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GET TO KNOW...

What made you decide to become a loan officer?
I actually enjoyed being a realtor first for 10 years, then
decided to specialize in mortgage financing. My years as a
realtor taught me the importance of great communication &
on time closings!

Favorite part about being a Mortgage Loan Officer?
Transforming clients into homeowners never gets old! It's not
an easy job, but | enjoy the challenge.

What has been your greatest work
accomplishment while working at NOLA Lending?
Helping to implement the Mortgage Time Line so that we can
more efficiently communicate with Realtors & Clients. Also,
being a part of the Team of LO's closing 52.8 Million in Louisiana
Housing Corporation Down Payment Assistance Loans in 2022!

How long have you lived in Baton Rouge?

I grew up in St. Amant, but lived most of my adult life in Baton Rouge! Senior Loan Officer
What is an interesting fact about you that other people NMLS# 419401

may not know?
| failed the driver's license test twice before passing & | won the mullet
toss at Flora-Bama!

Yo Hota [onr Gpecialils

Whether you're buying or improving, NOLA Lending Group has the experience
and expertise to guide home buyers through the financing process. With Loan
Production offices in Baton Rouge and Prairieville, plus all over the South, our
lending specialists can assist your clients in determining which type of loan is
the most appropriate and affordable.

Joey Piel Ryan Thomassie
NMLS# 365511 NMLS# 350514

o

Sharon Williams Trey Hereford Connor Brooks Katie Meiners  Susanne Wampold Karla Fuentes
NMLS# 118322 NMLS# 89575 NMLS# 1370606 NMLS# 1125723 NMLS# 1553575 NMLS# 108621

WE ARE...
HERE For BATON RouGt ¢ I NOLA
& Hete falr» éo'uz; ]

Member

. PIETR
NOLALend | ng-com All applications are subject to underwriting approval. Fidelity Bank NMLS Co. ID 488639

Save. Invest. Protect.

“Tomorrow is never the answer to problems
that need to be solved today.”

Peter A. Mars

Financial Planner

Prudential

] V4 Financial
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225-921-5260

758 St Charles Street
Baton Rouge, Louisiana
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“We’re excited to announce the
—opening.ofan-additional Jocation-

-to serve:your clients’ needs!
_ LOUISIANA AESTHETICS
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www.ptitleinc.com ¢ (225) 665-5600 16158 Airline Highway, Suite 102 Prairieville, LA 70769 + LouisianaAesthetics.com

Denham Springs Baton Rouge

. RQEES‘SEH)NAL: 111 South Range Ave. 8706 Jefferson Hwy, Suite B

Denham Springs, LA 70726 Baton Rouge, LA 70809

William "Billy” Leach
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MEET THE BATON ROUGE REAL PRODUCERS TEAM

NEW pricing, NEW plans, NEW reasons;to
takefalsecondilooldati@anelMill(@rossing

HOMES NOW STARTING fome
IN THE $300S --

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

Ace Sylvester Breanna Smith Jamie Taylor Geneva Eilertson
Photographer Connections Coordinator 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
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Amanda Walker | Craft Realty
(225) 572-0880 | amanda-walker@craft.realty
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l% Family Owned for 82 Years s T

mLs #2023002873 Willieandwillie.com  mis #2022013903
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PREFERRED PARTNERS

BUILDER

D.R. Horton

(281) 904-3081
www.drhorton.com

Willie and Willie
Contractors LLC
(225) 291-7600
2929 Millerville Rd Ste 1A
Baton Rouge, LA 70816
www.willieandwillie.com

ELECTRICIAN
Circuit Breaker Electric LLC
Michael Webster
(225) 572-7963

ESTHETICIAN /
SKIN CARE
Louisiana Aesthetics
& Skincare

(225) 636-2603
www.louisiana
aesthetics.com

supporting the REALTOR® community!

FINANCIAL PLANNER

Peter A. Mars,
Financial Planner
(225) 239-5040
www.prudential.com/
advisor/peter-mars2

HOME WARRANTY
Old Republic Home
Protection

Webb Wartelle
(225) 241-2088
ORHP.com

HVAC SERVICES
Cajun Cooler LLC
(225) 456-1335

INSPECTIONS
Paragon Inspections
Scott Guidry

(985) 519-4343
www.paragon
inspectionslic.com

Hurricane Season Isn't Over Yet

Baton Rouge
Denham Springs
French Settlement

8 - September 2023

‘HURRICANE
\ SEASON ,

Sorrento

Donaldsonville

Livingston

DEI] Saint Amant
Prairieville Geismar
Walker Gonzales

)

