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RECOMMENDED BY TOP OKC AGENTS:

Foundation Repair with
Proven Results

Lowest Price Guarantee

CALL
(405) 812-2782

www.levelupfoundationrepair.com

"Level Up is a tremendous asset I, as a REALTOR®, endorse and 
suggest to my clients! This company constantly o�ers the most 
reasonable estimates and the quality of work is bar none! 
Additionally, lifetime warranties and immediate response time
for scheduling free evaluations make this company my “go-to”
choice for foundation and structural repairs! My clients and I
have such peace of mind on such an intimidating repair when
this company completes the work!”

- Holly King, Real Estate Agent
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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 paid advertisements contained within the OKC Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore, neither 
N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating Realtors® for certain stories please email 
us at alby.luciani@realproducersmag.com or lauren.deavenport@realproducersmag.com.

C O N T E N TS
TABLE OF 

54
Making A  

Difference:  
Q&A 

With Pilar 
Cipollone

24
Sponsor 

Spotlight: 
Brewer 

Carpet One

44
Celebrating 

Leaders:  
525 Realty 

Group

40
Industry 
Updates:

Thriving In 
A Covid-19 

Market

34
Mother’s 

Day  
Edition:  
Ashley 

Schubert

18
Rising  
Star:  

Colette  
Naff

30
Sponsor 

Spotlight: 
Ambassador  
Roofing And  
Construction

50
Mother’s 

Day  
Edition:  
Working 

Moms 
Advice on 
Work/Life 

Balance

64
Top  

Producer:  
Otis  

Himes



8 • May 2020 OKC Real Producers • 9@realproducers realproducersmag.com

Our "Aim" is to help you "Hit" the "Bullseye" with your new home purchase!
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"I’ve been doing business with SPI for over 16 years! 
They’re dependable, honest & will do a professional job! 
If you have a water damage or fire claim, they can work 
with your Insurance Adjuster. I highly recommend SPI!"

-Sherri Willis-Stoneking, Metro First Realty Group

Fire & Smoke Damage  •  Water & Flood Damage  •  Mold Remediation
Call 405-787-2170  •  14612 Metro Plaza Blvd, Suite A  •  Edmond, OK 73013

$3$3
MILLIONMILLION

Did you know there are more victims held against their will today 
than ever before? That’s why N2 Publishing, the company behind this 
magazine, is financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses seen 
within these pages are helping us break these chains, too. Learn 

more about our cause by visiting n2gives.com.

DONATED THIS 
YEAR TO HELP 

BREAK THE 
CHAINS OF 

MODERN-DAY 
SLAVERY.

Heather Howerton 
Event Planner

Kaylee Wiles 
Event Planner

Alby Luciani 
Owner/Publisher

405-429-0026

Zachary Cohen
Writer

Lauren Deavenport 
Co-Publisher & 

Content Coordinator

Katherine Fondren
Ads Manager

Caleb Collins
Photographer

Kennon Bryce 
Photographer

Carrie Sharp
Photographer

M E E T  T H E  O KC  R E A L  P R O D U C E R S  T E A M
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 EXPERIE NCE , A DEDICATED TEAM, AND
I NNOVATIVE TECHNOLO GY SOLU TIONS

THE TITAN OF THE I N D USTRY

OKC |  405.600.9495
6301 Waterford  Blvd

www.TITANTITLEOK .com
RESIDE NTIAL CLOSI NG
COMMERCIAL CLOSI NG

REFI NANCE  |   1031 EXCHANGE

Jenks  |  918.299.2300
110 E A . St

Broken Arrow |  918.893.6992
2422 W. New Orleans  St .

O wasso  |  918.376.4600
9455 N. O wasso  Expy
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ACCOUNTING & TAXES

National Business Concepts

Rhonda Thomas

(405) 996-1559

ASSOCIATION OF 

REALTORS®

Oklahoma Association of 

REALTORS®

(405) 848-9944 

AUTOMOTIVE 

DEALERSHIP

Porsche Oklahoma City

Ryan DeToro

(405) 748-8080

BUILDER

Authentic Custom Homes

Britt Smith

(405) 285-7464

R&R Homes

Millie Eubanks

(405) 441-5075

STK Homes

(405) 696-7201

CLOSING GIFTS

Cutco Closing Gifts

Marisa Maher

(405) 370-2311

Designer in a Box

Angel Myers

(405) 850-3025

Framed in the Village

Kristy Duarte

(405) 748-7400

CONTRACTOR/ROOFER

AEP Roofing and 

Contracting

Craig Cox

(405) 361-3094

CREDIT RESTORATION

TRW Credit Services

Kevin Foster

(405) 210-4379

CUSTOM BUILDER

Turner & Son Homes

Mandy Powers

(405) 834-1605

ELECTRICIAN

Steve Ocker Electric

Steve Ocker

(405) 229-9321

FINANCIAL PLANNING

Guardian Financial

Tim Lowe

(405) 550-6716

FLOORING

Brewer Carpet 1

FOUNDATION REPAIR

Level Up Foundation Repair

Jacob Watson

(405) 812-2782

HOME INSPECTION

Dan Briscoe

(405) 615-9691

Inside Out Home Inspection

Jan Banks

(405) 315-5224

No Place LIke Home 

Inspections

Wade Svetgoff

(405) 696-0888

On Target Home Inspections

Brett Lorton

(405) 921-6048

Pillar To Post Home 

Inspectors

Jay Stern

(405) 546-5204

HOME WARRANTY

Home Warranty of America

Penny Roth

(918) 845-2556

Old Republic Home 

Protection

Debbie Fiddler

(405) 650-7341

HVAC SERVICES

Integrated HVAC

Mark Doolittle

(405) 724-4822

INSURANCE

Allstate - Martinez 

Hernandez Agency

Alex Martinez

(405) 470-8370

FRS - Tomlinson  

Insurance Agency

Darbi Tomlinson

(405) 261-5179

Greg Brown Agency - 

Norman

Greg Brown

(405) 610-7506

Greg Brown Farmer’s 

Insurance

Greg Brown

(405) 227-5517

Greg Whittaker Insurance 

Agency LLC

Greg Whittaker

(405) 494-6550

Liberty Mutual Insurance 

Agency

Kelly Leonard

(405) 720-6083

MetroOKC Insurance

Michael Sohn

(405) 603-2176

MWI Insurance Brokers

Derek Stephens

(405) 561-1010

Varde Insurance Group

Kayla Blount

(405) 757-1010

INTERNET MARKETING 

SERVICE

Hibu

Dawn Stefansky

(580) 399-7697

JUNK REMOVAL

Scissortail Waste Solutions

Brian Meister

(405) 535-6644

LEAD GENERATION 

MARKETING

USIG Marketing

Todd Wendling

(405) 760-3396

MORTGAGE SERVICES

1st Capital Mortgage

(405) 697-0990

Alterra Home Loans

Julia Adame

(405) 212-9734

Arvest Bank

Aaron Stepp

(405) 419-1814

BancFirst

(405) 354-3030

CMG Financial Services

(405) 760-6889

Cornerstone Home Lending

(405) 613-1354

First Liberty Bank

(405) 252-4465

First United Bank

Ellie Wade

(405) 820-8269

Timarra Monroe

(405) 206-2282 

Gateway Mortgage Group

Thomas Rosser

(918) 289-8059

Gold Financial Services - 

The Cole Team

Rob Cole

(405) 802-2387

Home Loans by The 

McEvers Team

Keitha Mcevers

(405) 863-4122

Stout Lending

(405) 406-9222

Team Kyle at  

Supreme Lending

Kyle Robertson

(405) 696-0064

US Bank Mortgage

Joe Thompson

(405) 506-7717

MOVERS

All My Sons  

Moving & Storage

(405) 506-6112

NL Moving

Nick Lozano

(405) 476-7629

MOVING & STORAGE

Sherpa Moving & Storage

Jesse Gartman

(405) 724-8750

LEASE-TO-OWN 

REAL ESTATE

Lease2OwnAmerica

(405) 444-5262

PEST CONTROL

OKC Mosquito Militia

Evan Brown

(405) 509-3051

PHOTOGRAPHY

Home Tours OK

David Sharp

(405) 429-1582

Nested Tours

Caleb Collins

(405) 496-6201

Peak RES

(405) 607-9976

PROPERTY MANAGEMENT

Luxe Property Management

Crystal Caulk

(405) 816-6624

REAL ESTATE 

INVESTMENTS

Berry Rock Capital

Cameron Rock

(405) 479-8620

REAL ESTATE MARKETING

CRoche Consulting

Caleb Roche

(580) 231-2295

REAL ESTATE SIGN 

MANAGEMENT

Jack Pratt Signs

(405) 412-7682

RESTORATION SERVICES

Service Professionals Inc

Cameron Shaw

(405) 787-2170

ROOFING

Ambassador Roofing & 

Construction

Jay Shipp

(405) 604-1002

American Capital Roofing

Ty Patterson

(405) 761-4121

Fundamental Roofing

John Winchester

(405) 923-2490

Hero General Contracting

Leslie Morton

(405) 595-8440

Land Enterprises Roofing

Heath Clark

(405) 361-0184

Proformance Roofing 

Systems

Harlan Buettner

(405) 283-2205

TDJ Contractors

Jeff Lane

(405) 285-8825

ROOFING & SIDING

Bass Roofing & Siding

Kirk Maynord

(405) 204-3802

SIDING & METAL 

BUILDINGS

Texola Inc.

Dustin Henry

(405) 240-8831

STAGE & DESIGN

Amie Lynne Designs

Amie Lynne Wilson

(405) 819-0114

STAGING

My Beautiful LLC

Amy Moore

(405) 920-5090

STRUCTURAL ENGINEER

Hill Engineering

Jonathan Hill

(405) 442-7802

TERMITE & PEST 

CONTROL

MVP Pest Control

Aaron Lasater

(405) 990-2360

TITLE COMPANY

Chicago Title Oklahoma

Devrie Soluade

(405) 321-8680

FirsTitle

Tiffany Golay

(405) 612-2669

Lincoln Title

(405) 703-6311

Stewart Title

Stephanie Holloway

(405) 476-6288

Titan Title & Closing

Jason Hadrava

(918) 299-2300

TREATMENT, REPAIR & 

REPLACE

1776 Design Inc

Ken Ferchau

(405) 819-0450

WINDOW CLEANING

Shine of OKC Metro

Tyler Cox

(405) 479-0100

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!
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Follow Us On  
Instagram &  
facebook

IG: @OKCRealProducers 

FB: OKCRealProducers

O K C

SCHEDULE YOUR INSPECTION ONLINE!

