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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 real estate community!

Preferred Partners

FLOORING/REMODELING
Jabara’s Carpet Outlet
Jason Jabara
(316) 267-2512
jabaras.com

FURNITURE
Salt & Light Furniture 
Liquidations
saltandlightfurniture.com

FURNITURE RENTAL & 
STAGING SERVICES
Transitions Group
(316) 202-8119
www.transitionsgroup.net/

FURNITURE/INTERIOR DESIGN
Traditions Home
(316) 684-2177
traditionsathome.com

GARAGE - FLOORING/
ORGANIZATION
GarageExperts of Wichita
(316) 867-9720
www.garageexperts.com/wichita

GARAGE ORGANIZATION 
/ STORAGE
Tailored Closet
(316) 669-0800
tailoredcloset.com/ 
near-me/wichita-ks

GLASS / SHOWERS / WINDOWS
Glass Guru
(316) 531-4437
www.theglassguru.com/ 
locations/wichita-ks/

HEALTH/WELLNESS
Recover Wellness
(316) 749-8995
www.recoverwellness 
wichita.com/

HOME & PROPERTY 
INSPECTIONS
Bryant Home Inspections
Lisa Bryant
(316) 644-6545
thebryantsinspecthomes.com

ICT Pro Inspections
(316) 535-0900
ictproinspections.com

Pillar To Post
Jason Hancock
(316) 570-1444
jasonhancock.pillartopost.com

Professional Standard 
Home Inspection
David Christie
(316) 303-4266
proinspectionsks.com

HOME LOANS
Heartland Credit Union
Michael Lorimor
(800) 428-8472
www.hcu.coop

HOME WARRANTY
Achosa Home Warranty
George Brockman
(417) 983-3204
achosahw.com

HVAC SERVICES
Balanced Mechanical 
Experience
(316) 243-8953
balancedmechanicalexperience.
business.site

INSULATION
Jordan Spray Insulation
(316) 943-6222
jordansprayinsulation.com

INSURANCE
Katie Bauer
(316) 202-4598
www.shelterinsurance.com/CA/
agent/KBAUER

State Farm Moriah 
Birkle Agency
(316) 721-8181
wichitasf.com

Wheat State Insurance Group
(316) 776-0777
wheatstateinsurance.com/

INSURANCE AGENCY - 
VETERAN OWNED
Kris Pruner Agency
(316) 734-0191
agents.farmers.com/ks/wichita/
kristopher-pruner

INSURANCE BROKER
Conrade Insurance Group
(316) 249-2776
conradeinsurance.com/

Shepherd Insurance Group
(316) 869-1235
insurewithsig.com

INSURANCE/FINANCIAL
State Farm Insurance
Crystal McEachern
(316) 425-0925
callcrystalnow.com

INTERIOR DESIGN / 
REMODELING
Wendy Mayes Design
(316) 358-9672
wendymdesign.com/

INVESTORS
316 Home Buyers
316homebuyers.com

JUNK REMOVAL & 
MOVING SERVICES
Bee Gone Junk Removal
(316) 771-1383
beegonejunk.com

LANDSCAPE/OUTDOOR 
LIGHTING
Lūme Outdoor Lighting
(316) 655-1270
lumeoutdoor.com

MEDICAL SPA & WELLNESS
Glow 365
(316) 425-0365
myglow365.com

MORTGAGE - HYBRID 
BROKER/LENDER
Hope Mortgage
(316) 744-5819

MORTGAGE / LENDER
Absolute Mortgage & Lending
(469) 247-1864
www.facebook.com/
FundedByKim

Gold Mortgage Company
Will King
(316) 312-2936
kansasloanman.com

Guild Mortgage
Brandy Mitchell
(316) 990-2440
guildmortgage.com

Meritrust Credit Union
meritrusthomeloans.com

Mortgage Punk
(316) 776-4125
mortgagepunk.com

RCB Bank
(316) 265-2437
rcbbank.com

Total Home Lending
(701) 730-6332
www.facebook.com/grant.
stauntonfinancial/

Union Home Mortgage
(913) 706-6320
branches.sierrapacificmortgage.
com/ks/wichita/10111-e-21st-
street-suite-200

MORTGAGE BANKER
Guild Mortgage
(316) 247-3665

LeaderOne Financial 
Corporation
(316) 559-2600
davidchittwood.
leaderonefinancial.com

MORTGAGE BROKER
Railtrust Mortgage
(316) 347-1045
railtrustmortgage.com

Responsive Mortgage
(316) 680-1554
www.mottomortgage.com/
offices/charged-wichita/

United Home Loans
(913) 909-0613
unitedhomeloans.com/

MORTGAGE LENDER
Planet Home Lending
Michelle Crubaugh
(316) 304-3910
planethomelending.com

AIR DUCT AND DRYER 
VENT CLEANING
Vortex
(316) 272-6849
www.vortexductcleaning.com

ARBORIST/TREE CARE
Huff’s Tree Service
(316) 871-3841
huffstreeservice.com

ATTORNEY - ESTATE 
PLANNING, PROBATE
Coultis Law
(316) 260-9650
www.coultislaw.com

ATTORNEY - REAL ESTATE
Agnew Law
(316) 202-4003
www.agnewhealthlaw.com

AUTO BODY, PAINT 
& COLLISION
Andover Auto Body
(316) 925-5145
andoverautobody.com

BATHTUB RESURFACING
H & L Resurfacing
(316) 347-7388
hlresurfacing.com

BLINDS, SHADES, 
SHUTTERS, DRAPERY
Schammerhorn
(316) 265-8659
schammerhorn.com

CERTIFIED FINANCIAL 
PLANNER™
Northwestern Mutual
(316) 265-8139
northwesternmutual.com/
financial/advisor/sean-miller/

CLOSING GIFTS
Cutco Closing Gifts
Blaine Rodman
(316) 293-8701
sharpbrandingtools.com

COMMERCIAL SPACE 
FOR LEASE
Jenco LLC
(316) 644-7287

CONTRACTOR / REMODELING
Tall Guy Industries
(316) 399-5907
tallguyindustries.com

CPA/TAX/ACCOUNTING
Midwest CPA
(316) 364-4163
midwestcpallc.com

CUSTOM HOMES/
NEW/REMODELS
Tony Giesel Construction
(620) 747-0089
tonygieselconstruction.com

DUCT CLEANING
Vortex
(316) 272-6849
www.vortexductcleaning.com

ELECTRICIAN-RESIDENTIAL/
COMMERCIAL
Elite Electric Company
(316) 258-2166
eliteelectriccompany.com

EYEWEAR: RX/NON-RX/
SUNGLASSES
Specs RX
(316) 315-0066
specsrx.com

FENCING SOLUTIONS
TM Fencing
Tane Murphy
(316) 218-3450
tmfencingllc.com

FINANCIAL SERVICES
Sterling Edge Financial
(312) 858-8934
sterlingedgefinancial.com

FIND/KEEP CLIENTS
ExpressIt Messaging
(620) 506-1958

FLOORING/INSTALLATION
Designer’s Home Gallery
Ben Henwood
(316) 440-8888
nouglyfloors.com

Made In

• Lighting Design Consultation
• Installation of Outdoor Lighting Systems
• Smart Lighting & Automation
• Maintenance Plans
• Upgrades & Retrofits

(316) 655-1270  |  drake@lumeoutdoorlighting.com  |  lumeoutdoor.com

20 Year limited fixture warranty  |  Free consultations & demos  |  Custom design and renders

M
eets  Imagination

Where



Wichita Real Producers • 98 • July 2026

MORTGAGE LENDING
Skyward Credit Union
(316) 440-9690
skywardcu.com

MORTGAGE LENDING / 
REVERSE MORTGAGES
MTG Family Mortgage
(316) 262-7766
MtgFamilyMortgage.com

MOVING COMPANY
American Movers
(316) 409-2846
americanmoverswichita.com

Two Men And A Truck
Renee Carrion
(316) 558-5588
twomenwichita.com

NEW HOME BUILDERS
Perfection Builders
(316) 729-1900
perfectionbuilders.com

OUTDOOR LIVING / 
HARDSCAPES
Tony Giesel Construction
(620) 747-0089
tonygieselconstruction.com

PAINTING SERVICES
Fresh Coat
(316) 234-5432
freshcoatpainters.com/ 
locations/wichita/

