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Brian Hart
NMLS: 494732

402.715.4696
bhart@premierbankne.com

Chris Ellis
NMLS: 1482248
402.715.4693

cellis@premierbankne.com

Brandon Mitzel
NMLS: 1807349
402.715.4668

bmitzel@premierbankne.com

P r e m i e r B a n k N E . c o m  |  4 0 2 . 5 5 8 . 8 0 0 0

Mortgage Lending Construction Loans
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Team Up with a Lending Company with a Proven Track Record 
of Success to Close Your Transactions Quickly

BOBBY JAFFERY
Vice President of Sales

Insurance Advisor
bobby@ja�eryinsurance.com

AHMAD JAFFERY
President of Operations

ahmad@ja�eryinsurance.com

CYRUS JAFFERY
Founder | CEO

Insurance Advisor
cyrus@teamcyrus.com

402.451.2500 | Ja�eryInsurance.com

FOR HOME INSURANCE!
BEST CHOICE

Get a 
Home/Auto 
Quote in 30 

Seconds!
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 floorfashionsomaha.com · 11339 P Street, Omaha
V I S I T  O U R  S H O W R O O M  T O D A Y

Carpet, Luxury Vinyl, Sheet Vinyl, Countertop Formica, and Ceramic
for Kitchen Backsplashes, Showers, Fireplaces, and Floors.

Welcome Realtors!
Join Us For a Personal Tour and Learn About Our New Real Estate Program!

Call 402-203-7966 to schedule your personal tour.

Realtor Exclusive
In-stock carpet, pad & installation available at

$2.00, $2.50, and $2.75 per sq ft
FAS T  S E RV I C E ,  S T U N N I N G  F LOO R S

4 0 2 . 6 9 0 . 6 1 5 4  |  S T R E A M L I N E 3 7 0 . C O M
F A M I LY  O W N E D  &  O P E R A T E D
General Contracting | Handyman Repairs

CURB APPEAL
 -SELLERS NEED IT
  -BUYERS WANT IT!
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402.397.8884 • LienPestControl.com

Residential & Commercial
Extermination

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

Contact us today for a free estimate!
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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!

Preferred Partners

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

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

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

PROPERTY MANAGEMENT
NHS Commercial Property Management
(402) 512-3525
heartlandforrent.com

ROOFING & EXTERIORS
Golden Exteriors
(515) 402-1865
goldenext.com

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

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

Thompson Roofing
(402) 733-0981
thompsonroofingomaha.com

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

TERMITE & PEST CONTROL
Lien Termite & Pest
(402) 397-8884
lienpestcontrol.com

TRANSACTION COORDINATOR
Mirato Co.
(402) 677-9320
miratoco.com

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

402.581.9283  |  FlatBranchHomeLoans.com  |  541 N 155th Plaza

Gabe Kopun
Senior Mortgage
Banker
NMLS: 1049369
gkopun@fbhl.com
402.250.9530

Brad Dombrosky
 Senior Mortgage

Banker
NMLS: 404109

brad.dombrosky@fbhl.com

402.512.0041

Aaron Onufrock
Senior Mortgage
Banker
NMLS: 623661
aonufrock@fbhl.com
402.960.0346

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

�

Driving Your 
Deals to 
Success!

CARPET/FLOORING
FLOORfashions
(402) 597-3161
floorfashionsomaha.com

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

CLEANING - RESIDENTIAL
The Tailored Room Services
(402) 885-0544

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

CONCRETE FLOOR COATING
RSW Floors & More
(712) 898-9027
rswfloors.com

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

CONSTRUCTION/GENERAL CONTRACTING
Streamline Services
(402) 690-6154
streamline370.com

FENCING
The Fence Krew
(402) 740-5390

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

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

HEATING/COOLING
Official Services
(402) 960-4089
officialheatingservices.com

HOME INSPECTION
CTM Property Inspection
(402) 660-8493
ctminspections.com

Cutting Edge Home Inspections
(402) 578-6289
cuttingedgenebraska.com

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

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

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

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

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

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

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

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

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

MORTGAGE / BANKING
Premier Bank
(402) 715-4691
PremierBankNE.com

MORTGAGE LENDER
Arbor Bank
Francisco Serrano
(402) 208-0248
fairway.com/branch/
omaha-ne-11422-68154-805 

Flat Branch Home Loans
flatbranchhomeloans.com

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

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

LendingRight
Liz Schreiber
(402) 316-8176
LizSchreiber.com

One Goal Mortgage
(712) 355-2040
newamericanfunding.com/ 
mortgage-loans/rachelpierce

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

Supreme Lending
Stacy Thorne
(402) 871-8128
StacyThorne.SupremeLending.com 

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

Wilhelm Mortgage
(402) 210-8352
jeremywilhelm.com

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

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

Movers and Shakers
(712) 899-6265
moversandshakersne.com
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YOUR PARTNER IN SELLING HOMES FASTER!

Professional Home Staging That Makes Your Listings

Contact us today!
402.915.1325

Angela Markham
Owner & Operator 

STAND OUT.Professional Organizing Services that 
Enhance Client Experiences & 

Streamline Property Transactions

Your Strategic
Partner for
Every Home

Allison Brown & Megan Fraber
Professional Organizers & Co-Founders

402.915.0603

ASK ABOUT
OUR REALTOR
PACKAGES!

YOUR GO-TO INSPECTOR
& ONE-STOP SHOP FOR
ALL INSPECTIONS!

Home Inspections  |  Pre-Inspections  |  Radon Testing

 New Construction Inspections  |  Commercial Inspections

Termite Inspections  |  Sewer Scopes

Your Real Estate Business
Needs the Cutting Edge!
402.578.6289
CuttingEdgeNebraska.com

10 Men Movers

We're Not Just Moving Boxes,

WHY PARTNER WITH US?
5-10 Advanced Movers on Every Job
Licensed & Insured
Family-Owned & Operated
Full White Glove Alli-In-One Packing Service
We O�er Cleaners

We're Moving
Your Client's Life!

