


Top Seventeen Extraordinary 
P.C. Real Estate Champions —

How To Spot Them,
How We Chose Them
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The Real 
Deals –
The Top 16 PC Real Estate 
Professionals

By MARSHA BROWN, MELANIE McCRARY, 
MEL W RHODES and MELISSA MOORMAN



Real estate is so much more than just an industry, it’s the 
foundation of civilization. Almost every significant 

milestone in history started out as a real estate deal of some sort. 
In 1803, Napoleon Bonaparte found himself in a bit of a pickle. 
Conquering Europe was more expensive than he’d expected and 
invading Britain, next item on his list, was going to gobble up a 
mountain of cash. His solution — sell that troublesome Louisiana 
Territory and free-up some cash. Thus the Louisiana Purchase 
was inked.

When U.S. President Thomas 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 famously short 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. 
Just think what he would have made had he been 
represented by one of our top real estate professionals!

These days most families are anchored to a home that was prob-
ably 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 16 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 for 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 professionals 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.
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Stephen Reich — 
On His ‘Reich’ Life and On the ‘Reich’ Market 

Stephen Reich is one of Parker County’s 
top realtors, something that comes 

with years of experience and hard 
work mixed with honesty, humility and 
gratitude. The Draconian Lockdown 
coupled with what’s now dubbed 
“Snowmageddon” has changed the Parker 
County real estate market in ways that not 
even Stephen could predict. 

“People have realized they can work 
anywhere, after being locked at home, 
they can work from home. They can 
work from anyplace where they have 
dependable Internet,” Reich said. “The 
result? We’ve seen a mass exodus from 
the Metropolitan areas of Texas. It’s been 
a tremendous boost to the Parker County 
market. We’ve also seen a mass exodus 
from other states. Texans tend to think 
it’s all Californians, and a lot of them 
are, but they’re coming from all over 
the country too. They’re coming from 
California, but they’re also coming here 
from Massachusetts, New York, Michigan, 
Illinois and just about every other state 
you can think of.” 

Is it a coincidence that the states that 
have had the most restrictive COVID-19 
policies and the longest lasting lockdowns 
are the ones that are seeing the largest 
numbers of people fleeing to Texas. 

“I’m hearing that from clients,” 
Stephen said. “Texas is growing and I 
think that’s part of the reason why. We 
had a more lenient lockdown policy than 
most … I’d like to have a crystal ball so I 
could tell you what’s going to happen.” 

Reich is currently working with a 
California company that is working on 
relocating its entire headquarters from 
California to North Texas, mostly for this 
very reason. 

While real estate in some states is 
floundering, Texas real estate is booming, 
with one drawback — not enough prod-
uct to meet the ever-increasing demand. 

The lack of available houses needed 
to meet the demand is troubling. Will it 
get better? 

“A lot of that is because of the short-
ages,” he said. “It’s hard to get concrete, 
it’s hard to get steel, it’s hard to get 
lumber. It’s always been cheaper to buy 
than it is to build. Now, it’s significantly 
cheaper to buy than to build. Texas has 
notoriously always been on a slow and 
steady rise, even when everything around 
us is crashing.” 

When the supply increases, will we 
see property prices plummet? 

“That’s a hard question to answer,” 
Stephen said. “When Canyon West was 
developed and some houses were built 
out there, there was a slowing of the 
real estate market, but we didn’t see the 
prices really drop, but we saw sales take 
a pause, but housing prices stayed steady. 
We’re seeing increases in prices in today’s 
market like we typically see only in other 
states. Are the prices going to come down 
or will everyone just sit and wait? It’s a 
hard one to answer that, but historically, 
we haven’t seen prices fall on housing in 
Texas.” 

Stephen added that Texas is real 
estate’s best market to be in. 

“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 selling 
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 insur-
ance 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 
whatever 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 to 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 referrals 
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 pres-
ent the facts about the property, and if the 
property 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 foot 
forward, stays positive and lets his knowl-
edge and reputation speak for itself.





Our incredible WILLIAMS TREW TEAM

LYNAE AMASON 
 

817.522.2897
Lynae.Amason@williamstrew.com

REES ATKINS 
 

817.980.8321
Rees@williamstrew.com 

Rees & Piper Team

EMILY BECK 
 

817.773.4427
Emily.Beck@williamstrew.com

STACY BOURGEOIS 
 

817.771 .4689
Stacy.Bourgeois@williamstrew.com 

The Dugger Group

JANICE DANFORD 
 

817.584.4906
Janice.Danford@williamstrew.com

SABRINA COATES 
 

817.269.3907
Sabrina@williamstrew.com 

Sabrina & Jennifer Team

LORIN BUCK 
 

817.269.0998
Lorin.Buck@williamstrew.com 

Possum Kingdom Lake Specialist

RENEE BRISENO
 

817.475.1053
Renee.Briseno@williamstrew.com

WE’VE ASSEMBLED THE  
STRONGEST TEAM OF REAL ESTATE 

AGENTS IN THE AREA TO BEST SERVE  
OUR GROWING COMMUNITY.

Our numbers speak for themselves. And they are achieved through a combination of  

dedication to the community, commitment to continuing education and training, and 

util ization of the latest technology and marketing to best serve clients.

O U R  T E A M  H A S  EXPE RT I S E  I N :

R E S I D E N T I A L  |  FA R M  &  R A N C H  |  CO M M E R C I A L  |  L A K E  L IVI N G
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Our incredible WILLIAMS TREW TEAM

KATHY GRIFFITH 
 

940.399.0080
Kathy.Griffith@williamstrew.com

JENNIFER HOLLAND 
 

940.859.6540
Jennifer@williamstrew.com 

Sabrina & Jennifer Team

BRITTANY JONES
 

817.694 .6045
Brittany.Jones@williamstrew.com

LISA JACOBS 
 

972.567.5220
Lisa.Jacobs@williamstrew.com

KATHY LANPHER 
 

214 .215.1155
Kathy.Lanpher@williamstrew.com

 
Possum Kingdom Lake Specialist

SAVANNAH JOHNSON 
 

817.614 .6164
Savannah@williamstrew.com

DEYA LOZANO 
 

817.821 .3053
Deya@williamstrew.com

Our incredible WILLIAMS TREW TEAM

DEVARA DELOZIER
 
817.437.3627
Devara.Delozier@williamstrew.com

PAIGE DORSETT
 
817.980.2971
Paige.Dorsett@williamstrew.com

BRANDY ESTEP 
 
817.455.7705
Brandy.Estep@williamstrew.com

LINDA DRAPER 
 
817.901 .4080
Linda.Draper@williamstrew.com 
 
Possum Kingdom Lake Specialist

KATHY FETTERS 
 
214 .435.2342
Kathy.Fetters@williamstrew.com

REBEKAH DUGGER 
 
817.992.9463
Rebekah.Dugger@williamstrew.com 
The Dugger Group

KATE FUHRMANN
 
817.235.2531
Kate.Fuhrmann@williamstrew.com
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Our incredible WILLIAMS TREW TEAM

KRISTIN PEACOCK 
 

682.262.9765
Kristin.Peacock@williamstrew.com

CALEB PHARR 
 

817.881 .8107
Caleb.Pharr@williamstrew.com 

Stephen Reich Group

STEPHEN REICH 
 

817.597.8884
Stephen.Reich@williamstrew.com 

Stephen Reich Group

DENNY RALLS 
 

817.965.3464
Denny.Ralls@williamstrew.com 

Stephen Reich Group

TAMMY ROKUS
 

817.694 .8019
Tammy.Rokus@williamstrew.com 

Stephen Reich Group

PIPER REESE PARDUE 
 

817.269.8735
Piper@williamstrew.com 

Rees & Piper Team

SHELBY SEAY 
 

817.219.6112
Shelby.Seay@williamstrew.com 

Our incredible WILLIAMS TREW TEAM

PATTIE MACKIE
 
817.909.2287
Pattie.Mackie@williamstrew.com 
Stephen Reich Group

TEE MEIS 
 
682.414 .1942
Tee.Meis@williamstrew.com

SORAYA MYERS 
 
817.240.8865
Soraya.Myers@williamstrew.com

ED MERTEN 
 
940.329.8219
Ed.Merten@williamstrew.com
 
Possum Kingdom Lake Specialist

LISA NEAL 
 
432.664.5987
Lisa.Neal@williamstrew.com 
 
Possum Kingdom Lake Specialist

KATIE MILLER 
 
706.713.1868
Katie.Miller@williamstrew.com

DANAE OWENS 
 
817.307.3844
Danae.Owens@williamstrew.com
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OUR NEW HOME TO HELP  
YOU FIND YOURS.

