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PRMG

REAL ESTATE®
PARTNERSHIP
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& SOLAR OF REALTORS

The Real Estate Partnership Program allows the owner of a real estate enterprise to become a W-2
employee of PRMG as a Branch Manager or Business Development Specialist to hire loan originators and receive
distributions of profits once realized in a highly controlled business model.
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Absolute best industry marketing tech stack - Credit union and small bank partnerships available

Direct seller/servicer with Fannie, Freddie + [TIN, asset depletion, renovation, HECM and many

and Ginnie Servicing portfolio other niche products

Multiple lead generating verticals - Lead monitoring for FICO changes, debt, listings,

Consistent two-week closings mortgage inquiries and more .
Multiple brokering outlets + In-house decisions for all products

No overlays + Affinity Partnership Program 25 PPAR m:FILIATE OF THE YEAR

Let’s Partner' Call TODAY for Details! Z@CI( CSTARI(

\. 719.428.1020

BRANCH MANGEH ¥ jdpeck@prmg.net

......

| P R TR COROOFING.COM - 719-232-8747



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!

ASSISTANT TASKS
The On-Call Assistant
theoncallassistant.com

BUILDER

Structure Custom Builds
(719) 649-7195
structurecb.com

CUSTOM FRAMING
/ ART GALLERY
Orly’s Art Gallery &
Custom Framing
(719) 630-3371
orlysgallery.com

ESTATE SALES

Blue Moon Estate Sales
(719) 494-3659
bluemoonestatesales.com/
colorado-springs

ESTATE SALES & AUCTIONS
Schur Success Group

(719) 667-1000
schursuccessgroup.com

EXCAVATION SERVICES
Absolute Excavating, LLC
(719) 440-6000
absoluteexcavatinglic.com

FENCE BUILDER

H & H Fencing and
Landscape Solutions
(719) 291-4145
handh-fencing.com

FLOORING
HOMEstretch

(719) 900-8257
home-stretch.com/cos

GENERAL CONTRACTOR
Wickham’s Workbench
(719) 632-5117
wickhamsworkbench.com

GIFTS

Leah’s All Occasion
Baskets, LLC

(719) 280-2341
leahsalloccasionbaskets.com

GLASS REPAIR

Lightning Glassworks & Screens
(719) 649-4001
fastglassrepair.com

HANDYMAN

H & H Fencing and
Landscape Solutions
(719) 291-4145
handh-fencing.com

On Top Roofing & Restoration
(719) 432-9886
ontoproof.com

Wickham’s Workbench
(719) 632-5117
wickhamsworkbench.com

HEALTH INSURANCE PLANS
Katherine Moskal Health Plans
(303) 900-5666
moskalhealthplans.com

HOME IMPROVEMENT
That 1 Painter

(719) 491-7031
thatlpainter.com/
colorado-springs

HOME INSPECTION

Brick and Mortar Home
Inspection Inc.

(719) 648-2835
bandmhomeinspections.com

Ground Floor Home Inspection
(719) 641-1555
groundfloorhomeinspection.com

Inspections Over Coffee
Bryan Zenner

(720) 845-5282
InspectionsOverCoffee.com

HOME PREPARATION SERVICES
HOMEstretch

(719) 900-8257
home-stretch.com/cos

HOME WARRANTY

Home Warranty of America
Ali Romero

(719) 977-4137
www.hwahomewarranty.com

HVAC

Cheyenne Mountain HVAC
(719) 330-1839
cheyennemountainhvac.com

INSULATION

Koala Insulation
(719) 394-0033
koalainsulation.com/
colorado-springs

YOUR

FOR REAL ESTATE SUCCESS
BILLS

Plumbing & Drain

SPECIALIZED PLUMBING SERVICES
FOR REALTORS & PROPERTY MANAGERS

« Pre-listing Inspections to ensure properties are in top condition

« Water Heater Repair/Replacement for updated and reliable systems
« Sewer Line Inspections & Repairs to avoid costly surprises

« Quick, Reliable Service for Closing Deadlines

« Emergency Plumbing Services available when time is of the essence

Contact us today

(719) 598-4775 | billsplumbinganddrainservice.com
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INSURANCE

American Family Insurance,
Sam Brossard Agency

Sam Brossard

(719) 370-9729

amfam.com

JUNK REMOVAL
HOMEstretch

(719) 900-8257
home-stretch.com/cos

LANDSCAPER
Freedom Landscapes
Zack Langston
(719) 301-4000
freedomlandscapes.co

H & H Fencing and
Landscape Solutions
(719) 291-4145
handh-fencing.com

MARKETING

Connect Grafiks & Marketing
(719) 679-2626
connectgrafiks.com

MORTGAGE
Central Bank
centralbank.net

Fidelity Mortgage Solutions
Vaughn Littrell

(719) 290-0415
vaughnlittrell.com

Low Cost Mortgage
Mike Floren

(719) 362-0439
LCMLoans.com

Masters of Lending Team
Eric Newman

(719) 313-3570
mastersoflendingteam.com

Mortgage Solutions Financial
Leanna Hardwick

(719) 283-9577
mortgagesolutions.net

NFM Lending
Mary Greenwood
(719) 649-6656
nfmlending.com

Paramount Residential
Mortgage Group, Inc.
JD Peck

(719) 428-1020
jdpeck.lender.marketing

Rate

Andrew Deyo
(719) 725-1024
rate.com

MOVING COMPANY
Coleman Worldwide Moving
(719) 602-9617
colemanallied.com

ODOR REMOVAL
1-800 WATER DAMAGE
of Colorado Springs
(719) 684-9200
1800waterdamage.com/
colorado-springs

OUTDOOR LIVING
Freedom Landscapes
Zack Langston

(719) 301-4000
freedomlandscapes.co

PAINTER
HOMEstretch

(719) 900-8257
home-stretch.com/cos

Simplify Painting
(719) 502-0606
simplifypainting.com

That 1 Painter
(719) 491-7031
thatlpainter.com/
colorado-springs

PHOTOGRAPHER
Capture Life Photography
(719) 789-5558
capturelife.photo

Casa Bay Photography
(541) 213-5435
CasaBayPhotography.com

PHOTOGRAPHER |
REAL ESTATE MEDIA
Black Clover Media
(719) 357-5273
blackclovermedia.org

Freedom Real Estate
Photography
Ryan Warrum
(719) 675-5115
freedomrephoto.com

PLUMBING

Bill’s Plumbing & Drain

(719) 598-4775
billsplumbinganddrainservice.com

PROPERTY MANAGEMENT
All County Colorado Springs
Property Management

(719) 445-7172
allcountycs.com

RADON TESTING

AND MITIGATION
ExperTech Environmental
(719) 568-9142
expertechenvironmental.com

REMODELER

Wickham’s Workbench
(719) 632-5117
wickhamsworkbench.com

ROOFING

CO Roofing & Solar
Zack Stark

(719) 232-8747
www.coroofing.com

On Top Roofing & Restoration
(719) 432-9886
ontoproof.com

SEWER SCOPING
Absolute Excavating, LLC
(719) 440-6000
absoluteexcavatinglic.com

SOLAR

CO Roofing & Solar
Zack Stark

(719) 232-8747
www.coroofing.com

STAGER

Elegant by Design

(719) 582-2999
elegantbydesignstaging.com

TITLE & ESCROW
Chicago Title of Colorado
(719) 602-9431
colorado.ctic.com

Empire Title of Colorado Springs
(719) 884-5300
etcos.com

TRANSACTION COORDINATOR
Avenue Transactions

Olivia Roemer

(941) 518-7401
avetransactions.com

TranscendCO
Karen Harvey
(719) 238-5707
transcendco.net

WATER DAMAGE
RESTORATION

1-800 WATER DAMAGE
of Colorado Springs
(719) 684-9200
1800waterdamage.com/
colorado-springs

WINDOW REPLACEMENT
Lightning Glassworks & Screens
(719) 649-4001
fastglassrepair.com

Windows America
(719) 337-5851
windowscoloradospringsco.com

WINDOW SCREENS

Lightning Glassworks & Screens
(719) 649-4001
fastglassrepair.com
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Meet
The

Team

Cledn Lines.
Fresh Paint.

!
Brian Gowdy Tabby Halsrud Sue Hunyady
Publisher | Advertising Sales Editor Ad Specialist
719-313-3028 cosrealproducerscontent@n2co.com COSads@realproducersmag.com

brian.gowdy@n2co.com

CLIENTS.

Stefy Ruiz Heidi Mossman Maria Bay
Event Coordinator Photographer Photographer
719-789-5558 541-213-5435

a ._-I\I’\

]
Aimee Garske Sara Cripe
Client Concierge Social Media Manager
sara@connectgrafiks.com

We make painting
effortless—so you can
focus on what you do
best: selling homes.

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.

