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Preferred Pariners

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 REALTOR® community!

BLINDS/WINDOW
TREATMENTS

Accent Window Fashions
(402) 390-2667
omahawindowcovering.com

CARPET/FLOORING
FLOORfashions

(402) 597-3161
floorfashionsomaha.com

CLEANING

Cano Complete Cleaning
(402) 706-9345
canocompletecleaning.com

CLEANING & PAINTING
The Tailored Room Services
(402) 885-0544

CLOSETS & STORAGE
Closet Factory Nebraska
(402) 697-3600
closetfactory.com

CONCRETE FLOOR COATING
RSW Floors & More

(712) 898-9027

rswfloors.com

CONCRETE LEVELING
EverLevel Concrete Repair
(402) 677-0188
everlevelconcrete.com

CONSTRUCTION/GENERAL
CONTRACTING

Streamline Services

(402) 690-6154
streamline370.com

ESTATE SALES
Twist of Fate Estate Sales
(402) 510-8509
twistoffateestatesales.com

FENCING
The Fence Krew
(402) 740-5390

FITNESS STUDIO /
LIFESTYLE FITNESS
The Exercise Coach
(402) 875-6596
exercisecoach.com
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GENERAL CONTRACTING /
REMODELING

Mike James Renovation
(402) 806-901
mikejamesrenovation.com

HANDYMAN
Streamline Services
(402) 690-6154
streamline370.com

HEATING/COOLING
Official Services

(402) 960-4089
officialheatingservices.com

HOME INSPECTION

One Stop Home Inspection
(402) 513-9858
ospsrvs.com

HOME STAGING
Rearranged for Change
(402) 981-3509
rearrangedforchange.com

Set The Stage

(402) 915-1325
wesetthestage.com/
locations/sts-omaha-metro/

HVAC SERVICES

Skradski Heating & Cooling
(402) 333-2928
heatomaha.com

INSURANCE
AXNT Insurance
(402) 380-5318
axntinsurance.com

First Priority Insurance
(402) 218-1069
firstpriorityinsure.com

INSURANCE - LIFE,
HEALTH, SUPPLEMENTAL
Health Markets Insurance
(402) 517-0732
healthmarkets.com

INSURANCE/
FINANCIAL SERVICES
Jaffery Insurance &
Financial Services
(402) 213-9890
jafferyinsurance.com

INVESTMENT PROPERTY
MANAGEMENT
Investment Property
Exchange Services

(312) 520-0897
www.ipx1031.com/fair

JUNK REMOVAL & HAULING
Prairie Pick Up Co.
(402) 409-0744

MORTGAGE / BANKING
Premier Bank

(402) 715-4691
PremierBankNE.com

MORTGAGE LENDER
Barrett Financial Group
Liz Schreiber

(402) 316-8176
LizSchreiber.com

Fairway Independent
Mortgage Corporation
Francisco Serrano

(402) 208-0248
fairway.com/branch/
omaha-ne-11422-68154-805

Flat Branch Home Loans
flatbranchhomeloans.com

Guaranteed Rate
Misty Hemphill-Wilson
(402) 708-0976
rate.com

Guild Mortgage

(402) 689-1523
Www.guildmortgage.com/
lisabrodersen

New American Funding
(712) 355-2040

Results Mortgage
Cindy Kinsler
(402) 542-5825
cindykinsler.com

Supreme Lending
Stacy Thorne

(402) 871-8128
StacyThorne.Supreme
Lending.com

Veridian Credit Union
(402) 609-5928

West Gate Bank
(402) 490-0509
westgate.bank

Wilhelm Mortgage
(402) 210-8352
jeremywilhelm.com

MOVING COMPANY
10 Men Movers
(402) 860-2774
10menmovers.org

Firefighters on the Move
(402) 850-0145
firefightersonthemove.com

Movers and Shakers
(712) 899-6265
moversandshakersne.com

ORGANIZING / DECLUTTERING
Simply Sorted Omaha, LLC
(402) 915-0603
simplysortedomaha.com

PARTY RENTALS
Mr. Picnic

(402) 670-5995
mrpicnicomaha.com

PHOTOGRAPHER

Natalie Jensen Photography
(402) 505-0522
nataliejensenphotography.com

Stacy ldeus Portrait
(308) 440-8043
stacyideus.com

PROPERTY MANAGEMENT
NHS Commercial Property
Management

(402) 512-3525
heartlandforrent.com

REAL ESTATE ORGANIZATIONS
Omaha Real Producers -

RP Promotion

(402) 677-7744

ROOFING & EXTERIORS
Golden Exteriors

(515) 402-1865
goldenext.com

Inspectix Home Inspections
(402) 506-5711
inspectixusa.com

LeVEL

Red Rhino Roofs
(402) 502-4270
redrhinoroofs.com

Thompson Roofing
(402) 733-0981
thompsonroofingomaha.com

CONCRETE REPAIR

healt

Jonathan.Jacobi@HealthMarkets.com

marDets
Find More Insurance Options

Jon Jacobi, Lutcr Fss

Licensed Insurance Consultant

402.517.0732

ROOFING & GUTTERS
SquareUp Exteriors
(402) 890-8182
squareupexteriors.com

TERMITE & PEST CONTROL
Lien Termite & Pest

(402) 397-8884
lienpestcontrol.com

THOUSANDS OF INSURANCE PLANS,
NATIONALLY RECOGNIZED BRANDS.

HealthMarkets Insu

TRANSACTION COORDINATOR
Mirato Co.

(402) 677-9320

miratoco.com

VIDEOGRAPHER
TaleSlate Agency
(402) 810-0970
taleslate.agency

OMAHA’S CONCRETE REPAIR EXPERTS

WHAT WE OFFER:
CRACK REPAIR
LIFTING & LEVELING
SURFACE SEALANT
CAULKING
EXPANSION JOINTS

2is licensedinail states- Service anA'ﬁi'ucl avallability vaigSs
Agents may be compensatedbased on enrollment. No obligation to enroll-©2021 HealthMarkets 46841-HM-1220
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Meet
the
Team

Stacey Penrod Phylicia Bova Sarah Cosentino
Publisher Editor Ad Strategist
stacey.penrod@n2co.com OmahaNE.ads@n2co.com

402-677-7744

Dave Danielson Jess Wellar Natalie Jensen
Writer Writer Photographer
nataliejensenphotography.com

Have an Idea?

Want to pitch,
nominate or share a
really cool story with
our readers?

Scan the QR code
to share with

our publisher or email

Stacey.Penrod@n2co.com. E el
Stacy Ideus Kyle Ranney
Photographer Videographer
Stacyldeus.com TailSlate Agency

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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WANT TO BE FEATURED
IN THE MAGAZINE?

