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magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the 
publisher may be held liable or responsible for business practices of these companies.
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Watercolor prints
professionally wrapped +
delivered to your office
Turnaround time: 3-5 days!
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Home Into a Work of Art



NoCo Real Producers • 1110 • June 2025

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!

Preferred Partners

PAINTER
That 1 Painter Fort Collins
(970) 230-3924
that1painter.com/fort-collins

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

REAL ESTATE &  
PORTRAIT PHOTOGRAPHY
Erin Waynick Photography
Erin Waynick
(970) 217-9010
erinwaynickphoto.com

REMODELER
Renovation Sells 
Northern Colorado
Steve Swanson
(970) 818-5667
renovationsells.com/
northern-colorado

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

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

RURAL MORTGAGES
Rural 1st
Kaleb Barton
(970) 896-6323
Rural1st.com

TITLE COMPANY
Chicago Title of Colorado 
- Northern Colorado
Ryan Martin
(970) 666-7300
colorado.ctic.co

First American Title
Debra Myers
(970) 658-4685
firstamcolorado.com

Land Title Guarantee Company
Adrien Ruckle
(970) 420-3156
ltgc.com

TREE & SHRUB SERVICES
Northern Colorado Tree Service
James Gosser
(970) 775-8877
northerncoloradotreeservice.com

WATER DAMAGE 
RESTORATION
1-800 WATER DAMAGE 
of Northern Colorado
Bryson Baker 
(970) 716-7701
1800waterdamage.com/
northern-colorado

ACCOUNTING/ 
BOOKS/ PAYROLL
Satellite Strategies
Steven Davis
(970) 235-2009
satellite-strategies.com

AUTO SALES
Centennial Leasing & Sales 
of Northern Colorado
Wolfgang Sanchez
(970) 342-3267
fortcollins.clscars.com

BAKERY/CATERING
Boozee Treats
Debra Mills
(970) 889-2611
boozeetreats.com

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

CIGARETTE ODOR REMOVAL
1-800 WATER DAMAGE 
of Northern Colorado
Bryson Baker
(970) 716-7701
1800waterdamage.com/
northern-colorado

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

CONCRETE RESURFACING
Rubberstone Solutions
Ryan Benson
(970) 820-8088
rubberstonesolutions.com

CUSTOM BUILDER
Level Design Build
Dan Barnett
(720) 807-1891
leveldesignbuild.com

FINANCIAL ADVISOR
Country Financial
Jason Percha
(970) 669-1263
advisors.countryfinancial.com/
usa/co/loveland/jason-percha

FITNESS
Body20
(720) 670-7203
body20.com/location/fort-collins

FLOORING & DESIGN
Northern Colorado Carpets
Derek Krasuski
(970) 226-6800
www.northerncolorado 
carpets.com

FLOORING, TILE/STONE, 
WINDOW TREATMENTS
Loveland Design Carpet 
One Floor & Home
Christy Gettman
(970) 682-3989
www.lovelanddesign.com/

HANDYMAN / PROPERTY 
MAINTENANCE
Rental Ready & Maintenance
Jeremy Holden
(720) 998-9508
RentalReadyCO.com

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

HOME INSPECTION
Inspections Over Coffee
Bryan Zenner
(720) 845-5282
InspectionsOverCoffee.com

Kick A-Z Home Inspections
Christina Faulkenburg
(720) 726-7193
kicka-zhomeinspections.com

HOME PREPARATION SERVICES
HomeStretch -  
Fort Collins (NoCo)
(970) 889-1386
www.home-stretch.com/
ftcollins-loveland

HOME WARRANTY
Blue Ribbon Home Warranty
Desiree Landt
(970) 773-1370
BlueRibbonHomeWarranty.com

First American Home Warranty
Kyle Arenson
(970) 404-5099
firstamrealestate.com

HVAC SERVICES
Metal Mechanics Inc.
Michelle Culp
(970) 203-9954
metalmechanicshvac.com

INSURANCE BROKER
Country Financial
Jason Percha
(970) 669-1263
advisors.countryfinancial.com/
usa/co/loveland/jason-percha

Summit Insurance
BJ Hill
(970) 667-9133
mysummitinsuranceagency.com

JUNK REMOVAL / DEMOLITION
Hulk Addicts Hauling 
and Junk Removal
Mike Howard
(970) 381-1176
hulkaddictsjunk.com

LABOR FOR HIRE, MOVING 
& LANDSCAPING
Laborjack
(970) 690-7709
www.Laborjack.com

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

MED SPA: AESTHETICS/
HORMONES/WEIGHT LOSS
Xanadu Med Spa
Mark Koepsell
(970) 482-1889
xanadumedspa.com

MORTGAGE / BANKING
FirstBank
Matt Offutt
(970) 282-3931
efirstbank.com

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

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

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

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

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

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

MORTGAGE REVIEW SERVICES
DoubleCheck Mortgage 
Review Services
Greg Bentley
(970) 302-1970
mortgagedoublecheck.com

The Only Home Warranty 
That Calls Colorado Home

Trusted by REALTORS®, backed by 
experience, and committed to protecting

what matters most.

