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If you are interested in contributing or nominating REALTORS® for certain stories, please email us at 
andrew.schindler@n2co.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers 
but remain solely those of the author(s). The paid advertisements contained within the Lincoln Real Producers magazine are not endorsed or recommended by The N2 
Company or the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

ACCOUNTING SERVICES

R/EAL Accounting

(402) 890-7077
www.realaccountingllc.com/

ADMINISTRATIVE SERVICES

BspokeIQ

(531) 500-7788
www.bspokeiq.com/

ASSOCIATION  

OF REALTORS®

Realtors Association 

of Lincoln

(402) 441-3620
lincolnrealtors.com/

CARPET CLEANING

PureCare Dry 

Carpet Cleaning

(402) 580-4850
purecarecarpet.com/

CLEANING -  

RESIDENTIAL/COMMERCIAL

Dirty Deeds  

Midwest Cleaning

(712) 301-1457
www.dirtydeeds 
mwcleaning.com/

CRM

Bonzo

(614) 357-2367
getbonzo.com/

ESTATE SALES

My Silver Attic

(402) 937-1771
www.mysilverattic.com/

FINANCIAL ADVISOR

Edward Jones - 

Megan Gibbs

(402) 488-4564
www.edwardjones.com/
us-en/financial-advisor/
megan-gibbs

FLOORING

Underfoot Flooring Solutions

(402) 483-1502

HEALTH INSURANCE

Health Markets 

Insurance Agency

(402) 416-4628
www.healthmarkets.com/
local-health-insurance- 
agent/tlebo

HOME SECURITY

Lincoln American Electronics

(402) 421-1222
laesolutions.com/

HOME TECHNOLOGY

Diode Technologies

(402) 793-5124
diodetech.net/

HVAC

Harley’s Heating & 

Air Conditioning

(402) 466-3408
harleysheatingandair.com/

INSURANCE

Farm Bureau Financial 

Services - David Duff

(402) 423-7109
www.fbfs.com/ 
find-an-agent/davidduff

Olive Branch Insurance

(402) 499-9585
olivebranchmutual.com/

INTERNET  

SERVICE PROVIDER

ALLO Communications

(402) 480-6550
www.allocommunications.
com/locations/lincoln/

JUNK REMOVAL

Combs Clearouts

(402) 570-4233
www.combsclearouts.com/

LAWN CARE & 

LANDSCAPING

Peterson Ground Roots

(402) 525-9970
www.facebook.com/
Petersongroundroots? 
mibextid=2JQ9oc

MED SPA

Allerica Aesthetics

(402) 781-4195
www.allerica.com/

MORTGAGE LENDING

Charter West Bank

(515) 783-3862
www.charterwest.com/
mortgages/

CMG Home Loans

(402) 219-1502
www.cmghomeloans.com/
mysite/noelle-jacquot

Gershman Mortgage

(402) 244-0378
www.gershman.com/
locations/lincoln-ne/

Guild Mortgage

(402) 416-3206
branches.guildmortgage.
com/ne/lincoln/ 
tara-suckstorf-850-hats.html

Lincoln Federal Savings Bank

Chris Elgert & Shane Podliska

(402) 421-8929
www.lincolnfed.com/blog/
meet-our-wilderness- 
hills-lending-team

Security First Bank

(402) 323-8004
security1stbank.com/
mortgage/

PAINTING

FreshEffects Painting

Tim Majorins

(402) 430-4053
fresheffectspainting.com/

PROFESSIONAL 

PHOTOGRAPHY

Corey Rourke Photography

(402) 466-4644
www.coreyrourke 
photography.com/

Stacy Ideus Photography

(308) 440-8043
www.stacyideus.com/

REAL ESTATE BROKERAGE

HOME Real Estate

(402) 578-1825
www.homerealestate.com/

REMODELING

Hess Contracting

(402) 750-6614
www.facebook.com/profile.
php?id=100042220070255

ROOFING & EXTERIORS

BB Roofing

(402) 890-4469
www.bbroofing.com/

TITLE & ESCROW

402 Title Services

Holly Morgan

(402) 858-8000
www.402title.com/

Charter Title & Escrow

(402) 435-1244
www.charter-title.net/

Nebraska Title Company

(402) 476-8818
nebtitleco.com/
locations#lincoln

VIDEOGRAPHER

Altitude Motion Media

(402) 417-0678
www.altitudemotion.com/

WILDLIFE REMOVAL 

& PREVENTION

Bats to Rats

(402) 310-0904
batstorats.com/
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REDDI
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top producer

R E A D Y  T O  R O L L  U P  H E R  S L E E V E S

Connie Reddish has truly done it all: Truck driver, barrel racing champion, certified nurse assistant, dog 

groomer, and she even worked in an electrical factory for many years. But over the past decade, this rising-

star-turned-phenomenal mentor continues to rack up referral after glowing referral for one solid reason.

