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Proven Experience.
Trusted by Realtors for timely inspections,
expert service, and stress-free closings.
— ~ ~ EXPERIENCE IN
T e 6, el el NORTHERN

COLORADO
FIND A NEED, FILL A NEED.

TODAY'S HOMEBUYERS NEED OPTIONS - IF YOU HAVE A
CLIENT HOLDING OFF ON THEIR DREAM HOME DUE TO
A CONTINGENT SALE, LET US HELP THEM GET OFF THE
FENCE AND TURN THEIR SEARCH TO SOLD WITH OUR

IN HOUSE BRIDGE LOAN!

M Renovation
£ Selis

Sell Your Home
for More, IFaster

Unlock 15-20% more equity from your home with
a hassle-free renovation.

Vol

Originating Branch Manager
720-990-3687

NMLS1458088
ryan.lendrum@ccm.com

® LENDRUM TEAM

CROSSCOUNTRY MORTGAGE™

Chat with Sreve & Thalvta {970} 430-5266
Your Morthern Colorado Renovation Experts steve@renovationsells.com renovationsells.com
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Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

BAKERY/CATERING
Boozee Treats
Debra Mills

(970) 889-2611
boozeetreats.com

CATERING
Graze Craze
Therese Cinotto
(970) 5411412
grazecraze.com

DIGITAL MARKETING
SOLUTIONS

1QR

Guy Tuell

(303) 476-0238
1gr.com

EVENTS / WEDDINGS

Bradford Weddings & Events
Debra Bradford

(972) 940-2912
bradfordweddingsandevents.com

FINANCIAL ADVISOR
Country Financial

Jason Percha

(970) 669-1263
advisors.countryfinancial.com/
usa/co/loveland/jason-percha

FITNESS TRAINING

Body20

Cassidy Odell

(970) 305-5609
body20.com/location/fort-collins

Signature Agent
Services handles

Contracts move fast.

We keep up.

Deadlines tracked. Documents
managed. Clients kept in the loop.

-
\J

the details so you
don't have to. Peace
of mind built into
every transaction.

FREE COFFEE

SCAN THE QR CODE FOR
YOUR CHANCE TO WIN!

Let's finish the year strong, together.
970-889-3629 | savanna@signatureagentservices.com

- November 2026

FLOORING & DESIGN
Northern Colorado Carpets
Derek Krasuski

(970) 226-6800
northerncoloradocarpets.com

FLOORING, TILE/
STONE,WINDOW TREATMENTS
Loveland Design Carpet

One Floor & Home

Christy Gettman

(970) 682-3989
lovelanddesign.com

HOME BUILDERS

David Weekley Homes
(407) 902-1838
davidweekleyhomes.com/
new-homes/co

HOME WARRANTY

Blue Ribbon Home Warranty
Desiree Landt

(970) 773-1370
blueribbonhomewarranty.com

First American Home Warranty
Kyle Arenson

(970) 404-5099
firstamrealestate.com

HVAC SERVICES

Metal Mechanics Inc.
Michelle Culp

(970) 203-9954
metalmechanicshvac.com

Sandbox Solar
(970) 673-7733
sandboxsolar.com

INSURANCE BROKER
Country Financial

Jason Percha

(970) 669-1263
advisors.countryfinancial.com/
usa/co/loveland/jason-percha

Summit Insurance

BJ Hill

(970) 667-9133
mysummitinsuranceagency.com

MASTER PLANNED
COMMUNITY
Kinston at Centerra
Pam Avirett

(970) 613-4571
centerra.com/kinston

MORTGAGE / BANKING
Mountain Valley Bank
David Salmon

(970) 416-3353
bankmvb.com

PNC Bank
Matt Offutt
(970) 282-3931
pnc.com

MORTGAGES

Altitude Home Mortgage
Ken Schmidt

(970) 576-8473
altitudehomemortgage.com

CrossCountry Mortgage
Sarah Dick

(970) 549-6223
crosscountrymortgage.com/
ryan-lendrum

First Western Trust Bank
Justin Crowley

(970) 407-3100
myfw.com/mortgage-services

Guild Mortgage

Ryan Abrahamson

(970) 530-0470
branches.guildmortgage.com/co/
fortcollins

MOVING COMPANY
Choice Moving Company
Joe Pucci

(970) 658-7627
choicemovingcompany.com

ODOR REMOVAL
1-800 WATER DAMAGE
of Northern Colorado
(970) 461-0027
1800waterdamage.com/
northern-colorado

PAINTER

That 1 Painter Fort Collins
(970) 230-3924
thatlpainter.com/fort-collins

PERMANENT LED LIGHTING REAL ESTATE MEDIA
Trimlight NoCo Helios Real Estate Media
Ryan Benson Jake Guerin

(970) 800-8088 (970) 682-5533
trimlightnoco.com heliosrealestatemedia.com

PHOTO BOOTH RENTAL
Bumblebee Photobooth
Stephanie Woodard
(970) 215-2676
bumblebeepb.com

REMODELER
Renovation Sells
Northern Colorado
Steve Swanson
(970) 818-5667
renovationsells.com/

PHOTOGRAPHY / PORTRAIT northern-colorado

PHOTOGRAPHY
Blue Photography ROOFING
Audrey Roybal NOCO Roofing

(970) 290-3975
blue-photography.com

Troy Jennings
(970) 223-7663
nocoroofing.com
REAL ESTATE & PORTRAIT

PHOTOGRAPHY Roof Source LLC
Erin Waynick Photography Brendan O’Keefe
Erin Waynick (970) 691-0845

