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EPIC

Building with Trust

Roofing and Construction

Epic Roofing and Construction
is one of Oklahoma's most
trusted names in roofing and
exterior services. From roofing
and siding to solar panels

and hardwood floors, this
company offers a wide range
of services. Their commitment
to their clients has earned them
numerous accolades, including
multiple “Contractor of the
Year” awards and recognition
as one of the top three solar
companies in Tulsa—an
impressive feat considering
they only entered the solar
market a short time ago.
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Chris Jensen is co-founder of the
company. As he says, they take pride in
building with trust.

“We’re a relational-driven business,”
says Chris. “We work with a lot of
REALTORS® and homeowners, and we
really enjoy helping people and solving
problems for them. That’s one of the best
parts of what we do.”

A Vision for Family and Flexibility
Chris’s transition from network
marketing to roofing wasn’t just a
career change; it was a chance to align
his work with his personal values. “I
had a buddy who was traveling for
construction, and he wanted to stop.

I wanted to spend more time with my
family,” he explains. “We teamed up,
and everything just fell into place.”

Epic Roofing and Construction became
a way for Chris to create a business
that would allow him to stay close to
home and involved in his family’s life
while also making an impact on the
local community. With a passion for
both customer service and high-quality
craftsmanship, Chris and his team have
turned Epic Roofing into a company
that homeowners and real estate
professionals alike can rely on.

Expanding Services with Expertise
Epic Roofing and Construction started
out specializing in all things related to
roofing—from installations and repairs
to siding and gutters—but over the
years, they’ve expanded their services

BY DAVE DANIELSON e PHOTOS BY PEAK RES

to meet the growing needs of their
customers. The company now offers a
wide range of home exterior services,
including hardwood flooring, solar
panels, and even foam insulation (a
certification they are currently in the
process of earning).

“We do anything related to roofing
and exteriors,” Chris says. “We’ve also
branched out into solar, which has
been a great addition for homeowners
looking for ways to save on energy
costs.” In fact, solar panels are quickly
becoming one of the most popular
services offered by the company.
According to Chris, homeowners who
invest in solar can save upwards of
$20,000 over a 10-year period, making it
a smart financial move.

The company’s growth and expansion
into solar has been a win for

both homeowners and real estate
professionals. Chris and his team

have spent time educating clients—
especially REALTORS®—on the benefits
of installing solar panels. “We enjoy
sitting down with homeowners and
REALTORS® alike and showing them
how solar can benefit them,” he says.

Building Trust with REALTORS®
and Homeowners

One of the ways Epic Roofing and
Construction has built its reputation
is through trust—especially in the real
estate community. Chris works closely
with REALTORS, ensuring that both
sellers and buyers have peace of mind
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That’'s what we
sirive to be
—someone REALTORS®

can count on.”

when it comes to roofing concerns.
“Before you list a house, I'll come out
and inspect the roof for any damage,”
Chris explains. “If we find anything, I
work directly with the homeowner’s
insurance to help get a new roof put on
the house. Having a new roof is a huge
selling point when listing a home.”

This proactive approach extends to
homebuyers as well. If a roof needs
replacing before the sale goes through,
Chris’s team will include the cost in
the Transaction Repair Request (TRR)
to ensure it’s handled before the deal
is closed. “The real estate world is
fast-paced, and REALTORS® need a
trusted partner who can handle roofing
concerns quickly and efficiently,” Chris
notes. “That’s what we strive to be—
someone REALTORS® can count on.”

Epic Achievements and
Community Impact

The success of Epic Roofing and
Construction can be seen not only in
the volume of work they do but also
in the recognition they’ve received
from industry leaders. Chris and

his team have been honored with
multiple “Contractor of the Year”
awards, and they’ve been named
Angie’s List Preferred Contractors
multiple times. Epic Roofing was also
named a top contractor in Oklahoma
by Build Magazine, solidifying

their position as one of the region’s
leading roofing companies.