RESIDENTIAL • COMMERCIAL • PACKING • CLEANING • STORAGE • LONG-DISTANCE MOVING

Let's Get Moving! 4 02 . 8 6 0. 2 7 74  |  1 0 M e n M ove r s .co m

Leave The
Cleaning
To Us!

Our Move Out Services:
 Save Time    Stress-Free    Ensure Home is Spotless and Sanitized for Showings

FOR EFFORTLESS CLIENT MOVES, CALL CANO TODAY!
402.706.9345  •  CanoCompleteCleaning.com
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Meet
the

Team
Stacey Penrod 

Publisher
stacey.penrod@n2co.com

402-677-7744

Dave Danielson 
Writer

Sarah Cosentino 
Ad Strategist 

OmahaNE.ads@n2co.com

Kyle Ranney
Videographer

TailSlate Agency

Phylicia Bova
Editor 

Natalie Jensen 
Photographer

nataliejensenphotography.com

Stacy Ideus
Photographer
StacyIdeus.com

Jess Wellar 
Writer

Have an Idea? 
Want to pitch, 

nominate or share a 

really cool story with 

our readers?  

Scan the QR code  

to share with  

our publisher or email  

Stacey.Penrod@n2co.com.

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect 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 (AI) tools by authors or contributors and may not be independently verified by N2.

Top Producers,
Top Results:
Guaranteeing Your
Clients' Financial
Success

Ready to Elevate
Your Mortgage

Game? 

Misty Hemphill-Wilson, Branch Manager
NMLS #324285

1210 N. 205th Street, Elkhorn, NE 68022 | C: (402) 708-0976
misty.hemphillwilson@rate.com  |  rate.com

760 W Gold Coast Rd #109,
Papillion, Nebraska 68046

We Fetch,
We Carry,

and We Move
so Your
Clients
Don't

Have to!

Fun!

Kira McGahan
712.899.6265

MoversAndShakersNE.com

Call Today!

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

Curb Appeal
Buyers Want It & Sellers Need It!

Quality, Communication,
and Hospitality

Fence & Gate Contractors
Buyers Want It &
Sellers Need It!

402.740.5390
Husband & Wife Team
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Omaha Real Producers Is 
Accepting Nominations! 
Cover Stories: 
•	 In the top 75 agents in Omaha  

for revenue
•	 Committed to giving back via 

mentoring and/or charity
•	 Has an inspiring story

Rising Stars: 
•	 Less than 5 years in the business
•	 At least $3 million in sales in one 

calendar year
•	 Active on social media

Nominate 
Yourself or 
Someone 
You Know

WANT TO BE FEATURED 
IN THE MAGAZINE?

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

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

Get a Quote! • 712.898.9027 • RSWFloors.com

Repurposed
Special Coatings
Commercial 
Residential/ New Builds

OMAHA'S CONCRETE
FLOORING EXPERTS

E N H A N C E  P R O P E R T Y  VA L U E  W I T H
E X P E R T  E X T E R I O R  R E M O D E L I N G

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

C O N TA C T  U S  T O D A Y  F O R  A  F R E E  E S T I M A T E !
Nebraska: 402.208.7733    Iowa: (515) 402-1865

Dayanar@goldenext.com    Jose@goldenext.com    GoldenExt.com
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STAGED TO

Sell Faster!

Increase your sales. 
Partner with us now!

402.981 .3509
RearrangedForChange.com

Staging Consultations  |  Vacant Home Staging  |  Paint Consultations  |  Furniture Rental

NMLS# 292134

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

westgate.bank | member FDIC

Michael
James

Guthrie
Steen

Tyler
Peterson

Michael
Bittner

gsteen@westgate.bank

mjames@westgate.bank

Mortgage Lending Team 

Mortgage Lending Team Residential
Construction Lending

mbittner@westgate.bank

tpeterson@westgate.bank

Mortgage Lending Team 

O: 402.758.8727
C: 402.490.0509 C: 402.758.8730

NMLS# 400111

NMLS# 491134 NMLS# 406012

NMLS# 408474

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

O: 402.758.8716
C: 402.657.9849

O: 402.291.9595
C: 402.660.8483
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HERE’S WHAT OMAHA’S TOP AGENTS SOLD...

BY THE  
NUMBERS2025

10,261

TOTAL  
TRANSACTIONS 34.2

AVERAGE TRANSACTIONS 
PER AGENT

$4.1 Billion

SALES 
VOLUME

$13.6  Million

AVERAGE 
SALES 

VOLUME 
PER AGENT

Information is based on residential sales in 2024 in Greater Omaha by the top 10% of agents by sales volume. 

Q: WHO RECEIVES THIS MAGAZINE? 

A: The top 10 percent of agents in Omaha. We pulled the MLS 
numbers (by volume) from January 1, 2024, to December 
31, 2024, in Greater Omaha and, based on the year’s sales 
performance, our new 2025 distribution list was born. This 
magazine is free exclusively to the top agents in the area each 
year. This year, the minimum production level for our group 
was $7 million, based on data reported to MLS.

Q: WHAT IS THE PROCESS FOR BEING FEATURED  

IN THIS MAGAZINE? 

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

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

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

Q: WHAT DOES IT COST A REALTOR®/TEAM TO BE FEATURED? 

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

Q: WHO ARE THE PREFERRED PARTNERS? 

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

Q: HOW CAN I RECOMMEND A PREFERRED PARTNER? 

A: If you have a recommendation for a local business that 
works with top Realtors, please let us know! Send an email to 
stacey.penrod@n2co.com.  

