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enter into an agreement. Not all customers will qualify. Information, rates, and programs are subject to change without prior notice. All products are subject to credit and 
property approval. Not all products are available in all states or for all loan amounts. Other restrictions and limitations apply. AZ: Arizona Mortgage Banker License No. 
BK0013635; CA: Licensed by The Department of Business Oversight under the California Residential Mortgage Lending Act; CO: Regulated by the Division of Real Estate; 
WA: Washington Consumer Loan Company License No. CL-145368; New Jersey: Licensed by the N.J. Department of Banking and Insurance. AmeriFirst Financial, Inc. is an 

Dan Brown

Direct: 720.616.6476 
Mobile: 303.521.2673

Email: danbrown@amerifirst.us
www.danbrown.amerifirstloan.com

2460 W. 26th Avenue, Suite 390-C
Denver, CO 80211

Get your clients into 
their dream home.

Our Protect Your Transaction 
Program is quickly becoming known 

as the buyer’s silver bullet.

Call me today & take advantage of this winning program.
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Kelli Broadbent 
SWBC Mortgage
(303) 405-8359
kellibroadbent.com

Stacey Dowling 
Supreme Lending
(303) 946-3878
https:/ /staceydowling.supre-
melending.com/

The Spire Team 
AmeriFirst Financial Inc.
(720) 883-1922
danbrown.amerifirstloan.com

Vickie Newman 
Cherry Creek Mortgage
(303) 378-8165
Vickienewman.com

MOVING & STORAGE

Johnson Storage & Moving
(800) 289-6683
johnsonstorage.com

PHOTOGRAPHER

Shelly Au Photography
(720) 548-7174
shellyauphotography.com

PHOTOGRAPHY 

& VIDEOGRAPHY

Merne Judson The Third - 
photo / video
(970) 209-1575
mernejudsonthethird.com

RADON MITIGATION

All Colorado Radon Mitigation
(720) 726-4556
allcoloradoradon.com

INSURANCE / LIFEHOME-AUTO

Lori Rickert 
State Farm
(303) 888-1706
lori rickert.net

MAKEUP ARTIST

Beauty by Liz
Liz Boyle
(720) 280-8551
beautybyliz.net

MORTGAGE BANKER

Brian Pintar 
NFM Lending
(720) 930-4240
nfmlending.com

Dave Cook 
Cherry Creek Mortgage
(303) 226-8735
davecookmortgage.com

Eric Kulbe 
Guild Mortgage
(303) 717-0293
guildcolorado.com

Heidi Tackett
Gateway Mortgage Group, LLC
(303) 808-8387
www.gatewayloan.com/heidi-tackett

Gavin Ekstrom 
Citywide Home Loans
(720) 231-6999
gavinekstrom.com

Joey Abdullah 
loanDepot
(720) 932-8118
denvercitymortgage.com

BANKING & MORTGAGE 

SERVICES

Patrick Brayton
Fortis Private Bank
(720) 644-2308
fortispb.com

Sanai Fennell 
FirstBank Colorado
(303) 336-2160
efirstbank.com

CAR DEALERSHIP -  

PERFORMANCE LUXURY

Prestige Imports
(888) 466-4173
prestigeimports.net

HOME BUILDER

CalAtlantic Homes
(303) 486-5004
calatlantichomes.com

David Weekley Homes
(303) 872-5030
davidweekleyhomes.com

Koelbel & Company
(303) 758-3500
koelbelco.com

HOME INSPECTION

AmPro Inspections
(719) 648-4098
AmProInspections.com

Axium Inspections
(303) 831-1202
axiuminspections.com

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 newsletter 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

ROOFING

Elite Roofing
(303) 999-1990
elite-roofs.com / stam-
mers

TITLE & ESCROW

Chicago Title of  
Colorado
(303) 291-9999
www.ctic.com

First American Title
(303) 746-8873
www.firstam.com

Heritage Title Company
(303) 989-5575
heritagetco.com

Jet Closing
(720) 297-6698
jetclosing.com

Land Title Guarantee 
Company
(303) 321-1880
ltgc.com

Sherri Purifoy-Frie  
Capital Title
(720) 404-1969
capitaltitle.us

Stewart Title
(303) 331-0333
stewart.com

Tiago Title
(303) 488-3330
tiagotitle.com
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DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the 
author(s). The publication contains paid advertisements by local companies.  These companies are not endorsed or specifically recommended by N2 Publishing or the pub-
lisher. Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies. NOTE: When community events take 
place, photographers may be present to take photos for that event and they may be used in this publication.

If you are interested in contributing or nominating Realtors for certain stories, please email us at james.ryan@n2pub.com.
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Feature Writer

Joey Abdullah
Loan Consultant / Sales Manager

NMLS: 1177844

Office: 720-932-8118
Direct: 720-418-9921

Email: Jabdullah@loanDepot.com

We have a wide range of luxury 
financing options available!

Experts in high-balance and 
jumbo financing

In-house JUMBO loans up to 
$3 million

Top-notch local service. Call 
us today!
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By Chris Menezes 
Photos by Shelly Au 

top producer

For them, the definition of success is 
best quoted by Ralph Waldo Emerson:

To laugh often and 
much, to win the 
respect of intelligent 
people and the affection 
of children.

HELM 
WEAVER 
HELMTEAM

THE

Helm Weaver Helm is not an ordinary 

real estate team. Consisting of 

sisters-in-law, Patti and Pam Helm, 

and good friend, Libby Weaver, 

Helm Weaver Helm weaves together 

three very different professional backgrounds to produce a 

real estate experience unlike any other. For starters, these 

three REALTORS® work together on each and every client 

they serve, splitting not only commissions three ways, but 

also client service. In other words, their clients get the royal 

treatment — three REALTORS® for the price of one. The most 

interesting thing about this team, however, is that only one 

of them, Pam Helm, had a background in real estate before 

getting together, and it was in commercial.  

Libby Weaver was an anchor for Fox 31 Denver for 13 years. 
She spent seven years before that in various markets including 
Chicago and Extra in Los Angeles. Libby attended the University 
of San Diego where she received her degree in Communications. 
Growing up in Portland, Oregon, Libby looked up to her mother, 
who taught her that she could be successful at anything she put 
her mind to. Motherhood has shaped Libby into the person she 
is today. She stepped away from her career for several years to 
spend more time with her kids — Elle, Scotty and Nick. Howev-
er, she ultimately decided to get back into the workforce to be a 
role model to them and to teach them that hard work is essential 
in achieving their goals. Since Libby had moved so many times as 
an anchor, she had an idea for a type of concierge business that 
would help people move to Denver.  

Patti Helm was in the apparel business and had lived in L.A. and 
San Francisco for years before moving to Denver 21 years ago. 
After graduating from the University of Arizona in 1989 with 
a degree in marketing and fashion, Patti started working with 
Jones Apparel. She later became a regional director for Macy’s 
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Corporation and ended up overseeing half the country for Jones 
Apparel before deciding to step down and raise her kids — Madi-
son, Morgan, Gunnar, and Emerson. After six years at home, Patti 
was looking to reinvent herself. Her mother was a managing bro-
ker for Century 21 when Patti was growing up, and her sister is 
still a managing broker today. Patti remembered her father telling 
her years ago that she should become a REALTOR®, so she began 
talking with her sister about it and seriously considering it.
 