We’re thril led to now be located within The Shops of Willow Park. We believe this to be a highly 

convenient setting for our agents to meet with their clients, whether in our beautiful off ice space or 

at one of the great restaurants or shops within walking distance. Our team of more than 40 agents 

serve nearly 10 counties, specializing in Residential ,  Commercial ,  Farm & Ranch and Lake properties. 

We hope you will  come visit – we would love to be of service.

Our incredible WILLIAMS TREW TEAM

JOELENE SLOCUM 
 
682.804.1555
Joelene.Slocum@williamstrew.com

TRACY SMITH 
 
817.683.9055
Tracy.Smith@williamstrew.com

KAYLA WELDON 
 
254.459.2789
Kayla.Weldon@williamstrew.com 

AMBER SUSTALA 
 
817.713.0011
Amber.Sustala@williamstrew.com

WILL WOODS 
 
903.348.1232
Will.Woods@williamstrew.com

ANN WRIGHT 
 
817.319.5025
Ann.Wright@williamstrew.com
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Britton Schweitzer is originally from Weatherford 
and spent 27 years in the restaurant business before 

becoming a realtor six years ago. He began at Pizazz 
Pizza in Willow Park while attending Weatherford 
College. 

He then worked in some of the best restaurants in 
downtown Fort Worth, before ending up in downtown 
Weatherford, where he created his dream concept, the 
Fire Oak Grill, and then purchased Downtown Cafe. 
Britton decided after he and his wife had their second 
child to hang up his chef’s coat and turned to real estate 
as a career. He believes that much of his restaurant expe-
rience has prepared him for helping his clients in this 
challenging selling atmosphere. “It’s the flexibility for me 
that I like. My wife is a charge nurse at Harris Downtown 
and we are able to rotate our schedules around to cover,” 
said Britton. He enjoys woodworking, hunting and fish-
ing, and, of course, keeping up with his kids as they grow 
up. 

During his years working in the restaurant and club 
sectors, he met many friends and employees, and they 
make up the majority of his business. He is honored to 
help people navigate what to most is the largest purchase 
of their lifetime.   

Honesty and integrity are words he uses often, and 
it shows. He has recently joined Compass Real Estate. 
He liked the fact that they are nationwide and, in fact, 
they’re number two in sales in the United States with over 
24,000 agents. Britton has been known to find agents in 
different geographical areas to assist his clients moving 
to other states. He also has the ability to offer his clients 
two loan programs. One can be used to update a home 
before listing it for sale. This way the client can get the 
most money possible on the sale of the home. The other 
is a loan that makes it possible to make an offer on a new 
home before rushing to sell your current one.   

Britton sells residential and commercial as well as 
farm and ranch properties. “It depends on the year, but 
this year residential is way more than half. Usually it’s 
about half commercial, half residential. Everything is stay-
ing on the market three days and sometimes five, and 
after that time we get five to seven offers to look at. I do 
that so everybody can have a chance,” he explained. He 
helps his clients get the home they want by being brutally 
honest with them. “If you are expecting to pay list price 
there is no reason to look at a house right now. People 
are paying $20,000 to $30,000 over on houses that are 
listed for $500,000. I tell them what they can expect. 
Houses are going so fast. For example, one house we 
wanted to see the day after it had hit the market. The next 
morning it was already under contract,” he said. 

Britton Schweitzer —
A Realtor For All Seasons

He admitted that the real estate market right now is 
really a challenge, especially for first-time homebuyers. 
“I’m encouraging anyone that can to wait it out. I really 
think it’s going to calm down this fall or even next spring. 
Lumber prices are coming down, they are building houses 
now and I think there won’t be 20 offers for every house,” 
he surmised. 

“Demand is higher right now, and I don’t see that 
changing any time soon. The demand this direction is 
going to keep growing for quite a long time. There is still 
a lot of land out here and I don’t see that changing,” he 
said. “I think it will keep growing out here and I don’t 
see an end in sight. I tell my sellers to buckle up and get 
ready,” he concluded. As he did with the restaurant busi-
ness, he lives and breathes the real estate business. His 
most cherished benefit is that he can now schedule his 
family time.
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Krayton C. Kirkpatrick, Kirkpatrick Realty —
Ranching Experience Boosts His Real Estate Expertise

Going into the office is not a big part of the realtor 
experience for Krayton Kirkpatrick. He offices at 

home and in his vehicle, and spends a lot of time in the 
field, where the tangible work of dealing real estate takes 
place. 

“The majority of our work happens in the field, 
whether it is showing a ranch, home or commercial prop-
erty,” he said. “Our best time is spent face-to-face with 
clients out in the field versus sitting in an office. This is 
something we do a little differently than other broker-
ages in the area. With today’s technology, it makes it very 
easy and most effective to office out of our own homes 
and vehicles in order to provide the services we like to 
provide to our clients.”

Realtor/broker Krayton, who began his realty journey 
in 2012 with Keller Williams, co-owns Kirkpatrick Realty, 
LLC with his father, Barry Kirkpatrick. They struck out on 
their own in 2017. Asked what aspects of the real estate 
market they specialize in, Krayton said, “We work all 
sectors of the market including commercial, residential, 
farm and ranch, investment properties and more. My 
favorite is Farm and Ranch Land, and I feel like that’s 
what most people see that I specialize in. I am a life-
long, fifth-generation rancher here in Parker County and 
I absolutely love land and everything that has to do with 
it. I have a knack for seeing a piece of land and having a 
vision of what it can look like with a little work.” 

In keeping with his affinity for land and its possibili-
ties, Krayton earned a Bachelor’s of Science degree in 
Agriculture from Tarleton State University.

The rolling thunder of a thriving real estate market 
may be heard in Parker County these days. “The Parker 
County market is as hot as I have ever seen it and I think 
it will become even hotter in the coming years,” Krayton 
commented, adding this is the place to be, to do business 
and to raise a family.

Clearly, Krayton believes hard work, skill and passion 
set Kirkpatrick Realty apart. “I often tell many people who 
are looking to become a realtor that it is like the 80/20 
rule. Twenty-percent of the realtors are doing 80% of the 
business in the area,” he explained. “The reason behind 
this is because those top 20% of the realtors are going 
above and beyond to make sure their clients’ needs are 
met. I feel like my passion, my marketing skills, my desire 
to achieve, my experiences and my strong faith in Jesus 
Christ is what sets me apart from those who may not be 
in the 20% [category].”

According to Krayton, “going the extra mile” for a 
client is par for the course, simply the realtor’s duty. 
Connecting home and property owners with the stuff of 
their dreams is job one, and it’s a job Krayton loves. “I 

absolutely love my job and I am very blessed to be put in 
a position where I can help bless others through their real 
estate needs,” he shared. “It’s such an enjoyable career, 
although it can be very stressful at times; but at the end of 
the day, knowing that you are helping clients make life-
changing real estate transactions is very rewarding.”

Krayton believes that success requires hard work, 
honesty, tenacity and all the rest; but the recipe, he 
believes, also calls for a little faith, and care for the client. 
“The number one key to success, behind having a strong 
Christian faith, is to always put your client’s needs first,” 
said Krayton. “You always have to remember that your 
client is essentially your boss in the real estate profession. 
It is your duty as their realtor/broker to offer them strong 
sound advice and to always go above and beyond when 
it comes to marketing, selling and representing them.”

Continued on page 108
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Debbi Bruce Rousey and Corrie Rousey —
#Team Rousey
Grande dame of Ranch Real Estate and PCT’s Rookie of the Year Corrie Rousey 
work together and the results are spectacular, with the addition of a spectacular 
new team member Nick McCoy, the sky’s the limit!

