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Stefanie
Mars

REALTY GROTUP

T

-

Stefanie Mars’ journey to real estate is a
story of faith. Looking for a career change,
but never considering one in sales, Stefanie
had to take a step back when, after a period of
prayer and reflection, she felt called to go into

real estate.

“I'm a very spiritual person, and this may

sound strange, but the Lord told me to go into
real estate. I thought to myself, ‘That can’t
be God, because I am not a salesperson,’ so I
sort of wrote it off for a while.”

She continued to apply to jobs she
was more than qualified for, but every
application came to a silent standstill.
Instinctively, she knew that a higher
power was pushing her to take the real
estate licensing class. “Reluctantly, I
took the class,” she said with a laugh. “I
thought, ‘Okay, maybe if I take this class,
God will unlock the job I've been looking
for. I just didn’t see myself as a salesper-
son.”” After a few weeks, Stefanie had
completed an online real estate class,
her license, and contacted a broker to
sponsor her. A couple of weeks after

that, a sorority sister called her and

became her first client. Ever since, it’s been onward
and upward for Stefanie, Broker of Stefanie Mars
Realty Group, LLC (SMRG).

With Honor

Working with clients is not something Stefanie
takes lightly. To her, it’s an honor to assist clients in
finding their unique home. “I honestly see this busi-
ness as an opportunity to shepherd people through
one of the biggest and most exciting decisions of
their life. I want to help people make this decision
well and do the thing that’s best for them and their
families.” With a bright smile, Stefanie thinks back
on how it feels to lead her clients into homeowner-
ship. “There’s a lot of anxiety and reasons why my
average client thinks homeownership is great for
others, but not necessarily possible for them. When
we get to the closing table, it’s such a blessing to see

the joy in their eyes as they realize they’ve done it!”

Empowering is a great word to describe Stefanie
as a broker. Her current agents, Tammy Haney
and Ebon Metoyer, bring their own gifts to SMRG
and benefit from Stefanie’s leadership and guid-
ance. “I sort of had to forge my own way and make
mistakes to learn things as an agent, and I want to
provide my agents with something I never got as a

new agent. I provide one-to-one mentoring where I
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A sponsoring broker

rarely engages so
intimately with agents,
but this is something
that I felt strongly about
offering so my agents
don’t have to pay a coach

to get hands-on training.

teach my agents how to develop a business plan,
set strategic goals, and develop career relation-
ships in addition to the standard processes of
real estate. A sponsoring broker rarely engages
so intimately with agents, but this is something
that I felt strongly about offering so my agents
don’t have to pay a coach to get hands-on train-
ing. I won’t be able to offer this forever, but in
this season of my career, I can, and I am excited
about that.”

Willing to Help

Getting to her brokerage was not always a
smooth journey. Initially, Stefanie held a
demanding full-time corporate job while also
excelling as a real estate agent. “After getting my
license, I was challenged with trying to juggle
full-time employment and my blossoming real
estate career. My husband, Peter, encouraged
me to slow down and consider quitting my full-
time job.” With her husband’s support, Stefanie
took the leap of faith and went into real estate
full time. In September 2019, Stefanie opened
SMRG Real Estate. Since the time Stefanie
opened her brokerage roughly two years ago,
she’s sold 126 homes in the Greater Baton Rouge
market alone, translating to $30,000,000 in
sales. Now, she’s hoping to be able to mentor 20
agents on the ins and outs of real estate, helping

them achieve the same success or greater.
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While Stefanie navigates her career, her family supports her
through it all. Her husband, Peter, and children, Dillon, Chase,
Xavier, and Ava, all demonstrate patience and kindness as she
builds SMRG into the brokerage she needed as a new agent. “...1
want to bring in agents who have the right heart and spirit. The
only way you learn to effectively navigate the complexities

of real estate is if someone takes you under their wing and
teaches you or if you make a few mistakes and learn from

them. My goal is to help my agents avoid unnecessary mis-

takes and pitfalls.”

Know This

Stefanie will be doing her fair
share of teaching agents
about the real estate

world, but there’s

one thing she wants
everyone to know.

“There are gifts

inside of every-

one - these hidden
treasures inside

of our vessels that

God has placed

there that we don’t

always know about.

I encourage everyone

to listen to that small

still voice inside of you
that’s pushing you to do
something, even if you never
thought it was possible before.

won’t lead you wrong.”
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Motorized Spray Tank, Liquid Fertilizers,
Herbicides, Insecticides & More

mbglawnservices.com | 225-424-1000 i

225-620-8243 - roothomeinspection.com B3 @ 9800 Airline Hwy, Suite #243 | Baton Rouge, LA 70816
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= Conventional
The more people see you, Eye-catching visuals that People buy from businesses
FHA the more they choose you. won't get lost in the noise. that are top of mind.

