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PARTNER SPOTLIGHT

HOMESstretch

HELPING HOMES CROSS THE FINISH LINE

WITH CONFIDENCE

STORY BY JON GOOD e PHOTOS BY A.B. CONSULTING NOCO (UNLESS OTHERWISE NOTED)

estate, first impressions are

everything, and no one understands
that notion better than the team
behind HOMEstretch Fort Collins-
Loveland. Based in Northern Colorado,
HOMEstretch NoCo is a home
preparation company dedicated to
helping homeowners and real estate
agents prepare properties for the
market with speed, precision, and
polish. But beyond the brushstrokes and
clean carpets is a family-driven business
rooted in grit, gratitude, and a genuine
commitment to the community it serves.

I n the fast-paced world of real

Founded by Nick Cora and operated by
Rebekah Cora and Nathaniel Woodson,
HOMEstretch NoCo offers a suite of
turnkey cosmetic upgrades to enhance
the appeal of any home. Services include
interior and exterior painting, flooring
replacement, deep cleaning, item
clear-outs, curb appeal improvements,
and light landscaping. These carefully
chosen services target the areas buyers
care most about, ensuring properties
shine both online and in person.

What sets the company apart is the
efficiency and ease it brings to each
project. With HOMEstretch, agents have
a single point of contact who manages
all logistics, vendors, and timelines. In

many cases, homes are fully prepped
within seven to 10 days, allowing
agents to focus on selling instead of
scrambling to coordinate contractors.

“EACH SERVICE WE OFFER
ADDRESSES KEY BUYER
TOUCHPOINTS. WE'RE NOT
JUST CHECKING BOXES—
WE'RE INTENTIONALLY
IMPROVING THE HOME'S
STORY AND VALUE.”

Nate describes his role as a hands-on
project manager who lifts the burden
from agents and sellers. “I coordinate
all the moving parts to ensure the home
is fully prepped in a fast, efficient, and
hassle-free manner,” he says. This all-
in-one approach eliminates common
headaches and delays that come with
prepping a home for market when time
and first impressions are on the line.

What truly differentiates HOMEstretch
NoCo is the strategic mindset behind
the services. Nate and Rebekah’s
combined backgrounds in sales and
marketing give them an edge in
understanding buyer behavior. Every
recommendation they make—from

No

Na'lte Woodson

paint colors to flooring options—is
grounded in what they know will help

a home sell faster and for more. “Each
service we offer addresses key buyer
touchpoints,” they explain. “We’re not
just checking boxes—we’re intentionally
improving the home’s story and value.”

But HOMEstretch isn’t just about
clean finishes and curb appeal. It’s
also a story of family, mentorship,
and shared ambition. Rebekah
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Rebekah Cora

shares that launching the business
alongside her father, Nick, has been

a particularly meaningful journey.
Inspired by his lifelong example of
professionalism and hard work, she
now has the opportunity to walk
alongside him in a new way—this time,
as business partners. “My dad has
inspired me my whole life,” she shares.
“In this new professional chapter,

I only hope to make him proud.”

“SUCCESS IS WHEN OUR
PARTNERS REFER US
WITHOUT HESITATION,
WHICH MEANS WE'VE
DONE OUR JOB RIGHT.”

For Rebekah and Nate, HOMEstretch

is not just a company—it’s a platform
that gives back, uplifts communities,
and builds a business with integrity.
Whether they’re helping sellers
maximize their investments or
supporting real estate agents with
seamless solutions, their mission centers
on trust, quality, and results. They
define success not by flashy metrics,
but by consistent referrals, steady work
for their crews, and the peace of mind
they deliver to their partners. “Success
is when our partners refer us without
hesitation,” they emphasize, “which
means we’ve done our job right.”
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The journey hasn’t been without
challenges. Like many service-based
businesses, HOMEstretch faces the
demands of finding reliable crews,
managing unpredictable schedules,
and navigating weather-related delays.
But through strong mentorship, deep
community ties, and a willingness

to learn, they’ve found a rhythm

and a loyal following. “We’re still
growing, still learning,” they admit.
“But we’re doing it with purpose.”

Outside of their professional life,
Rebekah and Nate can often be found on
the volleyball court, playing high-level
competitive matches with a close-knit
group of friends. The shared passion
mirrors their work ethic—team-focused,
driven, and grounded in community.

