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To provide extraordinary savings to heroes

who provide extraordinary services to our
nation and its community every day.

She has made her mark and
helped countless clients through

this innovative program.

To date, Andrea has served over 300
heroes in her career. “Through the
program, I give back a percentage of
my commission,” she explains. She
has given back over $425,426 in her
career to local heroes. Every dollar
makes a difference for those who

serve our country and communities.

“It’s a great program, a great way to
give back, and a great way for agents
to grow their business,” she explains.
Best of all, it makes a tangible differ-
ence for the heroes who serve our
country and community. “Two weeks
after closing, the heroes get a check
with no strings attached. They can

spend it however they want.” Real

estate agents give a referral fee to
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Homes for Heroes, a licensed real

estate company in Minnesota. Homes

for Heroes then gives back to the hero.

Grateful Hearts

Seeing the happiness on her clients’
faces makes every ounce of effort
worthwhile. “Heroes are so grateful
for the Homes for Heroes rebates,”
says Andrea. “It’s really a great way to
spread the word about the program.”
Her past clients often refer others

to her. Andrea finds that it’s the best
referral source she could ask for.

A Rewarding Career

Andrea loves real estate and it

has resulted in rich rewards. “I've
quadrupled my nursing salary and I
never expected anything like that to
happen,” she says. “Real estate has
been such a big blessing and some-
thing that I was truly called to do.”

Andrea has been the winner of
multiple accolades throughout her
career: RE/MAX Top 40 under 40 in
2021, RE/MAX Hall of Fame in 2022,
and was #17 in the state of Alabama
on RealTrends’ “America’s Best Real
Estate Professionals” list for 2022.

Andrea was an independent agent
until last year and has now started
her own team. The Rouse Realty
Team consists of herself along with
two other agents (Kayla Quinn and
Allison Finley). Together, they love
meeting the needs of their clients
and helping them achieve their real

estate goals.

A Happy Family

Married for 16 years, Andrea met Jake
in high school. “We got married at

the courthouse three days before he
deployed to Iraq,” she says. When Jake
returned a year later, they enjoyed a for-
mal wedding in the company of friends
and family. They have one son, Wesson,

who is now 11.

As a family, they enjoy spending time at
the lake where they jet ski, swim, and
fish. Wesson also plays football and bas-
ketball and his parents love cheering him
on from the sidelines. They also attend
church and spend time with family and

friends as much as possible.

Making A Di erence

Andrea’s journey shows the unexpected
paths life can take and the impact one
individual can have when driven by a
heart to help others. Her story, inter-
twined with the Homes for Heroes
program, showcases how a career in
real estate can be transformed into a
vehicle for positive change. Every client
served and every hero assisted can make
a significant difference in the world, one
home at a time. Andrea wouldn’t have it

any other way.
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agent feature

Margie

of Norman & Associates Birmingham LLC

Written by Elizabeth McCabe
Photos by Brendon Pinola, Brendon Pinola Photography

The road to real estate isn’t easy. It takes
perseverance, grit and determination. Enter
Margie Nixon, who has the spirit of service,
achieves remarkable sales records, and is the
definition of success. As an agent at Norman
& Associates Birmingham LLC, her heart to help with

others was formed in her childhood years.

“I grew up in Bessemer, Alabama, in a two-parent
home,” says Margie. Her hardworking father made a
living in the steel industry while her mother, a church
musician for 50 years, was a loving stay-at-home
mom. “I had three siblings, and it was a

happy home,” she smiles.

The example of her parents
was formative in shaping
Margie into who she is

today, especially with her
desire to serve others. “I
always considered myself

in a service role,” says

Margie of her childhood
dreams. “I wanted to do ‘
something where I served
people and was able to

help people.” With her heart
to help others, she worked in
the banking industry and beyond,

enjoying interacting with others.

In her career, Margie’s journey was marked by her
determination to overcome challenges. In 2006, she

transitioned from a job in the telephone industry to
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arole at Social Security, navigating the shift with
resilience. Despite financial constraints, Margie’s deep
commitment to her family inspired her to seek a more

rewarding career.

“When I took the job at Social Security, it didn’t pay
well,” she says. “I didn’t know if I could make it on
what I actually earned.” A new job would help her

make ends meet and help her give freely to others.

With her family’s encouragement, Margie embarked
on a new path in real estate. “I started classes in 2006
and got my real estate license in March 2007. I haven’t
looked back since,” she smiles. “My career took
off from there.” From working with large
firms like Realty South to making
a name for herself at Exit and
then EPI Real Estate, Margie’s
commitment to excellence
and dedication to her clients
propelled her forward.
In 2013, Margie became
licensed in Georgia, eager
to expand her territory and
serve more clients. As she
says, “I serve people first and
then sell a house.” She now
works at Norman & Associates

in Birmingham and Georgia.

