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Glve your bottom line a
boost with C Spire Fiber.

We are partnering with realtors like you to help spread the
word about homes with access to 1Gbps C Spire Fiber,

GET

*50

FOR'REFERRALS

FOR SALE

Through our referral program, your clients get two free months of
Mississippi's fastest internet, and you get *50 for each successful
referral. Qur housewarming gift to both of vou,

cspire.com/realtors | realtorsi@cspire.com

Home Warranty of America™ has a 20-year track
recard of |'I|'.'1‘:J-I'Ig|'ILF-|1"‘I-:'I}'H-'I'I'_“T'3 prepane ror
thi unexpected

LAW FIRM - pllc

Providing closings
for the
tri-county area
and beyond.

COVERAGE BENEFITS™ CONCIERGE SERVICES:

FREE Selier's coverage « Dedicated, toll-free YVIP number
YIP concierge service for agents for realestate agents
¢ Re-key service Extended hours
No capon refrigerant Increased staffing

: o F & P n
Dnline orders and claims o Escalation email updates

888.492.7359 | HWAHomeWarranty.com
7736 Old Canton Rd, Suite C

Madison MS 39110 . - Melizsa Harmon
601-856-8225 ~ soisreseze

. Mebesa Harmon@hw ahomewarranty.com
Lindsey@herrfirm.com = I )
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Combine Home & Auto.
Save big.

Jeft Zachary, Agent Good things happen when you combine your home and auto insurance with
101 Lake Court, Suite B

Jackson, MS 39232 State Farm®. Like saving an average of $894.* Plus, you'll have a good neighbor
Bus; 601-362-4100 like me to help life go right.

jefi@effzachary.net CALL ME TODAY.

o StateFarm

*Average annual househaold savings based on 2016 national survey of new policyholders who reported savings by switching to State Farm.

Stale Farm Mutual Automobile Insurance Company « State Farm Indemnity Company, Blecemington, IL
State Farm County Mutwal Insurance Company of Texas, Dallas, TY « State Farm Lboyds, Richardson, TX
State Farm Fire and Casualty Comparry « State Farnm Genesal knsurance Comparny, Bloomington, IL
State Farm Florida knsurance Company, Winter Haven, FL
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Storm damage to your roof? Trusted contractors. Proven products. ™
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WA I K I N S : : Locally Owned & Operated
CONSTRUCTION & ROOFING =) Mential Roofing Specialists

CALL US TODAY! =¢

Watkins Construction & Roofing
d 601-202-0938 _
=" www.watkinsconstructioninc.com g

Free Inspections - Re-Roofing - Repairs - Insurance Claims Welcome

4 The Last Stop A
To Your New Home.

"WVAR Mumford
coMumford

A 4

Of Counsel Advantage Closing & Escrow, Inc.

Now Offering Video Walkthroughs!

CLOSING & ESCROW

c.smalling@advantageclosingandescrow.com
kamesha.mumford@advantageclosingandescrow.com

FHOTOGRAPHIC

I |
ADVANTAGE B Beck
L J

Tom: 601-594-5704 tom@beckphotographic.net

Kasi: 601-291-5274 kasi@beckphotographic.net

Coco: 601-212-7020 coco@beckphotographic.net
www.beckphotographic.net

KAMESHA B. MUMFORD, ESQ. ¢ CHRIS SMALLING, PRESIDENT
ALTA Best Practices Certified Compliant by HA&W, LLC Compliance Success

100 Webster Circle, Suite 1 ¢ Madison, MS 39110
Cell: 601-540-6861 « Office: 601-919-0045
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Preferred I ! " y - : FAQ:
Partners - . y About the
Magazine

If you are interested in contributing or nominating a Realtor® for certain stories
please email us at dees.hinton@realproducersmag.com
DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the

author(s). The paid advertisements contained within the Central Mississippi Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher.
Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

MEET THE

CENTRAL MISSISSIPPI

REAL PRODUCERS TEAM

Vel

Dees Hinton Dusty Hinton Susan Marquez Kayland Partee Abe Draper

Owner/Publisher Publishing Assistant / Writer Videographer / Photographer
Ad Manager Photographer

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at dees.hinton@realproducersmag.com.
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PREFERRED PARTNERS

CLOSING LAW FIRM
Mumford & Mumford, PLLC
(601) 540-6861

FOUNDATION REPAIR
Tradeco Solutions
(601) 460-4004

GUTTERS
Dun-Rite Gutters, Inc.
(601) 605-0000

HOME INSPECTION
Smith Home Inspections
(601) 310-3199

HOME WARRANTY
First American Home
Warranty

(601) 212-4441

Home Warranty of America
(601) 572-7522

INSURANCE

Jeff Zachary

- State Farm Insurance
(601) 362-4100
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INTERNET, PHONE,
TV SERVICES

