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Celebrating “Your Clgsings Since 1951
|

Your Home Loan Specialists

Joey Piel Ryan Thomassie
NMLS# 365511 NMLS# 350514
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Shannon Babin Connor Brooks Trey Hereford Katie Meiners /
NMLS# 419401 NMLS# 1370606 NMLS# 89575 NMLS# 1125723

ol ¢

Caroline Shirley Susanne Wampold Rachel Webre Karla Fuentes

NMLS# 2155247  NMLS# 1553575  NMLS# 1913085  NMLS# 108621 #Hitmatterswhereyouclose #brtitle

Established in 1981, locally managed.

Serving our Community and Louisiana
in Residential & Commercial Closings

Whether you’re buying or improving, NOLA Lending Group has the experience and expertise to guide home buyers through the
financing process. 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.

3 LOCATIONS TO SERVE YOU!

Robert Adams | Branch Manager/Attorney 9311 Bluebonnet Blvd, Suite C | Baton Rouge, LA 70810

. o, 1 . . .
H  VAloans B RD Loans—Finance up to 100% of home value Alex Polito | Director of Business Development 225-769-5194 | C: 225-603-7897
X Conventional & FHA Loans X  Purchases & Refinance
K  Jumbo® & Condo Loans X  Local Lenders with Personal Touch

b

Mark Schoen | Division President/Attorney 10500 Coursey Blvd, Suite 100 | Baton Rouge, LA 70816

NOL A Amy Lane | Branch Manager/Attorney |  225-21-11T

LENDING GROUP
A Division of Fidelity Bank Keegan Wisdom | Branch Manager 37283 Swamp Road, Suite 901 | Prairieville, LA 70769

Loan Production Office
Cathy Waggenspack-Landry | Director of Marketing 225-706-6130 | C: 225-802-1811

NolaLending.com

TAvailable only in select markets to qualified borrowers. Financing cannot exceed 100% of the subject property’s fair market value. Consult your tax advisor regarding deductibility of

interest. The services and products advertised are not approved or endorsed by HUD, USDA, the Department of Veterans Affairs, or any government agency. 2To qualify the Loan amount Member @ °

must be $548,250.00. Interest rates may increase after consummation. Restrictions apply. This does not constitute an offer to lend. All loans subject to credit approval. Not all applicants FDK == b r t I t I e c o m n
will qualify for all products offered. Loan programs subject to change without notice. Fidelity Bank NMLS Co. ID 488639 LENDER o




Here's the deal.
I'll be there for you.

!

ifc ctter

Over the last 58 years, our family owes its decades of success to Realtors and your clients!

The future has a lot of what ifs, and it's a good
feeling to have someone in your corner and around
the corner to help you plan for them. Call me today.

Like a good neighbor, State Farm is there.”

Cane Mill Crossing Kaden Creek Hidden Pointe
Denham Springs, LA Walker, LA Jackson, LA
B0x208 1+ acre lots 1+ acre lots

Ryan D Rayburn, Agent
16044 Highway 73
Prairieville, LA 70769
Bus: 225-677-7744
ryanrayburnagent.com

willieandwillie

RESIDENTIAL LAND DEVELOPERS | RESIDENTIAL HOMEBUILDERS
State Farm Rﬂﬂd}" & Debbie W. Walker

Bloomington, IL ® 225.291.7600 | www.willieandwillie.com [E] Ei
2001295 a e a Millerville Business Park | 2929 Millerville Road | Suite 1A | Baton Rouge, LA 70816
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If you are interested in contributing or nominating REALTORS® for certain stories, When It comes To Power Equipment
’

please email us at gina.miller@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain

solely those of the author(s). The paid advertisements contained within the Baton Rouge Real Producers magazine are not endorsed or recommended by The N2 Company or the We Ve o o u o Vere -

publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Our selection of generators includes top brands
such as Honda and Yamaha!

Sales, Service, and Parts We do it all!
Family-Owned and Operated, G.N. Gonzales,
conveniently located in Baton Rouge, LA is
ready to become your one stop shop for all
your Power Equipment needs!

