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Lending has always been my favorite part of the job since day 1 »
in the banking industry. '

Favorite part about being a Mortgage Loan Officer?

Being able to assist in fulfilling the dream of homeownership. P .' ) !
What !s the best advice you wo_uld give to an ag_ent . F R O M c LO s I N G ” n ;#-

when it comes to the lending side of a transaction?

Open communication is so vital to the process. | would advise to 1 5b

urge your buyers to use your local lenders. — _." _ h .l .“.':_..‘r ,,.‘r
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What is your favorite hobby? - ] .
Softball Senior Loan Officer ’ T -
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What is an interesting fact about you that other people T T
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| am an auctioneer. i LT
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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 5 «
lending specialists can assist your clients in determining which type of loan is __1:::5,..}" ‘ S e P ""i." "l'
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the most appropriate and affordable.
Joey Piel Ryan Thomassie
NMLS# 365511 NMLS# 350514

Sharon Williams Shannori"Babin Connor Brooks Katie Meiners  Susanne Wampold Karla Flientes
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A Division of Fidelity Bank
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LET ME TACKLE
ALL YOUR HOME
FINANCING NEEDS

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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Career
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Green

PARAG

INSPECTIONS

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy

B Flexible Scheduling
B SAME DAY Electronic Report

B 10 Years Corrective Construction Experience

Scott Guidry, LHI#10905
985-519-4343
scott@paragoninspectionslic.com

B Competitive Pricing www.paragoninspectionsllc.com

Proudly serving Baton Rouge and Surrounding Areas

2. KING

225-304-2499 | www.landscapekingla.com

for daily :}a
landscaping =5va]

Geaux Tigers
Geaux Jags
Geaux Saints

T0UAL ROUSING
LENDER

ATON ROUGE

ITLE COMPANY

Established in 1981, locally managed.

Serving our Community and Louisiana in
Residential & Commercial Closings

#Hitmatterswhereyouclose #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
225-291-1m

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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Save. Invest. Protect.

“Tomorrow is never the answer to problems

that need to be solved today.”

Peter A. Mars

Financial Planner

> > Prudential s
N/ &2 Financial g

WWW TS PHERE DOM

225-921-5260

758 St Charles Street
Baton Rouge, Louisiana

inkf

MEET THE BATON ROUGE REAL PRODUCERS TEAM

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

Breanna Smith Ace Sylvester Kyle Rome Jamie Taylor Geneva Eilertson

Connections Coordinator Photographer Photographer Staff Journalist 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.com

YOU'RE HOM

Homebuying is about more than fin
It’s about starting the next stage of y

Let us help you get home. o
GET STARTED TODAY “ \

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
!
A
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.
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BUILDER
D.R. Horton
(281) 904-3081

Willie and Willie
Contractors LLC
(225) 291-7600

ELECTRICIAN

Michael Webster
(225) 572-7963

& Skincare
(225) 636-2603
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CYPRESS% ROOEING
Don't Let Roof Repairs $CARE YOU!

Schedule A Free Evaluation Today!

This section has been created to give you easier access when searching for a trusted vendor. 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!

2929 Millerville Rd Ste 1A
Baton Rouge, LA 70816

Circuit Breaker Electric LLC

ESTHETICIAN / SKIN CARE
Louisiana Aesthetics

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

HOME WARRANTY

Old Republic Home Protection
Webb Wartelle

(225) 241-2088

HVAC SERVICES
Cajun Cooler LLC
(225) 456-1335

INSPECTIONS
Paragon Inspections
Scott Guidry

(985) 519-4343

Servicing These/Areas/AlliAcross'South|Louisiana:

Baton Rouge

Livingston Sorrento

Denham Springs ~ SaintAmant  Donaldsonville
French Settlement ~ Geismar Prairieville