If you just made the 2025 Top-Producing Agents in Greater Omaha and are new to our publication, you 
may be wondering what it’s all about. “FAQs About This Magazine” answers the most commonly asked 
questions around the country regarding the Real Producers platform. My door is always open to discuss 
anything regarding this community — this publication is 100 percent designed to be your voice and to 
connect, elevate the industry, and inspire!

FAQFAQ
ABOUT THIS MAGAZINE BY STACEY PENROD, OWNER/PUBLISHER
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Nicholas Dembinski & Obi

402.409.0744       

From Curb Appeal
to Closing Day,

We've Got You Covered!

Locally Owned & Operated • Moving & Hauling • Junk Removal

Ask About
Same-Day Hauling!

W H Y  P A R T N E R  W I T H  M E ?
Strategies to Win in Competitive Markets    Accessible

Compassion & Determination to
Uncover Loan Solutions Others Overlook

Lisa Brodersen 
402.689.1523

Senior Loan Officer    NMLS# 1181672

I am authorized to do business in the states of 
Nebraska, Iowa, Wyoming, and Florida. Guild 

Mortgage company is an Equal Housing Lender, 
Company NMLS ID 3274 

(www.nmlsconsumeraccess.org). All information, loan 
programs and interest rates are subject to change 

without notice. All loans subject to underwriter 
approval. Terms and conditions may apply.

A Lending Experience 
with a Personal Touch 
& Professional Speed!

YOUR PREMIERYOUR PREMIER
Residential & Commercial

Property Management Company

DEEANN ROUNDY
Owner & Property Manager
402.512.3525 | HeartlandForRent.com

Headshots
Branding

Lifestyle
Editorial
& More!

Amp Up Your Marketing Game This Year!
YOU ARE THE FACE OF YOUR BUSINESS.

Nataliejensen.photography
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How to build a business, raise a family, care for aging 
parents, and not disappear in the process

THE MESSY MIDDLE
BY WAYNE SALMANS AND MADDOX SALMANS

LEADERSHIP & GROWTH

I remember walking through 
the front door with my 
phone still pressed against 
my ear.

My kids heard me come in 
and ran toward me. They 
were excited to see their dad. 
And without even thinking, 
I put my hand out, telling 
them to be quiet. Dad was 
still on the phone.

I hate that memory.

Not because the call 
did not matter. It did. A 
client needed an answer. 
A problem needed to 
be solved. Something in 
the business felt urgent, 
because everything felt 
urgent back then.

But even when that call 
ended, I was not done. I still 
needed to call and check on 
my mom. My clients needed 
answers. My kids needed 
their dad. My mom needed 
her son.

Everyone I loved needed 
something from me, and 
some days it felt like there 
simply was not enough of 
me left to go around. 

Today, after losing my mom, 
there are days I would give 
almost anything to be able 
to make that call again. That 
is one of the cruel tricks 
of this season. We keep 
believing there will be more 
time later. More time to call. 
More time to listen. More 
time to show up without 
one eye on the phone.

Maybe you know this season.

You are not balancing two 
responsibilities. You are 

working three full-time jobs. 
You are raising children, 
building a business or 
career, and beginning to 
care for the parents who 
once cared for you.

None of those jobs clocks 
out at five. The business 
follows you home. Your 
children do not schedule 
their needs around your 
calendar. And one phone 
call about a parent’s health 
can instantly turn you 
from the person everyone 
depends on into a worried 
son or daughter again.

From the outside, you may 
look successful. Inside, you 
are quietly wondering if you 
are failing all three.

This is the messy middle. 

It is the season when life is 
full, important, beautiful, 
exhausting, and occasionally 
held together with caffeine, 
calendar alerts, and a prayer. 
It can feel like the life you 
worked so hard to build is 
now asking more from you 
than one human being can 
possibly give.

But do not confuse being 
overloaded with being 
incapable. And do not mistake 
a hard season for a failed life.

I do not believe you have to 
destroy your life to build a 
great one. I do believe this 
season requires you to build 
differently.

The goal is not simply to 
grow faster. The goal is to 
grow better, without losing 
your family, your health, 
your peace, or yourself 
along the way. 

REDEFINE WHAT 
GROWTH LOOKS LIKE 
IN THIS SEASON 
One of the fastest ways 
to feel like a failure is to 
measure your current life 
against a version of you who 
had fewer responsibilities.

You may not have the same 
uninterrupted mornings, 
late nights, or wide-open 
weekends you once had. 
That does not mean your 
ambition is gone. It means 
your life has changed, and 
your definition of success 
needs to grow up with it.

Growth in the messy 
middle may look like 
increasing revenue. It 
may also look like holding 
revenue steady while 
strengthening your team. 
It may look like making it 
to every game this season, 
getting your health back, 
creating one day each week 
when the business does 
not need you, or finally 
building systems that 
keep every decision from 
landing back on your desk.

Do not lower your 
standards. Choose 
standards that fit the life 
you are actually living.

Ask yourself: What would 
a successful version of this 
season look like for my 
business, my children, my 
parents, and me?

DECIDE WHAT ONLY 
YOU CAN DO 
The messy middle is not 
the season to prove how 
much you can carry. It 
is the season to become 
brutally clear about what 
truly requires you.
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Your leadership may require 
you. Your closest relationships 
require you. Certain 
conversations, decisions, 
and moments require your 
experience and presence.

Your inbox probably 
does not.

Neither does every 
calendar change, CRM 
update, social media post, 
document, follow-up task, 
research project, or piece 
of basic administration.

This is where hiring a great 
virtual assistant can change 
more than your business. A 
VA can take ownership of the 
repeatable work that keeps 
stealing small pieces of your 
day. Those pieces add up. 
And the goal is not to free 
an hour so you can cram in 
another hour of work. The 
goal is to get that hour back 
for the thinking, leading, 
parenting, and living that 
only you can do.