Omaha Real Producers Is

Accepting Nominations!

Cover Stories:

* In the top 75 agents in Omaha
for revenue

» Committed to giving back via
mentoring and/or charity

* Has an inspiring story

Rising Stars:

* Less than 5 years in the business

* Atleast $3 million in sales in one
calendar year

* Active on social media

We also regularly run “Giving Back” features on agents who are actively making a difference in the community and “Inspiration”
features on agents who have a particularly inspiring story to share.

For more information, to nominate an agent or to request to be featured yourself, please email stacey.penrod@n2co.com.

FROM ARKET READY
TO MOV, ,,RFECT

= & Your Partﬂﬁf
: m"ﬁrope i
;ansformatl i

Call Today to Schedule an Estimate!

Home | Bathrooms | Kitchens | Basements | Flooring | Outdoor Li ing

-

(402) 806-9011 | mikejamesrenovation@gmail.com MIKEEEIE
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el DRIVING YOUR

Senior Mortgage

sl DEALS TO

gkopun@fbhl.com

402.250.9530 SUCCESS!

Brad Dombrosky

Senior Mortgage
Banker

NMLS: 404109
brad.dombrosky@fbhl.com
402.512.0041

Aaron Onufrock

Senior Mortgage
Banker

NMLS: 623661
aonufrock@fbhl.com
402.960.0346

402.581.9283 | FlatBranchHomelLoans.com | 541 N 155th Plaza

A division of Flat Branch Mortgage, Inc. Equal Housing Lender. NMLS: 224149 (nmisconsumeraccess.org)

Improvad

Transform the
way you age

Be Stronger. Move Better. Enjoy More.

V' coach-Guided

v Technology-Enhanced

V' Aslittle as 20 Minutes at a Time
v Private, Clean, Close to Home
V' Trusted Nationwide

Scan code, call or text to claim your E#
2 FREE SESSIONS Yes—|want to

feel stronger!
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PUBLISHER’S NOTE

As I sit down to write this June note, I
truly can’t believe we’ve already made
it through spring and are stepping into
summer. The launch of your 2026 year
has hopefully been filled with success,
growth, and exciting momentum, both
personally and professionally.

In the craziness of today’s world, I

hope each of you is also taking time for
yourselves, for your families, and for the
things that truly matter. Life moves fast,
business moves even faster, and it can
feel easy to mirror the rushed, reactive
energy surrounding us every day. But
maybe this summer is an opportunity to
do the opposite.

What if we all took a moment to pause
before reacting? Before jumping to
conclusions, passing judgment, or
responding with a sharp tongue? After

14 - June 2026

all, we’ve all heard the saying about
karma, and about how the energy you
put into the world is often the energy
that finds its way back to you.

So why not make this our summer
challenge?

Compliment someone.
Express gratitude more often.
Say hello to a stranger.

Go the extra mile in the service
you provide.

Hug your family a little tighter.
Laugh a little louder.

Offer more kindness than expected.

Everyone deserves a little levity right
now, and that includes you.

One of the greatest blessings of being
part of Omaha Real Producers is the
people. I have the privilege of meeting
so many incredible individuals in

this community, and I'm continually
reminded how special this network
truly is.

Thank you for
allowing me to
be part of it. ’'m
grateful for all

of you and look
forward to seeing
you very soon!

Warmly,
Stacey Penrod,
Publisher

REAL PRG

HEATHER TIDESCO
LI JAMES
LALIRTH HRAEN

EEAMASCHEEE HARH

ABOUT THIS MAGAZINE o roven s

connect, elevate the industry, and inspire!

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 10 percent of agents in Omaha. We pulled the MLS
numbers (by volume) from January 1, 2024, to December

31, 2024, in Greater Omaha and, based on the year’s sales
performance, our new 2025 distribution list was born. This
magazine is free exclusively to the top agents in the area
each year. This year, the minimum production level for our
group was $7 million, based on data reported to MLS.

Q: WHAT IS THE PROCESS FOR BEING

FEATURED IN THIS MAGAZINE?

A: It’s really simple — every feature you see has been chosen
based on production numbers and/or nomination. You can
nominate other REALTORS®, affiliates, brokers, owners, or even
yourself! Office leaders can also nominate Realtors. We will
consider anyone brought to our attention because we don’t know
everyone’s story, so we need your help to learn about them.

A nomination currently looks like this: You email us at stacey.
penrod@n2co.com with the subject line, “Nomination: (Name
of Nominee),” and explain why you are nominating them to
be featured. It could be they have an amazing story that needs
to be told — perhaps they overcame extreme obstacles, they
are an exceptional leader, have the best customer service, or
they give back to the community in a big way. The next step

is an interview with us to ensure it’s a good fit. If it all works

If you just made the 2025 Top-Producing Agents in Greater Omaha and are new to our publication, you

may be wondering what it’s all about. “FAQs About This Magazine” answers the most commonly asked
questions around the country regarding the Real Producers platform. My door is always open to discuss
anything regarding this community — this publication is 100 percent designed to be your voice and to

out, we put the wheels in motion for our writer to conduct an
interview and for our photographer to schedule a photo shoot.

Q: WHAT DOES IT COST A REALTOR®/

TEAM TO BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my
friends, so nominate away! We are not a pay-to-play
model. We share real stories of Real Producers.

Q: WHO ARE THE PREFERRED PARTNERS?

A: Anyone listed as a “Preferred Partner” in the front of the
magazine is a part of this community. They will have an ad in
every issue of the magazine, attend our quarterly events, and

be a part of our online community. We don’t just find these
businesses off the street, nor do we work with all businesses
that approach us. One or many of you have recommended every
single Preferred Partner you see in this publication. We won’t
even meet with a business that has not been vetted by one of
you and “stamped for approval,” in a sense. Our goal is to create
a powerhouse network, not only for the best Realtors in the area
but the best affiliates, as well, so we can grow stronger together.

Q: HOW CAN | RECOMMEND A PREFERRED PARTNER?
A: If you have a recommendation for a local business
that works with top Realtors, please let us know!

Send an email to stacey.penrod@n2co.com.
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COVER STORY

Connection

fkerg

BY JESS WELLAR
PHOTOS BY STACY IDEUS

“I' love garhcring with pcop/c
to have a good time,” Nathan
Moseley smiles. “Our society is
bccoming more isolated, and
we love to push back on that
trend by gathering with clients

(most of whom are now friends)

and celebrating milestones.
Connection is at the foundation
ay [

duct business.

