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Whether you're buying or improving, NOLA Lending Group has the experience and expertise to guide home buyers through the #|tmatte rSWhe reyou C I ose # b rt|t| e

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.

3 LOCATIONS TO SERVE YOU!

Nobody knows Baton Rouge like NOLA Lending Group.

M VALoans M RD Loans—Finance up to 100% of home value® Robert Adams | Branch Manager/Attorney 8943 Bluebonnet | Baton Rouge, LA 70810
X Conventional & FHA Loans X  Purchases & Refinance
X Jumbo’& Condo Loans X  Local Lenders with Personal Touch Alex Polito | Director of Sales & Marketing 225-769-5194 | C: 225-603-7897

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

LENDING GROUP Amy Lane | Branch Manager/Attorney 225-291-1M
A Division of Fidelity Bank
Loan Production Office
NolaLending.com Keegan Wisdom | Branch Manager 37283 Swamp Road, Suite 901 | Prairieville, LA 70769
Cathy Waggenspack-Landry | Director of Marketing 225-706-6130 | C: 225-802-1811

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 minimum loan Membaer

amount is $647,200 or greater for a single family home in all states (except Hawaii and Alaska and a few federally designated high-cost markets, where the limit is $970,800. m o
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 will qualify for all b t t I
products offered. Loan programs subject to change without notice. Fidelity Bank NMLS Co. ID 488639 r I e ] c o m

1Available 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
%



WHEREVER YOU ARE,

I I THE NEW WILLIEANDWILLIE.COM
ove IS HERE FOR YOU

this town. "=
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Ryan D Rayburn, Agent
16044 Highway 73, Ste 104B
Prairieville, LA 70769

Bus: 225-677-7744
ryanrayburnagent.com

2007004

Life. Built. Better.
Willie & Willie
Homebuilders

Thanks, Real Producers of Baton Rouge.
| love being here to help in a community
where people are making a difference
every day.

Thank you for all you do.

willieandwillie.com Life. Built. Better.

& StateFarm -t uspeyyour Realtor Duesin 2023 [era

Residential Land Developer| Residential Home Builder
Family owned and operated for over 59 years E wh ot

) Learn more by Following @willieandwillie on i or at willieandwillie.com/dues
State Farm, Bloomington, IL
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We Make Realtors Look Good! HSKE;“%TOESSH

CRISTYN MAYEUX AARON “"Mugsy” SAULNIER

Ask abou’f our Rgaltor Partner Program for 24/7 system Branch Manager Loan Originator
for exclusive savings! monitoring 225-571-5106 225-413-2602
Cmayeux@westinmOthaQGQI’OUP-Com Msaulnier@westinmortgagegroup.com

westinmortgagegroup.com/cmayeux westinmortgagegroup.com/msaulnier
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TemperaturePro.com |225-243-1390
A Modern Company for a Modern World

=

EQUAL HOUSING
OPPORTUNITY

18212 E PETROLEUM DR. BLDG. 5, SUITE A, BATON ROUGE, LA 70809
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PREFERRED PARTNERS

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

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.

These local businesses are proud to partner with you and make this magazine possible. Please

support these businesses and thank them for supporting the REALTOR® community!

BUILDER

D.R. Horton

(281) 904-3081
www.drhorton.com

Passman Homes, Inc
(225) 751-3727

Willie and Willie
Contractors LLC

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

CLEANING SERVICES
Meg’s Meticulous Cleaning
Services LLC

(225) 620-2361

ELECTRICIAN

Circuit Breaker Electric LLC
Michael Webster

(225) 572-7963

GENERATORS

GN Gonzales

(225) 387-5328
www.gngonzales.com

GRILLS/OUTDOOR LIVING
Grill Pro 360

(833) 474-5577
www.grillpro360.com

HOME INSPECTION
Root Home Inspection
Sean Root

(225) 620-8243
www.roothome

inspection.com
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Southern Prime Home
Inspections LLC

Ryan Smith

(504) 228-8680

HOME WARRANTY
Old Republic

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

HVAC SERVICES
Cajun Cooler LLC
(225) 456-1335

TemperaturePro
(225) 243-1390
www.temperaturepro.com

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
(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
Paper Bird Agency

(225) 228-0664
www.paperbirdagency.com

MORTGAGE

NOLA Lending Group, A
Division of Fidelity Bank
(985) 612-2132
NOLALending.com

MORTGAGE LENDER

Area Home Lending

Chris Lewis

(225) 663-2500
www.areahomelending.com

DHI Mortgage

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

GMFS Mortgage
Shannon Rasbury
16333 Columns Way
Apt 12103

Baton Rouge, LA 70817
(225) 907-4445
gmfsmortgage.com/
shannon.rasbury

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

SWBC Mortgage

Tammy Balentine

(225) 939-5958
www.swbcmortgage.com/
balentine

YOU'RE HOM

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

GET STARTED TODAY!

Daismara Torres-Ruiz
Branch Manager, NMLS 2495111

210-380-7 364 | diorres@dhimorigage com

dhimartgage comidaismara-lomes

Westin Mortgage Group
(225) 571-5106

MORTGAGE LENDING
LA Lending LLC
Chasity Graff

(225) 926-5408
www.lalending.net

MOVING COMPANY
ABBA Movers

(225) 384-6683
www.abbamovers.com

NOTARY

AMW Notary Services
Angelique Williams
(225) 892-2568

PAINTER

Swift Painting LLC

(225) 414-6312
www.swiftpaintingllc.com

PLUMBING

Magnolia Plumbing LLC
Brook North

(225) 281-6037

Baton Rouge Slidell
7700 Vincent Rd

225-664-1650

DHI MORTGAGE

A DR Homan® Compady

dhimorigage.com

5951 Befast Bend Ct
[renham Springs, LA 70726 Slidedl, LA 1461
225-667-5679

POWER WASHING
SuperClean Pressure
Washing & Softwash
(225) 470-0080
www.supercleansoft
wash.com

ROOFING

Cypress Roofing

(225) 450-5507
www.cypressroofingla.com

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

Professional Title

Billy Leach

1111 South Range Ave
Denham Springs, LA 70726
(225) 665-7770

TITLE COMPANY

Baton Rouge Title Company
8943 Bluebonnet Blvd
Baton Rouge, LA 70810
(225) 769-5194
www.brtitle.com

