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You find the perfect home.
Let NOLA Lending find the perfect financing.

Ryan Thomassie Joey Piel
NMLS# 350514  NMLS# 365511
~ Visit us at . '_ R ide the wearer with a reliable

S~ g E! ‘www.safetreeppelsa.c ectl _:frorn'_u_"stjggilngamuﬂur

Shannon Babin Trey Hereford Connor Brooks Katie Meiners fO I contact:
NMLS# 419401 NMLS# B9575  NMLS# 1370606 NMLS# 1125723 :
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Kelby Blalock  Susanne Wampaold — Rachel Webre
NMLS# 1657246 NMLS# 1553575 NMLS# 1913085

) Understanding Homemade Masks
Loose fitting and leakage occurs around the
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Give your home the

MOLA Lending Group has the experience and expertise to guide home buyers through the financing process quickly y = =

and effectively. With Loan Production offices in Baton Rouge and Prairieville, plus all over the South, our lending

specialists can assist your clients in determining which type of loan is the most appropriate and affordable. Nobody p ro ec I o n I es e rves n

knows Baton Rouge like NOLA Lending Group.

Your home is where you make some of your best memories, and that's worth protecting. We're here to help.

* VA Loans * RD Leans - Finance up to 100% of home value? ,
- tional & FHA L - LET'S TALK TODAY.

onventiona pans * Purchases & Refinance Ross Garbarino Anna Jones
* Jumbo & Condo Loans + Local Lenders with Personal Touch Agent Agent

Anna Jones State Farm
4811 Harding Blvd Suite A

Garbanno State Farm
9844 Jefferson Hwy Suite 102

Baton Rouge LA TOB03 Baton Rouge LA 70811
PROUD MORTGAGE LENDER OF THE 225.751.4840 25.398.1241
~ A TR T~ rossi@garbarinoSF.com anna@AnnabJones.com
-l hll b= www.garbarinoSF.com www. AnnalJones.com

LENDING GROUP
A Division of Fidelity Bank

o StateFarm

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL
; State Farm Florida Insurance Compary, Winter Haven, FL

“Available onky in Setect markss 10 gualified borrowers. Financing cannol exteed 1009 af the sulyect property’s Tair marke! value, Consull your Lax advisor reganding deductibaliy of mteses!, Memb e 1m313? State Farm Lbrds. Richardsnn. Tx

The services and products advertised are not approved of endossed by HUD, US0DA, the Depatment of Yeterans Affalrs, or sny govemmaent agency. Thes does not constitute an offed to lend. Fm

Al oA sulied 10 credil aporoval. Mot all appicants will gualfy for all produsts offensd, Loan programs subject o change without nolice. Fidelity Bank NMLS Co. |ID 488638

NolaLending.com

!
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Rising Star
Spotlight

If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at gina.miller@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 Baton Rouge 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.

Cissy Whittington
Notary Settlement Agent
& Marketing Manager

John Murphey
Notary Settlement Agent
& Marketing Managér

Jacques Favret
Attorney

David Morgan Kristen Spring
Attorney Attorney

Competitive Standard Rates * Customized Fee Structures
State of the Art Technology * Proactive, Consistent Communication

Locally Owned, Independent Real Estate Title Company based in the Greater Baton Rouge Area