"Jan Banks 
is the best 

whole home 
inspector in OKC! 

She is knowledgeable 
and thorough. She 

delivers her detailed 
findings to clients in a 

way that they can clearly 
understand and how to 
address any concerns. 
Inside Out is my first 
suggestion for my buyers 
and sellers when they 
need a home inspector."

-Tracy Baker,
Homestead + Co Realty

Jan Banks | 405-315-5224 | Jan@nsohi.com | OklahomaCityHomeInspection.net

• Full Home Inspections
• Well & Septic Systems
• Sewer Lines

• Infrared Thermal Imaging
• Same Day Reports with Videos
   & Photos

FAST, EFFICIENT & THOROUGH

All My Sons Moving & Storage
6200 Tinker Diagonal

Midwest City, OK 73110
405-415-4159
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(405)-370-2311 | www.giftsthatBrandYOU.com
Sharpmaher@gmail.com

Marisa Maher
The Sharpest Girl You Will Meet

Ask me about gifts that leave
a lasting impression. 

Diamonds aren’t
the only gift that
lasts forever

Berry-Rock Homes
6915 N. Classen Blvd Suite C  |  Oklahoma City, OK 73116

Office: (405) 479-8620  |  www.berryrockhomes.com

Your Client's Pathway to Homeownership

Refer clients online at
www.berryrockhomes.com

Help client find their
dream home.

Berry-Rock purchases the home
and client moves in upon closing. 

Once client becomes mortgage
eligible, they purchase the home
from Berry-Rock and become
home owners.

Have a client who cannot qualify for a mortgage?
We will buy the house your client picks out and lease it to them 

with a guaranteed right to purchase.
Best of all, you keep the commission.

S T A Y  T U N E D  F O R Make sure to follow 

EdmondBeLocal on social media!

Facebook & Instagram:  

@edmondBeLocal

The Realtor's TRR Solution!
One Call is All it Takes!
• All types of repairs
• Electrical, Plumbing, HVAC, Roofing
• Interior Doors, Windows, Drywall,
   Garage Doors & Guttering
• We work with all Insurance Carriers on
   Roof & Home Claims
• 20 Years Experience, References Available,
   Insured & Licensed

We are a Realtor's One-Call Solution. Just email your
TRR Form and Home Inspection Report, and we will prepare
a written estimate for you to use to finalize TRR repairs and
negotiations. Once the Seller & Buyer approve the repairs,
we will schedule the work and get it done prior to closing.
Title Company will pay us at closing for the repairs. 
It is just that easy!

Kenneth Ferchau
(405) 819-0450

solutions@1776home.com

www.1776Home.com

CIB OK Roofing #80000971

You’ve read where the 
locals hang. Now it’s time 
to join them!

Let’s Get

DIGITALDIGITAL

Visit belocalpub.com/locations and �nd your local page to see:

A list of trustworthy 
businesses in your area

A map of top, 
local attractions

Who’s behind this 
BeLocal magazine Home Loans

Done Simply

Executive Lending Group
A division of 1st Capital Mortgage

3632 E. I-35 Frontage Road | Edmond, OK. 73013

The McEver's Team

KEITHA MCEVERS
NMLS 309401

MARK MCEVERS
NMLS 303703

JESSI CLANCY
NMLS 1535835

405-605-1590
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COLETTE NAFF
Lifting Up A New Generation

By Zach Cohen

“People often come to me for advice – the 
old and the young, I didn’t understand it at 
first, until I realized God gave me the gift of 
being an effective problem solver.”

In 2013, Colette Naff went on a camping trip with her daughter’s 
sixth-grade class. She recalls engaging the students in a conversa-
tion about what type of job they wanted to have when they grew 
up. Little did Colette know that that conversation would be the 
impetus for her to understand her own career path.

Since the age of 15, Colette has worked in sales. By 19, she was 
working for Sprint, where she remained for eleven years.

“Sales – that’s all that I’ve ever done,” Colette says. “Every job 
I’ve worked in was in sales.”

Colette has always been drawn to sales for its flexibility, mer-
it-driven reward system, and the impact that she’s able to have 
on others’ lives.

“There’s something about serving people, helping people with 
their needs,” she says. “I enjoy doing it, and I’m good at it.”

Colette was happy in her work at Sprint, but something was miss-
ing. On that camping trip, her desires came squarely into focus.

O-CITY HOMES 
AT KELLER WILLIAMS GREAN MEADOW

rising star

“It came to me: real estate,” Colette smiles. “I didn’t have any 
friends or family in the business, although one of my hobbies 
during my free time was to look at open houses on the weekend.”

Colette purchased her first home at 19. In the years since, she 
had referred several others to her real estate agent. Many 
friends came to Colette for advice about homeownership, but 
until that camping trip, she had never considered a career as a 
real estate agent.

“Upon returning home, I immediately started Googling to see 
what was involved in becoming a real estate agent, how long 
the classes were, and how much it would cost. As soon as I 
got back from my camp, I called my real estate agent, Chris-
ty Hawkins, and told her the exciting news that I wanted to 
become an agent and needed info on classes.”

Christy informed Colette that she would check on classes and get 
back to her. But Colette couldn’t wait for a return call. She got 
in her car and drove to the office to inquire directly, where she 
discovered that there was a class starting the next weekend. 

“The cost was $500,” Colette recalls. “I immediately wrote  
the check.”

Colette jumped into real estate full force. She passed the test 
and immediately went to work. “I remember being in the 
office with some other great agents. I would continuously look 
at the stats and their production level, strike up a conversa-
tion whenever possible to see what I needed to do.

“I remember an agent telling me that if I expected to cap, I 
couldn’t be in the business part-time. This business was for full-
time agents, and part-time will not do well or be able to cap,” Co-
lette continues. “When she told me that, that just gave me more 
motivation to prove her wrong. I set a goal for myself to cap my 
first year in real estate, and if I did, I would quit my full-time job.”

Unsurprisingly, Colette managed to cap that first year while 
continuing to work full-time at Sprint. “I showed homes on 
lunch break and used PTO for training, inspections, etc. I found 
a way to get it done,” Colette beams.
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Colette kept her promise to herself; after one year, she 
left Sprint. She left a guaranteed $60,000 per year sala-
ry for the great unknown – and her passion.

“That was the scariest decision I ever made,” she 
admits. “I had family counting on me. But I felt that 
when God gives you a vision, you have to be obedient, 
so I went all in.”

“I felt that when God gives you a 
vision, you have to be obedient.”

UNWINDING GENERATIONAL “CURSES”

Growing up in Oklahoma City, Colette’s parents 
worked blue-collar jobs. While they supported their 
family, there was always a big question hanging over 
their heads: Would they get laid off? “It was always a 
worry,” Colette recalls.

“I always saw that possibility that we may go without 
something. Not having their own company inspired me 
to become an entrepreneur. I wanted to do something 
not tied to someone else having a say over my job.”

Colette’s parents owned a home, but were not financially 
independent. When she approached adulthood, Colette 
was passionate about raising the bar for her family. 

At 17, Colette got pregnant.

“I got pregnant with my daughter my senior year 
in high school. She has a lot to do with my path of 
success and work ethic,” Colette says.

At the time, Colette was running track and was 
set to attend college with an athletic scholarship. 
When she got pregnant, her scholarship - and her 
hopes for a college degree - vaporized.

“I lost my scholarship,” Colette recalls. “I had to 
make up my mind as to what to do. I didn’t want to 
be a statistic. I wanted to make sure I had a good 
life. I wanted to make sure that my daughter was 
taken care of. My goal is to give her everything 
that anyone has with a two-parent household.”

When Colette started at Sprint, she made $10.15 
an hour. The company offered bonuses, and Colette 
made sure she hit every single one. She started off 
in an apartment but soon was able to purchase a 
home. Colette worked her way up the corporate 
ladder to become a supervisor and found a love 
for coaching others along the way. Eventually, she 
maxed out her potential at Sprint, which is when 
real estate came knocking at her door. 

Today, Colette’s family continues to be the prima-
ry driving force behind her success. “My goal is to 
break generational curses with homeownership 
within the black community,” Colette declares.

“My goal is to break 
generational curses with 
homeownership within the 
black community.”

RESTING IN FAITH

“I’ve always been a go-getter,” Colette smiles. “I 
enjoy challenges. I enjoy meeting and exceed-
ing goals, especially when others say I can’t. I 
like to make money, and I enjoy giving.”

In real estate, Colette has found the perfect 
career. It allows her to meet her personal 
goals and help others along the way. She 
has continued to stoke her love for coach-
ing others, as well. She’s a consistent top 
producer, and the last few years she’s been 
recognized as a top local Keller Williams 
agent for GCI (Gross Commission Income) 
and homes closed. She’s averaging around 
55 sales per year.

Still, success means much more than mone-
tary abundance for Colette. “Success, to me, 
is being able to provide for my family. Being 
able to provide to my church. Being able to give 
any time I see fit. And being able to vacation 
without struggling,” Colette explains.

Colette and her husband, Rodney, have two 
children: Shamiah and Rodney, Jr. “My 
daughter has been working with me since age 
15,” Colette says. “She is now a freshman in 
college at the University of Houston and still 
works part-time as a transaction coordinator.” 

In the coming years, Colette hopes to contin-
ue to build out a team.

“My goal is to do 75 homes this year. I’m looking to build my investment portfo-
lio, and my goal is to purchase 10 investment properties,” Colette explains.

As Colette looks back on the path that led her to where she is today, she can’t 
help but feel incredible gratitude for the gifts she has been given. Her faith -- in 
God, and in herself – continues to light her way.

