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del Rio

ANYTHING IS POSSIBLE

By Breanna Smith | Photos by Aaron Cox

While many of her friends were
preparing for retirement, local real
estate legend Jerry del Rio was gear-
ing up for her next big career move.
The Baton Rouge real estate veteran
started Del Rio Real Estate in 2001,
completing a vision that her longtime
friend and mentor Doris “Dot” Craig,
along with her father, always saw in

the cards for her.

Over the course of her 32 years in the
business, she’s ridden the waves of
highs and lows with professionalism,
grace and confidence. For the past 20
years, she’s taken other agents under
her wing at her boutique brokerage,
showing them the ropes and polishing

their poise.

Selling the City

In the late 1980s, Jerry’s then-neighbor
Dot was a blossoming real estate agent
with a business focused primarily on
families relocating to Baton Rouge. One
day, she enlisted Jerry’s help in selling
Baton Rouge as a great place to be to
the families she was working.

“A lot of the people coming in then
were a husband excited about the
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promotion and a wife angry because
she’s moving to Louisiana,” Jerry said
with a laugh. “Dot said people love
Baton Rouge... Teach them.”

Jerry, a fifth-generation Baton Rouge
native, hardly thought of that as work

- the city has always been an easy sell.

As a nurse who worked in psychiatric
nursing for a time, she has always
had a keen interest in working with

people. “People fascinate me.”

In no time, Jerry found her passion in
introducing Baton Rouge newcomers to
everything the Red Stick has to offer — a
booming social scene, authentic Cajun
food and a rich culture steeped in a

deep sense of community.

It didn’t take long for Jerry to dabble
in real estate while also working as

a nurse to realize that it was time to
pick one or the other. “I started with
helping Dot and found out right away
that to be a good agent, I had to be
full-time.” She left nursing, bring-
ing with her a deep appreciation for
people and valuable experience with

handling stacks of paperwork, too.
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Above everything, Dot wanted her

customers to be happy - even going

With guidance from Dot and
a heaping dose of support
and encouragement from

her parents and her husband,
Roger, Jerry hit the ground
running. Dot served as her

priceless mentor.

so far once to buy back a house
because her clients were not satis-
fied. That was a philosophy she and
Jerry shared, along with deep regard
for the city of Baton Rouge and years
of memories. “I learned a lot from Dot,”

Jerry said. “She was my mentor.”

No Such Thing As Can’t
Growing up when the societal standard
for educated women was for them to
become either a teacher or a nurse, Jerry
dreamed of being a doctor. She comes
from a family that firmly believes
anything is possible - it’s a message
her dad taught her from an early age.
“Can’t” was not a word allowed in her
family. “My parents always told me
‘whatever you want to do, you can
do.” There was no can’t in our fam-
ily,” she said. “My dad was the
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My parents
always told me
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want to do, you
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our family.
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type that you’d come home with an
A- and he would want to know why it

wasn’t an A+.”

That same attitude is at the very
foundation of Del Rio Real Estate,
Inc. Jerry prides herself on being

a hands-on leader of her team who
enjoys providing one-on-one guidance
to each of the 14 agents with Del Rio
Real Estate, Inc.

Her team is a selective group of
agents, fitting with Jerry’s longtime
vision of a boutique agency of Baton
Rouge natives who have a lifetime

of experience learning the area and
being a part of its communities. She
holds each Del Rio Real Estate mem-
ber to the same high standards she
holds herself — never stop learning,
you can’t say can’t, and, above all, the

client comes first.

“This is a profession. You have to

act like it.”

Jerry takes a professional approach to
everything she tackles. So when the
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business bug hit in 1989, she shifted
gears and never looked back. She knew

she could succeed, so she did.

She and Roger held their family to the
same standards on which they were
raised, raising their four children to
believe that anything is possible with
hard work, dedication and a passion
for people. Now, both of her daugh-
ters work in medicine, one as a radiol-
ogist and one as an X-ray technician.
Her two sons followed in Roger’s
footsteps, carrying on his industrial

supply business after he retired.

Dealing With Change

Jerry’s can-do attitude has carried
her through the ups and downs of the
industry over the past three decades
as she’s embraced one change after
the other, most notably in technology.
It seems every year there is nearly a
technology overhaul - out with the
old and in with the new. She didn’t
grow up with the Internet, iPads and
laptops, but she learned early on that

in real estate you either keep moving

or get swept away in the shuffle. And

Jerry isn’t one to sit idle for long.

