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If you think about it, almost every significant 
milestone in history began with a real estate 
deal of some sort. Take the Louisiana Purchase. 
In 1803, Napoleon Bonaparte found himself in 
a bit of a pickle. Conquering Europe had proved 
more expensive than he had anticipated and 
invading Britain, next item on his list, promised 
to consume a mountain of cash. His solution-
-sell that irksome territory Louisiana, which 
didn’t seem to offer anything except a very large 
swamp, a host of angry Indians and a few isolat-
ed trading posts. Even better: there was a willing 
buyer, those upstarts, the Americans.

When U.S. President Jefferson’s negotiators 
arrived in Paris they thought only New Orleans 
and the surrounding parishes were up for grabs, 
but when they learned Bonaparte was ready to 
part with the entire Mississippi basin, Jefferson 
pounced. The little emperor got his cash, 50 
million francs ($268 million in today’s values) 
while America doubled in size, adding land 
worth around $1.83 trillion on today’s market.

Today, most families are anchored to a home 
that was probably acquired in a real estate 
transaction involving a real estate professional 
or two. There are real estate agents and there 
are great real estate professionals. Here’s the 
Top 10 great ones of Parker County.

It’s not easy. Our staff at PCT worked hard to 
find the top champions in the real estate field. 
We asked our readers, their opinions on who 
is the best of the best and why they thought so. 
We asked the top producers in the industry who 
they felt was the best in their industry. It wasn’t 
easy. But, with a rapidly-growing subscriber 
base and so many people wanting to come to 
Parker County, we felt that we owed it to our 
readers to pinpoint the top real estate profes-
sionals in our core coverage area (a.k.a. Parker 
County). 

Finding a great real estate professional to 
guide you through the property-buying process 
may mean the difference between having a 
pleasant and memorable transaction or a high-
stress, bumpy experience.

Here’s What We Looked For: 

Real Estate Pros That Know Parker County 
It’s important for the person selling a home 
in Parker County to know the area, know the 
history of the neighborhood and the property, 

as well as what’s on the horizon for the rapidly 
booming county. Having a realtor that has a 
pulse on upcoming changes can save you a lot 
of time and money…or both. 

They Have a Desire to Help People 
Although they are in the service profession 

and their job centers on helping other people, 
by either staging a home for showing or intro-
ducing a new family to the community, real 
estate agents do have the tendency to easily 
burn out from the constant demands. However, 
the best ones that we found embrace their 
desire to help their clients navigate one of the 
biggest financial decisions of their lifetime. 

Tenacious, But Gracious 
Whether you’re the buyer or the seller, you 
want the real estate professional who represents 
you to be tenacious. If you’ve found the prop-
erty you want, you need your real estate profes-
sional to be aggressive about making the deal. 
If you’re the seller, you need your real estate 
pro to follow up quickly after your property is 
shown. You want the person representing you 
to never be shy about speaking out in your best 
interests.

You Need A Hard Worker 
A realtor should appear to be tireless and 
should work on the sale of each property as if 
it was the most important thing in his or her 
life. The expression, “If you want something 
done, ask a busy person,” goes double in real 
estate. If you want your property sold, ask a real 
estate professional that has a ton of listings. If 
you want help finding the perfect property for 
you — ask a busy real estate pro. Chances are 
they’ll find it faster and negotiate better than 
one who has lots of time on their hands. 

Integrity
To maintain trust with your clients and score 

the all-important referral, you need a real estate 
professional who will hold themselves to a high 
ethical standard. They are working with your 
life savings and for this reason alone, it’s impor-
tant that the real estate professional that you 
pick be someone who is committed to what’s 
right. 
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our business: TOP 10 REAL ESTATE PROS

Stephen Reich  —
Marketing The ‘Reich’ Land

It isn’t by luck or coincidence that Stephen Reich is one 
of Parker County’s top Realtors. It comes with years of 

experience and hard work mixed with honesty, humble-
ness and gratitude.

“I wake up every morning and I thank God that He 
has blessed me to be where I am and to have what 
I have,” said the owner of Aledo-based The Stephen 
Reich Group, part of Williams Trew Real Estate. “I am 
not scared to work. I’m not scared to do what I say I am 
going to do. I treat people fairly and treat them all the 
same. The most important piece of advice I could ever 
give to a new realtor is this — do what you say you are 
going to do.”

Raised on a Cisco ranch, Stephen earned his 
Bachelor’s degree, and then his MBA, from Tarleton State 
University. He first worked for Texas Farm Bureau sell-
ing insurance until 2008 when he decided to go into 
real estate – which was soon followed by the economic 
collapse that affected all markets and industries, including 
real estate. But he persevered.

For his first five years in the real estate business, 
Stephen kept working his insurance business by day and 
his real estate business on nights and weekends. 

The combination of those experiences taught Stephen 
the importance of morals, hard work, ethics and applying 
yourself to be the best and strive for excellence in what-
ever you do. He says success comes by never becoming 
comfortable or letting up.

“A lot of times people say, ‘What do you have to do 
be successful?’” Stephen said. “I do think a lot of the 
time, people sell something and then they are like, ‘Oh 
my, I got that done. I worked a bunch to get that done 
and now I am going to go spend a few days with the 
family, relax a little bit and then go back to work.’ I tell 
everybody who works for me, and everybody who is new 
in the business who asks me for advice, that when you 
get one rolling in the right direction, stand on the throttle. 
Don’t back off. It is so much easier to put a deal together 
when you have one working than when you don’t have 
anything going. I think that is the biggest key to success is 
don’t quit when you get one done. Keep going.

Another key to success, Stephen said, is not being 
afraid to make mistakes, and then knowing how to 
correct those you do make.