Darrow

Gonzales Walker

INSURANCE
Meagan Faulk State Farm
(225) 767-3540

Ross Garbarino State Farm
(225) 751-4840

Safesource Insurance
Aundrea Allen
(225) 300-4500

INTERIOR DESIGNER
Haute Homes LLC
Angie B. Wilson

(225) 315-7040

LANDSCAPING
Landscape King
(225) 304-2499

MORTGAGE LENDER
Assurance Financial
Nathan Tallo

(225) 266-0109

Fairway Mortgage
Monique Briggs
(225) 916-1212

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

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

SWBC Mortgage
Tammy Balentine
(225) 939-5958

ROOFING
Cypress Roofing
(225) 450-5507

Top Team Roofing
& Construction
(225) 571-1740

TITLE COMPANY

Baton Rouge Title Company
(225) 769-5194

8943 Bluebonnet Blvd
Baton Rouge, LA 70810

Commerce Title
(225) 308-9544

Gulf Coast Title

(225) 456-4222

4473 Bluebonnet Blvd.
Suite A

Baton Rouge, LA 70809

Partners Title

Jacques Waguespack
(225) 906-0440

2370 Towne Center Blvd.,
Suite 100

Baton Rouge, LA 70806

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

gooschead

INSURANCE

angie b wilson

haute homes llc
interior design . staging

Smarter Insurance.
By Design.

225-319-5413 cell/text
‘0 225-379-5111 office

38105 Post Office Rd
Suite 6
Prairieville, LA 70769

»
(225)315-7040
hautedesign@cox.net

@ kelleragencygoosehead.com

@ @angiebwilson.hautehomes Agency Owner

@_hautestuff_/

Let Us Be
Part Of Your

CLOSING

GAME PLAN!

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.

.

CGULF COAST
TITLE:
225-295-8222

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

Jim Beatty Jene' Grand

Corinne Schwartzberg

225.450.5507 - cypressroofingla.com ¢ 2 /M O sctiiecon
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NEW pricing, NEW plans, NEW reasonsito
takefalsecondilooldati@anelMill(@rossing

Y
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HOMES NOW STARTING &

THE $300S

Real Producers is a national concept currently
open in 125 markets across the country. With over
three years in production, | wanted to take the
time to answer some pretty common questions we
receive about Baton Rouge Real Producers.

What is the purpose of Real Producers magazine?

The mission of Baton Rouge Real Producers is simple. We strive
to inform and inspire the top-producing real estate agents in
the Baton Rouge market and connect them socially. We do this
by telling their personal stories. How they have succeeded

and failed. What drives them to achieve year in and year out.
Where do they spend their time when they are not working

and what are they passionate about other than real estate.

We give local top-producing REALTORS® a platform to tell
their story in a way they have not been able to do so before.

The secondary focus is to provide an avenue for our affiliate part-
ners to create and continue relationships with these top perform-

ers on a level that they might not be able to achieve on their own.

Who receives this magazine?

This magazine is mailed to the top 300 producing agents
in the greater Baton Rouge area according to volume each
year. This is based on the 2022 MLS; the ranking is annual
and resets every year. This year, the minimum produc-
tion level for our community was over $6 million. Just to
be included in this group is an accomplishment that tes-

tifies to your hard work, dedication and proficiency.

What is the process for being featured in the magazine?
It’s really simple — you can nominate other REALTORS® (or

yourselves!). We will consider anyone brought to our atten-

Amanda Walker | Craft Realty
(225) 572-0880 | amanda-walker@craft.realty

Family Owned for 82 Years

tion; we don’t know everyone’s story, so we need your help
to learn about them! A nomination currently looks like this:
You email us at gina.miller@realproducersmag.com.

with the subject “Nomination: (Name of Nominee).” Please
explain why you are nominating them to be featured. It
could be that they have an amazing story that needs to be

told; perhaps they overcame extreme obstacles, they are an

mLs #2023002873 Willieandwillie.com  mis #2022013903

»» announcement

Common Questions About

Baton Rouge
Real Producers

exceptional leader, have the best customer service, or
they give back to the community in a big way. The next
step is an interview with us to ensure it’s a good fit. If
it all works out, then we put the wheels in motion for
our writer to conduct an interview and write an article

and for our photographers to schedule a photo shoot.

What does it cost to be featured?
Zero, zilch, zip, nada, nil. It costs absolutely nothing! We
are not a pay-to-play model whatsoever. We write real

stories about Real Producers, so nominate away, friends!

Who are the preferred partners?

Anyone listed as a “preferred partner” in the front of
the magazine is a part of this community and a top
professional in their industry. They will have an ad

in every issue of the magazine, attend our events and
be a part of our online community. We don’t just find
these businesses off the street, nor do we work with all
businesses that approach us. One or many of you have
recommended every single preferred partner 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.” Our goal is to create a powerhouse network,
not only for the best REALTORS® in the area but the

best affiliates, as well, so we can grow stronger together.

How can | refer a preferred partner?
If you know and want to recommend a local business that
works with top REALTORS®, please email us to let us

know at gina.miller@realproducersmag.com

Still have questions?

