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MOVING FROM ONE HOME BEFORE
CLOSING ON A NEW ONE?

No Problem! We can safely hold items in our climate-controlled storage facility.

FREE ESTIMATE!
Full-Service Move | Professional Packing Services

Climate-Controlled Storage
Call Today to Provide Your Clients a Stress-Free, Easy Move!

704-275-3053 | MiracleMoversUSA.com       

Schedule a FREE consultation with a real estate closing attorney today.
(704) 561-1750 • stlawnc.com

5457-A Monroe Rd. • Charlotte
145 Union St. South, Suite 106 • Concord

211 North Main St., Suite C • Monroe

We Make the Real Estate
Closing Process Simple

Otha B. Townsend
Attorney

Juwaun Seegars
Attorney
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Partnered with our sister companies, 
we can also assist with plumbing and 
HVAC services!

Viva Electric, a 
NuBlue company, is 
the Charlotte-Metro 
region's BEST team 
of electricians. 
Servicing the home 
and business owner, 
we provide quality 
and consistency 
every single time.

WHAT WE DO:
• Electrical Home
 Inspections
• EV Charger Installation
• Panel Upgrades
• Generator Installation

(833) 964-9599
linktr.ee/vivaelec
contact@vivaelectric.net

Cover photo courtesy of Don Elrod.
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Bringing You Engaging Content
with class types tailored to your comfort!

At Superior, we believe in excellence, as proven by our ability to license 
more brokers, year over year, than any other real estate school in the state.

We also believe that getting an education should be flexible, which is why we offer multiple ways 
to learn. You can choose from online courses, livestream classes, or in-person classrooms.

Your schedule and your life comes first!

Learn more today.

SuperiorSchoolNC.com
877.944.4260

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!
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PRINTING/MARKETING/

DESIGN/SHIPPING

AlphaGraphics CLT

Adam Rutkowski

(704) 798-5974

agCLT.com

REAL ESTATE 

PHOTOGRAPHY / 

VIDEOGRAPHY

Next Door Photos

(704) 727-8178

Charlotte.NextDoor

Photos.com

Wells Fargo Private 

Mortgage Banking

Shannon W. Rodden

(704) 281-7255

Shannon.Rodden@

wellsfargo.com

MOVERS

Miracle Movers Charlotte

(704) 275-3053

MiracleMoversUSA.com

PHOTOGRAPHY

Elrod Digital

(803) 367-3478

ElrodDigital.com

NC Farm Bureau 

Insurance Group

(704) 841-8700

NCFBins.com

LAND SURVEYING

D.A.S Land Surveying, P.A.

(704) 664-7029

DonAllenSurvey@gmail.com

MORTGAGE

AFI Mortgage Company

Robert Cotton

(980) 281-2624

RCotton.AmeriFirst

Loan.com

CrossCountry Mortgage

Sandy Dickinson

(704) 895-8770

Sandy.Dickinson@

MyCCMortgage.com

Movement Mortgage

Jessica Babinski

(704) 408-1974

Movement.com/

Jessica.Babinski

TruLoan Mortgage

Daniel Jacobs

(704) 703-6864

TruLoanMortgage.com

HOME WARRANTY

First American 

Home Warranty

Joy Kiser

(704) 244-0648

JKiser@firstam.com

Home Warranty of America

Nicole Barth

(704) 692-6647

Nicole.Barth@

hwahomewarranty.com

Old Republic 

Home Protection

Blair Crews

(252) 521-2635

My.ORHP.com

HVAC

Dave Barch Heating and Air 

Conditioning Inc.

(704) 777-9981

DaveBarchHeatingand

AirConditioning.com

INSURANCE

Brightway Insurance

Dimitri Apostle

(704) 218-6000

Brightway.com/Agencies/

NC/Charlotte/0140

Matthew Young - GEICO

(336) 852-7283

MYOUNG@geico.com

EDUCATION

Superior School Of 

Real Estate

(704) 944-4260

SuperiorSchoolNC.com

ELECTRICAL

Viva Electric

(704) 858-7886

VivaElectric.net

FINANCIAL SERVICES

Modern Woodmen

Andrew McNeal

(336) 202-1432

HOME INSPECTION

America’s Choice Inspection

Arvil Price

(704) 504-9798

AmericasChoice

Inspections.com

Home Inspection Carolina

(704) 542-6575

HomeInspection

Carolina.com

National Property Inspectors

(980) 722-1506

NPIweb.com/Lauterer

Southern Magnolia 

Home Inspections

(803) 899-0504

SouthernMagnolia

Inspections.com

ATTORNEY

Knipp Law Office

(704) 765-2511

KnippLaw.com

Seegars and 

Townsend, PLLC

(704) 561-1750

STLawNC.com

Shepard Law

Candice Shepard

(704) 769-3100 x107

ShepardLawPLLC.com

BAKERY

Christina Bakes Cakes, LLC

(704) 288-9689

IG: @christinascakery17

BALLOONS AND 

EVENT DECOR

Twist-N-Shout Balloons

Amber Ireland

(980) 406-6655

TwistNShoutBallooning.com

CHARITY

Homeowners Impact Fund

(704) 602-6874

HomeownersImpact

Fund.org

CLIENT ENGAGEMENT

Leads Event Planning

(801) 598-5767

LeadsByMandi.com

Swiftphoto

(704) 712-0197

MySwiftPhoto.com

RENOVATIONS

Renovation Sells

Will Allen

(704) 618-4187

RenovationSells.com/

Charlotte

TITLE COMPANY

Fortified Title

(980) 722-7454

FortifiedTitle.com

VIDEO MARKETING

RoosterFish Media

(704) 634-3396

RoosterFish.Media
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Mandi Jackson
Associate Publisher

