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WE ARE OPEN!
We are following COVID 19 guidelines to help

stop the spread but still serve our clients.

601-371-1051
5625B 18 West  •  Jackson, MS 39209

nodriproofingcomp@gmail.com

L I C E N S E D  &  B O N D E D   |   F R E E  E S T I M AT E S   |   F I N A N C I N G  T H R O U G H  G R E E N S K Y

I N S U R A N C E  C L A I M S   |  A L L  T Y P E S  O F  R O O F  S Y S T E M S  |   FA M I LY  O W N E D

Full Service Roofing and Renovation
Construction Company
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Contact info:
info@dickersonllc.com | (601) 502-4032

website: www.dickersonllc.com
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CLOSING LAW FIRM

Renfroe and Perilloux

(601) 932-1011

COMMERCIAL CLEANING

Dust In The Wind  

Commercial Cleaning Service

(601) 506-6413

FLOORING

Unique Flooring, LLC

(601) 591-7123

GUTTERS

Dun-Rite Gutters, Inc.

(601) 605-0000

HIGH SPEED INTERNET/ 

CABLE/PHONE

C Spire FIBER

(601) 941-0999

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

LAW

Herr Law Firm, PLLC

Lindsey Herr

(276) 732-8670

MORTGAGE LENDER

Citizens National Bank

(601) 484-5803

Www.yourcnb.com

Mississippi Mortgage

(601) 316-7326

Planet Home Lending

(601) 421-9667

MOVERS/RELOCATION

Armstrong Relocation,  

United Van Lines

(601) 856-8504

PEST CONTROL SERVICES

Synergy2

(601) 624-6360

PHOTOGRAPHY & 

VIDEOGRAPHY

Abe Draper Photography

(662) 719-5707

Partee Photography

(601) 566-4568

PRINTING/COPYING  

SERVICES

Pinnacle Printing & Copying

(601) 944-1470

REAL ESTATE TITLE/ATTORNEY

Luckett Land Title

(601) 622-8191

ROOFING

No Drip Roofing LLC

(601) 573-7323

ROOFING & CONSTRUCTION

Watkins Construction  

& Roofing

(601) 966-8233

www.watkinsconstructioninc.com

ROOFING CONTRACTOR

Dickerson Contracting, LLC

(601) 502-4032

T&M Contractors

(601) 927-4556

TERMITE &  

PEST CONTROL

Family Termite and  

Environmental Inc.

(601) 933-1014

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!

AL L  TYPES  OF  SH INGLES   •   META L  ROOF ING (COMMERC IA L ,  R ES IDENT IA L ,  S TAND ING SEAM )
E PDM  •   T PO   •   MOD I F I ED    •   COPPER  AWNINGS    •   COPPER  DORMER  

COPPER  CH IMNEY  CAPS ,  T EE - P EES ,  CR ICKETS   •   S PEC IA L I ZE  IN  F IND ING ROOF  L EAKS

Satisfaction Guaranteed  •   In  business since 1996  •   L icensed / Bonded •   Free Estimates  •   Insurance claims 

T&M CONTRACTORS

Tyrone Keyes  •   601-927-4556  •   rbc2tyronek@gmail.com

• Top Quality Gutter Installation, Repair & Cleaning Services

• Competitive Prices from Copper Gutters to Leaf Guards

• Free Estimates & Professional Consultation

• 2 Year Warranty on Installations

Dun-Rite Gutters, Inc.
Have it Done Right by Dun-Rite

We specialize in 6" half round Aluminum & Copper

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

www.DunRite-Gutters.com
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SAME
OUR

As I 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 
and a pandemic virus that is threatening every-
thing in our existence. While so much can be said 
about these current events, I 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 intro-
duce 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 positivity and even for challenging 

FAMILY TERMITE &
ENVIRONMENTAL

601-933-1014
www.family-termite.com • office@family-termite.com

PARTEE
PHOTOGRAPHY

Portraits
Events
Weddings
Real Estate
Videography

Kayland
Partee

Owner
Photographer
Videographer

601-566-4568  |  ParteePhotography.com

@ParteeFilms
@ParteePhotography

publisher’s 
note

Dees Hinton

your perspective. Hard conversations are rightful-
ly being had all around us right now. Here at Cen-
tral Mississippi Real Producers, we commit to our 
mission of connecting, evaluating, and inspiring 
real estate professionals, and of being a communi-
ty that supports and cherishes every top producer 
and advertiser with respect for your unique story. 
I hope that you will always feel welcomed and 
encouraged to share your unique story with us.   

