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You find the perfect home.
Let NOLA Lending find the perfect financing.
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Ryan Thomassie Joey Piel Real estate video is an essential tool when marketing your

NMLS# 350514  NMLS# 365511 listings. The main benefit of video is the time-saving element

and unlimited exposure. Video Tours are the best way to give
the buyer the "being there" experience.

BRING THE LISTING STRAIGHT TO THE HOMEBUYER!
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CraneRealEstateVideo.com | Facebook.com/CraneRealEstateVideo | cranerealestatevideomgmall.com

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

MOLA Lending Group has the experience and expertise to guide home buyers through the financing process quickly
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
knows Baton Rouge like NOLA Lending Group.

* VA Loans = RD Loans - Finance up to 100% of home valug?
* Conventional & FHA Loans * Purchases & Refinance e e i - :
+ Jumbo & Condo Loans * Local Lenders with Personal Touch o o s — T
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LENDING GROUP . g g o

RESIDENTIAL AND COMMERCIAL TITLE SERVICES

A Division of Fidelity Bank

27170 HIGHWAY 42, SPRINGFIELD, LA 70462
4701 BLUEBONNET BLVD., SUITE A, BATON ROUGE, LA 70809

225.295.8222 * WWW.GCTITLE.COM

NolaLending.com

Lavailable only in setect markes 1o gualified borrowers. Finanding cannol exteed 1009 af the Sulpect property’s Tair market valee, Consull your Lax advisos reganding deductilyility of mtesésl. Membor
The services and products advertised are not approved of endorsed by HUD, USDA, the Department of Veterans Aftalrs, or oy govesnment agency. Ths does not constitute an offes to lend, FDE
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
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HOME INSPECTION  PEST CONMTROL

YOUR PROPERTY SERVICE
PROFESSIONALS

HDMK.net 888.401.HDMK

4 . June 2020

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!

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

PREFERRED PARTNERS

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

Jacques Favret
Attorney

Cissy Whittington
Notary Settlement Agent
& Marketing Manager

INSPECTIONS

HDMK

Kiel Harton

14635 S. Harrell’s Ferry
Suite 2B

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

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

GMFS Mortgage

Ryan Larussa

4651 Durham Place

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

David Morgan Kristen Spring
Attorney Attorney

NOLA Lending Group,

A Division of Fidelity Bank
(800) 220-2497
www.NOLALending.com

MORTGAGE LENDING
Key Lending Solutions
(225) 291-7901
www.keylending
solutions.com

MOVING COMPANY
Skinny Wimp Moving
(985) 630-0225
skinnywimpmoving.com

PHOTOGRAPHY
Aaron Cox

(318) 453-1609
aaroncoxphoto.com

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

ROOFING

Eagle Quality Roofing
Franklin Salgado

(225) 620-8626
eaglequalityroofing.com

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

John Murphey
Notary Settlement Agent
& Marketing Managér

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

o
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CA]UN COOLERS

HEATING & AIR

225-456-1335

Branden Brlgnac

cajugcoulersllc@gmall.cum

S he nght Loan...The Best 'Term ... The First Time
e i

» Key Lending

¥ Solutions

L

AUBER "SKIP" SHOWS III

er/Partner
NMLS# 118490

JOHN "GREG" FOY
e
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“Experience the Difference”

Conventional

FHA

VA

Rural
Development

Construction

CAFA

Grant Program

Jumbo

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

6 - June 2020

MEET THE

BATON ROUGE

REAL PRODUCERS TEAM

Gina Miller Carolyn Foley Breanna Smith
Owner/Publisher Ad Manager Writer
225-337-3277

Brady Crane Aaron Cox
Videographer Photographer

‘ COMMERCE TITLE

s CLOSE WITH CONFIDENCE

NO MATTER THE CIRCUMSTANCES,
OUR TEAM HAS THE RESOURCES
TO SUCCESSFULLY COMPLETE ALL YOUR
CLOSING TRANSACTIONS!
PERKINS * BLUEBONNET * ASCENSION

598800 22567321
WWW.COMMERCETITLE.COM 8
5
BBB.
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June is Summer. June is Vacations. June is Father’s Day.
And because of that, I'm going to use this white space to love

on my father.