Ellen Buchanan
Editor

Kristin Brindley
Publisher

Wendy Ross
Operations Manager

Jaime Lane
Executive Assistant & 

Publishing Manager

Eli Pacheco
Writer

Lexy Broussard
Sales Manager 

Ellie Caperare
Social Media Manager

Don Elrod
Photographer

M E E T  T H E

C H A R LOT T E
R E A L  P R O D U C E R S  T E A M

If you are interested in nominating REALTORS® to be featured in the 
magazine, please email Wendy@KristinBrindley.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 Charlotte 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.
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Nurturing Your

SPHERESPHERE
Dear Real Producers of Charlotte,
 
A happy May to you, especially to all 
the hard-working moms out there! 
With Mother’s Day just around the 
corner, take a moment to reflect on 
those relationships in your life you 
cherish the most, and which ones 
could be worth the time and effort to 
nurture a bit more.
 
Nurturing a sphere of influence, or 
SOI, is crucial for REALTORS® as it 
can often lead to increased referrals 
and repeat business. Here are some 
timely tips for our Top 500 community 
to nurture their SOI for years to come.
 
Personalize your communication! 
Don’t underestimate the importance 
of personalized communication 
with past clients, friends, and family 
members — it’s essential. Send them 
personalized messages, pick up the 
phone, and schedule in-person meet-
ings to keep in touch.
 
Give regular updates! Keep your SOI 
updated about your professional and 
personal life. Share your real estate 
business achievements, new listings, 
or market updates with them on a 
regular basis.
 

Get comfortable with social media! 

Stay connected with your SOI by 
engaging with them on social media. 
Commenting on their posts, sharing 
interesting content, and promoting 
your own real estate business are 
great ways to stay top of mind.
 
Organize an event! Organizing 
events is an excellent way to stay con-
nected with your sphere. Consider 
hosting client appreciation parties, 
annual holiday gatherings, or com-
munity programs to build stronger, 
lasting relationships.
 
Send a newsletter! A monthly or 
quarterly newsletter can keep 
your SOI informed about the 
ever-changing real estate 
market, new listings, and 
help them stay informed. A 
newsletter also shows your 
circle that you’re paying atten-
tion to market trends.
 
Start a referral program! Offer 
referral incentives to your SOI. This 
encourages them to refer you to their 
friends and family members who are 
looking to buy or sell a property if 
there’s something in it for them too.
 
Using one or more of these tips 
with your SOI is a great long-term 

investment that can really pay off BIG 
down the road in the form of referrals and 
repeat business!!
 
We’re looking forward to seeing you all 
again at our next event. Keep your eye on 
your inbox for exclusive invitations to all 
Charlotte Real Producers events!

This month, we’re pleased that preferred
partner Southern Magnolia Home
Inspections has joined the Charlotte Real
Producers family. Welcome!

Happy Mother’s Day, Charlotte
Real Producers!

publisher’s note

FOOD FOR THOUGHT
What is the most impactful client 
touch for a real estate business?

Kristin Brindley
Owner/Publisher
Charlotte Real Producers
313-971-8312
Kristin@kristinbrindley.com
www.charlotterealproducers.com

Knipp Law is focused on
providing the best experience 

possible. We believe in
successfully completing
each deal with energy,

efficiency, and effectiveness.
Our team is here for you every

step of the way, driven by
integrity, credibility, and sincerity.

704-765-251 1
Knipplaw.com

Residential & Commercial Real Estate
Licensed in NC & SC

Offices Throughout the Charlotte Metro Area

Crosby Livingston
Partner/Attorney
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Comfort.  
Color. Style.

Top interior design trends this year accentuate 
the elegance and character of your home. 

For 2023, the hottest interior design trends are all 
about comfort, color and style. Bold window treat-
ments, lamps and rugs make a personality-packed 

statement, while earthy color palettes, vintage pieces, 
and warm woods cozy up the kitchen and other living 

areas. Options for sustainable and performance fabrics 
and furnishings are ever-growing, making your home 

a serene, timeless space that’s kinder to the planet and 
your peace of mind. 

1. Dedicated dining rooms 2. Sustainability 3. Natural 
stone finishes 4. Vintage furniture 5. Statement lamps  

6. Maximalist rugs 7. Performance fabrics 8. Warm woods 

9. Micro luxury 10. Jewel box laundry rooms

home matters
By Shauna Bryant, National Editor

Home • Auto • Flood • Commercial • Life

The Most Competitive Coverage is 

BLOOMING 
at Brightway!

Dimitri.Apostle@Brightway.com
BrightwayInsuranceCharlotte.com
     @BrightwayDimitriApostle

Dimitri J. Apostle, Agency Owner

704-218-6000

GIVE ME A CALL TODAY!
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By Mike Baker

I have great news!
 