Start with a Stop Doing List. 
Write down everything you 
touch during a normal week. 
Mark the tasks that only 
you can do. Identify what 
someone else could own with 
clear expectations, training, 
authority, and a simple 
check-in rhythm.

Every task does 
not need you. 

HOLD A WEEKLY FAMILY 
CEO MEETING 
Most businesses have some 
kind of weekly meeting, yet 
many families try to run 
an entire week through 
scattered texts, rushed 
conversations, and last-
minute surprises.

Every Sunday night, hold a 
short Family CEO Meeting. 
If you have a partner, do it 
together. If you are a single dad 
like me, do it with yourself and 
bring the kids into the parts 
they are old enough to own.

Review the work calendar, 
school events, practices, 
appointments, meals, 
transportation, travel, and 
anything your parents 
may need. Look for the 
pressure points before you 
are standing in the middle 
of one. Decide who owns 
what, where help is needed, 
and what can be postponed, 
delegated, or dropped.

This does not have to 
become a corporate board 
meeting at the kitchen 
table. Fifteen or twenty 
minutes is enough.

The point is not to control 
every moment. The point is 
to create fewer surprises. A 
difficult week you can see 
coming is much easier to 
lead than a difficult week 
that runs you over.

PROTECT THE MOMENTS 
THAT MATTER MOST 
You probably cannot protect 
your entire calendar right 
now. Trying to do that will 
only give you one more 
impossible standard to fail.

Instead, choose two or 
three moments your family 
can count on. It might be 
Sunday breakfast, bedtime 
three nights a week, a 
child’s game, dinner without 
phones, or a regular call 
with your mom or dad.

Protect those moments 
with the same seriousness 

you would protect an 
important client meeting. 
Put them on the calendar. 
Communicate them to 
your team. Build around 
them whenever possible.

Your family does not 
need unlimited access to 
you. They need reliable 
moments when they 
know they have the real 
you, not your body in the 
room while your brain is 
somewhere else.

And when work truly does 
interrupt, repair it quickly. 
Name what happened. 
Reconnect. Do not let one 
missed moment quietly 
become a pattern.

CREATE CLEAR 
TRANSITIONS BETWEEN 
YOUR WORLDS 
Constantly switching 
between business brain, 
parent brain, and caregiver 
brain will drain you faster 
than almost anything else.

I learned that simply walking 
through the front door did 
not mean I had mentally 
come home. My body arrived 
before the rest of me did.

Create a short closing ritual 
before changing roles. 
Capture the loose ends from 
work. Send the final message. 
Write down the first task for 
tomorrow. Silence the phone. 
Take three slow breaths 
before you walk inside.

Then ask: Who needs me 
in this next moment, and 
what would it look like to 
be fully here?

You cannot be the CEO, the 
parent, and the caregiver in 

About the Author
Wayne Salmans, World-Class Coach, Author, and Keynote 
Speaker
469-500-3642
Hero Nation Coaching

In the past decade, Wayne has coached and trained over 
6,000 entrepreneurs, has been awarded 30 Under 30 by 
Realtor Magazine, and is ranked one of the top coaches in 
the world.

Wayne is the coach leaders call when they are done with 
one-size-fits-all answers and know they deserve a custom-
tailored plan to help them get where they want to go faster 
and with fewer bruises.

the same minute. But you 
can choose which role the 
next moment requires and 
give yourself to it fully.

DO NOT BECOME THE 
FOURTH EMERGENCY 
There are three jobs in the 
messy middle: your children, 
your work, and your parents.

Did you notice who was 
missing from that list?

You.

Taking care of yourself in 
this season is not selfish, 
soft, or optional. It is 
infrastructure. If your body 
breaks down, your patience 
disappears, or resentment 
becomes the soundtrack of 
your life, everyone you are 
trying to care for eventually 
pays for it.

This does not require a 
perfect morning routine 
or a week at a resort. Start 
with minimum standards. 
Protect enough sleep to 
function. Move your body. 
Make the appointment 
you keep postponing. Talk 
to someone before the 
pressure becomes a crisis. 
Ask a sibling, friend, team 
member, or professional 
for help.

Grace is not pretending 
everything is fine. Grace is 
recognizing that you are 
human and building a plan 
that treats you like one.

You cannot keep being the 
person everyone depends 
on if you never take care of 
the person carrying it all. 

BUILD SOMETHING THAT 
CAN HOLD ITS OWN 
The messy middle may last 
longer than you hoped. It 
may be measured in years, 
not weeks. Waiting for life to 
calm down before you change 
anything is not a strategy.

Build the systems while the 
storm is still moving. Teach 
your team to own outcomes. 
Let your children see what 
meaningful work looks like, 
but also let them experience 
what real presence feels 
like. Care for your parents 
while the opportunity is 
still here. And stop wearing 
exhaustion as evidence that 
you love people or that you 
are serious about success.

One day, your children will 
stop running to the door. 
One day, there may be no 
parent left to call. And one 
day, your business will 
either stand because you 

built it to, or it will still be 
clinging to you because you 
never taught it how.

The hopeful part is that 
you do not have to choose 
which part of your life 
matters. You can come 
through this season with a 
stronger business, deeper 
relationships, clearer 
priorities, and a life that still 
feels like yours.

But you cannot do it by 
carrying everything alone.

Own what only you can 
own. Share what can be 
shared. Be fully present for 
the life standing in front 
of you. 

Your family should not 
have to lose you for your 
business to win. And you 
should not have to lose 
yourself while trying to 
love them both. 

