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FAQFAQ

Here are some frequently asked
questions and misconceptions we
hear from time to time.

Q: WHO RECEIVES THIS MAGAZINE?
A: The top 500 agents (roughly the top 10%) ranked on
Pikes Peak MLS-reported sales from the previous year. This
means if an agent reports their sales under their team lead,
their team lead will receive a copy and they will not,
unfortunately. Any agent, no matter their production, can
request to be added to our digital distribution list.
 
Q: WHAT IS THE GOAL OF THIS MAGAZINE?
A: Real Producers is about building a stronger, more
connected real estate community. The stories in our
magazine are written to help you get to know each other
better as people and remember that all of us, no matter our
brands, titles, and production, are doing our best. We hope
that by reading our stories you feel more connected to your
colleagues and that, next time you encounter a colleague,
you will have a foundation already in place to build a
stronger professional relationship.

Q: HOW MUCH DOES IT COST TO BE FEATURED?
A: There is no cost to being featured in our magazine. This
includes our front-cover features. We are not a pay-to-play
platform for real estate agents. Our platform is funded by
our advertising vendors (lenders, title companies, home
inspectors, etc…)

With this said, we do offer a few “add ons.” If an agent
wishes to purchase extra copies of the magazine, there is a
cost. We also sell what we call “promos” which are 4-page
pamphlets of our features’ articles that can be distributed to
their clients; about half of our features will purchase promos
and we profit off those purchases. And while the photoshoot
is complimentary, our features can purchase their photos
from the photographer, though we are not involved with and
do not profit off these purchases.

 

Q: HOW DOES AN AGENT GET FEATURED?
A: It starts with a nomination from within the real estate
industry. Nominations must come from other agents, brokers,
or vendors. If you know someone who deserves to be
recognized in our magazine, please email us. Once a
nomination is submitted, we will ensure they are over a
minimum production amount to put them in the top 10% of
agents and will reach out for an interview. If selected, our
team will coordinate an article write-up and schedule a
professional photo shoot for a magazine feature.

Q: DO I HAVE TO REFER VENDORS TO BE FEATURED?
A: No, you do not have to refer vendors to be featured. We
will always ask our featured agents for referrals to their
favorite vendors, but it is not a requirement and we have
featured agents who have not shared referrals with us.

It’s worth noting, however, that Real Producers is an invite-
only advertising platform, meaning we only invite companies
who have been referred to us by those in the real estate
industry to advertise. Our goal is to provide a list of the
most-referred vendors in town for real estate agents to use as
a reference when their clients need a service.

Q: WHAT’S THE BEST WAY TO SUPPORT REAL PRODUCERS?
A: The best way is to support us is to support our advertising
vendors. Naturally, most agents have a vendor list they have
spent years vetting. Our list of vendors (see our index list
towards the front of the magazine) can be considered a
back-up vendor list for when an agent’s primary vendor is
unable to serve them for any reason.

Another way to support our platform is to simply snap a
photo of a vendors’ ad and text it to them saying, “I saw
your ad in Real Producers!” This helps them to know their
ads are being seen by their target market. Of course, you
can always refer your favorite vendors to us as well.

If you ever need to contact us, the best method is to email
brian.gowdy@n2co.com

GET A 
FREE ESTIMATE

IN 24 HOURS

(719) 491-7031

INTERIOR & EXTERIOR PAINTING  •  CARPENTRY  •   POPCORN CEILING REMOVAL
ODOR REMOVAL  •   DECK STAINING  •  PRESSURE WASHING

Our team knows what buyers are looking for 
and will get your property in prime condition to 
attract serious offers. Let us make your home 

stand out!

That 1 Painter's
“Sell Ready Services”

can help
boost your home's
appeal and value

for a quick sale. 

Trusted by Top
Colorado Agents

Colorado’s Preferred Staging Company

SCAN TO CONNECT

719-582-2999
www.ElegantByDesignStaging.com
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Education, Integrity, 
and Confidence at 

the Foundation

H o m e  I n s p e c t i o n

PARTNER SPOTLIGHT

Chris Kjeldsen

F or Chris Kjeldsen, home 
inspection has never been 
just about checking boxes 
or identifying defects. From 

the beginning, his work has been 
rooted in education, safety, and a deep 
commitment to helping people succeed. 
As the owner of Ground Floor Home 
Inspection in Colorado Springs, Chris 
brings a rare combination of field 
experience, national training expertise, 
and a teacher’s mindset to every 
inspection and every transaction.