PHOTOGRAPHER
Allie Jael Photography
(316) 633-5547
Www.alliejaelphotography.com

Jennifer Ruggles Photography
(615) 415-3029
jenniferrugglesphotography.com

Kim Stiffler Photography
(316) 518-8884
kimstifflerphotography.com

POST FRAME/STEEL 
BUILDINGS/BARN HOMES
Skyline Builders
(620) 747-0711
skylinebuilders-llc.com/

PRIVATE HARD 
MONEY LENDER
Dynamo Capital
(316) 347-1409
dynamocapital.com/

REAL ESTATE MANAGEMENT 
& REPAIRS
Property Management Inc.
(316) 461-5975
www.wichitaproperty 
managementinc.com/

REAL ESTATE PHOTOGRAPHY 
/ VIDEOGRAPHY
AEV Real Estate Photography
(850) 529-0529
www.aevrealestatephoto.com/

ROOFING & EXTERIORS
ICT Roofing & Exteriors
(316) 769-6722
ictroof.com

ROOFING & RESTORATION
Restore Masters
(405) 880-4512
restoremastersllc.com/locations/
kansas-wichita

ROOFING AND 
CONSTRUCTION
A & L Roofing
Art Lohrengel
(316) 721-5799
alroofing.org

ROOFING AND EXTERIORS
Rhoden Roofing
(316) 925-7956
rhodenroofing.com

ROOFING/SIDING/
WINDOWS/DOORS
Eaton Roofing & Exteriors
(800) 596-3326

TITLE & CLOSING SERVICES
Kansas Secured Title
(316) 262-8261
kstitle.com

Meridian Title Company
(316) 204-5088
www.mtc.llc/

TITLE COMPANY
Old Castle Title Company
(315) 358-7016
oldcastletitle.com

Security 1st Title
(316) 267-8371
security1st.com

TREE SERVICE / REMOVAL
Kansas Tree Experts
(316) 641-6090
kansastreeexperts.net/

VIDEO PRODUCTION/
DRONE SERVICES
Grand Frame Media
(316) 617-7620
www.grandframemedia.com/

WALKABLE BLUEPRINTS/
PROJECTION STUDIO
Walk Your Plans Wichita
(316) 364-7840
walkyourplanswichita.com

Preferred Partners
CONTINUED

$0
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Meet
The

Team
Samantha Lucciarini

Owner/Publisher

Allie Henwood
Photographer

Dave Danielson
Writer

Christina Kitchen
Ad Strategist

Cameron McSwain
Videographer

Shae Regan
Videographer

Kim Stiffler
Photographer

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect 
the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and 
are not endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors, 
contributors, or advertisers featured herein. Portions of this publication may include content created with the assistance of artificial 
intelligence (AI) tools by authors or contributors and may not be independently verified by N2.
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Can you believe we’re halfway through 
the year?  Whether you crushed your 
Q1 & Q2 goals or feel like you’re still 
warming up—there’s good news: the 
second half of 2025 is wide open and full 
of opportunity.

Summer is sizzling, and so is the 
real estate scene in Wichita. With 
networking events happening nearly 
every week, there’s never been a 
better time to shake hands, swap 
cards, and build the kind of authentic 
relationships that make this industry 
so rewarding.

If you’re an agent or a business 
looking to level up, let me remind 
you—when you work the Real 
Producers platform, it works for 
you. The agents and partners who 
lean in, show up, and stay engaged 

are the ones seeing doors open 
(literally and figuratively).

Remember, in this community, we thrive 
on collaboration over competition. 
There’s room for all of us to grow, give, 
and win—together.

And if we haven’t met yet? Let’s fix 
that. I’m always open to meeting 
another standout business or 
interviewing a top-producing agent 
with a great story to share.

So here’s to the second half—let’s make 
it bold, meaningful, and maybe even the 
most exciting stretch of your career yet.

You’ve got this. Let’s go!  

With gratitude,
Samantha Lucciarini 

PUBLISHER’S NOTE
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AVAILABLE
24/7Serving Wichita, El Dorado,

and Wellington, KS 

A & L
Roofing, LLC

A+ Rated Member
of the BBB since 1997

Where Convenience
Meets Quality Service!
YOUR ONE-STOP-SHOP FOR ALL REPAIR REQUEST

Hand Over Your Completed Inspection 
Sheet and We'll Take it From There

ART LOHRENGEL, OWNER
CALL OR TEXT | 316-721-5799
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“I found out pretty quickly it 
was a calling—and I hadn’t 
been called,” she says with 
a laugh. Feeling out of place 
and unsure of her next step, 
Cindy turned to her father 
for guidance. After a series of 
aptitude tests suggested she 
pursue sales—specifically 
intangible products like 
insurance—she hesitated. 
That path didn’t feel like the 
right fit either.

Instead, her father offered 
a different suggestion:  
real estate.

With a tight 90-day window 
to earn her license and 
make her first sale, Cindy 
jumped in with urgency and 
determination. She had bills 
to pay, and no safety net. It 
was a trial by fire—but one 
that would ultimately shape 
a remarkable 50-year career.

Finding His Own Path 
For Clarke Carnahan, the 
journey into real estate 
was less direct, but no less 
meaningful. After graduating 
from the University of 

A  L E G A C Y  O F  L E A D E R S H I P

CARNAHAN
PHOTOS BY KIM STIFFLER WRITTEN BY DAVE DANIELSON

TOP PRODUCER

Cindy&Clarke 

In an industry defined 
by constant change, 
few stories capture 

the balance between 
tradition and evolution 
quite like that of Cindy 
and Clarke Carnahan. As 
mother and son, colleagues, 
and collaborators, they 
bring together decades of 
experience and a shared 
philosophy rooted in 
relationships, service,  
and trust.

Together, they are part of 
ReeceNichols South Central 
Kansas, where their work 
reflects not only individual 
success, but a family legacy 
that spans generations.

A Leap Into the Unknown 
For Cindy Carnahan, real 
estate was never part of 
the original plan. After 
graduating from Wichita 
State University with a 
degree in elementary 
education, she stepped 
into a teaching role in 
Wichita public schools. But 
it didn’t take long to realize 
something wasn’t right.
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estate, while Clarke brings a 
modern approach informed 
by technology and evolving 
industry practices.

The contrast is striking.

“When I started, we didn’t 
have cell phones, MLS 
systems, or digital lockboxes,” 
Cindy recalls. “If you wanted 
to show a house, you needed 
a key—and you only got one 
if someone liked you.”

Transactions were slower, 
more manual, and often 
required mailing documents 
for out-of-town deals. Today, 
the process is faster and 
more efficient, but also more 
complex in different ways.

Clarke has helped bridge 
that gap, guiding his mother 
through technological 
advancements and the 
changing world where a new 
generation is now in business 
with his younger persepctive, 
while benefiting from her 
seasoned perspective.

“If something is new for 
Cindy,” he jokes, “it’s probably 
not going to be good.”

But in truth, that balance 
allows them to approach 
challenges from multiple 
angles, solving problems 
more effectively together 
than either could alone.

BUILDING 

RELATIONSHIPS AND 

MAKING CONNECTIONS.

More Than Just 
Transactions 
At the heart of their 
business is a shared 
understanding: real estate 
is about far more than 
buying and selling homes.

“There are always problems 
to solve,” Cindy says. “People 
are going through major 
life changes—marriages, 
divorces, relocations. It’s 

not just about the house. It’s 
about achieving the clients’ 
desired lifestyle.”

That perspective has 
shaped how they serve 
their clients. Whether 
working with first-time 
buyers or families they’ve 
known for generations, the 
focus remains the same—
providing steady guidance 
and unwavering support.

Kansas, Clarke found himself 
searching for direction. He 
experimented with different 
paths, including a stint selling 
health insurance in North 
Texas—a role he quickly 
realized wasn’t for him.

“I knew Dallas wasn’t a spot 
where I wanted to live day 
to day,” he admits candidly. 
“And I just wasn’t passionate 
about the work.”

Eventually, Clarke returned 
to Wichita, where he already 
held a real estate license he 
had earned years earlier. 
What began as a practical 
decision—to use an existing 
credential—quickly turned 
into something more.

“I’ve always enjoyed building 
relationships and making 
connections,” he says. “Real 
estate just fit.”