“Everything about my faith is a part of my business,” Colette smiles. “It all start-
ed with God giving me the vision to actually get into real estate. I was praying 
on this for a few years, wanting to work outside of call centers. So when I made 
that decision to quit, it had everything to do with my faith in God. He gave me the 
vision, and I trusted. I knew that this was something that God wanted me to do.”
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Voted one of the 2019
Three Best Roofers in Oklahoma City

•  Free Inspections from a HAAG Certified Inspector
•  One Stop Storm Restoration
•  Discount for your Clients on Roof Installations
•  Deductable Assistance
•  Transferrable Warranty at No Additional Cost
•  10-year No Leak Guarantee
•  Emergency Repairs
•  Licensed and Insured
•  BBB Accredited Business - zero complaints

Residential and Commercial

405-283-2205 or 405-823-3909
proformanceroofing.com
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sponsor spotlight

Edmond Store Manager

By Zach Cohen

Thirty-seven years ago, Brewer Carpet One was born in Edmond, 
Oklahoma. Locally owned and operated since its founding, the 
company has grown from one location to a staggering thirty loca-
tions in six states. In Oklahoma, Brewer Carpet One has locations 
in Edmond, North Oklahoma City, South Oklahoma City, Yukon, 
Enid, and Stillwater. Their growth, however, hasn’t diminished 
their dedication to small-town values; the Brewer Carpet One 
team has not forgotten its roots as a local staple. 

BIG STORE PRICES, LOCAL SERVICE

“It’s a testament to our success and integrity that we’ve become a 
national brand,” Edmond Store Manager Mark Holland explains. 
“It has increased our buying power to provide good pricing and 
service to clients. We can compete with big box stores and con-
tinue to provide local service.”

Brewer Carpet One has been the Oklahoman’s Reader’s Choice for 
the Best Carpet Store a staggering 16 years running.

“We are your neighbors. We work and live in your community 
and understand your needs. So you can expect integrity, the very 
best personal service, value, and warranties,” Mark smiles.

With highly trained sales professionals on the showroom floor, 
you can count on Brewer Carpet One to provide expertise in their 
field. They are able to guide customers through their easy-to-un-
derstand selections and work with them to create inspiring 
flooring solutions.

“We offer industry standard for beauty, style, and quality. In fact, 
every floor we offer has more than surpassed our own high stan-
dards of performance and comfort. Flooring is our first language.”

Brewer Carpet One offers numerous varieties of flooring for 
homes, from carpet to hardwood, tile to luxury vinyl, and even 
laminate. Their company also provides quality installation for 
every product they offer.

“We believe in flawless execution every step of the way, so our 
work continues even after you’ve left the store. We are experts in 
flooring installation, and we stand behind our work with a ‘Life of 
Floor’ warranty. After all, this is your home we’re talking about.”

LEADING THE FLAGSHIP STORE: MARK HOLLAND

Thirteen years ago, Mark Holland was in the midst of a career 
in the restaurant industry. He had been a manager at different 
country clubs but was looking for a change. 

“The restaurant business is a grind. I was working six or seven 
days a week and wanting more time with my kids,” Mark explains.

THE FLOORING EXPERTS

Mark’s uncle was golfing buddies with Tom Brewer, the founder of 
Brewer Carpet One. Tom’s name was passed along to Mark, the two 
sat down for an interview, and as Mark says, “the rest is history.”

Mark has stayed with Brewer Carpet One for over a decade, not 
because he has to, but because he thoroughly enjoys his work. The 
company has supported him, and in turn, he’s happy to go to work 
for them each and every day.

“It’s a good company to work for,” Mark says. “They take good 
care of the employees. The hours are flexible and money is 
better as well.”

Mark has four children; his oldest son and daughter are in the Ma-
rine Corps and his youngest daughter attends Oklahoma University. 
His youngest son is in eighth grade. “Just one left in the nest,” Mark 
laughs. In his time away from work, he enjoys relaxing, which for 
him, generally involves playing golf, pool, darts, or foosball.

PREFERRED FLOORING PROGRAM

Brewer Carpet One has made a name for themselves in the real 
estate world by offering what they call the Preferred Flooring 
Program. Designed specifically for the real estate industry, the 
Preferred Flooring Program offers agents a multitude of benefits to 
help in selling properties faster and helping clients understand the 
costs of a potential upgrade.

Free in-home consultations and guaranteed  

same-day estimates:

Brewer Carpet One will come to your house to consult on how 
new or repaired flooring will help sell your home faster.
One-hour restretch or repair:

Brewer Carpet One will perform a one-hour repair or restretch 
at no charge to either the seller or the new buyer, if needed.
$100 cleaning voucher:

Brewer Carpet One will give $100 to put towards any carpet 
cleaning that may be needed before you list your home, or before 
the buyer moves into a new home.
20% off for homeowners or buyers:
The homeowner or buyers will receive 20% off all materials 
purchased.
Priority Installation:

When you select from Brewer Carpet One’s wide array of in-stock 
flooring, you will be put at the front of the list to ensure you are in-
stalled promptly. Brewer’s wide selection of hardwood, tile, stone, 
carpet, and luxury vinyl tile will give you plenty to choose from.
Six-month, no-interest financing:

For those sellers that would like to make their home a little more 
sellable, Brewer offers 100% financing of the balance for six 
months, interest-free through Synchrony Bank.
Transferable warranties for your buyers:
On all purchases made in an effort to sell a home, Brewer will 
have all warranties for product and installation transferred to 
the new buyer.

BREWER CARPET ONE

Mark Holland 
Mark Holland 
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Lets be CLEAR
I’m here TO help you Close

 G r e g  W h i t t a k e r  I n s u r a n c e  A g e n c y
405-227-7333

405-724-9900www.texolainc.com

Specializing in Commercial and Residential Roofing and Steel Buildings

BUILT ON VALUES

Real estate transactions 
are ever-complex. There 
are a dizzying array of 
checklist items -- and, for 
better or worse, any single 
one of them has the po-
tential to make or break a 
deal. Having partners in all 
sides of the business, from 
inspections to roofing, 
flooring to HVAC, is criti-
cal. Mark Holland and the 
Brewer Carpet One team 
not only understand their 
role but are well-prepared 
to step up and be the part-
ner that real estate agents 
- and clients - need during 
the critical moments of 
buying a selling a home. 

Mark believes that there is only one way to do business – with integrity. He 
won’t stand by anything less.

“We are honest and transparent,” Mark explains, “We don’t sug-
ar-coat things and are straightforward with clients.”

“As long as you do what you say you are going to do,” he 
continues, “that’s the best business practice, and what 
people can expect from us. We work hard. We have 
integrity. It may sound basic, but all I’m trying to do is 
be a good person. I’m faithful in personal life, and I’m 
faithful in business.”

For more information, please visit www.carpetone.com.
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LET US HELP YOU CLOSE YOUR NEXT REAL ESTATE DEAL!

• We represent over 25 insurance companies to help all of your clients
• We have multiple, knowledgeable agents with 75 years combined experience dedicated to helping others

• We educate our clients on every aspect of their insurance needs
• We provide competitive rates without cutting coverage

• We have 3 locations throughout the metro area to better serve you

1-405-561-1010 | MWI-insurancebrokers.com

Choctaw/Harrah Location
14445 NE 23rd St, Choctaw, OK 73020

Edmond/NW OKC Location 
16509 Network Ave. Ste. A, Edmond, OK 73012

Newcastle/SW OKC Location
701 N Main St. Ste. B, Newcastle, OK 73065

Shannon
Keever
AGENT
1-405-356-0402

Michael
Crouch
AGENT
1-405-938-1502

Lydia
Durington
AGENT
1-405-938-1500

Hunter
London
AGENT
1-405-800-9660

Kim
Troutman
AGENT
1-405-938-1501

Ray
Cales
AGENT
1-405-938-1503

Y O U R  C H O I C E  C O N T R A C T O R
F O R  R E L I A B L E  R O O F  R E P A I R S
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133 24TH AVE NW  |  NORMAN, OK 73069
 (405) 361-3094  |  ELITEROOFOK.COM
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market, we must demonstrate compe-
tence and integrity, or we’re finished 
before we start.”

Jay does things differently in his 
attempt to separate Ambassador 
from the distrust associated with the 
roofing profession.

“It requires a holistic approach,” he 
says. “Everything – hiring practic-
es, pay plans, training, personnel 
policies, sales techniques, you name 
it – they all have to be designed to 
discourage the predatory behaviors 
common to the industry.”

INTEGRITY FIRST 
Jay believes his hiring practices are 
the critical first step in developing a 
culture of honesty.  

“I don’t hire roofing salesmen and try to 
teach them ethics. I hire ethical people 
and teach them roofing. I couldn’t care 
less if our employees come from a 
construction or sales background. Good 
hearts, good minds, and self-discipline - 
that’s the target. I can teach the rest.”

“Of course, that kind of thinking re-
duces my sales volume, but only in the 
short run. I’m playing the long game, 
anyway. I want my employees to be 
honest, happy, no pressure salespeople 
that are pleasant to work with.”

“I’m proud of the team we’ve put 
together.  I work in an office full of 
people that are resolved to do the 
right thing.  And I’m proud that when 
they go out to meet REALTORS®, 
insurance agents, homeowners, or 
whomever, that they are the kind of 
people that are shaping the public’s 
opinion of my company.

“It sounds cheesy, but I actually look 
forward to going to work in the morn-
ings just so I can be with them. I can’t 
imagine having to work with some of 
the knuckleheads that have knocked 
on my door and tried to sell me a 
roof,” he laughs.

HONEST OPINIONS
What seasoned REALTOR® hasn’t 
had a deal jeopardized by incompe-
tent, dishonest roofers? Those who 
are solely motivated by profit, con-

sistently overstate damage, unsettle buyers, create 
headaches, and kill deals. But, profit should never 
be a factor in assessing roof damage.

“REALTORS® don’t have time for the nonsense,” 
Jay says. “They need fact-based assessments from 
professionally trained inspectors with enough char-
acter to look past the money for the truth.”

At Ambassador, that’s what you get. Ambassador is 
one of very few companies in the area that require 
each of their sales representatives to become 
HAAG Certified Roof Inspectors for both residen-
tial and commercial roofs. This is the same training 
that many insurers require of their adjusters.  

“Common training doesn’t guarantee roofers and 
adjusters will always agree on damages,” Jay says, 
“but common standards reduce the frequency of 
disagreement and help resolve differences quickly. 
This is especially important for REALTORS® trying 
to meet hard deadlines.”