Don’t hesitate to reach out!

Gina Miller

Baton Rouge Real Producers
225-337-3277
@https/www.facebook.com/ginamiller22five
@batonrougerealproducers

1o
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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



career moves

By Jamie Taylor
Photos by Ace Sylvester

Having fostered an entrepreneurial
spirit early on, Conrad launched two
fruitful businesses as an ambitious
youth: a pet care service and a land-
scape operation, which he maintained
well into early adulthood. While

in college, he found the inspiration
for a third business venture after
breaking his iPhone during a night
out dancing with friends. Faced with
the pricey predicament of replacing
the device - not an ideal scenario for
a student on a budget - Conrad tried
repairing it instead, and the attempt
proved successful. Soon friends were
asking him to work his magic with
their mobiles, which led him to parlay

his skills into an official side hustle.

In 2008, Conrad expanded his
horizons and began working as a
commercial real estate agent intern
while still operating his lawn care and
phone repair businesses. During this

time, the repair operation took off,

14 - October 2023

and Conrad decided to sell his landscape company,
put his real estate career on hold, and devote his
full attention to the art of phone resuscitation.

He scaled the enterprise to impressive heights,
learning the ins and outs of the new business, and,
eventually, growing to twelve brick-and-mortar

retail stores, throughout Louisiana, over six years.

Conrad ultimately sold his company to a national
retail chain but maintained ownership of one

of his locations. Though the reduced respon-
sibility was originally refreshing, his work life
soon started to feel stagnant without the hustle
and bustle of running multiple stores. “When I
finally took a step back and smelled the roses, 1
quickly realized that I missed planting, water-

ing, and tending the rose bushes,” he recalls.

True to form, Conrad’s solution was to find a fresh
challenge, and, without much preamble, he decided to
become a firefighter. “I had a strong sense of urgency
to give back to the community, continuing to learn
and doing both on a tight-knit team. The nearest and
next most logical step was to become a firefighter,”

he says of his motivation for the undertaking.




Though his stint as a public servant was reward-
ing, Conrad found his way back to the REALTOR®
path a little over a year ago, and he hasn’t looked
back. Now a top-producing agent, he attributes
his accomplishments in the industry to a spe-
cific trifecta: grit, a trustworthy network of

contacts, and a genuine desire to serve others.

66

WHATEVER MAKES YOU HAPPY
AND FULFILLED, WORK EVERY

DAY NOT TO LOSE TOUCH WITH
THAT PART OF YOURSELF.

2

Of course, navigating the multi-facets of any deal

is always better with the benefit of a team who has
your back, and Conrad says having Borne2Sell to
lean on also plays a crucial role in his success, as
does setting the right systems in place. “As I began
to grow and scale, it became apparent that the prob-
lem wasn’t gaining more business; it’s organizing
and arranging my business to continue to provide

first-class experiences for my clients,” he explains.

When asked what he loves most about being an agent,

Conrad points to the opportunity to lessen stress for his
buyers and sellers. “At the end of the day, for me, it’s getting
clients where they need to go, and, when they get there,

have them leave with a smile on their faces,” he says.

Though he considers being accessible a necessary
benchmark of quality client care, Conrad consciously
tries to carve out time for the things in life that
replenish his spirit. “To stay engaged and fulfilled,

I have to check myself and rediscover my inner self
routinely. Whatever makes you happy and fulfilled,
work every day not to lose touch with that part of
yourself. The compass constantly changes, and we
must adapt or fall victim to self-pity and destruction.

God and family are my cornerstones.” he shares.

As for what his treasured family time looks like, Conrad
says he and his wife, Ann, along with their two beautiful
daughters, Jane and Frances, enjoy unplugging together in
the great outdoors, whether they are hiking, biking, camp-
ing, fishing, or simply gardening in their backyard. An
interesting assortment of pets rounds out Conrad’s crew,
which includes a flock of chickens, two ducks, two dogs, a

hamster, and a bearded dragon named Taco.

With a work ethic that keeps him on the go and the
wherewithal for putting out fires (figuratively and lit-
erally), it’s fair to say that Conrad is well-suited to the
ups and downs of real estate. And while it’s always
possible that new problems in need of solving may
tempt him toward other ambitions down the road,

for now, Conrad has his sights set on continuing the
climb up the real estate mountain and creating posi-

tive experiences for his clients along for the ride.

Baton Rouge Real Producers -
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HOW LOW cCAN YOU GO?