“If it’s important to my client, it’s important to me,” 
Connie explains. “I tell all three of the agents I’m 
currently mentoring at Nebraska Realty, you have 

to really listen to understand what your cli-
ent needs to get a house under contract 

and then go to work. You can’t just put 
a sign in the yard and say ‘voila.’”

COMING OUT OF RETIREMENT 
Born and raised in Panama, 

Nebraska, Connie learned 
the value of hard work and 
ingenuity from an early age. 
After attending Southeast 

Community College, 
where she earned an 

associate’s degree in business, Connie embarked on 
a diverse career path that included driving big rigs, 
and spending 27 years at Schneider Electric factory 
in fabrication setup.

“My mother was a plumber, and I worked in an 
electrical plant – I love to fix things,” she declares.

It wasn’t until she retired and moved to California 
to be closer to her three daughters that Connie 
found her true calling in real estate.

“I tried grooming dogs for a few months, but it just 
wasn’t for me,” she recalls with a chuckle. It was 
her daughter, already working in real estate, who 
introduced her to the business.



Lincoln Real Producers • 1312 • October 2024 @realproducers realproducersmag.com

“My son-in-law owned a brokerage, and after going 
on a few showings with my daughter, I was hooked. It 
felt like something I was meant to do,” Connie adds.

This newfound passion for real estate drove Connie 
to hit the ground running in 2014. She moved back 
to Nebraska in 2019 to take care of her father and 
happened to meet her future husband, Chad, on a 
blind date while she was in town. Connie has been 
crushing it as a top-producing local agent ever since.

MENTORSHIP WITH A MISSION 
Connie’s transition from RE/Max to Nebraska 
Realty in July of last year marked a new chapter in 
her fruitful career — one where she could give back 
by guiding new Realtors.

“I mentor a little differently than most people. 
I want agents to know that customer service is 
everything,” Connie explains. “I’ve always believed 
that if something needs to be done, you figure out a 
way to get it done. That mindset has really helped 
me succeed in this industry.”

Connie’s hands-on approach has certainly paid off. 
Last year, she closed 51 units, bringing in nearly 
$17.2 million in sales volume. This year, she’s 
already on track to surpass that with a projected 
76 units. Connie has won multiple awards along the 
way as well, including the RE/MAX Hall of Fame in 
only four years, the Chairman’s Award, and the 100 
Percent Club.

Despite her impressive accolades, 
Connie remains humble and 
readily credits others for 
helping her get ahead.

“It takes more than one person to be successful 
in real estate,” she acknowledges. “I have such a 
great support network — the Realtors who help 
me when I go out of town, the lenders and contrac-
tors I trust, and my husband Chad, who’s always 
there to lend a hand.”

THE ‘I CAN FIX IT’ APPROACH 
What truly sets Connie apart in the real estate 
world is her unique ability to take care of issues. 
Whether it’s physically fixing something on a 
property or finding a creative solution to a problem, 
Connie is always up for the challenge.

“I’m not afraid of work. If something needs to be 
done, I’ll do it,” she says. “I’ve crawled up on a roof 
to caulk a window, mowed lawns, wiped counters — 
whatever it takes to make sure the job gets done.”

This hands-on approach isn’t just limited to Connie 
either. Her husband, Chad, who is a farmer, often 
pitches in as well.

“Chad comes and helps me all the time with clients. 
He and my son came over with a chainsaw and a 
truck to chop up a tree on a client’s property recently 
after a big storm,” Connie notes. “Just last week, he 
helped me put up a new fence for a client who got a 
dog. My husband understands how important real 
estate is to me, just like farming is to him.”

This willingness to go above and beyond has earned 
Connie a stellar reputation among her 

clients and colleagues alike.

“Real estate is a lot of 
work, and you have 

to put your heart into it if you’re going to be suc-
cessful,” she affirms. ““If we get to the end, and 
both my client and the other side’s agent are happy, 
then I know I did my job because I always help 
where I can.”

Her advice to newer agents? “Listen to your clients. 
Make them feel seen and heard. Be somebody that 
makes others feel like somebody, no matter the 
price point,” she advises.

A LIFE FULL OF LOVE 
Outside the office, Connie keeps busy with Chad 
on their farm, where they embrace the rural life-
style together.