Our Vision for

Colorado Springs N ° r,
Real Producers: I I I ¥
To elevate the culture in

A

real estate so agents and PCI i nti ng

vendors know each other
better and treat each other
more humanely. Better
communication results in
smoother transactions, happier
clients and more repeat
business for everyone involved.

719-502-0606

simplifypainting.com
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PUBLISHER’S NOTE

Social Media (Dis)engagement

This March marks six
years since I became the
Publisher and Owner of
Colorado Springs Real
Producers. The first issue
I ever put out was our
March 2020 edition with
Lauren Schneider on the
cover, just weeks before
the world—and the real
estate industry—shifted
in ways none of us

could have predicted.

Brian and his dad, John, flying the
drone he got for Christmas on a
very cold day in Rock Hill, SC. feels like none of

In many ways, it

us have worked in
what we would call a “normal” market since then. We’ve
seen periods of intense activity, historically low interest
rates, record demand, and then a sharp slowdown that
forced everyone to recalibrate. Whether today’s market
is truly “normal” or simply feels strange compared to
what came before, one thing has remained constant: this
business is deeply human, and it’s built on connection.

ol NN

Family-owned and operated since 1990
- T —
35+ years in business

Glassworks & Screens

Trusted Window Repair for
Time-Sensitive Transactions!

Lightning Glassworks & Screens is a mobile glass, window
and screen repair and replacement service trusted by real
estate professionals. We service residential, commercial, and
apartment properties—"Glass in a Flash!"

:

Hours 8-5 Mon-Fri // Install Hours 9-4 Mon-Thurs E a

Your Go-To Partner for Inspection Repairs

719-649-4001 * www.lightning.glass  [m]
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When I started, I built my reputation on social media. I met
with three to five real estate agents per week and, each time,
I'would make a social media post promoting them. My goal
was to build as many relationships as possible and leverage
social media to get my name and face out to the real estate
community. And while I still meet with agents and make posts
promoting them today, I've hired the majority of my social
media posting and engagement out to Tabby, our Editor—who
does a fantastic job! While that solved a practical problem,

it came with a cost I didn’t fully recognize at the time.

By the beginning of this year, I noticed something unexpected.
I felt more disconnected from my friends in real estate than
I'had in a long time—and with that came less confidence and
less momentum. While I'm constantly meeting new people

in real estate, I wasn’t staying connected as I used to with my
existing friends in the industry. While social media has its
downsides, it’s good for staying in touch with a large, fast-
moving community where time is the most valuable resource.

This year, I'm being more intentional about reconnecting.
More personal outreach. More coffee meetings with no agenda.
More social media engagement, even when the algorithms
make it difficult. Because no amount of efficiency can replace
real connection, and no business grows in isolation for long.

If there’s a takeaway here, it’s this: connection is not
optional. It’s foundational. In real estate—and in life—
the strongest businesses are built by people who stay
present, stay engaged, and keep showing up for one
another, even when it would be easier not to.

Thank you for reading this publication, for prioritizing it in

the middle of busy seasons, and for sharing in our mission

to elevate the culture of real estate in Colorado Springs. And
thank you for supporting our advertising partners, all of whom
have been vetted and referred by top agents in this community.
They understand this business, they know how to serve you
during a transaction, and they’re motivated to earn your trust.

I'm grateful to be on this
journey with you—and I'm
looking forward to what we
continue building together.

Brian Gowdy

Publisher | Advertising Sales
719-313-3028 | brian.
gowdy@n2co.com

Brian and his mom, Lori, on
Christmas in Charlotte, NC.

Brick and Mortar

HOME INSPECTIONS, INC

Conhfidence Yo

Inspecﬁa

ONLINE BOOKING AT gy - ONLINE

BandMhomelnspections.com -. E - Y gy ] K SCHEDULING

Speak to our customer care team at e il ¥
719-648-2835 28 MADE EASY

)
i\

AVEiEUE TEANBEEFIDHE

HIGH PERFORMANCE LEVERAGE
FOR REAL ESTATE PROFESSIONALS

Let us handle the paperwork

while you close more deals.

Agent Centric - Client Focused Services
that earn you more repeat & referral

L WRIRANSACOnS

Reflections
from the Editor

Across these stories, a clear throughline
emerges: the most sustainable real estate
careers are built on alignment, not adherence
to a formula. Each agent entered the industry
through a nontraditional path, bringing with
them skills shaped in other professions such as
discipline, communication, systems thinking,
marketing, and relationship-building, and used
those strengths to create businesses that reflect
who they are. Rather than chasing industry
norms or replicating someone else’s model, they
built practices rooted in authenticity, allowing
personality and values to guide growth.

Another defining theme is reinvention; these
careers took shape amid disruptions like
personal transitions, economic uncertainty,
market shifts, and structural changes
within teams and companies. The agents
leaned into change modeling resilience,
clarity, and intentional decision-making
around how to collaborate, when to lead,
and where to protect time and energy.

These stories underscore a people-first
philosophy that transcends production
metrics. Clients, referral partners,
colleagues, and communities are central
to business. Trust, education, consistency,
and service generate momentum that
outlasts market cycles and trends. Together,
these stories offer a compelling portrait of
modern real estate success: careers built
deliberately, businesses designed to serve
both clients and life, and growth defined
by purpose as much as performance.

I hope you enjoy reading this
month’s feature stories!!

Tabby Halsrud
Editor
cosrealproducerscontent@n2co.com

Colorado Springs Real Producers - 9



Generate more
revenue with more
disposable time!

The On-Call Assistant is the leader
in as-needed real estate services.

We handle your to-do list with local

& remote pros, so you can focus on
high-value tasks—or just breathe.

& —
e

i y

‘J | L

The On-Call Assistant
Michael Shenuk

CEOQO/Co Founder

Aimee Garske
COO/Co Founder

%@E Theoncallassistant.com
4 3 719-208-4605

e oom

OH

Check Out Our

New Website!
Now offering our
online store
featuring some
amazing pieces and
other items that
we've collected over
the years.

%}};3@:% orlysgallery.com

— N g3 719.630.3371
/&‘ 730 South Tejon,
: Colorado Springs

& RESTORATION

@ROOHNG

% :
.,u$’ Quality roofing with a personal touch.
L}
] We treat every project with care
and clear communication.

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

ROOFING * GUTTERS ° SIDING - WINDOWS * PAINT
FENCES * DECKS * HANDYMAN SERVICES

€€
On Top Roofing had been my go to roofer for more
than a decade. Chris is honest, responsive and
takes great care of my client before, during and L
- b S

after everything we have ever sent their way.
-Tiffany Lachnidt

»”»

"= CONTACTUSTODAY * §

OnTopRoof.com BE—B
719.432.9886
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THE DREAM 1S

THE

1S SOLD SEPERATELY.

SOLUTIONS

Vaughn Littrell
Vlittrell@fidelityms.com

(719) 290-0415
NMLS # 1092985

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

Regulated by the division of Real Estate




RISING STAR

CASA BAY
PHOTOGRAPHY

TURNING DRIVE INTO DIRECTION
IN COLORADO SPRINGS REAL ESTATE

ydney Burnett was
born and raised in
Austin, Texas, but
Colorado had long
been woven into the rhythm of
her family life. She recalls ski
trips, backpacking excursions,
and climbing 14ers alongside
her family growing up. After
graduating high school, that pull
west became undeniable, leading
her to enroll at Colorado Mesa
University in Grand Junction.

Burnett initially pursued business
and hospitality management,

but her academic path evolved
in unexpected and formative
ways. She studied abroad

during her final year, spending
time in London working in

press and publicity; and upon
returning, she expanded her
studies, adding a second focus
and ultimately graduating with

a double major in marketing.
The blend of consumer-focused
business, strategic marketing,
and real-world experience would
later become foundational to

her professional approach.

After graduation, Burnett’s career
took her to Duluth, Minnesota

— a place the Texas native

jokes was “the coldest place

on Earth.” Despite the climate,
she stayed for the work she

loved. She joined the northern
Minnesota District Office for
Farmers Insurance as an Agency
Business Consultant, where she
supported agents in building

and scaling their businesses.

Her role spanned recruiting,
prospecting, lead generation,
networking, social media strategy,
and event planning — sharpening
the advisory, branding, and
leadership skills that would later
define her success in real estate.

While in Duluth, Burnett faced

a financial reality check at Age
23 when she realized she was
paying “mortgage money” on
rent for a small apartment.
Instead of renewing, she decided
to buy a house. She approached
the process head-on. “I woke up
one morning and impulsively
Googled how to buy a house,”
she said. “I then bought a house,
flipped it, made a nice chunk

of change when I sold it — and
that was it. I was fully ingrained
in real estate.” She purchased
when interest rates were low
and later sold during the COVID-
era market, turning a profit.
That experience, paired with
her role supporting insurance
agents, became a turning point.
Her real estate agent — a friend
from the Duluth Chamber of
Commerce — gave her a behind-
the-scenes look at the profession,
and Sydney knew she wanted in.