Chris is also proud of his role on Tulsa
HomePros, a show aired on Channel
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2, where he hosted roofing and home
improvement segments for two years.
“It was a great experience to share my
knowledge with the community and
educate people on the importance of
maintaining their homes,” Chris says.

Giving Back and Supporting Family
Outside of work, Chris values spending
time with his family. He’s married

and has two children, whom he
supports in their sports and school
activities. “Family is everything

to me,” he says, reflecting on how

his work-life balance allows him

to be present for his loved ones.

“I enjoy supporting my kids and being
there for them, whether it’s at a game
or helping with school projects. 'm
grateful that my business allows me to

be involved in their lives while doing
something I love,” Chris adds.

Looking to the Future

As Epic Roofing and Construction
continues to grow, Chris remains
focused on providing quality service
and building long-term relationships.
“It’s not just about doing a job—it’s
about helping people and being a
trusted resource for them,” Chris says.

Contact Epic Roofing and
Construction Today!
Phone: 918-771-0177
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NAR NEWS

NAR 2024

YEAR IN REVIEW

The Sitzer-Burnett setlement was a focal point as national, state and local
associations worked together to keep members and consumers informed —
ReAlIOR  and association leaders laid the groundwork for the path ahead.

The National Association of REALTORS®
released its 2024 Year in Review on
Tuesday. The 33-page report is an
assessment of the organization’s past
year, highlighting member benefits
across eight areas—and promising a
new mission-driven era.

Last year brought significant
milestones for the association,
including settlement of the Sitzer-
Burnett lawsuit, implementation
of residential practice changes for
members, and approval of Culture
Transformation Commission
recommendations to bring greater
accountability and transparency.
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All this came as members worked to
navigate a challenging market, with

limited inventory, higher interest rates
and shifting living and work patterns.

“The past year tested our resilience
as an industry, as an association and
as individuals,” NAR President Kevin
Sears said in a letter that opened the
report. “As we embark on 2025, I want
to express my gratitude to you—our
members, the broker community, the
local and state associations, and our
MLS and industry partners—for the
incredible work you’ve done to push
through these challenges and help set
the stage for our industry’s future.”

Building Trust, Collaboration

NAR CEO Nykia Wright said the
association must evolve to meet the
needs of members “today and tomorrow”
while building on the momentum
generated last year.

“In 2024, we cut costs and passed our
first balanced budget in at least 10 years,”
Wright said. “We also conducted in-depth
research to begin laying the groundwork
for a new member experience.”

She added: “The work to redefine our
broker relationships; better leverage
our relationships with state and local
associations to optimize member value;

build on our strategic partnerships
with aligned Institutes, Societies and
Councils; demonstrate our appreciation
for the many volunteer leaders who
are instrumental to driving our mission
forward; and reposition our staff to
meet the ever-growing needs of these
stakeholder populations will shape our
2025 activities.”

Wright has engaged two new partners
in the effort: In early January, NAR
announced that Sherry Chris, former
CEO of Better Homes & Gardens Real
Estate and ERA Real Estate, would join
the association as a special advisor to
help strengthen relationships, build
trust and enhance collaboration with
brokerage leaders. On Jan. 15, Jarrod
Grasso was named senior vice president
of industry relations for NAR, a role
dedicated to enhancing the association’s
relationship with state and local
association leaders. Grasso joins NAR
after serving the New Jersey REALTORS®
for more than two decades, most
recently as their CEO.

Supporting Member Success

In 2024, to assist members in preparing
for practice changes outlined in the
settlement, NAR launched facts.realtor
to provide updates and guidance. The
resource includes more than 120 FAQs,

More than 1,000
NAR members joined
a grassroots effort—

as surrogates—in
2024 to help educate
consumers about the

practice changes.

a legal video series that garnered more
than 800,000 views, and more than

a dozen consumer guides, in English
and Spanish, for members to use while
working with clients. The association
also provided its Accredited Buyer’s
Representation (ABR®) designation
course at no cost to members; nearly
162,000 REALTORS® took advantage of
that benefit.