Joining the Carnahan Group, 
he stepped into a business he 
had observed his entire life, 
bringing a fresh perspective 
while embracing the 
foundational values that had 
long defined it.

A Partnership  
Across Generations 
While Cindy and Clarke both 
operate as individual agents, 
their shared connection 
creates a unique dynamic—
one that blends experience 
with adaptability.

“We almost never work 
transactions together,” 
Clarke explains. “But we 
draw on the experience of 
the group (especially Cindy) 
when we have unique 
problems to solve.”

That communication has 
become one of their greatest 
strengths. Cindy offers 
decades of insight shaped 
by a career that began in 
a very different era of real 

Real estate just fit.”

I’ve always enjoyed
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are what this business is all 
about. And multigenerational 
relationships are the bedrock 
of our business.”

A Foundation Built  
on Family 
Family is not just central to 
their business—it’s woven 
into every part of their story.

Cindy’s father, Ed Clarke, 
was also in the real estate 
industry, establishing a legacy 
that continues today. Her 
husband, John Carnahan, 
has built his own career in 
dentistry and now teaches 
advanced general dentistry, 
offering another example of 
dedication and service.

Clarke, too, is beginning 
a new chapter. Recently 
married to his wife, 
Svitlana, he brings the next 
generation into the family 
story, continuing a tradition 
that has long defined the 
Carnahan name.

“I like to say I’m the kid who 
never left home,” he says, 
reflecting on his deep roots 
in Wichita.

Those roots extend beyond 
family and into the 
community, where both 
Cindy and Clarke have 
remained actively involved 
throughout their careers.

For the Carnahans, the 
relationship doesn’t end at 
closing. They remain  
a resource, a sounding 
board, and a trusted 
partner long after the 
transaction is complete.

“Even after the deal is 
done, we’re still here,” 
Cindy adds. “Still solving 
problems, still helping 
however we can. As Frank 
Hedrick, President of 
Beech Aircraft, once told 
me, ‘If you’re not solving 
problems, you would be 
making minimum wage.’”

It’s a philosophy that has 
stood the test of time, even 
as the industry continues  
to evolve.

In a business often 
driven by numbers and 
transactions, Cindy and 
Clarke Carnahan offer 
something different—a 
reminder that at its core, 
real estate is about people.

And for them, that will never 
go out of style. 

In fact, the Carnahans have 
had the rare privilege of 
working with multiple 
generations of the same 
families, helping parents, 
children, and even 
grandchildren navigate their 
real estate journeys.
“It’s incredibly meaningful,” 
Clarke says. “Relationships 
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HLResurfacing@gmail.com · (316) 347-7388 · www.hlresurfacing.com · Service-Disabled Veteran-Owned Small Business

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

· Cost-effective alternative to 
  removal/replacement
· Minimally invasive process
· Faster project timeline: takes a
  few hours to complete compared to
  days or weeks for alternative methods
· Affordable bathtub and countertop
  restoration services
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PRINT ME MORE!

W I C H I T A JULY 2026

Cindy & Clarke 
Carnahan

PHOTO BY KIM STIFFLER

A Promo is a four-page magazine-quality 
grade promotional piece with your full article 
and photos. We place you on the COVER.

WHY DO I NEED THIS?
These Promos are a professional marketing 
tool that can help you brand yourself, 
your team and/or your business

•	 Use them on listing appointments - set 
yourself apart from your competition

•	 Send to friends, family and SOI
•	 Send to clients with your holiday 

greetings or touchpoints
•	 Brokers - You can use these as recruitment 

tools or for capturing new talent
•	 Use when farming your favorite neighborhoods

WHAT IF I HAVE CHANGED BROKERAGES 
OR NEED SOMETHING CORRECTED?
No worries! We can make any changes 
needed. We send you a proof, you approve 
it and they’re mailed via FedEx.

WHO CAN BUY THESE?
The Agent, Broker or Business that was featured. 
Or, perhaps your family, a friend or your favorite 
Real Producers advertiser. Anyone that wants to 
promote you or gift you something super cool!

HOW DO I ORDER?
Email Megan Sullivan at wichita.clientcare@n2co.com

What the heck is a Promo?

PROMOS!
Wichita Real Producers • 1918 • July 2026

“I found out pretty quickly it 
was a calling—and I hadn’t 
been called,” she says with 
a laugh. Feeling out of place 
and unsure of her next step, 
Cindy turned to her father 
for guidance. After a series of 
aptitude tests suggested she 
pursue sales—specifically 
intangible products like 
insurance—she hesitated. 
That path didn’t feel like the 
right fit either.

Instead, her father offered 
a different suggestion:  
real estate.

With a tight 90-day window 
to earn her license and 
make her first sale, Cindy 
jumped in with urgency and 
determination. She had bills 
to pay, and no safety net. It 
was a trial by fire—but one 
that would ultimately shape 
a remarkable 50-year career.

Finding His Own Path 
For Clarke Carnahan, the 
journey into real estate 
was less direct, but no less 
meaningful. After graduating 
from the University of 

A  L E G A C Y  O F  L E A D E R S H I P

CARNAHAN
PHOTOS BY KIM STIFFLER WRITTEN BY DAVE DANIELSON

TOP PRODUCER/COVER STORY

Cindy&Clarke 

In an industry defined 
by constant change, 
few stories capture 

the balance between 
tradition and evolution 
quite like that of Cindy 
and Clarke Carnahan. As 
mother and son, colleagues, 
and collaborators, they 
bring together decades of 
experience and a shared 
philosophy rooted in 
relationships, service,  
and trust.

Together, they are part of 
ReeceNichols South Central 
Kansas, where their work 
reflects not only individual 
success, but a family legacy 
that spans generations.

A Leap Into the Unknown 
For Cindy Carnahan, real 
estate was never part of 
the original plan. After 
graduating from Wichita 
State University with a 
degree in elementary 
education, she stepped 
into a teaching role in 
Wichita public schools. But 
it didn’t take long to realize 
something wasn’t right.

T U R N - K E Y  M E TA L  B U I L D I N G  C O N T R A C T O R

From Design to Finish — We Handle It All

LET’S BUILD SOMETHING
SOLID TOGETHER

OUR SERVICES INCLUDE:
Steel Frame Metal Buildings

Post Frame Metal Buildings

Concrete Foundations & Flatwork

Permits & Site Work

Interior Build-Out & Finishes

WHY CHOOSE SKYLINE?
5-Year Workmanship Warranty

Backed by Nucor Building Systems
& Express Barns

Personalized Design & Build Process

Proven Quality & Reliability

At Skyline Builders, we specialize in turn-key metal building 
sales and construction, delivering quality craftsmanship and a 
seamless client experience from start to �nish.

We partner with you every step of the way—handling everything from planning and 

permits to construction and �nal �nishes—so you can focus on what matters most.

CHAD
HOLDEMAN
(620) 747-0711
chad@skylinebuilders-llc.com
skylinebuilders-llc.com

316-869-1235
insurewithsig.com

Easy as 1...2...3...

Heidi Holle-Williams

1. We Guide.  Your Clients Decide.
2. We Make It Easy and Shop Around for the Best Rates
3. 6-Star Service

Tats Shepherd

Closing Time Never 
Looked So Good!
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Lifetime installation
warranty on ALL
wood, tile & carpet

nouglyfloors.com
530 N Hydraulic Street Wichita, KS 67214
316-440-8888  |  ben@nouglyfloors.com

"I highly recommend Ben Henwood at Designer’s Home Gallery. I first used them in a client's home that needed the entire 

home recarpeted prior to listing it for sale. I always shop around to get my clients the BEST deal and was shocked that 

Ben could get me the same prices that the factory outlets could, and the quality of the carpet was better. He came to me 

with the samples, they did the install, and got me the invoice promptly (which is so important to Real Estate Agents). 

They really made the whole process so much easier than ANY other company I had ever used prior. I have been using 

Designer’s Home Gallery ever since. I don’t have to shop around; he knows what I like, and he gets the job done smoothly.

For the Real Estate Agents, Ben understands the “Allowance” process, they offer a Real Estate Agents rate, and he knows 

how to keep your clients happy! If you want to impress your clients, send Ben with Designer’s Home Gallery!” 