”

s a top-producing

agent with NP Dodge in

Omaha, Nathan has built
a business that feels less like a
series of transactions and more
like an ongoing conversation by
maintaining a genuine interest
in people’s lives. It’s a natural
extension of who Nathan’s always
been, even before real estate
entered the picture.

A Teacher’s Patience

Born and raised in Omaha, Nathan
has spent his entire life rooted

in the same beloved community
he now serves. He earned both

his bachelor’s in secondary
education and a master’s in
educational administration from

the University of Nebraska
Omaha, with the original goal
of becoming a principal.

Instead, he spent 18 years at
Westside High School teaching
mostly English, with stints

in theater and journalism,
while also coaching varsity
girls soccer. Teaching was a
role that required plenty of
patience and the ability to
meet people where they are.
But while Nathan enjoyed the
work, there was a growing
realization that something
needed to change in order to
provide for his young family.

“We have four daughters, and my
wife stays at home with the kids,”
he shares. “It was really hard to
make ends meet on a teacher’s
salary, and I knew I needed to
find something more sustainable
for the long-term.

“I taught Nate Dodge’s kids at
Westside and had coffee with him
to see if real estate was something
a teacher could do as a side gig,”
he continues. “That conversation
led to where I am today.”

The Power Of Perspective
When Nathan entered real estate
in 2018, there was some initial
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Nathan is “an ‘os kid

at heart. Everything was
better in the 80’s,” he
proclaims. In ﬁlcr, other
than a couple of rentals in
collcge, he has only lived
in homes built in the
early 1980s. His childhood
home was built in ‘81
After Barb and he were
married, their ﬁrst home,
which they lived in for 20
years, was built in 1982.
And they just rcccntly
moved to Armbrust Acres

into a home built in 1984!

18 - June 2026

overlap with teaching as he scaled
his business from the ground up.
But once momentum started to
build and the pandemic market
frenzy hit, it became clear real
estate wasn’t just a side hustle; it
was the next chapter of his career.

Along the way, mentorship
played a meaningful role,
particularly his relationship
with longtime agent Andy

Bock, whose experience helped
sharpen Nathan’s approach and
reinforce the importance of
consistency over time.

“Being around someone like
Andy, who has done this for over
35 years, had a profound impact
on me. It helped me see what
longevity in this business really
looks like,” he shares.

That perspective, paired with his
natural curiosity, has shaped the
way Nathan works with clients
today. He’s not just focused on
what people say they want; he’s
interested in what they haven’t
quite articulated yet.

“It’s easy to make assumptions
about buyer expectations.
Something I really focus on is
listening and asking the right
questions to understand the
deeper longings for the kind
of space my clients are looking
for,” he explains.

It’s a blend of intuition

and analysis — equal parts
relationship-builder and self-
proclaimed data nerd — that

%n@&fw/h

is at the foundation of

my llfe and the way

I conduct business.”

continues to set Nathan apart.
That ability to read between the
lines and do his research often
leads to moments that surprise
even his clients.

“Ilove the hunt and finding
homes that they would have
never considered,” Nathan
grins. “There’s something
really rewarding about helping
someone see a possibility they
didn’t know existed.”

Today, Nathan’s business is a
reflection of what matters most

to him: relationships, consistency,
and a commitment to doing things
in a way that feels genuine.

“I have tried different approaches
over the years, including social
media-heavy strategies, but I
realized pretty quickly that if
something feels disingenuous, I'm
not going to enjoy it and it won’t
serve anyone well,” he points out.

Instead, he has leaned into a more
personal, relationship-driven
approach—one that prioritizes
facetime with people over tactics.
That effort has translated into
impressive results, with over
$21.2 million in sales volume
across 52 transactions last year
alone. Along the way, he has
earned recognition as NP Dodge’s
New Agent of the Year in 2019 and
has consistently ranked in the Top
10 out of close to 400 agents over
the past five years.

Still, for Nathan, as much as
he loves data, his success isn’t
defined by metrics.

“I'm kind of working myself out of
a job by doing it, but my ultimate
goal is finding the perfect property
for my clients so they’ll never have
to move!” he chuckles. “I also want
the process to feel as effortless as
possible for them. That’s always
the standard I hold myself to.”

Family Man

Outside the office, Nathan’s world
revolves around his loved ones
and the close community they’ve
built together. He and his wife,
Barb, married for 20 years this
month, are raising their four
daughters — Cora (16), Hazel
(14), Pearl (12), and Ruth (10) —
alongside their seven-year-old
Vizsla, Penny.

“Faithfulness to my wife, my
family, and my clients is my top
priority,” Nathan emphasizes.
While Nathan operates as a solo
agent, Barb plays an important
role behind the scenes. With a
background in PR and advertising
and seven years spent running a
wedding photography business

with Nathan, Barb helps with

administrative tasks, Nathan’s

newsletter, and client events. Looking

down the road, that team dynamic
could evolve even further as their

family grows and changes.

“We’ve talked about it, and who

knows, maybe someday Barb will get
her license — she is an entrepreneur

at heart — and perhaps even our
daughters will want to join us, too,”
Nathan smiles.

The Moseleys’ days are filled with
time outdoors, travel, and a love of

gathering with others, as Nathan
notes, they enjoy hosting people
often. “That’s something that’s really
important to us,” he adds.

Nathan is also an avid mountain
biker, a hobby he’s pursued for

nearly two decades alongside his
brothers and father, with trips

spanning mountain bike meccas from
Sedona and Moab to Bentonville. He
continues to stay involved in the local
bike scene as well.

“My brother and I started a high

school cycling league in 2012 that
started between Westside and Millard
West. That grew exponentially, and

Omaha Real Producers - 19



it eventually merged with the
national organization NICA
(National Interscholastic Cycling
Association),” he recalls.

“Our oldest daughter now
competes with Millard North, and
I still help coach in the league and
volunteer as a course marshal
during races,” he continues. “It’s
fun to see how the league has
grown from 35 kids racing to over
250 kids today!”

Nathan’s commitment to
community also includes a long-
standing involvement at Coram
Deo Church, where he and his
family have served in various roles
over the past two decades. It’s a
place that has shaped not only

his values but also his approach

to building relationships and
showing up for others.

Eyeing the future, Nathan
isn’t chasing something

I want the process

to feel as &f({/ﬁﬂ%

¢ for
my clients.”

20 - June 2026

radically different — he’s
simply focused on continuing

what already feels meaningful.