(970) 217-9010 coloradoroofsource.com

erinwaynickphoto.com

Permanent, Progfammable LED Lighting

Request

RURAL MORTGAGES
Rural 1st

Kaleb Barton

(970) 896-6323
rurallst.com

SOLAR COMPANY
Sandbox Solar
(970) 673-7733
sandboxsolar.com

STAGING

Sell It Staged
Jena Tack
(303) 710-6635
sellitstaged.com

TITLE COMPANY

Chicago Title of Colorado

- Northern Colorado
Ryan Martin

(970) 666-7300
colorado.ctic.co

First American Title
Debra Myers

(970) 658-4685
firstamcolorado.com

Your' " Free Quote TODAY. |

Land Title Guarantee Company
Adrien Ruckle

(970) 420-3156

ltgc.com

TRANSACTION MANAGEMENT
Signature Agent Services
Savanna Campbell

(970) 889-3629
signatureagentservices.com

WATER DAMAGE
RESTORATION

1-800 WATER DAMAGE
of Northern Colorado
(970) 461-0027
1800waterdamage.com/
northern-colorado

Your|FREE|QuoteTODAY/
PromolCode: NoCoRP:

Install must be on 130 L

.

-
Lo

(970) 800-8088
www.trimlightnoco.com
f @ @trimlightnoco
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Meet
The

Team

Mary Burrell Alyssa Benson Jacki Donaldson Candace Braden
Owner/Publisher Assistant Publisher, Managing Editor Event Coordinator
970-732-0469 Videographer, and Social Writer

Media Coordinator

.-!131.!1!1 '

Erin Waynick Audrey Roybal Kate Shelton
Photographer Photographer Writer

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

are not endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors,

@ the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and

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.

NEAR OR FAR
HERE

Whether you're moving across town, or
across states, we have the home loan
option that works for you! b
Talk to your Mountain Valley Bank :
Mortgage Lender to see what

loan solution fits you best!

;1 '_—‘.. :.‘

David Salmon
NMLS #297607
970416.3353 x5002
dsalmon@bankmvb.com

i -

PVC Mountain
Valley B

Mzmm FDIC

Seniors - Couples - In-Home - Newborn - Lifestyle - Maternity - Branding

Photographs that
feel real, refined,
and a little
unexpected.

Your story deserves more than staged
smiles. | create authentic, emotive images
that highlight connection and
personality—capturing the beauty in both

the big moments and the quiet in-between:s.

Portrait
Photographer blue-photography.com

Audrey Roybal audrey_bluephotography
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n. " - >--7;-7' V‘,I
Handcraft?&\\ 7 c&;w

charcuterie
boards.

(970) 541-1412

Perfect for

every palate
+ event.

NOW

grazecraze.com/loveland-co
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(EMS)techno\ogy W \ i
: i 90% of your muscC

- d suit activates - ‘
In just 20 minutes, our FDAtcr:\eenagffh tone up, and burn fat efficiently
S 1

Angie Clauser Siduri Taylor Shante Michael

President, Loveland-Berthoud President, Fort Collins President, Greeley Area
Association of REALTORS® Board of REALTORS® REALTOR® Association

=W SCAN | BODY20

to book your free

consultation + body scan FORT COLLINS

‘ Centerra ‘ Fort Collins ' Greeley Loveland
¥ 1635 Foxtrail Drive, #226 ¥ 2950 E Harmony Rd, Ste 399 V7251 W 20" Ste, Bldg A2 V' 200E 7" St, Ste 120
Loveland, CO 80538 Fort Collins, CO 80528 Creeley, CO 80634 Loveland, CO 80537

-
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(970) 305-5609 | 3519 E HARMONY RD #150 | www.body20.com/location/fort-collins
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Set Your Buyers Up for a
Smssthes, it HYear.

A 41500 BRIDGE LOAN?

| USE FOR: DOWHN PAYMENT, PAYOFF DEBT
OR HOME REPAIRS BEFORE SELLING

Trusted by REALTORS®, backed by experience,

BRIDGE LOAN AMOUNT UP TO
$250,000

and committed to protecting what matters most.

Delivering priceless peace
of mind since 1985.
Honest & affordable protection for
Colorado homeowners!

BlueRibbhonHomeWarranty.com

= Borrow up to $250,000 against your
current home's equity

« GB-rmonth balloon with interest only
monthiy payments

970-773-1370 | NoCo@brhw.com k= __ ElﬁlEEHl;Ei%uRPLHT\'

« 85% maximum combined loan-to-
value {CLTY) ratio

+ Closing costs can be rolled into the

bridge
BRIDGE LOAN AMOUNTS FROM Elevated event planning for all the special moments in life. 7 - o
$250,001 TO $500,000* Contact us to get started on your unforgettable celebration. ’ THE LISTING ADVANTAGE
y ’ - . BUYERS CAN FEEL.
= Borrow up to $500,000 against AR ( 7 ) ho- ) 1
your current home's equity L SSe bradfordweddingsandevents.com : 7 .
= s, Bradfordweddingsandevents@gmail.com o g W s v Thoughtful staging helps
s G-month balloon with interest only - ; = -l LR buyers see how a home lives,
monthly payments L - ! : connect emotionally, and

recognize its value.

s T75% maximum combined loan-to-
value (CLTV) ratio

—

Choice S g
Moving ; B 303-710-6635 / SELLITSTAGED.COM
Company -

From Our Family to Yours JENA TACK ¢ FOUNDER @:.
LONGMONT, COLORADO "

The Rig ht ChOice ‘ DESIGN + PSYCHOLOGY + INTENTION
for Your Clients -

Professional moving care that
reflects well on your referral.

750+ Five-Star Gocgle Reviews
0 rwting st both incators

= Closing costs can be rolled into the
bridge

QUALIFICATIONS:

v Available on Primary Residences

v Credit score of 680+

HELP YOUR
CLIENTS CLOSE | VEHELP

v Max DTl of 45%

Let's talk about how these tools can help grow

ur business. HOMEOWNERS
% » i WITH UNDERSTAND THIER
Scan the QR code to schedule a quick meeting. BOCAR o HAAC
Qur treat!