Jay warns against what he calls “the myth of the 
big, bad insurance monster.”  

“Don’t buy the hype,” he argues. “Insurance adjust-
ers aren’t looking for ways to deny claims. Most of 
them are good, conscientious, responsible people 
that are more than happy to pay for legitimate 

sponsor spotlight
By Zach Cohen
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Ambassadors: Heath Miller, Alex Bolerjack, Scott Campbell, Jay Shipp, 
David Smith, Elaina Smith, Tim Robertson, and Tristan Wilson 

“We tell the truth.  It’s a simple 
strategy, and it works.”

Everything that Jay Shipp does in 
business centers around his values. As 
a man of faith, he believes honesty must 
take precedence over profit. It’s a belief 
that’s common among all the employees 

at Ambassador Roofing and Construction, and a 
standard each of them applies with whomever 
they conduct business.  

“We’re a relationship-oriented roofing company 
in a world of ‘doorknockers,’” Jay says. “The 
importance of real estate and insurance profes-
sionals to our success is immeasurable. In this 
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“I got lucky on the wife pick,” he adds. 
“She’s the girl that keeps me sane 
when the world is out of control and 
the same one that drives me crazy 
when it isn’t.  Every guy needs a girl 
like that.  She’s my best friend and 
my biggest fan, or at least she says 
she is. In the end, she makes life fun 
and worth living. A lot of guys I know 
can’t say that. After sixteen years, I’m 
still thinking, ‘I won.’”

Looking ahead, the future is bright 
for Jay and Ambassador Roofing 
and Construction. They’ve doubled 
their business every year for the last 
three years, and now in 2020, they 
are on track to do the same. Growth 
is strong, and their integrity-driven 
approach is proving to be a winner in 
the real estate marketplace.

Ambassador Roofing and Construction 
provides commercial roofing, 
residential roofing, roofing inspections, 
re-roofing services, and storm damage 
related services in central Oklahoma. 
For more information, please visit 
www.ambassadorroofing.org.

Purchase  •  Refinance  •  VA  •  Bond Loans  •  Mobiles  •  New Construction

Hey, OKC Real
Producers.
Have your
clients been
denied a loan? Call us today and we can help

them get pre-qualified!

(405) 697-0990  |  WWW.1STCAPITALOK.COM

Brooke Meyer - 846695 
DinaKay Aker - 310738

Heather Schroedter - 1462817
Kelly Ashford - 1691485

We will go the 
extra mile, do 

the extra work, 
and ask the 

hard questions 
to get to
know our 

borrowers and 
close loans 
that other 

lenders can’t.

damage. Insurance companies 
are not the problem: unfounded 
claims are the problem.

“Sure, every roofer disagrees 
with an adjuster from time to 
time,” he admits. “But if that’s 
the norm and not the exception, 
the blame points more towards 
the roofer than the insurer.”

REAL ESTATE ROOTS
Jay’s path to the roofing indus-
try took many turns. He started 
out in heavy construction as 
a teen and during the college 
years “…which lasted more 
than a decade,” he laughs. After a brief stint as a 
draftsman with an interest in civil engineering, his 
focus shifted to business with multiple roles that 
blended sales, management, finance, and insurance 
to one degree or another. All of which, Jay says, 
helped him become a better roofing contractor.

During the finance segment of Jay’s career, he 
worked for a mortgage company where he orig-
inated and processed mortgage loans. That time 
heightened his awareness of what goes on behind 
the scenes of a mortgage transaction.  It made him 
sensitive to the pressure real estate agents, title 
companies, and homeowners endure as closings ap-
proach. Jay thinks that experience helps him serve 
his REALTORS® better as a result.

“Angst and uncertainty are already at play as buy-
ers and sellers approach closing dates. Real estate 
agents don’t need me to make things worse by 
making the roof a bigger issue than the real estate 
transaction. They need me to understand my role as 
a ‘bit player’… not the lead.”

Jay adds, “The agents that work with me know I’m 
happy to be just that. They know I’m not going to whip 
buyers or sellers into a frenzy. They know I’ll re-
spectfully step into or out of a transaction to maintain 
calm. The ones that work with me regularly know I’ll 
even take a loss from time to time to help keep a deal 
together. I’ve even been called to closings to sew up 
deals that were unraveling at the closing table.”

BEYOND BUSINESS: FROM 
FAITH TO FAMILY
Jay attends church at Oak Hills in 
Edmond.  “We’re not setting atten-
dance records by any stretch, but 
our church is full of character… and 
characters,” Jay grins.  

“We’re still small enough to be able 
to eat dinner together each week – 
kind of like the old church socials. 
The world moves so fast these days. 
I really like being able to look across 
a room and see older ladies talking 
to my girls or look in the gym and 
see fifty-year-old wannabe athletes 
shooting baskets with my boys. 
The cross-generational interaction 
between young and old is so hard to 
find anymore. It seems like people 
are being herded into groups. I really 
don’t want my kids’ mentors to be 
other teens. Oddly, those Wednesday 
nights with all of us “old people” seem 
to be the only nights the kids don’t 
mind turning off their screens.”

At home, Jay and his wife, Traci have 
six children:  Eli (14), Kodie (14), 
Dillan(13), Emily (13), Jenna (10), and 
Deacon (9). Jay attributes both his 
hearing loss and inability to retire to 
his children, but “they’re worth it – 
maybe – I think,” he winks.

The Little Shipps
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mother’s day edition

RAISING A BUSINESS AND BABIES

By Ashley Schubert, Co-Owner and 
Co-Founder of Flourish Real Estate Group

Writing this book was in my 
heart long before words went 
down on the page. The words 
flowed easily once I began 
writing because I had lived 
every word I wrote and had 
experienced every emotion that 
comes from raising a business 
and babies.

When I was 40 weeks pregnant 
with my first child, I took my 
real estate exam. Crazy, I know, 
but crazy is kind of how I do 
things. After passing my test 
and having my first child, I went 
back to my regular 9-to-5 job in 
the oil and gas industry and was 
laid off 30 days later. At that 
point, I took a part-time job until 
I could get my real estate busi-
ness up-and-going. That only 
took about 3 months and I was 
ready to break free and go into 
the business full time. So there 
I was a brand new mom, a brand 
new REALTOR®, and everything 
to lose.

Thankfully, my business took off 
rather quickly and I was able to 
start putting closings on the board. 
My second child came along only 15 
months after the first arrived and 
there I was with two babies under 2, a 
busy Real Estate Business, and plenty 
to do to prove I was worthy to be in 
this world. My husband also started 
his own business during this time 
which meant we were both consumed 
with building businesses and I have 
also knee-deep in diapers!  In 2014, I 
won the Oklahoma City Metropolitan 
Association of REALTOR® and it was 
in that moment, I felt like I had made 
it. I was legit and I was now ready to 
move forward and start my own team. 
The Ashley Schubert Team begin in 
2014 and I hired my first assistant 
brought on new agents. I was green 
and fresh, but I was also eager and de-
termined. I worked hard and I cared 
about people. 

I had my third baby and continued 
to work, show and sell, and never 
ever took a maternity leave. I worked 

constantly and always felt like I had more 
to prove. This was a major part of my 
success and what drove me to do more. 
After I had my fourth, it was time to con-
sider a change from working for another 
brokerage. It was time to start my own. I 
joined forces with my friend, accountabil-
ity partner and fellow REALTOR®, Niki 
McClain, and we formed Flourish Real 
Estate Group. 

Flourish is all about empowerment, 
encouragement, and education. We are a 
dedicated group of Real Estate Profession-
als who love what we do and our focus 
is on so much more than real estate. We 
want our agents to be highly trained and 
professional but we also want them to be 
charismatic and have high standards.

My first book, Raising A Business and Ba-
bies was released in May 2019 and at this 
time, has now sold over 1,000 copies. It is 
filled with stories of my laughs, stories, 
and struggles. I wrote it out of places of 
happiness and out of places of despair. 
God literally took me through the trenches 
while writing it and through that, I was 
able to incorporate some poetry and put 
my feelings on the pages of that book. It’s 
filled with encouragement and hope for 
all moms and women who are trying to 
balance home, work, and life!

Being a mom and working is truly a crazy 
endeavor but I wouldn’t have it any other 
way. It’s draining yet fulfilling. Hard but 
amazing! It’s important to have standards 
in place to make sure your home is run-
ning efficiently so that your business can 
also run flawlessly. It’s a balance, it’s a jug-
gling act and it takes a while to find your 
harmony. But it’s worth it. It’s all worth it.

FLOURISH REAL ESTATE GROUP
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Are you tired of roofers not calling 
you back for several days?

Call 405-359-3951

®

landroofingokc.com

for a roofing company that will 
make sure your timelines are met.

Now, as I am about to have my fifth baby, 
I am determined to take a little time away. 
I finally feel like I have nothing to prove. I 
finally feel worthy to be in this industry. I 
finally feel confident and comfortable with 
where I am. It’s still a struggle and being an 
Enneagram Type 3 (Achiever), it probably 
always will be. But, here I am, still learning 
and growing. Giving myself some grace. 
Living in the moment. 

At this point in my 
life, I am focusing 
on being all-in with 
my kids, leading in 
the areas where God 
has me. I released 
my first devotional 
in December and it is 
available on Amazon. 
It’s called “30 Days 
to Shine” and is an 
easy to read a short 
book with verses, 
stories, and encour-
agement for each 

Ashley Schubert and Niki McClain, Co-Owners and Co-Founders of 
Flourish Real Estate Group

day! My next book will be released later this Spring and it is titled 
“Over-Rated” so be on the lookout. I am now speaking at Wom-
en’s Ministry Events, Business Meetings, and Conferences, and I 
feel so confident and in my sweet spot when doing these special 
engagements! I am also offering business coaching for the first 
time. I am still selling a lot of real estate and I am as happy as ever 
to be working with my clients and believe strongly in my mission 
statement: “Changing Homes Changes Lives.” Flourish Real Estate 
Group is flourishing and we are so excited about the future poten-
tial of our brokerage!
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Personalized
Framing & Design

Dennis Duarte, MCPF is Oklahoma’s only
Master Certified Picture framer and only 1 of 60 in the US. 