“I want to keep doing what
I'm doing; I love serving my
clients, providing for my
family, and being able to
explore new places along the
way,” he states. ¥
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BLINDES

Why Parfner with Us?
- Convenience

- Exceptional Service
- Quality Products
- Locally Owned & Operated
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402.390.2667 - OmahaWindowCovering.com - 2611 N. 204th St., Ste. 105 | Elkhorn

HunterDouglas

Omaha Real Producers - 21



D
~ JGOLDEW
EXTERIORS

*WHERE DURLITY WRTTERS"

- Fast &
Thorough!

ENHANCE PROPERTY VALUE WITH
EXPERT EXTERIOR REMODELING

Trusted by Real Estate Agents for Over 10 Years - Premium Roofing, Siding, and Gutter
Solutions That Maximize Curb Appeal and Protect Your Investment in Nebraska & lowa

CONTACT US TODAY FOR A FREE ESTIMATE!

Nebraska: 402.208.7733 + lowa: (515) 402-1865
Dayanar@goldenext.com ¢ Jose@goldenext.com ¢ GoldenExt.com
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L
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Call Us Today!
402.960.4089 | OfficialHeatingServices.com

A STAGED T HAVE INVESTOR CLIENTS? WE

SPEAK THEIR LANGUAGE

Why Realtors & Investors Choose DSCR Financing
« No personal income verification required (qualification based on

rental income)

» Streamlined process designed for faster, more confident
closings

« Eligible for single-family homes, 2—4 unit properties, condos, and
non-warrantable condos

» Ownership in an LLC allowed for added privacy and liability
protection

« Interest-only and adjustable-rate options available

« Cash-out refinance options to access equity for future
investments

o First-time investors welcome

i'!"| M

%FEARRANGED ® 402.981.3509 Increase your sales. E;Eci -E

@ Rearra ngEd ForCha nge.com Partner W’th us n0W.' E L I Stacy Thorne| Producing Branch Manager/ NMLS 228625 { Direct: 402.871.8128 | Email: stacy.thorne@supremiending.com

ARRAR WATINE
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From the outside, real estate

can look like a numbers game—
transactions, listings, contracts, and
closings. But for Cristina Luckey
with Real Broker, it has always been
something more personal. Since
earning her license in 2023, she has
built a rapidly growing career in real
estate grounded in relationships,
intuition, and an unwavering drive
to help people navigate one of life’s
biggest financial decisions.

A Clear Path Forward

from the Start

Cristina’s entry into real estate
wasn’t accidental. Even as

a high school student, she
recognized that her strengths
centered on people—connecting,
communicating, and helping
others solve problems. While
many of her peers pursued
traditional college routes,

she looked inward instead of
outward for direction.

“I knew I liked working with
people and helping them in
any way I could,” she explains.
“Real estate just kept coming
back to me.”

That early instinct was reinforced
at age 17, when she completed an
internship with a local realtor.
The experience confirmed what
she already felt: real estate
wasn’t just an interest—it was

a fit. By 21, she officially earned
her license and stepped fully

into the industry, ready to build
something of her own.

A Solo Start with Investor-
Focused Roots

Cristina entered the business
independently, focusing first on
wholesalers and investors in
the Omaha and Council Bluffs

markets. That early specialization
gave her a fast education in
property value, renovations,
rental portfolios, and flips—
experience that would shape her
approach moving forward.

“I started solo and I've stayed
solo,” she says. “Nobody was
holding my hand, so I had to learn
quickly and work even harder.”

That independence translated
into momentum. As her investor
network expanded, so did her
production. Last year alone, she
closed 47 transactions as a solo
agent, primarily through referrals
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That mindset shows up in how she
works with clients. Rather than
outsourcing pieces of the process
or relying heavily on systems, she
prioritizes direct involvement—
meeting clients, understanding
their goals, and staying engaged
throughout the transaction.

Her approach is intentionally
relational in a field that can often
feel transactional.

A Mindset Built on Ownership
and Accountability

Working independently has

also shaped Cristina’s discipline.
Without a team structure or built-
in support system, she has learned
to rely heavily on self-motivation
and internal accountability.

That reality, she admits, can be
both challenging and empowering.

“You don’t have anyone to lean
on all the time,” she says. “So you
become that person for yourself.”
That philosophy extends into how
she handles transactions as well.
Whether representing a first-time
investor or a seasoned client, she
sees her role as both advocate and
educator—someone responsible
not just for closing deals, but for
helping clients understand them.

and investor relationships. The
volume reflects not just activity,

Balancing Energy, Work, and
Life Outside Real Estate

Like many successful agents,
Cristina acknowledges that real
estate can easily become all-
consuming. The demands are
constant, the pace is fast, and the
boundaries between work and
personal time often blur.

Still, she intentionally looks for
balance wherever she can find
it. Food, nature, and travel offer
her space to step away from the
screen and reset.

“Tlove trying new restaurants in
Omaha,” she says. “And I try to get
outside and disconnect when I can.”

While travel has become more
limited due to her workload, she
still values experiences that pull
her out of the day-to-day intensity
of the business. Those moments,
she says, help her stay grounded
and energized.

How Cristina Defines Success
For Cristina, success isn’t just
measured in closed deals or
production milestones. It’s also
about impact—the experience
clients have, the trust they place
in her, and the outcomes they
achieve together.

Ifs not
just about
closing deals.

but consistency—and trust P / . b “I want people to know I'm Looking Ahead with
earned over time. i . T _' : ¥ genuine and that I care,” she says. Momentum and Intention
: o~ “Not just about the transaction, With strong investor relationships
but about them.” already established and

. production steadily growing,
While her early experience was = y She also emphasizes the Cristina’s trajectory shows no signs
rooted in investment real estate, - \ 1 importance of education of slowing. But her goals remain
Cristina’s motivation goes far ¢ i ' e . throughout the process, centered on the same principles
beyond numbers. What drives L i ¥ ensuring clients understand that launched her career in
her most is the human side of oA b= | J e what’s happening at every step the first place: connection,
the business. e ki » N s rather than simply being guided authenticity, and service.

through it.
“Ilove helping people reach their ; ; i She’s clear about wanting to
real estate goals,” she says. “It’s | - ; At its core, her philosophy continue growing—not just in
a big transaction, and I want to i is simple: create value, volume, but in skill and impact.
be the person who helps them f communicate clearly, and leave
through it from start to finish.” | people better than they started.




YOUR TRUSTED HVAC PARTNER
FOR 75 YEARS! ‘

| want my
clients to feel

R 2

J
and taken

of every

step of the way. Owned &

Operated!

want to show people that you
can build a business that works
for everyone involved.”