“Everybody makes mistakes,” he said. “I have made 
mistakes. I always say how you handle your mistakes is 
what defines you. Anything that somebody wasn’t happy 
with, I try to make it right. I must have done something 
right because I have a very, very good clientele. The refer-
rals are just unbelievable. I am very fortunate to be where I 
am. I’d love to take credit for it, but I don’t think I can.”

You never know where a real estate career will 
lead you, or who you will meet. Stephen recalls as one 
of his most memorable transactions helping film and 
television producer Taylor Sheridan purchase an area 
ranch. Sheridan had just launched his television series 
“Yellowstone,” starring Kevin Costner.

Stephen says while he works with buyers and sellers, 
he doesn’t consider himself a salesman.

“I have always said that what I do is I don’t sell,” he 
said. “Especially with a buyer. You present the property, 
you present the facts about the property, and if the prop-
erty doesn’t sell itself then you need to keep working.

“I had a client tell me one time, ‘We looked at a piece 
of property and he said give me the sales pitch.’ I said if 
you need a sales pitch, it’s not the place for you. If you 
have to have a sales pitch to buy a piece of property, if I 
have to car salesman you into buying a property, it’s not 
the place. That’s just my theory. When you are listing a 
property you need to make it look the best you can and 
put its best foot forward, and present all the positives. If 
you do your job right, the property will sell itself.”

Which is how Stephen has become so successful – he 
puts his best forward, stays positive and let’s his knowl-
edge and reputation speak for itself.

One last piece of advice for new realtors?
“Yeah,” he said, “Return your damn calls!” 
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Success for realtor Tara Stark goes 
far beyond a sale. Her satisfac-

tion comes in serving her clients and 
helping them find the right property, 
or selling their property, for the right 
price.

“My clients’ goals are first and 
foremost in every transaction,” said 
Stark. “Being able to achieve success 
is about them getting what they want 
in the timeframe they want it in. I 
believe that I am an amazing negotia-
tor and have a keen sense of helping 
people navigate through a transaction 
to their desired outcome.”

Stark’s skills are honed from her 
16 years in the real estate business. 
She is an agent with Keller Williams 
Realty and specializes in residential 
and farm and ranch properties.

“I was exposed to real estate 
through life evolving and chang-
ing,” she said. “The career choice 
offered the perfect opportunity to 
create a world that fit my lifestyle at 
the time while simultaneously being 
financially rewarding for my family. 
Through hard work, continuous learn-
ing, perseverance and sheer grit at 
times, this career can be everything 
you want it to be.”

A resident of Willow Park, Stark 
has a daughter and son-in-law, 
Lauren and Clyde Ledford. She said 
her daughter is her “Number one fan 
and cheerleader.”

“Her belief in me has been a gift I 
shall cherish always,” she said. “My 
parents and family are right there, 
too. Growing up in a family with 
standards, honesty and integrity is just 
our way of life. If you wanted some-
thing for yourself, it could happen, 
yet it was up to you to make it come 
true. I also know and believe that 
those whom you surround yourself 
with matter, and to always be striving 
to know more and be a better human 
being than I was the day before.”

Stark also credits her broker, 
friends and colleagues as being 

our business: TOP 10 REAL ESTATE PROS

The Clients’ Goals are Foremost for Realtor Tara Stark
16-year veteran of the real estate business recognized as one of Parker County’s best

among those who influence and posi-
tively impact her life.

“Every person that I have come 
in contact with has shaped my life 
in one direction or another. Each of 
those people are part of my story, 
for I would not be where I am today 
without each experience,” she said. 
“I love to read. The Bible has shaped 
my life immensely, philosophers such 
as Jim Rohn, and Napoleon Hill to 
today’s Grant Cardone and Mark 
Patterson are all mentors through the 
written word.” 

Stark said a successful transaction 
begins with becoming familiar with 
her clients and what they are looking 
for when buying or selling property.

“Why they are choosing to buy 
or sell and what is important to them 
about it, and how will it affect their 
life?” Stark said. “Every direction 
within the transaction should go back 
to their reason ‘why.’” 

When asked what gives her the 
most satisfaction in working with 
clients, she replied, “Making a differ-
ence in people’s life through the sale 

of real estate. Helping them navigate 
the waters to transition into the next 
stage of their life!”

Stark reflected on one of her most 
memorable transactions.

“Memorable is not always about 
the largest transaction; however, one 
that I will never forget was for a fami-
ly selling the ‘family ranch,’ which 
had been passed down through 
generations,” she said. “Helping them 
through a transition in life with tears 
of loss at the closing table, but joy 
for the opportunity to move on to the 
next chapter of their life.”

For leisure, Stark enjoys spend-
ing time with her recently purchased 
registered quarter horse that allows 
her to “step back into the cutting 
horse show pen! Extra time is defi-
nitely spent there!”

Asked her advice for new and 
up-and-coming realtors, Stark said, 
“You can take your life on a journey 
and be anywhere you want to be in 
five years. You just need to know 
what you want and start heading 
there today!” 



Tara grew up on ranches all over Texas and Oklahoma all while pursuing her passion of riding horses. In
2003, she made a career change from riding cutting horses full time to creating a business in the world of

Real Estate, a change that forever impacted her life. In two short years she had built her business to become
the top producing agent in her office and has never looked back; proving her drive is unmatched and her

standard for excellence is unwavering. In 2015, Tara began building her team with the same standards,
growing a remarkable business built on faith, love, and the pursuit of Making a Difference for each and

every person the team comes in contact with. Based in the heart of Historic Downtown Weatherford and
experts in luxury estates, equestrian facilities, residential homes, and recreational ranch properties, The Tara

Stark Real Estate Group had the pleasure of helping 79 families buy and sell properties over this past year
alone. Tara and the team have been awarded for being the #1 KW Team in Parker County and the top

producing Farm & Ranch agent for Keller Williams International for the past 3 years. 