My daddy was a preacher. Okay...he still is a preacher. At 86,

if a church calls him to preach, he’s there. You can’t stop him.

Don’t even try.

When he was in full-time ministry, he put
together a weekly church bulletin. This
folded, four-page document con-
tained a short collection of his
thoughts, perhaps a prelude to
the upcoming sermon for the

week, a list of new mem-
bers, prayer requests and
sometimes he snuck in a

comic ...always on brand
with a respectable blend

of'religion and humor.

Part of being Jim Slo-
cumb’s daughter was help-
ing with this bulletin. He
taught me how to peck on a
typewriter at a very young age
and I loved it! Iloved being part of
something that was going to be read

and enjoyed by an audience. I still do.

So, here’s to you Daddy for letting me help with a church bul-
letin! I loved every minute of'it...the typing, going to the print

shop, folding and addressing and eventually getting them to

the post office! I have to think this somehow led to my love of

story and journalism. And thank you for your love of music
and laughter...for teaching me to love others unconditionally
and choosing to see the good in ALL people. For being a true
example of humble and kind. I'm so thankful you are mine.
If no one else reads this part of the magazine...or any other
part...I know you will. You will read Every. Last. Word.

I see you. Thank you for seeing me, too.

8 - June 2020

Special

Bulletin

P> publisher’s note

I'm a wide-eyed believer that things really do happen for a reason
and I've chosen to trust that all things really do work together for
good. My dad probably taught me this, too! This is a strange time
in history. Like nothing we’ve ever seen before, but you can see
from the stories and photos shared in our “How We Quarantine”
article, that we are adjusting, caring for others, and finding ways
to stay connected even when connecting is limited. We’ve had to
switch some things up and do business differently, but we’ve kept
moving forward. We had to rethink the way we would put this
magazine together. Leigh’s cover photo and story images
were shot by her husband, Richie, and we are so
thankful! They look fantastic! I love the real
life moment of a new mom in the backyard
playing with her kids, combined with the
fact she is rocking her real estate career
in 2020. I mean it when I say, Leigh is
unstoppable. And she and I both agree
it comes down to communication. We
have some new obstacles in our way,
but we live in a time when communica-
tion is readily available and accessible
and when utilized properly can strength-

en relationships and increase business.

Our Partner Spotlight this month
is Kiel Harton and HDMK. 1
am blessed to spend my days
getting to know the people

community and hear how
they began and how they
plan to continue. Every
person I meet inspires me
and it is my desire to share
them with you in hopes you
— are inspired, too.

I cannot wait to meet each of you,

Gina

behind the businesses in our
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Michael Webster

OWNER/ELECTRICIAN

OPEN MONDAY - FRIDAY
SATURDAY & SUNDAY BY APPOINTMENT ONLY

circuitbreakerelec@gmail.com

OFFICE - 225.658.2903 | MOBILE - 225.572.7963

RESIDENTIAL DESIGN

REAL ESTATE DEVELOPMENT

LAND PLANNING

EXTREMELY FAST R
EXTREMELY CAREFUL

GOT JUNK?
WE'LL HAUL IT AWAY!

Skinny Wimp
Meving Ce.

'CALL NOW
225-751-WIMP (9467)
or request a FREE QUOTE online

www.skinnywimpmoving.com

USDOT #3221406
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P» rising star

By Breanna Smith
Photos by Aaron Cox

Deanté Thomas
Hard Work > Experience

eanté Thomas with Keller Williams
Red Stick Partners shed two

careers in sales before landing

on real estate — and quickly

fell in love. First, with the unique
opportunity to help people improve their

lives with investments in their long-term

wealth. Then, with the ability to use the

knowledge base he’s built to bolster his

own financial security and net worth.

Deante’ likes to let clients in on what he considers
the best-kept secret of real estate: “letting them
know that purchasing your first home, even if it’s the

one you’re living in, is still an investment.”

First-time buyers are the most exciting to him be-
cause they are often surprised by what they can buy
and how it can change their lives. “Teaching people
about the power of equity empowers them to make
better real estate decisions, which has the power to
change lives,” Thomas said. “I'm able to add value by
educating them and also encouraging them, because
most buyers don’t think they can buy.”