AC Cleaning & Checks - Furnace Cleaning & Checks - AC Repair & Installation :
Furnace Repair & Installation - Heat Pump Repair & Installation o

Indoor Air Quality - 24/7 Emergency Service

In a competitive and often
fast-moving industry, Cristina
Luckey is building something
that stands out for a different
reason—not just how much she
sells, but how she shows up for
the people she serves. ¥

We Fix it Fast, so You Can Close Faster! RPRO '
402.333.2928 - HeatOmaha.com %|PARTNER
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GetMortgageResults.com Piano/Gun Safes * Assisted Living & More! FirefightersOnTheMove.com
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Tables, Chairs, Tents, Bars,
Drink Machines & More!
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MR. PICNIC
= T ——— OMAHA ——
PARTY & EVENT RENTALS

402.670.5995
MrPicnicOmaha.com

Commercial Cleaning
Multi Unit Housing

Carpet Cleaning

Drywall and Repair

Painting

Pre + Final Construction Cleaning

(402) 885-0544

morganfelix@ttrsomaha.com
Female + Family + Latinx + Veteran Owned

T b

STREAMLINE = Temgt

SERVICES

30 - June 2026

L iCHAGE

REIMAGINED

TERRY WATSON

GET READY TO RECHARGE IN 2026! The premier event
returns revamped as an exciting three-part series in a new
location, with fresh dates and a powerhouse lineup of
keynote speakers.

TERRY WATSON, known as “The AHA Guy," is a Certified
Speaking Professional (CSP) who delivers bold, humorous
insights designed to transform how professionals approach
business. With more than 20 years of experience and
thousands of clients worldwide, his wildly entertaining style
delivers practical lessons that solve real-world problems.

Choose a half-day or a full-day with lunch {$45/$70 for OABR

mermbers), Don't miss this inspiring relaunch—save your seat
today!

9:00 AM - 4:00 PM

JUNE 08

THE RELEVANT CENTER | 21220 ELKHORN DR



PARTNER SPOTLIGHT

BY DAVE DANIELSON
PHOTOS BY STACY IDEUS

I

A A HANDS-ON
] BUILDING SUCCESS

For Mike Gitt, the path into
remodeling wasn’t something
carefully mapped out in a
boardroom—it started in a high
g school shop class. That early
. exposure to working with his
hands, building furniture, and
learning the fundamentals of
craftsmanship left a lasting
impression that would eventually
shape his entire career.
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“I got into the remodeling
business through a high school
mentor,” Gitt explained. “Working
with tools, building things, that
was my favorite part of school.”

RENOVATION

That spark carried forward into
an 18-year journey in the trades,
including his early work in the

Omaha area and his first venture
as founder of Gitt Construction.
After selling that company, Gitt
returned to the industry with a
renewed focus, launching Mike

James Renovation—a streamlined,

relationship-driven business
designed to keep quality high and
operations simple.

A Simple Structure with

a Family Core

Today, Gitt has intentionally
scaled back from larger crews
and heavy overhead to a more
personal operation. Instead of
managing multiple vans and
employees, he now runs the
business alongside his son.

“I've had five or six employees
before, but now it’s my son and
L” he said. “We’re just keeping it
simple and doing quality work.”

His son, 22, has joined the
business full-time, learning
not just the technical side

of construction but also the
softer skills that define long-
term success in the trades—
communication, professionalism,
and respect for homeowners.

“It’s not just about the work,” Gitt
said. “It’s about how you show up
every day.”

Transforming Homes,
Transforming Lives

At the core of Mike James
Renovation is a simple mission:
help homeowners turn their
spaces into something that better
fits their lives. Whether it’s
kitchens, bathrooms, basements, or
full interior remodels, Gitt focuses
on detail-oriented execution and
clear communication from

start to finish.

“We’re dealing with someone’s
biggest investment,” he said. “Our
job is to transform that space so it
fits their lifestyle better and gives
them peace of mind.”
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That philosophy guides every his company is able to adapt embraced adoption as part of
project. For Gitt, remodeling is not quickly and work closely with his family story.“I adopted my
just construction—it’s problem- homeowners in ways larger firms two oldest kids almost 19 years
solving that directly impacts how often cannot. ago,” he shared. “They’ve always
people live day to day. known me as their dad.”
“We’re very detail-oriented and
“It’s about taking stress off their easy to work with,” he said. “We Today, he is also a proud
plate,” he added. “So they can enjoy don’t have the same overhead grandfather, adding another
their family and their home.” pressure, so we can generation to a growing family
be more flexible with legacy rooted in connection
‘ ‘ homeowners.” and responsibility.

It’s not just about the Work. That flexibility, His household is active and full,

paired with years of with sports, school activities,
7 b h experience, allows and constant movement
It s a o U t ow yo U his team to deliver shaping daily life.
h d 9 both efficiency
S OW U p eve I"Y GY. and craftsmanship “There’s always something
without sacrificing going on,” he said with a laugh.
personal attention.

A Life Built Around
What Sets His Work Apart Family First, Always Movement and Sports
In a competitive remodeling Beyond construction, family When he steps away from job
market, Gitt believes the plays a defining role in Gitt’s life. sites, Gitt gravitates toward
difference comes down to He is a father of five children, travel and athletics. A former
consistency, communication, and including twins and a younger college basketball player at
flexibility. As a smaller operation, daughter, and he has also the University of Nebraska at

Mike’s son, 22, works alongside him full-time, learning the Mike Gitt, owner of Mike James Renovation, brings a hands-on
craft and carrying forward the family’s commitment to quality. approach and decades of experience to every project.




he said. “That’s what really stays
with you over time.”

He credits his college coach for
instilling that mindset early on—
prioritizing people over accolades
and staying grounded in every

stage of life.
66

“Working alongside
my son and passing
this down means

everything to me.
That’s what makes it
all worth it.”

Today, that philosophy shows
up in how he works with
homeowners and how he builds
trust within his community.

A Unique Place to Call Home
One of the most distinctive parts
of Gitt’s story is where he lives:

Following the passing of

his father, Gitt made an
unconventional decision—he
converted a grain bin on the
property into a home.