SAFESOURCE CUSTOMIZES INSURANCE TO REDUCE RATES!

LISTING & TRANSACTION

Assu rance

N e | | CIAL
3 ; l(i/ Come by our booth at the / . (&”\/@ (0(/(( PROUD PARTNER OF C%ﬁ ATHLETICS

\v pute S SOME TIME TO

A  totestyour limbo skills

A ' ‘ B ‘ !
e . W oursUsinss BUY | REFI | BUILD

Independent Insurance Agent
www.safesourceins.com
0: (225)-300-4500 * M: (225) 333-6220

aundrea@safesourceins.com .-
; o%)é,e/ 9{0)\/@0\&/

List to Close LLC

safesource \n
Baton Rouge LA 70817

NSURANCE GROUP 225-317-9295
BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE. Brooke@ListToCIoseLLC.com

YOUR MORTGAGE MVP

Ready to tackle this season’s challenges?
I'll provide your clients with all the
insights they need to create a financial

game plan. Together, we can empower
Nathan =
them to make winning moves and

TALLO celebrate their victories! Reach out to

me, we'd make a great team.

PARTNERSDH
EBELLE

YOUR LOUISIANA Loan Officer

NMLS #: 1411386

TITLE COMPANY

ntallo@assurancemortgage.com

f @PreapprovedWithNathan @nate_with_great_rates

PreApprovedWithNathan.com

{2} EQUAL HOUSING OPPORTUNITY NMLS# 70876
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broker spotlight

By Jamie Taylor
Photos by Kyle Rome

BRADLEY-HUNT AND ASSOCIATES

The observation resonated with Shaelisa, and she
decided to take a chance at real estate school. After
completing her coursework, she jumped into her new
venture as an agent, while simultaneously maintaining
her salon, and though charting a fresh career path was
an elating undertaking, Shaelisa’s excitement would
soon be overshadowed in 2011, when her husband trag-
ically passed away. “I did my second sale right after he
passed,” she recalls. “He was a big motivation to me. He
really pushed me to be a REALTOR®, but he didn’t get
the opportunity to see me go all the way through. And

even though he’s not here, he’s still my motivation.”

Growing up, Shaelisa had a solid
introduction to entrepreneurial best
practices, as she watched her father
build a thriving dump truck enterprise
from the ground up. The example he
set deeply resonated with Shaelisa,
and she points to those early lessons
as the building blocks of her own
success. “Watching my dad be an
entrepreneur and the way he focused
was [inspiring]... He would say “You
treat people how you want to be
treated; We never know how God

is going to bless us,” she recalls.

Guided by that insight, Shaelisa opened
her own barber shop and hair salon
at the young age of 21, and the fruits
of those labors soon positioned her to
become a homeowner at 23. As she
prepared to sell that same house a
few years later, the agent she worked
with took note of Shaelisa’s upbeat
nature, and he offered her a little
career advice. “He said, ‘That per-
sonality is killing it. You would be a

great REALTOR®,” she remembers.
Shaelisa and her son Rodney

BRADLEY-HUNT

ST

e
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Honoring her husband’s faith in her, Shaelisa
shifted to an all-in mindset. “I said, “This is where
you have to put your faith in you.” I put my faith
in God, and guess what: The year that COVID

hit, I sold 41 houses,” she recalls. The numbers
grew from there, and in 2021, she hit 52 transac-

tions, only to increase to 72 the following year.

That trajectory allowed Shaelisa to finally hang up
her sheers and clippers (though she does still own
her barber shop/salon and hires out stylists). With
her focus then fully rooted in real estate, she opened
her own brokerage, and, while it was a big decision,
Shaelisa says it was the next natural progression.

“I was with a big brokerage. I was selling a lot of
real estate with the idea of being my own boss and
being able to move how I wanted to move. Just to be

Shaelisa and be in my comfort zone.”

22 . October 2023
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Throughout her real estate career, Shaelisa has placed a
focus on continual professional development, and, over the
years, she has earned two degrees in business administra-
tion and interdisciplinary studies, from Southern University
Shreveport and Southern University New Orleans, respec-
tively. She recently decided that the time is right to reach
for new heights, and she is pursuing an advanced degree

in administration at the Southern Baton Rouge College of
Business. “I'm so into business. Anything that’s about busi-
ness, 'min it,” she shares, adding that she hopes the under-
taking will serve as a stepping stone to larger objectives. “I
would love to teach in the College of Business. That is my

actual goal to teach real estate or even entrepreneurship.”