ABBA

MOVERS

monpa @ YAMAHA

ATVs * Motorcycles * Dirt Bikes * Generators :~=~c= g

— (225) 387-5328

i s 666 Chippewa St
Baton Rouge, LA

www.gngonzales.com

OF BRTON ROUGE

BATON ROUGE, LA 225-384-6683 ABBAMOVERS.COM INFO®@ABBAMOVERS.COM

6 - November 2021 Baton Rouge Real Producers - 7



PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

RP

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

D.R. Horton

(281) 904-3081
www.drhorton.com

Willie and Willie
Contractors LLC

2929 Millerville Rd Ste 1A
Baton Rouge, LA 70816
(225) 291-7600
www.willieandwillie.com

ELECTRICIAN

Circuit Breaker Electric LLC
Michael Webster

(225) 572-7963

GENERATORS

GN Gonzales

(225) 387-5328
www.gngonzales.com

HOME INSPECTION
Root Home Inspection
Sean Root

(225) 620-8243
www.roothome
inspection.com

HOME WARRANTY

Home Warranty of America
Lydia Hodges

(985) 869-6111
HWAHomeWarranty.com

Old Republic
Home Protection
Webb Wartelle
(225) 241-2088
ORHP.com

8 - November 2021

INSPECTIONS

HDMK

Kiel Harton

14635 S. Harrell’'s Ferry
Suite 2B

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

Paragon Inspections
Scott Guidry

(985) 519-4343
www.paragoninspections
llc.com

INSURANCE

Ryan Rayburn State Farm
Ryan Rayburn

16044 Hwy 73 Ste 104B
Prairieville, LA 70769
(225) 677-7744
ryanrayburnagent.com

State Farm

Ross Garbarino

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

State Farm

Anna Jones

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

INSURANCE AUTO -
HOME - BUSINESS
Safesource Insurance
Aundrea Allen

(225) 300-4500
www.safesourceins.com

INTERIOR DESIGN/
HOME STAGING
Haute Homes LLC
Angie B. Wilson
(225) 315-7040

LANDSCAPING

MBG Lawn & Landscape
(225) 424-1000
www.mbglawnservices.com

MARKETING / BRANDING
Eminent Creations

& Marketing

Henrietta Williams

(225) 933-3008
www.eminentcreations
andmarketing.com

MORTGAGE LENDER

DHI Mortgage

7700 Vincent Road
Denham Springs, LA 70726
(210) 889-7778
www.dhimortgage.com/
loan-officer/daismara-torres

Eustis Mortgage

17557 Old Jefferson Hwy
Prairieville, LA 70769

(225) 725-5626
www.LendinglLouisiana.com

GMFS Mortgage

Ryan Larussa

4651 Durham Place
Baton Rouge, LA 70816
(225) 324-5633

www.gmfslending.com/ryan.

larussa

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

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

LA Lending LLC
Chasity Graff
(225) 926-5408
www.lalending.net

MOVING COMPANY
ABBA Movers

(225) 384-6683
www.abbamovers.com

PHOTOGRAPHER
Aaron Cox Photography
Aaron Cox

(318) 453-1609
aaroncoxphoto.com

PHOTOGRAPHY

JD Silva Photography
(225) 721-8220
jdsilvaphotography@gmail.
com

Trenton Gordon
Photography

(225) 892-2663
www.trentongordon
photography.com

PLUMBING

Magnolia Plumbing LLC
Brook North

(225) 281-6037

ROOFING

Cypress Roofing

(225) 450-5507
www.cypressroofingla.com

Gulf Coast Title
(225) 405-4340
www.gctitle.com

TRANSACTION
COORDINATOR

Executive Lady

(504) 669-4703
www.theexecutivelady.com

TITLE ATTORNEY
MFB Title Solutions
(225) 810-4998
www.mfbfirm.com

Commerce Title
(225) 308-9544
www.commercetitle.com

Fleur De Lis Title
Jeff LeSaicherre

Titleplus
(225) 279-0999
www.titleplusla.com

TITLE COMPANY
List to Close LLC

Brooke Stevens

(225) 317-9295
www.ListToCloseLLC.com

Baton Rouge Title Company  (985) 277-5550
9311 Bluebonnet Blvd Ste C
Baton Rouge, LA 70810
(225) 769-5194
www.brtitle.com

fdtitle.com

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

YOU'RE HOM|

Homebuying is about more than financi
It's about starting the next stage of y
Let us help you get home.

GET STARTED TODA!

