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The VA Renovation Loan combines home financing .
and eligible improvements into a single loan, helping ; - '
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veteran buyers purchase, update and personalize a -

home with a streamlined financing solution.
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Preferred Partners

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
(719) 602-9490
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

DEVELOPER
Gold Hill

(719) 633-2202
goldhillmesa.com

DRYWALL REPAIR
Patch Doctors
(719) 922-5311
patchdoctors.com

ECONTRACTS
RE-Sure

(619) 994-2737
resure.realestate

ESTATE SALES & AUCTIONS
Schur Success Group

(719) 667-1000
schursuccessgroup.com

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

FLOORING
HOMEstretch

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

GARAGE DOORS
ASAP Garage Doors
(719) 749-8904
asap-gds.com

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

GIFTS

Leah’s All Occasion
Baskets, LLC

(719) 280-2341
leahsalloccasionbaskets.com

BILLS

Plumbing & Drain

GLASS REPAIR

Lightning Glassworks & Screens
(719) 649-4001

lightning.glass

HANDYMAN

On Top Roofing & Restoration
(719) 432-9886

ontoproof.com

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

HOME IMPROVEMENT
That 1 Painter

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

HOME INSPECTION

A Buyer’s Choice Home
Inspections - Pikes Peak

(719) 368-4225
abuyerschoice.com/pikes-peak

Brick and Mortar Home
Inspection Inc.

(719) 648-2835
bandmhomeinspections.com

The Plumbing Partner You'll

Feel Confident Referring.

Call us today to get your plumbing

and drain appointment scheduled!

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

HOME PREPARATION
SERVICES
HOMEstretch

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

HVAC

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

INSULATION

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

INSURANCE

American Family Insurance,
Sam Brossard Agency

(719) 370-9729

amfam.com

Elevated Insurance Team
(719) 301-0095
elevatedinsuranceteam.com

719-598-4775 + billsplumbinganddrainservice.com

4 - November 2026

The Agency
(719) 785-1330
theagencysprings.com

INTERIOR DESIGN
Colorado Home Interiors
(719) 619-8153
cohomeinteriors.com

JUNK REMOVAL
HOMEstretch

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

Junky Town
(719) 799-8622
junkytowncos.com

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

MAKE READY SERVICES
Patch Doctors

(719) 922-5311
patchdoctors.com

MARKETING

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

MORTGAGE
Andrew Deyo
(719) 725-1024
rate.com

Broker House Mortgage
Hans Fetterhoff

(719) 686-3652
brokerhousemortgage.com

Central Bank
(719) 309-3339
centralbank.net

Fidelity Mortgage Solutions
Vaughn Littrell

(719) 290-0415
vaughnlittrell.com

Low Cost Mortgage
Mike Floren

(719) 362-0439
LCMLoans.com

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

Planet Home Lending
Eric Newman

(719) 313-3570
EricNewmanGroup.com

Leanna Selander
(719) 660-5370

MOVING & STORAGE

5 Star Moving & Storage
(719) 227-7755
S5starmovingandstorage.com

Arrow Moving and Storage
arrowmoving.com

MOVING SERVICES
iHaul iMove

(719) 357-5865
ihaulimove.com

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

OUTDOOR LIVING
Freedom Landscapes
(719) 301-4000
freedomlandscapes.co

PAINTER
HOMEstretch

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

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

PHOTOGRAPHER

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

PHOTOGRAPHER | REAL
ESTATE MEDIA

Black Clover Media

(719) 357-5273
blackclovermedia.org

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

Vibrant Media Co
(719) 259-0061
vibrantmediaco.com

PLUMBING

Bill’s Plumbing & Drain

(719) 598-4775
billsplumbinganddrainservice.com

PROPERTY MANAGEMENT
All County Colorado Springs
Property Management

(719) 445-7172
allcountycs.com

Dorman Real Estate
Management

(719) 213-9100
coloradospringsproperty.
management

REMODELER

Colorado Home Interiors
(719) 619-8153
cohomeinteriors.com

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

RESTORATION & REMODELING
Patch Doctors

(719) 922-5311

patchdoctors.com

ROOFING

CO Roofing & Solar
Zack Stark

(719) 232-8747
coroofing.com

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

SOLAR

CO Roofing & Solar
Zack Stark

(719) 232-8747
coroofing.com

STAGING

Elegant by Design

(719) 582-2999
elegantbydesignstaging.com

TAX PREPARATION
Eldridge Tax & Advisory
(719) 205-5504
eldridgetaxes.com

TITLE & ESCROW

Empire Title of Colorado Springs
(719) 884-5300

etcos.com

TRANSACTION COORDINATOR
Peak Transaction Coordinating
(972) 268-5369
PeakTransactions.com

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

lightning.glass

Windows America
(719) 597-8544
windowscoloradospringsco.com

WINDOW SCREENS

Lightning Glassworks & Screens
(719) 649-4001

lightning.glass
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"YOU'RE BETTER OFF
WITH FETTERHOFF”

For more than 20 years, Hans Fetterhoff has
helped homebuyers and real estate
professionals navigate the mortgage process
with confidence.

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

e

As the owner of Broker House Mortgage, he

(‘ . 1 provides the expertise, responsiveness, and
b personal service today's homebuyers and

i

Stefy Ruiz Maria Bay Aimee Garske Sara Cripe real estate professionals can depend on.
Event Coordinator Photographer Client Concierge Social Media Manager
sarareass serecomectarafiie.com Hans understands that a well managed loan
Do you know someone who should be more involved with is essential to your success and your clients’
Colorado Springs Real Producers? Email brian.gowdy@n2co.com E“(periﬂﬁce From prE!CIF.lprVDi thr-:::ugh

closing, he provides clear communication,
thoughtful guidance, and creative solutions
designed to keep transactions moving
forward.

the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and
are not endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors,
contributors, or advertisers featured herein. Portions of this publication may include content created with the assistance of artificial
intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

a DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect

His partners value his experience, accessibility,
and commitment to service. He values the
relationships he's built throughout the Colorado
Springs real estate community and works hard to

To build a more tightly knit earn the trust behind every referral.
real estate community.

Our Mission

Through our magazine, we feature
agents and tell their stories so

you can get to know one another
on a real level. Our events bring
agents and vendors together in a

relaxed environment outside of a Hans Fetterhoff
o e e Broker House Mortgage
Owner | Mortgage Broker
71-686- 3652 RO IOUSH
creating more patience, empathy, and hC]I'lS@erkthDUSEn'\thgQQE-CDm M O R T G A G E

collaboration during transactions.

Our advertising partners are trusted
vendors who we invite aboard

our platform to build relationships
with real estate agents.

Lender Works, LLP dba Broker House Mortgage MMLS# 2002619
719-645 7994 | info@brokerhousemortgage.com | www.brokerhousemortgage.com
802 S Tejon 5t Colorado Springs CO 80903 | Regulated By the Division Of Real Estate

EQUAAL HOAUSING
OPPFORTUNITY
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Rooted In history.

Built. for what's next.

Gold Hill's story began well before its first front porch. It is a story of industry, reinvention, community
and a distinctive piece of Colorado Springs finding new purpose.

Today, the neighborhood is taking shape with distinctive architecture, from Toll Brothers' maodern
brownstone and modern farmhouse designs to Vanguard Homes' contemporary designs.

The place is Gold Hill. Connect with our builders at GoldHill.com

GOLD ¢ HILL

|42 5 Raven Mine Or #200 | Colorado Springs, CO - 80905

Toll Brothers: = ) YANEUARD

Brian Gowdy and friends/colleagues Natalie Jostes (past-

Region Director for Real Producers) and Andrew Schindler

(Lincoln Real Producers) in downtown Chicago for The N2
Company national sales conference (September 2026)

Welcome to our November
Veterans-themed edition of
Colorado Springs Real Producers!

In this issue, we recognize several
real estate agents who have served
our country. We celebrate not only
their military service but also the
values of discipline, perseverance,
and teamwork they bring to their
careers and communities. Their
stories run far deeper than what is
printed on these pages, and I hope
you’ll take the time to read each one
and thank them for their service.

In real estate, the mindset of service—
putting clients first, supporting peers,
and strengthening our community—
helps us navigate challenges and
build lasting relationships.

I know there are many more veterans
in our real estate community beyond
those we’ve highlighted. If you’d like to

» Publisher's Note

nominate an agent for a future edition,
please reach out to me by email.