“I have friends that don’t even have a
computer. They think I'm a computer
whiz!” she said, laughing. “They just
can’t believe how much I know about
phones and tech and computers and
all that. It was a slow process to learn
it, though, believe me, but I had all

those grandchildren teaching me.”

Embracing change is what keeps
business moving, but it’s a bit harder
when people are added to the mix.
“I’ve met some of the most wonderful
people over the years. Some of them
are still dear friends,” Jerry said.
“But the problem with this business

is you're always moving forward. You
never can go back. So I make good
friends who I really want to keep in
touch with, but I also have to focus on
the new people I'm working with, so
it becomes harder to stay in touch like
we once were. That’s one of the only

drawbacks to this business.”
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DY rising star

See the Difference

By Breanna Smith | Photos by Trenton Gordon

| don’t care who you are
- we’re going to have
something in common.

Katie Miller with Keller Williams
Red Stick Partners has developed a
profound appreciation for the differ-
ences that make each of us unique.
The West Monroe native moved
down south with her husband, Nick,
soon after graduating from Louisiana
College in Pineville. Immediately,
she fell in love with the melting pot
that is South Louisiana - a place
where people from all walks of life
celebrate the spirit of community
with their willingness to help and
mission to be better together. “I just
fell in love with all of the different
types of people. It felt like everyone
would do everything in the world

to help somebody else - that pretty
much sums up all of South Louisiana,
especially considering all of the
things we’ve been through together.”

Everything from volunteering to
reading to real estate is a family
affair for the Millers. She and Nick
have always had a “knack” for real
estate. He’s licensed, too, though he
only uses his license to assist Katie
with a few transactions each year.
The two bought their first home as

a foreclosure and later sold it as the
highest-valued property in the neigh-
borhood. After that, they quickly built
a portfolio of different real estate
investment properties. Even before
real estate was a career, they were
both the go-to for friends and family
looking to invest in real estate. They
were always happy to help guide, give
anod of approval or just listen as a
friend lamented about the hiccups of

the process.

“I learned a lot about what was needed
from professionals in this business
well before I was in this business as

a professional. A lot of these lessons
stick with me today and have helped

me guide my clients successfully.”

Their children, Elijjah, 11, and Annie,
8, are her trusty assistants who help
with measuring and sketching or just

keeping her clients’ kids company.

“They are such troopers,” she said.
“Every house is an adventure for

us. We have made some really great
memories being able to share this
work time. Annie says she’s working
with me when she grows up - we’re
already coming up with ideas for our
team name! Even though she’s only 8,

I plan to hold her to her decision!”

The Millers love to travel and opt

for long hikes and seeing sights over
Disney World trips. Nick, a National
Parks enthusiast, often finds a deal on
flights and plans an itinerary around
it for spur-of-the-moment vacations
to see all that America’s National
Parks have to offer. “If Nick gets more
than a day off of work, we are on a
plane headed anywhere,” she said.
“We don’t really take relaxing vaca-
tions. Our trips are usually fast and
furious, fitting in as much as we can

in a short period of time.”

It’s a regular routine for the four of
them to arrive at the airport carry-
ing only what they can fit in a back-
pack and wearing their hiking shoes
to save room. “If you can’t slide it
under the seat on the airplane, it’s

not coming with us!”

Providing opportunities for her chil-

dren to see the world and learn about
different cultures is priceless to Katie,
whether that’s by boarding a plane or

cracking open a book.

“We read together almost every night
and always have a novel going,” she
said. The topics vary depending on
what we need - sometimes it’s a laugh,
and other times it’s a new outlook.
Recently, they have been hooked on
historical fiction written from different
children’s perspectives. “I love for my
kids to learn to see things from others’
points of view and learn how to interact
with people who are seemingly very
different from them. It’s so important
and helps to create such special rela-

tionships within our community.”

Whether she and Elijah are volun-

teering with their church family

at Bethany or she’s guiding clients
through a difficult transaction, she’s

always happy to help.

“We have volunteered in many dif-
ferent outreaches both locally and
internationally through our church,”
she said. “Most recently, we were
blessed to help in food and prayer
ministry with those hardest hit with

Hurricane Ida.”

As an agent with Keller Williams Red
Stick Partners, she’s also partnered
with KW Cares to help local agents
with hurricane relief. Through KW
Cares, she and her fellow KW agents
are able to give back through that
organization to other areas across the

country if emergencies arise.