Daismara Torres-Ruiz

Branch Manager, NMLS 2495111
210-380-7 364 | diorres@dhimorigage com
dhimartgage comidaismara-lomes

Baton Rouge Slidell

7700 Vincent Rd G051 Bedfast Bend Ct
[renham Springs, LA 70726 Slidedl, LA 1461
225-664-1650 225-6ET-2679

Finaneting offered by DHI Mortgage Company, Ltd. (DHIM). Branch NMLS #78538, 7700 Vincent Rd., Denham Springs, LA 70726, Branch HMLS
DHI MORTGAGE #1805296, 5951 Belfast Band Ct,, SBdell, LA 70461, Company NMLS £14622. DHIM is an affifiate of DR, Horton, For mose information about
& DR Hoflon™ Company [FHIM and its ficensang please visit www.dhimortogage.com/affiliate. Provided for informational purpases only. This is not 2 commitrnent to
dmimorigage. com rnanary  |end. Mot all bormowers will quasify, Bgual Housing Opportunity, P01/ 287 12

Baton Rouge Real Producers - 9
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Gina Miller Kurt Miller, Sr
Owner/Publisher

CONTENT IS KING

Lauren Cheramie

Paige Gardner Carolyn Foley
Editorial Assistant Staff Writer

Administrative Assistant Advertising Manager

Aaron Cox
;‘,_. o

Jonathan Silva
Photographer

Trenton Gordon Breanna Smith Erin Phelps
Photographer

Photographer Staff Writer Staff Writer
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THANK YOU FOR YOUR CONTINUED SUPPORT THIS YEARI
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HAVE YOU -HEARD ABOUT KEY CLUB?

22 5_22 8' 5 53 4 The Key Club rewards Real Estate Agents who consistently partner with D.R. Horton, Inc.

« 3% Commission on your first closing * 3.5% Commission on your second closing

DHI MORTGAGE® * 4% Commission on your third closing * 4.5% Commission on your fourth closing
35527 Evers Drive, Denham Springs, LA 70706 * 5% commission on your fifth closing and beyond

LA-WhisperingSprings@drhorton.com

Pictures, photographs, colors, features, and sizes are for illustration purposes only and will vary from the homes as built. Home and community
information including pricing, included features, terms, availability and amenities are subject to change and prior sale at any time without notice
or obligation. Advertisement applies to D.R. Horton Louisiana East of the Mississippi River. 3% commission is valid for the first D.R. Horton home
closed between 1/1/21 and 12/31/21, 3.5% commission is valid for the second D.R. Horton home closed between 1/1/21 and 12/31/21, 4%
commission is valid for the third D.R. Horton home closed between 1/1/21 and 12/31/21, 4.5% commission is valid for the fourth D.R. Horton
home closed between 1/1/21 and 12/31/21, 5% commission is valid for the fifth and beyond D.R. Horton homes closed between 1/1/21 and
12/31/21. Offer valid only on new contracts and does not apply to transfers, cancellations, or re-writes. Key Club commission offer is subject
to change without notice. Please contact a community sales representative for additional requirements for the Key Club commission program.
This special commission incentive may not be used in conjunction with any other broker bonus or incentive. Promotion commission is subject to
caps, if any, on total broker compensation imposed by the homebuyer’s lender. Commission will be paid at closing. Licensed Agent (not
broker/partner) must be procuring cause. Cannot be transferred to another broker or agent. Maximum paid on any transaction will not

exceed 5% total commission. Prices, plans, features, options, and co-broke are subject to change without notice. Additional restrictions

may apply. Homes must close to be counted for promotion. Cancellations do not count. All offers contained herein expire on 12/31/21.  S¥ssiiy



Publishers Note

By Gina Miller

Love it or hate it, social media comes in
really handy when a storm is brew-

ing. It seems faster than any weather
service and rather omnipresent if you
need to know how high the winds are or
how heavy the rain is coming down in

multiple places at once.

That’s how I found out about Hurricane
Ida. Someone posted an OZ NO on FB
and said we better break out the sand-
bags, flashlights, non-perishables and

prepare for the worst.
And it was the worst.

‘We made the decision to evacuate

to Texas and were happy with that
decision after hearing so many say
they wished they’d done the same. I
heard that winds were over 60 mph in
our area as Ida made her way through
Baton Rouge on Sunday, August 29. We
were blessed not to receive any damage
at our house, but our neighborhood
was without power for 10 days, so we

remained at my parents in Texas.