 
-Janiece Erbert, Real Estate Agent

Keller Williams Signature Partners

New Floors
Can Make ALL the Difference

Payment at Closing
Accepted!

Monday - Friday 8:00 - 6:00pm
Saturday 9:00 - 3:00
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Option #1: Pay Cash 
At first glance, this sounds like the 
safest option. No mortgage payment. No 
debt. Simple. But there’s an important 
question retirees should ask themselves: 
“Do I really want a large portion of my 
liquid assets tied up inside my home?” 

We’ve seen retirees drain hundreds 
of thousands of dollars from:
•	 retirement accounts
•	 investments
•	 savings
•	 emergency reserves

…just to avoid a mortgage payment. The 
problem is that home equity is not liquid. 

You can’t easily use home equity to:
•	 cover unexpected medical expenses
•	 replace lost income
•	 help family members
•	 handle long-term care situations
•	 maintain retirement flexibility

In many cases, paying all cash can leave 
retirees “house rich and cash poor.”

Option #2: Traditional Financing 
This is still a great option for many 
borrowers, and at MTG Family 
Mortgage, we absolutely help clients 
with conventional financing every day.

But traditional financing was primarily 
designed around working-age borrowers 
whose income is expected to continue. 
Retirement changes that equation.

Many retirees experience:
•	 reduced monthly income

FAMILY MORTGAGE

GALA SPONSOR HIGHLIGHT

MTG •	 increased healthcare expenses
•	 changes in investment income
•	 loss of pension or Social Security 

income when a spouse passes away

And yet the mortgage payment remains. 
That’s one of the biggest concerns I have 
with traditional financing in retirement 
planning. In our industry, we often 
qualify buyers based on where their 
income is today.

But what happens if:
•	 one spouse passes away?
•	 income drops significantly?
•	 retirement lasts longer  

than expected?
•	 unexpected expenses arise?

A traditional mortgage payment does 
not adjust to those life changes.

Option #3: HECM for Purchase 
The FHA-insured HECM for Purchase 
program was designed specifically 
for buyers age 62+. Instead of paying 
all cash or committing to a required 
monthly mortgage payment for the rest 
of retirement, buyers can purchase 
a home using a reverse mortgage 
structure designed to create more 
flexibility. And that flexibility is what 
makes this program so powerful.

Here’s what many Agents and 
consumers don’t realize: 
Borrowers CAN choose to make 
payments on a HECM for Purchase. In 
fact, many financially strong retirees do 
exactly that.

Some choose to:
•	 make monthly principal and  

interest payments
•	 pay down the balance strategically
•	 preserve more equity over time

But here’s the difference: Those payments 
are optional. So if life changes later, 
the borrower has flexibility traditional 
financing simply does not offer.

A Real Retirement  
Planning Difference 
Imagine a retired couple purchases a 
home and voluntarily makes payments 
toward their HECM loan. Years later, one 
spouse passes away.

With traditional financing:
•	 household income may  

suddenly decrease
•	 the mortgage payment still remains 

fully due
•	 financial stress often increases 

dramatically

But with a HECM for Purchase:
•	 the surviving spouse can stop making 

voluntary payments if needed
•	 no required monthly mortgage 

payment exists as long as loan 
obligations are met**

•	 the borrower may also have access  
to a line of credit that has grown  
over time

That flexibility can completely change a 
retiree’s financial stability after a major 
life event.

Why I Believe This Matters 
After years of helping retirees and pre-
retirees, I truly believe many people are 
being set up for unnecessary financial 
stress simply because they were never 
shown another option. Retirement 
planning is not just about qualifying for 
a loan today.

It’s about preparing for:
•	 future income changes
•	 longevity

There Are 3 Ways to Buy a Home in 
Retirement. Only One Was Designed 
for Retirement 
When buyers over 62 purchase a home, most people assume they only 
have two choices: Pay cash… or get a traditional mortgage. But there’s 
actually a third option that was specifically designed with retirement 
in mind. And in my opinion, it’s one of the most overlooked financial 
planning tools available today.

•	 healthcare costs
•	 surviving spouse scenarios
•	 maintaining independence and 

flexibility later in life

That’s why I believe the HECM for 
Purchase is often one of the strongest 
mortgage strategies available for 
retirees and pre-retirees.

Not because it’s the right solution  
for everyone.

But because it was actually designed 
around the realities of retirement.

Final Thoughts 
The conversation around reverse 
mortgages has changed dramatically 
over the last decade.

Today’s HECM for Purchase is not simply 
about borrowing money.

For many retirees, it’s about:
•	 preserving liquidity
•	 protecting flexibility
•	 reducing financial pressure
•	 creating options later in life

And in retirement, options matter.

Michael Gonzales
Certified Reverse Mortgage Professional
Branch Manager   
MTG Family Mortgage

INSTEAD OF PAYING ALL CASH or committing to a required monthly mortgage 
payment for the rest of retirement, buyers can purchase a home using a reverse 
mortgage structure designed to create more flexibility. And that flexibility is what 
makes this program so powerful.
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Partner With Us Today
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and Operated
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Standby Generators  |  Security Systems  |  Inspections

Energy E�ciency  |  Smart Home Installation  |  Power Surge Protection
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Honesty, integrity, and trust. These 
are the qualities that help ICT 

Roofing & Exteriors stand 
out. For founder Juan Avila, 
building a company on those 
foundations was essential. 
Now, after nearly three 
years of running his own 
business, Juan has created 
a roofing company where 
clients can feel secure and 

comfortable, supported by a 
team that values relationships 

as much as results.

Humble Beginnings 
Juan started out with big dreams for the 
future. He wanted to make a name not 

only for himself, but for his family as 
well. His parents, he says, are his 

greatest motivation and strongest 
support system.

“They put a lot of time, 
attention, and money into 
my needs and wants. I’m 
very blessed to have the type 
of family that I have.”

Juan wanted to make sure the 
sacrifices they made for him 

were worthwhile.

Initially, he envisioned a future 
in accounting or banking and began 

BUILDING HIGHER

JUAN
PHOTOS BY KIM STIFFLER WRITTEN BY DAVE DANIELSON

PARTNER SPOTLIGHT

AVILA
pursuing a finance degree at Friends 
University. However, during his 
freshman year in 2020, Juan started 
working in the roofing industry to 
help pay for tuition. He spent long 
hours learning every aspect of the 
business. Over time, he fell in love 
with the work and the satisfaction 
that came from seeing the results 
of his efforts. More importantly, he 
discovered how rewarding it was to 
help people in his community.

So, in 2023, just before beginning his 
senior year of college, Juan launched 
ICT Roofing & Exteriors—a company 
grounded in customer satisfaction, 
appreciation, and service. Since then, 
the business has continued to grow. 
Today, Juan leads a team specializing 
in roofing, exteriors, and gutter work 
throughout Wichita, backed by more 
than twenty-five years of combined 
industry experience.

What Business Means to Juan 
For Juan, business is about much more 
than revenue. He and the team at ICT 
Roofing & Exteriors pride themselves 
on building genuine relationships with 
clients and always keeping customers’ 
best interests at heart.

Juan recalls one situation in which 
he took it upon himself to advocate 
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For more information, contact 

Juan at (316) 200‑9947 or 

juan@ict-roofing.com

CONTACT

US!

for a family after their insurance 
company failed to honor its original 
commitment. He worked tirelessly 
on their behalf and ultimately helped 
save the family $18,000. He didn’t do 
it for recognition or financial gain, but 
because he cared about helping people 
and doing what was right.

“Just seeing their faces and how 
appreciative they were goes to show me 
that I love what I do, and I do it with a lot 
of hope to help people out,” Juan says.

Everything Juan and his team do is 
driven by a genuine desire to serve their 
clients and community. He measures 
success not by the amount of money he 
earns, but by the impact he makes and 
the satisfaction of those he serves.

“Success, from a business perspective, 
is getting that handshake from the 
client and hearing them say, ‘I really 
appreciated working with you. You guys 
did a phenomenal job.’ That’s the best 
compliment we could receive.”

Why ICT Roofing & Exteriors? 
What sets ICT Roofing & Exteriors apart 
is where they place their focus. They 
don’t look at clients and see dollar 
signs—they see people. People with 
needs, concerns, and goals that deserve 
attention and respect.

The company makes every property a 
priority and strives to deliver excellence 
on every project.