To our readers, thank you for
prioritizing this magazine despite
your busy schedules and for sharing
in our mission to build a more
connected real estate community.

And thank you for supporting the
advertising partners who make

this platform possible. Every one of
them has been vetted and referred
by top-producing agents in our
community. They understand how
to serve you during a transaction
and are motivated to earn your trust
and business. By supporting them,
you're also supporting me and the
work we do through Real Producers.

Brian Gowdy

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

Close to
everything
in a place
all its own.

Gold Hill brings that
remarkable location together
with far-reaching views,
distinctive homes and a
genuine sense of community.

Downtown, Old Colorado
City, Highway 24, |-25 and
the Pikes Peak foothills are all
within easy reach.

Walk the neighborhood,

tour model homes, explore
available home lots and meet
the builders, Toll Brothers
and Vanguard Homes.

GOLD (G HILL

GoldHill.com
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We are

for

your business.

We handle your to-do list with local
& remote pros, so you can focus on
high-value tasks—or just breathe.

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

The On-Call Assistant

Michael Shenuk
CEOQO/Co Founder

Aimee Garske

COO/Co Founder

Theoncallassistant.com
719-602-9490

£ 1G)]in]

November 2026

YOU CAN REFER
WITH CONFIDENCE.

Thoughtful Design. Quality Work. Exceptional Care.

READY TO TALK
ABOUT A PROJECT?
cohomeinteriors.com

(719) 619-8153

Serving Colorado Springs
& Surrounding Areas

deadlines on
track, communication

clear, and cllents
mformed'E

PEAK

TRANSACTION
COORDINATING

Frankful T Qo Pait Cf Youn Success

Proud to support you behind the scenes
throughout every transaction.

U/ Bhing you a Fappy Thanksgiving!

o<

13+ YEARS EXPERIENCE
3,000+ TRANSACTIONS CLOSED

Ashley Brewster

972-268-5369
Peaktransactions@yahoo.com

(3 Centrdl Bank

Sirong roots. Endless possibilities.

Detail-driven.
Client-first.

rideson
n protects i

She tailors every loan for
every client. Translating
mortgage payments, terms,
and fees into plain language.
Nearly ten years in, she is
known for proactive updates
and smooth closings across
VA, FHA, Conventional, Jumbe,
and DPA loans. Happy clients.
Fewer surprises.
More referrals.

Erin Deleon, Mortgage Loan Originator
334 432-4444

NMLS #1374091

Call foday.’

S278'N Nevoda Ave Ste 100 Calorade Springs, CO BOY1E

This i not @ commitment fo lend or exdend credif. Applicant subject i credit and underwriting approval. Noi off applicants will be npproved fer financing. Receipt of opplicaion
Foua ks 085 1ol reprasedt an approval for financing of fnerast rate gueranise. All roles, programs, and fees are wibject o change without natice. Othar reshichions may apply.
LENDER  Ses bonk for details. The Caniral Trud Bank NMLS 8407985 MEMBER FDIC 238 Madison 51, JaHferson City, MO 45101, Copyright Central Boncompany. All rights reserved.



Reflections from the Editor

For many Veterans, leaving the Their stories offer different perspectives

military means more than changing on what it can look like to translate
careers. It can also mean leaving military experience into civilian life.
behind a built-in sense of community, The uniforms may have come off,
purpose, and service. For Courtney the missions may have changed, and
Gibbs, Sean-Michael Kayga, and Daniel the setting may now be a closing

Padilla, real estate has provided
a new way to carry those values

table instead of a deployment, but
a familiar principle continues to

forward while building lives and guide each of them: service is still
relationships in Colorado Springs. at the heart of what they do. Tabby Halsrud
Editor
I hope you enjoy reading the stories! cosrealproducerscontent@n2co.com

CHICAGO TITLE

mmsm G ATHER
A ROUND
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T A B L E

WE'LIE SERVE UP A
SMOGIO TH CLOSING

_
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PROTECTING WHAT
YOUR CLIENTS

CALL HOME.

Local insurance guidance for Colorado Springs homeowners.

b ; “ Samuel Brossard, Agent

ol Brossard & Associates, Corp N

i 5528 Library Ln, Unit B, AMERICAN FAMILY
\ . Colorado Springs, C0 80918 IIEEYXLILTCH

(719) 370-9729 Insure carefully, dream fearlessly.
shrossar@amfam.com

®

HOME AUTO LIFE BUSINESS FARM & RANCH

American Family Mutual Insurance Company S.I. & its Operating Companies, Life Insurance underwritten
by American Family Life Insurance Company, 6000 American Parkway, Madison, W 53783 ©2026

21178 - Rev. 10/24 - 26675626-M0D

0 N E FOR THE *

QL T B STORIES BEHIND B cx
HOME EVERY LISTING. CLOVER

. R EADY This season, we’re thankful for the real estate
¥ & professionals who trust us to bring their listings to life.

From punch ists fo full remodiels, L R e R
we ged propertios ready ta
list, S0, rent o Mo in,

BT

L)
TRUEND TAN | S50 Al

‘ ‘ ‘ ; ‘ J.I" ‘ ' WAYNE HELM

PATCH |z
DOCTORS

REPAIRS » REMODELS « RESULTS

COLORADD SPRINGS” OHE-STOP
PROPEATY REPAGR & ROMODOLING PARTNER

EXPERT MEDIA FOR
Attract More Buyers REAL ESTATE PROS

Boost Visibility &
Engagement

Save Time with Expert
Media Services

OVE CALL. HOME EEADY.

Trusted by realtors. Respected by sellers.
Blackclovermedia.org | 719-357-5273

THL822.531 patchdoctors.com
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VETERAN REALTOR®

Finding Her People

© © 0 0 0000000000000 0000000000000000000000000000

JENNIFER FIEF WITH CREATIVE MOMENTS PHOTOGRAPHY LLC

or Courtney Gibbs,

real estate has become

about much more
than helping people buy
and sell homes. It has
given her a way to rebuild
something she once had in
the military: community.

After more than a decade in
the Navy, frequent moves,
and years spent adapting

to whatever came next,
Courtney entered real estate
looking for a profession

that could give her both
flexibility and connection.
What she found was an
industry that challenged her
to define how she wanted

to work, who she wanted

to serve, and what kind of
relationships she wanted

to build along the way.

Originally from Sandy,
Oregon, a small town near
Mount Hood, Courtney grew
up surrounded by the Pacific
Northwest and still considers
the Oregon coast one of

her favorite places. She

also grew up with a strong
example in her mom, whose
strength and determination
shaped much of the way
Courtney approaches life.
Her mom remains her

14 - November 2026

biggest cheerleader and
one of the people who
taught her the importance
of showing up for the
people you care about.

Her direction changed
during her senior year of
high school when a close
friend began considering
the Air Force. The idea of
military service had never
been presented to Courtney
before, but the conversation
sparked her curiosity.

A Navy recruiter eventually
introduced her to the
Seabees, the construction
and engineering side of the
Navy. The role felt familiar.
Courtney’s stepfather owned
a construction business, and
she liked the idea of learning
a trade that could translate
into civilian life later.

There was another selling
point: she wouldn’t have
to serve aboard a ship. “I
joined the Navy as long
as I didn’t have to go

on a boat,” she jokes.

Courtney became an
electrician, although the
variety of work within
the Seabees meant her

responsibilities extended far
beyond electrical systems.
During one assignment,

she drove tractor-trailers
and later taught others

how to operate them. That
constant change was part of
what kept her in the Navy
for 12 and a half years. “I
never knew what the next
thing was going to be,” she
says. “That was exciting.”

Choosing Family and

a New Direction

Courtney met her husband,
who was also a Seabee,
while stationed in San Diego.
Their first two children were
born there, and military life
remained the foundation

of their family until her

husband was diagnosed with
Type 1 diabetes shortly after
their son was born in 2018.

His medical separation

took more than a year, and
Courtney remained in the
Navy for one additional tour
while the family figured

out what came next. That
assignment took them to
Oklahoma, a place they
unexpectedly came to love.

By the time Courtney was
pregnant with their third
child, however, the realities
of military life had changed.
Her husband was building a
civilian career, and Courtney
recognized that continuing
to move wherever the Navy

sent her would make family
life increasingly difficult.

Getting out gave them

the opportunity to make
those decisions together.