Honest & affordable protection for 
Colorado homeowners!

BlueRibbonHomeWarranty.com

Desiree' Landt

Delivering priceless peace
of mind since 1985.

970-773-1370 | NoCo@brhw.com

Celebrating 40 years!
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Design 
Solutions 
That Sell

360 S. Lincoln Ave., 
Loveland

970.667.3590
LovelandDesign.com

Partner With
Us for Stunning
Floors & More 
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3 Easy Ways to Stay in Touch with 
Your Sphere During the Busy Season

BY MAYAN ROHRER

It’s officially the season when the best-
laid marketing plans fall by the wayside. 
Between contracts, negotiations, 
showings, and everything going on 
in your personal life, it’s easy to let 
consistency slip. Monthly newsletters 
become bi-monthly (or non-existent), 
spring pop-bys turn into fall ones, and 
the seeds for fall and winter business 
get pushed to the back burner. 

Don’t let this be you. 

With a quick mid-year mindset shift 
and a few simple strategies, you can 
stay connected to your sphere and keep 
your momentum going throughout 
the year. Here are three easy ways 
to show up for your people without 
adding hours to your workload. 

Send an Email Newsletter
First and foremost, you should be 
sending a real estate email newsletter 
at least once a month. Even if 
someone doesn’t open your email, 
seeing your name in their inbox is 
a subtle way to stay top of mind. 

Want to make an even bigger impact? 
Make your newsletter helpful. 
Leave the sales behind and focus 
on content that’s useful or relevant 
to your audience. Here are a few 
ideas that have performed well:

• A list of Northern Colorado preschools
• Summer concert series calendar
• Home improvements 

with the best ROI

Once you’ve positioned yourself as a 
go-to resource, not just a real estate 
agent, when your people are ready 
to buy or sell, or know someone 
who is, they’ll think of you first. 

Repurpose Content
You’ve taken the time to write a 
newsletter, now, don’t let that content 
go into email inboxes, never to be 
seen again. If you are on Instagram, 
Facebook, or LinkedIn, you can take 
small snippets of the information 
you shared in your newsletter 
and reshare it on social media. 

Rather than reinventing the wheel 
every time you want to post on 
social media, or even worse, not 
posting at all, take the article you 
wrote about home improvements 
and turn it into a carousel or a short 
reel. Repurposing content saves you 
time and helps you reach people 
who may not be on your email list. 

Bonus: use your social media 
posts to invite people to 
subscribe to your newsletter. 

Send Quick Text Messages
Phone calls and handwritten notes are 
incredible ways to stay in touch with 
your people. But let’s be honest, they 
take time and energy that can be hard 
to come by during the busy season.

Instead, when someone pops into 
your mind, shoot them a quick text. 
It seems obvious, but it’s simple, 
personal, and effective. Whether it’s a 
birthday wish or a quick check-in, it 
builds trust and deepens relationships 
outside of a real estate transaction.

Enjoy the success you’re having this 
season and take a few extra steps to 
continue that success through fall 
and winter, without burning out. (970) 691-0845
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970.667.9133  |  283 E. 29th Street  |  Loveland, CO 80538

BJ Hill  |  Summit Insurance  |  Agency President 

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

WE GIVE YOUR
CLIENTS CHOICES

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

303-756-8870  |  homewrights.com

Confidence That Sells 
Achieve Your Best Look, Inside and Out

Face Rejuventation 

Body Sculpting & 
Contouring 

Fillers & Injectables 

Medical Weight Loss 

Tone & Sculpt 
Solutions

970. 482.1889 • Xanadumedspa.com
2105 Bighorn Dr., Suite 104, Fort Collins
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PARTNER SPOTLIGHT

While consumers continue to see 
increased prices on goods and 
services, First American Home 
Warranty area manager for 
northern Colorado and Wyoming 
Kyle Arenson offers some relief:

“A home warranty can save thousands 
of dollars in out-of-pocket expenses on 
unexpected repairs or replacements, 
especially for things like heating, air 
conditioning, plumbing, and other 
important systems and appliances in our 
homes. I see it on a daily basis,” he said.
With the prices of major appliances 
and contractors’ costs increasing 
over the past couple of years, Kyle 
reassures top real estate agents and 
homeowners that an investment in a 
home warranty can really pay off.

