REBOUND

Build a LARGER down payment FASTER and purchase your home SOONER Buy now, save if rates fall with a no lender fee®* refinance

Don't go basting up the wrong tree—trust the experts at CMG Home Loans!

Noelle Jacquot Branch Manager | NMLS ID# 408767 % 402.219.1502 & njacquot@cmgfi.com
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CHARTER TITLE
J & ESCROW

We are the team
Ehaot has your bacl.

Residential | Commercial
New Consktruction ] lo31 Exchm«u}ts

w.charter-title.net | 402.435.1244

00@

LLEF%[C

uesthﬂtw~

ANTOINE cXTcRIORS

Is your roof leaking,
damaged, or in need of
repairs? Look no further
than Antoine Exteriors for
all of your roofing, gutters

e ROOFING and siding needs.
e GUTTERS
e SIDING

CONTACT US

402.260.1099
antoineexteriorslic.com
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P> brokerage highlight

Photos By Stacy Ideus

As a boutique realty company, Giving Realty
aims to leverage their profession as a vehicle to
make an impact in their community beyond just
the buyer or seller. They believe a successful
business should be held to a higher standard
than just profitability. They pride themselves as

being catalysts for good in their community.

In December of 2019, Josie Tidball and Miriah
Zajic launched their first real estate company
called Nebraska Giving Realty. Then in 2021,
Matt Kirkland joined them as a business
partner, and they rebranded and launched
their new company, Giving Realty. Since day
one, they have been dedicated to making a
conscious effort to better the community by
donating 10% of all commissions to a local
non-profit of their client’s choice. Regarding
the donation commitment, Josie said,
“People’s responses have been super posi-
tive, but it also comes as a surprise. Having
donations as a permanent part of the business
model isn’t typical. It’s surprising to people

that we would commit to something like that.”

Giving Realty is small by design and takes pride
in tailoring to the needs of individual clients.
Their culture centers on customer service and
providing a professional environment that
specializes in residential real estate. They
focus on the quality of agents over the quantity.
Giving Realty currently has twelve incredible
agents who are dedicated to not only fulfilling
their mission but also expanding on it. Each
agent has helped the business grow, adapt and
ensure that clients and their communities are
receiving the best service while building lasting

relationships along the way.

From Left: Miriah Zajic, Matt Kirkland and Josie Tidball

30 - September 2024

Holly Martin

Meisha Curry

Boutique brokerage is a term often used to describe a
smaller brokerage but sometimes can be misleading
when you see the huge impact Giving Realty is making in
their community. In less than two years after their incep-
tion, they surpassed $100,000 in donations to Nebraska
non-profit organizations and that amount continues to
grow with each sale. To commemorate this milestone,
Giving Realty hosted a celebration at the Country Club
of Lincoln for their clients and had several booths for
non-profits. The Capital Humane Society brought dogs
who were available for adoption and several other orga-
nizations were able to network and talk about their work
in the community. It was a great opportunity for individ-
uals to learn about the organizations while celebrating

the company’s milestone.

On top of the donations Giving Realty is proud to

provide to local non-profits, all agents and owners are

Gigi Haase

Jeff Jedlicka Karie Kirkland

committed to volunteering their time as another way to
support their communities. They also have a Little Free
Pantry outside their Lincoln office that’s always well-
stocked and well-used. Regarding their encouragement of
volunteering and their donation structure, Miriah added,
“It’s something we’re proud of. It’s not just a way to make
our company different, but a way to keep our priorities in

check. Money doesn’t come first. People come first.”

Giving Realty currently has offices
in central Lincoln and in down-
town Omaha to serve their amazing
agents and clients. They also have a
license in lowa and are members of
the Southwest lowa Association of
Realtors, in addition to the Realtors

Association of Lincoln and Omaha

Board of Realtors. BUY. SELLﬁ—iAKy.
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Preparing a plan to move

Executing a super fun Estate Sale
Clearing out remaining items

W,
W,

SILVER ATTIC

Estate Sales # Move Management

FREE NO-OBLIGATION IN-HOME ASSESMENT

i - i - )
PresentedBy . 2. % L

After an amazing 2nd Lincoln RP Gala
in 2023 - one that saw us raise over
$10,000 for the Foster Care Closet of
Nebraska and hand out some amazing
awards to some amazing people - we
are so excited to invite you back again
this year.

2024 Gala - Presented by BB Roofing
Date: Friday, October 11th

Time: 6 pm (cocktail hour), 7 pm
(dinner), 8 pm (awards ceremony)
Location: The Champions Club

Dress: Formal “Prom Edition”

Many of you were able to attend last

year and we hope to see you again this

year as we celebrate the success with
the best of the best in the Lincoln real
estate market. In addition to all of the
fun, all of the proceeds for this year’s
event will be given to Visionary Youth
- alocal non-profit impacting fami-
lies and changing lives by supporting

youth to reach their full potential.