Margie’s ascent in the real estate industry was not
without its challenges. Balancing a full-time job at
Social Security while simultaneously pursuing a

full-time real estate career required meticulous time

Service + Sales

Sweet
Success




management and sacrifice. Yet,
Margie’s unyielding dedication
allowed her to overcome these hur-
dles. She seized the opportunities
presented by the extended summer
daylight hours, showing properties
even after work, demonstrating her
resourcefulness and commitment

to her clients.

“Summertime was the best time.
I could show houses until 8:30 at
night,” she says with a heart of
gratitude. She was also grateful
that she stayed at her

Social Security job

for 16 years and

was able to retire.

| want to
help as many

“The retirement people achieve

and the insur-

ance were the homeownership

same insurance as long as | can.

benefits if T still successful
worked there,” she entrepre-

says. “That’s how the

Lord orders your steps.”

With the arrival of the COVID-19
pandemic, Margie’s journey took

a new turn. Leveraging her 16
years of service at her government
job, she transitioned to full-time
real estate, retiring from Social
Security to focus on her passion.
This pivotal moment underscored
her commitment to service and her
ability to adapt to changing cir-
cumstances. She is eager to serve
her clients, be attentive to their
needs, and also mentors others.

“I never look at the numbers,” she
says. Real estate is all about people
to Margie rather than the sales.
Putting people first causes the
sales to follow.

Margie’s success extends far
beyond her professional achieve-
ments in real estate with sales

numbers and units sold. A
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neur, she also
started her own
staging company called
Changing Spaces.

“I stage every home that I put on
the market and listings for several
other agents,” she comments.
Margie got certified four years ago
as a certified professional stager.
“I stage my houses to look like
model homes when they hit the
market,” she smiles.

In addition to helping her cli-

ents with their real estate needs,
Margie gives back to the commu-
nity. She shares, “I am part of a
sorority, Delta Sigma Theta Inc.” It
was her lifelong dream to be a part
of a sorority while in college and
she continues her service work to
this day. As the fundraising chair,
Margie spearheads efforts to pro-
vide scholarships, contributing to

the betterment of her community.

‘When not working, it’s all about

family time to Margie. “My family
is the best,” she raves. “We are so
blessed. I have two sisters, and I

am in the middle.” She has an older
brother and recently found out that
she has another brother. “He’s been
really great,” she says. Her brothers
all work in her staging business
with her while her older sister is

a property manager, working with

investors as well.

Margie is living proof that with
enough hard work, drive and
determination, anything is possible.
‘With her heart to serve others, she
excelled in real estate and achieved

a future beyond her wildest dreams.

She concludes, “I want to help
as many people achieve home-
ownership as long as I can.”
This Top Producer has no plans
of slowing down, eager to help
as many clients as she can with

her experience and expertise.

- Spooky Title &
Closing Stories!

Wednesday, October 18th
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as our panel of title and closing experts share
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WORKING WITH WINN SANDERS?

Partner With Birmingham’s Foundation
& Waterproofing Specialists

@ Partner With Me and I'll Help Get Your Client to the Closing Table
@ Lower Utility Bills Attract Buyers
@ Green Properties Sell

@ Help your Property Pass Inspections Quicker with a Partner who
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Call me for crawl space or foundation repairs!
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C: 205.864.1075
winn.sanders@afsrepair.com
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Protecting Your Client's Investment,
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15+ Year Experience
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termite bond for
all Real Estate transactions!
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On the Fast Track

Real estate agent Jeff Richardson has been
obsessed with cars since childhood. It was his
experience managing a dealership in Trussville,
Alabama, that convinced him sales was something
he should pursue to a greater extent. “Friends told
me I was missing an opportunity and I should con-
sider selling houses,” he says. “I took that advice
to heart and took the plunge—I quit my job and

started real estate school.”

Kicking the Tires

That decision in August 2006 turned out to be

a great move for the Auburn graduate. In 2007,
Jeff was named Rookie of the Year for the entire
MLS in Birmingham. “I was 34 that year and that’s
a good target age for people to buy their first

or maybe their second home,” he says. “I really
focused on my sphere of influence, so I attribute

my fast start to some of that.”

By the end of 2007, Jeff was managing foreclo-
sures for Fannie Mae, something he continued

to do throughout The Great Recession and into
2011. “Foreclosures require a lot of attention, so I
shifted my focus and put my concentration there,”
he says. “Foreclosures were 70 percent of my busi-

ness during that time.”

Jeff was part of two brokerages before eventually
joining the Realty South Crestline office in 2019

as a solo agent. “The last few years have been both
challenging and fun,” he says. “I had a strong first
quarter in 2020, and then when the pandemic

shut everything down, I wasn’t sure I would sell

another house that year.”