5 Locations To Serve You!
225-709-3500 » www.titleplusla.com ¢ info@titleplusla.com

0
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PREFERRED PARTNERS

BUILDER/DEVELOPER
OnSite Design LLC
(225) 388-5282
onsiteDD.com

ELECTRICIAN

Circuit Breaker Electric LLC
Michael Webster

(225) 572-7963

HOME WARRANTY

Home Warranty of America
Lydia Hodges

(985) 869-6111
www.HWAHomeWarranty
.com

Old Republic Home
Protection

Webb Wartelle
(225) 241-2088
www.ORHP.com

HVAC SERVICES
Cajun Coolers
Branden Brignac
(225) 456-1335

INSPECTIONS

HDMK

Kiel Harton

14635 S. Harrell’'s Ferry
Suite 2B

Baton Rouge, LA 70816
(888) 401-4365
www.HDMK.net

Paragon Inspections

Scott Guidry

(985) 519-4343
www.paragoninspectionslic
.com

INSURANCE

State Farm

Ross Garbarino

9844 Jefferson Hwy Ste 102
Baton Rouge, LA 70809
(225) 751-4840
www.garbarinosf.com

State Farm

Anna Jones

4811 Harding Blvd Ste A
Baton Rouge, LA 70811
(225) 356-1241
www.annamjones.com

INSURANCE AUTO - HOME
- BUSINESS

Safesource Insurance
Aundrea Allen

(225) 300-4500
safesourceins.com

MORTGAGE LENDER
Eustis Mortgage

17557 Old Jefferson Hwy
Prairieville, LA 70769

(225) 266-0109
www.LendinglLouisiana.com

businesses and thank them for supporting the REALTOR® community!

GMFS Mortgage

Ryan Larussa

4651 Durham Place
Baton Rouge, LA 70816
(225) 324-5633
gmfslending.com/ryan.
larussa

HomeKey Mortgage
Tiffany Sicard

(225) 341-0660
www.homekeymtg.com

Key Lending Solutions
(225) 291-7901
www.keylendingsolutions
.com

NOLA Lending Group, A
Division of Fidelity Bank
(800) 220-2497

www.NOLALending.com

PERSONAL PROTECTIVE
EQUIPMENT

Kurt Miller, Sr

(225) 993-2323
www.safetreeppeusa.com

PHOTOGRAPHY
Aaron Cox

(318) 453-1609
aaroncoxphoto.com

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

PRINTING SERVICES
It's Just Print
(225) 439-3151

TITLE COMPANY
Commerce Title

(225) 308-9544
www.commercetitle.com

Gulf Coast Title
(225) 295-8222
www.gctitle.com

Titleplus
(225) 709-3500
www.titleplusla.com

VIDEOGRAPHER

Brady Crane

(225) 252-3989
CraneRealEstateVideo.com

Gina Miller
Owner/Publisher
225-337-3277

Aaron Cox
Photographer Writer

Breanna Smith

Brady Crane
Videographer

MEET THE BATON ROUGE REAL PRODUCERS TEAM
. — - L

L]

Carolyn Foley
Ad Manager
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. ONATED THIS
YEAR TO HELP
BREAK THE
CHAINS OF
MODERN=-DAY
SLAVERY.

Did you know there are more victims held against their will today than ever
before? That's why N2 Publishing, the company behind this magazine, is

financially committed to helping end human trafficking.

And through their advertising partnerships, the businesses

N2<=
GIVES

seen within these pages are helping us break these chains,

too. Learn more about our cause by visiting n2gives.com.

PUBLISHER'S

MORE BORROWERS
MIAY QUALIFY FOR
100% FINANCING

New income limits for most parishes

1-4 9-8
PEOPLE IN PEOPLE IN
HOUSEHOLD | HOUSEHOLD

$90,300 |$119,200

As | write this Publisher’s Note, some four weeks in advance

of its publication date, our nation is in the midst of a powerful
movement seeking justice. While so much can be said about
these current events, | recognize that this magazine exists
not for you to hear my personal views and values, but for you
to hear the voices and stories of your colleagues in the real
estate industry.

My hope is that by continuing to introduce you to influencers
within the community through this magazine - revealing not
only what you might have in common but what might make you
different from one another - it can serve as a vehicle for positivi-
ty and even for challenging your perspective. Hard conversations
are rightfully being had all around us right now, but here at Baton
Rouge Real Producers, we commit to our mission of connecting,

elevating, and inspiring real estate professionals. Of being a

Ryan Larussa Siedda Hines Adam Woods
Mortgage Loan Officer ~Mortgage Loan Officer Mortgage Loan Officer
NMLS #96565 NMLS #1581575 NMLS #1779427

A

community that supports and cherishes every top producer and

respects your unique story.