Pam Helm started her career in commercial real estate with 
Lincoln Property Company in Dallas, TX, right after graduating 
from Iowa State University with a double degree in Business and 
Design. Pam grew up in Colorado and fell in love with real estate 
by watching her parents fix and flip dozens of homes. Her father 
was in real estate and was a deal junkie. Pam returned to Colora-
do after working with R & B Commercial Management in Austin, 
Texas, to work with John Madden Development Company. While 
there, she worked as an in-house marketing and leasing agent for 
a brand new high-rise in downtown Detroit. After that, she was 
hired by Fredrick Ross International as the New Business Devel-
opment Manager and sat on their executive board for 13 years.
 
So, how did Libby, Patti and Pam finally get together? They be-
came friends 12 years ago through their husbands, who also work 
together. Libby’s husband, Dr. John Papilion, is an orthopedic 
surgeon who works with Patti’s husband, Blake Helm, and Pam’s 
husband, Corey Helm (Blake and Corey are brothers), as distribu-
tors of orthopedic equipment and sports medicine products.
 
Libby first went to Pam with her idea of a full-service concierge 
business for people wanting to relocate to the Denver area. They 

had everything figured out except for the biggest part — finding 
the home. They were looking for brokers to collaborate with, 
when Pam thought, “Why don’t we just do it ourselves?” Patti 
was already looking into becoming a REALTOR® at this time so, 
one night, nearly three years ago, over dinner and drinks, they 
decided to start Helm Weaver Helm, a full-service real estate 
business. They joined Kentwood Real Estate, and everything 
blossomed from there.
 
Helm Weaver Helm draws from their professional knowledge of 
marketing and design, corporate work ethic and professionalism, 
and personal experience of living and raising families in Denver, 
to assist their clients in home buying, selling, and relocating. 
They work together to do everything for their clients, sharing 
in showings, marketing, presentations, staging, and everything 
else. They have the eye to look at a property, see its potential 
and know exactly how it should be presented, to “see the forest 
through the trees,” as Pam says.
 
Last year, Helm Weaver Helm did about $20 million in volume 
and were awarded the Silver Level Acknowledgement from the 
Denver Board of REALTORS®. They are already at $30 million 
for 2018 and are excited to see what the future will bring.
 
Pam, Libby and Patti love working together. It’s rare to find three 
people who can work together so seamlessly on such a compli-
cated transaction. However, one of the secrets to their success is 
not taking themselves too seriously. For them, the definition of 
success is best quoted by Ralph Waldo Emerson: “To laugh often 
and much, to win the respect of intelligent people and the affec-
tion of children.”
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Chicago Title

Being a part of the Fidelity National Financial 
family of companies has given Chicago Title the 
strength and support to consistently invest and 
innovate in its tools and technologies with the 
goal of bringing their clients into the 21st Century. 
President of Chicago Title, LeeAnne Neubauer, 
firmly believes that the com-
pany’s diligence in staying 
ahead of the challenges seen 
in the market has created 
confidence in their clients 
and their returning business. 

Neubauer more than embrac-
es the company’s parentage but also likes to look at 
Chicago Title as more of a “boutique” high-touch 
brand, not just an extension of a large organization. 
Her goal is that when you walk into one of their 
many office locations in the Denver Metro area that 
you will be greeted by a “familiar face” rather than 
with an obvious first-time introduction. She likes to 
think of it as a small-town feel, with the benefits of 
the big company backing.

When asked how technology might look in the next 
five years for the Title industry, Amber McIntire, 
Operations Manager, notes that along with its many 
advancements, technology will as well need to ad-

There is no question that in the last few decades we have seen some of the greatest 
advancements in every facet of business. The real estate industry being no different. The 

culture of our industry has grown from cold calls and paper pushing, to a technology-
driven business model that can mostly function from the palm of your hand. Chicago 
Title has had the foresight to consistently focus on what the future may hold in way of 

innovation, security and technology, while also never losing sight of the importance of the 
one-on-one relationships that are the foundation of our industry. 

dress its drawbacks in the coming years. With wire 
fraud becoming more prevalent in the industry, 
she considers Chicago Title’s greatest priority “the 
safety of their clients’ private information.” McIn-
tire and the corporate fraud team work fastidiously 
in creating policies and procedures to combat the 

growing threat. 

Although technology seems to 
be a primary strength, Cathy 
Phillips, Senior Vice President 
of Operations, believes that 
it is their Sales and Escrow 
teams that have truly given 

Chicago Title their edge in the market. Currently, the 
focus of both teams is on the power of interpersonal 
relationships and the impact that this can make on 
a client’s experience. For the Sales Executives at 
Chicago Title, this means creating partnerships that 
add value and growth to their client’s business. For 
the Escrow Team, leaning on their knowledge and ex-
pertise in executing seamless transactions while also 
anticipating the needs of the client is vital. 

Both teams are hard at work with the common goal 
that 2018 will be their best year yet. Their tactic 
is simple: Utilize both technology and the timeless 
values that make their clients grateful to return.

real producers sponsor spotlight
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NELSON
Colorado Realty Pros

By Diana Ritter. Photos by Merne Judson. 

GREG
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Greg Nelson loves people and the opportunity to build relation-
ships. In high school, while running on the track and cross-coun-
try team, he found a group of guys who became his best friends. 
Upon graduating, he joined the United States Marine Corps, 
forming a lifelong bond with those around him and the service 
branch as a whole. And now in his personal life, he has his family, 
consisting of his girlfriend, Susan; son, Kyle; his three daughters, 
Raegan, Alyssa, and Summer; and their beloved pooch, Rocky. 
 
For Greg, this love of people transfers over naturally into his 
career as a REALTOR®. “We are in the relationship-cultivation 
business. Meet as many people as you possibly can, including 
your peers in the industry. Learn. Be professional. Play nice. 
Leave your emotions out of it. Your clients are number one. Not 
you.” And if it had not been for a group of friends Greg had back 
in 2003, he may have never found himself working in real estate.
 
Greg grew up in Florida, and after serving six years in the Ma-
rines in aviation electronics, he spent a year working in sales 
before deciding to go into aviation. Throughout his career in 
aerospace, he held several part-times jobs, all in sales and cus-
tomer service. Helping others has always been a natural instinct 
for Greg.
 
In 2003, Greg was laid off from his job as a quality engineer and 
ultimately decided to join his friends in the mortgage industry 
after being drawn to their lifestyle. He started off as a mortgage 
loan originator before transitioning into real estate. “I felt that I 
got a little more personal interaction as a REALTOR®, whereas in 
the mortgage world, it was more a numbers thing. I did not feel as 
connected to people on the mortgage side. Spending the time to 
get to know my clients has always been a big deal to me.”
 
After moving to Colorado in 2005 and obtaining his real estate li-
cense in 2006, he dove headfirst into the job. He was so excited to 
work with new clients that he made himself available around-the-
clock. It took him a few years of troubleshooting before he joined 
a mentoring program that “opened [his] eyes to many things [he] 
would not have known.” One of which was that it takes teamwork 
to be an effective REALTOR®. “I have a real estate team. There is 
no way I could do my business if it was just me. I have a team of 
individuals with me, beside me, who enable me to run a success-
ful business. I am not a solo performer.”
 