Making connections is more than
meeting new people. It’s about
building trust and appreciating the
different personalities and experi-
ences that make each person unique.
Her profound ability to connect with
others is her superpower. “I don’t
care who you are — we’re going to
have something in common,” she said

with a big smile.
Katie’s business is based almost solely
on repeat and referral business from
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past clients at this point. “My clients Being Led

always surprise me when I least expect Katie defines success as using your God-given

it, reaching out and letting me know . talents and gifts to their maximum potential.

to expect a call from their friend or you're doing that, you’re doing some big thi

coworker. I truly would not be where

Katie’s passion is inspired by the life and legac
of Dr. Martin Luther King, Jr., who knew he
i would never see the fruits of the task that

I am without these amazing people. I
am honored and humbled that they

continue to speak up about me time

after time when talking about homes God gave to him, yet he continued to move

~, forward. “He was led by the Spirit of
Cﬁ) d by his love for people,” she
. “I pray that my work and life

with the people they know.” In just
five years, Katie has closed over $39

million in transactions. “My clients

are also successful for those san

are absolute jewels. There is no ‘

reasons — because I am led by t
Spirit of the Same God and by
my love for people.

way I would be where I am toda;

without their continued support.

hope that they all know how
ant t‘ are to me.”

~radul

If Nick gets more than a
day off of work, we are on
a plane headed anywhere.

LISTING & TRANSACTION
MANAGEMENT

~OPTION3 OPTION 4

As am Independent
TInsuravce Agency, we
have MANY compavies to
evaluate your needs with!

Aundrea Allen

Independent Insurance Agent

MW to our Agents

and their team of vendors!

rovke Gleveus

List to Close LLC
8686 Bluebonnet Blvd Baton Rouge LA 70817

225-317-9295 | Brooke@ListToCloselLC.com Saresource
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F JRANCE GROUP
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w J % | BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE.
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HWALS

Home Warranty of America

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

aundrea@safesourceins.com

Take The Worry Out Of
Home Ownership With

WARRANTY

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 Representative -

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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By Erin Phelps | Photos by Aaron Cox

Jen BuUurns

LEAD WITTH COURAGE

“Sometimes courage is just getting out of bed, making a
phone call, or having a hard conversation with someone.”

| E\L

nything worth doing starts with cour-

age and thrives with hard work, and

Jen Burns leads her life with exactly
those ideas in mind. From soccer player, coach,
teacher, and house flipper to real estate agent,
business owner, and podcaster, Jen is a modern

Renaissance woman.

Learning early on about the power of a work
ethic, Jen’s career as a professional soccer
player and the former head coach of the
Louisiana Tech University soccer team taught
her lessons that have permeated to her other
careers and projects. “I wasn’t the best athlete
or the fastest athlete, but I worked hard at

it. The reason I've been successful in all the
things I’ve done is that I worked harder than
everybody else. Over time, my work ethic
made me successful in soccer and now it
makes me successful in real estate.” In addi-
tion to her soccer expertise, Jen has a mas-
ter’s degree in teaching that she thought she
would put to use, but something was pulling
her to try something new. “As I decided to get
out of college athletics, I didn’t really know
what I wanted to do. I no longer had an outlet

for the competitiveness in me.” After watching
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house flipping shows on HGTV, Jen thought that
she and her husband, Bob, should try their hand at
it. Unlike many others who’ve tried, Jen and Bob
were successful at flipping and this discovery led
Jen to get her real estate license. “Real estate came
into my life at the right time. I started calling agents
for flips, and I thought “Well, let me try real estate
even if it’s just for me to get my license to find
houses to flip.” As my business grew, I started to
enjoy real estate more and more, so selling houses

became the main focus.”

As she delved into her new career, Jen started

to notice a pattern. The pattern? It’s tough for a
REALTOR® to manage the administrative aspect of
real estate, and further, the turnover for adminis-
trative assistants is high. The solution? Jen found
it. To help agents grow their business without
having to hire an assistant, Jen co-founded The
Workflow Shop. The Workflow Shop is a team

of transaction coordinators that all use the same
system to help different agents in different markets
with their administrative and transactional work.
“If we build this awesome system, we can help any
agent with their business. The best thing for the
agent is that they don’t have to find the assistant,
lead them or train them - that’s our job.” What




makes The Workflow Shop even
better is that they look specifically

to hire moms. “Moms are a very
under-utilized talent pool that can’t
typically work because they’re taking
their kids to school, picking them up,
or running the household. By setting
up specific hours for our coordina-
tors, we give them an opportunity

to contribute financially to their
household when that opportunity
hasn’t been given by traditional com-
panies.” The Workflow Shop benefits
its agents and its employees; with

a smile, Jen says, “We’ve found the
agents really enjoy it. The cost is less
than hiring their own personal assis-
tant. Workflow allows them to run as

fast as they want to run.”