“We’re not there to make the most 
amount of money off somebody,” Juan 
says. “We see clients as potential friends 
down the line.”

Juan and his team are committed to 
completing every job with quality, 
efficiency, and professionalism. Their 
goal is to do the work right, finish on 
time, and leave customers completely 
satisfied. The payment comes second to 
the experience.

Another quality that makes ICT Roofing 
& Exteriors unique is simple: they care. 

They care beyond the job itself. Rather 
than viewing clients as transactions, 
they view them as people with whom 
they can build lasting relationships. ICT 
Roofing strives not only to be a trusted 
roofing company but also a trusted 
partner in the community.

By upholding strong values and 
consistently putting customers first, the 
company continues to build a reputation 
for being reliable, trustworthy, kind, and 
committed to making the best possible 
decisions for its clients.

Leaving a Legacy 
Looking ahead, Juan and the team 
at ICT Roofing & Exteriors hope to 
continue giving their all to both their 
clients and the Wichita community. 
Juan’s goal is to leave behind a legacy 
defined by kindness, reliability, and 
trustworthiness—both for himself and 
for the company he has worked so hard 
to build.

“I wake up every day with a chip on 
my shoulder to be a better person and 
to make a name for myself and for my 
family,” he says.

He and his team remain committed 
to working hard, serving others, and 
making a positive impact through both 
their actions and their attitude.

On a personal level, Juan hopes to be 
remembered as someone who was kind, 
honest, family-oriented, and deeply 
rooted in his faith. He is incredibly 
grateful for every person and every 
opportunity that has helped him and his 
company reach this point.

For Juan, the ultimate goal is simple: 
make people happy. 

I wake up every day 
with a chip on my 
shoulder to be a better 
person and to make 
a name for myself 
and for my family.”
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Get a FREE Estimate Today!

Maximize Your
Client’s Satisfaction

with American Movers!

316.409.2846
AmericanMoversWichita.com

Family Owned
& Operated

Jon Garrelts, Owner

AFTER

BEFORE 

BEE FREE OF CLUTTER!

Moving Clean Outs
Yard Debris Removal

Hot Tub Removal & More!

316.771.1383             BEEGONEJUNK.COM
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Helping Homeowners Understand Their Homes

H O M E  I N S P E C T I O N S
PHOTO BY KIM STIFFLER WRITTEN BY DAVE DANIELSON

ASK THE EXPERT

An Advocate for Homeownership 
At the heart of Lisa’s work is a genuine belief in the value of homeownership. She encourages 
people not to be intimidated by the responsibilities that come with owning a home.

“My goal is to help people understand their homes,” she says. “The more they know, the more 
confident and successful they’ll be as homeowners.”

One of the topics Lisa discusses most frequently with 
homeowners is water management and foundation protection. 
Following the significant storms experienced throughout the 
region in recent years, she’s spent a great deal of time helping 
homeowners understand how water can impact their homes 
and what steps they can take to protect their investment.

Q: Why is water one of the biggest threats to a  

home’s foundation? 

A: Water has a significant impact on the soil surrounding 
your home. In areas with clay-based soils, changing moisture 
levels can cause the ground to expand and contract. Over 
time, that movement can put stress on a foundation and 
lead to costly structural issues. That’s why managing water 
around your home is one of the most important parts of 
home maintenance.

Q: What can homeowners do to protect their foundation? 

A: Start with proper drainage. Gutters, downspouts, grading, 
and sump pumps all work together to move water away 

A
s the owner and inspector at 
Bryant Home Inspections, Lisa 
Bryant combines a unique 

background in healthcare, hands-on 
problem solving, and homeowner 
education to help clients better 
understand the properties they own 
or hope to purchase. Whether she’s 
inspecting a traditional family home, a 
rural property, a commercial building, 
or even a church, Lisa’s goal is always 
the same: give people the knowledge 
they need to make informed decisions 
and become successful homeowners.

A Different Path into  
Home Inspections 
Before entering the inspection industry, 
Lisa spent more than a decade working 
as a registered nurse. While nursing 
provided a rewarding career, she knew 

it wasn’t how she wanted to spend the 
rest of her working life.

As she explored new career options, she 
realized that home inspections offered a 
unique opportunity to combine several 
of her strengths.

“I’ve always been hands-on,” Lisa 
says. “I worked on engines when I was 
younger, I’ve always worked on my 
own home, and I enjoy figuring out how 
things work.”

What ultimately attracted her to  
home inspections was the balance 
between technical problem-solving  
and client education.

“I often tell people that a home 
inspection is like a head-to-toe 

assessment of a patient,” she explains. 
“The only difference is that my patient is 
the house.”

One of the things Lisa enjoys most about 
her work is education.

“There’s so much that people don’t 
understand about how their home 
works as a system,” she says. “I love 
helping clients understand what’s 
happening and how they can be 
successful homeowners.”

Her inspections cover a wide range 
of property types. In addition to 
residential homes, she performs  
light commercial inspections and  
often travels to communities outside 
the Wichita area when clients need 
her expertise.

from the home. One of the most common issues Lisa sees is 
downspouts that discharge water too close to the foundation. 
Extending downspouts and ensuring water flows away from 
the house can help prevent future problems.

Q: What are some early warning signs of foundation trouble? 

A: Homeowners should watch for cracks in walls, doors or 
windows that suddenly stick, moisture intrusion, standing 
water near the home, or poor drainage around the foundation. 
Catching these issues early can often prevent more extensive 
and expensive repairs later.

Q: What should homeowners do if their basement floods  

after a storm? 

A: Removing the standing water is only the first step. Once 
water enters a finished basement, materials such as drywall, 
carpet, and padding may need to be removed and properly 
treated to prevent mold growth. After a flood event, it’s 
important to evaluate all affected materials and address 
hidden moisture before it creates larger problems.

FREQUENTLY ASKED QUESTIONS ABOUT WATER DAMAGE AND FOUNDATIONS 

BRYANT



Wichita Real Producers • 4342 • July 2026

Schammerhorn has you covered.

OVER 90 YEARS OF 
LOCAL EXPERTISE

apery,Specializing in custom shades, blinds, shutters, dr
motorization, and more. From traditional to modern
and everything in between. 

Schammerhorn.com | 316.265.8659
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I f you’ve spent any time around 
Dixie Ball, you’ve probably learned 
two things pretty quickly.

First, she loves people. Second, she 
knows how to have fun. Along the way, 
when she got started in the business, she 
built her brand with her motto, “I’LL GIT 
‘R SOLD!!!” that she even had on her red 
jeep that she drove at the time.

After more than 21 years in real 
estate, Dixie has built a career that has 
placed her among the top producers 
in South Central Kansas, but ask her 
what she’s most proud of and the 
conversation quickly shifts away from 
production numbers and toward family, 
friendships, and the relationships she’s 
built along the way.

For Dixie, success has never been about 
the next transaction. It’s about the people.

“All I ever wanted to be was a mom,” 
she says. “Everything else just came 
after that.”

From Stay-at-Home Mom to  
Top Producer 
Dixie’s path into real estate wasn’t one 
she planned from childhood. Born and 
raised in Mulvane, Kansas, she attended 
Butler County Community College before 
settling in the Goddard area, where she 
and her husband, Monty, raised their 
children, Destiny and Jordan.

“I think having a loving husband on 
the homefront as my rock has been a 
big reason that I was able to hang in 
there through the tough times and be 
successful in the Real Estate Industry,” 
Dixie says.

For years, Dixie dedicated herself to 
motherhood. But anyone who knows 
her knows she wasn’t exactly sitting still. 
She operated a licensed daycare called 
Bouncing Balls Daycare. She opened a 
gift shop called Down Home Gifts. She 
sold Mary Kay. When her daughter 
became interested in cheerleading, 
Dixie even started a competitive cheer 
program known as The Kansas Cheer 
Academy Jaguars.

And if there was a volunteer opportunity 
available, chances are Dixie was already 

CELEBRATING LEADERS

Ball
signed up. School PTO? Absolutely. 
Baseball scorekeeper? Of course. Softball 
coach for the Dixie Chicks? Naturally. “I 
volunteered for everything, everywhere,” 
she says with a laugh.

