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Protecting
What
Matters!

At Fidelity National Title we believe in
lending a helping hand and supporting
charities that are important to our team
and to our community.
100 Women+ Boulder County, Foothills
Animal Hospital, I Have a Dream
Foundation, Habitat for Humanity, Crop
Walk through Church World Service,
Cocktails for a Cause, National MS
Society, Project Angel Heart, and Race
for the Cure - to name a few!
Happy Holidays from your Fidelity
National Title Family.

Leveraging our technology to
enhance the customer experience
4875 PEARL EAST CIRCLE | SUITE 300 | BOULDER CO | (303) 440-0511
655 S. SUNSET STREET | LONGMONT CO | (303) 485-0076

Providing Residential, Commercial
and Industrial Inspections within
the Boulder Metro Area
Sewer Scoping
Radon, Mold, Lead
and Asbestos Testing
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Lani Richey

Publisher
John.Mendez@
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note

from the

PUBLISHER
Hello, Boulder County REALTORS®,
The fall of 2020 has been one for the memory books!
Home values are up – inventory is down and most of you
have had a record year. Interest rates are some of the
lowest while the average home in Boulder is over $1M.
Boulder and several other Colorado cities made the best
places to live list with Boulder taking the number one
spot. This summer and fall saw multiple offers which
raised home values across all price points.
With the pandemic still having a firm grip on the economy and some of the larger employers still asking
employees to work from home, below are some of my
thoughts or questions.
1. Where are all the new homes or developments in
Boulder County?
2. Where are starter homes or where does a young
family look to find an affordable home?
3. Will more and more employers be asking their
employees to work from home for another quarter or
early 2021?
4. For those employees in an industry that is needing them to be in the office or be out providing a
service, is finding affordable housing in Boulder
County feasible?
5. Will we be seeing the effects of unemployment on
foreclosures in early 2021?
6. Will we be seeing the effects of local businesses closing on the real estate market in early 2021?
7. What will this holiday season look like with the
pandemic regarding social gathering for schools after
winter break, live concerts, church services and
holiday/home parties?
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If you have comments or thoughts to these
questions let us know, we would like to hear
from you – local REALTORS®. If you have
something, thoughts or insights that you would
like to share, please share.
Lastly, we feature or profile REALTORS® that
have been nominated by a peer REALTOR®.
If you have someone that you feel should be
featured because they are a REALTOR® that
raises all boats in the County, please nominate
your peers?
We would like to thank all our REALTORS®
that have shared their story with us in 2020.
This is a unique community of REALTORS®
and the relationships we build today will last
a lifetime.
Regards,
John Mendez
Publisher
Boulder County
Real Producers
303-596-1685

PREFERRED PARTNERS

a

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!

AIR CONDITIONING
Squeaks Services
(303) 280-5765
www.squeaksservices.com
ARCHITECTURE
Rodwin Architecture
Scott Rodwin
12145 Pearl St.
Boulder, CO 80302
(303) 413-8556
rodwinarch.com
CLEANING SERVICE
The Clean Team
(303) 235-8005
CleanTeamDenver.com
COMMERCIAL
MORTGAGE LENDING
MIDFIRST BANK
Brian Wilkinson
101 Cook Street in Cherry
Creek - 3rd Floor
Denver, CO 80206
(303) 376-5461
FLOORING
McDonald Carpet One
(303) 449-0011
mcdonaldcarpetone
boulder.com
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realproducersmag.com

HANDYMAN/
HOME REPAIR
PROP MAINTENANCE, LLC
(720) 890-4978
www.PROPMAIN.NET
HOME INSPECTION
Inspections Over Coffee
(303) 500-3378
https://www.inspetions
overcoffee.com
Steel Rhino
Jim Michael
(303) 920-7276
jim@steel-rhino.com
FOUNDATION REPAIR
Van Matre Construction LLC
(303) 668-2222
BoulderContractors.com
LANDSCAPE/MOWING
PROP MAINTENANCE, LLC
(720) 890-4978
www.PROPMAIN.NET
LENDING SPECIALISTS
First Western Trust
Liana Pomeroy
(303) 601-5197
www.myfw.com