INSURANCE
Meagan Faulk

State Farm

(225) 767-3540
ww.my225agent.com

INSURANCE AGENCY
Ross Garbarino

State Farm

(225) 751-4840
www.garbarinosf.com

Safesource Insurance
Aundrea Allen

(225) 300-4500
www.safesourceins.com

INTERIOR DESIGNER
Haute Homes LLC
Angie B. Wilson

(225) 315-7040

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

MORTGAGE LENDER
Assurance Financial
Nathan Tallo

(225) 266-0109
www.Preapproved
WithNathan.com

Fairway Mortgage
Monique Briggs
(225) 916-1212
www.mothemlo.com

NOLA Lending Group,

A Division of Fidelity Bank
(985) 612-2132
NOLALending.com

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

SWBC Mortgage

Tammy Balentine

(225) 939-5958
www.swbcmortgage.com/
balentine

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

ROOFING

Cypress Roofing

(225) 450-5507
www.cypressroofingla.com

Top Team Roofing

& Construction

(225) 5711740
www.thelatopteam.com

TITLE COMPANY

Baton Rouge Title Company
(225) 769-5194

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

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

Gulf Coast Title

(225) 456-4222

4473 Bluebonnet Blvd.
Suite A

Baton Rouge, LA 70809
www.gctitle.com

MFB TITLE SOLUTIONS
Charles G. Blaize Jr.

Brett Bajon

(225) 810-4998

10101 Siegen Lane Suite 4A
Baton Rouge, LA 70810
www.mfbfirm.com

Partners Title

Jacques Waguespack
(225) 906-0440

2370 Towne Center Blvd.,
Suite 100

Baton Rouge, LA 70806
www.partnerstitlela.com

Professional Title

Billy Leach

(225) 665-7770

1111 South Range Ave
Denham Springs, LA 70726

TRANSACTION
COORDINATOR

List to Close LLC

Brooke Stevens

(225) 317-9295
www.ListToCloseLLC.com

LISTING & TRANSACTION
MANAGEMENT

d‘f on va We a‘faﬁ’p %m Wuko M(ri’& MW7

An agent typically spends between 15-20 hours of their time on the
entire contract to close process. If you close even 2-3 contracts per
month, that is 30-60 hours per month that you can earn back by using
List to Close. That is over a full-time work week! Time that can be spent
taking care of what is important to you, like:

Sweeten the

-Focusing on the parts of your business  -Hiring/Training team members

that actually generate revenue -Spending time with family

Give your sellers a competitive edge
and make your listings more appealing
with an Old Republic home warranty!

-Getting new business
-Following up with leads
-Loving on current/past clients

Brovke Glevens

List to Close LLC
8686 Bluebonnet Blvd
Baton Rouge LA 70817

225-317-9295
Brooke@ListToCloselLLC.com

-Traveling or going on vacation
-Giving back to your community

Webb Wartelle

Senior Account Executive
800 282 7131 Ext. 1285
C: 2252412088
WebbWiilorhp com
my.orhp comfwebbwartelle

Contact me for
information today!

Great home & auto

rates for any budget.

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

Call me for a quote today.
GARBARINO

Ross Garbarino
Agent

Garbarino State Farm

9844 Jefferson Hwy Suite 102
Baton Rouge LA 70809
225.751.4840
ross@garbarinoSF.com
www.garbarinoSF.com

Love your neighbor. - Mark 12:31

StateFarmr

Auto Life Home Flood Business

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

Baton Rouge Real Producers - 9
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»» partner spotlight

By Jamie Taylor
Photos by Ace Sylvester

FIRMLY
ROOTED

A swoon-worthy outdoor space is a claim to
domestic fame on every homeowner’s wish
list, and if that dream oasis elicits a few
double-takes from onlookers, well, all the
better. Of course, envisioning a lawn that’s
the envy of the neighborhood and achieving
one are two entirely different things. If
you’ve ever attempted a yard glow-up,

you know that it’s a task best navigated

with the right professionals by your side.

Enter the team at Landscape King such client satisfaction is not only
- experts in all things alfresco. Still, a cornerstone of his success, but it
within the first six years of'its incep- is also one of his favorite aspects
tion, the company is currently enjoy- of the job. “I love to see the result

ing rapid growth, and founder Joseph  of our service when a customer’s
King attributes this impressive trajec-  life has been transformed because

tory to two guiding principles — doing  they have a new landscape. It

good work and being intentional. It’s seems like a small thing, but it

a formula that clearly resonates, as really goes a long way for people
the company boasts a solid word-of- who enjoy being outside to have
mouth referral base, and Joseph says an enhanced outdoor space.”

As someone who has been in the
industry since 2010, Joseph is thrilled
to have parlayed his expertise into

such a thriving and well-respected
business, though he admits that being
an entrepreneur wasn’t always on his
radar. He got his start in the world of
plants as an hourly employee at Clegg’s
Nursery, and his experience there led
him to open Landscape King (formerly
King Lawn and Landscape) in 2017. The
undertaking was originally intended to
be a modest side hustle rather than a
booming enterprise, and
Joseph says the even-
tual transition from one
stage to the other was
an organic about-face.
“From the beginning,
my goal was simply to
make some extra money,
planting stuff on the side
for clients . . . then that
turned into my busi-

ness,” he recalls.