Now, 12 years later, Greg has learned how to evenly spread his 
time so he can foster the best relationships possible with his 
clients, his peers, his friends, and his family. “The more mature 
I become in the business, the family time has become more 

valuable, and I need to set boundaries.” Being a REALTOR® al-
lows Greg to set up his schedule so he can pick up his son from 
school and attend family night at his house. He also dedicates 
time to himself and the things he truly enjoys such as running, 
cycling, motorcycles, dogs, traveling, cooking and entertaining. 

And while first-time home-buyers always bring Greg great joy, 
especially in working through the challenges prior to a successful 
closing, active military duty personnel and veterans will always 
hold a very special place in his heart. “I know how challenging it 
can be. Buying a home, even though you can be active duty, that 
may be something new to them. I will help anyone, but I definite-
ly have an affinity to the military.”

GREG NELSON: 
A REALTOR® dedicated to the ultimate  
customer experience.

Cherry Creek Mortgage Co., Inc.  NMLS #3001. The material provided here is intended as educational and informational only and is for distribution to real estate or financial professionals and is not intended for 
ompany is not endorsed by, nor acting on behalf of or at the direction of the U.S. 

Department of Housing and Urban Development, Federal Housing Administration, U.S. Department of Agriculture, Veterans Administration or the Federal Government.*The Payment Assurance Program 
is a non-contributory job loss plan backed through an “Excellent” rated third party carrier.  The information herein is solely a summary.  The benefits plan contains restrictions on eligibility, vesting, and 
waiting periods.  The actual terms, conditions and limitation of the benefits plan are established by the commercial policy docu
Assurance benefits program or with the carrier of this plan.  The benefits plan is subject to availability at the time of loan closing and may be modified or withdrawn without notice.

O: (720) 974-8400  |  C: (303) 378-8165

newmanteam@ccmclending.com

VickieNewman.com

7979 E. Tufts Avenue  |  Suite 1400 
Denver, CO 80237

NMLS# 493951

OFFER BUYERS 
THE INVALUABLE: 

Buying a home is a big commitment. To help buyers feel 

Protection which helps them make their mortgage payment 
if they experience an involuntary job loss. 

For no additional cost, Payment Assurance:

• Provides up to six months of mortgage payment assistance

• Pays up to $1,500 per month directly to 
the mortgage servicer

• Allows buyers more time to secure new employment

• Helps them avoid late payments and fees

• Reduces the financial stress connected to the job loss

If you’d like to close more deals every month with  
complete peace of mind from our broad product set, 
powerful  customer retention solutions, and unique lead  
generation tools, reach out to me today!  
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•  Household clutter is second to pricing in 
slowing a home sale

•  We deliver 5 weatherized crates to your 
home and store them for $45/month/crate. 
$338 covers delivery and redelivery

•  Full packing and unpacking
•  Crating
•  Storage
•  Maid Service
•  Debris Removal
•  Dedicated Moving Coordinator
•  Wide range of services to make your 

move as stress-free as possible

DECLUTTER

MOVING SERVICES

CALL OR EMAIL
US TODAY FOR

AN ESTIMATE

303.785.4300
InstantQuote@Johnson-United.com
www.JohnsonStorage.com
1-800-BUY-MOVE

We Move
Denver

LOCAL, NATIONAL & INTL MOVER

Liz Boyle brings a high 
level of skill and 
accomplished artistry to 
each client. Liz has built a 
reputation as being one 
of Denver's preferred, 
professional freelance 
artists. Displaying her 
mastery in the creation of 
each customized look 
consists of �awless skin, 
breath taking shading, 
and the coordination of 
exquisite colors for the 
perfect eyes and lips.

L I Z  B O Y L E  |  ( 7 2 0 )  2 8 0 - 8 5 5 1  |  L I Z @ B E A U T Y B Y L I Z . N E T

F E A T U R I N G :
• Head Shots
• Photo Shoots
• Bridal Makeup
• Special Events
• Makeup Lessons
• Spray tanning

P H O T O  B Y  S H E L LY  A U

Quick and Easy Process.
No Obligation, Free On Site Evaluations with Buyers/Sellers

Results Guaranteed, no excuses or back end charges *
Post Mitigation testing provided*
5 Year Warranty, no fine print *

Discounted Pricing for Real Estate Transaction Referrals

All Colorado
Radon Mitigation, Inc.

(Locally Owned and Operated)

 is dedicated to providing you with a mitigation system 
that not only eliminates the radon from your home or 
business, but is aesthetically pleasing as well.  We’ve 

designed and installed thousands of radon mitigation 
systems throughout Colorado, and we look forward to 

installing one for you.

All Colorado Radon Mitigation
email us at: info@allcoloradoradon.com

 720 726 4556 (office)
 www.AllColoradoRadon.com
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BrookStephanie
Learn More at FortisPB.com or Contact

Patrick C. Brayton
Managing Director

720.644.2308
pbrayton@fortispb.com

NMLS# 663003

• Construction loans
• Bridge financing
• Lot acquisition

Banking, mortgage and home equity products offered by Fortis Private Bank, Member FDIC, Equal Housing 
Lender and wholly owned subsidiary of Fortis Financial, Inc. Terms and conditions apply. This is not a 

commitment to lend. Programs, rates, terms and conditions are subject to change without notice.

Inleit Properties
By Stephanie Brook 

rising star

Clearly, there is a disconnect between the unspoken 
desire of the real estate market and the professionals 
that are called to help them. Expectedly, companies 
are emerging to address the unmet needs of those 
seeking to create home. To pretend that these agen-
cies aren’t changing our industry is to miss the rum-
blings of a major shift. Worse, to continue collecting 
full commissions without connection to the sacred-
ness of what we are helping our clients create is to do 
a disservice not only to ourselves but to our clients. 

From the 2018 Realtor Code of Ethics, “The term 
REALTOR® has come to connote competency, fair-
ness, and high integrity resulting from adherence to 
a lofty ideal of moral conduct in business relations. 
No inducement of profit and no instruction from cli-
ents can ever justify departure from this ideal.” But 
TRELORA’s website contests. “TRELORA’s experts 
are always looking out for you instead of being 
focused on making a hefty commission, like other 
agents ... We work for YOUR benefit. REALTORS® 
work for theirs.”

While most agents scoff at TRELORA’s allega-
tions, there is nonetheless truth to their claims as 

When I introduce Inleit’s proprietary process to a new group, I give 

participants two sheets of paper for a free association exercise. 

First, they are asked to take two minutes to write every word that 

they associate with “home.” “Safe, secure, peaceful, personalized, 

connected” typically top the list. Participants are then asked to repeat 

the exercise; this time writing all the words that they associate with 

“REALTOR®.” “Professional, classy, negotiator” are the more kind 

terms to appear on the page. “Commission, slick, slimy, transaction” 

show up in greater abundance. Why is it that the results of this 

exercise never vary?
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evidenced by the rapid growth of reduced commis-
sion agencies. Few brokers have been able to speak 
to the prospect’s question, “What AM I paying 
an agent all that money for?” As a result, flat-fee 
agencies have captured a fair share of the market, 
and we should expect to see this trend continue 
as creative start-ups are consistently challenging 
our commission-focused industry. Companies like 
Knock are collecting investors and quickly gaining 
steam as they look to Colorado for expansion. 