If you’re ready to take your 
productivity to the next level 
and achieve unparalleled 
success, reach out to me. 
At HNStrategySession.
com, I am ready to help 
you get where you want to 
go faster and with fewer 
bruises. Let’s unlock your 
potential together.
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BY JESS WELLAR
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“I’m over the ‘always on’ culture of residential 
real estate and am interested in experimenting 
with ways we can help each other as agents to 
produce at a high level while still maintaining 
balance and respecting our limitations as 
finite beings with limited amounts of energy 
and attention,” David Potter explains.

For nearly a decade, David has built 
his real estate business on thoughtful 
relationships and an authentic desire to 
help people make wise decisions. Today, 
the Omaha Realtor is taking that same 
mindset in a different direction. 

As the founder of the newly formed 
Good Omaha Group, he’s setting out to 
answer a question many top-producing 
agents quietly wrestle with: Is it possible 
to build an exceptional business while 
still permitting yourself to truly unplug?

An Unexpected Pivot 
Real estate certainly wasn’t on David’s 
radar after college. An Omaha native with 
a degree in Vocal Music Performance 
from the University of Nebraska-Lincoln, 
he spent nearly a decade serving as a 
church worship and music director in 
both Omaha and St Louis. Along the way, 
he and his wife Kelly discovered a passion 
for restoring older homes after renovating 
a beautiful 1905 brownstone in St. Louis 
and completing several investment 
projects together.

Then life hit an unexpected snag when 
David was unexpectedly let go from his 

position at the church. The timing couldn’t 
have been more daunting. His wife was 
seven months pregnant, his family’s 
livelihood had disappeared overnight, and 
there was no obvious career waiting in 
the wings with a music degree.

“Needless to say, it was a stressful and 
confusing time!” he admits. “I knew 
I could either get a random job that 
wouldn’t really make ends meet and I 
would hate it, or I could just get my real 
estate license as quickly as possible and 
dive into both sales and investment.” 

POTTERDavid
ROOM TO BREATHE
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“I also knew that I liked people and 
houses and had a decent-sized network 
in Omaha,” he continues, “but other than 
that, all I had was a wing and a prayer!”

That leap of faith became the beginning 
of a career that has now grown to over 
$17.8 million in sales last year and a 
business fueled nearly 100 percent by 
repeat clients and referrals.

But David is quick to give credit where 
it’s due. Early on, he leaned heavily on 
friend and fellow Realtor Jay Stalnacker, 
managing broker Deda Myhre, and, 
after changing brokerages nearly four 
years ago, his current broker, Ryan Ellis, 
whose guidance has helped expand 
his perspective beyond traditional 
residential sales to open new doors in 
commercial and development.

“I think having some sort of mentorship, 
whether formal or informal, is super 
important early on,” he advises aspiring 
top agents. “But I would also say don’t 
be afraid to be yourself. People want 
you to succeed because they know and 
like you, so the more yourself you can 
be, the more you’ll attract the right 
people that want to work with you.”

Redefining Success 
David’s approach has always been 
rooted in a balance of technical 
knowledge and genuine human 
connection. Years of renovating 
investment properties have given 
him a practical understanding of 
homes beyond the surface, while his 
background in ministry taught him 
how to listen carefully with plenty of 
emotional intelligence. 

“People feel like I actually care 
about them at a human level and am 
genuinely interested in their lives while 
maintaining a presence beyond the 
transaction,” he elaborates.

As he prepares to launch Good 
Omaha Group with a team leadership 
approach and five total agents, David 
is intentionally challenging one of real 
estate’s most accepted norms: the belief 
that successful agents must remain 
constantly available.

“One of the most important functions 
of the new team will be to provide each 
other uninterrupted time off, as this is 
one of the most elusive things for higher 
producing agents,” he points out.

Rather than chasing growth for growth’s 
sake, David hopes to cultivate a group 
of collaborative professionals who 
trust one another enough to protect 
both exceptional client service and 
each other’s personal lives. So far, the 
Good Omaha Group roster includes 
five like-minded agents; and if they 
can make this experiment work, David 
believes they’ll have created something 
genuinely different.

“I’m fiercely independent, but I do love 
collaboration,” David affirms. “Last year, 
I did my client appreciation event with an 
agent that isn’t even at our brokerage — 
but we both love pickleball. I am always 
interested in finding the good people, 
regardless of where they hang their hat.”

Success 
shouldn’t require 
being ‘always on.’ 
I’m building Good 
Omaha Group to 
prove you can 
deliver exceptional 
service while 

still MAKING 
SPACE FOR A 
REAL LIFE.” 
 — DAVID POTTER
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Life With Boundaries 
Outside of real estate, David is 
rediscovering the creative side of himself 
that first drew him to music years ago. 
He and his wife Kelly, a talented interior 
designer and artist, have been married 
for nearly 20 years and are raising two 
children, Ivy (11) and Will (8). As the kids 
have gotten older, family vacations have 
become one of their favorite traditions, 
not because of the destination but 
because of the opportunity to experience 
somewhere new together.

Creativity continues to influence nearly 
everything David does. Whether he’s 
collecting vintage stereo equipment 
and vinyl records, exploring overlooked 
corners of Omaha, organizing 
community pop-up markets in Florence, 
or simply wandering through a day 
without a rigid agenda, he’s happiest 
when curiosity leads the way.

“I am most happy when I feel like 
I am free to create, experiment, 

and ‘play’ really,” David shares. 
“So I’m just trying to have more 
fun, and as my therapist regularly 
encourages me, ‘Be good to myself.’”

That same playful spirit shapes his 
long-term vision. Along with expanding 
his investment portfolio and continuing 
neighborhood revitalization efforts, 
David hopes Good Omaha Group 
becomes more than a successful real 
estate team. He wants it to become 
a place where talented people can 
experiment and enjoy building 
something meaningful together.