As his new initiative
began to take off, Joseph
decided to level up, and
he supplemented his
natural horticultural
talents with a formal
education, going back to
school to earn a degree
in turf and landscape
management and, later,
beginning coursework
for a master’s degree

. inlandscape architec-
K ture. It was a move that

not only helped elevate

his company but also allowed him to
develop an appreciation for the logistics
of running a successful operation. “For
a while, my crew was just [me] and a
couple of guys with a passion for plants
and beautiful landscape design. Now,
for me, it’s evolved into a passion for
business. Now we are running multiple
crews and [have] other office staff; we
are becoming an efficient machine to

better serve our clients . . .,” he shares.
t
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With that goal of effective-
ness in mind, the company has
chosen to fine-tune its offer-
ings, concentrating its efforts
on landscape consultations
and a curated menu of ser-
vices (flowerbeds, flowerbed
maintenance, sod, paver patios
and walkways, and landscape
lighting). “We no longer offer
lawn care, which allows us to
spend more time and focus

on what we’re really good at:
awesome installations. We’ve
learned the best ways to do
what we do, and we implement
that in our refined proven pro-
cesses,” Joseph says, adding
that only quality resources

are used in each design.

On top of having such a special-
ized and well-executed focus,
Landscape King also offers
value by assigning a designated
client-success manager to every
project, which helps ensure a
seamless experience for home-
owners. Additionally, Joseph
and his team have a secret
weapon in their ranks - in the
form of degreed landscape
architect Tim Bullion, who
brings over 30 years of industry
knowledge to the table.

When he isn’t steering the ship
at work, Joseph can be found
enjoying the sweeter things in
life with his family. He origi-
nally met his wife, Jess, during
alandscape install at her
house, and the duo now have
two adorable children, James
and Jude. Outside of time
spent with his people, Joseph
also enjoys listening to music,
playing the guitar, and - no
surprise — working in his yard.
“One of my favorite hobbies is
customizing my own landscape
using the same plants and

materials I use for my clients.

12 - September 2023
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IT SEEMS
LIKE A SMALL
THING, BUT
IT REALLY
GOES A LONG
WAY FOR
PEOPLE WHO
ENJOY BEING
OUTSIDE TO
HAVE AN
ENHANCED
OUTDOOR
SPACE.

2

Testing out plants and material myself,
first, gives me confidence that my clients
will love them just as much as we do,”

he shares, adding that another one of his
favorite pastimes is creating social media
content to showcase his company’s pro-

cesses in an entertaining way.

Considering that his passion for landscaping
permeates even his downtime, it’s fair to

say that Joseph has found his true calling in
life. And with his business firmly rooted in
the trinity of success - service, knowledge,
execution —it’s an equally fair assumption
that Landscape King will continue growing
and elevating outdoor spaces to bona fide

eye-candy status for many years to come.

Contact:

225-304-2499
joseph@landscapkingla.com
landscapekingla.com

@landscapeking_louisiana (Instagram)

PARAGON

INSPECTIONS

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy

Flexible Scheduling Scott Guidry, LHI#10905

SAME DAY Electronic Report

10 Years Corrective Construction Experience

Competitive Pricing www.paragoninspectionsllc.com

Proudly serving Baton Rouge and Surrounding Areas

scott@paragoninspectionslic.com

.‘-

: K I N G Iandscap.ing% .
as tips! 00
225-304-2499 | www.landscapekingla.com

Serving Baton Rouge, Prairieville and Surrounding Areas

for daily :}2

ATON ROUGE

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

Serving our Community and Louisiana in
Residential & Commercial Closings

#itmatterswhereyouclose #brtitle

3 LOCATIONS
TO SERVE YOU!

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

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

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

37283 Swamp Road, Suite 901 | Prairieville, LA 70769
225-706-6130 | C: 225-802-181

brtitle.com €
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FLELR DE LIS goosehead

CHANGING LEAVES, INSURANCE
CHIANNCIINCRININESH

Fleur De Lis Attorneys,
Your Real Estate Allies.

Smarter Insurance.
By Design.