RESIDENTIAL
LUXURY ESTATES
LAND & RANCH

817.266.2816
TARASTARK@KW.COM
WWW.TARASTARK.COM

Making a Difference
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Jim Duncan — 
Known as “The Renaissance Realtor” He is Always Willing to Share his Knowledge, Wisdom

Jim Duncan is not only one of the most successful and 
knowledgeable realtors in Parker County, he is always 

ready to share his decades of experience with others in 
the real estate business.

The son of C.T. and Mildred Duncan, Jim was raised 
in Weatherford and attended Weatherford schools. He 
graduated from Texas Tech University in 1968 with a 
degree in finance, specializing in real estate. 

“I met Susan Caldwell from McKinney, and we 
raised two wonderful children, Ashley Conlon and Matt 
Duncan, and we have three amazing granddaughters,” he 
said.

Jim said it was during his junior year in college that 
he began seriously considering how and where he would 
make a living. Naturally, he sought the advice of his 
father, mentor and real estate legend C.T. Duncan.

“I called dad and asked him if he thought there was 
enough real estate business in Weatherford to support 
two families,” Jim said. “He thought it could, so I came 
back to Weatherford to work with my dad.”

Jim Duncan said one word best describes what it takes 
to be successful in this business — honesty.

“Without that, you cannot truly represent your client,” 
he said. “As in any fiduciary relationship, you must put 
your clients’ best interests above yours.”

Building relationships with clients is vital.
“I try to get them to determine what their true needs, 

wants and abilities are. I have never thought of myself as 
a salesman but as someone who can help show people 
how to obtain their goals,” he said.

Having overseen so many transactions with so many 
buyers and sellers over the years makes it difficult to 
recall any single transaction that stands out.

“I have been blessed with many memorable moments 
and transactions from the smallest lake lot on Lake 
Weatherford back in the late 1960s to several multi-fami-
ly apartment transactions. From modest homes to luxury 
homes and even exotic game ranches,” Jim said. “I think 
some of the things that give me the greatest satisfaction 
about my profession is that I have seen a lot of changes in 
our industry, most for the good. I am able to help some of 
the newer real estate professionals understand contracts 
and amendments and how these protect the consumer. I 
also have the privilege of helping consumers understand 
their real estate transactions.”

He said he and his wife enjoy spending their free time 
with their three grandchildren. 

“Two of them are involved with Longhorn cattle and 
show goats,” Jim said. “Our third granddaughter is very 
talented in music and art and shares her guitar and ukule-
le songs with us.”

Asked what advice he might give someone starting 
out in the real estate business today he said it would be 
“to seek out the real estate company that offers you the 
best education and training. Also, choose a company that 
offers both national and international platforms to draw 
referrals from corporate personnel moving into our area.”

If you are a young agent and wish to seek out more 
advice and wisdom from Jim Duncan, don’t be afraid to 
ask. He is always ready, willing and never too busy to 
help guide a young realtor’s career.



© 2014 Century 21 Real Estate LLC. CENTURY 21® and the CENTURY 21 Logo are registered service marks owned by Century 21 Real Estate LLC. Equal Housing Opportunity.
Each office is independently owned and operated.

Jim Duncan, REALTOR®

Judge Fite Company
817.596.9446
817.613.6861
C21jduncan@aol.com

His passion is our Community.  

He serves or has served in these organizations:

•Parker County Sheriff’s Posse

•Weatherford Noon Lions Club

•Weatherford Economic 
   Development Industrial Foundation

•Numerous City of Weatherford committees

•Numerous Weatherford ISD committees and clubs

•First United Methodist Church

•Weatherford Downtown 10

•Weatherford Chamber of Commerce

•Greater Metro West Association of Realtors
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our business: TOP 10 REAL ESTATE PROS

Rebekah Dugger —
Being a Buyer’s/Seller’s Advocate Is The Aim For This Top Parker County Realtor

As a realtor for Williams Trew 
Real Estate, Rebekah Dugger 

says she doesn’t see herself so 
much as a salesperson as she 
does an advocate for the buyer or 
seller.

“I still can’t convince myself 
that I am a salesperson, although 
many people have told me other-
wise,” said Dugger. “I truly just 
want to help people. My role in 
the transaction is to be a buyer’s 
or seller’s advocate, a voice of 
reason and a source of wisdom 
… and inevitably their counselor! 
When you see yourself as equip-
ping people with the knowledge 
and tools to make the best deci-
sion, then you no longer feel like 
you are a pushy salesperson.”

Perhaps her client advocacy 
drive comes from the desire she 
once had of becoming an attor-
ney.

“I loved the idea of fighting for 
my clients and bringing encour-
agement to people in difficult situ-
ations,” she said. 

Marriage and family altered 
that career plan.

“I then went into education, 
because I felt like it was a career 
that I could still make a big differ-
ence in,” said Dugger. “I was in 
education for several years work-
ing for a teaching certification 
company and teaching middle 
school math at a Title 1 school in 
San Antonio.”

After three years in San 
Antonio, they missed North Texas. 
“Me, my big pregnant belly, my 
1-year-old daughter and husband 
made our way back home.”

She said before becoming a 
realtor all she knew about the real 
estate business came from watch-
ing reality TV.

“My knowledge of the industry 
revolved around what I saw on 
HGTV,” she said. “According to 

‘House Hunters,’ buyers had three 
properties to choose from, contracts 
were negotiated in 30 minutes over 
coffee and everyone could afford 
their dream home! Who wouldn’t 
want to be a part of that!”