The story of dynamic mother-daughter duo Debbi and 
Corrie Rousey is one of great success. From the arena 

to the office, Debbi Rousey Real Estate Group dominates 
in whatever field they set their minds to, working hard to 
achieve their goals together. Though at the beginning it 
seemed an unlikely pairing, the two have become a force 
to be reckoned with in real estate.

Debbi’s history in real estate began in 2003. After 
spending years in the stallion business and the retail 
industry, Debbi found her true passion when a friend 
suggested looking into the field. She knew right away that 
this was the career she was born to pursue and began 
working full-time with Century 21 Judge Fite in 2005.

“I just knew the right people. They knew me from the 
stallion business and retail business. I was very fortunate 
that they just trusted me right away,” Debbi said. “I never 
looked back. It was kind of a natural fit for me.”

After about 15 years in the industry, Debbi’s success 
led her to the idea of a family business, but she quickly 
brushed the idea off. “I really didn’t think [Corrie] would 
be into selling real estate,” she explained. “Although she 
did own investment properties. For eight years, Corrie’s 
job in the oil field industry took her all across the coun-
try from New Mexico to Wyoming. What brought Corrie 
back to Texas, you might ask? 

“She wanted to get back into cutting, and the only 
way to do that was to come back home,” Debbi said.

Growing up in California, Corrie got her first job work-
ing on a ranch at the tender age of five, and it was there 
that Corrie found her passion for horses. After moving to 
Texas in high school, Corrie then attended Tarleton State 
University. Although her love for horses was strong, her 
career led Corrie to a nine-year horseshow sabbatical 
after college. 

“I was ready to come back,” Corrie said. “It was a 
great time. I got to grow as an individual, establish myself 
and figure out my strengths and weaknesses, but I was 
ready to come home and settle down.” Once she arrived 
back home, Corrie quickly got back to riding and won 
the 2019 NCHA World Championship only a year after 
returning to the arena. 

Corrie proposed the idea of a mother-daughter busi-
ness to Debbi soon after she settled back in Texas. “I was 
quite shocked that she even considered it,” Debbi said. “I 
thought, ‘no way is she serious.’” It was not until Corrie 

mentioned it a second time that Debbi began to take 
the idea seriously. In May of 2020, the pair sat down for 
dinner with family friends to discuss the business, and 
from there, it was no longer an idea; instead, it became a 
reality. 

“I’m thrilled that she’s in the business with me,” Debbi 
said. “It’s such a natural thing.” In the short time the two 
have worked together, they have found that they are even 
more successful as a pair than they are apart if that is 
possible. 

“We complete each other as a team,” Corrie 
explained. “Where she’s excellent, I’m not as excellent. 
Our strengths and weaknesses balance each other out and 
make a really great team.”

With over 15 years of experience, it is safe to say that 
Debbi is one of the finest realtors around. She has been 
honored many times as one of the top realtors in the 
DFW area, in addition to being a Century 21 Centurion 
award winner, one of the most prestigious awards present-
ed to a Century 21 producer.

Debbi credits much of her success to a stellar team 
behind her. She has an eye for finding talent and adding 
it to her team—such as in the case of agent Nick McCoy, 
of whom Debbi said: “When Nick told me he was going 
to get his real estate license, I knew he would be a good 
fit to join my team with Corrie and I.” Debbi had a solid 
business history with her recruit’s family that included 
selling Nick his first home three years ago. “Nick brings 
a lot to us with his knowledges of technology and enthu-
siasm. He is an asset to my team and I’m excited to see 
him grow as an agent.”

She applies the same optimism to all her agents, 
and they feel the love. “Debbi is amazing,” says Nick in 
return. “She’s been such a blessing towards our family…. 
Honestly, I’d probably be in a lot of trouble without her 
wisdom from the start of my career. I’d be lost without 
her.”

Following in her mother’s footsteps, Corrie has learned 
from the success she has seen and from the wisdom that 
Debbi has acquired over the years, specifically the impor-
tance of answering phone calls. 

“This is often times the most important investment that 
people will make in their lives,” Debbi said, “so you have 
to make everybody feel important because they really 
are.”
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Brooke Worthington Ladouceur,
Worthington Realty — A Woman For All Seasons

Serving the Parker County community is what keeps 
Brooke Ladouceur bounding out of bed each morning. 

“There’s nothing that makes my soul more satisfied than 
helping local people in Parker County,” she said. And in 
her mission to help the community, she has the honor 
of being on the Center of Hope board, providing crisis 
assistance and long-term solutions to assist thousands of 
poverty-stricken families in Parker County.

However, Brooke doesn’t just limit herself to one 
cause. She is also on the board at Chandor Gardens, one 
of Weatherford’s many ‘hidden gems.’

This is all in addition to her thriving career in the 
real estate industry. Brooke credits much of her success 
to her parents’ influence on her. When asked what she 
thinks is the key to her success, Brooke answered: “I think 
one reason is because my parents are still parenting me. 
I know that sounds funny but it’s so important to have 
people with a solid foundation feed positivity to you on 
a daily basis. It really keeps me focused and going in the 
right direction.”

Brooke’s parents aren’t the only positive people in her 
life. Her handsome husband is former Dallas Cowboys 
long snapper LP Ladouceur. These days he’s working as 
a developer. The two of them make a great team. They 
recently completed Phase I of Blue Bonnet Ridge, just 
south of Weatherford. Of he and Brooke, she said, “His 
discipline and dedication is unbelievable and inspiring.” 
Together they have two adorable kids, daughter Annabelle 
and son Wyatt.

Needless to say that between her career, charity work 
and family life, Brooke is a busy woman! But she still 
manages to find time for two her favorite hobbies: golf 
and travel, sometimes together. She admits that Cabo has 
one of her and LP’s favorite golf courses.

“Being a realtor,” she says, “we love to invest. And we 
recently invested in a home in Montreal, my husband’s 
hometown. Therefore, we like to go visit one in the 
winter, but I truly prefer the weather when we visit in the 
summer.”

As for how she manages it all, Brooke says that 
balance is the key. “I wake up super early to get my 
quiet time with The Lord, which puts the rest of my day 
in place. I work seven days a week from 5 AM to 9 PM. 
One advantage to technology is I can work from my 
phone no matter where I am. Every time I engage in a list-
ing contract those clients immediately become like family 
to me and our communication level is paramount. I work 
with an incredible team at Worthington Realty. And when 
I say team, I don’t mean like the modern real estate team 
where people delegate one contract in five different direc-

tions. I mean if I can’t get to the client’s house to unlock 
a door, I have multiple agents that are always ready and 
willing to help at any count. I offer my clients honesty 
and they trust me. Unfortunately, honesty and trust are 
rare these days.”

As for the legacy Brooke hopes to leave behind, she 
says: “Thanks to my family’s history in Texas, we are 
deeply rooted because of honesty and integrity, therefore 
proud of our heritage. I know I have big shoes to fulfill, 
but if I can achieve half of what my parents have accom-
plished then my legacy will be as impressive as theirs.”
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Contact: Brooke Ladouceur
Worthington Realty and Investments, Inc.

1701 Santa Fe Drive
Weatherford, TX 76086

817.594.0291

Commercial Lot 6.5 acres.
Perfect location for strip mall or commercial property.

Space available for your dream building and ample parking! 
PLUS THIS LOCATION HAS A 22,250 traffic count daily!

$699,000
(right next to the new Specs)
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Jim Martin — Railhead Realty, Martin Land Company
The Difference Between Achieving Success and Amassing Wealth

People have started calling Jim Martin, “The Godfather 
of East Parker County,” something he finds humorous. 
“There aren’t many businesses that have come into 

East Parker County lately, without us being involved,” 
Martin said. “My focus is on development properties, 
commercial properties and farm and ranch. We sell real 
estate, we’re developers, we take care of the business 
end too, such as consulting and management. I guess you 
could say I am a 75-year-old workaholic.”

The massive 30-acre campus of Willow Park Baptist 
Church is a Martin project. 