. -
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I know so many of you had, or know
someone who had, a less fortunate expe-
rience and suffered loss and damage. I'm
truly sorry. The grit, determination and
perseverance of the people of Louisiana is
unmatched. I am forever impressed by the
way this state rallies up after a storm and
gets busy helping neighbors and strangers
alike. I moved to Louisiana not long before
the Great Flood of 2016. That was my first
eyewitness account of the consolidated
efforts of compassion and generosity

that come so natural for those that have
lived here and experienced one too many
weather scares. The rubber boots and
gloves go on, along with huge pots of jamba-
laya over a fire to feed everyone willing to

lend a hand. It’s pretty magical to watch.

I called our staff photographers and asked
them if they wouldn’t mind grabbing us

a few images of the damage to document
in our next publication. Aaron Cox and
Jonathan Silva provided us with these
sobering images and a pictorial remem-

brance of the aftermath.

: %3

Our next event was scheduled for
October 5. A style show benefit fund-
raiser to be held at City Club downtown
Baton Rouge. After Ida hit and the devas-
tating effects filled news feeds, having a
high-fashion-style show a few weeks later
didn’t sit well with me. So we canceled.
And canceling felt right. We can have
another event and if you've been here
since the beginning you know I've had my
fair share of plot twists when it comes to
our events. I'm pretty skilled at rearrang-
ing things for us and we’ve got some fun
planning going on for monthly gatherings

you won’t want to miss.

It’s November, a customary month of
gratitude and thanksgiving. In spite of

everything, there is always something to
be grateful for.

Jonathan Silva

Baton Rouge Real Producers - 15



HDNK

HOME HSPICTON J PEST CONTROL

Make sure your home is in optimal
condition for the fall season by getting
an HDMK home inspection. Call us at
888.401.4365 to schedule your
appointment.
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www.HDMK.net

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

1:-

AUBER "SKIP" SHOWS III

Owner/Partner
NMLS# 118490

Key Lendmg

“ Solutions

— JOHN "GREG" FOY
) Owner/Partne

NMLS# 1184

Conventional
FHA
VA

Rural
Development

Construction

CAFA

Grant Program

Jumbo

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

16 - November 2021

At MBG customer service is #1!
Unparalleled Quality
at an Affordable Price!

ggp—
Jonathan Silva
LWWW. jdsilvaphotography.com
225-721-8220
dsﬂvaphotogruphy@gmall com_

k\. Jono’rhansnvo pho’rogrophy

Motorized Spray Tank, Liquid Fertilizers,
Herbicides, Insecticides & More

mbglawnservices.com | 225-424-1000

9800 Airline Hwy, Suite #243 | Baton Rouge, LA 70816
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Virtual Transaction Coordinators + PLUS

Using Necole at the Executive Lady has tremendously helped my real estate business. I did not realize how trusting someone to handle
paperwork and communication on real estate transactions would give me so much extra time. As soon as a contract is accepted,
Necole and her team takes over and constantly keeps me updated on my files. So much of a great job is done every time that the other
agent is impressed and asks about hiring the team to take care of their transactions. My clients are also impressed and love how great
the communication is handled. This has been the best investment of my business, and I cannot thank the Executive Lady and her team

for a job well done on all of my transactions. - Sharell Jacquet -~ P i',

@

Necole S. Weaver s
Cell: (504) 669-4703 | Office: (225) 435+ 981‘5f m( \

www.theexecutivelady.com

g
Follow us on social'media. in f @ Executive L‘ady_

Ly

Baton Rouge Real Producers - 17



»» difference maker

Her Father’s

DAUGHTER

Q&A with Marcy Maurer s sweanmasmin

Baton Rouge native Marcy Maurer,
with Berkshire Hathaway United

Properties, started real estate on a

whim, signing up for school along-
side her stepmom, Amy, in 2017. “I
thought, that sounds fun - I’ll do that,
too! It sounded like such a cool way to
help people and incorporate my love
for houses!”

Marcy has a heart for helping people.
Following the loss of her father, Louis
Prejean, in January, she has felt his
guiding presence leading her to those
in need. Following the recent events
of Hurricane Ida, she felt a distinct
call to action while watching the news

coverage of the devastation.

