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PARTNER SPOTLIGHT

E X C E L L E N C E  AT  WO R K

State 
Farm 
Insurance

PHOTOS BY KIM STIFFLER  

WRITTEN BY DAVE DANIELSON

As a State Farm agent, Crystal 
McEachern has spent nearly 
15 years building a business 
centered on relationships, 
education, reliability, and service. 
Along the way, she has been 
privileged to become part of 
her customers’ lives, helping 
them navigate everything 
from joyful milestones to 
unexpected challenges. Ironically, 
insurance was never a career 
she intended to pursue.

An Unexpected Opportunity 
Originally from Dodge City, 
Kansas, Crystal’s path into 
insurance began after she moved 

to Wellington, Kansas. At the time, 
she was doing whatever it took to 
make ends meet—working three 
jobs that included bartending at a 
small local establishment, selling 
furniture, and waiting tables at 
Old Chicago West in Wichita.

One of her regular customers at 
the Wellington bar happened to 
be a State Farm agent who was 
preparing to retire. The agent 
repeatedly encouraged Crystal to 
consider taking over her agency.

Crystal wasn’t interested. She 
enjoyed working with people 
and was comfortable with the 

jobs she had. Insurance certainly 
wasn’t calling her name.

Then something 
unusual happened.

After the retiring agent left, the 
new State Farm agent in town 
came into the furniture store 
where Crystal worked. Crystal 
sold the agent and her husband 
furniture—and before long, the 
new agent was recruiting her, too.

Now two different State Farm 
agents had independently told 
Crystal essentially the same thing: 
she should consider the business.

McEachern 
Crystal 

Christy Friesen
Thank you, 

for recommending 
Crystal!
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CONTACT CRYSTAL McEACHERN 
TODAY! Website: callcrystalnow.
com Email: crystal@callcrystalnow.
com Phone: 316-425-0925

That got her attention.

When Crystal mentioned the 
opportunity to her then-husband, 
who had worked as an agent 
for another insurance company, 
his response surprised her.

“Don’t walk—run,” he told her.

Crystal finally agreed to 
explore the opportunity. She 
joined the State Farm agent’s 
team and spent nearly four 
years learning the business.

This time, she didn’t need 
convincing. She loved it.

When the opportunity arose to 
become an agent herself, Crystal 
jumped at the chance. She opened 
her agency October 1, 2011.

Becoming Part of the Family 
Ask Crystal what she enjoys 
most about her work and 
she doesn’t begin by talking 
about insurance products.

She talks about her customers.

Through the years, Crystal has 
watched families grow and 
change. She has celebrated 
births and marriages and 
walked alongside customers 
through divorces and deaths. 
Those experiences have 
transformed relationships that 
began through insurance into 
something much more personal.

“We treat our customers like they 
are our own family,” she says.

That relationship-centered 
approach extends to her own 
team as well. Crystal is quick 
to credit team members with 
making it possible for her 
to serve customers at a high 
level. Coaching, developing, 

and taking care of those team 
members remain important 
parts of her day-to-day work.

Education Before 
the Unexpected 
One of the defining characteristics 
of Crystal’s agency is its 
emphasis on education.

Insurance can be complicated, 
and Crystal doesn’t want 
customers discovering what 
their coverage means only after 
something has gone wrong. Her 
team spends considerable time 
explaining policies, coverage 
options, recommendations, and 
the reasoning behind them. The 
objective is to help customers 
understand what they have 
and make informed decisions 
before a claim ever occurs.

“For them to know what their 
coverage is up front is a whole 
lot better than after they’ve 
filed a claim and find out, ‘Oh, 
that’s not something that’s 
covered,’” she explains.

Crystal believes that 
accessibility is one of the 
important advantages of 
working with a local agency.

Customers can walk into 
the office and ask questions. 
When they call, they can 
speak with familiar people. 
When they leave a message, 
someone calls them back.

A Resource for Real 
Estate Professionals 
Crystal especially enjoys working 
alongside Wichita-area real 
estate professionals because 
of the natural connection 
between the real estate and 
insurance industries. Her 
agency offers homeowners 
insurance along with commercial 
lines and other coverage, 
but Crystal wants to provide 
something beyond products 
to her real estate partners.