The family initially moved

to Indiana to be closer to

her husband’s relatives.
Courtney stayed home and
homeschooled their children
until a job opportunity
brought her husband to
Denver less than a year later.

Another move meant
another reset. Courtney
took a contracting position
near Peterson Space Force
Base, using the top-secret
clearance she still held
from her final military
assignment. The job was
stable, but deeply isolating.
Much of her time was spent
alone in an office, and
unless someone without
proper clearance needed
an escort, there was little
interaction with coworkers.

She began studying for her
real estate license at her desk
during the quiet stretches.
By May, she was licensed.

By October, she had left the
contracting job because she
already had clients under
contract and could no longer
balance their needs with
working in areas where she
could not access her phone.

Finding Community Again
Courtney had considered
real estate before, but

what finally drew her in

was not simply flexibility

or earning potential. She
wanted to find her people.

After leaving the military,
she realized how much

she missed the built-in
community that came

with service. In Colorado
Springs, she found herself
surrounded by REALTORS®,

including several in her own
neighborhood. She began
seeing agents hold study
groups nearby and wondered
whether the industry might
offer the connection she

was missing. “I was like,
maybe this is how I find my
community here,” she says.

Early relationships helped.
Fellow veteran Kristen
Pinnock became someone
Courtney could immediately
relate to, while Courtney
and Madison Lopez earned
their licenses within roughly
a day of one another and
learned the business
alongside each other.

As Courtney continued
developing her business,
she took pieces of advice
from different agents and
tested what felt authentic
to her. One recurring
recommendation was

to establish a niche.

Her military background
seemed obvious, but
Colorado Springs already
had many agents serving
military families. Courtney
wanted something that
reflected another meaningful
part of her life. That answer
came through animal rescue.

Courtney had spent years
fostering animals and
helping nonprofit rescue
organizations, so she created
a local community called
Leashed in Local with the
small business owner of Leez
N Co, Jasmine LeClair. Her
first event came only three
months after she earned

her license and included 27
vendors and an unexpected
visit from the local news.

The following year, the
event grew to roughly 50
vendors. What Courtney
discovered was that the

vendors themselves often
became some of her
strongest relationships.
They were business
owners and community
members who cared about
animals for many of the
same reasons she did, and
the shared interest made
networking feel natural
rather than transactional.

Education Over

Lead Generation
Courtney’s real estate niche
continued evolving when
her first transaction involved
a VA assumable loan. She
knew relatively little about
assumptions at the time,

but that did not last long.
“I'm not somebody who
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is going to do something
and not know everything
about it,” she says.

That tendency has become
something of a theme

in Courtney’s life. When
something catches her
interest, she tends to dive all
the way in. One transaction
became a specialty, a
Facebook group became

an educational community,
and an idea for connecting
animal lovers grew into

an annual event involving
dozens of local businesses.

She began researching
extensively, joining
Facebook groups, learning
from experienced agents,

Colorado Springs Real Producers - 15
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and reconnecting with
Mike Robb, an officer she
had previously served
with who now runs a
national VA assumable
loan community online.

Eventually, Courtney created
a Colorado Springs-specific
Facebook group centered
on assumable mortgages.
From the beginning, she
established clear standards
around transparency.
Listings had to provide
useful information rather
than withholding important
details simply to force
consumers to make contact.

That approach reflects
how Courtney prefers to
build her business. “I don’t
want to trap people into
working with me or giving
me their information,” she
says. “They don’t have to
talk to me. They want to.”

Many clients discover
Courtney by following her
educational content before
ever reaching out. By the
time they contact her, they
already understand how

she communicates and what
she values. To Courtney, that
creates a fundamentally
different relationship than
working an internet lead with
someone who has no idea
who is answering the phone.

She experienced that model
early in her career while
working Zillow leads and
quickly realized it was not a
natural fit. Courtney wanted
to give her full attention to
people who had intentionally
chosen to work with her.

That realization also
influenced her move to
Real Brokerage, where

she saw an opportunity to
continue learning while
eventually teaching others.
She credits agents including
Daniel Padilla, Iris Burton,
Candace Hollon, and Kyle
Pettit with influencing

her growth through
training, mentorship,

and their willingness to
share information.

She hopes to offer the same
openness to others. “If
another agent calls me and
says, ‘I see you're doing this.
Can you explain it to me?’ I
will,” she says. “I'm not going
to gatekeep information.”

Relationships

That Feel Real

When asked how she wants
clients to remember working
with her, Courtney does not
talk about production or
negotiation statistics. She
talks about friendship.

Most of her clients are people
she could comfortably invite
to a child’s baseball game or
sit down with for dinner. She
brings toys to appointments
when clients have young
children. She pays attention
to the person behind the
transaction and tries to make
the experience feel personal.

“I don’t want the transaction
to feel like a transaction,” she
says. That philosophy also
speaks to a challenge she
experienced when entering
the industry. After leaving the
military, Courtney expected
the professional community

“ | don't want fo frap people into working with
me or giving me their information. They don't
have /o falk to me. They want to.”

© © 00 0000000000000 000000000000000000000000 o
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to be easier to find. Instead,
she discovered that some
relationships came with

an agenda—recruitment,
production, or competition.

Military life had taught her
something different. People
did not necessarily have to
like one another, but they
still worked through difficult
conditions together. Finding
that kind of authenticity

in real estate took time.

Today, Courtney values

the agents who genuinely
celebrate one another’s
success, share what they
know, and remain supportive
regardless of brokerage or
production level. Those are
the relationships that have
helped Colorado Springs
begin to feel like home.

Outside of work, Courtney
spends most of her time
with her husband and their
three children. Family life is
full and busy, with Courtney
juggling sports, dance
recitals, school activities, and
all the everyday chaos that
comes with raising three
kids. Between practices,
performances, family
adventures, and keeping up
with a toddler, there’s rarely
a dull moment but it’s a
season of life she genuinely

loves. No matter how much
her career grows, being
present for her family and
showing up for the moments
that matter will always be

at the center of who she is.

She recently rediscovered
a love for paddleboarding
after spending time on

the lake with family in
Indiana, offering a small
substitute for the ocean
she still misses. Animal
rescue remains close to her
heart, and she supports
organizations including Dog
Heaven in Woodland Park
and Mattersville, which
connects animal welfare
with support for veterans.

In many ways, Courtney’s
real estate career is still
young. But the foundation she
is building is already clear.
She wants clients to choose
her because they trust her.
She wants other agents to
feel comfortable asking her
for help. And she wants the
relationships created through
the business to extend well
beyond a closing table.

After years of moving
wherever the military
required, Courtney is
building something different
now: a community she
chose for herself.
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THE GITY THAT SERVES

From frontier scouts to space operations, Colorado mcatﬂa%}:%:'.?%gs t
Springs has spent generations answering the call. it -
DIFFERENT MISSIONS,

p i  THE SAME SPIRIT OF SERVICE
bsd THEN. NOW. ALWAYS,
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1800s

" CAMPCARSON

KIT CARSON #

This legendary After Pear| Harbor,

scout explored the more than 100K

West, including soldiers trained

Colorado Springs. _ here during WWII.

He s the namesake 1 Fyicg Ower 125 units were
4 I octivated.

for Camp Carson. %

1942
PETERSON AFB

1943
CAMPHALE

Known as the Army Air The 10th Light Alpine Division

Force Base, their trained soldiers in skiing, climbing.
mission was photo and mountain warfare. e
recannaissance _ . ST
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fighter operations.
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the USAFA, moving from o S ® Center opened deep /44
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nver.

&% Vountain,
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THE MISSION DIDN'T END..:
IT EVOLVED.

VA ﬂ: il
Today, Colorado Springs stands at %ﬁq c‘g‘ﬁﬁaﬁ'@ﬂfﬂ‘féﬂc o
| space homeland defense, and/militar\y missions.

THE REAL STORY IS THE PEOPLE

SERVICE MEMBERS. Their service
EAELIIEEEQS' shapes our city
N EIGLERRE and our future.
OUR COMMUNITY.

ALL COUNTY PROUDLY SERVES THOSE WHO SERVE

As a veteran-owned Colorado Springs property management company,
we're proud to be part of a community shaped by service.

We understand that a PCS move isn't just a change of address, it's a major
life transition. When your clients need reliable property management, we're
here to protect their property and make the process painless.

And we protect you, too! When your client decides to sell, we
always return your referred rental back to you.