Dugger had experience buying 
and selling her own homes, and she 
had remodeled some properties. Still, 
she said she had no concept of what 
being a real estate agent entailed.

“At the time, we were fostering 
my now-adopted son and my oldest 
child was going into preschool,” said 
Dugger. “I was looking for a career 
that would allow me to balance 
the needs of my family and provide 
flexibility. Little did I know what an 
exciting and demanding chapter of 
life I was getting into!” 

She has been a realtor for five 
years and hasn’t looked back, work-
ing her way to recognition as one of 
Parker County’s top agents. She is a 
member of the National Association 
of Realtors and Texas Realtors.

“I have been married to my high 
school sweetheart for 13 years and 
have been blessed with six beautiful 
children through birth, adoption and 
foster care,” said Dugger. “My family 
means everything to me and when 
the long days and nights become 
overwhelming, they are the driving 
factor that keeps me sane!”

She has a BBA in Marketing from 
Tarleton State University.

Dugger said there are many 
people who have helped guide and 
mentor her.

“I have many amazing people 
in my life, and through the roots of 
my family’s strong faith I have been 
shown countless examples from my 
parents and grandparents of how to 
care for people,” she said. “I may 
have not grown up around selling 
homes, but I did grow up in an envi-
ronment where you take the shirt off 
of your back for others, and I truly 
attribute that attitude to my success 

as a realtor.”
Despite once believing she would 

never be in sales — especially ones 
involving some of the biggest deci-
sions a person makes in life — she 
said she relies on her love of people, 
a God-given wit and the drive to get 
the job done to best serve her clients.

“When you truly care about your 
clients, you aren’t selling them on 
anything,” said Dugger. “Getting 
to know people is crucial in find-
ing them a home. I start with the 
basics. How many bedrooms, bath-
rooms, yard size, school district, 
etc., just to get them talking. Then I 
keep them talking and the conver-
sation transitions to why they are 
moving. Pretty soon I know a lot of 

Continued on page 120



REBEKAH DUGGER   |   817.992.9463
rebekah.dugger@will iamstrew.com

FAMILY IS 
EVERYTHING

My family is my driving force and I treat my clients like they are my extended 
family. It’s a privilege to help so many in our community find their home. 

I’m proud to be named a 2020 Top Real Estate agent by both Parker County Today and Fort Worth Magazine. 
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Matt Milligan —
Persistence and Dedication to Serving Clients Drives Real Estate Broker/Owner

Matt Milligan tasted success early in his real estate 
career, and quickly learned success comes with 

effort and persistence.
“At the very start of my career I was blessed to have 

worked with Ted Turner and sell him roughly 60,000 
acres,” Matt said. “I really believe that transaction helped 
me get the contacts and strong self-esteem that helps me 
out today. It was one of the hardest, most complex trans-
actions that I have ever done, but it showed me not to 
ever give up. There is always a way to think outside the 
box and get the deal closed.”

The owner/broker of Trinity Country Real Estate — 
specializing in farm, ranch, residential and commercial 
property transactions — Matt said he has built his 20-year 
career on two guiding principles and knowing what is 
important.

“Be yourself and be honest,” he said. “Don’t ever sell 
something to someone that you can’t get them out of 
if they should have a change in their life. Reputation is 
everything. I’m a hard worker. Eighty- to 90-hour weeks 
come easy for me. Having a great team at your office is 
everything. The team is by far the most important.”

A member of the Parker County Sheriff’s Posse, Matt 
and his wife, Ashley, have been married 17 years. They 
have two children, Grace and Cole, and enjoy living in 
northwest Parker County.

Matt credits Jim Zacharias with showing him the ropes 
when he was just starting out in real estate.

“Jim is a very hard worker and showed me if you 
give it 110 percent then you will definitely reap your 
rewards,” Matt said. “I bought the business from Jim in 
2008.”

Matt said knowing his market, industry and clients’ 
needs are paramount.

“You need to know what their end goals are,” he 
said. “Maybe they just live there for a couple of years, or 
maybe a lifetime. Regardless, you still need to have an 
exit strategy. You have to be knowledgeable on what you 
are selling. You need to know the product, market and 
economy to suit the customer the best.”

Matt learned during one transaction that just when 
things seem to be going well, sometimes a wheel can 
come off — literally — but it doesn’t necessarily mean 
disaster. He recalled a time when he was showing a 
client ranch property and his buggy broke.

“It all started with the customer running late and I 
knew he had to be back to DFW for his grandson’s soccer 
game,” Matt said. “I had an hour to show 1,200 acres.” 
He pondered the quickest route which would still allow 
the client to see all the main focal points. “He finally 
arrives and we get in the buggy to start the tour. Almost 

instantly I get a flat tire about a mile from the truck. I then 
plugged the tire and filled it back up. We then look at 
the rest of the ranch. But on our way back, the back tire 
of the buggy passes us on the county road. In that small 
moment the customer looks at me and says, ‘Whoopsie.’ 
Yes, I forgot to tighten the lug nuts when I worked on the 
tire. He actually ended up buying the property and still 
owns it today.”

Milligan said the best part of his career are the lasting 
relationships. 

“The quality of friends it has brought me — 99.9 
percent of my customers turn out to be lifelong friends,” 
he said.

 Asked what his best advice is for people new to the 
business, Matt said, “You better make sure you love 
the telephone and long hours of work. If you love your 
profession, the first two items are minor.” 