Chris’s journey into the inspection 
industry began with a simple but firm 
conviction: if he was going to do this 
work, he was going to do it right. From 
the outset, he committed himself to 
operating at the highest professional 
level—even in a state like Colorado, 
where home inspectors are not 
licensed. Rather than treating that lack 
of regulation as an excuse to do the 

minimum, Chris chose to hold himself 
and his team to the standards required 
in licensed states across the country.

That meant passing national exams, 
pursuing ongoing continuing 
education, and strictly following 
established standards of practice set 
by national organizations within the 
inspection industry. “Licensing or 
not,” Chris explains, “the standards 
exist for a reason. They protect buyers, 
Realtors, and inspectors alike.”

That dedication to standards and 
structure quickly set Ground Floor 
Home Inspection apart. Chris focused 
heavily on producing clear, thorough 
inspection reports that documented not 

only what was wrong with a home, but 
also what was present and functioning 
properly. While many inspection 
reports omit items unless something 
is defective, Ground Floor reports 
are intentionally comprehensive—
acknowledging elements like sidewalks, 
foundations, and systems even when 
they are in satisfactory condition. 
The goal is transparency and proof 
of diligence, reducing confusion and 
uncertainty for buyers and agents alike.

As Chris deepened his expertise, he 
found himself increasingly drawn to 
the training side of the industry. He 
maintained close contact with his early 
mentor, John Coleman, often attending 
classes simply to observe, assist, and 

GROUND FLOOR 

learn. That passion did not go unnoticed. 
Within a few years, Chris was invited to 
step into an instructional role himself.

Now in his 11th year as a national 
instructor, Chris has taught home 
inspection courses in more than 30 
states. His classes range from brief 
four-hour sessions to intensive, multi-
week programs requiring more than 
120 classroom hours and hands-on 
field training. Across all formats, his 
approach remains consistent: teach 
the technical standards thoroughly, but 
never lose sight of the human element.

“I see students the same way I see 
clients,” Chris says. “They’re people 
who want to do well, who want to 
protect others, and who often just 
need someone to believe in them.”

Many of his students enter the 
inspection field after difficult career 
experiences—feeling undervalued, 
overworked, or unsure of their 
direction. Chris takes that seriously. 
He focuses not only on technical 
competence, but also on confidence, 
communication, and personal growth. 
Over the years, he has watched 
students build successful inspection 
businesses, transition into related 
careers like real estate, and even step 
into teaching roles themselves.

That teaching philosophy has directly 
shaped the culture at Ground Floor 
Home Inspection. Several members 
of Chris’s team are natural educators, 
many with backgrounds in martial 
arts instruction with Universal Kempo 
Karate or coaching—disciplines that 

emphasize discipline, respect, and 
clear communication. The result is 
an inspection team that approaches 
each appointment as an opportunity 
to educate rather than intimidate.

For Realtors, this approach makes 
a meaningful difference during 
transactions. Chris and his team 
understand that inspections can be 
emotionally charged moments for 
buyers. Their job is not to create 
fear, but to provide clarity. They take 
time to explain findings, distinguish 
between normal wear and genuine 
safety concerns, and help clients 
understand what truly matters.

This educational approach also helps 
reduce one of the most common fears 
Realtors express: the concern that 
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an inspector will “blow up” a deal. 
Chris addresses this directly—both 
in his Realtor education classes and 
in practice. “We don’t kill deals,” he 
says. “We report what the house has. 
Clear communication and proper 
language make all the difference.”

Chris encourages Realtors to view 
inspections as a collaborative process 
that begins well before inspection day. 
When agents understand common 

“gotchas” early and prepare clients 
accordingly, surprises are minimized. 
Ground Floor supports this process 
by serving as a resource even before 
inspections take place—answering 
questions, reviewing photos, and helping 
agents assess concerns proactively.