A few reminders for this year. There
are no assigned seats, unless you
sponsored a table, so come early if
you’d like to sit by someone (seating
will all be tables of 8). And as always,
this is a private event for the TOP 300
REALTORS® and Preferred Partners
and you must RSVP to attend.

www.mysilverattic.com | 402.937.1771
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Need individual health insurance? : ONTRO \
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RO e ) erags BE A ZOO! CUSTOM RENOVATIONS - KITCHENS - BATHROOMS "EL;EE"E‘E;EMEEH‘LL

BASEMENTS - TILE WORK - VINYL FLOORING
PAINTING - FINISH CARPENTRY

o we ane AR don 402-750-6614
Owmed and operated by
Draine Patton, a leader in

wildlife and pest S #&E 'l;'l';‘% AND
management and PREVENTION
prevention in the Lincoln
Call me at (402) 41 6'4628 and surrounding areas for RODENT
r ! 15 years. Specialize in M-
for your FREE Quote Today i st CONTROL
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; ranE ApEM health " schools, apartments, and
(402) 416-4628 I"Tl ,::} 5’}{{_"!‘ f,’ churches.

CONTACT US TODAY! 402-781-8691
(402) 314-8452
ww.dirtydeedsmwceleaning.com

batstorats bats2rats@gmail.com

BatstoRats batstorats.com
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financial goals. I toke pride in offering options on

: by Tollowing a simple rule--doing
Varous programs as wiall os education on the what's ruqht for our customers
process every step of the Way, ’

Cur local branches specialize in
residential home loans. For &0
years, we've grown through

Having Guild at my side has opened up
possiblities to help even more buyers see their
dreom of homeownership become o reality. with

Specializing in

. p refarrals, through every economic
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and uncompromising focus on

and taxes for real In addition, our operations staff is local, our SURNIITEE Eanvies.

estate professionals underwriting in house and our Ioans are kept and
serviced by Guild, so we are able 1o stay in

contact untii their need for you, their agent, arises
again to direct them back to you

[ara Suckstorf

Loan Officer

NMLS 1430951

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

Exceptional Sarvice

‘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
SHualons.

Apply Online
guildmortgage.comStarasuckstort

mortgage

OWN WHAT MATTERS

info@realaccountingllc.com
www.realaccountinglic.com
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DY partner spotlight

By Jess Wellar
Photos By Stacy Ideus

Security First Bank

MAKING HOMEOWNERSHIP DREAMS A REALITY

In an industry that fluctuates with market rates, Security
First Bank has certainly stood the test of time. The company
recently celebrated its 125th anniversary and the Lincoln
office itself has proven to be a bedrock of stability and
innovation. The bank’s Mortgage Lending Department, under
the new leadership of Dana Hamilton, continues to flourish

despite the ongoing challenges of the housing market.
Dana, who has been with the company for 11 years, recently

stepped into the role of Director of Mortgage Lending,

overseeing all loan officers across Nebraska. This transition,

36 - September 2024

coupled with the department’s devotion to service, has
ensured that Security First Bank remains a well-oiled
machine, delivering exceptional results even in challenging

market conditions.

RELATIONSHIPS FIRST

Having been a part of the lending department for over a
decade, Dana’s deep understanding of the mortgage land-
scape and her commitment to her team have been instru-

mental in the department’s ongoing success.

“I've done everything with a loan, from processing,
to underwriting, to getting the loan funded and
purchased after closing takes place,” Dana shares.
“Mortgages are a lot of problem-solving; not every
situation is the same, and I realize all circum-
stances are different.”

This hands-on experience has equipped Dana with
the skills necessary to navigate the complexities of
the mortgage industry, making her an invaluable

asset to the department.

Her leadership is complemented by the experience
and passion of her team members, including Celsey
Pflughaupt, a mortgage loan officer with eight years

of experience at the bank.

Celsey emphasizes the department’s collective
strength: “We’re small but mighty and we’re very
versatile. There’s seven of us, but we are adding
another loan officer soon. We also have three people
in our department with over 20 years of experience
in the lending industry: Elizabeth Rezac, Sherri
Weiss, Jennifer Peters and Monica Ohlrich are

all extremely knowledgeable professionals. Kelly

Donlan and Cheryl Gonzalez complete our wonder-
ful team, and we just added Mike Lauritsen, another

loan officer with over 20 years of lending experience.

“I can’t say enough about the way people help here
and will do anything to help the customers, regard-

less of their role,” she adds with a touch of pride.

ADAPTING TO A CHANGING MARKET

Despite current market conditions, Security First
Bank’s Mortgage Lending Department has contin-
ued to thrive by introducing new products while

maintaining a flexible approach.