On top of her real estate career and
The Workflow Shop, Jen is launch-
ing a podcast called It Starts With
Courage. Teaming up with her client
and friend Catherine, also known as
@insecure_fitness on Instagram, the
two aim to talk about how courage is
the key to unlocking so much more
to life. Catherine has built a social
media following of 146,000 follow-
ers over two years with her content
on body positivity and working out
without judgment. “What I love
about Catherine’s content is that she
accepts everybody. It’s not about
having the perfect body for her,

it’s about welcoming everyone to
accessible workouts no matter what
stage of fitness they’re in.” With
Catherine’s social media know-how
and Jen’s wisdom, the two make a
perfect pair to create a positive mes-
sage for their future listeners. “We

want to inspire people to live their

best life. Courage is not always huge.

Sometimes courage is just getting
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out of bed, making a phone call, or having a hard

conversation with someone.”

Making her way to Craft Realty, Jen is now part

of a unique real estate experience that includes
construction and interior design on top of tradi-
tional buying and selling. Brandon Craft, owner,
and broker of Craft Realty, reached out to Jen after
learning about The Workflow Shop. “I've always
admired Brandon as a person and a business owner.
As we got to know each other better, our values
aligned and I wanted to join a team where I could be
supported in my growth.” In addition, Brandon and
wife Cherith are invested in local foster care and
actively engage in creating a positive local impact
while running their business, making the Craft
team a perfect place for Jen to thrive. On top of all
her projects, Jen likes to travel with her husband
and daughter Bailey. She hopes to show Bailey the
importance of learning about other cultures and

ways of living.

“My goals are pretty simple: gain new experiences,
see new places, and always lead with courage.”
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»» financial fitness

MAKING YOUR

HOLIDAY

BUDGE

AND STICKING TO IT

It’s the most wonderful time of the year - and it’s right around
the corner! The holidays are a time for family / friends, for food,
and for giving, which, in turn, means lots of spending. All those
holiday parties, gifts, and extra special meals and treats can cer-
tainly take their toll on our wallets. Start getting a handle on your
holiday expenses now; use these tips to make sure your new year

starts on a note of inspiration, not regret.

Start With a List of Expenses
Begin by making a list of all of your expected holiday costs. This
list likely includes, of course, gifts for friends and family (assign

each person a spending limit, if that’s helpful), but don’t forget

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy.

B Fasible schedubng
W SAME DAY elactronic report BE5-515-4343
B 10y corrective construction expanence i el com
m Competitive pricang

Froudiy serving Baton Rouge and Surrounding Areas
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By Shauna Osborne

|f

expenditures like wrapping paper, holiday cards and postage,
travel, charitable donations, decorations, and smaller purchases

for kids’ teachers, your mail carrier, etc. These add up quickly!

Assess Your Limits

Working from the list above, and prioritizing as needed, give
yourself some reasonable spending limits. Knowing how much
you have to spend in each category will help you narrow down
ideas before you start shopping. Keep in mind, ideally, you will be
using funds you have set aside exclusively for holiday purchases
or that are a surplus beyond your usual monthly budget (perhaps,
a year-end bonus from your job?). After all, utilities, mortgage,
and other regular bills still must be paid, even during the holi-
days. Try to avoid using credit cards to cover these expenses, as

this will help you resist the urge to splurge.

Create a Shopping List — and Stick to It!

Generate a list of your possible holiday purchases, with one or two
(or more!) ideas in your price range for each recipient. The earlier,
the better, for this step! If you take time to plan ahead here, you
can watch for ads and take advantage of major sales (such as on
Black Friday / Cyber Monday), potentially spending even less than
you budgeted for some of your listed items. Impulse items and
last-minute additions can lead you astray quickly, no matter how

carefully you’ve planned, so stay with the list as much as possible.

Avoid “Shopping Momentum Effect”

Once the holiday season is in full swing, make sure you're keeping
track of your purchases. Remember, every facet of retail shopping
during the holidays - from display placement to lighting and music

- is designed to make shoppers spend ... and once we start spending,
we’re more likely to keep spending. Avoid “shopping momentum
effect” by bringing your list along with you on every shopping trip
(storing it on your phone is useful!), so you always know what you've
already gotten and what you still need. Be attentive, too, to the spend-
ing you do on holiday-related food and outings, so you will have a

better idea of what you generally spend in these areas for next year.