An Antidote to Rising Costs 
In his five years with First American, 
Kyle has seen the industry evolve 
from pandemic no-contact video 
meetings to in-person continuing 
education classes and office visits to 
teach agents and brokers about the 
valuable benefits home warranties 
can provide their clients.

“I heavily lean into what inflation has 
done for repair costs in trades like 
heating, air conditioning or plumbing,” 
he said. “A few years ago, local plumbers 
typically charged $1,500 to replace a 
water heater. Now, the same plumbers 
often quote $3,500 to $4,000. That’s 
happening with a lot of trades. And 
that’s a lot of money for a homeowner 
to spend on an unexpected repair.

“But, if a homeowner has a First 
American home warranty, they could 
be paying a small portion of that,” 

he said. “One of our primary goals 
is to save homeowners money.”

Having a First American warranty 
can also provide homeowners with 
peace of mind, knowing the company 
has generous coverage limits and a 
dependable team to take care of them.

“The two most important factors in 
a home warranty are – first, having 
substantial coverage limits, like First 
American does,” he said. “The second 
is working with a local area manager 
who you can count on and has the 
support of a dedicated team, like I do.”

What Exactly Is a Home Warranty? 
A First American home warranty is a 
renewable service contract that protects 
a home’s systems and appliances from 
unexpected repair or replacement costs 
due to a breakdown. When a covered 
item fails from normal wear and tear, 

First American sends a pre-screened 
technician to the home to diagnose 
and repair or replace the item. 

Home warranties generally cover 
home systems, such as heating, air 
conditioning, and plumbing, and 
appliances, including dishwashers, 
ovens, clothes washers and 
dryers, and refrigerators – with 
upgrade options available.* 

In contrast, a typical homeowner’s 
insurance policy doesn’t cover 
mechanical failures, so a home warranty 
can help bridge that gap in protection.

With Kyle’s guidance and expertise, 
northern Colorado and Wyoming real 
estate agents can help their clients 
decide which home warranty coverage 
is right for them. First American offers 
warranties for both home buyers and 
sellers during a real estate transaction, 
for current homeowners wanting to 
purchase protection, and for property 
owners with multiple units.

Returning Home to Colorado 
Kyle came to First American in 
2020 with a background in medical 
equipment sales and marketing. He 
tries to make learning about home 
warranties entertaining for agents, even 
when he’s teaching about refrigerant 
requirements or code upgrades.

“I really enjoy joining the local real 
estate agencies’ team meetings 
in northern Colorado. It’s such a 
great community and it’s fun to 
get to know the culture of each 
individual office,” he said. “I try to 
bring relevant and valuable info to 
the real estate teams I work with.

PROVIDING HOMEOWNERS & AGENTS PEACE OF MIND

KYLE ARENSON
WITH FIRST AMERICAN HOME WARRANTY

PHOTOS BY ERIN WAYNICK, ERIN WAYNICK PHOTOGRAPHYmeet “I PRIORITIZE 
CUSTOMER SERVICE 

AND BUILDING TRUST 
WITH AGENTS. I FOCUS 

ON RELATIONSHIPS, 
SO THAT WHEN 

SOMETHING DOES 
HAPPEN, THEY KNOW 
I’M HERE FOR THEM.”
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“It’s been a wild few years in the 
industry and agents have had to 
adapt. I always try to put myself 
in their shoes and think how our 
warranties can benefit real estate 
agents and their clients.”

Kyle began his career after earning 
a master’s degree in business 
administration, while playing ice 
hockey at New England College. Born 
in Fort Collins, Kyle and his wife now 
live in her native Loveland, where 
they enjoy the area’s natural beauty, 
backpacking, mountain biking, and 
skiing. The couple is even training for 
a half-Ironman this summer, and they 
are thinking of starting a family.

Avoiding Horror Stories 
When discussing the peace of mind and 
budget protection a home warranty 
can provide with top real estate agents, 
Kyle likes to share true stories of what 
can happen to homeowners who don’t 
enjoy the benefit of a home warranty.

“I’m aware of too many situations 
where homeowners panic, call the 
first company they locate through a 
web search and wind up significantly 
overpaying for a new heating and air 
conditioning system, when they could’ve 
paid a small fraction of that if they’d 
had a First American home warranty.”