CONFIDENCE

REAL ESTATE HVAC & SOLAR CERTIFICATIONS
Sandbone+ HVAC performs @ comprehensive
Fumace & AJSC Certification 1o verity systems
are. sale, efficient, and cperating to

manufacturer standards, providing clear
documentation for buvers, sollers,

and agents. N2 Producers Group Exlusive

5149 offer (a $260 value),

SYSTEMS BEFORE
THEY BECOME A
PROELEM

'WE OFFER:

=AC B HEAT PUMP TUME-UPS
=30LAR SYSTEM HEALTH CHECKS
=S0LAR SYSTEM APPRAISALS

KEN SCHMIDT

MODERN LOAN ADVISOR /| OWNER
TEAMTENBALTTTUDELO AR COH

@ O 374 BT
KENTHELOANPILGT COM
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Scan to
Book or Refer
Your Clients

*WE SUPPORT ORPHAMED SYSTEMS

970.658.7627




PARTNER SPOTLIGHT

The

STORY BY KATE SHELTON

N

at Your Next Event

PHOTOS BY ERIN WAYNICK, ERIN WAYNICK PHOTOGRAPHY

We always get such
great feedback from
events,” says Stephanie
Woodard, the owner of
Bumblebee the Photobooth. “People love
the Photobooth, and it makes the event
so much more lively. It gives people
something to do, and it captures the
memories. Bumblebee the Photobooth
loves to be the buzz at your event.”

Stephanie was born in Greeley and
has lived most of her life in Northern
Colorado. She started her career

in retail management, developing
strong customer service skills and the

ability to connect with people from all
walks of life. When she unexpectedly
became a single mom, Stephanie
quickly had to find a way to support
herself and her son, Taven. She built
an incredible real estate business

and became one of the region’s

top agents. Her real estate career
provided the flexibility and stability
she and her son needed at the time.

One way Stephanie has retained clients
and built a referral business is through
her twice-annual customer appreciation
events. “I've done all kinds of things

for clients, but my goal has always

been to make them fun,” she shares. A
couple of years ago, Stephanie attended
a nonprofit fundraiser and found the
Photobooth a positive addition to the
night. “I knew it would be a blast to have
a booth at my upcoming client event,”
she notes. “I looked into it and realized
it could be such a good side hustle.”

Fueled by her entrepreneurial spirit and
passion for giving clients more, Stephanie
founded Bumblebee the Photobooth

in January 2024. To date, the booth has
become the buzz at hundreds of events
across Northern Colorado and a natural
fit for real estate agents looking to bring
a little extra fun and connection to client
appreciation events. “A Photobooth is a

_______

.. the PHOTOBOOTH

great addition to any event,” Stephanie
stresses. “We can custom brand the
photos with your logo, phone number,
or whatever else you want. People take
home fun photos—and a reminder of
your business. It’s a great way to give
back to clients and market your services.
Not to mention, people love it. Everyone
smiles. The props are so fun, and the
photos always turn out great. I love
seeing how happy it makes people.”

NoCo Real Producers - 13



Bumblebee makes adding a Photobooth
to your event simple, seamless, and

fun for everyone. From the moment
you book, Stephanie works with you

to create an experience that fits your
event’s style, with options for custom
lighting, overlays, prints, backdrops, and
digital delivery. Once the booth is set up,
guests can easily step in and capture the
moment. Whether it’s a wedding, real
estate client event, nonprofit gathering,
or special occasion, Bumblebee handles
the details so clients can relax and
enjoy their event while guests create
moments they’ll want to remember.

Stephanie attends all events and handles
everything from setup to the guest
experience at the booth. She ensures
everything runs smoothly and steps

in should any technical issues arise.

While Stephanie remains an active

real estate agent, Bumblebee gives her
another way to connect with clients

and guests in the region. Through it all,
Stephanie’s why is her son. Taven is

now 19, and they spend as much time
together as they can. An avid water skier,
Stephanie also loves camping and hiking.
She and Taven have a sweet sidekick
named Buck, a 14-pound Heeler mix.

Stephanie’s impact extends far beyond
transactions and photos. She supports
the Rocky Mountain Raptor Program
and Mountain States Children’s Home.
She especially loves owls and eagles;
one of her favorite client events is

a Rocky Mountain Raptor Program
fundraiser that lets her customers
experience the majestic birds firsthand.

Through Bumblebee, Stephanie has found
a meaningful way to give back to her
clients and the real estate community.
Bumblebee extends Stephanie’s
commitment to bringing people together,
supporting fellow professionals, and
adding a little more joy to every event. ¥

Learn more and
schedule some
‘\ fun at www.
E E E EE bumblebeepb.com

“PHOTOBOOTH

14 - November 2026

BUMBLEBEE extends Stephanie’s commitment to bringing
people together, supporting fellow professionals, and adding




Elevate Your Listing + Brand Photos

Polished visuals that capture attention + convert interest into business.

. 'fﬁi

The loan to match your
life’s biggest moves.

' -
- ¥ — =
If you're ready to make the move to a home n ta ) = y * 'i“kﬂ w L HequhOfS + team phOfos
in the Fort Collins area, now’s the time. | can help ‘ - A ; X : Homes + renfqls
youfind the mortgage options that fityour financesand | = =SSN Im|.CJIn] BN YN\ 7111l === W @ & s ‘»«i' b zl | D
open the door. And with a PNC Bank pre-approval, ‘} 360 Vlrfuql tours
you'll be able to shop and negotiate with confidence. - “
bo loan mortgag Floor plans
Day + twilight photos
C.II g Mat Offutt Aerial stills + video
all me today at a u
Walk-through videos
970-282-3931 Mortgage Loan Officer o . F .
NMLS# 1593105 Online ordering available
l *
*Additional restrictions may apply. .