“I now understand that I’m the type 
of person where every decade or 
so there is going to be some sort 
of reinvention,” David concludes 
thoughtfully. “But real estate will 
always be a huge part of what I 
do; there are so many different 
ways to take it and collaborate 
with great, talented people to do 
exciting work in Omaha.” 
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People want to 
WORK WITH 
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THEY know,  like, & trust.  
The more you’re 

yourself, the more 
you’ll attract the 

right people.”  
— DAVID POTTER— DAVID POTTER
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The Elkhorn, Nebraska, 
native has built his 

young career around 
that philosophy, 
combining 
knowledge of 
the Omaha-area 
market with 
an energetic, 
relationship-
driven approach. 

Today, Nelson is 
a REALTOR® with 

Realty One Group 
Sterling in Omaha. 

Public real estate 
profiles show his 
work extending 
throughout the 
metro and into 

surrounding communities, with transactions in Omaha, 
Fremont, Waterloo and other nearby markets.

“I want people to feel like they have someone in their 
corner throughout the entire process,” Nelson says. “Real 
estate can feel complicated, especially when you haven’t 
done it before. My job is to make the process easier to 
understand and help clients feel confident about the 
decisions they’re making.”

An Early Passion Becomes a Career
Nelson entered real estate at a relatively young age, 
but that quickly became one of his strengths. His early 
professional biography emphasized the fresh perspective 
he brought to the industry and his commitment to 
helping clients through the entire process—from 
preparing for a purchase through closing and beyond. 

His professional journey also included education at 
the University of Nebraska at Omaha. Before building 
his real estate career, Nelson’s LinkedIn profile notes 
experience in entertainment and hospitality—an 
environment where communication, service, and 
understanding people are essential. 

Those abilities translate naturally into real estate, 
where no two clients, properties or transactions are 
exactly alike.

“I think listening is one of the most important 
things an agent can do,” Nelson says. “You 

have to understand what the client is really 
trying to accomplish. Once you know that, 
you can help build a strategy around 
their goals instead of simply trying to 
make a transaction happen.”

Hard Work Earns Early Recognition
Nelson’s dedication began attracting 

attention early.

While with Keller Williams 
Greater Omaha, he 

received the 
brokerage’s 2023 
Rising Star award. 

In announcing 
the recognition, 

FOR NATHAN NELSON, REAL ESTATE IS ABOUT 

CONSIDERABLY MORE THAN OPENING DOORS AND 

NEGOTIATING CONTRACTS. IT IS AN OPPORTUNITY TO 

BECOME A TRUSTED RESOURCE FOR PEOPLE 

NAVIGATING ONE OF THE BIGGEST 

FINANCIAL AND PERSONAL 

DECISIONS OF THEIR LIVES.

THROUGHOUT THE 
ENTIRE PROCESS.”

— NATHAN NELSON

THEY HAVE  
SOMEONE IN  
THEIR CORNER

I WANT PEOPLE 
TO FEEL LIKE

ENERGY AND 
EXCELLENCE

N E L S O N
BY DAVE DANIELSON

PHOTOS BY NATALIE JENSEN

NATHAN

RISING STAR
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Nelson wrote about making the award one of his goals 
when he first entered real estate and acknowledged the 
late nights, weekend work, offer writing, and willingness 
to step outside his comfort zone that went into achieving it. 

Since then, his transaction history has continued to 
expand. Each transaction introduces a different set of 
circumstances and another opportunity to sharpen skills 
in communication, negotiation, and problem-solving.

Serving Clients Beyond the Closing Table
One theme consistently associated with Nelson’s public 
professional profiles is accessibility.

His earlier biography described an agent committed to 
helping people from pre-approval through post-closing, 
while client feedback highlighted by his current business 
profile emphasizes patience, honest advice and continued 
helpfulness even after the transaction is complete. 

For Nelson, that long-term perspective is important.

“A closing shouldn’t be the end of the relationship,” he 
says. “Hopefully, it’s the beginning of a relationship where 
clients know they can call me later with a real estate 
question, ask for a recommendation or send a friend or 
family member my way.”

His local roots provide another advantage. Growing 
up in Elkhorn gives Nelson familiarity with the Omaha 
metro beyond property statistics alone. His public 

biography also describes his 
enthusiasm for supporting 
local businesses—from 
coffee shops to clothing 
stores—and positions 
him as a resource for 
newcomers wanting to 
learn what Omaha has 
to offer. 

Enjoying Life Outside 
the Office
When Nelson isn’t working 
with buyers and sellers, chances 
are he would rather be outdoors. 

That enthusiasm and energy appear to carry 
into his professional life as well. His career 
is still relatively young, yet the foundation 
being established is one centered on service, 
continued growth, and becoming a person 
clients can rely upon.

“Success to me is building something that lasts,” 
Nelson says. “Transactions are important, but 
relationships are what build a career. If people 
know that I worked hard for them, treated them 
well and was there when they needed me, that’s 
the kind of reputation I want to have.”

For Nelson, the years ahead represent an 
opportunity to keep learning, keep building 
relationships and keep helping people find 
their place in Omaha and the communities 
surrounding it. 

— NATHAN NELSON

TRANSACTIONS 
ARE IMPORTANT, 

SUCCESS TO ME IS 
BUILDING SOMETHING 

THAT LASTS.

BUT RELATIONSHIPS ARE 
WHAT BUILD A CAREER.
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Ost 

BY DAVE DANIELSON

PHOTOS BY NATALIE JENSEN

AGENT FEATURE

A  H E A R T  F O R  S E R V I C E
SHEILA

F A REALTOR® with Berkshire 
Hathaway HomeServices 
Ambassador Real Estate, Sheila 
entered the industry in July 
2020, during one of the most 
unusual periods imaginable. 
Six years later, she has helped 
approximately 111 people with 
their real estate needs and built a 
business grounded in compassion, 
resourcefulness and genuine care.

