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Whether you're buying or improving, NOLA Lending Group

has the experience and expertise to guide home buyers

through the financing process. With Loan Production offices

in Baton Rouge and Prairieville, plus all over the South, our

lending specialists can assist your clients in determining

which type of loan is the most appropriate and affordable. '

Joey Piel Ryan Thomassie
NMLS# 365511 NMLS# 350514

Shannon Babin Connor Brooks Trey Hereford Katie Meiners
NMLS# 419401 NMLS# 1370606 NMLS# 89575 NMLS# 1125723
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Susanne Wampold Caroline Shirley Sharon Williams Chance Warren Karla Fuentes
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Loan Production Office
NOLALending.com
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All applications are subject to underwriting approval. Fidelity Bank NMLS Co. ID 488639

Save. Invest. Protect.

“Tomorrow is never the answer to problems

that need to be solved today.”

Peter A. Mars

Financial Planner

\ Prudential Z%
7% Financial

S Cre AN

OMPAMNIES'
SPHERT COM

WA LT

225-921-5260

758 St Charles Street
Baton Rouge, Louisiana
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Great home & auto
rates for any budget.

Surprisingly great rates await when you have options like bundling your home and auto insurance.

Call me for a quote today.
GARBARINO

Ross Garbarino
Agent

Garbarino State Farm

9844 Jefferson Hwy Suite 102
Baton Rouge LA 70809
225.751.4840

ross@garbarinoSF.com St ate F a rm®

i www.garbarinoSF.com
Love your neighbor. - Mark 12:31 Auto Life Home Flood Business

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL
State Farm Florida Insurance Company, Winter Haven, FL
1708137 State Farm Lloyds, Richardson, TX

4 . July 2023
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Assurance

FINFANCIAL

BUY REFI, 'BUILD

Nathan’s Realtor Tip:

FINANCIAL INDEPENDENCE
FOR YOUR CLIENTS

Ready to help your clients achieve financial
independence? I'll work with your clients to
determine what they can afford, explore
financing options, and provide them with all
N at h an the information they need to make informed

TALLO homebuying decisions. Together, we can
empower your clients and celebrate

Independence Day with a bang.
Loan Officer

NMLS #: 1411386

(225) 266-0109

ntallo@assurancemortgage.com
f @PreapprovedWithNathan @nate_with_great_rates

PreApprovedWithNathan.com
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Look Younger.
Feel Better.

Advanced aesthetic treatments &
skin care services to make your
aesthetic goals a reality.

« Botox® & Dysport® Specialist
« HALQO® Laser Skin Renewal

« Photofacials with BBL®

« Gift Cards Available!

Call us to make an appointment!

(225) 636-2603

LOUISIANA AESTHETICS
& SKINCARE

.y

16158 Airline Highway, Suite 102 Prairieville, LA 70769 + LouisianaAesthetics.com

MEET THE BATON ROUGE REAL PRODUCERS TEAM

Gina Miller Kurt Miller Sr. Carolyn Foley Hannah Davis
Publisher Publisher Assistant Advertising Manager Events Manager

Ace Sylvester Breanna Smith Danielle Kidwell Geneva Eilertson
Photographer Connections Coordinator Writer Marketing Coordinator

If you are interested in contributing or nominating REALTORS® for certain stories,
please email us at gina.miller@realproducersmag.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain
solely those of the author(s). The paid advertisements contained within the Baton Rouge Real Producers magazine are not endorsed or recommended by The N2 Company or the
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

FOLLOW US ON SOCIAL MEDIA

@BATONROUGEREALPRODUCERS

@ For More Information on how you can get involved
email Gina @ gina.miller@realproducersmag.co

ANTTO ] Partner with us for an amazing client experience!

LP YOUR
CLIE TS

Connie Easterly rles G. Blai r. Brett Bajon Dgrby Baron

\ | l 1 . Closing Consultant anaging Partner ™ Associate Attorney fMarketing Difes

Your Trusted Closing Ally
TIT L E S O LUT I ON S Baton Rouge: 10101 Siegen Lane, Suite 4A |225.810.4998 3+

WWW.MFBFIRM.COM Houma: 1499 St. Charles Street | 985.223.4725  [ajtaukr Rl
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This section has been created to give you easier access when searching for a trusted vendor. Take a minute

IS YOUR CLIENT PROPERLY
INSURED FOR A RENOVATION?

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

Don’t let LK
stomp on your

supporting the REALTOR® community!

