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FROM ALL OF US AT APS, WE WISH YOU
A PEACEFUL AND JOYOUS HOLIDAY SEASON,
FILLED WITH WARMTH AND CONNECTION.

THANK YOU FOR YOUR CONTINUED SUPPORT
AND DEDICATION TO THE INDUSTRY

Alabama Professional Services

@A PS 205.951.9717

EST. 1977 alabamaprofessional.com
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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!

BAKERY/CATERING/
CLOSING GIFTS
Rolls Bakery

Katie Cornutt

(205) 490-1111
rollsbakery.com/

BANKING &

MORTGAGE LENDING
SouthPoint Bank The
Petrusson Mortgage Team
Justin Petrusson

(205) 470-8000
mortgagesbyjustin.com

FOUNDATION REPAIR
AND WATERPROOFING
AFS

Winn Sanders

(205) 383-7220

HOME & PROPERTY
INSPECTIONS

Cotten Home Inspections
Chris Cotten

(205) 213-1821
cottenhomeinspections.com

Timberline Inspections
(205) 545-2050
timberlineinspections.com/
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HOME INSPECTION
Ally Property Inspections
Meredith Jones

(205) 790-4291

allyproperty
inspections.com

HOME REPAIR

AND REMODELING
Cahaba Home Services
Crystal Spencer

(205) 721-4489
www.cahabahome
services.com/

INSURANCE:
PROPERTY & CASUALTY
Alfa Insurance -

The Vail Agency

Jacob Vail

(205) 837-5179
thevailagency.com/

Lambert Agency Insurance
Ashley Lambert

(205) 979-4331
lambertagency.com

LOCKBOXES
Sentrilock

Andrew Sims

(513) 294-8351
www.sentrilock.com/

MORTGAGE BROKER
MortgageRight

(205) 335-4400
birmingham.mortgageright.
com/lincoln-smith/

MORTGAGE LENDERS
Gagliano Mortgage
Andy Gagliano

(205) 236-5667
birmingham
mortgagecompany.com

PEST & TERMITE CONTROL
Local Pest Control

Justin Russell

(205) 675-7147
localpestandmosquito.com

PESTS, TERMITES, TURF
AND WEED CONTROL
APS

Randy Jinks

(205) 825-8964
alabamaprofessional.com

PHOTOGRAPHY

Brendon Pinola Photography
(205) 607-0031
brendonpinola
photography.com

PHOTOGRAPHY/PORTRAIT
David Graves Photography
David Graves

(205) 422-8610
davidgravesphotography.
mypixieset.com/

PROPERTY MANAGEMENT
Real Property

Management Victory

Mary & Bud Ussery

(205) 793-0700
victoryrpm.com

Specialized Property
Management

Jarrod Cook

(205) 417-1572

ROOFING SERVICES
Higher Roof Solutions
John Willard

(205) 386-0565
higherroofsolutions.com

SECURITY & HOME
DEFENSE TRAINING
Timberline Security Services
Amandalyn Barr

(205) 834-6983
www.timberlinesecurity
solutions.com

MEET THE

BIRMINGHAM

REAL PRODUCERS TEAM

Meredith Jones Katherine Fondren Lanie Schaber
Owner/Publisher Editor & Content Ad Strategist

Coordinator

Shenia Schlosser Elizabeth McCabe Ann Marie Harvey
Ad Strategist Writer Writer

David Graves
Photographer

Brendon Pinola
Writer Photographer

Nick Ingrisani

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at meredith.jones@realproducersmag.com.
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E E!:E-;E,-:r- The holiday season can be a whirl-
205.907.4095 | BHamHomePhotos.com | BrendonPinolaPhotography.com il

wind of parties and family gatherings,
yet it also presents a unique oppor-

tunity for us to reset mentally and
A I”””[‘s[ y””” : emotionally. Let’s give ourselves the
SPECIALIZED gift of mental clarity and emotional
PROPERTY MANAGEMENT" - resilience. This is especially crucial

P [ﬂsamt a ! in the ever-evolving landscape of the

real estate market.

3‘, 1 [ y By taking time to reconnect with our

. core values and our passion for real
e —— : . .

This Class — — estate, we can create a vision for

Teaches... =5 o our business that is centered around

. Personal Protection adaptability and resilience. This could

& Situational Awareness \ ; - PP &7 i include strategies such as diversify-

. Safely Showing Houses ing services or expanding into new

. . markets. Remember, our work isn’t
- Hosting Meetings &

Interacting in Public just about homes and land, it’s about

fostering communities and helping

YOU SELL HOMES N s -
WE MANAG E H O M ES AREC approved 3 CE - . - dreams come true. 2023 has given us

Class for Realtors _ economic uncertainties, volatile mar-

Ask about our Realtor Referral Program. _ = il ket conditions, and the ever-looming
Partner with Specialized to create a seamless == ' vy question of housing affordability.
experience for rental home investors
and gain an even stronger advantage
over your competition!

Call 205.767.8821 or email
jarrod@specialized247.com today!

205.258.9203

Specialized247.com [CTETTMEITYT @ gTimberlineTactical

2320 Highland Ave. S. | Suite 175 | Birmingham TimberlineSecuritySolutions.com
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These trials have pushed us, the top
1% of REALTORS® in Birmingham,
to think outside the box, dig deep,
and forge ahead despite the head-
winds. Yet, it is precisely through
tough times that we demonstrate our
resilience, tenacity, and commitment

to serving our communities.