Be safe!  

God bless!
Dees

MISSION
STAYS

THE
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top producer
Written by Susan Marquez   
Photography by Abe Draper Photography

Suzie McDowell learned to be resilient while grow-
ing up as an Army brat. “My father was a fighter 
pilot in the Air Force, first flying 100s for two years 
in Vietnam, then he transitioned to C1441 Globe-
master for the remainder of his career.” Full-time 
military families typically move every three to five 
years, and while Suzie hated this while she was 
growing up, later in life she began to realize what 
a blessing it had been to have the opportunity to 
travel the world at such a young age.

SUZIE 
MCDOWELL
Building Success, One Relationship at a Time

While she never really knew what she wanted to do 
when she grew up (other than the standard veter-
inarian or rock star), Suzie always worked hard. 
“That was instilled in me at an early age. My dad had 
us doing chores from the time we could form a sen-
tence. He was gone a lot, so it was up to us to keep 
everything going around the house. He taught us to 
change our own oil, change tires, take care of yard 
equipment and how to go out and make money when 
needed with paper routes, lawn mowing and such.”

SUZIE 
MCDOWELL
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When it was time to go to college, Suzie chose 
Mississippi State University, or rather, her father 
chose it for her. “He went to State, and although I 
had never formally lived in Mississippi, he told me 
that if he was going to pay for my college, that’s 
where I had to go!” She had family in this area but 
had never spent any time here. “I moved from Illi-
nois to Starkville and loved it!” Eventually, Suzie’s 
parents moved to Brandon.

After college, Suzie held a variety of jobs, includ-
ing working for twelve years at Mississippi Blood 
Services in Flowood. “My position in community 
relations required me to travel around the state, 
often overnight. My husband was an Air Force pilot 
and was gone frequently, and I had a small child, so 
that became exceedingly difficult to navigate.

About that time, Suzie’s good friend Teresa Ren-
kenberger convinced her to sell real estate. “She 
was very successful at it, but I was concerned 
that because I didn’t exactly have roots here, it 
might be more difficult for me than it had been for 
Teresa.” The advice given was “It’s really what you 

put into it, it’s the relationships you create, it’s the 
consistency, it’s working nights and weekends, and 
if you want it bad enough, you will succeed at it.”

Suzie got her license in October 2007 and closed 
on her first home in December of that year. “For 
my first three years selling real estate, the running 
joke was that I couldn’t sell a home over $120,000. 
As it turned out, that was my biggest saving 
grace.” Not that Suzie was being strategic. Since 
she started off in a difficult economic climate, 
Suzie didn’t know any different. She just worked 
the way she was trained and stayed focused. “I 
did a lot of foreclosures and short-sales. I became 
very close to the buyers and their families. What 
I didn’t anticipate was that the folks who bought 
starter homes in the $80K to $150K range would 
want to move up and become repeat clients in 
three short years!” Looking back, Suzie laughs 
at how jealous she was of the agents that sold 
$400,000+ homes. “I had to sell three to four 

houses to their one, but that also 
meant my client base was literally 
doubling at a crazy fast rate.”

She did $3.8 million in sales her first 
year, and Suzie’s biggest year to date 
was $33 million in sales. Last year 
she did $24 million in sales. Her 
“worst” year was in 2010, the dreaded 
BP oil spill year, in which she did $3 
million in sales, which is still not bad 
at all. “It did teach me how to manage 
my funds better and make sure I was 
prepared for these surprise issues in 
the future. This was one of the first 
topics I would preach when I started 
teaching newer agents the ‘ins and 
outs’ of the business.”  