§
w All County® Colorado Springs scott@allcountycs.com
/ {: 718 5-7172 | misty@alfcountycs.com
Property Management e aﬁccr{:{.;ityrea:‘mf};,ccm
CRMC



PARTNER SPOTLIGHT

[a]buyer’s
choice

HOME INSPECTIONS

BUILDING TRUST,
ONE INSPECTION
AT A TIME

CASA BAY PHOTOGRAPHY

or Nathan Liljestrand,

a home inspection is

about far more than
identifying defects in a
house. It’s about helping
people make confident
decisions during one of
the biggest financial and
emotional investments of
their lives. Every inspection
is an opportunity to educate
buyers, support real estate
agents, and bring clarity to
what can often feel like an
overwhelming process.

That philosophy is rooted
in a career that spans
over two decades in
residential construction.

Originally from the Detroit
area, Nathan moved to
Colorado in 2002 after
friends encouraged him

to make the leap. The
move was something of
an adventure—he and his
soon-to-be wife, Melissa,
relocated sight unseen.

Before entering construction,
Nathan spent several years
in the restaurant industry
doing everything from
dishwashing, cleaning tables,
serving and bartending and
eventually management.

This experience taught
Nathan the importance of
customer service through
clear communication. After
discovering that returning to
the restaurant industry once
moving to Colorado wasn’t
the right fit, he accepted an
opportunity to work with

a local contractor, learning
finish trim carpentry while
developing an entirely

new set of skills. Over

the next several years, he
expanded into framing,
project management,
basement finishing, and
residential remodeling.

When the opportunity arose
to purchase the company he
was working for at the time,
Nathan began the process

of obtaining his general
contractor’s license. Although
the sale ultimately didn’t

come together, earning his
license opened another door.

On July 4, 2006, Nathan
and Melissa launched
their own construction
company. Now, having
celebrated its twentieth
anniversary, that business
became the foundation for
everything that followed.

Over the years, Nathan’s
projects grew from trim
carpentry to complete
remodels and large-scale
renovations. In 2020, he and
Melissa began investing in
real estate, flipping homes
and gaining an even deeper
appreciation for the buying
and selling process.

Then an unexpected
conversation changed the
direction of his career

once again. Through his
daughter’s homeschool
enrichment program, Nathan
met the owner of A Buyer’s
Choice Home Inspections

- Northern Colorado, who
was expanding into the
Colorado Springs market.
With over twenty years of
construction experience
and a growing passion for
real estate, the opportunity
felt like a natural fit.

“I've always loved helping
people,” Nathan explains.
“This combines construction,
real estate, education, and
business ownership all into
one.” While many inspectors
simply document issues,
Nathan approaches each
inspection as a teacher.

He especially enjoys working
with first-time homebuyers,

taking time to explain not
only what he finds, but

why it matters and how
various concerns can be
addressed. His goal isn’t

to overwhelm clients with
technical language or create
unnecessary anxiety. Instead,
he wants every buyer to
leave with confidence and
peace of mind, whether they
ultimately move forward
with the purchase or decide
it’s not the right home.

That perspective is equally
important when working with
real estate agents. Nathan
believes inspectors should be
partners in the transaction—
not obstacles to it.

“My vision is to be the most
trusted home inspection
company in the Pikes

Peak region,” he says. “Not
because we’re the best at
marketing ourselves, but
because agents know they
can trust us to protect both
them and their clients.”

For Nathan, trust means
conducting thorough,
detailed inspections while
communicating findings in a
balanced, solution-oriented
way. “There are inspectors
who wear it as a badge of
honor to find every possible
problem and scare buyers,”
he says. “That’s not how

I see this profession.”

Instead, Nathan focuses

on helping clients
understand what they’re
looking at. Every home

has imperfections. His role
is to explain which issues
require immediate attention,
which ones can be planned
for over time, and how
buyers can make informed
decisions based on accurate
information rather than fear.
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That balanced approach
has already helped guide
buyers through some
challenging situations.

One inspection involved

an out-of-state buyer
considering a home that
appeared attractive in
listing photos but told a very
different story in person.
Active leaks, damaged
ceilings, and extensive water
damage immediately raised
concerns. Before proceeding
with the inspection, Nathan
contacted the buyer’s

agent to ensure the clients
fully understood the
condition of the property.

After spending nearly two
hours walking the buyers
through the inspection
findings over the phone,
Nathan explained not only
what he discovered but

also what repairs would
realistically involve based on
his construction experience.

In the end, the buyers did
choose to move forward—
with confidence. His
objective had never been
to convince them one way
or the other. “I just wanted
them to go into it with their
eyes wide open,” he says.

That combination of
construction knowledge

and practical experience

is one of Nathan’s greatest
strengths. Having spent
years renovating homes
himself, he can often explain
not only what’s wrong but
what it may take to fix it—
giving buyers and real estate
agents valuable context

that extends beyond the
inspection report itself.

He also positions himself
as a long-term resource.
Whether clients need
recommendations for
contractors, plumbers,
22 - November 2026
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| want
to raise
the bhar
across
the
industry.
The better
all of us
perform,
the better
experience
buyers and
sellers have.

—9)

electricians, or other
trusted professionals after
closing, Nathan enjoys
connecting people with
reliable local businesses.

For real estate agents, he
offers another perspective
that reflects his collaborative
mindset. If an agent already
has a trusted inspector they
enjoy working with, Nathan
isn’t trying to replace that
relationship. “I'd rather be
the backup than try to take
someone’s business,” he says.
“If their go-to inspector is on
vacation, booked out for two
weeks, or retires someday, I'd
love the opportunity to help.”

It’s a philosophy that
reflects his broader belief
in strengthening the
profession as a whole. “I
want to raise the bar across
the industry,” he says. “The
better all of us perform,
the better experience
buyers and sellers have.”

Nathan also recognizes
that certain inspections

deserve extra attention in
today’s market. His Ultimate
VA Package combines a
home inspection, sewer
scope, radon test, and
required wood-destroying
insect inspection into one
comprehensive service
designed specifically

for veterans using VA
loans. He also waives

the deferred-payment

fee through FlexFund

and provides additional
discounts as a small way
of thanking military
families for their service.

Outside of work, Nathan’s
passion for building
community is just as
evident. He serves on

the Board of Directors

for the Tri-Lakes
Chamber of Commerce,
volunteers with Tri-Lakes
Cares, and participates
on the Monument
Economic Development
Committee. His love for
entrepreneurship extends
beyond his own business,
and he finds genuine

=

fulfillment in connecting
people and helping other
businesses succeed.

Family remains central to
everything he does. Nathan
and his wife continue to
pursue real estate investing
together while raising two
daughters, both of whom
are beginning their own
entrepreneurial journeys.

Whether he’s inspecting
homes, mentoring business
owners, investing in real
estate, or simply making
introductions between
people who can help one
another, Nathan approaches
every opportunity with

the same purpose.

He isn’t simply inspecting
houses. He’s building trust.
And for real estate agents

looking for a knowledgeable,

steady, and collaborative
partner, that’s exactly
the kind of resource that
helps transactions—and
relationships—stand

the test of time.
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HYPER-LOCAL
CONTENT

Local events,
businesses, restaurants,
market insights & more.
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AUTHORITY EMAIL

One focused email.
One powerful purpose

CONMECTS WITH
YOUR DATABASE

Useful, relevant
content they actually
want to read.
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and keeps you
top-of-mind.

COMBINED NURTURE
+ AUTHORITY EMAIL
Stay connected.

Build authority.
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TAX & ADVISORY, LLC

Strategy Today.
Peace of Mind
Tomorrow.

Tax Strategy
for Realtors &
Real Estate Investors

Helping you reduce taxes,
maximize deductions, and
make smarter financial
decisions year-round.

START

PLANNING TODAY

Winston Eldridge
(719) 205-5504

eldridgetaxes.com

- Real estate &

- Year-round

Tax Planning That Works
o /' as Hard as You Do.

investment tax
strategy

Business and 1099
income planning

advisory—not just
tax season

POSITIONS YOU
AS THE EXPERT

Builds trust, credibility

STRATEGIC +
COMSISTENT

Murtures relationships,
builds autharity and
drives referrals.