Until that time comes, Shaelisa contents herself with sup-
porting the professional development of others through
her brokerage, though she admits that welcoming new

agents offers a dual advantage. “It actually motivates me

AL A T
VALY
J— I.F"'—'E'F-;-q T — .

The year t

as well. I don’t know everything,
and I'm always learning from other
people, so just to have extra peo-

ple on my team is always good.”

As for her favorite aspect of real
estate, Shaelisa says helping cli-

ents reach unexpected milestones

is always rewarding. “I love seeing
people move into homes, especially
those who thought they couldn’t get

a home. You would be amazed by the
number of people who think it will
never happen,” she shares, giving a
special nod to the fond memory of a
client who bought her very first house
at 70 years old. “That had everyone in
the closing office crying,” she recalls.

out my faith in God,
and guess what:

ol 81 houses,

) | ¢

When she isn’t helping homeowners make their dreams
come true, Shaelisa enjoys shopping, reading, spending time
with her mom (her “biggest fan”), her brother (also one of
her main cheerleaders), her son, Rodney (who will soon be
attending college with plans to pursue a path in business),
and the rest of her family. She also enjoys doting on her pup,
Rich Hunt, who is her disposition doppelganger in canine
form. “His personality is my personality. I'm all over the
place, and he is all over the place right with me,” she jokes.
Additionally, Shaelisa devotes time to community initia-
tives, including being active in Junior League, Southern
University’s alumni chapter, Zachary Kawana’s Club, Baker

Chamber of Commerce, and her church, New Pilgrim Baptist.

Considering her ever-present hustle, there is no doubt
Shaelisa will continue her rise in real estate and eventually
realize her professorship ambitions. And with her true heart
for sharing her knowledge and helping others, it’s an equally
safe bet that her future students will be in excellent hands.

Baton Rouge Real Producers - 23



¢ OLD REPUBLIC HOME PROTECTION

Good Neighbor Service, N o o

Surprisingly Great Rates. GEAUX
ORTTP | B T REQSTICY  wepres
: “Summer has been very RIEON ROUGE, LA

AREETE A o

helpful with securing a
Home Is Our Middle Name business policy for our
company. Friendly service
and great rates! Highly
recommend!”
- Sierra Lytle

We've been safeguarding
home systems and appliances
across the country since 1974.

Ensure your clients have the home 5
warranty protection they deservel Meagan Faulk

my225agent.com

Order today! Webb Wartelle

Senior Account Executive 2& 5 7 67 3 540

E 800,282 7131 Ext. 1285 : ° °

EEF C: 225.241.2088 . ‘
WebbW@orhp.com
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Residential and Commercial Transactions
Specialists in Real Estate Law and Closings.
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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

/ A Denham Springs Baton Rouge
ROFESSIONAL 111 South Range Ave. 8706 Jefferson Hwy, Suite B

Denham Springs, LA 70726 Baton Rouge, LA 70809
TITLE

SCAN ME

William "Billy” Leach

www.ptitleinc.com ¢ (225) 665-5600
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By Breanna Smith Pizzolato
Photos by Ace Sylvester

Driving down Highway 61 to Lake Rosemound,
just before the Mississippi line, you might catch
sight of Crystal Bonin blowing by in her tiny
sports car chock full of her furry companions -
two golden doodles and a Pomeranian. Whether
on weekends between their lake house or week-

days in the office, Crystal is living her best life.

She radiates bubbly energy and enthusi-
asm, but behind her happy-go-lucky style

is a competitive drive like no other.

Crystal’s journey to becoming a real estate pow-
erhouse is as unexpected as it is inspiring. In
her early career, Crystal rose to the ranks with
Cato Corporation, where she became the com-
pany’s youngest top district sales manager. She
was responsible for their clothing stores across
the Southeast in Louisiana, Arkansas, Texas and
Mississippi, and with the company headquar-

tered in North Carolina, she traveled a lot.

“T had a great future going there, but I had a bigger
dream of being able to stay home with our kids, and
we made that happen,” she said.

Crystal and her husband, Joey, established

themselves in New Iberia, where he began his

career with the Cardiovascular Institute, and they

built their forever home. Or so they thought.

They began raising their children, Bryce and

Brea, “and I was living my best life,” Crystal said,
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laughing. “I was shopping at Delchamps, the local grocery
store, in my $500 suits because I didn’t know what else to do
with them, and I definitely didn’t know what to do without
a phone ringing off the hook.” As Bryce and Brea got older,
she began teaching classes at the local gym and volunteer-

ing at their schools. “I was living my dream,” she said.