MARKETING
MAPRagency
Doyle Albee
2503 Walnut St., Ste. 301
Boulder, CO 80305
(303) 786-7000
https://mapr.agency/
MORTGAGE LENDER
Elevations Credit Union
2960 Diagonal Highway
Boulder, CO 80301
(303) 443-4672
elevationscu.com

PROPERTY CARE &
MAINTENANCE
PROP MAINTENANCE, LLC
(720) 890-4978
www.PROPMAIN.NET
RADON TESTING
AND MITIGATION
Affordable Radon, LLC
Tyson Hoff (303) 859-5600
affordableradoncolorado.com
REAL ESTATE TRANSACTION
COORDINATOR
High Country Transaction
Management LLC
(303) 324-3077

Highlands Mortgage
Carrie Nash
(303) 478-7696

TITLE COMPANY
Fidelity National Title
4875 Pearl East Circle
Boulder, CO 80301
(303) 441-5122
www.fntcolorado.com

MOVING & HAULING
WE HAUL Your Junk
(303) 517-1144
wehauldenver.com
PHOTOGRAPHER
Tiny Dragon Photography
/ The Headshot Gal
(312) 208-1305
theheadshotgal.com

TITLE INSURANCE
First American
Title Insurance Company
4940 Pearl East Circle,
Ste 104
Boulder, CO 80301
(303) 449-8442
www.Firstamcolorado.com
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HOW
THE MLS
ENHANCES
BROKER
VALUE BY
KEEPING
CONSUMERS

answers. Consequently, educating consumers about
how the MLS benefits them serves to help everyone
— real estate agents, brokers and the clients and
communities they serve — reap the rewards.
CAMPAIGN ASSETS FOR AGENTS AND BROKERS

To avoid the inevitable “are you going to put my
home on Zillow?” question, we need to teach
consumers why the MLS is a better option for
home sales. Through websites, listing presentation
templates, explainer videos, flyers, social media
messages and scripted emails, the campaign illustrates how a multiple listing service membership
delivers significant benefits and an outstanding real
estate experience.
By providing agents, brokers and MLSs themselves
with a myriad of unbranded promotional materials,
In The Know’s assets, while focused on the MLS,
ultimately position you as the hero delivering benefits to your buyer and seller clients.

“IN THE KNOW”
Entirely too often, consumers fail to understand
the MLS.
By Lauren Hansen,
CEO, IRES MLS

Whether that’s the result of oftentimes confusing industry jargon or the fact that “MLS” is an
acronym that also stands for Major League Soccer,
recent research illustrates the disconnect. Only
24% of consumers have even a vague idea of what
the MLS is, while 76% of consumers have “no idea”
how the MLS benefits them — and that’s a problem.
When consumers don’t comprehend how the MLS
benefits them, they turn to real estate portals, websites or apps that aren’t always the best resources
for the most up-to-date and accurate information.
Enter Council of Multiple Listing Services’ (CMLS)
In The Know™ campaign.
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EDUCATING HOMEBUYERS AND HOME SELLERS

In order to help you tell the MLS story in a way that
enhances your value as a broker or an agent, the
CMLS created a campaign to facilitate new conversations with consumers, helping them to understand what the MLS is and does.
In the region covered by IRES, the MLS for northern Colorado, 7,000-plus subscribers leveraged the
MLS to facilitate more than 22,000 transactions
totaling nearly $11 billion in 2019.
MLS membership is how we all remain in the know
about questions such as “What properties are for
sale?,” “How much should my client offer?” and
“How much is a home worth?” Without multiple
listing services like IRES, we wouldn’t have these

@realproducers

The website explains how access to impartial,
reliable market information keeps agents and
brokers and, in turn, their clients in the know and
able to make smart decisions that lead to favorable
outcomes. The campaign’s listing presentation
templates can be used to show sellers how you use
the MLS to serve them better than other portals,
websites or apps can.
Great for emails, your website or to share on social
media platforms, the campaign’s videos educate
buyers and sellers about how the multiple listing
service works and the many benefits it brings.
Designed to email to your clients or prospects
or include in your buyer or seller packets, the
campaign’s flyers aid consumers in understanding
how the MLS helps you help them along their real
estate journey.