DRY CREEK RANCH!
Welcome to the country community of DRY CREEK RANCH Located in the fabulous 

Peaster ISD. Located just a few miles NW of Weatherford off of FM 920. This community will 
be deed restricted but will NOT have an HOA. Lot sizes range from 2 to 11 acres. Majority of 
all the lots are covered in huge oak trees and boast incredible views. Interior roads will be 

paved, underground electric and have AT&T fiber optic. Limited Lots Available! 
Lots 23, 24, 25, 32 and 36!

AVIARA RIDGE!
A New Parker County Development in the fabulous Peaster and Poolville ISD. 

This is a community that Boasts HUGE Views, and gives you 
Country living at it’s Best. No HOA! Larger lots available so you can have horses and livestock. 

PICK YOUR OWN BUILDER to build your dream home. Limited Lots available! 
Lots 3, 6, 14 and Lots 22-26 *Lots 24-26 These lot are in Peaster ISD & Poolville ISD depending on the placement of the house.

Call or Email
Matt Milligan

817-694-1121
mmranches@gmail.com

Trinity Country Real Estate
www.trinitycountry.com

LIMITED LOTS AVIALABLE!
CALL TODAY!
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Jake Link —
Owner of The Platinum Group Real Estate had Great Mentorship, Advice Early On

Moving to Weatherford in 2007 
and starting a lawn care busi-

ness, Jake Link began working for 
area realtors to manage and oversee 
their listed properties.

 “One day I decided to give real 
estate a try on a part-time basis,” 
he said. “Little did I know what lie 
ahead.”

Eleven years after beginning 
his foray into real estate, Jake Link 
is today the owner/broker for The 
Platinum Group Real Estate and is 
recognized as one of Parker County’s 
Top Realtors, highly skilled in both 
residential and commercial property 
transactions.

Now a resident of “Brock, 
America,” Jake and his wife, Katie, 
have a son, Cody, 11, and a daugh-
ter, Becca, 8.

A graduate of Tarleton State 
University with a bachelor’s degree 
in biology, Jake is a proud member of 
the Parker County Sheriff’s Posse.

Jake credits one of North Texas’ 
top realtors with guiding him during 
the early stages of his real estate 
career.

“Hands down, Tim Clark,” he 
said. “I met Tim as my career was 
just starting to take off around 2012 
or 2013. I would tag along on most 
of his appointments and closings. 
Observing how he conducted his 
business really shaped me as an 
agent and broker. In those days, Tim 
was still selling full-time and running 
his company, just like I am today. 
Without carefully taking note of his 
work ethic and leadership, I’m not 
sure The Platinum Group would be 
where it is today.” 

He credits another friend in the 
real estate business with giving 
him some key advice that helped 
shape his business philosophy and 
approach.

“A local broker named David 
Elkins told me one time, ‘Jake, in this 
business, you can’t take your foot off 

the gas.’ For some reason that philos-
ophy always sticks out in my mind. 
Full-time real estate professionals 
have to put in full-time work. To be 
successful in this business you have 
to be all in.”

Working closely with clients to 
educate and lead them to a success-
ful transaction that makes them 
happy drives Jake daily.

“This is especially true for first-
time homebuyers,” said Link. “These 
buyers are usually making the biggest 
decision of their lives and are very 
unsure of the process and, at times, 

can be quite nervous. Helping these 
buyers learn the process and watch-
ing them close on their first home 
might be the best part of the job.”

Asked what advice he has for 
those starting out in the real estate 
business, Jake said, “I tell every-
one that this business is a hard way 
to make an easy living. From the 
outside, this career looks [to be] a 
very easy, simple, and work-your-
own-hours job. That’s not even close. 
To be a successful full-time agent, 
you have to put in full-time work. 
Period.”
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Jake Link
Owner/Broker
817.559.7304
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Parker County Native Mac Coalson Enjoys Ranches —
Living on Them and Selling Them
Mac A. Coalson is a Parker 

County born and bred realtor.
“I love the land and people,” he said.

 He was born in Garner and 
graduated from Millsap High School 
before attending and graduating from 
Texas Christian University.

“I always wanted to be a rancher 
because I love the outdoors,” said 
Mac. “I worked for 12 years as an 
accountant, and the later years as a 
real estate broker and rancher.”

He has been in the real estate 
business 53 years. He and his wife, 
Tommie Sawyer Coalson, have two 
sons. 

He said he has always followed 
his father’s advice, which was, 
“Whatever you do, you must have 
integrity, and the harder you work, 
the luckier you become.”

Mac was asked about his guiding 
business principles.

“Tell all the positives and nega-
tives, but have a good solution for the 
negatives,” he said. “I had the oppor-
tunity to grow up on a stock farm 
and have been in business for over 
60 years, helping people and treating 
them as I would like to be treated.”

Getting to know his clients and 
their hopes, dreams and goals is the 
key to any successful transaction, 
Mac said. 

During his long and successful 
career, Mac said he has had many 
memorable transactions over the 
years.

“I think [the] 4,400-acre Allen/
Ritchie ranch that overlooked Possum 
Kingdom Lake from the north and 
east, divided by Rock Creek, was a 
great experience,” he said. “Then we 
had the opportunity to sell off some 
large tracts for the buyer around the 
lake.”

His work provides occasional 
humor with and from his clients.

“Sometimes people that have 
grown up in the city wish to purchase 
a ranch; usually it is a learning curve 

for them,” said Mac. “One day while 
showing a ranch we were driving 
near a herd of cattle. There was a 
nice Hereford cow with beautiful 
horns. The person said, ‘That is sure 
a beautiful bull!’ All you can do is 
agree.”

He said satisfaction for him comes 
when he sees “the joy in people that 
love what they have purchased for 

their family.”
He and his family enjoy spend-

ing time and working on their ranch, 
“watching the colts run and play. We 
enjoy watching the baby calves as 
they explore their new world.”