Deante’ loves helping them see past just buying a
home and explains the benefits of being a homeown-

er and how it can better their life long term.

10 - June 2020 @realproducers

Going above and
beyond for the
client is always

worth it.

“Informing a client that when they buy a house and make
their payments on time, they are positioning themselves
so that when they are interested in selling or upgrading
down the road, they can likely do that without spending
any of their own money on the spot, makes much of the
hard work worth it!” he said.

Setting the Bar Above and Beyond

After four years in the business, the biggest lesson
Deante’ has learned is “going above and beyond for
the client is always worth it.” He learned this lesson
when a few decisions to put in some extra hours of work
to sell one home, turned into the opportunity to be the

agent on four transactions.

In 2018, Thomas saw a For Sale By Owner sign pop up

on his street. He called the owner to ask about the home
and explained how he could be of service. She called back
the next day and he had a client. That Sunday, he held

an open house, but the owner had to work, so her mom
cleaned and prepped the house to show. When Thomas
arrived with finger sandwiches, brownies, drinks and
brochures, what he calls “the works,” his client’s mom
was blown away by the presentation of the open house.
His time and effort paid off because the house went un-

der contract in just six days.

It Gets Greater

Fast forward about a year — Thomas gets the opportuni-
ty to list a house on the other side of town that had been
on the market for a year with another agent. He imme-
diately saw some potential reasons as to why it wouldn’t
sell during his first visit. Each room was a different,
vibrant color. A pink room here, a yellow room there,
with two green bathrooms all accented by brown and
blue hallways. When his client explained that they didn’t
have the funds to paint it he took it in stride. He knew
the house was a great property being hidden by a color

Baton Rouge Real Producers - 11



Favor will, .

follow you.

scheme, so he got to work. The next
day he bought paint rollers, brushes
and a few jars of paint. He spent his
evenings there for a few days ... often
arriving after 10 pm and working into

the early morning hours.

“I was putting in three to four hours a
day until I got it done,” he said.

Not long after, he got a call. The voice
on the other end of the line said, “Hey, I

want to buy this house.”

“That stood out,” Thomas said.
“Because most people say they want to
see a house.”

They met at the property 15 minutes
later, and the man explained that he
wanted to buy the property for his
younger sister. When she arrived
shortly after, everything came full
circle. The woman who got out of the
car was the original For Sale By Owner

client’s mother!

He instantly became the dual agent
for them on that house and listed her
house, which he sold in three days to
someone who was not represented by

an agent at the time.

He holds that lesson dear — one good
gesture of painting a house earned him

four sales.

“Going above and beyond for your
clients is always worth it,” he said.
“Favor will follow you.”

Working Hard and Smart

Thomas doesn’t just go above and
beyond for clients, he works hard for
his family and himself. As an entrepre-
neur, husband and father of two young
children - Dallas, 2, and Zari, 8 months
- diversifying his income streams is
the best thing to do for his family and
future self.

“As a self-employed independent
contractor, you never know what your
month is going to look like, so it’s al-
ways good to have something else I can
count on,” he said. “Real estate is one
of the most promising investments you

can make.”

He owns several rental properties and
last year ventured into flipping houses.
“Being in the [real estate] business, you
come into contact with different types
of buyers and investors, I thought, if 'm
helping them build their portfolios, why

not build my own?”

He consumes a variety of media to
improve upon his real estate education,
with some of his favorites including:
The Millionaire Real Estate Agent by
Gary W. Keller, Dave Jenks, Jay Papas-
an, Think Like a CEO podcast by Gary
Keller, and HGTV’s “Flip or Flop” and
“Flipping 101.”

In addition to managing rental proper-
ties and house-flipping projects, he does
at least one thing to help generate leads

every day.

“Real estate is a contact sport,” he said.
“The agent that makes the most con-

tacts — calls or connections — wins!”

Thomas’ work ethic and willingness to
do whatever needs to be done to make
a deal happen is what makes him

stand out.