PREFERRED PARTNERS

8 - July 2023

BUILDER

D.R. Horton

(281) 904-3081
www.drhorton.com

Willie and Willie
Contractors LLC

(225) 291-7600

2929 Millerville Rd Ste 1A
Baton Rouge, LA 70816
www.willieandwillie.com

ELECTRICIAN

Circuit Breaker Electric LLC
Michael Webster

(225) 572-7963

ESTHETICIAN / SKIN CARE
Louisiana Aesthetics

& Skincare

(225) 636-2603
www.louisianaaesthetics.com

FINANCIAL PLANNER
Peter A. Mars,
Financial Planner
(225) 239-5040

HOME INSPECTION

Root Home Inspection

Sean Root

(225) 620-8243
www.roothomeinspection.com

HOME WARRANTY
Old Republic Home
Protection

Webb Wartelle
(225) 241-2088
ORHP.com

HVAC SERVICES
Cajun Cooler LLC
(225) 456-1335

INSPECTIONS
Paragon Inspections
Scott Guidry

(985) 519-4343

INSURANCE

Meagan Faulk State Farm
(225) 767-3540
ww.my225agent.com

INSURANCE AGENCY
Ross Garbarino State Farm
(225) 751-4840
www.garbarinosf.com

INSURANCE AGENT
Safesource Insurance
Aundrea Allen

(225) 300-4500
www.safesourceins.com

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

INTERIOR DESIGNER
Haute Homes LLC
Angie B. Wilson

(225) 315-7040

LANDSCAPING
Landscape King
(225) 304-2499
www.landscapekingla.com

MORTGAGE LENDER
Assurance Financial
Nathan Tallo

(225) 266-0109

GMFS Mortgage

Shannon Rasbury

(225) 907-4445

16333 Columns Way Apt 12103
Baton Rouge, LA 70817

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

Red Stick Financial
(225) 407-9250 x102
www.redstickfinancial.com

SWBC Mortgage
Tammy Balentine
(225) 939-5958

ROOFING

Cypress Roofing

(225) 450-5507
www.cypressroofingla.com

Top Team Roofing

& Construction

(225) 571-1740
www.thelatopteam.com

TITLE ATTORNEY
MFB Title Solutions
www.mfbfirm.com

TITLE COMPANY

MFB Baton Rouge

Title Company

Attorneys Charles Blaize Jr
and D. Scott Carmouche
(225) 769-5194

8943 Bluebonnet Blvd
Baton Rouge, LA 70810
www.brtitle.com

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

Gulf Coast Title

(225) 456-4222

4473 Bluebonnet Blvd. Suite A
Baton Rouge, LA 70809
www.gctitle.com

Partners Title

Jacques Waguespack
(225) 906-0440

2370 Towne Center Blvd.,
Suite 100

Baton Rouge, LA 70806
www.partnerstitlela.com

Professional Title

Billy Leach

(225) 665-7770

1111 South Range Ave
Denham Springs, LA 70726

TRANSACTION
COORDINATOR

List to Close LLC

Brooke Stevens

(225) 317-9295
www.ListToCloseLLC.com

sand ¢ astle.

goosehead
INSURANCE
We can help you protect your assets.

Contact Fleur ”'l’ Lis Law & ||l||= today and let
us handle vour legal needs with precision “and care.

Agency Owner

YOUR
FINANCIAL
EXPERT.

Home Renovat/on
and Construction
Loans Available

il “iﬂl“liii i

37283 Swamp Rd | Suite 1002 | Prairieville, LA 70769
Office/Cell: 225-907-4445 | Fax: 888.859.8977
srasbury@gmfslending.com | gmfsmortgage.com/Shannon.rasbury

All mortgages are originated by GMFS, LLC, NMLS ID# 64997, 7389 Florida Blvd., Ste. 200A Baton Rouge, LA 70806 nm
Branch NMLS # 1327554 This is not a commitment to lend. All loans are subject to credit and property approval. o]
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KEEP COOL

P> partner spotlight

& CARRY ON

If you had told Branden
Brignac that he would grow
up to be an HVAC professional
and own his own company, he
would have looked around and
said, “Yep. That makes sense.”

“Everyone in my family is either an
electrician or mechanical technician,”
he said. “And my mom and stepdad
are entrepreneurs.” Branden has
enjoyed tinkering with mechanical
projects for as long as he can remem-
ber. From dirt bikes to lawnmowers
and anything else he could get his
hands on, he wanted to know how

it worked and make it work faster,
more efficiently, or simply better. As
an HVAC technician, business owner,
husband and father, that same passion
for doing his best and solving prob-
lems still drives him.

Made for This

Growing up, Branden raced motocross
and spent many afternoons in the
garage with his dad tinkering with var-
ious projects. He started a lawn care
business in high school, spending the
long summer days mowing and man-

icuring landscapes throughout town.

“I did that to fund motocross,” he said.
“It grew and grew, and since then, I
always knew I wanted to own my own
business.” He nods to his mom and
stepdad for nurturing his entrepre-
neurial spirit and showing him what’s

possible as a business owner.

In pursuit of bettering his busi-

ness acumen, Branden enrolled at
Southeastern Louisiana University.
And the lawn care business continued
to boom. Soon, he faced a crossroads
- He could focus on the lawn com-
pany full-time or continue classes at
Southeastern. “My parents told me
not to give up,” he said. “I could slow
down, but my dad especially did not
want me to leave college without

something to show for it.”

He forged his path through the middle
of the crossroad, enrolling in night
classes and spending days maintain-
ing the lawn business while a bigger
and better idea formed. Through that
experience, he refined his business
and technical skills and prepared for
his next venture. “It was time to get
out of the lawn business,” he said. “As

soon as I got out of school, I started

-2
"1-.!'
Cajun CooLErs
125-456-1335

working on building what would

become Cajun Coolers.”

Worried he lacked the “real-world”
experience necessary to succeed

in the residential and commercial
HVAC industry, his dad stepped up to
lend a hand, offer advice, and impart
wisdom. “Then we got so busy, and
my dad was still working full-time as
an operator in local industrial plants.
He taught me a lot, and then it was

a natural progression. I was on my
own. I'll always have him to go to for
knowledge, but that’s when it truly

became my business.”

Around 2010, Cajun Coolers

became official.

Little Things Make a

Big Difference

After over a decade of early morn-
ings, afternoons spent in South
Louisiana attics, and more than a
handful of phone calls to his dad,
Branden has built the reputation of
Cajun Coolers as one of Baton Rouge’s
most reliable HVAC contracting
companies. The high-quality service

comes from a small but mighty team.