“It’s teamwork, really,” she smiles. “I help him with 
the farming, and he helps me with real estate. I still 
have my CDL, so sometimes I’ll even drive the semi 
in between showings with my dress on when he 
needs a hand getting a truck on the scales.”

Family is everything to Connie. She’s a proud 
mother to three daughters—Lindsay (39), Ashley 
(37), and Amberlee (35) — and a doting grand-
mother to her four grandchildren: Elle, Olivia, Nick, 
and Noa. She’s also the biggest cheerleader for her 
adopted son, 14-year-old Cayden.

“Cayden was a blessing in disguise,” she smiles. 
“I’m his biggest fan.”

When she’s not working or helping out on the 
farm, Connie enjoys traveling to see her family and 
throwing legendary, themed birthday bashes.

“We’ve had Mexican-style fiestas, beach-themed 
parties — you name it. It’s all about making fun 
memories together!” she beams. “We’re celebrating 
together in Miami and Dallas next.”

Connie also makes it a priority to give back to her 
community by regularly supporting St. Jude’s.

As for the future, Connie has no plans of  
slowing down.

“I’m going to continue making dreams come true, 
one home at a time. As long as I’m able to help my 
clients, other agents, and mentor others, I’ll keep 
doing what I love.”

I ’ M  N O T  A F R A I D  O F  W O R K .  I F  S O M E T H I N G 

N E E D S  T O  B E  D O N E ,  I ’ L L  D O  I T.  I ’ V E  C R AW L E D 

U P  O N  A  R O O F  T O  C A U L K  A  W I N D O W,  M O W E D 

L AW N S ,  W I P E D  C O U N T E R S  —  W H AT E V E R  I T 

TA K E S  T O  M A K E  S U R E  T H E  J O B  G E T S  D O N E .
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Ken Emmons
cover rewind - october 2018

THE THING I LOVE MOST  
ABOUT REAL ESTATE IS 
THAT IT’S NOT REALLY 

ABOUT REAL ESTATE; IT’S 
ABOUT PEOPLE.

After working in the industry for almost 50 years, 
Ken Emmons is a seasoned professional when it 
comes to buying and selling homes. And just 
like his motto explains, he quickly learned 
that real estate was about much more than 
just property. “Helping people is the part 
that I enjoy the most,” he says. “Helping 
people get from point A to point B – that’s 
what they’re trying to do, and so it’s a 
discovery process of understanding where 
they’re at and where they want to go, and 
then helping them do just that.”

Ken’s interest in real estate began 
in 1975 after working in the 
less-than-favorable condi-
tions of a boiler factory. He 
says, “I remember sitting 
in the back seat of the 
car with my wife, as our 
realtor drove us house 
to house, and I said to 
myself, ‘I can do this. I 
can sell houses.’” Ken 
immediately put his 
plan into action. 
He became 
licensed that 
same year and 
was fortu-
nate enough 
to work for 
a company 
that not 
only handled 
residential and 
commercial real 
estate, but that 
also had a hand in 
land development 
and new construction.

A long career in real estate 
means that Ken has a great deal 
of perspective on what it takes to 
be successful. “Time management 

and habits are two biggies for me,” he says. 
“But time management is a miss-statement 

– you can’t manage time, you can’t save 
time in a bottle.” To Ken, time manage-
ment means managing tasks, managing 
people, and, occasionally, managing a 
new idea – all of which he has accom-
plished to help establish himself as a 

Lincoln real estate success story.
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4224 Progressive Ave Lincoln, NE 68504
402-466-3408 • info@harleyshvac.com • harleysheatingandair.com

     harleys_hvac      harleyshvac

you ask. we deliver.

TRUSTED

TRADES
TRUSTED TRADES are valuable vendors who know how to serve the needs 

of REALTORS®. You may not require their services for every transaction, but 

when the need arises, you’re grateful for them. This group of vendors is 

critical to your business. Most importantly, these Trusted Trades will get the 

job done and make you look awesome to your clients!



Lincoln Real Producers • 1918 • October 2024 @realproducers realproducersmag.com

B
E

Y
E

R
Jo

sh
By Jess Wellar

Photos By Corey Rourke Photography

on the rise

B U I L D I N G  R E L A T I O N S H I P S  T H A T  M A T T E R

After years of working as a train 
conductor and managing properties, 
Josh Beyer realized that his 
true passion lay in forming deep 
connections with people while 
guiding them through one of the most 
significant decisions of their lives — 
buying a home.