With his long history of development, Jim is the 
perfect person to discuss trends in the marketplace. He 
shared that the residential market upturned when the 
economy recovered from the downturn of 2008. He 
explained that because of that downturn, there was a 
glut of tracts on the market that were held up from the 
upswing prior to the ‘08 downturn. Consequently, devel-
opers were not bringing on residential lots.

“If you follow the residential market, all other real 
estate, i.e., commercial, farm and ranch, will follow the 
trend of the residential market. Coming out of a downturn 
in economics, the thing that fuels the fire the quickest is 
an upswing in the building and trades market. Building 
a place for someone to live will fuel that economic fire 
quicker than anything. Right now, in the residential 
market, builders are crying for residential lots to go build 
on. But right now, developers who have property—it’s 
extremely hard to develop those lots because our margins 
are so thin because of cost. The price of the ground, the 
real estate is going up. The cost to the builders has gone 
up exponentially high. We see a market trend where a 
beginning house is in the 300s or better. From Texas’ 
perspective, we are having a market coming in from other 
states that we haven’t had to this magnitude in the past. 
I see it as being okay for a couple of years as long as the 
government don’t raise the loan rate too high. I feel like 
because of the shortage of home products for a home to 
be built on, our residential market should be okay,” he 
shared.

When asked what it takes to be a successful real estate 
broker, Martin’s answer was not what you’d expect. “I 
had a good mentor that gave me a statement as a young 
man that I’ve always tried to live by,” he said. “’There’s a 
hell of a lot of difference between money and success. 
Money is a by-product of success. You can have all the 
money you want, but still not be a success. Success is 
accomplishing what you set out to do. I don’t believe 
you’re necessarily successful just because you have a lot 
of money. Success is a state of mind.” 

One of the most significant projects in Parker County 

is one that Martin has watched spring up along Interstate 
20 between Hudson Oaks and Willow Park. “The most 
interesting development in Parker County in my knowl-
edge today is expansion of Willow Park Baptist Church,” 
he said. Martin defines a “significant development” as 
one that positively impacts lives.

“It’s a humongous campus. The youth facility alone is 
65,000-square-feet, with a four-court basketball center. 
The softball courts will have changed the complexion 
of East Parker County. It’s not just a church, it’s an entire 
campus. This is a $40 million project. It’s a church with a 
lot of community activities. I’ve been involved in three or 
four projects that I would say made a difference in Parker 
County and in the complexion of the county.”

The examples of successful realtors in Parker County 
are numerous, he said. “Parker County has a good group 
of realtors, realtors who are ethical, who get behind their 
clients,” Martin said. “Without realtors, property values 
would not be near where they are at today. They help to 
protect the values of property in Parker County. It’s an 
advantage to property owners to have good realtors.”

What does Martin consider the biggest successes of 
his career?

While he has had many successes over the years, 
Martin’s mentorship of numerous young business owners, 
realtors and developers is the one he’s most proud of. 
He’s also proud of the successes of the countless young 
people he’s helped with their FFA, 4-H and Ag programs. 
He’s a big champion of 4-H and FFA. He loves helping 
kids find success through these programs.

“Originally, 4-H and FFA were organized to help 
country kids out of poverty,” Martin said. He was in 
FFA as a young man and credits the program, to a great 
extent, with the successes he’s experienced in his own 
life.

Martin’s best piece of advice to a young realtor he’s 
mentoring is the same as the advice he gives FFA and 4-H 
kids that he’s helping: “Don’t give up. When your heart 
tells you what you want to do, don’t give up until you do 
it.”
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Company Contact Info
817.441.2255
RailheadRealty.com
Railhead, LLC- TX Broker®

FOR ALL YOUR FARM & RANCH, COMMERCIAL 
AND RESIDENTIAL REAL ESTATE NEEDS

Jim MartinJim Martin
 Owner/Agent Owner/Agent

817.538.6846817.538.6846
Jim@MartinLandSales.comJim@MartinLandSales.com

Come on with us...
We’re on the right trail
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Tara Stark
Tara Stark Real Estate Group, Keller Williams —
Success From Caring About People

Tara Stark has been in the real estate business full-time 
for the past 17 years, and in those years she’s clearly 

learned a thing or two about how to be exactly what her 
clients need. 

“I believe that the secret to our success is caring about 
our people,” says Tara. “We meet people where they are 
in life, and we go the extra mile day in and day out to 
find solutions for their real estate needs.” 

Of all the things that Tara loves about her job, her 
greatest joy comes from helping her clients navigate the 
huge life transitions that often accompany the buying and 
selling of real estate. In her own words, she “gets to be a 
part of that story.” 

Tara and her team, located in their offices inside the 
Houston Place Building on the beautiful Downtown 
Square of Weatherford, specialize in residential homes, 
luxury estates, equestrian facilities and land and ranch 
properties. 

So what sets them apart from the competition in this 
month’s issue? “I believe that all top agents have a strong 
work ethic. They work hard for their clients, they have 
integrity, great negotiating skills and they always do the 
right thing,” says Tara, adding, “When a client chooses me 
as a partner in their life of real estate, they not only get all 
of these things wrapped in one, they get the unique quali-
ties of me that always find a winning solution to their 
problems and life as it pertains to real estate. I can help 
them move forward to not only meet, but to exceed their 
goals.” 

When it comes to the inherent challenges of real 
estate in the post-COVID world, Tara notes that it’s 
important not to forget the human element. “As technol-
ogy and virtual companies are continuously coming into 
our market, I strongly believe that nothing can replace 
the human professional relationship,” she says. “Trust is 
a valuable commodity that is best earned face-to-face 
over time. By being value-driven and results-oriented, we 
believe that the fiduciary duties for our clients cannot be 
solved online.” 

The mass of clients flocking to Parker County seem 
to share Tara’s sentiments. “It is an incredible time to be 
in the real estate industry,” she says. “There is a surplus 
of buyers coming into our county, which makes it feel 
like inventory is low. However, it is just that property is 
going under contract, in some cases, the moment it hits 
the market. Land is being sold at a premium and develop-
ments are following suit. My business is typically heavy 
listing-driven, and we are doing everything possible to 

match those incoming buyers to the right property to 
purchase.” 

So in such a hot market, how exactly does Tara make 
sure that her clients get the home or property of their 
dreams? “We always bring them back to the real reason 
why they are looking to make a move or change,” she 
answers. “We ask a lot of questions that allow them to 
know that their choice and decision is the right one for 
them: What will this purchase do for their family, and 
subsequently their life? During the pandemic, we experi-
enced more sellers and buyers making decisions that they 
thought were years away from being made. They realized 
that the time was now to live their life, how and where 
they wanted to.” 

As for her advice for home sellers, Tara emphasizes the 
importance of pricing your home correctly right from the 
start. “As exciting as the current market is, some people 
may have a tendency to want to over-price their property. 
Even today, when priced too high, properties will sit on 
the market and ultimately a price reduction will follow 
before going under contact.”

86

A
U

G
U

S
T 

20
21

  
P

A
R

K
E

R
 C

O
U

N
T

Y
 T

O
D

A
Y



A
U

G
U

S
T 2021  P

A
R

K
E

R
 C

O
U

N
T

Y
 T

O
D

A
Y

87



88

A
U

G
U

S
T 

20
21

  
P

A
R

K
E

R
 C

O
U

N
T

Y
 T

O
D

A
Y

  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION

Tuesday Benthall, RE/MAX Trinity III

In her 18 years in the real estate industry—
she started when she was only 19 years 

old—Tuesday Benthall has worn many hats, 
including licensed escrow assistant, business 
developer, office manager, trainer and now 
mentor and real estate agent. In all that time, 
“I’m proud to say I’ve been with RE/MAX 
Trinity for over 11 years now,” she says.

In describing what she loves most about 
what she does, Tuesday answers: “Helping 
others. I’m a teacher at heart, and feel ‘in my 
zone’ when educating, training or helping 
others.” Her spirit of service to others is ulti-
mately what’s led her to such success in the 
industry. And for Tuesday, referrals are a great 
measure of a real estate agent’s success. “I 
work hard to maintain good relationships and 
stay ‘top of mind’ to family, friends and past 
and current clients,” she says. “There is no 
better compliment to a real estate agent than 
to get a referral.”