Baton Rouge Real Producers - 11



The Cajun Coolers crew comprises
Branden, Josh, Matt, and, most
recently, Tyler, who joined as a

technician in the Spring.

Because he focuses on providing
the best and most knowledgeable
service to clients, Branden has
opted to grow slowly and is highly
selective of his team. “I never take
lightly that people trust me and
my team to come into their home,”
he said. “People count on us to

do things right. An HVAC system
can impact your air and breathing
quality, and knowing what’s going
on with a system is investment

protection.” The right people have

been placed in his life throughout

the journey, helping him grow the
business while remaining true to
his values of honesty, integrity and

making things better.

Matt joined Cajun Coolers around
2017, doubling the size of the
company crew. “I've known him for
along time, and he told me he was
interested in becoming a techni-
cian. He’s been pivotal in the suc-

cess of Cajun Coolers ever since.”

“I met Josh when he owned his lawn
company,” Branden recalls. “He was
mowing my grass one day and joked
that he would sell the business and
come work for me. I said, ‘I’d hire
you.”” Josh didn’t have the technician
certification or experience working
with HVAC systems. “That’s the easy
part,” Branden assured him. “You can
go to classes and get a certification.
Not to mention that with the technol-
ogy now, I can help someone fix an
AC over FaceTime. But being a good

person? That’s how you’re built.”

Matt and Josh, technicians with
Cajun Coolers, had no previous HVAC

experience when Branden hired them.

“But they had the qualities I can’t
teach,” he said. “They care about
people, take pride in their work, and
have a desire to learn. Everything
else can be taught, but being willing
to help make someone’s day better by
going the extra mile, that’s way more
important to me than the technical
skill.” Together, they have developed
a reputation for honest, fair and
detail-oriented service and estab-
lished Cajun Coolers as the go-to
HVAC contractor for many clients

and Realtors.

“Everyone deserves to know exactly
what they’re buying,” Branden

said. “I'm on your side, I’ll fight the
insurance or help you any way I can,
but I'm never going to lie to you or
for you.” The little things make all
the difference in air quality, good

service, and life.

InteGRITy

As the pace of Branden’s business has
picked up, so has his life at home. He
and his wife Amanda have two sons,
Bennett, 6, and Beckham, 3. Amanda
works full-time as a maternal new-
born nurse at Woman’s Hospital and
part-time as a professional photog-
rapher. “We stay busy,” Branden said

with a sigh and a smile.

The boys both play baseball, with
Bennett playing coach’s pitch and
Beckham just starting tee ball. “It’s

just a blast watching them play,”
Branden said. “They are definitely
outside kids.” They enjoy fishing,
though they have yet to venture onto
the boat. “I'll have to get dad to plan
a short day for taking them,” he said,
smiling. “My dad prefers to bass fish,
but when we have the chance, we find

a spot and see what we catch.”

Most of all, Bennett and Beckham
enjoy riding their small dirt bikes

in the acreage behind their home.
Watching them ride through the lot
with the wind in their hair elicits both
nostalgia and a renewed perspective
for Branden. “I don’t know if they’ll
follow in my footsteps with moto-
cross,” Branden said. “It’s pretty dan-
gerous. But as long as they’re involved
in an activity they enjoy, I'm happy.”
In raising his boys with Amanda,

and as a business owner, Branden is
guided by his faith and integrity, with
his sights set on the little things that

make all the difference.

HVAC Tips For Real Estate Agents & Their Clients:

New Home, New Filter.

Advise clients to change

their air conditioning filters
immediately after moving into a new
home. “The process of moving in and
out of a home can stir up and letin a
lot more dust than usual,” Branden
explains. “We get a lot of calls from
clients who recently moved into a
home and are experiencing problems,
and 95% of the time it’s a filter that

needs changing.”

Encourage Pre-Inspections.

Home inspections are

not HVAC inspections!
During an HVAC inspection, techni-
cians connect directly to the system
to find errors and malfunctions a

general home inspector may not find.

Wl
RTHE |
SUMMRR

EAT?

Get the AC
checked today!

A professional HVAC contractor

can assess the system’s condition,
recommend any necessary repairs or
upgrades, and provide documentation

of maintenance history

1inch =1 month.

The thicker the filter, the

longer it will last. But not
every system will function efficiently
with a thick filter. Consult with an
experienced HVAC contractor on the

best filter for your system.

An ounce of prevention

is worth a pound of cure.

That goes for HVAC sys-
tems, too. Routine maintenance and
repairs are smart investment protec-

tion. Cajun Coolers offers quarterly

and annual maintenance packages to
keep systems running optimally all
year long and help homeowners antic-

ipate costly repairs and replacements.

Address HVAC concerns
during negotiations.
During the negotiation
phase, be prepared to address
HVAC-related concerns or issues
raised by potential buyers. If
repairs or upgrades are neces-
sary, work with a reputable HVAC
contractor to obtain estimates
and present viable solutions to
all parties involved. Proactively
addressing these concerns can help
close deals more smoothly and

alleviate buyer apprehension.

& wrsusish
&% ELECTRIC

sy ot o S

NO HASSLE
> < |
CAJUN COOLERs i KElits m

EATING & AIR

225-456-1335 | BRANDEN BRIGNAC | CAJUNCOOLERS@CAJUNCOOLS.COM | CAJUNCOOLS.COM
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225-769-8800 225-292-9130

YOU'RE HOME

Homebuying is about more than fins
It’s about starting the next stage of ya
Let us help you get home.