A talented Realtor at Wood Bros Realty 
and a valued member of the Capital City 
Realty Group, Josh credits his candor 
and ability to remember the tiniest, ran-
dom details about people’s lives as his 
secret sauce for fledgling success.

FROM TRACKS TO TRANSACTIONS 

Born and raised in Dallas, Texas, 
Josh’s family relocated to Grand Island 
while Josh was still in middle school. 
He later moved to Lincoln for college, 
obtained a finance degree, and decided 
to stay. He spent the next five years as 
a train conductor with BNSF Railway, 
a job he enjoyed but found challenging 
due to its reliance on seniority.

“I liked conducting, but I kept getting 
furloughed,” Josh recalls. “As a full-
time dad, once I was furloughed for 
the third time, I decided to take my 
career elsewhere.”

This led Josh to property management, 
where he found a natural fit.

“I have managed properties for the last 
four years and I love getting to know 
residents and their situations. Even if 
they overshare!” he laughs. “I always 
find their circumstances interesting 
and enjoy chatting about where they’re 
at in life.”

But as more and more of his  
residents moved out of their apart-
ments to buy homes, Josh began to see 
a new opportunity.

“It just hit me one day — maybe I 
should become a Realtor as the next 
step to help them on their path to 
homeownership,” Josh explains.

A NATURAL FIT 

Josh’s transition to real estate felt like 
a seamless progression from his role in 
property management. He obtained his 
real estate license in early 2022 in an 
effort to continue these conversations, 
but quickly realized being an effective 
Realtor wasn’t a part-time gig.

“I planned to sell a few houses on the 
side after 5 p.m., but the more I got into 
it, the more I realized this isn’t part-time 
if you do it right. You have to make your-
self available to fit your client’s sched-
ule, not your own,” Josh points out.

Despite the hard work, Josh quickly 
found his footing at Woods Bros Realty, 
where his knack for relationship-build-
ing continues to pay dividends with 
$7.5 million in sales volume on 28 
transactions closed last year alone.

Josh notes being part of the Capital 
City Realty Group has provided him 
with the structure and support he 

From Left: Jayden, 
Josh & Brooklyn
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We are R/EAL, and we 
can’t wait to meet you!

Specializing in 
accounting, 

bookkeeping, payroll, 
and taxes for real 

estate professionals

402-890-7077
info@realaccountingllc.com 
www.realaccountingllc.com

 Laur, Jenny, & Becc

needs to thrive, as the team won the 
Top Ten Percent Chairman’s Award 
for the city of Lincoln last year.

“If you haven’t worked in real estate 
sales before, it’s like being thrown 
in a pond and told to swim. The 
structure of our team helps with 
scheduling, follow up, and keeps me 
accountable,” Josh shares. “We’re a 
laid-back group of seven agents who 
are all helpful and like to plan fun 
events outside of work.”

KEEPING IT REAL 

What sets Josh apart from other 
Realtors is his commitment to hon-
esty and transparency. He’s not afraid 
to talk someone out of a house if it’s 
not the right fit. This straightforward 
approach ensures that his clients end 
up in homes they truly love, not just 
houses they can live with.

“I just tell it as it is,” he states. “I try to 
be as open and honest as I can with all 
of my clients, even if it means telling 
them no. I want them to have the house 
they wanted so I have a lifelong client, 
not just one sale and then move on.”

Josh’s devotion to serving his clients 
is evident in the way he runs his busi-
ness as well.

“This just isn’t a job,” he emphasizes. “I 
am not in this for the next transaction 
— I love to develop relationships and 
turn my clients into friends and family.”

A BALANCED LIFE 

Outside of his Realtor role and manag-
ing properties, Josh is a full-time dad 
to his 11-year-old daughter, Brooklyn, 
and his 18-year-old stepson, Jayden. 
Family is everything to Josh, and he 
appreciates how real estate allows him 
to be present at home while providing 
for his loved ones.

When he’s not working, Josh enjoys 
golfing, attending his daughter’s vol-
leyball games, and hitting the slopes 
with his family on their frequent ski 
trips. He’s also committed to giving 

back to his community through vol-
unteering with his daughter’s school 
events, Meals on Wheels, and Big 
Brothers, Big Sisters.

Looking to the future, Josh has 
plenty of aspirations but notes his 
ambitions will never come at the 
expense of his family.

“I would like to explore more into real 
estate,” he shares. “I’m a numbers guy 
with a finance degree, so I wouldn’t 
mind getting my appraisal license 
eventually as well.”

Josh also hopes to expand his portfo-
lio of rental properties and continue 
building lasting relationships with 
his clients.