More than 1,000 NAR members joined
a grassroots effort—as surrogates—in
2024 to help educate consumers about
the practice changes. Those interested
in joining the program can email
surrogates@nar.realtor.

In the advocacy arena, NAR scored
significant wins: defending private

property rights, securing the OK for

VA buyers to compensate their brokers
directly as the Department of Veterans
Affairs studies the issue further,

and supporting industry-friendly
policies and candidates at all levels of
government. The REALTORS Political
Action Committee—which backed 50%
Democratic and 50% Republican federal
candidates—achieved a 97% success rate
in the 2024 election cycle.

Underpinning NAR’s advocacy success
is a highly regarded research team

that provides thought leadership and
produces key housing market data and
research reports. In 2024, NAR Chief
Economist Lawrence Yun, Deputy Chief
Economist Jessica Lautz and their team
spoke at more than 400 in-person and
virtual visits across our 1,100-plus

local and state associations, brokerages
and third-party organizations. NAR’s
research content generated 1.9 million
website visits, 240,000 report downloads
and 100,000 social shares in 2024,
signifying the appetite members and
consumers have for reliable housing
data and research reports.

Reprinted from REALTOR® Magazine by
permission of the National Association
of REALTORS®. Copyright 2025. All
rights reserved.
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CELEBRATING LEADERS

A Humble Beginning

WRITTEN BY KEVIN GREEN
PHOTOS BY LILY CHRIS PHOTOGRAPHY

Jessica Swaffar’s journey into the real
estate world started with a desire to learn
and a determination to grow.

It is a path that has led her to become
one of the most respected leaders in
Oklahoma’s real estate industry. Her
story is one of passion, growth and an
unwavering commitment to helping
others succeed.

At just 19 years old, Swaffar stepped
into real estate through a receptionist
role at the Keller Williams Advantage
office with encouragement from her
father, who had a strong thriving retail
business and who had found success as
a top REALTOR® in Tulsa.

After quickly taking over office operations
when the training manager left, she
decided to earn her real estate license at
20. Under the mentorship of Susan Beach,
the general manager, Swaffar quickly
took on more responsibilities, managing
various office operations.

Within a year, she earned her real

estate license and began navigating the
challenges of entering a competitive
market, particularly one where her
father’s reputation loomed large.
However, she persevered, developing
creative strategies to carve her own path.

l

vl

N W AW

“Having a real estate career at such

a young age is not such a bad thing,
necessarily, unless your father’s in real
estate and none of your friends want
to buy or sell because they can barely
make rent,” Swaffar said. “I had to get
really creative. I couldn’t reach out to
my parents’ friends because my dad
had that market locked down. But what
Idid do is, I said, ‘Listen, a lot of your
friends have children that I've grown
up with who are my age, and they may
be thinking about buying a house,

or maybe their parents are thinking
about buying them a house over where
they’re going to college, so let me reach
out to them for that potential business
rather than their personal business.”

RISING TO LEADERSHIP

At 21, Swaffar became the youngest market
center administrator (CFO/COO equivalent
in other businesses) at Keller Williams
Advantage in Oklahoma. Her early career
was marked by significant achievements,
including a merger with Patterson
REALTORS® in 2011 and the expansion of
their office space, and another merger with
Montie Box REALTORSP® at the end of 2011.

Resigning from her position at Keller
Williams Advantage in 2012, she spent
a few years focusing on real estate sales
and marketing before she was invited
to serve as one of the managing brokers
in 2015 — a role that allowed her to
combine her expertise in operations
with her passion for mentorship.

In 2020, Swaffar launched a coaching
division to support newer and
struggling agents.

The program, which includes group
sessions and individual consultations,
quickly expanded to other market
centers in the area. Today, the coaching
group retains about 45 agents in each
office at any given time, with half
actively producing each month.

Success stories from her coaching
program highlight her impact, with
agents achieving significant milestones
under her guidance.