On that note. Let’s get together and bring all of our uniqueness
to The Vintage, downtown Baton Rouge on August 13 from 11-1
for our Launch Party! Beignets &

Hoorays. A celebration brunch! In-

vites will be sent in the near future

containing all the details. Space is

limited, so once you receive your

invite, RSVP and reserve your spot

to gather together with our agents

and partners for a really good time

of networking and celebrating the GMFS MOHTGAGE

fact that you are one of the TOP

4561 Durham Place, Suite C | Baton Rouge, LA 70816

300 agents in our area.

225-214-5153

See you there! GMFS LLC is an Equal Housing Lender. All mortgages are originated by GMFS
Gl NA LLC at 7389 Florida Blvd. Suite 200A Baton Rouge, LA 70806. LA License 619.
Products may not be available in all states. This advertisement is not a Fomm—
commitment to lend. All loans subject to credit approval. LENDER
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When choosing a title company, experience matters most. Baton Rouge
area REALTORSE®, brokers and their clients have relied on Gulf Coast Title
to make the real estate transaction process seamless — a firm with more

than 179 years of combined experience can handle this.

He does
everything

he commits

Family Business "
Owner and Title Attorney Bill Adcock has spent more
than 44 years practicing commercial and residential real
estate law. In 1999 he rebranded and renamed his law
firm to Gulf Coast Title to pay homage to his affection
for water and boating, two of his loves. But his greatest
love is his wife, Patty, who has worked alongside him

and been in the industry for 38 years. She works as the

Gulf Coast Title Operations Director.

to doing.
n, and all but one has

ootsteps in the title industry. Rachael P e Op Z e can Z’a Z ,Z(
ames, their youngest, has worked with her parents for
15 years and is the Gulf Coast Title Abstractor. to h Z m an d h e d &
The Adcocks have built a reputation for being relaxed,
humble and knowledgeable. Along with four decades

here to help

in the industry comes an unparalleled level of experi- T

EVEROrec.

2

Joelle Hocke,
Marketing Director.

ence. They have seen it all in the title industry, and
don’t mind handling everything from closing on a
loan to diffusing a fistfight.

Also closing deals at GCT is title attor-
ney, Summar Kasem-Hoang, a graduate
of LSU School of Business and Southern
University Law. Having experience in the

service industry, running family-owned
businesses, Summar is no stranger to
offering quality customer service and
nurturing her clients. “I love building lasting
relationships with my clients, the challenge
of working unique deals and finding creative
solutions for them.”



Kasem-Hoang says they really do go
above and beyond for their clients and
they are happy to do so, “any time,

any place.”

One of Bill Adcock’s most memorable
clients was his first — a sweet, elderly
lady purchasing her first home had to
bring $2,000 to closing. He and his
team watched in amazement as she
pulled dollar bills and coins, from her
pockets, purse and a ladies’ best-kept
hiding spot — her bra. They straight-
ened the money out and got to counting
only to find she was $20 short.

Without a second thought, he and the
real estate agent split the cost and
sealed the deal.

“He does everything he commits to do-
ing,” said Joelle Hocke, Gulf Coast Title
Marketing Director. “People can talk to

him and he’s here to help everyone.”

Business Casual

Adcock’s number one goal for Gulf
Coast Title has been to create a casual
and comfortable environment where
everyone feels welcomed. That goes for

clients and coworkers.

He’s been laser-focused on title law
since 1999, and he’s curated a team of
highly-qualified REALTORS®, attor-
neys and professionals to “provide
services to people at a reasonable price

and in a comfortable atmosphere.”

Gulf Coast Title is a business that feels
like home — kids and pets are welcome
in the office and a relatable, easy-going
attitude is considered a job require-
ment. But Bill Adcock makes one thing
clear — a casual attitude does not

mean the work is casual.

