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CATHY KOHLBECK
In the late 1990s, Cathy Kohlbeck and her sister 
owned Pizza Reel, a pizza joint and video store 
outside the Green Bay area, operated during a 
time when VHS tapes were at the height of pop-
ularity. The restaurant was a hit. The sisters soon 
began wholesaling their pizzas under the name 
Sorella’s Pizza, sorella meaning “sisters” in Ital-
ian. Seven years later, they decided it was time 
to sell the business, and Cathy, now a wife with 
two kids and a 13-year-old stepdaughter, began 
searching for a new career. “I wasn’t sure what I 
wanted to do, but after running a business I knew 
I could do anything I set my mind to,” Cathy 
says. She interviewed for an administrative posi-
tion at a local mortgage company, but was told 
she was overqualified. Instead, they offered her a position as a 
financial advisor.

“When reviewing clients’ finances, the largest part of our con-
versation revolved around their mortgage. It quickly became the 
part I enjoyed the most,” Cathy says. “I decided then I didn’t 
want to be a jack-of-all-trades, but an expert in mortgages.” 
Now Cathy is a loan officer at Marketplace Home Mortgage. 
After two years there, the company feels like home to her—
she has the freedom and tools she needs to help more people 
finance their dreams. For her real estate partners, for instance, 
she can provide high-quality flyers or digital applications for 
open houses that allow visitors to sign-in upon arrival, among 
other company resources. Being a correspondent lender, Cathy 
is able to both finance and broker loans. The company also does 
their own underwriting. Whether it’s a unique property or unique 
financial situation, she can get the job done.

Because of this, clients 
consistently return to 
Cathy and refer friends 
and family to her—80 
percent of her business is 
based on these referrals. 
“I’m very honest and 
straight forward about 
the entire mortgage pro-
cess,” Cathy says. She’ll 
spend anywhere from 20 

minutes to 2 hours educating clients about each step, 
discussing everything from the dos and donts of 
credit to what they can expect in their pockets when 
all is said and done. This kind of service goes above 
and beyond her duties, but doing so means she gets 
to know her clients on a personal level and preempt 
any bumps that might come up down the road. 

Cathy stays in touch with borrowers primarily 
through social media. At the time this article was 
written, she was running a “Tailgate with Cathy” 
contest to thank clients for their support. After each 
Packers’ game, she draws a name from clients who 
have commented on her Facebook page, gifting 
them with a basket filled with snacks and other 

Marketplace goodies. The baskets are delivered to the prizewin-
ner’s place of business, to be shared with their coworkers. 

“The biggest thing for me is that I’m helping people. Even when I 
was in college and still wanted to be an elementary school teacher, 
it was helping children that mattered. Now I’m helping people 
too—they’re just adults,” Cathy says with a laugh. She is espe-
cially passionate about helping veterans. Recently, Cathy and 
her colleagues at Marketplace held a fundraiser for veterans in 
the area. Around Christmas, they give to Freedom House Green 
Bay, the only shelter in Brown County that provides assistance to 
all types of homeless families. Cathy also volunteers for Junior 
Achievement and is an active participant of the networking group 
Give Back Green Bay. She, along with agents and other industry 
professionals, recently created the networking group in an effort 
to both earn referrals and give back to a community which has 
given so much to them. 

“If you’re not improving, you’re not growing,” Cathy says. Twice 
a year, she reviews and updates her business plan. “It’s import-
ant to have a goal and keep your eye on it, but it’s also important 
to reevaluate those goals and be flexible.” In the future, Cathy is 
focused on capturing a larger millennial audience through social 
media and spending more time with her family. She’s now spent 
nearly 12 years in the business, and during that time, her chil-
dren have grown into teenagers and young adults. “I don’t want 
to miss it,” Cathy says. “It’s important for me to find balance 
between family and my career—to be successful but also be a 
good mom and, just recently, a good grandma!” 
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To learn more about Cathy Kohlbeck,  
visit www.cathykohlbeck.marketplacehome.com,  
email ckohlbeck@marketplacehome.com,  
or call 920-606-0592

http://www.cathykohlbeck.marketplacehome.com