In 2012, Suzie looked up to Shirley 
Rowe with McIntosh and Associates. 
“Both Sylvia Drake and Shirley were 
incredible mentors to me,” says Suzie. 
“Shirley had $16 million in sales that 
year. That is who I wanted to be like,” 
she laughs. “It took me five or six 
years to get to that point, then I kept 
going!” Suzie was staying busy with 
regular residential resale but had 
noticed a relatively untapped market 
at that point (after the market crash) 
of new construction by builders who 
weren’t represented by REALTORS®.” 
Suzie started working with builders, 
asking them if she could show their 
homes on the weekends and eventual-
ly started working with a few builders 

as a list agent. Currently, about forty 
percent of Suzie’s business comes 
from new construction. “Many agents, 
at least back then, were afraid to 
directly contact builders. I personally 
just needed to be able to show some of 
my buyers’ new construction.”

Suzie started her real estate ca-
reer with Merck Team Realty, then 
switched to McIntosh & Associates. 
“In 2012, I landed at Keller Williams 
Realty, where I am today,” she says. 
While she often puts in sixty to seven-
ty hours a week, Suzie says she really 
enjoys the business. “I’ve heard that 
only twenty percent of people who 
get into real estate stay in it. I think 
it depends on how you work it. For 
me, it’s the development of relation-
ships along the way. Real estate has 
afforded me the opportunity to take 
care of my family and others that I 
care about. So much of my business 
comes from referrals. The business 
has changed a lot in recent years. 
While I do plenty of marketing, this 
will always be a relational business 
as opposed to transactional.” Three 
years ago, Suzie hired Ashley Boutot 
to help her. “She has been such a huge 
blessing to me and really partners in 
all I do. I could never keep up this kind 
of volume without all the help and ex-
pertise she brings to the table. Ashley 
is a little ray of sunshine and everyone 
in our business knows it!”
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“
Dust in the Wind

Commercial Cleaning

Real Estate Move In/Out, New Construction, Weekly, 
Bi-weekly, and Monthly

Kitchen/Bathrooms, scrub, sanitize, & disinfect
Toilets, Tubs, Showers, Sinks, Counter Tops, Cabinets, 

Appliance & Mirrors
Vacuum & Mop
Take Out Thrash

All Rooms, Clean and Dust
Blinds, Baseboards, Ceiling Fans, Windowsills

Furniture Polished
Make Beds, Clutter Removal & Organizing

Staging

Mitzi Alford (601) 506-0413

7736 Old Canton Rd, Suite C
Madison MS 39110
601-856-8225

Lindsey@herrfirm.com

Providing closings
for the

tri-county area
and beyond.

According to Suzie, if you can sell 
between $4 and $8 million a year, 
you are making a very good living 
and still have quality time for your 
family. If you can keep seven to ten 
good listings at any given time, you 
should easily be able to attain that 
goal. “Also remember that 90% of this 
business is working well with others, 
and that does not mean just your cli-
ents. The way you treat other agents, 
brokers, home inspectors, appraisers, 
lenders, and attorneys can also make 
or break your business. Every sin-
cerely nice gesture or thank you will 
make a huge impression on someone 
else and I am a firm believer that 
when you do good, you get good.”

The mother to three children, Suzie 
says she took her kids along with 
her to show houses for years. “I was 

able to take my kids out of daycare 
altogether after my third year of sell-
ing and seeing me work was a good 
example for them and taught them a 
strong work ethic.” These days, Su-
zie’s kids work on her clients’ yards, 
put out signs, clean windows, create 
and deliver fliers or any number of 
things she needs them to do. Tyler 
(21), will start back at Ole Miss in 
the fall, Robbie (18) will start EMT 
school in the fall, and Will (24) is 
working full time for Farm Bureau.

One of Suzie’s passions is decorat-
ing. “I am always looking around a 
room, disassembling or reassembling 
in my head! I imagine my friends do 
the same with my wardrobe choices! 
I have been staging the homes I sell 
for years; the fact is that I don’t want 
their home on the market any longer 

than they do. I was beyond thrilled to talk a 
couple of friends into starting staging companies 
knowing how many REALTORS® could use it.”

Another of Suzie’s true passions is travel. “I 
am of an age where I would much prefer to give 
my children, family and friends experiences or 
memories as opposed to gifts.” Suzie has invest-
ment properties in Perdido Key, which is a place 
she goes to frequently with her children. “I’m a 
beach person, so I go there whenever I can. Our 
last ‘bucket list’ trip was to the Exumas in the Ba-
hamas where we went to different islands, swam 
with pigs, sharks and visited an island overrun 
with bearded dragons!” Next on her list is a trip 
to Turks Caicos and the Florida Keys. “Our days 
on earth are numbered and we don’t get a chance 
to choose the day we leave. So, in the meantime, 
we need to take the adventures, love our people, 
and take care of each other. God’s got the rest!”