Another advantage Ground Floor 
brings to the table is Chris’s nationwide 
professional network. Because he 
remains deeply involved in training 

and industry education across multiple 
states, Chris stays informed about 
emerging issues, recalls, and material 
failures long before they become 
widely known. From electrical panel 
recalls to defective plumbing fittings, 
his team is often ahead of the curve—
knowledge that directly benefits 
buyers and protects transactions.

Ultimately, the mission behind Ground 
Floor Home Inspection is simple and 
consistent: create informed buyers, 
smooth transactions, and confident 
partnerships. Chris sums it up clearly: 
“The goal is a well-informed homebuyer, 
a successful transaction, and no 
surprises. When everyone understands 
what’s happening, everyone wins.”

For Realtors who prioritize client care, 
communication, and professionalism, 
Ground Floor Home Inspection 
offers more than a service—it offers 
a true partnership built on trust, 
education, and shared success.

They’re people who want to do well, who 
want to protect others, and who often 
just need someone to believe in them.”

I SEE STUDENTS  
THE SAME WAY  
I SEE CLIENTS. 
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Quick, reliable solutions for attic upgrades, energy concerns, 
and inspection repairs—so you can keep deals moving.

Koala Insulation fixes problems before
they become problems.

CALL OR VISIT ONLINE
TO SCHEDULE
719.394.0033
koalainsulation.com/Colorado-Springs

On Top Roofing had been my go to roofer for more 
than a decade. Chris is honest, responsive and 

takes great care of my client before, during and 
after everything we have ever sent their way.

-Ti�any Lachnidt

CONTACT US TODAY 
OnTopRoof.com
719.432.9886

“

”

ROOFING • GUTTERS • SIDING • WINDOWS • PAINT
FENCES • DECKS • HANDYMAN SERVICES

Trusted since 2010 by top 
builders, insurance agents, and 
property managers.

Quality roofing with a personal touch.

We treat every project with care 
and clear communication.
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REAL PRODUCER

F or Chad Sahhar, real estate 
has never been just about 
properties — it’s about 

people. It’s about trust. It’s about 
guiding families through life’s 
most important transitions with 
clarity, calm, and care. Whether 
he’s helping a first-time buyer find 
their footing, serving a growing 
family upgrading into their next 
chapter, or advising a seasoned 
homeowner through a major 
move, Chad approaches every 
client relationship with the same 
standard: excellence, integrity, 
and wholehearted service.

Originally from Phoenix, Arizona, 
Chad moved to Colorado Springs 
in 2003 after years in the 
hospitality industry. “I worked 
in hotel sales and marketing,” 
he says. “My uncle encouraged 
me to visit Colorado Springs, and 
everything just lined up — jobs 
opened, doors opened, and I 
knew it was time to move.”

At the time, real estate wasn’t 
even on his radar. “Hospitality 
was all about serving people 
and creating experiences,” Chad 
explains. “When my uncle Peter 
— who’d been in real estate 
here for years — suggested I 
get my license, I didn’t think 
much of it at first. But once I 
started, I realized it was the 
same foundation: helping people 
— just in a different way.”

In 2004, Chad earned his real 
estate license, joined his uncle’s 
team, and quickly discovered 
how naturally the profession 

fit him. “In hotels, you sell one 
space and one experience,” he 
says. “In real estate, you get to 
help people create their own 
space. Every home, every client, 
every story is different.”

His first clients came from 
relationships he’d already built 
through his church community. 
“I was leading small groups, 
meeting families, and investing 
in people,” he says. “Those 
same people trusted me to 
help them buy and sell homes. 
That’s where it all began.”

Over time, Chad’s career was 
shaped by mentorship from 
respected leaders who invested 
in both his professional growth 
and personal character. “My 
uncle Peter was foundational,” 
he says. “He set the tone early 
and modeled what it looks like 
to serve people well.” Along the 
way, Chad was also guided by 
Cherise Selley and Gordon Selley, 
who helped refine his skills and 
broaden his perspective, and by 
Paul Goldenbogen, his managing 
broker, whose leadership and 
steady counsel played a key role 
in his development. Charles 
D’Alessio, Amie Streater, and 
Kristen Geesey each contributed 
in meaningful ways, offering 
insight, encouragement, and 
accountability that helped shape 
Chad into the agent — and 
person — he strives to be today.