A home warranty can boost a 
homeowner’s confidence, providing 
peace of mind that their budget is 
protected when a covered appliance 
or system fails, or a plumbing failure 
wreaks havoc on their home.

“Agents here know I will take good 
care of them and their clients when 
they need home warranty coverage,” 
Kyle said. “I prioritize customer 
service and building trust with 
agents. I focus on relationships, so 
that when something does happen, 
they know I’m here for them.”

Connect with Kyle at 
karenson@firstam.com. 

*Home warranty coverage varies by 
location, plan, and selected options.

“IT’S BEEN A WILD FEW YEARS  
IN THE INDUSTRY AND AGENTS HAVE HAD 
TO ADAPT. I ALWAYS TRY TO PUT MYSELF 

IN THEIR SHOES AND THINK HOW OUR 
WARRANTIES CAN BENEFIT REAL ESTATE 

AGENTS AND THEIR CLIENTS.”
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SALES REPRESENTATIVE
     Matt .Stephens@ctt .com |     970-373-9775

Matt Stephens
FUN FACTS ABOUT MATT:

 

CLIENT TESTIMONIAL:
“I HAVE KNOWN MATT FOR OVER 12 YEARS AND GOT TO WORK WITH HIM FOR ABOUT THREE OF THOSE. I CAN SPEAK 
TO HIS CHARACTER AND WOULD SAY HE IS DRIVEN, ADAPTABLE, AND FUN TO WORK WITH. HE HAS ALWAYS 
ACCELERATED IN WHATEVER POSITION HE IS IN. HE WILL QUICKLY BECOME AN ASSET TO ANY TEAM HE IS INVOLVED 
IN AND A RESOURCE IN THE AREA FOR THE CUSTOMERS HE SERVES. I LOOK FORWARD TO SEEING HIM GROW AS A 
SALES PROFESSIONAL IN HIS NEW ROLE AT CHICAGO TITLE. 
—SALES MANAGER AT RTC RESTORATION AND ROOFING, COLE HICKERT

•  COLORADO NATIVE. I HAVE LIVED EVERYWHERE ON THE FRONT RANGE AND SPENT SOME TIME LIVING IN THE   
   MOUNTAINS. GLENWOOD SPRINGS AND BASALT.
•  I DO VOLUNTEER COACHING FOR THE LHS GIRLS AND GUYS GOLF TEAMS.
•  I HAVE A LOVE FOR OLDER VEHICLES AND LOVE WORKING ON THEM. SOMETHING SPECIAL ABOUT TAKING CARE OF 
   SOMETHING OLD.
•  I REALLY ENJOY COOKING. I AM TRYING TO GET BETTER AT COOKING THAN MY MOM. FRENCH ONION SOUP IS MY 
   FAVORITE THING TO MAKE.
•  LIST OF ACTIVITIES I ENJOY: GOLFING, COOKING, OFF-ROADING, WORKING ON VEHICLES, FLY FISHING, CAMPING.

Within 90 days of starting coverage, nearly a third 
of our members fi led claims.* Be sure your clients 
have comprehensive home warranty coverage — 
chances are they’ll need it!     

Contact me for details.

Coverage They’ll Use

*Based on First American Home Warranty fi rst-year real estate contracts 
January 1, 2024 – December 31, 2024.

Your Local Resource 

Kyle Arenson 
 970.404.5099

karenson@fi rstam.com

©2025 First American Home Warranty Corporation. All rights reserved.   FA_AD_KARENSON_MRP_6_25

fi rstamrealestate.com
Phone Orders: 800.444.9030

“Protecting Client 
Relationships, Budget 

and Time”

Providing First-Class Tree Care & Customer Service to You & Your Clients

Don’t forget to consider TREE CARE needs as you get your 
clients’ properties ready for market this summer! 

Plant Health Care  •  Expert Pruning
Tree Removal  •  Stump Grinding

Locally owned.
Licensed & insured.
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The Group, Inc.

RISING STAR

BY JACKI 

DONALDSON 

PHOTOS BY A.B. 

CONSULTING 

NOCO

Barton
Bry

Bry Barton once thought being a real estate 
agent entailed little more than opening doors. 
Now, she laughs at how wrong she was. After 
15 years as a physical therapist, she pivoted 
careers, thinking real estate would be more 
flexible—and maybe a little easier. It wasn’t. 
But it was precisely what she needed.

Born in upstate New York, Bry, whose dad was 
in the Air Force, moved multiple times growing 
up—from Montana and Wyoming to Colorado 
and Texas. After earning her degree in exercise 
physiology from the University of Wyoming, she 
relocated to St. Augustine, FL, for graduate school 
in physical therapy. Then came Baltimore, MD, 
for her healthcare career, followed by a move to 
Fort Collins, where she settled with her family.