“Even though it is a difficult market, we have found
our niche by offering a bridge loan at a low cost to
help current homeowners get into new homes,” Dana
explains. “We’re always looking at new ways to help
people by keeping up with the times and brainstorm-
ing new offerings to ensure our investors and prod-

ucts are in line with what the market is doing.”

The department’s ability to innovate is further sup-
ported by its unique in-house underwriting capabil-

ities. This flexibility allows the department to cater
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From Left: Jennifer Peters, Kelly Donlan, Monica Ohlrich, Elizabeth Rezac, Mike Lauritsen, Sherri Weiss, Celsey Pflughaupt, Cheryl

Gonzalez, and Dana Hamilton

to unconventional borrowers, ensuring that more

people can achieve their dream of homeownership.

“If it’s a unique property and there’s a reason why the
loan can’t be done, we can look at doing it in-house,
such as for a self-employed borrower or someone that

hasn’t built any credit yet,” Dana notes.

A CULTURE OF CAMARADERIE

The Mortgage Lending Department at Security First
Bank is not just about procuring loans either; first and
foremost, it’s about building long-standing relation-

ships and fostering a supportive, warm environment.

Celsey highlights the team’s unique dynamic with an
example: “Our bank has a fun food day every month
and this month is sandwich fest! We want our culture
to show inside and out that employees love working
here. Our jobs can be stressful, so we always aim to
keep it fun. We work hard and take our work seri-

ously, but we also want to make it enjoyable.”

This positive work environment not only boosts
team morale but also translates into exceptional
customer service, as happy employees make clients
feel valued and supported throughout the entire

home buying process.

“Our team is really good at coming up with creative
solutions and making it work for the customer. Our
favorite motto is, “‘We love making homeownership

192

dreams a reality!”” Celsey declares.

ON THE HORIZON
As the mortgage industry continues to evolve,

Security First Bank’s Mortgage Lending Department
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remains fully committed to adapting, innovating,

and growing no matter the circumstance.

“We’ve made a lot of strides to make the back-end
run more efficiently,” Dana states. “Our department
as a whole is only getting better day by day. We've
had some departmental changes that created chal-

lenges, but it has only made us stronger.”

Celsey nods her head in agreement, before she
adds: “As we continue, we’ll do everything in our
power to adapt to the market and make things as
easy and efficient as possible for the client. We real-
ize they’re already going through a stressful time,

and we want to ease that burden.”

Dana echoes this sentiment, emphasizing the
department’s commitment to building lasting rela-

tionships with clients and Realtors alike.

“You just aren’t a number to us. We want to help
you through these life stages and your family and
friends as well as the next generation,” she con-
cludes. “We are a local community bank, and want
to act like such when doing our jobs and making

those relationships.

“If you walk in the door, we’ll greet you by name...
Unless you’re a stranger, then we’ll immediately get

to know your name.”

For more information or to discuss your mortgage
needs, please contact Security First Bank’s Mortgage
Lending Department today at 402-323-8039 or visit

their website: securityistbank.com

Dana Hamilton,
Director of
Mortgage Lending

LL

You just aren’t a
number to us. We
want to help you
through these life

stages and your
family and friends
as well as the next

generation.
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WE HAVE THE

r CLOSING
NEBRASKA CALCULATOR THAT

TITLE DOES THE MOST.
COMPANY

REAL ESTATE'S
#1 NET SHEET &

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

We Purely Care What’s

CLOSING COST APP Add life insurance for your family and Whm C'a" Bonzo Do
T bede s SoprChade e For Your Business? Under Your Foot.
s Connect
David Duff Converse
JA OUR EXPERTS, A0 L IS8 148 Convert
YOUR LINCOLN ESCROW 402.423.7109
. ° TEAM ‘ davidduff fofsagents.com n e r 0 0

Kaitlynn Alyssa Danielle
Copeland Hutchins Hansen
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It's your future. Let's protect it
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HOME

REAL ESTATE

Flooring Solutions

Commercial and Residential
Flooring Installation

Broadloom Carpet
LVT/Luxury Vinyl Plank
Modular Carpet/Carpet Tile
Ceramic Tile and Grout
Engineered hardwood floors
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TIME FOR SOMETHING NEW
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LAWN MAINTENANCE

AND MORE!

Ready to start your next chapter?

Bnce a dynamic environment, collaborate with inspiring individuals, and
leverage advanced systems for unlimited career possibilities.

AR D I, e i S
@underfootflooringsolutionslincoln
402-483-1502
ela@underfootlincoln.com

ADAM. PETERSON
Ty H4l0,2-525-9970
PIGRL'LC @OUTL0O0K.COM
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YEARS OF
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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 %
402-323-8045 MMLSH 616194 NMLSELEZESE MMLS#17IDEIS NMLS#505011