‘When the CEO of the Cardiovascular Institute invited them to St.
Francisville, Crystal was sure it was to treat them to dinner in one
of their favorite places for a getaway. “I was super excited,” she

recalled. “And when we got there I realized we were in Zachary.”

After 15 years with the Cardiovascular Institute, the CEO
tapped Joey to begin the heart program in Zachary. Soon, he
realized the need for a primary care physician in the area, as
many of his patients were waiting weeks or months for a sign-
off on necessary care from their physicians. The new venture
would take dedication, patience and sacrifice to get it off the

ground, and one of those sacrifices was a steady paycheck.

“When Joey told me it was time to go back to work,
neither of us wanted me to travel like I was with Cato
because I was gone all the time,” she said. As she thought
through different options, she kept coming back to real
estate. “We managed all of our own transactions and
properties,” she said. “And I had all of this management

and marketing knowledge from my corporate days.”

She started the licensing exam classes on September 7, 2010,
her daughter’s birthday. “She was less than thrilled that mom
was returning to work,” Crystal explained. But she figured it
would only be for a year or two. “Then, once I got started later
that September, my competitive drive kicked in,” she laughed.

After nearly a year of working with a brokerage, she won-
dered whether she could make it on her own. “I called
Burk Baker, and we went to the real estate commission
that day,” she said. And Burk served as her sponsor-

ing broker, becoming the first person she would call.




In December 2011, she opened Crystal Bonin Realty.

For Crystal, success is cherishing every moment of life,
whether she’s in the office, at the beach house, or sharing a
meal with her family. With three decades of marriage to
Joey under her belt, they now occupy adjacent offices
at the Copper Mill Office Park. Initially, they shared

a workspace until a pivotal moment when Joey, in

the most compassionate manner, encouraged her to
either find a way to stop working past midnight or
consider closing the business. She recognized that
maintaining her pace while gaining more personal

time required a team and a dedicated workspace.
Determined, Crystal stayed up all night devising a plan
and secured the neighboring building the following day.

This year, the Bonins celebrated several significant
milestones as Bryce completed medical school, embark-
ing on his first year of residency as a neurosurgeon in
Shreveport. Brea married in June, and is now entering

her second year of medical school in New Orleans.

“It’s been a lot - and all good stuff. We are still in love, our | HAD A GREAT FUTURE GOING
businesses are good, and our family is healthy. We’re thank- THERE. BUT | HAD A BIGGER
ful. I wake up every morning and think, “‘What do I get to do DREAM (,)F BEING ABLE TO STAY

HOME WITH OUR KIDS, AND WE
On the weekends, they’re either at Lake Rosemound, their MADE THAT HAPPEN.

new beach house, or traveling to Shreveport, relishing time

today?’ and that has only come with age,” she said.

with Bryce’s family, particularly their one-year-old grandson,

Beckett. On the rare solo trip to the beach house, she drives right
past the seafood shacks and local dives, headed straight for

Olive Garden. “They have the best pup cup!” she explained.
“And no one else in the family likes Olive Garden. So I go
there with the dogs for what I call ‘noodle doodle time.”

Amid the gravity of the real estate industry, Crystal
offers an air of lightheartedness, infusing profession-

alism with her infectious joy and exuberance for life.

Crystal’s journey from corporate professional

to stay-at-home mother to real estate broker
embodies her diligence, tenacity, and unapologetic
pursuit of happiness. Her story underscores that
triumph isn’t confined to figures and transactions;
it’s about embracing life with open arms and a heart
brimming with delight. So, when you spot Crystal cruis-
ing along Highway 61 with her furry companions, remem-
ber she embodies more than a high-achieving real estate
agent; she’s a force of nature, a wellspring of laughter, and

a living embodiment of the phrase “living your best life.”



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
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»» ask the expert

By Attorney Charles G Blaize Jr

Marriage, Divorce and
Purchase Agreements
-- Preparer Beware!

* Property donated to the spouses jointly;
+ All other property not classified as

separate property.

The separate property of a spouse is his exclusively.
It includes some of the following:

+ Property acquired by a spouse prior to marriage;

* Property acquired by a spouse with separate funds;
: Property acquired by a spouse by inheritance or
donation to him individually;

+ Things acquired by a spouse as a result of a vol-
untary partition of community property during the

community property regime.