That mentorship helped form 
Chad’s approach to real estate — 
one built on humility, empathy, 

and steady growth. “This industry 
can be tough,” he says. “You’re 
walking with people through 
some of the most fragile moments 
of their lives — growing families, 
relocations, divorces, deaths. 
Not every moment is easy, but 
every one is meaningful. The 
highlight for me is meeting 
people where they are and 
helping them move forward 
with care and compassion.”

After more than two decades 
in real estate, Chad still finds 
purpose in both the work and 
the life it allows him to build. His 
service is personal, his standard 
is high, and his reputation is built 
on consistency — the kind clients 
remember long after the closing.

He and his wife, Leah, have been 
married for nearly 20 years and 
are raising seven children — six 
boys and one girl. “Our home 
is busy,” Chad laughs, “but it’s 
the good kind of chaos. We’ve 
homeschooled for years, and we 
love being outdoors together — 
hiking, day trips, birthdays on the 
road. The madness is the fun part. 
There’s never a dull moment.”

That family focus has also 
inspired two entrepreneurial 
ventures outside of real 
estate — both designed to 
strengthen connection, build 
community, and create legacy.

The first is Maker Minds Young 
Entrepreneurs, a nonprofit 
Chad and his family founded 
to give kids hands-on business 

CASA BAY 

PHOTOGRAPHY

CHAD
SAHHAR SERVING 

PEOPLE WITH 
PURPOSE 
& HEART



Colorado Springs Real Producers • 4140 • April 2026

experience. “It started with 
our kids,” he explains. “They 
loved 3D printing and crafts, 
and we wanted to teach them 
entrepreneurship — how to 
take an idea, bring it to market, 
and connect with people.”

The concept grew into a biannual 
youth marketplace where kids 
sell handmade goods, baked 
treats, and creative projects at 
events held in Meridian Ranch. 
“It’s like a farmers market run 
by kids,” Chad says. “We’ve 
had up to 80 young vendors 
— everything from a girl from 
India selling recipes to a boy 
forging horseshoes. It’s fun, it’s 
messy, it’s full of energy — and 
it’s teaching real-world skills.”

Now a 501(c)(3) nonprofit, Maker 
Minds offers sponsorships, 
materials, and mentoring for 
young entrepreneurs. Each 
event includes interviews, 
videos, and community support. 
“We want it to be more than a 
market,” Chad says. “We want it 
to be an experience — a way to 
invest in the next generation.”
(Learn more at MakerMinds.
Kids or on Facebook at Maker 
Minds Young Entrepreneurs.)

His second venture is Summit 
Rush Roasters, a coffee company 
launched in early 2025 with a 
friend and fellow entrepreneur. 
“The idea came from real estate,” 
Chad says. “We were talking 
about client retention — how to 
stay top-of-mind in a meaningful 
way. Everyone loves good 

coffee, so we started roasting 
premium beans that agents and 
small-business owners could 
private-label for their clients.”

But for Chad, coffee is more than 
a branding tool — it’s a personal 
passion. “I worked for Starbucks 
years ago,” he says. “Coffee has 
always been about connection — 
the conversations, the friendships, 
the moments shared over a cup.”

That connection runs deeper 
than he ever expected. “After 
we started Summit Rush, I 
learned my great-grandfather 
actually owned a coffee shop 
near one of the old gates of 
Jerusalem,” Chad says with 
a smile. “It’s in my blood.” 

(Find Summit Rush Roasters at 
SummitRushRoasters.com.)

Through all his ventures — 
real estate, coffee, nonprofit 
work, and family life — Chad 
remains anchored by faith. 
“My family and I are part of a 
synagogue in Denver, and our 
daily life follows those guiding 
principles,” he says. “For me, 
it’s about integrity. Scripture 
says, ‘A good name is to be more 
desired than wealth and riches.’ 
That’s what I want to live by.”

He pauses, thoughtful. “I tell my 
kids their last name represents 
something. When people 
meet them — or me — I want 

them to remember that we 
cared for people. That we did 
our best to make things right. 
That’s what matters most.”