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

Fleur De Lis Title
Jeff LeSaicherre
(985) 277-5550
fdtitle.com

Gulf Coast Title
(225) 456-4222
www.gctitle.com

Partners Title

402 N 4th Street

Baton Rouge, LA 70802
(225) 906-0440
www.partnerstitlela.com

TRANSACTION
COORDINATOR

List to Close LLC

Brooke Stevens

(225) 317-9295
www.ListToCloseLLC.com

Financing offered by DHI Mortgage Company, Lid. (DHIM), Branch KMLS 78538, 7700 Vincent Rel., Denham Springs, LA 70726, Branch HMLS
#1808296, 5951 Belfast Band Ct, SBdall, LA 70461, Company NMLS #14622. DHIM is an affiflate of DR, Horton, For mose information about
[FHIM and its ficensang please visit www.dhimortogage.com/affiliate. Provided for informational purpases only. This is not 2 commitrnent to
raraan  |end. Mot all borrowers will quasify. Equal Housing Opportunity,

BF-01/28/1

Baton Rouge Real Producers - 9



MEET THE BATON ROUGE REAL PRODUCERS TEAM

GMFS Mortgage

You can relax while we take care
of your mortgage

Gina Miller Kurt Miller Sr. Carolyn Foley
Publisher Editorial Assistant Advertising Executive

Paige Gardner Aaron Hogan Ace Sylvester
Connections Coordinator Photographer Photographer
I B -
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Ruth Gnirk Molly Cobane Brian Amend
Writer Writer Staff Writer
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== CLOSE WITH CONFIDENCE
PERKINS « BLUEBONNET = ASCENSION

225-769-8800 215-292-9130 225-673-2101
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PLACES to WORK
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b BEST
FLACES 1o WORE
3 BTN

37283 Swamp Rd | Suite 1002 | Prairieville, LA 70769 P-MEEE:MSE;“
Office: 225.402.0251 | Fax: 888.859.8977 -

srasbury@gmfslending.com | gmfsmortgage.com/Shannon.rasbury

 flin] GMES MORTGAGE

WWW.COMMERCETITLE.COM
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All mortgages are originated by GMFS, LLC, NMLS ID# 64997, 7389 Florida Blvd., Ste. 200A Baton Rouge, LA 70806 @
Branch NMLS # 1327554




I’m a self-employed, answer-to-
myself, run-my-world business owner.

I have set business hours.

I get to take a break! I'm
all about the work, and T

GULF COAST.

LOVE results, but 'm also

wise enough to know it’s

I do not take calls during these hours unless they
And I like it. are business-related. I do not dash out the door

FOR YOUR.vSUMM
CLOSING! |

in the middle of these business hours for a run to time for some self-care. All
It’s pretty dang awesome. I don’t have Trader Joe’s because I think I need a new succulent  those daily disciplines need
to answer to a cranky superior or and some chocolate-covered espresso beans. Okay. to include: Take a break.
punch a time clock. There are no faculty  So ve done this. But I don’t do it anymore... OK...I ~ Because when you don’t, it
meetings or quarterly reviews on my don’t do it AS much. starts to show.

calendar. It’s just me, myself and I in my

The boss called me into her

happy little office. I eat lunch when I I’ve read the gamut of books on time management,

want to, run an errand when I want to, communication, habits and self-improvement. Name  office last week. “You need
call my kids when I want to and even the book. I bet you a coffee I have it, or I've read it. an escape! Go AWOL. Put
take a nap if I want to... It’s cool. I treat my business like a business and on the days your phone away. Turn your

when I want to waste time or ignore my duties, vacation responder on, and

Like, totally cool, but it comes with I have to remind myself I'm the boss and boss get out of here!”

some responsibilities and extreme myself around. Without these efforts, we would
disciplines, or this ship will sink. not be where we are today. The same goes for our Yes ma’am.

And I might be the only one in my REALTORS®. Real estate agents are self-employed

office, but I'm not the only one on and can do with their time and energy as they My husband and I need a .
the ship. I have writers and photog- please. One question I'm known for asking them vacation. I need to see my

raphers. Carolyn, my ad manager. when we meet is, what do you credit your success kids and my parents.

My daughter, Paige, our Connections to, then I take note. I want to know. I live to learn

Coordinator.  have REALTORS® and ~ from them! I know I'm spending time every day So I'm going to jet for a

With over 40 years of experience, our team provides real estate 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

clients and family members who tell with a league of extraordinary individuals, and I'd while. I'll be back.
me they love receiving the magazine be remiss to ignore their teachings.

each month, and I’d have to tell them When I return, I’ve got

it’s over. Some of their answers: some news. I've been pray- customer service with offices in Baton Rouge and Springfield, Louisiana.
- Wake early ing about this for a while,

I don’t want to tell anyone “it’s over,” « Have systems in place and doors have opened for

so I've learned the art of entrepre- - Use a whiteboard or some type of visual some expansion. I look for-

neurship and developed some disci- . Set goals ward to sharing.

plines worth sharing. - Read every day
.+ Pray Maybe it’s time for you to take

Ilook over my calendar the night « Choose your circle wisely a break, too. It will do you

before and mentally prepare for the « Surround yourself with people smarter than you good. It will do us all good.

next day. I wake up and spend some « Communication is key

time praying and reading and writing . It’s in the follow-up For the REST of Us,
in my gratitude journal. 7/ 2ave been
a fan of SAVERS from The Miracle

Morning 7or several years: Silence.

Ilove the fact that I'm surrounded by

encouraging, driven, positive people. Annie Womack

Marketing Director

f[G)in

gctitle.com

Corinne Schwartzberg
Attorney at Law

225-295-8222

4473 Bluebonnet Blvd., Suite A Baton Rouge, LA 70809
27179 Highway 42 Springdfield, LA 70462

Jim Beatty
Affirmation. Visualization. Exercise. It’s rubbed off on me; I've remained Attorney at Law

Read. Scribe or Journal. disciplined, and because of my invest-

ment into Baton Rouge Real Producers,

12 - June 2022



When It Comes To Power Equipment,
We‘ve Got You Covered!

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!

(225) 387-5328

666 Chippewa St

Baton Rouge, LA
www.gngonzales.com

HD K INSPECTION SERVICES

Get an HDMK home inspection and
avoid unseen issues on move-in day.

