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Your Full-Service Water Damage
Restoration & Emergency
Services Experts
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The Loveland Design Team
looks forward to being a part
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or new construction project.
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I was recently talking with a
real estate agent who is new

to the business. She’s been
building her sphere list over

the last couple of years. She
commented that she needed to
clean up the list because a few
people weren’t responding to her emails. She said she
only wants people on her list who are responsive.

I can understand the sentiment, but
her comment gave me pause.

Responsiveness is not the same as value.
Silence does not always mean disinterest.
More often, the issue is about timing.

Is she removing people who may work with her
in the future but just aren’t in a place to talk about
real estate? How frequently is she in touch with
these people and with what kind of content? Her
comment made me think about how differently
agents build their spheres of influence and how
thoughtfully or hastily they curate them.

In the Northern Colorado real estate market,

most real estate agents are building relationship
businesses rather than marketing to anybody and
everybody with a public address, email, or phone
number. More often than not, we fill our CRMs with
neighbors, former colleagues, people we meet at
open houses and through friends and community
events, which means we should be thoughtful about
who we add to the list and who we remove from it.

I always advocate for a small and mighty list. A strong
sphere of influence at 100-200 A-list people who refer
you to friends and family is far more valuable than

a list of 500 people you barely know or interact with.

However, when you are still in the first few years of
the business and actively building that list, you will
want to be very thoughtful about whom you remove.

Someone who is receiving a monthly email
newsletter, a real estate review, an annual pop-by,
and a holiday card may not respond but is seeing
your name and valuable content consistently, which
helps keep you top of mind when the time is right.

Real estate is a long-game business.

A year or two down the road, that unresponsive
person could refer an aunt to you or finally be
ready to make a move. Is a lack of replies today
worth the potential loss of $18,000 tomorrow?

As you are in the business for longer and longer,
your referral base will naturally strengthen. You
will more easily know who belongs on your list and
where to best spend your time and energy. You can
remove those people, or you can move them to a B
or C client list that doesn’t get as much attention.

Curating your sphere of influence, especially in
the first few years of your career, can be hard.
You see experienced agents talk about how repeat
and referral business almost exclusively fuel their
businesses. It’s easy to start getting quick to delete
and curate, but those lists took years to build.

So take a deep breath.

Think about how you want to interact with your
sphere throughout the year and stick to it. If
people don’t want to hear from you, they’ll tell
you, and that’s not something to take personally.
Before you know it, yowll have a list full of
people who see you as a trusted advisor.
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Closer to What Matters
Construction Loans * Lot Loans * Land Loans * Home Loans D eanto S

When your client’s goal is to get Closer to What Matters®, we're ready to help them get started.

Austin Griffith

Rural 1t Loan Officer

NMLS 2536225 | 720.241.2302
Austin.Griffith@Rurallst.com

Kaleb Barton

Rural 1st Loan Officer

NMLS 2190484 | 970.896.6323
Kaleb.Barton@Rurallst.com

Loans subject to credit approval. Rural 1s*" is a tradename and Rural 1%, the RollingHills Window icon, Rural Logic, and Closer to What Matters are
exclusive trademarks of Farm Credit Mid America, NMLS 407249. Rural 1% products are available to consumers within the territories of participating

EQUAL HOUSING

Farm Credit System Associations. Equal Housing Lender. LENDER

Your Local Resource

Kyle Arenson
REGIONAL MANAGER
970-404-5099
karenson@firstam.com

Bring a Bit o’ Luck
to Your Clients

Home warranties are like good luck
charms for your clients. Whenever a
covered home appliance or system
breaks, our coverage helps their
households run smoothly again.

Let's connect.

firstamrealestate.com First American

Home Warranty™ “Protecting Client Relationships,

Budget and Time”

Phone Orders: 800-444-9030

©2026 First American Home Warranty Corporation. All rights reserved. FA_AD_KARENSON_MRP_3_26
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REALTOR® Q&A

BY SEAN
DOUGHERTY
RE/MAX ALLIANCE

“Love letters” are not illegal in the state
of Colorado, but if your clients want to
write one, I'd offer them advice about
what they should not say and ideas

for what they can say. I would give
them your tips in writing and keep a
copy. Oh, and check with your broker
to ensure you don’t have any office
policies in place prohibiting you from
helping your clients with the love letter.