TACTICS TO KEEP CONSUMERS IN THE KNOW

When it’s all said and done, you, the real estate professional, are the most powerful channel for reaching consumers. In order to tell the MLS story while
simultaneously making you look great, the CMLS
recommends adhering to the following guidelines:
1. Because of the confusion that exists around the
acronym “MLS” and Major League Soccer, use
the more descriptive, consumer-friendly term
“multiple listing service” in all client contexts.
2. Reach consumers through your most 		
direct touchpoints:
• Share the campaign website after meeting with
new clients to help them understand — and
value — what you do.
• Update your listing presentation slides.
• Post campaign videos on social media or embed
them in your website or email signature.
• Include campaign flyers to your buyer and
seller kits/collateral.
3. Use the In The Know campaign to start a new
conversation with consumers that enhances your
own value proposition.
When we’re on the same page as consumers, the
entire real estate market is much more efficient. If
we want to preserve the efficient real estate market
the MLS helps create, we need to educate consumers about how the MLS benefits them — and
CMLS’ In The Know makes it easier than ever for
you to bring your clients and prospects up to speed.
For more information about this campaign, visit
CMLSInTheKnow.org.

ABOUT THE AUTHOR:

The campaign also makes it easy to get consumers
to engage with you, whether through social media
or email marketing by explaining what the MLS
is, how to use it and why it adds value to their real
estate experience with you.

realproducersmag.com

Lauren Hansen is the CEO of Information and Real
Estate Services (IRES), a regional MLS based in
Loveland, CO.
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RE/MAX of Boulder
top producer
By Mike Shelton,
Staff Writer
Photos by
Liv Berger,
the Headshot Gal

Congratulations to Lynn Ryan
and the six other REALTORS®
at RE/MAX of Boulder who
found themselves ranked in
the Top 100 RE/MAX agents
nationwide for deals closed in
2019. It’s a familiar position
for Lynn, who has been with
the agency for more than
twenty-four years and has
received numerous awards
in the course of her career.
But what’s more important to
Lynn than the accolades, is
the manner in which she has
been able to do it. Working
not only as a REALTOR®, but
also as a mother to three girls,
as a partner in business and
life to her husband of twentysix years, and as a generous
contributor to the community.
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Lynn grew up in Cincinnati, Ohio,
and first came to Colorado with her
family on a skiing vacation. That
youthful introduction to the mountains made it an easy decision to head
to CU-Boulder, where she majored
in art history and studied Italian. In
her junior year, she did a semester in
Florence, Italy, and loved it so much
she vowed to return. After graduation, she spent a year in Boulder
before the opportunity presented
itself for her to go back. While with
her parents on a family trip, she
announced to them that she wasn’t
going home. It was a decision that
led to two years back in Florence,
an epicenter of art, architecture and
European culture.

Lynn taught English. She worked as a
barista and in retail. She toured the cities
and museums and learned to love food
like an Italian. And after two years, she
learned to speak like a local as well, but
she also knew that she would always be
an American, an outsider. It was time to
go home.

came to visit
in the winter
of ‘92 he was
still around and
that was reason
enough for Lynn
to pack her bags
back to Colorado.

Her first year back, Lynn tried to settle in
Cincinnati where she worked in purchasing at Proctor and Gamble. It didn’t seem a
good fit and on a ski trip back to Colorado
that winter, she reconnected with a college
boyfriend, Tim Ryan. Tim had ventured
to Colorado after finishing school back
East. He came for the climbing, landing
in Boulder in September of ‘87. His plan
was to stay for one year, but when Lynn

Lynn’s father had
always advocated for
her to give real estate
a try, and when her
expected job fell through
in Boulder, she decided to
give it a go. Tim was in the
process of buying a condo
and she thought it might
help. Shortly thereafter,
she was hired into a small
woman-owned office, and that
began a career that she enjoys
to this day.
Lynn and Tim were married in
1994 and had the crazy idea to
begin remodeling, and moving, to
accommodate their growing family.
While remodels and pregnancies
certainly rank high on the stress
level for most people, this couple
managed to make it through
each time. When Tim left a
tech startup in 2000, they
decided to make building the
official family business. They
named their company Ault Park
Development as an homage to
the site where they were married.

@realproducers
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Specializing in the Newlands neighborhood where they
lived, Tim and Lynn built or remodeled some twenty
homes over the years, both for clients and as speculative builds. With every job, they maintained a commitment to building only the kind of home that they would
build for themselves.