You DON’T have to post videos to be 
successful on Facebook. You just need 
to post.
 
That’s right… You just need to post 
content. It doesn’t matter what it is.
 
Do videos receive more engagement? 
Yes, but a little engagement is better 
than none at all. With social media, 
consistency is key. Unfortunately, 

most people struggle with posting 
consistent and relevant content on 
their social media. Many times, they 
struggle with what to post, when 
to post, and what kind of content. 
Video? Photos? Text?
 
In this struggle, they tend to take a 
shotgun approach, and the content 
they do create leans heavily towards 
sales and marketing, which can 
inundate your friends with posts that 
simply turn into white noise.
 

Let me put it this way, if you have to 
constantly tell your friends to call you if 
they want to list or buy, then two things: 
one, they must not be your friends (or 
they would already know what you do), 
and two, if you are constantly asking for 
business, and that’s all you post, you’re 
telling them “I’m not busy … and I’m 
desperate.” Most often, people do this 
thinking they are promoting themselves 
the right way but end up shooting them-
selves in the foot.
 

Social Media is Social. 
You will get the biggest bang for your buck by using client 
experience storytelling instead. What is client experience 
storytelling?
 
Think about it like this, when a customer is in the market 
to buy a car, what is it they want? Most people say they 
“want the car,” which is true on the surface. But in reality, it 
is deeper than that. They need your product or service, but 
what they want is a smooth, easy, and mutually beneficial 
experience. Asking them to call you if they are in the market 
doesn’t mean anything to potential clients.
 
Your content should show your client the service you pro-
vide when they choose you. Client testimonials, pictures 
with you and your clients throughout the process… Showing 
them you’re busy and working with other clients will carry 
more weight than you can possibly imagine.
 
“So, if I’m not promoting myself, how do I promote myself?”
 
It’s easier than you think. They want to know who you are 
and how you operate. Customers want to feel good doing 
business with you, and the easiest way for them to know if 
they will is by seeing many other people feeling good doing 
business with you too.
 
Show your clients who you are and how you operate through 
your daily posts. Take pictures with your clients throughout 
the experience. Smiling faces tell all. Make sure you’re in the 
picture, too, so your community becomes more familiar with 
you. Also, post personal things. Show people your hobbies, 
your family, and who you are as a person. The more they can 
relate to you, the more they will trust you.
 
Your personal profile should act as your resume. Once they 
notice you and become curious, they will check you out, so 
having a consistent content calendar will set you ahead of 95 
percent of your competition.
 
So how do you make a content calendar?
 
It’s easy. Remember, Facebook rewards those who are active 
users, so the goal is to reach one post per day. You can work 
your way up to it, but I would recommend no less than three 
posts per week. For a well-balanced page, about half of your 
posts should be personal and half business.
 
You can also incorporate a “miscellaneous” post, like motiva-
tional quotes, community shout-outs to businesses, gratitude 
posts talking about a person or event, etc. You can be as cre-
ative as you want, but schedule each post for a specific day:
 

• Monday – Business Post
• Tuesday – Personal Post
• Wednesday – Motivational Quote
• Thursday – Business Post
• Friday – Personal Post
• Saturday – Business Post
• Sunday – Gratitude Post
 
Then, every day, find something to post about in that 
category and post it.
 
A business post could be as easy as a picture of you out 
showing houses with your clients titled, “Can’t wait to 
help find Mr. and Mrs. Smith’s dream home!” making 
sure you tag your clients, or even a picture of your cof-
fee cup on the desk next to your laptop with a notebook 
saying, “Full day of showings and a listing appointment. 
Can’t wait to make a difference in my clients’ lives!”
 
A personal post could be as easy as a picture of the 
sunset and you saying, “Excellent end to the weekend. 
Time to refresh and recharge before another busy 
week!” or a picture of your dog with a cute caption. 
We don’t have to over-complicate it. Just be you, and 
be genuine. Over time, you will build up the habit of 
posting daily and you’ll wonder why it was so difficult 
to begin with.
 
Now, here’s a challenge, and I hope you’re up to it: take 
the next 30 days and create a calendar, decide what 
type of post you’ll do that day ahead of time, and then 
take action. If you miss a day, that’s okay, just forgive 
yourself and pick up where you left off. Build up the 
habit and you’ll set the momentum. This consistency 
with posting will help you build stronger connections 
and get you the maximum reach you can on Facebook. 
Then, let me know how your 30-day challenge went 
and share your results with me.
 
I can’t wait to see what you come up with!

Mike Baker is the owner and founder of Your Social Liaison. To 

learn how to maximize your online presence and partner with 

Your Social Liaison, a company that shows you a different way 

to '"Do" social media that takes you to the next level, call Mike 

Baker at (518) 669-1462, email YourSocialLiaison@gmail.com, 

or visit www.facebook.com/YourSocialLiaison.

30-Day30-Day
CONTENT CALENDAR CHALLENGE

Social Media
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JILL MILLER & 
STEVEE BASKERVILLE
The Miller Baskerville Team
Helen Adams Realty

“We’re very relational, and this 
is a relational business. You have 
to be professional and cross the 
t’s and dot the i’s and be on top of 
your game, but you also have to 

have trust in the people you’re working with. You have to be 
an expert but also a relatable person.”
 