Burnett began to see how similar
it was to what she was already
doing in the insurance world.

“I saw how closely real estate
mirrored what I already loved
doing,” she said. The difference

was emotional connection. “Most
people don’t wake up excited to
go buy car insurance. A house is
different. Buying a home is not
just a financial decision — it’s
an emotional commitment to a
future. Helping someone buy

a home means helping them
protect their future wealth; it’s
stewardship of your client’s
biggest investment; and I love
that level of connection and
true relationship building

that comes from that.”

By 2022, Burnett had sold her
home in Minnesota, and relocated
to Colorado Springs with her
boyfriend and her dog. She
earned her real estate license in
June of that year, stepping into
the industry amid a significant
market shift. Rather than seeing
the timing as a setback, she
viewed it as an advantage that
she intentionally embraced.
“The rates were no longer what
they were in COVID,” she said.
“That turned out to be a huge
blessing. It forced me to build
real skill — not shortcuts. I had
to learn how to sell, negotiate,
and advocate at a high level, and
how to truly take care of clients."

In 2024, she closed 42 units for
approximately $16.8 million in
volume, with less than 2.5 years
in the industry. In her most
recent year, she closed 32 units
for approximately $13.5 million
in volume, amidst going through
a transition. Burnett had been
on a team since she joined real
estate but had always looked
ahead and envisioned growth

as both an independent agent,
and potentially starting her own
team one day. She continued to
grow her business on a team
through September 2025, until the
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WE'RE ALSO ALL REALLY COMPETITIVE. SO
WE PUSH EACH OTHER TO BE BETTER. 99
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team she was on unexpectedly
dispersed and parted ways,
accelerating her timeline to
becoming an independent agent.

During that time, she and several
colleagues—Drake Guidry,

Aidan Pena, and Brandon
Tomic—ended up making the
collective decision to transition
to eXp Realty—separately, but
together—as independent agents.
“I think what was holding me
back initially from leaving a
team and becoming independent,
was the people”. Having that
element that comes with being
on a team was important to

me. I thrive in an environment
where there’s a sense of
collaboration, communication,
accountability, and friendly
competition; and I didn’t want

to lose that aspect by going
independent. Neither did the
guys, so we made the intentional

o,

but uncommon move to go over
together, but independently.

“We all already knew and
trusted each other’s work

ethic,” Burnett said. “We all

have really high standards as to
how we conduct our business
and the collaboration element

is there for constant growth

and accountability.” While
operating independently, the
group continues to support

one another by partnering on
resources and expenses, client
events, sharing office space,
covering showings when needed,
and more. The dynamic allows
them to maintain autonomy
while benefiting from genuine
camaraderie. “We’re also all really
competitive,” she added. “So we
push each other to be better.”

Looking ahead, Burnett is ready
to take control of anything that
comes her way. “I feel like 2025

was a year of progress that really
built a smarter foundation. It is
my opinion that discipline isn’t
something you lose when life
changes; it simply changes form.
When circumstances shift, the
expression of discipline evolves.
What once looked like rigid
schedules, constant hustle, or
external pressure may later look
like consistency, boundaries,
patience, or restraint. This year is
going to be about getting sharper,
expanding, more opportunities,
and really continuing to build
momentum and love on my
people,” Burnett said.

Outside of work, Burnett is
deeply outdoors-oriented. She
skis when she can, enjoys hiking,
backpacking, and rafting, and
prioritizes travel, even if it’s just
“two nights anywhere on the
map.” She also enjoys live music
and concerts, DIY home projects,
and has a long-term interest in
flipping homes and building

out her investment portfolio.

Throughout her journey, Burnett
credits the people around her
for keeping her grounded and
moving forward, with grace
and ambition. “If you fall,
laugh about it and get back
up,” she said, reflecting on the
mindset her family instilled in
her early on. The unwavering
support of family, friends, her
boyfriend, colleagues, mentors,
and fellow professionals has
shaped her career just as
powerfully as her own drive.

From Austin to London, Duluth to
Colorado Springs, Burnett’s path
has been defined by momentum,
adaptability, and a willingness to
learn by doing. In real estate, she
has found a field that matches
both her energy and her tenacity,
with room to grow in every
direction she’s willing to explore.

WE LIVE HERE.

While other lenders like to talk about their “local” roots, Mortgage Solutions Financial has been Colorado Springs’
hometown lender since 1995. And over that time, we've helped more than 130,000 families find their perfect loan.
S0 when you're ready to buy, we're ready to help. Because we love to lend where we live.

i

!

£ \ s e \
EJ‘-J‘EA"‘L{ O e \Df:if"; VY
I

e . .
__J soldtionsfinancial

mortgagesolutions.net

Apply Now Leanna Hardwick Selander

Branch Manager, NMLS # 232051, LMB 100020544

(719) 660-5370

Leanna. Hardwick@MortgageSolutions.net
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Low Cost

Mortgage

SAVE
THOUSANDS

WE ARE GOOD, FAST AND
CHOOSE TO BE CHEAP

MIKE FLOREN,
OWNER

NMLS #1574886

PROUD TO
SERVE
COLORADO
SPRINGS

Call for a home
insurance quote today!

Boost Your Real Estate Offerings!

)8 BL“i.IE MN

MIKE@LCMLOANS.COM

720-448-6610

Go gle 719-362-0439

5 STAR RATED

2226 E Boulder St.

Colorado CO 80909

Samuel Brossard, Agent

Brossard & Associates, Corp
5528 Library Ln, Unit B, Colorado Springs, CO 80918
(719) 370-9729 | sbrossar@amfam.com

LCMLOANS.com/RATES
A Fresh Approach to New Beginnings

Moving, downsizing, relocating, or tackling a
cleanout? We handle everything—from setup to
pricing to sale day—making it easy to sell your
belongings stress-free!

AMERICAN FAMILY
CinsSuRANCE B

Inzure carefully, droam fearlessly.

HOME | AUTO | LIFE | BUSINESS | FARM & RANCH

Contact us

: 2@;{ (719) 494-3659

Bluemoonestatesales.com/colorado-springs

Low Cost Mortgage LLC NMLS #2357261. Low Cost Mortgage is not endorsed by, or acting on behalf of or at the direction of the U.S. Department of Housing and
Urban Development, Federal Housing Administration, The Veterans Administration, The U.S. Department of Agriculture or the Federal Government. All the programs
are subjected to credit and income qualification. This is not a guarantee of financing or a firm offer of credit. CENBER
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STANDOUT AGENT

Steve Herron

A CAREER BUILT ON PEOPLE, PERSPECTIVE, AND PURPOSE

teve Herron did not begin his
professional life in real estate.
He was born in Russellville,
Alabama, a small town in
Franklin County in the northwest corner
of the state, and spent much of his early
career in publishing and sales. “My
background is in publishing, so I kind
of fell backwards into distribution,”
Herron said. He started on the
fulfillment side of the business, working
in a warehouse that handled online
orders for Books-A-Million during what
he described as “a very active time when
Harry Potter was big.” Over five years,
he worked his way up to assistant buyer,
which placed him in regular contact
with publishers across the country.

That exposure led to nearly two decades
in publishing, sales, and management
roles. After earning a marketing degree
while working full time and raising

a family, Herron accepted a position
managing the Southeast territory for
independent bookstores. The role
turned him into what he called a “road
warrior,” traveling throughout the
Carolinas, Florida, Tennessee, Alabama,
and Georgia while representing multiple
publishers. In 2007, that chapter ended
abruptly when the entire sales team
was laid off in a single conference call.

Herron transitioned into newspaper
advertising sales before receiving
another unexpected opportunity. A
publisher offered him an in-house
role, prompting a family move. In

CASA BAY
PHOTOGRAPHY



2008, the Herron family relocated

to Colorado Springs, bought a home

in Briargate, and began building a
new life in the community. Over the
next several years, Herron navigated
additional industry shifts, including

a year in Bentonville, Arkansas,
working as a category specialist for

a Walmart vendor, followed by a
return to Colorado Springs to work for
NavPress, a division of The Navigators.

After almost 20 years in publishing,
Herron felt ready for a change.
Following the passing of his father in
2013, he made a deliberate decision
to leave the industry. “After settling

my father’s estate, we had a buffer to
dream and think and change some
things up,” he said. Real estate had
long been in the back of his mind as
his sister has been in the business
since the early 1980s, and his own
agent in Colorado Springs encouraged
him to consider becoming an agent.
Herron studied for the licensing
exam in 2016 and passed on his first
attempt, which was a huge relief.

Once officially licensed in January,
2017, Herron went full time in July of
the same year and has been pressing
forward ever since. He credits his
strengths as a project manager and
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I have the heart of a
teacher and a coach,
because I make sure
they know what'’s
happening next,
and what to expect.”

problem solver for shaping how he
works with clients, especially first-

time buyers. “Working with first time
home buyers... it just seems like you’ve
really helped them launch their life
into investing for the future,” he said. “I
have the heart of a teacher and a coach,
because I make sure they know what’s
happening next, and what to expect.”