Brilliantly Boring since 1865 is a service mark of The PNC Financial Services Group, Inc.

PNC is a registered mark of The PNC Financial Services Group, Inc. (“PNC”). All loans are provided by PNC Bank,
National Association, a subsidiary of PNC, and are subject to credit approval and property appraisal.

%@2026 The PNC Financial Services Group, Inc. All rights reserved.

PNC Bank, National Association. Member FDIC.

Erin Waynick Photography

MORT PDF 0225-035-2620703 Real Estate * Commercial * Portrait

erinwaynick@gmail.com | 917-217-9010
www.erinwaynickphoto.com

RESTORING WHAT
MATTERS MOST"™

Your Full-Service Water Damage
Restoration & Emergency
Services Experts

HELPING A
YOUR )
CLIENTS

COVER THE

‘WHAT IFS’

= Bgmal) ‘Buzz in Early,
Alleohiol X Nfu-diTearer=anl i peakes (Prin,tIO’r (Frw!

cheesecakes, cookies, coffee, + more
with

bumfpleBEE
“PHOTOBOOTH

A I 9™ Ul TR el '
N - e o —
Residential & Commercial
I 24/7 Emergency Services

PREMIER
AGENCY

« Water Damage Restoration + Mold Remediation
* Fire & Smoke Restoration + Sewage Cleanup

Allstate + Sanitizing & Disinfecting « Cigarette Odor Removal 281 E. 29th St. | Unit C | Loveland
E E Debra Mills, Owner + Curator visit bumblebeepb.com to book your
Contact us today for a FREE consultation ? Eﬁ (970) 889-2611 holiday party today and enjoy FREE

debra@boozeetreats.com unlimited prints for all your guests!

970-461-0027 ] .
S et i e o e S it E www.boozeetreats.com -
I

16 - November 2026 NoCo Real Producers - 17

BJ Hill | Summit Insurance | Agency President




FEATURED AGENT

NEHLS COONROD

text from a longtime
client landed on Kelly
Nehls Coonrod’s phone
one weekend. Kelly had
previously sold four properties for
him, and they were working together
on another unique property that
required extra investment and effort.
“I'really appreciate how you take
the partnership approach with these
properties,” he wrote. “I want you to
know you are doing a great job.”

Kelly’s partnership approach—
grounded in communication,
education, and working alongside her
clients—helps explain how someone
who spent years insisting she didn’t
want to be a REALTOR® ultimately
found her place in the business.

Kelly was born in Fort Lauderdale
and grew up partly in Hollywood,
Florida, moving between Florida
and Colorado before settling in Fort
Collins in ninth grade. She graduated
from Rocky Mountain High School
and, like plenty of teenagers, had no
grand career plan waiting for her. “I
was one of those kids who was ready
to be out of school,” she shares.

A month after graduation, her then-
boyfriend’s mother, who worked
for RE/MAX, suggested Kelly take

a part-time job while figuring out
what came next. In 2007, Kelly
became a weekend receptionist.

18 - November 2026

When the recession hit, a full-time front
desk and listing coordinator position
opened at another RE/MAX office.
Kelly moved into that role in 2008,
later became a transaction coordinator
and, in 2013, took over as office
administrator for RE/MAX Boardwalk.
By 2017, she was overseeing three
offices, managing staff, and supporting
more than 250 agents. Kelly handled
everything from onboarding agents to
processing closings and cutting checks.

When RE/MAX created its own escrow
department in 2021, Kelly spearheaded
the effort and built a team. She also
earned her real estate license that
year at the encouragement of Broker
Hazel Reed, who believed becoming

a managing broker might be the
natural progression of Kelly’s career.
By the time Kelly became licensed,

she had already spent more than a
decade learning real estate from the
inside out—contracts, closings, agent
support, transaction management,
office operations, and the countless
details required to get a transaction
successfully across the finish line.

Kelly began realizing she wanted
something different. Her new
responsibilities put her increasingly
behind a computer and away from
people. After 15 years as an employee,
she left her salaried position in early
2022 to pursue real estate full time.

STORY BY JACKI
DONALDSON
PHOTOS BY AUDREY
ROYBAL, BLUE
PHOTOGRAPHY

Alliance

The

irony

wasn’t

lost on

her. For years,

Kelly had said she

didn’t want to be an agent.

She had managed enough agents to
know how difficult and expensive

the business could be, and she never
considered herself sales-oriented. “I'm
relationship-focused,” she says. What
Kelly eventually discovered was that the
analytical and operational side of real
estate she had spent years mastering
didn’t have to compete with that part
of her personality. Combined, the two
became one of her greatest strengths.

Several agents had approached Kelly
about working together, but the

idea didn’t click until Laura Gippert
suggested a partnership. Kelly and
Laura remain independent agents but
collaborate closely, co-list properties,
share an assistant, and check in twice
each week. Their personalities balance
each other well. “She’s a beautiful
dreamer,” Kelly notes. “I'm analytical.”

Kelly entered production with a

deep understanding of contracts,
documentation, transaction
management, and the mechanics of the
business. Laura helped her translate
that operational expertise into the day-
to-day rhythm of representing buyers
and sellers, while Kelly developed a
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I want my
clients to fee
like we’re in it™
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client experience rooted in education,
collaboration, and relationships.

Kelly’s first year quickly validated

her decision. Several family members
needed to buy and sell, giving her

an early opportunity to put years of
behind-the-scenes experience into
practice as their agent. From there,

her business continued to grow year
after year, increasingly driven by
relationships, referrals, and repeat
clients. By September 2026, she had
already reached the production level
she achieved in all of 2025—a reflection
of the momentum she has continued to
build since stepping into sales full time.