DOME-FOR-YOU

Mo more staring at a
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MonTH for long-term results.
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GRATEFUL FOR YOUR TRUST.
COMMITTED TO YOUR CLIENTS.
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redia

Ultimate VA Package
Radon - Termite - Sewer Scope
$50 Military Discount - Pay at Closing

PROTECTING YOUR CLIENT...
PROTECTING YOUR REPUTATION
- Clear communication
- Scheduling ease
- Solution-oriented

NATHAN LILJESTRAND
Certified Professional Inspector
NACHI25040615

Backed by Years of General
Contractor Experience

719-368-4225
Nathan.liljestrand@abuyerschoice.com
abuyerschoice.com/pikes-peak

SCAN TO LEARN MORE
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VETERAN REAL ESTATE AGENTS AND PARTNERS

; ; .
eatured in 202 q e

e - U.S. Air Force
& Army

COMPILED BY BRIAN GOWDY

Note from Brian Gowdy, Publisher of
Colorado Springs Real Producers:
This page is to recognize the veterans we
featured in the past year, since our 2025
Veterans-themed edition; I skimmed
through all our features within that time
window to compile this page. If I left
out any veterans, I sincerely apologize!
Please reach out to me if I did: brian.
gowdy@n2co.com — I will make sure
you get included in our 2027 version of
this page. Thank you for reading!

| _Ifb"is..;'.N_dyeﬁibef, we’re gliving thanks the:NFEM.way.
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GRATEFUL FOR Torm Reber-

U.S. Marine

YOUR TRUST Corps
CQu /€ apyprecidle yown parinewhip & wish yow @

We're grateful for the agents who trust us with their clients

—and the clients who trust us to help them home.

Now through December 31, 2026, qualifying borrowers who close a purchase
loan with NFM Lending can receive $1,095 toward closing costs.
A little extra breathing room at the closing table—and our way of saying thank you.

Have a client who could benefit? Let’s connect.

MARY GREENWOOD Branch Manager I can walk you through the details
NMLS # 459324 and help determine how the offer
Cell: 719-649-6656 may fit into their purchase.

1150 Kelly Johnson Blvd Suite 140

Colorado Springs, CO 80920 . ®
mary@nfmlending.com NFM Lendlng

nfmlending.com/mgreenwood Ready. Set. Mortgage.™

* Pre-Inspection Tune-Ups
* Clear Service Documentation

* Fast Scheduling for Listings

* Free Estimates & Second Opinions

Iy ~—
o ".IT SCHEDULE TODAY
o b o 719.330.1839
E:'-:i" J-i: cheyennemountainhvac.com
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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
pre-approval is contingent upon no changes to financials and property approval/appraisal.
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 application 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
ENBER  information, 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
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. www.nfmlending.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).
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RISING STAR

Sean-Michae

Kayg

From
Service

to SOLD

CASA BAY
PHOTOGRAPHY

orn and raised in Phoenix,

Arizona, Sean-Michael Kayga

grew up as the oldest of five
children in a family with a long but
sporadic history of military service.
From an early age, he described having
a strong protective instinct, a mindset
that eventually shaped the direction of
his life. That sense of responsibility led
him to Junior ROTC in high school and,
ultimately, to the United States Army.

Just three days after turning 18, Sean-
Michael signed his contract to enlist
as a Field Artillery Cannon Crew
Member. He graduated from Moon
Valley High School in May 2013 and
entered the delayed entry program
until graduation. From there, he began
his Army career, serving a total of 10
years. His assignments took him from
Fort Sill, Oklahoma to Fort Campbell,
Kentucky, and eventually to Fort
Carson in Colorado Springs in 2016.

Colorado quickly became home. While
stationed at Fort Carson, he met his
wife Christine in 2016, and over the
course of his service, including a
deployment to Afghanistan in 2018, the
couple built a life and community in
the region. After weighing the decision
of whether to return to their respective
hometowns or stay in Colorado, they
ultimately chose to remain. “We
decided to make it home,” he said.

After separating from the Army in

2023, Sean-Michael transitioned into
civilian work that aligned with his
degree and technical background in
computer science. He worked in systems
engineering supporting the Air Force
through contracting roles. While the
work was meaningful, he found it lacked
the direct, face-to-face impact he had
been accustomed to in the military.

That missing connection became a
turning point. Throughout his military
service and contracting work, Sean-
Michael had developed a growing
interest in real estate. He observed
how differently real estate experiences
could unfold, sometimes seeing positive
outcomes and other times hearing

frustration from service members who
felt they had not been fully informed
during the homebuying process.

Those contrasts stayed with him.

“I saw that it wasn’t just a transaction,”
he said, reflecting on what ultimately
drew him to the industry. “Even if it
looked like that on the surface, I know
how much really goes into that.”

At the same time, Sean-Michael

had formed a close friendship

with fellow veteran and real estate
agent Charles Beaton through their
involvement with the Colorado
Warriors, a disabled veterans hockey
team. That relationship became a
bridge into real estate conversations.

As he explored his next steps, he
leaned on that connection, asking
questions and learning more about the
industry from someone he trusted.

Eventually, the conversations became
more serious. Charles had recently
started his company and encouraged
Sean-Michael to pursue real estate

if he was willing to commit fully. He
made the decision to step away from

a secure contracting role with strong
benefits and clearance access in order
to enter the unknowns of a new career.

“It’s gonna be rough for the first
couple months,” he recalled being told
during those early discussions, “but
guess what, you’ve got to do it right.”
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Sean-Michael earned his real estate
license in May of the previous year
and quickly discovered that the early
learning curve was steep. He balanced
studying for exams with his existing
job responsibilities, often navigating
complex topics for the first time while
maintaining a demanding schedule. He
described leaning on the discipline and
structure he carried from the military,
breaking information into smaller,
manageable systems to help him learn.

His first transaction came unexpectedly
close to home. A longtime coworker
from his Department of Defense
contracting role reached out after

a planned move fell through. Now
needing to purchase a home in Colorado

At the end
of the day,
when

you have
me... you
have me.

30 - November 2026

Springs, he turned to Sean-Michael
shortly after he had been licensed.

That first showing resulted in a contract.
“We show up to the first house... and he
looks at me after we explain everything
and goes, ‘Sean-Michael, I'm ready to
sign on the second house we saw. Let’s
g0,”” he recalled. That moment marked
his first closed deal in real estate.

One of the biggest surprises in his

early career was learning how
interconnected the real estate ecosystem
truly is. Coming in, he expected more
separation between agents, lenders, title
companies, and brokerages. Instead,

he found a highly interdependent
network where communication and

professional relationships directly
influence client outcomes.

He pointed to experiences working with
title companies, mortgage professionals,
and other agents at industry events as
examples of how collaboration shapes
results beyond the transaction itself.

In his view, success in real estate is not
only about individual effort but also
about how effectively professionals
work together to serve clients.

Outside of real estate, Sean-Michael’s life
remains deeply active and community-
driven. He is married and has been

with his wife since 2016. She has been

a consistent presence throughout his
military deployments, career transitions,
and now his real estate journey. The
couple shares life with their Cavapoo
named Archie, a 20-pound dog he
described with humor as “small,

but he’s got a lot of bite to him.”

He stays closely connected to the
Colorado Springs community through
sports and outdoor activity. He plays
in both disabled veterans hockey
through the Colorado Warriors and
competitive softball leagues with the
Disposable Heroes. He also spends
time fishing, camping, riding his
Harley, and traveling with friends and
family. Fitness remains a consistent
part of his routine, something he
credits as essential for maintaining
balance in a high-energy lifestyle.

For Sean-Michael, real estate is less
about a career shift and more about a
continuation of service in a different
form. The motivation he describes
most clearly is not centered on
transactions or production, but on
long-term relationships and impact.

“At the end of the day, when you
have me... you have me,” he said,
emphasizing the importance of
loyalty and ongoing support. “My
sole goal is to just help people.”

In transitioning from military service
to real estate, Sean-Michael Kayga has
carried forward a familiar mission:
showing up for people when it matters
most, whether on deployment, in
community, or at the closing table. ®
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Free iPhone video when you book a Listing Launch Pack
mention this ad when booking through November 30, 2026

Listing Launch Pack from $295
(Based on Sq. Ft.) Includes:
(/] Unlimited Photos
(/I Aerial Drone
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Refer a client for
property management
and earn $500 for every
home we take on.

Trusted, top-rated service.
We don’t handle sales—so
you’ll never compete with
us if your client decides
to sell in the future.
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Employing Broker/CEO
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Managing Broker/COO
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journey takes you...
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Your local move in the Colorado Springs Metro Area for a worry-free experience.

Every detail is handled with expert care and professionalism.