What sets Tuesday and RE/MAX Trinity 
apart is their hustle and their heart. “I 
am dedicated to providing exceptional 
service, knowledge of the industry and great 
communication to my clients,” she says. 
“Communication is key in this business, and I 
do my best to go above and beyond to make 
the transaction as smooth as possible.”

Many times, however, challenges arise 
that can make that transaction a bit bumpier 
than clients—or agents—would prefer. One 
of the biggest industry challenges Tuesday has 
noticed post-pandemic is the lack of inventory 
on the market. “We need more listings to help 
reduce the competition for our buyers when 
they put an offer in on a home,” she explains. 
“Right now, it is not unusual to have 10 to 20 
or more offers on one listing, when in the past 
it might be one or two.”

And Parker County is certainly a market 
hot spot. “We are a very desirable area!” says 
Tuesday. “I have conversations daily with 
people on how they want to move west and 
get a little ‘elbow room.’ We have such a 
diverse county. You get the small hometown 
country feel with all the city luxuries. [It’s] 
very attractive to many people wanting to get 
out of the big city.”

It can be difficult in such a market to make 
sure that clients get the home of their dreams, 
but Tuesday has found that, throughout her 

career, one of the most useful tools in doing so is to simply listen. 
“Every buyer is different and what matters to one might not matter to 
another,” she explains. “So I make sure to give a ‘customized’ expe-
rience based on what I hear and feel they want and need.”

When asked what advice she gives home sellers in order to get 
the best sales price for their home, Tuesday answered: “Align your-
self with an agent who will give you max exposure to market. Price 
it right to get the most showings and declutter! Exposure, showings 
and a clutter-free home is what it’s at! You want great online listing 
photos—it’s technically your first showing! They can draw buyers to 
your home or deter buyers before they ever step into your home.”



A
U

G
U

S
T 2021  P

A
R

K
E

R
 C

O
U

N
T

Y
 T

O
D

A
Y

89

RE/MAX Trinity III
2002 Santa Fe. Drive  |  Weatherford, TX 76086  |  817-694-8002

tuesdayremax@gmail.com  |  www.remax.com
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817.269.4597

Jamie
Bodiford, CRS

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

jamiesellsdfw.com

Centurion Agent
 2005-2018

Jamie Bodiford, Taking the Stress Out of Buying Your Home
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 Jamie 
and 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 1,200 
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 15 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 profession-
als 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 

Continued on page 108
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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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  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION

It’s hard to compete with Stacy Lynch’s 36 years of 
experience in the real estate industry. Her resounding 

personal success shows in the growth of her company, 
Lynch Legacy Realty Group, which employs a resi-
dential office of 40+ agents and a commercial team of 
seven agents. 

When it comes to the key to Stacy’s success, she 
says to have in mind that, “‘No’s’ mean a ‘yes.’ It’s a 
numbers game, and the more you talk with people and 
ask for their business, the closer you are to a ‘yes.’” 

Having spent over three decades in the industry, 
it’s safe to say that Stacy loves what she does. Most of 
all, she says, “I love building a legacy and knowing 
that I am successful and continuing the legacy of my 
parents.” Her parents have been in real estate for the 
past 50 years. 

And in those 50 years, says Stacy, her mom has 
never seen a market as hot as it is today. The challenges 
of the post-pandemic market are apparent, but Stacy 
and her company have risen to meet them. “The short-
age of homes is very apparent with everyone in the 
industry,” she explains. “Both with buying and selling—
the anxiety that sellers have when they sell their home 
and then have no place to go has been a very huge 
challenge for us in this post-pandemic world. Then, of 
course, the price of lumber has really hit the new home 
market. … We’re just waiting that out until things start 
to cycle back down.” 

However, Stacy sees hope on the horizon for a 
calmer market. “What will happen in two to five years 
from now—the markets will start to stabilize, and prop-
erties will go on the market.” 

For the time being, though, Stacy and her group 
continue to overcome challenge after challenge in 
making sure their clients get the home or commercial 
property that fits their needs. “In this instance,” she 
says, “our job is not to find something of their dreams, 
but instead to find something of their needs.” 

“Because we understand the market as well as we 
do, we’re the best fit for you or your company,” Stacy 
continues. “We’ve been out here for 40 years … we’ve 
sold thousands and thousands of products in the past 
few years, and so, it’s only because of who they’ve 
selected to assist them in their purchase that we are 
able to do that.” 

As for her best advice for sellers, Stacy says, “Hire 
a professional and listen to their advice. Hire an agent 
who lives here and has years of experience in both 
strong and weak markets. You need to be a nice, but 
tough, negotiator.”

Stacy Lynch, Lynch Legacy Realty Group
Real Estate Greatness Is In Her Blood

Stacy Lynch-Broker/Associate |  817.908.9567
stacy@lynchlegacyexp.com  |  lynchlegacyrealtygroup.com

5177 E Interstate 20 Service Rd.  |  Willow Park, TX 76087  |  817.441.8059
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Aaron Valencia has been in real 
estate for just under a year, but 

in that short time he’s already earned 
himself a place as one of Parker 
County’s top real estate experts. 

According to Aaron, the secret 
to his success is to “Stay hungry, be 
honest and keep high integrity.” He 
adds that treating every transaction as 
a team effort is vital to its success. 

Aaron likes to tell people that 
what sets him apart in the industry is 
the fact that he’s so new to it. “[I’m] 
a new agent with no bad habits,” 
he quips. In fact, his timing, getting 
into real estate in the middle of the 
pandemic, just goes to show how 
impressive his business savvy really 
is. “I only know how to overcome 
adversities,” he says with a smile. 

Specializing in residential real 
estate, what drew Aaron to the indus-
try is his love for people, details and 
challenges, as well as the chance to 
work with families. He admits that 
being so new to things, he is still 
adapting. But he relishes the chance 
to go head-to-head with any chal-
lenge he may meet—which includes 
today’s red-hot market. 

“The Parker County market is 
on fire,” says Aaron. “Fast growing, 
great people, great schools.” In other 
words, everybody wants to be a 
Parker Countian. 

Aaron takes an energetic 
approach to ensuring his clients get 
the home or property of their dreams, 
commenting that it takes non-stop 
effort on the part of the agent. Two 
mottoes that he lives by are: “Take 
care of business” and “whatever it 
takes.” 

Aaron’s best advice for sellers in 
the current market comes down to 
price. “Price your home right and let 
the market take care of it,” he says. 
“Hire an agent who can price your 
home right the first time.”

Aaron Valencia, Lynch Legacy Realty Group

Aaron Valencia  |  432.329.2884
aaron@lynchlegacyexp.com  |  aaronvalencia.exprealty.com

5177 E Interstate 20 Service Rd.  |  Willow Park, TX 76087  |  817.441.8059
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  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION

Stephanie Rich  |  817.304.5939
stephanierich67@icloud.com  |  lynchlegacyrealtygroup.com

5177 E Interstate 20 Service Rd.  |  Willow Park, TX 76087  |  817.441.8059

Stephanie Rich, Lynch Legacy Realty Group

For top Parker County real estate pro 
Stephanie Rich, the love of learning is 

what drives her in the industry.
“It is so much fun!” she says of her job 

in real estate. “I love learning, whether it 
is about city requirements or the property 
itself.”

Stephanie has been a realtor for the past 
four years, and currently works with Lynch 
Realty Group in Willow Park, where she 
specializes in commercial real estate and 
land acquisitions. Though relatively new 
to the industry compared with some other 
veterans on our list, Stephanie has found 
nothing but success in her job, something 
she chalks up to being as honest and trans-
parent with clients as possible. According 
to her, it’s critical to be realistic with clients 
while doing her utmost to meet their needs.

Also… “We have a great team at Lynch 
Legacy,” says Stephanie, “and a great leader 
in Stacy Lynch.” What sets Stephanie and 
Lynch apart is their eagerness to collaborate 
and work with other realtors, all in the name 
of serving their clients as best they can.