PRESERVAT ION FRAMING  |  LARGEST SELECT ION OF FRAMES
BFA ON STAFF  |   ART DEALER

MEMBER OF PROFESS IONAL P ICTURE FRAMERS ASSOCIAT IONTM

(405) 748-7400  |  10631 N May Ave. OKC, OK 73120  |  Frameitright.com

Personal framing begins with personal design.
Preserve, Protect, and showcase your special memories,
collectibles, original artwork, and treasured keepsakes.

405-406-9222 Office | STOUTLENDING.COM
NMLS 1588985 | MBO 11300

CODY PYLE
Sr. Loan Officer
405-406-3971
NMLS #495781

CHARLES FOSTER
Sr. Loan Officer
405-618-3801
NMLS #267528

ROCKFORD STEELE
Director of Commercial Lending

405-301-1294
NMLS #1709675

CHRIS MILLER
Director of Residential Lending

405-613-6151
NMLS #1483376

FOR YOU
We are Here
         
AT OUR NEW
LOCATION
3847 S Boulevard St, Edmond, OK

Do Not Let Your Buyers Overpay for their Next Mortgage!
We offer some, if not the best interest rates, lowest fees, and largest variety of both residential and commercial loan products.

CHRISTOPHER HERFORD
President

405-421-1229
NMLS #213806
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industry updates

T H R I V I N G  I N  A  

COVID-19  
M A R K E T

T H E R M O M E T E R  O R  T H E R M O S T A T ?

By Wayne Salmans

“The only constant is change.” - Heraclitus

The last weeks and months have been a bit like riding a goat 
through a tornado while being handed a crying baby… wild 
doesn’t even begin to describe it. And your people need you 
to lead them through this storm.

Being in charge means your decisions impact your entire or-
ganization. Being the head of your household means you’re 
responsible for the welfare of your family. As a leader in 
any capacity, you have a choice to make: Will you be a ther-
mometer or thermostat?

A thermometer simply tells you the temperature around 
you, whereas a thermostat dictates the temperature. 

So, you need to decide which you will be. Are you a “freak-
er” or a leader? A freaker looks at every random thermom-
eter and freaks out at the numbers–the highs, the lows, the 
discrepancies. A leader decides to be a thermostat and set 
the temperature. 

Yes, there will be struggles. Yes, you should expect change. 
And yes, there may be outright chaos. These circumstances 
can be viewed as negative pressures, or you can join the small 
group of us that choose to see trials as a catalyst for progress.  

6 KEYS TO BEING THE THERMOSTAT

1. Look for opportunities.

Massive wealth was built during the great depression by 
those few who chose to look for, and find, the opportuni-
ties.  What opportunities are being created? 

2. You are a self-fulfilling prophecy.

There is massive evidence to support the belief that what 
you think you will find… is exactly what you find.   Believe 
you will find ways to thrive or believe this is the end. You 
get to choose the outcome of each adventure. 

3. Set the tone. 

More than ever, it is necessary that you set the tone for 
your team. The words you use, the energy you bring, and 
what you choose to focus on will have a profound effect 
on the success or failure of your team.  Be intentional and 
communicate with clarity. 

4. Keep calm and carry on. 

In our current environment, sticking to the fundamentals 
is more important than ever.  This is not the time to slow 
down on lead generation or stop exercising.  This is the time 
to double down. 

5. Focus, then refocus.

Nothing is gained by focusing on what you can’t control. 
Without fail, you will find that winners focus on what they 

can control. What is within your control? What is your 
next right decision? 

6. Thrive where others just survive.

You have survived all the other stuff that’s been thrown at 
you over the last two decades. It’s your time to thrive, to 
lead with purpose, to create the world you want. CHOOSE 
TO BE THE THERMOMETER. 

ADVICE ON THRIVING IN THE NEXT SEVERAL MONTHS

“Let’s show buyers and sellers why now is that perfect 
storm to take advantage of this volatile market. Interest 
rates are stupid low, so first-time buyers have significant 
purchasing power. Homeowners who don’t want to sell 
should get with our preferred lender to do a refinance or 
maybe even a cash-out to pay off debt.”

“Our agents are empowered to educate clients on the best 
options for now and the future.”

“Talk about the opportunity vs. the outcry. Help people 
understand what they can leverage for a great deal!”

“Keep doubled down on your foundational business practice.

“Spread care and compassion by being helpful at open houses: 
provide hand sanitizer and wipe down sign-in surfaces.”

“And talk about rates. Money is almost free right now.”

“Double down on managing distractions during business 
development hours.”

“Make it a COVID-19 Free Zone from 8 a.m.-12 p.m. Se-
riously, no discussing it, no reading about it, no tweeting 
about it. Build the bunker around you required to advance 
your goals proactively. And enlist support from those 
around you.”

“Control what you can control. There is no need to panic.”

“We’ve lived through Y2K, the Swine Flu in 2008, and SARS.”

“Head down, focus on capacity, and relationships. This is a 
spectacular opportunity to take more ground while your com-
petition freaks out. Step up your game personally, as a team, or 
as an organization.”

WAYNE SALMANS is an author, speaker, and business coach. 
In the past decade, he has coached and trained over 5,000 
entrepreneurs, awarded 30 under 30 by REALTOR® Maga-
zine, and ranked one of the top coaches in the world.  His 
passion is to help real estate business owners build, grow, 
and scale their business–faster and with fewer bruises. www.
TheHeroNation.com
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405-607-9976 | www.peakres.co
admin@peakres.co | @peakres

We are Peak.
We commit to 

being community 
focused, growth 

minded, and 
service based.

Our standards
are simple:

lead with value,
do the right thing,
and never settle.

Real Estate Services:
HDR Photography
HD Video Walkthrough
FAA Part 107 Licensed Drone Pilots
Zillow 3D Home and Video Walkthrough
Virtual Staging

Steve
Ocker
Electrical
Contractor

Lic # OK64960

2604 Bedford Circle
Edmond, OK 73034
(405) 229-9321
ockersteve@gmail.com

OKC  9658 N May Ave Ste 100  •  OKC, OK 73120
Guthrie  2015 S. Division St  •  Guthrie, OK 73044

Darbi Tomlinson CISR Agent
405-261-5179

DarbiT@theFRSgroup.com
TIAforYou.com

We have years of insurance experience
helping clients prepare for the unknown.
Home  •  Auto  •  Life

Commercial 
Earthquake/Flood

Boat, Motorcycle, RV

Rental, Investment, Flip Properties
All Specialty Insurance

Cannabis/Medical Marijuana Insurance
Notary Service
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celebrating leaders

Three Generations Strong

By Zach Cohen

Photos by Carrie Sharp

WHERE IT ALL BEGAN: MARIANA 

Mariana Lloyd’s story begins across the country in 
Long Beach, California, where she was born. Her 
mother, however, was originally from Oklahoma, 
and when Mariana was six years old, the family 
moved back to the Sooner State, where Mariana 
has been ever since.

In Oklahoma, Mariana’s father landed work in the 
post office, and later as a chemical engineer. Her 
mother was a hairdresser and worked from home 
so that she could care for Mariana and her siblings.

“I never thought I would ever own my own compa-
ny,” Mariana admits. Little did she know about the 
success that her future would hold.

At one point, Mariana considered going into the 
armed services to get an education but ultimately 
decided against it. Instead, she got married.  After 
being married only a few months, she took a real 
estate class at Central State University (now UCO). 
She remembers her Professor, Dr. Gray, saying that 
only 1% of the class would ever do anything with 
their license.  

Mariana’s license was placed with J.D. Sapp, one of 
the local Real Estate Commissioners, and two years 
later, she got her broker’s license.  She worked her 
way up from office staff at Shaw Associates Archi-
tects to Executive Director of the Central Oklaho-
ma Chapter of the American Institute of Architects, 
where she stayed for over a decade. Ben, her only 
child, was born a year before she joined the AIA.  

Working many hours during the week and on week-
ends, Mariana would bundle Ben up and take him 
to the office with her. He would be on the floor on 
a blanket and she would be on the floor next to him 
going through files.

After 12 years as the AIA Director, 
Mariana received a call from Caleb 
McCaleb advising her to apply for the 
position as Director of Real Estate and 
Marketing at Oak Tree Country Club, 
a 1500-acre golf course community in 
North Edmond. Mariana had worked 
closely with Caleb during the construc-
tion of her new home in Steeplechase.  

“I believe my home was one of the 
first homes built in the development,” 
Mariana says. 

In 1994, she accepted the position. 
She remained with Oak Tree for 
seven years, developing and selling 
homesites as well as creating Oak 
Tree Country Club Realty in order to 
sell homes within the community.

In 2000, Mariana developed an elab-
orate plan to leave Oak Tree and sell 
real estate with her son. She keeps 
“The Plan” in her desk and shows it 
to those she mentors, encouraging 
them to write their goals down with 
sensitive timelines.  When she looks 
back on her plan, she has achieved 
every goal, including finding the exact 
person to share her life, owning a real 
estate company, and having the exact 
number of real estate agents outlined. 
It is living proof that if you can dream 
it, you can have it.  

FINDING HIS WAY: BEN 

After his parents divorced when he 
was seven years old, Ben faced a 
tough decade ahead. Since his mom 

was working long hours, he spent 
most of his time with his grand-
mother. By 12, Ben was living with 
his father, who owned an electric 
motor company. Ben enjoyed learn-
ing to work with motors, but life 
with his dad was hard.

“He was a real good guy when he 
wasn’t drinking, and when he was 
drinking, well it was different,” Ben 
says. “We lived in downtown Okla-
homa City, and our neighbors at that 
time were gang members and drug 
dealers. My dad would fight with 
them on a regular basis… Even sur-
viving two drive-by shootings on our 
house. We had 27 rounds put through 
the house and we woke up with the 
entire room covered in sheetrock.”

At that point, Ben returned home to 
live with Mariana. In high school, Ben 
found trouble – and a lot of it.

“I got in trouble as many times as I 
could possibly get in trouble,” Ben 
recalls. “In high school, I was kicked 
out of every school I went to.”

When Ben was handcuffed and ar-
rested at Oak Tree -- only eight days 
after his mother accepted a position 
to be the Director of Real Estate and 
Marketing -- Mariana realized an 
intervention was necessary. By 6:00 
that evening, he was on a flight to 
Kerrville, Texas, where he entered a 
treatment facility.