Looking back, she realizes all those 
years of involvement created something 
incredibly valuable when she eventually 
entered real estate—a vast network 
of relationships and connections 
throughout the community. By February 
of 2005, with her son in high school and 
her daughter preparing for graduation, 
Dixie found herself asking a question 
familiar to many parents.

“What am I going to do with myself 
now?” The answer turned out to be 
real estate.

One Person. One Business.  
One Commitment 
Today, Dixie serves clients  
through Better Homes and Gardens 
Wostal Realty and remains 
something of a rarity in today’s real 
estate landscape.

There is no assistant. No transaction 
coordinator. No listing manager. No 
buyer’s agent. No team. Just Dixie. 
And she’s perfectly happy that way.

Dixie
ALL-IN LIFE 

AND PURPOSE
PHOTOS BY KIM STIFFLER WRITTEN 

BY DAVE DANIELSON
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With approximately 550 career 
transactions, 38 closings last year, and 
27 already this year, she continues to 
deliver top-level service while personally 
handling every aspect of the transaction.

Her consistency has earned her a place 
among the Top 300 agents in the region 
for more than a decade and in the Top 
200 last year, placing her among the top 
5 to 7 percent of agents in the MLS. She 
has also been a regular member of the 
prestigious Masters Circle through the 
REALTORS® of South Central Kansas.

Finding Joy in Every Transaction 
While many agents eventually focus 
on a niche, Dixie has chosen a different 
path. She simply loves real estate. 
Whether she’s helping with a $50,000 
property or a million-dollar transaction, 
she approaches every client with the 
same enthusiasm and commitment.

Still, she admits there is one group that 
holds a special place in her heart.

First-time homebuyers.
“The excitement, satisfaction, and 
appreciation you get from first-
time buyers can put life back into 
perspective,” she says. Helping someone 
achieve the dream of homeownership 
for the very first time reminds her why 
she entered the business in the first 
place. It’s not about the house. It’s about 
what the house represents.

Lessons from Humble Beginnings 
Dixie’s outlook on life was shaped by 
experiences that began long before 
real estate.

When she was young, her mother was 
tragically killed in a car accident. Her 
oldest sister, Cindy, then only 21 years 
old, stepped in and took responsibility 
for raising the younger siblings. To 
this day, Dixie credits her sister with 
changing the course of her life.

“She gave me a fighting chance,” Dixie 
says. “Instead of becoming a ward of the 
state, I got to grow up in a loving home.”

Today, after the loss of their other 
siblings, Dixie and Cindy remain 
incredibly close. In fact, Cindy recently 
moved back to Kansas and purchased 
a home just a few doors away. The two 

now enjoy spending time together and 
appreciating the life they’ve built. Those 
humble beginnings taught Dixie empathy, 
gratitude, and a deep appreciation for 
people from all walks of life.

“I think it made me a very open, 
nonjudgmental person,” she says.

The Pool, the Parties, and  
the People 
Outside of real estate, Dixie is known for 
something else entirely. Her pool.

Friends, family, clients, and anyone 
lucky enough to be in her circle know 
that summertime at Dixie’s house 

means fun, laughter, and gatherings 
around the water.

Some people work from home. Dixie 
jokes that she works from the pool. 
In fact, the timing of this feature was 
intentional. She wanted pool season. 
Because that’s where she comes alive.

Whether she’s hosting family, planning 
the next party, spending time with her 
grandchildren, or simply enjoying life 
with the people she loves, Dixie embraces 
every opportunity to make memories. 
She and Monty now enjoy a growing 
family that includes two children, 
five grandchildren, and several bonus 

children and grandchildren who have 
become part of their extended family.

Those who know Dixie know that she 
loves wearing some bling. She also is 
a big fan of country music, with Luke 
Bryan being a favorite.

Measuring Success 
Ask Dixie what success means, and the 
answer comes quickly. It’s not awards. It’s 
not rankings. It’s not production. It’s love.

“For as long as I can remember, family 
has been my why,” she says.

The love she shares with her children, 
grandchildren, husband, sister, friends, 
and clients is what matters most.

If there is one thing she hopes people 
remember about her, it’s simple.

“I am just a tad OCD. I’m also very 
impatient and extremely competitive,” 
she smiles. “I love fiercely. And I will go 
to the ends of the earth for my people.”

Considering the countless lives  
she’s touched over the years, it’s safe  
to say that’s exactly how she’ll  
be remembered. 

The excitement, SATISFACTION, 
and APPRECIATION

can put life back into perspective." 
You get from first-time buyers 
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Now We’ll Take Them From Here...
To Anywhere

You’ve Gotten Them to Closing...

316.558.5588 • twomenwichita.com



Wichita Real Producers • 5150 • July 2026

PARTNER SPOTLIGHT

PHOTOS BY KIM STIFFLER  ••  WRITTEN BY DAVE DANIELSON

CIARA
or many people, insurance is something they purchase, file away, and hope they 
never have to think about again. For Ciara Hernandez, it’s much more than that.

F

MORE THAN 

A POLICY

HERNANDEZ

As a Personal Lines Insurance 
Agent with Conrade Insurance 
Group, Ciara has spent 
nearly two decades helping 
clients navigate one of life’s 
most important financial 
protections. While policies 
and premiums are certainly 
part of the conversation, 
her true focus is education, 
communication, and building 
lasting relationships.

With nineteen years in the 
industry and nearly five years 
at Conrade Insurance Group, 
Ciara has built a reputation 
for making insurance feel  
less complicated and far  
more personal.

An Unexpected Career Path 
Growing up, Ciara always 
knew she wanted to work in 
sales. Watching her parents 
operate their own business 
inspired her entrepreneurial 
spirit and taught her the 
value of hard work, service, 
and relationships.

Insurance, however, was never 
part of the original plan.

While attending Missouri 
Southern State University 
and pursuing a degree 
in marketing, Ciara was 
introduced to the insurance 
industry through an 
unexpected connection: her 
pole vault coach’s wife, who 
worked as an insurance agent. 
What began as a part-time job 
quickly became something 
much more.

“I fell in love with it,”  
Ciara says.

She became licensed while 
still in college and spent the 
summer before her senior 
year working full-time in the 
industry. After graduation, 
she returned to Wichita 
and accepted a position as 
Marketing Director for an 
independent insurance agency, 
helping lead a complete 
company rebrand.

But it didn’t take long to realize 
where her true passion lived.

“I enjoyed marketing, but I 
found myself drawn to the 

client side of the business,” 
she says.

That realization led her into 
personal lines insurance, where 
she steadily built a referral-
based business fueled largely 
by relationships within the 
real estate community. Fifteen 
years later, those relationships 
remain one of the most 
rewarding aspects of her career.

“I’m grateful for the opportunity 
to have worked with so many 
amazing people,” she says. “The 
support I’ve received over the 
years has extended far beyond 
normal business relationships.”

The Conrade Difference 
Ask Ciara what she loves most 
about Conrade Insurance 
Group, and her answer comes 
without hesitation.

“I absolutely love working here.”

As the largest locally owned 
insurance broker in the 
area, Conrade combines the 
personalized service of a 
hometown agency with the 

CONRADE INSURANCE
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resources and market access of a 
large brokerage.

Whether clients need 
homeowners insurance, business 
coverage, life insurance, employee 
benefits, or specialized protection, 
the team has the expertise and 
carrier relationships to provide 
customized solutions.

What truly sets Conrade 
apart, according to Ciara, is its 
commitment to people.

“They genuinely care,” she says. 
“It’s not just about writing a policy 
and hoping the client stays for a 
year. It’s about continually finding 
ways to remain competitive and 
deliver value long-term.”

In an industry that is constantly 
evolving, that commitment has 
helped Conrade build lasting 
relationships with clients 
throughout Wichita and beyond.

Education Over Transactions 
One of the things that 
immediately stands out about 
Ciara is the way she approaches 
her work.

She doesn’t see insurance as  
a transaction.

Instead, she sees it as an 
opportunity to educate.

“I don’t treat insurance 
transactionally,” she explains. 
“It’s more like a knowledge share 
between me and a client.”

Rather than rushing through 
quotes and applications, Ciara 
spends time helping clients 
understand their coverage, 
identify potential gaps, and make 
informed decisions based on their 
unique needs.

Communication is another 
cornerstone of her business.

She is often surprised by how 
many new clients tell her they 

struggled to receive responses 
from previous insurance agents.