To further support homeowners,
HOMEstretch also offers financing
options, ensuring that more clients
can access the services they need

to maximize their home’s value.
“Everyone deserves the opportunity
to get the most from their asset,”
they note, underscoring their
commitment to accessibility.

Rebekah Cora with her father, Nick Cora | Photo provided by Jon Good

“MY DAD HAS
INSPIRED ME MY
WHOLE LIFE. IN THIS
NEW PROFESSIONAL
CHAPTER, I ONLY HOPE
TO MAKE HIM PROUD.”

For top-producing real estate agents
looking for a reliable, thoughtful, and
efficient partner to help their listings
stand out in the Northern Colorado
market, HOMEstretch NoCo is a
name to remember. It is more than

a prep service—it’s a family-owned
operation with heart, hustle, and

a clear vision: to help homes cross
the finish line with confidence.

Connect with Rebekah and Nate at
rebekah.cora@home-stretch.com and
nate.woodson@home-stretch.com.

HE ME

stretch
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Mellow Out on
Move-in Day

Our home warranties can be a
great comfort during move-in
madness. With benefits that begin
on Day 1 of coverage, your clients
don’t have to worry if a covered
household item breaks.
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FACTS ABOUT MALENA:

COLORADO GIRL AT HEART. OUTDOOR OBSESSED! WHETHER IT'S HIKING, CYCLING, CAMPING, SNOWSHOEING,

SNOWBOARDING, FLY FISHING, YOU'LL FIND HER PLAYING OUTSIDE ON HER DAYS OFF.

LOVES CARD GAMES & BOARD GAMES. EVER SINCE SHE WAS LITTLE, SHE HAS ALWAYS BEEN WEIRDLY GOOD

AT THEM! IT'S AN ONGOING JOKE IN HER FAMILY THAT THEY HATE PLAYING ANY SORT OF BOARD GAMES WITH

HER, BECAUSE SHE WILL LIKELY WIN EVERY TIME.

GREW UP WATCHING FOOTBALL & BEEN A LA CHARGERS (SAN DIEGO FOR THE OG'S) FAN HER ENTIRE LIFE!

LOVES DOING FANTASY FOOTBALL LEAGUES & ANY REASON FOR A BACKYARD BBQ WITH FRIENDS & FAMILY. -
! o

SHE ABSOLUTELY LOVES MAKING GENUINE CONNECTIONS & HELPING OTHERS. UPON ENTERING THE TITLE

WORLD, SHE MADE THE COMMITMENT TO CONTINUOUSLY SHOW UP, BE REAL WITH THOSE AROUND HER &
CONTINUE TO LEARN SOMETHING NEW EACH DAY TO BE A STRONG ASSET FOR HER RELATIONSHIPS. REAL
CLIENT TESTIMONIAL: PRODUCERS 5 I G N /E\T U R E
“MALENA GOES ABOVE & BEYOND FOR HER REAL ESTATE PARTNERS. FROM SCHEDULING EXTRAVAGANT PODCAST
) EVENTS TO INTRODUCING THE PERFECT CLOSING TEAM, SHE’S AN ABSOLUTE GAME CHANGER. MALENA'S AGENT SERVICES
PERSONALITY SHINES THROUGH HER WORK & CAN CAPTIVATE A CROWD! - KASS| REIGER, RE/MAX MOMENTUM Grow with Confidence. Close with Exse.
- - -
Grow Your Business with a Smarter Database
- - W offer customired database services for agents at every
with the nation’s, e
Services indlude:
o CRM set-up & contact upload
top.realestate agents, e
» Mewsletter creation & content templates
i Let's connect!
.770-885-3429
; . : : Same Brand, New Reach — savanna@signatureagentserdces.com
Turn Your Client's Dream | . . ML oSy
Follow us on Facebook for our Ha!

helpful tips of the week! ~___2T

Home Into a Work of Art

Apple Podcasts

Meet Aarice Rice-
Transaction Coordinator

Aarica Rice is a licensed transaction coordinator with

a talent for making the contract-to-close process

seambess and stress-free for both agents and their

clients, After joining the real estate community in

2020 she realized her passion for helping other

agents win with their clients, In her free time, Aadica
reads and does portrait photography. She is a rnner,
joining in races anound Northern Coboradio. She lives
[ ™\ in NOCO with her hushand and daughter, and is
) expecting her second child in November.