MARIANA LLOYD, 
BEN FLOYD, AND 

REX FLOYD

MARIANA LLOYD, 
BEN FLOYD, AND 

REX FLOYD
5 2 5  R E A LT Y  G R O U P

“On her desk, in Mariana Lloyd’s office is a sign that reads 

‘Never, Never, Never, Give Up.’  It serves as a reminder to 

her that life is what you make it.”
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Eventually, Ben finished up school at Edmond North High School. He 
also met his future wife there, Danielle, who, coincidentally, was born in 
Kerrville, Texas.

The couple got pregnant with their first child, Rex, when Ben was 17 and 
Danielle was 15. Two years later, they were married.

“There were a lot of times when I wasn’t good to my wife,” Ben reflects. 
“I had a lot of growing up to do – and still do sometimes,” he jokes. “She 
is very patient with me and is an amazing woman.”

Ben did everything he could during this time to put food on the table for 
his family. He worked telemarketing jobs, turned wrenches at Pep Boys, 
repaired electric motors, mowed lawns on the weekends, and sold cars.

By the time he was 20, however, Mariana had approached Ben with a 
proposition. Mariana knew that Ben was struggling to make a living, and 
she wanted to be closer to her son.

“Mariana called and said, ‘Hey, I’m leaving Oak Tree, and we’re going to start 
selling real estate, so come with me and let’s do this.’” And Ben did just that. 

“At first, I thought I was going to strangle her,” Ben laughs. “we literally 
split five hundred dollars our first month,” but, by the end of that first 
year, the duo had sold $17 million. They went on to build a consistent 
top 10% real estate business with Keller Williams. 

By 2005, Ben opened a full-service con-
struction company and became a licensed 
home inspector, as well.  In 2015 they left 
Keller Williams on a new adventure and 
opened 525 Realty Group. 

THREE GENERATIONS STRONG: REX 

Rex is still a student, but that hasn’t 
stopped him from joining his father and 
grandmother in real estate, completing 
a three-generation team of real estate 
agents. Rex is balancing his studies in busi-
ness and real estate at UCO with his work 
at 525 Realty Group.

“In 2018, Mariana kind of took a step 
back from working 80 hours a week to 
only working 40 hours a week,” Rex re-
calls. Today, Rex and his dad have taken 
the reins with Mariana mentoring agents, 
as well as selling and listing when the 
opportunity arises.  

Rex admits that he “hated real estate grow-
ing up.” 

“I never wanted to go into it and was 
extremely resentful,” he says. Real 
estate ruled his life, from when he 
could spend time with his dad to what 
he could post on social media. Howev-
er, as Rex got older, he recognized the 
positives of the business. By the time 
he got to college, he knew he wanted 
to be a part of the family business. 

“Three years ago, I started help-
ing out in the office more... I was 
around it enough that [Mariana and 
Ben] were like, ‘You might as well 
get your license and make some real 
money in this.”

In 2018, Rex officially joined the team. The more he’s worked in 
real estate, the more he’s grown to like it.

INTO THE FUTURE 

Today, 525 Realty Group has over 30 agents, and they are con-
tinuing to grow.  They have been approved to build a new 5,000 
square foot office building at Sooner and Coltrane, overlooking 
Edmond Golf Course, with a one-year completion deadline.

Mariana, Ben, and Rex couldn’t be happier with their lives. From 
times of struggle to times of abundance, they are each left grateful 
for the lives they live. As Mariana says, life is what you make of it.

“It is a dream come true,” Mariana smiles. “I am married to the 
love of my life, Billy Lloyd; I get to see my family every day, and 
we have an incredible company. It’s what we prayed for.”

“It’s funny how you ask for things from God, and one day you wake 
up and say, ‘Wow, we prayed for that and we got it.’ That’s where 
we are now. We have done exactly what we intended to do.”



48 • May 2020 OKC Real Producers • 49@realproducers realproducersmag.com

405-550-6716
Tl.guardianfinancial@gmail.com
www.guardianfinancialgroup.US

Contact Tim Lowe
to learn more

about our
Money 101
seminars.

Learn Money
Secrets the

Wealthy have
known for

years!

MONEY
101 Madison Huffman

Business Development Officer

Edmond

Mary Ann Nelson-Sutterfield

President

Stephanie Holloway

Vice President

Oklahoma Sales Manager - South OKC

Brian Mignosa

Business Development Officer

Nichols Hills and Gaillardia

Paul Stuke

Business Development Officer

Commercial 

www.stewart.com/OKC  |  (405) 232-6764

Knowing Your Partners
is Key to Success
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Being a mom is hard. Being a working mom is even harder. 

We asked you to share some of your best advice on being a working mom. 

mother’s day edition

working

H a p p y  M o t h e r ’ s  D a y !
ADVICE ON WORK/LIFE BALANCE

momsmoms

“I work hard to show 
my daughter that a 
lady can accomplish 
all things through hard 
work and prayer. I can’t 
think of a bigger reason 
why I do what I do than 
my little girl.”  
- Ashley Smith, 

Providence Realty

“I’ve learned how to draw better boundaries, how to adapt to dif-
ferent personalities and that there there is no such thing as “bal-
ance” because things come up all the time. I’ve learned to be more 
creative and resilient in situations. I have also been fortunate 
enough to work with clients who understand and respect family 
life. Those are my people.” - Richelle Byrne, RE/MAX at Home

“God teaches me to 
have PATIENCE, lots of 
patience but remember 
to breathe and enjoy 
the little things in life! 
Crazy is good, each day 
is different so make the 
best of every situation!”  
- Robin Dennington,  

Providence Realty

“My son Brendon, he is 
a teenager. We are very 
close. He is always with 
me and he has grown 
up seeing me go to real 
estate school and now 
working all the time. He 
is so smart and I intend 
on starting to teach him 
real estate from start to 
finish so he can know 
about the business if he 
ever chooses to work 
in real estate. He will 
be my first assistant 
coming soon!”  
- Sarah Fortune, Cham-

berlain Realty 
“My best advice is to be empathic, 
focusing on my personal responsi-
bilities, and letting others help. Try 
to appreciate the time for what it 
is; if you are at work embrace some 
time without the kids where you can 
have adult conversations. When you 
are home, have fun playing with the 
kiddos. Find the silver lining between 
the chaos. I know that I am lucky 
that I enjoy being at work and at 
home with my family.”  
- Sherrie Madison,  

Real Estate Connections Golden Key

“This boy has been my 
sidekick since day 1! He’s 
been to more college 
classes and business 
meetings in his 13 years 
than most young adults 
I know. A few Master’s 
degrees later, the sacri-
fices are paying off. My 
advice: the time is never 
“right,” you just have to 
do it. That doesn’t mean 
it won’t be hard, but 
choose to grow through 
what you go through.”  
- Sherrie Frick,  

Red Door Escape Room

“Having such an on-
the-go career has been 
challenging at times 
with two young boys. I 
know they are watching 
and they know I choose 
Real Estate every 
day because I want to 
provide them a better 
future with plenty of 
opportunities.” 
- Meghan Groff,  

Chamberlain Realty

“My favorite job in the world is being their Mom...and now my fam-
ily is growing!  Dylan (left) is my future-son-in-law and I couldn’t 
be happier!  My daughter Katie & my son Justin are on the right.” 
 - Debbie Fiddler, Old Republic Home Protection

“My children are my why! They are 
also the reason I strive for a healthy 
happy medium in working so incredi-
bly hard at real estate and also work-
ing so incredibly hard at Motherhood. 
My numbers tell me how I’m doing in 
RE. Then some days I get a random 
hug or dance session in the middle 
of the kitchen and it’s in those mo-
ments, I realize I’m not doing awful in 
motherhood either!” - Tiffany Elcyzyn, 

Prime Realty, Inc.
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From Chicago Title Oklahoma and Cleveland County Abstract
sales team to all of our Real Estate Partners:

We want to say a HUGE Thank You
for your continued support!

JAMIE MCELROY
Nichols Hills/NW OKC
jamie.mcelroy@ctt.com

DEVRIE SOLUADE
South OKC/Norman

devrie.soluade@ccabstract.com

BROOKE PRUETT
Edmond/NW OKC

brooke.pruett@ctt.com

2460 Boardwalk  •  Norman, OK 73069

Staging Services by Design
Amie Lynne Designs

(405) 819-0114

Brad Reeser,
OKC Real Producers

Top 500

“Amie 
makes the 
impossible

someone’s 
new 

home!”
918-582-9999

Credit Restoration • Debt Negotiation

No Upfront Fees Ever!
No Monthly Fees Ever!

No Retainer Ever!
We will fix the credit first...

then bill for the results.

Repair your credit, improve your life.

www.trwcreditservices.com

405-875-1047
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AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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making a difference

Q&A WITH  

PILAR CIPOLLONE,  
HISPANIC LIAISON/FAMILY ADMINISTRATOR

VISION

A world where everyone has a decent and affordable place to live.

MISSION

Seeking to put God’s love into action, Habitat for Humanity 
brings people together to build homes, communities, and hope.

MISSION PRINCIPLES 

Demonstrate the love of Jesus Christ

Focus on shelter.

Advocate for affordable housing

Promote dignity and hope

Support sustainable and transformational development

When you volunteer with Central Oklahoma Habitat, you’re help-
ing build possibility and opportunity.  You’re helping families break 
the cycle of poverty and build long-term financial security.  Cen-
tral Oklahoma Habitat’s affordable, affordable, low interest rate 
mortgages free up money for food, childcare, medicine, and other 
family necessities.  

The excitement in the air at our home dedications is palpable.  As 
a volunteer, you have a front-row seat to the transformation 
in our homeowners, especially the children.  The family has a 
secure place to call home and the children are excited to have a 
bedroom and a backyard that provides a safer place to play.

Research has shown that decent housing and homeownership 
improves health, increases children’s educational achievement, 
and strengthens community ties.