Real estate landed on Bry’s radar when she and her 
dad were working on home improvement projects. 
She got her license as they entertained the idea 
of flipping houses. Still, she continued working as 
a physical therapist, but when the pandemic hit 
and the healthcare landscape became increasingly 
difficult to navigate, she hunkered down with her 
wife and four daughters and found herself rethinking 
her path. “When I thought of returning to work, I 
kept wondering—how can we have a better balance 
of our work and family obligations knowing that 
life will continue to throw curve balls our way?” she 
remembers. Bry found the answer in real estate.

Bry has worked full-time in real estate for four years 
and has been with The Group Real Estate the entire 
time. After getting her feet wet, she found early 
success with her sphere but admits that learning 
the ropes wasn’t as linear as she would’ve liked. 
“This industry was nothing like what I was used 
to—going to school, learning a series of steps, and 
training,” she remarks. The self-guided learning 
curve challenged her Type A personality, so she 
teamed up. “We have so many seasoned agents at 
The Group that partnering with someone is easy,” 
she asserts. She also credits The Group’s Ninja 
Selling approach—developed by Co-Founder and 
Chairman Emeritus Larry Kendall—for helping her 

build a relationship-driven business and immerse 
herself in the community with a consistent plan.

Bry’s business has steadily grown. “With repetition, 
everything got easier,” she recalls. “At first, preparing 
for a buyer consultation might take three hours. 
But now, I can walk in confidently and use those 
three hours elsewhere.” That efficiency allows her 
to elevate the client experience and keep people 
coming back. “I hold myself to a high standard—one 
that’s not all that different from healthcare,” she 
explains. “When someone doesn’t know how to 
move forward, they rely on me—the professional—to 
guide them with care, knowledge, and commitment. 
People deserve to know that their agent takes 
the process seriously because they’re dealing 
with huge financial and emotional decisions.”

Blending emotional intelligence with practical 
structure is one of Bry’s superpowers. “Every 
house and every client is different,” she notes. 
“Some people can live peacefully in a 125-year-
old home with cracks in the foundation—others 
lose sleep over it. That’s why I take the time to 
understand what matters most to each client.”

“WHEN SOMEONE DOESN’T KNOW HOW 
TO MOVE FORWARD, THEY RELY ON ME—
THE PROFESSIONAL—TO GUIDE THEM WITH 
CARE, KNOWLEDGE, AND COMMITMENT.”
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Like in healthcare, Bry knows when to stay in her lane and when 
to encourage collaboration. “I advise my clients to have a great 
lender, financial planner, and tax advisor,” she says. “Those 
relationships overlap more than people realize.” And she’s not 
afraid to speak up. “I want my clients to know I’m not going to 
put on blinders,” she adds. “I’ll give strong opinions, especially 
when something feels off. But at the end of the day, they make the 
decision. I’m just here to help them make an informed one.”

Outside of real estate, Bry and her wife enjoy savoring 5:00 a.m. coffee 
dates, running together, and taking family trips. “We love breaking the 
routine, getting away from the laundry, and stepping into a different 
space with the kids,” she describes. Life at home brings a different 
kind of adventure, thanks to their young daughters’ spontaneous 
dinner-time performances. “It’s ongoing entertainment,” she smiles. 
“We have a beautiful amount of drama in the house right now.”

Bry has found peace in embracing life’s natural rhythm and is 
soaking up this season—where real estate is rewarding and her kids 
still want her around. “What is more joyful than that?” she asks. 
She brings that same mindset to her professional world. “I swear, 
the happiest homebuyers are the ones who aren’t trying to make a 
forever decision,” she shares. “They’re deciding for right now.”

When she first entered real estate, Bry imagined she could draw hard 
and fast boundaries between work and family life. But over time, 
she discovered something beautiful: the overlap wasn’t something 
to avoid—it was something to embrace. By weaving intention and 
joy into everything—from family dinners and morning runs to client 
consultations and community events—Bry has crafted a life and 
business that shine with presence, purpose, and connection. She 
wouldn’t say it’s easy. But she’ll be the first to say it’s just right.

Connect with Bry at Bbarton@thegroupinc.com.

“I HOLD MYSELF TO 
A HIGH STANDARD—
ONE THAT’S NOT 
ALL THAT DIFFERENT 
FROM HEALTHCARE.”