C Spire Fiber

(855) 438-1009
WWW.CSpire.com

LAW

Herr Law Firm, PLLC
Lindsey Herr

(276) 732-8670

LAW FIRM
Susan G. Pinkston, PLLC
(601) 955-9562

MORTGAGE LENDER
Citizens National Bank
(601) 484-5803
Www.yourcnb.com

Planet Home Lending
(601) 421-9667

MOVERS/RELOCATION
Armstrong Relocation,
United Van Lines

(601) 856-8504

PAINTER

CertaPro Painters of
Jackson Ms

(601) 955-1151

PEST CONTROL SERVICES
Synergy2
(601) 624-6360

PHOTOGRAPHY
Abe Draper Photography
(662) 719-5707

Beck Photographic
(601) 291-5274

POOL SERVICES
Pool Works LLC
(601) 706-4516

ROOFING
No Drip Roofing LLC
(601) 573-7323

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These
local businesses are proud to partner with you and make this magazine possible. Please support
these businesses and thank them for supporting the REALTOR® community!

ROOFING &
CONSTRUCTION

Watkins Construction &
Roofing

(601) 966-8233

WWW.
watkinsconstructioninc.com

ROOFING CONTRACTOR
T&M Contractors
(601) 927-4556

TERMITE &

PEST CONTROL
Family Termite and
Environmental Inc.
(601) 933-1014

TITLE AND ESCROW
SERVICES
Advantage Closing &
Escrow Inc.

(601) 214-3824

VIDEOGRAPHY/
PHOTOGRAPHY
Partee Photography
(601) 566-4568

Commercial
Advertising
Editorial
Real Estate

Event

Buying a home?

Get a great rate, fast online approval, and trusted
advice from a five-star mortgage lending team.

* * * * * Flowood, MS Team

RANDALL HARPER
Retail Sales Manager

601-882-0767
NMLS 1D#1325728

You can sell a home
without a home warranty,
but why would you?

i1 sow |}
MASON NOOE

Mortgage Loan Originator

601-882-0768
NMLS 10#1179797

RUSSELL HOOD

Mortgage Loan Originator
601-882-0769

NMLS ID#1538138

iﬁ Planet Home Lending
“ WE'LL G

L GET YU HOBAE o1
LEMDER

Five-star rating based on actual third-party customer reviews gathered by SodalSunvey on 371519,
€ 2019 Flanet Home Lending, LLC | 311 Research Parkway, Suite 303, Meriden, CT 06450 |
www.nmisconsumeracoess.ong | NMLS 1D 917022

T&M CONTRACTORS

ALL TYPES OF SHINGLES e METAL ROOFING (COMMERCIAL, RESIDENTIAL, STANDING SEAM )
EPDM e TPO e MODIFIED e COPPER AWNINGS e COPPER DORMER
COPPER CHIMNEY CAPS, TEE-PEES, CRICKETS e SPECIALIZE IN FINDING ROOF LEAKS

—— TYRONE KEYES « 601-927-4556 « RBC2TYRONEK@GMAIL.COM ——
SATISFACTION GUARANTEED + IN BUSINESS SINCE 1996 + LICENSED / BONDED + FREE ESTIMATES + INSURANGE CLAIMS
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BUYER INSPECTIONS « SELLER INSPECTIONS « MOLD TESTING

P> making it real

\ Smith Home
Inspections, LLC y
L —

With Smith Home Inspections, you will get a lot more
than just an inspection. The best part is it’s Free!

publisher’s

NOTE

Dees Hinton

MHIB #0681 Let’s get REAL - this movement

90 Day Warranty | MoldSafe | SewerGard | RecallCheck
a Full Concierge Service and More! e

To lean more, or schedule an inspection online,
visit www.SmithHomInspectionsLLC.com

PLATINON  MOLDISAFE SR S D e

601-310-3199

about to catch fire.

24 Hours
Guaranteed!!

~ WHAT WE OFFE R

urn-around on

601-624

W nel
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What movement am | referring to? Real Producers started three
years ago and is now in over eighty markets across the nation.
Our Mississippi Real Estate professionals and industry partners

will now get to enjoy some opportunities previously not available.