The industry is not without its challenges 
though—something that is certainly true 
right now. “[The Parker County market] is 
super-hot!” says Stephanie. “Parker County 
is the place to be, and the word is out!” 
One challenging side effect of the post-
pandemic market rush is the influx of sight-
unseen purchases. That, and the move to 
online business, which takes away from the 
‘personal interaction’ aspect of real estate. 

Still, Stephanie and Lynch have proven 
that they are ready to meet the challenge 
and help clients get the property they want 
and need. Stephanie emphasizes that the 
keys to doing so in today’s climate is to talk 
realistically with her clients and remain 
focused on what they need.



Stephanie Rich  |  817.304.5939
stephanierich67@icloud.com  |  lynchlegacyrealtygroup.com

5177 E Interstate 20 Service Rd.  |  Willow Park, TX 76087  |  817.441.8059
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  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION

Courtney Wolfe, Keller Williams Realty

Courtney Wolfe has been a realtor 
with Keller Williams Realty for 

just shy of eight years. Real estate is 
something she had never considered, 
but she feels thankful and blessed she 
found a career where she can help 
people with one of the largest trans-
actions most deal with in their life-
time. “Helping people achieve their 
real estate goals and dreams for their 
homes and ranches where they do 
life, is what I love,” she said. 

Courtney grew up in the horse 
industry with her father and custom 
homebuilding with her stepfather. 
After her father was diagnosed with 
terminal cancer and passed away 
during college, she followed her 
passion for all things horse and 
became an assistant trainer in thor-
oughbred horse racing for over a 
decade in Kentucky, Arkansas and 
the opening of horse racing tracks in 
Texas. 

After that, Courtney followed 
in her mother’s footsteps as a flight 
attendant for American Airlines for 
the next 10 years until her mother 
was also diagnosed with termi-
nal cancer. Sadly, she eventually 
exhausted all her family leave during 
her mother’s long cancer battle 
and had to resign from American 
Airlines. Courtney then went back 
to her roots—training horses, clients 
and showing in APHA and AQHA 
horse shows around the country. This 
led her to work for clients manag-
ing their cutting-horse ranches and 
hauling their children and family to 
horse shows. Cutting eventually led 
her to West Texas to work for another 
cutting-horse operation. After two 
years in West Texas, she found herself 
back in the North Texas area, looking 
for something completely different. “I 
needed a change,” she said. 

Exiting the highway to go to 
Teskey’s one day, she saw a billboard 
with an old friend on it and saw she 
had become a real estate broker. 
“Completely lost at 45 years old, and 
thinking about what I was going to 

do now, I made the call to that broker 
friend. That call changed my life! The 
next day we met for lunch and I just 
jumped in and took a leap of faith,” 
she said. 

So, Courtney started real estate 
school the next week and in less 
than eight years she’s become one of 
Keller Williams’ top producers and 
listing agents in the area. She helps 
sellers and buyers with residential, 
luxury, farm and ranch properties in 
Parker and surrounding counties. She 
has also recently expanded her busi-
ness down into the Bryan-College 
Station area. “I like the people aspect 
of it. I like the different types of 
people you meet and their stories. 
It’s amazing the people you come 
across doing this,” she said. “I got 
into real estate at a good time, but it’s 
the work ethic that I learned working 
with horses that’s helped me in real 
estate. Much like caring for horses, 
real estate doesn’t stop. Whether it’s a 
weekday, weekend or holiday, there 
is always someone who needs to sell 
or buy, and you have to be willing to 
get it done.” 

She feels like keeping in contact 
with past clients, thinking outside the 
box and being willing to grow and 
change in your business has helped 
her be successful. Being available 
to clients when they have questions 
or concerns and surrounding herself 
with other agents and friends that 
continue to be supportive encourages 
her to reach higher. “That’s what I 
think helped my business grow and 
why I did so well so quickly,” she 
said. In her third year she achieved 
over $4 million in volume. “I had 
never expected to sell that much real 
estate. When I stop and look at how 
my business has continued to grow 
since then, I can’t even believe it. I 
never dreamed that I’d be where I am 
now,” Courtney said. 

A lot of the secret to her success 
is also assembling her tribe of people 
to help support her and her business. 
“For me it’s having the right escrow 

officer, social media person, broker-
age support system, lenders, inspec-
tors and contacts for whatever your 
clients might need to get their home 
on the market or move. Anything 
and everything to help your clients 
through their transaction. The market, 
especially right now, is crazy and it 
takes a tribe of people behind the 
scenes to help you grow your busi-
ness and be a support system and 
information source.” 

Her Keller Williams broker in 
Weatherford encourages agents to set 
yearly goals, continue to learn new 
things and stay up-to-date on this 
ever-changing market. “My mindset 
has always been to set my goals, 
then look at what I haven’t incorpo-
rated yet into my business. It might 
be technology, marketing or educa-
tion—anything really to try and set 
myself apart and keep adding layers 
to my business where I think I need 
to expand, improve or fill a gap.” 

She has some specific sugges-
tions for those who are looking for 
someone to sell their home. “It’s 
really important to have a realtor 
that’s familiar with what you’re sell-
ing. They will have the marketing 
to market it; they know what types 

Continued on page 106
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  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION

Tyler Haley has been in the real estate business for only 
six years, but in that time, he’s managed to find great 

success. Within the last two years, Tyler got his broker’s 
license and opened Risen Realty Group in June 2020. 

What’s the secret to Tyler’s success in what can be a 
challenging and competitive field? “With a servant’s heart, 
I enjoy making the dream of home ownership come true 
for my clients,” he says, further attributing much of his 
success to the ability to cultivate and maintain relation-
ships with clients as well as the agents on his team. “My 
secret is one that is available to everyone: Enjoy what you 
do, serve with your client’s goals as a priority and give 
100% all the time. Success will be the result.”

And Tyler absolutely enjoys what he does! In fact, the 
thing he loves most about his career is the people. “It is 
the greatest joy when you are at the closing table with 
clients on the purchase of their home, and to see their 
smiles gives you the greatest feeling. I am truly blessed to 
be able to serve in that capacity,” Tyler continues.

It’s the same for the clients selling their homes as well. 
In that case, Tyler enjoys being able to take the stress out 
of putting your home on the market. He likes to think of 
himself as a sort of guide taking all his clients through 
each step of their respective processes, with the end result 
of achieving their goals. In reference to that part of the 
job, Tyler says, “I would not trade it for anything.”

As you might have guessed, Tyler specializes in assist-
ing homeowners who are selling their property as well 
as buyers who are looking to purchase a home. His team 
also assists buyers in new home construction, lease prop-
erties and farm and ranch.

Tyler believes it is important for a successful realtor to 
stay on top of current market trends, continually educat-
ing and increasing one’s knowledge about the local real 
estate industry. Not only that, but it’s important to look at 
each client individually. “Clients are never a number to 
us,” he insists. “They are truly a partnership!”

Post-pandemic, Tyler says that the biggest challenge 
to realtors is inventory. “There is a lack of inventory for 
our existing clients and those wanting to come into the 
marketplace,” he explains. “North Texas, especially Parker 
County, has become an area that clients are seeking 
in this post-pandemic time. Our great neighborhoods, 
schools, outdoor recreational areas, country living, 
distance from the metroplex and good old hometown 
values is what clients are looking for. That makes for a 
great challenge, but one we welcome.”

And Tyler can’t help but add that rising home values 
and the price of land are contributing to the hot, hot, hot 
Parker County market.

So in such a fierce market, how does Tyler assure 

Tyler Haley, Risen Realty Group, LLC —
Staying On Top Of The Market

that his clients get the home or property of their dreams? 
“Many realtors concentrate on the sale,” he says. “The 
objective of Risen Realty is to match their vision with 
what is available and achievable in the marketplace.” 
His client’s wish list for their forever home is top priority. 
And taking that wish list and working within their budget 
to present the best homes on the market is exactly what 
Tyler and his team do. “Knowing market trends allows my 
team to advise clients on value, a smooth buying process 
and what to expect when making their decision to move 
forward.”