I love building lasting
relationships with my
clients, the challenge of
working unique deals
and finding creative

solutions for them.

“I love this role because I have
work-life balance, flexibility, and
it’s literally my job to visit my
friends and support the growth

of their business,” Hocke said.

Hocke, a licensed REALTOR®
for 19 years, says following one
simple rule has helped her as a
top producing agent and now, as

the marketing director:

“Don’t be stale. No one likes a
stale chip, a stale partner, or

stale news.”

Even after more than two de-
cades in the title industry, Gulf
Coast Title is ever-evolving to
meet the unique needs of clients,
lenders and REALTORS®.

The people of Gulf Coast Title
pride themselves on making the

closing process easy sailing.

_—

erience] in) pmV M i?/& v noutance S5
2% . Y - &

[ b el W .
3 Bill Adcock RESIDENTIAL AND COMMERCIAL TITLE SERVICES

(]U ILF COAS'[D ! : 27170 HIGHWAY 42, SPRINGFIELD, LA 70462
TITLE:— - 4701 BLUEBONNET BLVD., SUITE A, BATON ROUGE, LA 70809

225.295.8222 * WWW.GCTITLE.COM
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Rekey service is included in
our Standard Plan for home buyers!

Your clients can feel secure knowing only
they have keys to their new home.

Webb Wartelle

Senior Account Executive

Call me today to B00,282.7131 Ext. 1285 [ =l
learn more. Cell: 225.241.2088 |
WebbW@orhp.com

my.orhp.comfwebbwartella

HURRICANE SEASON BEGINS
JUNE 1ST!

Do you know what your hurricane deductible is?
May be as high as 5% of your coverage!
Call me and let’s make sure you do.

Aundrea Allen

Independent Insurance Agent

www.safesourceins.com
aundrea@safesourceins.com
0: (225)-300-4500 * M: (225) 333-6220

GROUI
BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE.

B safesource

-

AUBER "SKIP" SHOWS III

Owner/Partner
NMLS# 118490

JOHN "GREG" FOY

e
\ a Owner/Partne

e NMLS# 1184

12 - August 2020

The Right Loan...The Best Terms... The First Time

% .

L 4 =

%’ Solutions

Key Lending

[
Y

Conventional
FHA
VA

Rural
Development

Construction

CAFA

Grant Program

Jumbo

10311 Jefferson Hwy Ste B3 | Baton Rouge, LA 70809 | (225) 291-7901 | keylendingsolutions.com

‘ COMMERCE TITLE

_.....-CLOSE WITH CONFIDENCE

PERKINS * BLUEBONNET * ASCENSION
WWW.COMMERCETITLE.COM

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers

HD K

HOME INSPECTION ~ PEST CONTROL

YOUR PROPERTY SERVICE
PROFESSIONALS

HDMK.net 888.401 HDMK




By Breanna Smith
Photos by Aaron Cox
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M eghan Dunne is no stranger to leaps of
faith. This Rising Star doesn’t mind the

breath-taking plunge that many of the best

opportunities in life require. Her willingness to
move, go and grow is how she has climbed to the
top, with nearly $20 million in volume in just

two years.

JUST JUMP

Dunne began her real estate career in Colorado
selling luxury condominiums and doing part-
time accounting for the Keller Williams office
there. In November of 2017, she flew into Baton
Rouge for her grandmother’s funeral, where her
family introduced her to Jennifer Waguespack
with Keller Williams Red Stick Partners.

As the two talked, Dunne excused herself to

step outside, where she called her now-hus-

band Ryan Piscopo and said, “We’re moving to
Baton Rouge.”

“He said okay, and we hung up,” Dunne said
with a laugh. “When I see an opportunity, I

just jump.”

Working with Waguespack and the Keller
Williams Red Stick Realty Team was non-ne-
gotiable from the moment the two met,

Dunne said.