She wants to be a resource. 
Whether that means answering 
questions about policies, 
explaining industry changes, 
discussing available discounts, 
or helping a REALTOR® better 

understand an insurance issue 
affecting a transaction, Crystal 
welcomes those conversations.

The goal is to help real 
estate professionals have the 
information they need to better 
serve their own clients.

Striving for Excellence 
Crystal doesn’t build her 
business around promising to 
be the least expensive option.

Instead, she focuses on value.

“We’re not going to be the 
cheapest,” she says. “We never 
have been, and what we strive 
for is excellence. We want to 
be the best at what we do.”

She hopes customers would 
describe her agency with 
three words: reliable, 
caring, and trustworthy.

Integrity remains central to how 
Crystal and her team operate, 
along with a commitment to being 
there when customers need them.

Outside the office, Crystal 
treasures time with family 
and especially enjoys traveling 
whenever the opportunity 
arises. Asked about her favorite 
pursuits, she laughs and 
summarizes enthusiastically: 
“Travel, travel, travel.”

Nearly 15 years after taking 
the leap into a profession 
she once resisted, she has 
found a career that fits the 
qualities others apparently 
recognized in her long before 
she recognized them herself.

For Crystal, insurance 
ultimately isn’t simply about 
protecting property. It’s about 
taking care of people. 

We’re not going to be 
the cheapest. We never 
have been, and what we 
strive for is excellence. 
We want to be the 
best at what we do.”
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Lifetime installation
warranty on ALL
wood, tile & carpet

nouglyfloors.com
530 N Hydraulic Street Wichita, KS 67214
316-440-8888  |  ben@nouglyfloors.com

"I highly recommend Ben Henwood at Designer’s Home Gallery. I first used them in a client's home that needed the entire 

home recarpeted prior to listing it for sale. I always shop around to get my clients the BEST deal and was shocked that 

Ben could get me the same prices that the factory outlets could, and the quality of the carpet was better. He came to me 

with the samples, they did the install, and got me the invoice promptly (which is so important to Real Estate Agents). 

They really made the whole process so much easier than ANY other company I had ever used prior. I have been using 

Designer’s Home Gallery ever since. I don’t have to shop around; he knows what I like, and he gets the job done smoothly.

For the Real Estate Agents, Ben understands the “Allowance” process, they offer a Real Estate Agents rate, and he knows 

how to keep your clients happy! If you want to impress your clients, send Ben with Designer’s Home Gallery!” 

 
-Janiece Erbert, Real Estate Agent

Keller Williams Signature Partners

New Floors
Can Make ALL the Difference

Payment at Closing
Accepted!

Monday - Friday 8:00 - 6:00pm
Saturday 9:00 - 3:00



Wichita Real Producers • 6160 • September 2026

FEATURED AGENT

Building with Connection & Purpose

PHOTOS BY ALLIE HENWOOD WRITTEN BY DAVE DANIELSON

Gina 
N U T I L E

Thank you, 

FOR NOMINATING 

GINA!

Lucy Alfaro
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Four and a half years into 
her real estate career, the 
Lange Real Estate agent has 
built a growing business 
through persistence, 
relationships and a genuine 
desire to help. Her sales 
volume has increased year 
over year, including $3.9 
million in 2025, with a career 
volume over $11.5 million. 
She reached President’s 
Club that year and now 
serves as a Career Catalyst 
agent within her brokerage, 
mentoring newer agents.

A New Career in Her 50s 
Real estate had been in 
the back of Gina’s mind 
for years, but it took an 

invitation to get her license 
and join a brokerage 
in Cheney to turn that 
thought into action.

Starting something 
entirely new in her 50s 
was intimidating, but 
Gina knew the broker 
and felt comfortable 
taking the leap. There 
was another convenient 
perk: the office was only a 
few blocks from home.

What Gina brought with 
her was an unusually 
diverse résumé.

Born and raised in Wichita 
and a 1986 graduate of West 

High, Gina began teaching 
ballroom dance after high 
school. The work allowed 
her to travel, encounter 
different cultures and 
learn how to connect with 

people from dramatically 
different backgrounds. 
Teaching dance also required 
customer service and sales 
skills that would prove 
valuable decades later.

She later moved into 
property management, 
progressing from leasing 
to property manager 
and eventually regional 
property manager 
overseeing multifamily 
market-rate, luxury and 
tax-credit properties. It 
was there that she began 
seriously considering 
residential real estate.