Projects handled with expert precision from accepting items for storage, delivery, and set up in their home.
As an Interstate Agent for Wheaton World Wide Moving, we leverage the power of our national van line network to move across the country effortlessly.

Need Storage? Ask about our 20,000 sq ft, Dept of Defense approved for our military members' state-of-the-art facility with 24 hr surveillance.
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: .~'$’ Quality roofing with a personal touch.

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 .
s

As a broker, working with this roof restoration team has been a huge
asset. Their work consistently adds value to properties, boosts street appeal,
and helps avoid inspection issues that can delay sales. I've referred them to
multiple clients, and the feedback has always been positive. It's a service |
trust to enhance property presentation and support a

E *' b E smoother sales process. - Cole Underwood
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Sewer & water line repairs, septic systems, and
camera inspections - done right the first time.

e Licensed & insured
* Advanced inspection technology
« Efficient, dependable service

CALL OR VISIT ONLINE TODAY

719-440-6000 « Absoluteexcavatinglic.com

HEADSHOT FRIDAY

A PROFESSIONAL

HEADSHOT

YOU'LL ACTUALLY LOVE

Book a polished professional
headshot session with Casa Bay
Photography in Colorado Springs.
A guided studio experience
designed to help you look
confident and camera-ready.

What's Included

2 professionally retouched
digitalimages

. Delivered within 24 hours

250 per person By appointment only

BOOK YOUR
HEADSHOT SESSION

C A S A B AY as: hotography.com/headshotfridays
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_ WICKHAM’S
= WORKBENCH

hen Greg Wickham looks

back on the career he

imagined for himself,
construction was never part of the plan.
Born and raised on Colorado Springs’
west side, he graduated from Coronado
High School before serving in the U.S.
Marine Corps. After his military service,
he attended college in Denver to study
commercial art, envisioning a future
in visual communications and design.

Instead, a conversation with his father
changed everything. Greg’s dad had
spent his career in construction and
proposed that the two start a general
contracting business together. In

May 2003, they opened Wickham’s
Workbench. More than two decades
later, Greg still credits that decision—
and the years spent working alongside
his father—as the foundation for both
his career and the company they built.

“We worked side by side for six or seven
years,” Greg recalls. “Looking back,
that’s really where I was being formed
and forged.” Growing up, Greg had
already spent countless hours helping
his father on construction projects,
but owning a business required an
entirely different education. Rather
than learning only how to build, he
immersed himself in construction
management—contracts, scheduling,
estimating, project coordination, and
customer communication. It was
there that he discovered something
unexpected about himself.

“I thought I'd enjoy being out in
the field building things,” he says.
“It turns out 'm an office guy.”

For many people, contracts, schedules,
and work orders sound like the least
exciting part of construction. For

Greg, they’re exactly what he enjoys
most. He thrives on organization,
detailed planning, and seeing dozens
of moving parts come together

into one finished project. It’s the
challenge of coordinating people,
timelines, and craftsmanship that
keeps him energized every morning.

That operational mindset has become
one of the defining characteristics of
Wickham’s Workbench. While the
company offers an unusually broad

range of services—including kitchen
and bathroom remodels, basement
finishes, concrete work, handyman
repairs, additions, and even custom
home construction—Greg believes
what truly separates his team isn’t
the variety of work they perform.
It’s the level of involvement they
maintain throughout every project.

“If T had to describe our mission,” he
says, “it would be quality construction
built right in at a reasonable price.”

Equally important is the personal
attention clients receive.

Rather than handing projects off after
a contract is signed, every customer is
assigned a dedicated project manager
who serves as their primary point of
contact from start to finish. Questions
are answered quickly, communication
stays consistent, and clients always
know who is overseeing their project.

For Greg, that level of oversight isn’t
just good customer service—it’s how
quality is maintained. The company
has also built long-term relationships
with trusted craftsmen who have
worked together for years. That
familiarity allows projects to run
more smoothly while producing
consistently reliable results.

Although Wickham’s Workbench

is capable of constructing custom
homes—one of their current projects is
a large custom home in Crystal Park—
Greg is quick to point out that they
enjoy the smaller jobs just as much.

He laughs about a saying he and

his father developed over the

years. “We always joked that we’ll
do anything from changing your
faucet to building you a new home.”
While said with a smile, it accurately
reflects the company’s philosophy.

Many homeowners assume they need
multiple contractors to complete a
constantly growing list of repairs

and improvements around their
home. Greg’s team enjoys being

the single resource that can tackle
everything from a simple faucet
replacement to an extensive remodel.

That flexibility has made Wickham’s
Workbench a valuable partner for
real estate agents as well. Some clients
purchase homes specifically because
they have room in their budget to
customize them afterward. Others
need repairs completed before a listing
hits the market or before closing can
take place. In both situations, Greg
understands that timing is often just
as important as the work itself.
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“When real estate agents call us,”
he says, “it’s usually because there’s
a deadline.” Inspection objections,
buyer requests, repair negotiations,
and listing preparation often leave
only a short window to complete
the work. Greg recognizes that
contractors are frequently brought
into the process near the very end,
when the schedule is already tight.

His team’s goal is simple: help keep the
transaction moving. Whether addressing
inspection items, updating a property
before listing, or completing repairs
after closing, Wickham’s Workbench
focuses on finding practical solutions
while working within the timelines

that real estate transactions demand.
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“If T had to describe our mission
it would be

Greg also encourages agents to invest in
long-term relationships with contractors
rather than searching for someone

new every time a project arises.

“When we’ve worked together for

a while and someone calls saying
they’re in a pinch, it’s much easier
for us to rearrange our schedule
and help them out if there is history
there,” he explains. “Building those
relationships benefits everyone.”

Outside of work, Greg enjoys many

of the activities Colorado is known

for. He spends his free time hiking,
camping, fishing, mountain biking, and
snowboarding—Snowmass being his
favorite destination. He and his wife
also enjoy traveling to theme parks

N

now that their children are grown,
joking that it’s even more fun without
having to keep track of the kids.

Those kids are now building lives of
their own. His daughter is studying
biochemistry at Utah State University,
while his son previously worked
alongside Greg as a project manager
and draftsman before accepting a
position with a large concrete company
in Denver. Greg has also entered a new
chapter of life as a proud grandfather
to two young grandchildren.

Greg also loves being a “dog dad” to

his rescue, Pippin. Greg found Pippin

at Mill Dog Rescue; he had been poorly
treated for the first five years of his life
and now he enjoys a good life in a happy
home. “Day by day, he is continuing

to learn ‘how to dog,” Greg says.

One value that continues to shape both
Greg personally and professionally is his
appreciation for military service. Having
served in the Marine Corps himself,

he enjoys supporting fellow veterans
whenever possible and offers discounts
to military clients whenever he can.

In a community like Colorado Springs,
where military families make up such
an important part of the population,

it’s one more way he gives back.

More than twenty years after opening
Wickham’s Workbench, Greg remains
just as enthusiastic about the business
as when it first began. Whether
coordinating a custom home, completing
a small repair, or helping a real estate
transaction stay on schedule, he
approaches each project with the same
attention to detail, organization, and
personal involvement that have defined
the company from the beginning.

For real estate agents, that steady,
hands-on approach makes Wickham’s
Workbench a trusted resource for
projects large and small—and a
reliable partner when getting the

job done right matters most. ¥

CELEBRATING 25 YEARS IN BUSINESS &

REALTORS' Most-Trusted Company
for Windows in Colorado Springs

Lifetime warranty
on parts & Labor

Check out our
showroom BOOK NOW

6602 Delmonico Dr.
Colorado Springs

ASAP

ge Door Service

FOR REALTORS, SELLERS & NEW HOMEOWNERS

A Modern Garage Door Makes 3 Power ful First impression

) LOCALLY OWNED & DPERATED Go g1E
&) H0H WALITY DARADE BERVICE
& COMPLETT GAAGE DOOR SOLUTIONS TRUSTED BY

€ W CRFIR MALITARY DESCOUNTS 1,400"'

COLORADD SPRINGS

& SEMOR CTITEN MSCOUNTS BOARBITSRERE

SCHEDULE YOUR FREE ESTIMATE

(719) 749 8904

INSPECTED BY THE PEOPLE WHO

TRAIN INSPECTORS NATIONWIDE

o s g e o Gebesoa
that expertise to every inspection.

PROTECT YOUR CLIENTS.
STRENGTHEN YOUR REPUTATION.