Truly, making a holiday budget is the easy part; sticking to it is
tricky! Avoid a New Year’s Day debt hangover this year with a

sensible spending plan!

angie b wilson

@angiebwilson.hautehomes @_hautestuff_/
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Circuit
Breaker

Electric L1.c.
Michael Webster

OWNER/ELECTRICIAN

OPEN MONDAY - FRIDAY
SATURDAY & SUNDAY BY APPOINTMENT ONLY

circuitbreakerelec@gmail.com

OFFICE - 225.658.2903 | MOBILE - 225.572.7963

GULF COAST
TITLE:

With over 40 years of experience
from our founder and lead
attorney, Bill Adcock, Gulf Coast
Title Incorporated provides title
and closing services throughout
the state of Louisiana including
Residential and Commercial
closings, Judgements, Lien
Searches, Escrow Services and
much more. We provide the
highest standard of experience,
convenience, and customer
service with offices in Baton
Rouge and Springfield, Louisiana.

GULF COAST
TITLE:

#ClosingTheCoast

 £]w]O]in
@GCtitleLA
www.GCTitle.com

Bill Adcock Corinne Schwartzber Jim Bastty

Attorney at Law Attorney at Law, Closing Specialist Attorney at Law

225-295-8222

4473 Bluebonnet Blvd. Baton Rouge, LA 70809
27170 Highway 42 Sprindfield, LA 70462
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P> question of the month Experience for yourself
why so many of our
customers and partners refer
GMFS Mortgage to their
family, friends and clients!

b

What is the One

CUTTING}EA I\\M!?V ERTISING

-~ :
Book we should s 7

all read before

the year ends?

LISA THOMAS: My #1 quick read suggestion is 7 Levels of
Communication by Michael Maher. You can knock this one out
before the end of the month.

STACY BELANGER: Don’t Sweat The Small Stuff is an old must-

read that stands the test of time ....everyone can relate to from — e = -
) ) e am Woods  Siedds es  Ryan Larussa
personal to business life. gage Loan Officer Mortgage Loan Officer Mortgage Loan Officer
-N r-iln-- — NMLES#1581575 NMLS #96565

TOM BHRAMAYANA: Raving Fans by Ken Blanchard is a must

BOOST BRAND 77, IMPACTFUL 7, INCREASE SALES
GINA MILLER: Good to Great by Jim Callins. Thi _ RECOGNITION ~=" INNOVATION ~~ &REVENUE

A —/
The more people see you, Eye-catching visuals that People buy from businesses
mended to me by so many of you and now I'm telling others. So the more they choose you. won't get lost in the noise. that are top of mind.
many great tools for business are packed in the pages of this book.

read if you’re in any customer services role.

KELLY MITCHELL: Miracle Morning by Hal Elrod

JOANNA ARNOLD: The Magic by Rhonda Byrne

MARIA THORN: Profit First by Mike Michalowicz

GMES MORTGAGE RUNNINGBOARDS

4561 Durham Place, Suite C | Baton Rouge, LA 70816 To be a successful business, you need memorable, cutting-

0 Be sure to follow us on Instagram at Baton Rouge Real Producers and 225_214_5153 edge advertising that grabs the consumers attention. We have CALL (225) 347-4201 OR VISIT

ask to join our private FB group BRRP Top 300 Community to find our . to dri t h th |
Question of the Month and stay informed about upcoming events and GMFS LLC is an Equal Housing Lender. Al mortgages are originated by GMFS a unique way 1o drive your message to where the people are,

opportunities to connect! LLC at 7389 Florida Bivd. Suite 200A Baton Rouge, LA 70806. LA License 619. using DAV® (pronounced dave), our digital mobile billboard.
Products may not be available in all states. This advertisement is not a
commitment to lend. All loans subject to credit approval. ff%‘h"g”é"g
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Jeff A. LeSaicherre Douglas Harper Dylan Yesso Parker Ryan

Under the leadership and vision of CEO, Jeff LeSaicherre, Fleur Des Lis has grown to be one of Louisiana’s largest title companies, with
a focus on local offices that are managed and operated by local attorneys with direct ties to the community. Our growth is a result of
how we treat the agents and lenders we serve, providing them an alternative to more traditional and often dated ways of doing business.

Our ability to anticipate changes in the marketplace and remain at the forefront of evolving technologies has made our emphasis on

being a trusted resource even more relevant as the world continues to change.

As a company, we are successful when our clients are successful, and that success can only come with a proven process. Here, it’s called

the Fleur Des Lis Way.

Fleur Des Lis Title

Fleur Des Lis

FI@IS FDLtitle.com

LAW & TITLE COMPANY