225-319-5413 cell/text
(. 225-379-5111 office
38105 Post Office Rd

Q suites
Prairieville, LA 70769

MOTIVATED TO WORK WITH OUR TEAM? | keleegpieyepess isatae

Contact Fleur De Lis Law & Title today and let us

handle your legal needs with precision and care. Agency Owner

| FDLLAWANDTITLE.COM | 985-277-5550 |

LET ME TACKLE

LOCALLY OWNED

ALL YOUR HOME FAMILY OPERATED

FINANCING NEEDS

Looking to purchase or refinance? I’'ve built my reputation on LN S 4 . ; CheCk Out our
outstanding customer service. That means you can count on L e b . I
me to always look out for your best interests and to keep you " My . O reviews.
informed throughout every step of the process.

www.the =topteam.com
TAMMY BALENTINE

Area Branch Manager, NMLS #88255 | ; ] Geaux Tigers E E 5 i 5 -I 1.1-| 4 z

tbalentine@swbc.com Geaux Jags
225.292.2601 Geaux Saints

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 n I E I I M
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 foun .
ROOFING & CONSTRUCTION
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rising star

By Jamie Taylor
Photos by Ace Sylvester

QUEEN OF RELATIONSHIPS

When it comes to finding representation in
real estate, homeowners have no shortage of
options, and that truth is not lost on Ali Duplesis
Brooks. As a REALTOR® who honors a client’s
gift of trust by never taking it for granted, Ali
focuses on showing up for her buyers and
sellers in significant ways and treating them
as she would hope to be treated were she in
their shoes. It’s a sound philosophy and one
she backs up with sincerity and an arsenal of
relationship-building skills for good measure.

Growing up with an entrepreneurial mom
who ran multiple businesses, Ali gained early
insight into the benefits that hard work and
successful systems bring to a brand, and
through years of assisting in her family’s
enterprises, she cultivated eclectic talents

in client services and creative marketing

- strengths that would come in handy as

she set out into the professional world.

After graduating college, Ali accepted a posi-
tion as an advertising executive with the LSU
Alumni Association and later transitioned to a
role as the association’s engagement and travel
manager, where a typical workday involved
organizing Traveling Tigers’ trips and hotel
logistics for away games. With the restrictions
that came on the heels of Covid, this travel-fo-
cused position was rendered obsolete, and Ali
found herself facing an unexpected layoff. It
was a turn of events with unfortunate timing,
as she and her husband, Blaine, were expecting
their first child. Adding to the stress of losing
her income source was the realization that
Covid concerns would make it challenging to
find childcare once her baby did arrive, and Ali’s
mind began to shift toward finding a profes-
sional opportunity that would allow her the

flexibility to work from home.

Luckily, she found career inspiration through
her mom, Amy, who had, by that time, sold
her businesses and jumped into the real estate
game. With low-interest rates stimulating

the market, Amy’s business was taking off,

and Ali saw the potential for carving her own

niche in the industry. Leaning into that vision, she
got licensed, hit the ground running, and built a
booming business over the ensuing four years. It
was a swift rise that she attributes, in large part,
to maternal influence. “I really had such a great
mentor in my mom. With interest rates being low
and whatnot, her business was really starting to
pick up, so I was able to go with her and [learn]
everything. I was able to gain so much experience
quickly, and I never would have been able to retain
so much without someone who was already estab-
lished [guiding] me. I credit a lot of my success

now to being able to have that opportunity.”

Though Ali and her mom operate independently
through eXp Realty, they still function as a team,
and Ali says this is something she is grateful for.
“My mom and I always lean on each other, and I
think it’s really important to have that person you
can lean on, because, in real estate, the highs are
high, and the lows are low. Everybody needs some-
body. And I'll be somebody’s somebody if they
don’t have anyone they can call. Growing up, our
parents were so encouraging, and it just breaks my

heart to know that some people don’t have that.”

The autonomy that comes with the eXp model
means Ali has her hands in all aspects of her busi-
ness, which presents a valuable advantage to her cli-
ents. “I think one great thing about working with me
is how involved I am in literally everything in the
transaction,” she shares, adding that being solely
responsible for every part of the sale comes with a
lot of responsibility — something she does not take
lightly, as she finds herself invested with her clients
very early on. “I love fighting for people. I love
being able to help them through something stressful
and getting them to where they’re happy, and they
feel like they got the most out of the entire experi-
ence. That just makes me really proud to do what

I do.Iam one to try to make everybody my friend
and try to find some type of connection, because

I want [everyone] I work with to understand how
much they mean to me, and I think the best way I
can show that is to make them a part of my family.
When I serve them, and I help them purchase a
home, I'm going to treat them the same way as [I

would treat] my sister or brother,” she explains.

Baton Rouge Real Producers -
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Her passion for going to bat for her clients is at no
time more evident than when Ali is asked to remi-
nisce her favorite real estate memories, as her mind
immediately goes to those moments that were hard-
won. One such instance was a challenging sale that
extended over six months and was complicated by a
firm seller, and Ali says it was a moment that opened
the door to self-doubt. “It was like, ‘Is this career
really for me? Am I good at what I do,” she recalls.
Fortunately, affirmation showed up at the closing
table. “The buyer was saying how the transaction
wouldn’t have happened if it hadn’t been for me. I am
very ‘squeaky wheel
gets the grease,” and
I'm very diligent
because I would want
someone fighting

that hard for me,”

she says, adding that
the fact that those
attributes did not

go unnoticed by her
client gave her an
unforgettable sense of
validation at the end

of the experience.