Herron is intentional about how he
shows up professionally. He said his
approach centers on honesty, integrity,
and transparency. “I don’t ever want

to come across needy, pushy, or forcing
someone’s hand,” he explained. “I want
people to know what they’re getting
into.” He described pointing out flaws
during showings and documenting “the
ugly parts” of properties so clients fully
understand what they are buying. Being
present matters to him as well, whether
that means attending construction
meetings or making sure clients feel
they received full value for his work.

Outside of real estate, Herron is deeply
connected to his community. He walks
daily, frequents local coffee shops,

and enjoys getting to know business
owners and neighbors. He has taken
up gardening and xeriscaping his yard
to conserve water and stay balanced
amid the pressures of the business.

At 60 years old, Herron said he is
focused on doing things that matter.

He described himself as “a facilitator,

a connector and a promoter,” someone
who enjoys introducing people and
helping others thrive. His interests
include hiking, traveling around
Colorado, highlighting local retailers,
collecting Hot Wheels, and staying active
in church and men’s groups. Married
for 29 years, Herron and his wife have
four children and three grandchildren,
with family remaining central to his life.

Through multiple career transitions,
relocations, and industry changes,
Herron’s throughline has remained
consistent: people. Whether in
publishing, sales, or real estate, his
work has been shaped by relationships,
service, and a steady commitment to
showing up with clarity and care.

Strong roofs. Endless possibilities:

Guidance

Scott Seaman brings experience,
clarity, and preparation to every
mortgage journey. From the first
conversation to closing day, he
helps clients understand what’s
ahead and prepares them for each
step, ensuring smooth progress
and confident decisions.

Call Scott today!

g Scott Seaman
VP | Mortgage Loan Originator
719 352-7077

MMLS #449957

5278 N Mevada Ave Ste 100 Colorads Springs, CO BOPLE

This is ot o commitment o lend or extend credit. Applicant subject io credit ond underwrifing opproval. Mot oll opplicants will be apgroved for finencing. Receipt of application
does not represent an approval for financing or inderest rate quaranies. All rates, progroms, and fees are subject fo change without nofice. Cither reslrictions may apply.
LENDER e bank for datails. The Cantral Trust Bank MMLS #407985 MEMBER FDIC 238 Madison 5t, Jefferson City, MO 65101, Copyright Central Bancompany. All rights resarvad.
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FOR ENTREPRENEURIAL WOMEN
WHO WANT THEIR

», HOT SEAT COACHING + CrALM
# QLA MOMENTS o L7

ko 47 MONTHLY MINDSET +
' ..f' “# BUSINESS TRAININGS

g7y NEW WORKBOOKS + GUIDED &=, A PRIVATE FACEBOOK
“# PROMPTS EVERY MONTH 4 comMMUNITY

V. ol [
can— e

&7y WORKSHOPS + SURPRISE J FULL LIBRARY OF TRAININGS
“# BONUS SESSIONS - Inmt 110 & growing vaul

S\ SCHURSUCCESS
= — GROUP —

ALMCTIORN & ASSET APPRAIEAL
SCHURSUCCESSGROUIP, COM

@Coleman

Worldwide Moving

From selling single items to downsizing projects to
full estate liquidations, we handle the details so you
don't have to.

The holidays are stressful enough! Partner with us
to help lighten your clients’ load—and add more

value to your service. LONG DISTANCE | LOCAL | STORAGE

WE HELP MOVE LIVES FORW?\RD:

Delivering Excellence for Top Producers and Their Clients

Have questions or need a consultation? Mention the

__ “MARCH266", and we'll waive our $75 t fee! JﬂlllED

_ The Careful Movers

LET'S GET YOU A FREE QUOTE!
719.602.9617 | ColemanAllied.com

“
™ info@schursuccessgroup.com
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GROUND FLOOR

HOME INSFECTION, INC. T18-B81-1558

We befieve in raising the standards

of the industry,
to disrupt the status quo.

We do this by 5€ng a part ofa Ei&qer ream
that protects, educates I

and is driven to excellence;

so that we can offer

ﬁll:]ﬁ quaﬁ'ly home inspections.

( . —~ National AN
NBEP C-‘;Hamrt Inspector HAH'T

Examination’ CERTIFIED

Katherine/" |-/ FM .-

HEALTH PLANS flevate Your Business, Simplify Your Transactions

HEALTH INSURANCE PLANS ; : Py
70 MEET YOUR NEEDS Simplify Your Listings.

_— Streamline Your Contracts.
Coordinate with Confidence.

INEFECTION CERTIRCATION ASEOCIATES

g
s
——

Health Coverage That
Works as Hard as You Do.
As a real estate professional, you're
always on the move — but health
coverage shouldn’t slow you down.
Whether you’re self-employed, part
of a team, or managing your own
brokerage, we offer flexible, affordable
health insurance plans designed
for independent professionals like you.

With over 40 years COMBINED experience,
we provide unmatched attention to detail and
expert support every step of the way.

Karen Harvey
Owner

719-238-5707 | transcendco.net

PERSONALIZED GUIDANCE.
RELIABLE COVERAGE.
REAL PEACE OF MIND.

VISIT ONLINE OR CALL

KV/%J?WL&%&M

303.900.5666

Transactions =" =
Today!
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PARTNER SPOTLIGHT

eedom

L ANDSCAPES

People-Centered Landscaping with Purpose & Precision

BY BRIAN GOWDY

Zack Langston, owner of Freedom Landscapes in Colorado Springs,
didn’t set out to become a business owner. His journey began in the
Bay Area of California, where he was raised in Santa Clara. Originally

pursuing a path in ministry, Zack moved to Colorado Springs to
work with a local church. Influenced by mentors and coaches who
invested deeply in his growth, Zack sought to pay it forward—

specifically to young people navigating formative years of their lives.

“

A

Zack Langston

That drive to serve eventually sparked J . /il s T 5 R e : _ . B L : - For sellers, even small landscaping
something unexpected. While preparing [ b B e e 2H s . , o et R e " improvements can increase curb appeal
for marriage, Zack began taking on side & -+ — . ' " i A 5 P S RN and buyer interest. “Hardscaping
landscaping projects to help pay for = Rors m— e o e - raises property value. Well-maintained
an engagement ring and honeymoon. ; J : e 3 = ] ' landscaping attracts more buyers,” Zack
What started as a hobby quickly gained : I gt '

momentum. As projects grew in size

and complexity, Zack realized it was

time to make things official. In March

2019, Freedom Landscapes was born.

Early on, Zack faced the challenges

many business owners know well—
establishing systems, filling schedules
year-round, and refining what “doing
it right” looks like in a wide-ranging
industry. One of his core goals from
the outset was to provide full-time
work to his employees through all
four seasons. That meant building
relationships, developing referral
partners, and earning the kind of
trust that leads to repeat business.
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Today, Freedom Landscapes is built
around a clear philosophy: people-
centered landscaping. Whether
working with clients, employees,
vendors, or other contractors, the
team aims to make every decision
with people in mind. This approach
shows up in their reputation for
clear communication, administrative
strength, and a high standard of
customer service. “We answer the

phone, follow up on emails, and get
everything in writing,” Zack says. “We’re
administratively strong—and that’s
where a lot of contractors fall short.”

Zack encourages real estate agents to
use landscape professionals as part of
their due diligence. For buyers, getting
irrigation systems, retaining walls,

and drainage issues inspected before
purchase can help avoid costly surprises.
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explains. “They each serve a different
but equally important purpose.”

Though Freedom Landscapes offers
full-scale design-build services, they’re
just as committed to supporting
agents and homeowners with small
asks. From quick inspections and
guidance for DIYers to simple seasonal
services like sprinkler blowouts,
Zack’s team is focused on doing good
work—even when there’s no big sale
involved. “We’re not trying to make a
dollar on every call,” he says. “We’re
here to help the community.”

Freedom Landscapes also lives

that mission through community
engagement. The company regularly
hosts nonprofit events at their five-acre
property, covering costs for food, setup,
and hospitality. They’ve supported
organizations of all sizes and have
become known as a go-to partner when
a space is needed for a gathering.

The name “Freedom Landscapes”
reflects both Zack’s personal goals
and a broader sense of gratitude.
Initially, it represented his desire for
the freedom to continue his ministry
work. But it also acknowledges

the military presence in Colorado
Springs and the service members
who make that freedom possible.
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At home, Zack is a builder in every
sense. Though he’s no longer working
hands-on in the field, he still enjoys
building things in his spare time—from
garden boxes to chicken coops. He and
his wife, Hannah, share a love of food
and travel, and their life is centered
around their two young children,
Bentley (5) and Blakely (3). “What
drives me is serving the King of kings,”
Zack says, “but here on Earth, it’s my
family that motivates everything I do.”