Insurance Is More Than Just A

Policy; It’s About Peace Of Mind

¢ With access to multiple carriers, we
e r find the right coverage at the right
i price—delivered with the service
and communication you can trust.

_ - L
HOMEOWNERS ¢« AUTOMOTIVE « COMMERCIAL

THE

GENCY

Comprehensive Coverage for All Your Needs

E Michael Hendrickson

Office: 719-785-1330
Cell: 719-201-9200
michael@theagencysprings.com

E 2045 Mulligan Dr.
Colorado Springs, CO 80920
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A CHALLENGING LOAN NEEDS AN

exppcerced 5o oy eqpesy

Especially someone who's been on the underwriting side of the desk.

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
‘ﬁ attract serious offers. Let us make your home
]‘ stand out!

A challenging VA file can leave you and your buyer wondering what
comes next. Leanna Selander brings mortgage experience dating
back to 1996, a background in underwriting, and a specialty in
manually underwritten VA loans.

Her approach starts with understanding the details:
the borrower’s circumstances, the documentation, and the
questions that need answers.

) I” THAT 1 PAINTER

GETA [m]

FREE ESTIMATE =
IN 24 HOURS

(719) 491-7031

Because finding a possible path forward starts
with knowing where to look.

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

Insurance-Done
Right. Always

Partnering with multiple top-rated carriers
to provide your clients with flexible,
competitive options.

’f

A seamless, stress-free
process from quote to
| / closing—so every deal moves
forward with confidence.

OR% A0
A
:
Tony D'Alessio
President
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Town delivers
B oheviog relobic sames BRING LEANNA YOUR CHALLENGING
R VA LOAN QUESTIONS.

junk.
= Timely move-out clear
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get things done - NOW

1 1 E‘ IEI Same-darsen_rimavailthe MORTGAGE PROFESSIONAL
E evate C - (D Upfront pricing (no surprises) NMLS #232051

SonCeTe | (SRR e (719) 660-5370

Phone 719.301.0095 - Text 719.749.3420
tony@elevatedinsuranceteam.com
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Want to feature one of your Luxury Listings in Colorado Springs Real Producers? Hire one of our Preferred Real Estate Photographers
to photograph it and we can spotlight it for you! Our Preferred Real Estate Photographers are listed under “Photographer”.
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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

' l;*_, for referrals
= L%

+ Neighborhood-
themed baskets

FREERD M

LANDSCAPES
design install maintain

All your landscaping
& outdoor living needs
o[&] Call Zack Langston .

=]

719.301.3000

DON'T LET
INSULATION ISSUES /3 F00er.
DELAY THE CLOSING <

C I LEAR COMMUNICATION

e

"4 474 7Y /
f—?}- '-\l-"f'; 'g"f

Common Pre-Closing Solutions
« Attic insulation upgrades

+ Inspection-related repairs

+ Air sealing and energy concerns

CALL OR VISIT ONLINE
TO SCHEDULE

719.394.0033

koalainsulation.com/Colorado-Springs E

SOMETIMES, SELLING THE
HOUSE IS THE EASY PART.

THE FURNITURE. THE COLLECTIONS. THE INHERITED VALUABLES.
THE YEARS OF BELONGINGS NO ONE HNOWS HOW TO MANAGE.

APPRAISALS | AUCTIONS | ASSET LIQUIDATION | DOWNSIZING SUPPORT

‘Whan your cllent needs help managing valuablas,
collections, inheritad belongings, or an antire
household, you need & partner you can trust to
treat them with the same care you would,

o, SCHURSLMCOUESS
‘ — CROGH —

LESS STRESS
BUYING &8 BELLING

Sehur Success Group provides knowledgeable,

d OMNE TRUSTED LOCAL
compassionate guidance through appralsals, TEAM, FROM EVALUATION
auctions, downsizing, and asset Rquidation, TO RESOLUTION.

REFER WITH CONFIDENCE.
WE'LL TAKE CARE OF THE REST.

Calk M9-847-1000
SCAUrSUCCE I S QT OURL.COMm
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FROMSERVICE To SOLD.

CASA BAY
PHOTOGRAPHY

BUILT TO SERVE

For Daniel Padilla,
service has never
been just a career—
it has been the
common thread
connecting every
chapter of his life.

Whether serving his
country through multiple
deployments, helping
military families navigate
relocation, mentoring
agents on his team, or
quietly paying a community
member’s utility bill when
they fall on hard times,
Daniel approaches each
opportunity with the same
mindset: people first.

That philosophy has guided
him from the battlefield

to the closing table,

helping him build one of
Colorado Springs’ most
recognizable real estate
teams while never losing
sight of why he started.

From Military Service
to Colorado Springs
Born in Salt Lake City

and raised primarily in
Utah, Daniel’s childhood
included several moves as

his grandfather established
Spanish-speaking churches
throughout the western
United States. His own
path eventually led him
into military service,
joining the Army in 1998.

His career coincided

with one of the busiest
operational periods in
modern military history.
Over the next two decades,
Daniel deployed multiple
times to Iraq, Afghanistan,
and other locations, serving
as a targeting officer
responsible for coordinating
artillery, air support, and
other fire operations.

“It was a very operational
career,” he says. “We
were at the height of the
war my entire time.”

Even today, he credits
much of his professional
approach to lessons learned
during those years. The
military’s decision-making
framework—decide, detect,
deliver—continues to

shape how he serves clients
through every transaction.

The Army eventually
brought Daniel to Colorado
Springs in 2012. After
retiring in 2019, he and his
family decided to stay.

“We just fell in love with
Colorado,” he says.

An Unexpected
Introduction to Real Estate
While preparing to retire
from the military, Daniel
attended a networking event
hosted by Team Red, White &

Blue. Naturally outgoing, he
spent much of the evening
introducing himself to
everyone in the room.

Another real estate agent

in the room asked him if he
was an agent himself. “I told
her I wasn’t an agent—I was
still active duty.” Instead

of being discouraged, she
invited him to interview
with her brokerage. That
conversation opened the
door to real estate.

Daniel began his career
with EXIT Realty before
eventually moving to
Keller Williams, where
he continued developing
both his business and
leadership skills. Later,
he joined Real Brokerage,

a move he describes as
another turning point.

“The technology and systems
have allowed us to scale

in ways I couldn’t before.”
Today, after seven years

in the industry, Daniel

and his team have served
more than 650 families.

Trust Earned Long Before
the First Transaction
Daniel’s earliest clients
weren’t strangers—they
were fellow soldiers. His
first client was his former
operations officer. “If the
Army trusts you to drop
bombs on the enemy,” his
former commander told
him, “I can trust you to help
my family buy a house.”

That relationship has

now resulted in multiple
transactions spanning
several members of one
family. Soon, word spread
throughout the military
community. Personnel
officers, logistics officers,
fellow service members,
veterans, and military
families all began reaching
out. The trust Daniel had
built over decades of military
service naturally carried
into his new profession.
Rather than trying to
reinvent himself, he leaned
into the relationships he
had already earned.

Telling His Story

As his business grew,
Daniel recognized another
opportunity: social media.
Instead of creating polished
advertisements, he simply
documented what he

was learning, where he
was serving, and how

he could help others. “I
would just tell my story.”

Over time, those consistent
videos created something far
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WHEN THINGS

DON'T GO THE WAY
PEOPLE ENVISIONED,

IT HURTS ME TOO.
| TRULY DO CARE.

more valuable than views—
they created familiarity.
Recently, Daniel closed on

a $1.1 million home for a
client who had followed

his content for seven years
before ever reaching out.
“He told me, ‘I feel like

I already know you.”

That kind of relationship
has become one of the
defining characteristics

of Daniel’s business. His
YouTube channel, now
approaching 10,000
subscribers, continues
introducing families to life
in Colorado Springs while
serving as another avenue
to educate and build trust.

Recognition along the way—
including being featured

as a Rising Star in Colorado
Springs Real Producers and
appearing on local news—
has further reinforced that
credibility, but Daniel still
views those opportunities

as extensions of the same

mission: helping people.

Leading Through Service
Daniel’s team reflects much
of his own background.
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Many members have
military ties—whether
through prior service or
family currently serving—
which allows the team

to naturally connect

with the large military
population throughout
the Pikes Peak region.

Leadership, however,
extends beyond recruiting.
Daniel enjoys mentoring
newer agents, conducting
weekly coaching sessions,
organizing lead-generation
competitions, and creating
an environment where
everyone continues
improving together.