Her structured program spans up to
a year of support for each agent who
engages with the program, with the
office covering initial costs to ensure
accessibility for all agents.

“One of the perks for the other market
centers that I expanded to is that I
would help their leadership identify
and hire their coaches,” Swaffar said. “I
still lead all the coaches under our local
program, and recently just expanded
the program into Edmond. I have now
replaced myself as the head coach in
our office and have taken over as the
team leader in the Keller Williams
Advantage office, which means I am
responsible for growth, retention and
production in all ways that help an
organization and its agents thrive in the
real estate industry.”

A PHILOSOPHY OF LEADERSHIP
& LEGACY

As a leader, Swaffar emphasizes
creativity, efficiency and observation.

Her approach to coaching is deeply
rooted in her belief in helping others
succeed, often quoting Zig Ziglar: “If you
help enough people get what they want,
you will get what you want.”

Swaffar’s impact extends beyond her
office walls.

Her entire immediate family is
involved in real estate, creating a
supportive environment that embodies
the family-like culture she fosters at
work. Her husband, whom she met
through the industry, and her mother-
in-law, a significant contributor to real
estate, further exemplify the legacy
she is building.

“My mother-in-law is a leader here in
Tulsa and now in Iowa and has been
for many years,” Swaffar said. “I think
she started around the same time I
did at KW, which was in 2000, and she
received the REALTOR® of the Year
award in 2008, which is a BIG deal at
our local association of REALTORS®.
They bring in all your family (for the
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awards ceremony), and that’s where I
met her son Morgan, who is now my
husband. She likes to say that she’s the
reason we met, and she is. Years later,
my sister-in-law got into real estate, my
husband got into real estate, and my
father’s still in real estate. My father-
in-law is a mortgage broker as well
and also has his license. “It makes our
family get-togethers really fun.”

AN UNEXPECTED PATH
Swaffar’s initial career aspirations were
far removed from real estate.

She studied music education while
minoring in business at Tulsa Community
College and envisioned a future in
performing and teaching. However,

real estate provided her with an
unexpected avenue to continue teaching
and mentoring others, a role she has
embraced with passion and dedication.

“My goal was to perform and then
teach,” Swaffar said. “Instead of
pursuing a career in music and
education, I ended up pursuing real
estate, which still gave me a path to
train, teach and help others.”

FINAL REFLECTIONS

Reflecting on her career, Swaffar
attributes her success to her ability to
connect with and support others.

Her coaching and leadership efforts
have not only transformed the careers
of her agents but have also cemented
her legacy as a cornerstone of the
Oklahoma real estate community.

Through hard work, a commitment to
others and an ability to adapt, Swaffar
continues to leave an indelible mark on
the industry she loves.

“Susan and her husband Don Beach,
they’re like my second family —
everybody here is,” Swaffar said. “I've
never seen the need to look at another
real estate model because of the
culture and the family environment
we have here at our office.”
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INSTEAD OF PURSUING A CAREER

IN MUSIC AND EDUCATION, |
| ENDED UP PURSUING REAL ESTATE,
N WHICH STILL GAVE ME A PATH TO
TRAIN, TEACH AND HELP OTHERS.”
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Bradshaw

CLIMBING LIFE’S MOUNTAINS WITH PURPOSE

WRITTEN BY ZACHARY COHEN ¢ PHOTOS BY PEAK RES

Jake Bradshaw’s voice wavered as he recounted a pivotal moment

from his childhood, his eyes welling with emotion.

At just 12 years old, Jake found himself staring up
at the final stretch of Yosemite’s Half Dome, the
daunting final ascent lined with cables. Exhausted
from the grueling climb, he watched his father,
brother, uncle, and cousin tackle the last section
while he waited at the base.

“I sat there alone,” Jake recalls. “Then, I had this
moment of clarity—like a voice telling me, ‘Get up,
grab your gloves, and climb.”

With renewed resolve, Jake started up the cables.