Her path into the profession, 
however, began long before she 
earned her license.

A Natural Next Step 
Sheila’s husband, David Ost, is 
a licensed contractor who owns 
his own business. Together, 
the couple had experience 
rehabbing homes, which meant 
regularly working with real 
estate professionals to purchase 
properties and then sell them after 
the renovations were complete.

Sheila had previously built 
a corporate career, working 
for several large Omaha-area 
companies before leaving that 
world in 2018. Afterward, she 
began working alongside David.

Eventually, he made a suggestion: 
Why not get her real estate license?

Sheila wasn’t immediately 
convinced.

“Don’t tell me what to do,” she 
remembers joking.

But the idea stayed with her. The 
more she considered it, the more 
real estate seemed like a natural 
fit. In early 2020, she began taking 
the required classes.

Then COVID arrived.

Sheila completed her coursework, 
but testing was temporarily 
unavailable. Months passed 
before she learned in late 
June that she could finally 
take the exam. Suddenly, she 
faced a whirlwind deadline. A 
rule change taking effect July 
1 would require additional 
coursework, something Sheila 
was determined to avoid.

She studied intensely for two-
and-a-half days, passed her test 
on Friday and quickly turned her 
attention to choosing a brokerage.

She had already spoken with 
several companies, including 
Berkshire Hathaway HomeServices 
Ambassador Real Estate, where she 
knew one of the hiring managers 
from high school. When Sheila 
arrived, everything seemed to fall 
into place.

Before long, she was calling David 
with the news: “Well, I guess I’m 
with Berkshire Hathaway.”

His response?

“Oh, thank God.”

More Than a Transaction 
The decision proved 
to be a good one.

Ask Sheila what she enjoys most 
about real estate, and her answer 
comes quickly: helping people.

“I take almost every person’s story 
to heart,” she says.

That mindset influences how she 
approaches each client. When 
someone has limited financial 
resources, Sheila looks for 
possibilities. She may collaborate 
with a lender to explore grant 
programs or connect a buyer 
with someone who can help 
with plumbing, landscaping or 
another challenge.

“I think I’m kind of like a mom to 
a lot of clients,” she says. “I try to 
help everybody.”

The role changes depending on 
the person and circumstances. 
Some clients need reassurance 
during a stressful inspection 
period. Others haven’t bought or 
sold a home in 35 years and need 
someone to explain how much 
the process has changed.

Still others need help navigating 
the smallest details, right down to 
when and how to arrange utilities.

Those moments don’t frustrate 
Sheila. They reinforce why 
personal service matters.

or Sheila Ost, real estate has never been simply about buying and selling houses. It is about listening, understanding what 
people need and finding ways to help them move forward—sometimes long after the transaction itself is complete.

I THINK I’M 
KIND OF LIKE A 

MOM TO 
A LOT OF 
CLIENTS. 
I TRY TO HELP 
EVERYBODY. 
— SHEILA OST
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of their favorite destinations is 
their family cabin in Minnesota. 
It provides something especially 
valuable in a busy real estate 
and construction household: 
time to relax, recharge 
and simply be together.

Six years after an accelerated 
exam, a looming deadline and 
a quick brokerage decision 
launched her career, Sheila has 
found her place in real estate.

The houses may bring people 
together initially, but for Sheila, 
the people themselves will always 
be what matters most. 

Real estate professionals wear 
many hats, and Sheila embraces 
that responsibility. Her goal 
isn’t to push clients toward a 
particular decision. It is to listen, 
understand their situation and 
help them make choices that are 
right for them.

Relationships That Matter 
When people look back on 
their experience working 
with Sheila, she hopes several 
qualities come to mind.

Compassionate. Someone who 
truly listens. Someone who 
isn’t pushy. And, perhaps most 
importantly, someone who has 
their best interests at heart.

Those qualities have helped 
Sheila steadily build her 
business since 2020. To date, 
she has assisted approximately 
111 people—a milestone that 
represents far more to her than a 
number. Behind each transaction 

is a person, family, transition, or 
new beginning.

Along the way, Sheila has also 
benefited from people who have 
invested in her.

She credits her family as her 
greatest source of support while 
also expressing gratitude for 
mentors at Berkshire Hathaway, 
including Terry Stork, Deb Cizek 
and Heather Hanika. Their 
guidance and encouragement 
have been meaningful as Sheila 
has developed her own approach 
to the profession. She also shines 
the spotlight on Jessica Dembinski 
for her support.

Following Her Own Path 
That experience also shapes the 
advice Sheila offers newer agents.

“Don’t try to do what everybody 
else is doing, and don’t try to be 
what everybody else is,” she says.

Instead, she encourages agents 
to experiment and discover 
what works for them without 
constantly measuring themselves 
against someone else’s results.

“Try as many different things,” 
Sheila says. “But don’t compare, 
because you’re on a totally 
different journey than the person 
next to you.”

It is advice that reflects Sheila’s 
own career—a path that wasn’t 
meticulously planned but 
ultimately led her exactly where 
she needed to be.

Family at the Center 
Away from work, family 
remains Sheila’s foundation. 
She and David are essentially 
high school sweethearts 
and are proud parents to 
Avery, Olivia, and Jackson.

When the family can escape the 
demands of everyday life, one 
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happy clients

I LOVE HELPING 
OTHERS, &  

I’M NOT MOTIVATED  
BY AWARDS  

OR    RECOGNITION. 

IS WHY I DO THIS.” 
— MARIE OTIS

The couple is fond of travel as well, 
most recently exploring the Greek 
Islands aboard a National Geographic 
Sea Cloud voyage, and Marie looks 
forward to future Euro adventures 
with her in-laws.