NoCo Real Producers • 2928 • June 2025

Planned Service • Preventative Maintenance • Indoor Air Quality • Humidifiers
Ductwork • New Construction • Retrofit • Furnace Install & Repair

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

970-203-9954 • www.metalmechanicshvac.com

AC
TUNE-UP

EFFICIENT
COOLING

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

Same Brand, New Reach – 
Tune in for free today

podcast.realproducersmag.com

Individuals with the title “Financial Advisor” are Financial Advisors of COUNTRY Trust Bank®. Registered Representatives of COUNTRY® Capital Management Company and Insurance Agents of COUNTRY Mutual Insurance Company® and COUNTRY Life Insurance Company® and their 

CELEBRATING 20 YEARS 
of Trusted Service in Northern Colorado!

LIFE | AUTO | HOME | BUSINESS

 

Because your peace of mind is our priority.

CountryFinancial.com/Jason.Percha 
970-669-1263 | jason.percha@countryfinancial.com
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STANDOUT REALTOR® 

Magic Happens Here
BY KATE SHELTON 

PHOTOS BY ERIN WAYNICK,  

ERIN WAYNICK PHOTOGRAPHY

COLDWELL BANKER REALTYJUSTIN

WALKER
“Real estate moves at the speed 
of trust. When you build deep, 
meaningful relationships with 
your clients that are rooted 
in trust, magic happens. It’s 
a beautiful thing,” said Justin 
Walker, a seasoned REALTOR® 
at Coldwell Banker Realty. “If we 
work together, magic can happen. 
I’ve seen it, and my clients have 
experienced it. Trust provides 
hope, and if there was ever a 
time we needed hope, it’s now.” 

Justin Walker grew up the son 
of a single mom in Memphis, 
TN. From a very young age, he 
understood the value of family, 
strong relationships, and a 
sense of home. Justin studied 
business management and 
marketing at the University of 
Memphis before making his 
way to Colorado in search of 
mountains and adventure. 

“I came to Colorado on a ski trip 
once in high school. I vowed that 
after college, I would move to the 
mountains, and that’s just what I 
did,” he recounted. Justin lived in 
Summit County for several years, 
working in property management 
and taking advantage of all 
that the area has to offer. 

“I love meeting my clients at a local brewery or taking them 
to an Eagles game. It reduces any kind of fear associated 
with real estate and allows for true connections.”
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In 2018, a friend convinced Justin 
to pursue licensure. “When I was 
just 12, my mom bought our first 
home. She was completely taken 
advantage of by the agent. It was 
a terrible experience. We had 
to live with the repercussions 
of that transaction for the rest 
of my childhood. That whole 
thing changed me. I knew I 
wanted people to have a different 
experience than we did,” he said. 

Justin moved to Fort Collins and 
began his real estate career in 
earnest. “I don’t consider myself 
a real estate agent, I’m a real 
estate advisor. It’s my job to give 
people all the information, advise 
them on their options. I let them 
make the best decision for their 
family. I’m not selling anything, 
I’m just here to advise,” he said. 

As an only child, Justin learned to 
make fast friends at a very young 
age. That skill has served him well 
in the real estate business. “I have 
always been able to make friends. 
I have built my own family,” he 
said. “Real estate is no different. 
I focus on meeting people where 
they’re at in life and building real 
human connections. This ability 
has allowed me to find a way 
to work with almost anyone.”

One of the ways Justin finds 
common ground with his 
clients is by removing barriers. 
“I don’t want my clients to 

ever think of me as someone 
unapproachable,” he said. “I am 
an advisor, a trusted source for 
information. I don’t come off 
as some big, bad businessman. 
I’m just a regular guy.”

Justin’s favorite way to connect 
with clients on a human level 
is over a beer or at a hockey 
game. “I really like to get out of 
the office and just connect with 
my people,” Justin added. “I love 
meeting my clients at a local 
brewery or taking them to an 
Eagles game. It reduces any kind 
of fear associated with real estate 
and allows for true connections.” 

With a customer-first mindset, it’s 
no surprise that Justin has made 

quite a name for himself in the 
seven years he’s been in business. 
Last year was his best year yet, 
with nearly 20 transactions 
closed; this year is shaping up to 
be even stronger. Justin is now 
seeing the fruits of his labor with 
many repeat clients and referrals 
coming through the door. 

“I owe a lot to my team,” Justin 
said. “They provide a great 
support system and are a constant 
source of encouragement and 
advice. I feel really lucky to 
work with amazing people like 
Jessica Gallegos, Reba Tipton, 
Jody Jewell, and, of course, our 
Managing Broker, Jason Kingery 
and countless others. They have 
all mentored me so much over 

the years, and I’ve learned a 
great deal from each of them.” 