Another client, a woman in her 70s,
recently told Kelly she loved working
with her because she had “mothered”
her through the entire process. Kelly
laughed but recognized the description
immediately. “I'm very nurturing, and
Ilike to hold people’s hands through
the process,” she says. But for Kelly,
that doesn’t mean taking over. She
views every transaction as a team
effort—educating her clients, talking
through decisions, anticipating what
comes next, and making sure they
feel like an active part of the
process. “I want my clients
to feel like we’re in it
together,” she says.

Kelly and Laura
bring that same
hands-on, team
approach

to their

listings. They
professionally
stage nearly

every property
and invest in
professional
photography.
Depending

on the listing,

they may cover

the first month of
staging, handyman
services, and pre-
listing or post-closing
cleaning, making those

investments strategically to help each
property show and compete at its best.

Staying connected matters just as much
after closing. Kelly and Laura have
hosted a luau, silent disco, children’s
movie premiere, ice cream social, and
even a women’s clothing swap. Their
Legacy Lunches bring together a small
group of women for conversations
about the impact they hope to leave

on their families and communities.

Kelly’s personal story has shaped that
desire for connection and stability. As a
second-generation American, she was
raised primarily by her Cuban mother
and grew up moving in and out of
apartments. Her grandparents came to
the United States from Cuba, and Kelly
remains deeply proud of their story and
sacrifices. Those experiences shaped
Kelly’s understanding of what home can
represent: stability, independence, and
the ability to build something of your
own. She bought her first home at 22.

Today, home includes husband Seth,
whom Kelly first met when she hired
him to do work at the RE/MAX office.
Years later, after both were single,
they reconnected. They have been
together for seven and a half years and
will celebrate their second wedding
anniversary this fall. Seth’s children,
Tessa, Lauren, and Rylan, are now 25,
22, and 21, and the couple recently
became empty-nesters. Keeping the
house from feeling too quiet are two
shepherd pups, Ozzy and Nyx.

Kelly fills her pockets of downtime
with morning walks, hot yoga,
pickleball, audiobooks, live music,
and a newer hobby, stained glass,
which a former client taught her.

Nearly two decades after taking a
weekend receptionist job because she
didn’t know what she wanted to do,
Kelly has her answer. The girl eager to
find her independence built a career
around something she understood

all along: people want someone
willing to walk beside them.

Connect with Kelly
at kellynehisre@
gmail.com
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THE LENDER YOUR I]I.IENTS
NEED IN GOLORADO.

Il
] L g f"||
Wil ks
o My

DESIGNING HOMES WITH YOUR CLIENTS IN MIND =
Thats %/ W ;
77 gg / /
And the way you sell.

When it comes to selling homes, your name matters. That’s why we stake our reputation

ERURA'L {3
Closer to What Matters
Construction Loans «' Lot Loans = Land Leans+ Home Loans...

on helping you enhance yours. Selling a new David Weekley home to your Clients means
more than simply giving a family a place to live. It means providing a rewarding home
building journey and creating an inspiring space where their dreams can come true.
Austin Griffith Kaleb Barton That’s how reputations are built - one exceptional experience at a time - and it’s why we
st H st H i ’ .
Rural 1% Loan Officer Rural 15t Loan Officer make our Team a seamless extension of yours. That’s The Weekley Way. New homes from the high $300s
NMLS 2536225 | 720.241.2302 MNMLS 2190484 | 970.896.6323 in the Denver area
Austin. Griffith@Rurallst.com Kaleb.Barton@Rurallst.com id kil
David Weekley Homes 720.973.4914
Loans subjée! to credit approval. Rural 1°7 is a tradenamie and Rural 1%, the Rolling Hills Window icon, Rural Logic, and Closer o/ What Matlers are @ | 0 @ u h
exclusive trademarks of Farm Credit Mid America, NMLS 407249, Rural 1* products are available to consumers within the territories of participating
Farm Credit System Associations. Equal Housing Lender, Cworm See a David Weekley Homes Sales Consultant for details. Prices, plans, dimensions, features, specifications, materials, and availability of homes or communities are subject to change without notice
or obligation. lllustrations are artist's depictions only and may differ from completed improvements. Copyright © 2026 David Weekley Homes - All Rights Reserved. Denver, CO (DEN-26-000778)
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FLOOR&EHOME

HERE TO
FLOOR
YOU!
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WE GO WHERE OTHERS WON'T!
We are grateful for the
trust you place in us.

We are Colorado’s leader
in title insurance.

FROM ESTES PARK TO STERLING

All of NoCo, including Loveland, Greeley, Land Title Guaraniee Company
Fort Collins, & surrounding areas. 345 E. 27th Street, Loveland, CO 80538

772 Whalers Way #100, Fort Colling, CO B0S25
970-282-3649

MAKE READY SERVICES AVAILABLE . O o I
RESIDENTIAL - COMMERCIAL . INTERIOR .

EXTERIOR PAINTING & HOME REPAIR Visit us at ltgc.com m (970) 691-0845

COLORADO ROOFING ASSOCIATION

22 - November 2026

NoCo Real Producers - 23
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Nick Dunagan Found New Purpose HELPING VETERANS
& FIRST RESPONDERS Through Health4Heroes

STORY BY JACKI DONALDSON
PHOTOS PROVIDED BY NICK DUNAGAN (PICTURED LEFT IN ALL)

Nick Dunagan built Health4Heroes to help veterans

and first responders care for themselves after years of
serving others. Through fitness, wellness, and community,
the Northern Colorado nonprofit helps them build
healthier lives alongside people who understand.

Years before Nick encouraged others to walk
through the door of a gym, join a group, or ask for
help, he was trying to do those things himself.

Nick joined the U.S. Army at 21 after a difficult

adolescence. His mother died when he was 15, and in
the years that followed, he dropped out of high school
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and struggled to find direction. The Army offered a
chance to better himself and build a different future.

