


Overcoming Challenges

Born in Houma, Louisiana, and now
making a home in Baldwin County,
Real Producers’ April 2023 Top
Agent, Erica Tivet-Smith, never had
an inkling growing up that she’d soon
become known as a highly respected

Realtor in lower Alabama.

“I've lived in several different places,
such as Indiana and Colorado. We
made our way over here in 2012 to
Theodore because my father was sick
with cancer. My husband at the time
was in the military so we could live

anywhere.” Tivet-Smith said.

After her father passed in 2015, the
Realtor that helped Erica in purchasing
her home at the time suggested that she

should consider a career in real estate.

“My agent said that I was very per-

sonable and should consider getting
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into the industry. After she helped us
with buying our second home, I went
for it.” Tivet-Smith said.

Erica enrolled at the Roberts
Brothers’ training school, located in
Mobile, in October of 2015.

As fate would have it, she passed her
exam, national agency interview and
graduated from training class on her
birthday, December 8.

Legendary Realty in Mobile, the Chris
Adams team, was her first foray into

the business as a licensed agent.

“Chris was my first mentor. I still
call him to this day, to cry and laugh.
He became like a father figure to me,
and I will always be thankful for his

guidance.” Erica said.

Starting production in 2016, Erica
initially marketed using internet leads
before deciding to focus on veteran
home buyers, due to her family’s long
history of service. Her passion for
those that served in the armed forces

is obvious.

“Both of my grandfathers were in the
Army. My dad was in the Army. My
first husband and second husband are
both Army veterans, and my son is

now in the Marines.” Tivet-Smith said.

“I always say that veterans don’t
get enough benefits. They often
don’t get treated the way that they
should in a lot of situations. A VA
loan is a great thing, and many vet-
erans don’t realize they can use it. I
wanted to be a resource for veter-

ans.” she continued.

Erica attributes much of her success from repeat business.
Moving into her second year of production, 50% of new
closings came by way of referrals from past clients. She
also credits hiring Elizabeth Gorlott, in her second year of
production, as being an invaluable part of her success from

almost the beginning.

“Elizabeth has always supported me. I have learned when
you treat someone that works for you with the utmost
respect and as a team member, they will always stay by
your side. She has also become an agent recently and I
couldn’t have handled the volume done over the years

without her by my side.”

“We follow up consistently. Answering the phone is a big
thing. I can’t tell you how many deals were picked up from
answering on the first or second ring. If missed, prospects
are called back in five minutes. If I can recommend anything,

it’s to always stay in touch with people.” Tivet-Smith said.

Erica has faced personal challenges during her rise to
prominence as a top producing Realtor, with the month of

September inexplicably emerging as notably aberrant.

In September of 2017 she was diagnosed with thyroid
cancer, the same ailment her father succumbed to only
two years prior. Also, that year Erica divorced her first

husband after 24 years of marriage.
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“My diagnosis was different from

my dad. They caught it early. It was
hurting and when a biopsy was done,
they said it wasn’t cancer. Then after
it was removed, the physician said it
was in fact cancer. Fortunately, it was

totally eliminated.”

||

In September of 2018 Erica was diag-
nosed with breast cancer, while at the
same time setting new sales records
at her office, virtually doubling her

production from the year before.

“I knew what I wanted, saw that goal
in front of me and went after it. Real
estate opened doors for me financially
but also raised my self-esteem. I had

four boys to raise while not even
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being from the area. What I did was
good old-fashioned work that applies

to every market.” Erica said.

“When going in for my very first
mammogram I was diagnosed with
stage two breast cancer. However,
after 15 rounds of radiation treat-
ment, I was back working two days

after surgery.”

In 2019 Erica made her transition
to Baldwin County, recruited over
by Realtors Ann Andrew and Tracy
Goens with Core 3 Realty out of
Spanish Fort. Her personal life also
improved, when she married for
the second time to a retired Army
veteran, Michael Lamar Smith, a

Silverhill native.

“Everything was falling into place,
so all I could do was take a chance.
I wasted too many years prior not

taking those chances.” Erica said.