The rise of the creative agencies means that a real 
estate agent’s compensation is becoming increas-
ingly linked to their execution of fiduciary responsi-
bility. Most especially in reverence to what a home 
represents in the lives of their clients. A broker will 
have two options to thrive as the market shifts: 1) 
facilitate a transaction and reduce fees and 2) pro-
tect their clients and help them create home. 

Home is sacred and deeply formative; it’s the epi-
center of our lives, the place from which we set our 
direction and begin our adventures. When we enter 
into an agency agreement, our fiduciary responsibil-
ity calls us to help clients create this sacred space. 
Promoting their interests with the “utmost good 
faith, loyalty and fidelity” means that we acknowl-
edge the sanctity of home. It should be remembered 
that fiduciary duty is the highest standard of care. 
The families we serve are not numbers, and our com-
missions should never supersede their needs. 

We believe that nothing matches the power and 
possibility of home. We acknowledge that we are 
part of a monumental moment in our clients’ lives, 
and we have a process that supports the promise to 

build homes intentionally. Consequently, there is 
no disconnect between our fees and the service we 
provide. Inleit does not negotiate our commissions 
and still ranks top in production.  

The late lawyer and politician James Faust stated, 
“There is a great risk in justifying what we do indi-
vidually and professionally on the basis of what is 
‘legal’ (rather) than what is ‘right.’ The philosophy 
that what is legal is also right will rob us of what 
is highest and best in our natures. What conduct is 
actually legal is, in many instances, way below the 
standards of a civilized society. If you accept what 
is legal as your standard of personal or professional 
conduct, you will deny yourself of that which is truly 
noble in your personal dignity and worth.”

Our industry is shifting. There is a choice to be 
made in response to a market that is asking for our 
fees to be commensurate to the value we provide. 
Complete transactions or create homes? 

Tiago National Title, LLC
4700 South Syracuse Street #420
Denver, CO 80237

Michael A. Zara, Esq.
mike@tiagotitle.com

Phone: 303-488-3330
Fax: 888-333-8391

The Tiago 

Promise

Our Superior Service Promise: 

• Phone calls & Emails Returned within 60 minutes 
• Open Order confirmation within 60 minutes
• Milestone File Status Updates 
• Same Day Seller Net Sheets 
• Title Commitment Review with major 
  notifications brought to client's attention 
• A Title Deadline will never be missed

"Let's Grow Together"

Experience is priceless. But if it 
had a price it might be $1.5 billion.
And with over $1.5 billion in mortgage loans in 2016, it’s 
easy to see why. Your clients’ home buying experience will be 
noticeably less scary with our straightforward mortgage 
options and truly helpful customer service.

efirstbankmortgages.com

Sanai Fennell
FirstBank - Cherry Creek Market
Sanai.Fennell@efirstbank.com
303.336.2160
NMLS ID# 976022

Inleit’s mission is 
to support families 
in creating homes 
that encourage 
lives of love, honor, 
and impact. 
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A TRUSTWORTHY, 
KNOWLEDGEABLE 

PARTNER.

Here for you, and your clients. 

“Kelli Broadbent has exceeded any expectation I have had on 
communication, deadlines, and professionalism. I refer my clients  
to her without hesitation because she has accomplished things that  
took tremendous focus and skill. My clients thank me for referring  
her to them, as she continues to provide a service that makes the  
loan process understandable and enjoyable.”

                 —Nate Postlethwait

AS A LOAN OFFICER, I PRIDE MYSELF ON BEING AN EXCEPTIONAL PARTNER NOT ONLY WITH MY 

AGENTS, BUT FOR CLIENTS AS WELL, SO THEY ENJOY A MEMORABLE HOMEBUYING EXPERIENCE.

© 2018 SWBC. All rights reserved. Loans are subject to credit and property approval. Other restrictions and conditions may apply. Programs and guidelines are subject to change 

(www.nmlsconsumeraccess.org).

KELLI BROADBENT 
SWBC MORTGAGE CORPORATION 

SR. LOAN OFFICER  |  NMLS #280462

400 Inverness Pkwy, Ste 160 
Englewood, CO 80112 
  
OFFICE: 303.405.8359 
EMAIL: kellib@swbc.com 
www.KelliBroadbent.com
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Constructed in 2005, Southlands is largely respon-
sible for putting this southeastern part of Aurora “on 
the map.” Featuring a unique design, “Main Street” 
consists of popular shops and boutiques, intermixed 
with fantastic restaurants, and anchored by the AMC 
Theatre with full bar, a great menu and recliners! My 
favorite haunts include White House/Black Market, 
Legends, our local coffee hangout, and for dinner, 
The Wine Experience Café. The Eldon Cheese Board 
is a must-eat! Southlands is a popular family destina-

tion in the summer with a terrific concert series, a 
refreshing splash pad, Kidtopia, movie nights and 
bountiful farmers’ market! In the cooler months 
the Adirondack chairs around the fire pit and the 
ice-skating rink are local faves, as are Trick or Treat 
Street and the annual Holiday Lighting ceremony. 
Another big draw for 80016 is the fantastic Aurora 
Reservoir, which offers a wide variety of activities 
for the outdoor enthusiasts. These include paddle 
boarding, boating, fishing and swimming at the 

By Suzan Sonmez, RE/MAX 

get to know your denver 
neighborhoods...

SouthlandsThe

Aurora Reservoir

Fletcher, after the developer, and consisted of just 
four square miles, 39 citizens, and 14 homes with 
indoor plumbing? Best of all that it is home to the 
largest non-enclosed shopping center in the U.S.? 
The Southlands Mall!  

Fun Facts: Did you know ... that Aurora is the third 
largest city in Colorado? Boasts 51,000 acres of 
trails and open space? Is considered the safest city 
in Colorado? And one of the safest in the country? 
Did you know ... that Aurora was originally named 
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When I left banking in 2008 to go into real estate, it was only 
natural that I chose to focus my business here. In the last few 
years my business has really hit its stride, and I’m proud to say 
that I am ranked among the best. Most recently I was honored to 
be invited to speak to my peers locally, and prior to that, I did my 
first hour-long international speaking engagement for RE/MAX. 
Although I enjoy traveling, and I am happiest with my feet in the 
sand, I find peace and solace in this sophisticated little niche of 
Aurora. Wheatlands, my neighborhood, is my haven where I love 
to entertain friends and cook traditional Turkish fare. Gardening 
with my husband and mother is another favorite pastime of mine. 
Last year’s garden produced an array of vegetables, including 
tomatoes, peppers, green beans, cucumbers, and eggplant with 
enough to share with our friends and neighbors.

My husband and I chose to call Aurora “home” for the quality of 
life it had to offer our family. With an old-fashioned charm, it’s a 
place where your neighbors become family, and your community 
becomes home. It also didn’t hurt that Cherry Creek Schools are 
consistently the highest rated in all of Colorado! Born and raised 
here, and a product of Cherry Creek Schools, I know firsthand 
Cherry Creek’s commitment to excellence, and my husband and I 
wanted the very best for our sons.

Please consider me your Southlands resource, and feel free to 
reach out with questions at 303-596-3706, go to www.Suzan-
Sells.com, or email at Suzan@SuzanSells.com.