In 2011, Nick deployed to Afghanistan, where the threat to
his life became part of daily existence. About a year after
returning, something changed. “I just knew something was
wrong inside me,” Nick says. He was oversleeping, arriving
late to work, and struggling with anger, anxiety, and hyper-
vigilance. Eventually, a supervisor pulled him aside and
told him he needed to figure out what was happening.

Nick made an appointment with a mental health
clinician on base. The clinician prescribed several

medications, but as Nick walked toward the pharmacy,
he remembers telling himself, “This is not the path you
want to go down.” He never filled the prescriptions.

But finding another way wasn’t quick. Without healthy coping
skills, Nick turned to alcohol and avoidance. His life spiraled.
The military career he once expected to last 20 years ended
after five. Bankruptcy, foreclosure, and divorce followed.

Nick moved to Colorado Springs, where an aunt and uncle
gave him a place to land. About two years after leaving the
military, a friend convinced him to visit a rock-climbing gym.
There, Nick happened upon a veterans group that met every
Thursday night. He joined them, and something shifted. For the
first time, he could talk openly with people who understood.
They gave him motivation, direction, and something he

hadn’t felt in a long time: hope. “They were where I was,”

Nick shares. “You can and will feel better. You have to get out
of the spiral, starting with being around people who get it.”

Nick found a donation-based yoga studio and began practicing
hot yoga twice a week. His knee and back pain improved,

and he felt calmer. He returned to the gym and focused on
nutrition. As his physical health improved, so did his mental
health. “It’s not a cure, but it’s a treatment,” he notes.

That realization changed his professional direction, too.
Nick switched his college major from business to health

and exercise science and transferred to Colorado State
University in 2017. After working briefly for a nonprofit
that provided gym memberships to veterans, he saw an
opportunity to continue the work when the organization
closed. In September 2020, he founded Health4Heroes.

Nick deliberately included first responders in

the mission after seeing fewer resources serving
firefighters, EMTs, law enforcement officers, and others
facing similar pressures. “These people sacrifice so
much of their own health for others,” he says.

Health4Heroes offers coaching, training, and education
while connecting those needing additional support with
other resources. Its Take Command program is a structured
90-day lifestyle transformation addressing sleep, stress
management, nutrition, strength, and conditioning. Led by
Program Director Rachel Gayle, a U.S. Air Force veteran and
nationally board certified health and wellness coach, the
program provides coaching and accountability. A revamped
virtual format launching in January 2027 will make it
accessible to participants beyond Northern Colorado.

Nick is quick to redirect credit for the organization’s
success. “I get a lot of the accolades, but I did not do
this alone at all,” he comments. “It takes a group of
dedicated people to make this work, and we have an
incredible team working behind the scenes.”
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| BRANCH MANAGER & ESCROW OFFICER

66

I get a lot of the accolades, but I did
not do this alone at all. It takes a
group of dedicated people to make
this work, and we have an incredible
team working behind the scenes.

. Colorado born and raised, Justine enjoys gardening, traveling and time with her boyfirend, 3 daughters and 2 dogs.
Love I an d Off ice Fun Fact: She has heterochromia, a rare condition that gives her two different colored eyes.

“Justine is a treasure. She’s professional, responsive, and extremely helpful. 'm looking forward to working with
her again.” - Matthew Starr, Lokation Real Estate Office

| ESCROW ASSISTANT

Jo moved to Northern Colorado from Arlington, Texas at a young age and proudly calls Fort Collins home. She’s a
CSU Child Development graduate and devoted dog lover who enjoys making memories with family and friends.
Fun Fact: Jo followed her love of the beach and moved to Santa Barbara before returning to NoCo.

“Jo is the best. She is the most welcoming and friendly person to greet people walking into the office for
their closing.” - Ryan Magnus, C3 Real Estate Solutions

| ESCROW OFFICER

With six years in title, Brittany loves making life’s biggest moments smooth and less stressful. Off the clock, it’s
her family, Great Dane and true crime documentaries.

“ ‘ e Fun Fact: Before title, Brittany was a grave digger
CHICAGO TITLE ywas agrave digg

“We have worked with Brittany on a few different files and every time she does an exceptional job! Thank you all
for your hard work!” — Samantha Gilbert | John Feeney , C3 Real Estate Solutions

Your Local Resource

: -Turkey, Pie, and. e 2k L Kyle Arenson

Peaceof Mind  « 77 ‘= —  EEEEEOSIGA

This Thanksgiving, let’s give thanks for o P o -~ karenson@firstam.com
home warranties. These treasured gems - 5N
can feel like a financial blessing when
covered household appliances and
systems unexpectedly break.

17 1o Take Commin

R - COLORA'

SrEEn

HELPING TAKE THE

Happy Thanksgiving!

Today, Nick operates a personal training and health

and wellness business while still leading the charge at
Health4Heroes. He describes himself as a completely different
person from the man who left the military years ago.

myfahw.com First American

Phone Orders: 800-444-9030 AN Home Warranty” “Protecting Client Relationships,
Budget and Time”

YOUR TRANSACTION Nick calls his girlfriend, Hannah, his sounding

- Planned Service Ty - board and biggest supporter at home. She helps with
- Preventative Maintenance | g -,y Health4Heroes when she can, and the organization
- Indoor Air Quality . g welcomes volunteers, business members, event sponsors,

- gﬂ:;:sg'rirs and opportunities to speak with community groups.

- New Construction ‘
. Retrofit - 4 Most of all, Nick wants veterans and first responders to know

- AC & Heat Pump Install & Repair J 0 the door is open when they are ready to walk through it. “If
- Furnace Install & Repair i/ we can get someone into our program and connected with a

.B ini . N
] Bzﬁzzent i coach, we can make something significant happen,” he says.

- Mini Splits
- In-floor Heating - And this month, his message extends to everyone who knows

S . N i someone who has served. “Thank a veteran,” Nick says.
g B “Reach out and let them know how much you care.”