“Before coming over to Baldwin

County, I was told that it was a vastly

different market. The clientele is
different. Houses are more expen-
sive. The agents are different. What I
found is that nothing changed for me

at all in terms of closing business.”

Moving forward into 2023, Erica is
now the new broker/owner of Beyond
the Sail Realty based in Gulf Shores.
Part of the motivation was another
breast cancer resurgence that was
found and mitigated, of course, in
September of 2022.

Long term Erica wants to keep
her office small, with 10 agents at
most serving both Baldwin and
Mobile Counties.

“You don’t have to be from a certain
area. You don’t have to be with a big
brokerage. The biggest thing is going
to be your drive. If you put your mind

to it, you can do anything.”

For questions or comments about this
article, contact Erica at (251) 510-1301

or beyondthesailrealty@gmail.com
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Motivated
to Succeed

P» rising star

By Ron Sivak
Photos by Kayley Robinson,
Deep South Focus Photography

Real Producers April 2023 Rising
Star Marcus Walker, with Waters
Edge Realty, was born in Mobile but
relocated as a 3-year-old toddler to

grow up in Fairhope.

“My family originally owned an

ice cream shop on Dauphin Island
Parkway in the 1980’s and 1990’s
called Scoopy’s near B.C. Rain High
School. After an armed robbery
incident occurred there, my mother
decided it would be best for the family
to migrate to Fairhope. I was an infant

at the time.” Marcus said.

Their new Eastern Shore home was
still under construction when Walker’s
biological father abruptly passed away.
Several years later Walker’s mother
remarried CPA Mike Sirmon, who
effectively raised Marcus, from the age
of 6 into adulthood.

In Fairhope, Marcus is part of a

group that is known locally as the
13-year club.
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“Within the city, in the Fairhope

school system, we have a thing called
the ‘13-year club’. It consists of stu-
dents enrolled from kindergarten to
12th grade. There were ten of us in
my class that made it from the begin-
ning to end, and we were recognized

during graduation.” Walker said.

Afterwards, Marcus enrolled at
Huntingdon College in tandem with
his future wife, Carrie Hedgepath.

“I graduated from high school in 2006.
‘We got married on Christmas break
from college in 2007.” Walker said.

Both husband and wife graduated with
business degrees, and Marcus began

a career in medical sales in 2010. In
2012 the couple started a family.

“Our first son was born in 2012,
Jude Walker. Our second son Jasper
‘Walker was born in 2016.”

Marcus mentioned always having an
ancillary interest in real estate even
at a young age, with ambitions in
building design.

“I remember there was an instance

in high school when I asked my dad
his opinion of what I should do as a
career. He recommended going into
sales. At the time it felt insulting since
he was an accountant. I wanted to

be an architect and he didn’t affirm

it. Sales just didn’t seem prestigious
enough to me.” Walker said.

Not satisfied with his current work

at the time, Marcus prepared to

embark on a career in real estate. He
methodically made financial plans
alongside his wife, with almost CPA-
like efficiency.

“We had six months’ worth of
savings to prepare for me to go
into real estate, since the indus-
try has an estimated 95% failure
rate. I was the only breadwinner in
the family. Carrie was a stay-at-home
mom homeschooling our young chil-
dren. Suffice to say, I was motivated

to succeed.” Walker said.

He went to say that the first
brokerage he joined emphasized
making cold calls, which was
not his strong suit.

“I don’t know how or why,
but it was clear that I
needed to be in front of
people. I guess my whole
life was like that, where

I needed to be in front of
people to work face-to-face
and to communicate better.
Gestures, body language, hand
motions and smiles all are

effective for me.” Marcus said.

“Because of this I shifted from
phone calls to open houses, I
couldn’t think of any other way

to get in front people. I would take
cookie dough and bake it in the house.
I would bring a coffee pot and brew
fresh coffee onsite. I painted the pic-
ture through smell as well as sight of
what it would be like to live there.”
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The strategy worked.

Marcus was recognized as “Rookie of
the Year” in 2019 at his first agency
prior to moving over to Water’s Edge.
“Open houses gave me some of my
best clients and repeat business from
referrals. My first year I probably did
between 40 to 45 of them.”