STl \A Sorted

olale

“Ilive inside a grain bin,” he .
said. “It’s a unique piece of (ﬁ,t ,’/
our family history.” k
That structure now stands as

both a home and a symbol of W W
continuity—blending heritage,

practicality, and creativity in a

way that mirrors his approach g/
to life and work. W W

Building More Than Homes
For Mike Gitt, remodeling is Professional Organizing Services that
never just about walls, floors,
or finishes. It’s about people,
stories, and the spaces they
grow in. From his beginnings
in a high school workshop

Enhance Client Experiences &
Streamline Property Transactions

a family farm that has been in to his current role working ASK ABOUT
his lineage for more than 250 alongside his son, his journey OUR REALTOR
years. Originally settled in the late reflects a consistent thread: PACKAGES!
1800s, the property carries deep build well, stay grounded, and

generational meaning. invest in what lasts.

pr——r—m

Allison Brown & Megan Fraber
Professional Organizers & Co-Founders
402.915.0603

1031 EXCHANGES

Increase Your
Revenue in 2026

CONTACT ME
TO LEARN HOW

TC Fair

www.ipx1031.com/fair

312.520.0897
i

1EX,

Irrwestmmeni Property Ex:

Curb Appeal
Buyers Want It & Sellers Need It!
t‘_f R

NI

Fence & Gate Contractors

Buyers Want It &
Sellers Need It!

402.740.5390

Quality, Communication,
9 and Hospitality

Husband & Wife Team
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MORTGAGE
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STRATEGIC LENDING FORGENERATIONAL WEALTH.
TURNING LUXURY HOME DREAMS INTO LASTING LEGACIES.

Realtor Exclusive

In-stock carpet, pad & installation available at
, —$2. 00 $2.50, and $2.75 per sqft

;ST SERVIC TU

IING FLOORS

N |
vﬁ%ﬁm o K el 'I: s

Carpet, Luxury Vinyl, Sheet V|nyI Countertop Formlca and Ceramlc
for Kitchen Backsplashes, Showers, Fireplaces, and Floors.

JeremyWilhelm.com

WILL USE RED RHINO FOR LIFE! WENT ABOVE AND BEYOND!  CUSTOMER SERVICE

KIND AND EASY TOWoRK Wy e vavessosteawo—— WAS FANTASTIC!

Michaela T. Fnurissmm

Latren M.

t-+8 The #1 Roofer in Nebraska .
because of YOU! o

COULDN'T BE
HAPPIER!

Russell M.

VERY FAST AND FRIENDLY! w0 HICHLY RECOMMEND!

Shelby H. frcon M Donald B!

JOHN WANNIMNGER

The Realtors’ Roofer for a Reason! OWNER

Call us at (402) 502-4270 g &' )

or visit RedRhinoRoofs.com

38 - June 2026

Join Us For a Personal Tour and Learn About Our New Real Estate Program! Py |
Call to schedule your personal tour.

f‘fFLOORfashions k

floorfashionsomaha.com - 11339 P Street, Omaha

FIRST!

INSURANCE

AUTO, HOME, COMMERCIAL & LI
INSURANCE + MEDICARE

firstpriorityinsure.com
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FEATURED AGENT

MAGILTON

or Jen Magilton, real

estate has never been

just about transactions.
It’s about people, relationships,
and standing firmly in the role
of advocate when it matters
most. A real estate agent with
Better Homes and Gardens Real
Estate The Good Life Group,
Jen has built a career defined
by tenacity, deep care for her
clients, and an unfiltered
commitment to doing
right by the people
she serves.

BY DAVE DANIELSON
PHOTOS BY NATALIE JENSEN

Her path into the industry,
however, wasn’t linear—it was
personal, practical, and rooted in
a desire for something more.

From Corporate Structure to
Real Estate Freedom

Jen earned her real estate license
on November 1, 2003, after
years working at Quest, the
telecommunications company
formerly known to many
households across the Midwest.
While stable and structured, her
corporate role never felt like a
long-term fit.

“I just felt like I was never going
to really have a career there,”
she explained.

Encouraged by others who saw
her potential in real estate—and
after the birth of her second
son—Jen made a decisive shift.
She began taking classes while
still working, balancing both
responsibilities until she reached
a breaking point of clarity.

By January 2004, she took a leave
of absence. Within just a few
months, she left her corporate job
entirely and stepped fully into
real estate.

“I was just so motivated to do it,”
she said. “I wanted out of that
corporate life.”

That decision would reshape not
only her career, but her identity
as a professional.

A Career Built on Competition,
Connection, and Consistency
Today, Jen describes real estate

as a blend of personal fulfillment
and competitive energy. On one
hand, she thrives on helping
clients navigate major life
decisions. On the other, she
admits to a strong internal drive
to perform and improve.




“I like reconnecting with people,”
she said. “It doesn’t always have to
be because something is wrong—it
can just be catching up.”

That relational approach has
helped define her business over
time. She enjoys working with
buyers and sellers alike, especially
when she can guide clients
through high-stakes moments like
multiple-offer situations.

“There’s something exciting
about it,” she said. “Competing,
improving, and seeing if I can do
better than I did before.”

That quiet competitiveness
extends inward as well. Jen
constantly measures growth
not just in sales, but in personal
performance and consistency
year over year.

A Business Built Without
Buying Leads

One of the most

striking aspects

of Jen’s career

is how her business has grown: entirely

through referrals.

In more than two decades in real

estate, she has never purchased a lead.

“It’s all been word of mouth,” she said

matter-of-factly.

That distinction is not accidental. It

reflects a long-standing commitment
to client experience over marketing

shortcuts. Her business thrives on
relationships that continue long
after closing day.

For Jen, every interaction is an
opportunity to build trust that lasts.

Unlike some agents who
delegate showings or split client
interactions across teams, Jen
prefers a hands-on approach.

“I like to meet all of my clients,”
she explained. “I want that time
together. That connection matters.”

Her style emphasizes presence,
communication, and advocacy—
particularly when negotiating on
behalf of her clients. She doesn’t
hesitate to push for better outcomes
when needed, whether that means
renegotiating repairs or holding
firm in competitive negotiations.

Her clients, she believes, deserve
someone willing to “go to bat
for them.”

Jen is also candid about the
lessons she’s learned the hard

way. After years of working
without structured guidance,

she eventually joined Mike Ferry
Coaching—an experience she
says fundamentally reshaped her
approach to the business.

“I didn’t get into coaching until

I had been in real estate for 12
years,” she said. “Think of all the
habits I had to unlearn.”

That realization now informs her
advice to newer agents.

“Get into coaching early,” she said.
“Don’t wait. Don’t worry about the
cost—it’s an investment in yourself.”

She also stresses balance,
something she has worked
intentionally to maintain after
experiencing burnout earlier in
her career.

“You can’t be in real estate 24/7,”
she said. “It doesn’t make you a
better agent. You need space to
breathe and live.”

That balance now includes time
outside of real estate entirely—

especially stand-up comedy,
improv classes, and creative
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“It helps me laugh,” she
said. “And I think that makes
me better at everything else.”

When asked how she hopes
clients would describe her, Jen
doesn’t hesitate.