Freedom Landscapes continues

to grow—driven not just by
projects and profits, but by people,
purpose, and a commitment to
doing things the right way.

Meet John Newbill

From the beginning, Freedom
Landscapes has been shaped by more
than just soil and stone—it’s been built

by relationships. John Newbill has been
part of that foundation since day one.
A Colorado Springs native and former
Air Force brat, John met owner Zack
Langston years ago while traveling to
California. Their paths reconnected at

a local church in Colorado, and small
side projects eventually evolved into
what is now a thriving business.

John brings a versatile, people-first
leadership style to the company.
Whether managing operations,
overseeing sales, or refining the
company’s public face, he plays the role
the business needs most at any given
time. He’s especially focused on lead
generation and making sure clients

are connected with the right designer
or crew as efficiently as possible.

What sets John apart is his dedication
to stewardship—from mentoring
employees to helping families create
dream outdoor spaces. “When that
swing set finally goes up and the kids
come running across the grass, that’s
the most rewarding moment,” he says.
For John, landscaping is about more
than curb appeal—it’s about creating
spaces where memories are made.
His leadership continues to

shape the company’s identity:
collaborative, creative, and
committed to serving others well.

RESTORING WHAT
MATTERS MOST"

Your Full-Service Water Damage
Restoration & Emergency
Services Experts

FREED M

LANDSCAPES
design install maintain

h -, .-. ---. £
Residential & Commercia
24/7 Emergency Services

- Water Damage Restoration - Mold Remediation
- Fire & Smoke Restoration - Sewage Cleanup
- Sanitizing & Disinfecting « Clgarette Odor Removal

CONTACT US TODAY FOR A FREE
CDNSULTATIDN 719-684-5200

‘colorado-springs

CHEYENNE
MOUNTM[IN
HVAC

AVOID HOME
INSPECTION
ISSUES

Performing maintenance,
tune-up and cleaning prior
to showing a home, ca help
ensure smoother closings!

P> Trusted Local Experts
» VIP Maintenance Plans
P Eco-Friendly Solutions

P Free Estimates and Second Opinions

719-330-1839

T

All your landsca
& outdoor livi
brought

AS THE SPRING MARKET HEATS UP
LET'S MAKE YOUR LISTINGS SHINE!

Every home has a story—
Wayne brings it to life with professional photography,
cinematic videos, 3D tours, and drone views.

+ Attract More Buyers
+ Boost Visibility & Engagement
+ Save Time with Expert Media Services WAYNE HELM

EXPERT MEDIA FOR REAL ESTATE PROS

Trusted by realtors. Respected by sellers.
Blackclovermedia.org | 719-357-5273
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YOUR REAL PRODUCERS PORTRAIT
PHOTOGRAPHER

CALL TODAY!  719-789-5558

INSULATION ISSUES HOLDING
UP YOUR CLOSING? NSU

Koala Insulation fixes problems before
they become problems.

CALL OR VISIT ONLINE
TO SCHEDULE

719.394.0033

koalainsulation.com/Colorado-Springs E '
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WWW.CAPTURELIFE.PHOTO

Make Every Closing Memorable

Leah's personalized, locally curated gift baskets
transform client gratitude into long-term relationships.

Perfect for:
* Closing gifts
* Welcome-home baskets
~ * Thank-you gifts
for referrals
+ Neighborhood-
themed baskets

NEW CLIENT
OFFER:

SAVE 10%

2 Order online of e
call 719-280-2341
leahsalloccasionbaskets.com

R COFFE

What brought you
to this field?

| served in the Army for over
12 years. After my service, |
spent several years searching
for a career that | truly loved
and felt excited about. After
trying a few office jobs, |
realized | needed something
different. Being a home
inspector had been on my
mind for several years, so |
finally decided to jump in and
make it a reality.

720-845-JAVA (5282)

Frontrangecinspectionsovercoffee.com

InspectionsOverCoffee.com

What do you love
m about your work?
What | enjoy most about being
a home inspector is the
opportunity to help people.
I’ve always loved serving and
assisting others. | also enjoy
being out in the field,
exploring both new and old
homes, and interacting with
clients.

What do you like to
m do outside work?
Outside of work, | love
spending time with my wife of
17 years and our 10-year-old
twin girls. We have two cats—
Millie and Murphy—and a
goldendoodle named Ruby. |
coach my girls’ volleyball team
and am usually busy with
endless DIY projects around
the house. | also enjoy
woodworking and have built
many pieces of furniture. |
grew up in Wisconsin and am
a big Packers fan. I’'m also into
hockey—GO AVS GO!



OVERCOMER

Hensley

Pam Hensley has called Falcon

home nearly all her life. A proud
graduate of Falcon High School, she
jokes about the “Falcon Falcons”
mascot—a fitting emblem for someone
so deeply tied to her hometown.

Her path to real estate, however, wasn’t
straightforward. For years, Pam was
self-employed, co-owning a fiber optic
construction company during her
second marriage. When that chapter

ended, she found herself at a crossroads.

It was a chance encounter in a parking

lot with longtime family friend—and her

CASA BAY
PHOTOGRAPHY

children’s former wrestling coach—Dan
Kibler that set her on a new course.

“Dan had helped us buy a home years
before, and he had always told me

I should consider real estate,” Pam
recalls. “When he saw me after the
divorce, he said, ‘Now’s the time—you
need to join our team.” Encouraged
by his persistence, she enrolled in

real estate school while still working,
earning her license in late 2019.

Just two transactions into her new
career, the pandemic hit. But with the
support of the Kibler Group and Keller
Williams, she adapted quickly. “There
was a brief moment of panic, but Dan
and Stacy are incredible at teaching
you how to find the motivation. They

e =

——— =

gave me the tools, and I just put my
head down and worked,” she said.

That work ethic paid off immediately.
While the average first-year agent
closed around five deals in 2020,

Pam completed 26. At first, she didn’t
realize the significance. “I didn’t even
know my numbers,” she laughed. “I
was just working to provide for my
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Ive gotten really good at
starting over. It’s never too late.
Sometimes it’s actually easier
when you have to, because you
don’t have another option—

YOU JUST PUT YOUR HEAD DOWN

AND GO.”

kids. Someone had to point out to
me that I was doing really well.”

Much of her business has continued

to come from military families and

her deep local roots in the community.
“I've lived here over 40 years, so people
know me. 'm always surprised when
someone reaches out—it’s like, wow,
you knew I was in real estate?”

For Pam, real estate is more than a
career. It represents independence,
stability, and the ability to start over.
Twice divorced, she’s had to rebuild her
life more than once. “I've gotten really
good at starting over,” she reflects. “It’s
never too late. Sometimes it’s actually
easier when you have to, because

you don’t have another option—you
just put your head down and go.”

That grit carries over to her work with
clients, especially military families
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who are constantly uprooted. “Nobody
tells them they can build wealth.
Helping them realize that buying

here can set them up for something
better down the road—that’s the

most rewarding part for me.”

Her resilience hasn’t gone unnoticed.
Each year since starting in the
business, Pam has ranked in the

top 10% of agents and been invited
to apply for Peak Producers. In

2025, she was officially selected.

Outside of real estate, family remains
at the center of Pam’s life. Her

sons Neven (23) and Hayden (21)

still live at home, and she recently
welcomed her first grandchild. She’s
also engaged to her fiancé Brad, her
“absolute best friend,” and stepmom-
to-be to his 10-year-old son, Karter.
The two plan to marry this September
at the Pro Rodeo Hall of Fame.

When she’s not working with clients,
Pam enjoys gardening, raising
chickens, and spending time with
her beloved rescue dog, Mama—a
130-pound Neapolitan Mastiff who
rarely leaves her side. She also
admitted to unwinding with a guilty
pleasure: reality TV, from The Real
Housewives to Love Is Blind.

Looking back, Pam credits much of
her success to the Kibler family. “My
life is just different because of them.
Stacy has this way of seeing when
someone needs a new start, and she
makes it happen. I'm forever grateful.”

For Pam, real estate isn’t about
chasing a “big why.” It’s about working
hard, caring deeply, and showing

her kids—and now grandkid—that

it’s always possible to start again.

A TRUSTED PARTNER

Value-added services to prepare homes for sale.

>
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Get in touch.

719-900-8257

HE ME

stretch

Meet the Owner:
Cheryl Garland

Servicing the Castle
Rock & Colorado
Springs area.

STRUCTURE

CUSTOM BUILDS

SAME EXPERIENCE. SAME VALUE. A NEW MNAME.

Dakota & Jenny Shafer | www.structurecb.com | 719.649.7195 z

VIEW OUR HOMES
ON ANY LOT
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That 1 Painter's
“Sell Ready Services”
can help
boost your home's
appeal and value
for a quick sale.