Q&A WITH PILAR CIPOLLONE, HISPANIC LIAISON/FAMILY AD-

MINISTRATOR AT CENTRAL OKLAHOMA HABITAT  

FOR HUMANITY

Q. What is your role in the organization?

A. My leadership role with Central Oklahoma Habitat for 
Humanity is one with multiple responsibilities and definitions. 
Sales, Service, Non-Profit mentality, and a whole lot of caring 
and educating. When a family comes to me with a need for hous-
ing it is our responsibility to listen. Central Oklahoma Habitat 
for Humanity has many programs it’s all a matter of listening not 
hearing what the need is. Then it is my responsibility as a human 
to empathize and see where Habitat fits in their life. It could be 
as simple as fixing a roof, then I educate on our Critical Repair 
Program. Maybe it’s a need for a home then I help them through 
the process including the organizing of their financial due dili-
gence that in many cases is overwhelming. Once this process is 
complete, our role includes: home inspections, arranging “ability 
to pay meetings”, amenity and elevation selections, and my 
favorite part, the actual home dedication itself that includes my 
responsibility to issue the family a bible for their new home. This 
final process really moves me knowing that we have added new 
members to our family and have bettered the lives of children and 
adults who simply need a hand up and not out.
                   
Q. What does your day to day look like?

A. Meetings and more meetings are usually mixed in with my role 
in the organization within my surrounding community and most 
of the time organizations that support the community outside 
of my work hours. Whether it be the Greater Oklahoma City 
Hispanic Chamber of Commerce, or Suited for Success I always 
allow time for my family and gym workouts.
                   
Q. What personal ties do you have to organizations that  

you support?

A. Suited for Success, the Greater Oklahoma City Hispanic 
Chamber of Commerce, La 29 District
                   
Q. Why do you believe it is important to support  

these organizations?

A. Simply put; Help others who need a “Hand Up”. I have been bless-
ed with wonderful people that support me and it always feels great 
to have that support. Why not have others feel that same way.
                   
Q. What has inspired you to make a difference in the community?

A. Again very simple. It the human factor. As an individual 
helping someone who is struggling it is very fulfilling to see them 
succeed in whatever challenge you are able to help with. BUT! 
Getting a group of people together with that same “Human Touch 
Spirit” together to accomplish more helps the community as a 
whole with more involvement, awareness and ownership. Seeing 
a child run around in a backyard during a habitat walk through 
can answer all of this. It is a feeling of a relief of burden. Knowing 
that this family will be alright today!
                                                                                                                                                      
     

Q. Who benefits from what I do?

A. Tough question. I guess anyone who asks or is in the need or 
that I see in the need.
                   
Q. Have you experienced a specific moment in your career jour-

ney or personal life that motivated you to give back?

A. It’s not about me. But as a single mom raising 2 children in 
a new city it has its obstacles. Overcoming those obstacles is 
what makes a person who they are. Starting as a receptionist 
with Habitat and learning and growing with the ability to use 
my education and knowledge in Real Estate and Mortgage in-
dustry, meeting my husband, continuing my education, watch-
ing my children grow, and graduate from college and move on to 
careers in their field of study, I guess it’s a combination of it all. 
People struggle for various reasons. If anything that I can offer 
can make a difference again “Human Touch” than “Just Do It”. 
Pick up someone, dust them off, fill their belly, keep them warm 
and dry. Watch it grow.
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Q. If you organize an event for the cause you support: 

who is in attendance?

A. 1. The people needing a “Hand Up” let them see how 
the community makes a difference
2. Community leaders. This opens eyes to a situation 
and a more political approach to resolution.
3. Friends stick together to help each other this is never 
a problem with me. 

Q. What goes into organizing?

A. 1. Not for Profit “Profit” actions by all people to 
work toward a common goal
2. Timing of setup, service, breakdown, fund account 
development, IT, Audio Visual, Catering Food, Loca-
tion, parking, social marketing, sales, accounting, legal, 
advertising, donation inquiries.
                   
Q. How are your efforts tied to real estate?

A. It’s about families, safety, kids and a future. If you 
can go beyond a salesperson mentality and add a little 
of the human touch it allows you to make a difference. 
It may have you work a little harder but as a leader in 
the real estate industry each transaction is like plan-
ning an event. Get the professionals that do what they 
do best to make a difference not just a sale. It’s no lon-
ger a job. It’s working with tat “Human Touch”. This is 
something that goes beyond a home warranty. I do not 
advertise! No need to, my phone never stops because 
the word is out that I help not just sell.
                   

Q. How can top REALTORS® get involved? 

A. Simply listen, and ask.
                   
Q. What are you most proud of in terms of what you have ac-

complished through your charitable work? 

A. Driving through my neighborhoods and seeing homes with 
amazing flower gardens, kids kicking a ball in the yard, bicycles 
in the driveway, holiday lights, and neighbors just talking. This is 
what it is all about. Mothers with children who months ago had 
no idea, are now flourishing and the kids are safe. It’s amazing 
what life has to offer, and these families only needed a “Hand Up” 
to show what they have to offer. It’s a better world – family by 
family, and community by community.

For more information about getting involved with  

Central Oklahoma Habitat, visit https://www.cohfh.org

ROOF REPLACEMENT • STORM RESTORATION 
Specializing in working with your clients and insurance companies.

Serving the OKC Metro Since 1987

405-722-4535
www.bassroofingandsiding.com

Kirk Maynord, Owner
Bass Roofing & Siding, Inc.

Cell: 405-204-3802
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THE PERFECT WAY TO
advertise your business online.

DAWN STEFANSKY

Hibu Digital Marketing Specialist
dawn.stefansky@hibu.com

405-509-5205
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“A closer at FirsTitle’s Yukon location is finding new ways to stay in shape!”  
TIFFANY GOLAY,  

FIRSTITLE 

“The kids had been crazy all day and my wife and I were just done when 
our 3-year-old decided that he was NOT going to eat what we made for 
dinner. He threw a giant fit and decided to make his own dinner. He went 
to the refrigerator, grabbed the ketchup and squirted a huge pile on his 
plate. Then he proceeds to lap it up like a dog...all of it...then he got sec-
onds. We were so flabbergasted, we didn’t even know how to respond.”  
WADE SVETGOFF, 

NO PLACE LIKE HOME INSPECTIONS 

“Currently building a wine cellar. Who needs a wine cellar? Me of course! 
Bring on the blackberry, and sand plums.” 
APRIL PETERSON,

CHAMBERLAIN REALTY

pillartopost.com/jaystern
Each office is independently owned and operated.

 

Home Inspection
the Pillar To Post way.

Whether your clients are buying or selling, we're dedicated to 
ensuring confident home ownership and customer satisfaction.

• Choose from our Plus, Premium or Prestige packages
• Reports delivered the same day of the inspection
• E&O insured to protect all stakeholders
• Nationally certified radon tester

Jay Stern, CPI
Certified Home Inspector 

Office: 405-546-5204
Cell: 405-812-6240
Jay.Stern@pillartopost.com
OK Lic #1671

 

Have a question you would like to see featured in OKC Real Producers? Submit your 
Question of the Month recommendations to lauren.deavenport@realproducersmag.com.

question of the month

WHAT’S THE FUNNIEST,  

CRAZIEST, MOST BANANAS THING  

YOU AND/OR YOUR FAMILY HAVE DONE 

SINCE BEING QUARANTINED?

WE WANT TO GROW
WITH YOU Contact me for

your free coverage
review and

no-obligation quote.

Kelly Leonard
Lead Sales Representative

14000 Quail Springs Pkwy Ste. 100
Oklahoma City, OK 73134
Office: 405-486-7344 | Cell: 405-481-1846
Kelly.Leonard@Libertymutual.com

Average combined annual savings based on countrywide survey of new 
customers from 8/1/16 to 8/1/17 who reported savings from prior insurers' 
premiums when they switched to Liberty Mutual. Savings comparison 
does not apply in MA. Coverage provided and underwritten by Liberty 
Mutual Insurance and its affiliates. 175 Berkeley Street, Boston, MA 02116 
USA. Equal Housing Insurer. Copyright 2018 Liberty Mutual Insurance

Locally Owned and Operated | Only in Oklahoma on Purpose | Nationally Insured  | Now with 2 Locations to Serve You

www.LincolnTitleOK.com
501 SE 4th Street, Suite A | Moore, OK 73160

License #10028954
Ramona Riley
Escrow Officer - Commercial
Ramona@lincolntitleok.com

Classen Blvd Location Now OpenClassen Blvd Location Now Open

Emily Breedlove
Escrow Officer - Residential
Emily@lincolntitleok.com

Lisa Rhodes
Sales Development Manager/Escrow Officer
Lisa@lincolntitleok.com | Lisa@lincolntitleok.com

SOUTH OFFICE
501 SE 4th Street, Suite A
Moore, OK. 73160
405-703-6311

CLASSEN OFFICE
4335 N Classen Blvd, 
Suite 201
Oklahoma City, OK. 73118
405-766-5539
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Your One Stop Shop
LOCAL/REGIONAL MOVING  |   FULL PACKING/UNPACKING SERVICE

FULL LINE OF MOVING MATERIALS
STORAGE OPTIONS  |   FL AT RATES  |   UNPARALLELED SERVICE

VETERAN OWNED + OPERATED IN DOWNTOWN

10% OFF DISCOUNT
WITH FLYER CODE #SHERPAMOVE

CONTACT US TODAY 405.724.8750
SHERPAMOVINGOKC.COM

SALES@SHERPAMOVING.COM

Michael Sohn
Owner | Agent | MetroOKC Insurance
(405) 833-8866 cell | (405) 603-2176 office
Michael.Sohn@MetroOKCIns.com
11901 N MacArthur, Suite F2
Oklahoma City, OK 73162
www.MetroOKCIns.com

Committed to Realtors

• 20+ different carriers available to your clients
• Extended hours for your clients
• Educating clients and providing outstanding service
• Communicating with you throughout the process
• Educating Realtors with our OREC approved CE class
• Active in the Realtor community through service on two
  OKCMAR committees, RPAC Board of Trustees, and
  membership in all area Realtor associations

(405) 603-2176
Available After Hours until

8:00 PM Weekdays

AUTO  •  HOME  •  COMMERCIAL  •  LIFE

"When working with clients who are buying a home, I am very careful 
about who I recommend for various services that are needed. I have the 
utmost confidence in Michael Sohn and his team at Metro OKC
Insurance. Michael and his staff’s primary goal is to advise clients based 
on their needs. He shops for the most appropriate coverage. It's all 
about the client." Alan Van Horn, Keller Williams Central OK
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whatever it takes to make it. Whether 
it’s to make ends meet or to further 
business, work ethic just keeps you 
going,” Otis says. “I look back on how 
hard I worked -- and those are the 
fondest memories that I have.”