In a similarly chal-
lenging scenario, Ali
helped friends pur-
chase a home, only
to have the seller’s
mortgage company
winterize the house
immediately after
the purchase, as

it had been slated
to go into foreclo-
sure. Before the mix-up could be straightened out,
the winterization process was underway, with
locks being changed and trash dragged through
the house. Ali remembers rolling up her sleeves,
going to the local hardware store to buy clean-
ing supplies and locks, and getting on the phone
to straighten things out. Though she took all the
right steps, she says her concern for the client’s
overall experience still weighed heavily on her
mind, as did their potential perception of her
service. “I just thought, ‘Oh my gosh, my buyers
probably think I have no idea what I'm doing,’

but they ended up leaving me a nice review.”

While it may seem unusual that such stressful

experiences rank high among her favorite memories,

18 - September 2023

Ali says these moments were special to her because they
helped her grow in her belief that she has a place in the
industry. “In real estate, every day is different, and showing
myself that I can respond in a way that I can quickly prob-

lem-solve reassures that this really is the [career] for me.”

When she isn’t busy steering the ship of her clients’ home-
ownership dreams, Ali’s free time revolves around her
precious daughter Palmer, who is currently rocking toddler-
hood. “She has pretty much become my hobby,” Ali jokes of
the vast amount of mom-and-me time she and Palmer spend
together. “She was a Covid baby, so the hobbies I had [before
that time] - exercising and
stuff like that — became
nonexistent, so she kind of

became my identity.”

6699

I love fighting
for people. I love
being able to help
them through
something
stressful and
getting them to
where they’re
happy, and they
feel like they got
the most out of the

entire experience.

—

In addition to bonding with her mini-me, Ali also enjoys

time spent with her husband, parents, and siblings
(fun fact: she has a twin!). Rounding out her crew are
Blueberry and Bowser, the adopted four-leggeds who offer

canine and feline personality, respectively, in spades.

With her unique mix of assertiveness and kindness, there
is no doubt Ali will continue to forge her way to the top of
the real estate mountain, happily charting her own path
but simultaneously willing to offer a hand up to anyone
who comes along behind her. And as her list of closings
grows longer, so will her inventory of pals, considering
that her clients become genuine friends and fixtures in her
life long after the sale (a relationship style that she and
her mom share). “Once we close, they don’t get rid of us,

and, I mean, it’s true, right? We know where they live!”
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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



team leader e

By Breanna Pizzolato
Photos by KJ Wright

Jillian
Wri1g

There are countless studies on leadership, explor-

ing whether it is a set of learned skills or an intrin-
sic ability. Jillian Wright is a case study for the
latter. For as long as she can remember, she’s nat-
urally assumed leadership positions. At 21, Jillian
embraced the responsibilities of a wife and mother
and discovered a newfound strength and resilience
within herself that propelled her toward her entre-
preneurial aspirations. Through her unique blend of
life experiences, personal growth and unwavering
dedication to her family, she laid the foundation to
establish The Wright Group in January of 2023—a
testament to her remarkable ability to balance

multiple roles and emerge as a visionary leader.

While working as a waitress at Waftle House in
her hometown of LaPlace, the district manager, KJ,
dropped in for a visit.

“I remember thinking, “‘Who is that?! And he told
me the first day we met that I would be his wife. I
thought he was crazy,” she said, folding her arms.
“But sure enough, I was his wife a year later,” she
laughed. Following their marriage, KJ’s desire to
return home to Baton Rouge coincided with Jillian’s
yearning for something new. They started their

life together in the city they now call home, and
Jillian considers nurturing a joyful and affection-
ate marriage with KJ for 12 years among her most
cherished accomplishments. Three kids, Jayce,
Khloe, and Jaxon, then a career change later, the
unwavering commitment and love they have culti-
vated shines through as she explains how KJ is the
photographer and graphic designer for The Wright
Group. “You're not going to see many other real
estate agents with graphics that look like mine,” she
said, smiling. They showcase her personality with

bright color blocks, bold lettering and fierce poses.
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Together, Jillian and KJ continue to fulfill their promise to them-
selves and their family to do things differently by always putting
family first.

For years, Jillian worked as a phlebotomist while attend-
ing school to become a nurse. She worked full-time while
pursuing a nursing degree and raising their two oldest chil-
dren. The 16-hour shifts, late-night studying, and coor-

dinating childcare around it all began to take its toll.