&Y

225-673-2101

5 Beds

3 Baths

2 Car Garage
2,303 Lvg. Area

GET STARTED TODAY"'I' '

Brian Barefoot

Branch Manager, NMLS #1935707
225-326-0682
BJBarefoot@dhimortgage.com

Baton Rouge Slidell
7700 Vincent Rd. 5951 Belfast Bend Ct.
Denham Springs, LA 70726  Slidell, LA 70461
225-664-1650 225-667-5629
/:l\
L] Financing offered by DHI Mortgage Company, Ltd. (DHIM). Branch NMLS #78938. 7700 Vincent Rd., Denham Springs, LA 70726. Branch NMLS
DHI MORTGAGE’ #1808296. 5951 Belfast Bend Ct., Slidell, LA 70461. Company NMLS #14622. DHIM is an affiliate of D.R. Horton. For more information about
A D.R. Horton® Company DHIM and its licensing please visit www.dhimortgage.com/affiliate. Provided for informational purposes only. This is not a commitment to
dhimortgage.com Givononry  lend. Not all borrowers will qualify. Equal Housing Opportunity.

Available to build in Willie and Willie's
Kaden Creek (Walker) and Cane Mill
Crossing (Denham Springs) neighborhood’s

Willie and Willie Home Builders Listing Agent

- Amanda Walker | Keller Williams Premier Partner
' ;i (225) 572-0880 | Amanda-walker@kw.com
willieandwillie.com

Renderings are not intended to represent a final product and may include various selections and upgrades not included in the price of the home.

DONATED THIS YEAR TO HELP END MODERN=-DAY SLAVERY.

N2<=

GIVES ey N2 DONATES ENOUGH
why The N2 Company - the company behind this
MONEY TO FREE 2 SLAVES

committed to end human trafficking. FROM CAPTIVITY.

publication and 850+ others like it - is financially

Family owned for 82 years

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.

samamcour m |: {99 Visit n2gives.com to learn more

about our giving program.




difference maker

By Breanna Smith
Photos by Ace Sylvester

THE JOURNEY

Butterf

Kimberly Christophe didn’t know what she would
face after speaking up about being a victim of
domestic violence. As a successful real estate agent
and business owner, she didn’t fit the narrative of
a domestic violence victim often portrayed by the
media. She put on a brave, smiling and confident
face and wore the many hats required of a Realtor.
Despite the difficulties she faced at home, she was
determined to build a successful business and cre-
ate the life she wanted to provide for her children,
Kelvin, 20, Haylie, 14, and Drayce, 10.

For years, Kimberly feared that speaking up would
change people’s perception of her or even jeopar-
dize her business. The darkness felt all-consuming
after losing her mother to cancer two years ago.
She leaned on her faith, family and friends to keep

pushing forward.

All the while, the invisible threads of life pre-
pared the cocoon from which she would emerge,
spread her wings and finally feel the wind
beneath them. Now, she’s speaking up for women
across the community and breaking the stigma by

sharing Her Story.

Kimberly’s determination to change the narrative,
dissolve the stigma, and encourage women to engage
with available resources is a pursuit that has led her
far outside of her comfort zone. It was time to lean

into vulnerability. It was time to tell her story.

In April 2023, Kimberly
hosted the first annualAer
Story: The Journey of’

a Butterfly.

“We planned for 75 people, then
we opened it to 100 people, and
when the day came, we had 130

people there,” she said.

While her passion and excite-
ment bubbled, so did her anxious
thoughts and feelings. “When it
comes to my personal life, I'm
very guarded, so to get up there
in front of 130 people and tell my
story as a survivor of domestic
abuse, all the things I've gone
through in life, and losing my
mom to cancer in the midst

of it all, that was hard. But

it’s also necessary. I cried.

I went to the doctor. I

was so anxious because

here I am about to put

14 years of my life

on front street.”

She tapped into her
mission, revealed
her truth and let it

set her free.

Baton Rouge Real Producers -
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BEFORE

| WAS SO
ANXIOUS
ABOUT SHARING
MY STORY,

| ALWAYS KEPT MY
GUARD UP. AND NOW,

I’'M WALKING
IN MY TRUTH,
EVERYONE <
KNOWS IT, &
| AM OKAY.

—

“I talked about how my life has been one thing after another, and so
many people were able to relate to how I felt and the experiences

I lived through,” she said. Kimberly received an outpouring of love
she never expected and dozens of texts and calls from women who
shared their stories. “People tell me about what they have gone
through, and all I can say is ‘you have to share this. We must get

your story out there because you are not alone.”

Her Story became bigger than Kimberly ever imagined, with more
than a dozen sponsors and resource vendors showing up for women
from across our community. “People are already asking for more,”
she said, her eyes getting big. “I know God has a plan for Her Story,
but it hasn’t been fully revealed yet,” Kimberly said with a laugh.

After leaving a violent relationship and starting a new chapter in her
life, Kimberly didn’t expect her life to change again within a few years.
Always trusting in God’s plan, she’s done everything she can to help

those around her and play her part in making their life a little easier.

18 - July 2023

Before Kimberly began building her career
in real estate, she worked as a hospice
nurse assistant for over 8 years. There, she
learned the intricacies and nuances of the
dying process. Friends still call with ques-
tions as their loved ones move toward the
end of their life. “They want to know what
to expect and find out what their loved

one is experiencing,” she said. “And I make
sure to tell them I’'m not a nurse, but I can

help them understand it better.”

When Kimberly’s mother, Debbie, was
diagnosed with cancer in 2021, Kimberly’s
world stopped. “I put my life on hold again
to take care of her,” Kimberly said. “I did
everything for my mom. She knew I was
her person, her caretaker. She wouldn’t
agree to a test, surgery, or anything unless
I was there. The doctors wouldn’t talk

to anybody unless it was me. I had them

trained,” she said with a smile.