Fear gripped him as he slid on the slick rock, but
he pressed on. Reaching the summit, he saw his

father’s astonished face. “He couldn’t believe his
12-year-old son had just climbed a mountain by
himself,” Jake says. “And although I was climbing
alone, I didn’t feel alone.”

That climb became a metaphor for Jake’s life and
career. “The last few years, I've been climbing
my own mountain with an abundance of faith.
But when I get to the top, I see all the people who
helped me get there.”

Jake lives by a mantra that encapsulates his approach
to life: “In this big life, we’re all climbing our
mountains. We can choose to sing as we climb or

complain about our sore feet. I decided a long time
ago that singing just makes more sense.”

Real Estate: A Family Legacy

Jake’s journey into real estate began in 2016, but the
seeds were planted long before. Born in Virginia, Jake
and his family moved to Oklahoma at age four when
his father’s career brought the family to Tulsa.

Jake’s father, Mark Bradshaw—a former news
anchor and a strong pillar in the Tulsa community—
humbly delivered the news to Tulsans for nearly 30
years. “He set a high standard for professionalism
and always demonstrated how to treat others with
respect,” Jake says.

Real estate was already a part of Jake’s life. His
mother, Michelle, has been a REALTOR® since
2000, and her relentless work ethic shaped Jake’s
understanding of what it
takes to succeed.

€€ It was like
destiny.
Real estate is in

my blood.”

Family photos by Katelyn Hansen

“She was always there for us,
but she was also always on

her phone,” Jake says with

a chuckle. “As kids, we’d
literally take her phone

and throw it out the car
window. But as I got older,
Irealized she was working
hard for us, and when it
mattered, she’d put it away and 2
be fully present.” § iy

Michelle also put Jake and his siblings

to work. “One of my earliest memories is
rollerblading around the neighborhood, passing out
flyers for her business,” he says. “She’s the ultimate
hustler, and she trained us well. She’s still my best
coach to this day.”

After graduating from the University of Oklahoma
in 2015 with a bachelor’s degree in advertising,




marketing, and entrepreneurship, Jake briefly
worked as a project manager in the fast-paced
advertising world. But the desire to build something
lasting for his future family led him to follow in his
mother’s footsteps.

“It was like destiny,” Jake says. “Real estate is in
my blood.”

Building a Thriving Business

Over the years, Jake has steadily grown his business.
Today, he leads a team at McGraw Realtors with plans
for continued expansion.

“We’ve grown every year in production and volume,”
Jake says. “In 2024, we closed $18 million in sales, and
this year, our goal is to continue to improve those
numbers by helping that next person. I've brought in
agents with no prior real estate sales experience but
with great potential and unique talents. I've taught
them how to build a real career, with some earning
over six figures. No matter the economic environment,
we’re always moving onward and upward.”

Jake credits his success to a combination of optimism,
resilience, and a genuine love for helping people.
“We’re problem-solvers. It’s not just about closing
deals,” he says.

As a Tulsa native, Jake’s deep roots in the community
give him a unique edge. “I know the area, the people,
and the history. My parents raised me with strong
relationships, and those connections have helped me
build my business.”

A Vision for the Future

When he’s not guiding clients through their home-
buying journeys, Jake treasures time with his wife,
Mandi, and their two children, Ava Jean (4) and
Jack Neil (1).

“Family time is everything,” Jake says. “In the
summer, we’re swimming, playing with our dog, or
taking family vacations.”

Jake’s creative side also finds expression in his
hobbies. He drums at his church, Foundations
Church, and moonlights as a DJ for weddings, private
events, and concerts.

Looking ahead, Jake is focused on growth—both
personally and professionally. “Every year, 'm
surprised at what we’ve accomplished and excited
for what’s next,” he says.

But for Jake, success isn’t just about numbers. It’s
about leaving a legacy.

“I want to leave this world better than I found it,”

he says. “Whatever I do, I want to make a positive
impact on someone or something... My personal
slogan is ‘Do it Big.’ To me, that means focusing on the
small moments and making them magical. The little
things often have the biggest impact.”
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GUIDE WEALTH
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