Mac’s advice for succeeding in 
real estate is to “know your property 
so you can answer any questions 
asked.” 



www.coalson.com  or  www.ranchesoftexas.com     

Mac A. 
Coalson 
Senior Broker
817-925-3333

McAllen 
Coalson
Broker
817-991-8300
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Jamie Bodiford — She Takes the Stress Out of Home Buying
She Puts the Joy Back Into the Process of Home Buying

The selection of a home is an 
important business decision, but 

it’s also a very personal one that 
should also be a memorable, joyful 
experience.

Jamie Bodiford has a magical 
talent for finding the perfect home for 
her clients while making the buying 
process both interesting and fun. 

 “[Jamie] has been the best,” said 
Skyler Mathis who purchased her 
Weatherford home from her. “… has 
turned into a friend. I plan to use her 
for every home I ever purchase. She 
has gone above and beyond steadily 
and I couldn’t be more thankful.”

Mark Brown has both purchased 
and sold several homes with Jamie as 
his agent each time. “Buying or sell-
ing a home with Jamie is so much fun 
that I’d do that every year if it didn’t 
mean I’d have to move each time.”

 Jamie is also a huge hit with 
clients who are selling their homes.

“Jamie was excellent at devel-
oping the sales plan for our near 
100-year-old home and had great 
recommendations for staging,” Terry 
Roe said. 

“The photos and layout for the 
MLS and advertising were top-notch. 
If you want excellent marketing for 
your home, Jamie Bodiford is a great 
choice. Our house sale received 
numerous offers the first day on the 
market and sold for significantly more 
than the asking price, which is a testi-
monial to Jamie’s ability to market 
and sell a home.”

In her 17 years in real estate, 
Jamie has helped more than 1200 
families find their dream homes. 

How does she do it?
“You really want to know? You 

really expect me to give away my 
secrets?” Jamie laughed. “Well, you 
work 14-hours-a-day. I do fall in love 
with my clients. There’s a friend-
ship there. People can sense when 
you truly care about them. To be a 
success in this business you have to 
be the type of person who genuinely 
loves people.”

The daughter of a long-time 
Weatherford car dealer, Jamie’s stron-
gest asset as a realtor isn’t something 

that can be learned in a seminar, it’s 
not something they teach in college. 
It’s also an asset that even the least 
sophisticated client recognizes imme-
diately in a realtor. Her strongest 
asset is that she cares deeply about 
her clients.

 “Another secret is that so many 
realtors, as soon as they get a client 
into the car, they want to know how 
much they make and all about their 
income,” Bodiford said. “I do it differ-
ently. I hand them over to a repre-
sentative of a mortgage company. 
They are professional and they work 
on all of that. My standing joke is if 
they don’t ask me my age or weight, 
I won’t ask them their income. I think 
you’ve got to show an interest in 
them first and figure out what they 
really want and where they are going 
to live.”

The questions Jamie does ask are 
about her clients’ lifestyles, about 
their hopes and their dreams. She 
doesn’t simply sell houses; she helps 
people create the lifestyle they long 
for.

When it comes to customer 
service, Jamie’s philosophy is very 
traditional.

“I love the Neiman Marcus philos-
ophy, ‘The customer is always right.’ 
When people walk into our office, 
they have the concept of what they 
want. We have to probe and figure 
out what their needs are. I love to 
show them houses in the daytime. 
Then if they zero in on it, I show 
them the houses at nighttime because 
houses take on a different personality 
after dark.”

Jamie’s clients tend to keep in 
touch and they tend to call her when 
they decide to move to a larger 
home. They also call her when they 
decide to down-size, or when it’s 
time for their son or daughter to buy 
their first home.

When Jamie married Real Estate 
Attorney Michael Brinkley in a cere-
mony at Chandor Gardens, many of 
her close friends in attendance started 
out as clients.

 “Everyone has a different way of 
working with their clients,” she said. 

“I love the relationships. Not having 
children and grandchildren, I have all 
these sweet babies. When Michael 
and I got married 14 years ago, the 
seven little girls that were in my 
wedding were little girls that I had 
sold houses to their parents, so I just 
collect family. These people come 
into your life, and they’re making the 
biggest investment of their life. It’s an 
overwhelming time for them and they 
need to have someone with them that 
they can trust, that they feel comfort-
able with and that’s something I bring 
to the table.” 

Jamie is about giving close atten-
tion to details that few professionals 
bother with. To her it’s the small 
details that make a big difference.

“I engage a professional photogra-
pher with my photos and virtual tours 
of most all my homes,” she said. “I 
conduct open houses in addition to 
the broker tours and luncheons.” 

As a former member of 
the Weatherford City Council, 
Weatherford Independent School 
Board, and Parker County Hospital 
District, Jamie has first-hand 
knowledge of the Parker County 
Community.

“I make the process of buying 
and selling a pleasurable experi-
ence,” Jamie said. “My clients always 

Continued on page 120
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Each office is independently owned and operated.

817.269.4597

Jamie
Bodiford, CRS

 Jamie Bodiford sells Real Estate 
with Flare II ... and Charlie!

jamiesellsdfw.com

Centurion Agent
 2005-2018
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Brooke Ladouceur’s real estate success comes from ‘integrity, 
professionalism and honest communication’

Married to longtime Dallas 
Cowboys and 2014 Pro Bowl 

long-snapper L.P. Ladouceur, Brooke 
Worthington Ladouceur knows about 
success and what it takes to perform 
at the top of your game. 

However, Brooke Ladouceur 
was an accomplished realtor/broker 
long before she met and married 
her pro football husband in 2012. 
She is a renowned, multi-million-
dollar producing Parker County and 
DFW area real estate agent who 
made her own way, on her own 
terms and through her own hard 
work and initiative as part of her 
family’s Worthington Real Estate and 
Investment firm.