“If your agent isn’t 
communicating proactively and 
can barely respond reactively,” 
she says, “it might be time to 
make a change.”

For Ciara, accessibility matters. 
She believes clients deserve 
an advocate who will answer 
questions, explain options, and 
remain available long after the 
policy is issued.

Changing the Narrative 
Ciara understands that insurance 
is not always the most exciting 
topic of conversation.

In fact, many people view it as a 
necessary expense rather than 
an important financial tool. 

That’s one of the reasons she is 
passionate about changing the 
perception of the industry.

“I feel like I have an opportunity 
to change the narrative,” she says.

Whether she is helping a family 
better understand their coverage, 
preparing a homeowner for 
potential risks, or finding creative 
ways to save a client money, Ciara 
sees education as one of the most 
valuable services she can provide.

“I am aware that the news we 
give as insurance agents isn’t 
always the easiest to receive,” she 
says. “But I promise to give my 
clients the information they need 
to be prepared for the possibility 
of a major claim.”

For her, insurance is not about 
selling fear. It’s about providing 
peace of mind.

Relationships That Last 
When Ciara reflects on nearly two 
decades in the insurance industry, 
she doesn’t immediately think 
about policies, premiums, or 
production numbers.

She thinks about people. “It’s 
almost like I accidentally 
created a support network that’s 
continued to be present in so 
many personal and professional 
moments,” she says.

Many of the relationships she 
initially built through business 
have evolved into meaningful 
friendships over time.

“Through all the ups and downs 
life throws at you, it’s crazy how 
many people in my work circle 
have become truly good and 
important friends.”

That relationship-first mindset 
has been a driving force behind 
her success. Much of her business 
continues to come through 
referrals from trusted partners in 
the real estate community, many 
of whom have become close 
friends over the years.

A Legacy of Service 
Throughout her career, Ciara’s 
focus has remained remarkably 
simple: help people, communicate 
well, and always do the right thing.

When asked what makes her 
approach different, her answer 
is straightforward.

“I ask a lot of questions, I spend 
more time explaining coverage, 
and then I continue to be 
available once a policy is issued.”

It’s a philosophy that has helped 
her build a thriving career and a 
loyal client base.

As she looks toward the future, 
Ciara hopes to be remembered 
as an expert in her field who 
genuinely cared about the people 
she served. But perhaps her most 
important audience is much 
closer to home.

She hopes her twelve-year-old 
daughter, Memphis, sees  
the example she is setting 
through hard work, 
perseverance, and dedication.

Ciara wants her daughter to 
understand that success comes 
from showing up, putting in the 
effort, and taking pride in what 
you do.

After all, whether it’s a career, 
a business, or a life well-lived, 
the same principle applies: 
Whatever you do, you should be 
proud of it. 

For more information, reach out to  

Ciara chernandez@conradeinsurance.

com 316-249‑2776

CONTACT

US!

TO HAVE WORKED 

WITH SO MANY 

AMAZING PEOPLE."

I 'M GRATEFUL FOR 

THE OPPORTUNITY 
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 Let's Paint Your Story
Your Palette, Our Passion

Interior & Exterior Painting | Cabinet Refinishing | Epoxy Flooring

Contact us today for a free quote!

Phone: 316.263-7777 • forsheepainting.com

SCAN TO BOOK
YOUR NEXT SESSION

Your
Trusted

State Farm
Partner

Home  |  Life  |  Auto

316.721.8181  |  WichitaSF.com
2121 N Tyler Road Suite 203, Wichita

Moriah Birkle
Insurance Agent

KS-20458232

Empowering Agents,
Protecting

Clients!



Wichita Real Producers • 5756 • July 2026

Building a Business One 
Property at a Time 
Over the next several years, 
Jenny and Derek continued 
purchasing, renovating,  
and managing properties 
while maintaining their 
full-time careers.

Each successful project 
helped them acquire 
additional rentals,  
slowly building a 
substantial portfolio.

As their family grew and 
the number of properties 
increased, so did the 
demands on their time.

Eventually, they reached  
a crossroads.

“We realized we couldn’t 
continue managing 
everything ourselves and 
maintain the lifestyle we 
wanted for our family,” 
Jenny says.

After exploring the 
possibility of hiring a 
property management 
company, they discovered 
something surprising. Rather 
than paying someone else 
to manage the growing 
portfolio, it made more sense 
for one of them to step away 
from corporate America and 
focus on real estate full-time.

In 2022, Derek made  
that leap.

Together, they launched 
a property management 
company and expanded 
their real estate investment 
business. The long-term plan 
was for Jenny to eventually 
join him.

That day arrived in  
August 2024.

Leaving behind what she 
jokingly refers to as the 

BUILDING 
SUCCESS 

WITH 
INTEGRITY

JENNYGRANDFIELD
T

oday, Jenny’s 
journey serves as 
a reminder that 
some of the most 
rewarding careers 

begin with a willingness to 
take a calculated risk and 
trust the process.

A Different Path to  
Real Estate 
Before becoming a licensed 
real estate agent in August 
2024, Jenny spent years 
building a successful career 
in pharmaceuticals. Both 
she and her husband, Derek, 
worked in the industry, often 
for the same company and, 
at one point, even selling the 
same products.

While they enjoyed stable 
careers with excellent 
benefits, company vehicles, 
and strong incomes, they 
recognized a potential risk.

“We felt like we had all of 
our eggs in one basket,” 
Jenny recalls. More than 
a decade ago, they began 
exploring real estate as 
a way to diversify their 
future. After attending real 
estate investment classes, 
they purchased their first 
property with plans to 
renovate and flip it.

The outcome didn’t exactly 
mirror the success stories 
shown on television. “We 
thought we were going to 
flip it,” Jenny laughs. “But it 
needed a new roof, and by 
the time we got everything 
done, it made more sense 
to keep it.”

Instead of selling, they 
converted the property into 
a rental. Today, that same 
house remains part of their 
portfolio and represents the 
beginning of a journey that 
would ultimately transform 
their lives.

For Jenny Grandfield 
of REAL Broker, 
LLC, real estate 

wasn’t originally 
the plan. In fact, for 
years she enjoyed a 
successful career in 
the pharmaceutical 

industry, traveling 
throughout the 

Midwest as both a 
sales representative 

and district manager. 
But what started 
as a backup plan 

eventually became 
a thriving business, 
a family enterprise, 

and a life built around 
freedom, opportunity, 

and integrity.

PHOTOS BY KIM STIFFLER 

WRITTEN BY DAVE 

DANIELSON

RISING STAR

“golden handcuffs” of 
corporate America, Jenny 
obtained her real estate 
license and officially entered 
the industry full-time.

Seeing Possibilities 
Others Miss 
Ask Jenny what she enjoys 
most about real estate, and 
her answer reveals the 
mindset that has fueled  
her success. She loves 
solving problems.

More specifically, she loves 
identifying opportunities.

Whether she’s helping 
a seller prepare a home 
for market, evaluating 
a renovation project, or 
walking through a property 
that needs improvement, 
Jenny naturally sees 
possibilities where others 
might see obstacles.

“I love going into a property 
and seeing the opportunity,” 
she says.

Her strength lies in 
evaluating a home’s 
current condition and 
creating a strategy that 
maximizes value.

Sometimes that means 
staging and decluttering. 
Other times it involves paint, 
flooring, updated finishes, 
landscaping, or a complete 
renovation plan.

Jenny approaches each 
property with a clear 
process and a meticulous 
eye for detail.

“I’m a process girl,” she says 
with a smile.

That attention to detail  
has become one of the 
defining characteristics of 
her business.

The Little Things Matter 
One lesson Jenny has 
learned throughout years 
of investing, renovating, 
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We make sure it’s staged. 
We make sure the lawn is 
mowed,” she explains.

Those efforts pay off.

Her listings consistently 
attract strong interest 
because she understands 
that first impressions  
aren’t just important—
they’re everything.

And while buyers may not 
consciously notice every 
detail, she knows other 
agents certainly do.

Faith, Family, and Integrity 
At the center of everything 
Jenny does is her family.

She and Derek are raising 
three children—Aspen, 
Presley, and Bregs—and have 
intentionally built a life that 
allows them to spend more 
time together while pursuing 
shared goals.