Kimberly ensured her mother was treated
by the best oncologists and team of medical
providers, and took her into her home

to care for her full-time. Kimberly and

her Aunt Mel, known affectionately as
“Crybaby” to her family, took turns caring
for her. “We call them Frick and Frack,”
Kimberly said, laughing. “They talked on
the phone every morning on the way to
work and did everything together. Their

bond was unmatched.”

Debbie’s doctors reported grim news to Kimberly

less than two months after her cancer diagnosis.

“And then came the point when they told me there
was nothing else they could do.” After hanging up
the phone with the doctor, Kimberly raced to her
mom’s bedside in the hospital. “When I got to her
room, I was quiet. She asked me three times what
was wrong, and I just started crying. In the 42 days
that my mom was ill, I never cried in front of her. I
was always her strength and her rock. And at that
moment, I broke down crying, but I never answered

her. I didn’t have to say it. She knew.”

Debbie broke the silence with a short but powerful
message that Kimberly will always hold dear. “She
said, ‘Thank you for everything you’ve done for

me. I'll never forget that moment with her.”




Doctors released Debbie to
be with Kimberly and her
family, and Kimberly knew
all too well what would
come next. “It was time to
administer morphine, and not
everyone is strong enough to
do that. Of course, you have
the hospice nurses there, but
they aren’t there 24/7. So
one family member has to

take on that nurse role.”

The family gathered, with
everyone taking time to
speak with Debbie and say
their goodbyes. That’s when
Kimberly’s brother, Mike,
asked if he should pick up a
cake. “A cake?!” Kimberly
asked with a raised eyebrow.
“It’s Mel’s birthday tomor-
row,” he reminded her.

“I knew I had a choice to
make,” Kimberly said. “I had
to go tell mom it was time.
She rolled her eyes at me

so hard I felt the slap. See, I
had to tell her there was no
way she could go on Mel’s
birthday, she would never
celebrate another birthday
if she lost her big sister that
day, so we had to prepare for
today. She shook her head
and said ‘ok’ and the meds

started rapidly at that point.”

After Kimberly and Ricki
Davis shared their sto-
ries and prayed with the
attendees at Her Story,
Kimberly had one more

surprise waiting.

20 - July 2023

Everyone

gathered

outside with

small packets

in their hand,

and Ricki led

a prayer asking

God to help each

woman there

release the fears

holding them back

and the stories they

have to tell. They said
amen and opened the
packets, releasing a kalei-
doscope of butterflies into

the breezy afternoon air.

“No one knew we were
going to do that,” Kimberly
said. “Seeing their faces
light up as they fluttered

around was breathtaking.”

In that moment, Kimberly felt
overwhelming relief wash over
her. “Before I was so anxious about
sharing my story, I always kept my
guard up,” she said. “And now, I'm
walking in my truth, everyone knows

it, and I am okay.”

She carries the words of Roy T.
Bennett with her on her new jour-
ney. “If you want to fly, you have to

give up what weighs you down.”

“I don’t know where God is
leading me, I might be at the
State Capitol with a bill in
ayear. I don’t know. But I
know that something has

to be done in our com-
munity, and first, we

must acknowledge that
there is a domestic /!

violence problem.”

CYPRESS i ROOFING

We know time is of the essence - our Realtors are high on the priority list!

HOME INSIPECTION

e0eeeeLe
TODO LIST
- Sign contrack

with homeowines
2. Call Q\jpvess for
Hree roof inspection
3. Poston MLS

3

Servicing These Areas All Across South Louisiana:

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

+Many more

Sean Root .

225-620-8243 - roothomeinspection.com B3 @

225.450.5507 - cypressroofingla.com |,rar@,§,a ,@

ATON ROUGE

ITLE COMPANY
Celebrating Your Closings Since 1981
Established in 1981, locally managed.

Serving our Community and Louisiana in
Residential & Commercial Closings

#itmatterswhereyouclose #brtitle

3 LOCATIONS
TO SERVE YOU!

Robert Adams | Branch Manager/Attorney
Alex Polito | Director of Sales & Marketing
8943 Bluebonnet | Baton Rouge, LA 70810
225-769-5194 | C: 225-603-7897

Mark Schoen | Division President/Attorney
Joelle Duet | Director of Marketing
10500 Coursey Blvd, Suite 100 | Baton Rouge, LA 70816
225-291-1

Keegan Wisdom | Branch Manager
Cathy Waggenspack-Landry | Director of Marketing

37283 Swamp Road, Suite 901 | Prairieville, LA 70769
225-706-6130 | C: 225-802-1811

brtitle.com €
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angie b wilson
haute homes llc

interior design . staging ; A
L '

(225)315-7040
hautedesign@cox.net

ﬁ @angiebwilson.hautehomes
@_hautestuff_/

|7 YOUR HAPPIEST WAY HOME

Finally, a stress-free
mortgage experience
| |

Looking to purchase or refinance? I’'ve built my reputation on outstanding
customer service. That means you can count on me to always look out for your
best interests and to keep you informed throughout every step of the process.