KAREN 
FULLER PARSONS
RE/MAX Executive

“Always answer the phone and 
view competitors as resources. 
Texting is great for a quick 
conversation, but a phone call for 
an introduction or a follow-up is 
better. Communication is key in 

the real estate business, and it’s important to keep the per-
sonal touch between clients and other agents.” 
 

NADIA MEREDITH 
Cottingham Chalk

“Real estate is more than a 
transaction for me, and my goal 
is to make every transaction 
really smooth. Success for me is 
my clients walking away happy 
and the only thing they have to 
think about is moving into their 

dream home. Most of the time, I even take care of schedul-
ing movers for them.”
 
A word from our Preferred Partner:

 
JESSICA BABINSKI
Movement Mortgage

“I take pride in coming up with 
unique solutions. I have clients 
who come back to me with 
second homes, kids, friends, and 
investment properties. I also 
appreciate the fact that Realtors 
come to me to be a resource for 

them and their clients. I always welcome their calls and 
questions that they have for me. I just appreciate having the 
chance to help them in those moments.”

WORDS OF WISDOM FROM THIS MONTH’S FEATURES

PRESENTS

Stay InspiredStay Inspired

C H A R L O T T E

Serving the Greater Charlotte,Triad and Triangle Areas

We promise to provide the FACTS,
never an opinion.

•  Easy 24/7 Scheduling  •  Over 10 Certified Inspectors in North & South Carolina
•  Reports by 9am the Next Business Day  •  Saturday Inspections

W H AT  W E  O F F E R !
Termite & Pest
Inspections
Radon Testing
Mold Testing
Drone Roof
Inspections
And Much More!

General Home
Inspections
Pre-Listing
Inspections
New Construction
Inspections
Commercial Inspections

Call or visit our
website to schedule!

704.504.9798
AmericasChoiceInspections.com

FREE Pest
Treatment*

with the Purchase of
a Home Inspection

*Valid for new homeowners. Offer valid
for a limited time. Mention ad

when scheduling.

Spring 
Contact Sandy today to get a pre-approval for your buyer.

Sandy Dickinson
Branch Manager, NMLS #54205
sandy.dickinson@ccm.com

19620 W Catawba Ave, Suite 202 & 210
Cornelius, NC 28031

For more
information,

scan the code.

The perfect program to give your client a competitive edge in this market.

704.895.8770 (o)
704.577.0144 (c)

Your Buyer Into A
FastTrack Credit Approval

@thedickinsonteam
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Nicole Barth
Account Executive

704.692.6647
Nicole.Barth@hwahomewarranty.com

Call Nicole and see how she's
changing the customer experience!

∙ 13 - Months
∙ Refrigerant Included
∙ Re-key Service
∙ Realtor Referral Bonus Program

∙ 13 - Months
∙ Refrigerant Included
∙ Re-key Service
∙ Realtor Referral Bonus Program

Spring Forward
with a warranty from HWA!
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ESSICA 

What does it take to build real results 
for yourself and those around you?

One of the hallmark truths of creating 
lasting success is that it comes much 
easier when you do it with others.

For proof of that, you can see the work 
done consistently each and every day 
by Senior Loan Officer Jessica Babinski 
at Movement Mortgage.

Supporting Strong Bonds

Jessica leads the Babinski Lending 
Team at Movement Mortgage, which 
has been a trusted and respected 
resource in residential mortgages for 
over 20 years. The cornerstone of this 
success is her tireless passion for build-
ing strong bonds with both her clients 
and REALTORS®.

“Building these relationships, taking 
care of our mutual clients, and making 

it all as seamless as possible, that is the 
ultimate goal,” Jessica says.

Finding New Opportunities

Jessica got a very early start on her 
path in the business. She graduated 
with her finance degree from James 
Madison University in Harrisonburg, 
Virginia, in May of 2002.

Upon graduation, she met the CEO of 
C&F Bank in Richmond, Virginia, Bryan 

partner spotlight
By Dave Danielson  |  Photos by Don Elrod
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M O V E M E N T  M O R T G A G E

BABINSKI 
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McKernan. He asked Jessica if she 
was interested in selling mortgages. 
“I said yes, I was given a phonebook, 
and started dialing. Twenty years and 
thousands of homes later, it’s one of 
the best decisions I have ever made. I 
absolutely love what I do,” she says.

Pulling Together

Today, Jessica feels blessed to be sur-
rounded by a top-notch team, includ-
ing her junior partner, Kyra Grotsky, 
and her production manager, Michael 
Van Blarcom, who has worked with 
Jessica for nearly 10 years. Another 
valued member of her team is Jen 
Tessicini, who serves as the group’s 
marketing director.

Those who have had the chance to 
know and work with Jessica appre-
ciate what Jessica calls “an around-
the-clock, customer service-centric 
mortgage team. We want this mile-
stone purchase to be as stress-free 
and simple as possible,” she says.

With Jessica’s experience, blended 
with creative problem solving and 
care, she is able to offer loan solu-
tions that make a real difference.

very active. Volunteering for commu-
nity causes, lots of time in her kids’ 
classrooms, and playing tennis... It’s 
all done with an energetic spirit and 
attitude. But the thing that really fills 
her bucket is watching her three kids 
hoop it up on the basketball court.