The biggest concern with a poorly
written love letter is if the seller decides
to choose your client’s offer over
another offer based on a fair housing
protected class. Protected classes
include race, religion, sex, disability, and
familial status (e.g., children, spouse).
Buyers will want to avoid sharing
details about their jobs or life story

that could sway the seller based on
identity rather than the merits of the
offer. Buyers also should not include
photos of themselves or their family.
Avoiding these topics will help prevent
a bias-based decision from the seller.

What can buyers talk

about in their letter?

Specific features of the home that they
love, how they’ll take care of the home
with the same love and care that the
sellers have shown, and how they plan
to enjoy the yard or other spaces in
the home. These items likely won’t be
misunderstood as anything more than
appealing attributes of the home.

Why does it matter if the seller
chooses your client’s offer over
another based on race or gender
(or the other protected classes)?
If the seller chooses one offer over
another because of one of these
biases, the buyer who missed out
could sue the seller for the decision,
which could create a host of problems
best addressed by an attorney.

One last piece for listing agents:
Have a conversation with your sellers
about love letters before listing their
home. Maybe suggest that sellers

Ask Sean:

YOUR REAL ESTATE QUESTIONS ANSWERED

Can my client submit a “love letter” with our offer?

not accept them for inclusion in the
listing to lower the chance that buyers
would make a decision that violates
fair housing laws. Or, if your sellers
they choose to accept letters, make
sure that when the sellers accept an
offer in a multiple-offer situation, you
document all offers you receive and
why your sellers objectively accepted
the one they chose. This practice

may keep you and your sellers out

of court if buyers who missed out
later allege a fair housing violation.

Please note that I am not an attorney,
nor have I ever been one. This
information should not be considered
legal advice. If you have a specific
situation, you should call your broker
or an attorney immediately.

Do YOU have a burning
question you’d like
answered? Please scan the
QR code to send us your
question, and we’ll consider
it for an upcoming issue.

CHICAGO TITLE
OF COLORADO.

DEEP ROOTS FOR

A STRONG FUTURE
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GREELEY
5202 W 20" St. #200
970-324-2470

LOVELAND
2725 Rocky Mountain Ave #100
970-699-7360

FORT COLLINS
4645 Ziegler Rd #220
970-666-7300

IS Your

Marketing an

EXpense... or
a Revenue

Accelerator?

SIGNATURE

AGENT SERVICES

YOUR NEW

| o ..,.u:-
Stop scrambling for something to send~ o™
Signature Agent Services designs and
manages newsletters that sound like you,
support your brand, and keep your database
engaged consistently and professionally.

Double your business by worklng smarter, not harder.

Follow us on @ for weekly tips!
970-889-3629 | savanna@signatureagentservices.com

1R

Most agents
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because they have to.
Real Producers market because
they can prove it works.
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ULIANA

BLONDER

The Blonder Group, eXp Realty

STORY BY
KATE SHELTON
PHOTOS

BY AUDREY
ROYBAL, BLUE
PHOTOGRAPHY

Our goal will never be to close 100
deals a year,” says Juliana Blonder,
co-CEO of The Blonder Group at

eXp Realty. “Our quality of life is extremely

important to us. We want to create a sustainable

business and give our clients the attention they
deserve. We want to have time to give back to the
community. We’re designing the life we want, and
our goal is to help other agents do the same.”

Dan and Juliana Blonder are partners in both life
and work, a dynamic that boldly shapes the way
they approach real estate in Northern Colorado.
Their collaboration is built on complementary
strengths, shared values, and a deep trust that
comes from years of working side by side. They
each bring unique sets of skills to the table to
deliver the highest level of service to their clients.