Let’s take on 2024 with renewed
energy, focused vision, and an
unshakeable belief in our ability

to drive our businesses forward.
Birmingham Real Producers is
honored to be a part of this dynamic
community, and we’re focused on
featuring your stories and putting
together events that will

bring our community

closer together.

Happy Holidays,
Meredith Jones,
Owner/Publisher




YOUR BIRMINGHAM REAL PRODUCERS

BADGES

CONGRATS on being one of the top 300 real estate agents in Birmingham!

BIRMINGHAM
REAL PRODUCERS

RP

You now have your own badge to use however you’d
like to show that you’ve made it a part of this exclusive
community of the top 1-2% in real estate!

Missing your badge? Email meredith.jones@n2co.com.

BIRMINGHAM
REAL PRODUCERS

PREFERRED

PARTNER

RP

Using your badge? We’d love to see how! Show us
how you are using your badge, and you may just find

a picture of what you shared in the magazine! Social
media, email signatures, web, listings, marketing mate-
rial... nothing’s off limits!

Our RP-vetted businesses have been carefully selected to be a part of this community and have their own badge as well! They have been

recommended by your peers in the top 500 and are some of Birmingham’s’ most elite businesses. Look for this badge to know that you

are working with one of the best, recommended by the best!

DAVID GRAVES PHOTOGRAPHY

Headshofs e Personal.

Look & Feel Like YOU.

“quid was so wonderful to work
with! He made me feel confident
and captured the perfect picture.
Thank you for my new headshot. 9

— Ashley

Portraits that feel Personal & Set You Apart.

Let’s Talk About A Headshot Event
for Your Team!

David Graves
205.422.8610 | DavidGravesPhotography.com | (0) @DavidGraves _
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Client Will (‘:Vfgg%
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Call Your
Local Home

Repair Hero!

MINOR FIXES TO
MAJOR MAKEOVERS,

”'" WE'VE GOT YOUR

e B 1o A | S/ \. 2
chumptiousyTieat 3 H CLIENT COVERED!

o

Order Something
Yummy for Your |
Next Showing,

RollsBakery.com Q{7 x (/7]

205.490.1111 | 621 Montgomery HWY | Vestivita Hills

CALL TODAY!

205.721.4489

5 BROWN CIRCLE,
ALABASTER

Sun/Mon - Closed | Tues-Friday 7-1PM | Saturday 8-1PM el S S AR A ZH A

Birmingham Real Producers - 11



DY partner spotlight

Written by Elizabeth McCabe
Photography by David
Graves Photography

OF ALFA

INSURANCE

PROTECTING YOU FROM

UNCERTAINTY IN LIFE

Life is full of risk. Learning how to mitigate that
risk, protect your family, and safeguard your pos-
sessions is key. When it comes to insurance, having
the right partner can make all the difference, and
that’s exactly what you get with Jacob Vail and Alfa
Insurance. With a career spanning two decades,
Jacob Vail of The Vail Agency has solidified himself
as a trusted name in the insurance business with his
impeccable reputation and commitment to exceed-
ing his clients’ expectations and delivering on the

promises they make to their insureds every day.

As their saying goes, “Life is complex, but insur-

ance shouldn’t be.”

Finding His Passion

Before entering the insurance field, Jacob was
involved in retail management with a national retail
store chain for six years. His expertise in manage-
ment and customer service has undoubtedly played

arole in his current success as an insurance agent.

What |
like about
insurance

is the
opportunity
to help
people find
solutions to

problems.

“I started in the insurance industry 20 years ago,”
he says. “I had a friend introduce me to the busi-
ness, so I didn’t have to move out of state. We
were in the process of moving from Birmingham to
Nashville for a job. I had a new opportunity to stay
in Birmingham and enter the insurance business.”
Jacob jokes that he knew nothing about the insur-
ance business but was quick to learn the ropes and

gain traction in his new line of work.

Jacob’s road to the industry began when a friend
introduced him to the world of insurance, allowing
him to stay in Birmingham rather than relocate to
Nashville for a job. Little did he know that this deci-
sion would open doors to a fulfilling and rewarding
career. Jacob spent seven years with another insur-
ance company before joining Alfa Insurance, where

he has now completed 13 years of service.

Jacob’s affiliation with Alfa Insurance has been a
remarkable one. Having initially been an employee,
he witnessed Alfa’s transition to launching indepen-
dent agents in November 2021. The Vail Agency was
among the pioneers, becoming the first in the state

to kick off this new opportunity. Jacob, along with

Birmingham Real Producers - 13



his dedicated staff, who together boast over 45 years
of combined experience in the insurance industry,
is excited about the future. “Most of my staff has

worked for us for over 5 years,” he comments.

Solving Problems and Finding Solutions

“What I like about insurance is the opportunity to
help people find solutions to problems,” says Jacob.
“It’s different every day. A different type of house

presents a different type of risk.”

The diversity in the types of properties and risks
keeps things engaging, ensuring that no day is
ever the same. For Jacob, the joy comes from
interacting with people and having meaningful
conversations, and in the world of insurance, such

opportunities are abundant.

The Vail Agency specializes in providing its clients,
especially those with Real Producers, with real cus-
tomer service and quick solutions backed by years
of experience and a well-respected brand. Beyond
Alfa Insurance, they also have the capacity to work
with numerous other carriers. This means they

can provide quick turnaround times when making
important insurance decisions. Whether it’s deter-
mining if a property is within budget, checking if it’s
in a flood zone, or helping budget-conscious buyers,
The Vail Agency has the knowledge and resources

to meet their clients’ needs.