“I think that is what separates the good
agents from the great agents,” Thom-
as said. “Being able to be disciplined
enough to always be intentional about

finding your next deal.”

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.

YT
P — 4

PR

{
b N

Aundrea Allen

Independent Insurance Agent

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

safesource

NSURANCE GROUP

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

We Know How To Spot Wind, Hail, and Storm Damage
& Can Help You File Your Claim

Don't leave money on the table
Let the experts at Eagle Quality Roofing

help you get the best coverage and service.

Call for your FREE Inspection.

EAGLE QUALITY
ROOFING & SHEET METAL LLC

(225) 620-8626

www.eaglequalityroofing.com

eaglequalityroofing@gmail.com

In these wild times we must choose
courage and know that fear is a feeling.
The fight is not over yet.

As for business, we are business as usual
and closing loans and helping the cause.

We have been around for over 20 years

and with some companies having to
shrink back, GMFS is in full force.

INTEREST RATES ARE EXCELLENT FOR
REFINANCES AND PURCHASES.

Bo w bllessing 1o someone (oduy]

PURCHASE * BUILD * REFINANCE

LHIS

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

A

GMES MORTGAGE

4561 Durham Place, Suite C
Baton Rouge, LA 70816
225-214-5153
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Before establishing a successful home inspection

franchise, Kiel Harton had a military career,
pursued an engineering degree, and a real estate
license. Add to this, a contractor’s license,
building residential construction and doing a few
renovations to make sure things stayed busy.
Each step of the way gave him the skill, wisdom
and determination to create a wonderful life for

not only him and his family, but others.

Kiel fine-tuned his desire to consistently strive
for bigger and better with remarkable discipline
during his career in the Army. He paired that
dedication with his life experience to create a
scalable brand in HDMK, a company that prides
itself on the customer experience, client satisfac-

tion, and consistency.
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P» partner spotlight

HD(K

HOME INSPECTION

By Michael T. Abadie
Photos: Aaron Cox
Editor: Breanna Smith

14 - June 2020

During a conversation with a friend in en-
gineering, the idea for HDMK was planted.
Once again, Kiel courageously branched out

with characteristic enthusiasm.

Kiel goes after what he wants, and knows
how to pivot and embrace growth. HDMK
Home Inspections is an experience-driven
company that values and caters to clientele
and the real estate agents that represent
them. Kiel doesn’t just look for the next
big thing, he looks for sustainable growth
and opportunities, and has built his entire
brand around delivering an exceptional

customer experience.

“We understand that your clients base their
entire view of your business on the experi-
ence they have with the vendors you recom-
mend,” said Harton. “If we mess up, or there
is a perception of a mess up, that comes back
on the REALTOR®, and that affects their
business. In their eyes, if I do a poor job, you
did a poor job. If the lender messes up, they
blame you. If the title company messes up,
they blame you. If the other agent messes up,
they blame you.”

Baton Rouge Real Producers -
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HDMIK is skilled at knowing how to talk about repairs
and concerns, and how to guide your buyers through
the inspection process. Kiel says they spend a consid-
erable amount of time coaching their employees on
not being alarmists when they go over reports. “We
have seen it all, and we are not shocked.” Once again,

it is all about the customer experience.

Kiel saw a need within the industry and had a propri-
etary app developed exclusively for HDMK: easy-ac-
cess, real-time scheduling allowing agents to generate
appointments on the spot with their clients. And with
his goals precisely mapped, we can look for franchi-

sees expanding across the Gulf Coast.

A believer in consistency, systems and procedures,
Kiel wakes at 5 am, works out, listens to Audible for
30 minutes, wakes the kids at 6 to get some good
one-on-one time with them before heading out the
door by 8. “Everyone wants to be motivated or gung-
ho all the time ... but you have to have the discipline

for the mundane.”

HOME INSPECTION. » PEST CONTROL

His passion and positive attitude toward growth
are genuine and infectious, but they don’t stop at
the office door. Even at home, expansion is always
a possibility. He and his wife, Alex, have three
beautiful children together, Zoe (10), Sophia (2)
and Bennett (6 months) ... but he admits, “We’re

planning for five!”