“My husband and I sat down and agreed; this isn’t going to work.
This is not what we signed up for. We have kids, and we said

we would do things differently, and them being here and there
and not with us is not what we said we were going to do.” KJ
suggested she try real estate, assuring her that her passion for
helping people, natural leadership ability and personality would
serve her well as a Realtor. She liked the idea and called her best
friend for advice. “I had no idea she had been thinking about real
estate and signed up for the classes. I thought, “This is my sign.”
Jillian signed up, too. And then, life happened.

Three years passed as Jillian started and paused the courses
while continuing to work in the hospital. In that time, the Wrights
welcomed their youngest, Jaxon, to the family. Jillian sat in

the parking lot before her first shift following a brief maternity
leave. “I cried and cried,” she said, shaking her head. “I kept
thinking, “This is my last baby, and I have to go back to work,
but I don’t want to miss anything. I don’t want someone telling
me I can’t be somewhere for my kids. I want to be at every-
thing I want them to do everything.’ And I was finally deter-
mined, ‘ she said. “I was more motivated than ever to study, and
I wasn’t back at the hospital for four months before I passed

my test, quit the job, and started my career in real estate.”

“I always remember that when I first started, I had help and
people to lean on when I got lost, and I wouldn’t be where

I am without them,” she said. “I wanted to give back and be
that person for other new agents.” She leaned on the men-
torship and guidance of Shane Robertson and Brittany

Howard, now joining them as a fellow Real Producer.

In 2022, Jillian was awarded agent of the year and began a
mentorship program within her brokerage, Berkshire Hathaway
HomeServices. “When I decided to start the program, they
backed me, helping me bring my mission to life,” she said.

The 3-month program focuses on helping new agents build
confidence by navigating real-world scenarios and leverag-

ing their unique personalities in business. “Everything hap-
pens when it’s supposed to, and when the women in the first
cohort graduated, I couldn’t leave them,” she said. Once again,
she felt called to leadership and started The Wright Group,

and all four women in her mentorship program joined her.
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You feel like you can

take on the world

when you look and

feel the part.

“She always tells us, ‘It’s not easy, but you will see results. Just
keep pushing,” said Jourdan Jackson, an agent with The Wright
Group. “That’s the main thing - just keep pushing.”

“Taking on the leadership role was second nature to me,” Jillian
explained, “But to have each of these women who look up to me,
depend on me, and expect me to be me every day, it was scary
and not easy because I don’t like failure. But I'm going to keep
pushing because the only way to get where God wants us all is

to go through the trials and tribulations He uses to mold you!”

When she needs the same encouragement, she doles out, she
looks to KJ. “When something doesn’t go the way it’s supposed
to, or I've had a bad day, he’ll say, “‘What’s the next play, bae?’
and that shifts her perspective. “Sometimes, depending on the
situation, it may take a little longer for
me to change my outlook on a situation,”
she said, smiling. Being a football family
and their oldest being a great athlete, the
family often uses coaching terminology in
difficult times. “We know you must let go

of the last play to focus on the next one.”

Her next play is to continue to pour into
her family, business, team, and, soon, a
new cohort of mentorship program mem-
bers. “During my hardest days, my kids,
with their countless practices football,
cheer, volleyball, girl scouts, and men-
toring - that’s what keeps me going,” she
said. Taking time to step away from her
roles as wife, mom and boss are just as
important as the time she spends dedi-
cated to them. “The way to my heart is
going out to eat and a good ole French 75s,”
she said, recalling a recent Girl’s Night
spent with a group of amazing women at
Soji. “It’s nice to have a night out, step
away from everything for a bit and enjoy
good company.” Nights out and meticu-
lous self-care keeps her grounded. “If I
don’t do anything else, I'm going to have
my hair, nails done, and a pair of shoes
to fit my personality,” she said. “You feel
like you can take on the world when you
look and feel the part.” Sometimes she
looks back and wonders how in the world
she gets everything done, “and then I
realize that it’s by the grace of God.”

Jillian exemplifies the true essence of a
multifaceted leader. She’s true to herself

and her mission, unwilling to fit any mold

and determined to authentically show up in
every role. From embracing her role as a wife
and mother at a young age to establishing The
Wright Group, Jillian’s entrepreneurial spirit,
personal growth, and unwavering dedication
to her family have been instrumental in her
success. Through her mentorship program and
commitment to helping others, she continues
to inspire and uplift those around her. With
God, a supportive partner by her side and a
relentless determination to keep pushing for-
ward, Jillian’s leadership journey serves as an
inspiration for her fellow Realtors faced with
balancing multiple roles and leaning into their

authenticity while pursuing their dreams.
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The Perfect
Blend
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In this new chapter, he’s a husband
to Ronda and father to their beauti-
fully blended family of six kids.