“When you look at someone, you can just tell
by the way they act and their confidence and

kindness...I had to work with her.”

Two months later, in January 2018, Dunne
arrived in Baton Rouge with everything she
could fit in her truck — if it didn’t fit, it didn’t
come. She called Waguespack shortly after
arriving, the two met for lunch and have been

working together ever since.

Dunne calls their partnership “an absolute

rockstar situation.”

The 1,200-mile move down to the boot was not
Dunne’s first big jump — that came a couple of
years earlier while she was in college training
as a classical flutist. While pursuing a dou-
ble-major in classical flute and business during
her sophomore year of college, Dunne joined
the real estate program. There, she discovered
her passion for helping people navigate the

world of buying and selling real estate.

15



“It hit me like a freight train,” she said.

Until then, she had spent most of her life
training to get into a music school to be-
come a professional classical flutist, even
leaving high school a year early to attend

a music boarding school in Michigan.

The acceptance rate for collegiate music
school is much lower than most people
think. Some of the best music schools have
similar acceptance rates to Ivy League
schools like Harvard and Yale, hovering

around eight percent.

Her flutist dream required long hours of practice
in an attempt to be the best. Every aspect of her
music training focused on preparing for cutthroat

competition.

“In music, every day my goal was to beat other peo-
ple,” Dunne said. “But in real estate, my goal every
day is to help people. It went from being focused on

me to being focused on other people, and that’s what

made the jump pretty clear to me.”

e /

16 - August 2020

FOCUSED ON GROWTH
Dunne earned her REALTOR®
license while still working

on her bachelor’s degree and
hit the market as soon as her
diploma was in hand. She got a
lot of pushback about her age
at first. She recalled one client
grilling her about the average
water heater usage of a home
and asking if she had “even sold

a home before.”

She learned early to shrug off
the doubt and keep going with
the advice of one of her early
clients, Ellen, who “is just one
of those clients that turned
into adopted family.” Ellen told
Dunne to focus on learning and
growth, not the negativity of

one or two people.

“I wake up every day and say
I'm going to learn something
today, and I'm going to do my

best,” she said.

The way Dunne sees it, real
estate is a learn-as-you-go,
ever-evolving industry. It’s the
ready-to-learn mentality that
matters, not age, because every
transaction, client and story are

new and different.

“Real estate changes every day,”
she said. “You live and learn, but

you have to dive in.”

She often calls Waguespack

for advice on transactions with
exceptional circumstances.
Sometimes Waguespack has
done something similar...some-
times she hasn’t. But every time,
they get it done, and do it right
by their client.

Baton Rouge Real Producers - 17
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By Breanna Smith
Photos by Aaron Cox
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. passe ust six years, Shane, with Berkshire Hathaway HomeServices,

- | hasgaled to the top in Baton Rouge real estate production.

Robertson has been recognized as a Top Agent and earned both the Platinum Level Award
and President’s Circle recognition in 2017, 2018 and 2019.

His real estate career started as a part-time pursuit that quickly blossomed into
something bigger. Building on that growth, he began The Robertson Team two

years ago. Since then, the team has grown to include four agents and one ad-

ministrative assistant.

Up for the Challenge
During his first year as a licensed real estate agent, Robertson

finalized 47 transactions while still working a full-time job.

He summed up his first few transactions with one word:
challenging. He kept at it and committed to learning all

he could from those around him. And it worked.

“Working with good agents within the office, in a
great atmosphere with good brokers, that’s what
I will say is the biggest reason for my suc-

cess,” he said.

Robertson doesn’t approach a problem, he
tackles it. He doesn’t just handle a client’s
unique request, he anticipates it and takes

care of every detail with a smile.




“There’s no one outworking Shane,” Anthony Daquano, an agent on The Robert-

son Team said. “I think of myself as a hard worker but seeing how hard Shane

works makes me just want to be even better.”