This magazine has been successful because of its ability to con-
nect top producing agents with preferred partners and with each
other. There are many other reasons that make it successful but

at its core, that is what this is all about.

The vision is simple, we want to be the one-stop-shop for top
producing agents in every market across the nation. How do we
do that? In my opinion, there are three main groups of people
that stand to benefit from this monthly publication: the REAL-
TORS® featured, the Partners that advertise and the Publishers

who produce the magazine.

What’s in it for the REALTOR®? It is truly a badge of honor to
receive the magazine. Being one of the top real estate agents is

an accomplishment in itself. There are countless perks to being
featured in the magazine but one of my favorites is the element of

humanizing a local legend in real estate.

What’s in it for our Partners? The struggle is real. How do we

connect with influential, top producing agents in our market?

How do we cultivate relationships with this group?

Our Partners get constant exposure through the
monthly magazine and the quarterly events. The

hard work is done. Partners just need to show up!

What’s in it for the Publisher? Our Publishers have
the unique ability to connect with a group of people
that is otherwise pretty difficult to get in front of.
We are all busy building our own businesses. Our
Publishers are entrusted with featuring top agents,
connecting our Partners and producing content on a

regular basis.

Where do you fit in all of this? It’s simple. Connect
us with people. Who should be on the next cover?
What business is catering to the top REALTORS®
at a high level. What REALTOR® has a special
story that needs to be told - perhaps they overcame
extreme obstacles, they are an exceptional leader,
have the best customer service, or they give back to

the community in a big way.

Join the movement.

www.realproducersmag.com - 9



PARTEE |/~

PHOTOGRAPHY

Portraits
Events

Kayland
Partee

Weddings Owner
A B O U T Real Estate Photographer

\/ideography Videographer
T I S @ParteeFiims

A A @ParteePhotography
A A,

We realize that Real Producers is a new concept here in Mississippi, and some of you may be wondering

what it’s all about. That is why we have created a “FAQ’s About This Magazine” page. Here we will answer

the most commonly asked questions around the country regarding our program. My door is always open to

discuss anything regarding this community — this publication is 100 percent designed to be your voice! UPGRADE THE
OFFICE WITH
FANCY FURNITURE

AND GADGETS

GIVE THE
>> faq Q: WHO RECEIVES THIS MAGAZINE? to the community in a big way. The next step is an interview BUY A C-SUITE A
A: The top preforming real estate producers in the with us to ensure it’s a good fit. If it all works out, then we put PRIVATE JET NICE RAISE

local market. the wheels in motion for our writer to conduct an interview and

for our photographers to schedule a photo shoot. N2 Publishing - the company behind every Real Producers magazine - believes in

WHOOPS! We stated in our July issue that a future where everyone is free. This year, we donated 2% of our revenue, or $3
we recetved information from the Central Q: WHAT DOES IT COST A REALTOR®/TEAM TO BE FEATURED? million, to support nonprofits that rescue and rehabilitate victims of sex slavery
Mississippi MLS. We have not asked nor received A: Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so and forced labor. And it was only possible because of the support of our industry
partners and engaged readers. Because of you.

any information from the Central Mississippt nominate away! We are not a pay-to-play model. We share real
MLS. Sorry for the misrepresentation. stories of real producers.

Q: WHAT IS THE PROCESS FOR BEING FEATURED  Q: WHO ARE THE PREFERRED PARTNERS? A ARMSTRONG RELOCATION
"' ¢ LA s e v s ! .
IN THIS MAGAZINE? A: Anyone listed as a “preferred partner” in the front of the mag-

A A SCOMPANIES
A: It’s really simple — every feature you see has azine is a part of this community. They will have an ad in every

first been nominated. You can nominate other issue of the magazine, attend our quarterly events, and be a part ]aC kSOI‘]’S Tru StEd
REALTORS®, affiliates, brokers, owners, or even of our online community. We don’t just find these businesses off . MOVing and Sto rage Company

yourself! Office leaders can also nominate RE- the street, nor do we work with all businesses that approach us.