14 - June 2022

Summer ‘la Coming™
Malw Sure the zﬂ@@

DLARMOND

, ' ® MITSUBISHI
"ELECTR'C

CA]UN COOLERS (21 comtortmoter

EEEEE G & Al

225-456-1335 | BRANDEN BRIGNAC | CAJUNCOOLERSLLC@GMAIL.COM | CAJUNCOOLERSINC.COM

Residential and Commercial Transactions
Specialists in Real Estate Law and Closings.

3} Denham Springs
ROFESSIONAL_ 1111 South Range Ave. Reina Building
Denham Springs, LA 70726

www.ptitleinc.com ¢ (225) 665-5600
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Mag

BROOK NORTH

A clear marker of any successful
entrepreneur is the ability to self-start and
create something out of nothing. Brook
North of Magnolia Plumbing has built a life
for himself and his family doing just that,
and he has a thriving business to show for
it. Through hard work, perseverance, and
sticking to his word, Brook continues to
experience success as Magnolia Plumbing
heads into its fifth year. With these guiding
principles deeply rooted, Magnolia
Plumbing will continue to grow as a well-
trusted resource for agents and their clients
in the greater Baton Rouge area.

A FAMILY AFFAIR

While Brook now lives and works in
Baton Rouge, he is a born-and-raised
New Orleans native. When Brook
turned 18, he went to work at his
father’s plumbing business, E.K. Nick
Plumbing. He remained there for the
next 10 years, where he learned the
ins and outs of plumbing, running a
business, and doing things the right

way. “I have been in plumbing ever

16 - June 2022

nolia

PLUMBING

since,” Brook stated. “I am currently

in my 15th year.”

Brook met his wife Ashley at a party
thanks to some mutual friends.
“Ashley is originally from Baton
Rouge and was attending nursing
school at LSU,” Brook explained.
Shortly after the couple had their first
child, they decided to move back to
Ashley’s hometown of Baton Rouge in
2017. This decision caused Brook to
move away from the family business,
but it wasn’t long before he began con-

templating starting one of his own.

“I initially worked for another
plumbing company in town for about
four months and was hearing a lot
about the need for more plumbers

in the area,” Brook recalled. “I saw

a demand for a reliable plumbing
service that followed through on their
word.” Brook knew he was just the
man for the job, so he began setting

plans in motion.

»» partner spotlight

By Molly Cobane

' Brook and his wife, Ashley, along with their
children, Luke, Kate and Griffin

THE PATH TO GROWTH

There was one major obstacle for
Brook when it came to launching a
plumbing business in a new-to-him
town. “I didn’t know anyone in Baton
Rouge,” Brook admitted. Much like
real estate, plumbing is a relation-
ship-driven business, so this proved
to be quite a challenge. Not one to be
easily deterred, Brook forged ahead
anyway. “I was a one-man company
for the first two years,” he said. “It

was all just word of mouth.”

From humble beginnings came
remarkable growth for Magnolia
Plumbing as word continued to
spread. “I would have people tell

me that they called seven different

plumbers before me, and I was the only one who
answered,” Brook reflected. “I was the only one who
did what they said they were going to do.” Five years
later, Magnolia Plumbing has expanded to encom-
pass four additional employees and two trucks that

are always out on the road, ready to help.

Even now as a larger company, the concept of
sticking to his word still guides Brook in his daily
business. “I just looked at a job yesterday where I
was honest with the client that I probably wasn’t the
right one for the job and couldn’t help him. At the
end of the quote, the man asked what he owed me for
coming out. I told him nothing, and he was surprised
by that,” Brook said. “I do stufflike that all the time

because it puts a good image in the client’s mind.”

HELPING BUYERS AND SELLERS

Brook is not only reliable but is also highly qual-
ified and knows how to be helpful in a real estate
transaction. “I have my master’s plumbing license
and master’s natural gas fitters license,” Brook said.
“I also have experience with sewer cameras for
inspections and the process of selling and buying
as a whole. I have a lot of experience (taking care

of) inspection report items and helping with any

/

MAGNOLIA PLUMBING

Residential and Comemercial

We're Baton Rouge's Home Plumbing Experts!

F(225) 28186037 "%

Magnoliaplumbing@ ‘yahoB‘.com
PO Box 83217 « Baton Rouge, LA 70884
www.magnoliaplumbingllc.com

problems during the transaction. No job is too big
or too small.”

When Brook isn’t working, he is spending time

with Ashley and their children, Kate, 7, Griffin, 2,
and Luke, 7 months. He is also an avid golfer and
carves out as much time for the golf course as he
can. Because the business is his livelihood, it is
extremely important to Brook to earn his clients’
trust for life. “I really like putting peoples’ minds

at ease with their plumbing problems; just helping
people and being there when they need me,” he said.

As a result, Magnolia Plumbing’s growth has been
unbelievable - even to its founder. “If you would have
told me four and a half years ago that I'd be here,
I'wouldn’t have believed you,” he expressed. With

a heart for putting others first and always doing
what he says he will do, there’s no doubt Magnolia

Plumbing’s future in Baton Rouge is secured.

MAGNOLIA PLUMBING

Residential and Comnercial

HURRICANE SEASON BEGINS
JUNE 1ST!

Do you know what your hurricane deductible is?
May be as high as 5% of your coverage!
Call me and let’'s make sure you do.

TN

P -

=a
PR o s

Aundrea Allen

Independent Insurance Agent

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

safesource

NSURANCE GROUP

BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE.
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Photos by Ace Sylvester
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NEVER GIVE UP

At my core I am a caregiver, but

. |

I have always had big dreams
for myself. I knew that if I was
going to achieve those dreams,
I could not give up, even when
things were difficult. My parents
worked hard to provide for my
eight siblings and I, and their
love and belief in me instilled
a deep sense of confidence. I
knew I was much bigger than
the trailer and the small town
in which I grew up. I believe
that my humble but love-filled
upbringing is the reason I have
been so successful in real estate.
As afirst-generation college
graduate, I remember being
very proud of my major accom-
plishment. After receiving my
degree in Nursing, I worked
in several hospitals in Baton
Rouge. I enjoyed my job because
Iloved helping others, but most
importantly, as a single mom, it
allowed me to provide every-
thing my son Therron would
need to be successful. Although
working as a nurse gave me
unexplainable joy, I knew I had
a calling to be a change agent
responsible for challenging

the status quo.