I know that buying or selling a home is an
EMOTIONAL TRANSACTION. It usually involves
some LIFE-CHANGING TRANSITION and I try to
recognize that and make it as easy as possible.

Despite the success, Lynn and Tim knew that there was
more to life than work. Lynn yearned to return to Europe,
and to show the children that there was a world beyond
the Boulder Bubble. Tim had lived and climbed in France
and was game for the adventure. So the two set about planning a sabbatical year, with the idea to fly the coop in 2009.
However, the real estate market and the Great Recession
had other plans, and with a new spec build sitting on the
market, the Ryan family needed to wait out the housing crisis
ripping apart the national economy. While the sabbatical
dream was deferred, they realized then, as they do now in the
midst of the pandemic, that being stuck in Boulder is a fantastic position to be in, and they counted their blessings.

It took a couple years, but Lynn and Tim managed to make their getaway plans again. In 2011, the family of five moved to Barcelona, Spain.
The girls attended a multilingual school while their parents enrolled
in language classes and learned what it takes to be a full-time ex-pat.
They met new friends, traveled all over Europe, and showed their three
daughters what it means to be a citizen of the world. The sabbatical year
stretched into two, with occasional trips stateside to visit family, manage
business, and keep their visas in working order.
When they returned home in 2013, their welcome came in the form of
September floods. Not a month after they had moved back in, the streets
of north Boulder turned into rivers and drained east. Thousands of people
were displaced as the rains filled basements and wrecked businesses.
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The most rewarding aspect of my business has
always been HELPING PEOPLE REALIZE THEIR
DREAM OF LIVING IN COLORADO.

ONE NATION UNDER GOD
10% OFF any plumbing or heating service

Tim got back to work immediately,
helping to rebuild the home he had constructed for Lynn’s sister some years
before. Lynn set out to help people get
back on their feet just as she was finding hers all over again.
“I tend to get involved with every client
on an emotional level,” Lynn explained.
“I know that buying or selling a home
is an emotional transaction. It usually
involves some life-changing transition
and I try to recognize that and make it
as easy as possible.”
“The most rewarding aspect of my
business has always been helping
people realize their dream of living in
Colorado,” she continued. “Like myself,
so many people have come here on
vacation and then decided to try to live
here full time. That process can take
years to make happen and I have clients
that I have worked with for a very long
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time while they figured out how to do it. When
you can be part of that process and help someone make a dream come true, it’s the best feeling
in the world.”
The Boulder real estate market recovered
better than anywhere and was going great when
this year’s disaster hit. Covid-19 froze all real
estate activity for two months. Banks were
closed, title companies shut down, and there
were no home showings permitted. But amidst
the uncertainty of the pandemic, Lynn and
Tim’s three daughters all came home, reuniting
the family and reminding them of what is most
important in life.
As things open up now, it’s clear that many people are looking to make a change in their lives. A
desire for more space and better quality of living
means more people will be looking to make their
home in Colorado. While the mechanics of real
estate transaction change in this socially distant
era, getting clients to the finish line is still
Lynn’s ultimate goal.

(303) 280-5765

“I really love my job,” she exclaimed.
“I feel blessed that I get to do it in
this wonderful State and RE/MAX
of Boulder is a great company to be
affiliated with. Management has always
been there to support the agents in
any way needed. Staff has been there
to facilitate my job and make it seem
seamless. My transaction coordinator,
Andi Laforme, is a tremendous help.
This town (and world) is too small to
not be appreciative, thankful, and kind
to others. I feel that
it’s almost guaranteed that everything
comes full circle
and if you act with
professionalism
and good manners,
people will remember that.”
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T

The Family Business: How the daughter of two ski
industry legends paved a way in real estate – and
how her father brought her back into it.
For those who are relatively new to Boulder-area
real estate, the name David Scott may be more
familiar to you than his daughter’s, Amy Scott,
but it is actually the younger Scott who preceded
the elder when it comes to real estate. After a few
years of raising children and working in a different
industry, Amy Scott is back!