People are my
favorite part of
this industry.

Once the dust settled, Jeff found himself steadily
busy as people spending a lot of time at home
decided it was time to either move or remodel.
“One family that had built a very open concept
house discovered there wasn’t a quiet place to
work with the kids at home,” he says. “Sometimes

your needs change as circumstances change.”

Handling the Down Shift

With an average personal volume of $13-18 million
per year, Jeff has found 2023 to be slower, mainly
due to the uptick in interest rates and the lack of
inventory on the market. “I'm friends with a lot

of great agents and I think most of us are building
toward a strong and profitable 2024,” he says.
“We’re feeling the crunch of a slower market, but

we know it won’t stay that way.”

The slower pace has allowed Jeff to return to
some of his original marketing tactics. From
Facebook posts to emails or hand-written notes,
he has found that all these methods of communi-
cation help his name stay top-of-mind with past
and future clients. “Reminding people that you’re
still here is important, whether that’s popping
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by to visit, farming neighborhoods
or commenting on a Facebook post,”
he says. “Maintaining those rela-
tionships builds your pipeline for
further down the road.” Jeff also
enjoys sending more personal cards,
such as an anniversary or milestone
event card. “During the first week of
the month, my assistant and I spend
several hours getting a list together
so we can stay in touch with our

clients,” he says.

Kim Owens joined Jeff
two years ago. A former
REALTOR® herself, she
missed being part of the
action. “Kim takes care
of all my listing paper-
work and every bit of
our back-office needs,
from coordinating clos-
ings with the attorney
to titles and termite
bonds,” he says. “She
has really spoiled me!
I'm able to show more
houses or take personal

time when I need it.”

Personal investing in real estate
has also been important during
his time in the business.
“Rentals are a great way to
make mailbox money,” Jeff
explains. “I have a goal of
owning more properties in

the future—when it’s time to
retire, you have a great asset
with value.” With his rental
property in Crestline Park,
Jeff learned that having a good
tenant is paramount. “I gave
my current tenants a discount

because I could tell they were
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the kind of people who would
take care of my house,” he says.
“It’s worth reducing the rent to
get a quality renter—it will more

than pay for itself.”

Putting the Pedal to the Metal
When he’s not showing houses,
you will probably find Jeff at his
home on Smith Lake enjoying
the water, spending time with
his three dogs, traveling, or
driving one of his four cars
too fast. “Cars are a great
avenue to conversation,”
he says. “My red convert-
ible has probably gotten
me some business a time
or two!” The next big
event on the horizon for
Jeff and his partner, Phil,
is a January wedding in Key
West. “Having some down-
time this year has allowed
me to really nail down the
details,” he says. “I need to sell

more houses to pay for it!”

Although Jeff was one of
those kids whose report card
could have said, “talks too
much in class,” his natural
communication skills have
served him well through-
out his real estate career.
“People are my favorite
part of this industry,” he
says. “I love the excite-
ment that buyers have
as they get their American
Dream. I love when my clients
get more than expected for
their home. I've truly made
some of my dearest friends

through this career.”
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Real Producers magazine started in Indianapolis in 2015 and
is now in over 125 markets across the nation and continues to

spread rapidly. Real Producers is launching in May 2023!

Q: WHO RECEIVES Real Producers MAGAZINES?

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

update annually.

Q: WHAT IS THE GOAL OF THIS MAGAZINE?

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

together the most elite individuals in Birmingham real estate.

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

our monthly publication.

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

next level.

Q: DOES Real Producers HAVE EVENTS?

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

exclusive invites!
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Q: WHAT IS THE PROCESS FOR BEING FEATURED IN

THIS MAGAZINE?

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

events to increase your chances.

You can email your nominations to

meredith.jones@realproducersmag.com.

Q: WHAT DOES IT COST A REAL ESTATE AGENT/TEAM TO

BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my
friends, so nominate away! We are not a pay-to-play

model. We share real stories of Real Producers.

Q: WHO ARE THE RP-VETTED BUSINESSES?

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

our index! We don’t just find these businesses off

the street, nor do we work with all businesses that
approach us. One of many of the top real estate
agents has recommended every single business you
see in this publication. We won’t even meet with a
business that has not been vetted by one of you and
“stamped for approval,” in a sense. Our team will
further vet every business to make sure they are a
good fit and bring value to our community. Our goal
is to create a powerhouse network, not only for the
best real estate agents in the area but for the best
businesses, as well, so we can grow stronger together.
‘When you meet one of them, be sure to thank them
for their continued support and for investing in you
and your growth.

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

us know at meredith.jones@realproducersmag.com.
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