Photo by EA Photography
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An Award-Winning Agency

Jacob’s commitment to excellence has been rec-
ognized with the highest ranking of salesmanship
at Alfa, known as the “Hall of Fame.” He proudly
holds the distinction of being the only independent
Hall of Fame-ranked Alfa agent in the entire state
of Alabama. This achievement speaks volumes as
to how The Vail Agency treats its customers and
referral partners, which in turn leads to these indi-

viduals referring others to their services.

Changing Times

Jacob Vail offers some valuable advice for those
navigating the challenging insurance market. He
highlights that current rates may not reflect the
same figures as in the last decade. Inflation is a
significant factor in this change, driven by the
increased cost of labor, parts, and materials, which
subsequently affects claims costs and, conse-
quently, the cost of insurance. Furthermore, the
first half of this year has seen some of the larg-
est combined catastrophic losses in the past six
decades, including hurricanes, freezing events,
fires, and tornadoes, which have further contrib-

uted to the rise in insurance rates.

Putting Family First

Outside of work, Jacob enjoys his leisure time by
playing golf and spending quality moments with his
family. He’s been married to his wife, Chessa, for 21
years. Remarkably, they’ve been together since middle
school, a lasting connection that spans an impressive
30 years. The couple has three daughters, with the
oldest attending the University of Montevallo and the
other two currently at Chelsea High School. They also

share their home with two dogs and a cat.

“We love to travel and go to concerts,” says Jacob.
In addition, they are actively involved with their
fellow members at the Greystone Country Club and
actively participate in the community through their
church, The Church at Chelsea Westover.

For More Information

When it comes to insurance and a trusted partner,
you can count on Jacob Vail and The Vail Agency

to be there for you, helping you navigate the
ever-changing landscape of insurance and providing

tailored solutions that meet your specific needs.

For more information, check out their
website, www.thevailagency.com.

Your Partner for Residential & Commercial Inspections
WE'RE HERE TO HELP YOU CLOSE THE DEAL FAST!

CottenHomelnspections.com

205.213.1821

CHIl is the home of FLAT FEE INSPECTIONS.
The fee is $380 on ALL inspections for homes under
3,000 square feet. All homes 3,000 + square feet will
be priced at the normal inspection rate.

RADON
TESTER

Chris Cotten
Founder & President of
Cotten Home Inspections Inc.

DO YOU KNOW WHY TOP
PRODUCING REALTORS LOVE

Partner With Birmingham’s Foundation
& Waterproofing Specialists

@ Lower Utility Bills Attract Buyers
@ Green Properties Sell

@ Help your Property Pass Inspections Quicker with a Partner who
Knows the Building and Foundation Code

More Referrals
-

c - I

Winn Sanders

A Cireusllrs Comyier
C: 205.864.1075

winn.sanders@afsrepair.com E Ag
AFSRepair.com =

@ Partner With Me and I'll Help Get Your Client to the Closing Table

@ Knowledgeable Real Estate Agents Attract More Clients and Gain

Call me for crawl space or foundation repairs!

Certified Field Inspector {?
USMC Veteran [~

MAKEIT APOINT

to Partner With Birmingham's
Home Loan Expert!

(WS g

WORKING WITH WINN SANDERS? | [NENRIETETTRTES s R U TEE

(1]
- R e R
B s

Local Operations « High Level of Expertise
Personalized Service _

rvice

Justin Petrusson, VP - Mortgage Banker
C: 205.470.8000 | MortgagesByJustin.com
jpetrusson@southpoint.bank | NMLS#: 351335
3501 Grandview Parkway, Birmingham gz 5
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Written by Nick Ingrisani

Justin

Photos by Brendon Pinola Photography

P> REALTORS® on the rise

.

Russell

A Dynamic Duo

Legacy

16 - December 2023

1n

Alabama

Building a

Real

Estate

n the heart of Alabama, where history and
tradition intertwine, a remarkable couple
is leaving a mark on the real estate land-
scape. Justin and Bethany Russell, Clay,
Alabama, natives, have embarked on an inspiring
journey that transcends mere professional suc-
cess; it’s about building a legacy for their family,

community, and those they serve.

A Solid Foundation in Different Fields

High school sweethearts turned life partners,
Justin and Bethany began their journey together
early, and life took them in different career direc-
tions initially. Bethany found herself in the world
of medical practice management, starting as a

file clerk and working her way up to managing
high-producing medical offices. Justin enlisted in
the Army National Guard, demonstrating his com-
mitment to service. However, his military career
took an unexpected turn, resulting in a medical
discharge during training. Undeterred, Justin
transitioned into a new career as a pest control
technician, where he steadily climbed the ranks and

eventually opened his own pest control business.

A Transition into Real Estate

The couple faced significant adversity when
they tragically lost both of their parents. This
heart-wrenching experience was a turning point,

motivating them to reevaluate their path in life.
“It was a big driving factor for us.” - Justin

“When our parents passed away, it weighed heavy
on us and we really shifted our mindset and focus.
Instead of trying to tread water and survive, we
realized it's our responsibility to break down these

walls and do hard things.” - Bethany

To provide a better future for his family, Justin
obtained his real estate license in 2018. He started
his real estate journey by joining a boutique bro-
kerage and quickly began to scale his business. His
vision for the future included Bethany, and he had

been inviting her to join him in real estate for years.