I HAD TO SELL THREE TO FOUR HOUSES 

TO THEIR ONE, BUT THAT ALSO MEANT 

MY CLIENT BASE WAS LITERALLY 

DOUBLING AT A CRAZY FAST RATE.”
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Ashley

written by Susan Marquez   
Photography by Abe Draper Photography A shley Burke has lived a non-traditional life in a 

sense, and she has made it work well for herself 

and her family. “As a child, I was a non-traditional 

military brat,” she explains. Ashley grew up in 

Biloxi, where she went to school from kindergarten through 

twelfth grade, instead of moving around like so many other 

kids in military families did. She attended Southern Miss 

where she majored in elementary education.

“I taught school for two years until my husband got a job 
with the National Guard to be a pilot.” The couple moved 
around to several places while he was in pilot training before 
settling in the Brandon area. “I never went back to teaching,” 
says Ashley, who instead managed The Limited in North-
park Mall. When she had her two sons, seventeen months 
apart, she retired to be a stay-at-home mom. “God led me to 
homeschool the boys until they were in the third and fourth 
grades, which was a wonderful experience.”
 
But with the boys gone at school all day, Ashley says she had 
the need to do something. “My husband and I had bought a 
few investment properties, and our broker, Linda Graham, 
was our neighbor.” Ashley’s husband planted the seed that 
would lead to her career in real estate. “He said that real es-
tate builds to all my strengths and that I could still be pres-
ent for our boys. He stopped traveling as much and said it 
was my turn. Linda was very straight with me about selling 
real estate. She never sugar-coated it. She said the profes-
sion can be hard on a marriage, and that the phone would 
become an important part of my life if I decided to do this.” 
But the profession also provided the flexibility Ashely was 
looking for. “We thought and prayed about it for a couple of 
years before I decided to go for it.”

After taking the two-week course at the Real Estate Institute, 
Ashley passed the real estate exam and got her license in Au-
gust 2017, and six months later she made her first transaction. 
In her fifteen years in the area, Ashley has made many great 
friends, and she reached out to them, letting them know she 
was available to help them should they want to buy or sell a 
home. “My friends have been so good to me,” she says. “I love to 
help people, and I rely heavily on relationships. I suppose they 
trusted me because my business has continued to grow.”

Ashley teaches English as a second language through Pear 
Orchard Presbyterian, which she says is a great way to use 
her degree. Back when her boys were homeschooled, Ashley 
taught reading through the Jackson Classical program. “I 
didn’t think of that as being a sphere of influence for me, but 
many of the parents became my clients. It’s been so much 
fun watching kids I once taught find ‘their’ room in houses 
that I show them.” As a matter of fact, Ashley loves show-
ing houses to families with children. “I love when they run 
through a house to find their room, and there always seems 
to be one kid who is like a little junior REALTOR®, which is 
so much fun for me.”

rising star

Builds Business by Building Relationships

Burke
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From her time working at Coldwell Banker Graham and Associates, 
Inc., Ashley has learned that no two transactions are the same, and 
no client is the same. “I’ve had to learn how to balance work and 
family, and where to establish boundaries,” she says. “But it’s been 
worth it. This is a great job.”

When she is not working, Ashley says she enjoys traveling with her 
family. “We try to live our life, so we always have money to do that.” For 
the past five years, Ashley has been going to Coyote Fitness, “For my 
sanity. It’s a way for me to exercise and get out any frustrations while 
focusing on being a better person.” She also loves to cook, drink wine, 
and read. But her real obsession is cleaning and organizing. “I know 

that may sound crazy, but 
I think it makes life easier 
when things are organized. 
My friends ask me to orga-
nize their homes and I love 
it. I know it helps relieve 
stress and helps them to 
live a better life.”