Tyler’s parting advice for home sellers? “One of the 
most important things a homeowner can do before they 
list their home is to de-clutter and organize,” he says, 
explaining: “This helps in two ways: One, it helps you 
prepare to move in this fast market, and two, it allows 
potential homeowners to see their family in the home. 
Too much clutter can take away from buyers envisioning 
their items in the property.” Also, he adds as a bonus: “Do 
not forget the exterior when it comes to de-cluttering.”
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Risen Realty Group LLC

ALEDO  |  AZLE  |  BROCK  |  FORT WORTH  |  GRANBURY  |  LAKE WORTH  |  LIPAN
MILLSAP  |  PEASTER  |  POOLVILLE  |  SPRINGTOWN  |  WEATHERFORD

We are a Christian real estate company located in Weatherford TX.
We offer a personalized experience to reach each clients real estate goals.

We strive to offer you the best buying/selling experience there is.

Risen Realty Group 
107 York Ave, Suite B 
Weatherford, Texas 76086 
(817) 565-9791
risenrealtygroup.com
TylerHaley@RisenRealtyGroup.com
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Mac A. Coalson, Sr. Broker • cell 817-925-3333 • Mac@Coalson.com
McAllen Coalson, Broker • cell 817-991-8300 • McAllen@Coalson.com

60 Acres +/-, “Chris Cox” Horsemanship Facility

Productive Land
and quality improvements.

Two horse barns, dining hall, 
executive offices, indoor 

and outdoor arenas, round 
pen, breaking pen, many 

paddocks/traps, outstanding 
Hwy. frontage, mineral rights.

$2,195,000.00

147 Acre Horse & Cattle Ranch
Granbury, Texas

Minutes north of Granbury 
on Boyd Road. All sandy 
loam coastal bermuda. An 
awesome 22 stall, 92x124 
horse barn with office & 
½ bath, vet room / palpa-
tion area. A 3 level home 
featuring 3 bedrooms, 
3.1 baths, and a two car 
garage. A 24x40 collection 
barn, bunk house, shop, 
well house and Trinity 
water well with system. Six 
horse walker, a large hay 
barn, and pipe fencing. 

$3,150,000.00

117.5 Acre Horse, Cattle Ranch
Millsap, Texas 76066

 Scenic property as most of 
the grass land is in coastal 
bermuda turf supported by 
good productive soils and 
creek bottom land.  Thicker 
timbered areas along 
Wilson Bend Creek support 
elm, and post oak trees.  A 
very nice BarnMaster home 
and horse barn all under 
one roof with 3 bedrooms, 
2.1 baths, 15 stalls, and 
extensive covered parking.  
Outstanding steel cattle 
pens, coop water and water 
well.

$1,997,500.00

Approximately 1.5 hours 
west of Fort Worth and 
S/E of Possum Kingdom 
Lake.  
With Brazos River 
frontage on both ends 
of the property; highly 
unusual.  High point bluff 
vistas overlooking the 
vast rugged terrain and 
river bottoms.  Mostly 
thick and diverse; game 
cover harboring 
untouched hunting 
opportunities.  
Water rights which are rare. 

$5,500.00 per acre.

1,247 Acres - Extensive Brazos River Frontage 
Palo Pinto County, Texas

205 - 345 Acre Cattle & Rec. Ranch
Boonsville, Wise Co., Texas

 The property is beautiful 
and diverse with 
improved and native 
grasses.  The majority is 
scattered post oak, and 
elm trees decorating the 
rolling topography and 
some open pasture.  A 
5,212 SF 4 bedroom, 4 
bath, 4 car garage 2 story 
stone home.  Horse barn, 
arena, equipment & hay 
barn, cattle working pens, 
sheds, 5.5 acre stocked 
reservoir and more tanks.  
Very private and scenic.

$3,500,000.00 to $4,900,000.00

UNDER
CONTRACT

www.coalson.com  or  www.ranchesoftexas.com     

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.

He has been in the real estate business for 54 years. 
He and his wife, Tommie Sawyer Coalson, have two 
sons. McAllen has been working with his father in the 
real estate business for 35 years, while Greg has been 
taking care of the horses and cattle connected to their 
ranching operations, as he is also trained to show cut-
ting horses.

Mac 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 princi-
ples.

“Tell all the positives and negatives, 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 are the keys to any successful transaction, 
Mac said. 

He said, “The real estate market is very strong today, 
investors are wanting to put dollars into land in order to 
hedge against inflation.”

We have been so blessed due to so many repeat cus-
tomers, and we thank each and every seller and buyer 
for their business. Mac’s advice for succeeding in real 
estate is to “know your property so you can answer any 
questions asked.”

Mac A. 
Coalson
Senior Broker
817-925-3333

McAllen 
Coalson
Broker
817-991-8300

  our business: TOP REAL ESTATE PROFESSIONALS  SPECIAL ADVERTISING SECTION
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extensive covered parking.  
Outstanding steel cattle 
pens, coop water and water 
well.

$1,997,500.00

Approximately 1.5 hours 
west of Fort Worth and 
S/E of Possum Kingdom 
Lake.  
With Brazos River 
frontage on both ends 
of the property; highly 
unusual.  High point bluff 
vistas overlooking the 
vast rugged terrain and 
river bottoms.  Mostly 
thick and diverse; game 
cover harboring 
untouched hunting 
opportunities.  
Water rights which are rare. 

$5,500.00 per acre.

1,247 Acres - Extensive Brazos River Frontage 
Palo Pinto County, Texas

205 - 345 Acre Cattle & Rec. Ranch
Boonsville, Wise Co., Texas

 The property is beautiful 
and diverse with 
improved and native 
grasses.  The majority is 
scattered post oak, and 
elm trees decorating the 
rolling topography and 
some open pasture.  A 
5,212 SF 4 bedroom, 4 
bath, 4 car garage 2 story 
stone home.  Horse barn, 
arena, equipment & hay 
barn, cattle working pens, 
sheds, 5.5 acre stocked 
reservoir and more tanks.  
Very private and scenic.

$3,500,000.00 to $4,900,000.00

UNDER
CONTRACT

www.coalson.com  or  www.ranchesoftexas.com     

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.

He has been in the real estate business for 54 years. 
He and his wife, Tommie Sawyer Coalson, have two 
sons. McAllen has been working with his father in the 
real estate business for 35 years, while Greg has been 
taking care of the horses and cattle connected to their 
ranching operations, as he is also trained to show cut-
ting horses.

Mac 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 princi-
ples.

“Tell all the positives and negatives, 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 are the keys to any successful transaction, 
Mac said. 

He said, “The real estate market is very strong today, 
investors are wanting to put dollars into land in order to 
hedge against inflation.”

We have been so blessed due to so many repeat cus-
tomers, and we thank each and every seller and buyer 
for their business. Mac’s advice for succeeding in real 
estate is to “know your property so you can answer any 
questions asked.”

Mac A. 
Coalson
Senior Broker
817-925-3333

McAllen 
Coalson
Broker
817-991-8300
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Professional Home Inspector
Matthew Colia   TREC #23331   ICC #9479976

OverWatch Property Solutions is a Veteran Owned 
and Operated Home Inspection Company

“We hired Matt for a pre-listing inspection. 
He identified at least 10 issues that our previous home 

inspector failed to notice. Service was amazing! Matt was 
very professional, polite, and knowledgeable! 

He gave us a very detailed report the same day. 
I would highly recommend.” - Molly C.

We proudly offer discounts to military, 
first responders, teachers and nurses.  

A portion of the proceeds from your home inspection 
will be donated to the families of our 

fallen and severely wounded warriors.  

OverWatch Property Solutions
1200 S Main St Suite 110, Weatherford, TX 76086
682-262-4687
Visit our website for complete services provided:
overwatchpropertysolutionstx.com
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Kathy went back into real estate 
sales full time in 2009 with a wealth 
of knowledge and experience under 
her belt. “I’ve rescued a lot of houses 
and that is my passion. My other 
passion is people. I’ve never met 
a person or a house that I haven’t 
learned something from, and I get 
to share that knowledge,” she said. 
“As a realtor I have the privilege of 
combining both of my passions. It’s a 
win-win for me and I look forward to 
each transaction because people, like 
houses, are all different. Every person 
has a story and every house does 
too,” she shared. “You have to try on 
a lot of shoes to find the right fit. The 
goal in this business is to be an effec-
tive matchmaker,” she continued.  