Who is Frank, and how did y’all meet?
My husband and I were watching

the news the day after Hurricane Ida
when Frank’s interview popped up on
WAFB, and something came over me.
I said, I'm going to help this man. So I
reached out to my friend whose hus-
band works with WAFB and asked for
help finding out who he was. She sent
me his name, then we got on Google,
got his address and two phone num-
bers - his landline, which obviously
wasn’t working, and a mobile number.
When I called that phone number, it
ended up being his son, who wasn’t
able to get in touch with his dad all
day and wondering if he was okay. I

18 - November 2021

was the first phone call his son was
able to receive after the storm. He
said his phone had been dead all day,
unable to get a signal, then all of a
sudden a phone number pops up and
it was me. He said he was moved to
answer the phone. I told him we had
collected money and items and asked
him how I could get it to his dad. And
that’s how it all started.

I posted the news video of Frank on
my Facebook page, and my friends
were immediately blowing up the
comments — “I’m in,” “I want to
help,” “What can we do?” Money just
started rolling into my Venmo. People
started bringing supplies over; we
had a truckload of supplies. I went

to Costco with another REALTOR®
friend, Tara Bishop, and we shopped
to fill up my vehicle. This was mine
and my husband’s personal contribu-
tion - all of the Venmo money went
straight to Frank in the form of cash
and Visa gift cards. I also started an
account just for him that the dona-
tions go into. We brought it all to
Houma on September 3rd. It was an
amazing effort by the local real estate

and Baton Rouge community.

We headed to Houma where we saw
firsthand all the devastation there and
of course Frank’s destroyed trailer.
We asked what he needed. The only

thing he wanted was for us to help
him save his treasures - antiques he’s
been collecting for 30-plus years. So
we packed up what we could salvage,
going back again on Labor Day for

the rest. After we finished packing up
the second haul, he said, “I'm done.
I’'m going to follow y’all back to Baton
Rouge.” I said okay, let’s go ... not hav-
ing any idea where he would stay!

That first night, he slept in his van. I
hated to leave him there, but a sweet
lender friend offered the parking lot
of his office for a safe place for Frank
to park. My friend Cristyn Dyess and
I brought him supplies and food that
night so he would be comfortable. Then
another gift from my dad came when

a St. George family who has a cabin
behind their house offered that as a
place to stay for a couple weeks. The
biggest blessing that week was recon-
necting to his faith and desire to have
the Catholic religion in his life once
more. Since my dad was a very faithful
strong Catholic, this for Frank has my
dad’s hands all over it! We attended
mass together that Sunday, and our
sweet retired priest at St. George
blessed him. Frank has made new “fra-

mily” every place we have gone.

The kindness in our REALTOR®
community shone through once again
when a REALTOR®, Lisa Delaune,

called me to offer her studio apart-
ment outside their garage. And that’s
where he will stay until we can find
him something more permanent to
rent. He is so incredibly happy in that
space and in his words, “feels like a

million bucks.”

He now sees all of his antique trea-
sures differently. He said, “That stuff
is just stuff - what matters are the
people in our lives.” Our plan is to
have a big estate sale with local peo-
ple and organizations and all of the

proceeds will go to Houma relief.

Frank has just touched us like we didn’t
expect and become someone very spe-
cial to us in the short time that we’ve
known him. He’s an old soul with a
heart of gold that grew up in the French
Quarter. He’s a retired electrician

that has lived a long time on his own

- his son is his only surviving family
member. I honestly thought we would
bring him donations and that would

be the end of it, but we fell in love with
him, and we will continue to help him

as long as he needs it. He’s part of our
family now. It’s been overwhelming, all
of the support, and even hard for him to
accept because he doesn’t feel worthy
and wonders why him. He said, “There
are so many other people out there that
need it.” And I told him, “You’re right,
but we have to start with one person.”
He calls me his Guardian Angel. I am
truly honored to be that for him!

People have reached out and wanted
to help in any way that they could. So
that’s been - for him and for me - the
most touching part of all of this. This
real estate community has rallied

around us the entire way.

What motivates you to make

a difference?

It’s something I was just called to

do. I can’t explain it other than my
dad giving a push from above. I have
never really gotten involved with the
community as much as I have lately.
My father worked in philanthropic
and nonprofit organizations his whole

life through various organizations

including Catholic Charities and
Catholic Radio. I feel like he spoke to

me to reach out to Frank that day.