Embracing Life’s Adventures

Kyle envisioned himself as a real estate
agent and father early in high school.
During sports practices and field trips,
he recognized that the parents who were
most often there to cheer and volun-
teer were real estate agents, namely
Laura Dupree and Karl Landreneau.
Inspired by their dedication, he devel-
oped a plan. “I knew then that I wanted

to be a real estate agent,” he said.

He developed a passion for music early
in life, too. “Dad always had instruments
and music around when I was growing
up,” he said. For years, he watched his
dad, long-time attorney Glen Petersen,
play saxophone in an all-attorney band,
and his love for live music only grew

as the years passed. “I like to play the
guitar, but my singing is off-key,” he
said, laughing. Fortunately, no one

notices - or hears - at a live concert.

He’s leaned wholeheartedly into his role
as a father and brings the same caring,
compassionate energy to his friendships
and business with Keller Williams First
Choice. After earning his license in 2003,
he immediately connected with Pat
Wattam, and learned under her leadership
for 6 years. He leaned on her mentorship
to develop the foundation of his polished,
efficient and detail-oriented service.

But don’t let the professional business
dealings fool you - he’s also willing to

fly across the country for a weekend of
jamming out to live music. He recounts
one weekend in Houston - a frequent
pilgrimage he makes to see friends and
musicians - his friend extended an invi-
tation to New York City. On a whim, he
bought the plane ticket. That weekend,
he saw what many consider to be the
most legendary bands of the ’90s - Blues

Traveler, Train, Jewel and Elton John.

Throughout his life, he’s developed other passions,
like his affinity for the unique architectural styles
of South Louisiana. “Nothing is cookie-cutter here,”
he said. “All of our cultural influences and history
come to life in architecture here. I never get tired
of exploring new homes and studying the elements
of architecture that make each one unique.” But
above all, Kyle is most passionate about being a
devoted dad - the one at nearly every practice,
performance and event who’s never afraid to “make

it weird” with a long hug or loud “I love you!”

Consistency, Compromise & Randomness
Before joining his family with Ronda’s this sum-
mer, Kyle made life as a single dad of three look
easy for over seven years. But we all know bet-
ter - no parenting journey is an effortless one.
“My main job has always been to make sure they
feel safe and heard,” he said. He emphasizes the
importance of creating a life-work balance over
a work-life balance and meticulously schedules
activities and events. “If'it’s not on the calendar,
it doesn’t exist. And family time is the first thing
on my calendar.” He’s leaned into fatherhood by
embracing the activities his kids love most. For his
oldest, Hadley, 19, that’s theater; his son Connor,
13, enjoys gaming with his sights set on becom-
ing a YouTuber; and for his caboose, Presley, 10,
it’s skincare and goofy TikTok dances. “I’ll admit,

sometimes I forget I'm the dad,” he said, chuckling.

Presley has him on a strict daily skincare regimen
and weekly facial routine. “This is all her,” he says,
laughing and waving to his face. “She tells me
which products are cruelty-free and have the best
ingredients. I just bring the money to checkout,” he
said, laughing. “And she makes sure I wear sun-

screen every day. She gets on to me about it!”

Kyle prioritizes time both for small moments and
unforgettable experiences with his family. Each
year, they take at least one vacation together, and
throughout the year, Kyle adds an individual trip
for each kid to the calendar. Kyle and the kids visit
everything from historical landmarks like The
Alamo to Harry Styles concerts and colleges. Well,
except for the Harry Styles concert, which was a
surprise for Presley, which they, unfortunately, had
to cancel after she broke her collar bone the night

before while perfecting a TikTok dance.
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“There’s no set way we determine where
to take our next road trip, sometimes,
I'll suggest a place, but mostly it’s a

lot of randomness. And when they’re
ready for a Disney trip, they’re not

shy about letting me know,” he said.

At home, they enjoy going to the mov-
ies, which sometimes serves as a lesson
on compromise. “If we go see some-
thing like the LEGO movie, then the next

movie is my pick,” he said, smiling.

Whether they’re exploring the country
and enjoying breakfast in new places, or
compromising on a Saturday night movie
choice, Kyle treasures each moment of
togetherness. “When they walk through
the door, I hug ’em, and when they wake
up in the morning, I hug ’em. That’s my
biggest advice for any parent: hug ’em,
tell them how much you love them, and
try your best to keep things consistent.

Like all things, consistency is key.”

A Beautifully Blended Bunch

“I knew on our first date that I wanted to
marry her, and I knew on our third that she
would say yes,” Kyle said with a coy smile.
Kyle and Ronda tied the knot in a small, pri-
vate ceremony surrounded by their children
in August, thrusting them into their greatest
adventure yet. Of their six children, five of
them are teenagers. But that doesn’t scare
Kyle. It thrills him. “We’re going all in, and
we’re going to enjoy this time while we have
it,” he said. “Because it goes by in a blink.”