By Mike Shelton, Staff Writer
Photos by Julie Krueger

Amy Scott
REALTOR® to watch

@realproducers

As the world was coming out of the Great Recession,
Amy’s father David was looking for something new.
David Scott, the owner of Chivers Sports in Boulder,
was a prominent outfitter for the skiing industry
for more than 40 years and is even in the Ski Hall of
Fame. “He’s always been a vibrant point in the community and seemed to know everyone in Boulder,”
Amy told me, “but when he told me he thought he
might also give real estate a try, I was a little skeptical,” she said with a good-natured laugh.

When Amy earned a degree in broadcast journalism from CU-Boulder and became a writing
teacher, she discovered she liked teaching so much
that she went back to CU for a master’s degree in
elementary education. She taught kindergarten
and first-grade classes for many years and loved it.
When she had begun her own family, Amy wanted
to find a way to be with them more often.

Not only was this successful agent seeing her father
follow her footsteps into real estate, but she was
used to doing all the work herself. “I never had a
partner, let alone an assistant,” Amy said. “I like to
be the touchpoint for my clients, but I also started
to get really busy, so the idea of building a team with
my dad was intriguing. My parents had such a long
history in the community and had good business
values of honesty and integrity. I looked up to them.”

For several years, Amy was fixing and flipping homes and had made friends with a lot of
REALTORS®. Not wanting to hurt any feelings by
choosing between them, Amy decided she’d get her
real estate license and do the transactions herself.
At the time, her youngest daughter was just six
months old, so that year’s Christmas card revealed
the new family addition as well as a simple note
about Amy’s new career.

Amy had been a REALTOR® for just six years when
David got his license. It’s now been ten years and
they’re happy to report that their relationship – and
the business – is as strong as ever. “My dad and I
joke about it all the time with clients who think it’s
cute that a girl went to work for her dad, but he
actually followed me into this industry after he’d
‘retired’ and saw that I was happy and having success,” Amy said with a happy laugh.

We can connect with
every generation of
clientele and serve all
their different interests.

Colorado Landmark Realtors
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Things really took off from there. Amy got plenty of
clients in the first six months and soon she needed
an agency to plant her flag. She had worked with
Joel Ripmaster in the past and he offered her a
spot at Colorado Landmark Realtors. She ended up
staying for 17 years, and Joel became like a second
father. From her start in 2003 until the market
crash of 2008, she was always one of the top producing agents and won several company awards.

realproducersmag.com
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It’s about having good
conversations with people and
getting to know them.
I’m interested in building trust
and doing the right thing.

David and Amy worked separately for a while but they each
saw a great opportunity in working together as a team. It
has worked well. “My ability to reach people my age, my
peers, and him for his, opened up a fantastic opportunity to
serve the whole public in a really neat way. We can connect
with every generation of clientele and serve all their different interests.”
About eight years ago Amy’s life changed dramatically. She
was going through a divorce and needed to shift to a steady
paycheck. She took an opportunity to open a new franchise
in Denver, which included finding the location, building
it up, and then running the operation. Amy loved the new
work and the challenges it created, but because of her vast
network, she’d still sell homes every now and then and kept
her license.
Meanwhile, David’s real estate career really took off. Instead
of being awarded herself, Amy was going to events where
her father was receiving awards. In 2017, the Boulder Area
REALTORS® Association (BARA) named him REALTOR® of
the Year, and a Distinguished REALTOR® in 2019. “I felt so
proud of him each and every time, professionally and as his
daughter. Here is this guy who established himself as a pillar
of the community decades ago and yet I had something to do
with him being a successful real estate agent and eventually
the President of BARA. It felt amazing!”
After Amy ran the franchise in Denver for five years and
grew it to ten employees, it was sold. Amy got to apply her
skills as a contractor again, plus learn a lot about management, and the results garnered attention. She also fell
in love with her now-husband, John Platten, and she was
enjoying the new blended-family life. But the relationships
of real estate kept calling, especially her father and Joel
Ripmaster, who insisted that life just wasn’t the same without her around.
22 • December 2020