“Knowledgeable. Tenacious. And
someone who stands up for
them,” she said.

It’s that last part—
standing up for
people—that defines
much of her work.
Whether negotiating
contracts, navigating
challenges, or simply
staying in touch over
the years, Jen’s goal
remains consistent: to
be a steady, reliable
advocate.



More Than a Career—

A Life Fully Engaged
Outside of real estate, Jen is
also a mother to adult sons—
Gabe, who works in political
canvassing and studies urban
development, and Julian, who
is pursuing musical theater in
Chicago after graduating from
Millikin University.

for travel, including solo trips
across Europe and family
journeys abroad.

“I like to experience life,” she
said. “Even if it means doing it
on my own.”

That willingness to explore—
professionally and personally—
has defined Jen Magilton’s path.
And while her career continues
to evolve, one thing remains
constant: her commitment to
connection, authenticity, and
showing up fully for the people
in her world.

She also feeds a lifelong curiosity

Fe
Shop Up To 50 Lenders
Closings In As Little As 15 Days

Experienced Mortgage Professionals
Competitive Products

Clear Communication From Pre-Approval To Closing

L’ tenping o

| NMLS 2751065 | Lending-Right.com
402.370.8610 | Id@lending-right.com
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A New Brokerage Built for
Top-Producing Agents

-

Repurposed \

Special Coatings
Commercial
Residential/ New Builds

=24

RS & MORE

PROPERTY
MANAGEMENT

NHS

Commercial

YOUR PREMIER

Residential & Commercial
Property Management Company

DEEANN ROUNDY
Owner & Property Manager

402.512.3525 | HeartlandForRent.com

i

-

OMAHA'S CONCRETE
FLOORING EXPERTS

Get a Quote! » 712.898.9027 - RSWFloors.com

Locally Owned & Operated e Moving & Hauling e Junk Removal

Est. 2025
OMalA, N

From Curb Appeal
to Closing Day,

We've Got You Covered!

Ask About
Same-Day Hauling!
Nicholas Dembinski & Obi

402.409.0744 ©
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Mortgages with
your best interest
in mind.

Lauren Nissen
402.609.5928

LaurenEN@veridiancu.org
NMLS 1941335

Become the Voice of

Veridian
Your Local Market!

CREDIT UNION

WHAT A PODCAST DOES FOR
YOUR BUSINESS

It's betterto Give & Get!

CONTACT

« Positions you as the local real estate

PBeautyrest KING KOIL
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REALTORS, REFER A CLIENT
AND YOU BOTH GET

e

' IN-STORE CREDIT!
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@ (402) 671-0107 @ snoozemattresscompany.com

TEMPUR-PEDIC  Jualy  Sarta STEARNS

authority

« Builds relationships with referral partners
« Creates endless social media content
+« Generates trust before a client ever meets

you

« Keeps you top-of-mind with your

community

FREE PODCAST STRATEGY
SESSION

« We'll help you plan:

« Your show concept

« Your first 10 episode ideas

+ A guest list of local partners

« A simple recording setup

« A content system that fuels your

marketing

& (402)513-9208

wwwlocalstreammedia.com

© kyle@localstreammedia.com



PARTNER SP

BY JESS WELLAR

“The idea of breaking off on my
own to support multiple agents
truly came from seeing first-hand
how much time they were spending
managing transactions behind the
scenes, often 10-16 hours per file,”
Miranda Cormaci recalls. “Every
Realtor looking to hit the next level
and break through a ceiling in their
business needs true leverage. They
need a partner.”

Mirato Co. was born to be that bona
fide real estate partner. Founded by
Miranda in early 2022, the Nebraska-
based company was designed to give
agents their time back while elevating
the consistency and professionalism
behind every deal.

Born and raised in rural Nebraska
south of Omaha, Miranda returned
home after attending William

Penn University, where she earned
both her Bachelor’s in Digital
Communications and a Master’s in
Business Leadership. Her exposure
to real estate came during an
unexpected season, stepping into a
Director of Operations role in 2020
after being laid off from a corporate
casino marketing position during the
global pandemic.

In that new role, Miranda quickly
became the backbone of a growing
team, managing everything from
transaction coordination to marketing
and client care. It was fast-paced,
detail-heavy work that required
constant problem-solving, but it also
revealed a passion.

“I loved creating spreadsheets
and improving processes to make
more efficient systems,” Miranda
recalls with a grin. “Before long,

other admins started approaching
me to ask advice and I started
conducting seminars.”

“I was approached by many agents in
the brokerage asking for assistance
too, to learn how the process was
systematized, and asking for guidance
to get to the ‘next level’ with leverage,”
she elaborates.

As more agents and admin began
seeking her guidance, it became clear
there was a larger need for more
intentional, structured operational
support. That realization, paired

with encouragement from her now-
husband, ultimately led Miranda to
take the leap into business ownership.

From day one, Mirato Co.
has focused on doing the
behind-the-scenes work
exceptionally well. The
company provides
transaction
coordination




| strive to deliver a high-touch,

LUXURY EXPERIENCE
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across Nebraska and Iowa, guiding
agents from contract to close with
careful management of timelines,
contracts, communication, and all
parties involved.

What sets the business apart, however, is
not just what they do, but how they do it.
Every step of the process is handled with
intention, from how communication is
delivered to how clients are supported
throughout the transaction. The

name “Mirato,” meaning “targeted,”
reflects that approach with thoughtful,
specialized support designed to bring
clarity and consistency to a process that
can often feel harried.

“In the midst of chaos, we have a steady
and true method to navigate every
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transaction with a strong sense of calm
and clarity,” she affirms.

Today, Miranda leads a team of five,
including three transaction coordinators,
a listing manager, and an executive
assistant, each playing a defined role

in creating a seamless experience for
Realtors. The company operates fully
remotely, while still maintaining a strong
presence within the local real estate
community through events and in-
person meetings as needed.

The Partner Behind The Production
For agents looking to grow, Miranda

sees one consistent challenge: time.

The demands of managing contracts,
coordinating communication, and
keeping transactions on track can quickly

pull agents away from the very activities
that drive their business forward.

“With structured support in place,
agents are able to stay in their role as
the client-facing expert and negotiator,”
Miranda explains.

Mirato Co. steps directly into that gap,
allowing agents to focus on relationships
and growth without sacrificing the
quality of the transaction experience.

“We are tackling all the paperwork,
signature chasing, compliance auditing
requests, appointment scheduling,
general communication — all while
providing our agent partners an open
ear to listen or a shoulder to cry on,”
Miranda shares.