Juliana grew up in Massachusetts and was convinced
her path in life was to become a veterinarian. In 2012,
she moved to Fort Collins to attend the Biomedical

Sciences Master of Science program at Colorado State
University (CSU), a feeder program for vet school.
Upon graduating, she realized she was living this
goal for others and not being true to herself. “I did
something that didn’t make sense on paper,” she
states. “I decided to jump headlong into real estate.
The idea of developing a real estate business from the
ground up was exciting to me.” Juliana was licensed
in 2018 and began building her business in earnest.

Dan was raised in the Chicago area. He decided
to attend CSU in 2000, primarily because of

its proximity to the mountains. Dan earned a
degree in hospitality management. He then
spent the next 11 years snowboarding and
working in Whistler, Vail, and Jackson Hole.

While Dan was living out his dreams, his brother,
Ben Blonder, was building a real estate business

in Fort Collins. “In 2002, I talked Ben and his

wife into moving to Fort Collins,” Dan shares.
“Watching him grow his business over the years
was impressive. The ski life was incredible, but Ben
inspired me, and I knew I was meant for more.”

Dan moved back and got his real estate license
in 2017. “I started working with Ben, learning
everything I could,” Dan notes. “He was my
first and most impactful mentor, and I'm so
grateful for everything he’s taught me.”

Juliana and Dan met at work, first forming a
friendship and appreciation for each other’s business.
In 2019, they became more than just friends.

“Juliana found out I was single and texted me,”

Dan says with a big laugh. “That moment changed
our lives. We got married in 2022 and formed The
Blonder Group. It happened really organically.”

Their partnership just works. “We’re each able to
hyper-focus on what we’re good at,” Dan explains.
“Juliana focuses on marketing; she has honed our
business systems and is continually working to elevate
the client experience. I am good at negotiations and
tough conversations. We’re stronger together.”

In 2024, The Blonder Group moved to eXp Realty,
which has been one of the best things they’ve ever
done for their business. “We take our business

very seriously for ourselves, our clients, and our
outcomes,” Dan comments. “eXp gives us the tools
and support to be able to do that. They encourage us
to think outside the box. We have access to the best
coaches and mentors from all around the country.”

Dan and Juliana are passionate about investing
in themselves and their business. “Coaching has

revolutionized our business, and we can see the
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fruits of that in how we’re able to support our clients
and provide more for them,” they mention. “We
want to keep rising and lifting others as we go.”

With the TC support of Chris Anderson at
Contracts2Close and their executive assistant,
Emilia Parola, the Blonders have a solid market
share in Northern Colorado. Last year, they closed
upwards of 30 transactions and $16 million in
gross sales. “We couldn’t do this without our
team,” Juliana emphasizes. “They provide so much
support to not only us, but also our clients.”

What sets The Blonder Group apart is its top-tier
marketing system. “A for-sale sign and a handful
of photos will never be enough,” Dan says. “We’re
not the cheapest agents in town, and we’ll never

We take our business very
seriously for ourselves, our
clients, and our outcomes.
eXp gives us the tools and
support to be able to do
that. They encourage us

to think outside the box.
We have access to the best
coaches and mentors from
all around the country.”

be discount brokers.” Their focus is on creating a
high-level client experience through tech-forward
marketing that sells both the home and the lifestyle
while keeping the process fun and engaging.

Juliana and Dan are giving back by helping other
agents see that they, too, can design a life they love.
Juliana is digging into Human Design coaching, a
system for understanding a person’s energy and
how to work in alignment with natural strengths.
She plans to help other agents understand how

to build businesses based on their energies. They
also host a weekly mastermind meet-up to help
other agents grow and design their own lives.

While the Blonders take their business very seriously,
they also love to travel and spend time at their

home in Costa Rica. Food is their love language,
and word on the street is that Dan makes the best
smashburgers in town. The pair takes their cat,
Pickles, for walks around Old Town, and they love
being outdoors in every season. They volunteer at
the Food Bank and give back to the community.