HDMK.
Honest.
Dedicated.

Meticulous.
Knowledgeable. HOME INSPECTION » PEST CONTROL

You wear your brand well, Kiel.

You can now conveniently
schedule your HDMK
home inspections through
their app.
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P real life

New Rhythm

ow We Quarantine

By Remy Curry

I walk into the family room and hear
my daughter playing a familiar tune on
the guitar. I was trying to remember
the name of the song when I realized I
had never heard her play before. That
morning, Lena taught herself to play a

new instrument all by herself.

It’s been just over three weeks that our
governor issued a statewide stay-at-
home order to combat the spread of

a deadly virus that has affected our
world. It is a novel experience for us all,
and everyone is adjusting to the new
normal. Schools are closed. Restau-
rants empty. Churches are online only.
‘With these restrictions, we have been
forced to find routine at home in a

world of chaos.

¢ OLD REPUBLIC HOME PROTECTION

w

ol
W

STAY COOL!

Your clients are
covered.

ORHP covers the cost of adding refrigerant

when completing an A/C repair.

Webb Wartelle

Senior Account Executive

Call me mdaj" to B00.282.7131 Exl. 1285
fearn more.

Cell; 225.241.2088
WebbW@orhp.com
my.orhp.comfwebbwartella

18 - June 2020

Just eight weeks ago, thankfully pri-
or to COVID-19, our family welcomed
a baby boy, Robbie, into the world.
As I began maternity leave and the
more I held him, I began to dread
sending Robbie to daycare. I kept
thinking, “It’s too soon.” I wished

out loud I wouldn’t have to send him.
Little did I know, forces beyond my

control would grant that wish.

So here we are, at home with no
where to go. The thing is, I couldn’t be

happier that I have extra time with my

Remy’s children:
Baus Fin, Lena Fin,
Robert (Robbie)
Lee Curry VI

baby boy and my two other children,
because I have realized how fleeting
time is when you have children. One
minute you are holding them in your
arms, rocking them to sleep, and the
next you are running all over the place trying to get them to their
next sporting event. You wonder how in one moment you are the
center of their universe, and then when they are in double digits,
you become an after thought when they are around their friends.
Successful, independent children is the goal, but if I can hold onto

this extra time together, I will with gratitude.

This experience has become an opportunity of self discovery and
reflection. Prior to having Robbie, and for the last four years, I
have been in a constant hustle. At one point in time, I was missing
my kids’ events more often than I would like, or I would sit at the
dinner table and not fully engage with my family, because I was in
the middle of a real estate deal. COVID-19 has forced me to slow

down and make my loved ones a priority.

As for my business, I have gone back to the basics: making calls,
sending texts, and writing letters to friends and contacts to
genuinely see how they are doing. I am finding that people feel
isolated, depressed, and lonely, and conversations are cherished
gifts. Many of my colleagues are testing technology and using
social media like never before. While I think those things are
useful, I believe the personal touch is more important now than

ever before.

In spite of the COVID-19 challenges, I have found somewhat of a
new rhythm, just as Lena did on her guitar. Note after note, I am

learning a new way to play.

REALTORS® are not known for being introverted
people; we tend to be the party starters, the fun
friend, the one who brings energy and smiles and
positive vibes. So, how can that extroverted soul
let out the energy and still feel vital in this strange
time? The answer is simple: Use the simplest of
By Mark Akchin technology to love on your family, friends, as well as

past and present customers.

Personally, I am no longer able to qualify to enter REZALTOR® mag-
azine’s 30 under 30 or even the local magazine’s 40 under 40. That
gives me a database of peers that are a bit more ... seasoned. So, under
the order of shelter in place, I took to my telephone and started calling
my single clients ... checking in and making sure they each had their
basic needs covered ... canned goods, toiletries, prescriptions, etc.
Being told by some of my clients that I was the only person who had
reached out to check on them made me sad, yet did my heart good. As
a single person myself, I appreciated when family and friends called to

check on me.

I then focused my calls on older clientele to again
ensure they had the needed supplies to weather
this storm. Most of them had children taking care
of their needs, yet some needed a few things. Being
able to assist these friends and clients was a small
thing I could do to make a difference. Maintaining
social distancing by leaving supplies on their door-
step and calling them to say it was there was simple

and greatly appreciated.