Watercolor prints usten on @) Spotify:

professionally wrapped +

delivered to your office
Turnaround time: 3-5 days!
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COVER STORY

Rondi

ulPont

THE GROUP, INC.

STORY BY JACKI DONALDSON
PHOTOS BY A.B. CONSULTING NOCO

During her senior year
of college at the
University of
Evansville in
Indiana, Rondi
duPont, a
volleyball
player for
the private
Division
1 school,
accompanied
her parents
on a Vail
vacation. The
Ohio native,
who was planning
to attend graduate
school for physical
therapy, recalls her life-
altering revelation while
driving to the airport to
depart the Colorado Rockies
and its beautiful, fresh snow.
“I thought to myself, T'm
not doing grad school; 'm
going to move to Vail,” says
Rondi, who told her parents
a month later about her
intentions. “They thought
my plan was fantastic,” she

“I very naively

go along in this
world thinking,
‘What's the worst
that can happen?’”

36 - September 2025

shares. Rondi graduated
from college, packed up,
and moved to Vail Valley
in the summer of 1996.

Rondi reveals that her

life choices tend to follow
a theme. “I very naively

go along in this world
thinking, ‘What’s the worst
that can happen?” she
notes. Some would call her
self-proclaimed naivety

a refreshing optimism,

a fearless openness to
experiences that has led
her down unexpected

and rewarding paths.

Once in Colorado, Rondi took
on a wide range of jobs—
waiting tables, working

as a personal trainer,

and serving as assistant
manager and kids’ program
coordinator at the Club at
Cordillera in Edwards, CO.
She transitioned into non-
profit and corporate event
planning, organizing major
events across the state,

N K NOWN

and collaborating closely
with chefs, restaurants,
and wineries. She went
on to travel nationwide,
managing large-scale
events and mastering
the art of coordinating
every last detail.

Rondi’s ability to juggle many
moving parts and deliver
seamless experiences made
her a perfect candidate for
areal estate career. She met
with one of her husband’s
good friends, a managing
broker at Berkshire
Hathaway in Vail, and he took
her on as his assistant before
urging her to get her license.
In 2013, she did, and the

duo created a team. A year
and a half later, life threw a
curveball. “My husband got
transferred to Fort Collins,”
Rondi explains. Her bright
outlook kicked in. “I was
like, T'm leaving a resort
town and starting over in a
new city, but I can do this,”
she states. “Piece of cake.”




In January 2015, Rondi
hung her shingle with
Windermere Real Estate.
The brokerage had only
been open for one month,
and she was the fifth agent
to join. She departed 10
years later and joined The
Group in January 2025.

Reflecting on the past decade,
Rondi credits her success

to hosting two open houses
every weekend until she met
people. “I built my business
through open houses,” she
comments. “During my first
year with Windermere, 60%
of my business was from
that avenue. I also took Ninja
workshops and started
farming in my personal
neighborhood.”

She likens her
trajectory to
continually

pushing a
snowball up

a mountain,

A culminating
ARL | | in almost
' every year’s
volume
surpassing
the previous
year and
multiple honors
and awards
recognizing her
accomplishments.

Rondi’s favorite part of

real estate is building
relationships that often
become friendships. She also
soaks up the uncertainty

of each day. “I love that

this industry challenges

me daily and that no two
transactions are exactly the
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same,” she says, noting one
of her most rewarding deals.

Last year, Rondi competed
for—and won—the business
of an investor looking to
sell seven rental properties
before relocating out of
state and using a 1031
exchange to reinvest. She
secured the listing and
managed the staggered
rollout of all seven homes,
with six hitting the market
within two weeks and the
seventh shortly after. Most
recently, she closed on the
client’s primary residence,
completing the sale of all
eight properties within a
year. The experience was
professionally memorable
for its scale and complexity
and personally significant,
as well—Rondi managed
the entire process while
privately undergoing
treatment for breast cancer.

“I built my business
through open houses.
During my first year
with Windermere, 60%
of my business was
from that avenue.”