When asked about her thoughts 
on the influence of television “flip-
per” shows, she said she believes 
they have both helped and hurt the 
market. “People forget that these are 
scripted shows. They make it look too 
easy for novices and the budgets are 

Kathy Wyle                               Continued from page 102 unrealistic,” she explained. “It’s not 
just about the WOW factor when you 
walk in the door. It’s the unseen need. 
A lot of new ‘flippers’ don’t always 
know what to look for when purchas-
ing a remodel, and that can be a 
very costly lesson for both flipper 
and buyer,” she said. “However, one 
positive influence of flipper shows is 
that there are some beautifully staged 
homes out there now and that really 
makes a difference in the appeal to 
buyers. That’s been a real positive 
change,” she continued. 

“I believe my maturity and experi-
ence benefit all of my clients. There 
are many types of buyers and sell-
ers: first-time homebuyers/sellers, 
transient buyers/sellers, up-sizers, 
in-betweeners, downsizers, the final-
destination buyers (our elder popu-
lation). And, finally, a new group 
of buyers/sellers emerging is adult 
children of aging parents. Every one 
of these groups have entirely different 
goals and needs. As I have walked 
in most of their shoes by now, I can 
truthfully say that I can relate to 

where they are in their journey. My 
job is to skillfully walk my clients 
through each step of a transaction 
until we have reached their goal. 
Although real estate transactions end 
at the closing table, my services and 
friendship do not. I am available for 
my clients forever. Most of my busi-
ness comes from referrals and repeat 
clients, which is the ultimate compli-
ment,” said Kathy. 

“To be the expert in this business, 
you keep your client’s needs first. 
You learn everything you can about 
this ever-changing profession, keep 
up, surround yourself with other 
experts in the industry, and never 
ever compromise your integrity. If you 
are focused on a paycheck instead of 
your clients, you’re in the wrong busi-
ness. Helping people must be your 
passion.” According to Kathy, that is 
the secret of her success, and her best 
advice to new agents. “I take care 
of my clients’ needs and God takes 
care of mine,” she concluded. “It is a 
privilege to work in this industry and 
I love it.”

of buyers it might fit and how to 
market to reach those buyers. You 
have to have a realtor who is willing 
to look beyond your local area to 
market your property. Every property 
is different and requires a different 
presentation and marketing to some 
degree. Your property might sell to 
people from out of state—California, 
Wyoming, from anywhere—and you 
need to be sure your agent’s market-
ing reaches beyond the local MLS. I 
would tell any home or ranch owner 
to get on the Internet and be the 
consumer for a minute. If you were 
looking for a property like you are 
selling, where would you look as a 
buyer for that property? Look at the 
presentation of the properties simi-
lar to yours. Are there professional 
photos, aerials, maps, videos and 
good descriptive information? Call 
the listing agent and ask questions, 
see how knowledgeable they are 
about the property, did they call or 
text you back in a timely manner? All 

Courtney Wolfe                          Continued from page 98

Continued on page 108



Professional Home Inspector
Matthew Colia   TREC #23331   ICC #9479976

OverWatch Property Solutions is a Veteran Owned 
and Operated Home Inspection Company

“We hired Matt for a pre-listing inspection. 
He identified at least 10 issues that our previous home 

inspector failed to notice. Service was amazing! Matt was 
very professional, polite, and knowledgeable! 

He gave us a very detailed report the same day. 
I would highly recommend.” - Molly C.

We proudly offer discounts to military, 
first responders, teachers and nurses.  

A portion of the proceeds from your home inspection 
will be donated to the families of our 

fallen and severely wounded warriors.  

OverWatch Property Solutions
1200 S Main St Suite 110, Weatherford, TX 76086
682-262-4687
Visit our website for complete services provided:
overwatchpropertysolutionstx.com



these things are going to be important 
for you as seller when someone calls 
your listing agent about your proper-
ty. Lastly, always ask friends if they or 
anyone they know have recently sold 
a property similar to yours. Interview 
the agents you feel fit your property 
or a property you might be looking 
for. Ask questions about their market-
ing plan for your property—do they 
utilize social media, have additional 
marketing besides the MLS, etc.? 
Who do they see as the buyer type 
for your property? The more exposure 
your listing gets to the right kind of 
buyers, the more likely it will have 
more showings, sell quicker and for a 
higher price,” she shared. 

During real estate school her 
instructor suggested she think of 
herself as a concierge of sorts. “You 
need to have a list of all the things 
sellers and buyers might need when 
moving out of or into their home.” 
Courtney therefore keeps a list of 
recommendations for anything she 
thinks her clients might need, every-
thing from painters and landscapers 
to movers, dentists, bakeries and hair-

stylists—you name it, and she will 
help you find it. She wants to contin-
ue to be a resource to her clients long 
after their deals are closed. It’s one 
of the ways she continues to receive 
referrals and repeat business from her 
clients. 

“I leave the door open for them 
to call me anytime for anything they 
might need recommendations for. 
What’s funny is my instructor was 
right; they end up calling me and I 
love it. It could be anything to do 
with their personal lives or their 
house and I do my best to help. 
Then they are calling me periodically 
long after closing as a resource and I 
stay top of their mind as an agent as 
well,” she laughingly said. 

“You build a lot of your business 
from referrals, but you have to always 
keep filling your pipeline and think-
ing down the road to next year,” she 
continued. “What helps you achieve 
and continue to grow is who you 
surround yourself with. A lot of that is 
your professional support system and 
who your close circle of friends is. 
Evaluate that every once in a while. 
Do the people you surround your-

self with continue to push you, help 
you, support you and help you grow 
professionally and personally? I’m 
very competitive, but it’s mostly with 
myself. I strive to be the best I can be 
at something, always thinking about 
how I could be better. There is always 
room for improvement. Stepping out 
of your comfort zone in business, 
your personal life, or anything is how 
you gain that edge and continue to 
improve. The fear of the unknown 
or failure is what keeps us in a box. 
The ability to think and push yourself 
out of that box is what allows you 
to reach that next level of what you 
want from life, both professionally 
and personally. I’ve found if you are 
too comfortable in what you’re doing, 
you won’t continue to get better,” she 
said. 

“Lastly, the most important aspect 
of your business is your clients. They 
want to know you care about them, 
their situation, their family and their 
property or new home. When you 
come from a place of contribution, 
communicate well and treat each 
client with the same importance; 
it will show to them, and everyone 
else,” she concluded.

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 
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 valu-
able.”

It’s her attention to detail that 
has factored into Jamie’s status as a 
Centurion each year beginning in 
2005 and has continued through 
2020 (2021 Centurions have yet to be 

determined.)
“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.

Jamie Bodiford                          Continued from page 90

 Any conversation about business 
or the economy these days generally 
involves a nod to the pandemic, 
a discussion about its negative 
effects. So, how has real estate 
fared? “Personally, the market has 
not changed much since the COVID 
pandemic for us,” Krayton replied. “If 
anything, it has become even busier. 
We have seen a strong influx of 

people moving out of the Metroplex 
to rural America, buying their own 
little piece of God’s Country.”

Finally, we posed the advice ques-
tion: What is the best advice you 
give your home sellers to get the best 
sales price for their home? “Same as 
with selling a home, ranch or piece 
of raw land,” said Krayton. “We have 
the tools at our disposal to make sure 
their ranch, home or land is listed, 
marketed and sold for top dollar. 

The key to getting the best price for 
a piece of property is to make sure 
you are working with a realtor or 
broker who knows the area, knows 
the market prices and knows how to 
market a piece of property very well. 
At the end of the day, it is my goal to 
be at the closing table with my sell-
ers and for them to know that they 
received the maximum dollar for their 
home, ranch or land.”

Kirkpatrick                                  Continued from page 78
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Courtney Wolfe          Continued from page 106