66

They approach
each client
= relationship
with unwavering

sincerity and

dedication.
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Bethany’s transition into real estate was initially
influenced by the COVID-19 pandemic. With the
dental practice she managed shutting down, she

began helping Justin by reaching out to his data-
base. Her passion for the industry grew, leading

her to become a licensed real estate agent, ulti-

mately doubling their business.

“Real estate felt like home, and working together
every day with Bethany towards our shared goals
has always felt like we were making the right choice

for our family and our future.” - Justin

Teamwork and Expansion

The Russells became a formidable team in real
estate, prompting the formation of their own team

to manage their growing client base. Their journey
took another exciting turn when they were recruited
by 1% Lists, a franchise offering home listing services
for only 1% commission. In November 2022, Justin
and Bethany, along with two partners, launched their

own 1% Lists franchise location in Alabama.

“We have nine agents now and consistently rank in
the top 1% of'all agents in our MLS. We've expedited
our growth curve drastically by offering our value

proposition,” says Justin.

The Russells are devoted to their 1% model, and

while they offer clients significant cost savings, they
never compromise on the quality of service they pro-
vide. Transparency, honesty, and authenticity define

their approach, setting them apart in the industry.

A People-Centric Approach

For the Russells, real estate is more than just
business; it’s about people. They approach each
client relationship with unwavering sincerity and
dedication. Their mantra is simple: “It’s a busi-
ness, but it’s a people business.” Their commit-
ment to individual clients and their needs forms

the cornerstone of their success.

Building a Legacy Through Real Estate

Justin and Bethany have created a substantial
presence, covering an expansive region from
Birmingham to northern Alabama. However, their
vision extends beyond geographical boundaries.
They aspire to establish five branches across the
state, continuing to grow while maintaining a sus-

tainable and supportive environment for their team.

18 - December 2023

Their greatest joy comes from seeing other real
estate agents achieve personal and financial success,
a stark contrast to their earlier struggles. “We came
out of a situation where we were barely surviving,
and now we're able to have success and take care of
other people, too. That’s where we get our excite-
ment from—seeing different families change their

lives substantially through real estate,” says Bethany.

Outside of real estate, the Russells are a lov-

ing family with four young children, Henry (10),
Charlie (7), Callie (6), and Emma (6). They cherish
quality family time, and can usually be found on the
soccer fields or at the cheer gym. Finding time to
step away from the business mindset and enjoying

traveling as a family is also a top priority.

Justin and Bethany Russell’s real estate journey
is, at its core, about creating a lasting legacy.
Their dedication to serving their community and
their clients embodies the spirit of Alabama,
where hospitality, generosity, and determina-
tion converge. In their own unique way, they’ve
shown that building a legacy is about more than

just bricks and mortar; it’s about impacting lives

and leaving a mark in their community.

IiAISING THE STANDAR
OF ROOFING EXCELLENCE

Quality Your Client Can Depend On!

Roof Repairs, Replacements & Inspections

John Willard, O

HigherRoofSolutions.com | 205.386.0565
john@higherroofsolutions.com

with every new install

Home Insurance
Built For You

AUTO » HOME « LIFE » BUSINESS

Jacob Vail
The Vail Agency

2815 Greystone Commercial Blvd.
Ste. 200
Hoover, AL 35242-2662

(205) 980-9933

JVail@alfains.com

Upcoming‘Agent Event

Do you often feel overwhelmed putting out
fires in your business?

Have you ever forgotten to follow
up on a prospect call or a service
order for an upcoming closing?

January Mastermind
Wednesday, January 17th, 9:30 - 11:00
“Do Business Right” with Larry Tribble

Larry will help you “Do Business Right” with tips on task and
attention management. Distraction and interruption derail
our productivity each and every day, so skillful attention and
task management is a must for busy professionals.
You'll leave with practical information about how to better
handle your busy tomorrow.

For More Information
anddo RSVP,
Scan Our QR Code

Andy Gagliano | nmis #20s486

Gagliano
Mortgage,
Inc.

(205) 979-4412 | BirminghamMortgageCompany.com
4500 Valleydale Road, Ste F | NMLS #204149

PEST-FREE PROPERTIES,

205-508-0028 | LocalPestandMosquito.com
localpestandmosquito@gmail.com
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VILLAGE
TAVERN

LINCOLN
LIKES IT!

Experience:
Food:

Price:

205.335.4400
MORTGAGE

RIGHT

NMLS# 351964

NMLS# 2239 TG

Seratch Kitchen - Craft Bar™

An Inspection
Your Reputation
& Your Clients
Can Depend On

Quality Home Inspection -
Done Right Every Time

Licensed & Insured - BBB A+ Rating - Veteran Owned

TIMBERLINE
INSPECTIONS

205.545.2050 | TimberlineInspections.com

@ @Timberlinelnspections

—]

LAMBERT AGENCY
THE PREFERRED CHOICE FOR
HOME INSURANCE

B —
4 SCAN FOR MORE

ﬁtj’l INFORMATION!