“My number one wish is to continue 
to work hard but also to maintain the 
at-home lifestyle with my family,” he 
concludes. “Not only is it fulfilling 
helping individuals and families find 
their home, but the relationships that I 
gain along the way are my favorite part 
— my clients mean the world to me.”
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402-750-6614

CUSTOM RENOVATIONS - KITCHENS - BATHROOMS
BASEMENTS - TILE WORK - VINYL FLOORING

PAINTING - FINISH CARPENTRY
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Our Mission: To provide our 
members avenues to community 

service, access to ethics, professionalism and 
industry education; and to act as an advocate for 
personal property rights for all.

Our Vision: To ensure the longevity of the REAL-
TOR® profession through community awareness of 
our value and by equipping our members with the 
tools necessary to promote professionalism, ethical 
conduct and the value of personal property rights.

April BUFFUM
NEBRASKA REALTY,  

HOUSING ADVOCACY COMMITTEE CHAIR

ral spotlight I WANT TO MAKE A POSITIVE IMPACT ON MY COMMUNITY!

Committee Statement of Purpose: 

1.	To partner with other groups in the community 
who develop and advocate new approaches to 
making housing more attainable to underserved 
members of the community.

2.	To promote resources and programs educating 
REALTORS® about counseling consumers on 
the home buying process. Keeping REALTORS® 
informed of developments in applicable civil 
rights laws, Fair Housing Laws and programs of 
the National Association of REALTORS®.

3.	To raise awareness in the community, by empha-
sizing the promotion of affordable housing which 
improves neighborhoods and impacts first-time 
purchasers, low and moderate-income persons, 
minorities, seniors, individuals with disabilities, 
renters, single-parent households, as well as all 
property owners in the community. Increased 
awareness creates a positive effect on the overall 
quality of life and economic climate of Lincoln 
and surrounding areas.

4.	To create a positive public position for the 
REALTORS® Association of Lincoln and mem-
bers in the fields of affordable housing, civil 
rights and equal opportunity in housing.

5.	To promote the use of the Fair Housing Logo by 
individual members and member firms of the 

REALTORS® Association of Lincoln. Provide 
educational materials and training for members 
on the duties, obligations and rights of individu-
als under Fair Housing Laws.

6.	To sponsor outreach and training programs to 
acquaint and recruit underserved members of the 
community in regard to the purpose and opera-
tion of the REALTORS® Association of Lincoln 
as well as with opportunities within the real 
estate industry.

We asked April about herself, her career and the 
Housing Advocacy Committee. Here’s what she had 
to say: 

Q: How did you first get involved in the REALTORS 

Association of Lincoln?

A: I started showing up to YPN and then started 
exploring other committees and the RAL events.

Q: What made you want to volunteer your time as a 

part of this Committee?

A: I want to make a positive impact on my commu-
nity. My passion for real estate, combined with a 
desire to address housing issues and advocate for 
better solutions, drove me to contribute my time to 
this important cause.

Q: What’s one area you want the Committee to 

focus on in 2024?

A: Affordable housing efforts.

Q: What’s your favorite thing about your job?

A: My favorite thing about my job is the opportunity to 
build meaningful relationships with clients and help 
them navigate one of the most important decisions of 
their lives. The trust and connections you develop, along 
with the satisfaction of seeing clients find their perfect 
home, make my work deeply rewarding.

Q: What is the best piece of advice you have received?

A: Build relationships.

Q: What would you want the title of your biography to be?

A: “Build Trust: A Legacy of Connection and Commitment”

Q: When you were a kid, what did you want to be when 

you grew up?

A: A salesperson.

Q: What do you like to do in your free time?

A: I love to travel, savor good food, watch my boys grow, 
ride my bike, exercise, and fully enjoy life.

Q: If you were to win an award, who would you thank in your 

acceptance speech?

A: I would thank God, and my family for their unwavering sup-
port, love, and understanding, as well as my mentors, colleagues, 
and clients who have trusted and guided me throughout my 
journey. Lastly, I would express gratitude for the inspiration and 
vision that fueled my passion to make a positive impact in my 
industry and community.

Q: If money was no object, what would your dream house look 

like and where in the world would it be?

A: A seamless blend of contemporary architecture with natural 
elements, my home might feature expansive glass walls to maximize 
natural light and showcase breathtaking views. The exterior could 
include organic materials like stone, wood, and steel, creating a har-
monious balance with the surrounding landscape. A wraparound 
infinity pool with outdoor living spaces that include a kitchen, fire 
pit, and lounge areas for entertaining…in Lincoln, Nebraska!