TAMMY BALENTINE

Area Branch Manager, NMLS #88255
tbalentine@swbc.com

225.292.2601

Branch Address: 11732 Market Place, Suite A | Baton Rouge, LA 70816

SWBC Mortgage 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 guidelines subject to change without notice. Corporate
office: 9311 San Pedro Ave., Ste. 100, San Antonio, TX 78216. © 2023 SWBC. All rights reserved
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PARAGON

INSPECTIONS

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy

B Flexible Scheduling Scott Guidry, LHI#10905
B SAME DAY Electronic Report 985-519-4343
B 10 Years Corrective Construction Experience scott@paragoninspectionsllc.com

B Competitive Pricing www.paragoninspectionsllc.com

Proudly serving Baton Rouge and Surrounding Areas

QUALITY STARTS
AT THE TOP

% Roof inspection, repair & replacement
Y Residential remodeling & additions

% Financing options

Y Insurance claims

www.the —topteam.com
225.57111140

TOP
AY « TERM

ROOFING & CONSTRUCTION
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DY rising star

By Danielle Kidwell
Photos by Ace Sylvester

ars have always been a part of Bethany

Grubbs’ life, as her dad was into old cars,

so it’s no surprise she fell for her hus-
band, Wes, an avid racing enthusiast. “We lived
in a small, rural Mississippi town,” she laughs.
“The local teenager hangout was simply a park-
ing lot, and that’s where we met.” Married for
18 years, Bethany and Wes share their enthu-
siasm for racing with their 17-year-old son,
eponymously named Grayson. Bethany says,
“My maiden name is Gray, so his name car-
ries deep meaning.” The family is active in
endurance racing, specifically, a race called
24 Hours of Lemons, a series of endurance
races held on paved road race courses across
the United States. The series holds the
Guinness World Record for the “Most partic-
ipants in one race”. The Grubbs own a
race car and along with Wes’ father,
three generations of their fam-
ily are involved in the sport.
It was racing that nudged

Bethany into real estate.

“We rented when we first

moved here, then bought BUT DON’'T BE

a house,” Bethany recalls.

“But Wes and Grayson
were driving back and forth

AFRAID TO DIVE
IN AND LEARN AS

something completely

to Mississippi where we kept YOU GO. before speaking about it.

the car, so we decided to buy

a piece of land and build a house
with a workshop.” Bethany’s love for
design and attention to detail became evi-

dent as she took an active role in customizing her
own home. She discovered that she loved the pro-
cess and decided to begin a career in real estate.
In August 2019, she completed an online course
and passed the licensing exam in October on her
first attempt. Bethany has learned a lot in the first

three-and-a-half years of her career.

“I joined the mentorship program at Keller
Williams,” she explains. “But I also had to figure
out a lot on my own.” Nowadays, she mentors
new agents just getting into the business. She
advises, “Do your research and learn as much

as you can, but don’t be afraid to dive in and
learn as you go.” That piece of advice was one of

Bethany’s hardest lessons, as she likes to know

“A lot of people are scared
to make a mistake instead of
trying to make something work,”
she says. “But every transaction is a
learning opportunity and I have learned the value
of patience and asking questions.” That probing,
patient approach is something she naturally devel-

oped in her previous career.

“I was a stay-at-home mom with various side

jobs for ten years,” Bethany says. “Before that, I
worked for ten years for a private practice psychi-
atrist.” She learned a lot of valuable lessons inter-
acting with people who were in varying states of
vulnerability, stress, and angst. “In the world of
psychiatry we believed that people need to know
you understand them,” she says. “You don’t always
have to argue your point, instead listen to where
they are coming from and work to find a resolu-

tion.” She continues, “If they’re upset and you can
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understand and solve it, then

it’s over.”

Empathy and compassion are
strong skills, but they aren’t
the only reasons for Bethany’s
success. She has a strong work
ethic and put in long hours
building her business when
she first started as a real estate
agent. “It’s not easy and you
have to keep plugging along
and putting yourself out there,”
she says. “I didn’t do my first
deal for nine months.” Bethany
remembers when she first got
her license, others advised her
to keep calling people. She says,
“I didn’t know how to make the
first call, who to call, or what

to say.” While she admits it was
difficult, she gained some valu-
able local knowledge as well. “I
had lived here for 13 years but
didn’t know my way around that
well,” she recalls. “When I got
into real estate I spent the first
few months getting to know the
area better as I worked to build

my business.”

Bethany loves our area and

all it has to offer. “I love
Louisianna because there is
always something to do, and
there are plenty of new places
to explore,” she enthuses. “We
live five miles outside of the
city so it still feels more rural
like my hometown, but we

get to experience the vibrant,
big-city vibe when we go into
town.” Bethany is proud of
the country home that she
designed and built, and is
particularly pleased with the
pool she recently completed.
“Just this last year I designed
and built our pool,” she says
proudly. “My real estate career
has afforded me the ability to
pay for extra luxuries like the
pool and other custom designs
that I love to do.”

HOW LOW cCAN YOU GO?

SAFESOURCE CUSTOMIZES INSURANCE TO REDUCE RATES!

Come by our booth at the
GBRAR Realtor Expo
OCTOBER 30TH
totest your limba skills
&winaprize!

Independent Insurance Agent

www.safesourceins.com
0: (225)-300-4500 * M: (225) 333-6220
aundrea@safesourceins.com g [ .
~ for daily }arEdn
y L ANDSCAPIE . e,
landscaping @'- ]
.= KING tips! =2
as ps: (1G]
INSURANCE GROUP 225-304-2499 | www.landscapekingla.com
BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE. > o . >
Serving Baton Rouge, Prairieville and Surrounding Areas

PARTNERSEH
TETEE

YOUR LOUISIANA
TITLE COMPANY

O

i
L
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Laura

Buck Smith

“WHO CAN | HELP TODAY?”