With her youngest daughter finishing up high school
and two older ones living on their own, 2020 seemed
like a good year to get back into real estate. Then
COVID-19 hit. Open houses were canceled and sales
slowed down but the lull didn’t last long – the highest
number of sales in Boulder’s history have been in July,
August and September of this year. Moreover, the
types of dwellings and amenities that people are looking for have changed, at least for now. More people
are working from home so transit and transportation
aren’t as high on the priorities, and things like open
spaces, recreation facilities, and mother-in-law suites
are more important.
The market may have changed during Amy’s career,
but not Amy’s desire to serve people well. She supports the Boulder Valley School District, Boulder
Humane Society, and Blue Sky Bridge – she’s even back
to teaching a small pod of youngsters at home a few
hours a week. And for Colorado Landmark Realtors’
part, they may be small but they keep winning awards.
“We’re a family,” Amy said of the firm. “I’m drawn
toward the sense of integrity. Joel talks a lot about
what we are to our clients. It’s not just the sale, it’s
about being a good listener. It’s about having good conversations with people and getting to know them. I’m
interested in building trust and doing the right thing.
That’s what my dad and Joel believe in, so I couldn’t
ask to be in a better situation,” she told me, concluding
“At the height, I was selling a lot, then I exited for a
while and my dad took the stage. Now, here I am. I’m
back, and it’s almost like no time has passed.”
Welcome back, Amy!
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industry leadership

HOW TO USE
H A S H TAG S I N A

#WINNING
BUSINESS
STRATEGY
By Amy Sigrest, COO
and Head of Digital
Marketing at MAPR

No other keyboard symbol in our time has gone through a makeover quite like the beloved pound sign (#). Through the advent of
Twitter, the pound sign evolved from a lowly symbol that helped
us navigate through dark depths of automated phone systems
to the bright lights and center stage of social media. Although it
might be alarming to realize there is now an entire generation of
people who only see this symbol as the “hashtag,” we can’t deny
its usefulness as a strategic business tool. And no, this isn’t satire!
Why are hashtags so important? Generally speaking, they help
your business organize, contextualize and promote content.
Whether you’re working on social media campaigns in-house or

through an agency, it’s important to
research and understand hashtags
to help your message reach the best
audience. Consequently, if you or
your agency aren’t already doing
hashtag research, it’s time to start.
Hashtags for Search and
Organization

Hashtags are crucial for organizing
content on social platforms. Imagine
if you went to Amazon to shop for a
new standing desk, but there was no
search bar. You would have to go page
by page to find where the standing
desks are listed among the more than
12 million products for sale on the
site. Even during quarantine, who has
that kind of time?
Fortunately, Amazon does have a
search bar. And when you use that
feature to shop for things, Amazon
takes note and suggests related items
for you based on your search activity, past purchases, browser data,
geolocation, etc. That’s similar to
how hashtags work in that if the only
way to find content on Twitter was
to read every tweet in the order they
were posted, you’re going to have a
bad time. But Twitter knows which
accounts you follow, which tweets
you like and share, etc. and can
make some assumptions about other
content you might like and interact
with based on this data, including
which hashtags you’ve engaged with.
We use Twitter as a broad example
throughout this article, but hashtags
work similarly on other social media
platforms like LinkedIn, Facebook and
Instagram too.
Providing Context to Dig Deeper

Hashtags not only allow us to search
social content, they also add context.
Even if your company doesn’t have
a Twitter account, you can search
Twitter content by hashtags to find
useful information about a topic
from a variety of perspectives. In
addition, hashtags rarely live alone,
24 • December 2020
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so as you’re browsing tweets in one
hashtag’s results, you’re likely to find
a few related hashtags to include
in your research that you may have
missed otherwise.
As an agency specializing in hightech, “hard” clients, hashtag research
helps us learn more quickly about
our clients’ industries, especially the
more complex and technical fields
that require a deeper understanding
of applications and use cases. We use
hashtags to find important conversations about industry topics, relevant
influencers, media (especially niche
outlets) who cover the client’s field
and to review content the client’s
competitors are sharing and engaging
with. Researching hashtags also helps
us identify conversations to avoid
(e.g., #saferatwork and #worksafer
are two very different camps!) and
hashtags that were once popular but
have been banned or rendered useless
by spammy posts.
realproducersmag.com

Reaching a Broader — and More
Engaged — Audience

Finally, hashtags can help you promote your content to a broader, yet
actively interested audience. This
is perhaps the most well-known use
for hashtags today, especially with
nearly every event going virtual
as a result of the pandemic. Have
you ever noticed that almost every
conference, television show and
awards ceremony seems to have its
own unique hashtag? Not only does
this help those hosting an event track
what others are saying about it, it
also helps the event hosts understand
more about the audience attending,
such as which of your competitors
they might follow and engage with
on social, what kind of work they do
in your industry, what other topics
they feel strongly about and which
accounts they follow and share.