With her friendly, hard-working, and 
very responsive nature, Jessica puts 
plans into motion that end up making 
a difference in the lives of those she 
serves — her real estate partners and 
their clients.

When you’re looking for a partnership 

“I take pride in coming up with unique 
solutions. I have clients who come back 
to me to help them with financing for 
their second homes, children, friends, 
and investment property mortgages,” 
she notes.

“I also appreciate the fact that Realtors  
lean on me as a trusted resource for 
them and their clients. I always wel-
come their calls and questions that 

they have for me. I value the opportu-
nity to help them in those moments.”

Family Highlights

Away from work, Jessica’s world 
is made richer by her family — her 
husband, Art, and their children, son 
Artie IV and daughters Ava and Addi. 
They also have two mini labradoodles 
they adore named Lady B and Lilah.

In her free time, Jessica likes to stay 

with someone who is motivated by the 
chance to win together, look to Jessica 
Babinski and Movement Mortgage.

For more information,
call Jessica Babinski
at 704-408-1974.

I appreciate the fact 

that REALTORS® 

lean on me as a 

trusted resource 

for them and their 

clients. I always 

welcome their calls 

and questions that 

they have for me.

I take pride in coming up 

with unique solutions. I 

have clients who come 

back to me to help them 

with financing for their 

second homes, children, 

friends, and investment 

property mortgages.

Jessica Babinski and her husband, Art, with their children, 
Ava, Artie, and Addi, and labradoodles Lady B and Lilah

From left to right: Jen Tessicini, Michael Van Blarcom, Jessica Babinski, Kyra Grotsky.
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Schedule at ElrodDigital.com

FOR ALL YOUR PHOTOGRAPHY & VIDEO NEEDS
High-quality photos & videos for all kinds of events, from real estate shoots and 

dance performances to school portraits and professional headshots.

DON ELROD
Owner & Photographer

Call or email us 
today for a custom 

survey quote!

Serving the Mooresville
and Greater Charlotte Area

for nearly 50 years!

DonAllenSurvey@gmail.com
704-664-7029
131 Crosslake Park Dr. Suite 102
Mooresville, NC 28117

largest
investment?

Why would your client not
get a survey to protect their
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agent spotlight

FULLER 
PARSONS

By Holly Morgan  •  Photos by Don Elrod

K
A
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N

Living a 
“Fuller” Life

“Retirement isn’t in my vocabu-
lary,” says Karen Fuller Parsons, 
a REALTOR® with RE/MAX 
Executive. “I strive and thrive on 
the work–life balance every day.”

Karen has been a top producer 
in the Charlotte area for over 
15 years and she has no plans 
of slowing down. In 2022, she 
achieved platinum status with 
RE/MAX, averaging from between 
$18 million to $25 million in sales 
and typically closing 40 to 60 
homes per year. Karen is commit-
ted to making the home buying 
and selling process the best expe-
rience for all her clients.

A Charlotte native, Karen is pas-
sionate about the city and wants 
people to love the area as much 
as she does. She says she believes 
real estate is in her blood, fol-
lowing in her mother’s footsteps 
by embarking on a career in the 
same industry. “I’m a product of a 
very successful real estate mom,” 
she beams. “She had me running 
around helping her at a young 
age, taking signs, picking up 
things from the real estate board 
and helping her with marketing.”

After studying art at the 
University of North Carolina at 
Charlotte and graduating with a 
commercial advertising degree, 
Karen worked as a marketing 
director for a traveling nurse 
company, spending many hours 
on the road at trade shows and 
hospital functions. However, as a 
young mom, she needed a career 
with flexibility, creativity, and a 
way to utilize her marketing edu-
cation. Real estate was the clear 
choice, and with her mom as her 
mentor, Karen quickly estab-
lished her name in the Charlotte 
housing market.

Since switching careers 29 
years ago, Karen has seen the 
real estate market go through 
many changes, and she says it’s 
important to adapt and reinvent 
with every phase. The Great 
Recession of 2008 was a pivotal 
moment in her life, when the 
economic downturn created fear 
and uncertainty. Many people 
involved in the housing market 
had to navigate uncharted waters 
during the financial collapse. 
Stories of job loss, divorce, and 
health challenges ran rampant 
throughout the workforce. Karen 
became an expert at guiding 
clients through the real estate 
process to a better situation.

“I began to reinvent myself, 
studying up on short sales and 
foreclosures and becoming an 
expert on both,” she says. “I did 
more business from 2008 to 
2012 helping clients in need and 
dealing with helping people get 
into homes. The stronger agents 
survived and thrived in the busi-
ness because we were versatile 
and changed with the market.”

Karen has been married to her 
husband, Bernie, for 32 years. 
They met while she was waiting 
tables for The Graduate Pub 
while finishing college. He played 
on the restaurant’s softball team, 
often joining the team for drinks 
at the pub after games.

“My weekend at Bernie’s never 
stopped,” she laughs, referenc-
ing a popular movie from the 
1990s. The couple wed 14 months 
after meeting. Bernie works for 
Wayne Automatic Fire Sprinkler 
Company in Concord, a fire pro-
tection business, ensuring homes 
and multifamily complexes are 
equipped with fire sprinklers.