205.871.9101

LAMBERT AGENCY
LambertAgency.com

INSURANCE

Your Partner in
Property Management!

about our Realtor
VICTORY
Referral Program! a Peighborly company

) s, @
Scan to learn more MANAGEMENT: i

Bud & Mary Ussery
205.793.0700 e VictoryRPM.com ¥

20 - December 2023

LR
4625 Valleydale Rd, Birmingham

Relationship Focused e Professional & Trustworthy
30+ Years Experience ® Exceptional Service

P> event recap

Photos by Davis Graves

Birmingham Real Producers

SIP, SHOP &
SOCIALIZE

Birmingham Real Producers’Sip, Shop & Socialize was a hit
last night! We had a sneak peek at So So Spiffy’s monthly

cult favorite shopping shindig. Thank you to everyone who
attended! rolls bakery gave us a beautiful and delicious
charcuterie spread. Thank you to David Graves for photo-
graphing the event and So So Spiffy Design for hosting!
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P> agent feature

Written by Elizabeth McCabe
Photos by Brendon Pinola Photography
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LINSEY LAWSON |
A3 RYAN BELL

PASSIONATE.
PURPOSEFUL.
PERSISTENT

Two REALTORS® are better than one. Partnerships

can be the key to success. The partnership of
Broker Linsey Lawson and REALTOR® Ryan Bell,
who co-own Vulcan Realty, LLC, has proven to be
a winning formula. With a shared vision, com-
plementary skills, and a passion for the industry,
this dynamic duo is setting new standards for real

estate in their community.

Roots and Beginnings

Linsey, a Birmingham native, hails from a fam-

ily deeply entrenched in the business world. Her
father, Danny Hill, has been a prominent figure in
the garage door industry for over half a century.
His entrepreneurial spirit left an impression on
Linsey, motivating her to take the leap into the
business world. “Be your own boss and run your
own company,” her father would often say, planting

the seeds of entrepreneurship in her mind.

Ryan’s journey to real estate is equally fasci-
nating. Originally from Corinth, Mississippi,
he made his way to Birmingham in 2010. “My
parents run a florist distribution business,” he
explains. The business bloomed and blossomed

into the success that it is today.

PUT OUR

CLIENTS FIRST.

Ryan’s background was grounded in entrepreneur-
ship as well. He came to Birmingham from Destin
where he handled the development of condo-
miniums. “When the economy got bad, I came to
Birmingham,” explains Ryan. “My wife’s family
lives here.” He put down roots in the area and soon

emerged on the local real estate scene.

A Shared Path into Real Estate
Each REALTOR® has their own path of how they

entered real estate. Linsey and Ryan are no exception.

“I was an executive assistant to the owners of a
trucking company,” says Linsey. “My husband and
I decided to put our house on the market. We hired
alocal agent and they wanted me to come work for
them as their admin. After being an admin for sev-
eral months, I absolutely loved the job and decided
to get my own license.” She earned her license in
2016 and loves what she does.
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Fascinatingly, real estate wasn’t on the radar for
her. Linsey reflects, “I didn’t really know what I
wanted to be when I grew up. In college, my dream
job was to work for the FBI! Then transitioned to
interior design to accept a more realistic career.”
Sadly, there weren’t a lot of people working as
interior designers in Birmingham. She decided, “If
I can’t decorate, I will sell homes.” Now she loves
the staging side of doing listings. “I'm a big stickler
when it comes to staging houses,” she says. It all

came together for her in real estate.

In Ryan’s case, his mother’s role as an office manager
in a real estate company played a pivotal role in shap-
ing his future. He says, “I always knew that I would
do real estate. I got my license in 2004.” Growing up
around real estate, he didn’t know anything different.

“My hometown is close to Memphis,” he explains.
“There were lots of big houses, and on Sundays, I

would watch the listings for the week. Then, my

parents would show me the listings.” At the age of 7,

P a8
.- 1 "I-_l_ 1

he saw his future as a real estate agent. Although he
had high hopes of becoming a professional basket-
ball player, he realized that real estate was the next
best thing. As Ryan says, “If I can’t do the NBA, I

want to do real estate.”

The Birth of a Business Partnership

As fate would have it, Linsey and Ryan found them-
selves competing for the same real estate business,
often back-to-back with listing appointments.
Linsey explains, “Ryan and I live in the same area
and a lot of friends overlap.” Their friendship grew,
and they realized that together, they could offer cli-
ents an even stronger team. They decided to merge

their talents and became business partners in 2019.

After all, they were fighting for the same business

and even worked at the same brokerage before joining
forces. Linsey raves, “We got along so well as friends.
‘We sat down, crunched numbers, and we did the same
amount of volume every year. We just decided two are

stronger than one and decided to merge together.”
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THEIR DIVERSE

AND COMMUNITY

THEM STANDOUT

EXPERTISE, FAMILY-

CENTERED APPROACH,

INVOLVEMENT MAKE

BIRMINGHAM’'S REAL

Operating under the banner of Vulcan Realty, LLC,
Linsey and Ryan have divided their roles strategi-
cally. Linsey excels in technology and marketing,
while Ryan brings a wealth of experience in resi-
dential, commercial, and development real estate.
Their partnership extends to their eight agents,
who receive hands-on guidance and mentorship to

ensure top-notch service to clients.

The Business Landscape

Vulcan Realty, LLC has expanded into other areas
of real estate through its various subsidiaries,
including VPG Capital, which specializes in rentals.
They also have a dedicated healthcare leasing and
purchases agent who assists physicians in finding

office spaces and purchasing their ideal locations.

Linsey and Ryan are committed to delivering the
best results for their clients. They’re more than just
real estate agents; they’re advisors who consider

their clients’ long-term financial well-being.

