





“What if we look at closing gifts as the
beginning of a relationship and not the
end of the relationship.”

- Peter Parnegg, Ninja Selling Guru
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PARTNER SPOTLIGHT

FROM ONE DOOR
TO A THOUSAND

M

C

Kee

KEYRENTER KNOXVILLE PROPERTY MANAGEMENT

BY PHYLICIA BOVA AND PHOTOGRAPHY BY AMY SULLIVAN

Growth is easy to talk about. Scaling it
well is something entirely different.

For Dan McKee, building Keyrenter
Knoxville Property Management has
never been about doing everything.
It has been about doing the right
things, with the right people,

and doing them consistently.

Now in its fourth year, the business
has already surpassed 200 properties
under management, with a clear focus
that sets it apart in a crowded space.
Dan is not trying to be everything

to everyone. In fact, he has been
intentional about narrowing in.

“We specialize in A and B class,
long-term rentals,” he explains. That
clarity came from a moment that

had nothing to do with analytics or
spreadsheets. It came from something
much simpler. “If I don’t feel safe with
my daughter living in a home alone,
I'm not going to manage it,” he says.

That standard has become a defining
filter for the business. It is not just

about property type. It is about quality,
responsibility, and long-term value

for both owners and tenants. Dan’s
background in sales and marketing gave
him a natural advantage in building

and growing a business. But as he
quickly learned, growth alone is not the
challenge. Building something that can
sustain it is where the real work begins.

Looking back, there is one thing he
would have done differently. “I would
have spent more time early on building
out processes and systems that scale,”
he says. Instead of forcing himself to
master everything, Dan made a decision

that many business owners struggle with.

He hired for his weaknesses. “I'm not
the best at it, so I brought in someone
who is phenomenal at it,” he says.

That shift allowed the business to
move forward with structure, not
just momentum. Today, he is building
a team not for where the company

is, but for where it is going. “I'm
hiring for the future,” he says.

That forward-thinking approach is
already shaping the next phase of
growth. His goal is to reach 1,000
properties under management while
continuing to build his own investment
portfolio and develop opportunities
for his team to do the same. That
mindset speaks to something deeper
than business. It is about creating
opportunity, not just for himself,

but for the people around him.

It is also a reflection of the influences
that shaped him long before
Keyrenter existed. Dan credits much
of his foundation to his father, whose
work ethic and values still guide

his decisions today. “There’s not a
day that goes by that I don’t think,
‘What would my dad do?”, he says.

That grounding is evident how he
leads. It shows up in how he treats
clients, team members, and partners.
At the same time, he is not afraid to
learn from what did not work. Some
of his most important lessons came
from seeing poor leadership firsthand
and choosing a different path. “I've
learned just as much from bad leaders
as I have from good ones,” he says.

“IF |
WOULDN'T
FEEL SAFE
WITH MY
DAUGHTER
LIVING THERE,
| WON'T
MANAGE IT.”
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Makes a

Happy,
Healthy,

Home.

Radon is
Invisible,
Protection
Isn't.

Our Radon
Mitigation

@Bentley

RADON MITIGATION

SCHEDULE YOUR CLIENT'S
INSPECTION NOW!

Family Owned & Veteran Operated

865.271.7178 + office@bentleyradon.com
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That perspective has
helped him build a culture
centered on accountability,

One of the biggest challenges
he sees in the industry today is
the misconception that property
management is simple or
something that can be handled
casually. Through experience,
he has seen how quickly that
mindset can create problems.
His role is not just to manage
properties. It is to guide clients
through changing market
conditions and help them make
smarter long-term decisions.

From investors who purchased
during low-interest rate periods
to homeowners who are now
holding onto properties instead
of selling, Dan has positioned
his company to meet people
where they are and help them
adapt. “Our goal is to make

it as easy as possible and

create a great experience,” he says.

That focus on experience extends to the
relationships he builds with agents as
well. Rather than competing for business,
Dan has structured his model to support
it. By referring sales back to agents

and maintaining clear boundaries, he
has created a system built on trust.

“I want agents to know their clients are
in good hands,” he says. For Dan, success
is not just measured in doors managed
or numbers on a spreadsheet. It is
reflected in the team he is building and
the responsibility that comes with it.

“I'm responsible for other people’s
income now,” he says. “That’s
something I don’t take lightly.”

That level of ownership drives how

he shows up every day. The vision is
clear. The foundation is in place. And
the growth is already happening. From
one door to hundreds, and soon, to

a thousand, Dan McKee is building
something designed to last. ®

communication, and ownership.

“I'M NOT
BUILDING
FOR WHERE
WE ARE. I'M
BUILDING
FOR WHERE
WE'RE
GOING.”
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Robert Carter
Branch Manager | NMLS # 898005 HIGHLANDS

Lic: TN, KY, VA, NC, SC, GA, MS, AL, & FL RESIDENTIAL MORTGAGE
0: 865.267.1063 | C: B65.850.2418

rearter@HighlandsMortgage.com www.CloseWithCarter.com
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Professional Branding/Headshots | Family Portraits | Weddings/Engagements | & More
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What Does Yours Say? (865) 274-9140

YOU HAVE QUESTIONS, WE HAVE ANSWERS.