To get involved in this committee or learn more about our other 
committees and opportunities to get involved, please contact 
feedback@lincolnrealtors.com or (402) 441-3622
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your debts, you could use these funds to invest in an 
education savings vehicle, such as a 529 plan. When 
you invest in a 529 plan, your earnings and withdraw-
als are federally tax free, provided the money is used 
for qualified education expenses such as tuition, room 
and board, books, and computers. Depending on where 
you live, you may also get some state tax benefits from 
your 529 plan. And a 529 plan isn’t just for college — 
it can be used for K-12 private school tuition costs, 
plus expenses from qualified apprenticeship programs, 
such as those found at trade schools eligible for Title 
IV federal student aid.

It might not be easy to save and invest consistently 
for your retirement and your children’s education. But 
both goals are worthy — after all, retirement can last a 
long time and college is expensive. So, try to develop a 
financial strategy that can allow you to make progress 
in both areas — your efforts may well be rewarded. 

This article was written by Edward Jones for use by your local 
Edward Jones Financial Advisor. Edward Jones, Member SIPC.

If you’re a parent, you want to do everything you can to 
help your children succeed in life. Therefore, you might 
think that one of the best things you can do is to save for 
your children’s college education. And this is certainly 
admirable, but could it conflict with your ability to pre-
pare for another key goal — your own retirement?

Of course, this would not be a problem if you had unlim-
ited means, but most of us don’t fall into that category. So, 
given the financial resources and income you do have, how 
should you approach the college-versus-retirement issue?

Fortunately, it’s not necessarily an “either-or” scenario. 
However, it may make sense to prioritize saving for 
retirement over college, for two reasons.

First, your children have a lot more time to pay for 
college than you have to save for retirement. In addition 
to any grants or scholarships your children may receive, 
they might need to take out loans. While it’s a good idea 
to keep this debt load as manageable as possible, it’s also 
true that most student loans can be repaid over a long 
period of time.

And here’s the second point: One of the best gifts you 
can give your children is to be self-sufficient in your 
retirement. You could easily spend two, or even three, 
decades as a retiree, so you will need to build consider-
able financial resources to pay for all those years. Your 
adult children will have their own financial needs to 
address, so you’ll be doing them a great favor by reliev-
ing them of any financial responsibilities on your behalf.

Taking these factors into account, you may want to direct 
most of your saving and investing efforts toward achiev-
ing a comfortable retirement. Consequently, think about 
putting away as much as you can afford into your IRA and 
401(k) or other employer-sponsored retirement plan.

Even with this focus on retirement, though, you may 
find opportunities to save and invest for your children’s 
education. For example, if you receive bonuses or 
income tax refunds, or your salary goes up, or you’re 
able to free up money from your budget by reducing 

financial focus By Edward Jones

SAVING FOR COLLEGE?  

O R  R E T I R E M E N T ?
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www.bbroofing.com

Nebraska's roofing and
exterior specialists

Roofing  -  Gutters  -  Windows  -  Siding 

Our HAAG Certified 
team is ready to 

provide your
free inspection.

Call Today!
402.890.4469
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At Pinnacle Realty Group, our agents define who 
we are. Located in Lincoln, Nebraska, and licensed 
to sell across the entire state, we specialize in both 
residential and commercial real estate. What sets 
us apart is the talented and driven team of individ-
uals who make up our brokerage. Each agent brings 
a unique set of skills, experiences, and a shared 
commitment to serving clients with professional-
ism, integrity, and heart. Our collective image is a 
reflection of our agents, and they are the heartbeat 
of Pinnacle Realty Group (PRG) and I’m honored to 
serve alongside them and share with you who they 
are and what sets us apart. 

LAUREN LINEWEBER:  

THE DETAIL-ORIENTED COMMUNICATOR

Lauren joined me in 2022, and her attention to 
detail and dedication have been invaluable. As I 
focused on investment and commercial real estate, 
Lauren seamlessly co-listed residential proper-
ties and worked with my buyers. Her communi-
cation skills are second to none, and my clients 
often express their appreciation for her clear and 
thoughtful messages. In fact, they’ve even men-
tioned that they prefer her words over my emo-
ji-filled texts! Lauren is friendly, hardworking, and 
compassionate. She truly cares about people and 
brings her all to every transaction.