Two decades, seven kids, 
multiple businesses, and 
countless transactions later, 
Chad’s motivation remains 
the same as it was when he 
started: to serve with heart — 
and to serve with excellence.

“Every client, every deal, 
every season — it’s a chance 
to grow,” he says. “Real estate 
has given me a way to love 
people, provide for my family, 
and be part of a community I 
truly believe in. And for that, 
I’m grateful every single day.”

EVERY CLIENT, EVERY DEAL, EVERY 
SEASON — IT’S A CHANCE TO 
GROW. REAL ESTATE HAS GIVEN ME 
A WAY TO LOVE PEOPLE, PROVIDE 
FOR MY FAMILY, AND BE PART OF A 
COMMUNITY I TRULY BELIEVE IN. 
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Boost Your Real Estate Offerings!

Discover one-of-a-kind 
finds in Colorado Springs.

Contact us

(719) 494-3659
Bluemoonestatesales.com/colorado-springs

Blue Moon Estate Sales helps with buying, selling, 
downsizing, and life transitions—always with care and 

respect. Shop our upcoming sales or request
a free consultation.
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AGENT & VENDOR SNAPSHOTS

AROUND TOWN

1. Cory Williams, a Colorado Native, transitioned from a career 
in healthcare to real estate in 2020, and has hit the ground 
running ever since. With more than 100 families served in 
the real estate realm, it’s safe to say that Cory has found her 
passion in helping people with their real estate ventures, 
specializing in helping guide clients through out-of-state 
purchases, short sales, and assumptions. After 4 years as a top 
agent and trusted partner on one of Colorado Springs’ highest 

producing teams, Cory is excited to pave her own path as a 
solo agent. Outside of work, she runs a small book club, enjoys 
puzzles, and spends time with her three-year-old daughter, 
engaging in activities like pickleball and outdoor adventures. 

2. From ER trauma tech to accounting professional to Realtor, 
Jen Patterson brings empathy, clarity, and steadiness to every 
client relationship. Her ability to balance family, flexibility, 
and high-level production reflects a business built with 
intention and heart. Brent Patterson’s path to real estate was 
shaped by service, entrepreneurship, and a commitment to 
doing things the right way. Originally from Louisiana, Brent 
spent two decades helping grow a family-run business before 
stepping into real estate in 2017. Today, he’s known for his 
calm guidance, consistency, and client-first mindset — proving 
that long-term success comes from trust, not transactions.

3. Wendy Gallison doesn’t avoid difficult seasons — she rises 
through them. After rebuilding her life in Colorado Springs, 
Wendy found her footing in real estate through resilience, faith, 
and a commitment to doing business with integrity. She leads 
with honesty, supports fellow agents, and serves her clients 
with both strength and compassion. Her story is a reminder 
that setbacks don’t define us — how we respond to them does.

4. Meet Kim Kingston & Kelly Hromadka. Two sisters. 
Two strengths. One shared commitment to doing things 
the right way. As co-owners of The Reardon Partners, 
Kim Kingston and Kelly Hromadka bring complementary 
skills, deep trust, and a shared family legacy into their 
work. From financial stewardship to client education, their 
partnership is built on integrity, empathy, and a belief that 
great real estate is about people, not just transactions.

Follow Colorado Springs Real Producers on 
social media for more agent snapshots!

1 32 4
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THE DREAM IS FREE.
THE HUSTLE IS SOLD SEPERATELY.

Vaughn Littrell
Vlittrell@fidelityms.com

(719) 290-0415
NMLS # 1092985

15455 Gleneagle Drive, Suite 230  |  Colorado Springs CO 80921  |  FidelityMortgageSolutions.com  |  NMLS #476792

Regulated by the division of Real Estate

• Attract More Buyers
• Boost Visibility & Engagement
• Save Time with Expert Media Services

As the SPRING Market Heats Up, 
Let's Make Your Listings Shine!

Every home has a story—
Wayne brings it to life with professional photography,

cinematic videos, 3D tours, and drone views.

Trusted by realtors. Respected by sellers.
Blackclovermedia.org | 719-357-5273

Expert Media for Real Estate Pros

Wayne Helm



9151 Currency St.
Irving, TX 75063