Retirement isn’t in my 
vocabulary. I strive and 
thrive on the work–life 

balance every day.



26 • May 2023 Charlotte Real Producers • 27@realproducers realproducersmag.com

Their daughter, Madison, sells sprin-
kler heads and other products for a 
manufacturing company; and their 
son, Beau, is a superintendent for a 
company that does construction of 
multifamily buildings. The close-knit 
family includes a daughter-in-law, 
a son-in-law and three grandsons, 
all living within a few miles of 
each other. They enjoy vacationing 
together and meeting for Sunday 
dinners. Karen and Bernie like to 
escape to their vacation home on 
Pawley’s Island every so often and 
try to explore a different part of the 
Caribbean every year.

Karen says her competitiveness and 
drive to make opportunities happen 
have helped shape her career today. 
“Being part of a team gives you the 

support and drive,” she says. “Being 
part of RE/MAX gives me that team 
support to be successful and know 
I’ve got my firm behind me.”

This ambition is what drives Karen’s 
dedication to helping her clients 
find a dream home, stage a home, 
or see potential in making the basic 
house into a home. She cares about 
every client, saying they aren’t just 
customers, they’re friends. “At the 
end of the day, it’s about my clients,” 
she says. “Purchasing or selling a 
home is extremely stressful, and I’m 
here to help them through the entire 
process and beyond.”

For anyone looking to become a 
top producer, Karen advises to 
“Always answer the phone and view 

competitors as resources. Texting is great for a 
quick conversation, but a phone call for an intro-
duction or a follow-up is better. Communication 
is key in the real estate business, and it’s import-
ant to keep the personal touch between clients 
and other agents. Also, don’t be scared to change 
with the market, and don’t pigeonhole yourself 
into one price range.” 

I did more business from 
2008 to 2012 helping 
clients in need and 

dealing with helping 
people get into homes. 

The stronger agents 
survived and thrived in 
the business because 
we were versatile and 

changed with the market.

Karen hopes to be remembered for her passion for 
real estate, her devotion to the city of Charlotte, 
and her dedication to all of the people that have 
come into her life through her work here.

“I just want to continue my path of helping clients 
and enjoying life with my family. I have no plans to 
retire because I love my career choice. It’s not a job 
to me, it’s my passion.”

Being part of RE/MAX 
gives me that team support 
to be successful and know 

I’ve got my firm behind me.

Karen Fuller Parsons is a top 
producer with RE/MAX Executive.

The Parsons family (front row: Karen, Hampton, Beckett, Bernie; 
back row: Beau, Alyssa, Brooks, Madison, Brandon).
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MEREDITH

making a house a home

NADIA
rising star

By Hannah Soukup

My clients need different things… So I’ll drive 
anywhere from the lake to South Carolina.

In January 2020, Nadia Meredith 
decided she wanted to enter the real 
estate industry. She quickly passed 
her North Carolina licensing exam 
and signed on to be an agent with 
Cottingham Chalk. When the pandemic 
hit and turned the real estate market 
upside down in Charlotte, Nadia hit the 
ground running and sold her first home 
in June 2020.

Although she is primarily located in 
Charlotte, Nadia travels across the 
Carolinas to provide her clients the 
perfect home.

“My clients need different things and 
want to look at locations all across 
North and South Carolina,” Meredith 
says. “So I’ll drive anywhere from the 
lake to South Carolina.”

Getting Her Start
When Nadia met her husband Eric, 
they began buying real estate proper-
ties together, which ignited her passion 
for real estate and was the catalyst for 
getting her real estate license. Nadia 
didn’t anticipate the highs and lows 
that came with real estate, but none-
theless, she still adored the industry.

Photo by Don Elrod

Photo by Don Elrod
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Culture is another important aspect of 
Meredith’s life. She is originally from 
Morocco and finds her multicultural 
lifestyle important for relating to 
some of her clients. She is an under-
standing agent who can relate to her 
clients as they may share similar life 
stories to hers.
 
“Being multicultural and living in 
different places has definitely shaped 
who I am today,” Meredith says. “I 
speak three different languages and can 
understand and relate to other cul-
tures, which makes it helpful to meet 
various types of people’s needs.”
 
Professional Goals 
Nadia plans to continue expanding her 
clientele across multiple states as she 
goes forward.
 
“I received my South Carolina 
license over the summer and sold 
some homes there, so I would like to 
continue to grow my clientele in both 
North Carolina and South Carolina,” 
Meredith says. “I also enjoy working 
with investors and will continue to 
partner with both individuals and 
firms in the future.”
 
Understanding the struggles that 
arise in such a competitive indus-
try, Meredith can relate to aspiring 
REALTORS®, as well as clients. She 
places a tremendous amount of impor-
tance on the well-being of her clients 
and wants to make their home-buying 
experience peaceful. The overall expe-
rience she gives to her clients is her 
definition of success: if she can prevent 
any stress from being placed on them, 
she feels that she achieved something.
 
“Real estate is more than a transaction 
for me, and my goal is to make every 
transaction really smooth. Success, 
for me, is my clients walking away 
happy and the only thing they have to 
think about is moving into their dream 
home,” Meredith says. “Most of the 
time, I even take care of scheduling 
movers for them.”