Ashley sees working in 
real estate a long game. 
She has gotten off to a 
strong start and she is 
passionate about her job. 
“The most satisfying part 
for me is when I walk into 
a home with clients and I 
know – often before they 

do – that it’s the perfect home for them. I tell them that sometimes you 
have to kiss a lot of frogs to find what you’re looking for, but when you 
do, there is nothing that beats that feeling of satisfaction.”
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Sean is the branch manager and a loan originator 
at Mississippi Mortgage, which is a dba of national 
lender, Open Mortgage, LLC. His office is located at 
4343 Lakeland Dr. in Flowood.

When it comes to purchasing property, each client 
has a unique situation. “I work to identify any 
problem, then I design a solution to get them to 
the finish line. Most of our referrals come from 
REALTORS®, mainly because they know we can 
help maximize the number of borrowers they 
bring to us. We do a very thorough pre-approval.”

After “falling into real estate” a few years after he 
graduated from college, Sean says he got his real 
estate license and began selling as a side gig to his 
other jobs as a youth minister and working in a cof-
fee shop. “I became friends with the CEO of the real 
estate company. The company was growing rapidly, 
with over 120 agents. He asked me to be the direc-
tor of marketing.” Sean took the job and although 
he made a good salary, he saw that the agents at the 
company were doing much better, so after one year 
he decided to go full time selling real estate.

partner spotlight
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Fourteen years ago, 
Sean Cornwell moved to 
Mississippi from his home 
in Oklahoma City to work in 
the mortgage loan business 
in this area. “It’s a career 
that suits my gifts,” he says. 
“I have a fairly balanced left 
and right brain, which is 
ideal for this kind of work.”

Sean attended the University of Central 
Oklahoma where he was a design 
major. “Design there was something 
that encompassed many industries,” he 
explains. “Basically, it’s learning how 
to identify a problem and coming up 
with the best possible solution. I am a 
creative problem solver by nature. So, 
in this line of work, I consider myself a 
mortgage designer!”

SEAN CRONWELL  
MAKING HOME OWNERSHIP A REALITY 
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Eventually, Sean began looking at the 
mortgage side of the business. “I love 
helping people reach their dream 
of homeownership and I thought I 
would be better suited to do this on 
the lending side of the industry.” 
Since he’s been in Mississippi, he’s 
been a top producer for Mississippi 
Home Corporation for their home-
buyer programs. “I’ve been on the 
top originator list with the Scots-
man Guide, and number three in the 
nation for USDA volume. We do a lot 
of Down Payment Assistance, 100% 
USDA rural development loans, and 
the MCC Tax Credit Program.”

Sean does a lot of loans, period. Last 
year, he closed 209 loans, making 

him the number two mortgage loan originator in 
the state (per Scotsman Guide). “This year we are 
on track to surpass that,” Sean says. “I closed 26 
loans last month, and I have 51 loans set to close 
this month. We’ve almost doubled the volume 
flowing through our business this year.”

Being efficient is something Sean prides himself on. 
“I have surrounded myself with a fantastic team, and 
we work hard to keep things on track.” Sean says that 
Mississippi Mortgage is a favorite of REALTORS® be-
cause of the vast solutions they offer to homebuyers. 
“Sometimes a client simply isn’t ready just yet. We’ll 
work with them to put together a game plan so they 
can eventually obtain a home loan.”

Sean still does a good bit of design work on the side, 
including branding for local businesses. His passion 
is modern design, and three years ago he designed 

and had built an industrial modern 
home from the ground up in Fondren. “I 
bought the lot next door and I’m looking 
to build a couple more modern homes 
there. I would love to inspire more 
modern homes to be built in Jackson.” 
Sean says he has two shipping contain-
ers in his back yard that he will be con-
verting to a modern guest house soon.

Working as hard as Sean does, it is 
important to stay physically fit. He 
does so by fencing. “A client gave me 
lessons about ten years ago and I’ve 
been doing it ever since.” Sean is a 
member of the Mississippi Fencing 
Club and attends tournaments region-
ally. “It’s a great sport that requires 
quick decisions, which I really enjoy.”