“beach.” The trail around the reservoir is about 8 miles long and is 
great for biking, running, roller-blading or even a leisurely walk. 
The reservoir is open year-round, which is a plus because Colo-
rado weather (as we all know) is somewhat unpredictable. 

Southeast Aurora has some of the best new home construction 
options around. The housing market here is considered one 
of the best values in all the metro area, and expansion hasn’t 
slowed. There are numerous new home communities that offer 
1,500 square feet to 5,000 square feet with prices ranging from 
$325,000 to $1.1 million. For this reason, I am designated as a 
new construction expert, and spend a lot of my time negotiating 
and advocating for buyers throughout the new home process.

We are Axium Inspections.
Your one stop shop for certified home inspection services.

$50
OFF 
YOUR FIRST

SERVICE*

*Only one discount per person, per service. Not valid with a best price guarantee.

Home Inspections

Radon Mitigations

Lead Testing

Asbestos Testing

Mold Testing

Well-Water Testing

WDO Inspections

Water Intrusion Inspections

(720) 636-7425
AxiumRealDenver.com

Prices, plans and terms are effective on the date of publication and subject to change without notice.

A Dream Home for Every Lifestyle
CalAtlantic Homes presents a diverse array of new home designs with innovative floor plans, 
proving our unwavering commitment to outstanding quality and customer satisfaction. 

Starting from the mid $300s to $1Ms.

Whether your client desires a new townhome, paired, patio or single-family home, CalAtlantic can suit their 
lifestyle needs without compromising luxury or convenience. Visit one of our fully decorated models to explore 
the modern features, beautiful architectural details and sophisticated living spaces that set these homes apart.

Inventory Homes Available Now

New Homes in Denver
From Fort Collins to Castle Rock with over 30 new communities.

CalAtlanticHomes.com
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Capital Title LLC
Sherri M. Purifoy-Frie

Closer/Marketing Professional

With over 30 years of experience, my focus is primarily centered around creating a
personalized plan for each and every client. With this, we can achieve highly
successful closings with your desired level of communication and processes.

I also specialize in marketing of all types: marketing plans (monthly/annual),
social media (Facebook, Twitter, LinkedIn etc.), farming etc.

Capital Title, LLC, was established in 2005, is locally owned/operated as an
independent agent of Stewart Title Guaranty and boasts being

Stewart’s top producing agent in Colorado.

(720) 404-1969 direct

(720) 293-1606 efax

sfrie@capitaltitle.us

www.capitaltitle.us

Various closing locations

including your office!

8400 East Prentice Avenue • Penthouse Suite  |  Greenwood Village, CO 80111

Award-Winning Service
 …Lasting Relationships
With over 21 years in the mortgage industry, my goal will always be to add value in all my referral 
partner relationships by giving and going the extra mile to exceed expectations. When it comes to 
pairing our clients with their ideal home-loan program, we approach each situation with quality 
communication, expertise, and determination. Because we share the home loan experience together, 
we strive to create relationships with our agents and clients for life.

Brian Pintar Branch Manager
Cell: 303.478.1425  |  Office: 720.930.4240  |  bpintar@nfmlending.com
6455 S. Yosemite St - Suite 425, Greenwood Village, CO   80111

NMLS#289801 | Colo#100025784

Brian has consistently been nominated by his clients as a top mortgage loan originator, year-after-year, as a result of his dedication to exceptional service.

This is for informational purposes only. All information contained herein is subject to change at any time. NFM, Inc. is an FHA-Approved Non- Supervised Mortgagee (19951-0018-0 and 
19951-0000-7), Veterans A�airs Automatic Lender (659985-00-00) under the trade name NFM Lending, approved Fannie Mae Seller/Servicer (26859-000-5), approved Freddie Mac Seller/Servicer 
(183149), and approved Ginnie Mae Issuer (4365). NFM, Inc. is licensed as: Colorado Mortgage Company Registration license regulated by the Division of Real Estate (NMLS # 2893) 
under the trade name NFM Lending. NFM, Inc.’s Nationwide Mortgage Licensing System (NMLS) Company Identi�er Number is 2893. NFM, Inc. is not a�liated with, or an 
agent or division of, a governmental agency or a depository institution. Copyright © 2017.
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By Jessica Northrop, 
LIV Sotheby’s 

Imagine sipping coffee on your deck overlooking 
the breathtaking Rocky Mountains just as the sun 
is setting! 

Imagine serenely exploring the natural beauty in 
your own 45 acres of private wilderness that is 
zoned for equestrian use! 

Imagine bordering Bear Dance Golf Course with 
the privacy you crave while being just minutes from 
I-25, just south of Castle Rock. 

Exceptionally designed by Sears Barrett Archi-
tects, the main residence has spacious living and 
dining rooms, a gourmet kitchen, five bedrooms, 
theatre, 1,000-bottle wine cellar, family room, and a 
three-bedroom, three-bath, three-car garage guest 
house. Expansive decks and extended patios wrap 
the entire house and offer splendid views and the 
perfect spot to enjoy the spectacular water feature 
that runs from the backyard to the impressive front 
entryway. The property includes a spa-like indoor 
pool, jacuzzi tub, six-car garage, helipad, gated 
driveway, outdoor shooting/archery range and a 
trail that runs with the fencing that makes for a fun 
Polaris ride.
 
This one-of-a-kind property offers some of the most 
gorgeous and unique finishes you will find. For 
starters, stunning pyramidal ceilings and Colorado 
Buff sandstone walls. The kitchen features Viking 
and Gaggenau appliances, stunning Bird’s Eye 
Maple cabinetry and gorgeous granite countertops. 
The main-level master bedroom features floor-to-
ceiling windows, custom projection screen, jaw 
dropping dressing room, and a luxurious bathroom 
with steam shower and access to the pool/jacuzzi. 
Impressive electronics and iPad-controlled capa-
bilities throughout the home. The seller is willing to 
share the horse stable architectural plans for future 
construction and negotiate the sale of the outdoor 
farm equipment.

july’s featured 
property

Elk View Rd.
1536
Larkspur
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The Roze Team consists of two second-generation 
REALTORS® who are sisters. Becky Rozeboom 
Berzins and Rachel Rozeboom Schroeder grew up 
in the business and have been licensed since 1992. 
They have a strong commitment to giving back to 
the communities they serve. Their goal is focused 
on helping children in our Denver Metro area. A 
portion of every commission they earn is donated 
to a number of charities. They are always looking 
for new avenues to make a difference.
 
Partners for Hope, a 501(c)3 nonprofit organiza-
tion initiated by The Denver 100 LLC, is the pri-
mary vehicle used to fund these endeavors and is 
designed to raise and augment funds for charities 
serving families and kids in need across Denver. 
Partners for Hope donates 100 percent of all funds 
raised. There is no overhead for the charity and 
the money is raised from agent commissions, year-
ly events organized by The Denver 100, LLC, and 
clients who have donated in the past. The Roze 
Team has donated to Boys and Girls Clubs, Dolls 
For Daughters, The Gabby Krause Foundation, 
The Denver Police Activities League (PAL), and a 
series of smaller nonprofits.  
 