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

Iii THAT 1 PAINTER
Tl
GET A El . E|

FREE ESTIMATE
IN 24 HOURS

(719) 491-7031

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

There's never a §

second chance

to make a first
impression!

WINDOWS m'—'_“—

= AMERICA

REALTORS' Most-Trusted Company
for Windows in Colorado Springs

Lifetime warranty
on parts & Labor

dOTdd ONILST'T AH.L 4ONddd LNOJ

Check out our new \ ¢
showroom 0 TP | / T P\ DF\I( \.
" s
6602 Delmonico Dr. )\ ﬁ'ifi owar HomE 57
RuyiLLo

Colorado Springs
BOOK NOW

HIVAddV ONTTTAS AHL ASVAHINT

elegantbydesignstaging.com | (719) 582-2999
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YQUR JALTERNAT

Helping You SeII More Homes with Smart, FIeX|bIe Programs

« Buy Before You Sell - move now without double
payments, and tap into current equity

« 2nd Mortgage Solutions - access your equity with
variable or fixed rate options, without touching your
existing first mortgage

« Investor Loans - purchase or refinance without
having to prove personal income (no taxes or W2's)

 Self-Employed Programs - qualify even with
extensive write-offs, or no tax returns at all

« Reverse Mortgages - 1st or 2nd lien options,
purchase or refinance, including credit lines to draw
from as needed (payments are optional)

Lower Rates. Better Tech. Real People

Your Clients will LOVE our unique
approach to lending.

EQUAL HOUSING
LENDER

IVE. L

.~

ERIC NEWMAN, CMPS
Lead Mortgage Advisor

0: 719.313.3570
MastersOfLendingTeam.com

eric@MastersOfLendingTeam.com
NMLS #97776

=]k =]

[=] e,

Canopy Mortgage cannot guarantee that an applicant will be approved or
that a closing can occur within a specific timeframe. All dates are estimates
and will vary based on all involved parties level of participation at any stage
of the loan process. Contact Eric Newman at Masters of Lending Team for
more information. Powered by Canopy Mortgage LLC NMLS #1359687

Bridge financing to access equity in existing home subject to loan-to-value limits. Term
J-_\I "1 HT ER “‘Il OF L E N D I N (_] with no payments due is maximum 12 months and balloon payment of balance due at

— 1T E A M — subject to

that time. Listed homes may remain on market for sale with current Realtor. All loans

credit and property approval.

For licensing info visit www.nmlsconsumeraccess.org



PARTNER SPOTLIGHT

Majors

Central Bank

BUILDING TRUST THROUGH
COMMUNICATION,
KNOWLEDGE, AND INTEGRITY

Born and raised in

Colorado Springs, Kim
Majors has spent the

last 15 years building a
lending career defined by
strong communication,
problem-solving, and a deep
sense of integrity. As Vice
President and Mortgage
Loan Originator at Central
Bank, Kim has developed

a reputation for being

a lender who not only
understands the technical
details of her work but also
prioritizes transparency and
partnership—both with her
clients and the real estate
agents who rely on her.

Kim’s path to lending was not
a straight line. After earning
her degree in business, she
spent over a decade in the
fitness industry, working as
a personal trainer, group
fitness instructor, and
fitness manager. The turning
point came when one of

her longtime clients—who
was a lender—recognized
Kim’s potential and invited
her to explore a career in
lending. “At that point, I had
a business degree I wasn’t
using,” Kim said. “I gave it

a shot, committed to a year,
and it blossomed into a
whole new career. 'm very
happy I made the switch.”

What drew Kim in was

the constant challenge of
lending: no two clients,
transactions, or loan files
are the same. For someone
with a passion for math and
problem-solving, it was a
natural fit. “Every loan file
is like a math problem,” she
explained. “I think about it
until I figure out a path.”

Today, Kim is known in

the Colorado Springs real
estate community for her
communication, depth of
knowledge, and attention to
detail. Real estate agents and
clients often say the same
thing in their reviews—she
explains every element,
keeps everyone updated,
and provides a sense of
confidence that a deal

will make it to the closing
table. “I don’t take anything
lightly,” she said. “I do a
ton of due diligence up
front so that when I issue

a letter, my partners know
the loan is going to close.”

In addition to
communication, Kim is also
known for her ability to
problem-solve. She often gets
calls from agents asking her
to look at files other lenders
couldn’t close. She takes
those challenges seriously
and has successfully saved
many of those transactions.
“I've touched so many
different types of files over
the years that I've built up

a lot of experience. I always
want to work until I can
figure out a solution.”

Her advice to real estate
agents? “Find a lending
partner who will support you
and treat the relationship

as a true partnership.
Lenders are here to help
you grow your business,”
she said. “In working with
clients, transparency is
everything. Lending can be
complex and purchasing

a home can be stressful.

It is important to me that
buyers really understand
the process, so I make it a
point to communicate and
be as thorough as possible.”

Kim finds the most
fulfillment in the moment

a client closes on a home.
Whether it’s a first-time
buyer or a seasoned
homeowner, she tries to
attend every closing she
can. “There’s nothing better
than that excitement when
they get the keys,” she said.

Outside of work, Kim and

her husband Josh are raising
two young children, ages six
and eight, and staying active

with sports, family activities,
and travel. "My time outside
of work is spent cheering for
my kids at soccer, baseball,
basketball, and Landsharks
meets," she said. She’s also
aregular presence at her
children’s school events and
field trips. “That’s the kind
of involvement I remember
growing up with my own
parents. I want to give that
same support to my kids.”

Kim is proud to work at
Central Bank, which invests
heavily in community-
focused programs. One such
offering is the Home Turf
program, which provides

a $5,000 lender credit and
special loan terms to support
community reinvestment.
“The bank has been an
incredible place to grow

my business,” she said.
“They’ve given me tools and
support to succeed even in
a challenging market.”

Colorado Springs Real Producers - 37



"FIND A LENDING PARTNER WHO WILL
SUPPORT YOU AND TREAT THE RELATIONSHIP H E LP YD U R C Ll E NTS

AS A TRUE PARTNERSHIP. LENDERS ARE

HERE TO HELP YOU GROW YOUR BUSINESS.” pR nTEcT TH E I R FAM I ll Es
FROM RADON

Kim credits several people
GAS EXPOSURE!
the way. “First I'd like to L

thank Mary Thorne, who
introduced me to the
business. Second, Dave Slater
and Tim Duvall who brought
me onto their team early

on and helped me launch
my career. Also, Ashley Roy
and Erin Deleon who have
always been there to help.
I'would not be where I am
today without the amazing
operations support from
team members like Safiya
Isa and Shyanne Culpepper.
Then, Kathy Stout with
Central Bank; Kathy made

a huge difference in my
career by introducing me

to the lending possibilities
that a bank has to offer.”
But Kim says the most
important support has come
from home. “My husband,
Josh, believed in me and
has supported me as I have
grown in my lending career.
He encouraged me to go out
on my own, and it was the
best decision I ever made.”

For real estate agents
looking for a lender who is
experienced, responsive,
and deeply committed to
both clients and partners,
Kim Majors at Central Bank
is a trusted resource.

CONTACT INFORMATION
Kim Majors

Vice President | Mortgage
Loan Originator

Central Bank

(719) 964-4624
kim.majors@centralbank.net

ExperTech Environmental is here to support real estate agents and their clients during transactions.
Our certified radon professionals offer timely, accurate testing and mitigation services,
ensuring a smooth process. Let us handle radon compliance so you can focus on your clients!

¢ 80% Of Our Systems Reduce Levels Below 2.0 pCi/L
* 100* Customer Satisfaction Guarantee (719) 568-9142

* Transferrable Warranty expertechenvironmental.com




MAKING A DIFFERENCE

UNDERSTANDING

A Legacy of Excellence, Service, and Community Impact

The Evolution of Colorado
Springs’ Elite Agent Organization

FED | DIGITAL MEDIA COMPANY
ARTICLE BY ASHLEY CANDLER, BOARD PRESIDENT OF THE PEAK
PRODUCERS AND BRIAN GOWDY

In 20009, Bill McAfee, Owner of Empire Title, with his wife
Ronda, began hosting roundtable discussions with Real Estate
professionals across Colorado Springs. Their goal was simple
but profound: understand what mattered most to the Real
Estate community and discover how agents could meaningfully
improve the Pikes Peak region for everyone who called it home.

What emerged from those conversations would become

something far greater than anyone initially imagined.

During those early roundtables, Colorado Springs faced a
budget crisis. City services were being slashed, and trash
pickup had been suspended. The city’s major intersections
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were littered and neglected. Rather than simply talk
about the problem, the original group of high-producing
agents who would later become The Peak Producers took
action—physically cleaning up four major intersections
and hauling away over 4,000 pounds of trash themselves.
“We still have the shirt,” McAfees recall, a reminder of
those humble beginnings that defined the organization’s
DNA: see a need, take action, make an impact.