Then came a career 
detour she never could 
have predicted.

Trading Property Keys 
for Garden Tools 

When COVID arrived in 
2020, Gina left property 
management and began 
helping with her husband 
Clint’s family farm.

“I ended up turning in my 
property management keys 
for garden tools,” she recalls.

She grew food, raised sheep 
and helped build a CSA. 
Gina describes farming as 
perhaps the most challenging 
work she has ever done. 
Real estate may consume 
your schedule, she jokes, but 
a farm—and particularly 
its animals—never stops 
needing attention.

The experience strengthened 
her problem-solving 
abilities and resilience. After 
roughly three years, she 
transitioned into real estate 
full time and hasn’t looked 
back—although she admits 
she once sported a pretty 
impressive farmer’s tan.

Finding Her Place 
in Real Estate 
Gina credits persistence 
and patience for the steady 
evolution of her business.

“Anything worthwhile takes 
time to develop,” she says.

She also readily 
acknowledges those who 
helped her along the way, 
including Jami Viner of 
KW Hometown Partners, 
who patiently showed 
her the ropes at the 
beginning; Rachel Lange, 
whose fun spirit makes 
working together a joy; and 
Heather Stevenson, who 
has become an important 
mentor as Gina’s business 
has grown. She also credits 
Lucy Alfaro, a former 
property management 
colleague who supported 

Gina during a particularly 
difficult period in her life.

Today, Gina works as a solo 
agent with a clientele that 
includes first-time buyers, 
sellers who are upsizing or 
downsizing and investors. 
She has also developed a 
new passion: residential 
real estate auctions.

Yet Gina doesn’t necessarily 
judge an interaction by 
whether it produces 
a transaction.

“I love being the resource,” 
she says. “I don’t care if 
it results in a sale.”

Her goal is to become 
the person people trust 
as a community guide, 
mentor and source of 
real estate knowledge.

Life Beyond the 
Transaction 
Real estate’s flexibility has 
also given Gina something 
particularly meaningful—the 
ability to help care for her 
34-year-old son, Tony, who 
is on the autism spectrum.

Tony thrives on structure 
and a consistent schedule, 
something Gina says has 
actually helped her become 
more disciplined herself. He 

has even become a capable 
assistant, joining her while 
touring properties and 
running real estate errands.

Gina and Clint, who 
married in 2015, also have 
Gina’s 27-year-old son, 
Chandler, and a stubborn 
French bulldog named 
Mogwai. Travel is a favorite 
family pursuit, although 
Gina gravitates toward 
beaches while Clint prefers 
mountains. Hiking, cycling 
and movies also make the 
list. Gina remains passionate 
about dance and fitness, 
taking everything from 
jazz and hip-hop classes 
to occasionally teaching 
ballroom herself.

Success That Feels 
Nothing Like a Job 
Gina hopes to continue 
expanding her connections 
over the next five to 10 years, 
begin investing in real estate 
herself and potentially earn 
licenses in additional states.

For new agents, her advice 
is practical: be patient, 
surround yourself with 

other professionals, 
hold open houses and 
resist pouring money 
into unnecessary leads. 
Instead, she recommends 
investing in yourself, 
your existing sphere and 
the relationships that 
ultimately create referrals.

Financial success has 
certainly mattered—real 
estate has enabled Gina to 
pay off significant debt—
but it isn’t what gives the 
career its greatest meaning.

It’s the connections, the 
variety, the challenges and 
the opportunity to advocate 
for people during important 
transitions in their lives.

“All of this doesn’t feel 
like a job,” she says. “I 
genuinely wake up every 
day knowing that it’s 
going to be a great one.”

Perhaps that attitude reflects 
the principle Gina carries 
into virtually everything she 
does: “They don’t care how 
much you know, until they 
know how much you care.” 

For Gina Marie Nutile, real estate success 
isn’t measured only by sales volume, 
awards or transactions. It’s found in 
the text from a client who says meeting 
her felt like a blessing. It’s in the friend 
who tells another friend, “You really 
should call Gina.” And it’s in helping a 
family discover that homeownership 
may be possible after all.

All of this doesn’t feel like 
a job. I genuinely wake up 
every day KNOWING that 
it’s going to be a great one.”



Wichita Real Producers • 6564 • September 2026

HLResurfacing@gmail.com · (316) 347-7388
www.hlresurfacing.com · Service-Disabled Veteran-Owned Small Business

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

WE'RE
FRIENDLIER

THAN WE LOOK!