Walker also tapped into his sphere
of influence growing up locally as a

Fairhope native.

“People that you live around, whether
it’s from church or in different circles
of influence from growing up and
everything else, high school and family
connections - that’s what they recom-
mend in training. One of our family
neighbors from growing up recently

bought a house from me, so it helps.”
Marcus joined Water’s Edge Realty

in January of 2022 and enjoys the

culture of camaraderie.
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“I don’t think many other brokerages

are as open with practices within the
real estate industry as us. The culture
at our office is very supportive. We
want everyone to be successful and
it’s refreshing. I'm a mentor over
there now and have trained most of
the other seven mentors in the office.

It’s something I enjoy.” Walker said.

Marcus went on to say that he wants

to continue mentoring other agents
at Water’s Edge, but currently has

no desire to open his own brokerage
soon. He values the freedom to enjoy
family time with his wife and young
children immensely, which is also one

of his highest priorities.

“I might get my broker’s license, but

I would not be a qualifying broker,
perhaps an associate broker. My goal
again this year is going to be my same
as last year,15 million in production.”

‘Walker said.

“This industry is very rewarding.
One of my very first clients had been
renting for their whole life. She is

in her 50s and a physician and she
didn’t think it was possible to buy a
home in the area. There are a lot of
things that people don’t know are
possible in real estate, and it’s fulfill-

ing to serve them.”
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SUGEESS

Hopes for the future are fine. Dreams of what could be
have value. But those hopes and dreams really become

tangible with a plan.

Ann Andrew has a passion for creating those plans for

those around her .

As Founder and Broker with Salt Coast Realty, Ann uses

a true strategy for success for others.

“I love getting to know my clients and finding the best fit
for their needs. My favorite part is getting to know my cli-
ents ... helping them find the right fit for the season of life
they’re in, and then putting a plan together,” Ann explains.

“I manage my sales like a project because I used to be a
project manager. It’s very strategic to figure out what they

want and then follow through.”

Before her real estate career began
in December 2015, Ann enjoyed
success for a number of years in

software development.

“I managed teams that did software
and mid-range programming. I’'ve
always taken on more of a leadership
role. I did that my whole career. I
always knew I wanted to own my own

business,” Ann says.

“As part of that, I always had a pas-
sion for real estate. I love the start-up
phase and helping people grow. That
morphed into real estate. I knew I

wanted to have my own brokerage.”

Mobile Bay Real Producers - 43



Learning and Growing

Ann opened her first brokerage in
2018 with a business partner. In time,
Core 3 Realty dissolved and Ann
started Salt Coast Realty.

Today, Salt Coast Realty serves
clients from Mobile through Baldwin
County to Pensacola, Florida.

Today, Ann is licensed in Alabama
and Florida. She also has an Office
Manager, Karen Vanbelois, and has
also added another agent with plans
for continued growth.

“Karen is also my sister-in-law and
has been running my brokerage for the
last five years. She does compliance,
listing maintenance, transaction coor-
dination, and supports all of the agents
in our brokerage,” Ann says. “We all
love Karen! She runs a tight ship and
makes sure everything goes smoothly.

‘We currently have 10 agents.”

Ann takes great pride in her talented

brokerage members.

“I like helping others build their busi-
ness. I have a business background
and an MBA. I really appreciate my
team and the way they have stuck
with me through the transition to cre-

ating the new brokerage,” Ann says.

“Every time I get a new agent, they
are in the start-up phase and I support
them and hold them accountable.
That’s what I enjoy ... helping
people build their busi-
nesses. I come from a

place of contribution.”

S wa .
Family Highlights Has? ) A4 . £ \:‘1 'b“ l f "-.. In her free time, Ann loves playing
Family makes life o T ' Y tennis, as well as design work and home
much richer for
Ann. She cher-

ishes time with her

renovation. In fact, she recently com-
pleted a house flip.

husband, Sean, who “My dad, Frank, and brother, Chris has
works as a pilot, and been instrumental in completing that proj-
their children — Nicole,
Michael and Madison;
and three grandchildren —

Daegan, Sage and Eleanor.

ect,” she smiles.

She also looks forward to sharing MasterMinds
with others and hanging out with friends.