“Ilove training people,” he
says. “I love seeing someone
grow.” Watching former
team members develop into
successful business owners
themselves has become

one of the most rewarding
parts of his career.

Giving Back Quietly
Community involvement has
always been an extension of
Daniel’s business rather than
a marketing strategy. His
team regularly participates

in local charitable events
like the Angel Run while
also finding quieter ways
to help families facing
financial hardship.

Sometimes that means
paying a utility bill.
Sometimes it means
organizing school supply
drives. Recently, after
hearing about a local need,
Daniel purchased 120
backpacks for students at
Wildflower Elementary
School. “There wasn’t a
big plan,” he says. “I just
knew we could help.”

Those moments don’t

always make headlines,

but they reflect the way
Daniel prefers to serve—
responding to needs as

they arise and looking for
opportunities to leave people
better than he found them.

The Heart Behind

the Business

When asked how he hopes
clients remember working
with him, Daniel pauses
before answering. “The
people who truly know
me know my heart.” Real

estate can be emotional.
Transactions don’t always
unfold as expected, and
challenges inevitably
arise. Daniel doesn’t
pretend otherwise.

Instead, he wants clients to
know they aren’t navigating
those moments alone.
“When things don’t go the
way people envisioned,

it hurts me too,” he says.

“I truly do care.”

Outside of work, Daniel
enjoys CrossFit, challenging
himself physically, catching
movies with a bucket of
theater popcorn, and, most
importantly, spending

time with his wife, Edith,
and their children.

Looking back, it’s clear
that while Daniel’s career
has evolved—from soldier
to REALTOR®, from

team member to team
leader—the underlying
mission has remained
remarkably consistent.

His profession may have
changed. His commitment to
serving others never has.

THE DREAM 1S

THE 1S SOLD SEPERATELY.
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FIDELITY MORTGAGE

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
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Note: We didn’t begin
doing veterans-themed
editions until 2020.
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MOVING & STORAGE

COLORADO  TEXAS

Free in-home survey to design
a customized move plan.

Full packing services and specialized moves.
Fair and binding pricing — no surprises.
Secure storage available.

Commercial and industrial services.

Licensed, bonded and insured.

Agent far

TRUSTED. PROFESSIONAL. Mayﬂower L’- =

STRESS-FREE MOVING.

Household & Commercial Relocations.
80 Years of Experience Moving You with Care and Confidence.

Contact Arrow Moving for a FREE MOVING QUOTE. ArrowMoving.com | 719-573-3460

ORLY’S

ART GALLERY

Stage & Sell Faster

From fine art custom

———— ELECANT BY DESIGCN framing, to art shows, to
Trusted by Top PROFESSIONAL HOME STAGING vintage antiques, Orly’s
Colorads Agents C_oe~9 has the perfect touch for
creating the perfect home
Colorado’s Preferred Staging Company environment.
— ScaN To CONNECT — 719-630-3371
719-582-2999 730'S. Tejon

www.ElegantByDesignStaging.com Colorado Springs, CO 80903
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tshfreedom

real estate photography

WORLD CL;‘VS‘S VI‘GUM,S FOR
EXCEPTIONAL LISTINGS -

MENTION THIS AD TO GET A
FREE 30-SECOND REEL ON
¥OUR FIRST SHOOT!

NOVEMBER

719, 6‘?5 5115
freedomrephoto.com

Family Owned and Operated Since 1990

“7—.
35+ Years in Business |

Glassworks & Screens

"Glass in a Flash!"

Window Screens, Window Repair, Glass Repair,
Window Replacements, and Door Repair. Anything
with a window or door, we can repair or replace.

[&];

719-649-4001 * www.lightning.glass E

Call or text for a free estimate today
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RESTORING WHAT
MATTERS MOST"

Your Full-Service Water Damage
Restoration & Emergency
Services Experts

Residential & Commercial
24/7 Emergency Services

- Water Damage Restoration - Mold Remediation
- Fire & Smoke Restoration
- Sanitizing & Disinfecting

- 3ewage Cleanup
« Clgarette Odor Removal

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

Owaterdamacg n/colorado-springs
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Colorado’s Trusted Inspection Team 0
HOME INSPECT

Helping Great
RE&IIGI‘H C lE‘ltt:

PARTHER WITH BAM

50 Does Your Inspection Partner. [=] [=]

Your Reputation Matters.

Chear comimumscation. Balanced nsight. A chent sepersnce
Tt s confidence—nol Tede. Y Relp buyers feo
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THE
B

USINESS

OF

CONNECTION

THERE ARE PEOPLE YOU HAVEN'T MET YET
WHO WILL CHANGE YOUR BUSINESS.

THE QUESTION IS WHETHER YOU'LL HAVE
THE COURAGE TO MEET THEM.

I hink abourt the people who
matter most to your business.

The client who became an advocare.
The agent who became a friend.

The introduction that opened a door.
The conversation that somehow
became something much bigger.

There was a time when you didn’t
know any of them,

I'hey were strangers.

That’s the part of business we don’t
talk about enough. We talk about
leads. Units. Valume. Conversion.
Market share.

But some of the most consequential
opportunites in your career will
begin before there’s anything to
measure.

They begin in the unknown space
between two people.

'HE PERSON ACROSS THI
ROOM.

You walk into an event and see

s0omeonc }’ﬂll.‘v'i.‘ wanted to meet,

Your mind starts negotiating with
you. So you grab a drink. Talk to the
].?L'.'UP]".‘.' you EIF'C-':I.IJ}_A" ]'(['Iﬂ"r\". .E"IL]"I.'L{
maybe you leave without ever
CTDSSiI’Ig the room.

Applicant subject to credit and underwritin
in New York | Guaranteed Rare, Ine.D/B/A

¥

WHAT IF YOU DID:¢

Walk over. Say hello. Ask the
question. Because you have no
idea what might exist on the
other side of that conversation.
Sometimes the greatest
opportunities in our businesses
begin with having the courage
to walk toward something we
can’t yet see.

66

Your future isn’t empty
simp] v because you

can’t see it yet

29

That’s why I don’t believe
relationships are something we
turn toward only when we need
more business. They’re the
business we're building every
day so opportunity already
exists when we need it.

DO THE SCARY THING.

Meet the people you think
you're too small to walk up to
and talk. Ask the impossible
questions. There will always be
SOIMeone in L]'IL'.' IO \'r'hﬂ

seems more successful than you.

Walk over anyway.
yway

Andrew Deyo  MNMLS: 1889231
Producing Partnérship Branch Manager

DON'T OUTGROW YOUR
CURIOSITY!

When we're new, we'll talk to
anybody. We do it because everything
still feels possible. Then we get
experienced. Our calendars fill.

We can become so efficient that we
StlJ]J C]'.I.Ct'.*'l.'l['l“:rl]lg tI'I'C l]l'.IC.‘C]JCCth.

Walk into a room where nobody
knows your production. Talk to
someone who can’t do anything for
you - yet. Ask the question you worry

mig}u sound ridiculous.

ALL THINGS COME AND GO.

Markets change. Deals come and go.
Great years will challenge us, and
difficult years will give way to
something new.

But there are still people you haven’t
met. Conversations you haven’t had.
R.ooms you haven’t entered.
pportunities you can’t see from where
you're standing today.

Look forward like a child looks
torward. With wonder. With
expectation. Then walk across the
rooIm.

Someone you haven’t met yet may be
J

waiting on the other side
/Lﬂé'ﬂ/

(719) ?25—1

approval. Restrictions apply. Operating as Guaranueed Rate, Inc,
ateyWMILS #2611 Iur]Lu.n-unEf informarion, visic

nmlsconsumeraceess.org CO - chu].nul by the Division of Real Estae ey



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

COLORADO SPRINGS
719.884.5300

5555 Tech Center, Ste. 110
Colorado Springs, CO 80919

COLORADO SPRINGS NORTH
719-884-5300

1710 Jet Stream, Ste # 200
Colorado Springs, CO 80921

CANON CITY
719.275.4900

120 N. 9th Street, Ste A
Cariion City, CO 81212

CHANGING SEASONS,
CONSISTENT SERVICE.

w[E] WE DON'T SUCCEED
% UNLESS YOU DO!

EMPIRE TITLE - ETCOS.COM

nﬂflﬂne

EMPIR

TITLE

A Division of Stewart Title Company