- 19



While I was busy caring for others, I
discovered I had breast cancer. While
that diagnosis is earth-shattering for
many, it was inspiring for me. I told
God that if He would grant me life,

I would never waste a day. When I
beat cancer, I realized I could conquer
ANYTHING in this life, and I was
going to fulfill all of my dreams, no
matter how outrageous they seemed.
That’s how I became a REALTOR®!

Thirteen years ago, I knew I was
ready to join the unfamiliar and com-
petitive world of real estate. It was

intimidating to learn a different way

of communicating, using new verbiage

and jargon, and I had to navigate laws
and ethics that I'd never dealt with in
the medical field. I also had to learn
to discern between those who were
trying to teach and those trying to
take. I never gave up, and each win
and loss were well worth it because
they helped me grow into the position

in which I serve today.

Becoming an agent for the prestigious
Keller Williams in 2016 was a dream
come true because the name itselfis
synonymous with achievement. In
the three years I worked for KW First
Choice, I honed my skills to perfec-

tion and learned the art of engaging

clients, searching leads, building
collaborative teams, and most impor-
tantly, closing the deal. As a solo
agent selling millions of dollars in
inventory, I quickly rose to the top. In
2019, my last year with First Choice,
I was recognized as number seven of
nearly 250 Keller Williams agents.
When I was awarded for my hard
work, I had an epiphany and began
designing my own real estate firm. I
knew I was ready to serve families
under my own name, throughout
Louisiana and the United States! I
earned my real estate brokers license
in 2019 and engaged in the extremely
fun and nerve-wrecking activities
involved in creating Geneva Harris
Realty. Although it was challenging
to leave such a safe space as Keller
Williams, I knew I had the hustle and
knowledge to be successful and help

others be successful too.

In 2019, I decided to become a broker
to expand my reach. I wanted to be a
one-stop shop, and become a diverse
agent who could provide a multitude
of services to my clients so that once
they walked into my doors they would
not have to look any further. I wanted
to hold my clients’ hands from the
beginning of the process to the end.
The love and support reciprocated
between my clients and I led to me to

truly change the game!

To stand out, I took a different
approach to selling houses by using
social media as a platform to intro-
duce myself to thousands of people
with whom I wouldn’t have otherwise
been able to connect. I used Facebook
to show properties and engage inter-
ested homebuyers. More importantly,
I informed and encouraged those who
didn’t realize home ownership could
be their reality, not just a dream. The
best gift I would give my clients is

my commitment to assisting them
long after their home was purchased.

I enjoyed planning out how I would

celebrate those who took the journey with me, from special clos-
ings with champagne and light snacks, to beautiful housewarm-

ing gifts to show how much my clients meant to me.

Sultana Nadir, one of my New Orleans clients shared, “Geneva
does not leave your side EVER. I have been in my home for more
than three years, and I can still call her with questions. She
never hesitated to drive more than an hour from Gonzales to
New Orleans, anytime my fiancé and I had had questions or con-
cerns. You just don’t see that type of customer service anymore.
Geneva is refreshing reminder that there are still people who do

their work to make others happy.”

‘When I’'m not leading my team of 10, serving clients, and making
million-dollar sales, I am enjoying life with my fiancé Patrick
Ovide, my son Therron, and my grandson “Junior.” I am still a
family girl at heart, and spend every Sunday with my siblings and
their families, keeping up the tradition our parents established

decades ago. We also enjoy family game night once a month.

I'love volunteering at my church, and giving back to my commu-
nity by donating meals to teachers, giving gifts to students for
Christmas, sponsor sporting events, and donate resources so
impoverished seniors can enjoy prom and other activities. God
has blessed me abundantly, and it’s only right I share with those
who need it most. I stay active by playing in a volleyball league,
and I am currently learning about investment properties so I can

expand my reach even more.

My late parents, Joseph Sr. and Elsie Mae Harris, taught me

that nothing that is worth anything comes easily, so even though
things were difficult, I never gave up. I am blessed to say that I
have expanded my reach throughout Louisiana. After just two
years on my own, I had helped around 200 families and closed
more than $15 M in sales. Because of my consistently stellar per-
formance, ERA Realty offered me the opportunity to franchise. I
made history, becoming the first African-American female in our

State to franchise her business!

I am living the dream of my ancestors, having risen above obsta-
cles to achieve success in a very competitive field. I continue

to grow daily as a person and as a professional, sharpening my
skills, staying abreast of the latest trends in real estate, and
continually reinventing myself every day, with every client. I
teach my clients about the power of credit, and introduce them
to systems and strategies that will benefit them now and sustain
them in the future. I have found my niche, and will not stop until

everyone in Louisiana has the keys to their own home!

BECOMING THE FIRST AFRICAN-AMERICAN FEMALE IN
OUR STATE TO FRANCHISE HER BUSINESS! 99
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IF YOUR*HOUSE
NEEDRS#LIFT,

CALL SWIFT!

LAWN & MCAPE f,., 1

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

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

EXTERIOR PAINTING | INTERIOR PAINTING
STAINING SERVICES | (225) 414-6312

SWIFTPAINTINGLLC.COM

mhglawnservices.com | 225-424-1000

9800 Airline Hwy, Suite #243 | Baton Rouge, LA 70816

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

Meet Our Team

Key Lending

Solutions

AUBER "SKIP" SHOWS III JOHN "GREG" FOY

Owner/Partner Owner/Partner

NMLS# 118490 NMLS# 118477 Shara Caballero Sonya Shows Traci Roy Adams

10311 Jefferson Hwy Ste B3 | Baton Rouge, LA 70809 | (225) 291-7901 | keylendingsolutions.com | NMLS# 116973
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@SuperCleon

Pressure Washing & SoftWash

Soft Wash ¢ Roof Washing ¢ Pressure Washing

Serving Baton Rouge & Surrounding Areas

RANG
TRATEY
IURSS

CIAL NEDIA

&
e

Ask About Our Realtor Services
www.supercleansoftwash.com @ 225-470-0080

Take The Worry Out Of
Home Ownership With
a Home Warranty

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

\',f‘ 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

Coverage

www.hwahomewarranty.com | Customer Service - 888-492-7359
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»» honest to goodness

By David Madaffari

WHATEVER
T TAKES

From the depths of what had been the worst transaction

Excellent
customer service
is the only thing
separating us
from the Big Tech
real estate.