PAL is especially near and dear to Becky and Ra-
chel’s hearts. Rachel’s husband, Jake Schroeder, 
is the Executive Director of PAL, so both families 
are very involved in (and sometimes drafted into) 
events and activities with the charity. Denver PAL 
has worked to involve youth in positive endeavors 
to build self-esteem and pride. PAL encourages 
healthy positive relationships between at risk 
children and police officers. They currently serve 

nearly 5,000 kids annually through athletics, 
recreational and educational activities. With no 
government funding other than two Denver police 
officers that are assigned full-time to the charity, 
they rely solely on contributions, corporate spon-
sorships, grants, and in-kind gifts. Their mission 
is to expose youth to experiences beyond their 
community. This includes camping, fishing, rock 
climbing, football and the newest addition, The 
Overlord History Program, which introduces kids 
to the sacrifices made by the Greatest Generation 
and provides students and officers each year with 
the opportunity to visit Normandy, France for an 
immersive educational experience.
 
The Roze Team also donates gift cards for food 
and gifts to the backpack program at a local 
elementary school during the holidays. These 
backpacks go home with children whose families 
otherwise wouldn’t have food or means to make 
it through the weekend with sufficient or appro-
priate meal options. It has become a family affair 
with their children donating money to the gift 
cards from their own bank accounts. In addition, 
they make cash donations to local schools upon 
closings and support many past clients’ causes, in-
cluding The St. Baldrick’s Foundation, Alzheimer’s 
Walk, Judi’s House, Children’s Miracle Network, 
Special Olympics, Dawg Nation, Pancreatic Cancer 
Research, and more. 

“We truly appreciate, value, and support the com-
munity that has helped our business grow through 
the years.”

By Becky Berzins and Rachel Schroeder, The Roze Teamrealtors giving back

The Roze Team
CARES FOR KIDS
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In the search to teach people to brand themselves as a top-class 
professional without needing much of a budget, I talked over 
Zoom (video chat is always better than a phone call) to Chelsea 
Peitz about her favorite topic, camera-first branding. Peitz holds 
a litany of impressive titles, including Inman Innovator, National 
Social Strategy Sales Coach for Fidelity National Title, and Co-
Founder of the Agent Marketer.  
 
Simply put, camera-first branding is branding yourself, leading 
with video. It doesn’t have to be and shouldn’t be overproduced 
video that takes you all day to make. It’s about getting your face in 
front of people regularly, creating mind space in a way that those 
Broncos magnet schedules you are considering ordering don’t. 
 
“We view credibility very differently; we now need to see your 
brand. It’s going to affect your brand presence. People are seeing 
your face, they aren’t seeing your postcard and throwing it in the 
trash. I might want to hear what you say sometimes, but I’m al-
ways seeing your face,” Chelsea told me over Zoom, as I sat there 
silent, appreciating a fantastic point. 
 
How many companies or one-person brands do you see regularly 
in your Facebook newsfeed that you rarely listen to but end up 
buying their books, classes, etc.? If you can’t picture someone, 
just look up Gary Vaynerchuck, except you likely won’t need to 
since as soon as you read that you pictured him. That’s the power 
of camera-first branding. Imagine if every time someone in your 
database thought of buying or selling a home they saw your face 
in their mind instead of trying to remember that guy that mails 
them recipe cards and other weak forms of marketing that don’t 
create mind space but faintly whisper you sell houses in hopes 
they’ll think of you. You don’t need a camera crew following you 
like Gary Vee; you simply need your computer and phone. 
 
A good place to start is to be the expert. You don’t need to be in 
everyone’s face, and if you feel weird, get over it. Wouldn’t you 

101FOR REAL ESTATE By Bret Shugrue 

T E C H N O LO G Y 

YOU’RE A WALKING BRAND. It’s why you don’t 
wear pajamas to listing appointments. How do you 
show your brand to the world? Do you even show 
your brand to the world or hide behind the pre-
written touches in your brokerage’s CRM? 

like to share useful information and have people 
reach out to you? That beats relying on dialer 
sessions and that nice message on your email 
signature about the greatest compliment you can 
receive is a referral. Chelsea adds, “I see people 
proactively reaching out to my coaching clients 
because people want to connect with someone 
who shows them something and teaches them 
something.”  We live in a world of people being 
taught the wrong information by TV and the Inter-
net, I’m talking to you, HGTV. Wouldn’t you like to 
be the teacher and the expert about all things real 
estate to your community and sphere? 
 
Yes, they want to learn, but it’s deeper. “Technology 
has changed how we build trust. It’s scientific, it’s 
neuroscience. People don’t think about the physi-
cality of holding the phone, but that’s part of video 
connecting. You are holding the person in your 
hand,” Chelsea told me. She explained she uses 
some of her psychology training at Arizona State 
University when she thinks about using video. Al-
most everyone is going to watch your video on mo-
bile, so keep it quick, keep it informational, and for 
the love of everything holy, please don’t start with 
you’re just checking in. No one wants to be checked 
in with – they want to be taught something, con-
nected with, and feel you care. You may care, but 
monthly mailers don’t show you care. A video talk-
ing about something they care about does, whether 
that is information on renovations or something 
you saw that reminded you of them and wanted to 
send them a video text standing next to it. 
 
People just want to see video. Chelsea used an exam-
ple that resonates with her skeptical older students. 
She brought up Baby Jessica. You may remember the 
image of Baby Jessica in 1987 (back when I was 9). 
You couldn’t pull yourself away from the TV cover-
age of Baby Jessica. You didn’t care what the report-
ers said, you just wanted to see the camera shot of 
the well. People just want to see you, and when they 
need you they will listen and remember to call you or 
likely text you for help. It is 2018 after all. 

D O W N L O A D  T H E  A P P

j e t c l o s i n g . c o m

JetClosing has created a simple, 
transparent and mobile approach 
to escrow that streamlines  the 
process for the buyer, the seller 
and the real estate agent, so you 
never feel tied to your desk again.