Looking ahead, the seasoned agent 
hopes to continue helping families 
one client at a time while gradually 
creating more opportunities to spend 
extended time with Nick in SoCal and 
eventually finding another special 
lake retreat in the Pacific Northwest. 

Retirement itself doesn’t hold much 
appeal just yet, though — she simply 
enjoys the people and purpose that 
real estate continues to bring into 
her orbit.

“I have devoted so much time in my 
life to this business, I would miss the 
agents and my clients and just the 
everyday coming to the office,” Marie 
points out. “I currently work seven 
days a week and might cut back to five 
at some point, but I don’t know what I 
would do with my time because I just 
love what I do!” 
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“I also had a fabulous manager, 
Julie Hergert, whom I looked up to 
when I started in the business, and I 
shared an office with Shari Thomas 
at NP Dodge,” Marie acknowledges 
gratefully. “Shari and I learned so 
much from each other as we went 
along and are still good friends today.”

One Happy Home At A Time 
The Caring Realty Group closed 
$31.9 million last year while being 
recognized as a part of the Multi-
Million Dollar Embassy Club. For 
Marie, however, success has always 
been measured by the trust clients 
place in her, the referrals they send 
years later, and the connections 
that continue long after closing 
day. Those same values that 
light her up have become the 
foundation of The Caring Realty 
Group, where every client works 
directly with the agent they 
choose instead of being passed 
from one person to another.

“I love helping others and am 
not motivated by awards and 
recognition,” Marie emphasizes. 
“Having happy clients is why I do 
this. Nothing brings me more joy 
than assisting clients in achieving 
their real estate dreams.”

Her clients appreciate the fun, 
seasonal appreciation events 
like their annual pumpkin patch 
gathering and winter movie night, 
each designed to reconnect with 
families and enjoy one another’s 
company rather than simply 
celebrate another transaction.

THAT’S WHY WE 
STAY CONNECTED 

LONG AFTER CLOSING 
DAY—BECAUSE OUR 

RELATIONSHIPS DON’T 
END WHEN THE 

TRANSACTION DOES.”  
— MARIE OTIS

“I’m also considerate and 
detailed,” Marie elaborates. “I 
send handwritten notes, birthday 
and anniversary cards, and do all 
those things to build relationships 
before, during, and after the 
purchase or sale of a home.”

Whether representing buyers, 
sellers, or clients building with 
Nelson Builders, Marie believes 
the details matter because 
people remember how they 
were treated long after the 
paperwork is complete.

“I follow up and keep clients 
informed every step of the way 
— I don’t just get something into 
contract and then move on,” 
she affirms. “Our team provides 
weekly updates and milestones.”

Life Well Lived 
Away from the office, Marie’s 
greatest joy is spending time with 
the people she prizes most.

She and Jim are celebrating 27 
years of marriage and remain 
grateful for the flexibility real 
estate ultimately provides their 
family. Daughter Grace now lives 
on a farm in Iowa, while son Nick 
has made his home in San Diego. 

Otis gatherings often center 
around the rustic cabin on Spirit 
Lake that has been part of Jim’s 
family for more than a century, 
creating memories alongside fun 
traditions of boating, afternoons 
at Arnolds Park, and time 
spent with three beloved dogs 
— their rescue, Daisy, and two 
dachshunds, Lily and Daphne.

In her downtime, Marie enjoys 
reading novels (anything by 
James Patterson is automatically 
on her list), working puzzles, 
practicing yoga and Pilates, 
walking the dogs in the park 
nearby, and enjoying everything 
Omaha has to offer alongside Jim. 

People remember 
how you made 

them feel. 
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Otis
Long before she became a Realtor, Marie was already learning 
one of the most valuable skills in the business: understanding people. 
Whether working in healthcare, volunteering alongside families facing 
unimaginable circumstances, or simply listening more than she spoke, she 
discovered that every person has a story worth hearing. Twenty-five years 
after earning her real estate license, that ability to connect remains at the 
core of everything she does.

T oday, Marie leads 
The Caring Realty 
Group at BHHS 

Ambassador alongside 
teammates Tiffany Johnson 
and Cortney Edwards. 
Although the trio officially 
joined forces just over a 
year ago, they’ve worked 
together for years, building 
a business centered on 
personalized service, lasting 
relationships, and treating 
every client like a relative.

A Natural Transition 
Born in Fargo and raised 
between Moorhead, 
Minnesota, and Bismarck, 
North Dakota, Marie 
earned her degree in 
Medical Technology and 
Microbiology from North 
Dakota State University 
before beginning her career 
at the Mayo Clinic, where she 
worked for five years in the 
Chemistry Department.

“During my time in graduate 
school, I also volunteered 
overnight at a trauma 
center,” Marie recalls. “And 
while I didn’t ultimately go 
that route for a career, the 
counseling certainly came in 
handy in real estate.”

“I can relate to my clients as 
a result of that experience,” 
she adds. “I can empathize 
and ask the right questions.”

Those experiences taught her 
to listen carefully, remain calm 
under pressure, and recognize 
that empathy often speaks louder 
than expertise alone.

Real estate wasn’t part of the 
original plan, however. With two 
young children at home, Marie 
was searching for a career that 
would provide greater flexibility 

than hospital hours while allowing 
her to continue doing what she 
enjoyed most — helping people. 

Although her husband, Jim, who 
has always been in commercial 
real estate, initially questioned 
whether real estate would fit his 
wife’s schedule, his perspective 
changed after watching her 

complete graduate school and 
recognizing the strengths she would 
bring to the profession.

Supported every step of the way by 
Jim, who often handled weekends 
and family responsibilities while 
Marie established her business, she 
quickly discovered that real estate 
was a perfect fit. 
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