• Cost-effective
alternative to 
removal/replacement

• Minimally
invasive process

• Faster project timeline: 
takes a few hours to 
complete compared to 
days or weeks for 
alternative methods

• Affordable 
bathtub and 
countertop 
restoration 
services
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Contact  
Shannon Today! 

Phone:  
316-619-8385 

Email:  
Shannon.Egan@
RCBbank.bank

Helping People Find Their Way Home WRITTEN BY DAVE DANIELSON 

ASK THE EXPERT

For Shannon Egan, the best moments in 
mortgage lending often begin with someone 
who isn’t sure homeownership is possible.

Maybe they’ve faced credit challenges. Maybe they 
assume they won’t qualify. Maybe they’re simply 
intimidated by a process that can feel complicated 
and overwhelming. Then comes the moment 
Shannon gets to deliver some very welcome news.

“Everything’s okay. You’re pre-approved.”

As a Senior Mortgage Loan Officer with RCB Bank, 
Shannon has built her career around helping people 
navigate the financial side of homeownership with 
experience, responsiveness and honesty. For her, 
there is tremendous satisfaction in helping borrowers 
overcome obstacles and reach the closing table.

“Just being able to tell that person, ‘Hey, 
everything’s okay. You’re pre-approved,’” Shannon 
says, is one of her favorite parts of the job.

And, of course, there’s the finish line.

“The closing part of it is the best part.”

An Unexpected Career Path 
Interestingly, mortgage lending wasn’t 
Shannon’s original career plan.

She attended paralegal school with aspirations 
of becoming a criminal law attorney and earned 
her paralegal degree. Later, her interests led 
her into dentistry, where she worked as a dental 
assistant. She also accumulated 10 years of 
banking experience with INTRUST Bank.

Ultimately, that banking background 
opened another door.

After September 11, 2001, interest rates fell 
dramatically, creating significant activity in the 
mortgage industry. Betty Wilkins, a longtime 

acquaintance in Derby who worked for the Mortgage Centre 
at the time, approached Shannon with an opportunity.

“She said, ‘We just need some bodies in here. Would you be 
interested in doing mortgage loans?’” Shannon remembers.

Her banking experience made her a natural candidate.

“I said, ‘I’ll try.’”

That willingness to try something new 
launched a career that continues today.

Experience With a Personal Touch 
Through the years, Shannon has developed the knowledge 
to help borrowers understand their options while 
never losing sight of the human side of the process.

At RCB Bank, she can offer borrowers access to a 
range of mortgage solutions, including portfolio 
products that can provide attractive options 
depending on an individual’s circumstances.

But products and rates are only part of 
what Shannon brings to the table.

She believes one of her greatest differentiators is accessibility.

In an industry where borrowers and real estate agents 
sometimes wait days for a returned call, Shannon 
makes responsiveness a priority. Her goal is to return 
calls before the end of the day whenever possible. 
She’ll also text clients or agents after traditional 
business hours to see if they’re available to talk.

“I try to make myself readily available for the agents,” she says.

That responsiveness can be especially important during 
a transaction where questions, deadlines and unexpected 
issues don’t necessarily occur between 9 and 5.

Looking Beyond the Rate 
Among the questions Shannon hears most frequently are two 
familiar ones: “What’s your rate?” and “What are your fees?”

They’re understandable questions, but Shannon 
emphasizes that mortgage rates aren’t one-size-fits-
all. Several factors can influence the answer, including 
loan-to-value ratio, sales price and credit score.

“You can’t just quote a rate,” she explains. “You have 
to know what the loan-to-value is, what the sales price 
is going to be and what your credit score is.”

Borrowers also increasingly ask whether their loan will 
remain with the original lender or be sold after closing. 
Shannon explains those possibilities openly, noting that 
RCB Bank retains its portfolio loans while other mortgages 
may ultimately be serviced by another company.

That willingness to explain the details reflects a larger 
principle that guides Shannon’s business: honesty.

Doing What’s Right for the Client 
Shannon wants borrowers to get the best mortgage 
solution for their situation—even when that means 
helping someone evaluate an offer from another lender.

She has had prospective borrowers tell her they’ve 
received an attractive quote from an online mortgage 
company. Rather than simply dismissing the competing 
offer, Shannon encourages them to send her the 
fee sheet so she can review the entire picture.