“I am an NFL wife, mother and 
realtor, three full-time jobs at once,” 
Brooke said. “I am passionate about 
serving my clients and I am willing 
to work hard doing just that. I delight 
in the hunt for the best bargain for 
my buyers and enjoy the challenge of 
negotiation on behalf of my sellers to 
get them every dollar from the sale of 
their home!”

Brooke said she loves to talk 
“pricing, timing, staging, marketing 
and more” with her clients, whether 
they are buying or selling their first 
property or their 10th. 

“I am here to help you navigate,” 
Brooke said. “As a top-producing 
Realtor/broker, my clientele is built 
on my ethical business practices, 
market knowledge, professionalism 
and tenacity. I believe that the level 
of service you receive should be the 
same no matter what the price of the 
home. I am also well-trained on the 
ins and outs of utilizing VA benefits. I 
love working with veterans.”

Real estate is in her family’s 
blood. But growing up, Brooke didn’t 
see herself following in her parents’ 
footsteps.

“Growing up I said I would do 
anything except be a realtor,” she 
said. “I do not know why, because I 

always liked my parents’ jobs. They 
were able to be at all my sporting 
events, and half the time they were 
my coaches. After I graduated from 
TCU in 2005, I tried a lot of different 
jobs, all very uniquely different from 
the prior job. Then I realized there 
was not a job out there with any 
company that would be as secure 
for my future like working with my 
family. I knew for sure that Mark & 
Dottie Worthington would not ever 
lie to me or promise me a raise and I 
not receive it.”

She worked for her parents on 
straight commission and learned early 
on how difficult that can be in the 
sales world.

“Straight commission is extremely 
hard for a person who does not have 
ambition or determination and disci-
pline. Fortunately, for me, I possess 
those three qualities. Once I met my 
first clients, I realized I loved making 
a difference in people’s life in a 
positive manner. I became quickly 
obsessed with helping put families 
into homes.”

Brooke said she learned from her 

dad early in life that people are influ-
enced most by who they are closest 
to.

“I have quite a few people I credit 
for my success,” she said. “My dad 
told me when I was young that if 
you name the five closest people to 
you (the ones you spend the most of 
your time with) that is who you will 
be most like. My dad told me this 
when I was young, so I have always 
re-evaluated my friendships and stan-
dards.”

Today, her husband and their 
two children, ages 7 and 5, are the 
people closest to her and daily influ-
ence and motivate her.

“I feel like a 7-year-old when I 
hang out with them too long because 
we do not stop laughing and giggling 
for hours,” she said. “I also give 
credit to God, because without His 
constant peace that only He can 
provide me, I would be a mess. 
But instead, I meditate and keep a 
clean conscious so I can serve others 
better.”

Continued on page 120



BROOKE  LADOUCEUR        
817.594.0291 

Worthington Realty & Investments, Inc.     

   1701 Santa Fe Drive, Weatherford, TX

4.5 Miles From I20

Heavily Treed with Ponds

2 Acre Lots Starting at 92k

Bluebonnet 
Ridge
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Century 21-Judge Fite Company 
agent Debbi Rousey recently had 

another first — a virtual sale.
“In the world of COVID, selling a 

home/property via Facetime,” Debbi 
said when asked to recall one her 
most memorable and unusual trans-
actions. “I have worked for my client 
since meeting her in December and 
had a good feel as to what she want-
ed. So I would preview several know-
ing that they wouldn’t work. Then, I 
found her one that was perfect. She 
had me write an offer, and then 10 
days later to close and see what she 
bought.”

While that was an unusual way 
to complete a purchase, Debbi 
recounted another transaction that 
she calls her “trifecta.” It occurred in 
Silverado.

“The home my clients saw from 
our drive-around was not for sale,” 
she said. “I approached the owners 
and they let us look. My clients 
wanted me to make an offer. To my 
surprise, it was accepted with one 
caveat — I had to find the owners 
another property within Silverado. I 
did, but with another caveat. They 
wanted the house next door. I got 
that handled and it all fell into place. 
All of this was a big surprise to the 
buyer’s fiancé. It was so fun to be 
part of that, and [I was] grateful I was 
able to pull it all together.”

Such is the life of a realtor.
Originally from Newport Beach, 

Calif., Rousey landed in Weatherford 
in 2001 and has worked as a real-
tor for 17 years, specializing in farm, 
ranch and residential properties.

She married Wyatt Irby in 2013 
in Hawaii. Debbi has one daughter, 
Corrie Rousey, and two married step-
children. Corrie is also a realtor, and 
is joining with her mother to form 
“Team Rousey.”

“Corrie has had a passion for real 
estate,” Debbi said. “She bought her 
first home after graduation. Over the 

our business: TOP 10 REAL ESTATE PROS

Rousey Uses Her Drive, Passion to Help Clients’ Dreams Come True
Selling Real Estate for Nearly Two Decades, One Might Think She Has Seen It All. Hello, 2020.

past few years she has purchased 
nine investment properties.”

Debbi recalled that she was work-
ing for Wes Adams Incentive program 
in a position that had an end date. 
She was needing a new job soon.

“A dear friend and mentor 
suggested real estate,” she said. 
“Having a short career in California 
as an appraiser, I felt it was a natural 
move.”

She said one of her mentors is 
Ron Ward, a friend she met while 
working for Adams’ “MillionHeir 
Classic” cutting horse competi-
tion. She also credited the late 
Adams for his mentorship. He kept 
her employed through the last 

“MillionHeir Classic” show in 2010.
Debbi said she most enjoys 

making her clients happy and going 
the extra mile for them.