Remarkably, last year was a
record year for Rondi. Amid
treatment, she closed 25 real
estate transactions (including
eight for a single client), was
named Top Producer for all
of Windermere, CO, turned
50, and traveled to Italy. ‘It
was, she reflects, ‘a fantastic
year—full of challenge,

but also full of joy.”

Family and adventure

play a huge role in that joy.
Rondi has a 24-year-old
stepdaughter who lives

in Los Angeles, and she
and her husband, Peter,
share a passion for travel.
Behind her desk hangs

a map marked with pins
showing the many places
they’ve visited, and they’re
steadily working through
their shared bucket list—
she surprised him with a
safari in Africa for his 50th
birthday, and he surprised
her with a 10-day trip to
Italy for hers. Next up:
Australia and New Zealand.

CrossFit is also part of Rondi
and Peter’s daily rhythm.
The couple enjoys hiking,
snowshoeing, and spending
time outdoors with their two
dogs: George, a 4-year-old
boxer named after George
Foreman, and Phoenix, a
2-year-boxer named after the
only female fighter pilot in
the movie Top Gun: Maverick.

Looking back, Rondi can
see how that impulsive
decision in college—to skip
grad school and move to
Vail—wasn’t just a detour.
Rather, it was a leap of
faith into the unknown that
unfolded into a remarkable
career. “What’s the worst
that can happen?” she once
asked. Decades later, she
knows that sometimes,

the best things begin with
that very question.

CONNECT WITH
RONDI at rdupont@
thegroupinc.com.

“I love that this
industry challenges

me daily and that no

two transactions are
exactly the same.”




START SOMETHING

Here's to beautiful beginnings. In a place where the meaning of home goes deeper. Mountain views
are bigger. And catching up with friends—for food and fun at the Hub Café or shopping and dining
at Centerra—is closer. When you're ready to start something new, start with Kinston in Loveland,

“Erin takes GREAT photos! She’s flexible,
ERINWAYNICKPHOTO.COM hardworking friendly and professional. i The Kinston Cottage Collection by David Weekley Homes is nearly sold out. The open designs with

gourmet Kitchens, front porches and home offices are ideal for growing families, young professionals

Erinwaynick@gmail.com home photos and portraits look great. Worth il : ;
and empty-nesters who love entertaining in style. Find yours while homes are available.

970-217-9010 EVERY penny”. Hans Peter, All Avenue

Models are open daily.

NEW WEBSITE NOW LIVE - ORDER YOUR PHOTOS ONLINE

HDR Photography-Aerial -Virtual Staging-Twilight-360 Tours-Floor Plans-3D floor Plans-Video
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Maximize Buying Power With These 4 Simple Credit Tips:

Mow more than ever, a homebuyer's FICO can either help
or hinder his or her ability to receive the best loan terms
available. In some cases, it can prevent them from buying
at all. Here are some tricks and facts to help homebuyers
rmaximize their FICOs and avoid costly, unintended
mis-steps:

* Have your credit report pulled and analyzed by your
lender as early as possible. Checking a consumer site
or looking at a credit card statement will show an
inaccurate “promotional” score that can be up to 50+
points off from the “true” scores.

* Don't open new accounts or close existing accounts,
unless absolutely necessary. Paying off loans,
consolidating debt, or transferring credit card
balances to 0% cards can have a negative impact on
one's score,

* Don't rush to pay off collections. While counter-
intuitive, paying off an old collection can actually lower
FICOs. Additionally, many collection agencies will
negotiate to delete accounts in exchange for payment.
This leverage may be lost once a balance is paid.

W FIRSTWestern

TRUST MORTGAGE

* Make multiple credit card payments per month.
Credit card companies only report once per
month, when the statement is issued. If you can
sneak in extra payments before that date, the
bureaus will see a lower balance, generally
leading to higher credit scores.

Every report is unique, so other “tricks of the trade”
may be usable to boost a buyer’s score and improve
lending options. Either way, it's important to check
and review a buyer’s credit report early to ensure
they're in the best position possible,

Justin Crowley

Sr. Loan Originator

970.691.2214 | justin.crowley@myfw.com

200 5. College Awve Ste 10, Fort Collins, CO 80524
MMLS ID 378544

55+ Billion

Since 2001

mortgage.myfw.com
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NMLS & 477166

Cimead