8 6 6 · J E T · 1 0 0 0

TAKING
TITLE 
& ESCROW
OUT OF
THE OFFICE



38 • July 2018 www.realproducersmag.com • 39

# First Name Last Name List # List $ Sell # Sell $ Total #  Total $ 

33 Bramer Thomas Team 12.5 5,289,672 30 13,253,500 42.5 18,543,172

34 W Garrett Jones 29 12,868,235 15 5,300,650 44 18,168,885

35 Charlie Souza 24.5 13,960,544 7 4,033,855 31.5 17,994,399

36 Kim Kronenberger 19 12,400,400 9 5,219,800 28 17,620,200

37 Mark Cooper 27 15,232,666 5 2,314,399 32 17,547,065

38 Amy Ballain 30 17,253,010 0  -   30 17,253,010

39 Christopher Bouc 4.5 5,923,000 5 10,877,000 9.5 16,800,000

40 Maggie Armstrong 3.5 6,347,685 4.5 10,451,500 8 16,799,185

41 Kristen Abell 5 2,791,000 19 13,895,900 24 16,686,900

42 Jeffrey Plous 12 7,820,250 11 8,448,120 23 16,268,370

43 Bret Weinstein 11 4,514,500 24 11,427,312 35 15,941,812

Teams and Individuals  Closed transactions 1/1/2018 - 5/31/18

TOP 100 STANDINGS

# First Name Last Name List # List $ Sell # Sell $ Total #  Total $ 

1 Team Lassen 279 136,493,260 13 5,774,253 292 142,267,513

2 Jodi Bright 158 78,616,292 0  -   158 78,616,292

3 Courtney Wilson 88 45,486,184 2 1,405,400 90 46,891,584

4 Josh Behr 14 22,048,134 14 15,375,218 28 37,423,352

5 Janet Kritzer 11 16,879,250 10 20,058,500 21 36,937,750

6 The Bartic Group 48 21,391,744 35 15,068,950 83 36,460,694

7 The Creed Group 57 29,173,943 8 3,593,200 65 32,767,143

8 Linda Behr 10 20,148,500 6 11,317,747 16 31,466,247

9 The Kiker Team 52.5 25,956,398 11 4,486,202 63.5 30,442,600

10 Deviree Vallejo 40 25,872,337 6 4,424,000 46 30,296,337

11 Tom Ullrich 49 24,370,101 9 5,657,089 58 30,027,190

12 Carmelo Paglialunga 24.5 23,360,564 4.5 4,450,000 29 27,810,564

13 Elizabeth Richards 31 19,080,597 13 8,525,080 44 27,605,677

14 Angela Steiner 47 24,627,209 3 1,601,467 50 26,228,676

15 Tracy Norton 57 24,187,300 0  -   57 24,187,300

16 Jon Jd Dahl 44 21,189,250 5 2,656,365 49 23,845,615

17 Jeff Hendley 8 23,069,050 1 745,000 9 23,814,050

18 Kerrie Young 43 23,493,927 0  -   43 23,493,927

19 The Ribble Group 27 15,548,500 16 7,790,000 43 23,338,500

20 Jessica Northrop 15 11,394,239 12 11,781,281 27 23,175,520

21 Zack Kobilca 11 9,259,250 8 13,621,445 19 22,880,695

22 Douglas Kerbs 28 17,873,626 6 4,016,975 34 21,890,601

23 Conrad Steller 18.5 9,961,500 25 11,429,500 43.5 21,391,000

24 Jennifer Bozarth 22.5 12,683,456 16 8,289,167 38.5 20,972,623

25 Louie Lee 6.5 11,687,000 6 8,631,045 12.5 20,318,045

26 Edie Marks 8 15,839,000 4 3,978,000 12 19,817,000

27 Tina Martelon 35 19,700,194 0  -   35 19,700,194

28 Wanda Ford 14 11,623,500 10 7,934,565 24 19,558,065

29 Anne Dresser Kocur 14 11,244,950 10 8,006,000 24 19,250,950

30 Boris Klein 0  -   53 19,242,522 53 19,242,522

31 Peter Blank 11.5 16,395,000 3.5 2,402,500 15 18,797,500

32 Jim Romano 10.5 13,490,680 9 5,274,600 19.5 18,765,280

Disclaimer:  Information pulled by MLS and based on reported numbers to MLS.  New construction or numbers not reported to MLS within the date range listed are 
not included. MLS is not responsible for submitting this data. Data may vary up to 3%.
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1. Hyland Village
 From the mid $500s
 720-382-1780

2. Midtown at Clear Creek
 Metro Collection
  From the mid $500s
 720-838-2206

3. Stapleton Beeler Park
 Paired Homes and Cottages
 From the mid $400s
 720-838-2204 

4. Inspiration
 Estates and Harmony Series
 From the mid $500s
 720-382-1781

5. Encore at Anthem Ranch
 From the high $400s
 303-872-5030

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. Illustrations are artist’s depictions only and may differ from completed improvements. Copyright © 2018 David Weekley Homes - All 
Rights Reserved. Denver, CO (DENA93243)

Home is a cherished place for your entire family.
At David Weekley Homes, we balance livability with outstanding design so 
you can enjoy the lifestyle you want. Our FlexSpaceSM options let you easily 
transform any room to suit your interests. Our collaborative approach to 
creating your dream home will inspire you to live life to the fullest. 
That’s The Weekley Way!

Homes from the $435s to $1 million+ 
in the Denver area 

303-872-5030

David Weekley Homeowners 
Nico, Steven, Steve, Matteo & Mariella Sajkowski

VISIT US IN ALL OUR FINE NEIGHBORHOODS

D E N V E R

Prices, plans, dimensions, features, specifications, materials, and availability of homes or communities are subject to change without notice or obligation. Copyright © 2017 David Weekley Homes - All Rights Reserved 4/7/18

Models Open Daily
Sunday – Monday noon - 5:00 p.m., Tuesday – Saturday 9:00 a.m. - 5:00 p.m.

  1. Hyland Village
From the mid $500s, 720-382-1780
5590 West 97th Avenue
Westminster, CO 80220

  2. Midtown at Clear Creek
Metro Collection
From the mid $500s, 720-382-1782
1508 West 66th Avenue
Denver, Co 80221

  3. Stapleton Beeler Park
Paired Homes and Cottages
From the mid $400s, 720-838-2204
6004 Alton Street
Denver, CO 80238

  4. Inspiration 
From the mid $500s, 720-382-1781
23451 East Rockinghorse Parkway
Aurora, CO 80016

  5. Anthem Ranch 
From the high $400s, 800-757-4381
16121 Aspen Lodge Way
Bloomfield, CO 80023

Northfield

92nd Ave.

168th Ave.

 Pe
na

 B
lvd

.  Q
ue

be
c S

t.

Cherry
Creek
Lake

Downtown
DENVER

To Boulder 

Pe
co

sSh
er

id
an

Sh
er

id
an

Lo
we

ll B
lvd

.

W
ad

sw
or

th

Parker Rd. 

Jordan Rd.

Un
ive

rsi
ty

Lincoln Ave.

Main Street

Co
lo

ra
do

Bl
vd

.

Colfax Ave.

E 6th Ave.6th Ave.

Alameda

S Gartrel Rd

Denver
International

Airport

E Arapahoe Road

70

70

270

76

25

225

36

85

25

470

470

83

2
3

1

5

4

Northwest  Pkwy. 