I WORK TO  

IDENTIFY ANY 

PROBLEM, THEN I 

DESIGN A SOLUTION  

TO GET THEM TO  

THE FINISH LINE.
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601-591-7123
756 Trickhambridge Rd.  |  Brandon, MS 39042

zach@uniqueflooringllc.com | www.uniqueflooringllc.com

Zach Etheridge, Owner
Kathy Burks, Decorator – 601-212-4232

Member: Rankin Co Chamber, HBA of MS

back to school
P O S T - C O V I D

One of the most stress-inducing repercussions of 
the coronavirus pandemic for parents was the clo-
sure of schools and childcare facilities. While un-
doubtedly the smartest move to contain the spread 
of the virus, parents were abruptly left in the lurch, 
trying to juggle childcare, homeschooling / crisis 
schooling, housework, and, in many cases, their 
own careers, a near-impossible feat. Now that sum-
mer is coming to a close, our thoughts turn to the 
new school year and the difficult questions parents 

must ask themselves: Should I send my child back 
to school? If so, what will that look like? Should we 
worry about a second wave of the virus? 

In essence, there is no one “right” answer to these 
questions; decisions should be based on each fami-
ly’s unique circumstances. On the one hand, parents 
recognize that sending their children back to school 
will be beneficial in many ways. They can return 
to work and / or some semblance of pre-pandemic 
life, and students will regain healthy social interac-
tion, access to essential support services, academic 
rigor, and valuable structure and routine. On the 
other hand, though we now know that most cases 
of COVID-19 in children are mild (and make up 
only 2% of cases in the U.S. and China, for exam-
ple), gathering kids in a confined space could play 
a role in transmitting the virus to other kids and to 
vulnerable adults. Taking a look at other countries 
whose pandemic timeline is ahead of ours can offer 
a preview of how things might soon look in schools 
here in the U.S. 

Countries where students returned to classrooms in 
the spring or never officially closed include Germany, 
Sweden, and Denmark in Europe, and China, South 
Korea, Japan, and Vietnam in Asia, among others. 
Universally, the school landscape has changed 
drastically, with pupils in most countries expected to 
wear masks and maintain strict physical distancing 
at all times. In Denmark, where schools reopened in 
April, new handwashing (immediately upon arrival 
and at least every two hours) and disinfecting proto-

cols for contact surfaces are in place, and teachers 
are required to hold classes outdoors whenever 
possible. Schools in Taiwan have instituted daily 
temperature checks and plastic desk partitions for 
students. In other countries, some age groups were 
given priority over others, such as in Germany, 
where high school seniors were brought back sooner 
so they could sit their final exams to graduate. 

We can expect a similar environment in U.S. 
schools. In May, the CDC released a detailed 
treatise of considerations for schools that includes 
everything from limiting shared objects, increasing 
ventilation, installing physical barriers between 
students, and closing communal spaces such as 
cafeterias and playgrounds, to limiting visitors, 
field trips, and cohort sizes. Certainly, new guide-
lines for wearing masks, handwashing, transporta-
tion, and social distancing will play a role. As with 
so many tricky situations we’ve been faced with 
during this “new normal,” parents will need to take 
a deep breath, adapt, and move forward.

home matters
By Shauna Osborne
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To lean more, or schedule an inspection online,
visit www.SmithHomInspectionsLLC.com

Joshua Smith
Certified Home Inspections

MHIB #0681
601-310-3199

BUYER INSPECTIONS • SELLER INSPECTIONS • MOLD TESTING

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

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

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 

seen within these pages are helping us break these chains, 

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

$3$3
MILLIONMILLION

DONATED THIS 
YEAR TO HELP 

BREAK THE 
CHAINS OF 

MODERN-DAY 
SLAVERY.
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Residential Roofing Specialists

Locally Owned & Operated
Residential Roofing Specialists

Watkins Construction & Roofing
601-202-0938

www.watkinsconstructioninc.com

FREE Inspect ion at  L ist ing  •   Insurance Claims Welcome

   
CALL US TODAY!
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®

HONEST ASSESSMENTS  •   RE-ROOFING  •   REPAIRS  •   RESIDENTIAL/COMMERCIAL

Don't wait until after the home
inspection to call a roofer!
Don't wait until after the home
inspection to call a roofer!

A FREE inspection the moment
you list a home can be less
stressful for the client and realtor!

A FREE inspection the moment
you list a home can be less
stressful for the client and realtor!