ALTORS®. We will consider anyone brought to One or many of you have recommended every single preferred

Local, long-distance, and international moving

our attention, because we don’t know everyone’s partner you see in this publication. We won’t even meet with a

Short and long-term storage

story, so we need your help to learn about them. business that has not been vetted by one of you and “stamped for

A nomination currently looks like this: you email approval,” in a sense. Our goal is to create a powerhouse net-

Full or partial packing/unpacking

us at dees.hinton@realproducersmag.com with the  work, not only for the best REALTORS® in the area, but the best

Crating and specialty item packing

subject line, “Nomination: (Name of Nominee),” affiliates, as well, so we can grow stronger together.

and explain why you are nominating them to be
featured. It could be they have an amazing story Q: HOW CAN I RECOMMEND A PREFERRED PARTNER? r ot F ] - :
that needs to be told - perhaps they overcame A: If you have a recommendation for a local business that works ol il ¥ : - Appl iance and SpeCIaIty item d|s-/reassembly

extreme obstacles, they are an exceptional leader, = with top REALTORS®, please let us know! Send an email to & el - - =
have the best customer service, or they give back dees.hinton@realproducersmag.com. - = E =

10 - August 2019 1223 Highway 51, Madison, MS 39110 | 601.856.8504 | Jackson.ArmstrongRe

» White glove organization services

location.com




top producer

written by Susan Marquez
photography by Abe Draper Photography

TEAM APPROACH GIVES
LEE GARLAND A
COMPETITIVE EDGE

ee Garland sits in an office filled with
trophies and awards, a testament to
doing something right in his 23+ year
career in Real Estate. As a matter of fact, Lee
does a lot right, and he is having a blast doing
it. “This business has truly changed our lives.
I have been so fortunate to meet the people I've
met and to do the things I’ve done.” Not bad for

someone who is a self-described introvert.

Lee didn’t set out to be a successful REALTOR®, al-
though the Canton native did have a penchant for sales
early on. “My first sales job was at the age of 12, selling
newspapers around the square of my hometown Canton.
“The Madison County Herald was just a quarter then and I
got to keep 12.5 cents out of every sale I made.” Lee says he
was an average student at Canton Academy who hated alge-
bra. He didn’t understand why he had to take it and certainly
thought he would never use it again. “Funny how life comes back
around full circle. As a REALTOR®, I use algebra every day!”

Lee was not much into sports, but he had a huge competitive
streak. “I worked as a bag boy, stocker and cashier at a grocery

store in Canton, throughout my teens,” he recalls. “I always want-

ed to be the fastest stocker, cashier and bag boy

all while doing it right. Because of this, I earned
good tips which certainly helped my motivation.”
After graduating high school, Lee attended Holmes
Junior College in Goodman where he started out
majoring in radio-TV broadcasting. “A professor
told me that to make big money in broadcasting,
you had to be an anchor in a large market or go into
sales. I had no desire to be in sales and honestly did
not think I would ever be a big-time anchor or radio
personality, so, I changed my major to accounting.”
It didn’t take long for Lee to realize that accounting
wasn’t his calling either, but he had a friend who
worked in emergency medical services. “He worked
two days on, and two days off. That really appealed
to me. Plus, I could drive fast and be in the middle

of all the excitement.”

Lee earned his EMT license and went to work for
Mobile Medic. “I helped open their Madison Coun-
ty offices and became a field training officer.” The
company moved Lee into downtown Jackson to
work the night shift. “I loved the action!” Always
wanting to be the best, he competed with a long-term
Jackson Fire EMT to have the fastest response times
and safest driving records so that he could have shift
preference. But one day Lee took a hard look at those
who had been in the business long term. “Many were
LN
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working multiple jobs, stressed out, and all were at
high risk for serious injury. I realized it was tough to
get old in that business and my only other option in

EMS was management, and I just wasn’t interested.”

The game-changer for Lee happened by surprise. He
and his wife, Amy, were “professional Sunday shop-
pers,” spending their weekends going to open houses.
“We loved looking at houses, but we were a Realtor’s
nightmare, never having any intention of buying. A
broker at one point offered to pay for Lee to get his
Real Estate license which sparked some interest,

but at the time was not the right fit. “One day when

I got off work, I felt as though I'd reached my limit in
EMS and working for someone else, so I decided to

take control over my own destiny. I took a week off,

14 - August 2019

traveled to Gulfport and attended a crash course in
Real Estate. I then took a night course in Meridian as a

follow up, determined to get my real estate license.”

In order to sit for the exam Lee had to have a spon-
soring broker. “As a 26-year old punk kid, I walked
into a firm one day hoping to be hired but was told by
that broker, they weren’t hiring. Devastated, I called
Bill, a guy I had car-pooled with to Meridian and he
encouraged me to talk to his brother-in-law, the bro-
ker of Maselle Realty. Doug sponsored me and the

next thing you know I was ready for the exam!

Lee was determined to succeed, he passed his exam,
quit his EMS job, gave up his EMT license and went
straight to work. During his first day he was placed

‘\ !