Now, think about how valuable it would
be to pinpoint the exact sources and
topics that influence your target audience
the most. Instead of trying to compete
for a share of voice among them, you can
strategically focus on potential collaborations with those influential sources whom
you know your target audience already
trusts. Teamwork (and hashtags) make
the dream work!
While the pound sign will always be there
to help you schedule a dentist appointment or check on a prescription status,
it’s time to make room in your life for the
hashtag. If you’re still feeling uncertain
about the kinds of terms you should be
using, feel free to schedule a consultation
with MAPRagency, we’re happy to guide
you through it.
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(303) 931-2040 | WWW.PROPMAIN.NET
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Professional real estate transaction
management company focused on
supporting realtors in Boulder and
surrounding areas. Our team
provides the most comprehensive
and professional support behind
the scenes with Under
Contract Management for Buyers
and Sellers.
We know how valuable your time is! If
you are looking for leverage to spend
more time prospecting and building
your business, call High Country
Transaction Management today for
all your real estate support needs.

High Country
Transaction
Management, LLC
Dena Lancaster

ESSENTIAL IMAGES TO LAND YOU THE JOB,
THE BUSINESS, OR THE DATE!

HEADSHOT & BRANDING PHOTOGRAPHY
WITH THE HEADSHOT GAL

TAKE 10% OFF

your services in the month of December with mention of this ad
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Your business should be
bringing in more leads but your
website is holding you back!

“As a busy & successful
realtor, I consider Miracle
Services part of my team!
They help my sellers prep for
sale and then once under
contract they assist with
most inspection items
including handyman work,
mold remediation, carpet
cleaning, air duct cleaning
and more. Miracle Services
helps me get from listed to
sold! Thanks Andrew & Tonya
Conklin & Miracle Services!”

Cindy Montgomery,
Realtor

www.digitaln2.com

Owner/Transaction Manager

(303) 324-3077

BRING YOUR
WEBSITE TO LIFE!

Contact, Liv Berger | (312) 208-1305 | theheadshotgal.com
@realproducers

realproducersmag.com

Serving Boulder Residents for over 16 years!
Miracle Services has been here for all your
cleaning needs for 20 years and will be here for
your cleaning needs during the COVID-19
Pandemic too! We use an EPA approved
biocide application and can help you clean
between showings and prior to closings.
• Mold Mitigation
• Flooding Restoration
• Subfloor Cleanup
• Family and Environmentally
Safe Carpet Cleaning

Best clean possible
guaranteed or it’s free!
Our technicians are trained and certified by the Institute
of Inspection Cleaning and Restoration Certification.

Miracle Services, PO Box 270338, Louisville, CO 80027
www.miracleservices.net | 303-252-0810
miraclemanager@outlook.com
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John
Farley

REALTOR® to know
By Ashley Chandler
Photos by Liv Berger, The Headshot Gal

The beauty and freedom of Colorado’s lifestyle beckon many people to settle
in the mile-high state. However, some people are lucky enough to have been
lifelong Colorado residents. REALTOR® John Farley is one of the lucky ones.

COMPASS

Born and raised in Denver, John boasts, “There’s no better place on the planet to grow up than Colorado.” Now
living and working in Boulder, John and his wife Karen
greet each day with a morning hike with their two dogs
on Boulder’s protected Open Space trails. Sometimes,
John takes clients to see houses by bike, to give them
a taste of the Boulder lifestyle and a better feel for the
neighborhood. He credits Boulder’s forefathers for
limiting new development and guaranteeing that Boulder
residents would be surrounded by the natural beauty
and miles of trails that are Boulder’s hallmark.
Even California doesn’t top Colorado for John. After
earning his business degree from the University of
San Diego in 1986, John worked for four years with a
Southern California search firm finding the right people
for positions at Fortune 500 companies. It was good
preparation for being a REALTOR®, John says; both
require careful listening, a bit of psychology and understanding people’s aspirations to help them find just the
right fit.
In 1990, Colorado was calling John home. Soon after he
moved back to Boulder, he met Karen, and the two were
married. In addition to hiking the local trails and mountains, running, and biking, the couple enjoys cooking.
They are big supporters of local food, natural food cooking, and a sustainable environment. John trained as a
natural foods chef at The School of Natural Cookery. In
his free time, John teaches plant-based cooking, and his
students say that with their new recipes and skills, they
can’t believe that eating healthy could taste so good. One
of his favorite things when showing and selling homes is
to explore the features, design and future possibilities of
the home’s kitchen.
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John and Karen support several local charities and
other organizations that help provide adequate
food and shelter to people and animals, and make
Boulder’s community stronger. These include
the Emergency Family Assistance Association,
Community Food Share, and World Central
Kitchen, as well as the Humane Society of Boulder
Valley and Luvin Arms Animal Sanctuary.
The Shift to Real Estate