From those roundtables, two things became crystal

clear. First, supporting the local community—not distant
national organizations—was paramount. Second, this
group of top-producing agents wanted to give back to their
community in a serious, sustainable way. In 2010, Peak
Producers was officially formed, immediately partnering
with local organizations addressing homelessness,
hunger, employment, and family protection.

Over the past 15 years, Peak Producers has partnered with
numerous organizations, but believes the three current
partnerships exemplify the organization’s mission and values:

Springs Rescue Mission has been a long-standing
partner in addressing homelessness throughout Colorado
Springs. Their rehabilitation program specifically works
with men battling addiction, helping them overcome
dependency, reenter the workforce, rebuild broken family
relationships, and rediscover self-respect and purpose.
The program’s success has transformed countless lives.

Mary’s Home (Dream Centers) provides emergency
housing and protection for single mothers fleeing
abusive relationships—mothers desperately trying to
keep their children safe and their families together.
For these women, Mary’s Home offers not just
shelter, but hope and a pathway to stability.

Reclaiming Hope plays a vital role protecting and serving
victims of human trafficking. This organization provides
survivors with recovery resources, counseling, and practical
support to break the trafficking cycle, regain control of their
lives, and build a future filled with hope and purpose.

Peak Producers is intentionally limited to 100
members representing the top 10% of Colorado
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Springs Real Estate professionals by number of

Closed Units. This isn’t arbitrary exclusivity—it’s a
standard that ensures membership represents genuine
market expertise and consistent performance.

One of the most persistent misconceptions about Peak
Producers is that it operates as a “pay-to-play” recognition
program similar to some magazines and other purchased
awards. This couldn’t be further from the truth. Membership
is earned through verified productivity, not purchased.
While members do pay annual dues, every dollar is

invested in expanding the organization’s impact—which
includes supporting the three nonprofit partners, funding
educational events, and creating collaborative programming
that serves both agents and the broader community.
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Peak Producers membership delivers value that far exceeds
the annual investment through multiple channels:

Marketing and Professional Exposure: Members receive
year-round marketing support and professional visibility
that elevates their brand in the marketplace. Peak Producers
actively promotes its members as verified top performers,
providing consumer-facing marketing that distinguishes
them from the thousands of agents in the region.

Listing Exposure: Member’s active listings receive
enhanced visibility throughout the year through Peak
Producers’ marketing channels, delivering additional

Timeline to Cash Flow

OUR 3-STAGE PROCESS
TO RENT YOUR CLIENT'S PROPERTY
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~  ONBOARD
Price & prep done right

&\ CREATE DEMAND

Smart exposure

ri" LEASE & CASH FLOW
| Right tenant locked in

A trusted system that protects your referrals.

CREATE DEMAND LEASE

« Smart marketing + Right tenant, not just
value + Fast showings fast

+ Prep to win on Day One « Careful screening » Clean lease & deposits
 Set expectations we both « Smooth Move-in

stand behind

ONBOARD

« Align on price to protect

You protect the relationship. We protect the outcome.
Go to: allcountyrealtors.com to see more on our REALTOR® Partner Program.

All County® Colorado Springs, CRMC | 811 S Tejon St, Colo Spgs, 80903
(719) 445-7172 | allcountyrealtors.com | scott@allcountycs.com



exposure that drives buyer interest—value that directly
impacts members’ business and their clients’ results.

Peer Collaboration: Members participate in masterminds,
educational forums, and discussions with civic leaders about
market changes, regulatory shifts, and local developments.
This environment fosters peer accountability, shared problem-
solving, and practical support—from feedback on challenging
listings to navigating industry disruptions together.

Consumer Trust: Peak Producers’ digital presence and
community reputation help consumers understand

the value of working with actively producing agents
who are consistently engaged in the market and
committed to both excellence and service.

Community Leadership: Membership represents
more than personal achievement—it reflects a
commitment to leveraging success for community
benefit & aligning agents with a respected organization
that’s been making a tangible impact for 15 years.

As membership enrollment opens for the new

year, The Peak Producers will be inviting qualified
agents to join our community of peers who share a
commitment to excellence, a platform to amplify your
professional presence, and an opportunity to be part of
something larger than any individual transaction.

We would love for you to join us
in our legacy of excellence and
impact. Please consider applying
to become a Peak Producer!

For more details and current
list of active Peak Producers

visit ThePeakProducers.com

Note: Real Producers has no
affiliation with Peak Producers.

44 - March 2026

pe

Whether it’s pre-listing updates
or post-sale repairs, we take
the stress out - so you can
focus on closing.

e Home Repair and Remodel
¢ Fully Licensed and insured
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Proof That “Solo” Can
Be a Power Strategy

CASA BAY PHOTOGRAPHY

9

78 Lindsay

In a profession that often equates growth with headcount, Marisa

Lindsay is making a different case: you don’t need a team to build a
big, meaningful business. In fact, for some agents, staying solo is the

best way to scale—in impact, in income, and in peace of mind.

Marisa’s path to that the only local agent and
conclusion is as deliberate her broker-owner lived in
as it is hard-earned. She Florida. “I didn’t realize how
grew up a military kid—her much I needed an on-the-
father served in the Coast ground mentor until I'd
Guard—then joined the U.S. done enough transactions
Air Force herself, building to see what could have
computer networks and gone sideways,” she admits.
discovering what she truly After a year and a half
loved wasn’t the hardware, she moved closer to home
but the camaraderie. base and, ultimately, found
Later, in the Alaska Army a culture fit with eXp,
National Guard, she became appreciating the autonomy
a photojournalist, flying

around the state to document

missions and share soldiers’

stories with local media.

Her final assignment in

uniform was as a marketing

officer for recruiting,
where the lesson clicked: if
you can market the Army;,
you can market homes.

“It’s always been about
telling a story and helping
people connect to it,”

she says. “That’s what
photojournalism taught
me, and it translates
perfectly to real estate.”

Marisa earned her license

in 2019 and hit the ground
running in February 2020—a
chaotic time to start any
business. She joined a
brokerage where she was

to build the business
around her personality
instead of bending herself
to fit a one-size-fits-all
template that so many other
brokerages promote.

That personality is not

the stereotypical “bubbly
extrovert” so many associate
with sales. Marisa calls
herself a strategic introvert—
reserved, observant, and

REAL PRODUCER

highly consistent. Growing
up, she made friends through
performance: join the sport,
play hard, let competence

do the talking, then connect
one-on-one. “I'm still the
same way,” she says. “I
become the expert, and then
I let that draw people to me.”

Her plan is a masterclass in

quiet discipline. She’s up by
4:00—4:30 a.m., knocking out
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two hours of non-negotiables
before her kids wake up,

so the rest of the day can

be devoted to client work.
That rhythm produced early
momentum—and a pivotal
dilemma. By 2022, inbound
demand pushed her to form
a team. It grew to twelve
agents, plus an assistant

and TC. On paper, this was
the industry’s “next step.”

In reality, it wasn’t her
step. Not in the slightest.

“Leadership in the military
is straightforward,” she
explains. “You have SOPs.
People follow them. In

real estate, everyone’s an
independent contractor.
Consistency varies. I found
myself spending energy
building systems and buying
tools to support work
styles that weren’t mine.”

That was her first clue that
things weren’t working:
when you invest heavily
in tools and lead sources
you don’t believe in and
can’t explain, you’re not
scaling a business—you're
subsidizing misalignment.
“I've never used Zillow for
my own production,” she
says. “But I bought it for
agents who weren’t strong

on social media, which is
my lane. That mismatch was
a sign. You should never
feel like your wheelhouse
isn’t enough for your team.
If you ever feel that way,

it’s a sign the fit may not

be right, and you won’t

be able to serve them as
well as they deserve.”

Over the past year, Marisa
made the tough calls. She
downsized the team to three
agents and a transaction
coordinator. Then chose an
even clearer path for 2026:
transition her remaining
agents into local referral
partners and return to solo—
with a TC and a licensed
assistant supporting her
client work. She’s careful to
note that the team chapter
was built with genuine
intention and respect, even
though it ultimately wasn’t
the right fit long-term.

She’s not stepping back.
She’s stepping into focus.

“Real estate is not one-
size-fits-all,” Marisa says.
“People can tell you what’s
worked for them, but if it
isn’t aligned with who you
are, the burn out won’t
come from the business, but
from trying to be someone
you aren’t. 'm still getting

“ Real estate is not one-size-fits-
all. People can tell you what's
worked for them, but if it isn't
aligned with WHO YOU ARE,

the burn out won’t come from

the business, but from trying
to be someone you aren't. ,,
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pushback from mentors,
even on this decision. But
at the end of the day, this
is my business and I need
it to work for myself and
my long-term goals.”

The data behind her decision
is simple: the reason she

has “overflow” is the way
she treats the clients she
keeps. Deep service produces
steady referral volume.