PHIL KNUDSEN: THE DEDICATED FATHER AND 
PASSIONATE AGENT

Phil exemplifies dedication, not only to his family 
but also to his clients. As a father of three, Phil’s 
commitment to his children is matched by his pas-
sion for real estate. He enjoys the outdoors, hunt-
ing, and motorcycle riding, and channels that same 
energy into his career. Before joining PRG, I had 
the opportunity to work alongside Phil on several 
deals, and I was always impressed by his client-first 
mentality. Phil is the kind of agent who prioritizes 
relationships, ensuring his clients’ best interests 
are at the forefront.

MONTY ROHDE: THE SEASONED PROFESSIONAL 
AND LIFELONG LEARNER

Monty’s wealth of life experience makes him a pillar 
of wisdom at Pinnacle Realty Group. With a back-
ground in engineering and an impressive career as 
Senior Vice President and General Manager for an 
international design and manufacturing company, 
Monty decided to enter real estate after his wife 
passed away. He sought something to keep him active 
during retirement, and he’s been unstoppable ever 
since. His drive, hunger to learn, and attention to 

A Team of Exceptional Agents 
& Unwavering Commitment

PINNACLE 
REALTY  
GROUP

By Matt Garner
Photos by: Altitude Motion Media

brokerage highlight

Matt Garner, Broker

detail inspire everyone around him. Monty is always striving 
to be better, and his influence on the team is immeasurable.

ASHLEY CHURCH: THE EXPERIENCED HELPER WITH A 
HEART FOR CLIENTS

Ashley’s extensive experience in real estate, coupled with 
her upbringing in the industry, has shaped her into an 
exceptional agent. Balancing her professional life with 
raising three children, Ashley is passionate about help-
ing others. She uses her knowledge to guide her clients 
through their real estate journeys with ease and expertise.

SALLY PETERSON: THE BACKBONE OF PRG

Sally is the heart and soul of Pinnacle Realty Group. She 
and her husband Bob founded PRG in April 2015, alongside 
Ashley, Boomer, and their families. Without Sally’s hard 
work and sacrifices, PRG wouldn’t be the thriving broker-
age it is today. Sally’s unwavering support of the agents and 
their families made PRG feel like home to me. Even as I 
worked closely with Bob and Boomer, Sally’s commitment 
to the team showed me that PRG was where I belonged. I’m 
honored that Sally continues to hang her license at PRG and 
has entrusted me to carry on the legacy as her broker.

MICHAEL AND AMBER OLDERBAK: THE NEWEST 
ADDITIONS TO THE PRG FAMILY

Michael and Amber Olderbak are the newest members 
of our team, and I couldn’t be more excited. They share 
a passion for real estate investing and bring years of 
experience to the table. Together, they have four beautiful 
children and run a family business, offering their clients 
exceptional guidance in buying, selling, and investment 
real estate. Michael and I go way back, and from day one, 

we’ve shared a passion for real estate. Their addition to 
our team is a testament to the continued growth and col-
laboration we foster at Pinnacle Realty Group.

MY GOAL AS A BROKER 

As the broker of Pinnacle Realty Group, my goal is to 
provide a solid foundation for our agents to build suc-
cessful businesses. Drawing on my experience in both 
residential and commercial real estate, I aim to guide our 
agents in every aspect of the industry. More importantly, 
I want to carry forward the values and principles set by 
Bob Peterson. Our agency is service-driven, and we always 
prioritize the needs of our clients above all else.

I believe that each agent is, in 
essence, their own business 
owner. My role is to support 
them, offering guidance and 
leadership so they can grow and 
succeed. For my wife Mandy 
and me, owning this brokerage is more than just a busi-
ness; it’s about setting an example for our sons, Miles and 
Major. We want to leave a legacy of hard work, endurance, 
and happiness—both for our family and for everyone at 
Pinnacle Realty Group.

From Left: Matt Garner, Lauren Lineweber, Sally Peterson, 
Monty Rohde, and Phil Knudson
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DELIVERING EFFICIENT  
TRANSITIONS WITH HEART

partner spotlight
By Jess Wellar
Photos By Stacy Ideus

MY SILVER ATTIC 

COMPANIES
From Left: Nancy, Brian 

and Tyler Workman
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A
s the proud owner of My 
Silver Attic Companies, Brian 
has built a unique business 

near Lincoln, Nebraska, that offers 
full-service estate sales and move 
management. But the heart of Brian’s 
work isn’t just about clearing out homes 
or selling items; it’s about helping 
people through some of the most 
emotional moments of their lives.

“When you go into a home, stress is high — but 
when you start to see the relief come over a family 
when they know we’ll help take care of everything, 
it’s very rewarding,” Brian explains with a smile. 