No matter where, when or how, Robertson makes sure his clients get service
that exceeds their expectations. From meeting clients before and after “working
hours” to driving across a few parish lines to host a showing via FaceTime, there’s

no boundary for providing exceptional service.
“My motto is go over and beyond. I tell my agents and my team if you’re will-

ing to do what other agents are not willing to do, you will reap the rewards in

this business.”

20 - August 2020

Robertson doesn’t focus too much on the
bumps in the road, but instead, he’s figuring

out a way over, under or around them.

“Not every deal is going to be easy, there’s
a lot of times you have to be the bearer of
bad news but don’t let that stop you...stay
in communication and always be willing to
learn.” He admits that even after years of
doing real estate he’s still learning. “Every
transaction is going to be different and
there’s always a hurdle you have to cross
but if you’re willing to put the work in, the

reward becomes a lot bigger.”

Free time is a rare luxury for top-pro-
ducing REALTORS® and Robertson is no

exception.

“You truly lose track of what day it is as a

real estate agent,” he said.

Balancing work with life outside of real
estate is just another challenge he faces
head-on with a helmet. When he’s not
showing homes and problem-solving he’s
on his Harley on the open road, out on the

water or hitting a hiking trail.

Happy to Help

One of Robertson’s best strategies for an-
swering questions and solving problems is
his well-maintained list of preferred clients
and vendors. Not only do these partners
assist him in getting transactions to the
closing table seamlessly, but his list also
serves as a quick reference when someone

is looking for advice or an answer.

“My favorite part is just getting to help
clients and getting to be that point of
contact, whether it’s a client I'm working
with, a past client or a person that may not
even use me but knows they can pick up the

phone and call me with a question.”

“He’s the type of person you can talk to
about anything,” Deangelo said. “He thrives
on being helpful, meeting new people and

building genuine, meaningful relationships.”

— 66 My motto is
go over and beyond.

| tell my agents and my team if you’re willing to do

what other agents are not willing to do, you will reap

the rewards in this business.
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Some people describe video
tours and digital meetings
as the “new normal” due to

the coronavirus pandemic,

but Robertson is optimis-
tically awaiting the real
return to normal so he can

safely get back to being out

and about.

Not every deal is going to be

“I hope this isn’t the new

norm,” he said. “This is a eaSy, th ere,s ad |Ot Of t| mes yO u
people-person, face-to-face

type business.” have to be the bearer of bad

That’s the way he likes to news but don’t let that stop you...

do business, volunteer and
live life, face-to-face, hand
in hand. He spends holidays 3
serving meals to the home- S t a Z n
less and packing boxes for y

the Food Bank.

communication

opportunity to help,” he

said. “I’'m willing to help
anywhere I'm needed.” a ; z a W ay S e

Being a part of The Rob-

willing to learn.

the help you need, whether

you’re an agent or a client.

Getting to the closing table
is fun, but playing a role in
others’ growth and pros-
perity is the real reward,

Robertson said.

“I love the craftsmanship of
homes...But it was also the
enjoyment of just helping
friends and family and cli-
ents become homeowners

and being a voice in teach-

ing about real estate.”

22 . August 2020
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C1rcu1t
Breaker

o= FElectric LLc
Michael Webster

OWNER/ELECTRICIAN

OPEN MONDAY - FRIDAY
SATURDAY & SUNDAY BY APPOINTMENT ONLY

circuitbreakerelec@gmail.com

EUSTIS Relax-We'll Handle The Details

(225) 439-3151

www.itsjustprint.com

4 MORTGAGTE

BUY. REFINANCE. RENOVATE.

Fixed Rate and Adjustable Rate
FHA, VA, and USDA Loans
Jumbo and Conforming Loans
Conventional Financing
Raised Renovation Loans

Special Programs for Non-Traditional Borrowers also available

Equal housing lender. Information is subject to change without notice. This is not an offer or extension of credit nora commitment to lend.