Balancing Business and Family

Both Linsey and Ryan are family-oriented individ-
uals who value their personal lives just as much as
their professional careers. Balancing a real estate
business with family life, especially when you have
kids, can be challenging. However, their mutual

support has made the journey more manageable.

With five children of his own, Ryan appreciates the
importance of teamwork in managing the demands
of both family and business. Linsey, too, under-
stands the value of work-life balance and remains

committed to maintaining a positive mindset.

Why Choose Linsey and Ryan?

When asked why clients should choose them,
Linsey and Ryan emphasize their unique team-
work. Clients don’t just get one agent; they get two
dedicated professionals working in tandem. Vulcan
Realty, LLC prides itself on a team of eight agents
who collaborate and support each other to deliver
exceptional results. Whether it’s buying, selling,
renting, or developing, Linsey and Ryan have expe-

rience across various real estate sectors.

“We always put our clients first,” they affirm,

ensuring that each client’s needs and interests

are the top priority. Their adaptability to market
changes and their genuine concern for clients’

financial well-being set them apart.

Family and Hobbies

In their personal lives, Linsey and Ryan are
grounded in their families. Linsey and her hus-
band, Blake, have been together since high school,
and their 12-year-old daughter, Paisley, is the
pride and joy of their lives. Ryan and his wife,
Hillary, have been married since 2007 and have
five children, making for a lively household.
There’s Finley (16), Emme (14), Malone (7), JP
(short for John Palmer), 3, and Goldie (1). Ryan
says, “I couldn’t make it without the help of

Hillary around the home and with our kids.”

When they’re not busy with real estate, both Linsey
and Ryan have hobbies that help them unwind.
Ryan shares his love for coaching high school girls’
flag football, a surprisingly competitive endeavor.
Linsey, on the other hand, stays busy with Paisley’s
volleyball, cheerleading, competitive volleyball and
softball. To relax, she and her family enjoy traveling
and setting sail on Disney cruises. They value these

moments of relaxation in their hectic lives.

Community Involvement

Community involvement is a core value for
Linsey and Ryan. Their office is strategically
located on the Parkway in Leeds, where they
can witness the area’s growth firsthand. Linsey
organizes all the community events that Vulcan
Realty participates in, while Ryan serves on the
planning zoning board for Leeds. They are ded-
icated to being active members of their commu-

nity and contributing to its growth.

Final Thoughts

Linsey Lawson and Ryan Bell are not just real
estate agents; they are a dynamic duo whose
partnership is built on a foundation of shared val-
ues, complementary skills, and a shared commit-
ment to putting clients’ needs first. Their diverse
expertise, family-centered approach, and com-
munity involvement make them standout figures
in Birmingham’s real estate landscape. They have
made a difference for countless clients in the

area with many more to come.

ESTATE LANDSCAPE.
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Leading the Way in
Residential Real Estate, One
Relationship at a Time!

Resolute. Resilient. Respected. REALTOR® Mary
Bell, owner of “Sold By The Bell” and in partnership

Building Dreams

Being the determined young girl she was, Mary

with eXp Realty has all of these qualities. Starting graduated from high school, and set her sights on

from her early days in the heartlands of ITowa to what was ahead. “Ya know, back then, it wasn’t

rising in residential real estate, her story is inspi- so strange to get married right out of high school.

rational and heartwarming, proving that life is an So that’s what we did. We shared a lot of similar

adventure for those who embrace the journey. values and beliefs and we both saw in each other
the ability to become our best self with the other by

Early Beginnings our side. And we were in love, so we married the

“I grew up in Iowa, and it was hard.” recalls Mary.

September after I graduated. Best decision I ever

The youngest of seven siblings, her childhood was made,” says Mary smiling nostalgically. Knowing

a formidable one. “Without getting too graphic and that a young love is going to be hard, she and her

disrespecting my parents’ life choices at the time, my 1 .4 0. ght to work. “We knew that if

life was not easy. Having to grow up the way we did, we wanted to achieve great things, we had better

however, forced me to find an inner determination get to planning and working, so we did. I went to

that allowed me to get to where I am today. From work for Ford Credit in Columbia, Tennessee and

barely getting by financially, having to find food on I stayed there for 13 years. But I always had this

my own sometimes, and getting through the school strong interest in real estate, and I knew that some-

years basically on my own, I learned that you get day I wanted to be a REALTOR®. I loved the idea of

out of life exactly what you put into it. My greatest forming relationships, and the excitement of seeing

values that I still have to this day were formed in someone buy the home of their dreams, I just had

those early years, and at the time I didn’t even know to figure out how to make it happen for me. Getting

L . ] N .
I'was learning these life skills.” Mary’s family moved . .1 o0 qio0 o000 ot che ap, and by the time

to Fayetteville, TN when she was 15 and she is very I turned 21 we had our first son, so finances were
tight.” But because of Mary and Micah’s planning
and saving during their first few years of marriage,

Love and Loss Mary got her REALTOR®’s license. “I just had
“Even though I dealt with the things I did from a

proud of graduating high school there.

this intense burning ambition to achieve success,”
very young age, and saw so much chaos and insta-

she says. But with no social media at the time, or
bility at home, I can honestly say that I had a very
strong bond with my father. I loved him very much
and he loved me the best way he could. That’s why
it impacted me so profoundly the night he died.
Interestingly enough, it was also the night that I
introduced him to the man I would later go on to

marry, Micah Bell.” That fateful night in March took

young Mary’s father’s life as he left the house on his

s
motorcycle and never returned. “Looking back now, é (]
I can certainly see the irony that night of losing my .
first love, my dad, and starting my new chapter with b ‘il‘l
my now husband, Micah. And even though they only

met briefly, it has always been a source of great com-

fort to me that my dad got to meet my husband.”