Laura Buck Smith can brighten a room with her infectious smile, intuitive

curiosity, and expertly styled furniture staging - as seen on HGTV. No,

really. Laura has appeared on HGTV two times, once on “Bang for Your

Buck” and once on “My Lottery Dream Home.” She has a true love for

homes and home design, and finding the perfect home for her clients.

SPOUSES SELLING HOUSES

Laura and her husband Steven are the Team
Leaders at Team Smith and owners of The
Market Real Estate Co. “Yes, we do work
together, but we aren’t literally showing and
listing houses together, we would probably get
in each other’s way!” Laura laughs. She and
Steven work together but in their own spheres
of the business. He is the Broker/Owner of
The Market Real Estate Co., and Team Leader
of Team Smith and Laura is also Team Leader
of Team Smith and owner of The Market Real
Estate Co. “We are both really hard workers
and risk takers, and our attitude is ‘sure, we
can do it!” When we started selling real estate
almost 20 years ago, we started with pretty
much no money in our account. But, we both
believed in ourselves, our work ethic, and in
each other and said, ‘Let’s do this.

They have always enjoyed working together

and discussing real estate, a career Laura

“always saw herself in.” In 2004, they earned
their licenses and got to work. “He got into
real estate three months after me, so I tease
him that I’'m more experienced,” Laura says.
Now, they are at the helm of The Market Real
Estate Co. brokerage and Team Smith, with
offices in Louisiana and Alabama. The idea
for growth to an Alabama office started when
Mary Birch, a top agent on the team, relo-
cated to Mobile for her husband’s job. “She
came to us about starting an office for Team
Smith there, and we said, “We’ll support you
in whatever you do.” Laura continues, “Steven
got his broker’s license in Alabama, so now we
have The Market and Team Smith in Alabama

and Louisianal!” she says with a clap.

Laura and Steve stay busy with their 16-year-
old daughter Wesleigh, a sophomore at St.
Michael High School, and three bonus bless-
ings -Blayde, Blayne and Leah. Laura says,
laughing. The kids have brought so much joy
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| was always the kid

B RRN

at school whose mom

- Wi

made cookies for all of

‘. ERR

the janitors, lunch ladies
and support staff. She

[ .
always encouraged me

to look around and ask,
‘Who can I help today?

to the Smith household. “Tonight we have Fancy
Family Dinner Night - That includes candles down
the table, everybody must dress up with the boys
wearing suits, and they want the girls to be dressed
up and to be beautiful, and for dinner- the kids want

tacos. I said, ‘Okay, I think we can make that work!’

The family also enjoys weekly Linner, lunch and
dinner, with Wesleigh and Laura’s Dad, Gordon
Buck, known fondly as Grampa to everyone.
Steven and Laura love spending weekends on the
water taking out their party barge, where they
often stop to pray at Our Lady of Blind River
Chapel, a tiny church accessible only by boat.
During the week, they are a well-oiled machine,
shuffling kids to their many extracurricular activ-
ities while balancing the real estate business and
the demands of everyday life. “We don’t miss a

beat,” Laura says, beaming.

GIVING & GROWING

“Steven and I started The Christmas Give about

15 years ago out of our garage, with the goal of
adopting a needy family for Christmas in our
community who may otherwise get overlooked,”
Laura explains. “We went to a house, with a family
that was in need, to deliver Christmas goodies

and we were so disappointed by what we person-
ally brought - we brought a Christmas cake from
Ambrosia and a bunch of toys...but they were
starving and cold. They were so poor they literally
locked their front door with a rubber band on a
nail. What the kids really wanted and needed was
socks, blankets and food. Steven and I stood in that
front yard and cried, then we went to Walmart
and came back with things they truly needed.”

The annual Christmas Give began. Since then, the
Smiths have connected hundreds of families to
resources and necessities during the Christmas
season with the help of dedicated volunteers who

come back year after year to serve. “We now have

over 150 incredible volunteers, plus one stand out
volunteer Christie Viso who helps The Christmas
Give also be able to adopt an entire school for
Christmas. The Renaissance Hotel also lets us

use a large ballroom each year to accept, sort and
coordinate donations. “The Christmas Give is huge.
It’s way bigger than Steven and I now, and it’s been
such a blessing to watch it grow!” She adds, “Jesus
tells us in the Bible (Matthew 25:40) that when you
pass up helping someone hungry, lonely, cold or in
prison, you passed a chance to help Him, and I am

not passing up Jesus!”

FINDING YOUR SUPERPOWER

For Laura, real estate is a career she feels blessed
to get to do - helping people solve problems
happens to be what she loves doing. “Today, I

was sitting with my dear clients whose house
flooded years ago during Hurricane Katrina in New
Orleans. I helped them get a high and dry house in
Gonzales 16 years ago, and now they are moving
back to New Orleans to be closer to family. For
them to call me back again, to now sell their home
is such an honor, it’s truly an honor to be with them
through all of these stages in their life. And I always
say, ‘I can’t believe I'm in a career where I get to do
that, and I get paid’, because I would have done that

12

anyway. I love helping people

Laura has searched for ways to be a giver for as
long as she can remember. It’s an outlook on life
instilled in her by her mother, who recently passed
away. “When I was growing up, my mom would
always look for those that had the least among us
and to be kind to them,” she says. “I was always
the kid at school whose mom made cookies for

all of the janitors, lunch ladies and support staff.
She always encouraged me to look around and
ask, “‘Who can I help today?” That simple ques-
tion guides how she does business and leads Team
Smith with The Market Real Estate Co.
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| want everyone to find their superpower.