R

L
LB

in an office with four desks and no knowledge on
how to sell real estate. Several defining moments
came shortly after. First, he found out that the com-
pany that was not hiring had hired someone else.
Second, he sought help, since he had no experience
“I had no real sales experience, but I understood
that if I wanted to be successful, I should be around
successful people. I walked across the hall in my
new office and asked one of the top producers if
she had time to talk. She looked at me, said she was
busy, then looked back down. I panicked and asked
where she was from. What relevance that had, who
knows. She said Flora! Smart or not, I said, ‘Well
I'm from Canton and if you can sell Real Estate so
can I.” A competition and a friendship were born,

pushing both parties to more successful careers.

“I was really nervous on my first sales call. One of
the owners told me it was a hot property and that
if I couldn’t sell it, I shouldn’t come back. I believed
her because everyone should do what their boss
says.” Not only did Lee sell it, but the buyer was
willing to pay a $1,000 over asking price!

Lee made regular sales from that point through
April when Uncle Sam called. No one had told
him about paying quarterly taxes. “I had to work
double hard to pay that tax bill. I knew I had to
sink or swim in this business, especially since I
had given up my EMT license when I started this
whole adventure.” And swim he did. In 1998 Lee
empowered his first buyer agent in an effort to

produce more and free up some of his time. While xy
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teams were certainly not mainstream at that time, Lee’s

business began to grow.

“This is where my story gets good,” he smiles. “In 2003 I
wasn’t satisfied with my situation. I felt there was some-
thing more. I completed a Crown Financial Ministries
program at Colonial Heights where a verse from Hebrews
11:6 stuck with me, But without faith it is impossible

to please God, because anyone who comes to Him must
believe that He exists and that He rewards those who ear-
nestly seek him.’l then completed a study on The Prayer
of Jabez in a small group. I asked some of the participants
of that group to pray that prayer for me.” The Prayer of
Jabez reads “Oh that You would bless me indeed, and en-
large my territory, that Your hand would be with me, and
that You would be with me...”. “I realized that it was not

about me, but about expanding God’s territory.”

Lee prayed the prayer for a year before God opened a door
for him. As quickly as that door opened it seemed to close.
After seeking wise counsel and with a random turn of the
page in his Bible to Galatians 1:10, Lee turned down the origi-
nal opportunity offered him and took a step-in blind faith.

Soon Lee’s phone began ringing with people wanting to work
for him, not even knowing what his company was going to

be called and or what they were going to be paid. Lee put his
shingle out, a sign that didn’t even have a phone number on
it. “I had no contracts, no bank account, nothing.” He was
encouraged to talk with RE/MAX and went to an event in

16 - August 2019

New Orleans where he signed up with the company. In June
2004 he held his grand opening. By the end of the year he had
three offices with almost 50 agents. “The Prayer of Jabez was

telling the story of what He did for me.”

As he moved forward in his business, Lee focused on

up the HUD contract he was closing between 90 to
130 transactions a year as a team. “I came in early
and stayed late to get the job done.” Due to the
large number of transactions Lee was completing
each year, he was invited to a mastermind event
in Las Vegas which was filled with the top 1% of
real estate producers across North America. It was
there that the blinders of limiting belief came off.
Lee took another leap of faith with marketing on a
large scale and it has paid off huge. “Don’t be fooled
by the marketing,” Lee adds. “Real Estate is about be-
ing strategic, having the right mindset, the right tools and

the right people behind you. Anybody can pay for a lead, but

few know what to do with it. You must believe in yourself and

your product. You must trust in your systems.”

Last year Lee’s “Moving On Team” closed 532 transactions.
He is rated at #78 out of 1.4 million Real Estate agents in the
country. “I never thought anything like this could be done

in Jackson, let alone be ranked nationwide. It’s funny how
things change when you remove your limiting beliefs.” He
currently has ten team members, six in sales and four admin.
“We are able to do more, because each person has a specialty
but are all cross-trained in all aspects of the business.” His
family is involved as well, with his wife, Amy, as broker, his
youngest son working as a runner and his oldest studying

to be a pilot “for future expansion,” Lee adds. “I’ve learned
there is only so much a person can do and still have a life.
With the team model, things don’t fall through the cracks.
This model has put people in a seat they excel in, their lives
continue to change both mentally and financially every day.

I know the only thing constant in this business is change. I
was the first to bring virtual tours into this market. I believe
you must be different; you must go where others will not. If

you’re not changing you will die in this business.”