Excellent customer service is the only thing separating us from

experience of my career, | reflected on how our industry the Big Tech real estate websites out there that are actively

has changed in the last two years. Through talking with trying to make real estate operate more like a vending machine

my colleagues and vendors that service our businesses, than the complex financial, emotional, and economic industry
| started to find a common theme among many of them, that it is. If we continue down this path, and clients begin to just
namely of the perception that we as an industry can’t expect base-level effort, we might as well turn in our lockboxes
be bothered to apply the simplest teaching from our and peace out.

childhoods: “Treat others as you wish to be treated.”

Going above and beyond must now be the norm - and then, go
Surely, this idealistic view of how we should live our lives is a above and beyond THAT.
noble endeavor. And yet, I began to think about how this state-

ment could be worded more specifically for business — a mission
Have something you would like to say?
Email David and let’s keep the conversation going: david@davidmadafarri.com.

statement of sorts. To that end, I arrived at it this way:

“Do whatever it takes to get a job done well for someone else,
RESIDENTIAL | COMMERCIAL | REAL ESTATE CLEANINGS

Call Today
and Llet Us

e YOUT

Stress 4»@ /

Jjust as you would expect them to do whatever it takes to get a
job done well for you.”

In the last two years especially, we have all probably experi-

enced a noticeable devolution of customer service from across

Mea's Melicwtows

many facets of the economy. From retail to real estate, there is a GLBfW NG BERVICES LiE
growing perception that those who we engage in commerce with ,

generally lack a passion to do whatever it takes to get a job done

well. The irony is that this has all occurred DURING a pandemic,

when excellent customer service is possibly the only thing keep-

ing people in business in the first place.

Since June of 2020, sales records have been smashed, prices and
commissions have gone up and even the refinance boom have all
lead to increased prosperity for everyone within the real estate
industry. These are all good things, and I am not arguing that they
are not. However, the issue that can be seen creeping into the
zeitgeist of our industry is that good times tend to breed compla-
cency ... which can then lead to apathy. Using Lee Atwater’s idea
that perception is reality, according to our customers’ experience
with us, it begins to look like borderline arrogance. If our repu-
tations ARE our brand, then it must always come with a sense

of humility to avoid making the mistake of thinking we can write

off some of our duties to clients when things get tough. We must

always be willing to do whatever it takes, even if it demands an

225-620-2361

megsmeticulousservice@gmail.com | ® @MegsMeticulousCleaningService
7106 Antioch Road | Baton Rouge, LA

inconvenience on our part or an extraordinary orchestration of

multiple resources to achieve it.

Baton Rouge Real Producers - 25



=

Have you : DRHORTON

America’s Budtater

heard about
Key Club?

Key Club rewards Real Estate Agents who consistently partner with D.R.

Horton, Inc. Real Estate Agents who close two or more new D.R. Horton
homes in the 2022 calendar year are awarded Key Club membership.

THE PERKS!

® 3% Commission on your first closing,

e 3.5% Commission on your second closing,

e 4% Commission on your third closing,

e 4.5% Commission on your fourth closing,

e 5% Commission on your fifth closing and beyond.

Bellacosa Whispering Springs

IN BATON ROUGE
& DENHAM SPRINGS

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

between 1/1/22 and 12/31/22, 4% commission is valid for the third D.R. Horton home closed between 1/1/22 and 12/31/22, 4.5% commiission is valid for the fourth D.R. Horton home
closed between 1/1/22 and 12/31/22, 5% commission is valid for the fifth and beyond D.R. Horton homes closed between 1/1/22 and 12/31/22. 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

LA' BELLACOSA@ D RH 0 RTO N . CO M LA'WHISPERI N GSPRINGS@DRHORTON . COM 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)
225-43 5 -8205 225 228 5534 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,
1 4244 Bel | acosa Aven ue, 3 5 527 Evel’S Drlve, 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
H i herei i 12/31/22.
Baton Rouge, LA 70817 Denham Springs, LA 70706 contained herein expire on 12/31/.
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career moves

By Brian Amend

Photos by Ace Sylvester

“You’ve got

to build that

trust, and you’ve got to

educate. Those are my two
big, key points,” explained

Alicia Hedri

ck. She was speaking of

the current real estate environment with

its accelerated volume and pace. “Buyers are

having to make such quick decisions. Sellers are

getting so overwhelmed with all of these offers

coming in.”

These key points guide the practice of

a REALTOR® who got into the business because

she “wanted to do something more monumental.”

Before becoming a REALTOR®, Alicia had
worked in sales both for paper products and for
wine and spirits. In addition, she owned two rental
properties and saw an opportunity to help others
benefit from real estate as she had. In 2015, she
reached out to a long-time friend who helped her
buy her first house and who had recurrently told
her she would make a good REALTOR®. “She

was a great mentor,” Alicia said of her friend,

who provided one-of-a-kind “quality one-on-one

training,” to which Alicia attributes a lot of her

28 - June 2022

LICLA
EPRICK

FLAVIN REALTY

F‘_

success. During her time working with her friend
at Team Smith Exp Realty, Alicia was able to train
new and seasoned agents, passing on in some way
the mentorship she had received. Last year, Alicia’s
fiancé Shane Robertson opened a Baton Rouge
office, Flavin Realty, and they now work together.
Enjoying success at both agencies, Alicia won

Top Salesman of the Year in 2020 at Team Smith
Exp Realty and Top Salesman of the Year in 2021
at Flavin Realty and has averaged $12,000,000-

$14,000,000 per year in career production volume.

“I love what I do so much,” shared Alicia.

!

In her spare time, Alicia enjoys keeping up the
lawn and the gardens around the house she and her
fiancé share, planting and tending flowers that will
attract hummingbirds to the feeders hung about the
property. The process of cutting grass is enjoyable
to Alicia because it is the “one time” she can “put
her phone aside” in order to “clear her head” and
“decompress.” Her experience in this regard has
led to clients asking for advice on how they could
cultivate their own landscaping to increase the curb

appeal of their property. She also likes spending

time with friends and family and reported that she
and her sisters, Brandy Horn, Lindsey Jennings, and
Heather Scichilone “enjoy shopping until we drop”
as well as spending time outside with Alicia’s nieces

and nephews while making memories with them.