Broker/Agent Tips
Real estate brokers and agents who are assisting a
Seller would be well advised to ask the following

facts prior to executing a listing agreement or a

www.garbarinoSF.com

Love your neighbor. - Mark 12:31

. . urchase agreement:
Auto Life Home Flood Business P &

1.) Is the Seller Married? Divorced? Separated? Is

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL o
State Farm Florida Insurance Company, Winter Haven, FL there any Judgment between the owners:

1708137 State Farm Lloyds, Richardson, TX

2.) If the Seller is married, Was he/she at acquisition
of the property?

3.) Does the Seller have a prenuptial agree-
ment? If so, get a copy, and submit with Purchase
Agreement to the title agent.

Feel At Home

— - Since all Owners of property must execute a Purchase Agreement 4.) Will the client’s non-acquiring spouse come to
I a I r w a as Sellers, knowing who the owner is, is a critical component of any the closing to sign the necessary papers? If so, set
Purchase Agreement. Our quick advice is when in doubt, have every- reminders to ensure the other spouse will come.

one sign! But sometimes that task is tricky. Below is a quick reference

guide to assist agents in making the determination. 5.) If the other spouse will not come to the clos-

MONIQUE S. BRIGGS

Mortgage Loan Originator

Ifyou are unsure, call your favorite title attorney. ing, will this lender agree to lend its money to

finance the sale if the acquiring spouse makes the

Louisiana is a community property State, meaning the presumption double declaration?
NML S H 21 O 5 9 64 is that property owned by married persons is community prop-
10202 Perkins R B R LA 70810 erty. Property of married persons is either community or separate. MFB TITLE SOLUTIONS
. N |.ns Owe. | Baton Rouge, Marriage alone does define the ownership regime of the parties. The WWW.MFBFIRM.COM
Monique.briggs@fairwaymc.com 8 preg P
22 5)q 91 é_.l 2?29 | www mgthe;’nlo caill rights of married people when buying or selling property are regu- Baton Rouge: 10101 Siegen Lane, Suite 4A
: : lated by law. 225.810.4998

Licensed in LA, TX, MS, & MI
Houma: 1499 St Charles St | 985.223.4725

Community property includes some of the following:

: Property acquired during the existence of the marriage through the

effort, skill, or industry of both or either spouse;
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* Property acquired with community things;

* Property acquired with community and separate property when the

value of the separate property is inconsequential to the value of the

community property; TITLE SOLUTIONS
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rising star

By Breanna Pizzolato
Photos by Kyle Rome

In real estate, competitive drive is often touted as the

top trait for building a successful business. Tammy

Lezak puts that myth to rest. Her genuine kindness

is infectious - and you’d never know without a bit of

prodding that her gracious spirit was forged in the

fires of some of life’s most difficult challenges.

Not long ago, Tammy was in a fight for
her life, confined to a hospital bed in
her living room for more than a year
after a boating accident. “I broke my
neck. My heart was pushed out of my
chest. I shattered 7 ribs - and still have
them. I had a punctured lung and a 2%
chance of surviving,” she said with a
gentle nod. “But I knew God wasn’t
finished with me yet.” She was right.

Trials & Triumph

Even before the boating accident,
Tammy was no stranger to the long,
arduous road of recovery. At just two
years old, her son Keaton, now 22, suf-
fered severe burns to 60% of his body.
She was there for him then, and she
was determined to continue being there
for him and her oldest son Elijah.

I knew
God

wasn’t

finished

with me

yet.

Slowly but surely, with unwavering determination,

Tammy regained her strength and began rebuilding her

life. She started with her home, repainting furniture to

bring new life into her home. “I was pretty impressed with

myself,” she said, laughing. So she posted a few photos on

Facebook. Soon, she had a bustling furniture repurposing

AMmmy

business. She sourced second-hand

pieces and reimagined bedroom suites, tables
and other fixtures people would drop off,
trusting her with the final design. With each
brush stroke, she began to feel whole again.

“I was depressed for a long time,” she
explained. “I thought I would never
be the same, but I kept my faith in
God, and I kept asking Him to make
me whole again. It was hard. At times
I wanted to give up. But I buckled
down and kept telling myself: “You’ve
got to do this. You’ve got people who
are depending on you.” She had no
idea that in a few short years, clients

would be depending on her, too.