I know by helping others, I'm hon-
oring his lifestyle. I am also helping
with Best Dressed Cancer Ball on the
decor committee and recently worked
with Gina for the Real Producers
Realtors on the Runway event bene-
fitting The Life of a Single Mom. All
of those things are my tribute to my
dad’s legacy. He’s been on my shoul-
der the entire way through this. He
even sent us a sign to welcome Frank
at his new apartment by sending a red

cardinal to us when we moved him in.

If you could get on a big microphone
and tell the world one thing, what
would it be?

I would share a beautiful quote

I posted on Facebook recently.
“Helping one person may not change
the whole world, but it could change
the world for one person.” If you ever
feel the call to help someone, DO IT.
It will change your life in ways you

never expect!

This real estate community
has rallied around us the entire way.

Baton Rouge Real Producers - 19
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Solution

LA Lending Offers

All First Responders*

Sean Root .

225-620-8243 - roothomeinspection.com €

CYPRESS i ROOFING

Thank You To All 0f Our Wonderful
Customers!

i (R
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LA LENDING

Chasity Graff

Mortgage Broker/Owner /

2051 Silverside Drive Suite 100
Baton Rouge, LA 70808

225-926-5408

Servicing These Areas All Across South Louisiana:

NMLS #129561 / LO NMLS #129638

225.450.5507 - cypressroofingla.com nr@ﬁi ,ﬁ

20 - November 2021

Mortgage

FREE APPRAISALS For

. www.lalending.net
Baton Rouge Sorrento Darrow Saint Amant chasity@lalending.net
Denham Springs Donaldsonville Prairieville Geismar
French Settlement Livingston Walker Gonzales
+ manv more License d by the Office of Financial Institutions in the State o

/@ TITLE SOLUTIONS
ALWAYS SCORES A

TOUCHDOWN WHEN HELPING
YOU CLOSE YOUR DEAL!!

A title company backed by a full-service law firm

Darby Baronet Difficult closings made easy

Marketing Director

dbaronet@mfbfirm.com Charles Blaize

Managing Partner,
Closing Attorney

e

MFB Title Solutions

Brett Bajon
225-810-4998

Attorney, Family Man

bbajon@mfbfirm.com www.mfbfirm.com

cblaize@mfbfirm.com

10101 Siegen Ln | Bldg 4 Suite A
Baton Rouge, LA 70810

£ 1in]C,

Offices in Baton Rouge & Houma

Connie Easterly
Closing Coordinator
ceasterly@mfbfirm.com

f Louisiana,
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Let Me Help You Reach
Your Target Market

BRANDED APPAREL WWW.eminentpromO.Com
PROMOTIONAL PRODUCTS 225-933-3008
CLOSING & REFERRAL GIFTS @ @eminent_creations
CREATIVE MARKETING CAMPAIGNS EIEminent Creations & Marketing

Give your home the
protection it deserves.

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

LET'S TALK TODAY.
Ross Garbarino Anna Jones
Agent Agent

Garbanno State Farm

9844 Jefferson Hwy Suite 102
Baton Rouge LA TOB03
225.751.4840
rossi@garbarinoSF.com
www.garbarinaSF.com

Anna Jones State Farm
4811 Harding Blvd Suite A
Baton Rouge LA 70811
25.356.1241
anna@annabJones com
wwnw AnnakblJones.com

o StateFarm

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL
State Farm Florida Insurance Compary, Winter Haven, FL
1708137 State Farm Lloyds, Richardson, TX
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P> partner spotlight

LENDINQG

By Erin Phelps | Photos by Trenton Gordon

New Orleans has always been a symbol of hope, joy, perseverance, and cultural excellence for the state of Louisiana.
That's why NOLA Lending Group does not take it lightly having the city’s famous acronym in its name. Ironically,
this group’s “NOLA” actually comes from a culmination of the founder’s last names; however, the adpt name has
become synonymous with NOLA Lending’s dedication and integrity in servicing Louisiana homeowners. Providing
Louisiana with excellent lending practices and impeccable customer service, NOLA Lending Group is a home loan

and refinancing organization helping Baton Rouge residents finance the home of their dreams.
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[ truly enjoy working with people and have a passion for educating clients

on our process, loan programs, and structuring of loans to put each client

in a position they feel is best for them both in the short and long term.

— Ryan Thomassie

Emerging as one of the largest mortgage lenders

in the area, since 2002 NOLA Lending has gained
almost 20 years of experience navigating the ups
and downs of the Louisiana housing market. In
2014, NOLA Lending Group joined with Fidelity
Bank giving the group even more resources and
know-how to service Louisiana homeowners while

maintaining their local expertise.