Alicia moved to Baton Rouge in the year 2000
to study at LSU and graduated in 2005 with a
major in management and minors in marketing and
in religion. During that time, she played tuba for

the Golden Band from Tiger Land, marching onto

Baton Rouge Real Producers -



reality, that people such as the lender, the

home inspector, the home appraiser, and
she are all working together to get the
client to the finish line.

The ease of communication
and the cultural insistence on instant
gratification has created a challenge
for REALTORs®. “Clients are tempted
to find a new agent when they cannot
immediately get a hold of their cur-
rent one,” Alicia said. In addition to
occasionally setting firm boundaries
in order to maintain the sanctity
of time with her family, Alicia has
found it helpful to educate clients
on how she has their best interest
at heart. Oftentimes this takes the
form of presenting possibilities
in terms of stories or scenarios:
“If we do this, then the out-
come is A, but if we do this, the
outcome is B and C.” She also
emphasizes to them what she
most wants to be remembered
for, that having their best
interest at heart means she
will be a resource for the
client before, during, and
after the transaction and
that they can call her
for questions long after
the transaction has

been completed.

Alicia emphasizes
that agents should
know very well their
client’s short-term

and long-term goals

eeeo  thefield and putting on a performance at so that they can arrange situations that will satisfy
half-time. Asked how this experience helped both. As an adjunct to that, agents should understand
form who she is, Alicia answered, “You’ve the language of the contracts that are in place to help
got to work collectively together; you’re not a both sellers and buyers, and how the wording adds
one-man show. You have to work with the other protections for each of those parties. When helping
members of the band to be able to do the for- people make possibly the biggest investment of
mations, to be able to make the music come out their life, which will affect not only their assets but
as a whole sound, to make whatever masterpiece also their social life, their domestic life, and the
you're designing on the field.” This is not hard to memories they will make, agents should be capa-
translate into business: “This isn’t Alicia business, ble of guiding them towards decisions that will
it’s Alicia trying to give service and be helpful to accommodate both their immediate and their
others.” Alicia is upfront with her clients about this prospective needs and desires.
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. Let Us Carry the Stress of Your Move!
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BATON ROUGE, LA 225-384-6683 ABBAMOVERS.COM INFO@ABBAMOVERS.COM

PARTNERSDH
g R S g O T

YOUR LOUISIANA
TITLE COMPANY

The more people see you, Eye-catching visuals that People buy from businesses
the more they choose you. won't get lost in the noise. that are top of mind.

STOP BLENDING IN. START STANDING OUT. RUNNINGBOARDS

; ; mmmmmn M ARKET NG ey
To be a successful business, you need memorable, cutting- MARKLET LIS

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,
using DAV® (pronounced dave), our digital mobile billboard.
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a few years, he took out a loan for
renovations and flipped the house.
After gaining this experience, Jeremy
decided to become a REALTOR®, at a
time when his first son, Joshua, was

on the way.

Joshua is now 10 years old and enjoys
playing football, as does his younger
brother Jacob, aged 8. Jeremy and
Shawanda also have twin sons, Jaxon
and Jordan, 2-year-old boys. With

a full house and the responsibilities
of a successful real estate business,
Shawanda obtained her REALTOR®
license in 2018, allowing her the
opportunity to help her husband.
They are busy, but they do find

time to travel and enjoy some local
football, including the New Orleans
Saints, LSU, and Southern University
where Jeremy graduated in 2005 with

his Bachelor in Accounting.

Jeremy has been successful by con-
ventional standards, as well as those
he sets for himself. Last year he saw
approximately $10,000,000 in produc-

tion with 45 transactions. He shares

his business is based 100% on referrals
and considers his work a ministry. “I
pray for my clients, that God will give
them the desires of their hearts.”

With a belief in multiple streams of income, Jeremy Henderson has

He likes to work with first-time

JEREMY.

devoted 16 years to working for the U.S. Postal Service and made homebuyers and “whoever the world
the decision to become a REALTOR® in 2011. and lenders say no to.” At times he
has to build up his clients’ faith and
His true appreciation for real estate family reunion and talking to rela- coach them. “You only need one yes,”
began in 2007, the year he bought a tives who had profited from rental he tells them. “You can get a 100
house and married his high-school properties inspired this move. Having  nos, but you only need one yes.” He
sweetheart, Shawanda. Attending a built equity into that first house after has had clients who need to build up
P> cover story
By Brian Amend
Photos by Ace Sylvester
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their credit and he tells them to work
steadily because he does not want

to have “the same conversation in a
year or two.” In this vein, one of his
favorite quotations comes from the
2007 Denzel Washington movie, 7%e
Great Debaters: “We do what we have
to do, to do what we want to do.”

TESTIFY

Jeremy Henderson’s vision of
impacting lives in his community is
currently taking shape in the house
where he grew up. Although he has
not lived there for a long time, a
significant portion of his legacy may
live on at Henderson House. He is
turning the residence into a place of
mentorship for youth who live in the
neighborhood. Teaching young people
about opportunities available to them,
he’s hoping they’ll respond by saying,
“I didn’t realize putting this sheetrock
up or painting was so easy... Hey, |

can take this and make money!”

Jeremy sees his business as help-
ing people achieve a piece of the

American dream.

“A house that becomes a home is not
just a building.” He continues, “Itis a
hub that allows the children growing
up there to find a circle of friends, the
schools they will go to, all the things
that can make childhood memories.”
He seeks his higher power to use him
“as a vessel to create a lasting testi-

mony” in his clients’ lives.

Jeremy has his own testimony as
well. When floods hit Baton Rouge

in 2016, he lost two houses, one

that he’d just bought and renovated.
Though discouraged, he felt led to buy

six lockboxes and some real estate

36 - June 2022

signs. In faith, he told people what

he was doing. By March 2017, he had
10 listings, and since that time, his
business has never been better. When
he spends time building clients’ faith,

he is working from experience.

Q208

In addition to Henderson House,

Jeremy supports the St. Jude’s
Children’s Hospital and The Cystic
Fibrosis Foundation. He hopes to

become a builder in the future and has

a vision of donating one house a year. This
fits right in with his belief that the measure
of success is the lives one has impacted:
“Imagine the impact you could make in

someone’s life by donating a home.”

KEEP GOING
Jeremy consistently
attends trainings
and finds people
with experience to
lead in his own
growth. “This

is essential,” he
said. “You have

to learn your
craft.” He also
recommends

not visualizing
this career

to be like on
television show:
where things
resolve after

a commercial

break.