Tuesdays are a big deal at Team Smith. That’s when In their nearly 20 years in real estate together, Laura
everyone meets for prayer and devotional, grabs a and Steven have seemingly done it all -from bringing
cup of coffee in the custom, personalized mugs Laura alpacas to the office to spread some cheer, to estab-
had made for everyone, and discusses upcoming lishing a massive annual donation drive, to renovat-
listings, current market trends, problem-solving, and  ing beautiful office space and expanding into other
real estate training. “I want everyone to find their markets. Team Smith has checked all of the boxes
superpower,” Laura says. God gave each of us gifts, consistently ranking as a top-producing real estate
and I want to encourage each agent on our team to powerhouse in not only Louisiana and Alabama, but in
use their personal gifts and talents so that we can America as ranked by Real Trends America’s Best Top
serve and help our clients to the best of our ability. 1% producing teams across the country year after year.
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GEAUX _o P GEAUX
LOCAL. REDSTICK  repsticx.

—— FINANCIAL —

BATON ROUGE, LA

_Q-
osTil

THAKCIA

Ryan Mott Sheridan Fay Marcy Hubbs Darrell "Randy”Tubbs ' Richard Davis Il Clay Donaldson
Owner/President Broker/Owner Loan Originator Loan Originator Loan Originator In House Processor/
NMLS #876641 NMLS # 1967817 NMLS # 2143451 NMLS #178782 (Houma/Thibodaux) Geaux Processing, LLC

NMLS #1919192 NMLS #2436050

Stated Income Programs

Bank Statement Programs

One Time Close New Construction
Mobile Homes ¢ FHA, VA, Conv, Jumbo

RedstickFinancial.com |@® © @redstickfinancial
11918 Bricksome Ave, Suite F | Baton Rouge, LA 70816 | 225-407-9250

SCAN ME




AP TIP IO A DI N I SRS SLGEL S S, TSRS

o ot . DRHOKION. 2
heard about _ S Sl

Key Club?

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

Horton, Inc. Real Estate Agents who sell two or more new D.R. Horton

homes in the 2023 calendar year are awarded Key Club membership.

THE PERKS!

® 3% Commission on your first sale,

® 3.5% Commission on your second sale,
® 4% Commission on your third sale,

® 4.5% Commission on your fourth sale,

® 5% Commission on your fifth sale and beyond.

Scan here to view
our Communities

LA-PARKATTHEISLANDS@DRHORTON. LA-HERONPOINTE@DRHORTON.COM

COM 225-267-9720
225-396-2649 12148 Parkknoll Ave
58905 Island Drive Baton Rouge, LA 70816

Plaquemine, LA 70764



‘: OLD REPUBLIC HOME PROTECTION /

LISTING & TRANSACTION
MANAGEMENT

TR FAREASONS T O LSS
LICENSED AND INSURED TC

1. Pay As You Go - Pay per listing training to help our TCs manage
or contract, rather than hiring any and all transactions

r an employee - You can use our 3. Low Cost - Your only cost is
: i services as much or as little as our fee - We cover all training,
Give your sellers a competitive edge C
i ¥ g you need vacation, taxes, and programs
and make your listings more appealing 2. Plug and Play - We have our for our TCs

with an Old Republic home warranty! own internal systems, tools, and

Broshe Soions

List to Close LLC
225-317-9295

Contact me for Webb Wartelle
information today! Belor Aeooint Exeive
00 782 7131 Ext. 1285

O 225,241 2088
WellWiornp com
my.orhp comfwebbwartelle

ListToCloseLLC.com
Brooke@ListToClosel.LC.com /

Minor Repairs or an
Emergency Fix,

We Will Take Care Of It

Circuit Breaker
Electric L1.c.

Michael Webster

OWNER/ELECTRICIAN

OPEN MONDAY - FRIDAY
SATURDAY & SUNDAY BY APPOINTMENT ONLY

circuitbreakerelec@gmail.com

OFFICE - 225.658.2903 | MOBILE - 225.572.7963

License No. 65239

=

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 customer service with offices in Baton Rouge and Prairieville, Louisiana.

—
CCULF COAST

TITLE:z
225-295-8222

4473 Bluebonnet Blvd., Suite A, Baton Rouge, LA 70809
15615 Airline Hwy B, Prairieville, LA 70769

Corinne Schwartzberg Jim Beatty .
Attorney at Law Attorney at Law 0 gctitle.com
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REAL

PRODUCERS
PODCAST

Good Neighbor Service,
Surprisingly Great Rates.

Call me today!

“Summer has been very
helpful with securing a
business policy for our
company. Friendly service
and great rates! Highly
recommend!”
- Sierra Lytle

Meagan Faulk
 my225agent.com

2}5.767.3540

. & StateFarmr

REAL

PRODUCERS

INEPIRING CONVERBATIONS WITH
TP REAL ESTATE AGENTS

witiwoit REMINGTOMN RAMSEY

Episode 1~ Inspiring Comvers:
Real Producars Podcast

Same Brand, New Reach — Tune in for free today

K;?c;lne Podcasts LISTEN ON e Spotify

Listen on

amazon music
N——
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Residential and Commercial Transactions
Specialists in Real Estate Law and Closings.

7/ 13

We’re excited to announce the —
—opening of an-additional Jocation
to'serve-your-clients’ needs!

Denham Springs Baton Rouge

RQEES‘SIQNAL“ 111 South Range Ave. 8706 Jefferson Hwy, Suite B

Denham Springs, LA 70726 Baton Rouge, LA 70809
TITLE William "Billy” Leach

www.ptitleinc.com ¢ (225) 665-5600