Outside of work, Lee has been “heavily involved” with the
Realtors Associations and recognized as Instructor of the
Year for the Mississippi Realtor Institute. He is an active
member of Pinelake Church. Lee says he works hard and
plays hard, enjoying time with his family. Both his sons
(Seth, 20 and Grant, 18) are Eagle Scouts, the family has
been deeply involved in Boy Scouts for 14 years now and
are still going strong. Travel is a passion of Lee’s. “I have
two huge Rand-McNally map books highlighted with places
we’ve been.” He loves to marsh fish in south Louisiana and
hunt during the winter months just to experience nature.

“God gave us this life; we need to live it!”

answered. I felt it was my duty to expand God’s territory by

a team approach to selling Real Estate. After picking

POOL WORKS IS A LOCALLY .
OWNED AND OPERATED .
COMPANY THAT STRIVES .
FOR PERFECTION AND .
OVERALL CUSTOMER .
SATISFACTION. .

NEW CONSTRUCTION
RENOVATION
SERVICE/REPAIRS
MAINTENANCE
POOL SCHOOLS
RETAIL STORE

gy

1139 OLD FANNIN ROAD, SUITER | BRANDON, MS 39047 | SALES@POOLWORKSMS.NET | WWW.POOLWORKSMS.NET )

A\ S W S

A £ Dun-Rite Gutters, Inc.
o/ *

Have it Done Right by Dun-Rite

We specialize in 6" half round Aluminum & Copper

e Top Quality Gutter Installation, Repair & Cleaning Services
e Competitive Prices from Copper Gutters to Leaf Guards
¢ Free Estimates & Professional Consultation

e 2 Year Warranty on Installations

Mark Dungan, Owner
601-605-0000
Madison, MS

www.DunRite-Gutters.com

PAINTING.

QUALITY.
PEACE OF MIND.

Contact CertaPro Painters® of Jackson MS today for your
FREE estimate!

601-955-1151 jackson.certapro.com

CertaPro Painters-
EREEE RN

Each CertaPro Painters® business is independently owned and operated.
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rising star €4

written by Susan Marquez
photography by Abe Draper Photography

MEET

CASEY

CARRINGTON
HOLCOMB

FLYING HIGH IN THE REAL ESTATE WORLD

asey Carrington Holcomb  Casey is only in her third year Estate. “I actually tried the flight
has proven that you can selling Real Estate, and already attendant thing, but when they
reinvent yourself and she is making her mark. She has told me I’d have to live in New
still maintain core values. “My been a capping agent each year York City with five other girls,
love song is serving people. It’s since joining Keller Williams. She I said ‘no way!”” She purchased
what I love best about what I do.  ranked in the top ten among the her first home before she got
I am able to build relationships agents at KW her first year, and married, and after she married,
and help people every day.” last year she was number two in she sold her home on her own. “I
listings sold and number two in learned a lot during that process,
But the path to becoming a total sales for non-team agents. and it gave me an appreciation
REALTOR® wasn’t a straight For the past two years she has for the business and the role
one. After a career in the world served on the Central Mississip- Real Estate agents play in buying
of academics and international pi REALTORS® Best Practices and selling.” Just recently Casey
marketing, Casey felt it was time  committee and in 2018 she served  had the opportunity to sell her
to make a change. “I was in the on the Keller Williams Associate childhood home in Clinton. “I had
fortunate position where I didn’t  Leadership Committee. “I served listed a neighbor’s house, and as
have to work, but I had things I as a trainer for new agents who I often do, I went door-to-door
wanted to do in life.” Finding the were taking part of the extensive in the neighborhood to introduce
right place to land was important  training offered by KW as a way myself. I saved my old house for
to Casey. “I needed to know that to give back because of the men- last, and the couple there told me
the agency I was with had the tors who invested so much in me. they had prayed for a REALTOR®
same values and integrity that the previous night.” It’s stories
I have. We needed to speak the Real Estate has been a passion like this which reaffirm Casey’s
same language. I found that at of Casey’s for a long time. As a belief that every transaction isn’t
Keller Williams. I knew when I little girl growing up in Clinton, just a transaction. “I can see my
met the team at KW, it was the Casey dreamed she’d be either purpose in each one.”
place I wanted to call home.” a flight attendant or sell Real coe
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Casey and her husband of 24
years, Karl, live in Flora. “We
actually live in what I like to call
‘Flora proper,” in the 1905 home
that we restored. If you want

to know what it’s like to live in
Mayberry, come on to Flora! I
am called by name when I go to
the Post Office or grocery store.
Karl was born and raised there.”
Casey and Karl work together in
their flying business, Holcomb

Aerial Services of Flora. When
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he’s not flying for work, Casey
says she and Karl enjoy being
“wheels up” together. “We love
traveling. We don’t go anywhere
extravagant. It may be to the
Mississippi Delta to the Viking
Cooking School or to Texas
where we love to dance! We have
been ballroom dancing since we

started dating in college.”