An advertised rate, after all, may come with points or 
additional costs that aren’t immediately obvious.

Even if the borrower ultimately chooses another lender, 
Shannon wants them to make an informed decision.

“If you’re not going with me, I want that person to get the 
best deal,” she says. “I’m willing to take a look at it.”

For Shannon, that’s simply the right thing to do.

Making a Stressful Process Easier 
Buying a home can be exciting, but Shannon knows 
securing financing can also create anxiety. That’s why 
she works to make the experience more comfortable 
for both borrowers and their real estate agents.

“I try to make it fun and more relaxing,” she says.

Of course, even carefully managed transactions 
occasionally encounter hiccups. When that happens, 
Shannon believes accountability matters. If she makes 
a mistake, she owns it rather than shifting blame.

“I try to be as honest as I can,” she says. “I’m not going to 
point my finger and put it in somebody else’s direction.”

Ultimately, Shannon wants clients to feel confident 
that someone is watching out for them.

“I just want people to feel at ease and know 
that their loan is being taken care of.”

For Shannon Egan, that’s what mortgage lending is 
really about—not simply financing houses, but taking 
care of the people who hope to call them home.

Shannon Egan
W I T H  R C B  B A N K
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Your Partner
in Property 

Management and 
Repair Requests

• Maintain Long-Term 
  Client Relationships
• Expert in FHA/VA Loan 
  Repair Requirements
• Licensed Professional 
  Company
• Generous Referral Fees

316.416.5975 | WichitaPropertyManagementInc.com

• Maintain Long-Term 
  Client Relationships
• Expert in FHA/VA Loan 
  Repair Requirements
• Licensed Professional 
  Company
• Generous Referral Fees

316.303.4266  •  ProInspectionsKS.com

David Christie

Certified & Insured

Integrity, Precision, and Peace of Mind 
in Every Inspection.
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Check out some of Wichita’s Real Estate 
Networking Opportunities!

LOCAL EVENTS

Tuesday, September 1 
10:30am -12:30pm  
THE COLLECTIVE NETWORK  
The Commerce Club, 150 N Main 

Membership required 
Contact Trent Barney 
Guest passes available 

Thursday, September 3 
5:00pm - 7:00pm  
DAM - DRINKS & MINGLE  
The Rusty Nail, 1155 S Washington 

All are welcome, no RSVP required, 
occurs the first Thursday each 
month Contact Patty Savage 

Thursday, September 3 
7:00pm - 9:00pm  
PINTS & PROPERTIES  
Wichita Brewing Company, 
901 W Douglas 

All are welcome, no RSVP required, 
occurs the 1st Thursday each 
month Contact Joseph Hamer 

Friday, September 4 
11:00am -12:00pm  
COFFEE & CONVERSATIONS  
The Vagabond, 614 W Douglas 

All are welcome, no RSVP required, also 
occurring on September 11th, 18th and 
25th Contact Michelle Crubaugh 

Thursday, September 10 
6:30pm - 9:30pm  
WAREIA - WICHITA AREA REAL ESTATE 
INVESTORS ASSOCIATION  
The Hub On Lewis, 1518 E Lewis 

All are welcome, no RSVP required 
Contact Jake Henderson or Ely Randleas 

Wednesday, September 16 
12:00pm - 1:30pm  
ICT INVESTORS LUNCHEON  
The Hub On Lewis, 1518 E Lewis

Thursday, September 17th 
4-6 ​pm  
THE COLLECTIVE NETWORK  
Chicken 'N Pickle 

Membership Required 
Contact ​Trent Barney: Guest 
passes available

Friday, September 18th
9:00am - 10:00am 
MLS ​Data Chat with Erin Gomez & 
Francis Baalmann 
​The Hub On Lewis, 1518 E Lewis

All are welcome, no RSVP ​required 
Contact Francis Baalmann for more info

Wednesday September 23 
10am-2pm  
Perfection Builders Road Trip  
443 N Maize Road 
Come enjoy a progressive Party Bus 
Tour of three west-side developments 
All are welcome, must RSVP with Dina 
at dina@perfectionbuilders.com 

All are welcome, no RSVP required, 
occurs the third Thursday each 
month Contact Jason Lavender
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9151 Currency St.
Irving, TX 75063


