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TABLE INVESTMENTS
F R O M  R O D E O  T O  R E A L  E S T A T E

Before becoming one of the Top Producers in Oklahoma Real 

Estate and co-founding Table Investments, Curtis Kupfersmith 

initially had dreams of becoming a professional cowboy. “I 

grew up on a ranch, so my dream my whole life was to rodeo 

for a career. When I was 17, I got the chance to move to Texas 

to live and learn from one of my heroes, Allen Bach, who is in 

the Pro Rodeo Hall of Fame. Allen mentored me and showed 

me what to do and where to go,” Curtis said. However, he 

was struck by tragedy in August 2008 when he was hit by 

a drunk driver attempting suicide. The wreck left him with 

numerous physical injuries, but the psychological impact took 

an even greater toll on him. After overcoming the traumatic 

experience, Curtis attempted to resume riding but discovered 

that he had lost his passion for rodeo, despite it being his 

childhood dream. “I tried to rope again a few months later, 

but just kinda lost my passion for it,” he said. 

After the accident, “which hurt him 
both physically and mentally,” Kup-
fersmith went to work for a Western 
retail company in Decatur, Texas, for 
the next four or five years. “That was 
where I began learning about busi-
ness and all that stuff. The guy who 
owns that company and the General 
Manager both took me under their 
wings and really helped me.”

By 2013, one of Curtis’s co-workers 
didn’t want their house anymore, 
which began his long transition into 
real estate. “One day we were just 
talking, and I asked her what she 

wanted for it, even though I didn’t 
know anything about real estate. 
She wanted somebody to pay off the 
mortgage so she could just get rid 
of it. I knew it was a good deal, but 
didn’t have any money, so the next 
day I went around to every bank in 
town begging for a loan. This was 
right after the crash in 2009, but 
the president of one of the banks 
believed in me and gave me a per-
sonal loan. In my mind, I was living 
the good life with this house. I never 
dreamed of it being an investment, 
I just enjoyed the cheap house pay-
ment each month.”    

Eventually, after reading the 
book Rich Dad Poor Dad, 
Curtis began searching for an 
asset and ultimately decided to 
put the house up for rent. “My 
phone just started blowing 
up with people wanting it, so 
I ended up leasing it out for 
$1,000 a month. I was making 
a really good profit on it, and 

about that time, I moved to 
Oklahoma,” he said. Intending 
to take a job with Chesapeake 
Energy negotiating water 
rights in Western Oklahoma, 
he was informed of the assets 
being sold, so he was basically 
fired from the job before he 
ever got started.

After calling some former 
rodeo colleagues, Curtis took a 
job with a dirt working compa-
ny, making $12 an hour doing 
work underneath the scorch-
ing summer Oklahoma sun. “I 
went from having a really good 
office job working in the air 
conditioning every day to all of 
a sudden running a shovel and 
a rake every day, doing manual 
labor. I realized pretty quickly 
that I wasn’t cut out for that. I 
didn’t know what else to do, but 
thankfully that company really 
started growing and it took off. 
I got to move into the office, and 
I became a Logistics Coordi-
nator. I loved the job and the 
people and didn’t want to quit, 
but I wasn’t making a whole lot 
of money. I knew I needed to do 
something else, so I got my real 
estate license in 2014 to learn 
more about real estate, but I 
wasn’t really sure what to do 
with it,” Curtis said.
                        
Then one day he ran into Gary 
Atchley, one of the REAL-
TORS® in OKC at the time, at a 
gas station. “I knew Gary from 
the rodeo industry but had no 
clue that he was also a REAL-
TOR®. He said I needed to be 
with Keller Williams, so I went 
in one Saturday to meet with 
Susan Miller at the Edmond KW 
location. I knew I was supposed 
to dress nice, so I wore jeans, a 
polo and a ball cap, because that 
was about as nice as I dressed. 
We started talking about who 
they are and what they do. As 
we began talking about royalty 
fees, caps, etc. I became really 
discouraged. At that time, I 
had never made more than 
$30-$40,000 in a year, and I’m 
hearing how much everything 
costs. I thought, ‘There’s no way 
I can make enough  money to 
even cover the fees.’ I told her 
my five-year goal was to make 
$100,000 by the time I’m 30. 

She just laughed and told me 
I would do that within a year, 
easily. Little did I know she was 
100 percent right.” 

“In my first four months, while 
still working full-time, I sold 
right under $5 million worth of 
real estate. I still didn’t want to 
quit my job, but I was working 
my day job during the day, plus 
real estate at nights and on 
weekends so I  wasn’t sleeping. 
I went in one day and my boss 
told me that if I didn’t quit, he 
was going to fire me because I 
was killing myself due to lack of 
sleep and not eating right,” he 
said. A replacement was hired 
to take over Curtis’ position, and 
he began selling real estate full-
time in 2015. “My first full year 
in real estate, I sold 50 houses, 
and that was just on my own. 
The second year I sold 75, and 
then year three, Alyssa Dyer and 
I started Table Investments, the 
company we own now.”