“Within real estate, there are high highs and low lows,” 
Meredith says. “There’s also a story and a family tied to 
each purchase; it’s more than a business transaction.”
 
Nadia says she did not enter the industry for the pay-
check alone; she entered to help others and positively 
impact their lives by finding a great home and building 
community. She also notes she finds joy within the com-
petitiveness of the housing market: the high of a win for 
her clients is a feeling that, she says, can’t be beat.
 
The relationship Nadia has with her clients is just as 
important, if not more important, than the transaction 
itself. She remains in contact with all her clients even 
after they close, often helping them find vendors, such 
as plumbers and contractors, but also has been known 
to share great restaurant recommendations.
 
“I take on as much as I need to for clients,” Meredith 
says. “I do whatever is needed to get their house 
ready. If it’s new construction, I will sit in on every 
appointment. I am there every step of the way and 
make sure to always answer their questions, no mat-
ter how big or small.”
 

Personal Life, Goals and Hobbies
Not only is Meredith a successful real estate agent, but she is 
also a wife and mother who aims to give her 5-year-old daugh-
ter the best life possible. Her family is incredibly important to 
her, and she makes sure that they are prioritized.
 
“I hope what I do today and the life I am building now makes a 
difference in my daughter’s life and in the lives of her kids and 
future generations to come,” Meredith says.
 

Besides family time and working, Nadia enjoys 
reading, playing tennis, and attending charity 

events. Keenly aware of and grateful for the 
success she has achieved in her field, she 

makes sure to donate to many local charities 
and is heavily involved with the Junior League of 

Charlotte. It’s important to Nadia to give back to the 
community as much as possible.

Success, for me, is my clients 
walking away happy and the only 
thing they have to think about is 
moving into their dream home.

Rising Star Nadia Meredith is a Realtor with Cottingham Chalk. (Photo by Don Elrod)

Photo by Don Elrod

Nadia Meredith and her husband, Eric, with their daughter, Sophia.
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You got this!
Because you have us
Help build a solid foundation for your child’s future.
Plan now to protect your family should something unexpected happen to 
you. Our life insurance and �nancial services helps our members sleep well at 
night. And the many opportunities we o�er members to help others and the 
community put smiles on their faces all day long.

Life insurance | Retirement planning | Financial services | Member bene�ts

Andrew L. McNeal, FIC
517 N. Timberlea Street
Liberty, NC 27298
B. 336-202-1432, C. 336-894-4977
andrew.l.mcneal@mwarep.org
reps.modernwoodmen.org/amcneal

*Securities o�ered through MWA Financial Services, Inc., a wholly owned subsidiary of Modern Woodmen of America. Member: FINRA, SIPC

I can help you plan for life. Let's talk.

Modern Woodmen of America
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PERFECTLY A L I G N E D
In April 2021, Jill Miller and Stevee 
Baskerville joined forces to become 
the Miller Baskerville Team with 
Helen Adams Realty. After many 
years as solo agents, they have come 
together with an approach to the busi-
ness that is perfectly aligned.

“We’re very relational, and this is a 
relational business,” Stevee notes. “You 
have to be professional and cross the 
t’s and dot the i’s and be on top of your 
game, but you also have to have trust 
in the people you’re working with. You 
have to be an expert but also a relatable 
person. Jill is a dynamo at that. I love 
the way she manages her business.”

“We are aligned in our care for others and 
our attention to excellence,” Jill adds. “We 
want to do the very best for our people, 
whatever it looks like to them.”

Jill and Stevee have known each other 
for over a decade. Although they ran 
separate businesses, they found them-
selves occasionally in contact, bounc-
ing ideas off one another. Jill had been 
on the lookout for a partner for six 
years, and finally, she had a realization: 
Stevee was the perfect fit.

By Zachary Cohen

Photos by Don Elrod

Jill and Stevee have formed a part-
nership that is sure to last the test 
of time. Aligned in their values and 
their approach to real estate, they are 
excited to take their business into the 
future side by side.

“I wanted to be part of something 
bigger, not an independent island. 
Stevee and I did a cross sale, and then 
I ran into her at a broker open house. 
We had a two-minute conversation on 
the front porch... It was such an easy 
conversation. I walked away thinking, 
‘That’s it. That’s my partner.’ It was 
clear as day. I called her a week later, 
and we became partners,” Jill recalls.

“It’s fun to have someone to do this 
with, someone working toward the 
same goal,” Stevee smiles.

The Road to Real Estate
Jill began her real estate career in 2004, 
following a career as a large-scale trade 
show and event manager and several 
years at home with her two children. 
Jill’s entry into real estate came natu-
rally. As she engaged with her commu-
nity through her day-to-day life, she 
found herself connecting with families 
looking to buy and sell homes. When her 
youngest child entered kindergarten, she 
got licensed and began a new career. Jill 
took a two-and-a-half-year hiatus from 
the industry to work at a church before 
she was encouraged to return to the busi-
ness she has come to know and love.

“I got pulled back into it for the same 
reasons as I did the first time. Real 
estate is very clearly what I’m sup-
posed to do,” she says.

cover storyMILLERJILL
STEVEE BASKERVILLE

& 
We are aligned in 

our care for others 

and our attention 

to excellence.