“I am always available 24/7, 
even when I am doing what I enjoy 
outside real estate,” she said. “I love 
going to cutting horse shows and 
supporting my daughter. And I am a 
beach girl, so I try to get to my condo 
in Hawaii at least once a year, or 
Florida, my husband’s favorite beach 
vacation.”

Debbi said to be successful in 
her industry one must “sleep, eat 
and drink real estate. You must have 
a passion and desire to help people 
fulfill their dreams.”
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information simply by listening and 
asking the right questions to keep 
them engaged. Once I know what 
someone’s motivation for moving 
is, then I can discover what they are 
really looking for. It isn’t uncommon 
that after working together a buyer 
re-evaluates their checklist of items 
and we find the perfect property 
that they wouldn’t have found if we 
hadn’t gotten to really know each 
other.”

She recalled one transaction she 
says “brings a smile to my face” 
when she recounts it.

“I think about the time I was 
able to sell a family’s land that had 
been sitting on the market for years,” 
Dugger said. “Selling that land is 
what paid for their mother to finally 
go to the nursing home and get the 
help they all needed. I have sold 
properties in estates and helped not 
only share the burden of the stress 
of selling the home their mom and 
dad loved, but also wade through the 
grief of losing their parents. I have 
been able to help military families 

Continued from page 56 buy a home and sell two years later 
and actually make a profit. I have 
helped numerous families locate from 
out of town or across state lines and 
have been able to share the amaz-
ingness of all things Parker County. 
I have helped empty-nesters as they 
go through the bittersweet jour-
ney of selling the home they raised 
their babies in. I have helped make 
connections with the right lender to 
help first-time homebuyers when they 
otherwise wouldn’t be able to afford 
home ownership. Being in real estate 
I have been blessed to get to know 
and love my clients as they experi-
ence some of the most challeng-
ing and most amazing days of their 
lives!”

In her family’s spare time, they 
enjoy being outside and active.

“My husband, my mom and I 
all have coached the older kids in 
sports,” said Dugger. “We enjoy 
camping … or rather ‘glamping’ in 
a trailer! We have the best support 
system of friends and family and 
enjoy spending time with them as 
much as possible. We also enjoy 
simply being home with the kids and 

cherish our time with baby smiles, 
board games and silly moments.”

She said she also enjoys thrift 
shopping, saying Parker County “has 
some of the most amazing finds, and 
if you catch me in a cute outfit with a 
spectacular pair of shoes, it probably 
came from one of our wonderful non-
profit thrift stores.”

Dugger was asked what advice 
she might give someone starting a 
career in real estate.

“The best advice I can give at 
first is to not get discouraged. It can 
take time to get going and takes 
even more time to feel confident in 
yourself and your ability to help your 
clients. If you are going in to real 
estate, start with a brokerage where 
you can be equipped with training, 
mentors and be around experienced 
agents. If you want to be successful, 
surround yourself with successful 
people. Watch what they do and 
put your own twist on it. Build good 
relationships with your colleagues in 
the industry and fight hard for your 
clients! Being a realtor is high-stress, 
demanding and exhausting. It is also 
unbelievably rewarding!” 

say that they learned a lot about the 
community and enjoyed the process. 
Having grown up in this area, I 
assist my clients in finding not only 
a home, but the neighborhood and 
community that they will enjoy.”

Jamie hosted a radio program 
for six years about the history of 
Parker County. “It’s fun to share this 

great information with my clients,” 
she said. For clients new to Parker 
County, learning about the commu-
nity they’ve chosen to call home is 
more than fun. It’s uniquely valuable.

“When I’m with my buyers, we 
have fun,” Jamie said. “They learn 
about the community as we find the 
right neighborhood for their purchase 
and we build meaningful friendships 

that will last a lifetime.” 
When Jamie isn’t working with 

clients or working toward making 
Parker County a better place, she 
loves spending time with her wonder-
fully supportive husband, in their 
beautiful home in Weatherford’s 
Historic District with their two dogs 
Flair II and Charlie. They love to 
entertain, cook and travel. 

Continued from page 64

Brooke said much of her success 
is built on the relationships she has 
built and maintained over the years. 

“When I look back over the real 
estate I have sold for the past 10 
years, I realize 70% of my clients 
are friends,” said Brooke. “Which is 
funny because my friends just like 
me for me and have fun around me, 
and once they call me for real estate 
advice they are impressed that I know 
way more than they expected. So, 
they laugh when they call and hear 
my professional voice.”

Brooke’s core principles in life 
and business are built upon integrity, 
professionalism and honest commu-
nication. 

“I love working with all types of 
people and my clients end up turn-
ing in to my friends for life. I do not 
do my job to check a box or for a 
plaque. I do it to make a difference 
in the rest of my client’s life. You ask 
what gives me the most satisfaction 
in my profession? My favorite words 
to my clients are, ‘Don’t worry about 
it, I’ll take care of it.’ I like being one 
step ahead and always level-headed, 
solving problems logistically. I take 
pride in being able to fix any prob-
lem without my client getting stressed 
out.”

Hard work and knowing she 
helped her clients and their families 
better themselves through a success-
ful property transaction are Brooke’s 

rewards.
“Relieving stress from my clients 

lives for the month or two they are 
in my life is my greatest satisfac-
tion,” she said. “I only have one life 
to live on this Earth. Today’s soci-
ety is rewriting history and making 
impactful decisions in an emotion-
ally chaotic time in life. I personally 
still believe in old school manners, 
respecting anyone older than me, and 
paying it forward. It costs nothing to 
be nice to others and happiness is 
free. I just want to be a light in some-
one’s path and help direct them to 
the right location for their next step in 
their future.”

Continued from page 66