With a wife and three kids at home, 
Otis had the motivation to be more 
than merely responsible. He excelled 
at his work.

“I saw the sacrifices my dad made to 
make sure the kids had everything, 
and I adopted that for my family,” 
Otis says. “Not just work ethic, but 
the mindset.”

By 2000, Otis felt the itch to move 
on from framing to homebuilding. By 
2002, he partnered with a long time 
friend, Derrick Willis, to buy lots 
and build houses. By 2005, his home 
building business was robust enough 
to where he was able to leave his 
work in framing behind.

top producer

THE JOURNEY HOME:  
From A Small Town Upbringing To  
Real Estate Success

By Zach Cohen

Photos by Caleb Collins

Otis Himes’s story begins in the small town of Wa-
nette in south-central Oklahoma. The son of a framing 
contractor, Otis was raised close to the land. His early 
years were built on farm life; his family raised cows, 
pigs, and horses and farmed their land for food. 

“We had it all,” Otis recalls, “...in a way.” While 
Otis’s family lacked abundant financial resources, 
they were rich in other ways – for example, their 
ability to work the land, provide for themselves, 
and rest in their values.

Otis began working alongside his father, Earl, in the 
framing contracting business early on. 

“I started working with my dad on the weekends 
and summer breaks when I was literally old enough 
to walk,” Otis reflects. By the age of 14, he was 
skilled enough to frame a house.

“It was hand taught - no computers, no calculators,” 
Otis says. During these early days, Otis learned 
the value of hard work. He’s carried those values 
forward to the work he’s done in every stage of his 
life - from framing to owning his own homebuilding 
business to real estate.

ENTERING THE WORKFORCE

As a high schooler, Otis was a standout baseball 
player. He always took school seriously and wanted 
to study engineering in college. 

“And I always loved architecture and buildings,” 
Otis says. “I loved seeing a pile of lumber sitting on 
the ground, and a week later, it was a house.”

While Otis got a partial scholarship to play baseball 
at Oklahoma City University, the school lacked an 
engineering program, and Otis’s family lacked the 
funds to send him to college. In the end, he joined the 
framing contracting business alongside his father.

After graduating high school, Otis’s father’s com-
pany had moved to Decatur, Alabama, and Otis 
went out there with him. He stayed in Alabama 
from 18 to 21 years old.

In 1995, Otis moved back to Norman, where he, 
his wife, his daughter, and his son (on the way) 

W H I T T I N G T O N 
R E A LT Y

OTIS H I M E S

set their roots back down where 
they began. In Norman, Otis decided 
to found his own framing business, 
EastBrook Construction.

Otis’s father helped him launch the 
business, setting him up for success 
with equipment, systems, business 
leads, and advice. The very next year, 
Earl passed away after a heart attack.

SETTING DOWN SOLID ROOTS

While ramping up his business, Otis 
leaned into the work ethic that he 
learned as a child growing up  
in Wanette. 

“I wouldn’t go out on Friday nights,” 
Otis recalls. “Instead, I would get up at 
5:00 am and work on a framing site.”

“Ultimately, the biggest thing you 
learn growing up like I did on a rural 
farm, you learn that you’re not scared 
to do the dirty work, to do it from 
the ground up. You’re willing to do 
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BROUGHT TO HIS KNEES

The root of the word humble is ‘humus’ – Latin for ground or 
earth. To be humble is, quite literally, to be close to the Earth.

In 2007 and 2008, Otis learned the value of humility.

At the time, he was flying high, in both business and life. “I thought 
I was king of the hill, honestly,” Otis says. “I built a big house in 
Cascata Lakes and had a lakehouse and a boat and was living it up.”

But in 2007-2008, the housing market crashed. Otis went bank-
rupt. This all coincided with going through a divorce.

Thankfully, the cause of the divorce wasn’t hatred. “It was two 
young kids getting married and growing apart as they got older,” 
Otis says. “It was never anything horrible, and we are still friends.”

Still, these times were trying.

Otis strived to be a family man through the challenge. He and his 
ex-wife shared custody 50/50, and he let her live in the house 

while he rented a home in Moore. Otis picked up odds and 
ends contracting work to keep himself afloat, financially.

“I was thinking how I was going to restart my construction 
career - I just had to get squared back up,” Otis says.

RISING UP: REAL ESTATE 

The idea of selling real estate was brought to Otis’s attention 
by Richard Whittington, who had been Otis’s real estate 
agent throughout his homebuilding years. Otis recalls Rich-
ard stating, “You already know all about houses, and real 
estate would be a natural fit.”  He was intrigued and decided 
to get licensed in 2009.

“I did not take it seriously at all throughout the entire 
course,” Otis admits, “but by the end of ‘09, I realized I was 
going to have to do something because it had been an entire 
year of struggle.” 

On January 3rd, 2010, Otis received his license and went 
to work for The Whittington Realty Group. Thankfully, 

“
I started working with my dad on 

the weekends and summer 

breaks when I was literally 

old enough to walk. By 

the age of 14, I was 

skilled enough 

to frame a 

house.

Otis had a vast network of friends and former 
clients from his previous work. He was able to 
combine that with his staunch work ethic and 
natural affinity for interpersonal connection to 
achieve quick success. 

In Otis’s first year, he closed around $5 million 
in sales, and he has continued to grow his busi-
ness since. In 2019, he closed almost $18 million 
in addition to running a brokerage with over 100 
agents. Otis’s contributions to the real estate 
community go beyond his sales numbers, too. 
He offers support -- both moral and education-
al – to up and coming agents, and has a strong 
connection to giving back to the community.

“I’m most grateful for my family, of course. It’s 
cliche, but true. Beyond that, I’m thankful for 
the people I get to work with,” Otis smiles.

FROM HOME BUILDING TO REAL ESTATE: 

CHANGING WITH THE TIMES 

Otis’s construction background is paramount to 
his success. When he’s with clients, he can see the 

skeleton of the house and educate people on the real condition of 
the home. He is able to offer a genuine and professional opinion.

Otis has also gotten his personal life back “on track.” In 2010, 
he met his current wife, Allison. “She is a caring person, and 
she has a big heart,” Otis beams. 

The biggest effect that the struggles of 2009 have had on Otis is 
increased humility in his life. These challenging times allowed 
him to look at life – and other people – in a whole different light. 

“Prior to that time, I was of the belief that it was how much 
money you made that made you matter,” Otis recalls. “And since 
then, it’s totally the opposite; it’s about what you are doing to 
become who you need to be. Money has nothing to do with it.” 
Without these challenging times, Otis would not be the man he 
is today. He’s thoughtful, genuine, and helpful. He takes time out 
of his day to not only help clients, but other agents.

“I now get enjoyment out of other’s successes – and the 
biggest compliment I get is how much I have changed,” Otis 
says. “I’ve received the biggest gains out of the worst situa-
tions in the world. I’ve learned you can change who you are, 
and that’s what I did.”
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HVAC Contractor #45381
Home Inspector #1152

Dan Briscoe

2608 Clover Glen Drive
Edmond, OK 73013

(405) 615-9691

Briscoe.inspections@gmail.com

15136 Traditions Blvd, Suite 1 | Edmond, OK 73013
405-757-1010 

www.vardeinsurance.com

Agents: Grant Johnson • Kayla Blount
Jeremy Charlow • Kerry Graves •  John Griego

Service Team: Casey Gibbons • Shelli Reid • Cayla Cook

We want to be your 

“go to”
place for insurance. 

Don't Make A Move in OKC Without Us

405-600-7203 • www.NLMoveMe.com
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local events

Monday, May 4

All Day

NBR Golf Tournament 

Trails Golf Club in Norman

The proceeds will go to the Norman Public Schools 
Crisis Fund. For more information, visit http://www.

normanboardofrealtors.org/.

MAY

Schedule of Events
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Call 405.610.7506 today!

Let us be your “go-to” insurance provider!

Insurance You Can
Design to Meet Your Ever
Changing Needs

• Home Insurance
• Condominium/Town Home
• Rental Property

Restrictions apply. Discounts may vary. Not available in all states. See your agent for details. Insurance is underwritten by Farmers Insurance exchange and other a�liated insurance 
companies. Visit farmers.com for a complete listing of companies. Not all insurers are authorized to provided insurance in all states. Coverage is not available in all states.

Greg Brown Agency
4300 Adams Road, Norman, OK
GBROWN2@FARMERSAGENT.COM
agents.farmers.com/gbrown2

WELCOME
HOME

We’re here to let your buyer know
how great their new home is.

NO PLACE LIKE
HOME INSPECTIONS

Wade Svetgo	  |  405-696-0888
noplacelikehomeinspect@gmail.com

DESIGNERINABOX

Beautifully Gift Boxed for Your Friends or Clients
Certificate Inside Box Gives Directions for Convenient Scheduling

PERSONAL INTERIOR DESIGNER
TWO HOURS $50

SERVICES OFFERED
REIMAGINE SPACE  •  HANG PICS AND ART

DECORATE SHELVES AND TABLETOPS  •  MEET TO SHOP

SELECT FABRICS AND PAINT

"I absolutely love 

DESIGNERINABOX 

- this is not a 

cookie cutter gift .  

There is nothing 

l ike this and our 

cl ients are raving 

fans."

Denise Schroder
OKC REALTORS®

Top 500

CONTACT ANGEL MYERS
(405) 850-3025
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R & R  i s  c o v e r i n g  c l o s i n g  c o s t s  u p  t o  $ 7 K
O f f e r  A v a i l a b l e  f o r  a  L I m i t e d  T i m e .
C a l l  t h e  H a f f n e r  T e a m  f o r  D e t a i l s .

D e r e k :  4 0 5 . 9 9 0 . 2 6 5 0  |  C h a l e y :  4 0 5 . 2 5 0 . 1 7 1 7
H a f f n e r t e a m @ g m a i l . c o m

M o o r e ,  P i e d m o n t,  D e e r  C r e e k ,  Y u k o n ,
M u s t a n g ,  N e w c a s t l e  a n d  N o b l e  S c h o o l s

C O N T I N G E N C I E S  W E L C O M E