VA

Rural
Development

Construction Ru NNINGBUARDS

CAFA To be a successful business, you need memorable, cutting-
Grant Program edge advertising that grabs the consumers attention. We have CALL (225)347-4201 OR VISIT
a unique way to drive your message to where the people are,

Jumbo using DAV® (pronounced dave), our digital mobile billboard.

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

“Nothing fuels me like taking a
property from an empty lot to
someone’s dream home — from
the raw land, to building, to
buying to closing, it’s what 1

love to do.”

When talking to Kayla Lockhart
Johnson about development and
real estate, it’s easy to see the
passion behind her eyes and the
love for her community in her
heart. After living and working
in the Greater Baton Rouge area
for the past 30+ years, Kayla has
a deep connection to the land.
Throughout her career as an
agent, Kayla has consistently
been ranked in the top 1% of
producers in the area, and now
leads a team at Covington &
Associates Real Estate, LLC.

A Strong Foundation

Her love for development was
fostered at an early age by her
late father, John Ellis Lockhart.
“I was always fascinated with
development, but it was my dad
who introduced me to it. My
dad developed land as a hobby,
and every Sunday after lunch

we rode around and looked at

properties to see if he could find a piece of land he wanted to play
with, so I got the bug through him.” With a laugh, Kayla explained
that she got into real estate almost by accident. Having many
friends that were looking for property, Kayla would send her agent
cousins, Jackie and Claudia, referrals in exchange for weekends

at their beach condo; it was an easy gig for Kayla, but soon she
drummed up so much business for her cousins, they told her to get
her own license.

“Our deal went on for a year or so. I was finding so many prop-
erties for my friends that my cousins told me I needed to sell
houses myself, so I did. They mentored me through the process,
and I got my license.” With an interior design degree already in
hand, Kayla embarked on the real estate journey with extensive

experience in the business already under her belt.

Training Ground

Before the Livingston Parish board merged with Baton Rouge,
Kayla started the Livingston Real Estate Economics Conference
which held informative meetings and training opportunities for
Livingston agents and builders. “The group allowed everyone to
be updated on the market, on where growth was headed, and we
had regular opportunities for education.” One of Kayla’s main

goals for 2022 is to bring this conference back and focus on edu-

cating newer and younger agf:.s.'-—"‘"

“I want to see Livingston Parish have a face again. I want agents
here to be as educated as possible. Because I do so much new
construction, I see agents all the time who don’t really know how
the process has changed and what the costs and the timeline

are to do this type of work; educating agents in real time about

changing supply timelines and costs would be extremely helpful
in smoothing out the process for them.” f

|
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Kayla explains that putting on edu-
cational events in the past has taken
up to six months because she and the
others involved do so much research to
understand the market and where it’s
going. “It helps all of us to be informed.
It helps me! The last event we put on
had 300 people in attendance, which
for Livingston Parish is phenomenal.

‘We need these events back.”

Built Together

The current supply struggles have

hit the development business hard.
‘What used to be four to six months
for building a home is now double,

or even more. Fortunately, Kayla has
strong relationships with local build-
ers who persevere through it with her
and the clients. Kayla works closely

with developer Harold Davidson and
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Nothing fuels me like taking a property from
an empty lot to someone’s dream home —
from the raw land, to building, to buying
- to closing, it’s what | love to do.”

with builders John McDowell, SLC

Builders and Chase Jarreau.

“Having worked with some of these
developers and builders for 20+ years
feels like a compliment to me. They
have been instrumental to my success
over the years.” Kayla explained that
nothing would be possible without

her excellent team, Brooke, Meg, and
Amber. In addition to her team and
partners, one REALTOR® went above
and beyond for her and her family. In
2006, agent/buyers agent Matt Hughes
stepped in to take care of Kayla’s
clients when her son, Blake, was
gravely injured while overseas. “He
took on my business, taking care of my
17-year-old daughter and my house-
hold for four and a half months. Had

it not been for Matt helping me during

that time, I don’t know where my

career would have gone.”

With tears in her eyes, Kayla
called on the memories of her
father and how spending time with
him led her to the career she has
today. “My dad gave me love and a
vision. My mom, Reba, heard me
talking to an agent on the phone the
other day and she looked at me and
said, “‘Your dad would be so proud of
you,’” and that meant everything to
me.” Having never thought she’d see
her dad’s hobby turn into her career,
Kayla is so thankful for everyone
who has helped her along the way.
Specifically, she thanks Lawson
Covington, Shelley Simmons, Alicia
Levell and Kelly Wesley for their

mentorship and support.
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Take The Worry Out Of
Home Ownership With
a Home Warranty

WARRANTY

HWALS

Home Warranty of America

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
Lydia Hodges, Sales Representative ; #1 Producing Team

Call today to find out about our current promotion! Ask

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

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

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 TOD

Ross Garbarino

Agent

Garbanno State Farm

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

Anna Jones

Agent

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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INTRODUCING

jth no money down

THE A TEAM

MORTGAGE
www.LocallLending.com
(225) 725-LOAN

OVIB|ED IS FOR INFORMATIONAL AND EDUCATIONAL PURPOSES ONLY AND SHOULD NOT BE
ENT TO LEND. ALTHOUGH THE MATERIAL IS DEEMED TO BE ACCURATE AND RELIABLE, THERE IS
S MESSAGE IS THE PROPERTY OF EUSTIS MORTGAGE COMPANY AND CANNOT BE REPRODUCED FOR

ORMATION PURPOSES ONLY AND IS NOT AN ADVERTISEMENT TO EXTEND CUSTOMER CREDIT AS
AMRATES, TERMS AND CONDITIONS ARE SUBJECT TO CHANGE AT ANY TIME.