Between his job

with USPS, and

an established and
successful career

as a top producing
REALTOR®, one

might wonder how a
husband and father of
four can be so kind and
intentional in caring
for others. “I just keep
going and add in a lot
of prayer.” He adds,
“My wife and I have
been together since high
school, and we’ve both
always worked, and

worked responsibly.”

Y .‘. ~A HOUSE THAT
.’; BECOMES A
HOME IS NOT
JUST A BUILDING.
ITIS A HUB
THAT ALLOWS
THE CHILDREN
GROWING UP
THERE TO FIND
A CIRCLE OF
FRIENDS, THE
SCHOOLS THEY
WILL GO TO,
ALL THE THINGS
__THAT CAN MAK
CHILDHOO
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P» healthy living

By Shauna Osborne

BEING

ver the last couple of pandemic years,

many of us have become incredibly
good at adapting to unanticipated changes
and adversities in daily routines and ways
of life. Emotional resilience is the ability
to cope and adjust in highly stressful or
tense situations. Emotionally resilient
people handle acute trauma more efficiently,
and they are able to bounce back more
quickly in the aftermath. They also have a
stronger capability to adapt to and manage
life changes, both small and large. These
individuals grow stronger and learn about
themselves and others from their negative
experiences, while others struggle to recover
or develop harmful coping mechanisms (e.g.,

substance abuse) or psychological disorders.

What makes some people more resilient
in crises than others? To an extent,
resiliency is innate — some people are
naturally more easygoing than others - but it
is also a skill that can be developed. Overall,
emotionally resilient people tend to have

several traits in common:

Emotional awareness: Resilient people

are conscious of their emotions and have
taken time to explore and understand

what they feel and why they feel it. This
important form of self-care leads to higher
degrees of self-awareness, allowing them to
disengage from the adversity at hand, thus
gaining them perspective. Their evolving
consciousness also broadens their awareness

of others’ emotions.

Strong social support system: Perhaps

most importantly, a strong support system

EMOTIONAL.
RESILIENT

. ‘ ‘ Try to show

yourself the

£ same support
and compassion

you offer others.

is consciously cultivated and
valued by emotionally resilient
individuals. Positive social
support has been shown to
stimulate the release of oxytocin,
a “happy hormone,” whereas

a lack of support from friends
and family is associated with
indicators of compromised

physical and mental health.

Perception of mastery: Resilient
people believe they have control
over their own lives rather than
being controlled by external
factors, which allows them to be
proactive in dealing with stress
and finding solutions for the

problems at hand.

Sense of humor: I'm sure we've
all heard the saying, “If you

can’t laugh at yourself, who

can you laugh at?” Emotionally
resilient people are not only able
to navigate difficult situations
more easily, but they can also
find humor there. Crises are not
perceived as threats but instead
challenges to be overcome,
altering how their brains perceive

and react to the stress.

In closing, remember that
everyone responds to trauma
differently; try to show yourself
the same support and compassion
you offer others, especially during

times of hardship.

)
AREA

HOME LENDING

THE PERFECT LENDER
FOR YOUR PERFECT HOME

WELCOME ANDY TO THE AREA HOME LENDING TEAM

FAVORITE HOBBIES: | love to hunt, fish, and golf when | can. Along with
riding my Harley when possible.

TELL US ABOUT YOUR FAMILY: Married to my wife Marla for 34 years and

have a 32 year old son, as well as a German Shepard (Bella) and a cat (Holly).

FAVORITE PART OF BEING A MORTGAGE LOAN OFFICER?

Just love being able to help new and past clients with guiding them through
the mortgage loan process. | have been in business for 30 years and have seen
it all, so | guess you can say | have “some” experience, right?

WHAT DOES THE TRANSITION TO AREA HOME LENDING MEAN
FOR YOU AND YOUR REFERRAL PARTNERS?

| am so excited to have the opportunity to join the AHL team. They’re a small
company with a great reputation and a mortgage broker so we have a lot more
financing options to benefit each client. This move just makes things easy for
me and my clients, and this business is hard enough. | wanted things to be
SIMPLE and EASY for everyone involved in my transactions and | feel like this
achieves that.

ANDY AUCOIN

LOAN OFFICER

(NMLS # 83261)

PURCHASE « REFINANCE - INVESTMENT - CONSTRUCTION

1737 OAKDALE DRIVE, BATON ROUGE, LA 70810 o
@ 225.663.2500 | ANDY@AREAHOMELENDING.COM | WWW.AREAHOMELENDING.COM

LENBER NMLS # 75386
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A title company backed by a full-service law firm

Difficult closings made easy

Darby Baronet

Marketing Director

dbaronet@mfbfirm.com

Brett Bajon

Attorney, Family Man

bbajon@mfbfirm.com Charles Blaize
Managing Partner,
Closing Attorney

Connie Easterly G ;";;f;ligiggé“ﬁons

Closing Coordinator

ceasterly@mfbfirm.com e ?Jfﬁg?ébﬂ??fimom

10101 Siegen Ln | Bldg 4 Suite A | Baton Rouge, LA 70810
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Offices in Baton Rouge & Houma

Minor Repairs or an
Emergency Fix,

We Will Take Care Of It

&3 Circuit Breaker
Electric L.L.c. ,
Grill Cleaning * Vent Hood Cleaning

Michael Webster : e : .
DN L ECTEIGIAR Grill Repair * Granite Cleaning & Resealing

Stainless Steel Backsplash
OPEN MONDAY - FRIDAY

SATURDAY & SUNDAY BY APPOINTMENT ONLY r N
‘g %

circuitbreakerelec@gmail.com 833-6[‘”/ P[‘O [ ceerozs0 |

OFFICE - 225.658.2903 | MOBILE - 225.572.7963 f (833-474-5577)
GrillPro360.com

License No. 65239

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

Anna Jones State Farm
4811 Harding Blvd Suite A
Baton Rouge LA 70811

Garbanno State Farm
9844 Jefferson Hwy Suite 102
Baton Rouge LA TOB03

225.751.4840 25.356.1241
rossi@garbarinoSF.com anna@annabJones com
www.garbarinaSF.com wwrw AnnablJones. 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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Southern Prime
Home Inspections

HOME INSPECTIONS BUILT ON
INTEGRITY, HONESTY, AND EXCELLENCE

“YOU‘RE NOT JUST BUYING AN
INSPECTION. YOU’RE GAINING
PEACE OF MIND ABOUT
A MAJOR INVESTMENT
IN YOUR FUTURE”

- RYAN SMITH, OWNER & INSPECTOR

504.228.8680

www.sphomeinspectionsllc.com

Srwving the (Greates Balon Bouge tied

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

The N2 Company - the company behind this
publication and 850+ others like it - is financially
committed to end human trafficking.