“Alyssa and I were working with 
a lot of out-of-state investors, 
who were looking to buy rental 
property, so we would help 
them purchase rental houses 
by finding great deals that were 
on the MLS (Multiple Listing 
Service.) Everybody we talked 
to said we’d have to go off-mar-
ket to find good deals, so we 
decided to start doing our own 
marketing, and get to these 
investment properties before 
they ever hit the market. At the 
beginning, our goal was just to 
help some of these guys that we 
knew find rental houses. We had 
no idea that this was going to be 
anything like it is. We found out 
really quickly that it was going 
to be a lot more than that. We 
just had a bunch of people that 
kept referring us to more and 
more people, and it just really 
blew up. It was pretty crazy. Our 
first full year in business, we 
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for anything that anyone 
needs pertaining to real 
estate.” When asked to 
provide advice for REAL-
TORS®, he said, “Make 
sure your job is to meet 
new people every day. 
This is not a part-time 
deal if you want to actual-
ly be successful at it. You 
also need to be willing to 
take on any business that 
comes your way. Over 
time you’ll learn which 
aspects of the business 
you like more or less, but 
in the beginning, be open 
to any type of business 
that comes your way.” 
Curtis advised.

On the subject of his 
legacy, Curtis wants 
to be remembered as 
someone who was able 
to “make people smile 
and that [he] truly loved 
people.” Kupfersmith 
is also involved with 
various charitable orga-
nizations, including The 
Anna’s House Founda-
tion, which provides 
homes and support for 
foster children and their 
foster parents, as well 
as Sunbeam Family Ser-
vices, Oklahoma’s lon-
gest-running non-profit 
social services agency.

Curtis lives in 

Oklahoma City and his 

extracurricular hobbies 

include working out, fly 

fishing, traveling, and 

almost anything that 

you can do outdoors. 

Curtis volunteers every 

Wednesday morning 

reading to children 

at a daycare through 

Sunbeam Family 

Services, and gives to 

them financially, as well 

as to Anna’s House. 

sold 179 units. We didn’t even 
have a website in the beginning, 
and we were somehow selling 
all of these investment proper-
ties to people out of state who 
we never met. I know a lot of 
people brag about how many 
houses they’ve sold, but they 
have huge teams of salespeople. 
In that first year, it was just me, 
Alyssa, and Shari Norton. Three 
of us sold that many houses our 
first year, and very few of them 
were sold on the MLS, they were 
almost all sold off-market. It was 
easily the hardest year of our 
lives,” said Curtis.

“We realized there’s not a really 
good way for people who own 
rental properties to sell those 
houses so we set out to find 
a way to solve that problem. 
What we do is find people who 
own rental houses, that want 
to sell them, and offer them 
around market prices, but with-
out the headaches of showings 

and bothering their tenants. 
Once we started, we realized 
there were a bunch of people 
who needed to sell their houses 
without showings interrupting 
their tenants, and without hav-
ing to give up their cash flow. 
We now also work with some 
builders and home flippers, who 
build or remodel properties for 
us to sell. We’ve also partnered 
with a lot of local investors 
who own quite a few homes 
here that we sell for them when 
they’re ready to liquidate.”
                        
Moving on to the subject of his 
business partner, Alyssa, Curtis 
revealed that Table Investments 
was actually her brainchild. 
“This was all her idea to begin 
with. Alyssa runs the company, 
and I help with the sales. We 
both started at Keller Williams 
right about the same time, back 
in 2014. We went to all the same 
classes together and realized 
real estate was pretty lonely, and 

it would be really good to just 
have somebody else that we can 
bounce ideas off of and help each 
other out. If I learned something, 
I would tell her and vice-versa. 
Even though we weren’t tech-
nically partnered, we were still 
working together a lot. We were 
both interested in the invest-
ment side of real estate from the 
very beginning of our careers. 
Table Investments started 
because she was working with 
quite a few investment buyers, 
and I had quite a few listings I 
was selling for some local inves-
tors. One day we realized that 
we could help more people if we 
partnered rather than working 
separately. We realized this 
could be bigger than we thought, 
and it would just be easier if we 
partnered, rather than running 
everything separate.”

Curtis then revealed that his 
favorite thing about being a 
REALTOR® was helping people 

achieve their goals and doing 
things that others deem to be 
impossible, such as putting 
complex deals together. Outside 
of real estate, Curtis enjoys 
going to the gym, riding electric 
scooters, and fly fishing. 

On the subject of future goals, 
Curtis expects to sell 250 houses 
this year, with his long-term 
plan being to increase his pas-
sive income, while also doing 
more development projects and 
bigger commercial investments. 
“As a company, our goal is to 
be able to offer every solution 
somebody needs with real es-
tate. Currently, we do property 
management, we have a con-
struction side of the company 
that offers project development, 
and we also still help people buy 
and sell their personal residenc-
es as well as the investment 
side. Our mission is to make real 
estate simple, and our long-term 
goal is to  be a one-stop shop 

Over time you’ll learn 

which aspects of the 

business you like 

more or less, but in the 

beginning, be open to 

any type of business that 

comes your way.
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