30+ years of experience covering TN, SE€=a

CORUMENGINEERING
DESIGN & INSPECTIONS

865-686-1663 | corumengineering.com
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TOP 300 PRODUCER
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even years ago,

Natalie Saunders was

just beginning to build her

career in real estate. A former
elementary school teacher with no built-
in client base, she entered real estate
with determination and a genuine passion
for helping people. Today, the Weichert
Realtors Advantage Plus agent has built
one of Knoxville’s most respected real
estate businesses, earning a place among
the area’s top 300 through consistency,
relationships, and an unwavering

commitment to her clients.

Looking back, Natalie

smiles when she thinks
about those early days. “I
was trying to do everything
exactly right,” she says. “I
was writing handwritten
cards, setting up coffee
meetings, introducing myself
to people, and just showing
up everywhere I could.”

Coming from education,
real estate was a leap into
unfamiliar territory. There
were no guaranteed leads,
no established pipeline, and
no family business waiting
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for her to step into. Every
client had to be earned.
Every relationship had to be
built. “Ireally built this from
nothing,” she says. “I didn’t
come into the business with
connections or a database.
Everything has been built
one relationship at a time.”

Those first few years
required patience. Natalie
spent countless hours
networking, writing
personal notes, and
building relationships. One
conversation became one

lie
R

client, one client became
one referral, and before
long the business she had
worked so hard to build
began working for her.

Today, referrals, repeat
clients, and word of mouth
are the driving force
behind her success.

“It used to feel like I was
constantly hunting for
business,” she says. “Now

it comes to me because
people trust me and they’ve
shared their experience
with others. That’s one

of the most rewarding
parts of this career.”

Her background in education
remains one of her greatest
strengths. Natalie takes time
to educate buyers and sellers
through every step of the
process, creating confident
clients and the trusted
reputation she enjoys today.

One of the most defining
seasons of Natalie’s career
unfolded while her wife,
Kim, was battling breast
cancer. Even during
chemotherapy appointments,

Weichert,
Realtors
Advantage Plus

Natalie remained committed
to both her family and her
clients. “I sat beside Kim
during treatments with

my laptop on my knees,”

she recalls. “I was writing
contracts, scheduling
showings, negotiating
repairs, whatever

needed to be done.”

For Natalie, there was never
really an option to pause

life. Real estate continues
moving whether you're
ready or not, and she learned
firsthand what balancing
personal hardship with
professional responsibility
truly looks like. “It taught
me that you take what life
gives you and you make the
best of it,” she says. “You
don’t always get to choose
the timing of difficult things.”

Thankfully, Kim has now
reached an incredible
milestone, passing the one-
year mark after completing
chemotherapy. It is a chapter
Natalie speaks about

with gratitude and hope,
reminding her daily that
business accomplishments
only matter when the people
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Give Your Clients \
the Power

to Choose!

MARYANN AZAMBUJA

Senior Account Executive BY US NEWS
865-248-9921 & WORLD REPORT!
maryann @ CHWPro.com

Sales and Claims 888-275-2980 | CHWPro.com
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I built this

business from
nothing. Every client,
every referral, and
every opportunity has
been earned one
relationship at
a time.”

you love are healthy enough
to celebrate them with you.

That perspective extends
well beyond real estate.
Travel has become one

of Natalie’s greatest

joys. Whether exploring
Europe, Hawaii, or taking
weekend trips throughout
the Southeast, she and
Kim prioritize experiences
over possessions.

“We’re definitely more
about making memories

than buying things,” Natalie
says. “Our goal is to see
the world together.”

Family remains at the center
of her life. She treasures time
with her three stepchildren,
two nephews, and the
traditions she continues

to honor after losing her
parents and several loved
ones at a young age. Every
Fourth of July, she returns

to Maine, a place that holds
special memories of both
her mother and father.

CHOICERI L8

KITCHEN GUIDANCE FOR
BUYERS AND SELLERS

@296 KINGSTOM PIKE BA5-493-4344
KNOXVILLE, TN 37922

FRIEDMANSAPPLIANCES.COM

Recognized. Respected. Recommended.

Proudly recognized as the 2025 Knox Stars Winner
and CommunityVotes Plotinum Awand Winner
for Home Inspection Excellence. ®

Home Inspections

REAL PRODUCERS SPECIAL - $50 OFF
MENTION THIS AD WHEN BOOKING YOUR
CLIENT'S INSPECTION TO SAVE THEM $50!

Trusted by Knoxwville Tep Agents and Homeowners Alike

lull“l” N ns a5

*2025* COMMUNITYVOTES
THE OFFICIAL KNOXVILLE

]

BOOK AN INSPECTION

MEENT G THIS AR DMLINE I8 THE COMMENT SECTION R SVER THE PHONT WHEN BCHEDLULI D!