P> financial fitness

By Elizabeth McCabe and
Shauna Osborne

'Who Needs Beads

When Pm Throwing

AMAZING %
INSURANCE RATES

Aundrea Allen /£

Independent Insurance Agent

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

aundrea@safesourceins.com KQ'
safesource

NSURANCE GROUP

BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE.
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Should
[ See A

Financial
Advisor?

By Elizabeth McCabe and Shauna Osborne

When is it time to see a financial advisor? You've likely been suc-
cessfully managing your money for decades, but certain long-term
goals and life events may necessitate the integration of a profes-
sional, stepping in to assist when financial situations become too
emotional, confusing, or complex to handle alone. Thanks to the
rise in fee-based planning models, expert financial services are
now more accessible than ever. Here are a few circumstances

under which it’s best to seek out the counsel of an advisor:

When Expecting Major Life Events

Preparing for a wedding, awaiting the birth of your first child, or
approaching retirement? These major life events can seriously
complicate even the most careful of financial plans. A financial
advisor can help you embrace the changes in your life with ease and
guide you through times of transition by securing your investments,

helping you plan for the future, and maximizing your returns.

When Pursuing Financial Goals

Do you want to grow your savings or set up a 529 plan for your
child’s college education ... but don’t know where to start? Or
perhaps, you want to diversify your investment portfolio or

pay off your mortgage by 2030. If you have specific, meaningful
financial goals in mind, turn to a professional - a fiduciary legally

obligated to put your best interests first — to help get you there.

When Ensuring Your Legacy

For many, the enduring pursuit of building and preserving wealth
is for the ultimate benefit of our loved ones or chosen, beloved
causes after we, eventually, pass away. Therefore, this “grand
finale” of financial planning is one you’ll need to get right - en-
suring you have organized your affairs for your later years and
prepared for the eventual transfer of your wealth. An advisor can
point you in the right direction to help you protect your assets

and leave things in the right hands for the next generation.

Plan for major life events, surpass your financial goals, and safe-
guard your legacy with the wise counsel of a financial advisor.
You’ll be glad that you did!

MAGNOLIA PLUMBING

Residential and Comemercial

We're Baton Rouge's Home Plumbing Experts!

' Magnoliaplumbing@ ‘yah(hcom
PO Box'83217 ¢ Baton Rouge, LA 70884
www.magnoliaplumbingllc.com

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy.

B Flexible schedulng

W SAME DAY elactronic report: HE5-515-4343
B 10 yrs cormective construction cxponence parsgoninapes ionllc.com
m Competitive pricang s s sgonirepe sl com

Froudly serving Baton Rouge and Surrounding Areas
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COEG.

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
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CYPRESS 5" ROOFING
We Are Insurance Specialists

It's not "
too late!

Did your buyers close
without a home warranty?

They can still get industryleading
coverage after closing.

Contact me for

—Servicing These Areas All Across South Louisiana:

Baton Rouge Sorrento Darrow Saint Amant more details!
Denham Springs Donaldsonville Prairieville Geismar
French Settlement Livingston Walker Gonzales ;/1

+Many more

225.450.5507 - cypressroofingla.com g3 > i, Pople Helping Prople

~ We LOVE Helpi
@ m I n e n t You Fiend The Peef;:cgl‘

CREATIONS & MARKETING  (losing & Referral Gifts
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HELPING YOU CLOSE THE DEAL!

@ TITLE SOLUTIONS

Experienced Attorneys Handling Real Estate Closings, Litigation, and Mineral Law.
A Title Company backed by a Full Service Law Firm

Book your complimentary consultation
today to see how we can help you
reach your target audience.

Charles G. Blaize, Jr.
MANAGING PARTNER

cblaize@mfbfirm.com | 10101 SiegenLn. | Bldg 4, Suite A
Baton Rouge, LA 70810 | Phone: (225) 810-4998 | Fax: (225) 810-4999

1o

BRANDED APPAREL Www.eminentpromo.com
PROMOTIONAL PRODUCTS 225-933-3008

CLOSING & REFERRAL GIFTS © @eminent_creations
CREATlVE MARKETlNG CAMPAlGNS FlEminent Creations & Marketing
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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

FMIS FDLtitle.com

LAW & TITLE COMPANY