17557 Old Jefferson Hwy. )

| Suite 101, =

Prairieville LA, 70769 \3

e . . sane " (225) 725-LOAN N
SR MRS GnEe WSS L ENDINGLOUISIANA.COM o R
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RESIDENTIAL DESIGN

REAL ESTATE DEVELOPMENT

LAND PLANNING

EXCELLENT SERVICE AND

STRONG COMMUNICATION

Making your job easy and your clients happy.
B Fexible schedulng Scxrit Gasbadry, LHI 18005
W SAME DAY elactronic report BE5-515-4343
B 10y corrective construction expanence parsgoninapes tismlls.com
m Competitive pricing vemw.pangoninsepectionillc. com

Proudly serving Baton Rouge and Surrounding Areas

Take The Worry Out Of
Home Ownership With

WARRANTY

Home Warranty of America

a Home Warranty

Serving New Orleans, Baton Rouge,
St. Tammany, & Tangipahoa Parish

Lydia and her team are the highest of professional in any industry. From the
initial meeting, we were blown away with her knowledge, research and ideas of
how to help us best market our listings. Always present, she returned texts, calls
and e-mails seemingly around the clock. We from the bottom of our heart thank

Lydia and her team for everything they do to continue supporting our team

through assisting with new orders to follow up with existing clients.

Juli Jenkins Team

\',f‘ KW First Choice
Lydia Hodges, Sales Representative | #1 Producing Team

Call today to find out about our current promotion! Ask

985-869-6111 - LHodges@hwahomewarranty.com about our
100% FREE
Sellers

Coverage

www.hwahomewarranty.com | Customer Service - 888-492-7359
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P» broker spotlight

We really do have a
heart for our clients.

“Smart Move wouldn’t exist without him,” Richoux said of Johnson. “Derek and I

couldn’t do what we do without him making it possible.”

Each of the men bring unique experiences, personalities and strengths to the real
By Breanna Smith estate brokerage. It’s just one reason their partnership was indeed a Smart Move.
Photos by Aaron Cox

DYNAMIC DUO

Overstreet and Richoux both handled their first real estate transactions
in August of 2014, and business has been on the upswing ever
since. Now, they have more than 20 agents working under

their brokerage.
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Brandon Richoux
& Derek Overstreet

With more than a decade between them, they bring differ-

ent perspectives and strengths to the business.

In some ways, the two are polar opposites. Overstreet
enjoys wearing a nice tie with a button-down shirt
UNLIKELY PAIR, tucked. Richoux...not so much.
UNBELIEVABLE RESULTS

In 2014, Brandon Richoux was finishing “I take professionalism to a whole new level but you’ll
up an undergraduate degree in finance and never see me in a suit and tie,” Richoux said laughing.
Derek Overstreet was trying to get his house
sold. The two worked together at a local But the two share the same core values of profession-
insurance and investment firm, and Richoux’s alism, always extending a helping hand and paying
dad, Jay Johnson, happens to be a seasoned real kindness forward.
estate agent. A few months after they initially met
about listing Overstreet’s home, the three had a “We balance each other very well,” Richoux said.
business plan for a real estate company.
Dedication to their clients and agents has helped Smart Move
“I started studying June 6 and got my license on the 26, Real Estate build a solid name for itself, especially in the Den-
haven’t looked back since,” Overstreet said. “I always ham Springs community.
said if T ever found something and all it took was my hard
work to be good at it I would kill it, and I am, because I love “We really do have a heart for our clients,” Overstreet said.
real estate.”
He recalled watching a 21-year-old first-time homebuyer
Overstreet and Richoux work as the broker and associate show up to closing despite a debilitating illness. As she

broker, respectively, under the leadership of Johnson, who signed the final closing agreements, Overstreet saw

&

is Smart Move Real Estate’s chief executive officer. Johnson \ tears drop onto the paper.

has amassed over 25 years of experience in real estate, eoe

mortgage banking and the financial services industry.