©2026 First American Home Warranty Corporation. All rights reserved. FA_ADMRP_KARENSON_11_26

Every detail

tells the story.

L e
= CONNECT WITH NICK AT
HH'LTH CHHEROES HEALTH4HEROES.ORG.

t":*_!

970-203-9954 - www.metalmechanicshvac.com

26 - November 2026 NoCo Real Producers - 27



COVER STORY

The Franzen
Group at
eXp Realty

At 65 years old, Mildred
had never owned a home.
She had rented her entire
life because homeownership
had always remained just
out of reach. Then she
called Brian Franzen about
a condo he had listed. The
condo never became hers,

but the phone call led to
something far better.

For the next year and a
half, Brian helped Mildred
navigate every obstacle
that stood between her
and a set of keys. In May
2026, she closed on her
first home. “To see the
accomplishment, the joy
in her eyes, and the pride
she has in her home now is
why I do this,” Brian says.

d

e

Recently, Brian ran into
Mildred at the grocery store.
For him, that encounter is
part of what makes real
estate what he’s always
believed it should be: a
relationship business.

Born and raised in Greeley,
Brian knows the community
inside and out. Before real
estate entered the picture,
however, his career took
several turns. He spent

his younger years in

the restaurant industry,
eventually becoming an
area manager overseeing
seven Chipotle locations.
The job demanded roughly

80 hours a week, and office, Brian partnered

after he married his wife, with him in property
Samantha, the lifestyle management while earning
became harder to justify. his real estate license.

Brian knew something

needed to change. So he Licensed in 2014, Brian
pursued entrepreneurship, discovered he had found
working alongside his father- the right fit. His first year
in-law and attempting to taught him a lot. Seven deals

build several businesses. fell apart before closing

“I became a serial for reasons ranging from
entrepreneur,” he says. “I financing issues to a client
learned a lot of different buying a truck just days
ways to not make a living.” before closing. “Everything

you hear, I experienced,”
Brian says about the multiple
ways a deal can tank. Still,

The ventures may not
have worked, but the

lessons stuck. When Brian’s he closed 10 transactions
father-in-law helped that year. His Greeley roots
open a local RE/MAX gave him a strong network,

but building a sustainable
business took time.

After working with his
father-in-law, he spent about
a year considering what he
wanted the next chapter of
his career to look like. In
2019, he took the leap and
began building The Franzen
Group at eXp Realty. “I
wanted control over my own
destiny,” he says. His mission
was, and still is, to take
exceptional care of people.

Today, approximately

95 percent of Brian’s
business comes from
past clients and referrals.
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He credits that loyalty

to consistently making
decisions based on his
clients’ best interests.
Sometimes that client
care looks like negotiating
a complicated contract.
Other times, it means
cleaning out a basement,
painting, or mowing a
lawn before a property
hits the market. “This is
an emotional transaction,”
Brian says. “Caring for
people sets us apart.”

Social media has become
another important piece of
the business. Several years
ago, Brian worked with a
coaching company, and one
piece of advice stayed with
him: Create and post videos
consistently, and business
will follow. He took those
words seriously. Today, Brian
and Samantha maintain

an active presence through
The Franzen Group on
Instagram and Facebook,
mixing real estate with
content showcasing Greeley
restaurants, businesses,
and community favorites.
Samantha joined the
business about two and a
half years ago and serves
as marketing director.

The group also includes

an assistant, and Brian has
expanded his eXp revenue-
share organization to about
10 agents. Training and
mentoring represent his

This is
an emotional
transaction.
CARING
FOR PEOPLE

sefs us apart.

next area of growth. “I like
to train, coach and help
younger agents,” he says.

Brian’s goals include
growing his team to 100
transactions annually while
bringing approximately

10 new agents into eXp
each year and helping
them build successful
businesses of their own.

For someone focused on
growth, Brian remains firmly
planted in the community
that raised him. He serves

on the Greeley Planning
Commission and stays
involved with organizations
addressing housing and food
insecurity. Samantha serves
on several boards and is
president of a local nonprofit.
Most recently, Brian
volunteered as food and
beverage chair for the Cattle
Barons Ball. If it involves
housing, food, or Greeley,
chances are the Franzens will
find a way to participate.

Home life is equally full.
Brian and Samantha have
two daughters, Amelia, 14,
and Lucy, 12, who keep the
family busy with hours of
dance each week. Their
Cavachon, Cooper, rounds
out the household.

Golf runs through the entire
family story. Brian and
Samantha met in high school,
where both played the sport.
Brian later proposed on a
golf course, and today, they
intentionally live on one.
Their daughters play, too.

When they aren’t golfing,
chasing dance schedules,
volunteering, or working, the
family enjoys traveling and
seeking out great food and
service, a lingering influence
from Brian’s restaurant days.

Brian is still an
entrepreneur, still building,
and still looking for the next
opportunity to make his
sandbox a little bigger. But
whatever size the business
becomes, Brian wants the
foundation to remain the
same: people, relationships,
service, and faith. “I give all
the glory for my success to

Roots,
Routine &
Relationships

Early riser: Brian’s
day typically starts
around 6 a.m.

Morning routine: Before
heading to the office
around 9, he spends

time tending to the
flowers in his yard.

Business mindset: As
his business has grown,
Brian has become
increasingly focused on
systems, procedures,
his CRM, and keeping a
disciplined schedule.

People person: Despite
the structure, Brian calls
himself a “relationship
guy,” joking that he
does not have just a
few close friends; he
knows 100 people
everywhere he goes.

God,” he says. “We want to Connect with
glorify Him in all that we do.” Brian at brian@
thefranzengroup.com.

Reflecting on his success,
Brian points back to seeing
Mildred in the grocery store
and knowing he played a
part in the journey that

put the keys to her first
home in her hand.