Love on your database, and let them know you are
here. There may be nothing you can physically do
to help, yet the voice on the other line is comfort-
ing, not only for them but also for me. Be kind to
each other. We are all experiencing something that
none of us have seen before. Anxiety abounds, yet

love and friendship will conquer all.
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1. The Journey Home Realty Team having a weekly team
meeting using online conference calling like so many of
us had to do during mandated social distancing.

2. Some 6-feet-apart togetherness for Missy Jackson,
Leslie Sweet, Julie Didier, Charnel Smith and Kaylan
Ward of Journey Home Realty.

3. “Staying active and productive during quarantine in
which | find myself: working out each day, working on
home projects, focusing on more technology, taking a
French class with LSU, and having lots of virtual happy
hours with family and friends.” — Charly Genco with Keller
Williams Realty Red Stick Partners

4. “We do a good bit of business with new doctors at the
Lake. We asked our Lead Buyer Specialist, Susan Talbert,
for a contact to help with some meals for the Covid

Unit. We really didn’t grasp the magnitude of what that
meant at the time. When | made contact, the Covid unit
had “only” 175 people on it. That was a little more than
we had budgeted for, so we reached out to some of our
vendors to help. We also reached out to our contact at TJ
Ribs and agreed on a price. They delivered the first lunch
on Sunday, April 19. When we talked about this with our
team, they started sharing, and it became bigger. We
have now raised enough for four Covid lunches, and

the size of the unit is now at 225 staff members. Jason’s
Deli delivered the second lunch on Monday, April 20. We
have another scheduled for Saturday, May 9, and one
more for the following week. People are good, and when
they know how to help, they always will.” — Ashley Greer,
The Capital Home Team

5. Kim Day and Ashley Greer of The Capital Home Team
reached out to some local nursing homes and found

out they were in need of simple snacks and drinks, then
made a delivery to a very grateful nursing home staff.
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SHE’S A NATURAL

For Baton Rouge native Leigh Adams, cultivating genuine,
long-lasting relationships is a skill that comes naturally, and
the ability to help the people in her life make sound financial

decisions is what she considers “a true blessing.”

As a former pre-k, kindergarten and
first-grade teacher, Leigh took the skills
required to be a great educator and
transferred those into her career as a
REALTOR®. In both occupations, making
connections is essential for success,
whether with young children seeking all
the knowledge they can possibly gather,
or adults in search of a new nest.

“Just like teaching, real estate is all
about managing expectations and build-

ing trust,” Adams said.

CULTIVATING CONNECTIONS

When she stepped back from teaching,
she followed the advice and encourage-
ment of her friend and now co-worker,
Melissa Landers, and dipped her toes
into real estate. Adams started as a part-
time agent, but it wasn’t long before she
realized real estate is the career for her

and dove in headfirst.

“The best part is problem-solving and
being able to help friends and family with
their real estate needs — whether it be
their dream home, larger home because
they had a new baby, new home because

of a new job, or a need to downsize.”

20 - June 2020

By Breanna Smith
Photos by Richie Adams

Many of her first clients were families
of students she previously taught. “If
someone trusts you with their kid,
they’ll trust you with their biggest

financial decision, too!”

The ball started rolling pretty fast,
as friends and family began reaching
out to her for real estate help and “L"\. .

advice...”Then it snowballed into this = g;{g

beautiful career I'm obsessed with,” =

Adams said.

Now, just six years in, Leigh is a top pro-
ducing agent with RE/MAX Professional
“I'm very blessed to work at the office

under our broker’s leadership,” she

said. “And I can learn something from
EVERY agent in the office.”

Leigh is grateful for the relationships
found at her office, especially during
the past couple of months. “Not only
did I have a newborn, but COVID-19

presented a new level of difficulty

and business was NOT as usual. We
resorted to virtual showings and I had
to depend on other agents to be feet on

the ground for me.”