FROM HEALTHCARE TO HOME CARE 

A true entrepreneurial spirit, Brian was immersed 
in the healthcare industry for almost a decade, 
running several successful businesses that provided 
medical equipment and in-home medical assistance.

But it was one particular client encounter that 
altered Brian’s life.

“A customer we were working with had to go into 
assisted living, and they had a lifetime’s worth of 
stuff,” Brian recalls. “We helped out by research-
ing estate sales, and I became infatuated with the 
passion that was necessary in order to truly help 
people through such a difficult transition.”

This experience led Brian to realize that his 
true calling wasn’t just about selling products or 
services; it was about making a real difference in 
people’s lives.

“When you’re in the medical equipment world, it 
was more of an arms-length transaction,” Brian 
points out. “With my healthcare business having a 

large footprint in various states, I rarely got to know any of our 
customers. But in this business, I’ve laughed, had to be direct, 
and even cried with our customers. You really have to have a 
heart for care to be in this line of work.”

With a degree in Psychology from the University of Nebraska-
Lincoln, Brian also found a way to utilize his academic back-
ground when he launched My Silver Attic eight years ago.

“The psychology behind what we do is much more than percep-
tion and synapse,” he says. “It’s emotions as humans help other 
humans ride through life.”

A FULL-SERVICE APPROACH 

What sets My Silver Attic apart from other estate sale companies 
is the comprehensive range of services it offers.

“We’ve now become a real and full-service solution to the com-
munity,” Brian notes proudly. “In addition to estate sales, we 
provide clearouts, rolloff dumpster rentals, online auctions, and 
home acquisitions — both with or without contents.”

The business is a family affair, with 
Brian’s mom, Nancy, and his son, Tyler, 
playing integral roles.

“Nancy handles all of the scheduling, 
HR, and sale day financials,” Brian offers. 
“Tyler handles our clearout and rolloff 
rental division as well as various day-to-
day tasks.”

With a team of nine employees, Brian is 
quick to praise the hard work and dedi-
cation of his staff: ‘Our employees are so 
significant to this business. They are the 
lifeblood of why this business works the 
way that it does.”

For top agents, My Silver Attic is a per-
fect partner.

“We’re efficient, and we move quickly 
while being supportive of the relationship 
with Realtors,” Brian emphasizes. “We 
welcome open communication and want 
Realtors to understand that we have thou-
sands of shopping customers and locals 
that frequent our sales.

“We will gladly accommodate Realtors 
and love to put out brochures. It’s also a 
great time to highlight the home whether 
it’s currently for sale or coming soon!” 

BEYOND THE BUSINESS 

When Brian isn’t working, he’s spending every precious 
minute with family. He and his wife, Jenni, have four 
children — Taylor, Tyler, Teyton, and Tysen — and two 
granddaughters, Charli and Riley, who Brian readily 
admits to spoiling.

“There really is no greater joy for Jenni and I than know-
ing that our kids love Jesus, they love each other, and they 
can’t wait to come home or go on vacations together and 
just hang out,” Brian says with pride.

Family vacations are also something Brian 
looks forward to each year.

“Colorado and DisneyWorld are our fam-
ily go-to vacations,” Brian shares. “We are 
preparing this next year to take my mom 
and our granddaughters to DisneyWorld 
again, and that’s going to be super fun.”

Looking to the future, Brian remains 
focused on growing his business after 
some unprecedented challenges.

“The most significant thing we’ve been 
through with this business was COVID,” 
Brian reflects. “We were forced to adapt in 
order to survive.”

Now, with the challenges of the pandemic 
behind them, Brian is looking ahead.
“We’ve seen significant interest in having 
our full-service plan offered as a fran-
chise-type model in other larger towns 
and states,” he adds.

As Brian continues to expand My Silver 
Attic though, he remains grounded in his 
core values.

“We’re not chasing the almighty dollar,” 
he remarks. “We’re honoring God every 
day with what we’re doing while provid-
ing a service to the community, providing 

jobs, and peace to the customer.

“It’s imperative for Realtors to understand that our roles 
are compatible and important in this community,” Brian 
concludes. “We value that relationship together, and our 
referrals back and forth are respected and treasured.”

If you or your client is looking for a full-service partner, don’t 
hesitate to reach out to Brian Workman and his team at My 
Silver Attic. Visit their website at www.mysilverattic.com or 
call 402-937-1771 today.

IT’S IMPERATIVE FOR REALTORS TO UNDERSTAND THAT OUR ROLES  

ARE COMPATIBLE AND IMPORTANT IN THIS COMMUNITY.

Tyler & Brian Workman
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