The couple are active mem-
bers of Flora United Methodist
Church, where Karl is a lay
reader. Casey has been work-
ing with the Cuban ministries,
making nine trips to Cuba and
she’s been to Chile. She and
Karl are traveling to Israel in
January and maybe to Uganda
during spring break next year.
“I do my Real Estate work to
simply support my opportuni-
ties to be a part of a ministry,”
she explains. The couple’s two

children are involved as well,

joining Casey in Cuba each
summer. Bailey is a junior in
pre-nursing at Mississippi State
University, and Karlton is a se-

nior at Tri-County Academy.

Casey says she’d like to be remem-
bered by her clients as having a
passion to serve, and to be a part
of their personal journey. “It goes
beyond the buyer and seller rela-
tionship for me.” Casey provides

a personal touch when working
with clients. From the lady who
lived in the same house for 50
years and never threw anything
away to the man who wants to

sell his modest home and fulfill
his dream of moving to Arizona,
she works with each client to help
them reach their dreams. She says
the handwritten thank you cards
are the favorite thing she gets in
return. They make it all worth her
efforts. “Sometimes it’s no fluff
with me, though - I have to be a bit
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hard in order to get the job done. That is the hardest
thing for me. I want people to know all sides of me,
though. I think agents need to be transparent, fair

and honest.”

That philosophy has carried over to Casey’s rela-
tionships with other agents. Casey handles listings
and works with buyers all over the tri-county area.
Of course, her favorite area to market is her home,
The Town of Flora. “As a member on the Central
Mississippi REALTORS® Best Practices Commit-
tee, we work to put together best practices that
help us work together with other agents as well as
those who work with us day-in and day-out - the
lenders, the attorneys, the appraisers, etc. I have
enjoyed working with outside agents and vendors
and learning from each of them through our con-

stant dialogue and learning opportunities.”

Success for Casey is not the money in the bank but
doing what she loves to do. “I learned in the cor-
porate and non-profit worlds that I have to define
success for myself. For me, success is being able to go
into Cuba, Chile, Uganda, etc. to take care of families
there. Can I do more in Real Estate? Yes. But it’s im-
portant to have a good balance in life. I must remem-

ber I have my own family here. They are my main

priority. Working in Real Estate has been something that has allowed me to prioritize my passions. If I had really known about

this business years ago, I would have done it way before now. But the reality is that I did it in God’s timing, which is perfect.”
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A Family Business With a
Culture of Excellence

For Keith Hopper, serving as president of Armstrong Relo-
cation in Madison it is more than a job. It’s a family affair.
His grandfather, Raymond Hopper, was one of the Found-
ers of Milan Express, a successful transportation company
out of western Tennessee. Prior to his recent retirement,
Keith’s father, Ron Hopper, worked for Armstrong for
forty years. Ron started as an over-the-road driver, later

moving into sales at the Memphis corporate headquarters.

partner spotlight €4

written By Susan Marquez
photography by Abe Draper Photography

ARMSTRONG
RELOCATION

Then in 1985 under Ron’s leadership, Arm-
strong Relocation purchased a moving compa-
ny in the Alegrezza Piano building on Highway

51 and the family moved to the Jackson area.

After graduating from Northwest Rankin in
1992, Keith attended Hinds for two years
before going to Mississippi State where

he received his BBA in Marketing with a
minor in Transportation. On summers away
from college, Keith worked as a mover at

Armstrong. “I spent several summers packing

and loading moving vans and working in the

warehouse,” he says.

During the second college summer working at
Armstrong, an unforeseeable event suddenly
forced Keith into the office working in local
operations as a local dispatcher. “I had to mature
very quickly in this business managing about 75
professional movers daily in a robust economy.”
After that summer, he started working at
Armstrong full time in 1996. “I spent eight years
in operations, then after another national tragic
event went into corporate account sales. After
9/11 the market, the economy, and our sales
tanked. They handed me a phone and basically
said, ‘make some calls, set some appointments,
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and create some new accounts.