Leigh with husband, Richie, and children, Georgie and Barlow
-]
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Leigh appreciates working with a group
of agents that pick up when others must
leave off. “You better have back up,”

she said. “And I would do the same for
them, and they know that...It’s lovely!”

Leigh had an amazing 2019 with
well over $12 million in residential
sales volume. This year, amid some
hurdles, she has already closed on
$3.5 million, has over a million set to
close this month, has some wonder-
ful listings on the market and some
commercial rentals, as well. She’s

unstoppable.

Adams prioritizes the process of
building trust relationships with the
people around her, whether it’s a
happy hour with friends, an afternoon
stroll around the park with her fam-
ily, or a chat with a client about the

requirements for their dream home.

“Before being a REALTOR®, I'm just a lover of peo-

ple ... so each client or family I get to know allows

me to access that part of my soul.”

COMMUNICATION IS KEY

The wife and mother of two - Georgie, 4, and Bar-

low, 3 months - is fully embracing a new chapter in

her life, “the season of motherhood,” with over-

whelming support from her husband and family.

With the new chapter comes new challenges, and

Adams finds that remaining accessible at all times
is one of the biggest.

She says the most challenging part of being a REAL-

TOR® is “being available for your clients, no matter

what time of day or day of the week, as most folks

have to do their primary home searching outside of

their own workweek. That said, I'm a worker, I love

to stay busy, so I embrace that particular challenge.”

She said the best tool for combating it is

clear communication.

If she has to deliver news - whether good, bad or

a lack thereof - it’s always best to keep it honest,

simple and straightforward.

~ Before being a REALTORS,
X I’m just a lover of people ...
: so each client or family I get
to know allows me to
access that part of

my soul.

“I think communication is key,”
she said. “And keeping my clients
informed gives them the best
chance to make effective deci-
sions when it comes to buying or
selling a home. Sometimes it’s a
call just to say, there is no update,
but know that I’'m on the case and
will let you know the second I

hear anything.”

She seamlessly merges her priority
to be available with her commit-
ment to putting family first, some-
thing she says is thanks to “won-
derful and understanding clients,”
a “super supportive family” and the
strength she draws from her faith.
Adams is a member of the First
United Methodist Church.

Leigh loves problem-solving

and being able to help friends
and family with their real estate
needs, and right now she’s loving
full-blown nesting with her little
family and their new addition. “I
am looking forward to our first

annual family beach trip!”
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“When you work
with one of us
... you work with
all of us.”
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RED DOOR GROUP

By Breanna Smith
Photos by Terri Lynn Photography

OPPOSITES ATTRACT

Across many cultures, a red door

symbolizes wealth and welcom-

ing. For Associate Broker

Robin

Deshotels and REALTOR® Lizzie

perfect fit.

Benzer’s partnership, it isn’t just

a great name. Like them, it’s the

Robin and Lizzie, with

Keller Williams Realty
of Greater Baton Rouge,

were both high-achieving

", solo agents responsible
L]

before they

for closing on millions
of dollars in real

estate every year

decided

to join forces.

They don’t do real

or even think

estate the same way,

on the

same wavelength most
of the time. The pair
have a different sphere

of influence and different

strengths — which has prov-

en to be their greatest resource.

o

i

-

A SUCCESSFUL START

Robin, an Austin, Texas, native, emerged
as the queen of the first-time-buyer
market in Zachary. She discovered a
neighborhood, learned everything there
was to know about the area, and closed
on five homes within her first year, even
convincing some For Sale By Owner sell-
ers that she was the real estate agent for
them. That first year, she closed on more
than $5 million, earning her the 2012
Rising Star Award from the Greater Ba-
ton Rouge Association of REALTORS®.

“It became an obsession,” Robin said.

“Wanting to help people with this specif-
ic decision is my obsession.”

She’s remained in the top 3 percent of
agents in the Greater Baton Rouge market
ever since. Like many new real estate
agents, she prepared herself to struggle.
Her goal was to close on two properties a
month. The Red Door Group averages 10.

Lizzie, who is about a decade Robin’s ju-
nior, is a master of networking and tech-
nology. Within five years, she received
several awards commending her ability

to connect with people.