“It’s been incredible to watch,” he said
about watching their kids become fast
friends. “They all have such different
and distinct personalities and mesh so
well. It didn’t take long for them to make
a group text and start adding events

to our calendar,” he said, beaming.
“We’ll ask each other who put a family
night to SkyZone on the calendar and
laugh when we realize it’s the kids.”

Baton Rouge Real Producers -



Apart from family nights,
the newlyweds enjoy
finding date night spots
with live music, especially
Yacht Rock. “We’ve seen
Ed Sheeran, and we saw

a Steely Dan cover band a
few weeks ago - it was one
of my favorite shows I've
ever been to,” he said. “At
least once a month, we go

see live music somewhere.”

Their shared love of live
music and creating mem-
orable experiences with
their family is a testa-
ment to the deep con-

nection he and Ronda

share. “If you would have told me five years ago I'd be the dad in a
Brady Bunch situation, I would have laughed at you,” he said. “But

we’re all just thrilled about this new adventure together.”

In this new chapter, Kyle is doing what he’s always done - embracing life’s
adventures with an open heart. From his aspirations as a high school student
to his remarkable journey as a real estate agent, music lover and devoted
father, Kyle’s path has unfolded in unexpected and beautiful ways. Through
it all, he reminds us that sometimes the best moments in life are the ones we

never planned but that we embrace with gratitude and enthusiasm.
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IFIT'S NOT ON THE CALENDAR,
IT DOESN'T EXIST.

And family time is the first
thing on my calendar.
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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

Good Neighbor Service,
Surprisingly Great Rates.

Call me today!

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

Meagan Faulk
my225agent.com

255.767.3540
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»» question of the month

Where Did You
Play This

Camping trip to Petit Jean State Park in Arkansas.

~ Aundrea Allen, Safesource Insurance
Miami + San Destin ~ Leigh Adams, ReMAX Professional

Currently in Puerto Rico and I spent the beginning
of July in Aruba ~ Brittiny Howard, The B Group

Fishing Camp in Dulac, LA and Bay St. Louis MS ~
Brandi Phillips, NextHome Solutions

A cruise to Mahogany Bay, Belize and Cozumel ~
Monique Briggs, Fairway Mortgage

Destin, Fredericksburg, Broken Bow ~ Lisa Pizzalato,
Zatta Real Estate Group

OBA, Bay St. Louis, Spain! ~ Darby Mann, MFB Title

I played in Destin at my son’s wedding. ~ Stacie

Thevis, Greene Properties of Louisiana

Maurepas, New York & Orange Beach ~ Sheridan Fay,
Redstick Financial

30A & The Bay! (Fairhope) ~ Stephanie Pierce,
Keyfinders Team

The beach! ~ Stacey Keller, Goosehead Insurance

Martha’s Vineyard and Nantucket ~Carrie Godbold,
Carrie Godbold Real Estate

Belize ~ Shelby Dunbar, Fleur de Lis Title

Bahamas, Tampa, California & Miami ~ Nia Bookter,
Keller Williams

Lake Tahoe ~ Darbi Kaltakdjian, Property First Realty Group
30A ~ Mikey Nelms, The W Group

Ft. Morgan and Margaritaville ~ Victoria Haddad,
Magnolia Roots Realty

Orange Beach ~ Shemika Mayfield, Keller Williams Realty
First Choice

Las Terrena, Dominican Republic ~ Corrine
Schwartzberg, Gulf Coast Title
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SAVE THE DATE

THURSDAY, OCTOBER 5, 2023
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Same Brand, New Reach —
Tune in for free today

Listen on 1
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witH HosT REMINGTON RAMSEY

Real Producers Podcast is hosted by Remington Ramsey,
creator of the Real Producers brand that reaches more
than 100 markets nationwide. He is a real estate investor
as well as an avid reader and writer.
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With over 40 years of experience, our team provides real estate title and closing services throughout the state of Louisiana including B UY RE F I B u I I D
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.

Nathan’s Realtor Tip:
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
D —

me, we'd make a great team.

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

9 gctitle.com

Loan Officer

NMLS #: 1411386

(225) 266-0109

ntallo@assurancemortgage.com

f @PreapprovedWithNathan @nate_with_great_rates

225-456-1335 | BRANDEN BRIGNAC | CAJUNCOOLERS@CAJUNCOOLS.COM | CAJUNCOOLS.COM
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Partner with us for an amazing client experience!
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WINNING TEAM
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YOU'RE HOME

Homebuying is about more than fin
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GET STARTED TODAYi

Brian Barefoot

Branch Manager, NMLS #1935707 w
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7700 Vincent Rd. 5951 Belfast Bend Ct.
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