Keith did just that, traveling around the country
from coast to coast calling on corporate accounts.
“Imagine a young guy in a suit trying to convince
people all around the country to work with a mov-
ing company in Madison, Mississippi.” But compa-
nies believed in Keith and soon he signed Barnes &
Noble, Zappos, Cirque du Soleil, Pearson Educa-
tion, as well as other large corporate and gov-
ernment accounts. Over the past ten consecutive
years, Keith has been in Armstrong’s President’s
Club and on multiple occasions, he’s been Arm-
strong’s number one top producer. He maintains
the title of a Certified Relocation Professional, one
of very few people in Mississippi to have the CRP
designation. The certification is earned through
the Employee Relocation Council, the mobility in-
dustry’s premier trade organization. It takes hours
of training and testing, and the certification must
be kept up annually, and it’s something Keith takes

very seriously.

" ARMSTRONG
- M.RELOCATION

Armstrong Relocation has over 1,000 employees working from 29 offices in
18 states while dispatching about 400 over the road household goods drivers.
“We are part of United Van Lines. United is the largest mover in the USA, and
Armstrong is the largest agency within the United system. In Madison, MS we

have 75 to 100 employees, and generate $7 million in revenue out of this loca-
tion. That’s a lot of moving and storage business in Mississippi. On any given
day, our corporate accounts and residential customers are moving anywhere on
the globe. Although a large part of our business is account driven, we do thrive
with local COD residential moves as well. Local residential moves are an area
we are working to grow. Locally, we have multiple residential salespeople who
go out to homes for a consultation and provide free moving estimates based on
the unique needs of that customer. We also offer online virtual surveys which
is easily administered through a Facetime-like app. The app even records the

online survey and eliminates any guesswork.” Xy
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KEITH EXPLAINS THAT MANY

ARE FAMILY-OWNED BUSINESSES,

AND AT ARMSTRONG, EMPLOYEES

MOVING, AND STORAGE COMPANIES

THINK OF EACH OTHER AS FAMILY.

Keith even met his wife, Tanya, at
Armstrong. “We worked together
here for 13 years.” The couple has
two children, Kayla, who is a sopho-
more at Mississippi State and Pres-
ton, who is in the ninth grade at Rosa
Scott. “My dad retired from Arm-
strong three years ago, and my Uncle
Mike is still working here as our
operations manager. Our daughter

is working here this summer.” Keith
explains that many moving, and
storage companies are family-owned
businesses, and at Armstrong, em-
ployees think of each other as family.
“I’ve been here 23 years. We have
many employees here who have been
here for ten, fifteen, or even twenty
years. Many of our packers, movers,
and drivers have been here for ten or
fifteen years. We have a great work
environment, and you can make a

good living moving families.”
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When he’s not managing moves
around the state or around the globe,
Keith says he enjoys playing soccer.
“I play on two men’s non-competitive
teams at the Madison Healthplex. I
make a decent goalie.” Keith’s son
just made the Madison Central soccer
team for this fall. “I coached youth
soccer teams until my son was ten
years old. At that point, the kids need-
ed a coach more than they needed a

cheerleader on the field.”

‘While Keith has maps of the United
States in various areas of the Arm-
strong offices, he stresses that the
company does local moves too. “We
certainly do coast-to-coast and even
international moves, but we also do a
lot of local moves in the Greater Jack-
son area. We pride ourselves on being a
cut above. We are professional, quality

movers who take pride and responsibil-

ity in what we do. We have a consulta-
tive approach where we meet with the
possible customer, discover their needs

and provide a solution that works.”

Another service the company pro-
vides is storage, and lots of it. They
have the main warehouse which is
16,000 square feet in Madison with
400 storage vaults and features

solid concrete walls. Another 40,000
square foot facility is in Canton for
commercial and office moving storage
needs. “Armstrong partners with the
Central Mississippi REALTORS®
Association and the Building Owners
& Managers Association,” says Keith.
“We are also involved with multiple
Chambers of Commerce and with
leading REALTORS® in the State.
Our company credo is A Culture of’
FExcellence: Building trust, reducing

stress, delivering reliability.”

lift, level and stabilize concrete, driveways,
pool decks, patios and foundations utilizing
high density polyurethane foam. Less expensive
than replacement, less down time, less mess.
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Your Lending

We make building, buying or refinancing a home
simple. With quick approvals, great rates and
flexible terms, we can make it happen. That's

The Power of Local
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and Greg Shows, Mortgags Lender, NMLSR 745530
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Madison Banking Centre: 114 Grandview Blwd., Madison, M5 » 601.607.7171 Mamser FOIC

=
)
-

$192npoid vy IddississiA [elud) "SI