In the past year, Louisiana has seen unprecedented
natural disasters and experienced the devastation of
the COVID-19 pandemic. Without faltering, the staff
at NOLA Lending held strong in their mission to sup-
port the community. With people’s homes becoming
more of a safe haven than ever, NOLA Lending’s team
went above and beyond to make sure their clients
were in the best financial position possible throughout
the pandemic. Wanting to support workers whose
jobs continued during even the worst times of the
pandemic, Vice President and Area Manager, Ryan
Thomassie remarked, “NOLA Lending was able to
provide lunches to our Fidelity Bank branch staff who
remained working throughout the pandemic; as well,
we provided several lunches and dinners to the front-
line medical staff at Tulane Hospital, Southwest MS
Regional Medical Center and more.” Lender Sussane
‘Wampold talked of her deep involvement in philan-
thropy in the Baton Rouge community. In the past,
she’s worked with Habitat for Humanity and various
church organizations, and throughout the pandemic
she’s delivered meals to frontline workers and also

worked in the St. Vincent DePaul community kitchen.

With the incredible housing market in the past
year and low loan rates, NOLA Lending has

remained busy with 2020 being a record year for

refinancing and helping first time home owners
find the right loan for them. Loan Officer Caroline
Shirley started at the Baton Rouge branch of
NOLA Lending in May of this year. When asked
about her experience thus far, Caroline enthusias-
tically explained, “being a part of NOLA Lending
and having the opportunity to assist someone

in their home purchase process has been a very
rewarding experience. It has been so much fun
getting to know and work with this great group
of people! I'm really thankful for my job here.”
Gratitude is something everyone in the Baton
Rouge office of NOLA Lending Group shares.
Loan Officer Connor Brooks bragged on the Baton
Rouge community he services, saying, “whether
it’s family and friends near or far, or our great
referral partners and colleagues, I sincerely
appreciate this community trusting me to be their
mortgage lender. I have a great family and a great
friend group that really makes Baton Rouge a

wonderful community to be in.”

NOLA Lending Group prides itself on its experi-
enced loan officers and how they can seamlessly
guide you through the mortgage process. Ryan
Thomassie emphasized the importance of NOLA
Lending’s transparency to its clients, saying, “I
truly enjoy working with people and have a passion
for educating clients on our process, loan programs,
and structuring of loans to put each client in a posi-
tion they feel is best for them both in the short and
long term.” With NOLA Lending Group, you can be
sure of extensive support throughout the process

of buying, and with just a phone call to this friendly
staff, the folks of Baton Rouge are one step closer to

living in their dream home.

ANOLA

LENDING GROUP

A Division of Fidelity Bank

MEMBER FDIC EQUAL HOUSING LENDER
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MAGNOLIA PLUMBING

Revidential and Comamercial

We're Baton Rouge's Home Plumbing Experts!

THE STARS ALIGN

when Real Producers work together!

You're committed to your clients, and we're committed to you!
Add ORHP's home warranty to your winning team today.

Call or email me today
to learn more! Webb Wartelle
Senmior Account Execulive
BO0.2E2.7131 Ext. 1285 |
C: 2252412088 |
; o WebbWillorhp.com
{ 225) ; =603 T i my.arhp combsebbwartelle
bing@yahoo.co 4
* Baton Rouge, LA 70884
ingllc.cltr)m

Wishing you and your family a
Happy Thanksgiving!

Anthony Williams, Branch Nathan Tallo, Sr. Loan Office

5r. Loan Officer NMLS#276726 NMLS#1411386

aaroncoxphotc.com

318.453.1609

sbeck, Prody
oan Officer NMLS#1¢

; .}I"‘:‘ 17557 OLD JEFFERSON HWY
iz \/ PRAIRIEVILLE, LA 70769

s A
3 225-725-LOAN #_LWM%&/’;J

? ‘ ® _
theateam@eustismortgage.com
E l ISTIS e www.lendinglouisiana.com
LENDER
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P> industry icon
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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.

Y -

—

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
‘whatever you
want to do, you
can do. There
was no can't in

our family.

2

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.”

66

['ve met
some of
the most
wonderful
people
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years. Some of
them are still

dear friends.
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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!
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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.”

Baton Rouge Real Producers - 39



»» 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