Justin serves clients from all 
walks of life but has a special 
place in his heart for first-time 
buyers. “I remember when my 
mom bought her first house. 
That feeling has stuck with me,” 
he said. “There is just something 
special about seeing the smile on 
their faces when they get to call 
a place home. There’s nothing 
that compares.” Justin has also 
found a niche in helping friends 
and family back in Memphis 
connect with great agents. 

While work consumes much of 
his time, Justin makes a point 

to give back to the community 
that’s given so much to him. He 
is on the Community Outreach 
Committee of the Fort Collins 
Board of REALTORS®, where 
they work together to provide 
support to organizations in the 
community. He also volunteers 
at the Food Bank for Larimer 
County. Last year, he donated 38 
skateboards to Toys for Tots in 
time for the holidays. He plans 
to do even more philanthropic 
work in the coming years. 

Justin and his long-time partner, 
Brianne, recently got engaged. 
They share two Blue Heelers, 
Wayland and Whimsy, who are 
their constant companions. Justin 

still loves the Colorado mountains 
and all they have to offer. He 
and Brianne snowboard as often 
as possible during the winter 
months and love to hike, camp, 
and spend time on brewery patios 
in the summer months. They’re 
also diehard Colorado Eagles 
fans who rarely miss a home 
game as season ticket holders.

“Collaboration is the key to 
success,” Justin said in conclusion. 
“If we work together and work 
toward the best interest of our 
clients, magic happens.” 

Connect with Justin by email at 
soldbyjustinwalker@gmail.com or on 
social media @soldbyjustinwalker.

“I have always been able to make friends. I have built my own 
family. Real estate is no different. I focus on meeting people where 

they’re at in life and building real human connections.”
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RESTORING WHAT
MATTERS MOST™

Your Full-Service Water Damage
Restoration & Emergency

Services Experts

Residential & Commercial
24/7 Emergency Services

Contact us today for a FREE consultation

970-716-7701 
1800waterdamage.com/northern-colorado

• Water Damage Restoration
• Fire & Smoke Restoration
• Sanitizing & Disinfecting

• Mold Remediation
• Sewage Cleanup
• Cigarette Odor Removal

Land Title Guarantee Company

leader in title insurance, 
with 45+ offices 

spanning the state.

We are Colorado’s

Catch Hidden Fees & Overcharges | Ensure Accuracy & Transparency
Build Trust & Close With Confidence | Receive Fast, Reliable, REALTOR®-Focused Service

1-844-DBL-CHCK | info@mortgagedoublecheck.com | mortgagedoublecheck.com

Home Inspectors Check the House.

We Check the Mortgage.
Providing an independent, expert review of your clients' loan estimates and 
closing disclosures to ensure accuracy and identify potential overcharges.

www.northerncoloradocarpets.com
970-226-6800

Family Owned Since 1976 & Veteran OperatedNorthern Colorado Carpets

Neutral carpet in stock to 
go with all trending paint 
colors. We are QUICK & 
a�ordable; let's spruce 

up your space to increase 
your home value. 

Get the REALTOR®
discount and update your 

flooring before your 
furniture arrives! We are 

flexible with installation to 
meet your move in dates.

Listing a
Home?

Buyers
Moving In?

Lux�y Fl�rs, Cozy M��ts

Colorado’s Most Trusted 
Auto Broker

SPECIALIZING IN NEW, 
PRE-OWNED, COMMERCIAL, 

& FLEET VEHICLES

Wolfgang Sanchez

(970) 342-3267
wsanchez@centleasing.com
fortcollins.clscars.com
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RE/MAX ALLIANCE

BY JACKI DONALDSON 
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When Ryan Livingston 
walked away from his job 
as a general manager in 
the restaurant industry, he 
wasn’t chasing a dream—
he was trying to survive. 
He was a single dad with 
nothing more than gut 
instinct and the kind of 
grit you can’t teach.

Born and raised in Fort 
Collins, Ryan began his 
career in construction before 
pivoting into the restaurant 
world—where the chaos of 
the kitchen quickly became 
home. He worked his way 
up to head cook, but the 
birth of his son, Kayden, in 
2012 changed everything. 
“I knew I had to change 
my lifestyle,” Ryan says. “I 
couldn’t keep working nights 
and weekends in the kitchen 
with a kid.” Ryan took on 
a management role and 
within two years became 
one of the youngest general 
managers at Old Chicago. He 
later held the same role at 
Famous Dave’s, unknowingly 
stepping onto a path that 
would reshape his life.