After returning to Colorado, John spent a short
time running a search firm before shifting to
hospital staffing and medical practice consulting
on the business side. He and Karen founded their
own company pioneering medical startup consulting, centralized billing and staffing services for
doctor’s offices.
On the side, John and Karen began investing in
houses and refurbishing them. After renovating
and selling four homes, they realized how much
they had learned about real estate, thought they
had some good ideas to improve the process of
house hunting and selling, and got their real
estate licenses.
In 2002, John and Karen worked as a team for
Woodstock Real Estate, In 2010, John joined
Pedal to Properties, where he was a Top Producer.
In 2019, John switched to Compass, where he
currently hangs his license. His wife Karen works
alongside him as the business manager, transaction
coordinator, and back office.
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The best part of working in real estate in Boulder, John says, is
not just selling the Colorado lifestyle, but living it. He searches for
properties near walking paths, biking trails and open space that
make a commute by foot or bike easy and appealing. He also likes
finding residential properties that can generate greater equity for
the property owner by doing strategic updates. Ideas range from as
simple as new paint, flooring, or dropping a wall to create an open
floor plan, to more extensive whole-house remodels and additions.
To John, the idea behind the lifestyle location is, “You can’t change
the location, but you can always change the home,” so he focuses
on helping the client find a property in the right location, and then
creating the “Colorado Lifestyle” that they envision.

value to him along with cherished memories. Keeping the symbolic screen allowed the Seller a chance to confront his mixed
feelings about leaving the house and let him move on.

To listen to the testimonials of John’s loyal clients, many of
whom come back to him each time they buy or sell a home, you
can get a picture of his strengths. By listening and working with
each client closely, he divines their desires and needs, is a strong
advocate for their interests, and finds creative outcomes. John
recalls one time when a deal was deadlocked over what seemed
like a small detail, but was really about a seller’s difficulty in moving on from his longtime home, and a buyer who couldn’t understand why. John broke the deadlock by buying a new wrought
iron ornamental fireplace spark screen for the Buyer out of his
own pocket. That allowed the Seller to take the spark screen
that was attached to the property with him — it held sentimental

The pandemic has brought other lessons. John’s father, Mike
Farley, who was a retired Colorado attorney, passed away this past
spring from Covid-19. John says he finds himself thinking often of
his father, who taught him to ask good questions and care about
the answer. Above all, his father’s strong moral compass, sincere
interest in and empathy for others are values John holds dear.

John was reminded of the
importance of striving
to live fully in each
moment, show up, and be
present for both himself
and for his clients.

John says being a good listener is one of the oldest and most
important tools of the trade. But one of the biggest breakthroughs
in real estate is some of the new tech and data tools that allow
clients and REALTORS® to find the home they are looking for
more quickly and efficiently. Being able to do 3D walkthroughs
of homes online during the pandemic has helped keep the market
moving by allowing clients to thoroughly vet homes prior to seeing them, John says.

Most of all, through the loss of his father, John was reminded of
the importance of striving to live fully in each moment, show up,
and be present for both himself and for his clients.
That, John says, is the true essence of the Colorado lifestyle.

You can’t
change the
location, but
you can always
change the
home.
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Winter Blues got
your Furnace
feeling down?
How about $25 OFF
full system
Safety Inspection
Exp 3/31/2021 *Coupon limited to one per customer

(303) 442-6640

1750 55th Street, Suite D
Boulder, CO 80302
www.meyersheatingac.com
32 • December 2020

@realproducers

realproducersmag.com

Boulder County Real Producers • 33