Give lta Try

‘When Tammy met Brandi Phillips,
the two became fast friends. Tammy
staged all of Brandi’s listings, and
when she opened the Nexthome
Solutions brokerage, she knew

just who to call to decorate and
furnish the blank space. Tammy
immediately knew she wanted to
work for NextHome Solutions, “because
they have this saying, Humans Over Houses,
and that just resonated with me. Plus, they
have the cutest mascot, Luke, a French
Bulldog. Most people love animals. That
gets their attention, as do the signs. The
brand of NextHome just stood out to me.”
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Growing up, Tammy’s mom was a Realtor, so she was
familiar with the industry, but she never imagined that
her desire to add life to empty houses would become

her own bustling career in real estate. Brandi encour-

aged her to get licensed and test the waters. “She told
me it would be hard and that it’s not for everyone, but

I said, T'm gonna try, and I started from there.”

Tammy’s heartwarming resilience and kindness are noth-
ing short of superpowers. “She surprised me,” Brandi said.
“She’s someone I can count on to get the job done because
she has a hustle like no other.”

The early success swept

Tammy off of her feet. Though,

make no mistake, it has

been hard-earned. “If there’s

something I can do to help, I'm

going to do it. Even if it doesn’t

meet my schedule or is incon-

venient, it’s important to me to

show others how much I care

about them,” she said. “I fought

so hard to be here for the

people who depend on me, so

I'm going to be there for them.”

For Tammy, the steadily rising
sales volume takes a backseat
to the fact that her clients
have become some of her most
cherished friends. They often
drop by for dinner, share their
top-secret fishing spots, and
one client even took her on

an all-expenses-paid cruise.
“Having people who invite me
over for dinner and include
me in their birthday celebra-
tions, that’s what is so special
to me about this journey,” she said. “Nothing could replace

]

that feeling and what I get from creating these friendships.”

She’s helped many clients move to the boot from out-
of-state, a feat requiring additional coordination, assis-
tance getting settled, and a ton of trust. One of the
most popular places people are moving from? Illinois.

This year alone, she’s helped three families move from

Illinois to South Louisiana. “They want to move down

here because it’s always sunny,” she said, laughing. “I'm

sure to warn them it’s not just sunny, it’s HOT!”
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Her commitment goes beyond the transactional;
it’s rooted in genuine concern and support. Even
amid her triumphs, Tammy remains grounded by

the joy of creating these meaningful connections,

66

..» I fought so hard
~ to be here for the < |3
people who depend =
on me, so I’m going

to be there for them.

underscoring the true essence of her journey.

Kindness Wins
Tammy isn’t defined by her professional successes F ST
but by the friendships she’s cultivated, the lives she’s i3 i
touched, and the heartfelt moments she’s shared. When '
she finds the time to get away, she can be found with a

fishing pole in hand, spending

time with her sons, or work-

ing on a new furniture flip.

These days, she spends a lot
of time on the road, too, both
for her clients and her family.
Her father recently underwent
a triple bypass, and despite
living four hours away, she
makes the long haul to see her
parents as often as possible.
“My dad is my world, he’s my
hero, and I just love him so
much,” she said. “I spend a lot
of time going back and forth
to visit my parents because

I want to spend as much

time with them as I can.”

With a heart of gold and a
spirit that refuses to give
up, Tammy continues to
leave a lasting impact on the
lives of those around her,
proving that being genu-
ine, kind, and helpful can
get you to the top. Tammy

reminds us that the true reward lies not just in

the destination, but in the meaningful relation-

ships and connections we nurture along the way.

“Always be nice,” she said. “You never know
what someone is going through. People put on

a smile and push through every day, but you
never know what’s going on deep inside of them
or in their lives. I'm a people person, and help-
ing people is what makes me happy. That’s what

gets me through each trial and setback.”




FLEUR DE LIS

LAW & TITLE COMPANY

CHANGING LEAVES,
CHIANNCIINCRININESH

Fleur De Lis Attorneys,
Your Real Estate Allies.

MOTIVATED TO WORK WITH OUR TEAM?
Contact Fleur De Lis Law & Title today and let us
handle your legal needs with precision and care.

| FDLLAWANDTITLE.COM | 985-277-5550 |

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

225-456-1335 | BRANDEN BRIGNAC | CAJUNCOOLERS@CAJUNCOOLS.COM | CAJUNCOOLS.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
HALO® Laser Skin Renewal
Photofacials with BBL®

Gift Cards Available!

Call us to make an appointment!

(225) 636-2603

LOUISIANA AESTHETICS
& SKINCARE

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