“She was crying tears of joy the entire

time she signed papers,” Overstreet said.

About four months later, Overstreet
was in Walmart with his wife when
suddenly he felt arms wrap him in
an embrace, “and it was her!” he

said laughing.

First-time homebuyers tend to be

his favorite client experiences.

“Now this is going to sound
corny,” Overstreet said. “But
my favorite part is seeing
the smile on a young, new
homeowner’s face at the

closing table.”

For Smart Move Real
Estate, it isn’t about
making big sales or
bringing in numbers.
It’s about being able to
help a single mom or
veteran find a place to

call their own.

Helping others is what
the two were meant to
do, and real estate is
how they do it. In addi-
tion to helping clients
get to the closing table,
Richoux volunteers with
Mighty Moms, an orga-
nization that provides
meals to the needy, and
The Lot Project, which
provides a meal and
worship service for the
homeless community of

downtown Baton Rouge.

Through their Hero
Savings Program, Smart
Move offers discounted
services for all mili-
tary veterans and first
responder personnel.

Families of veterans who
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— BEAL ESTATL—

228.448-2850

<< Dusty Landry,
Lisa DiMaggio,
Lindsay Conques,
Chris Thomas, Alaina
Muyaka, Derek
Overstreet, Jay
Johnson, Brandon
Richoux, Kelli Barnett,
Rachael Taylor,
Michelle Bradley,
Lesley Taylor

We want to see beforehand that they have
a passion for serving and helping people.

have paid the ultimate price can “consider the cost of our
services paid in full.” The program is something Over-

street, an Army veteran, holds particularly close to heart.

LOVE WHAT YOU DO AND DO IT WITH LOVE

Smart Move CEO Jim Johnson is a natural leader and
teacher, having spent several years as an instructor at one
of Baton Rouge’s premier real estate schools. So it’s no
surprise that the foundation of their brokerage is provid-

ing high-quality, meaningful training for their agents.
“Agents really get trained here,” Overstreet said.

A majority of the agents working with the Smart Move
brokerage are new to real estate, but they can’t be new to

helping others if they want to join the team.

“We’re selective with agents,” Richoux said. “We want to
see beforehand that they have a passion for serving and

helping people.”

Overstreet and Richoux are dedicated to paying forward the
education and encouragement they received and continue to
get from Johnson by focusing heavily on agent training and

creating a family-like atmosphere within the brokerage.

“We’re really obsessed with our brokerage environment,”
Richoux said. “We want to make sure it’s family-oriented
with everybody helping each other, everybody just loving

on each other and having a good time.”
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CALL AND SCHEDULE YOUR
AJC CLEANING TODAY
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CAjJuN COOLERS

HEATING & AIR

225-456-1335
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Branden Brignac

cajuncoolersiic@gmail.com
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'CALL NOW

EXTREMELY POLITE !
EXTREMELY FAST

EXTREMELY CAREFUL e 225-751-WIMP (9467)
2 or request a FREE QUOTE online
G o T ‘I U N K g www.skinnywimpmoving.com

WE'LL HAUL IT AWAY!

| f . re t key that oen t
, REAL EolATE VlDEU door to your dreams!
Real estate video is an essential tool when marketing your
listings. The main benefit of video is the time-saving element

and unlimited exposure. Video Tours are the best way to give M E R-
Wt " : 0 Branch Manager
the buyer the "being there" experience.
NMLS # 449341

BRING THE LISTING STRAIGHT TO THE HOMEBUYER! | — | A HomeKey Mortgage, LLC

EEEEESENEEEEEEEEENEEEEEEEEEEEEEEEEE NMLS # 1924333
CraneRealEstateVideo.com | Facebook.com/CraneRealEstateVideo | cranerealestatevideo@gmall.com .
e 112 W. Morris Ave.

Hammond, LA 70403
(985) 345-6686 office
(225) 341-0660 mobile

Tiffany Sicard

(225) 435-5667 fax
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