44 . April 2023

When it comes to giving back, Ann sup-
ports the Baldwin County Child Advocacy
Center, contributing to the organization’s
after-school programs and taking part in
the Under the Stars event.

One of her biggest hobbies and interests
is her Mardi Gras organization ... Apollo’s

Mystic Ladies.

“I spend a lot of my free time with the
organization and have taken part as com-
mittee chair and float captain,” she says. “I
love these ladies! I've met so many great

people here through that organization.”

Plus, she likes sponsoring youth
athletic teams, as well as sponsoring
events such as Easter Egg Hunts and

Trick-or-Treating.

Making a Lasting Difference

With each client, she helps find a
property and with each team member
she supports, Ann creates a lasting

difference that goes on to help others.

“I want to leave a legacy that I'm an
honest person, trustworthy, loyal
and I do the right thing even if it

costs me money,” Ann says. “Coming

L]

Ilove gétting

to know my

clients and
“ finding the
* " bestfitfor . .

théir needs.

from a place of contribution is very
important to me. I want to be known
for being a good person and doing the
right thing by people.”

When there is a plan in mind and a
goal on the horizon, those who get
to know and work with Ann Andrew
know she is one they can count on
to come alongside them with a true

strategy for success.
For questions or comments about this

article, contact Ann at (251) 600-9601

or aandrew@saltcoastrealty.com
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ABOUT THIS MAGAZI

Welcome to Real Producers! Some of you may be wondering what this publication is
all about, which is why we have created this FAQ page. Here, we will answer the most

commonly asked questions from around the country regarding our program. My door is
always open to discuss anything regarding this community — this publication is 100%

designed to be your voice!

Q: WHO RECEIVES THIS MAGAZINE?

A: The top 300 agents in the Mobile Bay Area. We
pulled the MLS numbers (by volume) from Jan. 1, 2021,
through Dec. 31, 2021, in Mobile and Baldwin Counties.
‘We cut the list off at number 300, and the distribution
was born. For this year’s list, the minimum production
level for our group is $7 million in 2021. The list will
reset at the end of 2022 for next year and will continue

to update annually.

Q: WHAT IS THE PROCESS FOR BEING FEATURED IN
THIS MAGAZINE?

A: The process is simple. Every feature you see has
first been nominated. You can nominate REALTORS®,
agents, affiliates, brokers, owners, or even yourself.
Office leaders can also nominate real estate agents. We
will consider anyone you bring to our attention because
we don’t know everyone’s story, and we need your help

to learn more.

A nomination currently looks like this: Email us at robert.
orso@realproducersmag.com with the subject line
“Nomination: (Name of Nominee)” and explain why you
are nominating the individual. Maybe the person has an
amazing story that we need to tell, or perhaps someone
overcame extreme obstacles, is an exceptional leader, has
the best customer service, or gives back to the commu-
nity in a big way. The next step is an interview with us to
ensure a good fit, and then we put the wheels in motion
for our writer to conduct an interview and for our photog-

rapher to schedule a photo shoot.

Q: WHAT IS THE COST TO FEATURE A
REALTOR®, AGENT, OR TEAM?

A: Zero, zilch, zippo, nada, nil. The feature
costs nothing, my friends, so nominate away!
‘We are not a pay-to-play model. We share real
stories of Real Producers.

Q: WHO ARE THE PREFERRED PARTNERS?
A: Anyone listed as a preferred partner in the
front of the magazine is a part of this commu-
nity and will have an ad in every issue of the
magazine, attend our quarterly events, and be
a part of our online community. We don’t just
find these businesses off the street, nor do we
work with all businesses that approach us.
One or many of you have recommended every
preferred partner you see in this publication.
‘We won’t even meet with a business that you
have not vetted and stamped for approval, in
a sense. Our goal is to create a powerhouse
network for the REALTORS® and agents in the
area and for the best affiliates so we can grow

stronger together.

Q: HOW CAN | RECOMMEND A
PREFERRED PARTNER?

A: If you have a recommendation for a local
business that works with top real estate
agents, please let us know. Send an email to
robert.orso@realproducersmag.com.
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