- =
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Lizzie’s Business Network International
(BNI) chapter named her Networker of
the Year, and the Zachary Chamber of
Commerce recognized her in 2018 as

the Young Professional of the Year.

“Everyone loves Lizzie,” Robin said,

putting heavy emphasis on everyone.

BETTER TOGETHER

Despite being told by several peers that
partnerships “just don’t work,” the two
had faith that combining their strengths
would lead to broader horizons. It only
works because they are both passion-
ate about real estate and don’t shy
away from hard work, Lizzie said. The
differences in their personalities and
business techniques do not equate to an

imbalance in their drive and passion for

real estate.

“There’s not one person doing all of the
work,” Lizzie said.

By combining Robin’s analytical mind
and leadership abilities with Lizzie’s
lovable demeanor and connectivity, the
group quickly became a powerhouse.
The Red Door Group is a full-service
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real estate team that covers the

Greater Baton Rouge Area. Since its
start in 2015, the team has been a
consistent member of the Keller Wil-
liams President’s Club as a platinum
award-winning team closing more

than $20 million in volume annually.

Robin affectionately calls the Red
Door Group “a family affair.” It
includes seven other agents — Karen
Chapman, Jenny Blair, Brydie Manu-
el, Becca Babin, Kevin Hotard, Rachel
Vince and Mikela Stutzman - two of
whom are full-time teachers and part-
time agents. Robin is particularly
proud of the diversity among the Red

Door Group team members.

“A diverse team can understand
diverse clients,” she said. “There is
so much value in the brain power that

comes from such diversity.”

The majority of that brain power is
hyper-focused on client service and
marketing. After all, they have to live
up to their slogan - “We Sell Your
Home Fast.”

26 - June 2020

MARKETING MAVENS

The Red Door Group is laser-focused on their
marketing strategy. It’s progressive, systematic and
aggressive. They believe in marketing every prop-
erty “fully.” And not only are the systems in place,
they are adhered to.

Each week, a new property or home is featured
on their social media channels as the “Home of
the Week,” regardless of price range, property

type or location.

“That gives everyone in all price ranges a time to

shine,” Robin said.

They are also regular hosts of “Sips and Tips,” a
Facebook Live series posted bi-weekly where they
share tips for home-buyers and give away CC’s
gift cards.

The digital marketing arena is Robin’s area of
expertise — the Red Door Group garners hundreds
of thousands of impressions on each property
from people around the globe. Every property isn’t
marketed the same way, but they are all equally

marketed, Robin said.

There’s no such thing as a typical day at the Red
Door Group, Lizzie said with a laugh. But every day,

every agent makes consistent efforts to improve

Red Door
Group:
Pictured
left to right:
Mikela
Stuzman,
Karen
Chapman,
Kevin
Hotard,
Lizzie
Benzer,

| Jenny
Blair, Robin
Deshotels,

Brydie
Manuel, Lori
Russell

their techniques, strategies and client
service. Robin enjoys the process of
becoming an expert in her craft and
only sees her competition when she

looks in the mirror.

Robin has risen through the ranks of
real estate, beginning her career as an
assistant in the title industry to her
current position as associate broker
and only plans to continue the jour-
ney. But she has no plans of giving up
the client-based part of'it.

She insists that it is never an individ-
ual agent assisting clients and beams
with pride when she hears, “the Red
Door Group sold my property.”

“Everybody has their thing, and this

is mine,” Robin said. “There is no

THE
RED DOOR

GROUP

backup plan.”
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Becca Babin,

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
KW First Choice
#1 Producing Team

Lydia Hodges, Sales Representatti_g e
i

Call today to find out about our current promotion! Ask
985-869-6111 - LHodges@hwahomewarranty.com

about our
100% FREE
Sellers

www.hwahomewarranty.com | Customer Service - 888-492-7359 Coverage

EUSTIS Relax-We'll Handle The Details

g&‘ MORTGAGE

BUY. REFINANCE. RENOVATE.

Fixed Rate and Adjustable Rate
FHA, VA, and USDA Loans
Jumbo and Conforming Loans
Conventional Financing
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. (oo
Suite 101, Dl
Prairieville LA, 70769 o
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