P> cover story

Written by Elizabeth McCabe
Photos by Brendon
Pinola Photography

Her integrity, honesty, and
dedication shine through in every
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the internet to help ease her path, everything was
dependent upon her being able to front the cost
for the materials she would need to be success-
ful. However, instead of quitting, she drew from
that inner determination and hustler attitude and

started planning again a way to make it happen.

Road to Real Estate

The young family’s hard work and determination
paid off big time when, with no outside help, they
were able to buy their first home. This was totally
due to their hard work, saving diligently and invest-
ing wisely. “Buying our first home really ignited
that flame in me to keep going. It reaffirmed how
special it is to buy a house where you can create
wonderful memories with your family, and it was
everything I thought it could be.” So much so, that
Mary and Micah began buying homes and land at

auctions and turning them around for profit.

During this time, Micah’s job was relocating him to

different places, so the family made several moves,

even as far as Anchorage, Alaska. “I loved living in
Alaska, and being able to meet people from all over
the world!” But it wasn’t until their move to Florida
that things started taking a turn. “The housing
market crashed and where we were living was one
of the hardest hit places in all the United States.
70-80% of everything was foreclosed, out of busi-
ness, or a short sale. I remember only three home
builders who survived that tumultuous period, and

then I got pregnant with my second boy.”

Navigating parenthood, marriage, careers, and just
life in general was no easy task. Eventually they

got the news they would be moving again, this time
to Atlanta, GA. “I was excited because for some
reason I always had it in me that the South is where
I wanted to end up, particularly Birmingham. As if
life wasn’t busy enough, we were blessed with our
third child, a girl!” she laughs. This set off a series
of moves for her husband’s job that landed them
back in Miami, FL, then to Fort Myers, FL, and
finally to their home now: Birmingham, AL. When
asked what Mary was doing in addition to all her
roles during these moves, she stated “I was getting
my plan together because I knew I was going to do
big things.” Armed with her hustler attitude and
determination to succeed, she finally was able to
pursue real estate full time. “To say it was scary was
an understatement. Of course, I had insecurities and
fear of failure thoughts, but I also had this desire

to jump in head first and give it my all, and that’s
exactly what I did.” Armed with her knowledge of
what she had learned over the years through her
various roles, and her studying for her real estate
exam, she remembers her very first client and sale.
“I had my printed materials, I knew exactly what to
do, I just had to get out of my own way and do it. I
drove to a neighborhood in Helena, AL where I knew
a house was listed ‘For Sale By Owner’, and I parked
right in front of their door. The whole way over there
I'was praying to God for His guidance and strength.
I walked right up to the door and knocked,” she said.

D

Throughout it all, at the forefront of her
mind she kept reminding herself of what
she would want if she was the client on

the other side.

D

“A young mom answered the door and the rest is
history. That was my first sale, and the young mom

is now one of my best friends.”

Having been able to achieve a win, Mary knew she
wanted more. She set out to form relationships

in any way she could. From doing videos of other
people’s businesses and just highlighting them, not
herself, it allowed her to get her name out there. She
created BNI groups to network with other profes-
sionals, and she always inserted herself into conver-
sations that she thought she could add value to.

She also never let her first priority of being a mother
stop her from getting what she wanted. “I would
take the little ones with me in my minivan as I was
going to meet clients and show houses. The kids
thought it was a cool adventure, and it allowed me to
still be present with them while hopefully instill-

ing in them the attitude of working hard. Along the
way, I made so many worthwhile connections with
people. Connections I would never have been able

to make and experiences I would have never been
able to have if I let my fears stand in my way or made

excuses for why I couldn’t do something.”

Throughout it all, at the forefront of her mind

she kept reminding herself of what she would

want if she was the client on the other side. “I'm a
very hard client,” she jokingly explained. “I want
answers immediately, I want people to answer
when I call, so I just built my brand on doing the
things for my clients that I would want done for
myself”. By doing this, Mary’s career in real estate
quickly gained momentum. She was named “Rookie
of the Year” during her first year with Keller
Williams (KW). Throughout her career, she has
won multiple awards, showcasing her exceptional
talent and dedication. Her incredible work has
resulted in an impressive track record, with $17
million in sales the previous year and $25 million in

the year before that.

Her successful journey also saw her leading a team
known as “Sold by the Bell,” showcasing her leader-
ship abilities and her commitment to achieving the
best outcomes for her clients. Her career volume
boasts 228 houses, ranking her at number 97 from
2017 to the present day. That’s all with not knowing

a single person in a city she was unfamiliar with.

Starting from scratch and not having any kind of sphere,

she grew it one person at a time.

Bridging Gaps and Creating Connections

One of Mary’s standout qualities is her ability to build
connections and educate others. She believes in passing
on her knowledge and empowering others. Her expertise
in social media and online marketing has allowed her to
teach fellow agents and clients about the power of these
platforms. Through her guidance, she demystifies the

digital world and offers clarity in an often complex realm.