7



42 • July 2018 www.realproducersmag.com • 43

# First Name Last Name List # List $ Sell # Sell $ Total #  Total $ 

75 Jennifer Morrison 17 8,930,506 6 3,145,750 23 12,076,256

76 David J. O'Brien 10 5,812,000 11 6,218,167 21 12,030,167

77 Ian Wolfe 5.5 7,398,350 4 4,577,500 9.5 11,975,850

78 Bryon Horvath 17.5 9,028,196 6 2,937,704 23.5 11,965,900

79 Mauri Tamborra 14 5,373,500 12 6,558,400 26 11,931,900

80 Corey Martin 15 7,497,150 9 4,404,500 24 11,901,650

81 Angela Hacker 5 4,252,500 6 7,405,000 11 11,657,500

82 Shelley Bridge 8 6,594,256 7.5 5,031,700 15.5 11,625,956

83 Sabina Kier 2 1,855,000 17 9,697,000 19 11,552,000

84 Steve And Jared Blank 9.5 11,531,200 0  -   9.5 11,531,200

85 Tony Martinez 17 5,340,600 18 6,171,700 35 11,512,300

TOP 100 STANDINGS
Teams and Individuals  Closed transactions 1/1/2018 - 5/31/18

# First Name Last Name List # List $ Sell # Sell $ Total #  Total $ 

44 Helm Helm 4.5 8,564,090 4 7,333,000 8.5 15,897,090

45 Kelly Hudson 8 4,018,000 23 11,535,440 31 15,553,440

46 Gina Lorenzen 8 8,590,500 8 6,885,000 16 15,475,500

47 Piyush Ashra 11 5,314,711 19 9,816,395 30 15,131,106

48 The Phipps Team 19 7,759,500 17 7,289,600 36 15,049,100

49 Kimberly Austin 16 7,074,015 12 7,697,052 28 14,771,067

50 Troy Hansford 21 7,842,300 15 6,907,753 36 14,750,053

51 Chris Calicchia 28 12,482,500 5 2,090,211 33 14,572,711

52 Erica Chouinard 35 13,945,850 1 540,000 36 14,485,850

53 Michael Kozlowski 19 11,606,850 5 2,563,000 24 14,169,850

54 Karen Brinckerhoff 6 12,323,558 1 1,612,500 7 13,936,058

55 Jim Rhye 2 2,335,000 3 11,430,000 5 13,765,000

56 Joshua Ott 44.5 13,720,967 0  -   44.5 13,720,967

57 Jeremy Cockrum 17 8,006,000 13 5,682,950 30 13,688,950

58 Martin Mata 30 13,499,850 0  -   30 13,499,850

59 Andrew Nagel 16 11,726,832 3 1,724,000 19 13,450,832

60 Ilona Botton 5 2,359,000 17 11,089,650 22 13,448,650

61 Justin Hess 30.5 12,572,516 2 758,000 32.5 13,330,516

62 Kylie Russell 10 4,277,200 19.5 9,008,980 29.5 13,286,180

63 Tim Wade 18 10,417,868 5 2,824,500 23 13,242,368

64 Jason Cummings 15 12,333,336 2 746,012 17 13,079,348

65 Trish Bragg 3.5 6,347,685 3.5 6,716,500 7 13,064,185

66 Jennifer Parson 9 5,266,000 12 7,769,906 21 13,035,906

67 Lori Corken 10 6,817,900 6 6,087,558 16 12,905,458

68 Jennifer Apel 17 9,758,941 4 2,899,388 21 12,658,329

69 Chris Tucker 11 5,076,000 17 7,575,832 28 12,651,832

70 Craig Penn 8 9,351,993 3 3,060,402 11 12,412,395

71 Jason Dalbey 5 4,477,900 11 7,882,420 16 12,360,320

72 Ali Van Westenberg 12 5,601,528 12 6,710,000 24 12,311,528

73 Landin Smith 11 6,156,901 13 6,109,440 24 12,266,341

74 Rollie Jordan 4 6,980,000 8 5,188,000 12 12,168,000

Disclaimer:  Information pulled by MLS and based on reported numbers to MLS.  New construction or numbers not reported to MLS within the date range listed are 
not included. MLS is not responsible for submitting this data. Data may vary up to 3%.

10
DOWLING

GROUP

Mile High Leaders Presented by Stacey Dowling 
5 Star Loan Concierge
303.946.3878
Stacey.Dowling@SupremeLending.com      
StaceyDowling.com
NMLS # 196631
Supreme Lending

1  Courtney Wilson
2  Anne Dresser Kocur
3  Conrad Steller
4  Gina Lorenzen
5  Josh Behr

 6  Linda Behr
 7  Deviree Vallejo
 8  Tom Ullrich
 9  Susan Smyle
10  Keith Alba

To the TOP 
CONGRATULATIONS

From The Dowling Group
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TOP 100 STANDINGS

Disclaimer:  Information pulled by MLS and based on reported numbers to MLS.  New construction or numbers not reported to MLS within the date range listed are 
not included. MLS is not responsible for submitting this data. Data may vary up to 3%.

# First Name Last Name List # List $ Sell # Sell $ Total #  Total $ 

86 Bogar Pilkington Group 15 7,660,795 11 3,718,632 26 11,379,427

87 Nancy Austin 5 4,002,700 12 7,373,800 17 11,376,500

88 Chris Olson 7 4,948,164 8 6,412,715 15 11,360,879

89 The Seth Jenson Team 21 9,714,250 3.5 1,577,450 24.5 11,291,700

90 Karla Kirkpatrick-Adams 8 3,425,250 12 7,862,800 20 11,288,050

91 Polly Watts 28 11,215,700 0  -   28 11,215,700

92 Stephanie Collins 2 1,140,000 16 10,065,500 18 11,205,500

93 Susie Best 5 2,855,500 16.5 8,304,950 21.5 11,160,450

94 Lark Stewart 3 3,490,000 7 7,627,000 10 11,117,000

95 Tupper'S Team 11 6,146,200 5 4,961,000 16 11,107,200

96 Nancy Wolfe 2 6,817,850 2 4,200,000 4 11,017,850

97 Lorenzo Martinez 0  -   22 10,989,655 22 10,989,655

98 Jonathan Loewenberg 8 4,940,000 10 5,999,300 18 10,939,300

99 Frank Duran 28.5 9,993,077 2 863,000 30.5 10,856,077

100

Teams and Individuals  Closed transactions 1/1/2018 - 5/31/18

Being a top producer is hard enough. Getting your client a home 
loan shouldn’t be. Trust us with your next transaction.

G AV I N  E K S T R O M
Loan Officer  |  NMLS# 220170

(720) 231-6999

Corporate NMLS# 67180 
Equal Housing Lender
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"We believe... real people create real partnerships."
ChicagoTitleColorado.com         303.291.9999   

“As a Realtor in the Denver area, I recommend Dave Cook 
at Cherry Creek Mortgage to all my clients and have also 
used Dave over the years for our personal mortgage 
needs. His service is outstanding and the rates are com-
petitive. Dave is extremely responsive and knowledgeable 
to gear one to the product that best meets one’s needs. 
The whole team works to provide outstanding client 
service. Bottom line, they get the job done!”

~ Kim Norton, Kentwood City Properties

44 Cook Street Ste. 500, Denver CO 80206 
dcook@ccmclending.com 
303-226-8735 
www.davecookmortgage.com

CCM NMLS 3001
NMLS 274175  
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Reach New Heights

You put a lot of time into finding the right home. You need the right title company to protect your
investment. Since 1960, Stewart Title has been providing title insurance for Colorado properties.
With the financial strength of Stewart Title Guaranty Company, we provide more than just title
insurance—we provide peace of mind. 

stewart.com

CHERRY CREEK
55 Madison Street, Suite 400
Denver, CO 80206 
Phone: 303-331-0333

DTC – DENVER TECH CENTER
8390 E. Crescent Pkwy, Ste 230
Greenwood Vlg., CO 80111 
Phone: 303-221-5747

FIDDLER’S GREEN
6300 South Syracuse Way, Suite 425
Centennial, CO 80111 
Phone: 303-334-2140 

HIGHLANDS RANCH
200 Plaza Drive, Suite 160
Highlands Ranch, CO 80129
Phone: 303-334-3060

LODO
1660 17th Street, Suite LL-1
Denver, CO 80202 
Phone: 303-780-4079

NORTH
12110 N. Pecos Street, Suite 150
Westminster, CO 80234 
Phone: 303-301-7222

Stewart Title has 22 office locations throughout the state of Colorado.