DOG DAYS
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linda Sioux Stenson

THE GROUP

Meet the Mane Man

Angus Cowhead Stenson is a
6-year-old Newfoundland. He is
also known as a moving mood
stabilizer and breathing bear rug.

A Different Breed of Real Estate
Angus is my third Newfoundland.
I have been actively educating and

Top-producing
agents and
preferred
partners, we’'d
love to meet
your four-legged
family members.
Scan the QR
code to submit
your pet for a
future issue.

www.nhortherncoloradocarpets.com

S22 970-226-6800

assisting real estate clients in Northern
Colorado since 1988 and have used all
my animals, including my Clydesdales,
in my advertising. I have had numerous
situations (both listings and sales)
because of my animals. I recently

had the opportunity to list a couple

of beautiful large acreages, as both
sellers had and loved Newfoundlands.
Angus is also a welcome visitor at
closings and our Centerra office.

Big Dog, Soft Touch

Angus is large—130 pounds. Other dogs
have been intimidated by his size and
presence. On the other hand, he is a
large gorilla of love and care, and once
the other dogs know his intentions,
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friendliness follows. The real estate
process can also feel intimidating, but
with Team Angus’s client education
approach, our guidance creates a
gentle, successful environment.

Leader of the Pack

Angus is a hard worker and is
currently engaged as the lead of Team
Angus. We partner with the brilliant
and kind Ericka Cunningham, and
Angus also volunteers at Medical
Center of the Rockies and Denver
International Airport. He always
looks for ways to spread his love.
Because he has yet to grow opposable
thumbs, I drive and escort him to

all his volunteer responsibilities.

Because your
peace of mmnd
1S our priority.

THE PERCHA AGENCY
NORTHERN COLORADO

"COLINT,

FIMANEIAL._ i"'l“l':llr-i"-ri["il
LIFE TNSERYNCE
COMPAMIES

When it comes to insurance, you deserve coverage
from a team you can trust. Let us help you find the right
protection for your future. Honored to be recognized on
Forbes’ 2024 Jist 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 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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Finance the home, lease the land.

The buyer receives a conventional mortgage for the
home value only.

They own the house and lease the land, with a single
monthly payment that includes both the mortgage
and the land lease.

Buyers can purchase the land, sell the house or

" refinance at any time*. -”1 bty 24 |
Help your clients get the home they want with the Estately Land Lease.
estately

Guild '~
mortgage

Taorria Barr Ryan Abrahamson Casey Kiser

Loan Officer Branch Manager Loan Officer 1951 Wilmington Driva,

NMLS 2401213 MNMLS #295176 NMLS #729436 Suite 102,

970.412.1170 970.222.9024 708.704.9416 Fort Collins, CO 80528
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Create experiences.
Connect easily.

Convert quickly.

Discover semi-custom by Bridgewater Homes
Wall of windows? Sure. Gourmet kitchen? Of course, Qutdoor fireplace?

Dreams

Come

Home

171R

Find examples,
resources &
a free trial

Mo prablem. Home gym, movie theater, wine cellar ... choose all the
5 dl ] *% LNAL Me = O Fig VaALE Za . ht

nersonal touches that make your Bridgewater home just right

And get all the good things that come with life at Kinston.

Models open daily

Property
Details

-

»
INSTO

We update this code every 4 hours. Scan often
DisElgimer: Mot an actual realty company.

MNo realtorsswere harmed in the creation of this sxampie. to catch the Chunge' A gr‘emlins involved. HEW HBMES IH LHH ELnHI] EIPLUHE HIHST“H
' ' FROM THE $500s T0 § 1M+ e KINSTONCENTERRA.COM
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

When is the “best” time to refinance?

And when should. you wall?

With 30-year interest rates remaining stubbornly in the 6s for
most of the last four years, many homeowners are running
out of patience. And with many of those loans in the high 6Bs,
low 7s, and/or with temporary buydowns that are set to
expire, the question of “when to refinance” is an
all-too-common one.

For most, the answer can be found in a simple two-part test,
which can be taken after a quick conversation with any
competent lender: (1) Can you reduce your rate enough to
save a meaningful amount of money per month? and(2)Can
you do so with no or minimal closing costs? For example, if a
homeowner with a $600,000 loan balance can save just .25%
on his rate, with 100% of the fees covered by his lender, then
he could save over $120/mo in interest at no actual cost,
aside from his time. Conversely, if a homeowner with a
$200,000 loan balance can save a full 1% on her rate for
$5,000, then she would need 2.5 years to break even, and she
may want to wait.

A simple analysis like this makes the decision easy: If both
answers are “yes,” then now is the time. If either answer is
“no,” then you might take a little more thought, or maybe a bit
more time, before pulling the trigger.

And sometimes, a homeowner will be in a position where
they can lower their rate, but they decide to wait, in

W FIRSTWeEstern

TRUST MORTGAGE

anticipation for even lower rates. This is a classic trap of
believing that "past performance is indicative of future
results,” just as a gambler will believe that a winning streak
somehow increases his odds, and he'll almost always play
until he loses. But with mortgage debt, the odds actually get
worse. After all, if the balance is already owed, then delaying
arefinance will continue to cost more, the longer the wait: If
a lower rate is already available, then rates don't just have to
go lower to save more money - They have to keep getting
lower, just to save back the missed savings from not
refinancing sooner. It's alosing game.

So in short, while everyone has their own “rule of thumb,” |
feel it's worth every homeowner’s time to take this quick and
simple two-part test. After all, they've already been waiting
... But they may not need to be.

Justin Crowley

Sr. Loan Originator

970.691.2214 | justin.crowley@myfw.com

200 S. College Ave Ste 10, Fort Collins, CO 80524
NMLS ID 378544

8800+ Transactions & $2.75+ Billion
Personally Originated Since 2001

mortgage.myfw.com

@ Member
NMLS # 477166 FDIC

Cenin