That level of support has helped more
than 70 top agents streamline their
businesses over the past four years,
with much of the company’s growth
driven by referrals from those same
appreciative agents, a handful of
lenders, and title partners who have
experienced their support firsthand.
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CONTACT
us!

At the end of the day, THIS PROCESS IS
ABOUT MY CLIENTS/ /‘—Jfﬂw”/ " To learn more about Mirato Co.

or connect with Miranda Cormaci, visit
www.miratoco.com or call/text

Family Life And What’s Ahead 402-677-9320 to schedule a
Beyond her business, Miranda’s life has consultation today

recently entered a new chapter. She and
her husband Jack, who owns and operates
Cormaci Construction, eloped just weeks
ago after four years together, bringing
together two entrepreneurial mindsets
that understand both the demands and
rewards of business ownership.

On weekends, much of their time is
spent on their 40-acre property just
outside of Omaha with their French
bulldog, Reggie. The couple recently
completed a modern lean-to style cabin
and have plans to continue developing
the land with construction of an
additional pond, trails for walking and
ATVs, and even a private shooting range
as part of their long-term vision.

Depending on the season, Miranda
enjoys settling into quieter hobbies

like reading, hand-knitting blankets,
and working through her growing
collection of puzzles, while also making
time to travel both domestically and
internationally when schedules allow.

Looking ahead, as the real estate
industry continues to evolve, Miranda
sees a clear trend toward more
structured, team-based support systems,
where agents rely on specialized
partners to maintain consistency while
scaling their businesses.

“One of the biggest shifts has been how
much more complex and fast-moving

transactions have become,” she elaborates.

That complexity is exactly where Mirato

Co. thrives, and Miranda has remained who continue to fuel the company’s “To know that our efforts as a dedicated
intentionally connected to the local real growth through referrals. partner brought solace and comfort
estate community as a member of the to our agent partners’ clients really
Women’s Council of Realtors, frequently At the heart of it all, the work solidifies the ‘why’ behind what the
hosting networking opportunities, remains deeply fulfilling to Miranda company does,” she concludes. “We are
participating in REBar events with staff, as “the steady point in a process here to make a difference and to ensure
and maintaining strong relationships that moves quickly and involves a that one of the biggest life milestones
with agents, lenders, and title partners lot of moving parts.” feels just a little less stressful.” %
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A Lending Experience
with a Personal Touch

& Professional Speed!

Lisa Brodersen
402.689.1523

Senior Loan Officer » NMLS# 1181672

Strategies to Win in Competitive Markets Accessible
Compassion & Determination to
Uncover Loan Solutions Others Overlook

| am authorized to do business in the states of
Nebraska, lowa, Wyoming, and Florida. Guild
Mortgage company is an Equal Housing Lender,
Company NMLS ID 3274

(www.nmlsconsumeraccess.org). All information, loan
m O r t a e programs and interest rates are subject to change
without notice. All loans subject to underwriter

approval. Terms and conditions may apply.

BETTER COVERAGE
STARTS HERE. 3\ ek

QL AHA HETZO

HOME AUTO LIFE RENTALS & MORE

7

Professional Home Staging That Makes Your Listings

STAND OUT.

Angela Markham
Owner & Operator

O (402)-380-0145 AXNTINSURANC

Contact us today!
402.915.1325

AXNT INSURANCE
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Print Me More!

Were you, the team or your
business featured in an issue of
Real Producers? Want a copy of
your article or full magazine that
you were featured in?

Reprints!

What the heck is a reprint? A reprint
is a four- or eight-page, magazine-
quality-grade paper with your

full article and photos and you

on the cover of the publication.

Why do | need those?
These reprints are a professional
marketing tool that can help brand
you, your team and/or your business.
» Use on listing appointments.
* Send out to friends and family.
* Send to clients with your

holiday greetings.

Omaha’s Trusted Pest Control Partner

Since 1975

You Can

On Us!

EN:

TERMITE & PEST CENTRGE"

Residential & Commercial
Extermination

Specialists in Rodents,
Ants, Termites,
Fleas & More!

—— Contact us today for a free estimate!

402.397.8884 ¢ LienPestControl.com
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OMAHA

REAL PRODUCE

Lisa Jansen
Bartholow

ALWAYS LOVE
WHERE YOU LIVE

Brokers can use as
recruiting tools for
capturing new talent.
Use when farming your
favorite neighborhood.

What if | changed
companies or need
something corrected
in my article?

No worries! We can make
any changes needed.

We send you a proof,

Ql PRODA

MAY 2026

RS.

Partner Feature
RACHEL PIERCE
OF ONE GOAL
MORTGAGE
Agent Feature
ADREA CLARK
GILLIAN HANUS

Event Recap
TOAST TO
THE TOP

you approve, and then they
are sent to you via FedEx.

Who can buy these?

The REALTOR® who was
featured, the broker, our
partner or family. Anyone
who wants to promote you!

How do | order?
Email stacey.penrod@
realproducersmag.com

or give us a call at 402-677-7744.

QUIET CONFIDENCE.

L ]

LOUD RESUETS.




COME HAILOR .
HIGH WHTER,

WE'LL GET YOUR
TRANSACTIONS
TO THE CLOSING
TABLE ON W’ =/

JEEESSII RIS

THE RIGHT
LENDING PARTNER|

nalized Mortgage Solution
Itgty|Sp d|Umtth

Y

FULL SERVICE MOVES | EFFICIENT & RELIABLE
LOCALLY OWNED & WOMEN-LED

OOOOO

Your Go-To for Storm
Restoration for Roofing,
Gutters, and Siding

LUCAS RUWE

o 10,0614 'SQUAREUP"'

EST+ EXTERIORS 2025

Kira McGahan
712.899.6265 6
MoversAndShakersNE.com®

0.com | miranda@miratog

SquareUpExteriors.com




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Your client’s journey
toward buying a home
starts with West Gate Bank®

Our local lenders are here to help your
clients every step of the way.

Michael

James

Mortgage Lending Team

0:402.291.9595
C:402.660.8483

mjames@westgate.bank

NMLS# 491134

Guthrie
Steen

Mortgage Lending Team

0:402.758.8727
C:402.490.0509

gsteen@westgate.bank

NMLS# 400111

Tyler
Peterson

Mortgage Lending Team

0:402.758.8716
C:402.657.9849

tpeterson@westgate.bank

NMLS# 406012

Michael
Bittner

Residential
Construction Lending

C:402.758.8730

mbittner@westgate.bank

NMLS# 408474

WEST GATE BANK.

Our interest is you

westgate.bank | member FDIC

NMLS# 292134 .@n_:
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