Outside of work, Jenny 
enjoys hiking, gardening, 
boating, water skiing, 
snow skiing, traveling, and 
spending time outdoors. 

Whether she’s on a lake, 
in the mountains, or 
exploring a new destination 
with her family, she 
values experiences and 
relationships above all else.

When asked how she hopes 
others would describe her, 
her answer comes quickly. 
“Integrity,” she says.

For Jenny, success isn’t 
measured solely by 
transactions, listings,  
or growth. It’s measured by 
whether she does  
the right thing, treats people 
fairly, and leaves clients 
feeling they had a  
positive experience.

“Maybe they didn’t like the 
outcome,” she says, “but can 
they say I did the right thing? 
If they can, then I feel like 
I’ve succeeded.”

It’s a philosophy that guides 
every decision she makes—
and one that continues  
to shape a real estate 
career built on trust, hard 
work, and doing things the 
right way. 

and now listing homes is 
that details matter.

In fact, she believes many 
of the small details buyers 
overlook are often the very 
things that influence how 
quickly a property sells.

Before a listing goes live, 
Jenny conducts a thorough 
walk-through armed with 
blue painter’s tape, marking 
anything that needs attention.

From touch-up paint and 
landscaping to lighting, 
cleanliness, staging, and curb 
appeal, every detail receives 
careful consideration.

“We make sure it’s clean. 
We make sure there’s good 
lighting. We make sure 
the windows are clean. 

MAYBE THEY 
DIDN’T 

LIKE THE 
OUTCOME,” 

SHE SAYS, 

“BUT CAN  
THEY SAY 
I DID THE 

RIGHT 
THING? IF 
THEY CAN, 
THEN I FEEL 
LIKE I’VE 

SUCCEEDED.
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316.655.7197

Partner with Wichita's leading HVAC experts. 
We provide exceptional service to ensure your clients 

move into a comfortable, worry-free home.

Keep Your Clients Comfortable.

Close More Deals.
Agents Help Their Clients
With So Much!
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C H A N G I N G  L I V E S
For Danielle Dillon, success has always been about impact—the lives 

changed, opportunities created, and futures transformed along the way.

As a Real Estate Agent and team owner with Keller 
Williams Signature Partners, and a privat money 
lending professional with Kingdom Capital, Danielle 
has spent the last 12 years helping others achieve 
results they never thought possible. Along the way, 
she has mentored more than 400 real estate agents, 
helped facilitate more than $50 million in investment 
financing in the past year alone, and built a career 
centered on service, education, and empowerment.

From Small-Town Nebraska to Big Dreams 
Danielle’s story began in the small Nebraska 
communities of Gretna and Scribner, where she 
grew up as a self-described farm kid. Her childhood 
was filled with horses, barrel racing competitions, 
FFA activities, and long days learning the value of 
hard work.

“We didn’t have a lot of money growing up, but I never 
felt like I went without,” Danielle says. “My family 
taught me how to make the most of what we had.”

Those lessons in resourcefulness and perseverance 
would later become foundational to her success. 
Whether helping in the family garden, showing 
horses, or competing in Future Farmers of America 
events, Danielle learned that achievement comes 
from consistency and effort.

Those same principles still guide her today.

A Leap of Faith 
Before entering real estate, Danielle worked in sales, 
marketing, customer service, and eventually as a 
college recruiter. It was during that time that her sister 
encouraged her to explore a career in real estate.

Danielle accepted an Inside Sales Associate position 
with Select Homes, where she quickly discovered a 
talent for lead generation and relationship-building. 
But it was a Tony Robbins “Unleash the Power Within” 
event that truly changed the trajectory of her life.

The experience gave her the courage to leave the 
security of a salaried position and pursue real estate 
full-time.

For a single mother raising two children, it was a 
daunting decision.

“It was one of the most terrifying decisions I’ve 
ever made,” Danielle recalls. “But I knew I needed 
to remove the safety net and give myself no option 
except to succeed.”

Her children became her motivation, fueling her 
determination to create a better future for her family.

Looking back, she considers it one of the best 
decisions she has ever made.

More Than Real Estate 
As Danielle’s career evolved, so did her vision. What 
began as helping buyers and sellers soon expanded 
into coaching, leadership, investing, and lending. 
She realized real estate could be much more than a 

INDUSTRY ICON

DANIELLE
DILLON
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transaction—it could be a vehicle for building wealth 
and financial freedom.

Today, Danielle leads The Dillon Group, serves 
as Director of Agent Academy at Keller Williams 
Signature Partners, and works as a private money 
lender with Kingdom Capital.

Her specialty is helping investors grow their 
portfolios through strategic financing solutions, 
including fix-and-flip loans, DSCR loans, bridge loans, 
construction financing, and portfolio lending.
“What excites me most is helping people build wealth 
through real estate,” she says. “Real estate changed 
the trajectory of my life, and I’m passionate about 
helping others use it to change theirs.”

Strength Through Adversity 
Danielle’s success story has not been without 
challenges. One of the defining chapters of her life 
was raising her children as a single mother. She 
carried the responsibilities of provider, caregiver, 
and role model while building a career.

Later came another unexpected battle: breast cancer. 
“Hearing the words ‘you have cancer’ changes you,” 
Danielle says.

The experience forced her to reevaluate priorities, 
embrace gratitude, and focus on what truly matters. 
Today, she proudly celebrates being five years cancer-
free. Those experiences strengthened her resolve 
and deepened her appreciation for life. “If there’s 
one lesson I’ve learned, it’s that we are capable of far 
more than we think,” she says.

A Passion for People 
While Danielle has earned numerous accolades—
including recognition as a Women in Business 
honoree, a Top 5 Keller Williams Coach, a Millionaire 
Real Estate Coach, and the top loan strategist at 
Kingdom Capital—she remains most proud of the 
people she has helped along the way.

Whether mentoring a new agent, helping a first-
time investor purchase a rental property, or guiding 
someone toward financial freedom, she finds 
fulfillment in seeing others succeed.

“Those moments never get old,” she says. “Watching 
someone achieve a goal they once thought was out of 
reach is incredibly rewarding.”

Defining Success 
For Danielle, success has little to do with titles or 
production numbers.

Instead, she defines it as having the freedom to live 
life on her own terms while making a positive impact 
on those around her.

Family remains at the center of everything she does. 
Her son, Kieran, and daughter, Faith, continue to be 
her greatest source of pride and inspiration.

After overcoming adversity, building businesses, 
mentoring hundreds of professionals, and helping 
countless investors create wealth, Danielle remains 
focused on a simple mission: helping people discover 
what’s possible.

At the end of the day, that’s the legacy she hopes to 
leave behind—not just successful transactions or 
thriving businesses, but lives changed for the better 
through education, opportunity, and unwavering 
belief in others. 

WHAT EXCITES 
ME MOST 

is helping people  
build wealth through 

real estate.” 
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316.303.4266  •  ProInspectionsKS.com

David Christie

Certified & Insured

Integrity, Precision, and Peace of Mind 
in Every Inspection.

316.778.4040 | MTC.LLC | 144 N. Oliver Suite #303 Wichita KS

Seamless Closings, 
Happy Clients Daily.

WIN A $250 
GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or 
older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) 

winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend 
on the total number of entries received each month. Winners will be notified via email. The N2 Company, d/b/a REAL PRODUCERS 

(collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as 
planned. By entering, participants agree to release and hold N2 harmless from any claims arising out of participation. N2 is not 

responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.
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Your Partner
in Property 

Management and 
Repair Requests

• Maintain Long-Term 
  Client Relationships
• Expert in FHA/VA Loan 
  Repair Requirements
• Licensed Professional 
  Company
• Generous Referral Fees

316.416.5975 | WichitaPropertyManagementInc.com

• Maintain Long-Term 
  Client Relationships
• Expert in FHA/VA Loan 
  Repair Requirements
• Licensed Professional 
  Company
• Generous Referral Fees

316-320-0443 | www.jabaras.com
1816 N. Broadway St., Wichita, KS. 67214 | HOURS Mon-Sat. 9am - 5pm

DON’T RELY ON YOUR BUYER'S IMAGINATION
 M A K E  Y O U R  C L I E N T ' S  H O M E  “ M O V E - I N  R E A D Y ”

SCAN TO JOIN
OUR REALTOR® 

PROGRAM TODAY
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