We want to do the 

very best for our 

people, whatever it 

looks like to them.
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“We have some full-blown adults, which is pretty 
amazing. It’s awesome having adult kids,” Jill 
beams. “They both live in Charlotte. I constantly 
make up reasons to drop off stuff at their houses.”

Jill and her husband, John, enjoy hiking and 
traveling, especially to the mountains.

“My relationship is shifting, and there is more 
and more couple time with my husband, Matt,” 
Stevee adds. “It’s a time of transition, and it 
feels right. I’m going to miss my oldest child a 
lot next year, but I’m also so excited for what 
the future might hold.”

The Future is Bright
After closing 52 transactions for just under 
$40 million in 2022, Jill and Stevee are 
excited to continue to build upon their suc-
cess, even in a down market. They are happy 
at Helen Adams Realty, where the support 
and family atmosphere mesh well. As Stevee 
points out, “This is just the beginning. We 
have caught our stride in the past year and a 
half. I’m excited to see what the next several 
years bring. We have a bright future.”

“It’s super energizing to think about the future 
because we do so well together,” Jill adds. “I can 
see doing this for a very long time with Stevee. 
We are excited to grow our business together and 
continue touching as many people as we can.”

Stevee’s first taste of real estate also came 
in 2004 as an investor. After eight years 
as a physician’s assistant and four years at 
home with her kids, she became an agent 
in 2011. Stevee quickly developed one 
of Charlotte’s strongest businesses. Her 
knack for creating meaningful relation-
ships has allowed her to develop deep 
trust with her clients and, inevitably, a 
referral-based business model.

Family Matters
Family has always been a central theme 
in Jill and Stevee’s lives. They both had 
the opportunity to stay home with their 
children when they were young. Now, they 
are transitioning into a new phase of life. 
Jill’s two children, Regan and Will, are 
both in their twenties, while Stevee is soon 
to be an empty nester, with an 18-year-old, 
Camden, and a 16-year-old, McKenna.

This is just 

the beginning.

We have caught 

our stride in the 

past year and a 

half. I’m excited 

to see what the 

next several years 

bring. We have a 

bright future.

Stevee Baskerville (left) and
Jill Miller (right) teamed up at
Helen Adams Realty in 2021.
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Teams and Individuals Closed Data from Jan. 1 to Mar. 31, 2023

TOP 200 STANDINGS

Disclaimer: Information based on Canopy MLS closed data as of April 6, 2023, for residential sales from January 1, 2023, to March 31, 2023, in the 
Charlotte metropolitan area. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually.
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Units

Total $
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Disclaimer: Information based on Canopy MLS closed data as of April 6, 2023, for residential sales from January 1, 2023, to March 31, 2023, in the 
Charlotte metropolitan area. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually.
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Disclaimer: Information based on Canopy MLS closed data as of April 6, 2023, for residential sales from January 1, 2023, to March 31, 2023, in the 
Charlotte metropolitan area. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually.
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Jessica Babinski
Senior Loan O�cer  

 NMLS: 3592
704.408.1974

*While it is Movement Mortgage's goal to provide underwriting results within 6 hours of receiving an application, process loans 
in seven days, and close in one day, extenuating circumstances may cause delays outside of this window | 6832 Morrison Blvd, 
Ste 130, Charlotte, NC 28211 | Jessica Babinski  :FL-LO109626, NC-I-204245, SC-MLO-3592, VA-MLO-641VA | Movement 
Mortgage LLC. All rights reserved. NMLS ID #39179 (For licensing information, go to: www.nmlsconsumeraccess.org). 
Additional information available at movement.com/legal. Interest rates and products are subject to change without notice and 
may or may not be available at the time of loan commitment or lock-in. Borrowers must qualify at closing for all benefits.

Call Jessica, one of the most trusted names 
in residential mortgages for over 20 years!

Jennifer Tessicini
Marking Manager

508.838.5300

Kyra Grotsky
Loan O�cer Assistant

NMLS: 2227052
406.533.8241

Michael Van Blarcom
Production Manager

NMLS: 1734007
704.661.3172

Disclaimer: Information based on Canopy MLS closed data as of April 6, 2023, for residential sales from January 1, 2023, to March 31, 2023, in the 
Charlotte metropolitan area. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for 
submitting this data. Some teams may report each agent individually.
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Chr�t�a B�� C��

Contact Christina via phone or Instagram for questions,
quotes or to place an order!

704-288-9689 |     @Christina.Bakes.Cakes

Cakes

Cupcakes

Cookies

Charcuterie 
Boards

Welcome Home...but w�h a Tw�t

Customized balloon garlands with
your team logo and client name

Hosting a Team Event? New Closing with a Client?
Book Today with Amber Ireland!

980.406.6655  |  TwistnShoutBalloonsCLT@gmail.com
TwistnShoutBallooning.com  |      @Twist_n_Shout_Balloons

Serving the Greater Charlotte Area

PHOTOS. VIDEOS. 
AERIALS. 3D TOURS.

Michael Velet  |  704.712.0197  
 book@myswiftphoto.com  |      swiftphotollc