That volume doesn’t vanish
just because she’s solo;

she’ll place the surplus

with a short list of trusted
partners—and still capture
the economics via referrals
without carrying the cost,
complexity, and emotional
load of managing a team.

“Some will say that means
sacrificing volume and
production, and that’s 100%
fine by me. ’ve been a top
5 producer in the MLS and
I can tell you that fulfilling
this goal didn’t bring me
happiness.” She adds, “I
love this business, and for
me, 2026 is about doubling-
down on what I do best,
doing what’s best for my
clients, and truly creating

a business that fits my
personality. It’s so exciting
when I think about it!”

What she does best is listen
like an introvert and execute
like a systems engineer. Most
of her clients are military
families—people who

value clarity, straight talk,
and a calm operator when
timelines get tight. She’s also
building two leverage pillars
that match her strengths:

A curated nationwide
referral network (which
nearly tripled its outbound
volume year-over-year,
approaching 150 closed

outbound referrals for
2025), with a goal of helping
partners close double-

digit deals annually from
her introductions; and

Real Estate for Introverts,

a practical training track
that shows quiet-leaning
agents how to build a high-
trust client-roster—often
largely from a laptop—
through consistent content,
thoughtful systems, and
value-led service that turns
clients into evangelists.

If you’re an agent wrestling
with the “team question,”
Marisa offers four clear tests:

Ask yourself why you’re
starting a team? The only
reason to begin one is
organic client overflow.

Start small, on purpose.
Before recruiting agents, hire
a transaction coordinator. If
you're still at capacity, add a
licensed assistant. See how
far those two seats get you
before you add producers.

Watch for misalignment.

If you're buying lead
sources, CRMs, or
marketing systems you
can’t personally champion?
Pause. That’s a sign you're
building for others instead
of scaling yourself.

Measure energy, not just
revenue. If your P&L grows
while your energy collapses,
you've traded profitability
for a pace you won’t sustain.

She also offers a reality
check about self-doubt.
Even for agents surrounded
by people, the job can

feel solitary. “It’s easy to
defer to louder voices

or longer résumés,” she

says. “Experience matters
in protecting clients;

it shouldn’t override
your instinct about

how you work best.”

Asked for the moment she
knew change was non-
negotiable, she points to a
pattern: repeatedly creating
solutions for agents that
required her to become
someone else. “Every time
I brought in a tool to solve
an issue I didn’t believe

in, I felt less like a leader
and more like a money-
machine for someone else’s
vision rather than leading
from my own,” she says.
“That was the moment. Go
back to who you are.”

The payoff is already
visible. With her mornings
reclaimed and her scope
streamlined, Marisa is
pouring deeper attention
into a smaller client roster—
and into the partners who
depend on her referrals. The
goal isn’t bigger numbers
for their own sake; it’s a
better business: profitable,
principled, and most
importantly, personal.

Her closing message to
fellow agents is direct:

“You can build an
extraordinary career
without building a team. If

a team fits you, fantastic—
lead it well. If it doesn’t,
don’t do it because the
industry expects it. Stay

true to who you are, serve
deeply, and let your business
grow from that center.”

For agents who needed
permission to choose solo—
to choose focus—Marisa
Lindsay offers more than a
blueprint. She offers proof.




AROUND TOWN

AGENT & VENDOR SNAPSHOTS

1. Welcome Jed Bradshaw with Lightning Glassworks & Screens
to the Colorado Springs Real Producers family! Specializing in
glass repair and replacement, they’re a family run business
that handles everything from windows to sliding glass

doors. They’re also pros at handling rush jobs for real estate
agents! Whether it’s a broken pane or a last-minute screen
replacement before closing, they deliver speed, precision,
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and reliability. Real estate agents, please add Lightning
Glassworks & Screens to your vendor lists: 719-649-4001

2. Sunny Strawbridge’s career journey took her from
hospitality to real estate. She moved to Colorado in 2019 and
dissatisfied with her former role, she transitioned to real estate
in 2021, driven by a desire to serve and make a difference.
Sunny’s fulfillment comes from helping military families
relocating to and from here, educating them on the buying
and selling process, being the boots on the ground when they
are afar and the strong relationships she’s built with clients.
She believes in the importance of continuous learning, and
reflects that commitment in the Leadership Academy through
PPAR for 2026. Outside of work, she enjoys spending time
with her daughters, spending as much time outdoors and

you can find her on the Manitou Incline every other week.

3. Taylor Kibler is a Colorado Springs native who made

a fast pivot into real estate at 19, enrolling in real estate
school the same night she decided hairstyling was not the
path for her. After spending years riding with her mom,
Kim Bourgois, Taylor saw firsthand the work involved

in real estate. She earned her license in 2019, joined

her mom’s team, and grew her confidence deal by deal,
learning that age does not determine ability. Today, Taylor
works as a solo agent at Keller Williams and finds the most
meaning in helping families, especially military families,
settle into homes and build lasting relationships beyond
the transaction. Outside of real estate, Taylor stays busy
coaching cheer, volunteering in the community, and spending
time hiking, camping, and traveling with her family.

OOM

Follow Colorado Springs Real Producers on
social media for more agent snapshots!
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LET US REFRESH YOUR BRAND WITH

HEADSHOT

30-minute studio photography
e Two outfits

» Guided posing Scan the QR code to
book your session

today!

* Immediate image review

* Two finalized digital images

* |mage post-production (optional)
* Private Gallery

¢ Print Release

casabayphotography.com (541) 2135435 scheduling@casabayphotography.com




Experience You Gan See.
Quality Your Buyers Will Feel.

A fresh fence and polished landscape gives listings that
critical first impression that draws buyers in—and helps sell faster.

¥ ,}; -
Work with us to maintain the value
of your home buyer’s new home!

- Landscape design and install
- Concrete flat work

. Fencing: wood, vinyl, chain-link R/, W RESIDENTIAL'® COMMERCIAL AGRICULTURAL

Contact us today:,
719-291-4145 * Handh-fencing.com -

Before the showings stack up and the offers fly, there's a small window to get intentional.

ES&L{!TE mfreedom

real estate photography
This March, I'm working with agents who want: If you're building a smart Spring

« Buyers fully prepared—not “almost” approved pipeline and want a true partner

. Clear expectations set early to avoid contract stress :“ the finfancing side, I'd love to
. e part of your strategy.

« A lender who helps them win and close cleanly 5 L <H

CIearing-'-tﬁa Way for
Real Estate Success
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Let's plan now—so Spring runs smoother later.

From uncovering hiddaniﬁsduas to expert
land prepqtgﬁnn“"wahalpw showcase : " F.
"F‘.-: _ EXCEPTIONAL LISTINGS
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MARY GREENWOOD Branch Manager
NMLS # 459324

Cell: 719-649-6656

1150 Kelly Johnson Blvd Suite 140
Colorado Springs, CO 80920

mgreenwood@nfmlending.com NFM Lending®

10+ Years of Experience

Call or Visit online today MARCH “;Eg'g;g:éi:‘;;ggﬁﬂ“ nfmlending.com/mgreenwood Ready. Set. Mortgage.™
PECIAL:
?1 g_ 440 _Euuu = - YOUR FIRST SHOOT! The pre-approval may be issued before or after a home is found. A pre-approval is an initial verification that the buyer has the income and assets to afford a home up to a certain amount. This means we have pulled credit,

collected documents, verified assets, submitted the file to processing and underwriting, ordered verification of rent and employment, completed an analysis of credit, debt ratio and assets, and issued the pre-approval. The
i pre-approval is contingent upon no changes to financials and property approval/appraisal.
Ahsul uteexﬂavatfnglic.cam @ Equal Housing Lender. Make sure you understand the features associated with the loan program you choose, and that it meets your unique financial needs. Subject to Debt-to-Income and Underwriting

requirements. This is not a credit decision or a commitment to lend. Eligibility is subject to completion of an appllcatlon and verification of home ownership, occupancy, title, income, employment, credit, home value,
collateral, and underwriting requirements. Not all programs are available in all areas. Offers may vary and are subject to change at any time without notice. NFM Lending, LLC’s full agency and state licensing

719.675.5115

. - = i i
Sewes/Water Line Repairs « Sewer Camera Inspections UENDER |nformat|on please visit www.nfmlending.com/licensing. NFM Lending, LLC's NMLS #2893 (www.nmlsconsumeraccess.org). © 2025 NFM Lending, LLC. America’s Common Sense Lender® Trade/service marks

freedomre ph oto.com are the property of NFM Lending, LLC and/or its subsidiaries. Licensed by the Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act. wwwnfmlending.com. This advertisement
is strictly for builder and realtor informational purposes, and should not be disseminated to consumers. This document is not an advertisement for consumer credit as defined in 12 CFR 1026.2(2)(2).

Septic System Installsfinspections
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9151 Currenc y St.
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know the facts