Right across the parking lot 
from Famous Dave’s sat a 

real estate office—and fate. 
Ryan’s former restaurant 
mentor had become a 
broker-owner at that office 
and saw a real estate career 
in Ryan’s future long before 
he did. “Then one day, 
he showed me what he 
made in a month, which 
was more than I made in 
a year,” Ryan recalls. That 
moment flipped a switch.

Ryan quit his job, enrolled 
in real estate school, got his 
license, and hit the ground 
sprinting in 2018. Within 
his first two months, he 
had several deals under 
contract, and he happily 
took a vacation for the first 
time in five years. The trip 
cost him dearly. He lost four 
contracts while he was away. 
When he returned, he had 
no business, funds, or safety 
net. The next six months 
were a blur of struggle. He 
spent every dollar on ill-
advised marketing and took 
odd jobs to get by: cleaning, 
yard work, handyman 
gigs—anything to get to the 
following week. “I learned 
the ultimate lesson,” he 
reflects. “Don’t count your 
chickens until they hatch.”

RYAN
LIVINGSTON
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Then, the tide turned. Five 
closings at the end of the 
year and a meeting with 
Dennis Schick set him on 
a new course. Dennis was 
a local legend—highly 
respected and wildly 
successful—and when he 
walked into one of Ryan’s 
open houses one day, Ryan 
was intrigued. “I have an 
idea,” Dennis shared. “I’d 
like to mentor you.” After 
praying about it, Ryan 
departed C3 Real Estate 
Solutions and joined RE/MAX 
Alliance in 2019—a decision 
he calls the most difficult and 
transformative of his career.

Now in his eighth year, 
Ryan is a solo agent who 
partners with Jamie 
Madsen (marketing) and 
Spencer Smith (transaction 
coordination and buyer’s 
agent). Together, they form a 
small but mighty team. Ryan 
serves clients at every price 
point—though many see 
him as a luxury specialist—
primarily through word of 
mouth and referrals. He’s 
proud of the trust his clients 
place in him and values 

the friendships that grow 
from those relationships.

Ryan remembers early in 
his career showing up to the 
office seven days a week with 
a smile, even when he had no 
business or hope. He followed 
up with thousands of cold 
leads and hosted three to 
four open houses every week, 
and he stuck to the routines 
other successful agents swore 
by—even when they didn’t 
seem to be working. His life 
looks very different today. 
He’s taken vacations, traveled 
out of the country for the first 
time, spent more time with 
family, and reconnected with 
friends on both coasts. He 
trains in Brazilian Jiu-Jitsu 
and escapes to the mountains 
whenever he can. He shares 
his life with his son Kayden 
(13); his girlfriend, Jamie, and 
her daughter, Ruth; and their 
daughter Faith (3). His loyal 
Australian Shepherd, Raya, 
is never far from his side.

Ryan’s proudest 
accomplishment in real 
estate is paying his blessings 
forward. He mentors agents, 

shares his story, and hopes 
to help others find success 
earlier in life than he did. “I 
know what it’s like to work 
hard without a hope or a 
prayer,” he says. He is also 
a founding member of The 
Good Fellas Alliance, a men’s 
group devoted to improving 
lives. Last year, they fully 
renovated a disabled 
woman’s home—new roof, 
HVAC, floors, fence, the 
works. Now, the group is 
seeking ways to support 
victims of human trafficking.

When Ryan left the 
restaurant industry in 2018, 
he had no backup plan—only 
a deep conviction that he 
couldn’t keep living the same 
life. “I didn’t have a Plan B,” 
he states. “I was going to go 
down with the ship before I 
quit.” Eventually, everything 
clicked, and Ryan’s business 
surged. As his story unfolds, 
one thing’s for sure: Ryan isn’t 
waiting for opportunity—
he’s making it happen.

Connect with Ryan at 
ryanlivingstonrealestate@
gmail.com.

“I KNOW 
WHAT IT’S 
LIKE TO 
WORK HARD 
WITHOUT A 
HOPE OR A 
PRAYER.”
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SEPTEMBER 29 & 30, 2025
LOEWS ARLINGTON HOTEL & CONVENTION CENTER

Join real estate leaders and the top 5% of agents from across the country for a two-day experience 

packed with industry insights, cutting-edge strategies, and powerful networking 

opportunities designed to help you succeed in the ever-evolving real estate market.

SPONSORSHIP OPPORTUNITIES AVAILABLE

SAVE THE DATE FOR
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9151 Currency St.
Irving, TX 75063