AWARDS
i House Inspection
BOOK ONLINE: HOUSEMASTER.COM/WESTKNOXVILLE

B EMAIL: MELISSABOGGS@HOUSEMASTER.COM
CALL MELISSA BOGGS: (865) 622-3811

Scan to learn more fod

or book online

MELISSA BOGGS
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TR e ™ The Barndo Co.

If you had asked g e

Zh e G BUILD YOUR
what success looked AN .

like, it would have been .

exactly where I am today. = | | ' A LRELES
I’'m learning to celebrate SN e ¥
how far I've come instead .0/ wn, Pl '

of always asking,
‘What’s next?”

About The Barndo Co.

The Barndo Co. is a turn-key, custom home builder that operates on a price
per square foot basis, providing clients with a tailored design experience
while prioritizing their budget. We offer a variety of standard finishes, fixtures,
and selections in our showrooms located in;

Duncan, SC Dunn, NC

Summerville, SC Seymour, TN

BUILD 865-3430208
°



Those experiences have
reinforced one of the biggest
lessons she’s learned. “Life

is incredibly short,” she says.

“You have to appreciate
the people around you
while you have them.”

Professionally, Natalie
admits she has another
lesson she’s still learning.
For years, every milestone
immediately became
another starting line. Each

YOUR KNOXVILLE M(

Cris'de Cannon

MMLS #709530

achievement was followed
by a new goal, leaving little
time to celebrate how far
she had already come. Now,
she’s intentionally working
to change that mindset.

“If you asked me five years
ago what success looked
like, it would be exactly
where I am today,” she
says. “I need to honor

that instead of always
asking, ‘What’s next?” ¥

Wes Clenny

MNMLS #2118

LET'S MOVE FORWARD TOGETHER
first-online.bank/knox

SUMMER DOVE

JOOKKEEPING

BOOKKEEPING

SERVICES

FOR REAL ESTATE PROFESSIONALS

We help high-earming Realtors gain
financial clarity, confidence, and
peace of mind.

We offer:

& Monthly Bookkeeping
& Bookkeeping Clean-up
& Diagnostic Reviews

® 1-0n-1 Consults & QBO Training g
&

Follow us an 1G: -
@summerdovebookkesping

Book a FREE 30-min
Discovery Call:

Local

TO KEEP DEALS MOVING FORWARD

In Knoxville, the right lending
partner makes all the difference.

First Financial will help you keep deals

on track, with flexible mortgage solutions
built for today's buyers and local guidance
realtors can count on.
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FOUNDATION & WATERPROOFING

| IR S REAL ESTATE
bF % N FOUNDATION
1 o= 55 REPAIR
EXPERTS!

FREE expedited foundation repair,
waterproofing and concrete inspections.

. /Ja AMERICAN

-

EASY ESTIMATES
& SCHEDULING

Al

v f - q Pre-Listing Inspections
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REAL ESTATE PHOTOGRAPHY

ricketPix

(x]+] FREE Estimates - No upselling, just
=(® factual results and realistic solutions.

Flexible Project Scheduling

S 7
. Pay at Closing from Escrow Option
REALTOR-FRIENDLY
SOLUTIONS

== T—

100% Interest Free Financing Available

@ No cost, no hassle warranty transfers.

E:@ Get to the closing table fast!

LOCAL FAMILY OWNED & OPERATED

American Foundation & Waterproofing has been proud to serve the East Tennessee
real estate community for almost 20 years. We have a dedicated team of inspectors,
headed up by David McMahan that work exclusively with real estate professionals, and
they understand the real estate transaction process, along with the deadlines you face.

= RURAL,‘I# N

Closer toWhat Matters™ L :- & Sclr tn. '

Construction Loans » Lot Loans « Land Laans Hume I..qans S .. i

Kathryn Hall Bennett
Rural 1** Loan Officer
865.299.3637 | NMLS 1413546 423914 4821 | NMLS 2685540

Kathryn.HallBennett@Rurallst.com Gage.Swanson@Rurallst.com CALL NOW! TMWM wa'y’
Loans subject to credit |:-| rowval. Rural 1 a tradename and Rural 1%, the RollingHills Window icon, Rural Logic, and Closer Lo What Malters @ 865-448-7510 Th& Mwucm way

arg exclusive frademarks of Farm Credit ?-.J'I|-;1 America, MMLS 407249, Rural 1* products are available to consumers within the territories of
participating Farm Credit 5,5 am Associations ELI.I'I Housing Lender il

Gage Swanson
Rural 1* Loan Officer

americanfw.com/about/realestate
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

AR

HOMES”

BUILDING MORE
THAN HOMES.

# Custom homes.
. Timeless design.
* Enduring relationships.

PROUD TO BE KNOXVILLE'S TRUSTED Let s build something

Z (865) 325-2553 EI
CUSTOM HOME BUILDER exceptional—together.