Mary Bell: A True Real Estate Trailblazer

As a self-described “doer” and not a “talker,” Mary’s
approach to real estate is marked by her actions, not
her words. She believes in taking initiative, embracing
change, and being at the forefront of her industry. Her
passion for real estate is deeply rooted in her personal
experiences as a client. Having been on the other side
of the transaction so many times, Mary understands the
significance of real estate in people’s lives. Her integrity,
honesty, and dedication shine through in every transac-

tion and relationship.

Family, Fun, and the Future

In addition to her thriving career, Mary is also a loving
mother and wife. Celebrating 25 years of marriage in
September, she is grateful for her “beautiful family.” She
has three children, Grayson, Bennett, and Ivy, each with
their unique talents and interests. Grayson, her 21-year-
old son, is an assistant coach for UA Football, coaching
wide receivers, and often appearing on ESPN. Bennett,
age 11 and in the 6th grade, and Ivy, age 10 and in the 4th
grade, are the joys of her life. To relax and unwind, Mary
likes staying active and loves to exercise. “I also love to
shop,” she laughs. She describes herself as a “big kid at
heart.” She reasons, “I like to play and have fun, be silly
and act goofy.”

Mary Bell in Three Words: Honest, Curious, and Bold
Mary Bell describes herself in three words: honest,
curious, and bold. Her curiosity has led her to embrace
new challenges, her honesty defines her integrity, and her
boldness has been the driving force behind her success.
Mary believes in the power of teaching and passing on
knowledge. She recognizes that real estate can be a
daunting world for newcomers, and she aims to demystify
it for her clients and fellow agents. With an ever-curious
mind, a genuine spirit, and a bold approach, Mary Bell

continues to make her mark on the world of real estate.
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Real Producers magazine started in Indianapolis in 2015 and
is now in over 125 markets across the nation and continues to

spread rapidly. Real Producers is launching in May 2023!

Q: WHO RECEIVES Real Producers MAGAZINES?

A: The top 300 real estate agents serving the Birmingham
Metro Area, based on their annual residential sales pro-
duction for the previous year, as recorded on the MLS.
Refer to the map in this publication for the exact territo-
ries. If your broker address is within that given territory,
and you are in the top 300, you will receive that publica-
tion for the year. The list will reset at the end of every

year and continue to update annually.

Q: WHAT IS THE GOAL OF THIS MAGAZINE?

A: We believe that we are better together. When we surround
ourselves with other successful, like-minded people, we
grow to new heights. Real Producers is a platform that brings

together the most elite individuals in Birmingham real estate.

We take the top 300 real estate agents and RP Vetted
Businesses in our market, and we build an exclusive
community around that group. We share their stories,
successes, market trends, and upcoming events — really,
anything that will connect, inform, and inspire, we put in

our monthly publication.

It is important to note that Real Producers is not a brag
book. To be in the top 1-2% in your field takes a lot of grit,
passion, hard work, trials, tribulations, and a strong “why”
to keep pushing on. Real Producers is about sharing and
honoring those stories and humanizing you and your peers
to create a culture of honor and collaboration that propels

us all to the next level.

Q: DOES Real Producers HAVE EVENTS?

A: Yes! We'll host them throughout the year and have several
different types of events, such as magazine celebration events,
partners-only events, social events, mastermind/educational
style events, and an annual awards gala. For these events, we
invite the top 300 real estate agents and our RP-vetted busi-
nesses. Top 300 agents are allowed to invite members of their
team, as well. These events are an incredible opportunity to
connect with the best of the best in Birmingham real estate. It
is amazing to see the power in the connections made at these

events. Be on the lookout for your exclusive invites!

30 - December 2023

Q: WHAT IS THE PROCESS FOR BEING
FEATURED IN THIS MAGAZINE?
A: It’s really simple. You have to be on the top 300 list,

and we take nominations seriously. You can nominate
other real estate agents, businesses, brokers, owners,
or even yourself! Office leaders can also nominate
real estate agents. We will consider anyone brought
to our attention who is in the top 300 because we
don’t know everyone’s story, so we need your help to
learn about them. We cannot guarantee a feature, but
we encourage you to meet with one of our team mem-
bers, support Real Producers and attend our private

events to increase your chances.

You can email your nominations to

meredith.jones@realproducersmag.com.

Q: WHAT DOES IT COST A REAL ESTATE

AGENT/TEAM TO BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It 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 RP-VETTED BUSINESSES?

A: They are one of the best businesses in Birmingham
in their category, and you can find them listed in

our index! We don’t just find these businesses off
the street, nor do we work with all businesses that
approach us. One of many of the top real estate
agents has recommended every single business you
see in this publication. We won’t even meet with a
business that has not been vetted by one of you and
“stamped for approval,” in a sense. Our team will
further vet every business to make sure they are

a good fit and bring value to our community. Our
goal is to create a powerhouse network, not only
for the best real estate agents in the area but for
the best businesses, as well, so we can grow stron-
ger together. When you meet one of them, be sure
to thank them for their continued support and for

investing in you and your growth.

Q: HOW CAN | RECOMMEND A BUSINESS?
A: If you know and want to recommend a business that
works with top real estate agents, please email us to let

us know at meredith.jones@realproducersmag.com.
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Helping Families with Terminally 11l
Children Make Every Moment Count

Our families are able to
focus on embracing time
and creating memories
through our sgpport of:

Meals
House Cleaning
Lawn Maintenance

Financial Assistance

H"*

A
\ »

Scan to support families facing
their toughest battles.
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