For Dan and Juliana Blonder, great design isn’t
limited to homes—it’s a way of life. They’ve
intentionally created a partnership grounded
in service, community, and supporting both
their clients and collaborating with other

real estate agents to raise the bar for their
profession. The result is a business and a

life built on purpose that’s true to them.

Connect with Juliana and Dan on Instagram
@theblonders_sellnoco, and if you want

to learn more about Human Design, follow
Juliana @thealignedagent_. If you’re
interested in joining their weekly mastermind,
email them at homes@theblonders.com.
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Residential & Commercial Carpet, Hardwood, Laminate, Tile, & Waterproof Plank.
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www.northerncoloradocarpets.com

SS2% 20 970-226-6800

Northern Colorado Carpets Family Owned Since 1976 & Veteran Operated

4 /P Wi 2 Because your
e ‘x.m': 5 peace of mind
THE PERCHA AGENCY 1S our priority.

NORTHERN CQLORADO

WORLDS BT
LIEE INSERANCE
When it comes to insurance, you deserve coverage “-]1'":'1"”“‘
from a team you can trust. Let us help you find the right
protection for your future. Honored to be recognized on
Forbes’ 2024 list of the World’s
Best Life Insurance Companies!

CELEBRATING 20 YEARS

of Trusted Service in Northern Colorado!

LIFE | AUTO | HOME | BUSINESS

CountryFinancial.com/Jason.Percha —
970-669-1263 | jason.percha@countryfinancial.com

Individuals with the title “Financial Advisor” are Financial Advisors of COUNTRY Trust Bank’. Registered Representatives of COUNTRY® Capital Management Company and Insurance Agents of COUNTRY
Mutual Insurance Company” and COUNTRY Life Insurance Company* and their subsidiaries. Investment management, retirement, trust and planning services provided by COUNTRY Trust Bank®.
Please see our Terms and Conditions for more information about COUNTRY Trust Bank® and its affiliates. NOT FDIC-INSURED | May lose value | No bank guarantee Registered
Broker/Dealer offering securities products and services: COUNTRY" Capital Management Company, 1711 General Electric Rd, P.O. Box 2222, Bloomington, IL. Member FINRA and SIPC.
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Maximize Buying Power With These 4 Simple Credit Tips:

Mow more than ever, a homebuyer's FICO can either help
or hinder his or her ability to receive the best loan terms
available. In some cases, it can prevent them from buying
at all. Here are some tricks and facts to help homebuyers
rmaximize their FICOs and avoid costly, unintended
mis-steps:

* Have your credit report pulled and analyzed by your
lender as early as possible. Checking a consumer site
or looking at a credit card statement will show an
inaccurate “promotional” score that can be up to 50+
points off from the "true” scores.

* Don't open new accounts or close existing accounts,
unless absolutely necessary. Paying off loans,
consolidating debt, or transferring credit card
balances to 0% cards can have a negative impact on
one's score,

* Don't rush to pay off collections. While counter-
intuitive, paying off an old collection can actually lower
FICOs. Additionally, many collection agencies will
negotiate to delete accounts in exchange for payment.
This leverage may be lost once a balance is paid.

W FIRSTWEStern

/4 TRUST MORTGAGE

* Make multiple credit card payments per month.
Credit card companies only report once per
month, when the statement is issued. If you can
sneak in extra payments before that date, the
bureaus will see a lower balance, generally
leading to higher credit scores.

Every report is unique, so other “tricks of the trade”
may be usable to boost a buyer’s score and improve
lending options. Either way, it's important to check
and review a buyer’s credit report early to ensure
they're in the best position possible,

Justin Crowley

Sr. Loan Originator

970.691.2214 | justin.crowley@myfw.com

200 5. College Awve Ste 10, Fort Collins, CO 80524
MMLS ID 378544

% P

8300+ Transactions & $2.55+ Billion
Personally Originated Since 2001

mortgage.myfw.com

Member
NMLS & 477166 @ FDIC