N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.

Thanks to the businesses within these pages, our
Area Directors, and readers like you, we're able to
break the chains of this horrible reality.

AEO =4

Visit n2gives.com to learn more
about our giving program.

A GIVING PROGRAM BY

THE N2 COMPANY
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Your

Louisiana
Mortgage

Solution

LA Lending Offers
FREE APPRAISALS For
All First Responders*

—

ﬁ

LA 1.Elr~lli‘r}| NG -

Chasity Graff -

Mortgage Broker/Owner

2051 Silverside Drive Suite 100
Baton Rouge, LA 70808

225-926-5408
www.lalending.net
chasity@lalending.net

Licensed by the Office of Financial Institutions in the State of Lou
NMLS #129561 / LO NMLS #129638
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WHERE ARE THEY

Name: Deante’ Thomas

Brokerage: Keller Williams Realty Red
Stick Partners

Years in real estate: Six years

Month featured in BRRP: June 2020

Do you remember how it felt to be chosen
as the Rising Star for Baton Rouge Real
Producers? Tell us about it!

I can honestly say I was surprised! To
me, this magazine represents the best
in the business, and for me to get to

be featured shows that I was looked

at that way! There are thousands of
agents in the area that could have been

chosen, but for that moment it was me!

What is the biggest change(s) for you since
that feature article?

My biggest change since the feature
has been adding leverage to help me

serve more clients at a high level. I

now have an administrative assistant

and a showing assistant.

Have there been any challenges you’ve
had to overcome? And how did you
overcome them?

Covid was one thing we all had chal-
lenges with and had to adjust to. In
the beginning, I had to be creative on
how to serve clients without having
much contact. During that period, I
did plenty of virtual showing or went
to a home and recorded a detailed
video to send to buyers. That allowed
clients to get a great feel for the
home without having to be present.

Leveraging technology!

What do you attribute your growth to?
T have to credit my team around me
for my growth! My assistant, Precious

Hamilton, and showing assistant, Jalen

R

Deanté Thomas

Norwood, have helped me tremen-
dously! Precious helps behind the
scenes doing paperwork and keeping
the deals moving forward so I'm not
chained down to the computer. Jalen
assists me with showing appointments

so I can basically be two places at once!

What is one thing you’ve learned about
yourself in the past two years during a
pandemic and social restrictions that you
want others to know?

I learned that in life, we will all

have challenges. What defines us is
how we react and adjust! This is an
ever-evolving business, if you want to
be great, you have to be able to evolve
with it! I really learned how deter-
mined I was! Not letting anything get

in between my goals!

Have you discovered any new books or
movies or music or local hotspots we need
to know about?

The book that I'm currently reading is
Cash Flow Forever by Jeff K. Johnson,
as I'look to grow my real estate

investment portfolio.

Where do you see yourself in a year?

Five years?

In five years, I see myself still serving
my clients at a high level through real
estate sales and also having acquired

about 20 more investment properties
to balance my scale between real

estate sales and real estate investing.
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LISTING & TRANSACTION
MANAGEMENT

Need Help with Real Estate Errands?

V. [ CONTACT US
A TOSCHEDULEAleﬂ ﬂEE
MARKETING & BRAND STRATEGY R Rl
; i 1 Sign/Lockbox | Deposit Checks
> Escrow Checks
) Closing Documents from Title

Meet Vendor at Property
EXCELLENT SERVICE AND r— Marketing Materials

STRONG COMMUNICATION

l | Making your job easy and your clients happy. . @Vﬂﬂéﬁ/ 9(%%&
Professional Photography ¢ Confent Creation S
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' m Compatitive pricn W gt il com Baton Rouge LA 70810
Brand Strategy ¢ Videography ”

Proudiy serving Haton Rouge and Surroun, dirig Areas 1 T Bl’OOke@LiStTOClOSQLLC‘Com
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SWBC. | Mortgage

I think...therefore | Am” -Sir Isaac Newton Your Lcca| W Lender

601-807-8292
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{ ondysylves’rer%@gmoll com
' u
Lordemizfit,com = CONTACT ME TODAY! 11732 Market Place Ave., Suite A

Baton Rouge, LA 70816
TAMMY BALENTINE

Office: 225.292.2601 | Cell: 225.939.5958

] 3o FF SWBC Mortgage Corporation tbalentine@swbc.com
1y Area Branch Manager | NMLS #88255 swbcmortgage.com/balentine
@ LO rd el I l |Zf|1- SWBC Mor tg ge Corporation, NMLS #9741, check licensing at www.nmlsconsumeraccess.org. Loans subject to credit and property approval, restrictions and conditions may apply. Not all loan programs or loan

amounts available in all areas. Programs and guide I subject to change without notice. Corporate office: 9311 San Pedro Ave,, Ste. 100, San Antonio, TX 78216. © 2022SWBC. All rights reserved
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HOME INSIPECTION

Sean Root ...

225-620-8243 - roothomeinspection.com £3@

v -

angie b wilson

te @angiebwilson.hautehomes @_hautestuff_/
R i o
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¢ OLD REPUBLIC HOME PROTECTION

Don’t risk your commission

A home warranty is an important addition
to your risk management strategy.

Contact me loday

for details! Webb Wartelle
Senior Account Execulive [

B00.-282.7131 Exf. 1285

. 225241 2088

WebbWi@orhp.com

my.orhp.comiwebbwariele

e Ty g
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Thanks so much!! We appreciate you!!

Baton Rouge Sorrento Darrow Saint Amant
Denham Springs Donaldsonville Prairieville Geismar
French Settlement Livingston Walker Gonzales

PARTNER

\
PASSMAN-HOMES

Fine Homes Since 1971

(=)

FIND US ON
@passmanhomes

225.751.3727

5515 Superior Suite A3
Baton Rouge, LA 70816

Builder Liaison:
Karen Moore 225.268.1555

Licensed Residential & Commercial Contractor

www.PassmanHomes.net




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




